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About the survey
Welcome to the sixth issue of Dealmakers: Mid-market 
M&A in Australia 2020, produced in collaboration 
with Mergermarket, an Acuris company. Pitcher 
Partners has commissioned Mergermarket to once 
again canvass the opinions of 60 M&A dealmakers 
in Australia (domestic and foreign investors) for their 
first-hand insights and expectations regarding activity 
in the Australian mid-market in 2020 and beyond. 

This report compares survey respondents’ collective 
sentiments for the deal market in the year ahead, 
making comparisons to opinions from last year to 
present an informative picture of the current market 
and developments likely to unfold in the months ahead. 
These sentiments, matched with in-depth analyses of 
M&A data trends, offer a holistic view of the challenges 
and opportunities on offer in Australia’s mid-market. 
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Executive summary  

M&A in Australia is down but certainly not out as dealmakers set their sights on the 
market, recognizing the country’s huge potential and mid-market opportunity. 

Appetite for Australian assets continues to grow. Among 
dealmakers in our research this year, 65% say they 
are considering further acquisitions in Australia, deals 
that follow previous successful investments. Another 
30% are unsure of their next move but have noted that 
Australia stands high on their list of target destinations. 

More impressive, perhaps, is the 90% who say 
Australia is their first choice in Asia Pacific when 
it comes to sourcing mid-market deals. These 
sentiments surpass those of other high-growth, 
albeit perhaps higher risk, markets such as emerging 
Southeast Asia (73%), China (27%) and India (33%). 

It’s easy to see why interest is so strong. A robust 
economy, sound fundamentals, dynamic industries 
and global links to key markets are Australia’s 
standout features, not just among regional economies 
but those globally. Realistic valuations and return 
prospects also factor heavily into positive sentiments. 
The list of Australia’s advantages goes on.  

So where will M&A go in 2020? While deal totals 
declined 6% in volume and 35% in value (there 
were noticeably fewer deals valued greater than 
AU$1bn from the year prior), these results align with 
global trends, where M&A worldwide declined 7% 
for the year (although only 6% in value). That figures 
were not lower considering it was an election year 
shows the strength of sentiment toward the country, 
and 50% of respondents expect a turnaround and 
increasing deals, especially in the mid-market, 
while the remaining 50% say it will remain in line 
with current levels. While no-one can say for sure 
what will happen, this positive sentiment is certainly 
good news for those wanting to sell as it is always 
better to have options when looking for buyers. 

Increases across most sectors are also expected, 
although the bushfires that have been ongoing since 
September 2019 will no doubt impact many industries, 

such as leisure and tourism. However, with the 
Federal government announcing an AU$2bn recovery 
package – in addition to funds being committed by 
state governments, insurance companies and private 
industry – the rebuilding phase after the fires are 
extinguished is also likely to provide much needed 
stimulus to affected communities and businesses. 

Long term, other industries may see changing 
regulation to address environmental concerns. 
Indeed, unprecedented pressure on all levels 
of government to act on climate change could 
become a theme of the years ahead, with the 
green energy sector likely to see rising interest. 

As in past years, this report looks at these trends 
to spot opportunities in the Australian mid-market. 
We also assess the challenges dealmakers face as 
geopolitics and disruption add to the complexities that 
lie ahead. The interviews this year provide a bounty 
of useful insights, research and trend analysis and in 
conjunction with Mergermarket provides a window 
through which dealmakers can see ahead as they 
plan out their next investment. Pitcher Partners hopes 
you find this an informative read and welcome you 
to join the conversation by reaching out to one of 
the firm’s dealmaking specialists across Australia.

65%  
say they will increase 
investment into the 

Australian mid-market  
in the year ahead
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Trends and survey highlights

77%
Mid market

7%
Small cap

16%
Large
cap

M&A deal size breakdown 2019
(percentage of total volume)

Mid-market M&A in Australia

Top sectors by deal volume
in 2019

Top opportunity sectors
in 2020

Expected inbound M&A from

Deal drivers in 2020

78%
expect an increase
in foreign inbound
deals

77% 
expect an increase
in private equity deals

48% 
expect an increase
in outbound deals

16%
Leisure

13%
Business services

11%
TMT

98%
TMT

88%
Pharma, medical,
and biotech

83%
Consumer

75%
Foreign dealmakers

73%
Valuations 

72%
Capital deployed
by private equity

90%
will look to Australia 
for mid-market deals 
in 2020

73%
will look at emerging
Southeast Asia

27%
will look to China

97%
North Asia

82%
North America

55%
Japan

Deal flow Investors set their sights

D
ea

l v
ol

um
e

D
eal value (AU

$m
)

2016 2017 2018 2019

 Deal volume    Deal value (AU$m)   

0

20

40

60

80

100

120

Q4Q3Q2Q1Q4Q3Q2Q1Q4Q3Q2Q1Q4Q3Q2Q1

0

1,000

2,000

3,000

4,000

5,000

6,000

7,000

8,000

Q4Q3Q2Q1Q4Q3Q2Q1Q4Q3Q2Q1Q4Q3Q2Q1

3



Introduction: M&A in Australia  

Australia ranks as the top investment destination among dealmakers within Asia 
Pacific and also globally, outshining many of Asia’s high-growth emerging markets. 
Aside from its strong fundamentals and reliable deal environment, dealmakers point 
to Australia’s unmatched mid-market opportunities as a leading driving interest.  

Following a blockbuster year for M&A in 2018, deal 
totals for 2019 reached 1,112 transactions worth 
AU$107bn, a drop of 6% in volume and 35% in value 
from 2018. Yet, while the year may not be one of 
new records, it nonetheless points to Australia’s 
resilience and is broadly consistent with historical 
M&A trends. 2019 still managed to beat out totals 
from 2015 (648 deals) and 2016 (725 deals). 

The overall picture, however, remains promising 
and is one of steadfast confidence in the robust 
Australian market, despite global shocks and macro 
events that have shaken other regional markets. 
It also hints that the market will be active and 
interesting from an M&A perspective in 2020. 

Indeed, Australian M&A is one of the key themes 
for Asia in 2020 with Australia being one of the few 
markets with positive fundamentals strong enough to 
entice foreign investors. Such interest from overseas 
is likely to rise higher and higher as Australian assets 
become cheaper as the nation’s currency weakens. 

Sectoral opportunities are also driving trends, led by 
resources, metals and mining. While these industries 
make up the bulk of dealmaking, their percentages of 
the M&A pie are declining as activity across a range 
of service-driven industries – consumer, healthcare 
and tech – begins to see healthy levels of activity. 

Equally healthy have been the number of mega deals 
in the market. These deals – valued at AU$250m and 
above – accounted for 16% of all deals, with values 
totalling AU$88bn. Although at the top end, volumes 
for deals over AU$1bn were down compared to prior 
years, driving the 35% decline in deal values. The mix in 
deals across resources and services further exemplifies 
the significance of Australia’s economic transformation 
and the growth of the services industries. 

The mid-market opportunity
Apart from mega transactions at the top end of 
the M&A market, Australia’s mid-market (deals 
valued between AU$10m and AU$250m) has firmly 
established itself as a robust source of deals. The 
mid-market accounts for a clear majority of activity 
– 77% in 2019 – although the middle deal segment 
has also seen declining overall M&A totals on a 
yearly basis. That’s not to say dealmaking was 
uneventful: following sluggish activity in the first 
half, mid-market M&A rebounded, posting a strong 
finish to the year following national elections in Q2. 

Regardless of trends, global investors continue to 
be captivated by Australia, and specifically for these 
mid-market opportunities. In our research this year, 
90% of dealmakers say they will look to Australia for 
deals, ahead of emerging Southeast Asia (73%) and 

Figure 1. Australian M&A
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China (27%) which have traditionally captured investor 
interest with the promise of economic growth. 

These investors agree that Australia is a land of 
plenty, with a rich mid-market and ample opportunities 
to satisfy their investment appetites. These 
matched with the country’s positive fundamentals 
make it an obvious first choice. As such, 65% of 
dealmakers are planning to invest here in the 
year ahead. Another 30% are unsure but leaning 
positively toward market entry or expansion. 

Pointing out some of the benefits of the mid-
market compared to other deal segments, many 
respondents say these deals represent the perfect 
fit at the perfect value. “Small cap companies are 
mostly just start-ups and aren’t as established as 
mid-market businesses. Moreover, mid-market firms 
can be useful for investors looking for either faster 
returns or ROI over a smaller period of time,” says 
one respondent. Expanding on this point, another 
respondent says that “naturally, the valuations and 
terms would be more feasible [in the mid-market], 
when you compare it to large cap segments.”

Another summarizes the general sentiment this 
year, noting pre-deal and post-deal advantages. 
This respondent says that “[mid-market businesses] 
are more reliable than small cap companies 
and more specific than large caps in terms of 
return value. Even so, the flexibility is higher than 
large caps if you intend to make any strategic 
changes after the deal has been processed.”

“[Mid-market businesses] are 
more reliable than small cap 

companies and more focused 
than large caps. These 

are usually more flexible 
businesses than large caps, 

which makes it easier to make 
strategic changes after the 

deal is done.”

SURVEY RESPONDENT

Figure 2. Australian M&A deal size breakdown 
(Percentage of total volume)

Large cap
(>AU$250m)

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

Small cap
(<AU$10m)

70%

2017 2018 2019

77% 77%

11%

16% 16%
12%

14%

7%
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Australia’s advantages
Several key advantages set Australia apart as a prime 

investment destination within Asia Pacific and globally.

Strong and stable foundations
Political and regulatory stability ranks as 

Australia’s top advantage. This, matched 

with a transparent, sound legal system, has allowed 

Australia to develop as a “safe haven” as geopolitical 

uncertainty sweeps regional and global markets. Given 

the current levels of volatility and unpredictability 

around the world in recent years, these factors cannot 

be understated. Respondents praise Australia’s 

continuous stability as an attractive feature that has 

and will continue to drive investment, especially for 

offshore capital sources. Commenting further on 

these aspects, one respondent says, “Australia is an 

attractive market for M&A for all segments because 

their political stability allows for continuous growth. 

Some other regions experience more corruption 

and stricter laws, which is not easy to anticipate.”

Limited risk
Respondents also highlight Australia’s low-

risk market status compared to regional 

markets. One dealmaker notes that, “Overall, there is a 

limited amount of risk, given the global problems being 

faced at this time. M&A environment should be reliable 

and steady, one of the main reasons Australia is being 

chosen for the near future.” Others say that this limited 

risk and overall stability contribute to an overall ease 

of doing business not present in many of Asia’s other 

emerging markets. Equally, the limited impact of the 

US-China trade war and Brexit on the Australian market 

are major positives, and one in four respondents 

actually see the trade dispute as a plus for Australia. 

Figure 3. In which of the following Asia Pacific 
markets will you be searching for mid-market 
opportunities in the year ahead? 

90%
Australia

73%
Emerging

Southeast Asia
(ex Singapore)

35%
Korea

33%
India

32%
Singapore

27%
China 23%

Hong
Kong

2%
Japan

“While the tyranny of 
distance continues to weigh 

on the minds of foreign 
executives and investors 
looking to the Australian 

market, this is quickly won 
over once an appreciation is 
gained for the consistency 

and protections afforded by 
our business environment 
and laws when compared 

to regional markets. 
This is in addition to the 

resilience of our economy 
and more favourable 

pricing when contrasted 
against European or North 

American markets.” 

 PITCHER PARTNERS
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Tech advantage
A culture of innovation is strong and only 

growing stronger in Australia, led by 

numerous dynamic industries and an enterprising, 

tech-focused workforce. This tech advantage is most 

pronounced in the mid-market, where respondents 

see the most growth and ambition from a company 

and talent perspective. One respondent says that 

the uptake of new technologies and development 

of others has contributed not just to rapid growth 

at the mid-market business level, but within the 

broader economy. And generally, dealmakers see 

this tech-rich opportunity as ripe for investment, 

as innovative Australian mid-market assets can 

provide a significant value-add to the operations 

and processes of buy-side organizations. 

Favourable valuations
Within the mid-market, the valuation 

and return prospect is strongest among 

dealmakers. Several respondents mention that 

valuations and returns actually exceeded expectations 

and have led them to repeated investments within 

Australia. However, reaching an agreeable valuation 

can often be a challenge (one discussed in detail on 

page 10) and dealmakers are aware that developing a 

delicate approach and responsive deal team can make 

a major difference in securing or scuttling the deal. 

Figure 4. Are you considering an acquisition into 
the Australian mid-market in the year ahead?

Figure 5. What makes Australia an attractive market for M&A?

Low risk compared to regional markets

Deal sourcing opportunities

Positive economic outlook

Favourable tax regime

Valuations/Returns

New/Advanced technology

Legal certainty

Political/Regulatory stability

80%

58%

77%

42%

55%

87%

77%

77%

77%

82%

68%

40%

50%

43%

48%

13%

60%

93%

Competitive environment (relatively few buyers/competitors) 

Low risk compared to regional markets

Deal sourcing opportunities

Positive economic outlook

Favourable tax regime

Valuations/Returns

New technology

Legal certainty

Political/Regulatory stability

Competitive environment (relatively few buyers/competitors) 

Overall M&A

Mid-market M&A

5%
No

30%
Unsure

65%
Yes
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Global M&A: The big picture
While defying expectations earlier in the year, 
dealmakers globally took their foot off the pedal 
going into the closing months of 2019. Deal 
totals declined 7% in volume and 6% in value, 
although still one of the highest over the past 
decade, according to Mergermarket data.  

While ending the trend of growth that has dominated 
M&A since 2015, viewed within the historical 
context, dealmaking remains robust – and it could 
continue to be so into 2020 and beyond. According 
to research conducted by Baker Tilly International 
in the report “Global dealmakers: Cross-border 
M&A outlook 2019”, 54% of global dealmakers 
expect M&A activity to increase in the year ahead. 
These respondents and the historical data point 
to several trends that drove activity across 2019 
and could continue to do so in the year ahead.

Mega deals: Large-cap transactions were prevalent 
as larger corporations completed transformational 
combinations in a frantic search for scale competition 
globally heats up. This desire to secure growth (or 
secure their future survival) has and will likely see 
deals get larger, but the volume of mega deals is 
likely to always only account for 10-15% of all deals. 

Restructuring: Corporations have been busy 
reassessing their operations by restructuring 
and selling non-core and underperforming 
assets. These actions are freeing up funds for 
further buying while also creating abundant 
deal opportunities for the right buyers. 

Private equity: The rise of private capital has 
seen these buyers remain heavily involved in 
overall buying, with North American private 
equity firms completing more than 20 deals 
valued at over US$1bn in 2019. In Europe, private 
capital dry powder is at an all-time high, and 
mega funds are being raised on both sides of the 
Atlantic as they prepare to put money to work. 

Domestic deals: Another theme has seen an 
increasing focus on home markets as heightened 
geopolitical risks and rising protectionism are 
causing boardrooms to consider looking inward 
instead of across borders for opportunities. 
As such, domestic M&A in 2019 accounted 
for 62% of global deal totals, up from the 
yearly average of 59% since 2010. 

Cross-border M&A: Dealmakers are not completely 
turning their backs on foreign markets. Cross-
border M&A deal values actually increased 1% from 
2018 to hit US$1.4tn in 2019, although volumes 
remained unchanged at 38%. Equally, 71% of 
respondents in the Global dealmakers research say 
they will increase their cross-border M&A spend 
in 2020. While the merits of such deals – access 
to new markets, customers, and technologies – 
remain sound, dealmakers will likely place greater 
scrutiny on M&A ventures abroad as they search 
for markets with not just abundant opportunities, 
but strong and stable fundamentals to ride out 
complexities shaping the global deal landscape.

Figure 6. What will be the impact of the US-China trade war and Brexit on inbound investment into 
Australia’s mid-market?

Brexit

US-China trade war

Positive Negative Neutral Unsure

27%

13% 23% 53% 10%

13% 50% 10%
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The tax environment
Stuart Dall, Partner - Tax Consulting
Until recently, any publication discussing the 
taxation environment in Australia, and its impact 
on M&A, would have undoubtedly focussed on 
the rapid evolution of tax law reform in Australia, 
both to encourage investment and to protect 
government revenues with targeted integrity rules.

However, there is now a dearth of tax reform, 
and almost all of the focus is on further integrity 
measures (particularly with respect to investment 
by multinational corporate entities) and the 
social rhetoric, which is reflected in the tabloid 
and financial media alike, of entities “paying 
their fair share of tax”. As a result, the main tax 
regulator in Australia, the Australian Taxation 
Office (ATO), is playing a greater role than ever in 
monitoring and reviewing transaction activity.

This may all sound very daunting. However, for 
savvy sellers and buyers, it in fact represents a 
competitive advantage and opportunity to be able 
to optimally navigate through Australia’s complex 
tax laws in a highly regulated environment. In 
parlance used in the sport of diving, the degree of 
difficulty is a little like trying to perform a dive in an 
armstand, back, double somersault, with one and 
a half twists, in the free position – get it right, it’s a 
gold medal winning performance. Get it wrong, it’s 
a painful, and rather embarrassing, “bellyflop”!

So, what are some of the common key 
issues arising for sellers and buyers?

For Sellers:
• The ability to be able to vend a business 

which has a clean tax history, with minimal (if 
any) latent tax risks for the Buyer. This is best 
dealt with before the sale process begins. If 
not, then more innovative solutions may be 
required, such as escrow or clawback provisions 
to appropriately cleanse matters post-sale.  
Warranty and indemnity insurance is also a 
potential option for insurable tax risks.

• The ability to access tax concessions (for 
example, capital gains tax discounts, rollovers, 
etc), which in some cases may be best dealt 
with as part of pre-sale restructuring, or in 
the design of the sale mechanism itself.

• Increasingly, purchase consideration is offered 
in the form of earn-out arrangements as a tool 
to incentivise Sellers to remain in management 
for a period of time and/or to bridge the gap on a 
Seller and Buyer's perceived value of the business 
at the time of transaction. There are certain tax 
rules that can apply to protect earn-out rights from 
unpalatable tax consequences on their creation.

• It should be expected, now more than ever, 
that transactions will be scrutinised by the ATO.  
Increasingly, this is occurring shortly after sale 
execution / completion, before the relevant 
Seller(s) lodges its tax return. Again, this is a 
process that should be viewed as an opportunity, 
in the sense that it provides a Seller with certainty 
about the tax implications of the transaction.  
There are also benefits, for everyone, in having 
all information while it remains fresh and all 
relevant issues are given their due consideration.

For Buyers:
• The obvious tax due diligence considerations 

remain crucial.  Some of the strategies for 
managing this are discussed in the first 
point under “Sellers” above. Moreover, it is 
important to identify and assess the value of 
any tax attributes that may be inherited.

• In share purchase transactions, it is conventional 
commercial and tax planning that Australian 
corporate acquisition vehicles are used.  In such 
cases, this will usually require consideration of 
the Australian tax consolidation rules.  These 
rules effectively result in the purchase price of 
the shares being allocated to the underlying 
tax cost of the assets of the business.

• Funding and capital considerations, debt and 
equity, are crucial. This may involve funding  
of the transaction itself. Or it may involve ongoing 
funding for future growth of the business. In 
cross-border transactions, pricing of debt under 
transfer pricing rules, as well as other cross-
border transactions between overseas parent 
and local Australian group operations, is a 
very high focus area often guided by complex 
principles rather than “black and white” rules.
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Mid-market deal drivers 
and challenges  

Offshore buyers, together with ambitious private equity plays, will drive  
mid-market M&A as these investors search for assets to accelerate growth  
and reach new customers.  

Offshore buyer interest for Australian deals remains 
strong and 75% of dealmakers anticipate this group to 
be the leading force driving mid-market M&A in 2020. 
This sentiment reflects a noticeable increase from the 
68% in 2019 who held similar beliefs, perhaps as foreign 
investors set Australia higher on their priority list as 
they seek out more stable investment destinations. 

Further to these opinions, 78% expect foreign inbound 
dealmaking to increase, with another 20% saying 
it will at least remain on pace with current levels. 
Respondents agree that inbound activity will increase 
as these investors search for solutions to manage 
volatility and manage the risks from global economic 
uncertainties. As one respondent puts it, “inbound 
interest will continue to grow as Australia provides a 
safer hub for growth and new investment possibilities” 
amid global headwinds. Another says that “foreign 
entities are looking towards Australia as a land with 
multiple opportunities and as an attractive venue 
to gain a new customer base for their business.”

Private equity firms will also contribute to deal flow. 
According to 72% of respondents, the amount of 
capital these investors have on hand gives them the 
firepower to make ample buys. According to one 
respondent, “Australian private equity and other 
funds are also geared with greater dry powder and 
ready for the challenges. Australia is a relatively 
stable market and investing from a financial or 
strategic point of view is both feasible and reliable.”

“Inbound interest will continue 
to grow as Australia provides 

a safer hub for growth and 
new investment possibilities.”

SURVEY RESPONDENT

Figure 7. What will be the main drivers of M&A activity 
in 2020? [select 3 most likely for each category] 

Mid-market Overall M&A market

Public-to-private deals

Low interest rates

Listed companies seeking growth via M&A in light of
low organic environment

Divestiture of non-core assets

Succession planning

Amount of capital to be deployed by Private Equity

Valuation alignment between sellers and buyers

Foreign dealmakers into Australia

75%

38%

73%
45%

72%

12%

28%
60%

65%
10%

62%
5%

33%
5%

17%
0%
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For the year, mid-market PE deals were down 7%  
by volume (42 deals) and 42% by value (AU$1.95bn), 
in line with broader PE investment trends within 
Australia where deals and values decreased 6% and 
47% since 2018. Year on year, 2019 saw fewer buyouts 
above the AU$100m threshold in the mid-market and 
greater (albeit more moderately valued) expansion/
growth capital injections or start-up/early stage 
investments. However, respondents are hopeful of 
private capital’s role in the market in the year ahead, 
with 77% expecting PE-backed transactions to increase. 

Valuation alignment between sellers and buyers 
will also help to propel dealmaking, according 
to 73% of respondents. This in particular has 
contributed to increased deal flow and overall 
interest from offshore buyers as they search 
within Asia Pacific and globally for value. 

“The level of private equity dry 
powder, particularly in Australia, 
has been a hot topic recently, 

although much of this has 
been in relatively new funds, 

and therefore we didn’t see an 
immediate pressure on these 
firms to deploy capital. That 

could change as these investors 
begin to put capital to work, and 
when combined with the level of 
foreign investment, one can only 
anticipate that demand for good 

Australian businesses 
will increase.

PITCHER PARTNERS

Figure 8. Do you expect to see increasing 
competition for assets in the next 12 months?

Figure 9. If you selected “Yes” to the previous 
question, from which of the following groups?

17%
No

23%
Unsure

60%
Yes

100%
Corporate buyers within

the same industry

39%
International

private equity and
other funds

31%
Corporate buyers

in di�erent industries
(cross-industry)

92%
Australian private equity

and other funds
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Competition: A rising tide of capital
As foreign investment and private equity activity 
grows – expectations that have held steady over the 
past three years – it makes sense that respondents 
also anticipate an increasingly competitive deal 
environment in 2020. According to dealmakers, 
60% say it will become more difficult to do deals, 
with 23% unsure yet sceptical. Buyers may have 
to be a bit more flexible during negotiations, while 
paying extra attention during due diligence to 
ensure that the value behind the deal is sound. 

Dealmaking will be led by corporate buyers within 
the same industry (according to 100% of respondents) 
as consolidations sweep certain industries feeling 
the pains of overcapacity or disruption. Australian 
private equity firms will also make their presence 
known, according to 92%, together with participation 
from international private equity (39%). 

As one respondent notes, “I think there will be an 
increase in competition for assets as more and more 
companies from North America and Europe show 
interest in Australia. Considering the global trade 
situation, the trade wars and the changes in policies, 
Australia is becoming an interesting destination for 
investors from developed and developing economies.”

Deal objectives: Amplifying growth and securing 
the future
Dealmakers continue to use mid-market assets  
to secure and amplify growth, with wide recognition 
that these assets can help larger organizations 
reach higher revenue levels accessing new 
product streams and markets. As such, 90% of 
respondents say growth acceleration through 
inorganic growth was a current and will be a 
future objective as their organizations turn to the 
Australian mid-market for acquisition opportunities. 

According to one respondent, mid-market firms 
provide a “proper base on which we can expand our 
objectives, such as product and service enhancements.” 
The respondent goes on to point to the mid-markets 
other prominent value-adds: tech and talent. 

In today’s rapidly changing business environment, 
securing a tech advantage to remain relevant 
and competitive is a must. Likewise, a skilled and 
diverse workforce can prove invaluable to helping 
an organization navigate the complexities of the 
modern business environment. For these reasons and 
many others, 53% of dealmakers say acquiring new 
technology/IP and accessing skilled or niche talent will 
be a primary objective of their future mid-market deals 
as they seek to secure the future of their businesses.

“Considering the global trade 
situation, the trade wars 

and the changes in policies, 
Australia is becoming an 
interesting destination for 

investors from developed and 
developing economies.”

SURVEY RESPONDENT

Figure 10. What do you expect will happen to the level of mid-market deal activity for the following types 
of deals over the next 12 months?

Overall M&A

Domestic M&A

Foreign inbound M&A

Outbound M&A

Private equity deals

Increase Remain the same Decrease

77%

48% 40% 12%

2%20%78%

92% 8%

50%50%

23%

12



Challenges: The rise of social and 
environmental activism
Despite ranking as one of the top drivers of mid-
market M&A, finding an agreeable price remains a 
challenge – although not necessarily a deal breaker 
– for respondents. According to 70% of respondents, 
this will be an issue in the year ahead, a noticeable 
increase from 45% in our research last year. 

Larger still was the leap in sentiments seen toward 
activist pressures on business. Indeed, since last 
year, social and environmental activism or unrest has 
rocketed from one of the least challenging factors to 
one of the top issues facing dealmakers. While most 
protests and unrest have been geared toward mining 
and resources companies for their negative impact on 
the environment, activists and their followers are also 
placing pressure on banks and financing companies, 
in addition to various consumer businesses, to 
become more environmentally conscious in the battle 
against climate change. Such pressure is only likely to 
increase in the wake of the Australian brushfires and 
industries across the board could see themselves in 
the crosshairs of regulatory changes as policymakers 
target businesses seen as bad for the environment. 

“We’ve seen ethical and 
sustainable sourcing 

become a leading priority for 
businesses in recent years. 
This comes from abundant 

negative publicity many 
businesses face regarding 

underpayment of wages and 
governance, meaning social 

responsibility is becoming 
a much greater concern for 
businesses and investors. 

Additionally, the devastation 
caused by the bushfires is 

likely to make environmental 
activism a greater focus area 

for 2020.”

PITCHER PARTNERS

Figure 11. Which of the following best describes 
the main objective of your most recent mid-market 
acquisition (please select all that apply)? What 
do you anticipate will be the focus in future mid-
market acquisition plans?

Most recent acquisition Future focus

Response to tari�s and trade barriers

Transformational acquisition

Bolt-on acquisition

Vertical integration of suppliers or distributers

Access to skilled or niche talent in the industry

Acquiring new technology and/or intellectual property

Geographical expansion

Economies of scale

Product expansion

Industry consolidation

Reaching new customers

Growth acceleration through inorganic growth

90%

90%

82%

72%

58%

43%

43%

35%

35%

28%

33%

57%

28%

53%

23%

53%

17%

48%

7%

10%

5%

40%

2%

35%
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Figure 12. What are the top challenges facing  
mid-market dealmakers in Australia in the next  
12 months? Please choose three. 

 

2020 2019

Oil price volatility

Corruption and reputational risk

Unstable political environment at home

Regulatory change

Access to capital or financing

Di�culties with the due diligence process

Delays in governmental approvals for foreign investment

Volatility on equities markets

Social and environmental activism or unrest

Valuation gap between buyer and seller

70%

45%

50%

10%

47%

70%

43%

52%

27%

30%

25%

35%

23%

35%

7%

8%

5%

5%

3%

10%
35%

Indeed, one respondent highlights this case, saying 
that “dealmakers will need to focus on the challenges 
presented through environmental activism. This 
can be a threat to positive dealmaking and impact 
the time needed to do deals.” Likewise, those 
dealmakers that fail to consider the environmental 
and social implications of their deals or the 
targets they may acquire could find themselves 
negatively portrayed in the public eye, reputational 
damage that could impact the future revenues. 
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Cross-border deal flows 

Foreign buyers will remain active in 2020, drawn to Australia’s strong economy, 
stable political climate and ability to deliver favourable deal opportunities. Chinese 
and US-based buyers will lead this charge, while Australian buyers likewise look 
abroad to expand their businesses. 

Australia has firmly established its position as an 
attractive destination for international investors and 
78% of dealmakers expect inbound mid-market M&A 
to increase in the year ahead. Another 20% expect 
no change from current inbound investment levels. 

Inbound deals accounted for 29% of mid-market 
deal volumes (101 deals) and 32% of deal values 
(AU$6.2bn). Significant deal volumes and values 
came from North America (24%), Europe (18%) 
and the UK (12%), although Asia-based buyers 
were also present at the deal table. While overall 
totals declined year-on-year (23% in volume and 
31% in value from 2018), foreign participation in 
some of the year’s top deals highlights the strong 
and growing appetite for Australian assets. 

Japanese buyers, for instance, have found significant 
opportunities, as exhibited by Asahi’s takeover of 
Carlton & United Breweries (AU$16bn) and Nippon 
Paint’s acquisition of DuluxGroup (AU$2.7bn). 
Canadian buyers have likewise been active in their 
pursuits (through deals involving Alimentation’s 
AU$10.7bn bid for Caltex and Brookfield Asset 
Management’s AU$6.4bn bid for Healthscope), 
alongside US bidders (KKR’s AU$3.2bn bid for 
Australian operations of Campbell Soup Company). 
This interest has also percolated into the mid-market 
space, with such deals including the AU$202m 
takeover of Cynata Therapeutics by Sumitomo 
Dainippon Pharma and Japan Pulp and Paper’s 
acquisition of Ball & Doggett Group for AU$105m. 

North Asia: China rebound?
North Asian buyers, led by Chinese capital, will 
drive inbound mid-market deals in the year ahead. 
The strength of this sentiment is palpable: 97% 
expect an uptick compared to only 77% in 2019. 
Respondents say this uptrend in activity will unfold 
as trade frictions drive Chinese companies to search 
out new markets, trade partners and customer 
bases – all of which Australia has to offer. 

According to respondents, the overall temperature of 
the market toward Chinese investment also seems to be 
noticeably warmer in Australia. Says one respondent, 
“Considering the current [hostile] regulatory environment 
in the US toward Chinese investment, they will find 
Australia a more welcoming country for investment. 
Regulation in Australia has been consistent and this 
will remain one of the country’s main attractions.” 

M&A figures, however, paint a very different picture. 
Since 2017, Chinese inbound M&A has dropped 
rapidly from 19 deals (AU$1.1bn) that year to only 
seven (AU$365m) in 2019. These trends follow 
those of Chinese investments into North America 
and Europe: gradual declines as it becomes more 
challenging to move capital out of China, in addition 
to difficulties securing financing in Australia. 

However, a long-term end to Chinese investment 
seems unlikely. China remains a major participant 
in the global M&A arena, and while the current 
reality of interest failing to convert into actual 

Figure 13. Australian inbound mid-market M&A

0

5

10

15

20

25

30

35

40

Q4Q3Q2Q1Q4Q3Q2Q1Q4Q3Q2Q1Q4Q3Q2Q1

D
ea

l v
ol

um
e

D
eal value (AU

$m
)

2016 2017 2018 2019
0

500

1,000

1,500

2,000

2,500

3,000

Q4Q3Q2Q1Q4Q3Q2Q1Q4Q3Q2Q1Q4Q3Q2Q1

 Deal volume    Deal value (AU$m)   

15



investment may be the prevailing theme, Chinese 
buyers will nonetheless look to regional and global 
shores outside the sphere of the trade war to 
secure new markets and sources of revenue. 

However, despite the opportunities, Chinese investors 
are still likely to face challenges. In navigating the 
investment landscape, one respondent says, “Chinese 
companies investing in the Australian mid-market might 
face certain difficulties with sourcing or completing the 
due diligence process. I think they will value assistance 
from reliable local consultants to guide them with 
the legal, financial and environmental conditions.”

North America: Declining interest? 
North American dealmakers have been particularly 
busy in Australia, accounting for 15% of foreign-led 
mid-market deals in 2019. However, respondents are 
less bullish this year. Only 82% say North America, 
led by US-based firms, will be the top dealmakers 
in 2020, down from 98% in 2019, although still 
noticeably higher than Japan, Europe and the UK. 

US dealmakers are drawn to the Australian market 
for several reasons with stability and security top 
among these. “The stability of the economic and 
political criteria promotes reasonable investment 
opportunities in the mid-market sector. The 
procedures for investment and secure investment 
patterns are what motivates US companies to 
invest in the region rather than selecting Europe 
or Asian markets,” says one respondent. 

Equally, respondents point to the long-standing, 
positive relationship between the US and Australia 
as a major contributor to inbound deal flows. “The 
investment relationship between Australia and the 
US has been maintained well over many years, 
with limited ups and downs. Where other countries 
have faced problems due to political influences 
and regulatory changes, Australia has remained 
on steady terms with the US, more so than other 
developing countries,” says one respondent. 

M&A figures show that while deals have indeed come 
down from their highs in 2017 and early 2018, North 
American buyers remain the most active in the inbound 
region with 24 deals valued at AU$2bn in 2019. 

Japan: Searching for growth and stability
Japanese inbound M&A declined in 2019, in line with 
expectations from dealmakers in our research last 
year. However, as Japan’s outbound wave intensifies, 
offshore investment into Australia could likewise be 
lifted – and 55% of respondents expect Japanese 
buyers to be more active in the market as 2020 unfolds. 

As with past years, corporate Japan is actively 
searching for growth opportunities on foreign shores 
as the domestic market undergoes a dramatic 
demographic shift. While large volumes of this 
investment have landed within ASEAN’s high-growth 
emerging markets, Japan has also set its sights on 
Australia for its political stability and reliable legal 
system compared to other regional markets. 

2020 expectations 2019 expectations

North Asia

North America

Africa

South America

Australasia*

Japan

South Asia

Southeast Asia

Europe

United Kingdom

2019 deal volume

82% 98% 24%
23%

12%
42%

25% 17%18%

3%
13%7%

15% 4%

5%2%12%
2% 3%

97% 77%
11%

10%
55% 42%

 *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

Figure 14. Historical M&A data for inbound bidder geographies for 2019. From which bidder regions 
are Australian mid-market targets likely to see the most interest in the next 12 months  
(2019 and 2020 expectations)? 
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According to one respondent, “Compared to Southeast 
Asia, the spending capacity of customers and the 
current demographics in Australia create an attractive 
platform for growth opportunities. Japanese investment 
is also being driven by economic stability in Australia. 
Even in tougher global conditions, Australia has 
managed to remain stable and sustainable, whereas 
the same cannot be said for other Asian markets.”

Another respondent goes on to say that, “Japanese 
companies looking to expand their operations find 
better opportunities in Australia than Southeast Asian 
markets. There is consistent sector wide growth due 
to efforts by regional governments in developing 
infrastructure and increasing accessibility. Moreover, 
there are opportunities for Japanese investors in 
terms of completing deals with desired valuations.”

Outbound M&A: Changing tastes
Outbound dealmaking could take on a different 
flavour in the year ahead as appetites among 
Australian buyers shift. As sentiments in our survey 
show, Australian firms will look locally for mid-
market opportunities, focusing on Southeast Asia 
(63% of respondents), North Asia (58%) and South 
Asia (52%), compared to North America (47%). 

Providing insight into this shift, particularly the year-
on-year uptick in sentiments toward Southeast Asia, 
respondents say that Australian dealmakers will turn 
to these markets given favourable conditions and 
minimal constraints, especially for those risk-averse 
investors looking for markets outside the sphere of 
the US-China trade war. Likewise, outbound M&A will 
be concentrated in Asia due to proximity and cost 
effectiveness, views shared by several respondents. 

These cross-border efforts are not without their 
challenges, even for well-seasoned Australian 
investors. Cultural differences (85%) often create 
the most issues when doing deals abroad, as do 
regulatory hurdles and insufficient understanding 
of legal regimes in target markets (82%). Likewise, 
obtaining a clear and accurate picture of the 
target investment (73%) can stall the dealmaking 
process or ultimately prove to be a deal-
breaker leading investors to look elsewhere.

Figure 15. In which target regions are Australian 
buyers most likely to express interest in the next 
12 months? 

2020 2019

United Kingdom

Japan

Africa

South America

Europe

Australasia

North America

South Asia

North Asia

Southeast Asia

63%

28%

58%

70%

52%

60%

47%

73%

30%

28%

28%

10%

15%

8%

7%

2%

0%

0%

0%
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Perhaps for these reasons, Australasia – specifically, 
New Zealand – ranks highly among respondents. 
Similar national and business cultures, not to 
mention a shared language, can prove beneficial 
to dealmaking. Likewise, fair and open legal and 
regulatory regimes and general transparency make 
it easier to invest than in emerging markets. In terms 
of location, New Zealand is right next door and 
respondents comment on proximity as a driver. 

By the numbers, 2019 was a fairly conservative 
year for outbound investment, with 105 deals 
completed. This was 10% less than 2018 and the 
lowest in five years. Deal values (AU$33.3bn) 
were 61% greater in 2019 than the year prior and 
the highest outbound values seen in more than a 
decade. Almost half of respondents (48%) expect 
outbound M&A to increase in the year ahead. 

“Foreign buyers have an 
appetite for sectors which 
are sometimes overlooked 

by local bidders, in particular 
services and project based 
organisations. More broadly 

across all sectors, foreign 
buyers also have the 

propensity to pay more and 
therefore their inclusion in 

the sale process is only likely 
to enhance the outcome for 
vendors, despite the slightly 

protracted timetable and 
cost when compared to an 
exclusive local process.”

PITCHER PARTNERS

Figure 16. Typically, what are the main challenges 
Australian buyers face when completing cross-
border acquisitions?

85%
Cultural di�erences

82%
Regulatory hurdles/Insu�cient

understanding of legal
regimes in target market

73%
Obtaining su�cient
information about

the target
62%

Corruption issues

60%
Market volatility

60%
Tax challenges 52%

Closing the
valuation gap

45%
IP risks
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Spotlight on sectors 

Australia’s tech opportunity continues to entice investors, while services-based 
industries also gain traction. This is also reflected in deal trends where leisure, 
business services and TMT were among the top sectors for mid-market M&A in 2019. 

Technology, media and telecommunications (TMT) 
remains a hot sector, with 98% of respondents 
expecting an uptick in tech-led deals in 2020. 
Dealmaking has been led by an ongoing desire for 
innovative digital assets in everything from AI and 
cyber security to quantum technology as investors 
set their sights on Australia’s tech space. 

The sector watchlist also includes pharmaceuticals and 
healthcare, in line with global trends where corporate 
and private buyers are vying for acquisitions as they fight 
for limited assets. M&A in the sector is also being driven 
as demand for medical care grows and as corporations 
try to keep pace with new treatment technologies as they 
search for the next major breakthrough in healthcare. 

Consumer goods (83%) is also tapped to see 
further growth in M&A as part of the ongoing 
transition in Australia from a resources-based to 
services economy. Some deals in this space have 
come about as industry players consolidate in 
a fight for survival against digital disruption. 

Likewise, agriculture (80%) deals could become a 
common feature of the M&A landscape in 2020. One 
respondent outlines the sector’s potential, saying that 
“Australia is well-known for its expansive landscape 
and thriving agricultural industry. The application 
of technology has further driven the sector in the 
last few years. Further increase in output and deal 
activity is expected over the next 12 months.”

Real estate

Construction

Transportation

Energy,  mining and utilities

Government

Defence

Business services

Industrials and chemicals

Financial services

Leisure

Agriculture

Consumer

Pharma, medical and biotech

Technology, media and telecommunications

98%

88%
97%

83%
98%

80%

93%

67%

58%
95%

85%
55%

43%
52%

52%
35%

33%
68%

58%
33%

27%
65%

60%
17%

57%

98%

75%

80%

100%

2020 2019

Figure 17. Which of the following sectors will see increases in mid-market M&A in the next 12 months? 
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 Year-over-year decrease in volume    Year-over-year increase in volume

Market expectations: Energy, mining 
and utilities
Despite ranking as Australia’s top sector for 
mid-market M&A by deal volume, sentiment 
toward the energy, mining and utilities space 
has shifted dramatically and negatively. In 
2020, only 33% of respondents see it as an 
opportunity sector, compared to 68% in 2019. 

Respondents this year view EMU deals 
as too risky as environmental concerns 
and the impact of activists rise the ranks 
of political and regulatory agendas in 
Australia and globally. According to one 
respondent, the “increase in restrictions, 
coupled with environmental activism, will 
increase the number of challenges for 
investors.” Likewise, another says that even 
with environmental consultants who have 
experience navigating the often sensitive 
political and social terrain around the sector, 
the risks posed may be greater than the 
potential return on these investments. 

That being said, these opinions may be limited 
to traditional, carbon-heavy energy and 
mining sources. In the vein of renewables, 
respondents are actually hopeful of Australia’s 
potential. “Considering the developments 
in technology and digital factors in the 
energy, mining and utilities industry over 
the past few years and also the greater 
role played by renewable resources and 
environment efficient options have been 
noted. There will be more opportunities in 
these categories,” says one respondent. 

Another respondent adds that the link 
between renewables and traditional energy 
and mining operations will create pathways 
for investors to unlock new sources of 
value. “Dealmaking in this sector will 
effectively increase as renewable energy 
projects in the pipeline look more and 
more promising. Mining powered by solar 
energy and further development in these 
areas have created interest from corporate 
and private investors. The promise of 
returns, supported by implementation of 
the latest technology, will drive mid-market 
M&A activity over the next 12 months.”

Generally, renewable power assets and 
the transition to clean energy could see a 
rebound in positive sentiment toward the 
EMU space. Indeed, this segment is likely 
to receive more investment and potential 
political support in the year ahead as the 
Australian government seeks to move away 
from traditional fuel source in favour of 
environmentally friendly energy policy.
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Figure 18: Mid-market M&A volumes in Australia by sectors
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Leisure (tourism, travel and hospitality businesses) 
is one of Australia's top sectors, accounting for 
16% of mid-market deals and 14% of values in 2019. 
While reversing a downward trend seen over 2018 
these figures were still shy of 2017 when 55 deals 
at AU$2.4bn came to market. Even so, respondents 
see a promising year ahead,  with 75% anticipating 
growth in M&A. According to one respondent, “Unlike 
stagnant growth in the leisure industry in other 
regions, Australia has shown increasing potential.” 
These comments are echoed by other dealmakers 
who see the sector’s potential. It’s easy to see why.

Tourism is one of Australia’s fastest growing sectors. 
In 2017-18, the industry generated AU$131bn in tourism 
spend, marking nine consecutive years of expenditure 
growth.  To add perspective, this was almost AU$50bn 
more than in 2008-09 as domestic and international 
travellers flock to Australia. Forecasts anticipate future 
growth, with AU$155bn in 2019-20 and further increases 
to AU$163bn in 2020-21, according to Tourism Research 
Australia’s (TRA) forecast report for the sector. 

Economic figures are also promising. Tourism GDP 
grew at 5% in real terms in 2017-18. This surpassed the 
2.8% growth for the economy as a whole, according 
to TRA. Australia’s recent wave of bushfires will, 
however, inevitably hinder this growth and given 
global coverage of this event, reduced international 
and domestic tourist numbers in the coming 12 months 
can be expected. While tourism and hospitality 
features in the impacted areas will have to be rebuilt 
and the natural environment given time to regrow, 
the reality is that vast areas of Australia remain 
unaffected and ready to accommodate travellers. 

Australia’s advanced infrastructure also makes  
it relatively easy to get around the country, giving 
travellers the ability to venture outside major urban 
centres. Says one respondent, “Sophisticated 
infrastructure, even in remote areas, has positively 
influenced the number of deals in the leisure sector.”

On the hospitality front, Australia continues to offer 
new experiences and services while rethinking old but 
popular ones. Healthy hospitality (wellness retreats, 
spa treatments and alternative medicine) has been a 
sweeping theme and one respondent last year said 
it would help keep Australia on the map and in the 
minds of international travellers. Several new trends 
have also begun to emerge, namely the rise of food 
delivery services and conscious consumerism. 

Particularly among mid-market companies, 
the switch to sustainability is becoming a key 
business driver. Increasingly, these companies are 
adopting new practices to reinvent the customer 
experience and take a more ethical approach 
to business on the heels of shifting consumer 
demand for eco-friendly products and services. 

While most leisure deals were rooted in the mid-
market, several megadeals were also completed, 
with the involvement of foreign buyers. For 
instance, Hong Kong-based Melco resorts 
acquired a 19.99% stake in Crown Resorts for 
AU$1.76bn followed by a deal involving US-based 
Silver Lakes Partner’s bid for ticketing and live 
entertainment business TEG for AU$1.3bn.

Leisure

16% 
of Australian  
mid-market M&A 
in 2019

75% 
of respondents 
expect an increase  
in activity in 2020

“Unlike stagnant growth 
in the leisure industry  
in other regions, 
Australia has shown 
increasing potential.”

SURVEY RESPONDENT
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Figure 19: Leisure mid-market M&A trends

Figure 20: Leisure M&A 2019 “The leisure and tourism sector 
is likely to have a challenging 
year ahead with a number of 
businesses impacted directly 
by the bushfires on the east 

coast of Australia and others by 
the smoke which has followed. 
Travel restrictions imposed as 
a result of the Coronavirus are 

also likely to place pressure 
on the sector. The unknown at 
this point, is how many tourists 
originally planning to holiday 

in Australia this year will divert 
to other locations. Australians’ 

appetite for an experience 
continues to provide a solid 

foundation for the sector.” 

PITCHER PARTNERS
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Australia’s business services industry (which covers 
computer and IT services in addition to consulting on 
various other business aspects) is helping to drive 
the country’s transformation into a services-based 
economy. The sector has expanded rapidly to become a 
major employer (from 10% in 1970 to estimates of 20% of 
the workforce today) while increasing its share of gross 
value added from 20% in the 1990s to more than 25% 
today, according to the Reserve Bank of Australia (RBA). 

Indeed, Australians are producing and consuming 
more services than ever and dealmakers are taking 
notice. More than half (55%) agree that the sector will 
see growth in mid-market M&A in the year ahead. 
This follows recent trends where the sector has seen 
a renewal in M&A activity over the past 24 months. 

Respondents point to numerous drivers behind these 
trends and those likely to advance dealmaking into 
2020. “Mid-market deal activity in the business services 
sector will increase in Australia over the next 12 months 
as companies look for inorganic growth points and the 
opportunity to consolidate within the industry,” says 
one respondent. Another points to Australia’s educated 
and growing talent pool, saying that “The availability 
of skilled talent will ensure that the business services 
sectors see ongoing and uninterrupted growth and  
an increase in M&A deals over the next year.”

Yet another dealmaker says the business services 
opportunity lies in the sector’s embrace of one 
thing: innovation. In recent years, the “business 
services sector has been refined due to the 
influence of technology and digital applications,” 
a transformation that has allowed the sector and 
broader economy to develop in leaps and bounds. 
Indeed, this culture of innovation and digital change 
provides a massive value-add for organizations 
looking to add the skills and processes to their 
offerings or upgrade outdated business practices. 

One area expected to see significant growth is 
Australia’s IT consulting space. IT-related services 
and consulting is expected to grow at 3.6% per 
annum through 2022, according to RBA estimates. 
Growth in this subsector is being driven by, while 
complementing, the rise of Australia’s tech and 
startup scene. As business services contribute 
logistical support to tech firms, newly developed 
technologies and digital change is paving the way for 
business services companies to deliver new services 
more quickly and efficiently than ever before. 

Adequate supply of deals has been apparent over the 
past as indicated by the number of megadeals and 
foreign buyers in the market. For instance, headlines 
saw the AU$2bn takeover of adult education provider 
Navitas by a consortium comprising its founder and a 
private equity firm, followed by AMP Capital’s AU$700m 
concession-style deal to take control of student 
accommodations of the Australian National University. 
Among computer services deals, Japan-based Fuji Xerox 
acquired printing and technology services provider 
CSG for AU$138m, while Ireland-based Accenture 
bought Analytics 8 in a deal valued at AU$25m.

Business 
services

13% 
of Australian 
mid-market M&A 
in 2019

55% 
of respondents 
expect an increase  
in activity in 2020

“The availability of skilled 
talent will ensure that 
the business services 
sectors see ongoing and 
uninterrupted growth 
and an increase in M&A 
deals over the next year.”

SURVEY RESPONDENT
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Figure 21: Business services mid-market M&A trends

Figure 22: Business services M&A 2019 “Following a bounce back 
year in 2019 which saw deal 

volume increase 55%, we 
expect activity in the business 
services sector to continue in 
good health in 2020. Faced 
with substantial investment 
requirements to retain key 
talent and keep pace with 

technology adoption in service 
delivery, an increasing number 
of SMEs may be forced to test 
the market in a sector where 
there is no shortage of buyer 

appetite. Professional services 
companies in the accounting, 
legal and consulting spaces 
should be among the most 

active, as they look to M&A as 
a means of acquiring capability 

to offer a ‘one-stop shop’ for 
their clients' requirements.” 

PITCHER PARTNERS

74%
Mid market

13%
Large cap

13%
Small cap

Sector totals:

61
deals worth 

AU$7.7bn
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TMT deals have trended up over the past three years, 
reversing a sharp decline from previous highs in 2015 as 
dealmakers target the sector for its strategic benefits: 
innovation in the form of both a skilled labour force and 
technological applications. Deals in the mid-market 
have held their own, increasing 54% from last year.  

Building off this momentum, the continued 
upward trend looks set to continue as dealmakers 
almost unanimously agree (98%) that mid-market 
TMT deals will increase in the year ahead. Such 
has been the sentiment over the past three 
years – 100% of dealmakers anticipated this 
uptick in 2017 and 2018 – and it comes as no 
surprise that activity is finally materializing. 

In line with global trends, tech M&A is being 
driven by a rush of local corporations and foreign 
multinationals trying to enhance their technological 
capabilities while building defences against 
digital disruption. Competitors continue to disrupt 
almost every imaginable industry, prompting 
industry incumbents and those ambitious for 
growth to compete aggressively for acquisitions 
that enable their own digital transformations. 

While mega-deals tend to dominate the headlines 
around tech M&A, dealmakers recognize the mid-
market as the value centre for the industry. To remain 
competitive, mid-market tech firms will have deployed 
various processes and onboarded trained personnel 
to maintain an edge in the market. Services and 
product offerings will have allowed them to build up 
a reputation and customer base to fortify revenues 
and ensure expansion. Equally, a strong financial 
foundation means these businesses are relatively 
sound, compared to small-cap startups that may have 
IP and initial funding but lack a proven track record  
to instil confidence in investors. 

The cross-sector application of innovations birthed 
in the TMT space is another significant plus for the 
industry. As one respondent mentions, the “TMT sector 
has flourished due to recent innovations, especially 
in emerging fields like AI, and their applications in 
many other sectors and segments of the economy.” 

Several top deals saw involvement from foreign 
buyers, most notably UK-based FNZ’s acquisition 
of fintech rival GBST for AU$252m and US-based 
Casa Systems AU$148m buy of Netcomm Wireless. 
Japanese buyers were also active in the market, 
with Trend Micro acquiring cloud security startup 
Cloud Conformity (AU$102m) to broaden its cloud 
services. Similar mid-market deals accounted 
for the bulk of dealmaking, particularly toward 
ecommerce and computer software assets. 

TMT 
(Technology, media and 
telecommunications)

11% 
of Australian  
mid-market M&A 
in 2019

98% 
of respondents 
expect an increase  
in activity in 2020

“TMT sector has flourished 
due to recent innovations, 
especially in emerging 
fields like AI, and their 
applications in many other 
sectors and segments  
of the economy.”

SURVEY RESPONDENT
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Figure 23: TMT mid-market M&A

Figure 24: TMT M&A 2019 “Demand for technology 
continues to be strong within 
Australia, be it a standalone 

technology play or an 
incumbent business looking  

to gain efficiencies through the 
adoption of technology into 
their processes. Buy rather 
than build continues to be a 

focus as it enables businesses 
to focus on their core strength 

while gaining the benefits 
of innovation from a smaller 

specialised firm.”

PITCHER PARTNERS

86%
Mid market

5%
Large 
cap

9%
Small cap

Sector totals:

43
deals worth 

AU$2.7bn
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Deal dynamics   

Positive deal outcomes have led dealmakers back to Australia time and time again. 
Their experiences provide a roadmap of best practices to follow to yield the most 
value from mid-market deals.

The relative ease of doing business and mature, 
sophisticated dealmaking environment in Australia 
has contributed to high levels of satisfaction among 
respondents: 77% say recent investments were 
successful, with 22% saying it went above and beyond 
initial expectations. Many respondents were impressed 
with the quality and organizational value of the 
companies they acquired, while others mention that the 
new assets provided the expected level of innovation to 
broaden or improve their own operations and portfolios. 

As such, a large cohort of dealmakers (48%) say that 
based on these positive yields, they will return to 
Australia in the future. According to one respondent, 
“based on our last investment in Australia we are 
more likely to invest there again. The transaction 
and deal terms were rolled out smoothly and the 
level of professionalism was excellent. We think 
there are other opportunities worth exploring and 
will be looking into further investments soon.”

Deal challenges
Dealmaking in Australia is not without its challenges 
and within the mid-market, respondents point to several 
issues that proved difficult with their recent investments. 
Topping the list, agreeing on a price or final valuation 

during the sales process caused issues, according to 
47% of respondents. However, generally speaking and 
as dealmakers point out, this is far from surprising. 

“Agreeing on a price is always the most difficult 
part of the entire transaction since the buyer and 
seller's perceptions of value seldom match up,” 
says one respondent. Only through thorough due 
diligence – which can be less challenging in Australia 
compared to other regional markets – can an accurate 
valuation be reached after analysing the underlying 
information of the target asset. Respondents that 
said due diligence was their greatest concern noted 
how time consuming the process was, as opposed 
to there being a lack of information or limited 
transparency on the asset being purchased. 

Post-merger integration (22%) was another issue, 
although also one that is generally unavoidable no 
matter the circumstances or buyer’s background. 
Indeed, respondents mention that in most deals, a 
clash of corporate cultures or management styles 
will result in differences of opinion on the way 
forward. It is up to dealmakers to collaborate and 
communicate across teams to create a shared 
vision and promote confidence in the post-deal 
organization as it seeks a growth trajectory.  

Figure 25. How would you rate your previous investment into Australia’s mid-market?

Figure 26. How has your previous mid-market M&A experience in Australia impacted upon your strategy?

22%
Very successful

55%
Moderately successful

18%
Neutral

5%

Unsuccessful

0%
Unsure

35%
Significantly more

likely to invest
there again

13%
Slightly more
likely to invest

there again

45%
Had no impact

0%
Less likely to

invest there again

7%
Unsure
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Deal failures: Rare but still a risk
No matter the challenges, the majority of respondents 
say that deal failures are rare. The 25% that say 
one of their mid-market transactions did not close 
over the past five years point to disagreements 
over final closing price in some minor cases, but 
generally mention that it was information revealed 
during due diligence that scuttled the deal. 

“We discovered inconsistencies in [the target’s] 
information during the due diligence phase,” says 
one respondent, who went on to say that regional 
consultants helped with the investigative work that 
led them to eventually abandon the transaction. 

Another respondent said environment issues 
were revealed during due diligence which 
ultimately led to the deal not going through. Other 
dealmakers say that sellers had failed to prepare 
the necessary information that was requested to 
complete financial and legal due diligence. 

Figure 27. Have you ever had a mid-market deal in 
Australia fail to complete over the past five years?

25%
No

75%
Yes
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Advisory groups: Finding the right guides
Local advisors familiar with the dealmaking terrain 
played deciding factors in success rates among 
respondents in our research. Be it navigating legal 
aspects of the deal or conducting due diligence, 
these advisors helped reinforce deal teams and 
more than proved their worth, particularly among 
first-time and even serial foreign investors. 

Legal professionals were the most often used 
advisors, with 95% of dealmakers saying these 
groups made up a part of their deal teams. They 
were also the most effective groups, with one 
respondent saying that “we outlined what our 
expectations for the deal were and they guided us 
through the process with ease and efficiency.” 

Another says that legal teams were brought onboard 
since their internal team had doubts about the 
legal matters of the deal and process of finalizing 
the transaction. “The time taken would have been 
much, much more had we tried to handle these 
issues ourselves,” the respondent explains. 

Financial and tax due diligence advisors and investment 
bankers (65% each) were also used in recent deals. 
Aside from providing information that proved useful 
during the negotiation and valuation phases of the 
deal, these advisors also provided guidance on 
navigating the regulatory environment and constraints 
that dealmakers might face during the process. 

Figure 28. Which of the following advisory  
groups did you utilize in your most recent mid-
market transaction in Australia? Which were  
most effective?

HR consultant

Risk consultant

Environmental consultant

Strategy/management consultant

Financial advisor (investment bank)

Financial and tax due diligence advisor

Legal advisor

Most recent transaction Most e�ective

95%

37%

65%

18%

65%

13%

58%

13%

30%

10%

52%

5%

37%

3%

“Deals are becoming more complex from a structuring, pricing 
and tax perspective, particularly where other jurisdictions 
are involved, and the risk and impact of an error within the 

transaction process only increases in such an environment. It is 
therefore critical that acquirers obtain the necessary advice to 

understand and mitigate these risks. That said, we see managers 
who look at the cost of advisors as an expense, rather than 
an investment, despite the cost of appropriate advice being 

insignificant when compared to the value lost if the transaction  
is not understood, structured and managed correctly.”

PITCHER PARTNERS

30



Methodology:
For this publication, Pitcher Partners 

commissioned Mergermarket to 

canvass the opinions of 60 M&A 

dealmakers active in the Australian 

market: 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. All respondents 

had completed at least one mid-

market transaction in Australia 

within the past 12 months. 

All dollar figures, unless otherwise 

stated, are in Australian dollars 

(AUD). Data used in this report was 

compiled on 1 January 2020 from the 

Mergermarket intelligence database, 

the S&P Capital IQ database, and 

additional sources noted within 

this report. Percentages may not 

sum to 100% due to rounding. M&A 

figures may include deals that fall 

outside Mergermarket’s official 

inclusion criteria. Unless otherwise 

stated, all date references refer to 

calendar year and not financial year
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About Pitcher Partners

Pitcher Partners has the resources and depth of expertise of a major firm, but with 
a boutique firm feel. We give our clients the highest level of personal service and 
attention. That’s the difference.
Pitcher Partners is an association of accounting and business advisory firms located in Adelaide, Brisbane, 
Melbourne, Newcastle, Perth and Sydney. We have a strong reputation for providing personal service and quality 
commercial advice to our clients across a broad range of industries.

We specialise in working with middle market businesses in Australia, including privately owned, foreign controlled, 
government owned and not-for-profits. Our clients require high technical standards, matched with a personal 
understanding and involvement in their affairs.

Each Pitcher Partners firm is also an independent member of Baker Tilly International, one of the world’s leading 
networks of independently owned and managed accountancy and business advisory firms. Our strong relationship 
with other Baker Tilly International member firms has allowed us to open many doors across borders for our clients. 

Australian statistics

121 partners 1,400+ people 6 independent  
member firms

Financial essentials

Accounting and Business Advisory Services

Audit, Risk Management and Assurance

Internal Audit

Recovery, Turnarounds and Insolvency

Tax advice and Compliance 

Planning and growth

Business Consulting and Commercial Advice

Business Performance Improvement

Business Structuring

Corporate Finance

Corporate Governance

International Business Advisory

Investment Advisory Services

Succession Planning

Superannuation Services

Tax Consulting

Technology and IT Consulting

Valuations

Private wealth services

Estate Planning

Family Office Management

Investment Advisory Services

Philanthropy Services

Succession Planning

Superannuation Strategies

Tax Advice and Compliance

Industry specialisations

Agriculture

Food and beverage

Government and the public sector

Health and aged care

Hospitality

Manufacturing

Not-for-profit

Professional services

Property and construction

Retail

Our commercial services to businesses
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6
Australian

firms

25
Latin American

firms

13
North American

firms

18
Middle East and

African firms

49
European

firms

20
Asia Pacific

firms

Warwick Face | Partner
p. +61 7 3222 8302
e. wface@pitcherpartners.com.au

Michael Sonego | Partner
p. +61 3 8610 5485
e. michael.sonego@pitcher.com.au

James Beaumont | Partner
p. +61 3 8610 5568
e. james.beaumont@pitcher.com.au

Andrew Faulkner | Principal
p. +61 8 8179 2800
e. andrew.faulkner@pitcher-sa.com.au

Alan Max | Partner
p. +61 2 8236 7882
e. alan.max@pitcher.com.au

Bryan Hughes | Perth Chairman
p. +61 8 9322 2022
e. hughesb@pitcher-wa.com.au

Scott Edden | Partner
p. +61 2 4911 2000
e. scott.edden@pitcher.com.au

Our global reach
Baker Tilly International is one of the world’s leading 
networks of independently owned and managed 
accountancy and business advisory firms united by  
a commitment to provide exceptional client service.
Every day, 34,700 people in 145 territories share experiences and 
expertise to help privately held businesses and public interest entities 
meet challenges and proactively respond to opportunities. International 
capability and global consistency of service are central to the way we work.

Global statistics

34,700+ experienced 
professionals 

$3.6bn Worldwide  
revenue 2018 (USD)
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About Mergermarket

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 suitably 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.

1501 Broadway, 8th Floor 
New York  
NY 10036 
USA

t: +1 212 686 5606 
f: +1 212 686 2664

10 Queen Street Place  
London 
EC4R 1BE 
United Kingdom

t: +44 (0)20 7059 6100 
f: +44 (0)20 7059 6101

16/F 
Grand Millennium Plaza 
181 Queen’s Road, Central 
Hong Kong

t: +852 2158 9700 
f: +852 2158 9701

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: 
Simon Elliott 
Managing Director, Acuris Studios 
Tel: +44 20 3741 1060

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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Making business personal

pitcher.com.au

Pitcher Partners_Australian M&A 2019_V19_AP

Adelaide    Brisbane    Melbourne    Newcastle    Perth    Sydney

Pitcher Partners is an association of independent firms. Liability limited by a 
scheme approved under Professional Standards Legislation. Pitcher Partners is a 
member of the global network of Baker Tilly International Limited, the members of 
which are separate and independent legal entities.

Disclaimer 
The material contained in this publication has been made available for informational and discussion purposes only, it is not professional 
advice. Before making any decision or taking any action in relation to this material, you should consult your professional advisor. 
Information contained within this publication is based on the relevant law and its interpretations by relevant authorities as it stands at 
the time the information is provided. Any changes or modifications to the law and/or its interpretation after this time could affect the 
information we have provided. To the maximum extent permitted by law, neither Pitcher Partners or its affiliated entities, nor any of our 
employees will be liable for any loss, damage, liability or claim whatsoever suffered or incurred arising directly or indirectly out of the use 
or reliance on the material contained in this publication.

 


