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Welcome to the seventh edition of the Deloitte US‑UK M&A deal monitor. 
Now expanded to include transatlantic M&A activity between the US and Europe.

Global deal activity has reduced in the 
second half of 2018.

The 32,538 completed deals is a 15% 
reduction year‑on‑year, and comes after 
highs of over 39,400 deals completed in 
both 2015 and 2016.

Activity levels are now in the range 
we saw in 2009 when the financial 
markets tumbled – suggesting increased 
nervousness around the financial outlook 
for the global economy.

Perhaps surprisingly in the context of the 
political and economic news, it is the US 
and UK which are bucking this trend, where 
deal volumes have remained stable over 
the past few years.

The US‑UK M&A deal corridor continues to 
hold up, with 510 deals completed in 2018, 
just slightly below 2017.

Conversely, activity between the US and 
the rest of Europe is down by more than 
20%, with just 771 deals completed.

In this report we consider transatlantic 
deal activity in the context of the diverging 
trends within these two “corridors”: US‑UK, 
and US‑Europe.

We also revisit our primary research and 
analysis into buyer and seller behaviours, 
broadening our scope to include both of 
these deal corridors, and benchmarking 
against overall global M&A activity.

  

About this report
The data used in the US-UK and Europe M&A deal monitor is based on Deloitte analysis of deal volumes and values as recorded 
by Thomson One from Refinitiv as of February 2018. This report analyses deals completed between 2006 and 2018, inclusive. 
Where referenced, deal value calculations are based on M&A deals for which value is disclosed – values were not disclosed for 
over two thirds of the analysed deals, with significant volatility driven primarily by individual high‑value deals. Thus it is the 
authors’ view that deal volumes provide the more reliable and meaningful indicator of overall trends in the M&A market, and 
this forms the basis of our analysis.



The second half of 2018 witnessed 
a significant drop‑off in global M&A 
activity. While the scale of reduction is 
likely amplified by the lag in updating 
underlying data sets, the trend is clearly 
demonstrable, and has a meaningful 
impact on the full year numbers.

Year First half Second half

2016 19,995 19,444

2017 19,388 18,955

2018 18,586 13,952

Global M&A activity falls in 2018
Significant reduction in deal activity in second half of 2018 – US and UK less impacted.
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Activity levels are in line with 2013 or 2009, suggesting an underlying cyclicality to the trend.

Deal activity has fallen around the world, but less so in the US and UK,  
where it reduced by 11% and 6%, respectively.
 • M&A activity in the rest of Europe reduced by over 20%;
 • and was down by 17% in the Rest of the World (RoW).

Cross border deals account for nearly a quarter of M&A each year, and were just over 22% 
in 2018. Domestic and cross border activity was similarly impacted by this downward trend.

About a third of cross border deals take place within Europe, with the remainder split 
roughly evenly between the four broad geographical corridors.

The combined US‑UK and US‑Europe deal corridors represent nearly 18% of total 
cross border activity.

  



A tale of two corridors
Share of M&A deals involving US or UK businesses increased to 43% in 2018 (from 36% in 2016). 
Decline in the share of activity for the rest of Europe, from 37% in 2016, down to 34% in 2018.
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Increasing dominance of US and UK 
parties in global M&A highlights the 
greater disposition of companies in 
these markets to use M&A to drive 
shareholder value.

While US buyers continue to find opportunistic buys, the rest of Europe has 
seen M&A activity drop by over 20% year‑on‑year, both in the deal corridor, 
and overall.

Despite the risks associated with Brexit, the UK 
has benefited from the combination of an active 
private equity deal market, and the impact of 
cheaper Sterling.

Greater commonality between the US and UK in 
terms of language, culture, and legal structures, 
enhances their ability to leverage business 
models across these markets.

Technology continues to drive transatlantic 
deal activity, with its scalability and asset‑light 
business models being favoured by private 
equity investors, and reducing exposure to 
the risks of local economic volatility.
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Deals focused on key European economies
Concentration of US M&A activity closely follows the levels of activity in the respective countries. 
Exceptions are those most culturally and economically similar to the US (ie: UK, Ireland, Netherlands, Switzerland).

Overall M&A activity in the corridors is about two thirds 
outbound from the US to Europe, and one third Europe to the US.

Switzerland has been the consistent exception, driven in part 
by the high proportion of multinational firms headquartered 
in the country.

> 500 deals United Kingdom

> 100 deals Germany, France

70-99 deals Spain, Ireland, Netherlands

40-69 deals Italy, Switzerland, Sweden

15-39 deals Belgium, Denmark, Luxembourg, Finland

10-14 deals Austria, Norway, Poland

< 10 deals Turkey, Ukraine, Malta, Portugal, Cyprus, 
Czech Republic, Romania, Hungary, 
Iceland, Russia, Croatia, Lithuania, 
Monaco, Greece, Bulgaria, Liechtenstein, 
Latvia, Montenegro, San Marino

No M&A activity with US

Rest of Europe

  



Three key industries
Three industries represent over 59% of global M&A activity, and two thirds of transatlantic deals.

Share of M&A activity by Industry 2018
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Share of activity by industry is similar in both directions within 
the corridors, highlighting significant alignment of UK and 
European investors with their respective domestic economies.

Contrasting levels of M&A activity in Manufacturing and 
TMT aligns to the respective industrial strengths of the UK 
and Continental European economies.

Manufacturing

 • More significant in Continental Europe, where it represents 
19% of domestic M&A.

 • Conversely, below the Global average in both the US and UK, at 
just under 13%.

 • Share within both deal corridors roughly aligns to domestic 
activity levels.

Technology, Media, and Telecommunications (TMT)

 • The largest industry group, with an increased share from 18% a 
decade ago, to just under a quarter of deals completed in 2018.

 • More prominent within both of our corridors, accounting for 
over 40% of transactions between the US and UK, and nearly a 
third of deals with the rest of Europe.

 • Global scalability of technology businesses makes them 
attractive for both corporates and financial investors to 
gain competitive advantage through the acquisition of 
innovative technologies.

Consumer Business (CB)

 • Historically on a par with TMT, but significant reduction in 
activity since 2016, falling to just below 20% in 2018.

 • Represents a greater share of domestic M&A within Europe (23%).

 • Lower share of activity in transatlantic deals, suggesting more 
localised value, which is not as easily transferred across the Atlantic.

  



Increased capital deployed into private equity has 
enabled financial sponsors to increase as share of 
M&A – now 29% of buyers, and 9% of sellers globally 
(ratio of 3.2:1) – 25% and 10% in the corridors (ratio 
of 2.5:1).

 • These ratios highlight increasing hold periods for 
private equity investments, as well as the focus 
on platform assets using bolt‑on acquisitions to 
drive value.

 • Between US‑UK financials sell to another financial 
in 41% of deals – twice as often as other sellers.

 • In the corridor between the US and the rest of Europe 
a quarter of financial exits are to a financial buyer – in 
line with the overall share of financial acquisitions.

A financial money‑go‑round?
Primary research and analysis of over 465k deals 
completed globally since 2006 shows increasing role 
of financial sponsors as buyers and sellers.

Divergence between financial sponsor behaviour in 
US‑UK vs US‑Europe. US‑UK financial sponsors twice 
as likely to sell to another financial.

Sellers (top) Buyers (right)

Financial exits – sales of 
businesses held directly 
by financial sponsors

Financial – direct acquisitions 
by financial sponsors

Corporate divestments 
– sales of divisions or 
subsidiary businesses

Bolt-On – strategic 
acquisitions by financial 
sponsor owned businesses

Private sales – sales of 
owner‑led businesses

Corporate – strategic 
acquisitions by private or 
publicly owned businesses

NB: In this report we refer to financial sponsors as buyers 
and sellers. These include private equity as well as asset 
managers, banks, sovereign wealth funds, or individual high 
net worth investors.
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Do US and UK investors take a more 
aggressive approach to sale processes? 
Prioritising the speed of closing a deal, and 
thereby giving other financial sponsors an 
inbuilt advantage.

Has the scale and maturity of private equity in the US 
and UK fostered specialisation between firms, with 
particular focus on the various stages of a business 
lifecycle? Thus leading to wider acceptance of secondary 
sales to another financial sponsor as a positive outcome?

Does the industry mix – and differing 
business models between Manufacturing 
and TMT – shape different investment 
strategies for financial owners, and 
outcomes for their exits?

Financial sponsors in the US‑Europe corridor 
are 50% more likely to acquire from a 
corporate divestment than from other sellers. 
Is this a factor in their lesser focus on acquiring 
businesses owned by other financials?

Do UK investors enjoy greater visibility of the pipeline 
of assets which are coming to market, giving them the 
ability to begin working towards a deal ahead of the 
formal process?

Is a greater priority placed on the certainty of 
completion in UK M&A processes? Benefiting 
parties – specifically financial investors – who are 
able to provide this certainty.

Private sales 
70%
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