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Over 175 middle market private 
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General Findings
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Data Highlights
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Survival period (in months)
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Survival period
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Value Adds



Fraud Exceptions and Definitions
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Seller’s Preference

Buyer’s Preference



Fraud 
Exceptions 
and 
Definitions 
(cont.)

©2022 Seyfarth Shaw LLP. All rights reserved. Private and Confidential 20



©2022 Seyfarth Shaw LLP. All rights reserved. Private and Confidential 21



©2022 Seyfarth Shaw LLP. All rights reserved. Private and Confidential 22

Investment Banking 

Perspective
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U.S. M&A and Financing Market Environment

Market Update

• M&A activity increased significantly in 2021, particularly in the fourth quarter, as a result of “pent -up” demand from buyers, 

improved performance within many end market segments, and the race to get deals done in anticipation of potential tax law 

changes

• 2022 was expected to be another strong year, building off the positive momentum in late 2021 despite numerous challenges, 

including the continuation of the COVID-19 pandemic, labor constraints, and supply chain issues, among others however

o Dislocations in the equity markets and increasing prospects for a recession have some buyers nervous

• Strategic, hybrid, and financial buyers remain active in M&A — financial buyers, holding near record levels of dry powder, continue 

to pursue new and add-on investment opportunities

Valuation Multiples

• Multiples continue to be at or near all-time highs in many sectors

• Valuation differences continue to exist across key end markets served — company-specific value drivers also affect value

Capital Markets

• Private equity and strategic buyers have ample reserves and capital to be deployed

• Interest rates and cost of capital continue to remain low by historical standards

• Most lenders and specialty finance firms are open for business, with leverage multiples returning back to pre -pandemic levels

Macro Economy

• Supply chain issues have and are expected to continue impacting businesses in the middle market

• Many distributors are benefiting from re-shoring efforts that started before the pandemic and have since accelerated in some 

segments

• Labor costs and availability, along with material price volatility will continue to impact businesses across the supply chain

MARKET UPDATE

Multiple Factors Converging 

to Support the Strongest 

M&A Market in Years

2022 Outlook

Company Valuations and 

Multiples Reaching All-Time 

Highs in the Wake of the 

COVID-19 Pandemic

M&A and Financing Markets 

Remain Highly Competitive 

with Significant Interest from 

Both Strategic Acquirors and 

Financial Sponsors 

CONFIDENTIAL    
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Source: S&P Capital IQ as of 3/31/2022

M&A Market Overview
Overall availability of capital, improving and sustained companyperformance, and narrower valuation gaps have powered U.S. M&A transaction activity

• Relative to the prior year, transaction volume for the trailing twelve months ending March 31, 2022 increased by 25.9%, and t otal reported value increased by 60.4%

• The number of U.S. based deals neared 19K in the trailing twelve months ending March 31, 2022, representing an aggregate value of ~$2.1 trillion

• A healthy supply of capital is available to both strategic and financial buyers, which drives future demand for acquisitions

U.S. M&A Deal Volume and Value U.S. Deal Volume by Deal Size
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Volume Value

Number of Deals Agg. Value ($ billions)

12 Months Ended % 12 Months Ended %

Deal Size 3/31/21 3/31/22 Change 3/31/21 3/31/22 Change

$ 1 Billion + 194 397 104.6% $960 $1,558 62.4%

$500M to $999.9M 162 259 59.9% 115        190        65.1%

$250M to $499.9M 239 401 67.8% 86          142        65.0%

$100M to $249.9M 510 819 60.6% 82          128        57.1%

$50M to $99.9M 589 843 43.1% 42          60          43.1%

$25M to $49.9M 667 822 23.2% 25          30          22.6%

$10M to $24.9M 754 866 14.9% 13          15          17.0%

Under $10M 1,322 1,169 (11.6%) 5            4            (21.5%)

Value Not Disclosed 10,599 13,354 26.0%    -           -        N/A

Total 15,036 18,930 25.9% $1,327 $2,128 60.4%
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Q&A
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