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M&A Insights – a cross-border deal insight guide by Philip Lee, is a quarterly insight guide that looks
at transactions in Ireland and the UK and the impact that the international market has on corporate
transactions in these jurisdictions.
This is the second edition in the series and is informed by data gathered on deal activity across Q1 2022
in the Irish and UK markets.
This insight has been created in partnership with Experian, the global information services company
using their comprehensive database of business and financial information which monitors and tracks
the behaviour of businesses in the UK and Ireland.
In this edition, our spotlight section is focused on the backbone of Irish and UK economies; ownermanaged businesses. We are delighted to have contributions from Dr John Teeling, a true legend of
Irish business (and Irish whiskey), who has seen and done it all. We are also joined by Mark Flood,
director of Renatus Capital Partners, who provide capital and strategic support to business ownermanagers in the Irish market. On the corporate finance side, we speak with David Lucas, head of
corporate finance at PKF where we get an insight into current owner-manager sentiment in transacting
in 2022.
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We are delighted to introduce this publication,
produced by the Philip Lee corporate team
in association with Experian.

From an Irish market perspective, and despite the vast number of economic and geopolitical challenges
facing businesses, there was an encouraging level of deal flow in Q1 with the international market
playing a significant role. Once again buyers from the UK and the USA lead the way when it came
to interest in Irish companies. In terms of outbound deals, Irish bidders were again most active in
the UK and the USA markets, where deal numbers were consistent with Q4 2021, and similar to the
inbound deals, the most popular sectors were manufacturing and professional, scientific, and technical
activities.
Geopolitical and economic uncertainty seems to have, thus far, had more of an impact on Q1 2022
domestic UK M&A, than that felt in Ireland. That said, activity in inbound and outbound cross-border
UK M&A was still very buoyant. Acquisitions by UK companies predominantly took place in the US and
Ireland, with companies in those jurisdictions returning the favour. Technology, media and telecoms,
was once again the primary focus for inbound and outbound UK transactions.
We hope you enjoy the guide.
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In this section we highlight the
key findings of cross border deal
activity as it relates to the Irish
and UK markets.

In this edition, we focus on
owner-managed businesses.
We speak to Dr John Teeling,
serial entrepreneur and founder
of multiple Irish distilleries
including Cooley Distillery and
Great Northern Distillery, Mark
Flood, co-founder and director
of Renatus Capital, who provide
supportive and strategic capital
to ambitious SMEs, and David
Lucas, head of corporate finance
at PKF O’Connor, Leddy & Holmes
Limited.

Corporate partners Eoghan
Doyle and Andrew Tzialli share
their outlook on the Irish and UK
markets for the months ahead.

Sector spotlight

Outlook
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Deal analysis
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Deal Values - Ireland

“

61% of all Irish deals
had a cross-border
element in Q1 2022.
This is up from
previous levels in both
Q1 2021 and Q4 2021.
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Eoghan Doyle, Partner

•

The total value of Irish deals was €12.8bn in Q1 2022. While
this is significantly down from Q1 2021 (where the total was
€63bn), it is higher than each of Q3 and Q4 for 2021, and
looked at over a 2 year period, was the highest figure in all but
three out of eight quarter periods.

•

The total value of inbound deals for Q1 2022 was €5.5bn
which is twice the value of Q1 2021 and higher than each of
Q2, Q3 and Q4 of 2021. This €5.4bn figure is in comparison to
a total domestic value in Q1 2022 of €868m, thus showing the
significant impact that the international market plays on deal
activity involving Irish companies.

•

The total value of outbound deals for Q1 2022 was €6.4bn,
which was more than twice the value level across each quarter
during 2021 (save for Q1 2021).

Deal Analysis - Ireland
Despite macro-economic and geopolitical concerns, the
Irish M&A market still saw a busy start to the year.
•

There was a total of 118 deals involving an Irish
company in the first quarter, down from 144 during
Q1 2021 but still hovering around the usual quarterly
volume for Ireland on record since 2018. (Fig. 1).

•

61% of all Irish deals had a cross-border element in Q1
2022. This is up from previous levels in both Q1 2021
and Q4 2021, where approximately 45% of Irish deals
were cross-border.

•

Most of these deals were acquisitions, with crossborder deal making playing a key role; of the 93
acquisitions, over 70% had a cross-border component,
of which 47 were inward and 25 outbound. (Fig. 2).

•

The 47 inward deals for Q1 was one of Ireland’s
highest quarterly figures over our review period. Since
2013, only Q3 2021 exceeded this, when 62 inward
deals were announced. (Fig. 2).

•

There was a notable increase in cross-border deals in
the construction sector in Q1. We saw 8 cross-border
deals in construction in Q1 2022, up from 1 in Q1 2021
and 2 in Q4 2021. Large deals included KPS Capital
Partners acquisition of CRH’s building envelope
division and Kingspan’s acquisition of roofing business
Ondura in France.
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Fig. 1 Deals over time - All Irish deals

Fig. 2 Deals over time - Cross-border
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Inward Investment – who invested in Irish
companies in Q1 2022?
•

•

The UK and the USA remain Irish
companies’ most active acquirers – with
target volumes reaching peak levels.
As we noted in our previous edition,
companies based in the UK and USA
were the most active bidders for Irish
companies in Q1. UK businesses made 24
acquisitions in Ireland and US companies,
14. For both countries, this equaled their
highest quarterly figure over the last
decade (both Q3 2021). (Fig. 3).
Interestingly, companies from Sweden
feature as the third most active acquiring
country of Irish businesses in Q1 2022,
compared to not being listed at all in the
top 9 countries across the whole of 2021.
(Fig. 3).
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Fig. 3 Bidder countries by sector

•

UK firms mainly acquired companies in
the professional, scientific and technical (7
deals), manufacturing (5) and technology
(4) sectors. (Fig. 3).

•

US firms continued to target the
technology and manufacturing sectors.
(Fig. 3).

•

Drilling down into segments, inward
activity within the professional, scientific
and technical sector was driven by
environmental consulting, engineering,
technical analysis and veterinary deals.

•

A really diverse range of manufacturing
companies were acquired in Q1, with
deals including aeronautics, ventilation
equipment, packaging, electronics,
medical/dental, and stationery. (Fig. 4).
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Fig 4. Manufacturing sectors - inward

Fig 5. Top inward deals Q1 2022
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Outbound investment – where did Irish firms
invest in Q1 2022?
•

Irish companies made 25 outbound
acquisitions in Q1. This was down from the
48 outbound deals announced in the first
quarter of 2021 but equals the last quarter
of 2021.

•

Outbound deals were valued at around
€6.5bn – down from Q1 2021 (when deals
worth €27.7bn were announced), but up
from Q4 2021 (€3bn).

•

Irish companies made acquisitions in 10
different countries in Q1 2022. As was the
case in our last edition covering the whole
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Fig. 6 Target countries by sector

of 2021, companies based in the UK (10
deals), USA (5) were the top two recipients
of Irish investment. In Q1 2021, Australia
followed next (3), followed by a host of
countries with one each, from Denmark to
Zimbabwe. (Figs. 6 and 7).
•

Amongst the top 10 deals, a notable
continuation of the trend for inward deals,
was the heavy featuring of manufacturing
and professional, scientific, and technical
activities. (Fig. 8).

•

Kingspan Group was Ireland’s most active
company in terms of outbound M&A, with
five announced transactions. (Fig. 9).
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Fig. 8 Top outbound deals Q1 2022
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Fig. 7 Map showing Irish outbound investment in Q1 2022
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Fig. 9 Acquisitive Irish companies
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Deal Values - UK
•

The total value of all UK deals was €55.2bn Q1 2022. This is
down around 40% from Q1 2021 but over 20% higher than Q1
2020.

•

The total value of inbound deals shows far more promising
data, with values for Q1 2022 of €30.5bn, being a significant
increase from the €19.6 of deals announced in Q1 2021. The Q1
2022 figure represents the highest total quarterly value of UK
inbound deals in all but one quarter (Q1 2018), since 2016.

•

The total value of outbound deals for Q1 2022 was €1.9bn, a
sizeable step down from a figure of €3.2bn in Q1 2021.

Deal Analysis - UK
Ongoing global uncertainty appears to have had
a notable impact on the number of announced
transactions in the UK.

“

Cross-border tech
deals in particular
were at close to record
levels.
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Andrew Tzialli, Partner

•

As Fig. 10 shows, the UK Q1 total of 1,377 deals was
some way off those announced in Q1 2020 and 2021.

•

While domestic M&A slowed down, cross-border
deal making has been significantly less affected and
remains very strong. (Fig. 11).

•

As we noted in our 2021 report, cross-border deal
activity was again driven largely by the technology,
media and telecoms (TMT) and professional, scientific
and technical activities sectors. Cross-border tech
deals in particular were at close to record levels
(on 96) and volume was up in construction and real
estate.
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Fig. 10 Deals over time - UK deals

Fig. 11 Deals over time - cross-border (UK)
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Inward Investment – who invested in UK
companies in Q1 2022?
•

Companies in the US were once again
the biggest inward investors into the UK.
Around 33% of all inward investment into
UK businesses in Q1 was from companies
based in the US. Businesses in Sweden,
Jersey and Ireland were the next most
active. (Fig. 12).

•

The primary sector focus for US
companies was the UK TMT sector, where

11
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Fig. 12 Top bidder countries with sector, Q1 2022

23 deals were announced. US firms also
invested heavily in financial services and
manufacturing.
•

The highest value inward transactions
announced in Q1 2022 were the £12.2bn
buy-out of Nielsen by a US private equity
consortium and National Grid’s sale of its
gas metering business to Australian and
Canadian infrastructure investors. (Fig.
13).
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Fig 13. Top inward deals Q1 2022

•

Overseas acquisitions by UK businesses
hit record numbers in Q1 2022. The 171
outbound deals that were announced in Q1
2022, was at a higher level than during any
quarter in the last decade.

•

The US and Ireland were again the biggest
recipients of interest from UK acquirers,
with 39 and 24 deals respectively. In the US,
UK companies made 39 acquisitions in Q1
2022, with a combined value of just over
£1bn.

•

On the whole, the majority of other

acquisitions were made in the EU, with
France (22) and Germany (17) also featuring
prominently. (Fig. 14).
•

Veterinary consolidator IVC again lead the
way by some margin as the most active
UK business making deals overseas in Q1,
completing a considerable 41 acquisitions in
the first quarter of 2022. (Fig. 15).

•

In terms of individual deal values,
transactions were predominantly in the
small to mid-market value range, with no
big-ticket, £1bn plus deals announced. The
largest transaction was the acquisition by
CovaTec Group Plc or US company, Triad Life
Sciences Inc.
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Outbound investment – where did UK business
invest in Q1 2022?
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Fig. 14 Top target countries with sector, Q1 2022
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Fig. 15 Acquisitive UK companies, Q1 2022
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Dr John Teeling

“

We made 60% of
the world’s whiskey
in 1860, but a new
idea of brewing was
introduced . . . the
Irish wouldn’t do it, but
the Scots embraced
it and the Irish were
left behind . . . it is a
great example of not
being able to adapt to
disruptive technology.

Entrepreneur and Founder of the Cooley and Great
Northern Distilleries

- Recent figures show that 2021 was a record
year for Irish whiskey, up 20% on 2020 with
14 million cases sold worldwide.
- Irish whiskey is on track to overtake Scotch
as the drink of choice in the United States
which would be a massive achievement
given the collapse of Irish whiskey in the
19th/20th century.
John, the Cooley Distillery, Teeling Distillery and
Great Northern Distillery are among the first new
distilleries opened in Dublin/Ireland in over 100+
years, why do you think that is? Is it difficult to set up
a distillery or whiskey brand in Ireland?
Well, 20 years ago people thought it was a dying
industry. Given the image that it was an old man’s
drink! It was associated with an old guy sitting up at a
bar with a pipe and a cap. The new drinker is 22 to 39
years old, almost equal male/female.
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Why was it a dying industry?

Name - title

We made 60% of the world’s whiskey in 1860, making
whiskey in pot stills, but then an Irishman called Aeneas
Coffey introduced a new idea of distilling in columns.
This was cheaper but a lighter type of whiskey. A lot of
the big Irish players rejected this new spirit and they
wouldn’t do it, but the Scots took it on.
The Scots took their highland malt, which was a small,
basically cottage industry at that time and mixed their

Well, tastes have changed, and it has become the
drink of choice for a lot of young people. In the 2239 age bracket, 45% of consumers are females.
Irish whiskey is known for being smooth and
mellow and it has also been able to adapt
compared to competitors. Bourbon is slightly
sweeter, and Scotch is still predominantly oldfashioned. We’ve been able to adapt very quickly.
So, from having 2% of the Scotch market in 2001,
we’ve about 8% now and we’re the fastest growing
brown spirit in the world. But it’s worth noting that
spirits in general are growing among the alcohol
market.
Interesting, I suppose this change in perception
of whiskey in recent years has been linked to a
lot more celebrities getting on board, what are
your thoughts on that?

Secondly, with reference to the actual production,
getting the timing right is also a challenge. If you
are brewing 4/5 years in advance, it can sometimes
be difficult to get the quantities right based on
demand – if you are wrong, you can overcalculate
or undercalculate.
What opportunities do you see in the global
market?
The US, UK and Russia remain our biggest markets,
but from my perspective, there is massive
potential for Irish whiskey in Africa and Asia. The
Philippines, Thailand and China/India etc are huge
countries where demand is growing.
With reference to our Great Northern Distillery,
our plan/hope is to offer new products in the likes
of Asia as we believe there will be demand for a
nice light whiskey which will be easier to drink.
In general, we believe whiskey, bourbon
and Scotch still has a long way to go in their
development, and other markets will open up.
With respect to Great Northern, what growth
plans do you have? Do you see any more outside
investment?

Partially, it reflects the fact that whiskey is a
modern industry. It is marketing and brand
intensive. We often joke that the cheapest thing in
a whiskey distillery is building the distillery itself!
Huge amounts need to be spent on marketing.
Influencers and social media are changing things
dramatically, at the end of the day ‘influencers’
influence people to buy, and it’s not just whiskey,
tequila is a spirit that is being pushed a lot these
days.

We are in a good place; we will continue to grow.
We had a valuation of around €120 million in
recent years. Going public doesn’t scare us, but
we’ve no need to at the moment as cashflow is
good.

Apart from some of the historical reasons you
mentioned, what are some modern challenges
setting up in the whiskey industry?

Well firstly from a whiskey perspective, at least
90% of your sales need to be international - the
domestic market is too small. Europe has been
good to us, but the EU is not a massive market for
Irish whiskey. It’s an old traditional market but it is
changing. Even in places like France and Germany,
you see new drinkers. People in their 30s and 40s
are not as wedded to a Scotch as their parents
were and so they’ll try Irish now.

Timing is the biggest issue.
Firstly, it can take years to establish and build a
good brand. For example, the Teeling brand has
become very popular in recent times, but Jack and
Stephen (my sons) have been working hard at this
for years. This is a reason the vast bulk of Irish
start-ups might not be able to compete, as they
can’t spend as much on marketing.

What advice would you give to those trying to
get into the Irish whiskey industry or to any
brand/start-up considering launching in the Irish
market?

Apart from whiskey, for foreign companies
considering the Irish market, especially in the
manufacturing and production industry, I still think
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What then changed to enable this revival?
Recent figures show Irish whiskey is on course to
overtake Scotch sales in the United States in the
coming years – how did we get there?

Some successful American whiskeys don’t even
have their own distilleries – they just buy, bottle
and brand.
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much stronger tasting whiskey with this column
grain whiskey. The result was a blended whiskey
which took over the world and the Irish were left
behind. So from having 60% of the world in 1860,
we dropped to 2% of its total. It was the most
incredible collapse. It is a great example of not
being able to adapt to disruptive technology.

1.
2.
3.
4.

There is clear title (in relation to land/real
estate).
The taxation policies are more or less clear.
You’re highly unlikely to be nationalised as you
would in some other places.
English speaking workforce: especially in
manufacturing where manuals are usually in
English – you need English speakers to operate
machinery.

Business owners are navigating a lot of challenges
at the moment, supply chain issues, Brexit, the
war in Ukraine etc, what would your advice be
based on the many challenges you have seen
before? What is your opinion on the future in
terms of commerce and future of Irish businesses?
Well, the Irish economy must always look outward,
we must. We’re always going to import/export
around 90%, we’re a totally open economy. Will
globalisation be reduced? I suspect it will. During
most of my business career, there’s been a push
towards globalisation, i.e., reductions in tariffs,
fixed currencies, basically no interest rates and we
have seen fantastic improvement in distribution.
However, there will definitely be a reassessment at
board level, a big reassessment. Some brands (in the
whiskey industry) have not put up prices in a long
time, but inflation, rising interest rates and supply
disruption are new things for almost all businesses
and rising prices need to be looked at. Margins must
be protected.

25% of your income if your raw materials are bought
in Dollars. Your gross margin can be wiped very
quickly, I know as I have the scar tissue from the late
70s!
Lastly, if you could start all over again and were
just out of college, what area(s) would go into?
I see a lot more opportunities now than I did 50
years ago. Two areas I would consider are:
1.
2.

Renewable energy, but not necessarily where it
is now. I feel lithium metals and battery storage
has good potential; and
Biotech is an area with many opportunities. Just
look at how a vaccine was developed in 9 months
and not the usual 10 years!
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we have a lot to offer. The main advantages remain:

From an Irish perspective, whatever you do it has to
have a global outlook, nothing I would do would be
for the domestic market . . . we are too small, and as
said earlier we must always look outward.

To pick up on that point, what are your thoughts or
predictions on inflation and rising interest rates?
I have a concern about inflation, I don’t think it’s
just going to last for a short period. The increase in
interest rates is also worrying, as I don’t know how
they are going to fall again. It is cyclical, we had 30
years of historic low interest rates and now things
are changing. This is creating uncertainty in the
market; however, uncertainty is not always a bad
thing! It creates opportunity.

There may be massive opportunity for the US once
the Russia/Ukraine situation is sorted out with the
likelihood Gazprom will lose its control over the
market. However, there will inevitably be supply
shortages, especially with the likes of Grain and Gas.
Business owners need to be careful, especially if the
dollar goes 1:1 with the Euro, you could easily lose
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How then do you see the next 4/5 years playing
out?
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Mark Flood

Co-Founder and Director, Renatus Capital Partners

“

I think there’s a lot of
money chasing good
companies. Companies
in a healthy space
serving an enduring
market with good,
robust economics will
still get good prices.

Mark, to begin, you might give us a brief overview
of Renatus Capital Partners, and the role it plays in
the Irish market, and particularly owner-managed
businesses?
We are private equity and within that ecosystem we’re
mixing in companies that are in the top 10% of Irish
SMEs by virtue of size. When working with business
owners, we also highlight that it’s generally not a
binary outcome. Generally, we’re bringing both a
monetization event and a plan and hopefully bringing
those companies from great to even greater with our
supports. We want to go on a journey and that journey
doesn’t have to result in a complete exit either, because
sometimes companies could buy us back out.
What does that journey look like for business owners/
entrepreneurs? What is the level of support apart
from the financing?
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Firstly, we can help change the psychology of business
owners/entrepreneurs in the sense that money we give
off in many cases and the money we bring in for growth
gives them some freedom that all their wealth is not
tied up in the business and this comfort enables them
to make bigger and bolder decisions.
Secondly, there’s a level of accountability in that a 3, 5
or 7-year plan is produced and we are there to ensure
that is delivered upon. Our team help with this plan,
particularly with the likes of profiling targets/customers
and developing new systems and procedures.
Thirdly, from a personal standpoint, myself and
Brendan (director) can share our experiences as we

Only around 20% of our funds are institutional,
the rest are all private. So even with financing
there are a number of layers that come with
that as our private investors are successful
entrepreneurs themselves and they’ve been
hugely helpful to the companies and opening
doors and helping them on that journey. Our
private investors bring in a lot of value adds and
really act as mentors. We also bring very relevant
co-investors to the table on a deal by deal basis
based on the value-add they can bring.
There is a lot of capital available on the market,
how do you differentiate yourselves?
That’s true, there’s more capital and also the
openness to take that capital has also increased.
For us, the ability to highlight our case studies
and reference other private equity journeys is
important (it’s a lot easier now than when we
started).
Also, our ability to provide tailored solutions
depending on the company and potential
investors. Some companies might want a handsoff approach, others hands-on, some people want
minority, others want majority; so it is about
balance and identifying specific needs when
‘marrying’ company and investor. Overall we want
to be partners for making the company excellent
and helping it realise its potential.
Your portfolio of investee companies has grown
quite considerably in recent years. Can you give
us an insight into that growth, the factors that
helped and what challenges you faced?
As mentioned, the case studies are very important
because anyone can say anything in a room, but
to be able to have the calling cards and call on
positive references from our existing partners has
been hugely helpful.
So doing good deals is key, good credentials
feeds the next one.
Yes absolutely. We prefer going with smaller fund
sizes and staying boutique so that we can have
time to spend on companies and work with them
to optimise business and not just turn up at board
meetings.
We can see from the data in our previous
edition and this edition, that Irish businesses

It is quite competitive as apart from the domestic
competition you have at least a dozen Irish people
in London or US funds that can farm the market
pretty well themselves, they are quite active when
it comes to the bigger deals.
We are matching our strategy to the market. We
are confident that there are enough deals out
there and don’t necessarily have a fixed number
we are chasing.
How do you see the current climate affecting
deals? There is a perception that, despite a fair
amount of capital available, capital might be put
aside for 3-6 months.
Perhaps, in some businesses there might be a
reluctance to pull the trigger, but I think there’s
a healthy balance of funds available and sensible
deployment.
Could valuations come under scrutiny instead?
I still think there’s a lot of money chasing good
companies. Companies in a healthy space serving
an enduring market with good, robust economics
will still get good prices.
I don’t think private equity went to the level that
the S&P or the NASDAQ went to . . . one might
not agree with every private equity valuation,
but there are very few if any that cannot be
rationalised.
Your portfolio of investee companies is quite
varied, from aviation to food for example. While
the sectors might vary, what common themes do
you see emerging across your portfolio in terms
of challenges and opportunities?
In terms of challenges, scarcity of materials,
labour shortages and rising inflation are worrying
trends, it’s something we’ve never seen before.
Given that our portfolio is quite lowly leveraged, if
those trends continue, we would still be confident
that we can perform and potentially come out
stronger on the other side.
You speak to lots of Irish companies with
growth plans, and all currently working through
common issues we assume, such as logistics
and supply chains, inflation, and geopolitical
uncertainty. How would you gauge business
sentiment right now in Ireland for 2022, and
have you any advice for Irish owner-managers in

19

Very interesting Mark, and then apart from the
financing point of view, what does that support
look like?

continue to do very well in attracting capital
from overseas. How do you view the competitive
landscape in terms of competing for Irish deals,
and how do you see things evolving?
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have been in their shoes, we have set up our own
business.

I would say proceed with ambition and caution
at the same time, always have one eye on your
balance sheet. Make sure you don’t have too much
debt and make sure you’re capitalised for growth
opportunities or capitalised to defend a possible
downturn.
I would advise companies to think 5 to 10 years
ahead and not just 1 to 3 years, because if you
only plan for the short term you might sit on your
hands and do nothing.
I would certainly agree with that. Holding out
for a better period (depending on your sector of
course) is not necessarily the best approach –
the challenges we face now might be replaced by
different challenges in the future.
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weathering this period and trying to raise crossborder investment?

For sure, trying to time the market is very difficult
because generally SME doesn’t parallel with the
stock market.
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In sum, trying to figure out how and when to
raise cross-border investment will depend on the
ambitions of the company. You need to consider
both the monetary objectives of the business and
the shareholders’/executives’ objectives. Many
are wearing shareholder and executive hats and
looking at both separately is important.
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David Lucas

“

Having your financial
records in order is key
. . . if you can’t sell it on
paper, you can’t explain
it to a potential buyer
. . . your value will be
eroded.

Head of Corporate Finance, PKF O’Connor, Leddy &
Holmes Limited
Firstly David, can you give us a sense of your firm
and the corporate finance offering that you lead in
Ireland?
As an accountancy firm in Ireland we are part of an
international group with 20,000 staff worldwide spread
over 150 countries. We’ve corporate finance throughout
a lot of the major countries around the world, a very
strong offering in Australia, the US and the UK. Within
Ireland and the UK, we have 27 offices and we’re
growing all the time.
From a corporate finance offering, I myself lead up
M&A, debt advisory due diligence and valuations. In
Ireland we work across everything in corporate finance
but with a focus mainly on trading businesses (more so
than property).
We have positive feedback from clients who love the
international reach that we can provide. Our ability to
interact with international colleagues, be it in Germany,
Spain, Australia or America to find a buyer is a big plus.
On a sell side mandate, we can go far and wide.
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How does that corporate finance offering interact
with owner-managed businesses?
Given our size, just below the ‘Big Four’, the majority
of our customers/clients are SMEs. We have a lot of
experience with owner-managed businesses and
entrepreneurs. As corporate advisors, our job is to
manage the process from start to finish.
For many owner-managed businesses, this is the

Picking up on that succession point, how do you
manage situations where a buyer may have
concerns regarding the success of the business
after the sale where all the know-how rests with
the owner-manager?
It is about getting engaged early and working
with your client to establish ways in which we can
provide comfort to the buyer. For example, if the
owner-manager has all the business relationships,
a buyer might prefer an exit over time – also
known as earn out/deferred consideration where
payment is made over 3-5 years.
Some owners of businesses might plan ahead and
put in a general manager to run the business so
that they can move into a chairman role which
would enable a quicker step away.
What trends are you seeing in the market
currently in terms of deal flow for inbound and
outbound deals?
It’s quite healthy, every week we get a call from a
different private equity investor looking to invest
in Ireland. A lot is coming from the US and the
UK. Ireland is a very attractive proposition, with
ambitious businesses exporting globally.
How do see 2022 shaping up for investors
looking at Ireland?
There is a lot of pension fund money to be
deployed and these funds are seeking assets
to get returns. Negative interest rates are also
driving activity. I do see current trends continuing
in 2022, even if interest rates rise, there is still
a lot of capital out there. The owner-managed
businesses are putting their heads up as they
realise now is a good time to sell.
With current uncertainty in the market, do you
see a tempering of valuations of businesses? Or
do you see buyers sitting on capital for a period?

manufacturing company seeking a strong multiple
will more than likely still achieve that target. The
key to high valuations and to valuable businesses
is recurring income streams – being able to point
to multiple contracts and multiple customers
means your margins are stable and can be
protected.
In the current climate, what advice would you
have for an owner-manager of a business now
who is considering investment or a sale?
The biggest advice I would give to an ownermanager is to be ready for sale, you just don’t
know when someone is going to knock on your
door. You need to keep on top of monthly
accounts, KPIs and having the right systems and
controls in place for a due diligence process.
Having your financial records in order is key to
a fast process, whether it’s a sale, investment or
even a bank loan.
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biggest transaction they will ever do - it could be
an amalgamation of 20-30 years of hard work.
We appreciate there are many factors at play, not
just the money, so helping to manage succession
planning is what we do.

What is the downside or the risks for business
owners not being on top of their financial
records?
Simply put, your value is eroded. If you can tell
your story and you have good records, then you’re
going to be able to get a better valuation for your
business. Even if you run a hugely successful
business, if you can’t sell it on paper, you can’t
explain it to a potential buyer. Preparation is key.
For bidders looking at Ireland as a location to
acquire or invest, is there anything standing out
for you right now as good opportunities?
When chatting to bidders, most have an open
mandate. Some of them will be specific in certain
sectors, but a lot of them have open mandates
and are just looking for good businesses to invest
in. At the LTD/SME level, there is no particular
sector that stands out, interest is always varied.
In Ireland we have a talented and educated
workforce, it’s an English-speaking gateway into
Europe and that’s what is attracting international
business.

However, I do believe there is still enough capital
chasing businesses that valuations should remain
at a reasonably strong level. There are still large
transactions happening in various sectors.
In terms of valuations I believe that your standard
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Uncertainty can result in a slowdown of activity as
buyers might ‘lock’ capital away for 6 months until
current economic factors settle.
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Outlook
•

Whilst overall deal numbers in Ireland and the
UK for Q1 2022 are down year-on-year, inward
and outward transactions in both jurisdictions
remained high.

•

Companies in Ireland, the UK and the USA
continue the theme of 2021 by showing
considerable interest in each other when it
comes to acquisitions. Whilst not featuring as
prominently in 2021, businesses in Sweden have
however moved right up the rankings in terms
of their involvement in UK and Irish transactions
alike. Sales of businesses in technology,
professional/scientific and technical and
manufacturing sectors were a particular feature
of Q1 in Ireland and the UK.

•

Whilst European economies have fared relatively
well during the last two covid impacted years,
it seems inevitable that ongoing economic
uncertainty, inflation, supply chain issues and
geopolitical concerns, will have an impact on
transaction numbers. That said, companies in
Ireland and the UK are likely to continue staying
active in cross-border acquisitions. As is often the
case, a “cooling” of global markets may add to
more competitive valuations, thus keeping deal
flow strong.

Eoghan Doyle, Partner
edoyle@philiplee.ie
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Andrew Tzialli, Partner
atzialli@philiplee.ie

Philip Lee has a leading corporate transactions practice, advising clients ranging from
high potential early-stage ventures to market leading global multinationals. Our team has
extensive experience across the broadest scope of corporate transactions and investments
(equity and debt). We are routinely engaged by leading Irish, UK and multinational companies
across all major industry sectors as well as state entities to advise them on the most
complex, important and often novel matters.
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Corporate Law Firm of the Year 2021, Irish Law
Awards

In addition to our transactional expertise, we pride ourselves on having a team of marketleading deep domain experts who have direct experience of both working in industry,
including in senior leadership positions, and as legal advisors. All leading publications rank
the firm across multiple disciplines, highlighting how our transaction teams can combine an
accessible and collegiate approach with a breadth of technical expertise.
We have a particular reputation for our international focus with offices in London and San
Francisco. We are the sole Irish member firm of Multilaw (the fourth largest legal network in
the world). This network provides our lawyers with a level of access to the latest international
developments in corporate structuring and transactional matters which is unrivalled in
Ireland. Our clients rely on us to harness these deeply developed international connections
to assist their business requirements.
Clients seek our advice across the following legal areas:

Philip Lee LLP
Dublin
Connaught House
One Burlington Road
Dublin 4, D04 C5Y6

London
Floor 30
The Leadenhall Building
London, EC3V 4AB

www.philiplee.ie | T: + 353 1 237 3700
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• Mergers and acquisitions
• Corporate restructuring
• Foreign direct investment
• Joint ventures
• Private equity and venture capital
• Corporate finance (both debt and equity)
• Corporate migrations and demergers
• Cross border mergers
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Experian is the world’s leading global information services company. During life’s big
moments – from buying a home or a car, to sending a child to college, to growing a business
by connecting with new customers – we empower consumers and our clients to manage their
data with confidence. We help individuals to take financial control and access financial services,
businesses to make smarter decisions and thrive, lenders to lend more responsibly, and
organisations to prevent identity fraud and crime.
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About Experian

We have 20,600 people operating across 43 countries and every day we’re investing in
new technologies, talented people, and innovation to help all our clients maximise every
opportunity. We are listed on the London Stock Exchange (EXPN) and are a constituent of the
FTSE 100 Index.
About MarketIQ
Experian MarketIQ is the essential business market platform for any organisation or
professional involved in mergers and acquisitions (M&A), or requiring direct access to
comprehensive and high quality business and financial data. Experian MarketIQ reveals new
layers of market insight by combining the Corpfin global M&A database with comprehensive
Companies House data and our market leading business, financial and risk databases – all on a
single platform. It features:
o
o
o
o
o
o

M&A database with the Experian business, financial and risk database
UK and international deals database
Insight into a business’s financial stability and payment profile
Sophisticated search and analysis functions
Upload lists of companies into the system for further analysis
Clear view at a market, company or individual level
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To find out more about how MarketIQ can help you contact us at e:business.uk@experian.com

Philip Lee LLP
Connaught House, One Burlington Road, Dublin 4
T: + 353 1 237 3700
www.philiplee.ie

