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Foreword

The M&A market is quickly becoming more onerous, 
but dealmakers are ready to face up to the challenge.

After a record year for global M&A activity—in Europe 
alone, the aggregate value of all deals announced in 
2021 eclipsed US$1.3tn, up 71% from the year before—
dealmakers wonder if that remarkable pace can be 
sustained through 2022 and beyond.

Clearly, some of the drivers that propelled M&A last 
year—a bounceback from the Covid-19 pandemic, 
economic recovery and immediate post-crisis 
restructuring, for example—are dissipating. The global 
economic outlook now looks much less favourable, 
with ongoing disruption from the pandemic and war in 
Ukraine contributing to a spike in inflation.

However, there are reasons to be positive. Interest rates 
may now be on an upward trajectory, but the cost of 
borrowing remains very low by historical standards. Other 
sources of financing are also readily available: while PE 
firms increased their investment markedly last year, they 
are still sitting on record volumes of dry powder. The 
strategic rationale for M&A, as businesses get to grips 
with the way that Covid-19 has accelerated trends such 
as digitalisation, remains strong.

This is the backdrop against which we have conducted 
the research set out in this report. Based on interviews 
with 60 leading dealmakers spanning corporate, PE and 
hedge fund players, we have sought to gauge appetites 
for further M&A—but also to understand the challenges 
facing dealmakers and how they are addressing them.

Our key findings include:

Expansion into new geographies will be the most important 
priority for respondents’ M&A strategy over the next 12 
months (22%).

A significant number of respondents (45%) expect at 
least half of the deals they will undertake to be  
cross-border in nature.

The two biggest pitfalls to look out for when doing a 
deal in a new jurisdiction are cultural barriers (27%) and 
regulatory issues (also 27%).

On average, organisations outsource just under 60% of 
their pre-deal due diligence.

The most important factor driving respondents’ 
engagement with third-party advisers is improved risk 
management, attracting 40% of first-place votes.

Methodology
In Q2 2022, Mergermarket surveyed 60 senior executives to gain insights into investment risk and cross-border due diligence in 
Europe. Respondents were drawn equally from five European countries (Germany, France, Italy, Spain and the UK) and the US. The 60 
respondents included 20 from corporates, 20 from hedge funds and 20 from PE firms. All responses are anonymous, and results are 
presented in aggregate. 

22%

27%

40%

45%

60%

Marianna Vintiadis 
CEO, 36Brains
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Part 1:  
M&A forecast

Even amid strained macroeconomic conditions, dealmakers 
are going hunting for growth in new geographies.

After a record-breaking year in 2021, M&A activity 
has remained robust by any historical metric during 
2022. The dealmakers surveyed for this research—all 
of whom have conducted at least one M&A transaction 
in Europe worth between €25m-€200m over the past 
two years—expect to continue to be busy.

More than a third of respondents (38%) anticipate 
undertaking four or more deals over the course of 
2022, while the remainder expect to participate in one 
to three transactions. Put another way, not a single 
dealmaker is expecting to stand pat.

There is, however, some evidence that leads dealmakers 
to expect the pace of M&A to decelerate, with less 
competition for some assets. Most (55%) think fewer 
deals will go to auction in 2022, predicting that less 
than 25% of transactions will end up in such a process.

Moreover, even where deals do involve auctions, 
only 13% of respondents expect these to be very 
competitive. Indeed, almost half (45%) predict the 
auctions will be hardly competitive at all. That would be 
a significant change from 2021.

New frontiers
Nevertheless, a range of drivers look set to  
continue to underpin M&A activity. Some are  
offensive and expansionary by nature, while others 
appear more defensive.

The desire to expand into new geographies is the 
most commonly cited priority for respondents, with 
more than one in five (22%) citing this as their most 
important reason for pursuing M&A. In fact, more than 
half of the dealmakers in this research (52%) say 
geographical expansion will be at least one point of 
emphasis for their M&A strategy in 2022.

An even larger share sees the need to capture synergies 
between businesses as a deal driver for 2022, with 
78% citing this as a key motivating factor. The need to 
bear down on costs in a tough economic environment 
will clearly be crucial, even if slightly fewer respondents 
(20%) see this as their number-one priority.

How many M&A deals do you expect to undertake in Europe in 
2022? (Select one)

Of those deals, what percentage do you expect to involve an 
auction? (Select one)

How competitive do you expect those auctions to be? (Select one)

1-3

4 or more

62% 38%

0%

10%

20%

30%

40%

50%

60%

More than 75%Between
50%-75%

Between
25%-50%

Less than 25%

55%

23%

15%

7%

0%

10%

20%

30%

40%

50%

Very
competitive

Moderately
competitive

Hardly
competitive

45%
42%

13%
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The next two most important 
drivers for M&A are also 
contrasting. While 17% of 
respondents say their pursuit of 
digital transformation—a forward-
looking growth objective—will be 
their most important dealmaking 
priority this year, the same 
percentage pick out the need 
to dispose of non-core units. 
Streamlining will be an important 
focus for many organisations  
in 2022.

Growth expectations
As for where dealmakers are 
focusing the search for transactions, 
more than a quarter (27%) believe 
the UK & Ireland offer the best 
opportunities this year, with a further 
10% identifying it as the second-
best marketplace. However, Germany 
is cited by more respondents 
overall—almost half (46%) reference 
it as either their first or second 
preferred destination for 2022.

Over the next 12 months, what will be the main points of emphasis for your organisation in its M&A strategy? 
(Select all that apply)

Most important All that apply

Completing transactions before
tax and regulatory conditions tighten

Pursuing diversification of
products and services

Supply-chain optimisation

Opportunities for restructuring/
Turnaround of a distressed business

Pursuing digital transformation

Disposal of non-core units/Streamlining

Capturing synergies between
the businesses

Expansion into new geographies 22%

52%

20%

78%

17%

33%

17%

43%

12%

8%

2%

2%

18%

38%

30%

28%

Over the next 12 months, which parts of Europe do you believe will offer the  
best opportunities for M&A? (Select top two and rank 1-2, where 1=offers the  
best opportunities)

1 2

23%

23%

27%

10%

15%

13%

18%

12%

10%

10%

12%

15%

4%
1%

7%
Austria & Switzerland

Greece &
the Balkans

France

Spain & Portugal

Italy

Nordics

Germany

United Kingdom & Ireland
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Over the next 12 months, which sectors do you believe will see the most and least growth in M&A activity in Europe?  
(Select one sector for ‘Most growth’ and one for ‘Least growth’)

Those numbers may reflect broader macroeconomic 
expectations. The International Monetary Fund expects 
the UK economy to expand by 3.2% in 2022, ahead of 
the euro area and its leading economies, but forecasts 
UK growth slowing to 0.5% in 2023, behind Germany’s 
0.8% and 1.2% for the euro area as a whole.

This research also captures respondents’ views of 
where dealmaking activity is likely to stand out on a 
sectoral basis. And despite a sell-off of technology 
stocks in recent months, just under a third of 
dealmakers (32%) believe the technology, media & 
telecoms sector will see the most growth in M&A 
activity over the next year. A further 27% cite financial 
services, and 23% point to energy, mining & utilities, 
perhaps in the context of buoyant commodity prices.

By contrast, more than a fifth of respondents (22%) 
believe real estate & construction will see the least 
M&A growth over the next 12 months, while 20% cite 
the consumer & leisure sector.

Least growth Most growth

Real estate & construction

Defence & aerospace

Business services (including computer services)

Agriculture

Transportation (including automotive)

Industrials & chemicals (including automotive-related)

Consumer & leisure (including e-commerce, gaming and sports)

Pharmaceuticals, medical & biotech

Energy, mining & utilities

Financial services (including fintech)

Technology, media & telecommunications (including software)
32%

27%

23%

7%

0%

0%

0%

12%

20%

12%

13%

3%

5%

13%

22%

7%

2%

2%

0%

0%

0%

0%

Despite the current uncertainty 
and global supply chain issues, 
due diligence demand for 
cross-border transactions 
remains buoyant. Unsurprisingly, 
energy and tech are topping 
investor interest. Germany is 
confirmed as a strong attractor, 
having invested heavily in 
computing technologies 
and artificial intelligence.
Marianna Vintiadis, CEO, 36Brains
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Part 2:  
Cross-border dealmaking

When striking out on overseas transactions, trust and cultural 
sensitivity are paramount for prospective dealmakers. 

Cross-border M&A remains a crucial element of 
respondents’ dealmaking strategy—not least given 
their ambitions for geographical expansion—even if 
it brings additional challenges. In this research, 45% 
of respondents expect at least half the deals they 
undertake this year to be cross-border in nature, 
including 17% who expect more than three-quarters of 
their transactions to fall into this category.

Overall, these responses equate to cross-border 
transactions accounting for 41% of the M&A activity 
of the typical dealmaker. This figure is slightly higher 
among PE firms (44%) and hedge funds (42%), and 
slightly reduced for corporates (37.5%). Respondents 
based in Germany are especially likely to pursue cross-
border deals, with more than half (51%) prioritising such 
transactions. At the other end of the spectrum, the 
figure drops to 34.5% among Spanish respondents.

Two risk factors stand out for respondents planning 
cross-border transactions: 27% say cultural barriers 
are the potential pitfall that most worries them; the 
same number cite regulatory issues as their number-
one concern.

This is not to underplay anxiety about other issues. As a 
matter of fact, business risk is cited as a potential pitfall 
by more than half of respondents (53%), but it is the 
primary concern for a smaller share. Tax law (cited by 
39%) is also a worry, though against Europe’s relatively 
stable backdrop, only 16% cite political stability as a 
concern. A prolonged conflict in Ukraine, however, 
could see this figure rise.

Nevertheless, it is culture and regulation that top the 
list of challenges. “Cultural differences are difficult to 
identify in advance, unless we have experience working 
in the jurisdiction,” says the partner of a German 
hedge fund. In France, the managing partner of a PE 
firm warns: “Regulatory issues cannot be predicted 
as we would like—there are still many unknowns, with 
competition, data protection and ESG norms somewhat 
uncertain in a few jurisdictions.”

What percentage of the deals you undertake in 2022 are likely 
to be cross-border, i.e. involving a target outside your home 
jurisdiction? (Select one)

When doing a cross-border M&A deal in a new jurisdiction, what 
are the key potential pitfalls? (Select top two and rank 1-2, where 
1=biggest potential pitfall) 

0%

5%

10%

15%

20%

25%

30%

35%

40%

None, all our
transactions
are likely to

be domestic

More than
75%

Between
50%-75%

Between
25%-50%

Less than
25%

10%

35%

30%

17%

8%

1 2

Political stability

Business risk

Tax law

Regulatory issues

Cultural barriers

9% 7%

16% 37%

18%21%

27% 20%

18%27%
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What are the most important cultural differences that you have to navigate when doing 
a deal in a new jurisdiction? (Select top two and rank 1-2, where 1=most important) 

To what extent does a country’s reputation for corruption, such as poor performance 
in Transparency International’s Corruption Perceptions Index, impact your decision on 
whether to do an M&A deal in that country? (Select one)

A question of trust
How, then, to overcome these 
difficulties? In the case of 
cultural differences, dealmakers 
stress the importance of being 
straightforward and honest with 
targets and new colleagues.

“There is a certain level of mistrust 
when we are entering new 
geographies,” says a partner at 
a French PE firm. “They do not 
know our working methods and 
they tend to assume the worst 
about how we will treat them in the 
future.” The CIO of a hedge fund 
in the UK adds: “We have to be 
open and transparent about our 
methods and discuss all issues.”

Those issues may cover a multitude 
of sins. Respondents point to 
generalised concern about risk and 
uncertainty as the cultural issue likely 
to cause problems during a deal; 
36% see this as the most important 
subject to navigate. Attitudes to trust 
and openness also score highly as 
issues of concern.

One question to address at 
an early stage is the extent to 
which target companies will be 
subsumed by the buyer or allowed 
to continue operating as more 
standalone entities. Over a third 
of dealmakers (34%) say attitudes 
towards autonomy and flexibility 
could potentially bring forward 
to cultural issues. “People worry 
about our intentions,” says the M&A 
director of a German corporate. 
“They can’t get clarity unless we 
talk to each other directly.”

Navigating red tape
As for regulatory issues, the key 
is to secure as much visibility as 
possible early on in any transaction 
process. “Working closely with 
the authorities is important,” says 
the CFO of a US corporate. “Still, 
when we are doing a deal in a 
new jurisdiction, this may be more 
difficult than expected.”

In some cases, dealmakers say that 
regulatory issues are likely to put 
them off pursuing opportunities. 
“These issues do affect the type of 
targets we select,” says a partner 
at a French PE firm. “The regions 
we select are also based on the 

1 2

Bureaucracy

Language barriers

Attitude towards autonomy
and flexibility

Non-verbal communication

Attitude towards trust
and openness

Negotiating style

Attitude to risk
and uncertainty

36% 25%

4%16%

14% 27%

7%12%

11% 23%

5%

9%4%

7%

0%

10%

20%

30%

40%

50%

60%

We don’t normally
take corruption metrics

into account

We take poor corruption
metrics seriously, but

they are not a
make-or-break condition

Poor corruption metrics
are a major deterrent

when selecting targets

57%

30%

13%
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complexity of regulation and the threat it poses to the 
overall profitability of the deal.”

Equally, there is reluctance among dealmakers to 
pursue transactions in countries where regulation is 
perceived as too weak. More than half of respondents 
(57%) say they would be put off doing deals in a 
country that ranks badly on corruption measures.

Above all, dealmakers worry about the reputational risks 
attached to increasing exposure to such jurisdictions, 
particularly as the environmental, social and governance 
(ESG) agenda continues to gather momentum.

“Deals bring a lot of attention and stakeholders review 
our performance based on the governance principles 
followed,” says the CEO of a German corporate, while  
a partner representing an Italian PE firm warns: “There  
is a high risk of reputational loss if we get caught up  
in any corruption-related mismanagement of the  
target company.”

The American view
US dealmakers undertaking transactions in Europe are 
taking a bigger leap than their European counterparts 
when it comes to cultural differences, regulatory 
frameworks and working practices.

In this research, half of US respondents (50%) single 
out data protection as one area where they have 
noticed significant differences when pursuing deals 
in Europe compared to domestic M&A, well ahead of 
any other issue. The stringent General Data Protection 
Regulation passed by the European Union, which came 
into effect in 2018, continues to cast a long shadow.

In what part of the M&A process do you notice the biggest differences between dealmaking in Europe versus dealmaking in 
the US? (Select one) - [Only US respondents] 

“Europe’s data protection policies have changed only 
recently, and there is still a lot of ambiguity about the 
regulatory expectations,” says the CIO of a US hedge fund.

After data protection and cybersecurity issues, the next 
biggest hurdle facing US dealmakers in Europe is labour 
and employment regulations, which are cited by 30% of 
US survey participants.

Reducing privacy risks and 
fostering a sustainable future 
are two principal challenges. 
Although managing ESG risks 
from numerous angles in 
accordance with fragmented 
regulations is a key concern 
for companies, there is 
optimism that harmonisation 
may be on the horizon.
Andrejs Klisans, Country Manager, Germany, 36Brains

Extent of government
intervention

Antitrust regulationsLabour and employment
regulations

Data protection/Cybersecurity

10%10%30%50%
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Over the past 12 months, which types of M&A due diligence have seen the greatest increase in scrutiny?  
(Select top two and rank 1-2, where 1=seen the greatest increase in scrutiny)

Part 3:  
Due diligence and outsourcing

In cross-border deals, finding the perfect third-party collaborator 
with specialist, local market knowledge is crucial.

Due diligence processes continue to evolve in the wake 
of the Covid-19 pandemic and in the context of the 
broader economic volatility and market uncertainty with 
which European dealmakers must contend.

In particular, respondents to this research have 
increased the depth of the financial due diligence they 
undertake as part of an M&A transaction. Well over 
a third (38%) say financial due diligence has seen a 
greater increase in scrutiny than any other element 
of pre-deal work—and a further 17% say it is the part 
of due diligence that has seen the second biggest 
increase in scrutiny. The implication is that more than 
half of dealmakers are now putting significantly more 
time and effort into this task.

Such commitment reflects the increased unknowns of 
dealmaking. One difficult question for many businesses 
is what their trading will look like in the ‘new normal’ 
following Covid-19. Will it revert to pre-pandemic norms 
or has the business changed irrevocably? The stormy 
nature of the prevailing economic conditions is another 
factor—deals that might previously have appeared 
favourable now look less advantageous in a period of 
high inflation and low growth.

This is not to suggest other types of due diligence 
have become less important. More than a fifth of 
dealmakers (22%) point to technology as the area 
that has seen the greatest increase in scrutiny, 
reflecting the digitalisation drive underpinning many 

Commercial

HR/Workforce issues

Cybersecurity

Intellectual property

Anti-corruption/Reputational

Sustainability/ESG

Operational

Technology

 Financial

1 2

38% 17%

22% 10%

10% 18%

10% 8%

7% 13%

6% 12%

5% 3%

2% 12%

7%
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M&A transactions. Due diligence 
relating to sustainability is also 
becoming stricter, underlining 
the rising importance of ESG on 
organisations’ agendas. 

Sharing the burden
With an increasing due diligence 
workload, many dealmakers are 
looking to outsource parts of the 
process, leveraging the resources 
of third-party providers across  
key areas.

Almost three-quarters of 
respondents (72%) say they 
typically outsource their financial 
due diligence work, but significant 
numbers also use third parties 
for operational, reputational, 
technology and sustainability due 
diligence. Meanwhile, in-house 
teams are more likely to handle 
areas such as human resources, 
cybersecurity, intellectual property 
and commercial due diligence.

Even so, dealmakers surveyed 
for this research outsource an 
average of 60% of all their due 
diligence work, though this figure is 
lower for PE respondents, at 54%. 
“Due diligence simply cannot be 
concluded on time without the 
assistance of third-party advisers,” 

What types of due diligence do you typically outsource? (Select all that apply)

What are the most important factors driving your engagement with third-party 
advisers? (Select top two and rank 1-2, where 1=most important factor) 

C
o

m
m

er
ci

al

Intellectual property

Cybersecurity

HR/
Workforce 
issues

Sustainability/ESG

Technology

Anti-corruption/Reputational

Operational

Financial
72%

62%

57%

50%

47%

28%

27%

27%

15
%

Costliness of expanding in-house
capabilities/technology

Alleviating strain on in-house
teams of prolonged

due diligence processes

Flexibility to change strategies/
collaborate with various advisers

Independent review
and assessment

Lack of specific sector or
market expertise in-house

Improved risk management

1 2

40% 25%

12%18%

15% 22%

12%15%

8% 17%

12%4%
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When investing in a new jurisdiction, what concerns do you believe can be eased by involving a local adviser? 
(Select all that apply)

What are the most important factors to consider when choosing a third-party adviser? 
(Select top two and rank 1-2, where 1=the most important factor) 

says the partner of one US hedge 
fund. “Our teams are already working 
very hard and additional work would 
only be a burden for them.”

In practice, dealmakers work with 
third-party advisers for a broad 
range of reasons. In this research, 
40% of respondents say the 
most important factor driving this 
engagement is the need to improve 
risk management, with a further 
25% regarding this as a secondary 
driver of third-party appointments.

“Third-party advisers are very 
careful about scrutinising 
even the risks that seem to be 
insignificant—their reviews and 
assessments are specific in 
nature,” says the managing partner 
of a German PE firm. 

Significant numbers also point to 
the value of having an independent 
view during the deal process. 
“Third-party advisers provide an 
unbiased opinion based on their 
research and observations,” says 
the managing director of a PE 
firm in the UK. Others concede 
they simply do not have sufficient 
in-house expertise, or that their 
in-house teams are struggling with 
the pressure of work.

1 2

Personal relationship with
key stakeholders

Data security

Known brand

Access to innovative
technologies

Cost saving

Speed

Adaptability

Local market knowledge

Specialist skillset
and experience 30% 15%

18% 37%

12%13%

13%

12%

8% 8%

8%4%

2%

2%

3%

3%

12%
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80%

Fostering local
public relations

Local accounting
mechanisms

and regulations

On-site auditing
and compliance

monitoring

Financial issues
and access to

local banks

Knowledge of
local laws and
legal customs

Local intelligence
and strategic

information gathering

Risk mitigation
and insurance

75%

63%

54%

48%

41%

32%

13%
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Friends in the right places
Third-party support may be particularly valuable for cross-
border transactions, especially in instances where the 
dealmakers have limited experience in the local market. A 
CFO at a French corporate argues: “Local advisers can be 
very helpful in this regard. We learn about risks that may 
only affect deals in particular regions.”

Three-quarters of respondents say local advisers can 
play a valuable role in risk mitigation, and almost two-
thirds (63%) point to their value in terms of providing 
local intelligence. Knowledge of local legislation and 
regulation, and of the concerns of local banks, are also 
seen as key benefits.

“The research conducted by our third-party advisers 
is always thorough and works well to optimise risk 
management,” concludes the CFO of an Italian 
corporate. “Our in-house team cannot be expected to 
have knowledge of all the issues in any specific sector 
or region.”

With so much weight put on the value of third parties, 
what is it exactly that dealmakers look for when 
appointing advisers?

Respondents to this research prize specialty above 
all else. Almost a third (30%) say the specialist skillset 
and experience of an adviser is their most important 
consideration, while 18% are looking first and foremost 
for local market knowledge.

Other key attributes include adaptability, speed and 
access to innovative technologies, while price comes 
some way down the list. Only 12% of respondents 
say the desire to net a cost saving is their primary 
consideration when appointing a third-party adviser. 
For most dealmakers, the priority is to secure 
additional value rather than to save money. “When risk 
management is improved, we reap the benefits,” says 
the partner of an Italian PE firm. 

Finally, it is worth noting that, broadly speaking, these 
considerations do not change much when dealmakers 
are moving into a new jurisdiction for the first time. While 
22% of respondents say local market knowledge would 
be a crucial consideration in picking an adviser to help 
with such a transaction, more than two-thirds (68%) say 
they still regard each factor as equally important.

When doing a cross-border M&A deal in an entirely new 
jurisdiction for your organisation, what matters most when 
choosing a third-party adviser? (Select one)

Third-party advisers can 
provide an unbiased opinion 
based on their research and 
observations. Considering 
the amount of risk factors 
affecting our deal and post-
deal strategies, it is always 
better to be prepared with 
the information they provide.
Managing director, PE firm, UK

0%
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Local market
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and access

Each factor is
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68%

22%
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Outlook

Dealmakers who don’t secure the appropriate third-party support 
are likely to stumble in Europe’s rapidly evolving risk environment.

In truth, dealmaking in 2021 was so frenetic that it is 
difficult to imagine M&A in 2022 matching the sky-high 
values and volumes achieved. Even more so given the 
headwinds that dealmakers are now facing—including 
the prospect of slower economic growth, a sharp 
increase in geopolitical uncertainty, and aftershocks 
from the Covid-19 crisis.

Nevertheless, this survey suggests European 
dealmaking can continue at a strong pace over the 
course of the year. Many dealmakers are determined to 
complete more transactions, particularly as they target 
new geographies. Indeed, the variable pace at which 
the economies of Europe are now expected to grow 
provides further incentive for cross-border dealmaking.

Still, sourcing, managing and completing successful 
cross-border M&A is not getting any more 
straightforward. Traditional concerns such as cultural 
differences and regulatory difficulties continue 
to preoccupy dealmakers. And in a fast-evolving 
environment for risk, managing emerging dangers is 
also becoming more challenging.

No wonder so many dealmakers are seeking external 
support. Their own teams are struggling with the 
heavy burden of work and badly need the additional 
resources, experience and skills that third parties 
provide. Outsourcing of work such as due diligence is 
on the increase. Local advisers are in particular demand 
as cross-border transactions take dealmakers into new 
jurisdictions for the first time.

The worry for dealmakers that do not have access 
to such expertise—and the valuable independent 
perspectives that third-party advisers offer—is that they 
will get caught out. That danger is heightened given 
the pace of change. Dealmakers are under pressure to 
do deals, and to get them done quickly, but this leaves 
them vulnerable to errors and oversight.

In short, while it is likely that 2022 will fall short of 
the levels of M&A activity seen during 2021, values 
and volumes look set to remain healthy by historical 
standards. The role of the third-party adviser will be 
more important than ever.
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About Mergermarket

About 36Brains

Contacts

36Brains provides corporate intelligence, investigations and forensic services. Based in Milan and 
Berlin we focus on Europe where we offer an unparalleled standard of work. We assist investors 
in their decision making. Our methodology disrupts the current intelligence model by integrating 
traditional investigative strategies and human intelligence with cutting-edge technology. We 
produce client-centric reports which tell the story. Our tech factor is key to our effectiveness and 
efficiency while our highly qualified Brains interpret the digital and human swarm of information. 
We think things through. 36Brains is a Relativity partner.

Contact email address: enquiries@36brains.com

Italy 
Milan 
Corso Magenta 
+39 02 6666 6606

Germany 
Berlin 
Linkstraße 2 Level 8 
+49 30 70012 7042

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.

Marianna Vintiadis   
CEO 
36Brains

Andrejs Klisans  
Country Manager  
36Brains 
Germany

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 nor 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. While reasonable effort has been made to ensure the accuracy of the 
information contained in this publication, this cannot be guaranteed and none of Mergermarket, 36Brains nor any of their subsidiaries or any affiliates 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. The editorial content contained within this publication has been created by Mergermarket staff in collaboration with 36Brains.




