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Objectives &Methodology

Objectives

* Assess the current deal market to understand how
market conditions are impacting deals and the
degree to which corporate and private equity firms
are currently executing M&A deals.

* The research also looks ahead to the 2025
planning, including what those deals will look like,
the availability of assets, the impact of the election,
and whether deal makers plan to leverage
generative Al.

« The analysis identifies differences between
corporate and private equity firms throughout
the report.

ESS) Methodology

* Online survey of n=300 M&A deal makers
in the US.

» Dealmakers were screened for the following:

— Relevant C-Suite titles

— Participate directly in M&A deal decisions,
including responsibility for strategy, due
diligence, negotiation, closing deals, etc.

— Employed at a publicly traded company,
private company that is not equity owned,
or a private company that is equity owned.
Referred to as “corporate” throughout the
report (n=200)

— Employed at a private equity
company (n=100)

« All had to be working for organizations with $1B
or more in revenue/fund size

» The survey was fielded 11/18/24 — 12/6/24.
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Demographics/Screeners®

S2a. Please select the sector in which your company operates S4. Which title best describes your role in
S2b. Please select the sector(s) in which your fund invests the company?
I Sector in which the company opertes [l Sector in which the fund invests cSO 20%

33%

S1. Please specify the type of company

Investment professional
for which you work?

20%

PE operating partner

Head of Corporate

Development
COO
CEO
CFO
i C&R ENRC IM TMT FS HCLS PE

Bl Publicly traded S8. Historically, what is the typical size of your

I Private — not private equity owned buy-side or sell-side deal?

M Private equity (fund level) S7a. How many deals are you evaluating now versus six months ago?

Il Private — private equity owned . How many deals are you evaluating now versus months ago?

_ S7b. H deal luati 12 th ?
ow vs 6 months ago ow vs 12 months ago
N 6 months ag N 12 months ag
S3a. What is your company’s . S
annual revenue? 34%
$1B - $4.9B 44%
$5B - $9.9B
$10B - $19.9B
$20B or more 1% Il <$250M $1B to <$5B
0,
— 0% I $250M to <$500M [ $5B to <108
0,
Less than $1B 0% Less than before About the same One more Two more 3-4 more Five or more B $500M to <$1B
Note(s): (a) All screener questions are not covered on the slide

KPMG
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Executive summary - (1/3)

Respondents were increasingly contemplating complete business acquisitions, primarily to facilitate growth within their core operations

Top 3 reasons for increased activity Top 3 types of deals being considered FEIEE hlnde_rlng progress
on potential targets

Top 3 market conditions influencing
business transactions

Enabling growth in our i Aeanfeien o s il hrshess 48Y, i . (1 | High valuation 0,
core business 39% ! I R ° | Rapid emergence of GenAl 3% i expectations — 37/0
Acquiring technology 21% i I Growth equity F@ i High interest rates 28% | Declsion to briorit

! , ! ecision to prioritize

i | | organic growth over o

N : ! I ! Inflati ' isition

Diversifying products/services 26% | B Joint ventures or alliances ._@ | mna?:rggszomic conditions 28% : extz?;cl) :Cr?'l:'leSIstlon 36/0

! ! ! uniti

US M&A activity is expected to increase in 2025, with significant deals anticipated in the retail, healthcare, and technology sectors

Top 3 countries for potential acquisitions Top 3 challenges faced in closing a deal

Canada (49%)
a ‘ @) Europe (39%)
. , e

A @ :

Impact of the current economic landscape on
recent deal closures

03% 02% 49%

Agreeing on
valuations

Completing due
diligence

Regulatory
hurdles

Increased Preference for Pressure to
financing lower-risk deal renegotiate
challenges structures deal terms



Executive summary - (2/3)

Majority of the respondents anticipated moving forward with their next deal before the end of the first half of 2025, with an expected value exceeding US$500M

Projected number of M&A deals planned
for 2025

/4

Expected timeframe of next deal
Before the end of
1H 2025 Second half of 2025 In 2026

Expected value of next deal
° < $250M ° W/ 3 $1B to
<$5B
° rL5/88 $250 to <$500M o Y/ $5B to <$10B
° VO $500M to <$1B o >$1os

Agreeing on valuations was the main challenge in closing deals, compounded by increased financing difficulties in the current economic landscape

Projected M&A deal types anticipated for 2025

Represented top 3

< > >

78% business leaders said that their
company plans on completing one or more
M&A deals in 2025

Willingness of activating dry
powder — among PE firms

Expectations of overall M&A activity in the
US in 2025

Target industries for M&A deals in the
coming year

Represented top 3

i i i ‘ Will use dry
( | L 12% Retail .. et I
: : i different ways
S i Joint ventures Focus on i :
S ! . Growth equity broad L 12% Healthcare !
< - ! or strategic investments business ! ’ E @ Won't use dry
| partnerships transform. i ! powder in 2025
! deals ! o i
) ! ' 12% Technology | Refer to slide (41) to see anticipated methods



Executive summary - (3/3)

Changes in interest rates, the outcomes of the 2024 US election, and M&A tax policies were poised to shape the volume of future M&A

Impact of the 2024 US election results on M&A [TI{EEE OF Rl El v (el
changes on M&A

Effect of September interest rate cut
on dealmaking

I i Overall change i i
33% Bl @il Sl il 34% BEIR 0 0 0 : Will moderately 1 58%
- increase dealmaking 5 | 1% 17% 6% i increase it i (1]
o S ! a a a ! i respondents state that
N @ 1 1
fg 280/ It has or will moderately zgcy S i Will greatly Doesn't affect it Will slightly i Doesn'’t affect i Ziegu;ittci’-guasgﬂgng
= o increase dealmaking o = increase it much decrease it | it much | s ) )
T o o ! l Wwill be slightly easier post
B e ! < < = ! B 2024 US elections
< SN | T |
20% It has not or will not really 18% e | 14% 13% 1% ! Will slightly !
o affect dealmaking (1] ! . : ! decrease it !
- Change in appetite | |

Most respondents are already using Gen Al in their M&A processes, primarily for value creation in acquisition targets

Stage of implementing Gen Al in corporate development Application of Gen Al in the M&A life cycle

Level of Gen Al deployment in the M&A process i i
: : Value creation for
! Enhancement of rolled—out M&A ! ‘ 71% > o
" \ ‘ ‘ : solutions 53% : 0 acquisition targets
—— ! |
(V) (V) 0 | ! . :
1% 19% 4% ! Formal pilots of M&A Solutions 49% ! 66% Integrag;(c;rgitieopnaratlon
\u/\;?ngrg::e:lc:z Not yet but plan to No current plans to i . i
our M&A use Gen Al in M&A use Gen Alinour Roll out of M&A solutions 47% : 62% Search and screen
processes soon M&A processes ' '
processes : :

KPMG 8



Ataglance: Corporate & Private Equity findings

Market conditions &

Outiook for MA ©)

Analysis of dealmaking (M

» Asimilar proportion of corporates (88%) and
private equity firms (89%) were working on
closing deals

* Full business acquisitions were the top
deal type for both corporates (22%) and PE
(20%). For corporates, IPOs were the second
most common (15%). For PE, carve-outs and
joint ventures tied for second most common
(17% each)

* In 2024, 58% of corporates and 44% of PE
reported being more active in dealmaking
compared to 2023

 Historically, PE deals have been typically larger
in size, with 51% exceeding US$500mn,
compared to corporate deals (44%)

+ The growth of core business was a top choice
for driving deal activity for corporates (38%)
and PE (29%)

» Corporates faced significant challenges in
moving deals forward, with high value
expectations and elevated interest rates being
the biggest obstacles

* Economic issues such as due diligence and
risk assessment (52%) and prolonged time to
close deals (47%) were bigger challenges for
corporates than for private equity firms,
where (39%) and (33%), respectively, cited these
same issues

» Corporates and private equity had similar
expectations for the number of M&A deals
in 2025. They also believed that the number of
deals in 2025 would be ‘slightly greater’ than
in 2024.

* Private equity deals were anticipated to be
larger in value than corporate transactions

— In 2025, 8 in 10 (80%) of private equity deals
were expected to exceed US$500mn,
compared to two-thirds (66%) of
corporate deals

» Additionally, 8 in 10 (80%) private equity firms
planned to use their 'dry powder' in 2025

* Overall, three-quarters (76%) anticipated
increased activity around M&As due to the
results of the election. While all were
optimistic, corporates were more likely to expect
a positive impact (80%) than private equity firms
(69%).
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Nineinten said they were currently working on closing a deal, with full business and carve-out

acquisitions being the most common types.

i =] | Typeofdeal underway
‘ Inthe process of closing adeal ] | (Asked of those with deal in progress; n=264)

Acquisition - full business 22%

88% : Carve out acquisitions 14%,

Joint-venture or alliance 13%

of all dealmakers were in the
process of closing a " . :

. . Initial Public Offering 13%
deal, including:

Converting a minority investment to

(0]
a majority investment 1%

Minority to majority investment 7%

Reverse merger 6%

Carve-out divestures 5%

88% 0 89% spin-oft [
Gomorate Private E[IU“V Divestiture of a full business &S

Among those currently doing a deal

Q. Are you currently in the process of closing a deal? (Asked of all respondents) | Q. What type of a deal is it? (Asked of those in the process of closing a deal; n=264)

KPMG

Corp

22%

13%

13%

15%

11%

6%

7%

3%

6%

5%

PE

20%

17%

17%

8%

11%

9%

3%

8%

3%

3%



Around half reported being moderately more active in dealmaking in2024 compared to 2023, with

corporates heing more engaged.

{5 | Dealmaking comparedto 2023

03%

of all dealmakers were
significantly or
moderately more active
compared to 2023

= Signficantly more active (13%)

Moderately more active (40%)
= Slightly more active (30%)
= About the same level of activity (14%)

= Slightly or moderately less active (3%)

Q. Compared to 2023, how has your deal activity changed?

KPMG

58% Corporate

were significantly or
moderately more
active than in 2023

447%
Private equity

were significantly or
moderately more
active than in 2023

= Signficantly more active (15%)

Moderately more active (43%)

= Slightly more active (27%)
= About the same (12%)
= Slightly/mod. less active (4%)

= Signficantly more active (8%)

Moderately more active (36%)

= Slightly more active (35%)
= About the same (18%)
= Slightly/mod. less active (3%)

12



gealrlv nineinten (86%) were considering 3 or more deals, with almost sevenin ten considering 3-6
eals.

\ Level of deal evaluation

87% 83%

TOtaI cﬂrnﬂrate Reported 3+ deals P"vate E[Il“tv Reported 3+ deals

under evaluation under evaluation

1-2 deals 14% 13% 17%

Q. How many deals are you evaluating currently?
m © 2025 KPMG LLP, a Delaware limited liability partnership and a member firm of the KPMG global organization of independent member firms affiliated with KPMG International ‘

Limited, a private English company limited by guarantee. All rights reserved




Nearly half of respondents reported typical deal sizes over $500M, with 20% exceeding $1B.

PE deals have been larger in size than corporate transactions — 27% of PE deals exceed $1B compared to 17% of corporates.

Tynical purchase price of buy-side o sell-side deal

06% o1%

Reported typical . . Reported typical
TOtaI corporate purchase price is Prlvate E[Illltv purchase price is
less than $500M $500M or more
<$250M 12% 19% 0%
$250 to <$500M 41% 38% 49%

$1B to <$5B 18%
$5B to <$10B . 6% . 5% 9% -

Q. Historically, what is the typical size (purchase price) of your buy-side or sell-side deal? (“>$10B” not selected by any respondents)

KPMG 14




Two-thirds said they were inthe process of integrating 5 or more deals from the past 24 months.

/PR
{ﬂ? ‘ Number of deals - from the last 24 months - inthe process of being integrated

Total

More than 5 deals

1to 2 deals -

Q. How many deals is your company in the process of integrating from the past 24 months? (“0 deals” not selected by any res

KPMG

5%

Three or more
deals in the last
24 months

Corporate

Private Equity

pondents)

8%

1to 2
deals

1%

27%

3to5
deals

34%

66%

More than
5 deals

65%

15



Nearly all were considering more deals than they were six months ago. Aimost sixinten (65%) were
considering 1to 2 more deals, and threein tenwere consicering 3 or more deals.

Private equity firms were considering more deals versus six months ago than corporates.

x| Deal evaluation compared to six months ago
Same or fewer Comparison to More than
than six months ago six months ago six months ago
Less About One Two 34 5+
than before  the same more more more more
15% 1% Total 85%
- 18% 1% Corporate 23% 6% 83%
9% 2%| Private Equity LN

16



Nearly all were considering more deals than they were 12 months ago, withabout sixinten
considering 1to2 more deals, and over one-third considering 3 or more deals.

&

Same or fewer
than 12 months ago

Less
than before

_____________

Deal evaluation compared to 12months ago

About
the same

0%

0%

0% 57

Comparison to
12 months ago

One Two 3-4 5+
Gomﬂrate
Private Equity

Q. How many deals are you evaluating now versus 12 months ago? (“Less than before” not selected by any respondents)

More than
12 months ago

_____________

17
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Gorporates and PE have unique strategic priorities in dealmaking.

Corporates aim to broaden services/products; while PE focus on capability enhancement and expansion into related areas

‘ g\ Drivers ofincreased deal activity
(Asked of those more active than in 2023; n=248)

Total (Showing % selected, up to 3 choices) comﬂrate Private E[Il“tv
Enabling growth in our core business :,_3_8_"/;‘} 29%
Acaring ochclogy B 21%
Diversifying our products/services E_Z_s;/; ) 20%
Increased access to capital 26% 239,
Aoaring ord s s
Financial incentives (tax benefits, favorable exchange rates) 239, ) 299
Evaluating portfolio strategies for non-core assets 20% 239,
Growing in adjacent or non-core business areas 18% ."2_7_0/;‘,
Geographic expansion 21% : 15% |
Increased activist activity 18% 20%
Changes in regulatory or compliance requirements 18% 19%

===

17% Geopolitical landscape 15% f 229, ‘:

N

18% 14%

17% Acquiring other capabilities

Q. What are the reasons for your Increased activity? Select up to 3 choices. (Asked of those who indicated they are more active than in the deal market of 2023; n=248)

© 2025 KPMG LLP, a Delaware limited liability partnership and a member firm of the KPMG global organization of independent member firms affiliated with KPMG International ‘
Limited, a private English company limited by guarantee. All rights reserved



Dealmaking dynamics highlight corporate expansion and private equity's balanced strategic
investments.

IPOs were within the line of sight with corporates showing moderate interest and PE strategically positioning IPOs as a component of their investment strategy

@ Types of deals under consideration

(Multi-select; top deals shown)

Corporate Private Equity

A 48% I Acquisition of a full business

55% 35%
45% I Growth equity
51% 32%
37% I  Joint ventures or alliances
41% 29%
35% I Converting minority investments into majority

3 7 37% 31%

" 32% I Divestiture of a full business
Average number of 35% 27%

deals under 32% I Public-to-private
consideration 32% 34%
Corporate: 3.9 31% I [nitial public offerings
Private Equity: 3.2 33% 28%
30% I Reverse merger
. 32% 27%
27% I Spin-offs

27% 29%
25% I Carve-out divestitures ’ °
(0] 0,
v 22% I Carve-out acquisitions 257 26%
23% 22%

Q. Currently, what are the types of deals that you're considering? Select all that apply.

KPMG



Corporates adopt diverse strategies for market resilience and growth, while PE takes
selective approach to maximize returns and strategic value.

) | Primary investment theses fornew deals

Identifying recession-resistant industries/
businesses (withstand economic challenges)

49%

Focusing on transactions that can accelerate
broad business transformation

49%

Focusing on value-accretive deals that offer
immediate or near-term synergies

X
S I 7%

(o

Corporate|50%
Private Equity | 48%

Corporate|54%
Private Equity| 39%

Corporate|53%
Private Equity | 35%

Q. What are the primary investment theses being used when considering deals in this market? Select all that apply.

KPMG

Expanding into new markets or
customer segments

46%

Focusing on long-term strategic
value and growth

Opportunistically reviewing distressed
assets for turnaround

I 4 1%

Corporate| 52%
Private Equity | 34%

Corporate|45%
Private Equity | 40%

Corporate| 42%
Private Equity|40%

21



Most US-hased dealmakers prioritize domestic transactions, with Canada being the next most
significant non-domestic market.

Corporates (83%) are especially likely to make a deal in their home country market — private equity firms are more diverse in their target countries for acquisition
although the ratio between private equity and corporates is similar.

39% Corporate | 42%

Actual or planned Corporate|51% Private Equlty 1332
acquisitionmarkets Private Equity | 46% . Europe quity|
(Multi-select) E e
5% 7 % &
United States ’

Corporate|83%
Private Equity|59% ..

Buying 8%
targetsin... Latin America

Corporate |15%
Private Equity|10%

Corporate| 38%
Private Equity | 40%
24% . Ki’\_\'\‘\‘_\ v
' Mena B o
13% Corporate |22%

Sub-Saharan PrivateEquity|20% % ¥

Africa | 1%
Corporate| 1% Cornorate [127% Austrglial
Private Equity|18% Private Equity| 8% New Zealand

Q. Where have you recently made or are planning to make acquisitions? Select all that apply

KPMG 22



The rapid advancement of Al, sustained high interest rates and rising inflation emerged as top factors
Influencing dealmakers’ interestin buying and selling businesses.

ﬁo_—'@ Topmarket conditions impacting desire to buy or sell
o

(Ranked top 3 conditions)

Showing: % rankedintop 3

Rapid emergence High interest Inflationary ~ Shifting business Increased Regulation of Geopolitical The outcome of Emergence of Credit issue / Anti-trust
of GenAl rates macroeconomic valuations competitive artificial landscape the 2024 US  activist investor leverage regulation
conditions pressure intelligence elections constraints

Q. What do you think are the market conditions impacting your current desire to buy and sell businesses?

mnan 2
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Corporates were dealing with more barriers to moving deals forward, especially with high value
gxpectations and elevatedinterest rates.

w £ | Barriers tomoving forward on potential targets
(Multi-select)

B Corporate B Private Equity Average # of barriers TOI] Bar"ers to Deals
Corporate: 3.4

________ Private Equity:2.9

r

i |

| |

| |

1 1

| |

| |

: : S2% 31% 31%

1 1

| |

| |

| |

1 1

| |

| |

| |

1 1

I

I Unfavorable I Insufficient Uncertainty Altered risk appetite General market Integration issues Difficulty in I Elevated interest | Decisionto | High valuation |
I diligence findings !capabilities/ budget surrounding and stricter internal uncertainty and post- securing financing ! rates and rate | prioritize organic !  expectations !
! ! to execute regulatory and anti- guidelines for M&A transaction due to tight credit ! uncertainty I~ growth over I
L _______ _J trust issues execution risks markets L o Jexternal acquisitiorL o _)

opportunities

Q. What has prevented you and your team from moving forward on potential targets? Select all that apply. (“Not applicable, not considered targets,” 3% corporate and 2% Private Equity)

© 2025 KPMG LLP, a Delaware limited liability partnership and a member firm of the KPMG global organization of independent member firms affiliated with KPMG International ‘ 25
Limited, a private English company limited by guarantee. All rights reserved



Agreeing on valuation, due diligence, regulatory hurdles and integration planning were the top
challenges to closing deals.

j% Topchallenges to closing recent deals
—— 1 | (Multi-select)

\

449 41b 41% 40% 36% 30% 28% 20%

Material
adverse
change

— Agreeingon — Completing - Regulatory — Integration — Obtaining -  Actioning

i legal -
valuation due diligence hurdies planning financing due diligence

disputes

Corporate|46% Corporate|42% Corporate|43%  Corporate|44% Corporate|39% Corporate|27% Corporate|28% Corporate|27%
Private Equity|40% Private Equity|39% Private Equity|35% Private Equity|33% PrivateEquity[31% Private Equity|35% Private Equity|27% Private Equity|21%

Q. What challenges have you recently faced in closing a deal? Select all that apply

mnan 2



Financing costs and reducing financial exposure were the most commonissues presented by the

currenteconomic landscape.

Due diligence and risk assessment and prolonged closing timelines are more a factor for corporates.

7 | Impactof economic landscape on closing deals

m (Multi-select)

Corporate

Private Equity

Increased financing challenges due to higher borrowing
costs/ limited availability of funds

52% Preference for deal structures that reduce financial exposure

49% Pressure to renegotiate deal terms or valuations

47% Heightened diligence and risk assessment

42% Prolonged deal closing timelines

2%

Economic landscape has not impacted our deals

Q. How has the present economic landscape affected the closing of a recent deal?

KPMG

54%

52%

52%

52%

47%

4%

51%

52%

42%

39%

33%

27
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Ensuring strong performance during transitionis a top focus for value realization for corporates.
while retaining talent s the top focus area for private equity firms.

(]

Showing: % rankedintop 3

Ensuring the strong

performance (both

businesses) during
transition

Customer and
stakeholder
satisfaction

Corporate|44%

Private Equity|41%  Private Equity|45%

Q. What are your primary focus areas for ensu

KPMG

ring value realization? (Asked of th

Primary focus areas for ensuring value realization

(ranked 1 to 7; asked of those conducting at least one deal in the last 24 months)

Integration of
cultures, processes,
and systems

Management of risks
and challenges

Corporate|41%
Private Equity|46%

Corporate| 42%
Private Equity | 47%

ose conducting at least one deal in the last 24 months; n=300)

Identification and
realization of
synergies

Corporate| 42%
Private Equity | 40%

Retention and
engagement of key
talent

Corporate|35%
Private Equity | 49%

Preventing
value leakage

Corporate|40%
Private Equity | 32%

29



Dealmakers are applying multiple approaches to ensuring value realization; whereas engagement

with stakeholders is more common for corporates.
=

Approaches toensuring value realization

(ranked 1 to 7; asked of those conducting at least one deal in the last 24 months)

Showing: % rankedin top 3 Corporate Private Equity
Active management of integration plans and strategies 47% 48%
Communications and engagement with key stakeholders 49%, 399%,
Adjusting and optimizing business operations as needed 43% 46%
Benchmarking against industry and market standards 43% 45%
Deploying value creation teams focused on driving results 41% 44%
Regular monitoring of financial performance metrics 40% 38%
Regular assessments of risks and challenges 38% 40%

Q. What is your approach to ensuring that value is making its way to the bottom line? (Asked of those conducting at least one deal in the last 24 months; n=300)

KPMG
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Corporate targets cost efficiency and market growth while PE prioritizes techinnovationand
customer acquisition.

Satisfying shareholder and investor expectations is equally important for corporate and private equity dealmakers.

| Main obectives o fastdeal

36% 39% 33% 33% 32% 32% 31% 22% 21%
Objective -

Satisfying ~~ Achieving  Increasing  Expanding =~ Gaining " Acquiing  Diversifying ~ Mitigang ~  Meeting
Or Deal shareholder cost savings market into new access to new product market or ESG goals
or investor or share of markets new tech. customers lines or industry risk
expectation economies core or regions or IP or distro. services
of scale businesses channels
Private Equity 39% 27% 27% 27% 31% 32% 31% 17% 22%

Q. What are the main objectives of your last deal? (Asked of those conducting at least one deal in the last 24 months; n=300)

KPMG
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More than 3in4 were planning at least one M&A deal in 2025 with one- third anticipating anywhere
from3-a deals.

Corporates and private equity had similar expectations in the number of M&A deals in 2025.

\ Planned M§A deals for 2025

11% Corporate

in 2025
81% Private equity

= More than 5 deals (6%)
3-5 deals (35%)

= 1-2 deals (37%)

= No M&A deals (17%)

plan on completing = More than 5 deals (5%)
one or more M&A 3-5 deals (39%)

deals in 2025 - 1-2 deals (37%)

= No M&A deals (16%)

Pt 77\
0
plan on completing = More than 5 deals (7%)
of all business leaders one or more M&A 3-5 deals (33%)
report their company deals in 2025 - 1-2 deals (38%)
planned on completing - No M&A deals (17%)
one or more M&A deals
’N

Q. How many M&A deals does your company plan on doing in 2025? (Not shown: “Unsure,” 5% total, 6% corporate, and 3% private equity.)

KPMG
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About three-quarters (72%) of deals were expected to occur before the end of the first half of 2025,

while a quarter were likely in the second half of the year.

Expected timeframe of next deal
: (Asked of those planning at least one M&A deal in 2025)

Before end of 1H

Total

Corporate

Private Equity

Second half of

2025

In
2026

34



M&A activity was expected to be slightly greater in 2025 compared to 2024.

About a third of both corporates and private equity felt that activity would be roughly the same as 2024. Those that had less M&A activity in 2024 were more likely to say
that 2025 will be ‘much’ or ‘slightly’ more active.

=] —

C—=1

DO | (Comparison to 2024)

2025 will be
Greater
than 2024

2025 will be
Lower
than 2024

Greater
than 2024

Total
60%

Slightly greater
than 2024

Roughly the same

Expectations of overall M&A activityin the USin 2025

Corporate

08%

Private Equity
64%

34%

|

6%

Q. Beyond your own activity, what is your expectation for overall M&A activity in the US in 20257

KPMG

36%

7%

31%

I
5%

Those that were active vs. those same or less active (in 2H

of 2024) also say....
More Deals Same or Less
(than 6 mos. ago) (than 6 mos. ago)
2025 will be
greater 61% 50%
than 2024 (much: 7%, slightly: 54%) (slightly: 50%)

2025 roughly

the same as 33% 43%

2024

2025 will be 6% 7%

lower (much: 3%, slightly: 3%) (much: 5%, slightly: 2%)
than 2024

35



Most anticipated that the value of their next deal would surpass $500m, particularly for those
transactions planned by PE firms.

8 in 10 private equity (80%) expected their next deal to be above $500m in value — versus two-thirds (66%) of corporates in this same range.

Di)@ Expected value of next deal

(Asked of those planning at least one M&A deal in 2025)

66% 80%

reported next deal reported next deal

Expected Value Total Corporate was expected to be Private Equity was expected to be

$500m or more $500m or more

<$250M 5% 4% 6%

$250 to <$500M 25% 30% 14%

...........................................................................................................................................................................................................................................................................................................

$500M t0 <518 | 33%

$1B to <$5B 26%

......

$5B to <$10B 8%

$10B I 1% I 2% - 0%

Q. What is the expected value of your next deal? (Asked of those planning at least one M&A deal in 2025; n=250)

KPMG 36



Most planto pursue deals across industries, with corporates targetinginsurance and tech, and PE
firms focusing on healthcare and manufacturing.

Corporate firms are balanced across industries with insurance, tech and payments slightly outpacing others. Private equity firms are more distinctive with healthcare,
industrials & manufacturing and retail leading their expected deals.

Industries inwhich planning to pursue M&A deals innext year
(Multi-select; asked of those planning at least one M&A deal in 2025)

~00000000000

2% 12% 12% 12% 1% 1% 1% "%  10%  10%  10%

Total Retail Health Tech Insurance ~ Consumer  Payments  Telecom Banking Life Industrials Capital
care sciences + manuf. markets

LoZmess | | L= <
7 N 7
/ N /
/ \ /
I \1 ]
' ' 8% ' !
\ ] 0 \
h\ J \
W 4 N
W ! S
\~~———’,

Private
Equity

Less common: Other financial services (8%), media (7%),
infrastructure (7%), energy and natural resources (6%),
chemicals (6%), business services (6%)

_2 5X More common among
. private equity firms

Q. In which industries are you planning to pursue M&A deals in the next year? Select all that apply. (Asked of those planning at least one M&A deal in 2025; n=250)

KPMG



Jointventures, growth equity investment, business transformation and enterprise-wide sales were
the top M&A deals to pursue in 2025.

Joint ventures or strategic partnerships were twice as common among corporate firms. Divestures were also more prevalent among corporates. Distressed/turnaround
situations was more likely to be pursued by private equity firms.

\\@

Joint
ventures or
strategic
partnerships

=——- _2 More common
: among corporate

Total 36%

Corporate ERZAL

Private 20
Equity

Growth
equity
investments

31%

Focus on
broad
business
transform.
deals

31%

Q. What types of M&A deals do you anticipate pursuing in 20257 Select all that apply. (Asked of those planning at least one M&A deal in 2025; n=250)

KPMG

Enterprise-
wide sale

30%

Types of M&A deals to be pursued in 2025

(Multi-select)

Divestitures

26%

Acquisitions
of carve-
outs

26%

Unconven-
tional or
innovative
deals

26%

Focus on
add-on
acquisitions
to existing
portfolio

26%

Distressed
or
turnaround
situations

24%

© 2025 KPMG LLP, a Delaware limited liability partnership and a member firm of the KPMG global organization of independent member firms affiliated with KPMG International
Limited, a private English company limited by guarantee. All rights reserved

Initial public
offerings
(IPO)

24%

Cross-
border

24%

Emphasis
on sustain-
ability or
other ESG
factors

23%

Minority
stakes

22%

Other exit
opport-
unities

14%

12%
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Eight outof ten PE firms planned to utilize their dry powder invarious ways in 2025, such as increasing
Investments in turnaround assets, paying higher multiples. or exploring alternative investments.

= ¢ | Anticipated methods of activating dry powder - among private equity
nﬂlﬂ“""" (Only asked of private equity firms)

Private We will increase exposure to turnaround assets where we can create
E[IU“V greater value as part of our portfolio.

280/ We will be more aggressive in paying higher multiples in
0 securing assets.

We will seek out alternative investments (JVs, minority interests, take
privates) to deploy capital and manage risk.

70/ If multiples don’t decline, we won'’t utilize much dry powder. It will
0 expire and be returned to investors.

13% If multiples don’t decline, we won'’t utilize much dry powder as it will

not expire in 2025.

Q. Based on your anticipated changes in the credit markets in 2025, how do you anticipate activating your dry powder?
(Asked of private equity firms; n=100)

KPMG

80%

Will use dry
powder in
different ways

20%

won’t use dry

powder in 2025

under these
conditions
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The majority viewed the September interest rate cut as a positive for MaA.

Seven in ten indicated the rate cut would at least slightly increase dealmaking.

% ‘Impactottheinterestratecutondealmaking

Actual Rate Cut: Additional Rate Cut: Additional Rate Cut:
(September 2024, 0.5%) (Hypothetical, 0.5%) (Hypothetical, 1.0%)
Significantly increase m 7] N
69% 16% 16%
Corporate: 69% Corporate: 76% Corporate:77%
Private equity: 70% Private equity: 76% Private equity: 76%
Slightly increase i - -

Decrease (total)

Q. How has the 0.5% cut in interest rates in September 2024 affected your dealmaking? (Not shown: “Unsure,” <0.5%)

repe .



Most private equity firms believed deal muitiples were either not a hinderance or were high but not
enough toprevent acquisitions.

About one in five felt multiples were on the extreme ends, either too high to make an acquisition or too low to make divestments.

o

ﬁi_-'mnnll

Perspective on the impact of deal multiples among private equity

(Multi-select, only asked of private equity firms)

Too low

Too high
|

20%
They are currently too low to

They are high but not so high They are not currently
make divestments

They are currently too high to
to prevent acquisitions a hindrance to M&A

make acquisitions

Q. What is your view of current deal multiples? Select all that apply. (Asked among private equity firms, n=100; Not selected: “They are low but not too low to make divestments”)
42
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Both corporate and private equity firms agreed that the quality of assets available to purchase is

increasing compared to 12 months ago.

Similarly, both agreed that the prevalence of high-class assets is expected to increase in the next 12 months.

Prevalence of High-class Assets
12 months Prior

(Compared to 12 months ago)

Corporate|67%

63% Private equity | 57%

Has been increasing

16%

Has been falling

Q. What is your opinion of the quality of assets available to purchase?

KPMG

Change in prevalence of high-quality assets availabie to purchase

Availability of High-class Assets
12 months Ahead

Corporate|71%

(0]
69% Private equity| 65%

Will increase

17%

Will decrease
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Around half see high and low-class asset values remaining the same, though four in ten also say
these assets have beenontherise.

Corporates were more likely to view high-class assets as increasing (45%) vs. private equity firms (28%). Opinions of low-class asset valuations were consistent among
corporate and private equity firms.

Perception of change invaluations of assets

(Past perspective)

Past Perspective
Total Corporate Private Equity
High-class Low-class High-class Low-class High-class Low-class
Assets Assets Assets Assets Assets Assets

\ _

\ \ \ \ \

39% 44% (45%) 42% 28% 48%
has been has been has been has been has been has been
rising rising rising rising rising rising

53% same 48% same 48% same 49% same 47% same
8% has been falling 8% has been falling 8% has been falling 9% has been falling 9% has been falling 5% has been falling

Q. What is your opinion on the valuation of assets?

KPMG



A similar portion, four inten, believe that high class asset valuation will rise in the next 12 months.

Again, corporates appear more optimistic of high-class assets with 45% anticipating an increase in the next 12 months versus only 36% among private equity firms.

Expected future change invaluations of assets
[

(Next 12 months)

Future Perspective: Change inNext 12 Months
Total

High-class Low-class

Assets Assets

- -

42%
will rise

40%
will rise

49% same
11% will fall

51% same
7% will fall

Q. How do you think valuations of assets will change in the next 12 months?

KPMG

Corporate

High-class Low-class

Assets Assets

&

45%
will rise

40%
will rise

46% same
15% will fall

50% same
6% will fall

High-class
Assets

-

36%
will rise

54% same
10% will fall

Private Equity

Low-class
Assets

40%
will rise

57% same
3% will fall

45



09

PostElection
Perspective



Theresults of the 2024 US elections were expected to have a positive impact on overall M&GA activity.

Overall, three-quarters (76%) anticipated increased activity around M&A due to the results of the election. While all were optimistic, corporates were more likely to expect

a positive impact (80%) than private equity firms (69%).

ED

Total Not Affect or

Decrease Total Not affect
decrease much

23% 6%

___________________

...................

Q. How do you think the results of the 2024 US elections will affect overall M&A activity in the US?

KPMG

‘ Impact of the 2024 US election results on overall M&A activity

Total

Corporate

Private Equity

Moderately

Total
Greatly Increase
increase
11% 16%

__________________

__________________
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Results of the 2024 US elections alsoincreased the ‘appetite’ for MaA in the US.

Corporate and private equity were similarly looking to increase M&A activity after the election.

ED

Total Not Affect or

Decrease Total Not affect
decrease much
20% 7%
20% 7%

21% 7% I

Q. How do the results of the 2024 US elections change your appetite for M&A in the US?

KPMG

‘ Impactof the 2024 US electionresults on appetite for M&GA

Slightly Moderately Greatly

increase increase increase
Total
Corporate
Private Equity

Total
Increase

80%

81%

19%

48



Following the US elections, tax policy changes were expected to boost the appetite for MGA deals

o=l ‘ Impact of potential tax policy changes on appetite for M&GA

Total Not Affect or Total

Decrease Total Not affect Slightly Moderately Greatly Increase
decrease much increase increase increase
19% 6% Total 81%
16% 6% Corporate 84%
25% 6% I Private Equity To%

Q. How will potential tax policy changes after the 2024 US elections affect your appetite for M&A in the US?

KinG i



The regulatory environment for MGA is poised to benefit from the US election results.

Anti-trust approach to M&A is anticipated to become easier.

o] ‘ Impactof 2024 US election results onregulatory environment for MGA

Total Not Af_fect or
More Difficult Total Not affect
more difficult much

21% 17% 4% Total

22% 17% 3% Corporate

20% AN Private Equity

Q. How will the results of the 2024 US elections affect the regulatory (i.e. anti-trust) approach to M&A in the US?

KPMG

Slightly
easier

Much
easier

Total
Easier

19%

18%

80%

50
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Mostrespondents are either currently using or planning to use GenAlin the M&A process.

Corporate firms slightly lag private equity firms in current use.

Private
Currently Using or TOtaI comﬂrate E(IUIIV
Planning to Use Al
Already using GenAl in o o o
M&A process 77% 74% 83%
Already using GenAl
in of M&A process
Not yet, plan to use soon 19% 23% 1%
Not yet, plan to use GenAl in M&A
process soon
No plans to use 4% 4% 6%
Q. Are you actively deploying Generative Al in your M&A process?
KkPMG 52



GenAlis most likely to be used in the pilot, rollout and enhancement stages of MGA solutions andless

sointhe early development stages.

Generative Aluseinvarious stages of the MGA process

(Multi-select, asked of those using or planning to use Gen Al)

Enhancement of rolled- Formal pilots of M&A Roll out of M&A
out M&A solutions Solutions solutions

Informal ad-hock
experimentation

Just starting to consider

Corporatel53%  ©  Corporate[53%  :  Corporate|50%
PrivateEquity|51%  :  PrivateEquity|43%  ©  PrivateEquity|41%

Q. At what stage is your organization in the journey of implementing Generative Al in the Corporate Development function? Select all that apply.
(Asked of those using or planning to use generative Al in the M&A process; n=287)

KPMG

Corporate|28%
Private Equity|28%

Corporate|22%
Private Equity | 28%
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GenAlis most likely to be used at value creation, integration/ separation and search & screen stages
ofthe M&A lifecycle.

Corporate firms are leveraging GenAl at a higher rate than Private Equity firms at the value creation and search & screen stages.

Use of genai

(Multi-select, asked of those using or planning to use Gen Al)

Corporate Private Equity
Value creation for acquisition targets

- 63%

Integration/Separation execution

66% 65% 68%

Search & Screen

- 52%

Sign to close

Diligence
23% 20% 19%

Q. Where along the M&A life cycle is your organization using Generative Al? Select all that apply.
(Asked of those using or planning to use generative Al in the M&A process; n=287; Not shown above: “none of these areas,” 3%)
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Organization Profile

Type of Gompany

Corp.

Private
Equity

Sector

Private
Corp. -
(operations) E[IUIIV

(investment)

Publicly traded 56% --
Private — not private equity owned 27%
Private — equity owned 17%
Private equity - 100%

_ corp. Private
SIZB DV RBVBHUBIVl)l (annual E[I["tv

revenue) (fund size)

$1B - $4.9B 44% 36%
$5B - $9.9B 27% 29%
$10B - $19.9B 23% 22%
$20B+ 6% 13%

FS: Banking/ insurance/ capital markets/ payments/ other financial services

TMT: Technology/ media/ telecoms/ business services

IM: Industrials/ manufacturing/ infrastructure

C&R: Consumer/ retail

HCLS: Healthcare/ life sciences

ENRC: Energy/ natural resources/ chemicals

Q. Please specify the type of company for which you work. | Q. Please select the sector in which your company operates. (multi-select) |
Q. Please select the sector(s] in which your fund invests in. (multi-select) | Q. What is your company's annual revenue? | Q. What is your fund size?

KPMG

30% 20%
29% 19%
13% 18%
15% 20%
11% 21%
9% 8%
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Business Leader Profile

s ki Private i . Private
Organizational Role corp. : M&A DecisionMaking Corp. :
Equity Equity
Participate directly in deal decisions 79% 86%
CEO 9% 15%
Provide input into deal decisions 22% 14%
CFO 9% 14%
i i . Private
ParticipationinM&A Operations Corp. Equity
COO 12% 13%
Deal strategy 93% 99%
Head of Corporate Development 11% 20% - i
p p o 0 Post-close \_/alue creation and 86% 93%
deal execution
_ H () 0,
CSO/ Head of Strategy/Growth 21% 18% Post-close strategy and design 85% 90%
Deal structuring 85% 89%
Investment professional 27% 6% Deal closing and day 1 planning and execution 84% 96%
Negotiation 82% 90%
Private equity operating partner 14% 14%
auily operating p ° ° Diligence 81% 89%

Q. Which of the following titles best describes your role in the company? | Q. Please describe your level of involvement in dealmaking decisions. |
Q. Please indicate your degree of participation across the following operations. (Showing % total active participation — “very active” or “active” participation)

KPMG
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Some or all of the services described herein may not be permissible for KPMG audit
clients and their affiliates or related entities.
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The information contained herein is of a general nature and is not intended to address the circumstances of any
particular individual or entity. Although we endeavour to provide accurate and timely information, there can be no
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the future. No one should act upon such information without appropriate professional advice after a thorough
examination of the particular situation.
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