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t a time when deal-makers have
Ato contend with unrelenting

macroeconomic uncertainty, the
ME&A market in Ireland and Northern
Ireland has plenty going for it.

Both Northern Ireland and the
Republic posted strong year-on-year
deal-value gains in 2025, according to
Experian, up 66% and 30%
respectively. Set against the 46% slide
in overall UK deal value, these figures
— driven by relative political stability,
impressive economic growth, a budget
surplus, and openness to foreign direct
investment (FDI) — are hard to ignore.

“The Irish and Northern Irish M&A
markets remain resilient, but are
increasingly selective and
international,” says RSM Ireland
corporate finance partner Frank Dunne.
“There is strong interest in quality
assets, and most transactions have a
significant cross-border dimension.”

Indeed, some of the largest deals on
the island have involved global
companies and investors. In August
last year, for example, DuPont sold
Derry-based Aramids, a manufacturer
of Kevlar, to Arclin, a polymer
technologies and specialised materials
business backed by US private equity
firm TJC, in a $1.8bn deal.

And in the Republic, Sumisho Air
Lease Corporation, a newly formed
Dublin holding company, backed by a
consortium of global private equity
firms and industrial conglomerates,
agreed a €24bn deal to acquire US-
based group Air Lease Corporation.

Long-term vision
The strong performance of the Irish
M&A market in 2025 is the

culmination of decades of work to
position Ireland as an attractive
jurisdiction for long-term capital.

IDA Ireland, the state agency tasked
with growing and sustaining FDI into
Ireland, estimates that at least a fifth of
private sector employment in the
country flows from FDI, either directly
or indirectly. FDI also contributes
significant taxation revenue for the state.

Recognising the value FDI generates,
the government has made favourable
policy a priority — a competitive
corporate tax rate 0f 12.5% on trading
profits for sub-€750m turnover
businesses, backed up by EU
membership, and a package of grant
assistance for inward investors. Ireland
has now attracted more than 1,600
overseas companies, stimulating the
formation of local businesses in
high-value industries.

“Toreign direct investment has
nurtured a thriving corporate
ecosystem across Ireland. Multinational
investment has driven the formation of
innovative Irish private enterprises in
numerous sectors, such as life sciences,
(comprising pharma, medtech and
bio-tech), and technology, media and
telecommunications (TMT). These
companies continue to attract strong
investor interest,” says EY Ireland
corporate finance partner Ronan
Murray. “Ireland benefits from both its
position within the European Union
and a stable political environment. And
since Brexit, Ireland has provided a
natural hedge for investment purposes
with increasing interest in Irish
companies within the M&A landscape.”

Although Brexit has brought
complexity and some friction points,

Catching the worm

In an uncertain deal market, early
preparation for sale is essential - even
for the highest-quality Irish companies
seeking a buyer.

"Businesses that are well prepared
and can clearly articulate their growth
story continue to attract interest from
investors. Those that are less
prepared typically take longer and
involve greater scrutiny,” says BGF's
Michedl Walsh.

RSM'’s Frank Dunne says owners are
now pausing at least a year before

pushing forward with an M&A deal to
take advice and ensure exit readiness.

"Companies that position
themselves early, demonstrate robust
management and succession
dynamics, maintain credible financials,
build a detailed data book, and
manage tax and structuring
proactively are far better placed to
withstand scrutiny in the diligence
process,” he says.

EY Ireland's Ronan Murray believes
the demands on management teams in
deal processes have become
"materially more intensive” during the

~

last five years, and that companies
have to rise to this challenge at the
same time as keeping an eye on the
day-to-day trading of the business.
"Buyers are now examining businesses
through multiple lenses. Along with
traditional workstreams such as
financial and legal, increasingly
commercial, cyber, HR and operational
due diligence are equally relevant in
terms of importance,” he says.
"Companies that prepare thoroughly in
advance are far better placed to
protect value and maintain momentum
through a transaction.”
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MMON
CONCEPTIONS

Ireland and
Northern Ireland
are immature
M&A markets “One of the biggest
misconceptions internationally
is that the Irish market is
still less mature than other
developed M&A markets. For
many international investors
and UK private equity firms, it is
now apparent that Ireland offers
highly attractive assets, and
strong fundamentals for capital
deployment.”
Ronan Murray, corporate
finance partner, EY Ireland

The Irish M&A market is like the
UK M&A market - just smaller

“A common misconception is that Ireland
is simply a smaller version of the UK
market. The most successful buyers invest
time in understanding the local market
and adapting their approach, rather than
applying a generic UK playbook.”

Micheal Walsh, investor and Ireland

origination lead, BGF

“Ireland is a small and relatively
unsophisticated M&A market?

In reality, Irish businesses

often scale internationally

far earlier than their peers,

making them entrepreneurial,
growth-focused, and more

strategically attractive than Irish

many international buyers companies
might assume.” operate on a

Frank Dunne, corporate limited scale

finance partner, RSM Ireland

deal-makers increasingly see Ireland
and Northern Ireland as one market
functioning across two territories.

That’s not to say the markets are
identical. “Northern Ireland and the
Republic are not the same market, but
they are close cousins,” says Dunne.
The Republic has a broader domestic
market and a strong international buyer
base, as well as a well-developed FDI
infrastructure and bridge into the
European market, whereas Northern
Ireland, uniquely positioned with links
into mainland Britain and Ireland, has
an entrepreneurial culture built around
export-focused, family-run companies.

“Both have open economies and a
cohort of mid-market businesses
reaching a point where owners are
considering succession or exit,” adds
Dunne — particularly attractive given
increased protectionism elsewhere.
These similarities enable most
corporate finance advisory firms to
cover both jurisdictions with the same
teams, making scale and cohesiveness
easier to achieve.

“Increasingly, buyers view the island
of Ireland as a single commercial
opportunity, while recognising that the
legal, tax and funding environments
differ,” says BGT investor and Ireland
origination lead Michedl Walsh. “The
differences are less about the quality of
businesses and more about market
dynamics, buyer composition and
jurisdictional considerations.”

Global ambitions

Openness to global markets across the
island has helped domestic businesses
to take an international view when
setting out growth ambitions. Global
construction materials company James
Hardie Industries, for example, is
headquartered in Dublin but listed in
New York and Australia. In March last
year it expanded its US footprint with
the $8.75bn acquisition of US artificial
decking company AZEK.

Close commercial links with
multinationals operating in Ireland
have helped domestic champions to see
the bigger picture, and extend
ambitions beyond what is possible
locally — something Dunne highlights
as a necessity for growth. “Many Irish
mid-market businesses need to scale
overseas quickly because the domestic
market is limited. This puts them on
international radars sooner,” he says.

As the Irish mid-market business
community has grown and matured, so
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has the opportunity set for deal-
making in the country.

Corporate M&A teams that long had
a presence have been expanding, while
international and pan-European
private equity firms that once drifted
in and out of the market are now
transacting more regularly. The
pioneering group of domestic firms,
having proven their credentials, are
now scaling up operations.

This means the Irish M&A market,
which was once dominated by trade
buyers, has evolved into one that offers
business owners and management
teams a wide range of deal options.

London-based Exponent Private
Equity, for example, has a Dublin office
and has landed at least a dozen deals
in Ireland. In October last year the
firm brought in former Irish
international rugby player Johnny
Sexton as a special adviser to support
its portfolio companies.

Over the past 18 months, pan-
European firms have been busy in
Ireland: Ardian acquired utility Energia
Group for €2.5bn; TowerBrook acquired
GMC Utilities; Waterland bought
Cruinn Diagnostics; and 3i invested in
WaterWipes. It proves international
private capital firms no longer view
Ireland as a peripheral market.

Established domestic players,
meanwhile, include Cardinal Capital
Group, a mid-market player that has
closed more than 90 deals worth
€3.5bn, and MML Ireland, which closed
its third fund on €235m last vear.

“Historically, many transactions were
dominated by strategic trade buyers,
whereas today private equity firms are
competing side-by-side with
corporates for high-quality assets. This
evolution has enriched the Irish market
from an investment viewpoint,” says
EY’s Murray. “Ireland is producing a
broader range of sophisticated mid-
market opportunities across multiple
sectors. The quality of assets coming to
market, combined with strong
economic fundamentals, has attracted
growing interest from both the UK and
wider geographies.”

BGI’s Walsh says trade buyers
“remain active where they can acquire
capabilities, specialist talent, market
access Or recurring revenue streams’,
while private equity firms are playing a
crucial role in helping owner-managers
to secure investment through flexible
deal structures. His firm, which
launched its Dublin office in 2017, has
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Tech under the radar

Northern Ireland isn't particularly
well-known as a hotbed for
technology innovation, but
appearances can be deceiving.

Northern Ireland recorded
26 software development deals in
2025, according to Experian, up
from 22 deals the previous year.
Deal value climbed from £86m to
£623m, boosted by TA Associates’
£570m buyout of FD Technologies,
a Newry-based data consultancy
business.

Founded by entrepreneur Brian
Conlon in 1994, the business,
which employs around 3,000
people across its global operations,
exemplifies the appeal of
Northern Irish technology assets to
international buyers.

"In Northern Ireland in particular,
there is a strong 'hidden champion’
dynamic - businesses that hold
niche global leadership positions
but are not widely recognised
outside the region,” says BGF's
Micheal Walsh. "Encouraging
founders to celebrate what they
have built and to recognise the
quality and strategic value of their
businesses would help unlock
even greater investment and
deal activity.”
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now invested €260m+ in more than 30
companies across the island of Ireland.

“Tounders tend to be attracted to
partnership structures that allow them
to retain a meaningful stake and
continue leading the business,” Walsh
adds. “Many are considering
succession, partial de-risking, raising
growth capital or bringing in a partner
to help scale the business. Increasingly,
founders are looking for something
more flexible than a full exit.”

Winning formula

Mé&A activity in Ireland and Northern
Ireland is not, of course, entirely sealed
off from the risks posed by Al
disruption to business models and the
risks to global energy supply as result
of conflict in the Middle Cast.

The playbook that has carried the
region through the last year is as
relevant as ever and expected to sustain
activity through the rest of 2026 and
beyond, albeit with a more cautious
overlay. “There is still a healthy level of
deal activity across both Ireland and
Northern Ireland, but buyers are being
more disciplined than they were a few
years ago,” says Walsh. “Valuation
expectations are under closer scrutiny,
diligence is more detailed, and there is
a stronger focus on earnings quality.”

But even for the pickiest of deal-
makers, Ireland’s combination of
stability, international connectivity and
deal flow are hard to ignore in a volatile
global market.
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