


/n a consumer market not too Iong ago m iac\ x\g,‘v\\ \\Q\N

' M&A STRIKESBROK

After a cautlous penod mergers and acqu\S\\\Q“s \\a\le

returned wrth renewed momentum and are con\m\\\“g\n |
accelerate lnto 2026 Thls resurgence \s bemg m\\le“ ‘o\; |
stablllsmg markets strateglc busmess neec\s amd mme

than ample cap:tal



~While overall deal volu mes-

K aftermath of market uncertarnty,

deal vaIue and the average srze -

of transactlons have mcreased

larger and more impactful dea.Is-.s

el .-?Across the consumer sector Tt
“declined in the |mmed|ate e 'partreular companles are reassessrng

N portfolros doublrng down on
core capabllltres and pursurng *
" faoqursrtrons that can deliver scale,
! |nd|cat|ng a shift toward fewer but", ?:"L.growth and competrtrve advantage

iinan increasingly.complex market.



KEY FACTORS DRIVING THE M&R RESURGENCE IN 2025:

| Macroeco'nomic stability

o Continuing uncertamty After a turbulent
period characterised by tariffs, geopolltlcal

" tensions, and shifting global trade dynamics,

dealmakers have adjusted to what many:
now call the “new normal.” This growing
comfort with increased rlsk has Ied toar
- esurgence in deal actrvrty e

¢ Steady interest rates: A clearer path for

- interest rates has reduced financing '
uncertainty, encouraging dealmakers™ .
.and supporting stronger equity markets. -

 Market performance: Strong equity markets
have created a favourable environment for
deal-making, with valuations and confidence
rebounding across many sectors:

.Strateg-ic ‘r'ealignment and grourth 3

' . Pent -up demand Many deals were paused

~‘rather than cancelled durlng uncertaln
periods, creating a backlog that is now being
released as confidence gradually returns. -

- o

" e Focus on robust businesses: Achi-rers are

targeting healthy, well-performing assets
for long-term growth rather than dlstressed

~ turnarounds.

e Strateglc necessﬁy‘ Many of today & dodis

are’ not opportunistic but essential to future
competitiveness, with ‘buyers willing to pay

premiums for assets they see as t,r'ansformati\./e.j

e Portfolio optim;isatio'n':‘ Many large consumer

Companies are actively reshaping their
portfolios, divesting non-core businesses
while doubling down on categories where
‘they can win globally. This wave of carve-outs

_is creating opportunities for both strategic -
buyers and-private equity investors.

Capltal and l|qU|d|ty

':' « Private eqmty dry powder Fmancral
. investors hold record levels of unspent

‘capltal and are under pressure to deploy it.
~One jnvestment banker specialising in the

~ ‘consumer space told me, “Private Equity

" is sitting on $2 trillion of dry powder.”
Though the réality may be that much of it

 sits-partially deployed in'smaller amounts,
~ - and therefore not always immediately
‘available for |arger tranisactions..

e Eixcess corporatecapital: Major institutions,
_ particularly across Europe and North

America, have built substantial cash
reserves, giving them both the appetite
and capacity for consolidation. '



CONSUMER 'M&ﬂ
A SECI' OR IN MOTION

‘Within this broader global rebound consumer |ndustr|es have 3 s
~ re-emerged as one of the most actlve and s‘trategrcally |mportant
CICIES for dealmaking.

Strategrcs are busy, and bold. We've seen Mars’ $35bn acquisition -
of Kellanova; Kimberly-Clark’s $49bn purchase of Kenvue, and
~L'Oréal’s acquistition of ‘Kering's beauty.d_ivision, all signalling -
confidence in brand power, scale, and category leadership.

Investors and advisors | speak with are busy working on deals.
There are many transactibns currently taking place, or about to, |
that will reshape portfolios and leadership: teams across the .
consumer Iandscape

Carve-outs and non-core divestments are also becoming a defining 7
feature of the current deal environient. Large. consumer .companies
are actively reshaping their portfoljos to focus on fewer, higher-growth
categories. Recent examples include Reckitt’s divestment of its .
Essential Home portfolio to Advent, Unilever’s spin-6ff of The
Magnum Ice Cream Company, and ongoing market speculatlon around
potential divestments within Nestlé’s Waters portfolio. These moves
signal a broader shift toward simplification, margin focus and .
strategic clarity across the sector. : -

ARE SMALLER BRANDS

S'I' ILL DBIRABLE TARGETS’

For owner founders WOnderrng if smatler' brands remarn attra'ctlve in the

: Current market and beyond the answer IS: yes but “the rules have changed

Multrples based purer on revenue growth are out proven assets o

~ with a cIear EBITDA track record are |n

J, ‘The valuatlon conversatron has shrfted decrsrvely toward profit-based
. multiples and scalable performance As one advisor put it: -

: “The Ianguage of M&A today ls aIl about EBI T resrllence
: 'and proof of growt : ‘

o Private equity and corporates alike are Iooklng for brands wrth
- a'clear path to profitability, margin discipline, and SUppIy chain :
'maturity,tnot just consumer buzz or a strong DTC presence.

» ' Anoth'er dynamicinc'reasingly shaping deal outcomes is founder psychology.

In a market where capital is available, interest rates are easing, and
LPs are pushing for returns, there is a clear structural push to transact.

~However, many,_founders have not tuIIy intern'alis'e'd"the reset in valuation

benchmarks. While multiples for truly exCeptionaI assets remain high,
average multiples across good-quality businesses have become more rational.

- This disconnect'is creating a widening gap between seller expectations

and buyer discipline, and as a result, deals that should happen... don't.



KEY THEMB SI-IAPING
.CONSUMER 'M&ﬂ

‘e Beauty: Prestlge fragrance, dermo- cosmetrcs and long- term 3 s

brand licences continue’ to drlve premlum valuatlons and Iong “term

- growth bets.

o Portfollo S|mpI|fication Larger corporates are in:creasingly'
disposing of non-core assets and doubling down on categorles
- where they can wrn globally

e Private label pressUre Retailer brands continue to. gain share,
_pushing CPG companies toward premlumlsatlon weIIness
p05|t|on|ng, and |nnova’t|on : :

* Selective PE re- engagement Prrvate caprtal IS returnrng to
‘consumer sectors, but with a focus on proven earnrngs growth
rather than speculatrve turnarounds

¢ PE dry powder: With a widely reported $2 tiriIIion ‘ot dry powder
still sitting on the sidelines, private equity firms face growing'

pressure to deploy capital and generate returns for their investors. - .

GEOGRAPHICAL
HOTSPOTS |

. North Amerrea The U S 'continues to lead the rebound with

recent deal activity marking some of the strongest months for L
: transactrons in rectent years ;

. Europe Desplte ecenomic volatility, activity in.consumer and

E quury sectors has |ncreased as Compames reposmon portfohos.

g A5|a Pacmc Reglonal acqulrers are performlng strongly, with

* Japan’s outbound act|v1ty reaching record highs as domestlc
stagnatlon drrves overseas expansron &

/ 'O.Mlddle East: Soverelgn and famlly—ba_cked investor.s continue
- to play an increasingly strategic role in global consumer and

retail acquisitions seeking brand diversification and exposure

1o new géographies. However recent events c0u|d severely

|mpact thls



'AA MORE SELECTIVE
'DEAL ENVIRONMENT

‘While deal act|V|ty rs returnrng, the market remalns hrghly selectrve

f

Pressure to transact

o Prrvate equity firms uItrmater need to bUy and sell busmesses e
to generate returns. L3

~ ® This pressure has led to structures such as contrnuatlon/
~ continuity vehicles, allowing funds to hold assets Ionger ‘
while returmng capital to investors.

Dry powder isn’t always ready to deploy

e While global PE dry powder is S|gn|f|cant ‘much of it sits-
in partially deployed funds rather than fresh capital pools

o Fundrarsmg has become harder as LPs ask: :
“How is your current fund performing?”

Higher interest rates change the maths _
e Financing costs remain materlally h|gher than the’ast decade

e Deals that were viable 5 years ago often no. Ionger work economrcally.

R|sk appetrte dlffers by regron

. European lnvestors remaln caut|ous on e

- geopolltrcal exposure
- emerging market‘s

- regulatory [ol§ reputatlonal rlsk

_' New capltal sources emergrng : ‘
B C Capltal from India and parts of Asra is mcreasrngly actlve

and W||I|ng to pursue opportumtles others avoid.

‘ .AI readlness becomlng a key dlllgence Iens

¢ One of, the emerging questlons in"due drlrgence IS @ company’s abrllty'

1o Ieverage Al to unlock value oever the next 3-5 years post- vaUISI’[IOﬂ.v
. Th|s |s mcreasmgly creating two d|st|nct clusters of assets:
_ those with clear Al- enabled upside, becomlng more attractive to buyers

- those. without, where percelved future value, and therefore :
valuation, is'more limited



'M-IAT RCI'UALLY GETS £
BOUGHT IN TODAY'S 'MARI(.ET’

‘Best deals today share common
; characterlstlcs '

Pre_rhiL_lmlc_IeaIs
e Strong brand equity

- e Clear consumer-demand :

e Direct consumer interaction across channels

. Scalable profltablllty 4

e Strong margins

Discount deals

e Nan—core corporate divestments Ao |
- o Tier-2 retailer brands. '

© Portfolio clean- Ups

These deals often trade at SIgnlflcant

‘dlscounts versus premlum branded assets. ,

pan

' ‘Emf'ergin,.g deal strategies

o Buy & Build platforms
(e.g. aggrégating fragmented brands) -

o Buy & Break up strategles
- (extractlng value from underperformrng ;

portfol i0S) : .



| THE OUTLOOK

~ While the return to deaImaklng is cIear the

recovery remains uneven and somewhat top- heavy, .‘

- often dominated by megadeals rather than :
mid- market actIV|ty :

Recent global events have also served as a reminder

~ of just how quickly the operating environment
can shift. Escalating geopolitical tensions,
evolving trade dynamics, and broader economlc
uncertainty continue to hang.over the market, -

and the past few weeks alone have relnforced

how fraglle confldence can: be'|

Asa result, dealmakers must remaiin agile, " o
balancing long-term strategic ambition with an
increasingly unpredictable global landscape.

__'-.Behrnd every carve- out acqursrtron or portfolro iy
reshaprng Ires the reaI battle LEADERSHIP

New CEOs Integratron Ieaders Operators who can

~ transform busrnesses rebulld supply chains, and accelerate A
© growth. In today s market, the companies that win in. ‘
IVI&A are the ones that secure the rlght Ieadershlp flrst. -

.,l~

Tensna -At Campbell Reed ‘we heIp mvestors and consumer
. businesses build the teams that unlock value in
- moments of transformation, from carve-outs and
'rntegratlons to operatronal and commercial: Ieadershlp :
'Because deals may create the strategy...
' ‘but Ieadershlp creates the vaIue

_THE TA‘LENT‘AWAKENS.;.
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‘Christopher Vallow is a Principal Cdnsultant

at Campbell Reed Executive Search.

‘He has over 18 yeafé’,e_xperieﬁcé‘SU'ppior'ting, j
consumer-focused businesses with their global -

leadership and hiring needs. Based in the
UK, he partners with large, mid-sized, and
emerging companies across Operations,
Supply Chain, Commercial, and Board roles.

F

Campbell Reed -is a global executive search 77

firm specialising in the consumer sector,

with offices in the UK, Europe, and the US.
The firm delivers fast, transparent, and.
tailored search solutions to help senior-
leaders navigate opportunities globally.

See more at campbellreed.com/clients -
F]
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http://campbellreed.com/clients

