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The last quarter of 2013 began with the 
shutdown of the US government as the 
latest political dance with the debt ceiling 
provided a backdrop of that very nemesis 
of deal activity, uncertainty. By November, 
however, Washington was back in business 
and deal flow began to pick up. The quarter 
ended with a respectable, in post-crisis terms, 
deal value of $44B. While that represented a 
decrease of 20% over the preceding quarter 
and of 26% year-over-year, Q4 did see a 
decent bump in deal volume of 22% from the 
preceding quarter, on a par with the activity 
seen in Q4 of 2012.

92 days, 716 deals, $44 billion
Q4 in brief

Despite utilities and life sciences stepping up alongside 
real estate with mega-deals, Q4 has once again shown us 
how difficult it is for Canadian M&A stats to look good when 
natural resources are quiet.

Julian Brown,  
PwC Deals Partner and Corporate Finance Leader for the Americas

Sources: S&P Capital IQ, PwC Analysis

Top 10 transactions  
Q4 2013, by value    

Announced  
date

Target / Issuer Seller(s) Buyer(s) / Investor(s) Total transaction  
value 

US$mm, historical rate

1 11 Dec 2013 UNS Energy Corporation 
(NYSE:UNS) 

T. Rowe Price Associates, Inc. Fortis Inc. (TSX:FTS)  4,343 

2 12 Dec 2013 Fortum Espoo Distribution 
Oy and Fortum 
Sähkönsiirto Oy 

Fortum Oyj (HLSE:FUM1V) LocalTapiola Mutual Pension Insurance 
Company; Keva; Borealis Infrastructure 
Trust; First State Investments (UK 
Holdings ) Limited 

 3,507 

3 11 Oct 2013 Commonwealth Property 
Office Fund (ASX:CPA) 

— Canada Pension Plan Investment Board; 
Dexus Property Group (ASX:DXS) 

 3,091 

4 19 Nov 2013 Patheon Inc. (TSX:PTI) Advent-Morro Equity Partners; JLL 
Partners

JLL Partners; Koninklijke DSM N.V. 
(ENXTAM:DSM) 

 1,924 

5 05 Nov 2013 Paladin Labs Inc. (TSX:PLB) Coller Capital Ltd.; Joddes Limited; 
Mawer Investment Management Limited; 
Investissement Quebec, Investment Arm 

Endo Health Solutions Inc. 
(NasdaqGS:ENDP) 

 1,778 

6 12 Dec 2013 Bord Gáis Energy Trading 
Limited 

Bord Gáis Éireann Brookfield Renewable Power, Inc.; 
Centrica plc (LSE:CNA); iCON 
Infrastructure LLP 

 1,540 

7 08 Nov 2013 Montney Acreage in 
Northeast British Columbia 

Talisman Energy Inc. (TSX:TLM) Progress Energy Resources Corp.  1,430 

8 01 Nov 2013 General Growth Properties, 
Inc (NYSE:GGP) 

Brookfield Asset Management Inc. 
(TSX:BAM.A) 

Brookfield Property Partners L.P. 
(NYSE:BPY) 

 1,408 

9 28 Nov 2013 Port of Brisbane Corp. Global Infrastructure Partners Caisse de dépôt et placement du Québec  1,273 

10 05 Nov 2013 GXS Group, Inc. Francisco Partners Management LLC; 
Vilicus Ventures, LLC

Open Text Corporation 
(NasdaqGS:OTEX) 

 1,165 
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Quarterly Canadian M&A activity 
by value and volume, 2008–2013

Ten mega-deals (deal value greater than $1B) 
were announced, along with 73 deals above 
$100M, but the proliferation of sub-$100M 
deals drove the average deal value down 
to $117M, compared to $178M in Q3. Still, 
a respectable deal value in a mid-market 
dominated economy, and well in keeping 
with the post-crisis “normal” ranges.

Top-performing industry sectors in Q4 were 
utilities, real estate, energy and, grabbing 
the spotlight, the pharma, biotech and life 
sciences space (referred to collectively as life 
sciences going forward). While Q4’s largest 
deal came from Atlantic Canada and the 
utilities sector, as Fortis Inc. bought UNS 
Energy Corporation for $4.3B (see Spotlight 
on Atlantic Canada, page 20), it was pension 
fund and real estate/infrastructure deals that 
continued to dominate the quarter—and the 
year. Both the mining and oil and gas sectors 
remained slow leading to Ontario, once 
again, seeing the lion’s share of deal activity. 

In terms of direction of investment flow, Q4 
was one of the most substantial outbound 
investment quarters of recent years but 
that was offset by a lack of purely domestic 
transactions.
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Sources: S&P Capital IQ, PwC Analysis
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Q3 2013 

Industry Percentage of value

Metals and Mining 21%

Real Estate 14%

Industrials 13%

Energy 11%

Software and Services 8%

Total for top five industries combined 66%

Q1 2013 

Industry Percentage of value

Metals and Mining 23%

Real Estate 16%

Energy 12%

Industrials 12%

Software and Services 10%

Total for top five industries combined 73%

Q2 2013 

Industry Percentage of value

Metals and Mining 17%

Real Estate 13%

Industrials 12%

Energy 11%

Software and Services 11%

Total for top five industries combined 64%

Q3 2013 

Industry Percentage of value

Food and Staples Retailing 24%

Real Estate 21%

Retailing 16%

Energy 9%

Technology Hardware and Equipment 8%

Total for top five industries combined 77%

Q1 2013 

Industry Percentage of value

Real Estate 37%

Energy 19%

Industrials 14%

Metals and Mining 9%

Materials 3%

Total for top five industries combined 82%

Q2 2013 

Industry Percentage of value

Real Estate 21%

Food and Staples Retailing 15%

Paper and Forest Products 12%

Energy 10%

Industrials 8%

Total for top five industries combined 66%

| Q4 in brief

Sources: S&P Capital IQ, PwC Analysis

Q4 2013 

Industry Percentage of value

Metals and Mining 22%

Industrials 14%

Real Estate 13%

Energy 13%

Software and Services 9%

Total for top five industries combined 71%

Top five targeted industries in Canadian M&A  
by volume

Q4 2013 

Industry Percentage of value

Utilities 22%

Real Estate 22%

Energy 17%

Pharmaceuticals, Biotechnology and Life Sciences 9%

Industrials 9%

Total for top five industries combined 79%

Top five targeted industries in Canadian M&A  
by value
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Great expectations turn to a rather bleak house 
Overview of 2013

Q1 570 deals 
$24 billion

Q2 627 deals 
$39 billion

Q3 587 deals 
$55 billion

Q4 716 deals 
$44 billion

2013 365 days, 2,500 deals,  
$162 billion total aggregate value

It was going to be a great year for M&A. Most 
analysts entered it with great expectations. 
The ingredients for a year of mega-deals, 
transformational plays and great business 
stories were all there: companies were 
flush with cash, private equity coffers were 
full of dry powder, real interest rates were 
approaching negative territory and liquidity 
was still being pumped into the market, 
courtesy of the Fed’s quantitative easing 
program that looked like it would never end. 
And all this against a rosier outlook for global 
economic growth as the US continued to 
recover and the change of leadership in China 
in November 2012 was generally viewed as a 
forerunner to a return to strong growth there. 
In fact, the only shadow appeared to be the 
directionless European economy.

But while the cash certainly remained 
available, the dealmakers who would deploy 
it continued to be very cautious as none of the 
more optimistic economic prognoses really 
played out fully and the global economy 
“muddled through” to better performance 
rather than turning a sharp, upward corner. 
And this lack of a definitive and strong change 
left us looking back on the slowest deal year 
by value here in Canada since 2009, down 
23% over 2012 ($161.7B from $210.5B) and 
volume was actually below that of 2009. 

The downturn in deal activity in 2013 was 
driven by the low level of activity in the oil 
patch and an almost complete standstill 
in the mining sector, where deals were 
almost exclusively small. Thankfully, several 
other sectors, such as retail and real estate, 
took up some of the slack, as did Canada’s 
internationally active pension funds. In 
general, there was no shortage of willing 
investors and sellers were looking to finally 
offload businesses they had held on to for 
longer than they would have liked. But the 
year’s challenge was getting those cautious 
buyers and no-longer-desperate sellers to 
meet on a price. The silver lining is that, while 
the statistics are hard to prove, dealmakers 
know that a frustrated seller will often come 
back to market within 24 months, potentially 
boding well for 2014 and 2015.



Capital Markets Flash 6 Q4 2013 | Overview 2013

| Great expectations to a rather bleak house: Overview of 2013

Mega-deals: Deals over $1 billion 
by value and volume, 2008–2013

Annual Canadian M&A 
by value and volume, 2008–2013

Annual Canadian M&A 
by value and volume, 2008–2013

Sources: S&P Capital IQ, PwC Analysis



Top 10 announced  
deals of 2013
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* Subsequently cancelled. See BlackBerry’s buy-out that wasn’t (Broken engagements, page 9).
Sources: S&P Capital IQ, PwC Analysis

Top 10 transactions  
by value, 2013

Announced  
date

Target / Issuer Seller(s) Buyer(s) / Investor(s) Total transaction  
value 

US$mm, historical rate

1 15 Aug 2013 Shoppers Drug Mart 
Corp. (TSX:SC)

Fidelity Management & Research 
Company

Loblaw Companies Limited (TSX:L)  13,018 

2 09 Sep 2013 Neiman Marcus Group 
Ltd Inc. 

Warburg Pincus LLC; Leonard Green & 
Partners, L.P.; TPG Capital, L.P.; Newton 
Holding, LLC 

Ares Management LLC; Canada 
Pension Plan Investment Board 

6,137

3 12 Jun 2013 Canada Safeway Limited Safeway New Canada, Inc. Sobeys Inc.  5,690 

4 30 Sep 2013 Brookfield Office 
Properties Inc. (TSX:BPO) 

— Brookfield Property Partners L.P. 
(NYSE:BPY) 

 4,946 

5 16 Jan 2013 Primaris Retail Real 
Estate Investment Trust 
(TSX:PMZ.UN)

Cohen & Steers Capital Management, 
Inc.; Ontario Pension Board; KingSett 
Capital Inc.; Credit Suisse, Investment 
Banking and Securities Investments

H&R REIT (TSX:HR.UN); H&R Finance 
Trust

 4,527 

6 11 Dec 2013 UNS Energy Corporation 
(NYSE:UNS) 

T. Rowe Price Associates, Inc. Fortis Inc. (TSX:FTS)  4,343 

7* 23 Sep 2013
subsequently 
cancelled

BlackBerry Limited 
(TSX:BB) 

Northwest & Ethical Investments L.P. Hamblin Watsa Investment Counsel Ltd.  4,175

8 12 Dec 2013 Fortum Espoo Distribution 
Oy and Fortum 
Sähkönsiirto Oy 

Fortum Oyj (HLSE:FUM1V) LocalTapiola Mutual Pension Insurance 
Company; Keva; Borealis Infrastructure 
Trust; First State Investments (UK 
Holdings ) Limited 

 3,507 

9 11 Oct 2013 Commonwealth Property 
Office Fund (ASX:CPA) 

— Canada Pension Plan Investment Board; 
Dexus Property Group (ASX:DXS) 

 3,091

10 29 Aug 2013 Saks Incorporated 
(NYSE:SKS)

Southeastern Asset Management, 
Inc.; Kingdom Holdings Company 
(SASE:4280); Mediobanca S.p.A., Asset 
Management Arm; Starling International 
Management Ltd.

Hudson’s Bay Company (TSX:HBC)  2,726 
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Top 13 twists  
and turns of 2013

Why it should have been a great year 
—and why it didn’t work out 
1. Balance sheets flush with cash . . . to return to shareholders  

Corporate Canada started 2013 with a whopping $544B in cash 
on its collective balance sheet, by Statistics Canada’s conservative 
estimate; the comparable US corporate cash pile was at $1.45 
trillion at the end of 2012. Normally, we would expect aggressive 
CEOs to invest, partially in acquisitions, but instead the cash was 
given back to shareholders via share buy-backs that continued 
apace as the market continued to value caution. 

2. Private equity: ready, aim . . .  
wait to see next month’s earnings!  
North American private equity funds alone had some $187B of 
cash to deploy—a sizeable 30% less since their peak of $230B 
in 2009, but certainly a fair amount to go shopping with. 
But uncertain earnings trends together with high valuation 
expectations led to lower activity(see Spotlight on: Private equity, 
page 19). 

3. Lenders back in the game . . . but only for low-risk businesses 
Debt was back with a vengeance: lots of liquidity and financing 
terms back to pre-crisis levels should have pushed the deals along. 
But it was looking for a warm, safe home, not an adventure!

4. The US was back . . . but later than expected  
and accompanied by political deadlock 
 2013 was going to be a great year for the US economy, which 
would in turn pull the world up by its bootstraps. But while the 
signs came (in the form of improving jobless stats, increasing 
housing starts and consumer confidence) they only came 
convincingly in the second half of the year, by which time the 
political deadlock around the debt ceiling was taking center stage.

Still, in Canada, several sectors  
showed strong activity . . .
5. Retailers (food and non-food) 

Grocers gave the year two of its three largest deals (the $13B 
Loblaw/Shoppers Drug Mart play and the $5.8B Sobeys 
acquisition of Safeway’s Canadian assets) and retail deals such as 
the $6.1B buy-out of luxury retailer Neiman Marcus Group Ltd. by 
Ares and CPPIB highlighted the overall health of the retail sector, 
albeit the US retail sector (see Sector report: Retail sells!, page 13).

6. Pension funds 
Canadian pension funds shopped the world (again) in 2013, 
zeroing in on yield businesses across a variety of industries. Alone, 
in partnership with each other and in club deals with private 
equity funds, they set the deal pace throughout the year (see Sector 
report: Pension funds flex deal muscle, page 11).

7. Real estate 
The first half of 2013 saw an unprecedented level of activity by 
Canadian REITs. The second half saw them quiet down, largely 
following a valuation dip caused by concerns over potential 
interest rate increases. Overall, the deals that happened set record 
prices and cap-rates (see Sector report: Real estate on fire, page 12). 

8. Forestry  
The US housing recovery was the key driving force for a flurry 
of deals in the forestry industry, with Brookfield in particular 
benefiting from exit opportunities (see Sector report, Forestry 
alive, page 17).

9. Life sciences 
In the last half of the year, Canadian life sciences companies 
started to look very attractive targets to US and domestic 
competitors and private equity players alike (see Sector report: Life 
sciences rising, page 10).
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Then, there were the deals that didn’t make it across the 
finish line—but provided some great drama along the way.

Broken engagements
10. Wireless shake-up?  

For a while, it was a story that grabbed headlines almost daily 
and played havoc with the share prices of some of Canada’s best 
known companies. As Verizon analyzed various alternative entry 
points, the “big fish” incumbents were going to have to share their 
small pond (globally speaking) with a veritable great white! Alas, 
Verizon was distracted by finally getting the opportunity to free it’s 
wireless US business from Vodafone’s influence and presumably 
scrambled back to New York without even looking back over their 
shoulder. (see Sector report: Telecom status quo, page 14). Despite 
the intermission, the next act is to come.

11. BlackBerry’s buy-out that wasn’t  
BlackBerry grabbed the headlines when Prem Watsa’s Fairfax 
Investments signed an LOI to take it private. In the end, the $4.2B 
buy-out didn’t happen, but BlackBerry did get a $1B cash injection, 
enough to buy it some more time to attempt another turnaround.

| Top 13 twists and turns of 2013

Finally, there was a deafening silence from the two cyclical 
darlings of the Canadian capital markets, the oil patch and 
the mining sector:

Resources in the doldrums
12. Tarred oil and gas 

With Canadian Heavy Oil trading at a widening discount to WTI 
and depressed gas prices, the oil and gas sector had a particularly 
unimpressive year. More concerning going forward is the speed 
of production growth in the US and it’s inverse proportionality to 
the progress of pipelines that would provide access to alternative 
markets and, of course, Canada’s perceived lack of welcome 
to foreign ownership following the Government’s comments 
accompanying the approval of CNOOC’s 2012 acquisition of Nexen 
(see Sector report: Natural resources—at the bottom of the cycle?, 
page 15).

13. Mining buried 
There are years when it’s good to be a miner, and when there’s 
nothing better than being a TSX-listed miner. 2013 was not one 
of those years. Until China ramps up its demand again, there 
will be lean times to come (see Sector report: Moribund mining, 
page 17). 

I think we need to assure people that Canada is 
open for business and that we welcome foreign direct 
investment and that we can only achieve our ambitions 
with foreign investment because we don’t have enough 
capital domestically. . . it’s a tone we need to make clear 
internationally.

Jim Prentice, former Cabinet Minister
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The small Canadian life sciences sector burst 
into the deal limelight in the last quarter of 
2013, with two deals over $1B and a third 
getting pretty close to that, as shown in the 
table below.

All of the targets were publicly traded 
Canadian companies, underscoring the 
extent to which Canadian life sciences 
companies fill the global pipeline of this 
high-cost, high-risk sector. Taken together, 
the deals highlight “just how attractively 
Canadian healthcare businesses are 
currently viewed by peer firm acquirers,” 
as Euro Pacific Canada analyst Douglas Loe 
put it in a research note on the Cangene 
takeover. Notably, all targets were later 
stage, revenue-producing companies—part 

Sector report 2013

of a global trend in which acquirers wait for 
the juniors to really prove their potential 
before taking them out.

Domestic or cross-border, the life sciences 
deals are driven by the upswing in the 
US life sciences sector, which has been 
outperforming the overall US market for 
some time. “The three Q4 deals in the 
table below, illustrate how the strength of 
the US biotech industry has put American 
companies in a position to actively pursue 
good Canadian targets,” says Nitin Kaushal, 
a Managing Director in PwC Deals’ 
Corporate Finance Group. “There’s a scarcity 
of good, revenue-producing companies 
in this sector, and the leading Canadian 
companies are attractive targets.”

 
Life sciences rising

According to Kaushal, “These deals should 
also enhance earlier-stage investing in life 
sciences in Canada as investors recycle 
cash into the next generation of innovative 
companies.”

Prognosis for 2014: When investors cash 
out with good returns, that’s good news for a 
sector. “The investors can now recirculate that 
money into some of the earlier stage companies 
in the sector,” says Kaushal. “We expect to 
see a surge of financing in the Canadian life 
sciences marketplace, as well as a few more 
acquisitions.”

Sources: S&P Capital IQ, PwC Analysis

Top three life sciences deals  
by value, 2013

Announced  
date

Target / Issuer Seller(s) Buyer(s) / Investor(s) Total transaction  
value 

US$mm, historical rate

1 19 Nov 2013 Patheon Inc. (TSX:PTI) Advent-Morro Equity Partners;  
JLL Partners

JLL Partners; Koninklijke DSM N.V. 
(ENXTAM:DSM)

 1,924 

2 05 Nov 2013 Paladin Labs Inc. (TSX:PLB) Coller Capital Ltd.; Joddes Limited; 
Mawer Investment Management Limited; 
Investissement Quebec, Investment Arm 

Endo Health Solutions Inc. 
(NasdaqGS:ENDP) 

 1,778 

3 29 Nov 2013 Atrium Innovations Inc. 
(TSX:ATB) 

Caisse de dépôt et placement du 
Québec; Fonds de solidarité FTQ

Permira Advisers Ltd.; Caisse de dépôt 
et placement du Québec; Fonds de 
solidarité FTQ 

 993 
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All the major Canadian pension funds were 
reasonably active in 2013. Together, they 
were responsible for three of the ten largest 
Canadian deals of 2013. In total, they 
participated in 42 deals with aggregate value 
of $33.5B during the year.

“Canadian pension funds continued to cement 
their reputation as savvy, sophisticated deal 
makers,” says Dominic Ricketts, PwC Deals 
Partner and National Leader for Transaction 
Services. “They chase high-end assets with 
long-term potential, but they are always prudent 
acquirers.” This characteristic has really been 
highlighted by their collective pace of activity 
through 2013: “they were serial acquirers in 
the first half of the year, but as valuations for 
infrastructure and real estate assets mushroomed 
in the second half, some took the opportunity to 
make selective exits.” It’s a strategy of “prudence 
seasoned with market opportunism,” as Ricketts 
puts it, for which they have been both lauded and 
criticized—but it’s one that certainly seems to 
have worked for them in 2013.

And one that’s been recognized by Canadian, 
US, and global private equity funds, which have 
been more and more eager to partner with them 
to do deals across a range of industry sectors.

“The club deals between pension funds and 
private equity reflect several trends, the most 
obvious one is that clubbing is a fairly well 
established way for private equity players to 
access the additional capital they need to go 
after larger targets,” explains Ricketts. But 
just as importantly, as pension funds have 
gotten more deal expertise, their private equity 
partners recognize them as very smart deal 
partners. “They don’t just bring patient capital 
with a big cheque book to the table. They bring 
a savvy, experienced deal team with a different 
perspective on value creation and investment 
timelines—and big cheque book!”

| Sector report 2013

Pension funds flex their deal muscle 

Canadian pension funds continued to cement their 
reputation as savvy, sophisticated deal makers on an 
increasingly global platform.

 
Dominic Ricketts, PwC Deals Partner and National Leader for Transaction Services

drops, look for the funds to find ways to invest 
in higher-risk jurisdictions and assets —in 
their own prudent way—which will include 
partnering with risk-sharing partners (see 
Spotlight on: Private equity, page 19). Finally, 
due to their success so far, Canadian pension 
funds will be challenged by more competition 
from foreign pension funds as other countries try 
to emulate the Canadian way of managing their 
retirees’ assets. Expect global competition for 
infrastructure and real estate assets to increase.

Prognosis for 2014: The pension funds have 
to continue to invest, so don’t expect them to 
stop in 2014—alone, teamed up with each 
other, in partnership with private equity, and 
otherwise. They will also continue to look 
further afield for deals. With Ontario Teachers 
and CPP both now established with offices in 
Hong Kong, expect more focus on Asia. Also, 
expect more acquisition activity from pension 
fund partnered portfolio companies. Also, as 
the prices for businesses or assets with stable 
yield continue to rise and their availability 

Airports Utilities
PSPIB’s €1.5B (C$1.97B) acquisition of 
HOCHTIEF AirPort Gmbh

Borealis’, with Allianz Capital Partners, 
$2.05B purchase of NET4GAS

European  
movie theatres

Luxury  
retailers

OMERS and AimCo’s £935M (C$1.48B) 
acquisition of Vue Entertainment Ltd.

CPPIB’s, with Ares Management LLC, 
$6.1B buy-out of Neiman Marcus 
Group Ltd.

Shipping 
containers

Real  
estate

Ontario Teachers’ Pension Plan’s 
$1.878B purchase of SeaCube 
Container Leasing Ltd.

CPPIB’s $3B purchase of 
Commonwealth Property Fund

What are Canadian pension funds buying?
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The first half of 2013 belonged to the REITs. 
The second half was more complicated, as 
their stocks tumbled—in some cases by as 
much as 25%—before picking up again by 
year end. But the stock dip was fuelled by 
the expectation of interest rate hikes that 
subsequently dissipated. It hasn’t affected 
the REITs’ distributions, rather it just 
reminded investors that REIT valuations 
are so high because interest rates are so low. 
“Nothing fundamental has changed,” says 
Don Fitzpatrick, Leader of PwC’s Deals real 
estate practice. “They are really stronger 
than ever, as long as interest rates stay low.”

The second half of 2013 was characterized 
by fewer deals but heart-stopping prices. The 
C$500M purchase of the Bayview Shopping 
Centre by Bentall established record low 
cap-rates. “That shows just how strong the 
institutional appetite for good quality retail 
is,” Fitzpatrick says.

Prognosis for 2014: “There is a tonne of 
money lined up to buy real estate,” sums up 
Fitzpatrick. Virtually every major institutional 
investor has allocated more dollars for real 
estate. It’s a question of what will become 
available, because “if a good asset becomes 
available, it will sell at aggressive prices in this 
market.” But Fitzpatrick also has a word of 
warning to sellers, “once sentiment changes 
on interest rates, which it will, at some point, 
today’s valuations will be off the table.”

| Sector report 2013

Real estate on fire

 There is a tonne of money lined up to buy real estate . . . 
[But] once sentiment changes on interest rates—which it will, 
at some point— today’s valuations will be off the table.

 
Don Fitzpatrick, Leader of PwC Deals’ Real Estate Practice

The DoUBLe hiT

If interest rates rise, the REITs take a “double hit”. Firstly, distributions to equity 
holders are reduced as more cash is required to service debt, and secondly, the return 
spread with treasuries and other lower-risk fixed income products shrinks, diverting 
investors away from the sector.
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| Sector report 2013

2013 was a blockbuster M&A year for 
the retail sector, with the $13B Loblaw/
Shoppers and C$5.8B Sobeys/Safeway deals 
changing the competitive landscape. “Those 
deals have been transformative,” says Ilya 
Bahar, PwC’s National Leader for Retail 
& Consumer Consulting. “We haven’t had 
anything close to that speed of change in the 
market previously and these deals are all the 
more significant because this is already a 
highly concentrated, mature industry.” (For 
more details, see Retail wars continue, CMF: 
Q3 2013, page 3).

The broader retail sector experienced some 
significant deals as well, although CPPIB’s 
$6.1B purchase (together with Ares) of luxury 
retailer Neiman Marcus and private equity-
owned HBC’s purchase of Saks for $2.7B were 
both more about expectations of growth in 
consumer spending south of the border. 

Deals such as the HBC play for Saks, and 
the more modest acquisition of West 49 
by YM Inc., says Bahar,“turn around the 
situation we’ve seen for a while of Canadian 
clothing retailers suffering as a result of US 
entrants. We’ve got Canadian companies 
making good US acquisitions at very good 
valuations. The conventional wisdom is that 
the apparel retailers are under pressure, but 
there is clearly money to be made if you do 
it right.” And, while it sounds so strange to 
say it, diversifying the client base away from 
massively indebted Canadian consumers to 
relatively deleveraged US ones, could also be 
a smart idea.

Retail sells! 

Prognosis for 2014: Loblaw and Sobeys won’t 
merge, we promise. But drug store chains 
and stores specializing in health and beauty 
offerings? Sobeys and Metro, and perhaps the 
Jim Pattison Group, will all be looking closely. 
And grocers will also be pondering how to grab 
a bigger chunk of the ethnic food market. “The 
name of the game for the grocers in 2014 has 
to be differentiation,” says Bahar.

Expect more action among apparel retailers 
and department stores—particularly if they 
have good real estate (it’s all about real estate 
in Canada right now) and attract the eye of 
a roving pension fund (it’s all about pension 
funds too). 

The name of the game for the grocers in 2014  
has to be differentiation.

 
ilya Bahar, National Leader, PwC Retail & Consumer Consulting
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For the telecommunication sector, 2013 
was mostly a year of unconsummated deals. 
While Bell finally closed its controversial 
Astral Media acquisition, Egyptian billionaire 
Naguib Sawiris didn’t get to buy Allstream 
from Manitoba Telecom Wireless, and Verizon 
not only failed to even make a bid for Wind 
Mobile, Mobilicity or any of the other junior 
players, they walked away from Canada 
entirely, and possibly for good, removing most 
of the drama from the 700 MHz spectrum 
auction.

“The sector stood on the cusp of a huge change 
throughout 2013,” says PwC Deals Partner, 
Ken Goodwin. There have been so many 
potentially game-changing opportunities in 
2013 and none of them has come to fruition. 

| Sector report 2013

The withdrawal of Verizon and the results of 
the auction effectively give the incumbents 
another two years of breathing room, or status 
quo. But the federal government and the 
regulator have been consistently delivering 
the message that they want the Canadian 
consumer to have a better wireless deal. 
“That has not changed, nor has the speed 
of technological change in the sector. The 
incumbents cannot afford to relax: both 
change and competition are coming.”

But deregulation is not. Ottawa’s quashing 
of the Sawiris-controlled Accelero Capital 
Holdings’ proposed $520M takeover of 
Allstream underscores the complex politics at 
play in the sector. 

Telecom status quo

Prognosis for 2014: Expect to see the CRTC 
continue to attempt to make Canada’s wireless 
market more competitive. The CRTC’s rejection 
of three-year contracts and reduction of 
international roaming fees will be followed 
by an attack on the roaming rates the majors 
charge rival carriers. This attempt to make 
life easier for the struggling juniors may also 
attract the attention of another deep-pocketed 
foreign telecom player. France’s Orange is 
the current darling of the rumour mill. Will a 
deal materialize? It’s hard to say. As Verizon’s 
non-bid showed, Canada is a small market for 
most global players. Ottawa’s desire for a more 
competitive marketplace notwithstanding, the 
highly, if-inconsistently, regulated Canadian 
environment is not a huge draw for the Verizons 
and Oranges of the world. 

The incumbents cannot afford to relax:  
both change and competition are coming.

Ken Goodwin, Partner, PwC Deals
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The cyclical  
oil patch 

The energy sector accounted for 12.7% of 
deal value and 11.8% of deal volume for the 
year, and the sector has consistently ranked 
as one of the top five targeted industries. But 
aggregate value was little more than a third of 
that in 2012 and the lowest for several years.

“Activity in the gas sector was dampened by 
comparatively low prices and the handful of 
deals that came along were driven by foreign 
investors’ long-term plans for LNG projects, 
not the current market fundamentals,” 
explains Clinton Roberts, PwC Deals’ 
lead partner for Alberta. But even the 
LNG landscape had a mixed year. While 

| Sector report 2013

Foreign investors were virtually absent 
from the patch in 2013, with foreign direct 
investment at just $2.3B, down from $29.2B 
in 2012, according to the often quoted 
numbers presented by former industry 
minister, Jim Prentice. While Prentice 
and other commentators have drawn a 
correlation between this decrease and 
the Government’s comments following 
the approvals of the CNOOC-Nexen and 
Petronas-Progress deals in 2012, the main 
reason for the lack of deal flow in the patch is 
more about economics than politics.

“The market fundamentals are just not 
in place for deals to close,” says Roberts. 
Interest is high; money’s available. There 
are a lot of people wanting to invest in 
good opportunities in Western Canada. 
But they are having a hard time finding 
those opportunities. “Throughout 2013, 
there has been a lot of interest—but very 
little execution.” The low gas prices and 
the volatile price differential for oil make it 
difficult for buyers and sellers to agree on 
valuation. Another reason for the absence of 
SOEs and significant foreign investment into 
the sector is the current indigestion being 
suffered by some recent buyers: CNOOC 
is hard-pressed to account for its past deal 
decisions, in particular its $15B Nexen 
acquisition of 2012; and Korea National Oil 
Company is shedding three quarters of the 
Harvest Energy Trust assets it acquired back 
in 2009. Not an environment conducive to 
more deals.

Natural resources 
—at the bottom of the cycle?

investments by Thai and Japanese players 
provided some injections of cash, the British 
Columbia government’s continued delay 
on clarifying its position on LNG project 
taxation (anticipated in February 2014) may 
have deterred other players from entering 
the space.

Pricing issues dogged the oil sector as well, 
as it experienced drastic fluctuations in the 
pricing differential of local crude compared 
to North American and global bench marks. 
“The volatility of the pricing has created 
some general concern,” says Roberts. “It’s 
difficult to do deals when pricing is that 
unstable. But until pipelines can take the 
product to alternative end markets (read 
Asia), it’s difficult to see how this volatility 
goes away.”
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FACT CheCK

The International Energy Agency expects 
the United States to surpass Saudi Arabia 
as the top oil producer in 2015, and the 
Middle East is starting to consider China 
its primary customer for oil.

Source theglobeandmail.com/report-on-business, The six biggest 
business stories to watch in 2014. Published January 3, 2014, updated 
January 6, 2014

IN focus: Plodding pipelines

The pipeline debate continued throughout 2013, with the north-south Keystone-XL 
proposal unresolved, and the East-West Northern Gateway, while clearing its key 
regulatory hurdle, still lacking fundamental stakeholder support. As proponents and 
opponents continue to fight it out, producers are looking for other means of relieving 
their transportation woes. “The pipelines are inching forward at best, so people are 
finding other means of solving the transportation issue,” says Roberts. “We’ve seen 
capital and investment deployed into rail and trucking.” Add the less controversial 
southern and west-east pipelines poised to come on-stream, and there should be fewer 
gluts—and thus less volatility in the crude price differential—in 2014. Permanent, long-
term resolution to the pipeline dilemma, however? Don’t hold your breath.

Prognosis for 2014: The gas market 
fundamentals suggest it will continue to be 
difficult for buyers and sellers to agree on 
pricing in 2014—but, if the major gas players 
don’t rejig their operations, they may find 
themselves forced to sell assets at prices they 
found unacceptable in 2013.

Oil, however, is a different story. “We can see 
a scenario where the gap between buyers and 
sellers shrinks in 2014, in which case we would 
expect to see a number of deals completed by 
foreign investors,” says Roberts. The sector will 
face increased operational scrutiny in 2014, as 
investors continue to question their return on 
capital and exert pressure on the producers for 
cost containment and control.

As Jim Prentice noted, the other necessary factor 
is making such foreign investors feel that they 
are welcome: “Of the top 50 energy companies 
in the world, a large number are state-owned 
enterprises. My position has been that we want 
them to invest in Canada and we want them to 
platform multinational operations in Canada 
rather than in Houston or London. I think we 
need to assure people that Canada is open for 
business and that we welcome foreign direct 
investment and that we can only achieve our 
ambitions with foreign investment because we 
don’t have enough capital domestically... it’s a 
tone we need to make clear internationally.”

There are a lot of people wanting to invest in good 
opportunities in Western Canada. But they are having a hard 
time finding those opportunities. Throughout 2013, there has 
been a lot of interest—but very little execution.

Clinton Roberts, Lead Partner, PwC Deals Alberta
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Moribund mining

Mining, the darling of the Canadian deal 
sector in years past, accounted for just 3% of 
2013 deal value. Deal volume kept the sector 
in the tables but largely because of the public 
nature of ownership resulting in even the 
smallest deals (that generally go undisclosed 
in other sectors) being picked up in the mining 
stats. In the year’s only mega-deal, ARMZ, 
Russian uranium player, paid a 19% premium 
to the minority shareholders of its 51.4% 
Canadian subsidiary, Uranium One. The 
deal was an important signal of recovering 
confidence in nuclear power’s role in the 
post-Fukushima world, but was not a signal 
of recovering prospects in the wider mining 
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sector. In fact, mining majors continued to 
pay the price for what is now seen as their 
overpriced buying binge of recent years, with 
record asset write-downs being accompanied 
by a slew of management changes.

Prognosis for 2014: It’s a cyclical thing. The 
only question is, how long will the downturn 
last, and can troubled juniors last it out without 
fresh injections of capital. If commodity prices 
stay depressed, the environment is ripe for the 
stronger, re-focused intermediates and majors 
to buy those strategic assets that have managed 
to elude them so far, as evidenced by Goldcorp’s 
January 13, 2014, $2.6B hostile bid for Osisko, 
a company it has been courting unsuccessfully 
for years.

Forestry alive

The forestry industry, long suffering the 
effects of its strong correlation to GDP growth 
as well as the sustained US housing slowdown, 
perked up in 2013 and produced a slew of 
deals, particularly in Q2. The tone was a shift 
in ownership from financial back to strategic 
buyers, as Brookfield Asset Management and 
associated investors sold Longview Timber 
LLC to Weyerhauser for $2.65B and Longview 
Fibre Paper and Packaging to KapStone Kraft 
Paper for $1.03B. And Brookfield featured 
again as its Infrastructure unit sold both its 
Canadian BC Coastal timberland operations 
for C$170M and its US Pacific Northwest 
assets for C$790M. Following a similar 
theme, in Q3, Louisiana-Pacific Corp bought 
Ainsworth Lumber Co. Ltd. from Brascan 
Asset Management for $1.22B.

The buyers’ faith in a US recovery is certainly 
a key part of the reclamation of these assets 
by the strategics, but the real significance of 
the deals is a private equity story. As Scott 
McLean, a partner with PwC’s Forest, Paper 
& Packaging Practice, puts it in reference to 
Brookfield’s Longview investment, “They 
saw value that industry players didn’t when 
the assets were troubled and they had a 
willingness to restructure the acquired assets 
in an aggressive manner that is foreign to the 
industry. Yes, they have made strong returns, 
but only because they were prepared to take 
risk and to work hard to transform the assets.”

Prognosis for 2014: The sector continues its 
long process of operational transformation 
and many of its assets are still in private equity 
hands. There may be further divestitures 
from financial buyers as well as asset swaps or 
business combinations between strategic players 
able to pounce on the right opportunity.

[Brookfield has] made strong returns [with their 
Longview investment], but only because they were prepared to 
take risk and to work hard to transform the assets.

Scott McLean, Partner, PwC Forest, Paper and Packaging Practice
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2013 saw several high profile insurance deals, 
the largest being The Travelers Companies 
Inc.’s announced purchase of The Dominion 
of Canada General Insurance Company for 
$1.1B, and Sun Life Assurance Company 
Of Canada’s partnership with local partner 
Khazanah Nasional Berhad under which each 
took 49% stakes in Malaysian insurers, CIMB 
Aviva Assurance Berhad and CIMB Aviva 
Takaful Berhad for $611.6M. This latter deal 
was accompanied by an exclusive distribution 
agreement with the seller, CIMB, a Malaysian 
banking group, that retained a 2% stake in 
the companies.

But the deal volumes in the insurance sector 
come from small and mid-market private 
transactions, largely in the distribution 
channel, the values of which are generally 
undisclosed. “That makes it challenging 
to analyze the true level of activity in the 
sector from the public data,” says PwC Deals 
Partner, Brooke Valentine. “But it’s certainly 
an active sector, and poised to remain so.” Key 
deal drivers are succession planning issues 
both within brokerage houses and managing 
general agents, mature players accepting 
that organic growth is difficult and looking 
to access premium volume via acquisitions, 
savvy players looking for enhanced 
purchasing power and focused acquirers 
seeking back office cost synergies to off-set 
the effect of lower rates of return.

| Sector report 2013

Meanwhile, in the insurance sector

Prognosis for 2014: As Valentine observes, 
“while none of the key deal drivers will lead 
to a sudden flood of deals, none is going away 
any time soon—so we can expect healthy deal 
activity for a while to come”. At the high-end 
of the game, expect the large players such as 
Sun Life and Manulife to keep on looking to 
opportunities in Asia—their number one 
growth market.

While none of the key deal drivers will lead to a sudden 
flood of deals, none is going away any time soon—so we can 
expect healthy deal activity for a while to come.

Brooke Valentine, Partner, PwC Deals
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North American private equity funds had 
$187B of dry powder to deploy at the start 
of 2013. While the perception is that they 
didn’t deploy as much of it as dealmakers 
had liked, they were active across the entire 
deals spectrum, from mega-deals to small 
transactions and across most sectors. Here 
in Canada, their divestitures shook up the 
forestry sector, enabled Canadian pension 
funds to take over retail and infrastructure 
plays, and teased the telecom sector with 
their potential players or partners in the 
700 MHz auction. Active throughout the 
year across a variety of sectors in Q4, their 
overall share of total deal activity reached 
its highest levels, in both value (49%) and 
volume (19%) terms, since our Capital 
Markets Flash began in 2007. The overall 
contribution of private equity to 2013 deal 
value was an impressive 33%.

Not bad. But it could have been even better.

SPOTLIGHT ON

Private equity

“The private equity players wanted to deploy 
more capital, but in 2013 there just weren’t 
that many deals around,” says Dominic 
Ricketts, PwC Deals Partner and National 
Leader for Transaction Services. “These are 
careful, analytical players who’ve learned 
lessons from the crisis and who do not fall in 
love with deals when prices get too high.“

Quarterly Canadian M&A private equity activity 
by value and volume, 2007–2013
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Some of private equity’s best ‘vintages’ from a returns 
perspective have been acquired in leaner years and the players 
wanted to deploy more capital, but in 2013 there just weren’t 
that many deals around.

Dominic Ricketts,  
Partner, PwC Deals and National Leader for Transaction Services

Prognosis for 2014: “There will continue to 
be a lot of private equity money chasing every 
good deal,” says Ricketts. Want to be a private 
equity target this year? Position yourself 
accordingly.

Sources: S&P Capital IQ, PwC Analysis
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The habitually under-the-radar Atlantic 
Canadian market gave the country one of 
its largest and highest profile deals in Q2 
2013, with Sobeys’ C$5.8B acquisition of 
Safeway’s Canadian assets. At the end of 
Q4, it produced another mega-deal, as 
Newfoundland-based Fortis Inc. announced 
its intended acquisition of Arizona-based 
UNS Energy Corp. for $4.3B, just six months 
after final close of its $1.5B acquisition of 
New York-based CH Energy Group, Inc. (a 
deal that was announced in February 2012 
and included in our stats for that year).

While neither deal is representative of the 
Eastern dealscape, they capture the potential 
and spirit inherent in Canada’s smallest, most 
diversified, and, according to its advocates, 
most unexploited regional market.

“We are a mid-market part of a mid-market 
country,” says Jeff Dawson, of PwC Deals’ 
Corporate Finance group in Halifax. A 
“typical” local deal is a modestly-sized $30M 
to $80M play; even deals that hit the upper-
bracket of the mid-market range (>$250M) 
are rare. The deal pipeline is filled by a 
variety of industries: real estate, technology, 
bioscience, food processing, tourism, and of 
course, natural resources. As Newfoundland 
continues to build its oil clout, resource-driven 
deals give the region more bigger deals.

The region’s potential is palpable. “The 
start-up ecosystem in Atlantic Canada is 
flourishing,” says Michael Anaka, PwC 
Deals Partner and Leader for the Maritimes. 
“We’re moving into a very exciting part of 
the build-grow-sell-build again cycle, with 
very entrepreneurial people who’ve achieved 
some level of success immediately moving on 
to the next deal. Deal flow, even at the lowest 

SPOTLIGHT ON

Atlantic Canada

level of the mid-market, creates liquidity and 
opportunity. Entrepreneurs who’ve sold out 
help others get started, either by financing 
their ventures or starting new ones, and 
generally creating a culture and environment 
that nurtures deal flow and opportunity.”

The sales of technology intermediates such 
as Radian6 to Salesforce.com and Q1 Labs 
to IBM in 2011, followed by GoInstant’s sale 
to Salesforce.com in 2012, for an aggregate 
value of just under $1B, are part of that 
environment. And so is the creation of 
funds such as New Brunswick-based startup 
accelerator Launch36, and Nova Scotia-
based startup house Volta Labs, as well as the 
2013-launched Build Ventures, a post-seed 
round focused VC formed via investments 
from the Governments of Nova Scotia, New 
Brunswick and Prince Edward Island, as 
well as BDC Venture Capital, Moncton-based 
Technology Venture Corp. and others.

The local entrepreneurs who succeed know 
how to leverage Atlantic Canada’s proximity 
to both the densely populated US Eastern 
Seaboard and Europe and also how to attract 
out-of-province and out-of-country capital 
into their projects and industries.

Despite the growth of the local investment 
networks, that continues to be the Atlantic 
provinces’ biggest challenge. “It’s an ongoing 
theme, the shortage of available capital,” says 
Anaka. “We’ve always been a trading and 
exporting culture used to looking outside our 
borders for capital. But there is no question 
that our private equity and angel capital 
deployment is really going to quite stressed 
in 2014. There are a lot more ideas, potential 
deals and opportunities than there will be 
available funds.”
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The determined and the well-connected—as 
always—will find a way to fund their plays. 
With help from advisors as necessary: “We 
see that as critical to the role we play for our 
clients within the region: how do we get these 
top quality projects connected with the right 
investors, with the right strategic capital, in 
the right jurisdictions?” says Dawson.

| Spotlight on Atlantic Canada

Prognosis for 2014: Miracle growth, mega-
deals on the Sobeys’ and Fortis’ scale in 2014? 
Unlikely. Still, investors should stay alive to 
opportunities in the region. As Anaka puts 
it, “We are marathon runners, not sprinters. 
We persevere. There are significant pockets of 
opportunity that we see our clients preparing to 
take advantage of right now and real transition 
in how they are positioning their companies, 
their industries and the overall potential of the 
region to investors and potential acquirers.”

IN focus: A trend to watch—They’re coming home

“Atlantic Canadians love to come home,” says Anaka. The local twist on the global 
demographic tale of aging baby boomers is full of deal potential. The more mature 
companies in the Atlantic Canadian mid-market are run by some of Canada’s oldest baby 
boomers, and succession plans are coming to the forefront of many a business’ agenda. 
“A lot of the acquirers of these companies may be younger baby boomers, who want to 
come home, to launch their next career, or to continue to fund their retirement through 
buying a thriving mid-market business,” Anaka explains.
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Onward to 2014

Where 2013 disappointed, 2014 is poised to 
deliver. The amount of money on corporate 
balance sheets and in the hands of private 
equity is still high. The availability of debt—
for the right kind of deal —is still strong. 
“There is still a lot of money looking for a 
home,” sums up Julian Brown, PwC Deals 
Partner and Corporate Finance Leader for the 
Americas. It didn’t find it in 2013, as investor 
optimism was held back by a combination of 
mixed economic data on the US recovery in 
the first half of the year, China’s continued 
slower growth and lack of direction in the 
Eurozone. Washington’s shutdown towards 
the end of the year didn’t help. 

One of the key barriers to closing deals in 
2013 was investor caution, understandable 
given contradictory economic indicators 
and concerns over the economic impact 
of political deadlock in the US. Market 
sentiment is the key. When sentiment is 
strong, almost any news is interpreted 
positively. It’s very difficult to pin-point 
exactly what moves market sentiment since, 
by definition, it is an overall assessment of 

all economic, political and, many argue, 
emotional variables. But it is easy to see the 
effects: Just a few months ago, the markets 
would panic at any hint of an unsubstantiated 
rumor that the Fed might be thinking about 
starting to taper its quantitative easing 
program at some point in the future—a clear 
sign of negative market sentiment. The recent 
reaction to the Fed’s direct confirmation of 
such news was, albeit after a brief anxiety 
attack, positive, with pundits arguing that 
recovery must be stronger than they thought 
if the Fed was talking about tapering and the 
markets rallying. As Brown puts it, “market 
sentiment is often what determines whether 
news is good or bad, not the news itself.”

And this sentiment took the S&P500 up by 
almost 30% in 2013, its biggest annual rise 
since 1997. Brown continues, “these market 
sentiment and valuation points permeate 
the whole M&A spectrum, from mega-deals 
down to Canada’s mid-market. Even on small 
private M&A deals, it’s easier for buyers 
and sellers to meet on pricing when market 
comparables are up by a third.”

We are excited about the potential for 2014. We were 
optimistic about 2013 and disappointed as a result. The key 
difference going in to 2014 are the much stronger signals from 
the US economy and the very different valuations in the public 
markets, which moved ahead strongly in 2013.

Nicolas Marcoux,  Canadian Deals Leader, PwC
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Another impact on 2014 M&A will come from 
changing views on where Canadian interest 
rates are headed compared to the US and the 
corresponding effect of this on the exchange 
rate. A year ago, analysts were expecting 
interest rates to rise faster in Canada than 
in the US. The reversal of that view in 
recent months has pushed the Canadian 
dollar to fall again versus the US standard. 
If consensus is reached that the long-term 
exchange rate should settle significantly 
below parity, that would bode well for 
Canadian exports.

The sectors that carried Canadian dealmakers 
through 2013—real estate and pension 
funds – are expected to continue to perform 
well in 2014, provided price competition for 
assets doesn’t prevent that, in which case the 
pension funds will find ways to stay ahead 
of the curve, possibly by investing in assets 
with higher growth profiles (for example, 
those located in less mature markets such as 
Asia) and those with higher risk profiles but 
that are more attractively priced. Expect the 
continuation of club deals between pension 
funds and private equity players, with 
pension funds becoming more comfortable 
with the idea of direct investing in higher-
risk, higher-return situations as long as they 
feel they can manage that higher risk.

Summing up on the outlook, Marcoux says, 
“We are excited about the potential for 
2014. We were optimistic about 2013 and 
disappointed as a result. The key difference 
going in to 2014 are the much stronger 
signals from the US economy and the very 
different valuations in the public markets, 
which moved ahead strongly in 2013. We 
don’t know what the pace of dealmaking will 
be in 2014, but the money’s there to do deals, 
and the deals are there for the chasing.” 

| Onward to 2014

 IN focus: Things to watch in 2014  
(that could trigger deal activity)

1. Rising capital markets sentiment following the run up in h2 2013:  
Rising public market valuations spill over into private deals and encourage investor 
confidence, helping bridge the valuation gap.

2. household debt: Record levels of household indebtedness will likely lead to 
problems for retailers, but the resulting margin squeeze may actually drive more 
activity as scale becomes an important defense mechanism.

3. F/X effects—A weaker Canadian dollar against the US dollar and euro:  
The key to exchange rates is where you think they are going next. Buying overseas 
gets more expensive but secures foreign currency denominated cashflows. Similarly, 
Canadian assets may look cheap and more vulnerable to foreign takeovers, but not 
if you think the currency will slide further.

4. oil patch: Hard to predict whether pipeline approvals will advance, but if they 
do, that would reduce and stabilize the price gap, attracting capital and deal flow 
to the sector.

5. Mining: It doesn’t look imminent, but a return to stronger growth in China would 
lead to rising commodity prices and provide a much-needed shot in the arm to the 
mining sector.

6. interest rates: The risk of an interest rate hike recedes almost daily as economic 
growth remains pedestrian.
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20%
The drop of the value of Potash 
Corp of Saskatchewan Inc’s stock 
since mid-May due to depressed 
fertilizer prices. 

The low prices, in turn, were the 
result of Russian potash producer 
OAO Uralkali’s break up of its 
marketing alliance with its 
Belarus rival.

30%
The fall in the price  
of gold over the year.

$42
The widest spread 
between WTI and WCS.

Recorded on November 5. 

49 

The number of remaining public 
juniors in the Western Canadian 
basin with production between 
500 to 10,000 barrels of oil 
equivalent per day, down from 
94 in 2007.

164%
the Canadian household  
debt-to-disposable income level 
in 2013; a new record.

1, 
000, 
000, 
Barrels a day that come 
out of the Bakken field 
in North Dakota.  
Five years ago, that 
number was… zero. 

$2.3
Foreign direct 
investment into the 
energy sector in 
2013, compared with 
$29.2-billion for the 
same period last year.

$14 billion

DEAL VALUE IN ENERGY SECTOR

$13.7
down from last year’s

$73.8
billion billion

billion

The staggering write-down 
at Rio Tinto PLC—much of it 
related to its $38B acquisition of 
Canada’s Alcan Inc in 2007.

disposable 
income

household 
debt
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Achieving deal success— 
from concept to close and beyond

To provide feedback on this  
publication or to sign up for similar 
publications, please email:  
capital.markets.flash@ca.pwc.com

The PwC Deals Team helps clients raise capital and complete 
acquisitions, divestitures, or strategic alliances. We add value across 
the entire deal spectrum, from concept to close and beyond, by:

• developing your deal strategy;

• managing your go-to-market strategy;

• presenting your deal to the right targets,  
partners and capital providers, across the globe;

• supporting your deal with due diligence, including fraud and/or 
anti-bribery and corruption assessments, valuation,  
integration and tax advisory services; and

• implementing changes to deliver  
deal synergies.

Our Canadian Deals team is part of the world’s largest Transaction 
Advisory practice1. Our approach helps clients to source and execute 
deals faster and on more favourable terms, while minimizing 
business disruption and risk.

We look forward to your call. 

Nicolas Marcoux

Canadian Deals Leader

nicolas.marcoux@ca.pwc.com

514 205 5302

| PwC Deals Practice
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Your leading global  
mid-market M&A advisor* 

* PwC ranked #1 “Financial Advisors by Volume Worldwide for Undisclosed Values and Values up to US$500M”. Source: Mid-Market M&A Review, Full Year 2013, Thomson Reuters.

La Coop fédérée  
through its Unimat banner 

has acquired 

a minority interest in 
Groupe BMR inc

acquiror 
advised by

Schöttli AG  
Mould Technology 

has been acquired by

Husky Injection 
Molding Systems Ltd

vendor 
advised by

Eagle West Wind 
Energy 

has been acquired by 

Borea Construction  
a joint venture of D.H. Blattner & 
Sons Inc and Pomerleau Inc

vendor 
advised by

Aphena  
Health and Beauty  
a subsidiary of Aphena Pharma 
Solutions, Inc, a portfolio 
company of Enhanced Equity 
Partners

has been acquired by

ILEOS SA

vendor 
advised by

Nalcor Energy 

has closed the 
$5,000,000,000 bond 
financing for the 
construction of the

Lower Churchill 
Project

financial advisor  
to Nalcor Energy

Some of our recent deals in Canada

Top 20 Worldwide Mid-Market M&A Advisors 
deal values up $500M, January 1–December 31, 2013

Financial Advisor 2013  
Rank

2012  
Rank

# of  
Deals

Δ # of  
Deals

Value  
US$M

PwC 1 2 400  é 28 10,830

KPMG 2 1 341  ê 35 10,475

E&Y 3 9 253  é 53 10,000

Goldman Sachs & Co 4 3 228  ê   5 34,357

BDO 5 13 214  é 47 1,696

Rothschild 6 5 212  ê 12 14,183

Lazard 7 6 198  ê 15 17,668

Morgan Stanley 8 4 182  ê 48 21,670

IMAP 8 7 182  ê 29 1,458

Deloitte 10 8 171  ê 38 6,151

Credit Suisse 11 17 162  é 21 20,776

JP Morgan 12 15 160  é 14 23,574

Mizuho Financial Group 13 20 150  é 25 6,241

M&A International 14 12 136  é 34 2,064

Grant Thornton 15 24 135  é 27 2,161

UBS 16 22 133  é 18 14,355

Citi 16 18 133  ê   7 15,998

Houlihan Lokey 18 11 132  ê 39 5,917

Barclays 19 14 123  ê 33 15,760

Lincoln International 20 25 122  é 17 2,282

Source: Mid-Market M&A Review | Financial Advisors, Full Year 2013, page 2, Thomson Reuters



Capital Markets Flash 27 Q4 2013 | Overview 2013

Contact us
Your PwC Deals Leadership Team

Editorial team
CMF Q4 2013

Nicolas Marcoux* 
Canadian Deals Leader 

nicolas.marcoux@ca.pwc.com 
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Lori-Ann Beausoleil 
Forensic Services 
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lori-ann.beausoleil@ca.pwc.com 
+1 416 687 8617

Julian Brown 
Corporate Finance—The Americas 
PricewaterhouseCoopers Corporate Finance Inc

julian.s.brown@ca.pwc.com 
+1 416 687 8592

Steven Henderson 
Forensic Services

steven.p.henderson@ca.pwc.com 
+1 416 941 8328

Jim McGuigan* 
British Columbia 

jim.j.mcguigan@ca.pwc.com 
+1 604 806 7594 

Johanne Mullen 
Infrastructure and Project Finance 

johanne.mullen@ca.pwc.com 
+1 514 205 5080

David Planques 
Corporate Advisory and Restructuring

david.planques@ca.pwc.com 
+1 416 815 5275

Helen Mallovy Hicks 
GTA | Valuations, Modelling and Disputes

helen.m.mallovy.hicks@ca.pwc.com 
+1 416 814 5739

Miriam Pozza 
Quebec

miriam.pozza@ca.pwc.com 
+1 514 205 5286

Dominic Ricketts 
Transaction Services 

dominic.ricketts@ca.pwc.com 
+1 416 687 8408

Clinton Roberts 
Alberta 
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+1 403 509 7307

Julian Brown 

Eric Lemay 

Dianna Paw

|  Canadian contacts

Corporate finance services in the US are provided through PricewaterhouseCoopers Corporate Finance LLC (“PwC CF”). PwC CF is owned by 

PricewaterhouseCoopers LLP, a member firm of the PricewaterhouseCoopers Network, and is a member of FINRA and SIPC. PwC CF is not 

engaged in the practice of public accountancy. US persons, please contact the FINRA registered representatives noted with an *.



All dollar amounts are expressed in US dollars, unless otherwise noted.

All transaction values expressed in this document are generally based on S&P Capital IQ’s Total Transaction Value (in US$mm, historical rate), 

defined as follows:

•	 Total Transaction Value: Equal to Total Consideration to Shareholders + Total Other Consideration + Total Deferred/Earnout/Contingent 

Payments + Total Rights/Warrants/Options + Cash and Short Term Investments + Net Assumed Liabilities + Adjustment Size.

In addition to the footnotes, sources may include: The Associated Press, Barrons, Bloomberg, BMO Capital Markets, Business Standard,Canada 

Stockwatch, S&P Capital IQ, CIBC, CIBC World Markets, Conference Board of Canada, The Economist, Eurasia Group, The Financial Post, 

The Financial Times, FT Alphaville, The Globe and Mail, Goldman Sachs, International Monetary Fund, International Trade Suite, Marketwatch, 

McKinsey Quarterly, Moodys, mergermarket, National Bank, National Post, New York Times, PR Newswire, RBC Capital Markets, Reuters Loan 

Connector, S&P LCD, Scotiabank, Seeking Alpha, Standard & Poors, Stikeman Elliot, TD Newcrest, TD Securities, TMX Group, The TMX MiG 

Report, Toronto Dominion Bank, Torys LLP, United Nations, VC Circle, Wall Street Journal, The Washington Post, William Blair & Company LLC, 

Zero Hedge, Saskatchewan Trade and Export Partnership, Globalventures Magazine, and GlobeAdvisor.com.

PricewaterhouseCoopers LLP, PricewaterhouseCoopers Corporate Finance Inc. and other member firms of the PwC Network (“PwC”) do not 

make or imply any representations or warranties with respect to the accuracy, or completeness of the information contained in this document. This 

document is intended for informational purposes only. The views and opinions expressed in this document are solely those of the authors and do 

not necessarily represent the views of PwC or its employees.

© 2014 PricewaterhouseCoopers LLP, an Ontario limited liability partnership. All rights reserved.

PwC refers to the Canadian member firm, and may sometimes refer to the PwC network. Each member firm is a separate legal 
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