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The first quarter of 2013 saw China’s 
growth slow, commodity prices tumble, 
and the Eurozone continue to struggle. 
Add to that the, at best, shaky recovery of 
the US economy, and it’s not surprising 
that the Canadian capital markets lost 
some of the buoyancy they exhibited 
throughout 2012. Deal volume declined 
20% over Q4 2012, while deal value 
dropped 60% from $60 billion to $24 
billion, resulting in the quietest quarter in 
Canadian M&A since 2010.

Much of this decline is the result of 
a pronounced slowdown in deals in 
Canada’s traditionally lively natural 
resources sector. The metals and mining 
space has been affected by depressed 
metal prices, cost inflation and a financing 
crunch, while the oil and gas sector is at 
a virtual standstill as industry reacts to 
oil price differentials and infrastructure 
challenges, and the global markets digest 

Canada’s position on inbound investment 
and the competitiveness of its oil basin 
vis-à-vis new US reserves.

But, there is good news. Liquidity has 
come back in strength in the debt markets, 
fuelling M&A activity in the middle 
market across several industry sectors. 
Real estate investment trusts (REITs) have 
taken centre stage as Canada’s most active 
and consistent deal makers. Canadian 
pension funds were also very active 
acquirers in Q1, pursuing investments in 
infrastructure and utility assets around 
the world. The energy and industrials 
sectors secured second and third spots 
on the top five targeted industries by 
value, on the strength of three of the four 
transactions valued at over $1 billion.

90 days, 570 deals, $24 billion

Number of Deals by Value – Q1 2013

Greater than $1 billion 4 

$500 - $999.9 million 6 

$100 - $499.9 million 29

Greater than $100 million 39

Less than $100 million 243

Undisclosed 288

Sources: S&P Capital IQ, PwC Analysis

Top 5 Target Industries by Value - Q1 2013

Industry % of Value

Real Estate 36.6

Energy 19.4

Industrials 14.2

Metals and Mining 8.9

Materials 3.0

Others 17.9

Sources: S&P Capital IQ, PwC Analysis

Top 5 Target Industries by Volume - Q1 2013

Industry % of Volume

Metals and Mining 22.8

Real Estate 16.0

Energy 11.9

Industrials 11.8

Software and Services 10.2

Others 27.4

Sources: S&P Capital IQ, PwC Analysis

Quarterly Canadian M&A Volume & Value (consecutive quarters)
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Real estate on fire

The Canadian real estate sector is 
responsible for the quarter’s largest M&A 
deal. It is also the most active sector 
by deal value (36.6%) and one of the 
strongest contenders by deal volume (16%) 
in Q1. Within the real estate sector, REITs 
accounted for 54% of the transactions 
by value and 91% by volume. REITs have 
also been the sector’s most active serial 
acquirers with the four most active REITs 
completing 17 deals in the quarter. 

This trend has been several years in the 
making. Canadian real estate has been 
one of the safest havens for investors 
for the last five-plus years. When the 
financial markets collapsed in 2008, 
Canadian real estate did not, and the 
resulting confidence has paid off for the 
sector in spades, with investors flocking 
to it for its unique combination of yield 
and stability.

“If you’re a quality REIT with a good track 
record today, you have easy access to 
capital,” says Don Fitzpatrick, President 
of PwC’s Deals Real Estate practice. “If 
the stronger REITs want to go to market to 
raise a few hundred million dollars, they 
can do so very quickly in today’s market.”

Flagship deals: The C$4.6 billion 
Canadian deal for the assets of Primaris 
REIT by H&R REIT and KingSett 
Capital Consortium is Q1’s largest deal, 
underscoring the desirability and scarcity 
of quality real estate assets in Canada. 
But Canadian investors’ appetite for 
high quality real estate extends beyond 
Canada’s borders, as witnessed by 
Dundee REIT International’s purchase 
of C$568 million worth of German office 
properties from SEB Asset Management 
AG. Multiple transactions by Pure 
Industrial Real Estate Trust, RioCan REIT, 
InternetRent REIT, and Allied Properties 
REIT underscore the REITs’ currently 
voracious appetite for assets.

Prognosis: The sector is poised for a 
sustained run of activity, with the main 
challenge for investors being that of 
identifying suitable high-quality assets 
to buy. But as long as investors’ appetite 
continues unabated, we believe the 
resourceful REITs will find solutions. 
Look for continued domestic asset 
acquisitions, asset swaps, and some 
consolidations, as well as interest in 
foreign real estate by Canadian REITs.

Most Active REIT Buyers/Investors by 
Number of Transactions – Q1 2013 

Company Name Number of 
Transactions

Pure Industrial Real Estate 
Trust 5

RioCan Real Estate 
Investment Trust 5

InterRent Real Estate 
Investment Trust 4

Allied Properties REIT 3

Sources: S&P Capital IQ, PwC Analysis
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Canadian pension funds 
shop the world
Canada’s pension funds have made some 
big promises to their stakeholders and 
they are pursuing investments worldwide 
to ensure they can deliver on them. 
Overseas acquisitions by pension funds in 
international infrastructure account for 
three of the largest deals of Q1, as these 
funds continue to diversify their holdings 
away from their historical over-weighting 
in Canada.

“Canadian pension funds continue 
to be more active and innovative in 
managing their funds than most of their 
counterparts around the world. This has 
been demonstrated by their investments 
across a wide range of asset classes, sectors 
and geographies,” says Richard Pay, 
Transaction Services Partner, PwC.

And they will be making more of these, 
and more of them outside Canada. Of 
the Canadian Pension Plan Investment 
Board’s (CPPIB) C$170 billion assets under 
management, some 40% were Canadian at 
the end of 2012, but CPPIB’s plan has long 
been to increase global diversification of 
their portfolio, investing around the world 
in stable assets with a long-term horizon. 

“Canadian pension funds are devoting 
significant time to deepening their 
understanding of, and relationships 
in, emerging markets. As a result, look 
for them to notably increase their asset 
allocations to emerging markets in the  
near term,” says Pay.

Flagship deals: Canada’s Borealis 
Infrastructure teamed with German 
insurer Allianz SE to purchase the Czech 
natural gas transit system operator 
Net4Gas from German utility RWE AG, 
for $2 billion—a perfect illustration of 
the pension funds’ interest in quality 
infrastructure assets around the world. 
The Ontario Teachers’ Pension Plan’s 
(OTPP) $1.8 billion acquisition of SeaCube 
Container Leasing, a service company 
with global operations, is another example 
of Canadian pension funds’ appetite for 
businesses with steady cash flow and 
long-term growth potential. Another 
notable overseas infrastructure play is 
the $500 million purchase of Invenergy 
Wind LLC by Caisse de dépôt et placement 
du Québec. Smaller, but part of the same 
trend, is the $148 million investment by 
the Public Sector Pension Investment 
Board in the Gasometer 2 office tower in 
Brisbane, Australia.

Prognosis: Look for pension fund deal 
activity to continue, with investments in 
private equity, infrastructure, utilities, 
and real estate assets in stable global 
markets.

“ They’ve clearly done 
a good job… it’s been 
explosive growth.” 
 
Paul Taylor, chief investment officer 
for fundamental Canadian equities at 
BMO Asset Management
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The Canadian telecommunications 
industry has been responding to disruptive 
technologies for well over a decade, and 
the sector’s major players, as well as new 
entrants, continued to jockey for position 
in the new media order in Q1, engaging 
in take-overs, asset swaps, and continued 
wrangling before the regulators.

“We’re seeing a big push, at least by some 
of the telecom/cable players, to integrate 
media assets into their companies in an 
effort to provide a more fulsome experience 
for their customers,” says Ken Goodwin, 
partner and member of PwC’s Deals 
Media and Telecommunications team. 
“Canada’s established telecom players are 
still responding to the demands of today’s 
smart phone user.”

Hand-in-hand with the fight for content 
comes the fight for spectrum, parcelled 
out by Industry Canada via periodic 
auctions. The 700 MHz spectrum auction 
is slated to begin November 2013, and 
the AWS spectrum holdings auctioned off 
in 2008 come up in 2014. “With the push 
to bring on content, spectrum becomes 
critical,” says Goodwin. “Content gobbles 
up bandwidth, and you need lots and lots 
of room to push that data traffic through. 
Spectrum gives you that.” Who’s going 
to get it—and what the impact of those 
allocations will be on the end-consumer, 
as well as producers of Canadian 
content—may well be the biggest dilemma 
facing the sector and its regulator. And it 
will drive deals, as it did the complex play 
between Rogers Communications and 
Shaw Communications and the Bell-Astral 
deal before it.

Flagship deals: The Bell-Astral deal, 
announced in March 2012, killed in 
December 2012, and immediately 
resurrected and reinvented, continues to 
cast a shadow over the telecom space in 
2013. Despite the recent approval from 
the Competition Bureau being subject 
to certain divestitures, the deal is still 
strongly opposed by some competitors, 
notably Cogeco Cable. The multi-layered 
deal between Rogers Communications 
and Shaw Communications that 
involves Rogers taking Shaw’s wireless 
spectrum (C$50 million) and Mountain 
Cablevision (C$400 million), while Shaw 
further expands its Western base, is Q1’s 
most complex and largest play. Corus 
Entertainment is also an active player in 
the sector’s content asset shuffle, picking 
up Astral’s TELETOON assets from Bell, 
as well as two Ottawa radio stations, plus 
Shaw Media’s interest in Historia, Séries+, 
and ABC Spark, while selling its interest in 
Food Network Canada to Shaw Media.

One to watch: WIND Mobile has 
been put on the auction block by its 
Amsterdam parent VimpelCom. Fairfax 
Financial Holdings has been flagged as an 
interested buyer, and Waterloo’s mobile 
communications company Fongo Inc. 
has made a controversial $1 + stock bid 
for the company. Some US players have 
been reported as expressing interest, but 
none has made a public offer. Meanwhile, 
a subsidiary of Russian billionaire 
Mikhail Fridman’s Altimo is bidding 
for VimpelCom’s Egypt-based Orascom 
Telecom Holding SAE—the direct parent 
of WIND Mobile. The deal may or may not 
go through, and may or may not include 
WIND. Stay tuned.

Prognosis: Don’t expect a flurry of 
mega-deals as the sector is running out 
of big potential targets. Do expect plays 
that feature asset swaps, jockeying for 
spectrum holdings, continued attempts at 
differentiation and various interpretations 
of convergence by the largest players, 
while smaller players look for real game 
changers.

The media game continues

“ This series of transactions 
fits squarely in our 
strategic game plan.” 
 
Nadir Mohamed, CEO,  
Rogers Communications Inc.

“ We think the likelihood 
of a Rogers-Shaw merger 
has increased as the 
Shaw family and Shaw 
have made a number of 
moves that support a sale/
merger down the road.” 
 
Jeff Fan, telecom and cable analyst, 
Scotiabank
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Natural resources on ice

Slowdown in mining: juniors need 
alternative financing

After giving the Canadian capital markets 
some of their hottest quarters ever, the 
metals and mining sector is reacting to 
falling commodity prices and increasing 
investor caution by taking a bit of a 
breather, accounting for only 8.9% of deal 
value in Q1 2013, down 11.5% over last 
quarter (though volume remains relatively 
unchanged at 22.8% versus 23.2%). 
Experienced investors are all too aware 
that metals and mining are a cyclical 
game, and are taking the slowdown in 
their stride. Major players in the sector 
will wait it out—or, like Russia’s ARMZ in 
its bid for the remaining stake in Canada’s 
Uranium One, take advantage of the lull to 
make opportunistic acquisitions.

The pain, as always, is at the junior end of 
the industry spectrum.

“The public markets are effectively closed 
to junior financings,” says Julian Brown, 
PwC’s Head of Corporate Finance. To 
make it through the drought, cash-starved 
junior miners need to look to alternative 
sources of finance. Brown suggests they 
turn their attention to potential investors 
and partners from Asia and India. 
“Chinese, Indian and South Korean players 
are all potential sources of alternative 
finance for junior miners,” he says. “Chinese 
investors are interested in Canadian-listed 
companies with assets both here and in 
other parts of the world, particularly South 
America. China began its acquisition of 
overseas natural resources in Australia, 
then moved into Africa when Australian 
assets began to look too expensive. However, 
the political and legal instability in several 
African mining jurisdictions have led them 
to now look for markets more competitively 
priced than Australia, but with less political 
risk. Canadian-owned assets both here and 
in South America are pretty much at the top 
of their list.”

“And that’s a longer term play,” says Brown. 
“Even when local public markets come back, 
the Asian investors will not go away.”

Flagship deals: Russia’s ARMZ Uranium 
Holding Co.’s purchase of the 48.6% 
it didn’t already own in the TSX-listed 
Uranium One for C$1.3 billion is the 
largest, and arguably, the only really 
significant deal in the mining space in Q1 
2013. The deal saw Russian state-owned 
miner ARMZ take full control of Uranium 
One’s six uranium mines in Kazakhstan, 
as well as its US and Australian mines. 
The timing of the deal also suggests 
ARMZ is betting on a rebound in uranium 
prices, which went into a tailspin after the 
earthquake and tsunami in Japan caused 
the Fukoshima Daichi disaster in 2011.
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Hecla Mining Co.’s C$796 million white 
knight bid for Aurizon Mines is a nice-
sized and hotly contested deal in the 
Canadian mining space. The fun started 
when Toronto-based Alamos launched a 
hostile bid for Vancouver-based Aurizon 
in January 2013. Idaho-based Hecla was 
pulled in as a white knight, and looks 
poised to ride away with Aurizon’s mainly 
Quebec-based assets. The deal gave the 
British Columbia Securities Commission 
another opportunity to pronounce on 
shareholders’ rights plans—it struck 
down Aurizon’s, but maintained the 
bid’s sizeable break fee, which was 
instrumental in Alamos walking away 
from the transaction.

Prognosis: It’s a cyclical thing. Public 
market financing for metals and mining 
will come back—eventually. But the 
current dearth of local financing presents 
the industrializing economies with a great 
opportunity to make early running in the 
longer-term game of securing access to 
natural resources. And when local equity 
markets return, they will likely find they 
have permanent new competition from 
Asian and Indian investors.

Oil patch deals

While international oil prices remain at 
respectable levels, the Canadian energy 
sector is experiencing a slowdown 
in deals. Energy deals—including 
infrastructure investments and renewable 
energy asset acquisitions—accounted for 
19.4% of deal value and 11.9% of deal 
volume this quarter, dropping 9.1% and 
3.2%, respectively, compared to Q4 2012.

“We are seeing a slowdown in deal activity 
this quarter,” says Clinton Roberts, leader 
of PwC’s Alberta Deals practice. “We have 
a value spread between purchasers and 
sellers. Purchasers are looking at today’s 
economics, while sellers point to the long-
term picture.” 

“Past and current investments in the oil 
sands continue to ramp up production, but 
the slowdown in deals could be an effect 
of a wait-and-see attitude from investors 
regarding the decision on Keystone XL 
and other infrastructure proposals.” says 
Roberts. “Another factor is that shale 
oil plays in the US are providing more 
competition for Canadian production.” 

Prognosis: Barring change in current 
market fundamentals, the deal pipeline in 
the oil & gas sector will likely remain slow 
in the near-term.

Snapshot of the top five targeted provinces across the country 
The ranking of deals by province remains little changed from Q4 2012 on a volume basis but the 
absence of large deals elsewhere has increased the predominance of Ontario on a value basis.

Top 5 Targeted Provinces by Volume  Top 5 Targeted Provinces by Value  

Q1 2013
Q4 2012
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Sources: S&P Capital IQ, PwC AnalysisSources: S&P Capital IQ, PwC Analysis

“ The timing of the ARMZ 
offer is interesting 
as we believe the 
uranium market will 
perform very well 
after the expiry of the 
HEU (highly-enriched 
uranium) accord at the 
end of 2013.”  
 
Adam Schatzker, analyst with RBC 
Dominion Securities
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The absence of large energy deals, the decrease in mining 
plays, and the small pool of major targets in the active real 
estate and telecommunications sectors has lead to fewer 
mega-deals, with the majority of Q1’s activity taking place in 
the mid-market. Average deal size was a modest $85 million, 
with only four deals greater than $1 billion, compared to  
$148 million and 13 deals, respectively, in the previous 
quarter. Of the 570 tallied deals, only 39 had values above 
$100 million, versus 82 in Q4 2012.

“The money is there to do big deals,” says PwC’s Brown. “So 
the fact there were only four deals over the $1-billion mark does 
not reflect lack of liquidity, rather a series of other factors are at 
play.” These include the slowdown in Alberta—a key source 
of larger deals last year. “And don’t forget that the Canadian 
market is not so deep as to produce a steady regular flow of 
mega-deals—it’s always a little lumpy.” 

Prognosis: Abundant liquidity will help sustain reasonable 
levels of M&A activity in the Canadian mid-market. Expect 
2013 to be at least as active as 2012 in this segment.

The good news: For the right assets, debt financing terms are 
back to pre-crisis levels.

The bad news (for M&A): It’s only for the right assets, 
meaning strong cash-generative issuers that present little 
down-side risk.

“Some more conservative bankers complain that people in their 
sector seem to have forgotten the crisis already, pointing to the 
return of cov-lite deals and high leverage multiples. While these 
deals have indeed come back quicker than anticipated, debt has 
become way more discerning and such deals are only available to 
the highest quality issuers,” says PwC’s Brown.

Prognosis: There is sufficient liquidity in the market for the 
right players to do a deal of any size. The impediment to deals 
in most sectors will not be availability of finance, but the 
availability of suitable targets.

 

Lively mid-market Debt searching 
for the right 
borrowers 
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Inbound M&A down

The number of inbound M&A deals has 
dropped below the last minimum in Q2 
2009. There are several factors that may 
be contributing to this phenomenon. 
The global economy, while recovering, 
is still “fragile and timid,” to borrow the 
phrase Christine Lagarde, Managing 
Director of International Monetary Fund, 
used at the 2013 World Economic Forum 
meeting in Davos. The slowdown in the 
natural resources sector, the sector most 
aggressively pursued by foreign acquirers 
in past quarters, is another factor. While 
bankers show concern that government 
comments around Canada’s “net-benefit 
test” may have prompted all potential 
acquirors, not just SOEs, to reconsider 
how welcome their investment dollars 
are in Canada, the real issue is global 
economic slowdown and uncertainty.

Outbound M&A— 
uptick in growth markets

It appears that the market has taken 
note of our remarks last quarter around 
Canadian companies not being sufficiently 
aggressive in pursuing opportunities in 
emerging markets. While the volume of 
deals recovered only slightly, the five-fold 
increase in average deal size led to the 
quarter boasting the highest aggregate 
deal value since Q2 2012.

“Although at first glance, this upward 
trajectory in deal value seems promising, it 
is actually skewed by a Sun Life Financial 
and Khazanah Nasional Berhad’s C$586 
million acquisition of two Malaysian 
subsidiaries of Aviva, which alone 
represented 84% of the total outbound 
value in the quarter,” says PwC’s Brown. 

Prognosis: Expect the pension funds to 
continue to dominate outbound M&A 
in value terms and hopefully we will 
also see the Canadian CEOs’ bullishness 
translating into transactions later in 
the year. Inbound M&A is unlikely to 
rebound significantly until global, and 
in particular, US economic recovery 
strengthens and/or the resources sector 
livens up again.

Troubling trend in inbound,  
some improvements in outbound M&A

“ The Minister of 
Industry will find the 
acquisition of control of 
a Canadian oil-sands 
business by a foreign 
state-owned enterprise 
to be of net benefit, 
only in an exceptional 
circumstance.”  
 
Stephen Harper, Prime Minister

Canadian Acquisitions in Growth Markets (volume and value)
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We expect continued activity from the REITs and the pension funds 
throughout the year. The telecoms and media sector, while unlikely to 
show any mega-deals, will see deals as a result of change, adaptation and 
convergence of ownership of content, spectrum and operators. Unless market 
fundamentals change drastically, we expect that the natural resources 
sector, particularly the oil and gas space in Western Canada, will continue to 
experience a slowdown—although on the upside, this scenario may present 
opportunities for certain players. Concerns over global economic volatility 
and slower growth in the BRIC countries, as well as continuing weakness in 
Europe, and a slow, fragile recovery in the US will continue to depress inbound 
M&A. Canadian CEOs’ forward-looking appetite for growth via acquisition, 
coupled with our expectation that liquidity in the market will remain strong 
throughout the year, may offset this trend somewhat. If you have the right 
kind of deal, the money’s out there to finance it. And we expect this liquidity 
will also help the mid-market to continue to produce a healthy level of M&A 
activity, albeit not a boom.

Looking forward
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Canadian CEOs are confident about 
the future growth prospects of their 
enterprises, PwC’s 16th Annual Global 
CEO survey shows. Despite their concern 
about continued global economic 
volatility, worries about over-regulation, 
and a domestic talent squeeze, the 
majority of surveyed CEOs believe they 
can grow their companies’ revenues. 
Their optimism stems in large part 
from a leadership mindset that sees and 
embraces “change as the new norm,” says 
Nicolas Marcoux, PwC’s Canadian Deals 
Leader. This collective confident attitude 
may well have implications for 2013 
Canadian M&A trends.

How confident are they?

When it comes to confidence in their 
companies’ prospects for revenue 
growth in 2013, an impressive 84% of 
Canadian CEOs believe their companies 
will grow their revenues during 2013. 
Stretch the time horizon to three years, 
and that number jumps to 96%. While 
business leaders are generally upbeat 
across all geographic regions, Canadian 
CEOs are generally more confident than 
their counterparts in the US, EU and 
Australia—and, on some metrics, even 
more confident than CEOs from the 
aggressively growing BRIC countries.

Where will this growth come from?

Canadian CEOs expect to grow their 
companies via a mix of acquisitions and 
organic growth, with 28% highlighting 
new acquisitions/joint ventures/strategic 
alliances as a key growth strategy, and 
35% flagging organic growth in existing 
domestic market. Compared to their 
global counterparts, they are much more 
likely to be pondering new acquisitions/
joint ventures/strategic alliances as one 
of their key growth strategies for the next 
12 months.

PwC’s Global CEO Survey: 
Implications for Canadian M&A 
PwC’s 16th Annual Global CEO Survey, launched at the Annual Meeting of the World Economic 
Forum in Davos, Switzerland, aims to inform and stimulate the debate on how businesses are 
facing today’s challenges. The survey interviewed over 1,300 of the world’s chief executives in 
60 countries, including 120 in Canada.

Q:  Which one of these potential opportunities for business growth do you see as 
the main opportunity to grow your business in the next 12 months?

Opportunities Canada          
(120)

US            
(167)

BRIC            
(259)

EU 
(575)

Australia                
(44)

Global                    
(1,330)

Organic growth in existing domestic market 35% 41% 37% 25% 39% 32%

New product or service development 15% 17% 30% 24% 11% 25%

New M&A/joint ventures/strategic alliances 28% 22% 17% 18% 20% 17%

Organic growth in existing foreign market 14% 16% 8% 22% 20% 17%

New operation(s) in foreign markets 8% 4% 7% 10% 9% 8%

Don’t know/Refused 1% 0% 1% 1% 0% 1%
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Q:  Which, if any, of the following restructuring activities have you 
initiated in the past 12 months?

Q:  Which, if any, of the following restructuring activities do you plan to 
initiate in the coming 12 months? 

Areas Canada          
(120)

US            
(167)

BRIC            
(259)

EU 
(575)

Australia                
(44)

Global                    
(1,330)

Implement a cost-reduction initiative 80% 81% 62% 89% 89% 77%

Enter into a new strategic alliance or joint venture 65% 42% 25% 35% 57% 36%

Outsource a business process or function 50% 37% 27% 34% 30% 31%

Complete a domestic M&A 37% 30% 24% 25% 20% 24%

Complete a cross-border M&A 17% `23 % 16 20% 16% 19%

Divest majority interest in a business or exit a 
significant market

23% 25% 16% 19% 9% 19%

“Insource” a previously outsourced business 
process or function

30% 25% 13% 21% 43% 19%

End an existing strategic alliance or joint venture 23% 20% 11% 17 14% 16%

Restructuring activities Canada          
(120)

US            
(167)

BRIC            
(259)

EU 
(575)

Australia                
(44)

Global                    
(1,330)

Implement a cost-reduction initiative 77% 71% 57% 82% 80% 70%

Enter into a new strategic alliance or joint venture 70% 57% 35% 48% 77% 47%

Outsource a business process or function 42% 29% 29% 36% 39% 31%

Complete a domestic M&A 43% 42% 26% 25% 34% 28%

Complete a cross-border M&A 28% 28% 22% 26% 27% 26%

Divest majority interest in a business or exit a 
significant market

26% 22% 10% 17% 25% 15%

“Insource” a previously outsourced business 
process or function

22% 17% 13% 16% 20% 16%

End an existing strategic alliance or joint venture 14% 8% 8% 13% 11% 11%

Focus on M&A

Although growing the customer base 
and improving operational effectiveness 
are key investment priorities for the 
global sample, Canadian CEOs, as well as 
their Australian counterparts, are much 
more likely to look to acquisitions, joint 
ventures and strategic alliances as a top 
investment priority than their global 
counterparts.

Over the past 12 months, 65% of 
Canadian CEOs reported entering into a 
new strategic alliance or joint venture, 
37% completed a domestic acquisition and 
17% completed a cross-border acquisition. 
They expect to be more active on all those 
fronts in the next 12 months, with 70% 
contemplating a new strategic alliance or 
joint venture, 43% expecting to complete 
a domestic acquisition and 28% planning 
to complete a cross-border acquisition.
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“Canadian companies have a long history 
of growth via acquisition. In recent 
quarters Canadian M&A as a percent of 
global M&A has outweighed our economy’s 
weighing as a percent of global GDP,” says 
Julian Brown, PwC’s Head of Corporate 
Finance. “The survey results show that over 
the past 12 months, Canadian companies 
and investors were more likely than most 
of their global counterparts to pursue 
strategic alliances or joint ventures, and 
very active on the domestic M&A front.  
Their confi dence in the strength of the 
domestic economy gives them a fi rmer base 
from which to both consolidate their local 
market and also take advantage of short-
term issues in other markets to advance 
their strategic goals. As a result, Canadian 
CEOs are anticipating greater M&A 
activity both locally and overseas in 2013.”

Going global 

The US continues to be the key foreign 
market for expansion, with 63% of 
Canadian CEOs expecting growth there. 
Interestingly, China comes in second on 
the CEO’s agenda, albeit signifi cantly 
behind the US, at just 19%.

For CEOs globally, China and America 
remain the two key expansion markets, 
with 31% of global CEOs eyeing China 
and 23% targeting the US. China is the 
most important expansion market for US 
CEOs (41%), and even more critical for the 
Australians (64%). European interest is 
more diffused throughout the globe, and 
BRIC CEOs, while not ignoring China and 
each other, are collectively most focused 
on the US market (30%). The implications 
for Canadian companies pondering 
foreign expansion are considerable.

“For Canadian companies, these global 
trends suggest both more competition in 
the US market from China, India and other 
emerging economies, as well as intense 
competition from the Americans and the 
Australians in the Chinese and broader 
Asian markets” says Brown. 

Despite the strong focus on the US and 
China, Canadian CEOs with global 
operations expect growth in almost all 
geographic regions, with only Europe 
being conspicuous by its absence. 

It says a good deal about the general 
weakness of global capital markets when 
Canadian CEOs are among the most 
optimistic in the survey with “only” 53% 
worried about their stability—this still 
puts them well ahead of the 61% global 
average and 77% ahead of their Australian 
counterparts.

Q:  Which countries, excluding the country in which you are based, 
do you consider most important for your overall growth prospects 
over the next 12 months? 

Canada          
(120)

US            
(167)

BRIC            
(259)

EU
(575)

Australia                
(44)

Global                    
(1,330)

China 19% 41% 17% 24% 64% 31%

USA 63% – 30% 22% 52% 23%

The full results of the  PwC 16th Annual 
Global CEO Survey are available at: 
www.pwc.com/gx/ceo-survey

Key fi ndings from the Canadian data are 
explored in further detail at:
www.pwc.com/ca/ceo-survey

A member of the PwC Deals leadership 
team would be pleased to discuss unique 
deal-making opportunities for your 
company in Canada, the US, China and 
beyond—we welcome your call.

www.pwc.com/ceosurvey

Dealing with 
disruption
Adapting to survive 
and thrive

16th Annual Global CEO Survey
The disruptive decade p3/ What worries CEOs most? p5/ A three-pronged 
approach p10/ It’s a question of trust p22

1,330
CEOs in 68 countries

36%
of CEOs are very confident 
about their growth prospects
See page 3

82% 
of CEOs plan to change 
customer strategies in 2013
See page 15
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1 Source: Kennedy; “Business Advisory Services Marketplace 2012”; © BNA Subsidiaries, LLC. Reproduced under license.

Deals

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.fl ash@ca.pwc.com

Nicolas Marcoux

Canadian Deals Leader

nicolas.marcoux@ca.pwc.com

514 205 5302

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. 

Celebris Memorial 
Services

has been acquired by

Groupe Athos
 

financial advisor to 
the seller

Groupe TéléIntTele-Int-Tel

has been acquired by

Birch Hill Equity
Partners
 
financial advisor to
the seller

PendoPharm Inc
a subsidiary of Pharmascience Inc

 
financial advisor to
the seller

has been acquired by

Helix BioPharma Corp's
Rivex Pharma Inc

Mitsubishi
Pulp & Paper Division

advisory report

 

financial advisor

Mitsubishi
Pulp & Paper Division
Mitsubishi
Pulp & Paper Division
Mitsubishi
Pulp & Paper DivisionPulp & Paper DivisionPulp & Paper Division

Teal Jones Group

financing

 

financial advisor

VPL Enterprises

financing

 

financial advisor

Some of our recent deals
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