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How we see the Midmarket M&A in the U.S. in 2026: Resilience, Shifts, and Selective Opportunities
In 2025, the merger and acquisition landscape in the United States has reflected both enduring strength and structural evolution — particularly within the midmarket segment of privately-owned companies. 
Defined broadly as companies with enterprise values roughly between $10 million and $1 billion (with some variation depending on source and industry), this segment sits at the nexus of entrepreneurial legacy businesses and institutional dealmaking. Recent trends underscore a market adapting to economic volatility, interest-rate shifts, demographic forces, and strategic buyers’ evolving priorities.
Midmarket deal activity: A tale of two markets
Overall M&A activity in the U.S. surged in 2025, with total global deal value reaching approximately $4.4 trillion, and U.S. deals totalling roughly $2.2 trillion — a significant year-over-year increase in value, though deal volume was down slightly. 
However, data and industry reviews suggest that midmarket dealmaking has been more uneven than headline totals might imply. Some reports show weaker midmarket transaction counts and volume — particularly in the upper end of the midmarket — as buyers and sellers contend with policy uncertainty and valuation gaps. 
At the same time, other analyses portray resilience or even upticks in middle-market deal volumes compared with previous years, driven by strategic acquisitions of cash-flow-oriented businesses and “bolt-on” transactions to strengthen existing platforms. 
Drivers of sell-side activity: Demographics and succession
A powerful structural influence on U.S. midmarket M&A is the aging ownership base of privately held companies. There are hundreds of thousands of such firms whose owners are entering retirement age, prompting considerations about legacy, transition, and monetization. 
For many of these owners, selling is not just an economic decision but a deeply personal one — framed around succession planning, employee welfare, and legacy preservation. This emotional complexity often leads sellers to prioritize buyers who share their vision, whether strategic acquirers or private equity partners capable of maintaining the business’s identity post-transaction.


What buyers want: Cash flows, specialization, and strategic fits
Buyers in the midmarket remain selective. Those companies with stable cash flows, recurring revenue, or positions in sectors with solid growth prospects — such as certain services and niche industrials — continue to attract strong interest. 
Strategic buyers and private equity firms are also actively pursuing “add-on” acquisitions — smaller firms that can be integrated into larger platforms to generate scale efficiencies and expand geographic reach. This roll-up strategy has been especially prominent in industries such as healthcare services, financial services advisors, and specialized business services. 
The role of private equity and financing dynamics
Private equity remains a key buyer class in midmarket M&A, buoyed by substantial amounts of unallocated capital (“dry powder”). PE firms have shifted focus toward mid-sized acquisitions where valuations are more reasonable, and growth potential is clear. 
Yet the broader macro environment — including interest rate trends, credit availability, and regulatory policy — continues to shape financing dynamics. While some financing conditions have become more accessible, midmarket deals often still rely on creative structures such as earn-outs and equity rollovers to bridge valuation differences between buyers and sellers. 
Sector themes and technology’s influence
Across the midmarket, technology plays a dual role. On one hand, firms with advanced technological assets — particularly those in SaaS, cybersecurity, or AI-related fields — command premium valuations. On the other hand, traditional industries are integrating technology via M&A to accelerate transformation and efficiency.
This mirrors a broader trend: digital acceleration and AI integration are not only reshaping corporate strategies but also influencing which companies become attractive acquisition targets. 
Cross-border and strategic expansion
Although U.S. midmarket dealmaking is primarily domestic, cross-border M&A remains a meaningful and growing force globally, with a significant share of mid-market transactions involving international parties. 
For U.S. sellers, tapping into international buyers can open pathways to new markets, complementary technologies, and diversified shareholder bases — all of which enhance exit outcomes in a competitive selling environment.
Selectivity, value creation, and a dynamic middle market
Looking ahead into 2026, most analysts foresee continued midmarket M&A activity, driven by demographic shifts, strategic consolidation, and the broader economic imperative for growth and transformation. Dealmakers who succeed will be those who understand sector-specific dynamics, valuation drivers, and the nuanced priorities of privately owned business sellers.
While headline figures can mask the nuanced reality of midmarket M&A, the underlying narrative is clear: the middle market remains a fertile ground for strategic transactions — albeit one where careful execution, alignment of interests, and deep industry insight are indispensable to unlocking value.

The U.S. SME Market: 
Growth, structural shifts, and transactions

SMEs remain a backbone of the U.S. economy
Small and medium-sized enterprises account for a huge share of U.S. businesses and employment. These companies are increasingly active in strategic exits, consolidations, and ownership transfers as demographic and economic forces unfold. Aging owners are a central factor — with a wave of Baby Boomers seeking succession paths, more SMEs are preparing for sale or seeking external capital. 
Growth despite macro uncertainty
While broader economic headwinds (interest rates, uneven growth, tariff uncertainty) have dulled some midmarket M&A, smaller business activity persists. Many SME owners are focused on operational resilience and exit preparation, while buyers — including strategic acquirers, search funds, and private investors — continue seeking scalable assets. 
Technology and competitiveness
Digital tools — from AI to advanced analytics — are increasingly adopted by SMEs to enhance competitiveness, improve productivity, and position for future transactions. These capabilities can boost valuations and make businesses more attractive to buyers but also raise the bar for brokers in terms of services and expectations. 
SME financing and services ecosystem expanding
Supporting markets like SME insurance and financing solutions are growing alongside the SME population. These services — often delivered through brokers and advisors — help SMEs manage risk and present stronger, more bankable profiles for transactions.
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