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This Year’s Highlights
1.  In response to COVID-19, only 5% of M&A practitioners reported 

adjusting their fee structure.

2.  In an engagement letter setting out the terms and conditions for the 
client-firm relationship, only 35% of M&A professionals include a 
break fee if the client declines an offer.

3.  When asked about engagement, work, or retainer fees collected by 
M&A professionals, 51% said they are typically netted against 
the success fees earned.

We are pleased to offer a regional edition of the M&A 
Fee Guide for the first time, and to be partnering with 
DealCircle to do so. M&A professionals and business 
owners in the EMEA region will find timely, relevant, and 
useful insights. This year’s report reflects the unique 
challenges of the past year, as well as the strength 
and resiliency of middle market M&A. On the heels of 
uncertainty and a turbulent market, those on both sides 
of the deal are looking for clarity and alignment. We’re 
confident that reading the data and accompanying 
commentary will help advisors better serve their clients. 

— Mark Wright, CCO, Firmex

The Firmex M&A Fee Guide has been an institution in the 
M&A industry for years. We are happy and grateful to be 
able to act as a partner for the DACH region this year. The 
Guide increases transparency for advisors and investors 
alike and, especially at the time of the COVID-19 pandemic, 
will further reduce uncertainty. In this way, it contributes to 
our mission “Getting Deals Done” and increases the level of 
professionalism in the small and mid-cap M&A market.

— Kai Hesselmann, Co-Founder & Managing Partner, DealCircle
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This is the fifth time since 2016 we have surveyed investment bankers and other 
advisors to explore the fees they charge middle market companies for merger and 
acquisition advice.

It is the first time, however, we’ve asked these questions when the overall economy 
and the market for many mid-sized companies was so uncertain. The COVID-19 
pandemic has buffeted businesses from all sides. Depending on the month and the 
country, they coped with travel restrictions, retail shutdowns, work at home orders, 
masking requirements, labor shortages, supply chain problems, vaccine mandates, 
and inflation fears, to name a few. At the same time, demand remains strong in many 
parts of the technology, energy, and of course healthcare industries.

Amid this turmoil, merger and acquisition advisors in EMEA serving the middle 
market say that deal flow is returning after a slowdown in 2020. Throughout this period, 
our survey shows they see very little pressure to cut their prices. Indeed, the survey 
suggests that if anything, fees are rising somewhat. 

We asked advisors whether they have modified their fee structure because of 
COVID-19, and more broadly, whether they felt increasing price pressure. A small 
minority did say that they’ve eased their terms. 

“We negotiate fees with every client if it is an issue,” says a technology, media, and 
telecom banker. 

Others say they don’t see any need to change, even if it means, as a banker in 
Frankfurt says, “letting a possible transaction go.”

Nearly all the advisors we surveyed report charging a success fee or commission, 
although the rates range from less than 1% to more than 8%. There is also considerable 
variation in whether to ask clients to pay a retainer or work fee, and if so, whether it is 
one-time, monthly, or hourly.

The survey asked whether advisors are seeing pressure to cut fees. Most say they’ve 
held pricing firm or even increased it, despite pressure for discounts. 

As one business broker in Zurich puts it, “We sell through quality, not price.”

Overview
In a turbulent market, merger fees stay steady

If we created an engagement letter based on the most common 
answers from this year’s survey, we would include these terms:

• A monthly work fee of between $5,000 and $10,000 to be be 
deducted from any success fee.

• A success fee with a specified minimum and a commission rate 
that increases if the sale price is above a set amount.

• The overall success fee would depend on the deal size:
• 4%-6% for $5 million deals.
• 2%-4% for $10 million and $20 million deals.
• 1%-2% for $50 million and $100 million deals.
• Less than 1% for $150 million deals.

• The success fee is payable at closing.
• The client reimburses the cost of travel and virtual data rooms.
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This report is an invaluable resource, both for 
M&A advisors and their clients, and produces 
very much-appreciated transparency in the market.  
— Marcin Majewski, Aventis Capital

Since 2016, Firmex has monitored the often murky world of merger advisory fees 
through regular surveys of middle market investment bankers, brokers, and other 
advisors. (A summary of the results from 2016 through 2020 can be found here.)

For the first time in 2021, we are conducting two parallel studies. This one covers 
advisors in Europe, the Middle East, and Africa, and a separate report looks at the fees 
in the Americas.

The results in this report are based on an online survey that was completed by 
107 middle market professionals from July through September 2021. 

The vast majority (84%) of them work as investment bankers or merger advisors. 
Many of them are leaders at their firms, with 36% chief executives, managing partners, 
or other senior leaders. Another 37% are partners and managing directors.

More than half the advisors are generalists (55%). For those that have one or more 
industry specialties, the most common are manufacturing (38%), technology, media, 
and telecommunications (37%), and consumer and retail (26%).

The results from this year are compared to a reanalysis of last year’s survey 
using only the 107 respondents from EMEA. That survey was conducted online from 
August 2019 to February 2020 and accordingly does not represent the impact of the 
COVID-19 pandemic.

Methodology

https://www.firmex.com/resources/reports-guides/ma-fees-over-years-fee-guide-companion/?utm_campaign=EMEA_FeeGuide_2021Q4&utm_source=Report&utm_medium=email
https://www.firmex.com/resources/reports-guides/ma-fee-guide-2021-2022/?utm_campaign=EMEA_FeeGuide_2021Q4&utm_source=Report&utm_medium=email
https://www.firmex.com/resources/reports-guides/ma-fee-guide-2020/?utm_campaign=EMEA_FeeGuide_2021Q4&utm_source=Report&utm_medium=email
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COVID-19 and Advisory Fees
The COVID -19 pandemic may have affected most areas of life and business, but it had little impact on the fee structure of middle 
market M&A advisors. Only 5% of advisors say they have changed their fees in response to COVID-19. Of those, the most common 
adjustment was increasing fixed fees and reducing the success fee. Second most common was the reverse, lowering or eliminating 
up-front fees.

Have you adjusted your fee structure in response to COVID-19?

COMMENTARY

“ The M&A industry typically is not affected in times of economic recessions, especially during the COVID-19 pandemic. 
There was and still is no need to change the fee structure, as the ongoing pandemic does not affect the industry 
negatively at all.” — Kai Hesselmann, DealCircle

“ The M&A market in Ireland recovered strongly in the second half of 2020 and continued into the first half of 2021, with 
record investment levels. An adjustment to the fee structure was not required nor sought from clients.”  
— Jason Bradshaw, JPA Brenson Lawlor

“ COVID-19 disrupted many businesses. Investment banking, however, was not affected significantly. Many advisors 
noticed an increase in effectiveness because they traveled less. That is why so few firms report any changes to their 
fees. We don’t expect this to change in any way.” — Marcin Majewski, Aventis Capital

YES 
5% (4) 

NO 
95% (83) 
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Pressure to Reduce Fees
Seven out of ten advisors said they haven’t seen an increase in pressure to cut fees. Of those that do feel fee pressure, only about 
one-fifth said they in fact lowered their prices. Many said they were standing firm, explaining the value of their services. Indeed, in 
an open-ended question asking for comments on fee pressure, 3% of advisors volunteered that they had increased fees over the 
last year. More common was the response of an investment banker in Duesseldorf, who said that rather than across the board fee 
cuts, the response to COVID-19 had been “more individualized fee structures.”

Have you seen increased fee pressure in the past year?

COMMENTARY

“ The M&A market is buoyant. Many companies are looking to reposition themselves for future growth. Investors are 
eager for deals, with high levels of capital low-cost financing. That’s not a market that will have pressure to cut fees.”  
— Jason Bradshaw, JPA Brenson Lawlor

“ Today’s market environment is very good for investment bankers’ fees. It’s always so in times of high market activity.  
A relative scarcity of available advisors becomes a bottleneck for M&A deals.” — Marcin Majewski, Aventis Capital

NO 
71% (62) 

YES 
29% (25) 
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How many sell-side engagements does your firm work on in the average year?

Deal Flow
The survey shows no signs of a significant slowdown in deal activity. Those reporting that their firms work on 11 or more sell-side 
deals a year, increased to 21% from 16%. Firms that work on five or fewer deals a year fell to 55% from 62%.

COMMENTARY

“ The responses show that the trend is towards an increasing presence of independent advisory firms with less than 
ten sell-side mandates a year. This may indicate a rise of M&A deals in the middle market segment during the ongoing 
COVID-19 crisis. The M&A industry is clearly fragmented in the small and mid-cap market.”  
— Kai Hesselmann, DealCircle

“ Nearly 80% of the respondents work on less than 10 deals per year, with half working on five or fewer deals. This 
outlines the increase in smaller advisory firms growing their presence in M&A. It is also an indication of the high 
valuations being placed on strong SME’s, with their financial advisors now getting involved in M&A activity, where 
historically such advisory was provided by a select number of parties in the market.”  
— Jason Bradshaw, JPA Brenson Lawlor

“ The bulk of the mid-market M&A is comprised of firms that do 1-5 deals per year. It would seem that clients who own 
middle market companies appreciate the value added of working with smaller, dedicated M&A firms that can deliver a 
service tailored to their needs.” — Marcin Majewski, Aventis Capital

16+ 11% (12)

11-15 9% (10)

6-10 25% (26)

1-5 50% (53)

LESS THAN 1 FULL DEAL 5% (5)
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What is your minimum transaction value?

Minimum Transaction Value
Compared to last year, advisors appear to be avoiding the very smallest deals. Only 43% of them say their minimum deal size is 
less than $5 million, down from 51% last year. Those with a $5 million minimum increased to 31% from 21% of respondents. At the 
same time, there was less focus on the high end of the middle market. Some 13% say their firms won’t be involved in a deal worth 
less than $20 million. That’s down from 17% that required $20 million or higher last year.

LESS THAN $5M $5M $10M $20M $50M $100M MORE THAN $100M

43% (46)

31% (33)

12% (13)

8% (9)

4% (4)

1% (1)
0% (0)

COMMENTARY

“ The trend towards boutique advisors and an increase of the small and mid-cap segment is also seen in the minimum 
deal size firms set. Regional advisory firms are facing growth in demand for M&A advisory services and that growth 
will continue.” — Kai Hesselmann, DealCircle

“ Interestingly, 40% of the firms don’t have a minimum transaction value. This suggests that there is further emphasis 
being placed on other factors, such as likeliness to complete and market appetite, rather than a minimum transaction 
value.” — Jason Bradshaw, JPA Brenson Lawlor

“ The universe of M&A deals is quite wide  — companies are being bought and sold no matter what their size is, but 
most firms have a threshold below which they do not engage with clients. We are pleased to see that the entire 
market is served, including deals below $5 million.” — Marcin Majewski, Aventis Capital
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Work Fee Structure
Nine out of ten advisors charge a fee for their effort to sell a business that is payable whether or not a deal is consummated. These 
are often called work fees, engagement fees or simply retainers. The most common (47%) structure for work fees is a monthly 
retainer. Fixed one-time work fees were the second most frequent approach, used by 32% of firms. This is a switch from last year 
when more firms used fixed fees than monthly retainers. Only 13% of advisors charge hourly work fees, up from 6% last year.

Level of Lump Sum Work Fee
Work fees fell sharply for those advisors that use one-time fixed fees. This year, 48% of firms say their fixed fee is $10,000 or less, 
up from 24% of firms last year. Those charging work fees of $15,000 or more fell to 33% from 44%.

How do you structure your engagement/work/retainer fee?

If it is fixed (i.e., lump sum), what is your engagement/work/retainer fee?

FIXED 32% (34)

NONE 8% (8)

MONTHLY 47% (49)

HOURLY 13% (14)

LESS THAN $5K 14% (10)

$5K-$10K 33% (23)

$10K-$15K 19% (13)

MORE THAN $15K 34% (23)
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Level of Monthly Retainer
Firms that charge monthly work fees, by contrast, report higher fees this year than they did the previous year. Now, 38% of advisors 
say their firms charge $10,000 per month or more, up from 25% last year. While those that charge $5,000 or less fell to 26%  
from 35%.

If it is monthly, what is your engagement/work/retainer fee?

COMMENTARY

“ Small firms typically prefer to work solely with success fees as they have to establish themselves in the market first, 
while larger advisors in a strong market work with retainer fees. Therefore, considering the highly fragmented small 
and middle market segment, it is surprising to see that most respondents include a fixed or monthly fee in addition 
to a fee structure based on success.” — Kai Hesselmann, DealCircle

“ A small retainer/monthly fee is a good way of “getting to know” your client.” — Jason Bradshaw, JPA Brenson Lawlor

“ M&A advisors can be very creative and flexible in structuring their remuneration. Given the hot market environment 
right now, advisors have the comfort to work only with clients who are committed, willing to pay some kind of work 
fee, and open to sharing the project risk with the advisor.” — Marcin Majewski, Aventis Capital

LESS THAN $5K 26% (20)

$5K-$10K 36% (28)

$10K-$15K 21% (16)

MORE THAN $15K 17% (13)



M&A FEE GUIDE 2021-2022 — EMEA EDITION PARTNERED WITH DEALCIRCLE 13 

Success Fee Structure
Advisors are split evenly about how to structure their success fees. The most common (46%) approach is a scaled percentage that 
increases when the purchase price exceeds a set threshold. A flat percentage rate is used by 40% of firms. The remainder use 
what’s known as the Lehman formula, or something similar, in which the percentage of the fee declines as the deal size increases. 
The share of advisors using scaled percentages increased from a year ago, while those with a flat percentage declined.

For a scaled percentage structure, a valuation target is set and a base-level success fee for this valuation is determined, with increments above this target valuation 
earning successively higher fees (e.g., a $50 million target valuation could earn a 2% fee, with the next $10 million earning 3%, etc.) 
 
The Lehman formula is a descending scale formula where, for example, 5% is charged for the first million dollars in the transaction, 4% of the second million, 3% of 
the third million, etc.

How do you typically structure your success fee on sell-side engagements?

COMMENTARY

“ Using a flat or scaled percentage is more transparent for clients. It also gives the advisor a clear overview of their 
income streams. Other models, like the Lehman formula, extend the complexity and impair the transparency for 
the clients on the anticipated costs.” — Kai Hesselmann, DealCircle

“ The scaled percentage approach aligns the interests of the client and the advisors, pushing and incentivizing the 
advisors to achieve the highest possible outcome. It is not surprising that this is the most popular approach.”  
— Jason Bradshaw, JPA Brenson Lawlor

“ Scaled percentages are in line with our philosophy of aligning the interests of clients and advisors through 
compensation. It does come as a surprise that the Lehman formula is still used by so many advisors, given it is 
much better suited to equity-raising deals.” — Marcin Majewski, Aventis Capital

14% (14)  LEHMAN FORMULA OR CLOSE VARIANT

1% (1)  OTHER

45% (46)  SCALED PERCENTAGE INCREASE OVER CERTAIN PURCHASE PRICE THRESHOLDS

40% (40)  SIMPLE PERCENTAGE
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Success Fee Percentage by Deal Size
While most of the advisors surveyed don’t formally use the Lehman formula, their effective fees are lower for larger deals.  
The survey asked advisors about their success fee for various transaction sizes.
• For deals valued at $5 million, the most common fee would be between 4% and 5.9%. 
• For $10 million and $20 million deals, fees are most likely between 2% and 3.9%.
• For deals of $50 million and $100 million, the most common fee range is 1% to 1.9%.
• And deals of $150 million are most likely to have a fee of less than 1%.
In every deal size, however, the average fee inched up. In $10 million deals, for example, the share of advisors charging 4% or more 
increased to 33% from 23%.

Success Fee Percentage by Deal Size <1%

1%-1.9%

2%-3.9%

4%-5.9%

6%-7.9%

8%+

$5M
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4

1
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COMMENTARY

“ For advisors to secure a minimum stream of income the rational decision is to structure the success fee with a higher 
percentage for small deals. This strategy is particularly important for smaller advisors to remain profitable. Larger 
deals are more competitive, pushing most success fees below 1%.” — Kai Hesselmann, DealCircle

“ The fee levels across the deal sizes are in line with what we would expect, except for the $100 million and $150 million 
transactions. In my market experience, I wouldn’t expect any deals at those levels with fees over 3.9%.”  
— Jason Bradshaw, JPA Brenson Lawlor

“ Even within each deal size, there is a wide range of price points. Some of this variation is because M&A advice is a 
tailored service where both the quality and the level of engagement of the advisors may differ from deal to deal. The 
main difference, however, is the negotiation skills of the advisor. If you hire a good negotiator to work for your company, 
chances are they will also be good at negotiating their fee.” — Marcin Majewski, Aventis Capital
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Factors Taken into Consideration When Proposing  
a Success Fee Percentage
When asked what factors they consider when proposing the percentage of a success fee, three out of five name the deal size (64%) 
and the complexity of the transaction (62%). Less likely to be considered are the riskiness associated with closing the transaction 
(39%), the overall level of M&A activity (24%), the advisor’s existing relationship with the client (21%), and whether the fee proposal 
was part of a competitive bake-off between firms (19%).

What factors are taken into consideration when proposing a success fee percentage 
for a sell-side engagement? Select the top two that apply.

ENGAGEMENT SIZE

COMPLEXITY ASSOCIATED WITH TRANSACTION

RISKINESS ASSOCIATED WITH CLOSING TRANSACTION

OVERALL M&A ACTIVITY WITHIN FIRM OR IN MARKET (SUPPLY/DEMAND)

EXISTING FIRM RELATIONSHIP WITH CLIENT

MULTIPLE ADVISORS PROPOSING ON ENGAGEMENT (I.E. M&A ADVISOR BAKE OFF)

61

59

37

23

20

18

COMMENTARY

“ The engagement size and the associated complexity are the main variables while proposing a success fee 
percentage. The rate is also strongly correlated with the probability of closing the transaction.”  
— Kai Hesselmann, DealCircle

“ The above factors are consistent with what we would expect. However, we were surprised to see the percentage for 
riskiness associated with closing the transaction, as it is substantially lower than expected. The market in which the 
business operates and the appetite of that specific sector is critical in deciding on a success-baseded fee.”  
— Jason Bradshaw, JPA Brenson Lawlor

“ It is surprising that riskiness is not the main driver of success fee. Sell-side engagements tend to be very profitable 
when successful, but a large drain of resources if not.” — Marcin Majewski, Aventis Capital
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Minimum Success Fee
Minimum success fees remained standard in the middle market. They are commonly used by 58% of the advisors in the survey, 
about the same level as last year.

Is it more common than not to include a minimum success fees 
amount in your firm’s engagement letter?

YES 
58% (54) 

NO 
42% (39) 

COMMENTARY

“ Whether to specify a minimum fee strongly correlates with the attractiveness of the mandate and the likeliness of the 
closing of the transaction.” — Kai Hesselmann, DealCircle

“ I’m surprised to see 42% of respondents not setting a minimum success fee. This could be as a result of the mood in 
the M&A market over the last year and the optimistic approach of certain M&A Advisors.”  
— Jason Bradshaw, JPA Brenson Lawlor

“ A minimum fee is a precautionary measure, but should not have much impact if you perform a proper investigation of 
the company for sale prior to starting the work.” — Marcin Majewski, Aventis Capital
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Breakup Fees
Breakup fees, by contrast, are not common in this market. Indeed, only 38% of advisors say they usually include them in their 
engagement letters, down from 47% last year.

Is it more common than not to include a break fee in your firm’s engagement letters 
should your client elect not to proceed with a predetermined bona fide offer?

YES 
38% (35) 

NO 
62% (57) 

COMMENTARY

“ One reason it’s uncommon to include a breakup fee could be to keep the fee structure as simple as possible.”  
— Kai Hesselmann, DealCircle

“ It is surprising that 62% of engagement letters don’t have a breakup fee. In Ireland, it is referred to as a “no foal 
no fee basis” — no win, no fee. From my experience this fee structure is no longer applied and a form of break fee 
or time recovery is implemented into the majority of engagement letters.”  
— Jason Bradshaw, JPA Brenson Lawlor

“ Negotiating breakup fees may be a very tedious process. Nonetheless, if clients expect full commitment from 
their advisors, this is the best way to ensure a win-win relationship irrespective of the outcome of the deal.”  
— Marcin Majewski, Aventis Capital
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Deducting Work Fees from Success Fees
Of those advisors that charge work fees, just more than half (53%) deduct them from their success fee if a transaction occurs. 
That’s down slightly from last year.

Are engagement/work/retainer fees collected typically netted against the success 
fees earned?

COMMENTARY

“ Typically, we see retainer fees netted against the success fees earned, especially for larger transactions. I would 
suspect that deals that don’t do this are relatively small to medium-size deals.”  
— Jason Bradshaw, JPA Brenson Lawlor

“ Netting of work fees happens frequently, but it is not the default option. In our practice, this is rarely a big issue when 
negotiating a mandate, especially when the work fees do not comprise a large part of total fees.”  
— Marcin Majewski, Aventis Capital

YES 
56% (51) 

NO 
44% (40) 



M&A FEE GUIDE 2021-2022 — EMEA EDITION PARTNERED WITH DEALCIRCLE 19 

Timing of Success Fee Payments
As for when the advisor is paid the success fee, 55% expect full payment at closing while 45% will wait until the seller receives the 
components of the purchase price, such as earn outs and payments on seller-provided financing. Last year, advisors split evenly 
about whether payment was due at closing.

When a transaction is completed and a success fee has been earned,  
the success fees are typically paid:

55% (49)

IN FULL ON CLOSING 
REGARDLESS WHEN THE 
COMPONENTS OF THE 
PURCHASE PRICE ARE 
RECEIVED BY THE VENDOR.

45% (40)

WHEN THE COMPONENTS 
OF THE PURCHASE PRICE 
(I.E., SELLER FINANCING 
OR EARNOUTS) ARE 
RECEIVED BY THE VENDOR.

COMMENTARY

“ Advisors would like to receive the success fees at closing. Clients prefer to pay after the components of the purchase 
price are handed over, otherwise, they are taking a risk. The findings clearly show that the advisors are rather on the 
stronger side when it comes to the payment of the success fee. A possible solution might be to have part of the fee 
paid at closing and the rest due as payments are made to the seller.” — Kai Hesselmann, DealCircle

“ We see most success fees paid in full on contract closing. Deferring the fee throughout the earnout creates 
unnecessary administration.” — Jason Bradshaw, JPA Brenson Lawlor

“ Most advisors seem to receive compensation in full on closing. This makes life easier for the advisor and the client, 
but it does not necessarily offer the best alignment of interests.” — Marcin Majewski, Aventis Capital
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Expense Reimbursement
Most advisors say they bill clients for at least some sort of expenses, with the most common being travel (80%) and virtual 
data rooms (70%).

What expenses incurred by your firm on sell-side engagements are most commonly 
reimbursed by your clients? Select all that apply.

TRAVEL AND ACCOMMODATION

VIRTUAL DATA ROOM

PRINTING AND MATERIALS COST

NONE, EXPENSES ARE TYPICALLY NOT REIMBURSED

72

63

19

13

COMMENTARY

“ It is unexpected to see printing and material costs occur at all. Merger advice is a service industry that can digitize 
content. In addition, it is surprising to see that travel and accommodation costs, which are typically the highest 
overhead costs, are not covered by all clients. Usually, it is seen as a common practice to cover those costs.”  
— Kai Hesselmann, DealCircle

“ I’m surprised to see that only 14% of the respondents were not being reimbursed for anything and 20% aren’t having 
their travel costs covered. That may be related to COVID-19 travel restrictions.” — Jason Bradshaw, JPA Brenson Lawlor

“ In the post-COVID-19 world, much more M&A work is done remotely, and the costs of doing business have fallen. 
We are spending less time and money on travel.” — Marcin Majewski, Aventis Capital
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Where M&A Advisors Add the Most Value
When asked to name the areas where M&A advisors add the most value for sellers, three-quarters of the respondents name 
“managing the sale process.” “Sourcing buyers” was next, cited by 63% of the advisors. Less commonly named are “negotiating 
the deal” (37%), “limiting distractions to the owner and management team” (15%) and “establishing the seller’s credibility” (15%).

Where do M&A advisors add the most value in a sell-side engagement?  
Select all that apply.

MANAGING SALE PROCESS

SOURCING BUYERS

NEGOTIATING THE DEAL

LIMITING DISTRACTIONS TO THE OWNER / MANAGEMENT TEAM

ESTABLISHING SELLER’S CREDIBILITY

70

58

34

14

14

COMMENTARY

“ In the last couple of years, sourcing new potential buyers can be easily outsourced by other companies specializing 
in this. More and more advisors use this opportunity to concentrate on managing the transaction process.”  
— Kai Hesselmann, DealCircle

“ Each variable considered is key to completing a transaction, but managing the sales process is certainly the most 
vital element in conducting a successful engagement and the least recognized element.”  
— Jason Bradshaw, JPA Brenson Lawlor

“ In general, for smaller deals, sourcing buyers and negotiating the deal would matter more, whereas for the largest 
deals where buyers are usually known, what is most important is managing the process and coordinating all the 
parties involved.” — Marcin Majewski, Aventis Capital
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This report demonstrates how the evolving small and mid-cap market is shaping 
the M&A industry in the future. The trend shifts from larger banks towards smaller 
advisory boutiques that focus on specific regions and sectors.
Advisors should proceed thoughtfully on how to structure the fees as they 
establish the relationship between the client and advisor. They should reduce the 
complexity of the fee structure and enable the greatest possible transparency to 
their customers.
— Kai Hesselmann, DealCircle

The M&A market is the busiest I have seen in my 20 years specializing in 
corporate finance. This has been brought about by a combination of quantitative 
easing by central banks, ultra-low interest rates, and now the fees banks charge 
corporate customers for keeping cash on deposit.
From a seller’s perspective, now is the ultimate time to sell your business, 
cashing in on the high valuation multiples. When the forces pumping cash into 
buyers’ wallets change, deal flow will slow.
— Jason Bradshaw, JPA Brenson Lawlor

M&A advisors will most likely remember 2021 as one of the best in their careers, 
at least from a financial perspective. Fees have been high because overall 
economic activity has been strong and there has been record M&A activity.
Accordingly, very few advisory firms are complaining about pressure on fees. 
This conducive environment is expected to last for some time, so long as there 
is ample liquidity and low interest rates. 
Fees are just as important to clients since they create a crucial incentive 
component of the advisor-client relationship. It is the motivation of the individual 
investment banker, willing to go the extra mile, that may produce superior results 
in a deal and pay for all advisory fees many times over. That is why it is worth 
being creative in setting fees.
— Marcin Majewski, Aventis Capital

Conclusions
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Appendix: Respondent Demographics

Which of the following best describes your current occupation?

Do you specialize in any of the following industries? Select all that apply.

5% (5) BUSINESS BROKER

6% (6) BUSINESS DEVELOPMENT

84% (89)  INVESTMENT BANKER/ 
M&A ADVISOR

3% (3) LAWYER

3% (3) OTHER

11 REAL ESTATE

11 OTHER

14 FINANCIAL SERVICES

22 ENERGY AND POWER

24 HEALTHCARE

31 CONSUMER AND RETAIL

43  TECHNOLOGY, MEDIA, AND 
TELECOMMUNICATIONS

44  MANUFACTURING

64 GENERALIST
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Appendix: Respondent Demographics

What is your job title?

21 CEO

2 OWNER

1 LEGAL MANAGER

20 MANAGING DIRECTOR

1 ASSOCIATED PARTNER

1 PRIVATE EQUITY INVESTMENT MANAGER

14 PARTNER

1 CONSULTANT

1 PROJECT MANAGER

1 SENIOR MANAGER

1 SRA

1 STRATEGY & BUSINESS OPERATIONS

12 MANAGING PARTNER

1 CORPORATE DEVELOPMENT MANAGER

8 DIRECTOR

1 CORPORATE FINANCE ADVISOR

4 M&A ADVISOR

1 CORPORATE M&A

3 ANALYST

1 EXECUTIVE DIRECTOR

3 ASSOCIATE

1 GENERAL MANAGER

2 FOUNDER

1 HEAD OF CORPORATE FINANCE

2 MANAGER

1 INTERIM MANAGER
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Appendix: Respondent Demographics

What city do you primarily work in?

17 FRANKFURT

1 HEIDELBERG

6 HAMBURG

1 FREIBURG

1 ISTANBUL

1 LEICESTER

4 STUTTGART

1 LINZ

1 BUDAPEST

1 OFFENBURG

10 MUNICH

2 VIENNA

1 NICOSIA

5 DUSSELDORF

1 MANNHEIM

1 VALENCIA

3 PARIS

1 PORTO

1 CRAILSHEIM

1 SAARBRUCKEN

2 LONDON

1 WIESBADEN

1 KIEL

1 SLIVEN

7 BERLIN

1 JOHANNESBURG

4 ZURICH

1 AMSTERDAM

1 BREMEN

4 MILAN

1 MARIBOR

1 AUCKLAND

1 WEIMAR
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What country do you primarily work in?

Appendix: Respondent Demographics

65 GERMANY

5 UNITED KINGDOM

3 AUSTRIA

2 FRANCE

1 SLOVENIA

1 NETHERLANDS

1 PORTUGAL

1 CYPRUS

1 HUNGARY

1 LITHUANIA

1 SOUTH AFRICA

1 TURKEY

1 SPAIN

1 NEW ZEALAND

1 BULGARIA

5 ITALY

5 SWITZERLAND



DealCircle operates a Big-Data-based buyer database with more than 250,000 profiles (family offices, 
private equity, MBI as well as corporates). Each year, M&A advisors use the DealCircle database for more 
than 500 M&A transactions to identify suitable buyers and to conduct the market approach.

For buyers, DealCircle serves as a Dealsourcing tool that provides a tailored selection of relevant 
M&A deals from hundreds of advisors.

DealCircle’s mission is to make M&A processes in the small and lower midcap market more efficient 
and to simplify the daily work of advisors and investors: Getting Deals Done.

For more information, please visit dealcircle.com.

About DealCircle

CONTACT DEALCIRCLE
Kai Hesselmann 
Managing Partner & Co-Founder  
kai.hesselmann@dealcircle.com

CONTACT SALES
Tel:   +49 (0)40.2999.6740 
Email:   info@dealcircle.com
Website:  dealcircle.com 
 

   @dealcircle_com
    linkedin.com/company/

dealcircle-gmbh

Firmex is a global provider of virtual data rooms where more deals, diligence, and compliance get done. 
As one of the world’s most widely used virtual data rooms, Firmex supports complex processes for 
organizations of all sizes, including diligence, compliance, and litigation. Whenever professionals 
need to share sensitive documents beyond the firewall, Firmex is their trusted partner.

A Firmex subscription provides simple, safe, and stress-free document sharing without hidden costs 
or complexity. Since 2006, Firmex has helped thousands of companies worldwide take control of 
their confidential documents.

For more information, please visit firmex.com.

About Firmex

CONTACT FIRMEX
Joel Lessem 
CEO & Co-Founder  
jlessem@firmex.com

Mark Wright 
Chief Commercial Officer  
mwright@firmex.com

CONTACT SALES
North America:  +1.888.688.4042 
Europe:   +44 (0)20.3371.8476
International:  +1.416.840.4241

Email:   sales@firmex.com  
Website:  firmex.com 

   @firmex
   linkedin.com/company/firmex

https://dealcircle.de/
https://twitter.com/dealcircle_com
https://www.linkedin.com/company/dealcircle-gmbh
https://www.linkedin.com/company/dealcircle-gmbh
https://www.firmex.com/?utm_campaign=EMEA_FeeGuide_2021Q4&utm_source=Report&utm_medium=email
https://twitter.com/Firmex
https://www.linkedin.com/company/firmex

