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Canadian Deal Value and Volume by Quarter1

Total Deal Value (Billions) Deal Volume

Canadian M&A held roughly steady through H1 
2026, though value softened. Q1 saw 658 deals, in 
line with 2025's quarterly average of 653, while 
PwC projected Q2 volume easing to around 581 as 
dealmakers digested the Iran conflict and higher 
energy prices.¹ Aggregate deal value came in at 
$64 billion in Q1, down from the $97 billion 2025 
quarterly average, with average deal size dropping 
to about $98 million (vs. roughly $148 million in 
2025, which had been inflated by a few large 
materials, energy, and financials transactions).¹

Notable transactions from H13 (CAD $):
• Anglo Teck merger — ~$80.7 billion
• Sunoco LP's acquisition of Parkland 

Corporation — ~$12.9 billion
• Fairstone Bank's acquisition of Laurentian Bank 

of Canada — $1.9 billion

Entering H2, Bennett Jones and Torys both 
describe a market that’s more selective rather 
than slowing. Q1 deal value concentrated heavily 
in large transactions, led by energy, mining, and 
utilities, with gold M&A especially hot as prices hit 
record highs and central banks keep buying.²

Torys sees momentum building further in 
materials, industrials, defense, and tech, financial 
services staying resilient, and real estate turning a 
corner as rate cuts take hold.³ Both firms flag 
potential Investment Canada Act scrutiny and 
evolving trade/regulatory frameworks as factors 
that could either slow or unlock a wave of 
infrastructure and resource deals later in the 
year.2,3

Sources:
1. PWC
2. Bennett Jones
3. Torys LLP

Period of Decreasing Interest 
Rates down to 2.25%

Period of Increasing Interest 
Rates up to 5%

M & A  |  B U Y - S I D E |  S E L L - S I D E  |  A D V I S O R Y

M&A Market Update – Q3 2026
Canadian M&A Update

The Canadian M&A Market Half  Way Through 2026:

https://www.pwc.com/ca/en/services/deals/trends/mid-year-update.html
https://www.pwc.com/ca/en/services/deals/trends/mid-year-update.html
https://www.bennettjones.com/Insights/Blogs/Canadas-Q1-2026-MA-Landscape
https://www.bennettjones.com/Insights/Blogs/Canadas-Q1-2026-MA-Landscape
https://www.torys.com/en/our-latest-thinking/torys-quarterly/q1-2026/canadian-ma-outlook-for-2026
https://www.torys.com/en/our-latest-thinking/torys-quarterly/q1-2026/canadian-ma-outlook-for-2026


The word “recession” appeared in many Canadian 
economic headlines recently. While there were 
some arguments about whether it was some kind 
of “real” recession or merely a “technical” 
recession (and whether such a distinction is valid 
in the first place), the situation has prompted 
some important questions for business owners. 

Many business owners preparing to exit their 
businesses are pondering whether it makes sense 
to seek an acquirer when economic headlines are 
negative. Will valuations for their businesses 
suffer? Will the pool of buyers dry up? 

There are several considerations that are 
important for sellers in these situations.

Good mid-market businesses are often sellable 
because they are resistant to the effects of 
broader macroeconomic cycles. They may not 
grow as rapidly when the economy is booming, 
but they often do not crash as hard when the 
economy slows. This is a critical selling feature in 
mid-market M&A, where risk is high and so are 
required investment returns.

If your business is strong in part because of
consistency through economic cycles, the 
selling process will be minimally affected by 
negative news. Buyers, whether they’re strategic 
acquirers, private equity, or family offices, want 
consistency and pay well for it. They want 
"recession-resistant" assets. This is why many of 
the best mid-market deals are for businesses that 
seem “boring” to uninformed outsiders. 

In our experience, we’ve found that valuations for 
good mid-market businesses are not as highly 
correlated with the macro cycles as many of the 
attention-grabbing big deals we tend to hear 
about. 

Valuations for solid performers have held 
relatively steady in this market segment, unlike 
high-profile large deals at the cycle’s peaks and 
valleys. 
And remember the curse of time itself: Selling a 
business can frequently take 6-12 months. If you 
wait for a confirmed upswing, you might miss an 
important opportunity or face unexpected new 
challenges that disrupt your goals. Many highly 
successful exits happen in “below-average” or 
challenged economic environments because good 
businesses can always get good buyers. 

Potential buyers may become more selective and 
demand deeper due diligence, but good buyers 
will still transact at any point in normal economic 
cycles and support strong valuations when a 
business offers clean financials, good 
management, and a compelling business 
narrative. 

For a genuinely strong mid-market business, 
negative headlines are more noise than signal. 
Owners should not let short-term macro issues 
disrupt a solid exit plan. Their business 
fundamentals, personal goals, and the relative 
attractiveness of investment opportunities should 
not be disregarded when you see bad news.   
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When SpaceX went public, the headlines focused on 
one number: its valuation. Behind that headline, 
however, was months of analysis by investors 
evaluating the company's financial performance, 
competitive position, growth prospects, and the 
risks associated with its future.

The IPO didn't provide a definitive answer to what 
SpaceX was "worth." Instead, it established the price 
that buyers and sellers were willing to agree upon at 
that point in time based on the information available 
and their expectations for the future.

The same principle applies in the private market.

Business owners often have a strong connection to 
their companies, built through years of hard work, 
investment, and dedication. Buyers, however, assess 
businesses through a different lens. They evaluate 
the sustainability of earnings, customer 
diversification, competitive advantages, 
management depth, operational scalability, and 
opportunities for future growth. Ultimately, value is 
established through the market, where qualified 
buyers weigh both the opportunities and the risks 
associated with the business.

This is why preparation is so important before 
bringing a company to market. Businesses with 
reliable financial reporting, resilient operations, and 
a clearly articulated growth strategy are generally 
better positioned to attract buyer interest and 
achieve stronger outcomes. Likewise, a structured 
and competitive sale process allows the market, not 
assumptions, to determine where a business falls 
within its valuation range by encouraging multiple 
qualified buyers to evaluate the opportunity.

Whether it's a global technology company like 
SpaceX or a privately owned business closer to 
home, the underlying principle remains the same: 
valuation is about more than historical performance. 
It reflects the market's assessment of future 
potential, balanced against risk and supported by 
informed buyers competing for the opportunity. 
Understanding this distinction helps business 
owners approach a sale with realistic expectations 
and position their businesses to achieve the best 
possible outcome.
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The Deal Pipeline is Active & Growing

We currently represent buyers and sellers on active mandates across essential Canadian industries, 
with EBITDA ranging from $1M–$20M. Several deals are under LOI, and more are coming soon. See 
our active project list below. 

If any of these sectors align with your acquisition strategy or investment mandate, now is the time to 
have the conversation.

Connect with us directly at admin@rwtcapital.com
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DISCLAIMER

DISCLAIMER: RWT Capital Corporation does not 
warrant, and hereby disclaims, any and all 
responsibility or liability for the accuracy, 
completeness, or reliability of the information 
contained herein. In certain instances, as expressly 
indicated within this document, conclusions, 
assumptions, and estimates have been derived from 
incomplete or limited data. Such limitations may 
materially affect the accuracy, reliability, or 
applicability of the resulting analysis.

No representation is made, and no reliance should 
be placed, on the information for any purpose 
without independent verification. RWT Capital 
Corporation expressly disclaims any liability arising 
from the use of, or reliance upon, this document or 
the information contained herein. We caution all 
readers to verify this information accordingly as it is 
preliminary in nature and accept no liability for the 
accuracy of this analysis. 

At any time, RWT Capital Corporation reserves the 
right to determine whom this report is provided to. 

EXCLUSIONS & RELEASE OF LIABILITY: RWT Capital 
Corporation makes no representations or 
warranties, express or implied, as to the accuracy, 
completeness, or reliability of the information 
contained herein. In certain instances, as expressly 
noted within this document, conclusions, 

assumptions, or estimates have been developed 
based on incomplete, preliminary, or limited data. 
Such limitations may materially affect the accuracy 
or validity of the resulting analysis. RWT Capital 
Corporation expressly disclaims any and all liability 
arising from the use of, or reliance upon, the 
information or analyses provided herein. 

CONFIDENTIALITY: This document, together with all 
information, data, and materials contained herein 
(collectively, the “Information”), is the confidential, 
proprietary, and legally privileged property of RWT 
Capital Corporation. The Information is furnished 
solely for the exclusive use of the designated 
recipient(s) and may not be used for any purpose 
other than the specific, authorized purpose for which 
it was provided. Any unauthorized access, review, 
use, reproduction, disclosure, or distribution of the 
Information, in whole or in part, is strictly prohibited 
and may constitute a violation of applicable laws, 
including but not limited to intellectual property, 
privacy, and contractual obligations. By continuing 
to access or review this document, you expressly 
acknowledge and agree that you are bound by an 
obligation of confidentiality and that you shall not, 
without the prior written consent of RWT Capital 
Corporation, disclose the Information to any third 
party or use it in any manner inconsistent with its 
intended purpose. 
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