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What’s ahead for mergers and acquisitions 

in 2024?

Mergers and acquisitions out-

looks for 2024 have begun to 

trickle out from legal and �nan-

cial �rms nationwide, and early 

reports look positive, especially 

on the heels of 2023’s total glob-

al M&A deal volume through Q3 

being almost $1 trillion lower 

than the same span in 2022.

Dykema Gossett PLLC and 

S&P Global are forecasting a sol-

id year for M&A activity in 2024, 

driven by increases in the middle 

and lower markets especially.

And Boston Consulting Group 

projects increased M&A activity 

in 2024 despite ongoing macro-

economic, geopolitical and reg-

ulatory headwinds and driven in 

part by abundant dry powder and 

narrowing gaps between seller 

and buyer expectations.

The Rochester Business Jour-

nal spoke to legal and invest-

ment banking professionals in 

the M&A space to gauge their 

thoughts on the M&A outlook 

for 2024 and to re�ect upon the 

industry in 2023.

For the small to middle market 

that attorney Je�rey B. Schwartz 

works in as a part-

ner with Phillips 

Lytle LLP, 2023 

was a strong year, 

despite over-

all global M&A 

numbers being 

down.

“There’s so much dry powder 

out there,” said Schwartz about 

idle cash sitting in reserves. 

“Deals don’t even have a �nance 

contingency; buyers are paying 

cash on hand with strong balance 

sheets. That’s what splits the big 

versus the little markets and why 

although it may have been a down 

year for M&A overall, it was a 

good year for my M&A practice.”

Schwartz, who concentrates 

his legal practice mostly on the 

sell side of M&A, said pent-up 

demand following COVID-19 

also drove deals in the middle 

market this year. He anticipates 

2024 also being a strong year in 

the middle market and will out-

perform 2023.

“I think when the economics 

start to turn a little more favor-

able, there’s going to be a rush,” 

said Schwartz, who notes he’s 

seeing more companies recent-

ly doing what he calls ‘pre-dil-

igence-ing’ so they’re ready to 

go. “They’re making introduc-

tions, they’re having preliminary 

conversations, so when the wind 

picks up, they’re not starting to 

just unfurl the sails.”

For companies interested in 

buying or selling, Schwartz says 

it’s never too soon to reach out to 

an experienced M&A attorney for 

strategic advice and guidance. In 

an ideal world, an M&A transac-

tion has a multi-year horizon.

“I think there’s going to be an 

even greater �ight to quality as 

M&A moves forward,” Schwartz 

said. “By having somebody 

knowledgeable you can get ahead 

of the process.”
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New York, with o�ces in Roch-

ester and Bu�alo.

A�er seeing the M&A mar-

ket go “pencils down” upon 

COVID-19’s arrival in the spring 

of 2020, followed by brisk activ-

ity, and then a more stable ca-

dence especially in the lower to 

middle market space, “Where 

we are today is that we’re still 

seeing in that same lower and 

middle market space, an incred-

ible number of deals,” Feine said.

Drivers of this activity, Feine 

said, include a shi� in thinking 

by some business owners who, 

a�er making it through the pan-

demic are now ready to pass the 

torch to the new generation of 

family members, who don’t al-

ways want to take it on.

“To Andrea’s 

point, there’s 

not that sec-

ond-generation 

necessarily in-

terested in ac-

quiring the fam-

ily business and 

those who have 

acquired the family business 

appear to be more interested 

in selling it in an earlier stage,” 

said Sam A. Messina, direc-

tor of business development at 

Paramax. “So, we’re seeing cli-

ents of all ages. It’s a different 

demographic.”

From a quantity standpoint, 

Paramax’s deal �ow has been 

very strong in Q4 of 2023, Feine 

said, and she expects at least Q1 

to continue at a similar level. In 

September the �rm closed on 

the acquisition of the retail tire 

and automotive maintenance 

operations of Bu�alo-based 

Dunn Tire by Discount Tire – 

the largest family-owned tire 

retail business in the U.S.

Messina says that if business 

owners are considering selling, 

one of the most important ques-

tions they need to be able to an-

swer is: “What does your next 

chapter look like?” He stresses 

the importance of working with 

an experienced and profession-

al M&A advisory team that isn’t 

just there to broker a deal but to 

help guide a successful transi-

tion for all parties involved.

Brendan Rich, an attor-

ney who is a partner and team 

leader of the corporate and 

mergers and acquisitions prac-

tice teams at  Lippes Mathias 

LLP says the higher interest 

rate environment in 2023 has 

made the structuring of M&A 

transactions more challenging, 

forcing buyers and sellers to 

get more creative in structur-

ing transactions.

Looking ahead to 2024 he ex-

pects the �rst and second quar-

ter of 2024 to be largely a con-

tinuation of 2023.

“The M&A outlook for the 

second half of 2024 will large-

ly depend on the 

interest rate en-

vironment and if 

the Fed stays true 

to the pledge of 

‘higher for lon-

ger’ or if instead 

they will start to 

cut interest rates as in�ation and 

the economy cools,” Rich said.

He explained that if inter-

est rates come down and the 

economy averts a hard landing, 

heightened activity in the M&A 

market toward the back half of 

2024 is anticipated. However, 

if interest rates remain elevat-

ed or if the Fed cuts rates due to 

stronger economic headwinds 

than are currently anticipated 

buyers and sellers will have to 

continue to be creative to get 

deals done.

“As a buyer in 2024 the cost 

of capital will remain a very im-

portant factor in structuring 

any deal,” Rich said. “Unless the 

debt markets ease up due to low-

er interest rates buyers will need 

to continue to look to more non-

traditional �nancing sources.”

As a seller in 2024, Rich says a 

key factor to consider will be the 

valuation your business can ob-

tain in the current interest rate and 

economic environment. Valua-

tions have come down in 2023 and 

whether this continues in 2024 

will in large part depend on the 

macro-economic environment.
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