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OUR INSIGHTS

This edition of PMCF's Distribution M&A Pulse 
examines a more selective Q1 2026 deal 
environment, with U.S. distribution transactions 
holding relatively steady at 78 in Q1 2026 versus 
82 in Q1 2025, while global activity declined 12.4% 
to 149 deals amid tariff volatility and supply chain 
disruption. The report highlights how strategic 
acquirers, representing approximately 85% of 
transactions, continue to lead consolidation by 
targeting niche, technically-moated platforms with 
strong aftermarket and recurring revenue profiles. It 
further recaps how sponsor activity is reaccelerating 
into 2026, supported by $2T+ of PE dry powder.

http://www.pmcf.com/
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PMCF is an investment bank focused exclusively on 
middle market transactions with professionals in 
Chicago, Detroit, Denver, and across the globe 
through Corporate Finance International  affiliates. 
Offering a depth of advisory services, PMCF helps 
clients worldwide meet their sale, acquisition, 
financing, and strategic growth objectives. Additional 
information on PMCF can be found by visiting our 
website, pmcf.com.
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What We’re Discussing With Clients

3

KEY INSIGHTS
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2
Omnichannel Capabilities are a Clear Differentiator
Customer purchasing behaviors continue to reshape the industrial landscape. Buyer 
expectations have permanently shifted toward seamless digital experiences, pushing 
providers across the value chain to invest in real-time visibility, automated ordering, 
and on-demand service models. This shift extends beyond e-commerce, as industrial 
businesses increasingly adopt IoT-enabled monitoring, predictive maintenance, and 
data-driven supply chain optimization to deepen customer integration. Companies 
that have embedded these capabilities are seeing stronger retention, higher order 
frequency, and improved unit economics, all of which are commanding a clear 
premium from buyers in M&A processes.

1
Demand for Niche & Specialty Offerings
Q1 2026 deal activity reinforced a clear theme, selectivity. In the middle market, 
businesses commanding the most aggressive buyer interest are not necessarily the 
largest or fastest-growing, but the most defensible. With over $2T of private equity 
dry powder chasing a narrower universe of financeable assets, capital is 
concentrating on companies that occupy specialized, hard-to-replicate positions in 
the market. Strategic buyers are equally as active, pursuing capability-driven 
acquisitions to fill gaps or secure technical expertise that would take years to build 
organically. Across both buyer pools, the premium is on technical moats, regulated or 
certification-gated workflows, sticky customer relationships in mission-critical 
applications, and recurring revenue with documented customer retention.

3
Private Equity Deal Flow Disciplined but Healthy
Sponsors are transitioning from mega-deals toward middle market transactions as 
financing conditions improve and valuation gaps narrow. Easier access to capital 
served as a primary catalyst in Q1, facilitated by a resurgent syndicated loan market 
and elevated appetite for buyout financing. The effects of interest rate cuts at the 
end of 2025 became apparent in early Q1 2026, with improved sponsor sentiment 
to deploy dry powder. Buyers increasingly utilize creative structures, such as 
earnouts and rollover equity, to bridge remaining gaps and align incentives for a 
long-term partnership.
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Market Summary & Outlook
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Q1 2026 – M&A Market Recap: Distribution Sector
• U.S. distribution M&A activity remained relatively stable in Q1-26, with 78 announced transactions compared to 82 in the prior-

year period, reflecting a resilient domestic backdrop despite a somewhat uneven macroeconomic environment. Continued 
pricing power across the channel, as evidenced by rising core wholesale prices and sustained margin expansion among 
distributors, has supported earnings durability and underpinned buyer confidence in U.S. assets.

• In contrast, global distribution M&A activity declined 12.4% in Q1-26 compared to Q1-25, highlighting greater pressure in 
international markets. The slowdown primarily reflects elevated supplier uncertainty, including disruption following the closure of 
the Strait of Hormuz, alongside a dynamic tariff environment that has created additional volatility in cross-border pricing and 
sourcing strategies. These factors have introduced instability across key trade corridors and have prompted some 
undifferentiated sellers to delay sale processes until supply chains, tariff exposure, and input cost visibility more fully stabilize.

• Prospective acquirers are placing increased focus on “aftermarket” diligence as buyers prioritize the quality and durability of 
service-driven revenue streams. Assets that demonstrate a well-developed aftermarket platform, including strong replacement 
parts capture rates, embedded service relationships, and recurring maintenance revenue, tend to exhibit higher margins and less 
cyclicality than others. As a result, companies that can clearly articulate and substantiate their aftermarket economics are 
increasingly commanding premium valuations.

Q1 2026 DISTRIBUTION M&A 
ACTIVITY BY REGION – GLOBAL (1)

Q1 2026 DISTRIBUTION M&A 
ACTIVITY BY SEGMENT (1)
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Macro Distribution Indicators and Signals

5

Values as of: March 2026

Values as of: March 2026

Values as of: March 2026

Values as of: March 2026

Values as of: March 2026 Values as of: March 2026

Value Above 50 Indicates Expansion

Value Above 50 Indicates Expansion

(Units in 000’s)

PMCF.COM    | 

Value Above 50 Indicates Expansion
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PMCF Distribution Index
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Source: Capital IQ
(1) Market capitalizations and total enterprise values as of March 31st, 2026; income statement and balance sheet data as of last period reported
(2) Multiple of EBITDA based on EBITDA, inclusive of equity income from affiliates
(3) Currency conversions assume historical rate
(
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Key Distribution Public Company Statistics
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PMCF DISTRIBUTION INDEX PUBLIC VALUATIONS (1) (2)

PMCF DISTRIBUTION INDEX PUBLIC EQUITY PERFORMANCE (3) (4)

Values as of: March 2026

Source: Capital IQ
(1) Multiple of EBITDA based on EBITDA inclusive of equity income from affiliates
(2) Quarterly figures based on the last trading day of each quarter shown

Equity Performance:
 The PMCF Distribution Index returned 14.9% over the trailing twelve months, recovering sharply from the April 2025 

"Liberation Day" selloff that briefly drove the index down ~10%. Electrical Products was the clear outperformer growing 
at 43.9%, driven by unprecedented data center and AI infrastructure spending as hyperscalers are expected to deploy 
over $300 billion in capex in 2026. The broader index regained its footing by mid-Q2-25 as tariff uncertainty was 
absorbed, then built momentum through Q3-25 as stable financing conditions and resilient end-market demand lifted 
most sub-sectors above pre-selloff levels. In Q1-26 The index posted a 7.2% gain compared to the S&P 500's 4.8% 
decline, with every tracked sub-index outperforming the broader market except for Building Products. Building Products 
lagged the group as modest new home starts weighed on performance.

PMCF.COM    | 

Valuation Trends:
 Within PMCF’s Distribution Index, the mean EV/EBITDA multiple rose from 13.2x in Q1-25 to 14.4x in Q1-26, signaling 

sustained investor demand for scaled distribution platforms following consecutive quarters of normalization. Notably, 
median EBITDA multiples of 13.3x in Q1-26 tied their highest level in two years, underscoring the sector's durable long-
term strength. The recent resurgence can be attributed to reviving market confidence, stable financing conditions, and 
end-market tailwinds driving growth.



April 2026: “I would like to go back to the active portfolio management, a key driver in our value creation strategy. 
2025 was once again, an active year with 4 acquisitions and 2 divestments. Since 2021, we acquired about EUR 2.8 
billion in terms of turnover… We also were quite active in North America with 14 acquisitions representing over 70% 
of acquired sales. Finally, this external growth strategy shows that it's a value-added strategy… In North America, we're 
positioned in industrial automated solutions, various acquisitions, connectivity and data centers.”

Guillaume Jean Philippe Texier, CEO & Director, Rexel S.A.

April 2026: “With regard to M&A, which remains a top priority and key element of our growth strategy, we are actively 
evaluating various targets across both our segments with our focus primarily on midsized and smaller tuck-in 
companies. While timing of M&A can vary quarter-to-quarter, I continue to believe the next 12 to 18 months will be 
more active period for Applied given the work being done and as we continue to execute on our strategy.”

Neil Schrimsher, CEO, Applied Industrial Technologies

April 2026: “Our highly fragmented market creates a long runway for disciplined acquisitions. Over time, we've built a 
reputation as the acquirer of choice in our industry… Since 2017, we have completed more than 40 acquisitions, 
adding nearly 150 branches and over $1.8 billion of annual sales. Our pipeline is deep and actionable. Looking ahead, 
we see a clear path for M&A to contribute 2 to 4 points of annual sales growth over time.”

Bradford A. Cowles, President, Core & Main, Inc.

April 2026: “We're going to be very active, but also very, very disciplined. We want to make sure that there is fit in 
terms of our strategy and where we want to take the business. We want to play into a lot of the megatrends that we 
are seeing in the marketplace. So, it's all about how a deal accelerates our overall growth and profitability and not just 
something that we would buy to leave stand-alone.”

Indraneel Dev, EVP & CFO, Wesco International

Market Commentary

Sources: Company SEC Filings and conference call transcripts

In the first quarter of 2026 earnings calls, companies expressed broadening organic momentum across distribution end 
markets, citing AI and data-center build-outs, reshoring tailwinds, and a truckload supply inflection. Management teams 
highlighted sustained M&A appetite, anchored by several transformational deals and a steady tuck-in cadence across the 
compounders, alongside disciplined capital allocation and continued investment in technology and infrastructure as key 
priorities.

|    DISTRIBUTION M&A PULSE    |    FIRST QUARTER  20268



SELECT DISTRIBUTION TRANSACTIONS

Distribution M&A Activity

Sources: Capital IQ, company websites and PMCF proprietary research
(1) Enterprise value in millions of dollars
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SIGNIFICANT INDUSTRY EXPERTISE AND 
RESOURCES

Founded in 1995, PMCF has spent 30+ years 
successfully advising clients in the middle market. From 
M&A advisory or capital raising to strategic assessment 
and transaction planning, we execute transactions to 
achieve life-changing outcomes for our clients. We 
leverage our significant deal experience, industry 
relationships, and a deep understanding of sectors we 
serve to support our clients’ organic and inorganic 
growth initiatives.

PMCF takes a strategic approach to transaction planning, 
ensuring the positioning and messaging conveys the 
unique differentiators of your company. Our affiliation 
with Plante Moran provides us access to transaction tax 
experts to provide insight into structure planning 
considerations.

▪ Developing strategies to effectively deploy capital 
and resources to maximize ROI on your high-
priority growth initiatives

▪ Aligning your process capabilities with key 
macrotrends driving industry growth

▪ Evaluating KPI trends and results and understanding 
how they are used in daily management

▪ Reviewing the organizational chart and the 
internal plan for turnover and/or succession of 
key management team members

▪ Pursuing customer diversification at attractive, 
appropriate margins

▪ Understanding margin trends and concentrations of 
margin within product groups or customers

▪ Assessing your company’s differentiation and 
position in the marketplace

▪ Leveraging our extensive global relationships to help 
penetrate new customers and/or markets

What is a Strategic Assessment and Why is it Important?
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1
Prepares your company for the scrutiny of
capital investors

2
Helps ownership and management identify the value
attributes and constraints of the business

3
Provides ownership with an understanding of 
perceived value considerations in the eyes of 
investors

4
Affords your company an opportunity to address
shortfalls and enhance the value in advance of a
capital transaction

5
Helps align corporate strategy with
organizational, tax, and wealth transfer planning

6
Helps shareholders/management understand how
various business strategies can impact future value

7
Resolves potential deal obstacles to ensure a
smooth diligence process and higher likelihood of
deal success

As an investment in your company, 
PMCF will complete a complimentary 

Strategic Assessment.

For additional information, please visit 
pmcf.com

A Strategic Assessment is a comprehensive report that examines a business holistically with specific 
consideration given to the financial results, operations, and organizational structure. We advise our 
clients consider before a planned liquidity event to ensure your company is ready for a transaction. 
This process includes:

7 Reasons Why a Strategic Assessment is 
Essential for Maximizing Business Value 
In Preparation of a Liquidity Event

Determining your company’s current value

Identifying factors that enhance or erode value and related risk considerations

Developing strategies to bridge gaps in value and market position



About PMCF

CHICAGO
10 S. Riverside Plaza

9th Floor
Chicago, IL 60606

Phone: 312.602.3600

PMCF’s M&A advisory and investment banking 
services are designed to provide company 
shareholders with a  trusted advisor to oversee 
all transaction related aspects of a company sale 
or strategic acquisition. Our service levels, 
industry expertise in distribution, and approach 
to managing transactions goes well beyond a 
typical investment banker. 

DETROIT
3000 Town Center

Suite 100
Southfield, MI 48075
Phone: 248.223.3300

DENVER
8181 E. Tufts Avenue

Suite 600
Denver, CO 80237

Phone: 720.370.8181

Two-time winner, Boutique Investment Banking Firm 
of the Year by M&A Advisor

Awarded, Cross Border Corporate and Strategic 
Acquisition of the Year by M&A Advisor

Awarded, Cross Border M&A Deal of the Year
by M&A Advisor

Awarded, 2024 Dealmaker of the Year by 
ACG Detroit

OUR LOCATIONS

OUR FIRM

 Differentiated approach via senior banker leadership and direct 
involvement through every step of the transaction providing a 
consistent and highly experienced point of contact

 One of the largest, most active investment banking boutiques 
with a focus on specialty niche businesses

 Proven positioning and marketing processes to obtain premium 
valuations in company sales

 Tailored sale process provides for extensive upfront 
preparation, detailed company review and identification of  any 
potential issues in advance, and buyer evaluation/diligence 
ensuring the right fit

 Unique sale planning approach that helps shareholders best 
prepare for a future sale whether its six months or  several 
years

 Long-term and client first approach allows PMCF to provide 
unbiased feedback

11PMCF.COM    | 



This market overview is not an offer to sell or a solicitation of an offer to buy 
any security. It is not intended to be directed to investors as a basis for making 
an investment decision. This market overview does not rate or recommend 
securities of individual companies, nor does it contain sufficient information 
upon which to make an investment decision.

PMCF will seek to provide investment banking and / or other services to one 
or more of the companies mentioned in this market overview. PMCF and / or 
the analysts who prepared this market update, may own securities of one or 
more of the companies mentioned in this market overview.

The information provided in this market overview was obtained from sources 
believed to be reliable, but its accuracy cannot be guaranteed. It is not to be 
construed as legal, accounting, financial, or investment advice. Information, 
opinions, and estimates reflect PMCF’s judgment as of the date of publication 
and are subject to change without notice. PMCF undertakes no obligation to 
notify any recipient of this market overview of any such change.

The charts and graphs used in this market overview have been compiled by 
PMCF solely for illustrative purposes. All charts are as of the date of issuance 
of this market overview, unless otherwise noted. 

PMCF.COM

10 S. Riverside Plaza
9th Floor
Chicago, IL 60606

The PMCF Distribution Index may not be inclusive of all companies in the 
distribution industry and is not a composite index of the distribution industry 
sector returns. Index and sector returns are past performance, which is not an 
indicator of future results.

This market overview is not directed to, or intended for distribution to, any 
person in any jurisdiction where such distribution would be contrary to law or 
regulation, or which would subject PMCF to licensing or registration 
requirements in such jurisdiction.

PMCF is a trade name for PMCF Advisors, LLC and P&M Corporate Finance, 
LLC, a FINRA-registered broker-dealer and SIPC member firm. The term 
“PMCF” refers to one or more of these legally separate and independent 
advisory practices. P&M Corporate Finance, LLC provides capital-raising and 
private placement services that require registration as a broker-dealer. PMCF 
Advisors, LLC provides M&A-related services that do not require registration in 
reliance upon the SEC M&A Brokers No-action Letter (2014) and comparable 
state-level exemptive relief. Please see pmcf.com to learn more.
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