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Our leading M&A lawyers share their views on the current legal and
regulatory landscapes in M&A in Africa (regional overview), France
and Russia.
AFRICA
The slowdown in M&A activity across African markets, which became apparent in 2016, has
continued into 2017 with a 48 per cent drop in the number of inbound M&A deals, and an 83
per cent drop in deal value, compared to the equivalent period in previous year. This
slowdown is attributable to the interaction of a number of factors operating on a global and
regional level. On a macroeconomic level, investor conﬁdence has been signiﬁcantly shaken
by changes to the global political landscape, following the outcome of the US presidential
election and the UK’s decision to leave the European Union. This uncertainty has been
compounded by challenges closer to home, particularly those aﬀecting the economies of
regional hubs. South Africa, for example, has entered recession resulting in part from a
period of heightened political uncertainty. This, combined with widespread perceptions of
corruption, increased currency volatility and a downgrading of its credit rating by a number of
rating agencies, has served to cool investor appetite for doing deals in South Africa, seen as a
key gateway jurisdiction for M&A in subSaharan Africa. Political uncertainty in relation to the
current election in Kenya and a rebalancing of Nigeria’s economy, following the drop in
commodity prices, is also exerting downward pressure on M&A activity on the continent.
FRANCE

In the ﬁrst quarter of 2017, Europe reached a record of the past 10 years in terms of value for
announced M&A deals, France ranking ﬁrst – representing 26 per cent in terms of deal value.
Acquisitions of French companies made by foreign groups reached €58.4 billion over the ﬁrst
six months of 2017 – representing twice the aggregate value of completed deals as
compared to the same period in 2016. Acquisitions made by French companies abroad
increased by 30 per cent as compared with the same period in 2016 to reach €30.6 billion,
although in both cases the acquisition in the number of deal decreased by 12 per cent (which
is the eﬀect of a number of large size deals that took place in 2017). Over the same sixmonth period, we can observe a similar trend for domestic French M&A activity, which more
than doubled in value to reach €15.3 billion – although the number of deals decreased by 15
per cent compared to the ﬁrst semester of 2016. Major groups continue to refocus their
activity by gaining market shares at international level and looking for synergies with
complementary activities, but also by selling subsidiaries with a non-core activity. Overall,
M&A activity is buoyed by favourable conditions for external growth. Generally speaking,
2017 so far has been very active despite the uncertainties related to the consequences of the
Brexit vote, the upcoming measures of Donald Trump’s administration and the French and
German elections.
RUSSIA
Market conditions are showing signs of improvement, with foreign direct investment in Q1
2017 reaching US$7 billion, the highest since the implementation of sanctions in 2014, and
almost three times the level for the same period in 2016. Despite the continuing, dampening
eﬀect of sanctions on M&A activity, investors are starting to come back to Russia having
adapted to the new economic realities. There are also encouraging signs that this upwards
trend may continue in the second half of 2017. Russian M&A over the past 18 months has
been characterised by two main themes. The ﬁrst is the increasing importance of investment
from Asia. Secondly, the Russian government accelerated its privatisation programme.

Reproduced with permission from Law Business Research Ltd. This article was ﬁrst
published in Getting the Deal Through: Market Intelligence – M&A – Volume 4 Issue
10, (published in November 2017; Panel Leaders: Alan M Klein, Simpson Thacher &
Bartlett LLP). For further information please visit gettingthedealthrough.com
Cross border M&A hub

KEY CONTACTS
If you have any questions, or would like to know how this might aﬀect your business, phone,
or email these key contacts.

GAVIN DAVIES
HEAD OF GLOBAL
M&A PRACTICE,
LONDON

RUDOLPH DU
PLESSIS
PARTNER,
JOHANNESBURG

+44 20 7466 2170
Gavin.Davies@hsf.com

+27 10 500 2623
Rudolph.duPlessis@hsf.com

CHRISTOPHER
THERIS
PARTNER, PARIS

NOÉMIE LAURIN
AVOCAT, PARIS

+33 1 53 57 65 54
christopher.theris@hsf.com

HUBERT SEGAIN
PARTNER, PARIS
+33 1 53 57 78 34
Hubert.Segain@hsf.com

ALEXEI ROUDIAK
MANAGING PARTNER,
EMEA, MOSCOW
+7 495 363 65 00
alexei.roudiak@hsf.com

+33 1 53 57 65 46
noemie.laurin@hsf.com

LEGAL NOTICE
The contents of this publication are for reference purposes only and may not be current as at
the date of accessing this publication. They do not constitute legal advice and should not be
relied upon as such. Speciﬁc legal advice about your speciﬁc circumstances should always be
sought separately before taking any action based on this publication.
© Herbert Smith Freehills 2021

SUBSCRIBE TO STAY UP-TO-DATE WITH LATEST THINKING, BLOGS, EVENTS, AND
MORE
Close

© HERBERT SMITH FREEHILLS LLP 2021

