
Tracking pipeline metrics goes a long way to providing a constant health check of M&A and corporate 
development initiatives. Doing so can provide valuable insight into the number of potential acquisition targets 
being evaluated & in what stage, why targets are being rejected, where things are being held up and how a 
company is tracking towards achieving its overall corporate development objectives. If this reporting 
discipline is currently missing from your M&A workflow its surprisingly easy to change your ways via a Smart 
M&A Platform. 

Producing pipeline reports to monitor M&A/corporate development progress in a manual way might be what 
is most familiar to many deals teams, but this approach is no longer fit for purpose. Rather, deal teams 
should be able to check the pulse of an M&A pipeline and progress against corporate development objectives 
at any given moment – and therefore move from reactive to proactive reporting. Taking the traditional (or 
analogue) approach to working, as soon as a report is created it becomes out-of-date as new information 
becomes available. Furthermore, depending on the scope of M&A activities within a company and the volume 
of data to hand, the analogue process of compiling meaningful – and actionable – pipeline reports can take 
hours or even days.

7 M&A Pipeline Metrics 
You Need to Track
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Reason for Targets Being 
Abandoned/Put on Hold 
Why? Understand the reason for targets being 
abandoned/put on hold – e.g. (i) is this largely under a 
company’s control and due to poor internal deal sourcing (ii) 
attributed to poor opportunities being introduced by 
intermediaries (e.g. by investment banks) (iii) due to poor fit 
(e.g. across strategy/financials/products/services, etc.) (iv) 
are targets not proceeding beyond due diligence or (v) are 
market drivers out of a company’s control at play (e.g. such 
as valuations being driven up, thus putting targets outside of 
an acceptable valuation range).
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Overall Pipeline Value (by 
Revenue), by Deal Stage 
Why? Shows the potential revenue contribution attributed to 
targets in different deal stages. e.g. if most of the pipeline 
value (by revenue) is derived from targets sitting in the early 
Prospect stage (rather than further along the pipeline, e.g. in 
Due Diligence) it is possible that targets may be moving 
through the pipeline too slowly (which poses the risk of 
corporate development objectives – such as revenue growth 
via M&A – not being met if, ultimately, deals are not closing).  
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Split of Targets by Value 
Driver/Deal Rationale

Why? Helps a corporate development/M&A team understand 
the composition of an pipeline by driver/deal rationale and 
establish if resources are being allocated to the right mix of 
targets (based on strategic goals) or if there is bias to certain 
deal types (which may or may not be proving problematic 
when it comes to closing and/or not align to the corporate 
strategy).
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Why? Helps a corporate development/M&A team understand 
the composition of the pipeline by region. This could be 
important where geographic diversification/new market entry 
is a strategic goal – or for a company that is targeting scope 
deals (e.g. looking to move some element of operations in a 
new direction) combined with a different geographic focus. 
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Time to Move a Target 
Though the Pipeline
Why? Helps a corporate development/M&A team understand 
how quickly (or slowly!) targets are moving through a 
pipeline. If target evaluation is taking too long this poses the 
risk of data being out of date, the pipeline becoming 
“stagnant” and/or could result in competitors closing on a 
target. Tracking this metric also reveals how efficient target 
evaluation is and at what stage progress is being delayed 
(e.g. due to an overly long due diligence review or a 
protracted Signing & Closing process, etc.). 
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On Target

Progress Against Growth 
Objectives
Why? Given that M&A is intended to move a company 
forward – and that corporate development growth targets 
can be aggressive – it’s important that progress against 
objectives/operational KPIs can be monitored. Key M&A 
metrics may be financial and include revenue and EBIT 
contribution from closed deals, etc. but could also be 
qualitative – such as in relation to the number of employees 
on-boarded as part of an acquihire. 
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Target Count Per Deal Stage 
Why? Helps a corporate development/M&A team understand 
how productive those working on deal origination/target 
evaluation are and highlights the project owners that are 
consistently doing a good job of pushing targets to the next 
stage of evaluation. Additionally, this helps identify whether a 
company needs to increase its deal origination activities so 
as to meet corporate development objectives.  
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