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Across industries, the market is accelerating. Yet it’s a nuanced 
environment, in which quality is king, strategic options are expanding, 
technology is transforming the landscape, and change is a constant. 
Overall, 2026 offers a wealth of potential for buyers and sellers who can 
navigate this complexity with strategic conviction and tactical creativity.    
Read our 2026 Outlook.

Here, we explore how these dynamics are driving M&A opportunities  
in industrials.

Industrials: Essential Solutions  
for High-Growth End Markets
In 2026 and beyond, the industrials space is expected to see strong investor interest fueled by many 
long-term themes, including onshoring and nearshoring, electrification, infrastructure investment, digital 
transformation and technology adoption, sustainability, and others.

“These trends are creating an ongoing need for innovative solutions in multiple industrials segments,” says 
Tim Webb, a managing director and co-head of our Industrials Group. “Across the space, both private equity 
investors and strategic buyers will continue to gravitate toward companies that can demonstrate recurring 
demand, defensible market positions, and differentiated offerings tailored to high-growth end markets.”

Below, we highlight key industrials sectors for investors to watch in 2026 and a selection of clients that 
exemplify opportunities throughout the industry.
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https://www.harriswilliams.com/our-insights/firm-2026-industry-outlooks-pdf
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Building Products and Materials:  
Long-Term Growth Potential
The building products sector offers attractive long-term fundamentals despite some recent 
headwinds. While the space has seen market pressures, leading companies are pulling ahead by 
enhancing their value propositions via investments in both technology and service, tackling lingering 
affordability hurdles, emphasizing operational efficiency and tech adoption, optimizing their supply 
chains, and managing input costs and labor constraints.

For example, many groups are aligning to these themes by continuing to use material substitution 
to find value. “Through innovative material science and new products, companies are uncovering 
ways to solve more problems,” says Webb. “Businesses offering solutions that enhance performance, 
create cost, labor, and time efficiencies, and improve sustainability will continue to grow, take share, 
and appeal to investors.”

At the same time, businesses serving strong end markets like infrastructure are performing particularly 
well and capturing investor attention. Other key sectors such as the residential R&R market, 
meanwhile, have significant pent-up demand that continues to build, signaling upside ahead as the 
market normalizes.

Exemplifying these opportunities is Lindsay Precast. The company manufactures 
prefabricated concrete and steel products, serving the critical infrastructure 
needs of state and municipal government entities, utilities, renewable energy 
companies, diversified commercial businesses, and the military. It continues 
to support the construction and modernization of water management, utility, 
data center, transportation, and energy systems across the U.S. while saving 
customers labor and cost on the job site.

In addition, the distribution channel remains highly fragmented and primed 
for continued consolidation. In this space, best-in-class companies are disrupting the market by 
making significant investments in technology to better service customers. Leading distributors are 
also differentiating themselves through showroom models that create stronger customer and sales 
support. “We continue to see rapid consolidation in building products distribution as large players 
broaden their aperture and find value in smaller groups with brand power and product quality,” adds 
Webb.

Illustrating this potential is Mosaic Companies and its division Opustone, a stone 
slab and tile distributor that offers an extensive inventory of premium surfaces 
for residential and commercial design projects. Opustone is distinguished by its 
combination of exceptional product quality, curated global sourcing, and a client-
centric approach.

“Across building products, both private equity firms and strategic buyers will 
continue to value the industry’s long-term value-creation opportunities, with 
strategics in particular leaning into M&A even through the recent market 
environment,” says Webb. “They’re prioritizing acquisitions that are finding ways to prevail amid the 
current backdrop, and are seeking opportunities to expand into new geographies, add value-added 
capabilities, or enter adjacent product verticals.”
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https://www.harriswilliams.com/transactions/ind-epi-lindsay-precast-acquired-by-tjc-building-products-m&a
https://www.harriswilliams.com/transactions/ind-mosaic-companies-opustone-acquired-by-construction-resources-subsidiary-the-home-depot


Chemicals and Specialty Materials:  
Optimism Across Several Bright Spots
A confluence of stabilizing market fundamentals and structural private equity pressures is setting the stage 
for a rebound in chemicals and specialty materials M&A. With tariff-driven volatility abating, potential sellers 
now have clearer visibility on future earnings. Simultaneously, a backlog of mature, PE-owned assets—
many held for five years or more—creates a structural impetus for exits. 
As well-funded buyers look to deploy capital into a more predictable 
environment, this alignment of interests should catalyze a new wave of 
deal-making.

“Overall, as uncertainty wanes, we expect chemicals and specialty 
materials M&A activity to build, with the sector’s long-term fundamentals 
and multiple structural tailwinds setting the stage for a busier 2026,” says 
Jason Bass, a managing director and group co-head.

Throughout the space, there are many bright spots including water 
treatment which continues to garner significant investor attention from 
both strategic and financial buyers. There’s also heightened interest in 
distribution and service businesses with buyers attracted to their asset-
light models and critical link between manufacturers and a fragmented 
end-user base.

At the same time, investors continue to seek high-margin specialty materials with 
clear differentiation in growing and resilient end markets, such as infrastructure, 
aerospace and defense, electronics, medical, and food and beverage. Potters 
exemplifies this potential, which is an integrated and innovative global provider of 
specialty catalysts, materials, and chemicals and services to infrastructure markets.

Lastly, another category on investors’ radar is coatings, adhesives, sealants, and 
elastomers (CASE). “Leading CASE solutions create lasting customer relationships, 
strong barriers to entry, and healthy margins, which are all highly appealing traits 
to investors,” says Webb. “M&A will continue to be a great way for these investors 
to help CASE businesses enter new higher-growth product categories and end 
markets.”

UW Solutions demonstrates how CASE companies are generating appealing M&A 
opportunities. UW Solutions is a vertically integrated manufacturer of branded coated 
substrates, specializing in the formulation of coatings and its proprietary application 
process. The business offers high-performance solutions for warehouses, consumer 
photography, and other in-demand applications, leveraging differentiated ultraviolet 
and electron beam coating technologies and expertise.
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https://www.harriswilliams.com/transactions/uw-solutions-acquired-by-apogee-enterprises-industrials-m&a


Engineered Equipment, Products  
and Components: Recurring Demand  
Across Categories
A wide range of engineered equipment, products, and components are foundational to many attractive end 
markets, from manufacturing to energy to construction. Further, the sector is exposed to multiple powerful 
growth trends that drive consistent, repeat demand for a variety of solutions.

“Onshoring and nearshoring, electrification, growing investment in outdated infrastructure and technology, 
a push toward automation and robotics, and a greater emphasis on environmental factors will all drive 
growth for companies across the space in 2026,” says Bass.

The water space is one area with long-term growth opportunities for specialized components due to 
continued government spending on water and wastewater infrastructure. AlpHa Measurement Solutions, 
a leading manufacturer of liquid analytical sensors and instrumentation, illustrates how differentiated 
companies are succeeding in this segment. The company provides intelligent and actionable insights 
across an array of parameters for diverse end markets including water and wastewater, as well as harsh 
industrial processes and environmental monitoring.

Safety is another key theme and an ongoing priority across the industrials market, creating resilient, 
recurring demand for products and services that leverage technology to better protect people, 
infrastructure, and systems. Damotech, for instance, offers aftermarket rack safety solutions, including 
engineering services, proprietary rack safety management software, and built-to-spec repair and protection 
products.

Many electrical and mechanical products also continue to see strong investor interest due to being vital for 
expensive, high-cost-of-failure systems. For example, Elgen Manufacturing, Ideal Tridon, and NSI Industries 
all demonstrate the investment potential for engineered component companies serving the HVAC market 
and other critical applications. 
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https://www.harriswilliams.com/transactions/ind-alpha-measurement-solutions-acquired-by-enpro-industrials-m&a-deals
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Industrial Technology:  
Powerful Themes, Broad 
Opportunities
Businesses of all kinds are prioritizing digital transformation, seeking 
advanced software, AI, and connectivity to enhance productivity and increase 
efficiency, among other goals. These objectives will create substantial 
opportunities for a diverse set of industrial technology providers throughout 
2026.

For example, the rapid expansion of AI is driving growth opportunities 
across a multitude of sectors, from data center infrastructure components 
to highly specialized cooling products and services to solutions serving the 
power side of the equation. “The proliferation of AI continues to accelerate 
the computing and energy requirements of data centers, challenging their 
existing infrastructure and creating new opportunities for many types of 
innovative products and services,” says Webb. “In addition, strategics are 
becoming more aggressive for opportunities that align with their corporate 
priorities, and in today’s market, that’s anything supporting AI.”

Avtron, for instance, is a leader in emergency power and test and 
measurement solutions for mission-critical systems. The company serves the 
high-growth data center segment as well as other critical infrastructure like 
microgrid and utility, commercial and industrial, healthcare, and government. 
Heatscape, which provides advanced thermal management solutions to 
leading OEMs and its EMS partners, and Great Lakes Data Racks & Cabinets, 
a designer and manufacturer of data racks, cabinets, advanced cooling 
systems, enclosures, and accessories, are also great examples. 

Others include DMC Power, which provides advanced connection systems 
for transmission, distribution, and substation projects, and PurgeRite, which 
provides mission-critical flushing, purging, and filtration services. And 
finally, IREMA-Filter GmbH is a manufacturer of filtration products focused 
on high-growth emerging verticals such as data centers and high-tech 
manufacturing, as well as various mature, high-volume sectors like healthcare 
and automotive. Harris Williams advised Rensa Filtration, a portfolio company 
of Audax Private Equity, on its acquisition of IREMA-Filter. 
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https://www.harriswilliams.com/transactions/ind-avtron-power-solutions-acquired-by-legrand-s-a-industrial-tech-m&a
https://www.harriswilliams.com/transactions/ind-heatscape-acquired-by-guardian-capital-partners-industrial-tech-m&a
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https://www.harriswilliams.com/transactions/ind-rensa-filtration-acquires-irema-filter-industrial-tech-m&a-deals


Looking ahead through 2026, industrials is well positioned for robust M&A activity. 
Many important themes—from onshoring and electrification to infrastructure 
investment and digital transformation—will continue to drive resilient demand across 
key industrials categories.

“We expect both private equity and strategic buyers to remain focused on a broad 
set of mission-critical industrials businesses with recurring demand and differentiated 
solutions—especially those serving high-growth end markets,” says Webb.

Learn more about the Harris Williams Industrials Group.

W H A T ’ S  N E X T

Packaging: Enhancing  
Efficiencies, Margins, and Scale
The universal, highly fragmented, and always in-demand packaging sector continues to see M&A momentum 
as forward-leaning companies seek to improve their performance, enhance their scale, and enrich the value 
they can provide.

Value to packaging customers and end users can take several forms, with innovative packaging companies 
integrating technology to provide digital packaging traceability and visibility into material origin, recyclability, 
and authenticity. In addition, leading packaging businesses are focusing on material science advancements 
to develop cutting-edge solutions that strike the right balance between performance, sustainability, and cost. 
M&A can be a quicker way to provide these benefits to customers than developing capabilities from scratch.

Likewise, M&A can help packaging businesses and their customers tap into the emerging benefits of AI and 
automation. “AI-assisted inspection and end-of-line automation can drive productivity for co-manufacturers 
and converters,” says Webb. “Packaging businesses further along the curve in these areas are in focus for 
acquirers.”
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Important Disclosures
Harris Williams LLC is a registered broker-dealer and member of FINRA and SIPC. Harris Williams & Co. Ltd 
is a private limited company incorporated under English law with its registered office at 13th floor, One Angel 
Court, London EC2R 7HJ, UK, registered with the Registrar of Companies for England and Wales (registration 
number 07078852). Harris Williams & Co. Ltd is authorised and regulated by the Financial Conduct Authority, 
number 5408952. Harris Williams Private Capital Advisory Ltd. is an Appointed Representative of Sturgeon 
Ventures, LLP, which is authorised and regulated by the Financial Conduct Authority number 452811. Harris 
Williams & Co. Corporate Finance Advisors GmbH is registered in the commercial register of the local 
court of Frankfurt am Main, Germany, under HRB 107540. The registered address is 16th Floor, Marienturm, 
Taunusanlage 9-10 60329, Frankfurt am Main, Germany (email address: hwgermany@harriswilliams.com). 
Geschäftsführer/Director: Paul Poggi, VAT No. DE321666994. Harris Williams (“HW”) is a trade name under 
which Harris Williams LLC, Harris Williams & Co. Ltd, Harris Williams & Co. Corporate Finance Advisors GmbH, 
and Harris Williams Private Capital Advisory, Ltd conduct business.

HW is an affiliate of The PNC Financial Services Group, Inc., which, together with its subsidiaries and affiliates 
and their agents (collectively, “PNC”), engages in a broad range of businesses. PNC may have had, and may 
currently or in the future have, business with or ownership in the Company and its related persons, potential 
parties to the proposed transaction and their related persons, or their competitors, customers or suppliers. 
When HW is engaged to provide adviser services in a transaction, HW is acting only for its client in connection 
with the proposed transaction.

The distribution of this document in certain jurisdictions may be restricted by law, and accordingly, recipients 
of this document represent that they are able to receive this document without contravention of any 
registration requirement or other legal restrictions in the jurisdictions in which they reside or in which they 
conduct business.

This document does not contain all the information needed to assess any transaction. You must conduct your 
own investigations and analyses. HW does not provide accounting, tax, investment, regulatory or legal advice 
to anyone. This document is for discussion purposes only and is not a recommendation, offer or solicitation for 
the purchase or sale of any security or an invitation or inducement to engage in any transaction or investment 
activity. HW obtained the information in this document from Company and/or third-party sources. HW has not 
independently verified such information and no obligation is undertaken to provide updated or additional 
information. No representation or warranty, expressed or implied, is made in relation to the fairness, accuracy, 
correctness or completeness of the information, opinions or conclusions expressed herein. All forward-looking 
statements herein involve assumptions and elements of subjective judgment and analysis and are not facts. 
Nothing in this document guarantees future results or performance.

This document is only being distributed to, and only made available to, and directed at: (a) persons who are 
outside the United Kingdom; (b) persons in the United Kingdom who have professional experience in matters 
relating to investments falling within Article 19(5) of the UK Financial Services and Markets Act 2000 (Financial 
Promotion) Order 2005, as amended (the “Order”); (c) high net worth entities and other persons to whom it 
may otherwise lawfully be communicated falling within Article 49(2)(a) and (d) of the Order; or (d) any other 
person to whom this document may otherwise lawfully be communicated or caused to be communicated (all 
such persons in (b) to (d) together being referred to as “Relevant Persons”). This document must not be acted 
on or relied on by persons who are not Relevant Persons. In the UK, any investment or investment activity to 
which this document relates is only available to, and will be engaged with, relevant persons.
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