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Introduction 
Setbacks	are	not	just	inevitable	in	the	world	of	business	acquisitions	—	they’re	part	of	the	
job	description.	Deals	fall	through.	Sellers	go	silent.	Due	diligence	uncovers	a	mess.	
Financing	dries	up	at	the	eleventh	hour.		Even	the	most	seasoned	dealmakers	have	stories	of	
frustration,	failure,	and	wasted	months.	

That’s	why	resilience	—	the	ability	to	bounce	back	quickly	from	disappointment,	rejection,	
or	delay	—	is	not	just	a	“nice	to	have”	trait	for	business	buyers.	It’s	essential.	

This	report	explores	what	resilience	looks	like	in	the	context	of	dealmaking,	why	it	matters	
more	than	ever,	and	how	you	can	cultivate	this	skill	to	not	only	survive	but	thrive	in	the	
high-stakes	world	of	business	acquisitions.	

1. What Is Resilience in Dealmaking?
Resilience	in	dealmaking	isn’t	about	emotional	detachment	or	pure	optimism.	It’s	the	
learned	ability	to	navigate	uncertainty,	manage	stress,	and	regain	momentum	quickly	after	
a	setback.	

In	practical	terms,	resilience	is	the	reason	one	dealmaker	picks	up	the	phone	again	after	a	
failed	deal	while	another	walks	away	for	good.		

Traits	that	underpin	resilience	in	M&A	include:	

• Emotional	regulation:	Staying	grounded	under	pressure.
• Optimistic	realism:	Believing	in	success	while	facing	hard	facts.
• Self-efficacy:	Trusting	your	own	ability	to	overcome	challenges.
• Persistence:	Returning	to	your	pipeline	after	disappointment.

A	resilient	dealmaker	expects	the	unexpected.	They	stay	agile	and	use	every	failure	as	a	
learning	opportunity.	



2. Understanding Bouncebackability 
Coined	in	the	world	of	sports	psychology,	‘bouncebackability’	refers	to	how	quickly	
someone	recovers	from	a	setback.		In	dealmaking,	it’s	how	fast	you	return	to	your	deal	
sourcing	after	being	ghosted	by	a	seller,	or	how	swiftly	you	adapt	your	strategy	after	a	
funding	deal	falls	through.	
	
Bouncebackability	is	a	mix	of	mindset	and	method.	The	mindset	is	about	how	you	interpret	
the	setback	—	is	it	a	sign	you’re	not	cut	out	for	this,	or	just	part	of	the	process?	The	method	
is	about	what	you	do	next	—	freeze,	or	find	your	next	opportunity?	
	
Practical	ways	to	build	bouncebackability	include:	

• Debriefing	after	each	deal,	regardless	of	outcome.	
• Celebrating	effort,	not	just	results.	
• Keeping	your	deal	pipeline	full,	so	one	deal	never	defines	your	momentum.	
• Developing	a	24-hour	rule:	give	yourself	one	day	to	process,	then	take	the	next	best	

action.	
	

3. The Common Setbacks Every Dealmaker Faces 
If	you’re	in	the	M&A	game,	you’ll	face	obstacles.	Here	are	the	most	common	—	and	resilient	
responses:	
	
❌	Seller	changes	their	mind	after	agreeing	terms.			
✅	Response:	Recognise	emotional	decision-making	on	their	part.	Return	to	pipeline	and	
seek	tighter	Heads	of	Terms	next	time.	
	
❌	You	uncover	hidden	financial	issues	in	due	diligence.			
✅	Response:	Don’t	panic.	Step	back.	Renegotiate	—	or	walk	away	with	clarity	and	
confidence.	
	
❌	A	competitor	swoops	in	with	a	higher	offer.			
✅	Response:	Price	isn’t	everything.	Build	relationships	that	transcend	money.	And	keep	
sourcing.	
	
❌	Your	team	drops	the	ball.			
✅	Response:	Own	what	you	delegated,	reflect,	and	redesign	your	systems.	Blame	gets	you	
nowhere	—	better	systems	get	results.	
	
Resilient	dealmakers	don't	avoid	disappointment.	They	move	through	it	efficiently.	
	



4. The Psychology of Resilience 
Resilience	is	more	than	grit.	It’s	a	trained	capacity,	supported	by	the	brain’s	neuroplasticity	
—	your	ability	to	build	new	thought	patterns	over	time.	
	
Three	key	psychological	concepts	support	dealmaker	resilience:	
	
1.	Cognitive	Reframing	
Change	the	story	you	tell	yourself.	“I’m	no	good	at	this”	becomes	“That	seller	wasn’t	the	
right	fit.”	Reframing	helps	shift	your	focus	to	what’s	useful.	
	
2.	Learned	Optimism	
Martin	Seligman’s	research	shows	that	optimistic	people	outperform	pessimists	—	not	
because	they	avoid	difficulty,	but	because	they	believe	setbacks	are	temporary	and	solvable.	
	
3.	Growth	Mindset	
Popularised	by	Carol	Dweck,	a	growth	mindset	assumes	every	skill	can	be	improved.	
Rejection	isn’t	proof	of	failure,	it’s	feedback.	
	
Dealmaking	is	80%	mindset.	Resilience	isn’t	what	you	have	—	it’s	what	you	practise.	
	

5. Habits of Resilient Dealmakers 
Resilience	isn’t	just	about	reacting	well	to	a	crisis	—	it’s	also	about	the	habits	you	build	in	
the	quieter	moments.	
	
Here	are	five	daily	or	weekly	habits	observed	in	high-performing,	resilient	dealmakers:	
	
1.	Pipeline	Maintenance	
They	always	have	deals	in	motion.	This	diffuses	emotional	attachment	to	any	single	
opportunity.	
	
2.	Reflection	and	Review	
They	schedule	regular	self-assessments.	What	went	well?	What	can	improve?	
	
3.	Mentorship	and	Community			
They	surround	themselves	with	fellow	dealmakers	and	mentors.	A	resilient	mindset	thrives	
in	strong	networks.	
	
4.	Routine	Building	
Structure	reduces	decision	fatigue.	Simple	daily	rituals	(morning	reviews,	deal	checklists)	
keep	momentum	high.	
	
5.	Boundary	Setting	



They	protect	their	time	and	energy.	Saying	no	to	time-wasters	is	part	of	the	job.	
	
If	resilience	is	a	battery,	these	habits	are	the	recharging	station.	
	

6. Case Study: From Collapse to Comeback 
Let’s	consider	‘Mark,’	a	Dealmakers	Inner	Circle	member	who	had	an	offer	accepted	on	a	
£2.3	million	engineering	business.	He’d	spent	weeks	building	rapport,	crafting	the	offer,	and	
negotiating	terms.	At	the	eleventh	hour	—	the	seller	backed	out.	
	
Devastated	but	determined,	Mark	took	two	days	to	decompress.	He	then	booked	a	call	with	
his	coach,	re-evaluated	the	deal	(it	wasn’t	as	strong	as	he	thought),	and	re-engaged	his	
pipeline.	Within	eight	weeks,	he	acquired	a	business	that	turned	out	to	be	more	profitable,	
with	better	management.	
	
Mark’s	comeback	wasn’t	magic	—	it	was	methodical.	He	reframed	the	setback,	took	action,	
and	moved	forward.	That’s	resilience	in	real	time.	
	

7. Resilience vs Burnout: Know the Line 
There’s	a	myth	in	entrepreneurship	that	resilience	means	working	through	exhaustion.	It	
doesn’t.	Resilient	dealmakers	understand	the	difference	between	persistence	and	self-
destruction.	They	know	when	to	press	pause.	
	
Burnout	symptoms	to	watch	for:	
-	Emotional	detachment	from	deals	or	clients	
-	Cynicism	or	constant	negativity	
-	Decline	in	decision	quality	
-	Physical	fatigue	or	insomnia	
	
To	avoid	burnout:	
-	Rest	before	you’re	exhausted.	
-	Have	hobbies	outside	dealmaking.	
-	Talk	to	someone.	Your	coach,	your	peer	group,	even	your	family.	
	
Resilience	means	bouncing	back	stronger	—	not	pushing	until	you	break.	
	

8. Practical Resilience Toolkit 
Use	these	tools	to	stay	mentally	agile	during	your	dealmaking	journey:	
	
The	Dealmaker	Debrief:		
After	each	deal	—	win	or	lose	—	complete	a	5-question	review.	
	



				-	What	happened?	
				-	What	did	I	control?	
				-	What	did	I	learn?	
				-	What	can	I	do	better	next	time?	
				-	What’s	the	next	best	action?	
	
The	24-Hour	Rule:	After	a	major	setback,	don’t	make	any	decisions	for	24	hours.	Reset.	
Then	act.	
	
Weekly	Wins	Tracker:	Write	down	3	wins	each	week.	They	don’t	have	to	be	big	—	even	
sending	that	follow-up	email	counts.	
	
Accountability	Partner:	Check	in	weekly.	A	quick	10-minute	call	can	keep	you	from	
spiralling.	
	
These	aren’t	just	tools	—	they’re	habits	that	build	mental	strength.	
	

Conclusion: Resilience Is the Real Edge 
In	the	world	of	acquisitions,	deals	come	and	go	—	but	your	mindset	stays	with	you.	
Resilience	is	the	most	valuable	soft	skill	a	dealmaker	can	cultivate.	
	
It’s	not	about	avoiding	hard	times.	It’s	about	becoming	the	kind	of	person	who	grows	
through	them.	Who	learns	fast.	Who	resets	quicker.	Who	moves	forward	again	and	again,	no	
matter	the	size	of	the	setback.	
	
Whether	you’re	still	sourcing	your	first	deal	or	closing	your	fifth,	the	ability	to	bounce	back	
—	sharper,	smarter,	and	more	strategic	—	is	what	separates	good	dealmakers	from	great	
ones.	
	
Keep	going.	You’re	closer	than	you	think.	
	


