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We are delighted to present the findings and insights from our annual M&A survey. There is no
question that it has been a mixed year for M&A across most industry sectors, as businesses have
been dealing with, and then responding to, the pandemic shock. Rapid shifts fo new, remote
ways of working have of course been accommodated, not just for cross-border deal making, but
also domestic. This has perhaps accelerated an underlying trend, as the need for travel reduces,
encouraged by the more intense focus on the ESG agenda.

We have found, though, that the fundamentals of completing successful M&A projects

have not changed. Not just to the art of getting the deals done, notably in diligence phase,
but most importantly, the recognition from senior executives and M&A practitioners alike that
increased investment and capabilities to plan and deliver the value of their deals post-signing
is paying dividends.

Our survey report looks at each stage of the deal lifecycle, drawing on the wealth of M&A
experience of respondents from all industry sectors and business functions, M&A roles, levels of
seniority and of course geographical base. Key insights have been developed from successful
M&A projects and focus on those areas deemed to be most significant to underpin the reliable
delivery of value.

At Global PMI Partners, we continue to strive to be at the forefront of thinking to help our clients
continually deliver great M&A projects and our views resonate with our survey respondents in our
concluding section on those areas that still need improvement to further enhance chances of
M&A success.

Our thanks to all survey respondents, contributors and the team that has produced the report.
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Executive Summary

Key Insights 1

1 Success Factors

2 Programmatic Approach

3 Organisational Clarity

Early clarity on governance, a
focus on execution, investment
in planning pre-closing, a clear
project structure/team, realistic
and proactive resourcing with
expert practitioners, as well as
rapid mobilisation are success
factors underpinning deal
value delivery.

4 Operational Due Diligence

Savvy acquirers use a
programmatic approach and
repeatable methodology
through playbooks, managed
by a high performing integration
management office creating
multiple planning documents
before closing to deliver

deal value.

5 Planning and Comms

Deal value drivers and the
challenges to deliver them in
M&A integration includes a

focus on synergy validation and
tracking by operational, as well
as deal teams, effective team
building across organisations and
functions, with clear end-state
definition and transition planning.

6 Execution Focus

<

7 Leadership and Culture

Effective operational Due
Diligence covering a more
diverse and comprehensive
range of areas, in addition to
financial, legal and commercial,
significantly increases
transaction success.

Page 13
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Key areas of improvements

in future tfransactions are
infegration planning,
communications, M&A
capabilities, KPIs, synergy
management, and end-state
definition / transition.

Page 32

8 Synergy Validation

Areas of improvement identified
across all stages of the deal
lifecycle to achieve greater
chance of success, with 76%
seeing the need in integration
planning and execution phases.
Page 31

9 carve-out Capability

Strong emphasis and focus
on leadership, people and
culture is important to 76%
of respondents.

Pages 29, 30

1 0 Value Driver Focus

Effective synergy identification,
validation and tracking
increases transaction

success rates.

Pages 26, 27

Carve-outs deemed
unsuccessful were in part due to
the unexpected additional costs
of carving-out, standing up or
separating the business.

Page 8

The most successful acquisition
deal rationales are: increased
market share, geographical
expansion and enhancing
value propositions.

Page 7
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Executive Summary

Key Insights 2

13 Repeatable Playbooks

Having an integration playbook
in place increases deal success
rates and result in enhanced
future expectations of deal
value delivery.

Pages 23, 24

11 Effective IMO 12 Capability Investment

Establishing Integration
Management Offices
(IMQOs) pre-close increases
transaction success.

Page 18

The most successful deals
scoring 4 or more (out of 5)
implemented a broad mix of
capability and capacity levers,
including existing experienced
staff, external consultants and

14 Comprehensive Planning

fraining feam members.
Page 21

15 Early Mobilisation

16 cross-border Ability

Comprehensive integration
planning documents, completed
early, that triangulate many
aspects of the deal increases
success rates in execution.
Pages 17, 25
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66% of IMOs were setup

by pre-signing, 59% created
cross-functional teams

or workstreams.

Pages 18, 19, 20

17 Risk Management

Cross-border deals with more
than two countries involved have
lower success rates than those
with just two countries.

Pages 9, 10

1 8 Future M&A Confidence

Emerging markets will be
increasingly in focus in future
deals and require new
capabilities for the buyer.
Page 9

85% of respondents indicated
a high degree of confidence
in future fransaction success,
reflecting the increased
investments made in

M&A capabilities.

Pages 33, 34
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“Mergers, acquisitions and divestments always heat up the management atmosphere.
There is so much to do at once and so much at stake, it is crucial fo proceed with a clear
sense of priorities, and this calls for a carefully structured approach.”

- Chris Charlton, UK Managing Partner, GPMIP
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DemogrqphiCS: AbOUf Our Survey Respondents: Industry
survey Respondenis Business Services

Industrials & Engineering

Energy & Resources

Healthcare, Pharma & Life Sciences
Consumer & Retail

Technology

Transport, Logistics & Supply Chain
Financial Services

Private Equity

Travel & Leisure

Media & Telco

Property & FM

Other

0 15% 20%

Survey Respondents: Geography Survey Respondents: Functions Represented

Integration / Carve-out Team
HR, People & Culture
Corporate Development
M&A Strategy

Change Management
Corporate Strategy

Due Diligence Team
Investment Team & Valuations
Sales & Marketing

Corporate Finance

Operations
Communications

= Europe “ North America = APAC = Other
Governance
Procurement & Supply Chain
Note: This is the physical geography of the respondent Technology
rather than the HQ geography of the businesses Legal
they represent Property & Facilities
Other
ﬂ G]oba'l Finance & Tax
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R
N
R
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R
®
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Deal Rationale: Acquisitions

Enhancing value proposition (e.g. new technology)

Product or service diversification/ complementarity

Access to distribution channels

Vertical acquisition (upstream or downstream)

Acquisitions: Deal Rationale for Last Transaction

Geographic expansion

Increased market share

Buying a competitor
Acquiring skills and expertise

Cost synergies

Access to strategic suppliers

Q
B

2% 4% 6% 8% 10% 12%

14%

16%
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72% of geographic expansion deals were
considered successful, providing there was
sufficient understanding of local language,
culture and market

70% of deals aimed at increasing market share
were considered successful, whether through
cross-sell strategies, clear targets for newly
combined sales teams and/or buying competitors

15% of deals added new lines of business,
new products or new technologies

Whilst only 9% of respondents cited cost synergies
as part of deal rationale, in nearly all cases, cost
synergies were an integral part of M&A projects,
but secondary to growth
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Deal Rationale:
Divestments and Carve-outs

Divestments & Carve Outs: Deal Rationale for Last Transaction

Selling a non-core business - |
Change in business plan - IIEIEEEEEGGEGGN—_——

Strategic Intent to Sell when Bought [N

Regulatory Requirement [N

Distressed Business [l

0% 10% 20% 30% 40% 50% 60%

70%
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The most successful sellers usually follow an
end-to-end process, incorporating every activity
from defining the divestiture strategy, selecting,
and preparing the asset for sale (including for
example separation to standalone), and dealing
with the post-close clean-up after the asset has
been sold, including applicable TSA exits

Those deemed less successful were in part due
to the unexpected high costs of carving out or
separating the businesses and/or lower than
anticipated valuations

Understanding the likely strategy and intentions
of likely buyers, whether they be strategic,
financial, or considering an IPO, was a key
influencer that shapes the scope, focus and
approach to divestment projects
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Deal Geographies

Survey Respondents: Geographies in Focus

wsiol Ausiralosio | 7.
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70%
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<4 Deal focus in Europe, North

and Central America is
declining in future

Increased future deal focus
in Africa and Middle East
brings additional challenges,
such as geopolitical

stability, governance,
difficulties in Due Diligence,
communications,
expectations setting and

risk management
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Cross-border Transactions

< Cross-border deals, involving two countries,
have the highest average success score in
achieving deal rationale (3.9/5), while
cross-border, multiple countries, have the
lowest success score (3.5/5)

<= Businesses conducting deals in one country
operate in an average 2 industry sectors, while
those conducting deals in two countries or more
operate in an average 3.7 industry sectors

_+JGlobal
. PMIPartners

Was your last closed transaction cross-border or
in-country?

= Cross-border (two countries)

One country only (local: target and
acquirer in same country)

= Cross-border (multiple countries)

www.gpmip.com
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Success Factors: Last Transaction
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How successful was your last transaction in
achieving its deal rationale?
(0 = not successful, 5 = very successful)

Five
Four
Three
Two

One

Zero

0% 10% 20%  30% 40% 50%

Nearly 70% of respondents considered their last
fransaction successful (scoring 4 or more)

All deals that covered 10 or more areas in
their Due Diligence scored 4 or more in their
fransaction success (see diligence findings for
more detail)

Companies that established a professional
Integration Management Office (IMO) pre-close —
or already had one in place — were more likely to
have successful acquisition deals than those that
were established after signing (4.1 vs 3.1 out of 5)

75% of respondents considered the key areas
of improvement in M&A projects were in the
post-diligence phases (see areas forimprovement
findings on Pages 31-32)

1
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Due Diligence: Focus Areas

What areas were covered by Due Diligence in your last transaction?

Commercial

Finance

People/ HR

Legal

IT

Operations
Procurement/ Supply chain
Integration/ carve-out
R&D and Technology
Manufacturing
Culture

Quality

Digital fransformation
Don't know

o

o
N
(@]
w
(@]
N
(@]
[N}
(@]
[oN
(@]
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All deals that covered 10 or more areas in
their Due Diligence scored 4 or more in their
fransaction success

Deals that covered between 5 and 9 areas
in their Due Diligence had an average
success score of 4.0 (out of 5)

Deals that covered 4 or less areas in their
Due Diligence had an average success
score of 3.1 (out of §)

Less than a third of all deals factored
infegration (or carve-out) into their Due
Diligence (32%)

Comments from respondents:

“Integration and related transition issues are the key to recovering synergies priced into the transaction.”
“Previously, the focus in acquisitions was on finding the good strategic fit. Recently, the emphasis has shifted to the

acquisition process, especially the integration phase.”

“A low score for culture diligence is often a function of acquiring management teams not knowing how to assess

and analyse culture.”

13
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Integration Planning: Timeline Expectations

Whilst there may be competition
Timeframe from Deal Signing to Deal Closing compliance restrictions in place during
any regulatory approval proceedings in
this period, there is usually much more
progress that can be made than is often
anticipated. Day 1 and integration
planning can achieve significant progress
through providing clear guidelines,
gun-jumping rules, clean teams, legal
oversight and processes. Also, it allows

for relationship building and alignment
between acquirer and target before Day
1. Simultaneous sign-and-close scenarios
0% 5% 10% 15% 20% 25% 30% 35% require more intense preparation regimen

starting at Letter of Intent (LOI).

Same day/ within a day
Up to 2 months

Between 3 - 4 months

7 months+

.|'._.| Global
./ PMIPartners
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Integration Planning: Timeline Expectations

Execution Phase Duration, starting from Transaction Close

Up to 3 months s
4-6months T
7-12months
Over 12 months | ——

0% 5% 10% 15% 20% 25% 30% 35%

_+JGlobal
. PMIPartners
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Workstreams that typically take longer to
deliver such as IT, product technology,
HR and finance can in some cases be
handed back to business as usual to
complete rather than retaining a full
integration programme structure for longer
than is necessary. Periodic evaluations
of what tranches of work can be
expedited more quickly can accelerate
value capture (many original timeline
expectations can be conservative).

15
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ES OF INTEGRATIONS

Early key phases of integration will be driven by the transaction timeline, such as signing and closing dates,

Lol
v

Phase 0:
DEAL

Commitment to Acquire

Deal commitment

Due diligence
Stakeholder discussions
Leadership alignment
Transaction financing
SPA signing

TSA framework

Public Announcement
High level Business Vision'
High level TOM
Integration Strategy
Synergy Model

Cost Model

Signing Comms

Deal Team fransition fo
Integration Team

" 1 Global
IPartners
www.gpmip.com

Signing (Day 0)

Phase 1 (c.1-3 mths):
PRE-CLOSE PLANNING
Preparing for Integration

Two companies thinking ahead
and planning:

* Getting to know each other;
aligning stakeholders

e Anti-frust filing and
obtain clearance

¢ |dentifying and mobilising the
infegration feam

e Day 1 readiness planning to ensure
seamless running of the new
combined business

e Establishing key success criteria
(clarity on the non-negoftiables)

* Integratfion programme definition,
including governance, IMO process
and cadence

* Prep communications strategy
and plan

* Integratfion workstream planning
* Mapping key inter-dependencies
* Detailed functional TOMs

e Roadmap to achieve the desired
end state business and functional
operating models

J /T R

Close (Day 1)

Wave 1 Complete
e.g. Market Synergy Commitment

Phase 2 (c.3-6 mths):
WAVE 1 (CORE) INTEGRATION
Priority Integration Execution

One Company, working
fully together:

e Clear corporate governance

and leadership
* Operational stability in the business
e Customer and talent retention

¢ Finalising the detailed integration
roadmap and plan

» Delivering the integration plan as a

combined team, staying focused
on the right priorities

* Realising the benefits from the deal,

as laid out in clearly allocated and
validated growth, synergy targets
and other KPIs

e Sharing successes and building the
foundations for future growth

¢ Becoming the new envisioned,
combined company as quickly
as possible

¢ Building enhanced delivery
capabilities which can be
deployed again in the future

i N | L}

v

including conditions of close such as antitrust clearance and TSA agreements. Later phases are driven by
Integration Strategy.

Execution
complete

Phase 3 (c.6-18 mths):
WAVE 2 INTEGRATION
Finalise Delivery in BAU

Driving the future beyond integration:

W\

The combined organisation
has normalised

Revenue synergies are being realised

Opex & Capex cost synergies are
being re-invested for future growth
and success

Execution is complete when full
infegration benefits have been
realised (e.g. Synergy Target is 100%)

Workstream Transition to BAU -

some of the more complex
infegration workstream projects

(e.g. IT) may take more time to
deliver, but can be run like any other
BAU project, rather than continuing
under the auspices of a formal
‘Integration Programme’

The combined business can look
forward with optimism and look
back with pride

The integration feam are enjoying
their next adventures and challenges
Lessons learned are being fed back
intfo the next deal and other key
change projects 16
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Integration Planning: Documents Used in
Last Closed Transaction

Which planning documents were developed?

Culture survey

Integration readiness assessment
Dependency map between workstreams
Resource management plan

Interim/ Target operating model

RACI chart

Synergy realization plan

Risk management plan

Overall integration or carve-out charter
Workstream (sub feam) charters
Communication plan

Task/ action plans

.|'._.| Global
./ PMIPartners
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Planning documents:

4+ Of plans made most do task/action,
communication, charters (sub-project
specifications) and risk plans as part of the
overall integration plan

<4 Creating interim or target operating models are
important if core processes and IT applications
are to be integrated

<+ Creating a resource management plan
early reduces loss of time, momentum
and unnecessary handovers between
team members

<+ Culture surveys, integration readiness
assessments, dependency mapping
and resource management were used
less frequently

17
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Integration Planning: Management
Office Standup and Timing

Typically an integration project lead should be named pre-Due Diligence and involved in Due Diligence. A
high-level integration plan, Day 1 plan, resource plan, risk analysis, draft budget for the integration should exists
when final deal negotiations start. Mobilisation of the integration project team starts after signing by assigning
workstream leads, and should be fully mobilised at least one month ahead of Day 1. The size of the IMO/

CMO team in terms of FTEs depends on many parameters; deal size, complexity, risks, deal rationale, synergies
management, need for speed, need for top-down analysis, tfransitional service management, culture and

change management.

4+ 73% of all deals (and 80% of the most successful deals) used an IMO

Timing of IMO/CMO Setup?

FTEs assigned to IMO or CMO?

10+

30% 26% 9
5% 24% :
20% 7
15% 13% 12% ;
10% 8% 8% 4
_ _ 3
0% Less than ?
Already in Pre-"Letter of Between LOI Between Post closing Didn't set up a N )
. " . . . . O resource was cnsmgned
place intent" (LOI)  andsigning  signing and management
closing office 0% 5% 10% 15% 20% 25% 30%
_+JGlobat
./ PMIPartners

www.gpmip.com
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Integration Planning: Workstreams
Reporting into Management Office

Teams reporting to management office
All key workstreams should be identified and

scoped during pre-planning, combining a matrix

_ of business functions and geographies, as well
Cross-functional Teams - as sufficient cross-functional focus to ensure the

Jes effective planning and delivery of Day 1 readiness,

Synergy Targets and Functional Integration,
including people, process, technology and facilities.
. Integration strategy will determine the precise
timing and prioritisation of key aspects of scope

and objectives for each workstream captured
in charters.

Hno
Functional Teams

0% 20% 40% 60% 80% 100%

_L1Global

./ PMIPartners

www.gpmip.com
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'4-TIER GOVERNANCE MODEL

During pre-planning, IMO structure and governance should be developed to drive clarity of ownership and
accountability to ensure fast and effective decision-making throughout detailed integration planning
and execution.

The IMO is the heartbeat of the

infegration Team, in turn driving the

pace of integration whilst coordinating
and prioritising the efforts across all
Workstreams, providing seamless air traffic
control and situational awareness to inform
SteerCo of key decisions required.

Effective governance will help ensure
the deal thesis is reflected in integration
tasks, with integration status, cost and
synergy fracking reported back to the
board through a dedicated SteerCo that
is primarily to determine decisions that
workstreams in isolation cannot make.
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Capability and Capacity 1

Which functions involved used external resources

(consultants or advisors) in planning and integration? How did you build full lifecycle M&A skills and
experience within your team?

Strategy

HR

Finance, tax & treasury
Legal

R&D/ technology
Marketing

IT

Communication

13%

Operations
Procurement
IMO/ PMO coordination
IMO/ PMO lead
Leadership coaching and mentoring
Supply chain
Sales

Culture ® Trained in’rekgnol Hirehd new team members

team members with experience
0% 20% 40% 60% 80% 100% X
° ) ° ° ° ) 1 Hired consultants Require further development
mBoth m External resources used for execution m External resources used for planning I Expertise already in place  Did not establish expertise
+] Global
PMIPartners

www.gpmip.com
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Complexity is the key to understanding the risk profile and resourcing requirements of your whole M&A project, its

constituent workstreams and their prioritised projects that deliver targeted synergies and functional integration.
Having a dedicated complexity analysis tool to consistently identify and rank complexity factors can be a key

input to determine risk appetite, resourcing requirements, supplier selection and IMO/CMO focus areas.

Business criticality
0

Legal, contractual
and regulatory
exposure

Reputation
exposure

Supplier

Team dynamics
and size

Requirements and
scope

NS
Ule flexibility

Business

Quiput Innovation

Delivery processes

tfransformation

Sample Complexity Factors

Delivery
Business fransformation
Schedule flexibility

Requirements
and scope

Output innovation
Delivery processes

Team dynamic
and size

Supplier involvement

Strategic Impact

Business criticality
Reputational exposure
Financial exposure
Inter-dependencies

Legal, contractual
and regulatory
exposure

22
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Capability and Capacity 2

Do you use a repeatable playbook for your
integrations or carve-outs?

Carve-out playbook(s)

M&A integration playbook(s)

M&A fransaction playbook(s)

0% 20% 40% 60% 80% 100%

mYes mNo mDon't Know

Ll Globat
PMIPartners

www.gpmip.com

+ Leaders who have infegration playbooks in place have seen greater
deal success than those who do not (3.7 vs 3.2 out of 5) and have higher
expectations for future deal success (4.2 vs 3.9 out of 5)

+  Playbooks covering the full M&A lifecycle (transaction and integration)
augment skill and internal resource development

23
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| AND METHODOLOGY
(PLAYBOOK) OVERVIEW

A strong playbook comprises an overall approach with a methodology that includes
repeatable process, tools, templates and, crucially, a trained team of capable
practitioners who can leverage it to significantly enhance success rates for M&A projects.

Key aspects of an effective IMO approach is to: Key aspects of a Methodology and Toolset:

* Work alongside Acquirer and Target executives and integration feam members e Clarity of phases and stages that can quickly be
to ensure that integration planning and execution wins hearts and minds across streamlined and tailored for unique acquisition or
both businesses from Day 1; divestment scenarios and preferences.

* Facilitate an aligned view of vision and business strategy, with clarity of * Pre-populated, repeatable tools and templates that
integration objectives, for which a programme of work can be defined to save time, reduce cost and reduce risk. If they don’t
deliver, with a clear set of priorities for the roadmap ahead; add value, remove.

* Monitor that the businesses contfinue to deliver, and that the integration does not * Confinuously updated and enhanced, incorporating
negatively impact business as usual (‘BAU’); feedback and lessons learned from the last M&A project.

* Provide integration expertise to support, drive and guide integration planning S ik

and execution at all levels; e

* Define a governance model for the integration programme (aligned to current
corporate governance) that allows speedy decision making regarding operating
model, footprint, priorities, quick wins, synergies, resourcing and integration
project planning;

* Understand the Acquirer and Target corporate cultures, providing an outline of

desired corporate culture and assist the definition of a change management e e
strategy to retain and/or amend key aspects of culture; e : e
« Effectively track, control and adjust delivery performance to ensure that T Eos e B= :Ej%@g} e
anticipated deal value is realised. : e : =Rt L_”JQ'_H;‘_';
T e————
s g’*‘:' EI?’I:?Il:H'I:""l ]
1] Globat : = —
PMIPartners
www.gpmip.com
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“I.ANNING INTO EXECUTION
EMENT

Great integration plans allow effective and realistic delivery. Having regular, disciplined readouts during Day 1
readiness preparation and the execution phase allows Integration Management Office (IMO) and Executive
teams to take timely, corrective action to ensure the programme continuously focuses on the right priorities, stays
on tfrack and delivers its objectives.

Overall Flash Report Finance Flash Report
Tasks Siatus by Timing Toted i of Task: 796
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Synergy Validation and Tracking

For your last integration, were synergies and
other KPIs validated, managed and tracked?

Managed and Tracked - No

Managed and Tracked - Yes

Validated - No

Validated - Yes

0% 5% 10% 15% 20% 25% 30% 35%

40%

.|'._.| Global
./ PMIPartners
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+

+

+

Those that validated, managed and tracked
their synergies had a higher deal success factor
score (4.0/5)

Those that did not validate synergies had a
success score of 3.41 (out of 5)

Those that did not manage and track their
synergies had a success score of 3.07 (out of 5)
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ELIVERING SYNERGY VALUE

Any integration programme, spearheaded by an Integration Management Office (IMO), should be primarily
focused on the identification and delivery of value, and to ensure the new, combined business is set up for
success from Day 1. Joint incentivisation and handover from deal team to integration team is key.

Governance at all levels is appropriate for the complexity being managed at each
level, as well as integrated with line management governance and other initiatives

Workstreams and projects are set up for success from the start and have clear
ownership and accountability

Projects are continuously prioritised according to Day 1 needs, then expected
synergies, cost to realise, complexity, risk, and available capabilities

Quantifiable benefits are delivered through clear deliverables and linked to KPI's and
operational milestones

Projects are consolidated into an overall master plan that facilitates synchronisation
across workstreams/projects with regular delivery performance dashboards

All planning and execution processes remove, rather than add duplication, and drive
efficiencies in delivery

Value capture

Value creation

Increase

Change
portfolio and
< > increasing
performance

Change
the Rules

Value created
for shareholders

>

- revenue 8
One-off Integration - Leverage best and/or C
costs practice margin; o 1)
+ - Re-engineer Cross sell o) o
Minimise Disfraction - business processes Q i)
Disruption Costs - Release duplicate / i _9
+ unnecessary assefs Q
Culturalimpact Reduce third O
Party expenditures /
. Rationalise suppliers
Consolidate
overlapping TYPICAL M&A INTEG RATION
e VALUE MODEL
—_—>
Business Organisational Procurement Rationalise Business Transfer Revenue Business Market
Case Efficiency Operations Processes Capabilities Growth Strategies Transformation

stakeholders
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L,

The Integration Management Office (IMO) need to ensure that the integration cost model is agreed and all
workstreams can contribute to the identification and prioritisation of all integration spending. This cost is typically
categorised as one-off restructuring charge in the P&L.

Typical Cost Workstream Commentary
Categories to Validate The key ratfio to manage is
Headcount rationalisation HR, People Cost of realising people synergies, based on current Ts&Cs and redundancy policy fotal cost Of, Imegrqhon fo
and Culture total synergies. Typically total
Technolpgy Technology Costs of delivering ’rfech-nology integration, including infrastructure, business cost is between 0.8 and 1.2 of
infegration costs systems, office applications and core products total. full run-rate. annualised
One-off marketing costs Marketin One-off marketing costs, including changes fo logo, branding, letterhead, in all ’ ’ )
ing ing media, including online synergy (for example, if total
. . Cost of customer incentives, if required, to incentivise and retain customers and/ synergies are expected to be
Customer incentives Sales - .
or deliver revenue synergies $10m per annum, total one-off
Retention/ HR, People Cost of specific incentivisation arrangements to retain and motivate key talent infegration cost is likely to be
incentivisation payments and Culture C.$8-12m)
Recruitment costs HR, People Cost of recruiting new talent, required o deliver integration; and key gaps in ’
and Culture target end state business as usual Organisation Design (OD)
It can be lower (limited
Outplacement costs HR, People An additional cost if this is part of redundancy policy . . (
and Culture integration) or higher
Onerouscontacts | procurement | A3G0n0, ot ening o chonge of conrel o o secting 9% | [complex ntegrafion) and
= the ex tations al han
New space / Propert Cost of any property/office consolidation and/or refurbishment, given overall ce pe.c arions a S(? change
refurbishment perty location strategy depending on the mix of type
of synergy being delivered, i.e.
Professional Fees - Legal tiec?rglpﬁggce revgnuegéosf (S ex or capex)
- Cost of external resources to support integration planning and execution ! P P
Professional Fees — IMO
Infegration Team o e e Ty e If cost estimates are outside
ost of pulling key integration team members together, especially from . ..
Travel and Expenses IMO different geographies this ronge, we would spru’nmse
the logic much more intensely
Contingency IMO Contingency assessments will vary depending on level of risk and knowledge
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People and Culture: Culture Assessments i N

3 main mechanisms for culture assessment:

* Observation of culture in e Sfructured interviews ¢ Inferactive Dialogues
environment » Workshops  Cultural assessment tools

¢ Analysis of documents « Focus groups (many proprietary)

* Analysis of documents « Critical incident analysis * Staff surveys
observg’rlon el L — Builds consensus * Statistically valid
operational activities

- lowieed — Builds relationships i Trockf:honges

) ; between project team over time

— Easily accessible members and within — Create a baseline

— Least time required the organisation — Setting benchmarks

— Validates and — Validates and provides

adds depth to depth to quantitative
quantitative data and inferential data

The focus should be on the SHAPERS of culture (leadership actions, performance
measures, people practices, organisation structure, strategy, etc.) as well as

the MANIFESTATIONS (values, beliefs, climate, norms, symbols, philosophy, etc.);
and what impact these have on DECISIONS and BEHAVIOURS that influence
BUSINESS PERFORMANCE

1L Globat
PMIPartners

www.gpmip.com

Culture Assessments: Choice of Approach

Executive assessment I

None

Employee safisfaction survey
Culture survey

Used other tools/methods

360 degree assessment
Employee expectations survey

Profiling or psychological analytics

0

39

4 5% 10% 15% 20%

25%
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. ‘ ”‘ CHANGE IN

YOUR M&A PROJECT

Interventions designed to move the dial on culture are designed around a number of key factors, underpinned
by effective change and programme management. Avoid ‘forcing’ it.
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Phases for Improvement in M&A Projects

Which phase can be improved
in future transactions

= Closing + 75% of respondents see M&A

intfegration phases as an area of

= Transaction phase future improvements

Due Diligence + Due Diligence is an area where
repeat acquirers excel in being
= M&A infegration analysis & efficient though most acquirers have
approach a potential for improvement

= M&A integration planning
+ Closing is the area with lowest

= M&A integration execution/ improvement potential
implementation

1Ll Globat
PMIPartners

www.gpmip.com
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Areas for Improvement in M&A Projects

Areas of improvement in future transactions

M&A integration pre-close planning 6% 61% _ ________ __J3% |
M&A integration post-close planning 7 s S ol s L7

Communication planning and execution M7 5 S =7 s S o L + Overall improvements are in M&A

Integration fraining IS S s s s/ s s 11 S integration planning both pre and

KPIs and measurements and feedbaick IS 7 s 5/ s s s W1/ S post-closing, area of KPIs. Synergies
Transition 1o line organisotion IS 7AE s s S 37 s s s 379 communication, infegration
Organization design and planning 37 1 s L7 s s s =37 end-state definition and transition
M&A integration end state definition and fransition 7R e L7 0 s 7 andin InTegrOﬁon Troining

Synergy/ value creation programme management 6% ;%  18% |

+ Significant improvement areas are
M&A integration planning both pre
and post-closing, communication

M&A integration project resourcing 237 S 1 0 27 7
Arranging a successful infegration kick-off  I——EY X7 S S s A s e 7

Risk management 7 1 1 S e 7 S S s e and in intearation trainin
Top leadership alignment and involvement 26% % 12% | 9 9
Use of external resources 9% 48% 8% | . .
. U + Less improvements needed in use of
external resources, top leadership
0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% alignment and involvement,
ENone ®mSome mSignificant ‘orgonisg’rion.design and in
integration kick-off
1] Globat
PMIPartners

www.gpmip.com
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Conclusion 1

How high are your expectations for success in Finally, it is great to see that the learnings from many successful M&A
future M&A transactions? (out of 5) projects are being reflected in the anticipated success rates on future
transactions by respondents, with 85% suggesting a high degree of
confidence. Identifying, validating and delivering value and synergy
can often be a complex process and has often led to unrealistic
expectations by management teams. There are some basic
questions that you can ask fo determine whether or not you are
likely to be successful:

“* Does the buyer bring something unique to the deal, so that
competitive bids by other companies cannot push the purchase
price too high?e

s the deal consistent with sound strategy with respect to growth,
diversification, and other key issues?

““ Has the buyer attempted to make accurate forecasts of the
seller’'s businesse For example, has the buyer assessed the target’s
capabilities in all business functions?2

s Two =Three =Four = Five

1L Globat
PMIPartners

www.gpmip.com
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Conclusion 2

Questions continued:

“+  Can the acquirer handle an acquisition of the target’s
sizee What proportion of the acquisition can the acquirer
fund without issuing new debt or equity?

Is there good operating and market synergy between
buyer and sellere

Is the new parent committed to sharing capital, markets,
and technology with the acquired company?

Do the buyer and seller have reasonably
compatible culturese

Do the buyer and seller share a clear vision of the newly
combined organisation, and is this vision based in reality?

Will the buyer strive for a rapid pace of integration in
'llj Global implementing the new, combined company’s vision,
PMI1Partners minimising any disruption to business as usual?

www.gpmip.com
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For further information regarding our additional resources such as courses, books and more,
go to gpmip.com.
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Post-merger integration success criteria:
Health Check Reviews

By (bt Cuset e, UK PRRinr o8 GRS PRT Parsses

Many of us hawe been faced with a multibode of scenarios that require us to give feedback to Executive trams
abour 0 ENILCE SRr R ane 3ot up for success, conbruously delvening expected
resylis

* 15 pur post-cquisition itegration plan reabstic and schevatie?
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Synergy realization dynamics in post-merger integration

By et WLk WS Parter o8 el PRI P Vs

Capturing the synergies that deliver the husiness case for an MLA event is the mart impartant respenaibilry of an
B0 Prtegraton Management Office) iader

Since muost MEA transsctions have synerfy geals. this artche wil focus on some of the most comman chalenges
rbeerieri i yner Gy Capture, s some solutions It sheuld manife = iy POST-SCIURIlon egration plan
The wrights and recormemendations in this article are drinen from Glabal FMIFarine iy sxpeience mandgng ower
325 MEK transactions for Praube Equiny.and Comparate enttes.

3 critical drivers to successfully manage the acquired
company in cross-border M&A

By Roberi W Obires Paifinet ol Global PR Partsers
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DO METRETS and ACGUISITIONS (MERA] iR BT yRars, efpedidity for Chindsl COMDanie s B o without saying
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Fully understanding the tanget courtries’ speofic s, legal and regulicory issues ang industry regufations are also
important common conscerations i a crosyborder MAA before negotiating the deal and mowing towards the
el cone,
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How to use a M&A Integration Playbook

By ichmat teser, Nardic Partner snd ot Wivesier. LS Partaer

This aitiche will discritn how 15 seHo #ec U & playbaok | your mEst MBA Regration, how 15 caplise amings
after a completed inbrgraskon, and adcitionally recommanded playbeck uses in fve different dimensions: project
leadership, function, tore processes, prople & oufture and geogragty.
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The changing face of_?ost-mqrger imeq:ation: How
embracing sustainability can improve the odds of a
successful M&A integration program.

By s i, Asemiate Parires Frasce ol Glebal Pl Farinen

Knish Buchet. assaciate parmer at Global P Parmners, a post-merger integration consulting firm, addresses a ey

svue in the mergers and acesitions indusiry: Why do m faif? e address the issue of faded merger
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About GPMIP

Global PMI Partners is a specialist consulting firm
supporting our listed company and private equity
clients with their inorganic growth strategies and
M&A integrations and divestments. We provide
expert, on-demand M&A services and resources,
leveraging our market leading M&A approach
and methodology.

With a track record of over 1,000 operational
Due Diligence, acquisition integration,
divestment, carve out and growth projects
utilising our global team of over 300 seasoned
professionals across EMEA, North America and
APAC, we are adept at helping our clients
achieve the desired value from both acquisition
and divestment strategies. Our goal is to help
our clients achieve this at a faster pace, at lower
overall cost and lower risk.

United Kingdom United States
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