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$AVID�"RYAN�IS�CHIEF�EXECUTIVE�OF�"-�4�AND�A�HANDS
ON�SENIOR�MANAGER�WITH�EXTENSIVE�
EXPERIENCE�WORKING�WITH�INTERNATIONAL�AND�5+�COMPANIES��(E�WAS�A�FOUNDING�MEMBER�
OF�A�0LC�ACQUISITION�TEAM�THAT�SAW�THE�GROUP�S�REVENUES�GROW���
FOLD�IN����YEARS�AND�WAS�
RESPONSIBLE�FOR�DEALS�AND�POST
ACQUISITION�INTEGRATION��(E�HAS�SUBSEQUENTLY�WORKED�AS�A�
CONSULTANT�ON�ACQUISITION�PROJECTS�OF�BOTH�SOLVENT�AND�DISTRESSED�BUSINESSES�ACROSS�A�WIDE�
VARIETY�OF�INDUSTRIES�AND�GEOGRAPHIES�
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&7��7HAT�DO�YOU�CONSIDER�TO�BE�MOST�
SIGNIFICANT�TRENDS�AND�DEVELOPMENTS�
CURRENTLY�IMPACTING�POST
ACQUISITION�
INTEGRATION��0!)	��(OW�ARE�COMPANIES�
RESPONDING�TO�THESE�ISSUES�IN�TODAY�S�
COMPLEX�AND�EVOLVING�DEALMAKING�
ENVIRONMENT�

"RYAN��4HE�-�!�MARKET�REMAINS�VERY�
ACTIVE�WITH�A�LOT�OF�DRY�POWDER�CHASING�
DEALS��7ITH�MULTIPLES�VERY�HIGH��PROPERLY�
INTEGRATING�AN�ACQUISITION�HAS�NEVER�BEEN�
MORE�IMPORTANT�IN�DETERMINING�THE�SUCCESS�
OR�FAILURE�OF�A�DEAL��)NVESTORS�ARE�GIVING�
GREATER�SCRUTINY�TO�DEALS�AND�WANT�TO�SEE�
EVIDENCE�OF�GENUINE�VALUE�CREATION��RATHER�
THAN�FINANCIAL�ENGINEERING��)T�IS�ALSO�AN�
EVER�MORE�COMPLEX�BUSINESS�ENVIRONMENT�
WITH�INCREASING�REGULATION��MORE�COMPLEX�
CROSS
BORDER�DEALS��DATA�PROTECTION��CYBER�
SECURITY�AND�SO�ON��3UCCESSFUL�ACQUIRERS�
ALMOST�ALWAYS�HAVE�DEDICATED�IN
HOUSE�0!)�
TEAMS��,EAN�MANAGEMENT�STRUCTURES�MAKE�
IT�RISKIER�TO�DIVERT�EXISTING�MANAGEMENT�S�
TIME�AND�ENERGIES��&OR�SMALLER�BUSINESSES�
OR�OCCASIONAL�ACQUIRERS��TRUSTED�EXTERNAL�
RESOURCES�ARE�OFTEN�THE�ANSWER�

&7��7HAT�DO�YOU�BELIEVE�ARE�THE�GREATEST�
CHALLENGES�INVOLVED�IN�THE�0!)�PROCESS��
!RE�THERE�ANY�COMMON�MISTAKES�n�AND�
WHAT�STEPS�CAN�COMPANIES�TAKE�TO�ADDRESS�
THEM�

"RYAN��4HERE�NEEDS�TO�BE�A�CLEAR�PLAN�
DRAWN�UP�BEFORE�THE�DEAL�IS�COMPLETED��)T�
SOUNDS�SIMPLE�AND�OBVIOUS�BUT�CAN�OFTEN�BE�
ERROR�PRONE��,EADERSHIP�IN�THE�0!)�PROCESS�
IS�VITAL�AND�THERE�MUST�BE�THE�NECESSARY�
SKILLS�AND�RESOURCES�IN�THE�TEAM�TO�DELIVER��
INCLUDING�A�DEGREE�OF�INDEPENDENCE�IN�
ASSESSING�INDIVIDUAL�CAPABILITIES�IN�BOTH�
THE�ACQUIRER�AND�THE�ACQUIRED��"USINESSES�
SHOULD�NOT�SKIMP�ON�THE�COST�OF�SUCH�A�TEAM�
TO�DELIVER�WHAT�ARE�NORMALLY�LARGE�EXPECTED�
BENEFITS��4HERE�ARE�MANY�CHALLENGES�AND�
COMMON�MISTAKES��0OOR�COMMUNICATION��
FAILURE�TO�SELL�THE�DEAL��FAILURE�TO�APPRECIATE�
SOFTER�CULTURAL�ISSUES��LOSING�KEY�PEOPLE�
TO�COMPETITION��AND�FAILING�TO�TAKE�TOUGH�
DECISIONS�ARE�AMONG�THEM��!NOTHER�WE�SEE�
IS�NOT�COMPLETING�ONE�0!)�BEFORE�THE�NEXT�
DEAL�IS�UNDERWAY��)N�MOST�CASES��ACQUIRERS�
NEED�TO�BE�AWARE�THAT�0!)�IS�A�COMPLEX�
PROCESS��)T�IS�ULTIMATELY�THE�#%/�S�JOB�TO�
MAKE�SURE�THERE�IS�A�GOOD�PLAN��THAT�THERE�
IS�THE�RIGHT�BLEND�OF�SOFT�AND�HARD�SKILLS�AND�
THAT�THE�RIGHT�RESOURCES�ARE�MADE�AVAILABLE�
TO�DELIVER�IT�AND�TO�ENSURE�THAT�IT�IS�BEING�
DELIVERED�

&7��(OW�CAN�COMPANIES�LINK�THE�0!)�
PROCESS�TO�THE�DEAL�THESIS�AND�THE�OVERALL�
VISION�FOR�THE�COMBINED�COMPANY��4O�WHAT�
EXTENT�MIGHT�THIS�HELP�DELIVER�VALUE�

"RYAN��4HIS�IS�ABSOLUTELY�ESSENTIAL��0!)�
PLANNING�SHOULD�BE�AN�INTEGRAL�PART�OF�
THE�DEAL�PROCESS��NOT�SOMETHING�WHICH�IS�
THOUGHT�ABOUT�AFTERWARDS�OR�AT�A�VERY�LATE�
STAGE��4HE�0!)�PLAN�IS�THE�ESSENCE�OF�HOW�
THE�VALUE�ENHANCING�PROPOSITION�OF�THE�DEAL�
IS�GOING�TO�BE�DELIVERED�IN�PRACTICE��)�AM�
REMINDED�OF�THE�OLD�DAYS�IN�THE�AUTOMOTIVE�
INDUSTRY�WHEN�CARS�WERE�DESIGNED�AND�
THE�DESIGNS�@THROWN�OVER�THE�WALL��TO�THE�
MANUFACTURING�TEAM�TO�MAKE�THEM��)T�TOOK�
THE�*APANESE�TO�TEACH�THE�INDUSTRY�HOW�
TO�INTEGRATE�THE�PROCESSES�TO�ENSURE�THAT�
WHAT�WAS�DESIGNED�COULD�BE�MADE��4ODAY��
SUCCESSFUL�ACQUIRERS�HAVE�THE�INVESTMENT�
AND�0!)�PROCESSES�CLOSELY�INTEGRATED�

&7��!T�WHAT�POINT�SHOULD�THE�ACQUIRING�
COMPANY�BEGIN�THE�INTEGRATION�PROCESS��
7HAT�ARE�THE�IMMEDIATE�PRIORITIES�

"RYAN��!LL�THE�PREP�WORK�AND�PLANNING�
SHOULD�BE�DONE�BEFORE�THE�DEAL�COMPLETES��
4HINGS�HAVE�TO�START�ON�DAY�ONE��AND�
COMMUNICATION��BOTH�INTERNAL�AND�EXTERNAL��
IS�VERY�IMPORTANT��.OBODY�SHOULD�BE�
LEFT�WONDERING��4HERE�WILL�BE�A�HOST�OF�
THINGS�THAT�NEED�TO�BE�COMPLETED�QUICKLY��
INCLUDING�ANY�NAME�CHANGE��NEW�BANKING�
ARRANGEMENTS��SIGNAGE�AND�SO�ON��AND�
THESE�SHOULD�BE�PLANNED�FOR�AND�CARRIED�
OUT�QUICKLY��4HERE�IS�NORMALLY�A�NEED�TO�
START�PROMPTLY�ON�FINANCIAL�DISCIPLINES�AND�
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REPORTING�TO�COMPLY�WITH�THE�ACQUIRER�S�
SYSTEMS��"EYOND�THAT��THE�PRIORITIES�WILL�
VARY�ACCORDING�TO�THE�PLAN��4HINGS�THAT�
MAKE�THE�BIGGEST�CONTRIBUTION�TO�THE�
EXPECTED�VALUE�ENHANCEMENT�SHOULD�BE�
GIVEN�THE�GREATEST�PRIORITY��RATHER�THAN�
TRYING�TO�DO�EVERYTHING�AT�ONCE�

&7��(OW�SHOULD�PEOPLE�AND�TECHNOLOGY�
ISSUES�BE�ADDRESSED�BEFORE�THE�DEAL�IS�
CLOSED�

"RYAN��4HIS�WILL�DEPEND�ON�HOW�MUCH�
ACCESS�THE�ACQUIRER�HAS�BEFORE�THE�DEAL�
CLOSES��)F�THE�TARGET�IS�A�COMPETITOR��THEN�
ACCESS�TO�PEOPLE��TECHNOLOGY�AND�OTHER�
COMMERCIALLY�SENSITIVE�MATTERS�MAY�BE�
RESTRICTED��3OMETIMES�THIS�CAN�BE�WORKED�
AROUND�BY�AGGREGATING�DATA�OR�BY�USING�A�
@CLEAN�TEAM��OF�EMPLOYEES�OR�CONSULTANTS�
WHO�CAN�SEE�DATA�AND�MEET�PEOPLE�BUT�
ARE�RESTRICTED�IN�WHAT�THEY�CAN�DO�WITH�
THAT�KNOWLEDGE�PRE
COMPLETION��"OTH�ARE�
IMPORTANT�FACTORS�AND�YOU�SHOULD�HAVE�A�
GOOD�IDEA�HOW�YOU�WANT�TO�ADDRESS�THEM�
IN�THE�0!)��0EOPLE�ARE�OFTEN�THE�HARDEST��
9OU�CAN�NEVER�BE�SURE�HOW�THEY�WILL�REACT��
3OME�WILL�FEAR�THE�DEAL��OTHERS�WILL�SEE�
OPPORTUNITY��)F�YOU�CAN�GET�ACCESS��IT�IS�VERY�
BENEFICIAL�TO�PLAN�FOR�PEOPLE�ISSUES��SUCH�AS�
THE�DUPLICATION�OF�FUNCTIONS�AND�KEY�PEOPLE�
YOU�MUST�RETAIN��AMONG�OTHERS��AS�SOON�AS�
POSSIBLE�AND�TO�ENACT�THOSE�DECISIONS�VERY�
EARLY�IN�THE�0!)�

&7��&OR�SERIAL�ACQUIRERS��HOW�IMPORTANT�
IS�IT�TO�DEVELOP�REPEATABLE�MODELS�FOR�
SUCCESSFUL�INTEGRATION��)S�IT�ESSENTIAL��
FOR�EXAMPLE��TO�HAVE�MANAGERS�WITH�
PROFESSIONAL�INTEGRATION�SKILLS�ON�BOARD�

"RYAN��)F�THE�SERIAL�ACQUISITIONS�ARE�
SIMILAR�THEN�A�REPEATABLE�MODEL�CAN�BE�
USEFUL��4HERE�ARE�MANY�THINGS�THAT�HAVE�TO�
BE�REPEATED�IN�A�SIMILAR�WAY�IN�MULTIPLE�
ACQUISITIONS�AND�IT�MAKES�SENSE�TO�LEARN�
HOW�AND�THEN�REPEAT�THEM��!�SERIES�OF�
ACQUISITIONS�TO�CONSOLIDATE�A�MARKET�WILL�
LEND�ITSELF�TO�A�REPEATABLE�APPROACH��FOR�
EXAMPLE��(OWEVER��CARE�NEEDS�TO�BE�TAKEN�
AS�CERTAIN�THINGS�WILL�VARY��4HE�HUMAN�
FACTOR�AND�CULTURE�NEED�TO�BE�TAKEN�ACCOUNT�
OF�AND�MAY�VARY��2EPEATABLE�MODELS�CAN�
LEAD�TO�A�CERTAIN�COMPLACENCY�AND�RUN�

THE�RISK�OF�JUST�TICKING�BOXES�AND�MOVING�
ON��4HAT�CAN�LEAD�TO�AN�UNFORESEEN�RISK�
AND�OPPORTUNITIES�BEING�MISSED��%VEN�
WITH�A�REPEATABLE�MODEL��THERE�IS�A�CASE�
FOR�CONSIDERING�WHAT�MIGHT�BE�DIFFERENT��
MAKING�SURE�THERE�ARE�NO�UNUSUAL�RISKS�
AND�CHECKING�FOR�OPPORTUNITIES�ABOVE�
AND�BEYOND�THOSE�REALISED�IN�PREVIOUS�
ACQUISITIONS��%XPERIENCE�IN�THE�INTEGRATION�
TEAM��WHETHER�INTERNAL�OR�EXTERNAL��IS�OFTEN�
A�CRUCIAL�FACTOR�IN�BEING�ABLE�TO�SPOT�SUCH�
ISSUES�

&7��'IVEN�THAT�NO�TWO�DEALS�ARE�LIKELY�
TO�BE�INTEGRATED�IN�THE�SAME�WAY��WITH�THE�
SAME�PRIORITIES�OR�TO�THE�SAME�TIMETABLE��
WHAT�DO�YOU�SEE�AS�THE�OVERALL�KEY�TO�
SUCCESSFUL�0!)��4O�WHAT�EXTENT�IS�SPEED�OF�
EXECUTION�A�PRIMARY�FACTOR�

"RYAN��3PEED�IS�DEFINITELY�A�FACTOR��AND�
IT�MAKES�SENSE�TO�PROCEED�AS�QUICKLY�AS�
POSSIBLE��"UT�THIS�MUST�BE�BALANCED�WITH�
MAKING�SURE�YOU�MAKE�THE�RIGHT�DECISIONS��
4HE�OVERALL�KEY�TO�SUCCESS�IS�A�GOOD�PLAN��
IMPLEMENTED�QUICKLY�BUT�FLEXIBLY�BY�AN�
EXPERIENCED�AND�SKILLED�TEAM��9OU�SHOULD�
NEVER�BE�AFRAID�TO�REVISIT�THE�INVESTMENT�
THESIS�IN�THE�LIGHT�OF�CHANGING�KNOWLEDGE�OR�
CIRCUMSTANCES��7E�LIVE�IN�A�FAST
CHANGING�
WORLD�AND�NOTHING�IS�SET�IN�STONE�

&7��/NCE�INTEGRATION�HAS�BEEN�
ACHIEVED�AND�LINE�MANAGEMENT�HANDED�
RESPONSIBILITY��HOW�SHOULD�COMPANIES�GO�
ABOUT�REVIEWING�AND�EVALUATING�THE�0!)�
PROCESS��INCLUDING�ANY�MILESTONES�

"RYAN��4HE�0!)�TEAM�WILL�BE�INVOLVED�FOR�
A�RELATIVELY�SHORT�PERIOD�OF�TIME��5LTIMATELY��
IT�SHOULD�BE�POSSIBLE�TO�REVIEW�WHAT�HAS�
BEEN�ACHIEVED�AGAINST�THE�PLAN��"UT�MANY�
INVESTMENT�THESIS�BENEFITS�ARE�PLAYED�OUT�
OVER�A�MUCH�LONGER�TIMEFRAME��&URTHER�
REVIEWS�LATER�MAKE�SENSE�BUT�ARE�RARELY�
DONE��4HIS�SHOULD�MAINLY�BE�TO�SEE�WHETHER�
THE�BENEFITS�ACHIEVED�HAVE�BEEN�MAINTAINED�
AND�ARE�DELIVERING�IN�THE�LONGER
TERM��-UCH�
CAN�BE�LEARNED�FROM�SUCH�REVIEWS�AND�
SHOULD�BE�FED�BACK�INTO�THE�0!)�PROCESS��
%VEN�IF�A�QUANTITATIVE�ANALYSIS�IS�DIFFICULT�
BECAUSE�OF�OTHER�CHANGING�CIRCUMSTANCES��
THEN�AT�LEAST�A�QUALITATIVE�ONE�CAN�OFFER�
USEFUL�FEEDBACK��
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