
Mergers & Acquisitions 

 

Acquisitions can play an important role for 

entrepreneurs seeking to grow a firm. Young 

and growing industries sooner or later 

consolidate or merge – and that means you will 

either sell your business to an acquirer or 

become an acquirer yourself. Looking to expand 

your business? Perhaps you could consider a 

business alliance, joint venture, partnership or 

co-ownership structure to secure the future 

success of your enterprise. In some situations, 

you may decide your best option is to merge 

with another firm. Businesses today are faced 

with a greater level of competition than ever 

before, from a variety of fronts. Combining your 

resources with another business can be an 

effective strategy for business success. There 

are risks inherent in undertaking the merger 

process, particularly when you consider the 

firms are to exchange price sensitive 

information, business strategies and client 

databases. Performance issues and exit issues 

also need careful planning. Acquisitions are not 

for the meek at heart. They are undertaken by 

those who are willing to step out of their 

comfort zone to take on the challenge of 

changing their business by bringing in resources 

from the outside. In doing so, they will 

introduce change which itself is a disruptive 

process. There is a vast body of accumulated 

evidence to show that only a minority of 

acquisitions result in positive shareholder value. 

Most acquisitions suffer from poor analysis and 

ineffective integration processes. Whether you 

are buying a business to own and manage 

personally or you are buying a business to add 

to your existing organization, the process which 

most entrepreneurs follow is poorly 

constructed and poorly executed. Acquisitions 

can significantly improve the effectiveness and 

profitability of a business if handled properly. 

They can provide resources that will increase 

the capability and capacity of the enterprise. If 

undertaken as part of an overall growth 

strategy, they can fill gaps in product lines, open 

up new markets, access technologies and skills 

to facilitate growth and so on. Smart 

acquisitions increase competitive advantage, 

increase margins and provide greater resilience 

to the enterprise. But such acquisitions rarely 

happen by accident. Smart acquirers have 

systematic processes for identifying the right 

acquisitions and undertake comprehensive 

investigations of both the potential contribution 

of the acquisition and the ability of the acquirer 

to undertake the management and possible 

integration of the new business. Of course, all 

this has to be undertaken while not unduly 

disrupting ongoing revenue generation. Most 

acquisitions fail to achieve their objectives or to 

return positive shareholder value. Companies 

enter into acquisition discussions with little 

preparation for evaluating the potential 

acquisition or for managing the newly acquired 

business after the deal is done. Where there are 

major cultural differences, these are not 

adequately recognized during the initial 

discussions with the vendor and are often badly 

handled during the integration activity. 

However, with advance preparation these 

problems can be overcome. Successful 

acquirers carefully screen potential acquisitions 

to ensure that they fit with long term company 

strategy, proper due diligence is undertaken to 

assess their worth and adequate attention is 

given to the task of integration. Entrepreneurs 

intent on growing their businesses through 

acquisitions need to develop capability and 

capacity in acquisitions management in order to 

successfully harvest the benefits of buying 

businesses. Acquirers have three major areas of 

preparation: 1. Ensuring they have the skills and 

knowledge to undertake the acquisition as well 

as the capacity and capability to absorb the new 

business, 2. Undertaking good comprehensive 



and objective due diligence, and 3. Undertaking 

extensive planning and operational 

management of the integration process after 

the deal is done. There are a wide range of 

critical issues that anyone involved with a 

merger or acquisition needs to address and be 

comfortable with including: proper financial 

evaluation, expectations of synergies, 

integration issues and integration process 

management, a p otential clash of cultures, loss 

of key management and employees, changes in 

the external environment, the failure to 

manage post acquisition performance, disputes 

with prior owners, problems with earnouts, 

emotions overriding proper evaluation, applying 

the wrong integration model, lack of 

management expertise, an overly large debt 

burden and developing a senior executive plan 

to manage the acquisition process. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

J and L Consulting Group is a firm of 

Business Success Partners working with 

business owners long-term to help improve 

profit, growth, and value. 

Visit us at: 
Jandlconsultinggroup.com 
 
Contact us at: 
us@jandlconsultinggroup.com 
 


