
Putting the Value Back in Mergers  
and Acquisitions

Merger and acquisition activity has seen a steady recovery as the stockpiles of cash 

companies have on hand after the 2009 financial crisis become an avenue for growth.  

But with excess comes a tendency for waste, and when used as a growth strategy,  

many mergers and acquisitions fail to achieve the value potential at the outset of the deal. 

Jabian Consulting recently completed a thorough survey of M&A professionals around the country to take their 
pulse about why deals succeed or fail, learn best practices for post-merger integration, discover how companies 
think about what defines success, and much more. The following is a snapshot of the insights from that survey, 
which is available at jabian.com/vimo.
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VALUE

What About Value?

There are many reasons to buy or sell all or part of a company. Geography, market share, 

expanded product offerings, and access to capital are all reasons we heard from the survey. 

Very few people talked about value as a primary goal for doing a deal. 

100 percent 
of surveyed M&A professionals believe  
their company greatly outperforms the  
industry as a whole across all aspects  

of M&A activity.

96 percent 
of M&A professionals believe that nearly  

half of all deals return negative value.
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Learn what more than  
92 percent of M&A professionals 
believe is the most likely post-purchase 
action to drain value from a deal.

Discover what buyers say 
is the number 1 cause  
for concern during post-merger integration. 

Find out what critical 
information is not shared between 
due diligence and integrations teams more 
than two-thirds of the time. 

Understand what 2 out  
of 5 organizations lack  
that is a significant value drainer.

The degree of difference between how Buyers and Sellers think about various M&A activities:

Agreement
Buyers and Sellers 
generally agree on  
a variety of things, 
such as which 
department is most 
often scrutinized 
during due diligence 
(Finance), what is the 
leading factor to 
potential post-merger 
value drain (poor 
communication),  
and the No. 1 cause 
for concern during 
integration (customer 
retention).

20% Margin
Sellers (93%) are  
20 percent more likely 
to rank cultural fit as 
critically important to 
integration teams than 
are Buyers (77%). 

111% Margin
Sellers (38%)  
were more than  
twice as likely than 
Buyers (18%) to say 
the deal team going 
away would be a cause 
for draining value in 
post-purchase activity. 

126% Margin
When it comes to  
sales and marketing 
managers being 
involved in due 
diligence, Buyers (15%) 
were willing to get the 
department involved 
less than half of the 
time as Sellers (34%). 

136% Margin
By a margin greater 
than two to one, Buyers 
(52%) over Sellers 
(22%) reported having 
an effective, formalized 
transition plan from the 
due diligence team to 
the integration team. 

Packed inside Jabian’s Value & Integration Management Office whitepaper are more than 

61 insights and critical decision factors relevant to anyone on the buy or sell side of a deal. 
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Jabian’s Value & Integration Management Office (VIMO™) focuses on 
the most fundamental, yet often overlooked aspect of mergers and 
acquisitions — value. Whether you’re on the buy side, sell side, internal 
corporate staff, or outside investor, Jabian’s perspective on value-
focused integrations can mean the difference between success and 
failure when doing deals. In the VIMO™ whitepaper you have access to:

• The top reasons why deals fail or succeed
• Critical differences between a buyer’s and seller’s post-merger goals
• A guide to avoiding the most common traps companies face 

during M&A activity
• A proven value-focused framework for approaching M&A activity 

from pre-purchase through post-merger integration
• Industry-tested benchmarks for your M&A and project  

management teams

Request your complimentary printed copy of Jabian’s  
Value and Integration Management Office (VIMO™)  
whitepaper by sending a note to journal@jabian.com  
or visit www.jabian.com/vimo for the digital version.

The degree of difference between how the most experienced M&A professionals and the least  
experienced think about various M&A activities:

Agreement
Experienced and 
Inexperienced 
professionals generally 
agree on a variety of 
things, such as which 
department is most 
often scrutinized during 
due diligence (Finance), 
what is the main 
objective of their M&A 
activity of the next 
three years (expanding 
geographies), and the 
percentage of M&A 
activity returning 
positive value (57%).

46% Margin
Experienced pros 
(66%) we’re almost  
50 percent more  
likely than those 
Inexperienced to  
say inadequate due 
diligence was of great 
concern when it comes 
to value-draining 
activities. 

74% Margin
Inexperienced pros 
(47%) were much  
more likely to say  
speed was an 
important factor in  
an integration than 
Experienced pros (27%). 

154% Margin
When it comes to  
sales and marketing 
managers being involved 
in due diligence, 
Inexperienced pros 
(11%) were willing  
to get the department 
involved less than half of 
the time as those with 
more Experience (28%).

266% Margin
When it comes  
to reasons why  
some post-merger 
integrations fail, 
Experienced pros 
(33%) were more  
than three times  
as likely as 
Inexperienced pros 
(9%) to cite focusing  
on accomplishing  
tasks, not value.
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Can’t prove it was 
good yet doesn’t feel 
bad. Forgotten over 

time. Rocky at first but ends 
up ok.

Can’t measure it  
exactly but it feels 

good in the long run.
Measurably good. 

45% of M&A for Scale Fail 70% of M&A for Scope Fail

Many mergers and acquisitions fail  
to deliver their expected value  
to shareholders

It’s no surprise that almost half of all mergers and acqui-

sitions done to achieve some level of scale end up failing 

when you consider the obvious: bigger isn’t always better.  

To achieve success in scale mergers, value must come 

into play and must be the primary driver of the merger re-

quirements. Gordon Gekko may have said, “greed is good” 

but value is better. 

“Failure” is not black and white. How many CEO’s look at their product offering and get 

pressure from the board to expand. But retooling and 

upgrading systems is extremely expensive. It is much 

easier to simply buy a company that offers a reasonable 

line extension to your current product portfolio. But many 

CEO’s fall into the trap of expanding for expansions sake 

without diving into the value obtained through a thoughtful 

approach to value creation. 

Bad Merger Example
Pellentesque id dolor blandit, aliquam tellus vel, tristique risus. Ut vel blandit elit. Duis 

rhoncus massa nibh, a tincidunt nulla gravida id. Vestibulum con dimentum laoreet 

ipsum, eu volutpat ante cons. Pellentesque id dolor blandit, aliquam tellus vel, tristique ri-

sus. Ut vel blandit elit. Duis rhoncus massa nibh, a tincidunt nulla gravida id. Vestibulum 

Good Merger Example
Pellentesque id dolor blandit, aliquam tellus vel, tristique risus. Ut vel blandit elit. Duis 

rhoncus massa nibh, a tincidunt nulla gravida id. Vestibulum con dimentum laoreet 

ipsum, eu volutpat ante cons. Pellentesque id dolor blandit, aliquam tellus vel, tristique ri-

sus. Ut vel blandit elit. Duis rhoncus massa nibh, a tincidunt nulla gravida id. Vestibulum 

Both companies  
go under.

Bail and sell it  
off later.

Quantifiably bad. Long 
time to cure, if ever.

Long term unquantifi-
able “culture killer”.

PHOTO

“Political” failure. Not 
actually measureable 

but it is perceived  
as bad.

Total raving success. 
Plans exceeded and 
additional surprise 
value is created.

Where many finish Where some finish Where all aim, but few finish
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The M&A Rollercoaster

Mergers and acquisitions typically  
involve four fundamental phases – 
Research and Diligence, Purchase, 
Post-Merger Integration, Produce. 

The illustration below examines these phases in  

correlation with typical activity levels of those involved. 

We have identified 11 traps that can drain the value of 

a merger or acquisition while straining the company, 

employees, and shareholders. These traps are identified 

below, and in greater detail on the following pages. Left 

unchecked, these common traps can turn a potentially 

valuable deal into a costly one.

R&D PURCHASE PRODUCEINTEGRATE

Pressure to  
find the deal

Deal Found

LOI  
Signed

Deal Closes

Operations Team 
assumes their  

“hobby job” without  
a repeatable process

Excitement and  
deadlines of doing  

the deal

Poor Communication 
leads to confusion, 

dissention, and rumors

Emotional attachment 
to the deal

Siloed focus on task 
vs. value with minimal 

executive visibility

“Deal Team”  
vanishes leaving PhD 

level docs behind

No clear definition  
of success ...  

where to go now?

Executive A.D.D.  
kicks in for their new 

shiny object

Finally look under the 
covers ... Surprise!

Expectations missed 
... time to scramble 
the “Tiger Team”
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