
Increase efficiency. Reduce errors. Boost wins.

Transforming the
           deal marketing process



Rethinking an 
outdated process.

Deal marketing is too cumbersome. 60% of investment bankers 
say their process is both inefficient and overly manual.

The main driver of frustration? Large outreach efforts. In fact, three 
out of four (75%) outreach efforts involve over 100 buyers. Even 
worse? More than one in three (39%) involve more than 200 buyers.

Adding to the challenge, many of the activities are being executed 
by junior bankers and associates. Having Ivy League graduates 
worried about watermarking tens or hundreds of PDF documents 
is both a waste of talent and time.

Most deal marketing activities are executed the “old fashioned” 
way, using desktop applications like Excel and the analyst’s 
corporate email account. This leaves analysts spending untold 
hours crafting and sending out communications en masse to lists 
of potential buyers. The rush to get the information to market 
often leads to errors – such as incorrect names and misspellings 
or, even worse, incorrect numbers and missing details – 
potentially sabotaging a deal.

With digital transformation rippling across all industries; Mergers 
and Acquisitions finds itself as no exception. With outdated 
technology, the deal marketing process within M&A is ripe for 
disruption. How will banks survive? Better technology and greater 
intelligence.

Source: Audience survey, Datasite Corporation webinar, “The Future of the M&A Lifecycle”, October 2019

75%
of deal marketing projects include 
more than 100 potential buyers.

60%
of bankers say current deal marketing 
is inefficient or overly manual.



The hidden cost 
of human error.

More than 84% of bankers said every activity would benefit  
from automation or a modern technology-driven solution.  
Here’s their top three:

 Watermarking and distributing confidential information 
memorandums

 Composing and managing outreach emails
 Customizing and distributing process letters

Less than 60% of mandates end up moving to due diligence phase. 

How can you avoid this fate? Remove any chance of stalling. 
Preventable errors should never be the reason a client loses a mandate.

The biggest driver of ineffective deal marketing? Being behind the 
technology curve. In fact, three in four bankers (75%) said they are 
using one or more desktop software products – Microsoft Office 
(Word, Excel), email and their local hard drive – to power their deal 
marketing activities.

Obviously, this introduces a high potential for human error. Another 
concern is information security, especially if a junior banker or 
associate is using a consumer-grade file sharing service, which can 
disclose sensitive deal information. Emailing the wrong information 
to the wrong person could be catastrophic to a deal.

Source: Datasite Outreach survey of 258 investment banking decision makers, 



Uncover  
a better way.

Optimize the deal marketing process with Datasite Outreach™, 
the first application designed with powerful capabilities to 
streamline deal marketing. Accelerate engagement with 
potential buyers and provide a single source of truth on 
all projects. Your end result? Higher efficiency and more 
successful mandates.

Win more mandates. Close more deals.
Efficient, Centralized Marketing Platform 
streamlines all aspects of the deal marketing process.

Set Up New Projects In Seconds 
and add buyers and team members with just a few clicks.

Assemble & Vet Buyer Lists 
via database of companies/contacts, capable of CRM integration.

Accelerate Buyer Outreach & Engagement 
leveraging bulk email capabilities with dynamic fields.

Amazingly Easy Watermarking 
with the ability to customize text, opacity, and personalization.

Forms, Workflows, & Analytics 
that support tracking, and reporting of buyer activities.
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Datasite is a leading SaaS provider for the M&A industry, empowering dealmakers  
around the world with the tools they need to succeed across the entire deal lifecycle.  
For more information, visit www.datasite.com


