The Future of
Transaction Management
Key findings from our 2020 global
survey of corporate dealmakers
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Executive summary

Transaction management
has never been harder
Corporate dealmakers must supervise an ever-expanding list of
stakeholders and advisors, ensure stringent handling of sensitive
information to comply with GDPR/CCPA data privacy regulation,
and navigate unprecedented market turbulence.
In addition, as a result of the global pandemic, many must do it
all with an eye toward cutting costs and while working from home.
To ease the strain of their mounting workload, dealmakers are
embracing a project management mindset and financial transaction
technology platforms like virtual data rooms (VDRs) that help
streamline and automate tasks at scale.
As efficiency gains from AI-enabled technology accumulate,
corporate dealmakers will increasingly embed transaction
management technology into their day-to-day workflow. Accordingly,
focus on technology partner selection will intensify, and be
viewed as a multi-layered, strategic decision with long-term impact.

600+

Corporate dealmakers surveyed
across EMEA, APAC & the Americas
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Transaction management today

What the world looks like from
a corporate strategy lens

7%

The foundation of most inorganic corporate growth strategies rests
on mergers and acquisitions (M&A). As a result, corporate dealmakers
are often hired with M&A sourcing and execution in mind.
Dealmakers’ work reality, however, is quite different. Our survey shows
that they oversee
M&Aa much wider array of project types than commonly
understood. Essentially, dealmakers act as transaction management
Refinancing/recapitalization
hubs within the organization – regardless of whether the process they
Communication
with
are running is a
licensing, refinancing
orregulatory
an M&A deal.bodies
Ultimately, M&A
processes takePost-merger
up only 34% ofIntegration
their total remit.

Board Communications
Key takeaway: No day is the same. To achieve successful
Capital Markets
outcomes, dealmakers
must embrace their role as
transactionLicensing
management experts.
Fundraising

8%
34%

8%
What project
types do you
work on?

9%

11%
11%
M&A
Refinancing/recapitalization
Communication with regulatory bodies
Post-merger integration

12%

Board communications
Capital markets
Licensing
Fundraising

03

Same strategic objectives,
different focus
From a work portfolio perspective, finance, legal, and
corporate development teams have more in common than
not. After M&A processes, they are likeliest to spend time on
financings, including fundraising, refinancing and recaps, and
regulatory communications.

Top 5 project types by corporate department
11%

13%

10%
8%

13%
18%

Corporate development teams take the lead on Board
communications, whilst finance and legal round out their top five
priorities with capital markets and IP licensing, respectively.

17%

19%

Key takeaway: Close internal partnerships between the
finance, legal, and corporate development departments
are critical to transaction success.

16%
Corporate
Development
Buy-side
Sell-side
Financing
Licensing

27%
11%

15%

19%
Legal

18%

13%
Finance

Regulatory communications
Board communications
Capital markets
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The importance of strong cross-departmental collaboration
literally stands out. When we asked respondents what one thing
would most improve internal workflow, “better communication”
rose to the fore of our word cloud.

Integration
Management

Team

Time
Process

Improvement

Better Communication
People
Technology
Coordination

Diligence
Efficiency
Training
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Top challenges

Task overwhelm

What are your most difficult tasks?
55%

The pain is high. Overall, 70-80% of dealmakers classified most
day-to-day transaction-related tasks as difficult.

The larger the company, the greater the difficulty. Strain
increased by 9% for respondents from $1bn+ organizations,
with 55% rating distillation of key due diligence findings as
exceptionally difficult and placing transaction oversight at 52%.

Key takeaway: Dealmakers experience significant
transaction workflow challenges. The larger the
company, the more stakeholders and sensitive data
to manage. As a result, these teams struggle the
most with routine tasks.

48%

45%

Of these, 43% called process oversight extraordinarily challenging,
with redaction, accessing files from different devices, and
distillation of key due diligence findings not far behind.

50%

50%

41%

41%

40%

41%

Redaction
and sharing

Accessing
files from
different
devices

Managing
stakeholder
access and
permissions

Distillation
of key due
diligence
findings

37%

50%

50%
43%

32%

Sorting and
indexing in
the VDR
All

Internal team
collaboration

Transaction
oversight

Large ($1bn+)
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Analysis

Automating oversight
With such large teams to keep track of, corporate dealmakers rely on
a variety of methods to stay abreast of transaction status. At 37%,
virtual data room (VDR) use is most prevalent, with advisor reports
(26%), and spreadsheets (24%) a good distance behind.

13%

Respondents from larger companies again stand in contrast to
smaller businesses. Their reliance on advisor reports and VDRs
increases as spreadsheet use declines.

Key takeaway: Technology wins the day, with VDRs as
the must-have choice for a plurality. VDRs’ ability to
capture every event, immediately, at both the highest
and most granular levels provides critical insight that
cannot be replicated elsewhere.

37%
24%

How do you track
transaction status?

26%

VDR

Advisor reports

Spreadsheets

Project management tools
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Analysis

Redaction unbound
Redaction: Who does it?

What best describes your involvement with redaction?

The answer: everyone. No corporate department is immune from the
arduous task of redacting documents to secure them from prying eyes.

96%

Redacting confidential information is not new to corporate
professionals. With the advent of new data privacy laws like GDPR
and CCPA, however, all personally identifiable information (PII) must
be securely hidden from internal and external eyes. As a transaction
progresses, some – but not all – sensitive information must be
unredacted, adding an additional layer of administrative complexity.

Key takeaway: The size and importance of redaction
has grown exponentially along with a global plethora
of tough new data privacy laws and cybersecurity risks.
4%

In response, virtual data rooms (VDRs) have begun to provide
redaction tools integrated into their platforms. Efficiency gains
from task automation are remarkable, with 50%+ savings in time
and money for tech-forward companies.

I am not involved

I perform and/or
oversee it
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Analysis

Risky business
Despite increasing concerns about data breaches and tough
regulations governing data privacy like GDPR and CCPA, dealmakers
still share documents externally through email, hard copies, and
internal shared drives.

17%
26%

Smaller companies with $200m or less in revenue are more likely to
rely on email, with larger ones expressing a 5-10%+ preference for
VDRs, particularly
M&A for M&A and PMI activity.

Refinancing/recapitalization

18%

Key takeaway: Corporate dealmakers continue to use
disparate,
manual systemswith
to manage
theirbodies
transactions,
Communication
regulatory
creating heightened leakage and data privacy risks.

How do you
share documents
externally?

Post-merger Integration

20%

They mustBoard
embrace
new ways of working to mitigate exposure.
Communications
Technologies like Q&A trackers embedded in the VDR can dramatically
Capital
Markets
reduce security
risks
while streamlining processes – but only once
resistanceLicensing
to change is overcome.

19%

Fundraising
Email

VDR

Hard copies

Internal shared drive

Cloud-based file sharing
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The future of transaction management

Leaning into technology

To manage their broad array of transaction management challenges,
corporate dealmakers are leveraging technology to streamline
workflow and automate routine tasks. For instance, respondents
reported a +4% reliance on project management software and
+11% use of VDRs as their organizations gained in size.

5%
21%

Indeed, at 45%, $1bn+ companies were 12% more likely to
describe their use of VDRs as continuous and embedded in
day-to-day workflow than average. In total, 74% of corporate
dealmakers said they worked on VDR platforms continuously
or frequently.

33%
Which best describes
your use of VDRs?

Key takeaway: As dealmakers struggle to manage
processes of increasing size and complexity; they will
rely more on technology to help ease the transaction
management burden.

41%

Continuous

Moderate

Frequent

Seldom
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Analysis

The VDR and you

Corporate VDR decision-making

Traditionally, selecting the VDR for a transaction was viewed
as a low-level, non-strategic decision. VDRs were little more
than their physical equivalents, and used almost exclusively
for M&A due diligence.

59%
53%

As corporate dealmakers take on an expanded universe of
projects and VDR software continues to develop beyond
secure storage, that perception has changed dramatically.
More than 50%+ of corporate dealmakers call themselves a
VDR decision-maker, with the number creeping up to almost
60% for larger organizations. This even holds true for buyside
teams working on one-on-one deals.

39%
33%

Key takeaway: As dealmakers increasingly use VDRs
for everything from process oversight and AI-enabled
redaction to internal collaboration tools, choosing the
VDR has become a high-level strategic decision.
VDR decision maker
All

VDR influencer

Large ($1bn+)
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The long-haul
80% of corporate dealmakers say their company keeps the
data room open on financial transactions after due diligence
completes. Reasons vary from data preservation and
accessibility to regulatory communications and PMI.

12%

With such long-term stakes, how do organizations ultimately
select the VDR? The answer: carefully, with many factors in
mind, including support, functionality, reputation, and pricing.

Key takeaway: VDRs are not just chosen based on their
functionality or price. Critical factors such as project
management support and reputation in-market are
equally important.

12%

15%

What do you
weigh most when
selecting a VDR?

15%

14%
14%

Support
Functionality

Reputation
Pricing

Relationship
Transaction size & complexity
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Recommendations

Three paths to success
Juggling multiple projects, tasks, tools, and data privacy regulations are
mission-critical for today’s corporate dealmakers. Success hinges on close
internal collaboration between the finance, legal, and corporate development
functions and a robust transaction management mindset.

1

To avoid being overwhelmed from the deluge of transaction-related
tasks, corporate dealmakers must lean into AI and other time-saving
tools. Sensitive, endemic tasks like redaction can be managed at
scale with technology. If they are not, however, they risk slowing
and engulfing processes.

2

By automating tasks, dealmakers can focus on what really matters:
effective internal collaboration and transaction oversight. Harnessing
collaboration and reporting tools inside and outside the VDR
will speed-up decision-making, bringing with them enduring
business benefits.

3

Finally, VDRs have become an integral part of the transaction
management process. Corporate dealmakers must approach the VDR
selection process the way they would any other strategic partner:
thoughtfully, and with an eye toward the long-term.
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Research Demographics
20+ Canada

75+ Germany

80+ United Kingdom
55+ Spain

50+ France

125+ United States
50+ Hong Kong

50+ Singapore

No company is the same. Neither is its corporate dealmaking
function, which can sit within the corporate development, finance or
legal teams. Many times, the function is run by a combination of all
three departments.
The “who” is not the only thing that varies broadly. In this survey,
we sought to better understand what corporate dealmakers’ roles
look like from the inside out, including the projects they work on,
challenges they face, and tools they employ.

We surveyed 615+ corporate professionals who work on M&A transactions

44%
Corporate development

29%
Finance

Legal

15% 12%

Post-merger integration
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Your strategy. Our support.
Ease of use. Knowledgeable service. World-class reputation. Need we say more?
That’s why corporate dealmakers from the largest to smallest organizations trust
Datasite for their most sensitive projects. Whatever your transaction size or type,
our platform puts you in control.

Leverage AI-enabled tools like smart
categorization and redaction to
automate routine tasks, saving time
and money.

Speed-up decision making with our
best-in-class analytics and internal
collaboration technology.

Get help quickly with our 24/7/365
in-house support team.

Trust in the market leader with
9,000+ transactions and five of
the top M&A deals last year.
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Get in touch
If your organization is contemplating an M&A, financing, tax
clawback or other transaction, talk to Datasite. You don’t have
to be an M&A expert—you don’t even have to have undertaken
a major transaction before.
By taking advantage of our best-in-class project management
support and technology, you can greatly reduce the transaction
management challenges ahead.

#wheredealsaremade
Get in touch, visit www.datasite.com or contact: info@datasite.com | AMERS +1 888 311 4100 | EMEA +44 20 3031 6300 | APAC +852 3905 4800
©Datasite. All rights reserved. All trademarks are property of their respective owners. DS-1.114-01

