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What is the current state and future of M&A due diligence 
in the Middle East and Turkey, and how does it compare 
with Europe? 

A recent survey of M&A practitioners by Euromoney 
Thought Leadership Consulting revealed some interesting 
views on this question, reflecting differences between  
these markets and the main M&A markets in Europe.  

On the speed of due diligence today, for instance, the 
process in Turkey is seen to be slower than other Middle 
Eastern countries. Yet the speed of the process across  
the Middle East is slower than in Europe. 

There are important reasons why this is, as this report 
shows. One of the main problems across the Middle East 
region is a lack of accurate and reliable financial information 
on small to medium-sized companies, the engines and 
largest segment of any economy. Such information is 
fundamental to the due diligence process. Without it the 
process can be frustrated and stall.

The nature of doing business, in particular the cultural 
nuances of dealmaking in the Middle East and Turkey,  
can mean it takes more time too.    

Some of the other differences are more strategic. As a 
factor in successful M&A, for instance, Turkish and Middle 
Eastern practitioners assign less importance than their 
European peers to understanding and addressing cultural 
issues. This factor is seen as important, but it is not 
considered a top-three factor, as it is in Europe.         

Differences in the views of practitioners are to be  
expected. The culture and experience of dealmaking  
and due diligence in Baghdad is different to Berlin. 

Overall, however, there are some strong similarities in 
practitioners’ views too, mostly around their expectations 
for what the future of due diligence looks like. 

Indeed, practitioners in the Middle East, Turkey and  
Europe all believe due diligence will accelerate in  
the future, supported by new digital technologies from  
data analytics and AI, to virtual data rooms, and even 
blockchain technology over the longer term. 

Such technologies will not only help solve some of their 
biggest challenges, from reviewing and analyzing contract 
text to visualizing financial performance data, but also 
deliver greater analytical capability, accuracy, security  
and simplicity to the entire process. 

Technology can, of course, only do so much. The reality is 
that a combination of these digital technologies, together 
with and led by human experience and expertise, will most 
likely transform M&A due diligence over the coming years. 

Much like their peers in Europe, practitioners in the  
Middle East and Turkey expect it. 

Merlin Piscitel l i 
CHIEF REVENUE OFFICER, EMEA
MERRILL CORPORATION

EXECUTIVE SUMMARY    
We understand the important 
role technology can play in the 
due diligence process. Our 
tools, like Integrated Redaction 
for DatasiteOne, save time 
and minimize risks, ultimately 
improving the deal process. We 
are committed to continuous 
innovation so that we can deliver 
the best technology solutions 
for the M&A industry in every 
part of the world.”

“
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2019 > THE STATE OF DUE DILIGENCE IN THE MIDDLE EAST AND TURKEY 

* The highest among all four European countries surveyed

of Middle East practitioners 
believe conducting due 

diligence is the most important 
success factor. Second is 
identifying and screening 
targets (46%) and third, 

planning and executing to the 
integration process (37%) 

of Middle East practitioners 
state that due diligence takes 
less than 3 months from deal 

sourcing to completion

of Middle East practitioners 
say multiple scenario analysis 
and financial modeling is one 

of the biggest challenges 
technology could provide a 

solution for

of Middle East practitioners 
believe the risk of a data/
privacy breach in the due 

diligence process has 
increased over the past  

5 years

of Middle East practitioners 
say the EU is their preferred 

geography to host  
transaction data

MOST IMPORTANT FOR 
SUCCESS

DUE DILIGENCE 
SPEED

SCENARIO ANALYSIS  
A BIG CHALLENGE

RISK OF SECURITY BREACH 
INCREASING

EU PREFERRED FOR  
DATA HOSTING 

70% 53% 57% 44% 21%

of Turkish practitioners believe 
conducting due diligence is 
the most important success 
factor. Second is identifying 
and screening targets (48%) 

and third, having a clear M&A 
strategy (36%)

of Turkish practitioners state 
that due diligence takes  

3-6 months from deal  
sourcing to completion

of Turkish practitioners say 
multiple scenario analysis 

and financial modeling is one 
of the biggest challenges 
technology could provide  

a solution for

of Turkish practitioners believe 
the risk of a data/privacy 

breach in the due diligence 
process has decreased over 

the past 5 years

of Turkish practitioners say 
the EU is their preferred 

geography to host  
transaction data

MOST IMPORTANT FOR 
SUCCESS

DUE DILIGENCE 
SPEED

SCENARIO ANALYSIS  
A BIG CHALLENGE

RISK OF SECURITY BREACH 
DECREASING 

EU PREFERRED FOR  
DATA HOSTING  

64% 48% 45% 34% 30%
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2020 > THE STATE OF DUE DILIGENCE IN THE MIDDLE EAST AND TURKEY 

* The highest among all four European countries surveyed

of Middle East practitioners 
believe due diligence will take 

less than 3 months by 2022

of Middle East practitioners 
believe harnessing data 

analytics would accelerate 
the due diligence process 

the most, followed by 
standardisation of documents 

and processes and being  
able to harness AI

of Middle East practitioners 
believe new technology will 

enable greater analytical 
capability in due diligence 

over the next 5 years

of Middle East practitioners 
believe AI and machine 

learning will transform due 
diligence the most over the 

long term

of Middle East practitioners 
believe GDPR will increase 
acquirers’ scrutiny of the 

data protection policies and 
processes of target companies

SWIFTER DUE 
DILIGENCE 

DATA ANALYTICS TO  
PROPEL DILIGENCE

TECHNOLOGY WILL ENABLE 
GREATER ANALYTICAL CAPABILITY

AI OFFERS THE 
GREATEST IMPACT

REGULATORY  
IMPACT

74% 33% 70% 59% 59%

of Turkish practitioners believe 
due diligence will take less 

than 3 months by 2022

of Turkish practitioners believe 
harnessing data analytics would 

accelerate the due diligence 
process the most, followed by 
being able to access a virtual 

data room and standardisation 
of documents and processes 

of Turkish practitioners believe 
new technology will enable 
greater analytical capability  

in due diligence over the  
next 5 years

of Turkish practitioners believe 
data analytics will transform 
due diligence the most over 

the long term

of Turkish practitioners believe 
GDPR will increase acquirers’ 

scrutiny of the data protection 
policies and processes of 

target companies

SWIFTER DUE 
DILIGENCE 

DATA ANALYTICS TO  
PROPEL DILIGENCE

TECHNOLOGY WILL ENABLE 
GREATER ANALYTICAL CAPABILITY

DATA ANALYTICS OFFERS  
THE GREATEST IMPACT

REGULATORY  
IMPACT

66% 29% 66% 38% 75%



5

The past couple of years have been tough for the Middle 
East private equity industry. Subdued economic growth 
across the region has in turn dampened new fundraising  
and buyout activity. 

But there are signs the regional economy is strengthening, 
and for some Middle Eastern private equity investors, they 
have remained active in acquisitions and in exiting portfolio 
investments. 

Gulf Capital is one such investor. In the 18 months to 
May this year, the firm closed eight new and follow-on 
investments at the portfolio company level, and, over the 
same period, secured and closed five landmark exits. 

One of the firm’s most recent investments was the 
acquisition of a 70% stake in UAE-based Medica Holding, 
a leading service provider of aesthetics, cosmetics and 
dermatology equipment and products across the Middle 
East. The deal fitted perfectly with Gulf Capital’s private 
equity investment strategy, which is to take strategic stakes 
in highly profitable, rapidly expanding companies operating 
in high-growth and mainly defensive industries in core 
economies of the Middle East region.    

“For us, our primary investment focus is on opportunities 
in the key markets of the UAE, Egypt and Saudi Arabia,” 
says Dr Karim El Solh, CEO of Gulf Capital. “Most other 
economies in the region are generally too small and insular 
to present the type of investment opportunities that are 
most attractive to us.” 

Asked about the main challenges to investing in companies 
and due diligence in these economies, El Solh says their 
ownership structure has been one of the key issues.    

“Part of the challenge of investing as we do in this region  
is that many companies are family-owned,” he says.  
“In Saudi Arabia, for instance, it’s not uncommon to have 
one family owning 10-12 businesses in different industries. 
In the past, it’s fair to say there was a greater reluctance  
to sell controlling stakes in companies.”

However, he says that this is changing, for the right  
investor, and that “what we are seeing today is that family 
owners are much more open to selling controlling stakes  
at lower valuations.”        

Establishing the right valuation is a component of the due 
diligence process, which, for any deal, is always very deep, 
detailed and intensive, says El Solh. “It has to be,” he adds. 
“Which means it can be quite expensive. But it’s worth it – 
you simply have to do the required homework.”

Running deep, detailed due diligence on every deal is 
necessary, even if it does take more time. The technology 
supporting the process today has helped accelerate it,  
but for El Solh, technology can only do so much.      

“Technology has a role to play in supporting our  
decision-making and making due diligence more efficient, 
but ultimately the investing we do is more about dealing 
with people than technology,” he says. “Investing in this 
region does take time. It’s an iterative process, which can 
mean between 6-12 months of courting before an offer is 
made. It’s this, the art of patiently building a relationship, 
which is one of the key differences between investing  
here compared to Europe, which is more transactional  
and mechanic.”

The art of dealmaking in the Middle East

Dr Karim El Solh
CO-FOUNDER AND CEO, GULF CAPITAL  

Based in the UAE, Gulf Capital is 
a leading alternative investment 
firm focused primarily on late-stage 
control buy-outs, growth capital, 
private debt and real estate projects 
in the Middle East.

CASE STUDY: GULF CAPITAL  
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While mergers and acquisitions and the due diligence 
process in the Middle East can be less efficient than in 
Europe, that analysis is often too simplistic. 

Indeed, at the top end of the company scale there is a lot 
more similarity in the process between deals done in the UK, 
Germany and France and in the UAE and Saudi Arabia.   

“We have some large, world-class businesses in this region  
and the due diligence that we do for them, and the level of 
sophistication that we can actually apply to our analysis, is similar 
to what we do for clients in the European or UK markets,”  
says Declan Hayes, a transaction services partner at Deloitte. 

He adds, however, that once “we start moving down into 
the smaller businesses, their financials or management 
accounts are generally not of a standard where you can go 
in and do the level of detailed work you would like or that 
you would ordinarily expect.” 

Part of the problem is that the Middle East lacks an 
institution such as Companies House in the UK, which is a 
valuable store of historic financial information on companies.  
“No organization in the region has responsibility for 
companies filing their financial statements, which means 
there is no proper comparable tracking of companies’ 
finances. A lot of ‘information’ is anecdotal,” says Hayes. 

Such an information gap, together with a lack of 
sophistication and focus on detail in financial management 
among smaller companies, can mean that due diligence 
takes longer. “If it takes on average one month in Europe,  
it could take up to two months in this region,” says Hayes. 

Another factor impacting the speed of dealmaking and  
due diligence in the Middle East is the prevalence of  
family-owned businesses, which can mean that striking 
agreements on valuation, for instance, is challenging, too. 
“Part of this is cultural,” says Hayes. “Many owners have 
originally made their money through trading, so it is 
instinctive to push for the highest price possible.”

He adds, however, that this is changing, and that 
increasingly “there is a greater likelihood of transaction 
negotiations being properly structured from the  
non-binding offer stage.”

What’s more, Hayes says that due diligence practices and 
processes in the Middle East are evolving, maturing and 
improving, with new technology helping provide greater 
efficiency and security. 

This, he says, is important, not least because the data 
security risk has increased. 

“Historically, before virtual data rooms, you would typically 
have a physical file room and a limited number of people 
with access, all working alongside each other and face to 
face. As such, it was unusual to have leaks. Now, you can 
have multiple teams working in multiple locations at multiple 
times around the world. The number of eyes on the deal 
data has increased substantially.” 

To manage this, he adds that is critical to use the best 
technology and strongest virtual data room providers.  
“It’s safer for us.”

The complexities of diligence in the Middle East 

Declan Hayes
PARTNER, TRANSACTION SERVICES, 
DELOITTE, MIDDLE EAST   

Deloitte is one of the world’s largest 
global professional services firms, 
providing clients across industries 
globally with advice and services in 
audit and assurance, consulting, and 
financial advisory. 

CASE STUDY: DELOITTE 
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After years making private equity investments in the US, 
across Europe and Turkey on behalf of global alternative 
investment firm KKR and the private equity division of 
investment bank Lehman Brothers, Ahmet Faralyali and 
Murat Erkurt decided to go it alone. In 2010, they  
co-founded Mediterra Capital. 

Since then, the firm has grown into one of the leading 
private equity firms in Turkey focusing on the mid-market 
and SME sector. 

The co-founders’ international private equity investment 
experience has been invaluable to the firm’s growth. But it  
is the team’s local expertise and connections that has also 
enabled the firm to navigate some of the challenges of 
investing in and running due diligence on Turkish companies. 

“Being local, and having a local team who is well connected 
in Turkey, makes a big difference because you can learn a lot 
from a target’s suppliers, customers and competitors if you 
know who to talk to and how to talk to them,” says Faralyali. 
“If you don’t know how to do this, you will get standard 
answers to your questions, which does not allow you, as  
an investor, to get to the truth.”

Part of the difficulty in obtaining a full and clear picture  
is a lack of accurate and reliable financial information on 
companies, especially among smaller companies, says 
Faralyali. “If this improves, it would make it easier and  
more efficient for us to screen companies and run due 
diligence,” he says. 

As it stands, however, due diligence does take more time 
than in Europe. And that, for investors such as Mediterra,  
is partly because, in addition to the due diligence advisers 
conduct, they often have to “dig deeper into the audited 
figures” to better understand a company’s finances.

“This means relying less on advisers and doing more of  
the work yourself, which makes the whole due diligence 
process longer from start to finish. If the diligence is 
completed within three months on average in Europe, it 
probably takes six to nine months here,” he says.

On the flip side, Faralyali says that by the time they buy a 
business they know “everything about it, inside and out.”  
As a result, “there are rarely any surprises, which means  
we can get going managing the business we’ve invested in 
on day one.”

An important aspect to that is understanding the culture  
of the business that has been acquired, and making changes 
to it where necessary.  

“For us, as a private equity investor, this factor is very 
important,” says Faralyali. “We have our own professional 
culture that we are keen for companies we invest in and 
mange to reflect. In general, though, Turkish companies 
don’t tend to place as much importance on understanding 
and addressing cultural issues in an acquisition.” 

The power of local expertise and connections  

Ahmet  Fa ra l ya l i
CO-FOUNDER AND MANAGING 
PARTNER, MEDITERRA CAPITAL   

Istanbul-based Mediterra Capital  
is a leading private equity firm 
focusing on the mid-market and  
SME sector in Turkey.

CASE STUDY: MEDITERRA CAPITAL 
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Due to a challenging economic environment and currency 
market volatility in recent years, foreign investors have 
treated investing in Turkey with greater caution. 

Turkish companies are more cautious too, but many have 
become adept at operating in this environment. For some, 
they are even pursuing investments and deals despite it.

The opportunities are therefore still there. It is just that the 
currency market volatility Turkey has endured does make 
investing, and running financial due diligence, more difficult.

“This obviously has an impact on the financial statements of 
companies, particularly if they have foreign currency debt,” 
says Saltuk Akbulut, managing director at investment bank, 
Pragma. “Such events can have a material impact on a 
company’s finances, and, as a result, its valuation.”       

Akbulut says there are other more persistent challenges in 
Turkey that can make acquisitions and deal due diligence 
difficult and time consuming.  

Agreeing a valuation, for instance, can be a protracted 
process worldwide. But in Turkey, it can take longer partly 
due to family-owned private companies dominating the 
economy. They often value their company higher than the 
buyers; while buyers have tended to ‘over-discount’ their 
valuation due to Turkey’s economic challenges, says Akbulut.  

Other factors that can impact due diligence include 
encountering incomplete financial data sets and misleading 
budgets. “All of this is not so much of a challenge to 
overcome, but it does make it more complex to understand 
the true financial state and health of a company,”  
explains Akbulut.  

That is a core objective of due diligence, which, if done well, 
can help ensure the success of an acquisition. But beyond 
this, how much importance do Turkish companies assign to 
other factors, such as understanding and addressing cultural 
issues as part of a deal?

“One of the challenges in Turkey, which is also the case in 
Europe, is the acquirer fully understanding the management, 
team and culture they are investing in,” says Akbulut. “This 
is so important but is often not seen as being as important 
as it should be. The car might be a great car. But is it being 
driven well?”

He adds: “We do see management of the buyers giving too 
much attention to the price of the deal, to the valuation, and 
not placing enough emphasis on the culture of the company 
they are buying, and how the business will evolve together 
in the future.”

Asked how what could help accelerate due diligence in 
Turkey, Akbulut says technology, especially the use of virtual 
data rooms, is one area that can and has made a difference. 
“With VDRs you are able run the bid process with multiple 
bidders much more easily and efficiently than if it were done 
physically. The security offered by VDRs is important too. 
They enable you to better manage the flow of sensitive 
information on any deal with multiple stakeholders.” 

However, he adds that a more fundamental change in Turkey 
is needed. “Closing the gap between how many companies 
here operate and how private equity firms operate 
would help. Their focus, for example, on internal financial 
reporting, accounting and on strategy is something that 
many companies in Turkey could learn from.” 

Navigating the challenges of the Turkish market

Sa l tuk  Akbu lu t
MANAGING DIRECTOR, PRAGMA  

Istanbul-based Pragma is a leading 
investment banking firm in Turkey 
providing financial advisory services 
on mergers and acquisitions. 

CASE STUDY: PRAGMA 
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RECOMMENDATIONS

1 2 3 4
Enhance your productivity 

and speed with 
technology that supports  

the digitized due  
diligence process.

Maintain confidentiality,  
ensure compliance and  

increase security by redacting 
sensitive data at the word,  

phrase and image level. 

Generate advanced  
analytics and insights  
via secure, flexible,  

algorithm-based  
reports and dashboards.

Ensure your application  
for due diligence is fully  

compliant with international  
and local regulations, as well  

as the country where your  
data is hosted.
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MERRILL DATASITEONE VISION FOR M&A

Merrill DatasiteOne is on 
the journey to bring relevant 
innovations and technologies 
under one platform to enrich  
the different stages of the  
M&A process.

+

+

SMART TOOLS

BUYER
TOOLS

SELLER
TOOLS

ANALYTICS TOOLS

BUYER SELLERM&A

DEAL
MARKETING

POST
DEAL

DUE
DILIGENCE

DEAL
CLOSING

PRIVATE EQUITY CORPORATE

LEGAL ADVISERS FINANCIAL ADVISERS
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The analysis in this report is based on the views of 126 M&A practitioners in the Middle East 
(70) and Turkey (56) who participated in a survey conducted by Euromoney Thought Leadership 
Consulting. 

Survey participants in the Middle East were drawn from a select group of countries,  
comprising: Egypt, Iran, Iraq, Israel, Lebanon, Saudi Arabia, and the UAE.  

By institution type, most participants from these Middle East countries and Turkey work for 
corporates and private equity firms (52%). The remaining participants work for law firms (30%), 
investment banks (12%) and accounting and professional services firms (6%).  

Most participants hold associate (24%), manager (15%) and director level roles (13%). Board 
level executives comprise 12% of respondents and partner level executives comprise 12%. 
Analysts (9%), legal advisers (6%), financial advisers (5%), managing directors (2%) and M&A 
business development executives (2%) comprise the remaining participants.  

The responses were gathered during July 2018 as part of a larger survey of 539 M&A 
practitioners across Europe, Middle East and Africa. 

Regions

Corporate and Private equity �rms

Law �rm

Investment bank

Accounting and professional services �rm

52%

30%

12%
6%

Institution Type  

Associate

Manager

Director

Board level

Partner

Analyst

Legal Advisor

Financial Advisor

Managing Director

M&A Business Development

15%

24%

13%

12%

9%

12%

6%

5%

2%

2%

Role Breakdown 

Nordics

19%

Middle East

13%

Turkey

10%

Europe

48%

Africa

10%
(Note: Percentages based on 539 total responses)

RESEARCH METHODOLOGY
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APPENDIX
Q1. What are the three most important success factors in M&A? 
(Select up to three)

Q2. In the context of a M&A transaction, how do you expect technology to 
change the due diligence process over the next five years (to 2022)? 
(Select up to three)

Q3. In the next five years, how do you expect the use of technology in due 
diligence to impact the number of people involved in a M&A transaction 
compared to today?

0% 

5% 

10% 

15% 

20% 

25% 

30% 

35% 

40% 

45% 

Europe Middle East Turkey

Significantly
decrease  

Moderately
decrease  

Stay about the
same  

Moderately
increase  

Significantly
increase  

The macro-economic environment 

The negotiation process 

A clear M&A strategy 

Deal structuring and financing 

Achieving an optimal price 

Understanding and addressing 
cultural issues 

Identifying, screening and 
prioritizing targets 

Planning and executing the 
integration process 

Conducting due diligence 
(preliminary, detailed and final) 

Europe Middle East

0% 10% 20% 30% 40% 50% 60% 70% 80% 

Turkey

0% 10% 20% 30% 40% 50% 60% 70% 80% 

Technology will help me 
focus on the deal 

Technology should reduce the 
total deal (resources and time) cost 

Technology should make 
it faster to close deals 

Technology should simplify 
the entire process 

Technology should 
enable greater security 

Technology should enable 
greater analytical capability 

Europe Middle East Turkey
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APPENDIX
Q4. Based on your personal experience, how satisfied are you with the speed 
of the due diligence process? 

Q5. From sourcing a deal to deal completion, how much time on average 
does due diligence take on a single successful M&A transaction, and how 
much time will it take in five years (2022)?

72%

01020304050607080

53%

43%

<3 months

25%

01020304050

33%

48%

3-6 months

0369

1

2

1

5

3%

13%

7%

6-12 months

>12 months

0 10 20 30 40 50 60 70 80

0 5

1
0

1
5

2
0

2
5

3
0

0
.
0

0
.
5

1
.
0

1
.
5

2
.
0

80%

74%

66%

19%

23%

29%

1%

1%

2%

2018 2022

0

.

0

0

.

5

1

.

0

1

.

5

2

.

0

0%

1%

2%

0
.
0

0
.
5

1
.
0

1
.
5

2
.
0

2
.
5

3
.
0

3
.
5

4
.
0

0%

1%

4%

Europe Middle East Turkey

Europe Middle East Turkey

0% 10% 20% 30% 40% 50% 60% 

Completely unsatisfied 

Mostly unsatisfied 

Mostly satisfied 

Completely satisfied 

Satisfied 
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APPENDIX
Q8. What would help accelerate the due diligence process the most? Q9. How has the risk of a data/privacy breach in the due diligence process 

changed over the past five years? 

Q10. To what extent is data security a priority in the due diligence process?

0% 5% 10% 15% 20% 25% 30% 35% 

De-regulation 

A smaller more specialist 
due diligence team 

Harnessing advanced automated 
process technologies (AI) 

Accessing a virtual data room 

Accessing a virtual data room 
enabled with AI and analytics 

Standardisation of documents 
and processes 

A larger due diligence team 

Harnessing data analytics 

Europe Middle East Turkey

0% 

5% 

10% 

15% 

20% 

25% 

30% 

35% 

40% 

The risk has 
increased 

The risk remains 
about the same 

The risk has
decreased

The risk has
decreased 
significantly

Don’t know The risk has
increased 

significantly

Europe Middle East Turkey

0% 

10% 

20% 

30% 

40% 

50% 

60% 

It’s the top 
priority 

It’s a top 
three priority  

It’s a top 
five priority 

It’s a top 10 
priority 

It’s a priority but not 
in the top 10  

Europe Middle East Turkey
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APPENDIX
Q11. In the next five years what impact do you expect the EU’s General Data 
Protection Regulation (GDPR) to have on M&A due diligence?

Q12. Have you worked on M&A transactions that have not progressed 
because of concerns around a target company’s data/privacy protections and 
compliance with GDPR?

Q13. In your experience, how important to the due diligence process is the 
location where the seller’s transaction data is hosted?

Q14. Of the following regions, which is the preferred geography to host 
transaction data? 

0% 10% 20% 30% 40% 50% 60% 70% 80% 

Decrease acquirers’ scrutiny
of the data protection policies

and processes of target companies

There will be no material impact 

Increase acquirers’ scrutiny of the
data protection policies and

processes of target companies

Europe Middle East Turkey

0% 10% 20% 30% 40% 50% 60% 70% 

Europe 

Middle East 

Turkey 

Yes No

Not important 

Quite important 

Important 

Very important 

Critical 

0% 10% 20% 30% 40% 50% 60% 

Europe Middle East Turkey
Europe Middle East Turkey

0% 10% 20% 30% 40% 50% 60% 

In the country of 
the transaction 

No preference 

EU 

UK 

US 
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APPENDIX
Q16. As part of the due diligence process (i.e. assessing potential targets, 
customer perception analysis), how important to you is the use of social 
media?

Q15. What are the biggest challenges in due diligence that you believe 
technology could provide a solution for? (Select up to three)

Q17. Which of the following technologies do you see as potentially having 
the most transformative impact on M&A due diligence over the long term?

0% 10% 20% 30% 40% 50% 60% 70% 80% 

Collaboration 

Rights management 

Analytics and reporting 

Access control 

Redaction 

Secure end-to-end process
management and communications

Visualizing financial
performance data

Running multiple scenario
analyses or financial modelling

Reviewing and analysing
contract text

Europe Middle East Turkey

Not important 

Quite important 

Important 

Very important 

Critical 

0% 10% 20% 30% 40% 50% 60% 70% 

Europe Middle East Turkey

Virtual deal or
data room

Blockchain
technology

Data analytics
 (i.e. predictive)

technologies

AI and machine
learning technologies

0% 5% 10% 15% 20% 25% 30% 35% 40% 45% 50% 

Europe Middle East Turkey
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APPENDIX
Q18. Have you used a Virtual Deal or Data Room before?

  Europe

  Middle East

  Turkey

No

  Europe

  Middle East

  Turkey

Yes

Q20. Which of the following reasons for selecting a technology/platform partner to support your 
due diligence are most important to you? (Select up to three)

0% 

10% 

20% 

30% 

40% 

50% 

60% 

70% 

80% 

Yes 

0% 

10% 

20% 

30% 

40% 

50% 

60% 

70% 

80% 

No 

Local market presence 

Security 

Existing relationship 

24/7 multi-lingual 
platform support 

Domain expertise 

Technology capability,
technical expertise and
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Merrill Corporation is a leading global SaaS provider for  
participants in the M&A lifecycle. Clients trust Merrill’s innovative 
applications, excellent customer service and deep subject  
expertise to successfully navigate the secure sharing of their most 
sensitive content. Merrill’s flagship product, DatasiteOne, helps 
dealmakers in over 170 countries close more deals, faster. 
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