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Foreword
Approaches to achieving successful merger and acquisition outcomes continue 
to evolve and mature along with the due diligence industry. An expanding 
private equity market focused on due diligence speed and efficiency, a 
complicated global regulatory environment, increased focus on asset readiness 
and integration as part of the M&A lifecycle and, finally, advances in due 
diligence technology tools have combined to create the most complex merger 
and acquisition landscape financial professionals have ever faced. 

Nevertheless, certain themes remain the same. Our professionals at Merrill 
Corporation support more than 5,000 global projects annually. We handle 
projects of every shape and size, in every sector and country in the world. 
Based on that knowledge, we have distilled seven critical mistakes that we have 
seen sink deals the world over.

We welcome your questions and hope you find our report helpful.

Yours Sincerely, 
Gary Brookes 
Head of Sales, Asia Pacific 
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Executive Summary 

 
Navigating a large-scale M&A transaction is a complex process. Evidence has 
shown that companies often make common mistakes that would derail even the 
most viable M&A transaction. 

The potential for any number of mistakes is extensive, but most fall into seven 
distinct areas that include the following:

+ Improper planning

+ Unrealistic project assessments

+ Improper allocation of time

+ Poor resource utilisation

+ Miscommunication

+ Lack of secure business tools, and 
+ Limited access to quality business information  

Challenge: Uncover “synergy savings” to prevent “deal fatigue” and 
post-merger business problems.

“Synergy savings” refers to the areas where the newly merged organisation 
achieves substantial cost savings.

One of the key reasons that M&A transactions fail is the inability to quickly 
identify all the potential synergy savings early in the discovery process.

The element of time becomes a cruel taskmaster here, and unless all areas of 
synergy savings are discovered swiftly, the potential for “deal fatigue” is 
heightened. When this occurs, the likelihood that one or both parties will have 
the fortitude to complete the process diminishes, leading to a failed agreement. 

It becomes imperative that both buyers and sellers are able to quickly 
leverage information resources and tools that will uncover all synergy savings 
opportunities, allowing the discovery process to move forward and the M&A 
transaction to be completed.
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Solution: Control information access to accelerate decision-making and 
business plan implementation.

Controlled information access ensures the secure use of critical business data 
and information management tools that balance the needs of both buyers and 
sellers, and bring about these unique advantages:

- Accelerate decision-making and post-transaction business plan 
implementation

- Provide buyers with the information they need to determine the overall 
viability of the transaction

- Empower the seller to protect “live documents” that may contain sensitive, 
proprietary, or copyrighted information from being distributed outside of the 
active bidding group(s)

- Prevent the information from falling into the hands of competitors, the 
media, or unscrupulous online predators

Result: Achieve smoother integration, more accurate information discovery, 
greater document security, and more timely completion of M&A 
transactions.

Technology, in the form of the virtual data room (VDR) has emerged as a solution 
to optimise the due diligence process by overcoming the many limitations inherent 
in the traditional paper-based data environments. With a controlled and efficient 
VDR, all documents are captured and indexed to an online database, making 
information discovery more accurate and complete. Because all rights are 
designated by the client (seller), security and control is seamless. The client 
administrator can predetermine whether each user will have the ability to view, 
print or access source documents. These tools allow clients to maintain tighter 
control and gain more insight into reviewer (buyer) behaviour.



5CORPORATE M&A PART 1 OF 2 - ACHIEVING SYNERGY SAVINGS  |  MERRILLCORP.COM  |   

The Importance of “Synergy Savings”
A merger or acquisition provides a significant added value by allowing a buyer 
to get closer to a targeted customer base, improving the existing supply chain 
or ensuring access to greater amounts of capital. For a distressed company, a 
buyer’s ability to acquire another company’s assets, intellectual property, and 
management capability at a discounted price presents an attractive alternative 
to building a similar organisational infrastructure from scratch.

Both buyers and sellers initially enter into the M&A transaction process with 
different goals in mind. 

A successful M&A transaction hinges on balancing the needs of both the 
buying and selling parties. For example, buyers are primarily concerned with 
expected valuation. On the other hand, sellers are primarily concerned with the 
expected target audience of the transaction, such as who the potential buyers 
are and how they will impact the future of the seller’s organisation.

To meet these goals, both groups need to carefully reassess all their options on 
both a pre and post-sale basis before entering into agreements. One of these 
options involves the identification and tracking of “synergy savings”, such as 
identifying operational redundancies, knowing when to close a plant, and moving 
employees and/or plant equipment to another location.

Time management is an essential part of a successful M&A transaction. 

Once the discovery process starts, all areas of synergy savings need to be 
realised within a reasonable amount of time. Otherwise, the prospect of “deal 
fatigue” increases, which dramatically diminishes the chances for success.



6CORPORATE M&A PART 1 OF 2 - ACHIEVING SYNERGY SAVINGS  |  MERRILLCORP.COM  |   

From the enterprise perspective, capital markets and corporate spending 
priorities change over time. Therefore, both buyers and sellers must be able to 
quickly establish and quantify an identifiable amount of value in the M&A 
transaction, or the deal may not be worth pursuing.

According to the popular book The Art of M&A Integration by Alexandra Reed 
Lajoux, businesses must realise approximately 4% to 6% in synergy savings within 
the first 12 months after the consummation of a merger or acquisition. For 
example, if the size of the transaction is $500 million, then the buyer needs to 
obtain approximately $20 million in synergy savings within one year from sources 
such as personnel, facilities, or by making new process improvements.

Successful M&A transactions also involve the coordination of a multi-layered 
and diverse set of people, processes, information, and tools. The ability for an 
organisation to leverage these highly effective resources in order to quickly 
identify process challenges can help both parties reach a mutual agreement.

Buyers need a system that provides rapid access to critical, time-sensitive 
information so they can better evaluate the overall value of transactions. Sellers 
need a system that provides them with controlled access to decision-related 
data in an orderly fashion that will ensure that intellectual property and 
proprietary business information used during the negotiation period does not 
fall into the wrong hands in the event a party walks away from an agreement.

With this information, both buyers and sellers can ensure the type of results  
that are in their best interests, as well as the interests of their employees,    
stockholders and business partners.

Mr. Holbrook M. Forusz, Principal of Circle Peak Capital LLC, was interviewed as 
a Subject Matter Expert in the development of this white paper.
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About Merrill DatasiteOne 

 

Merrill Corporation helps global companies secure success.

Partner with Merrill’s team of experienced professionals to successfully 

navigate the secure sharing of your most sensitive content, perfect 

and distribute critical financial and regulatory disclosures, and create 

customized and compliant communications. With deep domain 

expertise, exceptional service and innovative technology, Merrill 

unlocks productivity and provides the solution so you can secure the 

business of moving ahead.  

 

To discuss how Merrill Corporation can help you manage and share 

content securely online, please contact us. 

 

APAC Phone   +852 2536 2288 

US Phone  888.688.4400 

EMEA Phone   +44 (0)20 3031 6300 

Email   info@merrillcorp.com 

Website  merrillcorp.com
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