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ABSTRACT

Mergers and acquisitions (M&As) often leave companies struggling to reach financial
targets in part due to the need to deal with complex and disconnected information
systems. This study examines post-M&A IT systems integration to identify critical factors
for success in this process, focusing on improving understanding of the role of alignment
between M&A strategy as a whole and IT integration decisions. Decision-making with
respect to IT system consolidation is discussed in the context of the Wijnhoven et al. 2006
article, "Post-merger IT integration strategies: An IT alignment perspective."

This study looks at eight companies in different industries with revenues ranging from
$100 million to over $80 billion and varying levels of acquisition experience. The study
highlights several key success factors, including strategic rationale, early IT involvement,
cultural fit, and mature IT processes. Experienced "serial acquirers" were observed to put
less of a premium on following strict, conventional guidelines on ensuring the alignment
of M&A and IT integration objectives, being more willing to keep IT systems independent
if that solution best matched the acquisition's general value goals. In contrast, less
experienced acquirers tended to have an aspiration to adhere more rigidly to the
alignment model laid out by Wijnhoven et al. (2006).

Thesis Supervisor: Leslie Owens
Title: Senior Lecture; Executive Director, Center for Information Systems Research
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SECTION 1

INTRODUCTION

1.1 Motivation for the Study

Mergers and acquisitions (M&A) often leave companies struggling to reach financial

targets as they deal with complex and disconnected information systems. The common

questions practitioners face post-M&A is whether information systems should be

consolidated, and if so, how quickly.

The literature shows that less than 50% of M&As achieve their goals; for example,

Haleblian et al. (2009) state that only 30-40% of M&As create financial value for their

shareholders. IT integration is commonly cited as a major contributor to M&A failures -

Giacomazzi et al. (1997), McKiernan & Merali (1995) and Mehta & Hirschheim (2007),

while well-handled IT integration is known to increase M&A economic benefits - Benitez-

Amado & Ray (2012). Some research has argued that around 45% of the total expected

benefits from an M&A are directly dependent on effective IT integration, such as

Toppenberg & Henningsson (2013).

A number of studies have been carried out to provide a framework showing the

relationship between business and IT system integration strategies, including Haspeslagh

& Jemison (1991), McKiernan & Merali (1995), Wijnhoven et al. (2006), Mehta &

Hirschheim (2007), and Baker & Niederman (2014). On the whole, researchers and

practitioners agree that IT has a critical role to play in M&A success, and the need for

alignment between business and IT has been conceptualized in the academic literature

in a variety of ways. The Wijnhoven et al. article "Post-merger IT integration strategies:

An IT alignment perspective" (2006) aims to provide a theory that would help practitioners

select a proper post-merger IT integration approach by mapping M&A strategies to IT

integration strategies and methods.
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The number and complexity of M&As are both increasing. Based on Deloitte M&A Index

2017 numbers, the M&A markets ended 2016 with $3.2 trillion worth of announced deals,

only slightly lower than the record-breaking figure of 2015; with a trend of companies

increasingly turning to M&A and corporate venturing for the growth potential in new,

disruptive technologies; M&A spend on sectors related to disruptive innovation reaching

$291 billion in 2016, four times the $72 billion level of 2012 (p.4).

e2016 e2013 e2010

Fgm 1. Ac %Wiisn *p. .9 tm y.

The trend is echoed by a PricewaterhouseCoopers (PwC) 2017 M&A integration survey

report also highlighting that companies are moving toward increased integration activity,

and focusing more on M&A deals that are transformational in nature (p.6). (Figure 1)

Companies are increasingly using M&As not only to improve their bottom lines but to
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stretch their businesses by adding new markets, channels, and products in ways that are

organizationally transformative. M&As of this type feature greater complexity and success

depends more than ever on a coordinated integration effort.

Given rising M&A activity, the increasing complexity and criticality of IT, and a lack of clear

agreed upon guidelines of "if and when" to integrate, this study aims to increase

understanding of IT systems integration and the critical factors for its successful

completion in a post-M&A environment.

1.2 Research Questions

The thesis objective is to answer the following research questions:

o What are the key success factors contributing to IT system integration success?

o Do companies have M&A and IT system integration strategies as defined in the

Wijnhoven et al. (2006) study?

1.3 Research Methodology

This is a mixed study, combining both quantitative and qualitative methods carried out

concurrently. The purpose of the study is to broaden understanding of post-M&A IT

system integration and specifically to identify the key success factors and verify

adherence to the M&A and IT Integration alignment as defined by Wijnhoven et al. The

guidelines for methodology were based on the John W. Creswell book, "Research Design:

Qualitative, Quantitative and Mixed Method Approach."

The qualitative part of the study was based on interviews with practitioners in the area of

M&A. Interviews were a good fit as a more natural and less structured data collection tool

intended to elicit views and opinions. In addition to the interviews, other qualitative

materials for the sampled companies were studied, such as newspaper articles, case
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studies, and corporate reports, to obtain a better understanding of the companies

sampled.

An interview guide was used to ensure that the same general areas of information were

collected from each interviewee. The guide provided focus while still allowing a degree of

freedom and adaptability to get the most relevant information from each. The primary

approach of each interview was to offer minimal guidance and allow the interviewee to

determine what was most important to talk about within a particular context. The interview

guide is included in Appendix 1.

The procedures for data recording and interpretation suggested by Creswell were

followed. First, information was recorded as the interviews were conducted. Second, the

gathered information was organized and prepared for analysis, and reviewed "to obtain a

general sense of information and reflect on the overall meaning" (p. 185). Third, data was

coded by segmenting sentences or paragraphs into categories and labeling the

categories with terms based on the actual language of the participants. Finally, the

themes for analysis were established based on the coded categories, and analysis was

performed to identify the "lessons learned" from the interviews.

The quantitative study was based on the survey. The survey was designed to extend the

sample of the companies in testing the hypothesis that system integration strategies align

with M&A strategies as defined in the Wijnhoven et al. study and additionally to verify the

correlation of the critical success areas that were identified based on literature review with

the overall satisfaction in M&A IT integration.

1.4 Structure of the Study

This study is divided into five main chapters. This introduction chapter presents the

motivation for the study and its research questions and methodology. The second chapter

reviews literature related to the study topic. The third chapter describes the results of the
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interviews and the fourth chapter the results of the survey.

participants represent different companies involved in

integration process. Finally, the fifth chapter offers

considerations.

The interviewees and survey

the post-M&A IT systems

conclusions and practical
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SECTION 2

LITERATURE REVIEW

This chapter provides an overview of prior research in fields relevant to understanding

the thesis questions. These include business-IT strategic alignment, M&A motivation, and

post-M&A IT integration considerations.

2.1 Strategic Alignment of Business and IT

Business IT alignment has been widely analyzed by researchers and practitioners over

the last 30 years and has been a common framework for business and IT strategy

discussions since the early 1990s. The central argument is that organizations perform

well when critical IT resources, such as physical IT systems and infrastructure

components and technical and managerial IT skills, are aligned with business strategy,

and when appropriate structures exist to supervise the deployment and management of

these resources.

An early, commonly cited framework was put forward in 1993 by Henderson, J.C. and

Venkatraman, H., in their paper "Strategic alignment: Leveraging information technology

for transforming organizations." They argued that, for many companies, an inability to

realize value from IT investments is a result of a lack of alignment of business and IT

strategies. Henderson and Venkatraman put forth the Strategic Alignment Model (SAM)

to represent the alignment of IT and business. This model was developed from the earlier

MIT90 model introduced in 1991 by Scott Morton, which explored four key domains of

alignment: business strategy, IT strategy, IT infrastructure and processes, and

organizational infrastructure and processes.
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hypothesis that organizations that successfully aligned their business strategy with their

IT strategy will outperform those that did not. In their review, Chan and Reich organize

challenges to the claim that alignment is always desirable into four categories. First,

objections based on the belief that alignment research is mechanistic and fails to capture

real life. Second, arguments that alignment is not possible if the business strategy is

unknown or work in process. Third, arguments that alignment is not desirable as an end

in itself, since business strategy must always change. Finally, claims that IT should often

challenge business, not follow it. Studies after Chan and Reich, in particular, Tallon and

Pinsonneaut (2011), illustrate cases where strategic IT alignment has had no direct

effect on overall firm performance. They highlight the dangers of organizations falling

into the rigidity trap and the importance of process agility.

Challenges notwithstanding, strategic IT alignment will likely remain a key area of

interest for practitioners and academics. As Chan and Reich (2007) put it in their article:

"alignment remains an important but elusive goal." (p. 312)

2.2 Motivation for M&A

Companies enter into M&A transactions for many different reasons. It is not the objective

of this thesis to identify the motivations behind M&A activity, but it is important to highlight

that there are many drivers of M&A activity, and they often involve hidden complexities.

This is reflected academically in a number of studies; for example, Ravenscraft and

Scherer (1987) identified fifteen possible motivations for M&A from financial to strategic.

Stylianou et al. (1996) proposed that organizations may use M&A to quickly achieve a

number of goals: rapid growth in size and strength; increased market share; acquisition

of market share; acquisition of new patents, technologies, talent and/or geographical

territories; and achieving economy of scale and improved efficiency.

Lipton (2006) proposed that M&A activity has occurred in waves, with each characterized

by a concentration of particular types of mergers and specific industries. The first wave
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started with horizontal mergers at the beginning of the 1900s, and was driven by

monopoly creation, mainly in the steel, oil, railroad, telephone, and mining industries. The

second took place mainly in the US during the 1920s, and was characterized by vertical

mergers; this is when giant automobile manufacturers appeared. The third wave of

mergers in the 1960s was driven primarily by diversification, with many major established

companies spreading out into new industries and research areas. The fourth wave, in the

1980s, has been called the "wave of disciplinary mergers." These occurred largely in a

hostile takeover environment, involving replacement of the target's management; the

most affected industries were banking and financial services. A fifth wave was observed

in the 1990s, with the focus being on increasing size to better compete in the market. The

principal factors in the sixth M&A wave of the early 2000s were globalization,

encouragement by certain governments to create strong national or global champions,

availability of low-interest financing, and the tremendous growth of private equity funds.

Recent survey results suggest that we are now entering a new M&A wave that will be

more transformational in nature than those that preceded it. The Deloitte M&A Index 2017

showed companies increasingly turning to M&A and corporate venturing as a means of

tapping into the growth potential of disruptive technologies, with M&A spend in this area

quadrupling in just four years to $291 billion in 2016 (p. 4). This is echoed by the PwC

2017 annual M&A integration survey, which shows that companies are using M&As not

just to improve their bottom lines, but to expand their businesses, adding new and often

unfamiliar capabilities. The PwC 2017 study states that more than 50% of Fortune 1000

survey respondents described the largest transaction within the last three years as

"transformational," up from 44% in 2013, and just 29% in 2010 (p. 6). (Figure 1.) Those

numbers are supported by the EY Global technology M&A report that stated that

"technology dealmaking is setting records because all buyers are motivated in the current

environment. Incumbent tech companies are seeking deals to accelerate mobile- and

cloud-driven transformations; non-tech companies are looking for strategic technologies;

and PE firms are searching for hidden gems overlooked by other investors" (2017, p. 11).
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Transformational M&A is technology-driven and often means companies moving into new

technology spaces. This focus complicates post-M&A IT systems integration, meaning

that recent trends will continue to increase the importance of IT integration.

2.3 Post-M&A IT Integration

The concept of integration has been interpreted in various ways within several disciplines

related to M&A, including management, strategy, organizational theory, and IT (Barki &

Pinsonneault, 2005). IT integration in itself is a broad term, and when talking about the

integration of multiple IT systems, Giacomozzi et al. (1997) point out that this does not

necessarily imply that a single system, software environment, and architecture are

chosen and that successful integration means that the exchange of data and

organizational processes efficiently meets the needs of the merged organization.

However, in the context of M&A transactions, the IT departments are often expected to

consolidate the systems quickly and with minimal disruption to the business. There are a

number of studies, discussed in the following section, that look at IT system integration

through the lens of making system consolidation decisions following the M&A.

2.3.1 Alignment of IT and Business Objectives in the M&A Process

There is a body of work that frames IT integration in the context of M&A strategy, and the

need for alignment between IT integration strategy and M&A strategy. These include

Wijnhoven et al. (2006), Mehta & Hirschheim (2007), and Baker & Niederman (2014).

Wijnhoven's work builds on Haspeslagh & Jemison (1991) and McKiernan & Merali

(1995), aiming to develop a theory to help practitioners select a proper post-merger IT

integration strategy. Wijnhoven proposed the IT alignment model, describing three M&A

strategies and three IT integration strategies, with four integration methods to link the

M&A and IT integration approaches. For reference, Wijnhoven et al. (2006) broadly define
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IT as a combination of information systems (databases and processing functionalities), IT

infrastructure, and IT policies.

The M&A strategies are:

o Absorption: The target company is completely absorbed by the acquirer, with the

goal of achieving benefits of scale and increased market share.

o Symbiosis: Synergy is created by combining the strengths of both parties.

o Preservation: The focus is on preserving the strengths of the target company.

The IT integration strategies are:

o Complete Integration: The two companies' formerly separate IT systems are

completely merged.

o Partial Integration: The most important processes and systems are integrated.

o Co-existence: The two IT departments are largely unchanged, with bridges for

data exchange and consolidation created only where absolutely necessary.

Finally, there are four IT integration methods:

o Renewal: The design and realization of completely new IT processes and

systems.

o Takeover: Using the IT of one of the merging parties as the system for the newly

formed company.

o Standardization: The integration of similar IT functions; i.e., only software

packages that support similar business processes across the whole company.

o Synchronization: Keeping distinct IT operations at both companies, and creating

software and hardware bridges to consolidate the data or periodically synchronize

the different systems.

IT integration methods discussed can be graphically represented in the diagram as

shown in Figure 3.
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The Wijnhoven et al. study maps the M&A and IT strategies to corresponding IT

integration methods as shown in Table 1. For example, Wijnhoven et al. expects that if

the M&A is intended to absorb the other company, then the best fit would be a complete

IT integration strategy, achieved through an IT integration method of renewal, takeover,

or standardization.

22
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M&A Strategy irT tegration Strategy IT kNegration Method

Absorption Complete Integration Ren Take ,

Symbiosis Partial Integration Standardization

Preservation Co-existence Synchronization

Tab 1.
Based on Winhoven *t al (2016) M&A S3aingy, IT In0gration Slratsgy, and IT
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The Baker & Niederman (2014) study builds on Wijnhoven et al., using the same three

outcome-based business merger strategies-absorption, symbiosis, and preservation-

and four IT integration strategies-transformation, consolidation, combination, and

coexistence. Looking at the merger strategies, in absorption, the target company ceases

to exist; in symbiosis, the business models of each company are retained and combined;

and in preservation, the goal is retaining the independent strengths of each merging

entity. These M&A strategies are expected to align with the four IT integration strategies:

transformation, which entails evolving both companies' processes toward a new system;

consolidation, which seeks to eliminate one firm's systems and expand the remaining one

to serve the combined company; combination, which means identifying and retaining the

best elements from both the acquired and acquiring companies; and co-existence, which

is leaving the systems of both companies intact.

The Baker & Niederman study questions the assumptions behind the alignment of IT and

business merger strategies. The study reviewed 22 M&A cases, finding that 14 had

aligned M&A and IT strategies, while eight did not, meaning that only 64% of the cases

were aligned using the definitions put forward by Wijnhoven et al. Furthermore, a more
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recent publication showed that IT integration might not always be beneficial, although it

is more likely to be so in horizontal acquisitions (Tanriverdi and Uysal, 2015).

Similar to the case of business-IT alignment overall, business-IT alignment in the M&A

process is likely to remain an area of interest for practitioners and academics in the

coming years. Multiple definitions of and views on alignment exist, and this study aims to

increase the sample size of surveyed companies to determine the degree of alignment of

M&A and IT strategies as defined by Wijnhoven et al.

2.3.2 Developing IT Capabilities

A body of research exists to emphasize the importance of IT integration capabilities

among acquirers. This need is well documented by both researchers and surveys

undertaken by various consulting companies; in particular: McKiernan & Merali (1995) in

"Integrating information systems after a merger, "Yetton et al. (2013) in "Ready to acquire:

The it resources required for a growth-by-acquisition business strategy," Henningsson

(2014) in "Learning to acquire: How serial acquirers build organizational knowledge for

information systems integration" - have stressed the importance of treating IT integration

as a learning opportunity.

Yetton et al.. (2013) were among the first to document how IT can improve a firm's

''acquisition readiness,'' meaning that firms can develop acquisition-compatible IT

strategies, built scalable IT platforms, and repeatedly successfully execute on IT

integration projects. The study stipulates that companies following a growth-by-

acquisition strategy require two types of IT resources for successful post-acquisition IT

integration: a scalable IT platform aligned with the growth-by-acquisition business

strategy and appropriate IT integration capabilities. Yetton et al. also state that the

development of these IT resources can only occur over the course of several acquisitions,

which often requires years and considerable emphasis is put on organizations' ability to

derive best practices from previous IT integration experiences.
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2.3.3 IT Contextual Elements Influencing M&A Integration

There is a body of literature that identifies issues with significant impact on M&As beyond

the matters of strategic and IT integration alignment discussed above. For example

Popovich (2001) included the following concepts: IT involvement in due diligence, cultural

considerations in merging teams from different companies, integration timing, and

communication between departments. Popovich argued that the IT team should be

involved early in the process to gather and assess critical information on the goals of the

merger, its business purpose, the IT portfolio of the other company, and systems risk.

This view is supported by a number of surveys and academic studies, including an E&Y

survey stating that IT needs to have a seat at the table early in the process to avoid

problems later on. Only 50% of respondents typically involve IT in the transaction

process, compared to almost 80% for finance.

Culture is another common consideration. Leidner and Kayworth (2006) identified three

types of values related to IT integration: group member values, values that technology is

designed to enable, and general IT values. Based on those values, they discussed three

forms of conflicts that may emerge. System conflict describes conflict that occurs when

the values implicit in a specific technology contradict the values held by the group

members who are using the system or expect to use it; contribution conflict is a

contradiction between overall group member values and IT group values; vision conflict

is a contradiction between values embedded in a system and a group's IT values.
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SECTION 3

INTERVIEW FINDINGS

Interviews were conducted with representatives from eight companies representing

varying levels of M&A expertise and IT maturity. All of the companies interviewed had

undertaken at least one M&A in the past five years. All people interviewed were in

executive or management positions overseeing the M&A process. Candidates for the

interview were identified using personal network and Linkedln profiles; they were

contacted via email or LinkedIn messaging with a request for a 40 minutes phone/skype

discussion on the topic of M&A IT Integration. The interviews were subsequently

conducted via the phone or Skype in according to the interview guide presented in

Appendix 1 and according to the schedule provided in Appendix 3.

Companies in the sample represent five industries, and range in size from mid-market to

Fortune 50. For categorization purposes, a company with revenue in the $50 million to $1

billion range was classified as mid-market; one with revenue over $1 billion was

considered a large enterprise; and companies appearing in the Fortune/Global 100/500

listings were identified accordingly. A list of sizes, industries, and acquisition experience

for the companies interviewed is provided in Table 2.

Companies were designated as "serial acquirers" if the company had gone through three

or more M&A transactions in the previous three years and self-identified as a serial

acquirer. There is no universal definition of serial acquisition, the approach to identify the

'serial acquirers' based on the number of acquisitions a year, follows the logic applied by

several researchers, including Fuller, Netter & Stegemoller (2002) and Billett & Qian

(2008).
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Critical factors for successful M&A post-integration were discussed with the interviewees,
and the results were captured and codified to fit common terminology. A primary goal was

to identify the success factors for IT integration and verify the Wijnhoven et al. study

hypothesis that absorption as an M&A strategy aligned with complete IT system

integration. In the interviews, respondents were asked how important they believed

integration to be when the purpose of the M&A was absorption of the acquiree, with

reference made to specific examples from the interviewee's experience. Responses were

classified as to whether they viewed integration as a "priority," or merely a "preference"

for integration with each-deal evaluated on a case-by-case basis.

Company IT maturity was assessed based on the interviews conducted and publicly

available information. The Capability Maturity Model (CMM), which describes a five-level

path to increasingly organized and more mature software development processes, was

used as a basis for evaluation. Companies estimated at level 4 or 5 were classified as
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high maturity companies, while those at levels 2 or 3 were considered medium maturity.

The results are summarized in Table 3.
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3.1 Critical Success Factors

3.1.1 Strategic Rationale and Alignment

All interviewees, regardless of company size, industry, acquisition experience or IT

maturity level, stated that the number one critical success factor was understanding the

strategic rationale for acquisition. There were natural variations in the language

describing the strategic rationale, but all pointed to the critical necessity to have an M&A

strategy and a clear understanding of what value a specific M&A transaction should bring.

"We are looking for a strategic fit." - VP of Strategy and M&A, Fortune 100
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"We are always looking for the right strategic fit, and we always look to understand

how we can protect and grow the value expected from an acquisition." - Director,

M&A Integrations, Fortune 100

"The first and foremost piece is-you have to understand your strategy as an

acquirer. I used to be an investment banker way, way back, and the value in a deal

isn't created by an investment banker negotiating an escrow in a purchase

agreement. The value is about identifying what things you should be in, why you

should be in them, and working on that overall value capture." - VP of Strategy

and M&A, Fortune 100

"Understanding why we are doing the M&A transaction is the most critical factor

for an ultimately successful acquisition integration." - CTO, Private Large

Enterprise

"With acquisitions, we are very, very strategic. Integration strategy is fueled by the

strategic rationale for the acquisition. It's very important for us, very early, as soon

as we are considering a target, to really understand why the business is buying

this target. Is it because we want to plug and play additional capability? Is it

because we want to acquire a portfolio of existing customers from somebody else?

Is it because we want to launch new products or go to new geographies? Or is it

to introduce a new operating model or a new line of business? Understanding

those dimensions is critical for a successful acquisition." - Global Head of M&A

Integration, Fortune 100

Interviewees representing serial acquirers specifically stressed the importance of having

a strong investment thesis and staying consistent and true to the M&A strategy, as

opposed to chasing every potentially interesting opportunity:

"I think, for M&A teams in organizations that don't do a lot of M&A, an M&A

opportunity may present itself to a company and team will then go and change

their strategy to match the opportunity that's in front of them. That doesn't work. I
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think you have to be absolutely deliberate about setting your medium and long-

term overall strategy. And whether M&A does or doesn't fit into that-you have to

stick to that. I think, where most companies have had value destructed M&A, it's

as simple as that-they haven't done M&A for the right reasons strategically, it

doesn't matter how long they integrated financial systems or how long they did

diligence. The underlying strategic premise behind doing a deal wasn't consistent.

That's the first part. And that's actually the hardest part." - VP of Strategy and

M&A, Fortune 100

All interviewees had experience with M&As where the acquired company was completely

absorbed by the acquiring entity, deals typically intended to acquire market share or a

product line. The interviewees were questioned on strategic alignment as defined by

Wijnhoven et al. study. In these cases, as expected by Wijnhoven et al., the complete

integration of IT systems was the preferred method, all other factors being equal.

However, there were significant variations among respondents on how essential IT

systems integration was, and how quickly to do it. Some had a strong preference to

proceed as soon as possible with integration, while others were more circumspect,

preferring to judge each M&A on a case-by-case basis depending on what best supported

the strategic rationale of the acquisition. Common reasons for integration cited by strong

supporters were operational efficiencies and moving to a common culture. Supporters of

the case-by-case approach believed that the strategic rationale had to come first, and

that the case for integration should be developed to match the rationale as part of the

deal screening and due diligence.

"If you're assuming like business, I think that integration should occur. The long

term negatives will outweigh the short term negatives. Yes, you risk some short

term business distraction, but long term you're going to end up internally dividing

your company. Whether it's the IT group or the operations group. And you're going

to miss out on operational efficiencies." - CTO, Private Large Enterprise
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"If on every single deal you were so very hard-lined and inflexible about how the

long-term systems integration works or doesn't work, you would end up not doing

a lot of deals. Some integration aspects are obviously non-negotiable, and you

have to get them right, but if there are some optional systems, tie-ins that don't

need to be done, that destroy the value of what you're buying that would otherwise

from a strategic perspective make sense to buy-I think you've have to be very

cognizant of that." - VP of Strategy and M&A, Fortune 100

"A lot of people think about integration and say that it's all about getting somebody

on SAP, getting benefits harmonized, and all those type of things, and I actually

don't view that really as the value capture part of the equation. Yes, it's always

obviously great to have someone on our accounting system and have them

embedded in our finance system and on our payroll, but fundamentally, that's not

why [we] bought the business. That's not the strategic rationale for acquisition and

so when I talk about integration, internally ... we talk about integration in order to

capture value, not about integration in order for it to just be on our payroll systems."

- VP of Strategy and M&A, Fortune 100

"You can have a sound deal, and then over-concentrate on the details of the

systems and operational integrations, and lose sight of [the] bigger picture." -

Director, M&A Integrations, Fortune 100

Interviewees that placed less importance on IT systems integration tended to place

greater weight on strategic rationale. The examples shared illustrate cases where

integration would potentially add complexities or distract from the overall M&A value-

creation goal:

"Eight or so years ago we acquired a company down in Bogota, Colombia: an

industry-leading, great business, 50% EBITDA margins, great expansion into a

very promising country. As a part of the diligence we came in and said: how do we

integrate this business longer-term? If we were to go all the way and integrate this

company under our accounting systems, what would that look like? At the end of
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the day, the company made about $40 million of EBITDA a year, and based on the

diligence findings the Oracle implementation alone was going to cost $35 million.

So of course, everybody doing diligence was maintaining that we have to

implement this, but then you go back and ask, did we buy this business to

implement it into Oracle and eliminate all its earnings, or did we buy this business

because it was a good business with strong earnings and over time we'll find a

better way to get more financial control?" - VP of Strategy and M&A, Fortune 100

"The acquisition was a strategic move that allowed us to reach new markets. [The

acquisition] was operating in a software-as-a-service subscription model, where

we didn't have experience at the time, so instead of integrating them into our ERP,

which was configured for the product as opposed to services, we let [acquisition]

operations remain on the existing platform. That allowed us to concentrate on the

strategic side of the deal, and not get overly involved in a complex ERP upgrade

and integration project. The enhancement for our ERP to support the SaaS market

was put on the roadmap." - Director, M&A Integrations, Fortune 100

Interviewees that didn't strongly believe in the priority of IT systems integration were

typically open to reexamining the integration at a later time. They all stressed that the

decision to defer or not do the integration was a conscious and deliberate one made after

the appropriate analysis that is part of M&A planning:

"Companies need to understand their [integration] options and use the scenarios

approach to see how different scenarios fit in the overall business case. In many

cases that I have seen this not being done, the company just takes a single view

versus socialized scenario planning on the basis of which company leadership can

make an informed decision." - Partner, Private Mid-Market

"Integration deferral may be completely appropriate, as long as you plan it up front

and secure the funding, which means you need to have an integration philosophy

from day one for this new asset, which goes back to an understanding of what and

why are we buying? Asking the right questions during diligence and formulating an
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integration approach and getting it funded, even if the integration approach calls

for integrations two years later, is critical for us."- Global Head of M&A Integration,

Fortune 100

Several "non-serial acquirers" respondents specifically pointed out the difficulty of

justifying the ROI on IT systems integration and selling the plan to the business:

"Commonly the business that's acquiring is not thinking about integration. They're

thinking that they love this new asset, that it's going to do a great deal in the long

term, and they want to bring them in and let them run the-way-they-are because

they don't want anything to interrupt their growth momentum. Talk about

integration that in any way impacts that momentum may be concerning, so it is

very important to be able to articulate a robust integration strategy and to present

a strong business case to the business early on, as a part of the overall M&A

integration planning." - Global Head of M&A Integration, Fortune 100

"It's very difficult to create a business case for IT integration. Companies do not

necessarily see the benefit of spending a couple of million dollars to be on one

system. It's not visible. So unless the IT integration is part of the bigger integration,

and people start working on IT integration from day one, and it's actually a part of

the strategy, and the company budgets accordingly, you would not have your

systems integrated. IT integration, as an afterthought, does not happen. - Partner,

Private Mid-Market

"Ultimately the goal in integration is one plus one should equal not two, but three,

four, five. And so that's where I think it gets really interesting because we have to

be really strategic and not only come up with an integration plan for every new

acquisition but also be able to sell it internally to the business." - Global Head of

M&A Integration, Fortune 100

The eight interviews exhibited a pattern. Serial acquirers from companies with mature IT

were more open to not doing IT integration if it interfered with or was not necessary to
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capture the identified M&A value. Companies with less experience in acquisition but with

mature IT expressed more concern about delaying IT integration, but ultimately were

supportive, given proper discussion and a funding commitment to pick up the integration

at a later time.

3.1.2 Early IT Involvement in M&A

All of the people interviewed cited "Early IT involvement" in the M&A as a critical factor

for a successful integration: six listed it as second most important, one as third, and one

as fourth. The general recommendation was to involve IT no later than the time of doing

due diligence, but interviewees from serial acquirers expressed a desire to see IT involved

earlier still, at the deal screening stages. The reasoning here was to give IT the ability to

understand fully the strategic rationale behind the M&A, and to build a business case that

included system integration considerations so that management could make a fully

informed decision on if and when to integrate:

"You need to start putting together the ideas around integration and how the

businesses will effectively run, broadly speaking, around the strategic assessment

timeframe. When you get into due diligence, that should be the beginning of actual

integration planning. You don't wait until you've got a signed purchase agreement

to start thinking about integration." - VP of Strategy and M&A, Fortune 100

"Due diligence is really very important, and having the integration team involved in

the due diligence, even if it's just a functional integration pad for each area-it's

important. You don't know what's going to come up and sometimes you find really

weird things when you do due diligence." - Director, M&A Integrations, Global 500

"IT integration should not be a standalone approach. IT integration has to be an

integral part of your M&A process, where you actually use proper IT experts, who

are able to judge the integration complexities at the time of due diligence, to

understand what sort of technology platforms the company uses, to understand
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what sort of enabling technologies they use, and try and see how well everything

fits together." - Partner, Private Mid-Market

3.1.3 Cultural Fit

The third most commonly stated critical success factor was the cultural fit, which was

mentioned by six of the eight interviewees, including all of the serial acquirers.

Respondents discussed the necessity of keeping intact the culture of the acquired

company, especially when it was being targeted specifically for its technological

innovations. They also stressed the importance of having a match in cultural values

between acquirer and acquiree.

The culture and strategic rationale discussions were closely connected, as interviewees

stressed the importance of understanding the value creation proposition of the M&A to

properly frame the cultural implications. In cases where the primary goal was to acquire

development processes or technological innovations, preservation of the acquired

company's culture was considered more important. In these situations, disrupting the IT

environment in the acquired company could lead to deleterious effects such as the

departure of key employees, undermining the entire point of the deal. This was deemed

less important in more traditional M&As, where market share enhancement was the main

motivator, and management more likely to want to merge the IT systems of the two

companies. However, even there, this was seen as something to be done carefully to

avoid potential conflicts:

"We just acquired the company in December: they're 54 people, 14 of them are

developers, and it would stifle the culture completely if all of a sudden these

individuals are absorbed into our technology organization and have to follow our

funding and change management processes. That is an example where we want

to give them as much autonomy as possible. Of course, we do have to be

compliant, and this is where my team has to work with all our control partners to
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understand what the regulatory requirements are and how to ensure that this new

entity is compliant without necessarily stifling their growth and creativity." - Global

Head of M&A Integration, Fortune 100

"When I look at the most successful deals we've done, on those we have been

spending a lot of time on the cultural fit and talent assessment diligence to figure

out how best to integrate the workforce. That is a huge focus because in a lot of

these transactions, especially the ones that are technology heavy, you are looking

to bring in talent, and unless you really spend time understanding the cultural fit

piece, a lot of value is destroyed. A lot of integrations can get stalled because you

might have people that you're relying on at the acquired company to help you

integrate and capture value between the two companies, and they just don't buy

into your culture, don't buy into your vision, and don't buy into your strategy." - VP

of Strategy and M&A, Fortune 100

"The culture is the hard part because often if people are set on a small company

culture and you may have a complementary technology, they will just leave. I

mean, you can give them whatever incentives or golden handcuffs you want. I was

doing one deal where we bought a company, an English division bought a

company in Copenhagen, Denmark. Basically the founders figured they would be

bought and then business would continue as usual. That was not the expectation

of the buyer. All of the founders quit. Then, the question was how to stabilize the

company." - Director, M&A Integrations, Global 500

36



3.1.4 Other Success Factors

Among other success factors, more mature companies cited talent management, and

less IT mature companies placed emphasis on the standard concerns of project

management and communication.

"It needs to be treated like a project, with all the project management, budget

management that you would put on any other project." - IT Director, Private Mid-

Market

"You need to follow the standard project management practices, project plan

needs to be developed, scope and deliverables clearly defined, stakeholders

identified ... and communication needs to be happening among the departments."

- CTO, Private Large Enterprise

Measures of success, as a driver of the general learning process for M&As, were also

mentioned as being key:

"Then the last step, I would say, is having measures of success. So that after

certain mileposts have passed, when integration teams have moved on, other

people have moved on, there has to be that accountability: did we deliver on [these]

synergies? What are the KPIs that we set out to deliver and who's in charge of

measuring [them] and tracking to make sure that this was successful and we can

learn from this integration?" - Global Head of M&A Integration, Fortune 100

Talent and relationship management was the other success factor mentioned, and was

closely connected to strategic rationale and cultural discussions:

"I think that the more important and more interesting thing is the relationship part.

You need to win the relationship, the hearts and minds of the employees you

acquire. Unless you're doing a consolidation type of deal. You need to win over

customers. You need to win over vendors. You need to maintain all the key
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relationships of the business in some way." - Director, M&A Integrations, Global

500

3.2 Integration Timing

When discussing integration timing, all the interviewees separated "Day One" activities

from core system integration activities:

"Email is usually Day One. When the employees hear about the deal, they should

get new email addresses, they should get new badges, all this basic stuff" -

Director, M&A Integrations, Global 500

"You need to identify the Day One activities as a part of your integration planning

during due diligence, and then you execute right after the purchase agreement is

signed."- VP of Strategy and M&A, Fortune 100

With respect to core systems integration activities, companies that strongly preferred

integrating systems also favored moving quickly on the integration:

"To be successful the IT and the business has to be in sync and agree on the plan

and speed of integration. I believe that it needs to happen as quickly as possible

without taking on unnecessary risks. There's always risk with integration but you

need to do it as quickly as possible without adding any unnecessary risk." - CTO,

Private Large Enterprise

Companies that were not serial acquirers and were higher on the IT maturity scale tended

to be more accepting of IT integration deferment, but stressed the necessity of doing so

with a plan and with funding commitment:

"[It's] very important to be able to articulate this robust strategy but then, also, to

be able to articulate it in a compelling way because sometimes integration will be

a multi-project. So, you have to sell to your management on something that will
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happen, potentially a year or two later, when they may or may not be running this

space anymore. Technically you need them to agree to it, but most important that

you need to secure funding. Because people may agree, they may say 'Okay, we'll

look at it in two years.' " - Director, M&A Integrations, Global 500

Overall, companies believed that the typical timeline for systems integration was six

months to three years, with serial acquirers showing both an ability to do fast by-the-

playbook integration and showing higher tolerance for a longer planned timeline where it

was supported by the company's M&A strategic rationale:

"The idea is that you integrate a company but you integrate it to the extent which

makes sense and you also need to assume that integration will not take place in

90 days. It needs to take the appropriate period of time. This particular integration

took 18 months to 2 years. It worked, so one has to be patient." - Director, M&A

Integrations, Global 500

"[Integrating a standalone business - a true P&L that you can run as a company]-

typically you'd look at those and there's a lot of different customization flavors

around those, but as businesses it can be stood alone for a period of time while

you go learn about the business to capture as much of the overall institutional

knowledge as you can - so there's no leakage, before you proceed to further and

deeper integration. And that can take anywhere from one year to five years." - VP

of Strategy and M&A, Fortune 100

3.3 Interview Conclusions

The following critical success factors for IT integration were identified: strategic rationale,

early IT involvement, and cultural fit. Companies with lower IT maturity also cited the need

for project management, governing, and communication, while more mature companies

tended not to talk about those factors, as they were already embedded into their

processes and procedures.
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In terms of the strategic alignment defined by Wijnhoven et al., all companies preferred

the integrated solution, other factors being equal. However, we observed that

experienced serial acquirers put less of a premium on the literal definition of alignment,

and were more willing to keep systems independent if that solution supported the strategic

rationale of the acquisition.
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SECTION 4

SURVEY ANALYSIS

The survey was conducted in the period between May 5 th, 2017 through May 10 th, 2017.

The survey was designed in Qualtrics and distributed via email to the IT executives and

managers who were part of the M&A activity in the past ten years. The list of the

executives and managers was obtained from the CapitallQ database.

The survey questions were designed to:

- Extend the sample of the companies to test the hypothesis that system

integration strategies align with M&A strategies as defined in the Wijnhoven et

al. 2006 study.

- Test the correlation of the critical success areas, identified based on literature

review, with the overall executive satisfaction in M&A IT integration outcome.

Critical success questions were broken down into three areas. First, M&A deal specific

attributes: IT understanding of the deal strategic rationale, IT involvement in the due

diligence, IT experience in the M&A at the time of the deal. Second, overall IT maturity:

established processes and procedures, governance, enterprise architecture function.

Third, Culture and HR attributes: how aligned were the cultures, how successful was the

company in retaining key people, how well established were HR initiatives. The survey

questions are available in Appendix 2.

41



4.1 Survey Results

Forty-four participants responded to the survey. Five out of the 44 answered "no" to the

qualifying question of "have you been a part of and M&A Integration in the past and were

you familiar with IT procedures (high-level, no technical details needed)"; those five were

excluded from the further analysis. The results from remaining 39 respondents are

reviewed in the section below. While the sample is too small to draw any generalized

conclusions, the review is helpful to identify the direction for future inquiry.

4.1.1 Survey Results - Demographics

Majority of the survey respondents held CIO or VP position with the companies of over a

hundred employees; the details are presented in the table 4 and table 5.

Robd % Count

C-Level 48.72% 19

VP 20.51% 8

Disedr 17.95% 7

Munager 7.69% 3

00ier 5.13% 2

Toal 100% 39

Table 4. Suwvy Result.. Respondents Roles
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Table 5. Survey Results. Company Size.

4.1.2 Survey Results - M&A and IT Strategy Alignment

Out of thirty-nine responses only 56% had M&A and IT strategies aligned, as put forward

by Wijnhoven et al. (2006) hypothesis. Those numbers are close to the Baker &

Niederman (2014) study in which 22 M&A cases were reviewed, finding that 14 had

aligned M&A and IT strategies, while eight did not, meaning that only 64% of the cases

were aligned using the definitions put forward by Wijnhoven et al.

The respondent's answers to the question on the alignment of the IT and M&A strategy,

as presented in this study's survey, are summarized in Table 6. The translation to the

terminology used by Wijnhoven et al., and the calculation of the alignment percentage

based on Wijnhoven et al model, are summarized in Table 7. It is interesting to note that
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Number of Employees Acquiring py Acquired Compny
Count % Count %

0-19 1 2.56% 2 5.13%

20-99 4 10.26% 13 33.33%

100-499 11 28.21% 12 30.77%

500-1999 13 33.33% 6 15.38%

2000-5000 6 15.38% 1 2.56%

over 5000 4 10.26% 5 12.83%

Total 39 205A0% 39 100.0%



the highest alignment to the Wijnhoven's model - 90%- was in the 'Absorption' M&A

category.
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4.1.3 Survey Analysis - Success Factors

While the sample size was limited, the trend in the critical success factors observed in the

survey was consistent with the information received from the interviews. All eleven

companies that self-reported as 'Very satisfied' with the outcome of the IT Integration

reported a score of 'Considerable' or 'Very' on the questions:

o How well IT understood the business intent of the deal?

o How experienced was IT in M&A integrations at the time of the deal?

o How clear and consistent was communication about the IT integration

project to the company?

4.2 Survey Conclusions

The trends observed were consistent with the interviews. In terms of the strategic

alignment as defined by Wijnhoven et al., the most aligned companies were companies

going through 'Absorption' - at 90% aligned (with remaining 10% of the non-aligned

companies choosing 'Synchronization' IT integration method). The most diverse in their

selection of the non-aligned IT strategy were companies going through the 'Symbiosis'

transaction - with 21% aligned (with remaining 79% non-aligned utilizing the full spectrum

of IT strategies and models as defined by Wijnhoven et al.)
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SECTION 5

CONCLUSIONS

M&A integration is a complicated topic that continues to grow in complexity. In the next

few years we can expect to see companies acquiring targets that are vastly different from

them to obtain new transformative technologies or other new capabilities. The classic

example is a large, established corporation acquiring a startup with a unique skill set or

technology.

Although the M&A integration process is intricate, some companies routinely achieve

more success with it than others, and part of this has to do with their IT systems

integration expertise. In this study, a combination of literature review and executive

interviews revealed the following critical factors for successful M&A systems integration:

o Strategic Rationale: Clear understanding of the M&A value creation proposition

and alignment with company's strategic goals.

o Early IT Involvement: Involving the IT department in the M&A integration process,

at the latest at the due diligence stage.

o Cultural Fit: Recognizing and accounting for cultural differences between acquirer

and acquiree.

o Maturity of IT Processes and Procedures.

The strategic rationale was identified as the most critical success factor for companies at

all levels of M&A expertise. Understanding strategic rationale, preferably with early IT

integration team involvement in the due diligence or deal-screening phases, drove many

subsequent decisions. Strategic rationale guided cultural decisions, such as whether the

company should work to preserve the culture of the acquired company (more common in

the case of companies acquired for their technology) or incorporate the acquiree's culture

into that of the acquired company (more typical of conventional market share M&As).
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Deep understanding of strategic rationale also drove IT systems integration decisions.

Among interviewed companies, serial acquirers that had well-established acquisition

guidelines and a "playbook" to follow were more willing to consider IT systems

consolidation on a case-by-case basis. They were very successful in identifying M&A

transactions that didn't follow the standard path as defined by the Wijnhoven study. Even

with companies that were eventually to be absorbed into the acquiring business,

experienced acquirers were very mindful of the timing of IT systems consolidation, and

were willing to postpone if it put at risk the realization of the value creation at the heart of

the M&A. It is important to note that when no such conflict existed, serial acquirers were

very efficient and quick in implementing IT systems consolidation. Less-experienced

companies put more of a premium on the literal alignment of M&A strategy and IT systems

integration, and were both more reluctant to postpone or forego consolidation, and less

successful in its execution. Additionally, companies with lower IT maturity needed to

concentrate on project management, governing, and communication, while more mature

companies tended to have those factors already embedded into their processes and

procedures.

Integration success factors and the alignment of overall M&A strategy and IT integration

are likely to continue to get attention from researchers and practitioners in the coming

decade. While this study had a good representation of companies to permit some

preliminary conclusions, the small sample size (eight interviewed and thirty-nine

surveyed) would raise concerns about drawing any generalizations. That said, it is a good

starting point for discussing the questions that emerged. There is a high percentage of

the companies where IT and M&A strategies don't align as per Wijnhoven et al. model.

Unaligned Absorption' cases were observed to be an exception that is willingly made by

more experienced acquirers to better support the overall strategic rationale. In the

'Symbiosis' and 'Preservation' cases there appear to be a full range of IT strategies that

companies chose based on yet to be determined factors. It would be interesting and of

practical application to look further into the differences in decision making between serial

acquirers and less-experienced acquirers in the area of IT systems integration, to derive

a list of best practices that newer acquirers can apply.

47



(This page intentionally left blank)

48



SECTION 6

APPENDICIES

6.1 Interview Guide

a. Introductions.

b. M&A experience discussion.

c. Success factors in M&A Integration.

d. For companies that are acquired to be completely absorbed:

i. What is your integration strategy?

ii. Is the complete integration always the optimal path?

e. Examples of successful acquisitions.

f. Examples of failed acquisitions.

g. Any questions that you think are important, but I haven't asked?

h. Conclusion.
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6.2 Survey Design

M&A Survey May 5 2017

I am a student at MIT Sloan School of Management doing a thesis on 'Critical success factors in

post-M&A IT integrations.' If you have been a part of an M&A Integration in the past and were

familiar with IT procedures (high-level, no technical details needed), please consider filling out

this survey about that M&A transaction (if you have been a part of several M&A transactions

please use the most recent) All responses are confidential and anonymized. I estimate the time

needed is less than 10 minutes. Thank you for taking the time to fill out the survey.

Warmly, Maria Botchkova

o Yes, take me to the survey. (1)
O Thank you, but I can't fill it out. (2)
Condition: Thank you, but I can't fill... Is Selected. Skip To: End of Survey.

What was an approximate number of total employees at the time of acquisition?

in the
acquiring
company

(1)

in the
acquired
company

(2)

0

0

0

0

_______________ j _______________ I ______________ I

0

0

0

0

0

0

0

0

Were you part of the IT Department at the time of the acquisition?

0 Yes (1)
0 No (2)
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What was your position at the time of the acquisition?

O C-Level (1)
O VP (2)
O Director (5)
O Manager (6)
o Other (4)

What industry was acquiring company in?

O Agriculture (2)
O Construction (3)
O Defense (4)
O Education (5)
O Energy (6)
O Entertainment (7)
O Financial Services (8)
O Food and Beverage (9)
O Healthcare (10)
O Hospitality (11)
O Manufacturing (12)
O Media (13)
O Transportation (14)
o Telecommunications (15)
O Retail (16)
o Other (17)

What year did the acquisition happen?

O 2016 (1)
O 2015 (2)
O 2014 (3)
O 2013 (4)
O 2012 (5)
O 2011 (6)
O 2010 (7)
O 2009 (8)
O 2008 (9)
O 2007 (10)
0 pre-2007 (11)
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How would you describe the overall intent of the acquisition?

O to completely absorb acquired company (1)
o to retain core competencies or key organizational pieces of acquired company (2)
o to leave acquired company fully intact (3)
O Don't Know (4)

Which of the following best describe the post-M&A IT strategy for the core business systems?

o to RETIRE IT systems of ACQUIRED company and use IT systems of acquiring company
(1)

o to RETIRE IT systems of ACQUIRING company and use IT systems of acquired company
(2)

O to COMBINE the best of IT systems from both companies (3)
O to LEAVE the IT systems almost INTACT with periodic SYNCHRONIZATION if necessary

(4)
O to RETIRE IT systems of BOTH companies and REPLACE them with new IT system (5)
0 Don't know (6)
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To the best of your knowledge please rate:

How involved
was IT in the
due diligence 00 0 0 0 0
process? (1)

How
experienced

was IT in M&A
integrations at 0 0 00 0 0
the time of the

deal? (2)

How well IT
understood the
business intent 0 0 0 0 0 0
of the deal? (3)

How detailed
was IT post-

M&A o o o 0 0 0integration
planning? (4)

How well was
integration

project scope 0 0 0 0 0 0
controlled? (9)

How clear and
consistent was
communication

about theIT 0 0 0 0
integration

project to the
company? (11)
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At the time of the deal, to the best of your knowledge please rate:

How
established

was IT o o o o
governance
process? (1)

How well
were IT
systems,

policies, and 0 0 o
procedures

documented?
(2)

How well
were IT
projects

prioritized in o o
the

company?
(3)

How closely
IT followed a

standard,
established o o o o

project
management
process? (4)

How
established

was IT
Enterprise 0 0 0 0 0 0

Architecture
function? (6)
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To the best of your knowledge please rate:

How aligned
were the

cultures of
acquiring and
acquired IT

departments?
(1)

How
successful

was the
company in
retaining the

key IT
personnel
after the
deal? (2)

How
established
were HR

initiatives to
help manage

the
transition? (3)

How
established

were IT
training and
development
programs?

(6)
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To the best of your knowledge, how fast did the following milestones happened post-M&A:

file
transfer
between

companies
(1)

0 C0 0 0 0 0 0

integrated
email (2) 0 0 0 0

integrated
Intranet 0 o o o

(3)

To the best of your knowledge when did the integration of core business applications start:

after
M&A
event
in: (1)

0 0 0 0 0 0 0 0 0

56



To the best of your knowledge when was the integration of core business systems finished:

after
M&A
event
in: (2)

0 0 0 0 0 0 0 0 0

How would you describe the satisfaction level of the acquiring company executive management:

in M&A
outcomes

(1)

in IT
systems

integration
outcomes

(2)

0

0

0

0

0

0

0

0

0

0

0

0
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6.3 Interview Schedules

58

Date Company Size Industry Media

28-Mar-17 Fortune 100 Tele-communications phone

8-Apr-17 Private large enterprise Manufacturing phone

10-Apr-17 Global 500 Tele- communications phone

11-Apr-17 Fortune 100 Financial services phone

19-Apr-17 Fortune 100 Retail phone

25-Apr-17 Private mid-market Consulting skype

29-Apr-17 Private mid-market Healthcare skype

30-Apr-17 Private large enterprise Healthcare skype



6.4 Surevy Results - Full Qualtrics Report

M&A Success Factors and Alignment Survey
May 11th 2017, 6:49 am MDT

Q1.1 - I am a student at MIT Sloan School of Management doing a thesis on 'Critical success
factors in post-M&A IT integrations.' If you have been a part of an M&A Integration in the past
and were familiar with IT procedures (high-level, no technical details needed), please consider
filling out this survey about that M&A transaction (if you have been a part of several M&A
transactions please use the most recent) All responses are confidential and anonymized. I
estimate the time needed is less than 10 minutes. Thank you for taking the time to fill out the
survey.

Warmly,

Maria Botchkova

Yes, take me to the
survey.

Thank you, but I
can't fill it out.

0 5
I I I I I I I

10 15 20 25 30 35 40

Answer

Yes, take me to the survey.

Thank you, but I can't fill it out.

Total

Count

3988.64%

11.36% 5

44100%
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Q2.6 - What was an approximate number of total employees at the time of acquisition?

0-19

100-499

* in the acquiring company

* in the acquired company
500-1999

2000-5000

over 5000

I I 2 - 1r I -4
0 2 4 6 8 10 12 14

# Question 0 -19 20-99 100-
499

500-
1999

in the
1 acquiring

company
in the

2 acquired
company

2.56% 1 10.26% 4 28.21% 11 33.33% 13

5.13% 2 33.33% 13 30.77% 12 15.38% 6

15.38% 6 10.26% 4 39

2.56% 1 12.82% 5 39
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2000-
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02.7 - Were you part of the IT Department at the time of the acquisition?

Yes

No

0 5 10 15 20

Answer

Yes

No

Total

61

1

2

25 30

Count

79.49%

20.51%

100%

31

8

39



Q2.8 - What was your position at the time of the acquisition?

C-Level

VP

Director

Manager

Other

I I T- I TI0 2 4 6 8 10 12 14 18 18 20

1

2

5

6

4

Answer

C-Level

VP

Director

Manager

Other

Total

Count

48.72%

20.51%

17.95%

7.69%

5.13%

100%

19

8

7

3

2

39
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Q23 - What industry was acquiring company in?

Agriculture

Construction

Defence

Education

Energy

Entertainment

Financial Services

Food and Beverage

Hea lthcare

Hospitality

Manufacturing

Media

Transportation

Telecommunications

Retail

Other

0 0.5 1 1.5 2 2.5 3 3.5 4

# Answer % Count

2 Agriculture 0.00% 0

3 Construction 9.52% 2

4 Defense 0.00% 0
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5 Education 0.00% 0

6 Energy 4.76% 1

7 Entertainment 0.00% 0

8 Financial Services 14.29% 3

9 Food and Beverage 4.76% 1

10 Healthcare 14.29% 3

11 Hospitality 0.00% 0

12 Manufacturing 19.05% 4

13 Media 9.52% 2

14 Transportation 4.76% 1

15 Telecommunications 4.76% 1

16 Retail 0.00% 0

17 Other 14.29% 3

Total 100% 21
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Q24 - What year did the acquisition happen?

2016

2015

2014

2013

2012

2011

2010

2009

2008

2007

pre-2007

0 1 2 3 4 5 6 7

# Answer % Count

1 2016 35.00% 7

2 2015 5.00% 1

3 2014 10.00% 2

4 2013 15.00% 3
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5

6

7

8

9

10

11

2012

2011

2010

2009

2008

2007

pre-2007

Total

10.00%

0.00%

0.00%

0.00%

5.00%

5.00%

15.00%

100%

2

0

0

0

I

3

20
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Q3.1 - How would you describe the overall intent of the acquisition?

to completely
absorb acquired

company

to retain core
competencies or key

organizational
pieces of acquired

company

to leave acquired
company fully intact

0 2 4 6 8 10 12 14 16 18 20 22

# Answer % Count

1 to completely absorb acquired company 51.28% 20

2 to retain core competencies or key organizational pieces of acquired company 35.90% 14

3 to leave acquired company fully intact 12.82% 5

Total 100% 39
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Q3.2 - Which of the following best describe the post-M&A IT strategy for the core business systems?

to RETIRE rT

systems of ACQUIRED
company and use IT

systems of
acquiring company

to RET IRE IT
systems of ACUIRING

company and use IT
systems of acquired

company

to COMBINE the beat
of IT systems from

both companies

to LEAVE the IT
systems almost

INTACT with
periodic

SYNCHRONIZATION if
necessary

to RETIRE IT
systems of BOTH

companies and
REPLACE them with

new IT system
F, FT- I I

0 2 4 6 8 10 12 14 16 18 20

# Answer % Count

1 to RETIRE IT systems of ACQUIRED company and use IT systems of acquiring company 48.72% 19

2 to RETIRE IT systems of ACUIRING company and use IT systems of acquired company 2.56% 1

3 to COMBINE the best of IT systems from both companies 30.77% 12

4 to LEAVE the IT systems almost INTACT with periodic SYNCHRONIZATION if necessary 12.82% 5

5 to RETIRE IT systems of BOTH companies and REPLACE them with new IT system 5.13% 2

Total 100% 39
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Q4.1 - To the best of your knowledge please rate:

Notatall

E How involved was IT in the due diligence process?
* How experienced was IT in M&A integrations at the time of the deal?
N How well IT understood the business intent of the deal?
* How detailed was IT post-M&A Integration planning?

How well was integration project scope controlled?
N How clear and consistent was communication about the IT integration project..

Question Not a

1 How involved was IT in the due
diligence process?

2 How experienced was IT in M&A
integrations at the time of the deal?

3 How well IT understood the
3 business intent of the deal?

4 How detailed was IT post-M&A
integration planning?

9 How well was integration project
scope controlled?

How clear and consistent was
11 communication about the IT

integration project to the company?

Slightly Considerably Very Total

8.00% 2 16.00% 4 24.00% 6 52.00% 13 25

3.45% 1 17.24% 5 44.83% 13 34.48% 10 29

3.23% 1 9.68% 3 19.35% 6 67.74% 21 31

0.00% 0 15.63%

0.00% 0 17.8,6%

3.45% 1 6.90%

5 53.13% 17 31.25% 10

5 57.14% 16 25.00% 7

2 65.52% 19 24.14% 7

32

28

29

69

Slightly

Considerably

Very
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Q5.1 - At the time of the deal, to the best of your knowledge please rate:

Not at All

Slightty

Moderately

U
U
U
U

How established was IT governance process ?
How well were IT systems. policies, and procedures documented?
How well were IT projects prioritized in the companyl?
How closely IT followed a standard, established project management process?
How established was IT Enterprise Architecture function?

Considereubey

Very

O246810346 0

Not atQuestion All

How established
1 was IT governance

process?
How well were IT

2 systems, policies,
and procedures

documented?
How well were IT

3 projects prioritized
in the company?

How closely IT
followed a

4 standard,
established project

management
process?

How established

6 was IT Enterprise
Architecture

function?

2.63% 1 23.68% 9

7.69% 3 20.51% 8

2.56% 1 10.26% 4

10.26%

10.53%

4 17.95% 7

4 23.68% 9

28.95% 11 23.68% 9 21.05% 8 38

38.46% 15 25.64% 10 7.69% 3 39

25.64% 10 48.72% 19 12.82%

30.77% 12

31.58% 12

5

20.51% 8 20.51% 8

18.42% 7 15.79% 6

39

39

38
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Q6.1 - To the best of your knowledge please rate:

Not at All

Sflghty

Mvoderately

Considerabty

* How aligned were the cultures of acquiring and acquired IT departments?
* How successful was the company in retaining the key IT personnel after the.

* How established were HR initiatives to help manage the transition?
* How established were IT training and development programs?

Very

0 24 6 8 10121'4618

Not atQuestion All Slightly Moderately

How aligned
were the

1 cultures of
acquiring and

acquired IT
departments?

How successful
was the

2 company in
retaining the key

IT personnel
after the deal?

How established
were HR

3 initiatives to help
manage the

transition?
How established
were IT training

6 and
development

programs?

15.38% 6 12.82% 5

2.56% 1 12.82% 5

12.82% 5 15.38% 6

5.13% 2 41.03% 16

38.46% 15 30.77% 12 2.56% 1 39

10.26% 4 43.59% 17 30.77% 12 39

33.33% 13 23.08% 9 15.38% 6 39

38.46% 15 12.82% 5 2.56% 1 39

71

Considerably Very Total



Q7.1 - To the best of your knowledge, how fast did the following milestones happened post-M&A:

less then 30 days

in 1 to 3 rmonths

in 3 to 0 monthe

in 6 to 12 months

in over 12 months

no integration plans

0 2

less
# Question then 30

days
file

T - V I I - 1
4 6 8 10 12 14

in 1 to
3

months

in 3 to
6

months

in 6 to
12

months

1 anser 35.90% 14 25.64% 10

companies

2 integrated 2564% 10 25.64% 10email

3 integrated 23.68% 9 23.68% 9
Intranet

15.38% 6 15.38% 6 5.13% 2

23.08%

13.16%

9 10.26% 4

5 15.79% 6

15.38% 6

15.79% 6

2.56% 1 39

0.00%

7.89%

0

3

39

38
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M file transfer between companies

* integrated email

* integrated Intranet

in over
12

months

no
integration

plans
Total



Q8.1 - To the best of your knowledge when did the integration of core business applications start:

under 3 months

3 to 0 months

6 to 12 months

in 1 to 2 years

in 2 to 3 years

in 3 to 5 years

in over 5 years

no integration
plans

I I I I I I I I I I I I I
0 1 2 3 4 5 6 7 8 9 10 11 12 13

Answer

under 3 months

3 to 6 months

6 to 12 months

in I to 2 years

in 2 to 3 years

in 3 to 5 years

in over 5 years

no integration plans

Total

Count

30.77%

20.51%

30.77%

2.56%

2.56%

0.00%

5.13%

7.69%

100%

12

8

12

1

1

0

2

3

39

73



Q8.2 - To the best of your knowledge when was the integration of core business systems finished:

under 3 rnoonths

in 3 to 43 montths

in 6 to 12 ronths

in 1 to 2 years

in 2 to 3 years

in 3 to 5 years

in over 5 years

no integration
plans

0
I-
2 4 B 8 10 12

Answer

under 3 months

in 3 to 6 months

in 6 to 12 months

in 1 to 2 years

in 2 to 3 years

in 3 to 5 years

in over 5 years

no integration plans

Total

14

Count

7.69%

10.26%

20.51%

33.33%

7.69%

7.69%

5.13%

7.69%

100%

3

4

8

13

3

3

2

3

39

74
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Q9.1 - How would you describe the satisfaction level of the acquiring company executive management:

Extremely
dissatisfied

Moderately
dissatsfied

Neutral

Moderately satfied

* in M&A outcomes
* in IT systems Integration outcomes

Extremely satisfied

I I I I I I I I I
0 2 4 6 8 10 12 14 16 IS

# Question Extremely
dissatisfied

1 outcomes
in IT

2 systems
integration
outcomes

Moderately
dissatisfied Neutral

2.78% 1 2.78% 1 11.11%

0.00% 0 8.11% 3 27.03%

Moderately
satisfied

4 47.22% 17

10 35.14% 13

Extremely
satisfied Total

36.11% 13 36

29.73% 11 37
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