
Acquisitive

Creating Successful Acquirers, Together

We are not good at acquisitions. At best 50% are a 
success in the eyes of the acquirer. The key determi-
nant of success? Price? Location? No, the research is pretty 
consistent -the post acquisition integration of the target is 
the key. Research conducted by Cass Business School, 
covering 12,339 deals including 2,917 acquisitions of dis-
tressed companies from 1984 to 2008, concludes that 

post-acquisition integration is the key (Moeller).

In addition research done by Dr. Koen H. Heimeriks, Ste-
phen Gates, and Maurizo Zollo pointed out that:

Maintaining a body of M&A knowledge| organizing it into
lessons and making it easily accessible are key to developing
and leveraging a companys M&A capability. Without such a
framework, companies can slip into applying general types of framework, companies can slip into applying general types of 
strategies developed in prior acquisitions that are inappropri-
ate to the one in hand. Managers might also become over-
confident by thinking that the mere accumulation of experi-
ence brings with it a stronger capability.

Acquisitions by their very nature are charged with emo-
tions. It's like buying a house with the family still inside! 
They need skill, patience, respect and most of all, a strate-
gic framework, that challenges the logic of every deal. We 
call it- The Acquisition Approvals Model.

Using a systematic approach sets you up for success. You
know the 30, 60 and 90 day plans that require to be exe-
cuted. You are moving forward and communicating with 
confidence, because youve done your long before the 
deal completes

Excellence in acquisions isn’t a destination it’s a continual 
process.


