

[image: Cover image of the book Supplier Relationships and Mergers & Acquisitions in the Software Industry]






Detailed Table of Contents


1. PREFACE TO THE SECOND EDITION


1.1 CHANGES AND ADDITIONS


1.2 GRATITUDE SECTION


2. INTRODUCTION


2.1 IS THIS BOOK RELEVANT AT ALL?


COMPONENTS OF SOFTWARE PRODUCTS TO BE SUPPLIED


BILL-OF-MATERIALS


A NETWORK OF SUPPLIER RELATIONSHIPS


3. FOUNDATIONS AND DEFINITIONS


3.1 FUNDAMENTALS OF MODELING COMPANIES


3.2 BEHAVIORAL VIEW OF THE BUSINESS PROCESS MODEL


3.3 SOFTWARE, COMPONENTS AND SOFTWARE VENDORS


3.4 VALUE CHAIN TERMS


3.5 M&A TERMS


3.1 ROLES IN THE M&A PROCESS


3.2 DECISIONS UNDER UNCERTAINTY


3.1 CONTRACTS, LICENSE CONTRACTS


4. SUPPLY SIDE VALUE CHAINS IN THE SOFTWARE INDUSTRY


4.1 SOFTWARE DEMAND SIDE VALUE CHAINS


DIGGING DEEPER INTO SUPPORTING SOFTWARE


DIGGING DEEPER INTO MAINTAINING SOFTWARE


4.2 SUPPLY CHAIN BETWEEN SOFTWARE VENDORS


MOTIVATIONS FOR SUPPLIER RELATIONSHIPS


THE DOWNSIDE OF SOFTWARE SUPPLY CHAINS


PROPERTIES OF SOFTWARE SUPPLY CHAINS


PRODUCT/SERVICES MIX IN THE SOFTWARE INDUSTRY


4.1 CREATING RESILIENCE IN SOFTWARE SUPPLIER RELATIONSHIPS


A TRANSACTION-BASED VIEW OF SOFTWARE SUPPLY


EXCEPTIONS IN TRANSACTIONS


EXCEPTION HANDLING PATTERNS


EXCEPTIONS IN SOFTWARE PROVISIONING TRANSACTIONS


EXCEPTION HANDLING BY LICENSE/SERVICE TERMS


EXCEPTION HANDLING BY ESCROW


SAMPLE EXCEPTIONS


4.2 TRADITIONAL MODEL OF SUPPLYING SOFTWARE


VALUE CHAIN VIEW


COST, REVENUE AND PROFITABILITY


4.3 THE OPEN-SOURCE VALUE CHAIN


VALUE CHAIN VIEW


SUPPLIERS OF OPEN-SOURCE SOFTWARE FOR COMMERCIAL USE


LEVERAGING THE OPEN-SOURCE COMMUNITY AS A SUPPLIER


COST, REVENUE, AND PROFITABILITY


4.4 DATA DEMAND SIDE VALUE CHAIN


DATA AND ITS DIMENSIONS


DATA VALUE CHAIN TASKS


DIGGING DEEPER INTO SUPPORTING DATA


DIGGING DEEPER INTO MAINTAINING DATA


COST, REVENUE AND PROFITABILITY


4.5 AI/GENERATIVE AI VALUE CHAIN


DIFFERENCE BETWEEN SOFTWARE AND AI MODELS


DIGGING DEEPER INTO SUPPORTING AI APPLICATIONS


DIGGING DEEPER INTO MAINTAINING AI APPLICATIONS


COST, REVENUE AND PROFITABILITY


4.6 CLOUD/SOFTWARE AS A SERVICE MODEL


VALUE CHAIN VIEW


COST, REVENUE AND PROFITABILITY


4.7 QUESTIONS FOR CHAPTER 4


5. SUPPLY SIDE PARTNERSHIP MODELS IN THE SOFTWARE INDUSTRY


5.1 OVERVIEW OF PARTNERSHIP MODELS


5.2 SOFTWARE VENDOR RESELLS SOFTWARE


DEFINITION OF RESELL


REQUIREMENTS FOR RESELL


VARIATIONS OF RESELLER RELATIONSHIPS


PROCESS TO GET A RESELL


SURVIVAL TIPS FROM EXISTING RESELLERS


CHEAT SHEET RESELLERS


5.3 REVENUE SHARE FROM A SOFTWARE VENDOR TO THE PARTNER


DEFINITION OF REVENUE SHARE


REQUIREMENTS FOR REVENUE SHARE


PROCESS TO GET REVENUE SHARE


SURVIVAL TIPS FROM EXISTING REVENUE SHARE PARTNERS


CHEAT SHEET REVENUE SHARE


5.4 REFERRAL PROGRAMS


DEFINITION OF A REFERRAL PROGRAM


REQUIREMENTS FOR A REFERRAL PROGRAM


PROCESS TO GET INTO A REFERRAL PROGRAM


CHEAT SHEET REFERRAL PROGRAM


5.5 OEM


DEFINITION OF OEM


REQUIREMENTS FOR OEM


PROCESS TO GET OEM


SURVIVAL TIPS FROM EXISTING OEM PARTNERS


CHEAT SHEET OEM


5.6 QUESTIONS FOR CHAPTER 5


6. MERGERS AND ACQUISITIONS IN THE SOFTWARE INDUSTRY


6.1 INTRODUCTION TO M&A


PLAYERS AND INTERACTIONS


COMPLEXITY


BUSINESS DYNAMICS OF TARGET AND ACQUIRER


DEAL DYNAMICS


EXTERNAL FACTORS AND OBSTACLES FOR MERGER INTEGRATION


COMPLEXITY OF THE TARGET AND OF MERGER INTEGRATION


INFORMATION ASYMMETRY


6.2 OBJECTIVES OF BUYERS FOR MERGERS AND ACQUISITIONS


6.3 OPPORTUNITIES AND RISKS OF MERGERS AND ACQUISITIONS


6.4 INTRODUCTION TO M&A IN THE SOFTWARE INDUSTRY


SPECIFICITIES OF THE SOFTWARE INDUSTRY


6.5 THE MARKET FOR SOFTWARE MERGERS AND ACQUISITIONS


VALUATIONS OF SOFTWARE COMPANIES OVER TIME


SIGNIFICANT TRANSACTIONS IN 2023


SUMMARY


6.6 QUESTIONS FOR CHAPTER 6


7. THE M&A REFERENCE MODEL


7.1 BRIEF DESCRIPTION OF THE REFERENCE MODEL


7.2 FIRST HIERARCHY LEVEL


7.3 A SIMPLIFIED M&A PROCESS


7.4 THE M&A STRATEGY PHASE: SELECTED TASKS


TASK EMBEDDED M&A STRATEGY


TASK FINDING POTENTIAL TARGETS


TASK PROCESSING THE LONG AND SHORT LIST


TASK EVALUATION OF THE FIT OF A TARGET


TASK M&A CAPABILITY MAP


TASK FINALIZE AND APPROVE DEAL PROPOSAL


TASK STRATEGY PHASE PROJECT MANAGEMENT


7.5 THE DUE DILIGENCE PHASE: SELECTED TASKS


TASK TARGET DUE DILIGENCE


TASK BUSINESS MODEL DUE DILIGENCE


TASK OPERATIONS DUE DILIGENCE


TASK PRODUCTION DUE DILIGENCE


TASK IT DUE DILIGENCE


TASK TECHNICAL DUE DILIGENCE


TASK LEGAL DUE DILIGENCE


TASK INTELLECTUAL PROPERTY DUE DILIGENCE


TASK DUE DILIGENCE PROJECT MANAGEMENT


7.6 QUESTIONS FOR CHAPTER 7


8. LITERATURE


9. TABLE OF FIGURES









1. Preface to the second edition


After the successful launch of the first edition and the first lecture at the University of Bamberg, Germany, it was time to review and improve the book.




1.1 Changes and additions


A lot has changed in the software industry over the last years, like the fact that insights into software supply chains and esp. the bills of materials for software products have become mainstream. Standards like CycloneDX have been established, and software bills of materials (SBOMs) are required by customers from software vendors [Xia+23].


The number of specialized software tools to support the M&A process and management of supply chains is steadily increasing. Where appropriate, I have added information about such tools. You will also find pointers to these tools in the index.


Many more questions are available in each section of this second edition; they are taken from the university exams. Some literature was added to sections which were lacking proper sources. More emphasis has been put on the concept of information asymmetry in this book, too. Typos have been corrected, and the semantic precision has been improved.





1.2 Gratitude section


My first and foremost gratitude goes to the readers of this book. Thank you for taking the time to engage in the content of this book. I hope you like it.


I am grateful to the University of Bamberg for having studied there from 19861990, for having completed my Ph.D. in 1994 and that I have now the opportunity to teach a course about the content of this book to students starting in 2024. This is a great opportunity to give back to my alma mater and to the academic community globally. Many thanks to Prof. Dr. Thomas Kude for making this possible.


I am also grateful to my colleagues and friends at SAP, Lincoln International, Synomic, Sema, PATEV, Modelyzr and Abrams world trade wiki for taking my career journey with me.


I am especially grateful to and proud of my family, who have supported me all the time.


Dr. Karl Michael Popp


September 2025










2. Introduction


Software companies are known for developing software. But software companies are massively leveraging third party intellectual property and products to do so. They license third-party software, open-source software, third-party data, hyperscalers, web-services, LLMs and GenAI platforms from their suppliers, and they acquire other companies to grow their business.




2.1 Is this book relevant at all?


Mergers and acquisitions do not need motivation, because it is obvious that there are many occurrences of mergers and acquisitions in the software industry.


But what about supplier relationships? This is not as easy to say because supplier relationships are opaque since the bill-of-materials that make up a software solution is company-confidential data. This section shows that software is made up of several pieces of third-party software and uses supplied third-party services to function. This creates a bill-of-materials for each company´s products. Connecting all these bills-of-materials creates a supply network between companies.





Components of software products to be supplied


In this book, we assume that software can contain the following component types: components created within a company by employees or externally by service providers. In addition, externally provided components like APIs or web services being called, OEM software, freeware and open-source software are usually part of or are being used in a software product.


What is the motivation to investigate these components? Software typically contains many of these components and people working in the software industry must know about the properties of such components, which opportunities and risks come with these components and how to manage them.




[image: ]


Figure 1: Types of components of a software product









Bill-of-materials


But how many of these components are we usually looking at? Let us have a look at some examples of anonymized software companies of different sizes. The overview shows the software bill-of-materials of three commercial software companies who license their products to customers.
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Figure 2: Number of components in products by type [own research]






If you look at company 3 in the figure above, there is a massive number of third-party components that must be managed, updated, and, in the case of the OEM software components licensed and license fees paid. In addition, each use of a third-party software component creates dependencies. Such dependencies can be a component lifecycle that deviates from the lifecycle of the solution that contains the component. Maintenance and support of the solution depend on the proper maintenance and support of all components. We will dive into these topics later in the book.


Example


In practice, missing security updates is a huge issue. Imagine you have 2294 open-source components included in your solution. How do you make sure all 2294 open-source components are up-to-date and e.g. all security patches have been applied to the components as part of your solution? The same applies to APIs, web services, commercial OEM software components. Do you use the latest version?





A network of supplier relationships


If you connect the bill-of-materials of several companies, you get a glimpse of the underlying supply chain. Some of the big players create a level of centrality within their ecosystem of supplier relationships.


Example


Microsoft Azure: Here is an excerpt of the relationships of Microsoft´s Azure offering as a supplier to other companies. Microsoft Azure cloud services are used by Oracle NetSuite. Sources for this information are public announcements and information on the internet as of 04. Jul. 2024.
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Figure 3: Excerpt of MS Azure supplies to other companies [own research]






Looking into the future, software ecosystems driven by platform business models can replace traditional linear value chains, involving multiple actors such as platform sponsors and complementors, which drive value creation and competitive advantage [Rick+14].


Who should read this book


This book has been created to serve students of information systems and computer science to serve as a primer for getting acquainted with key concepts and mechanisms of software supply-chains and mergers and acquisitions.


This book does not constitute an all-encompassing cookbook for M&A. Instead, it is a concise introductory text. It contains scientific content, best practices as well as street-smarts when dealing with the topics of this book. In addition, a lot of experiences in my thirty-year career have gone into this book.


Questions after each chapter allow the reader to see if the content was successfully acquired and can be applied.










3. Foundations and definitions


This chapter introduces key terms and their definitions for this book.




3.1 Fundamentals of modeling companies


Let us look at companies from a systemic perspective as goal-oriented, open business systems [FeSi06].


Business systems are goal-oriented


A business system is a goal-oriented system because there are goals that the business system tries to achieve. These goals are achieved by executing business processes within the enterprise. Business processes, regardless of whether they are automated or not, consider the behavior of the business system.
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Figure 4: A goal-oriented business system






Types of goals


We distinguish between goals that specify the goods and services delivered by the business system and objectives that measure business success. Figure 1 shows an example of the goals and objectives of a software vendor.


Example


The task Task Target Due Diligence has the goal “Due Diligence results: prepared”. The task has the following objectives: “Risk: minimized”, “Quality: maximized”, “Information asymmetry: minimized”, “Integration success: maximized”. You could imagine numerous different due diligence results. They could vary in shape, size and content. The objectives tell which of these many possible results shall be selected. It should be one that minimizes risk, maximizes quality etc.


Because business systems are goal-oriented, it makes sense to include goals in due diligence. Goals drive execution in business systems, but there are also design goals that determine the structure and behavior of business processes.


The business process model takes an internal view of the business system and analyzes the structure and behavior within the business system.


Generally, two views of the behavior of the business system are used: a structure view, which shows the tasks and their breakdown, and a behavior view, which shows the execution of the tasks as part of business processes. For space reasons, this book does not deal with the structure view, but only with the behavioral view.





3.2 Behavioral View of the Business Process Model


The behavioral view shows the tasks that enable the coordination of goods, assets and services in the behavioral model.


The behavior model also contains the task decomposition that follows the business processes. This figure shows the decomposition of tasks in an example.
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Figure 5: Business Process Model: Task Decomposition






Describing tasks in the behavioral model


The tasks can be described in more detail in the behavioral view than shown above. The following attributes are available from the external view of the task: Task object model, objectives, goals, task description. The task object model contains all data object types, services, goods and products that refer to a specific task. In this book, a list of data object types used to perform the task is given for each task.


Example


The task "Provide Software" is located at the supplier and sends the product "Provide Software Components" to the software provider. The task object model contains the data object types supplier, software supplier and the interaction "Provide software components".
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Figure 6: Business process model: Task object model of a task






Goals of tasks


Goals describe the final state of the task, defined as a combination of states of the objects in the task object model. A goal for the task "Provide Software" is "Software is delivered".


Objectives measure properties of the final state achieved. Objectives for a "Deliver Software" task could be: "Delivery on time".


How a task is performed from an internal perspective can be described in terms of a procedure for solving a task. The procedure for solving a task ensures the final state of the task is reached with the best possible achievement of the objectives.


A decision task has a procedure that is non-functional. So, a decision must be taken by the task bearer (human or artificial intelligence-based agent).


In this book, the questions used in the procedure for solving a task of a task are listed as examples.





3.3 Software, components and software vendors


Entitities are legal entities or persons that act as parties in a contract or license.


A software vendor is an entity that provides software and software-related services to other entities.


Software offered by a software vendor consists of components. These can be components owned by the software vendor, open-source components, components licensed commercially from third-party entities, web services or APIs of third-party entities that are accessed. A directory of all components in a software is called software bill-of-materials (SBOM).


The on-premise provisioning model is defined by delivery of software from a software vendor to an entity. If the entity is at the end of the value chain, the entity operates the software on their premises.


The software as a service (SaaS) provisioning model provides customer access to the software for use but the software is not delivered to the customer.


Support is a service provided by a software vendor to offer technical assistance and guidance to customers or partners.


Maintenance is a service provided by a software vendor encompassing the processes of altering and enhancing software post-deployment. The primary goals of maintenance activities are to rectify errors, enhance performance, or adjust other characteristics, ensuring the software remains adaptive to evolving environments over its lifespan.


Provisioning is the task to make software available to customers or partners either by shipping the software or by giving access to software services.


Globalization requirements are requirements for software to be used in certain countries, like availability of the solution in many languages or the use of different currencies or date formats in a solution.


Localization requirements are functional requirements for the solution to comply with country-specific rules and regulations like country-specific accounting rules or compliance requirements.





3.4 Value chain terms


A value chain between entities is a graph containing directed relationships between entities. The edges represent the delivery of goods or services, or both based on contracts or license terms or terms of services.


A supply chain is a value chain among software vendors as the entities in the value chain. The edges represent the delivery or provision of access to the software or services of the supplier. Going in the direction of such relationships is going downstream, the reverse is going upstream.





3.5 M&A terms


Acquisitions are activities by a buyer entity with the goal of signing a deal to get ownership of certain assets or shares of a target entity.


An asset deal is the transfer of assets from a target company to a buyer company for a compensation. It is used if the buyer is interested in just a few assets of the target or if the seller only wants to sell specific assets. Usually, also employees are transferred with the assets.


A share deal transfers ownership of the target company to the buyer by selling all target company shares to the buyer for compensation.


Mergers are plans for a buyer and target entity to integrate with each other. Merger integration is the execution of such plans. A carve-out is the activity to separate a part of an entity, usually with the plan to sell the result. A reverse merger is a merger integration which results in the buyer to be integrated into the target.
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Figure 7: Merger terms






Some companies repeatedly execute mergers and acquisitions and are called serial acquirers.


The terms horizontal and vertical mergers are often used, so let us define them. Horizontal merger means that two companies in the same industry merge. They often have similar products and might also have overlapping customer and supplier bases.


A vertical merger is defined as a combination of two companies from different industries that are connected via a cross-industry supply chain.


A deal-breaker is a fact that could cause a proposed deal fail. It is usually detected during due diligence or earlier in the M&A process.


In mergers and acquisitions, there is information asymmetry between the entities involved. These differences in available information surface when one entity holds a larger or more superior pool of information than its counterpart, which may result in incorrect valuations, plannings and decisions.





3.1 Roles in the M&A Process


The following roles are assigned to tasks in the model. Please be aware that roles are generic in nature and each role can be held by one person or by multiple people. In smaller companies, several roles can be assigned to one person. Later in the book we will show the assignment of roles to tasks in the M&A process. While we show roles for the buyer company only, the target company needs the same roles, too.


Business owner within the buyer company


The Business owner within the buyer company represents the receiving organization, which is the organization the target company is acquired for. The managing director of a division or of a business might be staffed for this role.


Attorney of the buyer


The Attorney of the buyer is responsible for all legal aspects of an acquisition project. The role of a buyer's attorney is to create, discuss and review the terms of the contract.


Auditor of the buyer


An auditor is responsible for conducting financial due diligence to assess the accuracy and reliability of the financial information of the target company. The auditor's objective is to provide an independent assessment of the financial statements and identify any potential financial risks or inaccuracies that may affect the value of the target company. The auditor also ensures that the target company follows accounting standards and regulations. The auditor's findings and recommendations are then used by the acquiring company to make informed decisions about the transaction.


CEO of the buyer


The Chief Executive Officer (CEO)is ultimately responsible for the success of the transaction. He/She sets the strategic direction for the company and ensures that the acquisition aligns with the company's goals and objectives. The CEO is also involved in the final decision on whether to proceed with the transaction. The CEO also plays a key role in communicating the rationale and benefits of the acquisition to employees, shareholders, and stakeholders.


CFO of the buyer


The Chief Financial Officer (CFO) of the buyer is responsible for all financial aspects of the buyer business. This role rules the available budget for mergers and acquisitions and is responsible for financing acquisitions.


Controlling expert of the buyer


Controlling expert of the buyer is a member of the Controlling department of the buyer company. This expert supports the M&A process by evaluating the financial and operational control systems of the target company. The controlling expert's findings are used to determine the feasibility of integrating the target company's control systems into the acquiring company's control infrastructure.


Ecosystem expert of the buyer


The Ecosystem expert of the buyer is a person working in the buyer company that has deep knowledge of the ecosystem relevant for an acquisition project.


External attorney of the buyer


External attorney of the buyer is an attorney of a law firm that was hired by the buyer company for an acquisition project.


External auditor of the buyer


External auditor of the buyer is a member of an auditor firm hired by the buyer.


External IP attorney of the buyer


External IP attorney of the buyer is an intellectual property law attorney of a law firm that was hired by the buyer company for an acquisition project.


Finance expert of the buyer


The Finance experts of the buyer is a member of the Finance department of the buyer company. They evaluate the financial aspects of the transaction and perform financial modeling to assess the potential financial impact of the acquisition. The finance expert also helps identify and assess financial risks associated with the transaction and makes recommendations on the structure and terms of the deal. They assist in negotiations with the target company and its advisors and provide insight into the tax implications of the transaction. The finance expert works closely with the legal, tax, and accounting experts to ensure that all financial aspects of the deal are thoroughly evaluated and addressed.


Human resources expert of the buyer


The Human resources expert of the buyer is a member of the Human Resources department of the buyer company. This expert reviews the target company's workforce and HR policies, procedures, and systems. In addition, this expert develops a plan to address any HR-related issues, such as employee compensation and benefits, and ensure that the target company's employees are protected during and after the integration.


Investment banker of the buyer


The Investment banker of the buyer is an employee of an investment bank, which specializes in providing advisory services to companies involved in a merger or acquisition. They evaluate potential targets, structure the transaction, and negotiate and close the deal. Investment bankers also provide market intelligence and help clients navigate the M&A process by managing the due diligence process, preparing offering documents, and leading negotiations. They act as a liaison between the acquiring and target companies, ensuring that the M&A transaction progresses smoothly and that the clients' interests are protected.


IP Attorney of the buyer


The IP Attorney of the buyer manages all IP-related topics and issues for the buyer company. Intellectual Property attorneys protect the intellectual property rights of the acquiring and target companies. They conduct due diligence on the target company's IP portfolio to ensure that it is properly registered and protected and that there are no potential IP infringement or licensing issues. IP attorneys also review and negotiate IP-related provisions in the purchase agreement, such as representations and warranties, covenants, and indemnification provisions. They help ensure that the acquiring company's rights to use the target company's IP are properly transferred and that the acquiring company is protected from any IP-related liabilities. The expertise of IP attorneys is essential to minimize IP-related risks and ensure that the acquiring company fully benefits from the target company's IP assets.


Information technology expert of the buyer


This is an expert for all IT-related aspects for the buyer. This role will evaluate the IT of the target, containing the IT infrastructure, IT organization and processes as well as the application systems and application landscape of the target.


M&A Lead of the buyer


The M&A Lead of the buyer is the person that manages an M&A project along all phases.


Marketing expert of the buyer


This is an expert for all marketing-related aspects for the buyer. This role will evaluate the target´s market position, positioning of the portfolio of target products on the relevant markets and how the target goes to market with the different products.


Negotiation lead of the buyer


The Negotiation lead of the buyer represents the buyer company in all negotiations and coordinates any negotiation activities and the roles involved in the negotiation.


Post-Merger integration lead of the buyer


The post-merger integration lead of the buyer company is responsible for managing the integration of the target company into the acquiring company following a successful M&A transaction. They lead the integration planning and execution process, ensuring that the synergies and benefits of the acquisition are realized in a timely and effective manner. The post-merger integration lead works closely with other functional leaders, such as finance, operations, and human resources, to ensure a seamless integration of the two companies. They manage the integration timeline, budget, and resources and ensure that any potential risks or challenges are addressed and resolved.


PMI project manager of the buyer


The Post-Merger integration project manager of the buyer is a certified project manager responsible for managing the post-merger integration project. The role of a post-merger integration project manager is to oversee the successful implementation of the integration plan developed during the M&A process. They manage the integration timeline, budget, and resources and ensure that the integration goals and objectives are met. The post-merger integration project manager coordinates with other functional leaders to ensure a seamless integration of the two companies and works to resolve any issues or challenges that arise during the integration process.


Production expert of the buyer


This is an expert for all production-related aspects for the buyer. Production experts play a critical role in M&A processes by evaluating the production processes and capabilities of the target company. They assess the efficiency, quality, and capacity of the target company's production facilities and systems and identify any potential operational risks or inefficiencies. The production expert's findings are used to determine the feasibility of integrating the target company's production processes into the acquiring company's operations. They help develop the integration plan to ensure a smooth transition and identify any potential operational synergies that can be realized through the acquisition. The production expert also helps assess the impact of the acquisition on the acquiring company's supply chain and recommends any necessary changes to optimize the combined operations. The expertise of production experts is essential to ensure the smooth integration of the target company's operations into the acquiring company.


Sales expert of the buyer


The Sales expert of the buyer is a member of the Sales department of the buyer company.


Security expert of the buyer


This is an expert for all security-related aspects for the buyer. This role will evaluate the physical and IT-security of the target. Security experts assess the target company's security policies, procedures, and systems to identify any potential security risks or vulnerabilities. The security expert's findings are used to determine the feasibility of integrating the target company's security systems into the acquiring company's security infrastructure. They help develop a plan to address any security-related issues and ensure that the target company's data and systems are protected during and after the integration. The security expert works closely with other functional leaders, such as legal and IT, to ensure that the acquiring company's security and privacy requirements are met during the M&A process.


Strategy lead of the buyer


Strategy Leads provide strategic insight and guidance. They help evaluate the potential strategic fit and long-term benefits of the acquisition for the acquiring company. They analyze the target company's market position, products, and customers to determine how the acquisition can support the acquiring company's strategic goals. Corporate strategy experts also help identify any potential strategic risks associated with the transaction and make recommendations on how to mitigate these risks.


Tax expert of the buyer


The tax expert evaluates the tax implications of the transaction for both the acquiring and target companies. The tax expert assesses the tax consequences of the transaction structure, including the treatment of any liabilities and assets, and identify any potential tax risks or opportunities; in addition, the tax expert provides guidance on the tax planning and structuring of the transaction and works closely with the financial and legal teams to ensure that the transaction is structured in a tax-efficient manner. They also help negotiate and review any tax-related provisions in the purchase agreement, such as representations and warranties, covenants, and indemnification provisions.


Valuation expert of the buyer


The valuation expert will perform financial analysis, including discounted cash flow, comparable company analysis, and precedent transaction analysis, to determine the target company's worth. The valuation expert's findings are used to determine the purchase price, structure the transaction, and negotiate the terms of the deal. They also provide guidance on the tax implications of the transaction and help identify any potential deal breakers.
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