Whichis Easier—
Making the Deal, or
Making the Deal
Work?

@hile you wrestle with that question
for a minute, think about how much money is at stake. Then consider the

number of people in the two companies...all the careers that are involved...the
lives you’re playing with here. You might also reflect on how all the other
stakeholders are watching intently—your customers, suppliers, bankers, the
public who owns your stock. And, of course, the press may be hanging around
just aching for a hot story about how things are going wrong. Your competition
would love to make a field day out of this.

Obviously there is a lot on the line here. The next few months aren’t going
to be a day at the beach.

It’s interesting how a merger or acquisition is always based on a financial
proposition. But once the papers are signed, success depends on management
effectiveness. And no matter how well conceived the deal is, it’s not a good one
if management fails to make it work.

The integration strategy has to be right.

The timing has to be right.

The right people have to be put in the right places.

It’s not enough to be busy—you have to be busy doing the right things. The

situation is very unforgiving.

Now for the answer to the big question we asked at the beginning:

Out of every one hundred companies that cut a deal,
seven five get cut to shreds in the months that
follow. Making the deal is just a warmup..,the real job
is making it work.



Frankly, there is no “school solution,” but this booklet sketches out a set of
ground rules that have dramatically improved our clients’ odds for merger
success. Pritchett has been consulting on merger integration strategy longer than
anyone else in the world. We’ve learned a lot over the years about what works
and what doesn’t when companies are being acquired and merged. We’d like to
think you can benefit from our experience.

Let us say this: You think swinging the deal was tough? The closing is just the

beginning.



