
Top Takeaways 

Evaluating Acquisitions in the Boardroom 

1. Merger and acquisition activity should not be a standalone strategy, but rather a component in a company’s overall growth 
strategy. 

2. The Board should focus on five areas in evaluating a company’s acquisition strategy: (1) strategic value of the acquisition, (2) 
the valuation/price of the acquisition, (3) due diligence concerns, (4) integration of the target and (5) post-transaction 
monitoring and evaluation. 

3. Most acquisitions do not meet the acquirer’s goals, and as such, it is important for the Board and management to 
communicate expectations for the transaction at the outset, and to conduct post-deal tracking to improve future acquisition 
performance. The Board should always ask: What are the value drivers for the proposed transaction, and afterwards, did the 
value drivers meet expectations? 

4. The Board should work to ensure that the company has a mergers and acquisition system in place to make sure that 
management is fulfilling the company’s overall strategic vision, rather than simply acting opportunistically. 

5. The Board should be involved in the overall negotiation strategy for a proposed acquisition, particularly valuation and price. 
The Board should analyze, question and test the assumptions underlying any valuation and confirm that they are correct. The 
Board should establish the maximum price that should be paid. 

6. The Board’s evaluation of a proposed acquisition should include the identification and evaluation of material risks, including 
business risks, as well as legal risks related to the acquisition process, structure and terms. The Board should determine how 
these risks may be mitigated and if the acquisition is advisable in light of such risks.  

7. The Board’s evaluation of a proposed acquisition should also focus heavily on management’s proposed strategy for 
integrating the acquired business. The Board should review and evaluate the proposed integration strategy beginning early in 
the acquisition process and continuing after the completion of the acquisition. 

8. The Board should work with management to understand differences in culture between the company and the target before the 
transaction, as culture is frequently the cause of subsequent integration issues post-closing. 

9. For transactions that are strategic in nature (rather than simply bolt-on acquisitions) it is imperative that the Board be heavily 
involved early in understanding the transaction and should maintain an open and frequent dialogue with management. 

10. The Board should review, and test, assumptions provided by management (overall market growth, differentiation versus 
competitors and synergies) and evaluate any issues with the underlying assumptions. If, for example, any of the inputs 
change, does the value model still hold? Incentivizing and scoring management is an important part of this process. 

For more information on evaluating acquisitions in the boardroom, please feel free to contact the moderator directly:  

Jason Hille 
Foley & Lardner LLP 
jhille@foley.com
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