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[Note mergers and acquisitions never travel in a straight line. Pull from the different playbooks in different orders in different situations, adjusting as you learn.]

Why them?  Why did you choose to acquire, merger or partner with them?

What’s the core of the investment case and the value proposition for customers, the other party, you and your team (Tool 1.1)? 

Why you? Why is it good for them to be acquired by, merge with, or partner with you?

Stakeholders:
Investors/Lenders/Board of Directors (New):

Collaborators including critical suppliers, customers, allies:

Internal team: current/new (Initial role sort with internal team and positions to add now):

Expanded team (People from combined organization/network to access now):

Message (Tool 24.1) XE "Fuzzy Front End" :

Platform for change (ideally external):

Vision - starting to answer the question, “What about me?”:

Call to action:

Headline:

Communication Points: 

Pre-Close XE "Fuzzy Front End" :

Due Diligence (Tool 11.3) to check assumptions, particularly on 
1. The synergy value creators that can enhance competitive advantages, increase impact, and enable top-line growth; 
2. Synergistic cost-reductions that can fuel investment in the value creators;   

3. Cultural compatibility:
Pre-close meetings. Leadership alignment & the most critical stakeholders to meet with live before day one (Tool 23.1)
Announcement cascade (Tool 25.1). Who hears what, when, how, in advance of announcement; how announcement is made; who hears what, when, how after announcement? (Different for those emotionally, directly, indirectly impacted):
Personal prep. Things you need to do/get done before the close:
Change Management Plan:

Day One/early days: Specific actions for day one and early days. Who meet with, when, what forum? What signals to send/how to reinforce message per above:
Tactical Capacity Building Blocks: How you’re going to create a high performing team:
Strategic Imperative: most likely a workshop; though a consultative approach works too
· Assessment (Situation Analysis tool 3.1, SWOT tool 3.2) & strategic planning (Tool 3.3) (Strategic, Commercial): agree steps to complete this (and roles and responsibilities), understanding current situation, researching opportunities and risks:
Operating Cadence: kick-starting your operational process and running over time (quarterly?) (Milestone tool 9.2. Team Charter tool 9.1 for early wins. Management Cadence tool 26.1)
· Prioritized initiatives (Operational, Financial): agree going-in hypothesis re core steps:

Organization Evolution: date to make decisions about your team (then implement over time)

· Role sort (Governance, Organizational): agree what will get done by when by whom.

· Assessments required on senior leadership team(s) (Tool 19.1)
· Discussions on alignment of senior leadership team with growth strategy and culture – where are potential alignment issues, gaps, holes? (Tool 20.1)
· Design of incentive system – are we rewarding “stars’? 

Communication: other critical communication steps (Change Management) (Tool 23.2)
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The Merger & Acquisition Leader’s Playbook


 Tool 27.1 Leader’s Timeline
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