Our approach to merger and acquisition support
The last three years have seen
unprecedentedly high levels of
M&A activity in the consulting
and technology services space,
especially where digital
technology and transformation
is concerned. However, while
there appears to be many
possible targets for a firm that’s
looking to bolster its capability
via inorganic growth, it can be
hard to find the right match for
the right price.
Source Global Research helps
potential buyers to find and
qualify suitable targets for
acquisitions and alliances. Some
firms want our input from start
to finish, but others want our
help in very specific areas,
preferring to do the rest of the
work themselves. Firms use our
services because we’re
knowledgeable (we specialise in
researching the professional
services sector and have a wide
network of contacts backed up
by extensive databases),
independent, and fast.
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1 | Agreeing scope
Decisions about where to focus, what type of firm to buy,
and so on, can surface underlying uncertainty about the
direction of a consulting firm. Apparently small
differences–for example, the sector targets should be
focused on—can highlight differences in opinion that need
to be ironed out at the start of any project.

We work with firms to clarify, agree, and prioritise all the
selection criteria a firm wishes to apply with all its
stakeholders. In doing this, we’ll be tapping into our deep
knowledge of the consulting industry in order to provide
you with our view: Does your approach make sense in the
current market?

4 | Initiating contact
Many firms we work with prefer to approach potential
targets themselves, but sometimes they want an
intermediary to make the initial contact and sound out the
business owners in a low-key and informal way.
As an independent research company, we can help with
this. It may be that we already know some of the firms
concerned. If we don’t then we usually know people that
do, or can simply approach them as part of our on-going
research programme.

2 | Identifying potential targets
We’ve worked on some of the highest profile and largest
deals in the consulting industry, but we’ve supported many
smaller ones, too. That means we’ve built up a wealth of
knowledge about potential targets, which we can leverage
in every assignment.
That being said, an existing database will never be enough
in this immensely fast-moving industry. We always recheck the relevant data and carry out new scans in order to
identify new entrants and other changes.
We match our search against your criteria, so the output of
this part of the project is a long-list of firms, categorised in
relevant ways, which you can review. We’ll then talk you
through our recommendations for your short-list of
targets.

3 | Profiling short-listed firms in detail
We can carry out deep dives into short-listed organisations,
focusing on the information you’d find most useful. Who
are the key people? What assets or other IP does a firm
have? How distinctive is its proposition in the market
place?
We’ll also explore the extent to which they’d be a good fit
with your organisation, from price point to cultural fit. Just
as important, we’ll look at why they might be interested in
an approach, and what you’d have to do to win them over.

