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Preface 
The process of locating, acquiring, and integrating another company is fraught with difficulties, resulting 
in many failed acquisitions. Similarly, the seller of a business may not know how to market it properly, or 
determine if a fair price is being offered. In Mergers & Acquisitions, we present a complete view of the 
acquisition process from the perspectives of the buyer and the seller. 

In Chapter 1, we discuss the reasons why a business might want to engage in an acquisition. We then 
move on to a description of the acquisition process in Chapter 2, from the perspectives of the buyer and the 
seller. There is a side discussion in Chapter 3 about regulatory approvals for acquisitions, after which we 
return in Chapters 4 and 5 to the exit planning steps that a seller should pursue. Chapter 6 contains a lengthy 
discussion of the various methods used to value a business, while Chapter 7 addresses the concept of syn-
ergy. Chapter 8 covers the techniques used to engage in and block hostile takeover attempts. Chapters 9 
through 13 cover the steps needed to complete an acquisition once the parties have decided to go forward 
with a deal. This includes due diligence, the types of payment and legal structures used in an acquisition, 
the legal documents used to purchase a business, and the integration process that occurs after the purchase 
is complete. In the final three chapters, we cover topics related to the acquisition process; this includes 
accounting for acquisitions, the personnel involved in acquisitions, and the use of reverse mergers. 

You can find the answers to many questions about mergers and acquisitions in the following chapters, 
including: 

• Which acquisition strategy should I follow? 
• How does the auction process work? 
• Do I need regulatory approval for an acquisition? 
• How can I improve the value of a business that I want to sell? 
• How do I set up a data room? 
• What methods are available for valuing a business? 
• How can I fend off a hostile takeover attempt? 
• Which issues should I examine as part of the due diligence process? 
• What are the advantages of a stock-for-stock exchange? 
• How can I structure an acquisition to defer taxes? 
• Which terms should I include in a letter of intent? 
• How do I go about integrating an acquired business into my main business? 
• How do I account for an acquisition? 
• How can I use a reverse merger to take my company public? 

Mergers & Acquisitions is designed for both professionals and students. Professionals can use it as a refer-
ence tool for engaging in acquisition transactions, while it provides students with an overview of the entire 
process. Given its complete coverage of the mergers and acquisitions topic, Mergers & Acquisitions may 
earn a permanent place on your book shelf. 
 

Centennial, Colorado 
December 2017 
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