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Negotiation Genius
In a business climate marked by escalating global competition and industry disruption, successful mergers and acquisitions
are increasingly vital to the growth and profitability of many corporations. If history is any guide, 60 to 70 per cent of new
mergers will fail – and will destroy shareholder value. To date, analyses of the M&A failure rate tend to focus on individual
causes – e.g., culture clashes, valuation methods, or CEO overconfidence – rather than examining the problem holistically.
The Value Killers is the first book based on a holistic analysis of successful and unsuccessful transactions. Based on
research, interviews with top executives, and case studies, this book identifies the key causes of failures and successes and
offers prescriptions to increase the odds that future transactions will deliver all the anticipated synergies. The Value Killers
offers practical advice in the form of 5 Golden Rules. These rules will help managers and boards to ensure that target
companies are properly valued; potential synergies and risks are identified in advance; checks and balances are installed to
make sure that the pros and cons of the transaction are rationally and objectively evaluated; mechanisms are created that
will trigger termination of bad deals; and obstacles to successful post-merger integrations are assessed (and solutions
developed) before the deal closes. Each chapter includes questions for executives considering future M&As to allow them to
see whether they are on the right track or not.

3-d Negotiation
Page 1/17

Read Online Make The Deal Negotiating Mergers And Acquisitions Bloomberg Financial
The four vital steps for successful negotiation--explained with wit and clarity by a master negotiator. Using examples from
his own broad range of negotiating experiences, Freund presents a "game-plan" approach to negotiating--a technique far
more successful than hardball competition or win-win cooperation.

Make the Deal
Make every deal a major win! The M&A classic has been updated for today’s business landscape Since the last edition of
this authoritative resource was published, the M&A world has gone from boom to bust and back again—and this new edition
brings you completely up to date. With critical lessons learned from the financial crises and regulatory shocks of the past
decade, The Art of M&A, Fifth Edition delivers the information and insight you need to make all the right decisions
throughout the process. Learn the ins and outs of: •Getting Started—basic process, requirements, and objectives•
Strategy—deciding what to buy and why•Valuation and Modeling—measuring and projecting value pre- and post-merger•
Financing and Refinancing—sourcing capital • Structuring—mitigating financial, tax, and legal risk• Due
Diligence—investigating a business’s past, present, and future risks• Documentation and Closing—pulling everything
together to ensure a smooth transaction • Integration—merging resources, processes, and responsibilities to maximize
synergies• Landmark Cases—legal cases you need to understand The Art of M&A is an indispensable resource for anyone
heavily engaged in the process—whether you’re an executive tasked with growing your businesses, an investment banker
structuring transactions, an attorney responsible for due diligence, or an accountant who advises buyers and sellers. Turn
to this definitive resource to develop, steward, and close deals that benefit everyone involved.

Mergers and Acquisitions
For years, academic thinking on negotiations and auctions has matured in different silos. Negotiation theory focused on
deals between two parties, investigating psychological motivations and invoking ideas like 'best alternative to a negotiated
agreement.' Auction theory, on the other hand, focused exclusively on situations where multiple bidders were involved and
the highest bidder won. Harvard Business School professor Guhan Subramanian specializes in understanding how deals. As
he studied deals in the news, observed deals as a participant and invited legendary dealmakers into his classroom, one
commonality kept cropping up. Assets most often change hand not in a pure negotiation or a pure auction, but by a
mechanism that freely combines elements from both schools of thought. Negotiators are 'fighting on two fronts' across the
table, but also on the same side of the table with known, unknown, or possible competitors. In Negotiauctions, Subramanian
provides a lively tour of both negotiation and auction theory, following those summaries with an in-depth look at his hybrid
theory that includes strategies that readers can use in real life situations. Along the way Subramanian employs multiple
case studies, from studio negotiations over a new season of the TV show Frasier to his own experience purchasing a car.
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Classroom tested in one of the world's best business schools, Negotiauctions is an indispensable how-to guide for anyone
involved in the sale of high-value assets.

Mergers and Acquisitions Basics
A comprehensive, hands-on resource---now fully revised and updated---the third edition of Mergers and Acquisitions from A
to Z shows you how to get M&A deals done right. --

The Art of M&A, Fifth Edition: A Merger, Acquisition, and Buyout Guide
The legal, financial, and business primer to the M&A process Mergers and Acquisitions offers accessible step-by-step
guidance through the M&A process to provide the legal and financial background required to navigate these deals
successfully. From the initial engagement letter to the final acquisition agreement, this book delves into the mechanics of
the process from beginning to end, favoring practical advice and actionable steps over theoretical concepts. Coverage
includes deal structure, corporate structuring considerations, tax issues, public companies, leveraged buyouts, troubled
businesses and more, with a uniquely solution-oriented approach to the M&A process. This updated second edition features
new discussion on cross-border transactions and "pseudo" M&A deals, and the companion websites provides checklists and
sample forms to facilitate organization and follow-through. Mergers and acquisitions are complex, and problems can
present themselves at each stage of the process; even if the deal doesn't fall through, you may still come out with less than
you bargained for. This book is a multi-disciplinary primer for anyone navigating an M&A, providing the legal, financial, and
business advice that helps you swing the deal your way. Understand the legal mechanics of an M&A deal Navigate the
process with step-by-step guidance Compare M&A structures, and the rationale behind each Solve common issues and
avoid transactional missteps Do you know what action to take when you receive an engagement letter, confidentiality
agreement, or letter of intent? Do you know when to get the banker involved, and how? Simply assuming the everything
will work out well guarantees that it will—for the other side. Don't leave your M&A to chance; get the information and tools
you need to get it done right. Mergers and Acquisitions guides you through the process step-by-step with expert insight and
real-world advice.

Anatomy of a Merger
A comprehensive guide to the world of mergers and acquisitions Why do so many M&A transactions fail? And what drives
the success of those deals that are consummated? Robert Bruner explains that M&A can be understood as a response by
managers to forces of turbulence in their environment. Despite the material failure rates of mergers and acquisitions, those
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pulling the trigger on key strategic decisions can make them work if they spend great care and rigor in the development of
their M&A deals. By addressing the key factors of M&A success and failure, Applied Mergers and Acquisitions can help
readers do this. Written by one of the foremost thinkers and educators in the field, this invaluable resource teaches readers
the art and science of M&A valuation, deal negotiation, and bargaining, and provides a framework for considering tradeoffs
in an effort to optimize the value of any M&A deal.

M&A Negotiations
How to Create Joint Value Alliances, partnerships, acquisitions, mergers, and joint ventures are no longer the exception in
most businesses—they are part of the core strategy. As managers look to external partners for resources and capabilities,
they need a practical roadmap to ensure that these relationships will create value for their firm. They must answer
questions like these: Which business combinations do we need? How should we govern them? Will their results justify our
investments? Benjamin Gomes-Casseres explains how companies create value by “remixing” resources with other
companies. Based on decades of consulting and academic research, Remix Strategy shows how three laws shape the
success of any business combination: • First Law: The combination must have the potential to create more value than the
parties could create on their own. Which elements from each business need to be combined to create joint value? • Second
Law: The combination must be designed and managed to realize the joint value. Which partners best fit our strategic goals?
How should we manage the integration? • Third Law: The value earned by the parties must motivate them to contribute to
the collaboration. How will we share the joint value created? Will the returns shift over time? Supported by examples from a
wide range of industries and companies, and filled with practical tools for applying the three laws, this book helps managers
design and lead a coherent strategy for creating joint value with outside partners.

Getting Past No
Presents a comprehensive guide to the essential skills, strategies, techniques, and creative mindset of successful
negotiation, drawing on the latest behavioral research and real-life case studies to explain how to prepare for and execute
negotiations, from identifying opportunities to overcoming resistance and defusing hardball tactics. Reprint. 30,000 first
printing.

Mergers & Acquisitions: A Practitioner's Guide To Successful Deals
"This book will help answer the questions that senior level executives have about what M&As are and the steps involved in
successful mergers and acquisitions. It provides guidelines and lessons for going through an effective M&A and discusses
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the key factors that a buyer or seller must consider during a merger or acquisition"--

Remix Strategy
The survival and prosperity of any corporation over the long term depend on the company's ability to grow and develop
through a process of investment, restructuring, and redeployment. Since the late 19th century, mergers and acquisitions
(M&As) have become an essential vehicle for corporate change, fuelled by synergies that could arise from expansion of
sales and earnings, reduction in cost, and lower taxes and cost of capital.M&A transactions, however, are complex and risky
and are affected by the state business cycle, financial conditions, regulations, and technology. Approximately two-thirds of
all M&A deals fail. This book seeks to provide an effective and comprehensive framework, predominantly embedded in
corporate finance, for achieving greater success. Written by academics and practitioners, it integrates business strategies
with formal analysis relating to M&A deal making, providing a coherent statement on M&A by utilizing scholarly work with
best practices by industry.The authors provide extensive analytical review and applications of the following critical M&A
issues: valuation, leveraged buyouts, payment methods and their implications, tax issues, corporate governance, and the
regulatory environment, including antitrust in M&A. The book globalizes the M&A model by extending it to cross-border
business, risk and select hedging methods, and addresses postmerger integration.This book is intended as a reading text
for a course in M&A for undergraduates and MBA programs, and for practitioners as a handbook.

Dealmaking: The New Strategy of Negotiauctions
With growing market pressures, transaction values, and information density, practitioners need to begin approaching M&A
in a more innovative, efficient and collaborative way. This book looks at how Agile, the project management technique, can
be scaled and implemented to improve the entire lifecycle of M&A while increasing value and closing deals faster.

Smart Negotiating
70% of M&A’s fail, yet deals are essential for growing world-class companies How have the most successful deal makers
consistently defied this paradox and beaten the odds? The answer is by using a disciplined approach to deal making,
focusing on just four key decisions.Most other books on M&A are more comprehensive, covering all aspects of the deal from
planning to integration. This book offers a distinct contribution to M&A literature in that it purposefully focuses on the due
diligence that must be done before a decision to make a deal ever happens. It identifies the key factors that are most
critical to whether or not a merger succeeds. Get this right, and your chances of success are much greater.
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Mastering the Merger
Chances are you’re looking to buy, sell, or merge your CPA firm. Owners at firms of all sizes are seeking solutions to fund
retirements or grow their practices. And, CPA firm M&A activity is only going to increase in the coming years—new deals are
announced almost daily. Fortunately, there are steps you can take right now to position you and your firm for success.
Written with both buyers and sellers in mind, this comprehensive resource aims to ensure that both parties to a transaction
achieve their goals. Authors and transition experts Joel Sinkin and Terrence Putney demonstrate that it is possible to arrive
at a reasonable deal where retiring partners are paid a satisfying price for the practice they’ve built, remaining partners
make more than they did before, and new owners take on a practice that is poised for continuing success and potential
growth. Sinkin and Putney share their best advice on how to: Determine your firm’s value, Get to know your potential
partner in a deal, Select a successor your clients will love, Structure alternative deals, Avoid roadblocks, Prepare a practice
continuation agreement, Perform due diligence, Execute a win-win deal, and Time and plan for your transition. Each chapter
concludes with an Action Agenda to help spur your planning. Plus, it includes a collection of practical tools to assist you
through the process of buying, selling, or merging, including practice summary tools, an annual succession planning
checklist, sample practice continuation agreement, sample client announcements, due diligence tools, and sample
transition letters.

Why Deals Fail
Mergers & Acquisitions For Dummies (9781119543862) was previously published as Mergers & Acquisitions For Dummies
(9780470385562). While this version features a new Dummies cover and design, the content is the same as the prior
release and should not be considered a new or updated product. The easy way to make smart business transactions Are
you a business owner, investor, venture capitalist, or member of a private equity firm looking to grow your business by
getting involved in a merger with, or acquisition of, another company? Are you looking for a plain-English guide to how
mergers and acquisitions can affect your investments? Look no further. Mergers & Acquisitions For Dummies explains the
entire process step by step—from the different types of transactions and structures to raising funds and partnering. Plus,
you'll get expert advice on identifying targets, business valuation, doing due diligence, closing the purchase agreement,
and integrating new employees and new ways of doing business. Step-by-step techniques and real-world advice for making
successful mergers and acquisitions Covers international laws and regulations How to take advantage of high-value deals
Going beyond the case studies of other books, Mergers & Acquisitions For Dummies is your one-stop reference for making
business growth a success.

Mergers and Acquisitions Playbook
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Mergers and Acquisitions Basics: All You Need to Know provides an introduction to the fundamental concepts of mergers
and acquisitions. Key concepts discussed include M&As as change agents in the context of corporate restructuring; legal
structures and strategies employed in corporate restructuring; takeover strategies and the impact on corporate
governance; takeover defenses; and players who make mergers and acquisitions happen. The book also covers developing
a business plan and the tools used to evaluate, display, and communicate information to key constituencies both inside and
outside the corporation; the acquisition planning process; the negotiation, integration planning, and closing phases;
financing transactions; and M&A post-merger integration. This book is written for buyers and sellers of businesses, financial
analysts, chief executive officers, chief financial officers, operating managers, investment bankers, and portfolio managers.
Others who may have an interest include bank lending officers, venture capitalists, government regulators, human resource
managers, entrepreneurs, and board members. The book may also be used as a companion or supplemental text for
undergraduate and graduate students taking courses on mergers and acquisitions, corporate restructuring, business
strategy, management, governance, and entrepreneurship. Describes a broad view of the mergers and acquisition process
to illustrate agents' interactions Simplifies without overgeneralizing Bases conclusions on empirical evidence, not
experience and opinion Features a recent business case at the end of each chapter

M&A
Publisher Fact Sheet Leading Lawyers is the most authoritative book ever written on the legal profession, written by an
unprecedented collection of Managing Partners from the leading law firms of the world. These Leading Lawyers reveal the
secrets to client relationships, becoming managing partner, balancing professional and personal lives, increasing your worth
to a firm, management, working in teams, landing new clients, building a firm, time management, compensation and more.
An unprecedented look inside the minds of the world's best lawyers makes for critical reading for every lawyer, law school
student and anyone interested in the legal profession.

Making Mergers and Acquisitions Work
President Donald J. Trump lays out his professional and personal worldview in this classic work—a firsthand account of the
rise of America’s foremost deal-maker. “I like thinking big. I always have. To me it’s very simple: If you’re going to be
thinking anyway, you might as well think big.”—Donald J. Trump Here is Trump in action—how he runs his organization and
how he runs his life—as he meets the people he needs to meet, chats with family and friends, clashes with enemies, and
challenges conventional thinking. But even a maverick plays by rules, and Trump has formulated time-tested guidelines for
success. He isolates the common elements in his greatest accomplishments; he shatters myths; he names names, spells
out the zeros, and fully reveals the deal-maker’s art. And throughout, Trump talks—really talks—about how he does it.
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Trump: The Art of the Deal is an unguarded look at the mind of a brilliant entrepreneur—the ultimate read for anyone
interested in the man behind the spotlight. Praise for Trump: The Art of the Deal “Trump makes one believe for a moment in
the American dream again.”—The New York Times “Donald Trump is a deal maker. He is a deal maker the way lions are
carnivores and water is wet.”—Chicago Tribune “Fascinating . . . wholly absorbing . . . conveys Trump’s larger-than-life
demeanor so vibrantly that the reader’s attention is instantly and fully claimed.”—Boston Herald “A chatty, generous,
chutzpa-filled autobiography.”—New York Post

Trump: The Art of the Deal
Being an M&A practitioner or litigator requires not only a knowledge of the lawâe"the statutes, cases, and regulationsâe"but
also the documentation and the practices within the transacting community. This brand new book prepares students for
practice. It includes, and explains, deal documentation, and discusses how negotiations proceed, referencing both the
relevant law and transacting norms. It covers Federal and State law, as well as other relevant regulatory regimes involving
antitrust, national security, FCPA and other issues. It has questions designed to get students to understand the law and the
underlying policy, and problems to get students familiar with transaction structuring. The text covers the latest materials on
developments in the transacting worldâe"where the law is going, where practice is going, how each might inform the other.
And the book also has significant breadth, including chapters on accounting and valuation that should be accessible even to
students with less quantitative facility, as well as shareholder activism and international M&A. For more information and
additional teaching materials, visit the companion site.

The Complete Guide to Mergers and Acquisitions
Make the Deal
M&A Negotiations is an authoritative, insider's perspective on key strategies for representing and advising companies
involved in an M&A event. Featuring partners and shareholders from some of the nation's leading firms, these experts guide
the reader through the different phases of all types of mergers and acquisitions, detailing important laws, such as SarbanesOxley, and offering forward looking tips on how M&A practices continue to change. These top lawyers reveal their advice on
how to prepare a company for sale, how to conduct due diligence on a target company, how to negotiate a deal, and how to
resolve potential disputes. From common client mistakes and components of client education to strategies for
preparedness, including formulating effective integration plans and identifying red flags, these authors explain important
factors in measuring successful transactions. The different niches represented and the breadth of perspectives presented
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enable readers to get inside some of the great legal minds of today, as these experienced lawyers offer up their thoughts
around the keys to navigating an increasingly-relevant and rapidly-expanding area of law. Chapters include: 1. Hal N.
Schwartz, Partner, McDermott Will & Emery LLP ? ?M&A Basics for the Real World?; 2. Peter J. Barrett, Partner, Bruce W.
Raphael, Partner, and Jennifer N. Oswitt, Contract Attorney, Edwards Angell Palmer & Dodge LLP ? ?Structuring, Negotiating,
and Consummating an M&A Transaction?; 3. Warren J. Casey, Esq., Partner, Pitney Hardin LLP ? ?Common Sense in
Acquisitions?; 4. Stephen J. Coukos, Esq., Shareholder-Director, Gallagher, Callahan & Gartrell PC ? ?Let's Make a Deal: M&A
Processes and Issues?; 5. DavidFoltyn, Partner, Honigman Miller Schwartz and Lohn LLP ? ?The Two Sides of M&A:
Representing Buyers and Sellers?; 6. John B. Frisch, Chairman & CEO, Miles & Stockbridge PC ? ?No Such Thing as a Perfect
Deal: Due Diligence and Negotiation Strategies?; 7. Stephen Fraidin, Partner, Kirkland & Ellis LLP ? ?Avoiding Litigation in
M&A Transactions?; 8. Michael R. Koblenz, Partner, Mound Cotton Wollan & Greengrass ? ?Mergers and Acquisitions: A
Closer Look at Due Diligence and Negotiation Strategies? Appendices include: 1. Appendix A: Agreement and Plan of
Reorganization 2. Appendix B: Form of Reciprical Confidentiality Agreement 3. Appendix C: Legal Due Diligence Request 4.
Appendix D: Confidentiality Agreement 5. Appendix E: Share Purchase Agreement Supplemental Provisions 6. Appendix F:
Agreement and Plan of Merger 7. Appendix G: Asset Purchase Agreement 8. Appendix H: Confidentiality and Noncompetition Agreement 9. Appendix I: Letter of Intent Short Form (Non-Binding) 10. Appendix J: Letter of Intent Longer
Form/Non-Binding With Alternate Binding Language 11. Appendix K: Sample Stock Purchase Agreement (1) 12. Appendix L:
Sample Stock Purchase Agreement (2) 13. Appendix M: Draft Letter Re: Offer to Purchase Shares

Applied Mergers and Acquisitions
Well known technology executive and angel investor Elad Gil has worked with high growth tech companies like Airbnb,
Twitter, Google, Instacart, Coinbase, Stripe, and Square as they've grown from small companies into global brands. Across
all of these break-out companies, a set of common patterns has evolved into a repeatable playbook that Gil has codified in
High Growth Handbook. Covering key topics including the role of the CEO, managing your board, recruiting and managing
an executive team, M&A, IPOs and late stage funding rounds, and interspersed with over a dozen interviews with some of
the biggest names in Silicon Valley including Reid Hoffman (LinkedIn), Marc Andreessen (Andreessen Horowitz), and Aaron
Levie (Box), High Growth Handbook presents crystal clear guidance for navigating the most complex challenges that
confront leaders and operators in high-growth startups. In what Reid Hoffman, cofounder of LinkedIn and co-author of the
#1 NYT bestsellers The Alliance and The Startup of You calls "a trenchant guide," High Growth Handbook is the playbook for
turning a startup into a unicorn.

Agile M&A
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Merging business, finance, and law, this insightful, accessible guide offers an examination of M&A strategy that is designed
to help you understand M&A negotiations and the ways in which the final outcome affects your financial future. --

Mergers and Acquisitions Basics
The ultimate "tricks of the trade" guide to mergers and acquisitions Mergers and Acquisitions Playbook provides the
practical tricks of the trade on how to get maximum value for a middle-market business. This book uniquely covers how to
prepare for a sale, how to present the business most positively, and how to control the sale timetable. Written in a straighttalking style Provides the tricks of the trade on how to get maximum value for a middle-market business Shows how the
sellers can take capitalize their inherent "unfair advantages" Examines the differences between "value" and "currency"
Explains how to handle bankruptcy and distress company sales Offers tips on managing your lawyers in the documentation
process Filled with empirical examples of successful-and unsuccessful-techniques, this practical guide takes you through
every step of the M&A process, from how to manage confidentiality, how to create competition (or the impression of
competition), to what to do once the deal is closed.

High Growth Handbook
"Wasserstein is widely recognized as the father of modern-day mergers and acquisitions [He] explains what drives mergers
and how they get done." - USA Today "Informative and entertaining." - Kirkus Reviews Big Deal is a penetrating look at the
world of mergers and acquisitions by the legendary Bruce Wasserstein. Using compelling case studies, he reveals the inside
story of the billion dollar deals that shape America's economy.

Mergers and Acquisitions
Negotiations form the heart of mergers and acquisitions efforts, for their conclusions contain both anticipated and
unforeseen implications. Don DePamphilis presents a summary of negotiating and deal structuring that captures its
dynamic process, showing readers how brokers, bankers, accountants, attorneys, tax experts, managers, investors, and
others must work together and what happens when they don't. Writtten for those who seek a broadly-based view of M&A
and understand their own roles in the process, this book treads a middle ground between highly technical and dumbeddown descriptions of complex events. It mixes theory with case studies so the text is current and useful. Unique and
practical, this book can add hard-won insights to anybody's list of M&A titles.. Presents negotiation as a team effort Includes
all participants, from investment bankers to accountants and business managers Emphasizes the interactive natures of
decisions about assets, payments, and appropriate legal structures Written for those who seek summarizing, non-technical
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information

Negotiating the Nonnegotiable
This book addresses the salient question of how to make mergers and acquisitions work using a five-step approach. It
explores insights gained from Prysmian’s acquisitions and other prominent M&A deals, and compares them to existing best
practices.

Mergers & Acquisitions For Dummies
Disney has done it. Chemical Bank has also. So, too, have thousands of other companies. In fact, it has become a staple of
American business today: mergers and acquisitions. Spreading across all industry lines and encompassing corporations
both large and small, merger and acquisition deals are booming. In 1995 alone, the value of all announced deals exceeded
$300 billion, including Disney's $19 billion acquisition of Capital Cities and Chemical Bank's $10 billion merger with Chase
Manhattan. As a dynamic means of fostering growth, more and more companies will be looking to "do the deal," making it
essential for corporate managers and financial officers to know their way around the M&A process. In this authoritative new
reference, Jeffrey Hooke-a specialist in the field who has participated in 70 corporate finance transactions-provides a
practical, comprehensive, and well-rounded overview to the ins and outs of M&A deals. Using real-life examples, Hooke
takes you step by step through the M&A process, outlining the fundamental principles that underlie deals and pinpointing
the important strategies that play key roles in successful transactions. The first step is developing a disciplined acquisition
plan that includes a researched assessment of management readiness and financial capability. With your finances in order,
it's time to find the deal that matches your company's objectives. Hooke shows you how to initiate an acquisition search by
starting your own program, screening candidates, and implementing direct contact; and when you're ready to price and
close a deal, Hooke's proven valuation and negotiating strategies will have you on firm footing. An invaluable primer for
corporate executives and investment professionals involved in the mergers and acquisitions process, M&A is the most
complete guide available today. M&A gives you the A to Z on: * Key risks that face corporate acquirers-operating issues, the
danger of overpayment, financial leverage concerns * Valuation tools-using the intrinsic value approach and applying the
relative value method such as comparable P/E and EBIT ratios * Buyer categories-Window Shopper, Bottom Fisher, Strategic
Buyer * Maximum deal size guidelines-affordability, management experience, corporate risk tolerance * The basics of
negotiating and structuring-letter of intent (LOI), due diligence investigation, closing and postmerger integration * Selling a
business-retaining a financial advisor, approaching the market, confirming a valuation range A savvy guide to mastering the
art of M&A From an expert in the M&A field comes a one-of-a-kind book that takes business executives and investment
professionals through the complete mergers and acquisitions process. "Jeffrey Hooke has done a fine job explaining the 'ins
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and outs' of a very complex business. He knows what he's talking about."-John C. Whitehead, former Co-Chairman,
Goldman, Sachs & Co. "M&A takes the fear out of the decision-making process-a great pragmatic tool. Hooke has given us a
fine 'how-to' manual."-Kenneth Tuchman, Managing Director, Lehman Brothers, Inc. "Hooke's basic outline of the dynamics
involved provide a basic overview for both corporate executives and business students. His examples-real transactions
coupled with the practicalities and legalities of the deal business-make for informative and enjoyable reading."-Gilbert W.
Harrison, Chairman, Financo, Inc. "Jeffrey Hooke has written a first-class primer on the science and art of mergers and
acquisitions. This book will be a standard for both students and practitioners in the field."-Glenn H. Hutchins, Senior
Managing Director, The Blackstone Group

Mergers & Acquisitions of Franchise Companies
Ask a Manager
A comprehensive introduction to today's M&A strategies Make the Deal is a direct and accessible guide to striking a
powerful M&A deal. Merging business, finance, and law, this insightful examination of M&A strategy is designed to help you
understand M&A negotiations and the ways in which the final outcome affects your financial future. A general overview of
an acquisition agreement framework segues into a more detailed discussion of different deal structures, including stock
sales, mergers, asset sales, and complex structures, giving you the information you need to know when each one applies
best in practice. You'll gain insight into real-world negotiations and the delicate balancing act that occurs as each party
attempts to maximize value and minimize risk, and learn the potential pitfalls that can occur. Negotiation statistics and
samples from actual contracts back the war stories throughout, and reinforce the idea that there's no single perfect
solution. As a topic of study, M&A is constantly evolving; in practice, it changes at the speed of light. Staying ahead of the
market is the single most critical element of making the best deal, and the strategy that worked for one deal most likely
won't work for the next. Instead of simply providing a list of strategies that have worked in the past, this book shows you
why they worked, so you can tailor your strategy specifically to your next deal. Learn how M&A contract terms affect
economic outcomes Examine the techniques and mechanics of today's acquisition agreements Develop a legal framework
that supports your business strategy Follow the ups and downs that arise in real-world cases A successful M&A transaction
requires both attention to detail and a big picture view, combined with skill, intellect, and ingenuity. Make the Deal brings it
all together to show you how to run the table and come away with a win.

Inside the Minds
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Negotiation Excellence: Successful Deal Making is written by leading negotiation experts from top-rated universities in the
US and in Asia and its objective is to introduce readers to the theory and best practices of effective negotiation. The book
includes chapters ranging from: preparing and planning for successful negotiations; building relationships and establishing
trust between negotiators; negotiating creatively to create mutual value and win-win situations; understanding and dealing
with negotiators from different cultures; to managing ethical dilemmas.In addition to emphasizing the link between theory
and practice, the book includes deal examples such as: Renault-Nissan alliance; mega-merger between Arcelor and Mittal
Steel; Kraft Foods' acquisition of Cadbury PLC, Walt Disney Company's negotiation with the Hong Kong government; and
Komatsu, a Japanese firm's negotiation with Dresser, an American firm.Following the success of the first edition, the second
edition re-emphasizes the spirit of linking theory to practice with two new chapters on emotions in negotiation and the
Indian negotiation style.

The Value Killers
Describes a method of negotiation that isolates problems, focuses on interests, creates new options, and uses objective
criteria to help two parties reach an agreement

Negotiation Excellence: Successful Deal Making (2nd Edition)
This resource addresses the steps for actually doing the deal in a mergers and acquisition transaction. This detailed guide is
designed for all customary structures of acquisition transactions (i.e. merger, asset sale, stock sale, share exchanges) and
covers the purchase of both publicly and privately held businesses. However, the book covers a greater emphasis on
private deals.

Getting to Yes
When discussing being stuck in a "win-win vs. win-lose" debate, most negotiation books focus on face-to-face tactics. Yet,
table tactics are only the "first dimension" of David A. Lax and James K. Sebenius' pathbreaking 3-D Negotiation (TM)
approach, developed from their decades of doing deals and analyzing great dealmakers. Moves in their "second
dimension"—deal design—systematically unlock economic and noneconomic value by creatively structuring agreements.
But what sets the 3-D approach apart is its "third dimension": setup. Before showing up at a bargaining session, 3-D
Negotiators ensure that the right parties have been approached, in the right sequence, to address the right interests, under
the right expectations, and facing the right consequences of walking away if there is no deal. This new arsenal of moves
away from the table often has the greatest impact on the negotiated outcome. Packed with practical steps and cases, 3-D
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Negotiation demonstrates how superior setup moves plus insightful deal designs can enable you to reach remarkable
agreements at the table, unattainable by standard tactics.

The M & A Process
Anatomy of a Merger is a guide to handling a corporate acquisition negotiation successfully. Topics include the basic
acquisition agreement; bargaining techniques applicable to substantive issues, and more.

Big Deal
The essential M&A primer, updated with the latest research and statistics Mergers, Acquisitions, and Corporate
Restructurings provides a comprehensive look at the field's growth and development, and places M&As in realistic context
amidst changing trends, legislation, and global perspectives. All-inclusive coverage merges expert discussion with extensive
graphs, research, and case studies to show how M&As can be used successfully, how each form works, and how they are
governed by the laws of major countries. Strategies and motives are carefully analyzed alongside legalities each step of the
way, and specific techniques are dissected to provide deep insight into real-world operations. This new seventh edition has
been revised to improve clarity and approachability, and features the latest research and data to provide the most accurate
assessment of the current M&A landscape. Ancillary materials include PowerPoint slides, a sample syllabus, and a test bank
to facilitate training and streamline comprehension. As the global economy slows, merger and acquisition activity is
expected to increase. This book provides an M&A primer for business executives and financial managers seeking a deeper
understanding of how corporate restructuring can work for their companies. Understand the many forms of M&As, and the
laws that govern them Learn the offensive and defensive techniques used during hostile acquisitions Delve into the
strategies and motives that inspire M&As Access the latest data, research, and case studies on private equity, ethics,
corporate governance, and more From large megadeals to various forms of downsizing, a full range of restructuring
practices are currently being used to revitalize and supercharge companies around the world. Mergers, Acquisitions, and
Corporate Restructurings is an essential resource for executives needing to quickly get up to date to plan their own
company's next moves.

Mergers & Acquisitions from A to Z
"Find out how to successfully resolve your most emotionally charged conflicts. In this landmark book, world-renowned
Harvard negotiation expert Daniel Shapiro presents a groundbreaking, practical method to reconcile your most contentious
relationships and untangle your toughest conflicts. Before you get into your next conflict, read Negotiating the
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Nonnegotiable. It is not just "another book on conflict resolution," but a crucial step-by-step guide to resolve life's most
emotionally challenging conflicts--whether between spouses, a parent and child, a boss and an employee, or rival
communities or nations. These conflicts can feel nonnegotiable because they threaten your identity and trigger what
Shapiro calls the Tribes Effect, a divisive mind-set that pits you against the other side. Once you fall prey to this mind-set,
even a trivial argument with a family member or colleague can mushroom into an emotional uproar. Shapiro offers a
powerful way out, drawing on his pioneering research and global fieldwork in consulting for everyone from heads of state to
business leaders, embattled marital couples to families in crisis. And he also shares his insights from negotiating with three
of the world's toughest negotiators--his three young sons. This is a must read to improve your professional and personal
relationships"--

Mergers and Acquisitions Basics
The ideal graduation gift for anyone about to enter the workforce, a witty, practical guide to 200 difficult professional
conversations—featuring all-new advice from the creator of the popular website Ask a Manager and New York’s work-advice
columnist. There’s a reason Alison Green has been called “the Dear Abby of the work world.” Ten years as a workplaceadvice columnist have taught her that people avoid awkward conversations in the office because they simply don’t know
what to say. Thankfully, Green does—and in this incredibly helpful book, she tackles the tough discussions you may need to
have during your career. You’ll learn what to say when • coworkers push their work on you—then take credit for it • you
accidentally trash-talk someone in an email then hit “reply all” • you’re being micromanaged—or not being managed at all
• you catch a colleague in a lie • your boss seems unhappy with your work • your cubemate’s loud speakerphone is making
you homicidal • you got drunk at the holiday party Advance praise for Ask a Manager “A must-read for anyone who works . .
. [Alison Green’s] advice boils down to the idea that you should be professional (even when others are not) and that
communicating in a straightforward manner with candor and kindness will get you far, no matter where you
work.”—Booklist (starred review) “I am a huge fan of Alison Green’s Ask a Manager column. This book is even better. It
teaches us how to deal with many of the most vexing big and little problems in our workplaces—and to do so with grace,
confidence, and a sense of humor.”—Robert Sutton, Stanford professor and author of The No Asshole Rule and The Asshole
Survival Guide “Clear and concise in its advice and expansive in its scope, Ask a Manager is the book I wish I’d had in my
desk drawer when I was starting out (or even, let’s be honest, fifteen years in).”—Sarah Knight, New York Times bestselling
author of The Life-Changing Magic of Not Giving a F*ck

CPA Firm Mergers and Acquisitions
Offers advice on how to negotiate with difficult people, showing readers how to stay cool under pressure, disarm an
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adversary, and stand up for themselves without provoking opposition

Mergers, Acquisitions, and Corporate Restructurings
The combined value of all M&A deals from 1980 to the end of 2015 was almost $65 trillion—bigger than the current annual
world economy value outside the US. In that same period, almost 900,000 deals were announced. Many were questionable,
as Why Deals Fail shows. With companies expected to continue to merge in record numbers, it is time to learn some critical
lessons from those deals. In 2014 the government of the UK—one of the most open markets globally for
M&A—commissioned Cass Business School’s Mergers and Acquisitions Research Centre, headed by Scott Moeller, to
investigate whether M&A has a negative or positive impact on the country’s economy. Their findings: M&A deals do
generate short-term benefits for the economy, especially because some large deals were spectacularly successful.
However, over the longer term, the results are less clear-cut. Despite those highly successful tie-ups that drove the
economic results to an overall positive average, the majority of UK mergers by number in the research period actually
destroyed value. In summary, deals can be hugely beneficial for all involved when you get it right but they still, at large,
struggle to live up to their initial hype—and potential. Done wrong, they can damage business and, by extension, the
economy and result in hundreds if not thousands of employees being made redundant. Most of the mergers detailed in this
book are lessons in what not to do; the authors get behind the corporate veil to show what went wrong when huge and
otherwise highly successful global businesses such as the Royal Bank of Scotland, Microsoft, and HP embarked on M&A
transactions. Why Deals Fail is aimed at business people who want to understand better how M&A can drive corporate
fortunes. Whether you are a seasoned M&A professional, an employee in a company that is acquiring or being acquired, or
a newly graduated business student doing analysis about a deal, this book will help you to make the right decisions when
they are most crucial.
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