
De-risking post-acquisition integration
Issues arising and how to ensure successful integration

DE-RISKING POST-ACQUISITION INTEGRATION



Why is integration critical?
Acquisitions are often seen as an essential element in companies’ growth strategies. Larger organisations will 
build a capability to search for, assess and negotiate successful acquisitions. However, integration is often left to 
employees to add to their day jobs.

There are many studies available that show 50%-65% of acquisitions fail to deliver the expected value. The 
largest cause of failure is not poor valuation or negotiation, but poor integration. 

Integration issues include:

• Inadequate integration planning (i.e. integration planning not part of due diligence)

• Lack of programme leadership

• Lack of a formal and fast decision-making process

• Lack of executive alignment on merger rationale

• Too much time spent on organisation politics

• Loss of focus on everyday operations

• Merger synergies not driven through quickly enough

• Customers get forgotten

 

How to ensure successful integration?
Firstly, include integration planning in due diligence. It is a critical consideration in the value that will be created 
and its feasibility. This also means that integration can start as soon as the deal is done. The plan should indicate 
the level and type of integration required in order to deliver the planned value. This will include an outline of the 
target operating model you are aiming for.

Post-acquisition, you need a repeatable methodology and team to carry out the integration. Having a 
methodology means you can focus on integration rather than debating how to go about it. A dedicated team will 
learn from experience and allow you to build an effective integration capability.

Almost two-thirds of all M&A transactions globally fail to deliver the synergies and 
value envisioned, and one in four transactions result in diminished value. 30% due to a 
transaction gap (paid too much), 70% due to integration gap (benefits weren’t delivered!)  
Deloittes Research

Methodology + Team = effective capability



How can i-Realise help?
We have been helping well-known companies successfully transform their operating models for many years. 
When business strategy changes or evolves, our transformation methodology, X|R|M™ provides the means to 
design a matching operating model to support and deliver that change.

X|R|M™ has proven to be an excellent starting point for creating an integration-specific methodology. X|R|M™ 
uses mix of agile and traditional approaches which deliver large-scale, sustainable transformation with early 
ROI and minimised risk. X|R|M™ engages, empowers and equips teams to deliver creative change successfully. 
We work shoulder to shoulder with your team, transferring integration skills to them. Integration becomes a 
repeatable capability you can use for every acquisition.

The X|R|M™ integration approach assures the following critical success factors for integration:

• Integration is planned during due diligence ensuring the costs, risks and timescales are understood before 
the decision to buy

• The deal team’s rationale for the acquisition becomes the touchstone for what needs to be achieved 
during integration

• Cultural differences remain a major reason for not achieving deal synergies. Our approach delivers a 
cultural assessment and a change management and communication plan to assimilate cultures

• When the initial enthusiasm begins to dissipate, it is easy to be taken over by events – operational issues, 
another acquisition etc.. Our approach provides the integration team with a clear path to follow allowing 
them to stay focused and dedicated until the integration is embedded in business as usual

• Every acquisition is different. Our approach is flexible and Agile and can be adapted to address the 
challenges of the next integration

 



How do I know that the X|R|M™™  integration 
approach works?
Our approach has been used in many successful integrations – small and large. Here are a few:

GSK

• When SmithKline Beecham merged with Glaxo Wellcome, we set up their integration team and helped 
them with multiple integration projects. The projects involved integration of one or more of the following: 
processes, policies, systems, teams, and sites. There is a separate white paper providing more detail on 
this work

First American

• First American has grown by acquisition into a set of product-based business units each with its own 
different processes and systems to deliver common capabilities. We formed a joint team to develop a 
single set of processes to rationalise and automate predominately manual operational and administrative 
activities dealing with with mortgages and property insurance

NEX

• Developed a rationalised client lifecycle & supporting Operating Model (processes, organisation & 
systems) across 6 small to medium sized FinTech businesses improving complex legal contract generation, 
manual customer onboarding, implementation and support. Led implementation and BAU activities into 
three of the business units

Esso

• Developed new processes, organisation structure and working environment for newly merged telesales 
and customer services functions

CoreLogic Insurance

• Supported a new management team grappling with the manual/semi-automated customer services and 
implementation processes and systems across five acquired businesses. Created an integrated customer 
services and technical support operating model including a single new process, a single system and 5 
down to 2 customer support organisations.

CoreLogic Ecommerce Integration

• The development of rationalised order to cash and client onboarding process across 50+ products, 
supported by a new ecommerce application.

NHS (Central London Community Service and Avon & Wiltshire Mental Health Trusts, working in Strategy and 
Business Development Teams):

• Identified the implications of the NHS North West London Reconfiguration and Integration proposals (in 
2012) across acute and community hospitals; out of hospital care; and health and social care

• Developed the approach to business planning while the organisation transformed from Strategic Business 
Units to a Locality structure, setting annual directorate business objectives.

• Impact analysis for acute and mental health mergers; the emerging Any Qualified Providers (AQP); and the 
implications of commissioning intentions from the newly formed Clinical Commissioning Groups.



Making change happen, together
Delivering change and transformation success through people, process and technology.

Call us now on +44 (0)20 3008 6358 or email info@i-realise.co.uk to find out more about how we can support 
all elements of your transformation programme.
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