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Stories of the Week

06-Sep-2016 
Pipeline giants merge in transformational deal

Spectra Energy and Enbridge have announced a US$ 40.7bn merger that 
will create the largest energy infrastructure company in North America.

 
ENB CEO Al Monaco, who will continue to serve as CEO of the new 
company, said: “This transaction is transformational for both companies 
and results in unmatched scale, diversity and financial flexibility with 
multiple platforms for organic growth.”

01-Sep-2016
Southern Power snaps up power plant

Calpine has agreed to sell its Mankato Power Plant, 
a 375 MW natural gas-fired, combined-cycle power 
plant in Minnesota, to Southern Company subsidiary 
Southern Power for US$ 396m.

Mankato provides electricity to Northern States 
Power, a subsidiary of Xcel Energy. In addition, 
a 345 MW expansion is currently in advanced 
development to serve a 20-year tolling agreement 
with Northern States Power.

06-Sep-2016 
Second deal of the week for GE

Not content with just one deal this week, GE 
Electric has also bid to acquire German 3D 
printer maker SLM Solutions for US$ 740m.

The deal highlights the companies aggressive 
push into the 3D Printing business - a fast 
growing technology that has become 
increasingly used for industrial mass production 
in recent years.

02-Sep-2016
A Teenie Weenie deal

E-land, a South Korean fashion and retail 
conglomerate, has sold its Teenie Weenie brand, 
global trademark rights and business rights in China 
to V-Grass Fashion for US$ 895m.

V-Grass is continuing to seek majority stakes in 
established high-end apparel brands in Europe. It will 
also examine opportunities investing minority stakes 
in luxury accessory hand bag and fabric brands.

06-Sep-2016
General Electric makes moves in 3D printing

US-based General Electric has acquired Swedish 3D printer maker Arcam 
for US$ 744m. The US conglomerate approached Arcam in mid-July, Arcam 
CEO and President Magnus René told this news service. The company was 
not scouting for bidders, René added.

Rene also said in the press that the company may attract further interest 
from acquirers following GE’s public offer. He added that he had no 
knowledge of any other potential bidders.

U
S$

 3
96

m

U
S$

 7
40

m

U
S$

 4
0.

7b
n

US$ 744m

US$ 895m



Strategic Interview: Post-merger integration Global League Tables

Financial Advisors 2016/(2015)

1/(1) Goldman Sachs US$ 514.6bn

2/(2) Morgan Stanley US$ 318.9bn

3/(3) JP Morgan US$ 309.4bn

Legal Advisors 2016/(2015)

1/(9) White & Case US$ 352.0bn

2/(6) Davis Polk & 
Wardwell

US$ 288.7bn

3/(1) Skadden Arps 
Slate Meagher & 
Flom

US$ 271.4bn

 As soon as you find 
yourself in a difficult 

position you must “drink 
more tea with the soldiers”

Private equity firms struggle in Permian

Private equity-backed oil and gas 
management teams, which have flooded into 
West Texas looking for acquisitions while oil 
prices are low, have struggled to win deals, 
often losing out to public energy companies.

Some are resorting to hiring outside advisors 
to find large deals to build upon. Meanwhile 
others are bulking up by lining up more than 
a half-billion dollars to chase precious Permian 
prospects, or looking downmarket for smaller 
opportunities.

Paul Heugh, CEO, Scarbek Associates

Paul Heugh is founder and Chief Executive Officer of Skarbek 
Associates, through which he helps organisations execute M&A 
integrations and other major strategies. Previously he was Vice 
President, Global Strategic Projects for GlaxoSmithKline, where he 
was responsible for acquisitions, divestments and transformational 
change. He also lectures on Strategy Execution in the global MBA 
programme of Manchester Business School. Before his business 
career Paul served in the British Army.

At what point of the M&A process does an 
integration team become involved? 

The simple answer is as early as possible. That’s 
because our approach is fully integrated. There 
are so many moving parts in the dealmaking 
process, and it is helpful to everyone to be able 
to show a clear picture of how all the parties 
interact. Talking with a group of corporate 
lawyers last year, I put on the table the overall 
cosmos of the dealmaking and integration 
process, highlighting their part as one strand in 
a complex map. They knew their role and the 
contract was not the total picture, but no one in 
actual fact had ever laid it out for them.

This is usually because people are operating 
in silos as specialists in their particular area. 
However if you want to move quickly, it is 
understanding the point in the process where 
the baton passes that will lead to overall success. 
Taking time early on to map the handoffs leads 
to a significant competitive advantage on both 
the buy and sell-sides.  A fully integrated plan 
generates the speed needed to see and seize 
the synergies and commercial opportunities 

How do you ensure effective communication 
during the post-merger integration process?  

My experience is that if you imagine the 
communication that you need post-merger, 
and times it by a factor of ten, you will be about 
right. The need for effective communication 
is first about articulating a story that explains 
“Why” you are merging and then setting up the 
mechanisms and a rhythm for communicating 
that to staff and other stakeholders. You must 
be religious about frequent communications.

One key aspect of communications is that 
it is every manager’s responsibility to truly 
understand the role of leadership. To use a 
military analogy, as soon as you find yourself 
in a difficult position you must “drink more 
tea with the soldiers”. Communication, re-
assurance and being visible is every manager’s 
responsibility in an organisation, as it sets an 
example and leads the tone. 

What is the biggest mistake you can make in 
the post-merger process?

 

Not treating individuals as adults is a common 
mistake. In one acquisition the business leader 
set exactly the right tone by telling staff “we are 
merging with this company, but it is a smaller 
organisation. It is an acquisition but we are 
going to approach it with a significant degree 
of humility”. His point was that the organisation 
shouldn’t forget the fact that the reason they 
were acquiring the company was because its 
people had made it very successful – so he 
wanted his employees to treat them with the 
respect they were due. The integration was 
markedly without friction, and it was very 
humbling when the outgoing staff thanked 
the acquirer for the way they had been dealt 
with. Setting that tone encouraged everyone 
to approach the situation from a position of 
mutual respect. Failing to do so will be a big 
pitfall in any post-merger integration.

Is there a particular sector where post-merger 
integration is particularly challenging?

 

If we look at the banking sector and the 
healthcare sector they are both highly regulated 
environments, which brings some integration 
challenges of its own. If organisations also 
happen to be global businesses, then you are 
multiplying both the complexity and the risk. 
If you are a pharmaceutical company and you 
are integrating two businesses, thereby moving 
to unified packaging for example, getting the 
packaging description right is crucial. An error 
may create liabilities, break the law or even injure 
patients.

On the banking side, an increasingly regulated 
environment, you run the risk of very significant 
fines, lawsuits and tarnished reputations. Soft 
law in particular adds another dimension to the 
complexity of these two sectors.

China target US & Canada Consumer

As the growth of China’s middle class boosts 
its domestic consumption, Chinese acquirers 
are increasingly looking to purchase consumer 
companies in the US and Canada to help put 
more products on the shelves.

The first quarter of 2016 saw the largest deal 
since Smithfield in Qingdao Haier’s January 
acquisition of GE Appliances for USD 5.6bn, 
while 2Q16 boasted the highest inbound deal 
volume by Chinese buyers since 4Q14 with 
three consumer transactions.


