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Introduction

Welcome to the Q4 2013 Intralinks Deal Flow Indicator (DFI) report, brought to you in 
association with Remark, the Mergermarket Group’s research and publications arm. 
The Intralinks DFI tracks pre-announcement early-stage M&A deals (sell-side M&A 
mandates and deals reaching due diligence) across the world, providing a unique 
predictor of future global M&A activity levels. 

Intralinks Deal Flow Indicator - Q4 2013

Intralinks has been the leading global provider 
of virtual data rooms for over 15 years, and our 
involvement in the early stages of M&A deals 
allows us to keep a finger on the pulse of today’s 
rapidly changing M&A market. The Intralinks DFI 
has been independently verified as an accurate 
predictor of future changes in the global 
volume of announced M&A transactions, with 
percentage changes in the Intralinks DFI data 
typically reflected in announced deal volumes 
approximately six months later.

The last quarter of 2013 saw a 17% year-on-
year (YoY) increase in the number of early-
stage M&A deals globally. The YoY growth 
contrasts with a slight decline of 2% in the  
DFI on a quarter-on-quarter (QoQ) basis, a  
not unexpected result given the very 
significant QoQ gain of 24% in Q2 2013. 
Overall, early-stage M&A activity in 2013  

was up 15% compared to 2012. The strong 
YoY increase in early-stage M&A activity in 
Q4 2013 continues the upward trend that we 
saw developing during the earlier part of 2013, 
and reinforces our belief, first expressed in 
the Q2 2013 DFI report, that we are seeing 
the first signs of a sustainable recovery in 
global M&A markets. Based on the recent 
trends in the DFI data, the performance of 
global equity markets and improvements in 
many economic indicators, we continue to be 
reasonably confident that 2013 will prove to 
be the bottom for M&A deal volumes and that 
2014 will offer much brighter prospects for 
deal makers. The old adage that M&A activity 
is a leading indicator of broader business 
and consumer confidence is proving correct, 
as the global economic picture is slowly but 
surely brightening: the Euro area as a whole is 
forecast to edge back towards modest growth 

www.intralinks.com/articles/intralinks_deal_flow_indicator.pdf
http://www.intralinks.com/knowledge/intralinks-deal-flow-indicator-2013q4video4
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Introduction (continued)

this year and several large economies such as 
the US, Germany and the UK are expected to 
see sharply increased growth in 2014 relative 
to 2013.

These positive trends have spilled over into the 
corporate finance world, with many companies 
now flush with cash. Most major stock exchange 
indices posted sizeable gains in 2013, with the 
FTSE All-World Index up 19%, the US S&P 
500 Index up 26% and the Japanese Nikkei 
225 Index up 52%. Bond markets have also 
been buoyant, with high-yield bond issuances 
in 2013 reaching 10-year highs as companies 
took advantage of the near-perfect combination 
of record-low interest rates and investors’ hunt 
for yield. Much of this corporate capital raising 
was either opportunistic or acquisition-related, 
and those corporates who raised or are raising 
capital will likely be looking to put that capital to 
work in the near term. 

However, for firms that are unable to tap  
into the capital markets or solely reliant on 
more traditional forms of financing, access to 
funding remains difficult, partly because  

Matt Porzio 
VP of strategy & product marketing, Intralinks 

of continued declines in bank lending activity.  
The implementation of new banking 
regulations, particularly Basel III’s provisions 
around capital requirements and leverage 
ratios and the Dodd-Frank Act in the US, 
coupled with banks’ efforts to repair balance 
sheets damaged by the global financial crisis, 
have resulted in reduced availability of bank 
financing. These issues are further exacerbated 
by the current low interest rate environment, 
which makes it even harder for banks to lend 
profitably and meet their cost of capital.

With the M&A market and global economy 
seemingly poised for recovery in 2014, many 
corporates are well-funded and well-positioned 
to embark on M&A-led growth. However, as 
recent research by Cass Business School  
and Intralinks into the relationship between the 
due diligence process and key deal outcomes 
such as deal success and takeover premiums 
makes clear, sellers and acquirers need to 
navigate the M&A process very carefully. Taking 
the time to conduct a thorough due diligence 
can highlight whether the target is the right 
match, as well as any potential pitfalls, while 

also informing an acquirer’s negotiating 
strategy and giving it a better understanding 
of important issues that may affect the 
post-transaction planning and integration 
process. For sellers, the key to maximizing 
value is a competitive auction process and 
a well-organised, not overly-lengthy period 
of due diligence. For details of the research 
findings, please see this edition’s Spotlight 
feature on page 18.
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Global Intralinks DFI Index
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Overview

In Q4 2013, the Intralinks DFI posted a 17% YoY gain, contributing to  
our belief that the global M&A market could see an improvement in  
deal activity in 2014.

“A steadily improving economic picture also bodes well for deal-making in 2014,” 
notes Philip Whitchelo, Intralinks Vice President of strategy and product marketing. 
“With surging production of shale oil and gas in the US providing a welcome source 
of cheap energy (and giving the US economy a handy boost), a stronger than 
expected recovery in the UK, a return to growth anticipated in the Eurozone in 
2014, and upgraded global growth forecasts from the International Monetary  
Fund announced on January 21st, it looks likely that the start of 2014 could 
 provide a much more positive environment for M&A than was the case last year.”

The number and value of M&A deals announced in Q4 2013 do not yet appear 
to reflect this optimism, as volume was down 14% and value was down 23% 
compared to Q4 2012. The largest announced deal of Q4 2013, the US$8.2bn 
acquisition of US Foods Inc. by Sysco Corp, was smaller than the seven largest 
deals announced in Q4 2012. However, we don’t believe that this gives an accurate 
picture of the state of the M&A market in Q4 2013, as the leading providers of 
global M&A deal data have historically underestimated the number of announced 
deals each quarter compared to subsequent updates to their databases over the 
following 12 months. If this historical trend in underestimation is repeated for Q4 
2013, then the true number of announced deals in Q4 2013 will likely have been 
some 12% higher than in Q3 2013 and approximately flat compared to Q4 2012, 
supporting our view that the M&A market has bottomed out in Q4 2013.

INTRALINKS DFI up 17% YoY

2012
Q4

2013
Q4
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Overview (continued)

Globally, banks will play a key role in supporting any M&A recovery. However, 
the challenges that banks face in meeting new capital requirements as a result 
of changes in banking regulations, notably the Dodd-Frank Act in the US and 
the global Basel III Accord, were still evident in Q4 2013. European banks, for 
example, are gradually ratcheting up their implementation of Basel III’s capital 
adequacy, liquidity and leverage requirements so that they can reach full 
compliance by the deadline of 2019. This, coupled with historically low interest 
rates, has led some banks to take more creative routes to obtain funding. 

As an example, in November 2013, Barclays issued its third contingent convertible 
bond (commonly referred to as a “coco”) in 12 months. This type of security, 
developed in the wake of the global financial crisis, is designed to provide banks 
with loss-absorbing capital that can be used to meet stricter capital requirements 
and thereby avoid the need for taxpayer-funded bailouts. Cocos either convert 
into equity once a bank’s capital ratio falls below a pre-defined trigger or can be 
written off entirely. This ensures that coco holders assume a greater degree of risk, 
in return for a higher interest coupon, than they could expect from more traditional 
sources of bank funding such as senior unsecured debt. Despite the greater risks 
inherent in cocos, they have proven attractive to investors seeking greater yield  
in the current record-low interest rate environment.

Corporates too have viewed the capital markets as an attractive source of 
alternative financing while traditional lending banks go through a period of 
downsizing loan books – a trend that seems set to continue. For instance,  
sales of high yield, or “junk”, bonds soared in 2013, with global issuances  
rising to a record US$463bn, largely related to planned acquisition activity.

Intralinks DFI percentage change, quarter-over-quarter
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Intralinks DFI percentage change, year-over-year
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Intralinks DFI trailing 12 month percentage change
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Overview (continued)

It is also worth pointing out that many of the large-cap M&A deals announced in 
Q4 2013 were domestic in nature. Only three of the top 10 deals by value in Q4 
2013 were cross-border, with the top five all being domestic. Domestic activity is 
typically a hallmark of a more cautious approach to M&A, e.g., avoiding the risks 
of moving into unfamiliar territory, as cross-border transactions can be  
more complicated and take longer to execute.

Even when acquirers do decide to look to cross-border M&A, the risks can be 
mitigated. One example of this is deals between companies with longstanding 
relationships. For instance, in one of the largest European cross-border deals of the 
last quarter, German-based pharmaceuticals company Bayer purchased Norwegian 
drug manufacturer Algeta for US$2.7bn. The two companies have worked closely 
together since 2009 on the joint development of the oncology drug Xofigo.

Certain sectors proved to be particularly active in the last quarter of 2013. Globally, 
real estate activity remained very strong, with December showing the highest 
monthly value of announced M&A deals in that sector in 2013. Many of the largest 
announced real estate deals in Q4 2013 involved real estate investment trusts or 
REITs. Over the past few years, the number of REITs has grown, especially in the 
US and Australia, and now we are seeing a bout of consolidation plays in these two 
markets. For instance, one of the biggest real estate deals of 2013 occurred in Q4 
when American Realty Capital Properties (ARCP) announced its acquisition of Cole 
Real Estate Investments for US$6.9bn. ARCP specializes in owning freestanding 
buildings occupied by single tenants such as Walgreens, FedEx and Dollar 
General. Following the completion of the deal, ARCP will be the largest single 
tenant REIT in the US with over 3,700 properties.
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Intralinks DFI volume share - top eight industries
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Overview (continued)

The telecommunications sector also continued its strong showing in Q4 2013, 
with the number of announced deals in the quarter being the highest of 2013 and 
increasing by 16% as compared to the previous quarter. Although the US$130bn 
acquisition by Verizon Communications of Vodafone’s 45% stake in Verizon 
Wireless, which was announced in Q3 2013, dominated the headlines as the 
largest deal of the year, consolidation plays also took place in other markets in 
the last quarter. For instance, Hong Kong-based mobile telecoms operator HKT, 
a unit of PCCW, announced that it would acquire its larger competitor, CSL New 
World Mobility, from Australia’s Telstra, also a telecommunications company, and 
New World Development, a conglomerate based in Hong Kong, for US$2.4bn. 
HKT is currently the smallest player in Hong Kong’s overcrowded mobile operator 
market. The acquisition will reduce the number of mobile operators in Hong Kong 
from five to four and increase HKT’s market share to around 31%.

The energy and power sector also performed very strongly in the last quarter, 
with the value of announced deals hitting a 2013 high of US$105bn. One of the 
biggest announced deals of the quarter was the US$5.5bn acquisition of PVR 
Partners LP by Regency Energy Partners LP in a deal that represents a vote of 
confidence in the continuing growth of US shale gas production. Both Regency 
and PVR are master limited partnerships, i.e., tax-advantaged structures that  
can be used to hold energy assets under US law and that are not required to  
pay entity-level income taxes.

Despite the relatively muted overall level of recorded announced M&A deals 
in Q4 2013 (which, as explained above, we consider to be a data collection 
and timing issue), we see enough evidence to indicate a strong likelihood of 

 Financial Services 
 Manufacturing/Industrial
 Professional & Business  

  Services

 Energy
 Life Sciences
 Consumer

 Technology
 Other
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Overview (continued)

increased global M&A activity in 2014. Both the results of the Intralinks DFI  
and the increasingly positive tone of many economic indicators – upgraded 
global growth forecasts, falling unemployment and robust job creation data, 
positive business and consumer confidence surveys and rising house prices in 
the majority of the world’s largest economies – support the hypothesis that 2014 
could prove to be the year that the world finally begins a new cycle of recovery, 
almost seven years after the onset of the global financial crisis.
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Intralinks Deal Flow Indicator

North America

2% QoQ
26% YoY
9% LTM change

Latin America

-9% QoQ
8% YoY
6% LTM change

EMEA

-4% QoQ
15% YoY
24% LTM change

Asia Pacific

-15% QoQ
10% YoY

17% LTM change

-3% QoQ
17% YoY

15% Last 12 MONtH (LtM) cHaNge



11

According to the Intralinks DFI, early-stage M&A activity in North America 
jumped by 26% YoY in Q4 2013. This was the strongest YoY growth of any 
of the four global regions in Q4 and should lead to a solid uptick in North 
American announced M&A in the first half of 2014. 

There were a number of bright spots in North American M&A activity in Q4 2013. 
For instance, private equity exit activity saw a much-awaited uplift. A dominant 
theme of the global financial downturn was a substantial number of secondary 
buyouts, with private equity houses looking to exit their investments unable to find 
willing strategic buyers as valuation gaps widened, while the IPO markets ground 
to a halt. However, some of Q4 2013’s biggest deals were private equity exits to 
strategic buyers.

In the biggest deal of the quarter, US-based private equity firms Clayton, Dubilier & 
Rice (CD&R) and Kohlberg Kravis Roberts (KKR) announced the sale of US Foods, 
a food service distributor, to leading rival Sysco in a deal valued at US$8.2bn. This 
deal marks only a partial exit for the two private equity houses as they will receive 
around US$500m in cash with the remainder of the consideration in Sysco equity, 
leaving them with a combined 13% stake in Sysco. As part of this deal, Sysco will 
take on US Foods’ US$4.7bn of debt. This strategy offers CD&R and KKR the 
possibility of continuing to profit from their 2007 investment in US Foods, which is 
a strategy that is becoming increasingly common as private equity firms struggle 
to generate the returns they anticipated on purchases made at the height of the 
previous leveraged buyout boom.

Regional Snapshot: North America
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Regional Snapshot:  

North America (continued)

A number of transformative transactions in the healthcare sector were also 
announced in Q4 2013. One of these was UK-based pharmaceuticals giant 
AstraZeneca’s planned US$4.3bn takeover of its diabetes joint venture with  
Bristol-Myers Squibb Company. This deal reinforces AstraZeneca’s commitment  
to diabetes, a rapidly growing global disease, with the deal enabling AstraZeneca  
to enter new markets and increase its primary and secondary care capabilities.
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The number of early-stage M&A deals in EMEA tracked by the Intralinks DFI 
increased by 15% YoY in Q4 2013. EMEA was the strongest performing global 
region in 2013, with double digit YoY increases every quarter, which is an 
encouraging sign that EMEA will play a leading role in the expected uplift  
in announced M&A activity in 2014. 

The preponderance of telecommunications, media and entertainment (TME) deals has 
continued in Q4 2013, particularly in Europe. A significant driver of this activity may have 
been the public announcement in September 2013 by the European Commission of its 
plans to create a single European Union telecommunications market. Today, the sector 
remains relatively fragmented, providing fertile ground for more telecommunications 
M&A in the future. While intra-European, cross-border transactions may be more 
desirable, some companies are using domestic consolidation to help boost their  
market share ahead of these anticipated changes.

For instance, in the second biggest deal of the quarter, Cyfrowy Polsat, a provider of 
satellite television broadcasting services, announced the purchase of a 100% stake  
in telecommunications provider Polkomtel for US$5.2bn in two separate transactions.  
This deal, involving two major Polish telecommunications players, is designed to 
increase the competitiveness of the combined entity and to furnish Cyfrowy Polsat  
with new technologies, particularly in relation to its strategy of providing better 
entertainment and telecommunication services to consumers.

Another notable theme was the number of high-value Russian energy and power sector 
transactions in Q4 2013, including three of the 10 biggest deals in the energy and 
power sector of the quarter. Russia’s energy sector is currently undergoing a period 
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of change, as it attempts to respond to the shale “revolution” in the US which has 
forced down energy prices globally and increased competition for Russia as a supplier 
of energy. For instance, throughout 2013, Russian state-owned energy companies 
were pushed to increase dividend payouts, a move that is likely to encourage foreign 
investment. In September 2013, Russia introduced a new tax regime to encourage 
underwater exploration. Taken together, these policy changes have given companies 
that are looking for new sources of revenue a less expensive means of doing so.

A notable example of Russian oil companies looking to increase profits via  
M&A was exploration and production giant Rosneft’s US$1.7bn acquisition  
of an additional 5.33% stake in Russia-based RN-Holdings (formerly TNK-BP 
International). This transaction follows Rosneft’s earlier purchase of a 50% stake 
in the company. The gradual consolidation of these two companies will increase 
synergies and enable the application of other cost-saving measures.

Regional Snapshot: EMEA (continued)

Video link
Liquidity returns to Swiss debt market
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Asia Pacific (APAC) saw a promising 10% YoY increase in early-stage M&A 
activity in Q4 2013. This comes on the back of consistent YoY growth since Q1 
2010 but is lower than historical DFI growth rates in APAC, which have often been 
above 20%. It seems likely that many markets in APAC are becoming increasingly 
mature, although these markets remain attractive destinations for acquirers.

The APAC real estate sector was particularly busy in Q4 2013 due, as discussed 
in the Overview above, largely to consolidation activity among REITs. In one of the 
largest announced real estate deals of the quarter, two competing bidders battled to 
secure control of the Australian-based Commonwealth Property Office Fund in a titanic 
struggle that first began in July of last year. The eventual winner, Dexus, and its partner, 
the Canada Pension Plan Investment Board, outbid rival bidder GPT with a US$3.6bn 
offer. While this transaction is taking shape, there is more deal-making to be done as 
the winning consortium has agreed to sell certain properties to GPT if the latter tenders 
its 15% stake in the target.

Another feature of announced M&A activity in the last quarter has been a number 
of high-value deals in the materials sector. For instance, in October 2013, Hyundai 
Steel announced plans to acquire affiliate business Hyundai Hysco’s cold milling 
steel operations for US$2.4bn, making this the fifth largest APAC deal of the 
quarter. The deal is significant, as it will fully integrate Hyundai Steel’s steelmaking 
activities under one roof. Ultimately, the steel produced by this company will be 
used by Hyundai’s car manufacturing arm. Through increased integration,  
Hyundai hopes to achieve greater cost savings and synergies.

Regional Snapshot: Asia pacific
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Early-stage M&A activity in Latin America declined by 8% YoY in Q4 2013, 
according to the Intralinks DFI. This followed the 21% YoY increase in the 
number of early-stage M&A deals seen in Q3 2013. 

The decline in Latin American deal volume in the last quarter can partly be explained 
by Latin America’s status as a fast-growing region comprised of developing 
economies subject to greater volatility in M&A flows. Nevertheless, the overall picture 
in Latin America remains favourable, with most economies in the region, apart from 
Venezuela, contributing strongly to global growth and a rising middle class proving  
to be attractive to international firms seeking M&A opportunities.

In terms of announced M&A deals, the region has seen a number of high-value 
deals across a range of sectors. As in Europe and the US, the TME space has 
been buzzing, especially regarding telecommunications companies. Evolving 
regulations in Europe are expected to create a single telecommunications market, 
which will enable companies to do business more easily across borders. These 
changes, coupled with a slow-growing domestic telecommunications sector in many 
developed countries, have resulted in a wave of consolidation. As a result, many 
telecommunications companies have been reassessing their portfolios to see  
where they can free up cash or cut debt in order to increase their market shares  
in core markets or invest in new technologies. 

One example of this was announced in November 2013 when French-based 
telecommunications provider Orange agreed to the sale of its Dominican operations 
to Altice, a cable television services company based in Luxembourg, for US$1.4bn. 
The transaction, one of the biggest Latin American deals in 2013, allows Orange  

Regional Snapshot: Latin America
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Regional Snapshot: Latin America (continued)

to exit a non-core business at an attractive price, increase its financial flexibility and 
focus its international efforts on consolidating and expanding in countries in Africa.

Another Latin America sector with a number of high value deals announced in Q4 
was energy and power. The Latin American energy sector has become an attractive 
destination for foreign direct investment from developing economies such as China 
and India, as companies from these countries are seeking to secure future global 
energy supplies. The second largest deal of the last quarter was the US$2.6bn 
acquisition of Peruvian oil and gas exploration and production company Petrobras 
Energia Peru by a subsidiary of Chinese state-owned China National Petroleum Corp.
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Due Diligence Spotlight
What effect does the due diligence process have on key M&A outcomes such as 
likelihood of deal success and takeover premiums? What impact does deal size 
or public/private status of the target have on the due diligence process?  
When do deal leaks occur and are they intentional? 

We recently commissioned the M&A Research Centre at Cass Business School, City 
University London, to investigate the pre-announcement due diligence process by 
examining a sample of 519 transactions that used an Intralinks virtual data room (VDR) 
between 2008 and 2012. Metrics from the pre-announcement due diligence process 
such as length of due diligence, number of users and number of pages of due diligence 
information were compared with publicly available data about the transactions such 
as deal type, size, price and performance. To complement this quantitative research, 
Remark also interviewed 30 M&A professionals, including lawyers, accountants and 
corporate executives, in order to gain first-hand insights into the way in which the due 
diligence process can shape the outcome of a deal. 

The following are the key findings from this research:

Longer due diligence results in a higher likelihood of deal success for acquirers 
The research found a strong positive relationship between the length of the due diligence 
process and the likelihood of a deal’s success, as measured by the acquirer’s long-term 
post-transaction total shareholder returns. Specifically, deals with longer due diligence 
periods resulted in significantly higher acquirer returns than those involving shorter due 
diligence periods. The reasons for this could be that an increased due diligence period 

Philip Whitchelo 
VP of strategy &  
product marketing

Video link
Study reveals impact of due diligence on deal success
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Due Diligence Spotlight (continued)

allows a buyer time to fully understand the target’s business and uncover any issues  
that may affect either valuation or the performance of the target post-closing. Buyers  
who take the time to fully understand these types of issues prior to closing may also  
be better prepared for the post-transaction planning and integration process.

Longer due diligence results in significantly lower takeover premiums for targets 
Interestingly, this research also found that deals involving longer due diligence periods 
resulted in lower takeover premiums for the target, thereby conferring an advantage 
to the buyer and a disadvantage for the seller. Deals which had shorter due diligence 
periods delivered higher takeover premiums for the target. This result suggests that 
increased due diligence helps the buyer to discover any problems with the target and 
provides the buyer with additional negative information on the target, which the buyer 
can then use during negotiations to drive the sale price down. This finding suggests 
that, to counter the buyer’s advantage from conducting a long due diligence process, 
sellers should attempt to reduce the time allowed for due diligence by ensuring a 
competitive bidding process and by providing relevant and well-organized information 
to bidders in a VDR which is easy to use, thereby ensuring a reasonable but not 
overly lengthy period of due diligence.

Due diligence is done more quickly on public companies and larger targets 
The research found that due diligence periods for public companies and larger 
targets were significantly shorter than for private companies or smaller targets. 
This can likely be attributed to the greater transparency of, and easier access to, 
information on public companies, as well as the better resources and experience  
of larger targets in preparing themselves for the sale process. For smaller 
companies or those infrequently engaging in M&A, who may lack the experience  
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Due Diligence Spotlight (continued)

or resources compared to larger or more M&A-active companies, the role of 
qualified advisers in this regard will obviously be very important. Larger targets may 
also be more likely to have pre-existing relationships with acquirers, thus reducing 
the time necessary for due diligence. 

When do M&A deals leak? 
Finally, the research found compelling evidence that most M&A leaks are intentional. 
The study found that M&A leaks are very unlikely to take place before the opening 
of a VDR or for up to 40 days after the VDR opens for due diligence. Instead, leaks 
typically only take place on average 40 days after the VDR has been opened to 
external bidders. Further, leaks do not appear to be related to the VDR’s opening day 
per se – that is to say the VDR’s opening does not cause the leak - but rather the 
timing of when a particular deal leaks is closer to the day of the public announcement 
of the deal. This provides further evidence that, on aggregate, leaks are intentional and 
result from either the seller or buyer attempting to push negotiations in their favour.

If you would like to read the full report, you can download it here.

http://morethanavdr.com/cass
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Guest Comment
We spoke with Daniel Confino, one of the founders of online deal-origination 
and M&A social network Intralinks DealNexus™, to gain insight into the ways 
technology can take much of the guesswork out of deal sourcing.

Missed Signals 
Many deals fail to maximize their chances of success in a very unforgiving market because 
the parties involved rely too much on historic practices that create missed signals and missed 
opportunities. This is most apparent in the inability of targets to identify suitable counterparties to 
transactions or the unwise exclusion of potentially appropriate buyers from the bidding process. 
Traditionally, advisers manually compile a list of potential buyers using historically focused search 
methods rather than forward-looking or real-time information. However, this sort of backward-looking 
data collection can be problematic as a predictor of future behaviour as this type of process cannot 
differentiate a buyer who has exhausted its interest through an earlier deal from one who wants more 
of the same. In addition, this type of buyer identification process ignores an entire class of potential 
buyers, as first-time buyers leave no fingerprints on historical databases. Further, historic activity 
may not tell you whether a deal is too large or small for a particular potential buyer. Add to that the 
fact that buyers sometimes act in unexpected ways (for example, a manufacturer buying a distributor 
or even a retailer) and the fact that a seller’s adviser may run out of practical options if he or she has 
to run every possible name to ground and if he or she has to confirm the name of the key decision 
maker by calling the company’s switchboard, and you can see that relying on historical approaches 
might not result in the best possible list of potential buyers for a business. 

But, the story is even more complicated than that. We also believe that incorrect assumptions may 
lead to missed deal-making opportunities. For example, in many cases, corporates may overlook 
other businesses that they are aware of – even those that operate in similar spaces – due to 

Daniel Confino 
Co-founder, Intralinks 
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preconceived notions about what those businesses are looking for and resulting assumptions  
that a deal would not be viable. If, instead, buyers and sellers cleared up these misconceptions  
in advance, they might be able to orchestrate relatively straightforward transactions. 

Together, you can see that relying on historical practices and missed signals creates  
something of a challenge to those interested in maximizing M&A outcomes. 

So, how can businesses overcome these hurdles, while saving time and maximizing  
their resources? 

Making Connections 
This is where Intralinks DealNexus comes in. Intralinks DealNexus is a platform that enables 
businesses whose interests coincide or correlate to identify one another and make contact. 
Members of the Intralinks DealNexus community operate in real time and learn about 
transactions that may be of prospective interest as they are posted by advisers and decision 
makers at other member companies. In a click, Intralinks DealNexus expedites the deal sourcing 
process and overcomes the issues that have plagued historic sell-side M&A processes. 

When ready to launch a sale process, an Intralinks DealNexus member can log the transaction 
requirements in detailed form onto the Intralinks DealNexus platform using fields that include 
industry codes and other key metrics that make the matching logic both tailored and relevant. 
The Intralinks DealNexus platform is totally controllable to filter, promote and even ensure the 
anonymity of contacts and interactions. This selective approach helps alleviate the burden or 
impracticality of sifting through lots of prospective deal-making partners and helps highlight 
options that may otherwise have been overlooked. In this way, Intralinks DealNexus helps 

Guest Comment (continued)
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streamline and clarify the early stages of the M&A deal sourcing process. The platform also 
provides a suite of tools to manage the later stages of the M&A process, including releasing 
documents for due diligence, which sellers and their advisers can do through a virtual data  
room offered by Intralinks DealNexus’s parent company, Intralinks.

As the M&A climate has changed, it has become all the more important to gain additional clarity 
when embarking on a transaction. We are adjusting to a “new normal”, with deals experiencing 
a higher attrition rate than in the pre-crisis years. And, it is even tougher to convince boards and 
stakeholders of a deal’s strategic importance. As a result, finding the right strategic counterparty 
to ensure a robust process is of paramount importance.

That said, with a lot of the “white noise” and froth of the boom years largely cut out, the deals 
that are going through today are those that make strong, strategic sense. Despite the less than 
ideal economic conditions that have characterized recent years, we are optimistic that the worst 
of the doldrums are behind us. Further, businesses know that they need to grow and M&A still 
features prominently in their strategies. 

Intralinks DealNexus is a tool for M&A deal makers as it can help advisers and businesses 
support their strategic options by keeping them fully informed of relevant deals securely and 
without banging the drum all over the market. In addition, Intralinks DealNexus allows advisers 
to provide a better service to their sell-side clients by ensuring that they have fully researched 
the potential buyer universe for each deal and that they have contacted better qualified and 
more likely bidders. In addition, Intralinks DealNexus provides value to corporates on the buy-
side, as the platform helps them ensure that they are not missing opportunities that they may  
not even have been aware of. 

Guest Comment (continued)
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Industry Indicators

Financial Services:
In the Financial Services

sector early stage
M&A activity rose by

10% YoY in Q4 2013.10%

Real Estate:
According to the DFI,

early-stage Real
Estate and Leisure

sector deals surged 
82% YoY in 

Q4 2013.

Life Sciences:
The Life Sciences sector

saw an impressive 63% YoY
increase in deals reaching
the due diligence phase in

the last quarter of 2013.

63%

Energy:
In Q4 2013, early-stage

Energy transactions
increased by 10% YoY.

FOR

SALE

82%

10%
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About the Intralinks Deal Flow Indicator

The Intralinks Deal Flow Indicator provides Intralinks’ perspective on the level of early-stage M&A activity taking 
place during any given period of time. The statistics contained in this report represent the volume of virtual data 
rooms opened, or proposed to be opened, through Intralinks or other providers for the purpose of conducting 
due diligence on proposed transactions including asset sales, divestitures, private placements, financings, 
capital raises, joint ventures and partnerships. These statistics are not adjusted for changes in Intralinks’ share 
of the virtual data room market or changes in market demand for virtual data room services. These statistics 
may not correlate to the volume of completed transactions reported by market data providers and should not be 
construed to represent the volume of transactions ultimately consummated during any period of time. Indications 
of future completed deal activity derived from the DFI are based on assumed rates of deals going from diligence 
stage to completion. In addition, the statistics provided by such market data providers may be compiled with  
a different set of transaction types than those set forth above.

This report is provided “as is” for informational purposes only. Intralinks makes no guarantee, representation 
or warranty of any kind regarding the timeliness, accuracy or completeness of the content of the report. 
This report is based on Intralinks’ observations and subjective interpretations of due diligence activity taking 
place, or proposed to take place, on Intralinks’ or other providers’ virtual data room platform for a limited  
set of transaction types. This report is not intended to be an indicator of Intralinks’ business performance  
or operating results for any prior or future period. This report is not intended to convey investment advice  
or solicit investments of any kind whatsoever.

“Intralinks” and the stylized Intralinks logo are the registered trademarks of Intralinks, Inc. The Intralinks Deal 
Flow Indicator may be used solely for personal, non-commercial use. The contents of this report may not be 
reproduced, distributed or published without the permission of Intralinks. For permission to republish Deal  
Flow Indicator content, please contact info@intralinks.com.

© 2014 Intralinks, Inc. All rights reserved.
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Intralinks Contacts

New York – Corporate 
Headquarters
150 East 42nd Street 
8th Floor 
New York, NY 10017

Tel: 212 543 7700 
Fax: 212 543 7978 
Email: info@intralinks.com 

London

44 Featherstone Street 
London, EC1Y 8RN 
United Kingdom

Tel: +44 (0) 20 7549 5200 
Fax: +44 (0) 20 7549 5201 
Email: emea@intralinks.com

Singapore 

Level 42 
6 Battery Road 
Singapore 049909 
 
Tel: +65 6232 2040

Email: asiapacific@intralinks.com 

São Paulo 

Rua Tenerife, 31, Bloco A, cj. 121 
Vila Olímpia São Paulo, 
CEP 04548-040, Brasil

Tel: +55 11 4949 7700

Email: amLat@intralinks.com 
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About Intralinks

The Intralinks (NYSE: IL) enterprise-wide solution empowers global 
companies to share content and collaborate with business partners without 
losing control over information. Through the Intralinks platform, companies, 
partners, and third parties can share and work together on even the most 
sensitive documents – while maintaining compliance with policies that 
mitigate corporate and regulatory risk. Intralinks, the undisputed market 
leader for deal management and virtual data room solutions, enables 
organizations to organize, manage, share, and track information while 
accelerating the deal process and improving efficiency, access, and 
professionalism during key phases of the transaction.

In 1997, Intralinks pioneered the use of software-as-a-service based 
solutions for collaboration between businesses, starting with the debt 
capital markets and M&A communities. In the process, Intralinks 
transformed the way companies work. Intralinks’ platform hosts the largest 
global community of dealmakers and is the most commonly used platform 
in the M&A market. 

For more information, visit us at www.intralinks.com

About Remark

Remark, the publishing, market research and events division of The 
Mergermarket Group, offers a range of services that give clients the 
opportunity to enhance their brand profile, and to develop new business 
opportunities. Remark publishes over 50 thought leadership reports and 
holds over 70 events across the globe each year which enable its clients 
to demonstrate their expertise and underline their credentials in a given 
market, sector or product. 

Remark is part of The Mergermarket Group, a division of the Financial 
Times Group. 

To find out more, please visit 
www.mergermarketgroup.com/events-publications/
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