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Tech Company's M&A Practices

THE CLIENT: Buoyed by record spending by every type of shopper, the value of technology deals

announced around the world in 2021 topped the $1 trillion-dollar threshold for the
firsttime in history, accordingto 451 Research's M&A KnowledgeBase.! Hitting that
previously unimaginable level required acquirers to look through the still-lingering

A U.S.-based technology company

USERS: pandemic and pay rich valuations. Tech M&A dropped sharplyinlate 2022,

The M&A team however, but dealmakers see business pickingback up this year.2 To pull that off,
they are going to need acquisition pricesto come back down and industry growth to
go back up.

The M&A team at a U.S.-based technology company is tasked with identifying
acquisition candidates that meeta specific set of criteria. Given the anticipated
uptake in deals duringa time of extreme market volatility, team members wanted to
adopt adata-driven strategy to accelerate their approach for creating and vetting
lists of target companies. This quest for digital transformation is a currenttrend
seen across similarindustries and functions. According to a survey by S&P Global
Market Intelligence ("Market Intelligence") of 30 senior executives from U.S. PE
firms with atleast $2bn in assets under management, 3 there is a newly sharpened
focus onleveraging data and technology to create an edge in deal sourcingand due
diligence.

1451 Research is a unit of S&P Global Market Intelligence.

2"Tech M&A Outlook: Back ontrack in 2023?", S&P Global Market Intelligence, January 16, 2023, www.spglobal.com /marketintelligence/en/news -insights /blog/tech-ma-outlook-
back-on-track-in-2023

3 The survey was conducted in 2022 by Mergermarket onbehalf of Market Intelligence with results described at www spglobal.com/marketintelligence/en/mi/research-
analysis/better-data-holds-the-key-to-new-opportunities-in-private-mark html.


https://www.spglobal.com/marketintelligence/en/campaigns/ma-knowledgebase
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Pain Points Anticipated deal growth
Members of the M&A team researched companies one ata time and manually coup led with volatile
pulled financial statements. This was not only time-consuming, but they were

missing significant opportunities by getting to marketlater than others who market conditionsis

had more automated processes. The team was also responsible for briefing
executives on developments at competitive firms, detailing their financial

challenging M&A teams

performance and transaction activity. Thiswas only done quarterly given the and requ irin gaccess to
work effort, leaving the executives anxious for more up-to-date information.

The team members wanted to elevate their workflows with access to: dee p data and robust
— A wide range of financial data that was standardized to easily make technol ogy too Isto

comparisons across companies and geographies.

. . , , - maximize productivity
— Arobust screening capability to easily zero in on acquisition targets
that meet certain criteria. and stay ahead of the

— Financial forecasting measures, such as upgrades /downgrades, target comp etition.
pricerevisions and market-moving news.

— Insights on transactions, including M&A, venture capital deals, spin-
offs, and bankruptcies.

— A powerful desktop platform, plus theability to take advantage of
cloud computingto retrieve large amounts of data more efficiently.

The firm reached out to Market Intelligence to learn more about its offering,

The Solution

Market Intelligence specialists first described the powerful S&P Capital IQ Pro platform that brings together an unrivaled
breadth and depth of data, news and research, combined with tech-forward productivity tools. They then described S&P
Global Data via Snowflake, a fully managed cloud solution that won the Waters 2022 award for "Best Cloud-Based
Application Provider". These solutions would provide access to extensive financial informationfor both public and private
companies around the world, as well as the needed financial forecasting measures and transaction details, enabling members
of the M&A team to:

Leverage unique, differentiated Premium Financials provides standardized data for 5,000+
Q data touncover M&A insights financial, supplemental and industry-specific dataitems for
= 150,000+ companies globally, including 95,000+ active and
inactive companiesacross multiple industries.4 Datais
available atnumerous frequencies and point-in-time
representations of a financial period include press releases,
original filings and restatements.

Private Company data covers 50 million private companies
around the globe, 10 million with financial statements, and

4 All data as of December 2022.
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Utilize a wide range of
productivity-enhancing tools to
drive deal flow
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500,000+ early-stage companies supported by data from
Crunchbase.

Estimates provides standardized global, real-time financial
forecasting measures, such as upgrades /downgrades, target
pricerevisions and market-moving news. Itincludes
estimates based on projections, models, analysis and
research from analysts, brokers and companies themselves.
Annual, quarterly and semiannual time periods for 18,000+
companies span history from 1996 for international
companies and 1999 for North American companies.

Transactions provides profiles of approximately 2 million
deals captured across the globe. This includes M&A, private
placement, venture capital, PIPE, spin-off,bankruptcy, share
buyback and equity /debt public offerings. Each transaction
has a synopsisand lists deal size, company participants,
advisor coverage and associated filings with up to 10 years
ofhistory.

Professionals includes 3.2+ million profiles with
biographies, contactdata, education, compensation,
affiliations and corporate board memberships, each linked
to aunique person ID.

A smart screener on S&P Capital IQ Pro enablesusers to
instantly find information across companies, news,
documents, research, transcripts and investor presentations
to identify potential acquisition targets that meet their
criteria. Adocumentviewer incorporates Al-based searches
to speed up the discovery process for text-based insights
across filings and transcripts.

An Excel Plug-in and suite of office tools seamlessly
powers proprietary models and streamlines presentations.
Users can access alibrary of hundreds of ready-to-use
models and templates, or partner with Market Intelligence’s
supportanalysts to build their own. Itis possible to easily
integrate data from Excel to PowerPointor Word and
refresh formulas in Excel with justone click.

Alerts help users stayon top of breakingnews for
companies of interest.
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Snowflake’s Cloud Data Platform is a Software as a
Service (SaaS), so there is no need to select, install and
manage hardware and software. Snowflake enables users to
obtainlive, ready-to-query datasets thatare always up-to-
date and don'trequire any transformation. Users can
quickly join external and internal datasets, as well as
integrate data into existing views and workflows, with
access to over 100 third-party vendors, such as Tableau and
Alteryx, enabling faster and better business decision
making. Snowflake’s database architecture, which separates
storage and computing, results in queries being more
efficient.

Cloud delivery eliminates the data ingestion process and
significantly improves productivity and efficiency, by
streamlining both data and delivery needs. Gettingaccess to
data faster enables users to speed up data analysis and
reduce time to insight.
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Key Benefits

Members of the M&A team saw how this solution, paired with a variety of trusted S&P datasets, could significantly increase
efficiencies and provide a competitive edge. They subscribed to the offerings and are now using S&P Capital IQ Pro for
screeningand due diligence and the cloud environment to access extensive information on peer groups and transactions for
more frequent executive reporting.

The desktop is enabling the team to:

— Quickly access comprehensive financial information to identify acquisition targets that meet certain criteria.

— Identify auniverse of trading comps using “Peer Comps” to better describe peer performance during executive
briefings.

— Use an extensiveselection of prebuilt model templates, including trading, deal and credit comps, plusus an Excel
Plug-in for their own modeling efforts.

— Monitor companies and markets with dashboards and alerts and navigate data with savvy visualization tools.

— Obtain profiles of professionals at seller companies to be prepared for meetings.

The cloud is enabling the team to:

— Leverage a scalable, secure and cost-effective environment to access ready-to-query data on public company
financials and transactions to supportinternal reporting applications for peer reviews. This takes their dealmaking
capabilities to new heights with the flexibility and analytical power they need, which helps drive competitiveness.

Click here to explore some of the solutions mentioned in this case study.


https://www.marketplace.spglobal.com/en/?utm_medium=email&utm_source=marketo&utm_campaign=EMP-2302-GL-CTNFC-CBL-All-DTD-NFCContentInfographic
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These materials have been prepared solely for information purposes based upon information generally available to the publicand from sources believed to be reliable.
No content (including index data, ratings, credit-related analyses and data, research, model, software or other application or output therefrom) or any part thereof
(Content) may be modified, reverse engineered, reproduced or distributed in any form by any means, or stored in a database or retrieval system, without the prior
written permission of S&P Global Market Intelligence or its affiliates (collectively, S&P Global). The Content shall not be used for any unlawful or unauthorized purposes.
S&P Global and any third-party providers, (collectively S&P Global Parties) do not guarantee the accuracy, completeness, timeliness or availability of the Content. S&P
Global Parties are not responsible for any errors or omissions, regardless of the cause, for the results obtained from the use of the Content. THE CONTENT IS PROVIDED
ON “AS IS” BASIS. S&P GLOBAL PARTIES DISCLAIM ANY AND ALL EXPRESS OR IMPLIED WARRANTIES, INCLUDING, BUT NOT LIMITED TO, ANY WARRANTIES OF
MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE OR USE, FREEDOM FROM BUGS, SOFTWARE ERRORS OR DEFECTS, THAT THE CONTENT'S
FUNCTIONING WILL BE UNINTERRUPTED OR THAT THE CONTENT WILL OPERATE WITH ANY SOFTWARE OR HARDWARE CONFIGURATION. In no event shall S&P
Global Parties be liable to any party for any direct, indirect, incidental, exemplary, compensatory, punitive, special or consequential damages, costs, expenses, legal fees,
or losses (including without limitation, lost income or lost profits and opportunity costs or losses caused by negligence) in connection with any use of the Content even if
advised of the possibility of such damages.

S&P Global Market Intelligence’s opinions, quotes and credit-related and other analyses are statements of opinion as of the date they are expressed and not statements

of fact or recommendations to purchase, hold, or sell any securities or to make any investment decisions, and do not address the suitability of any security. S&P Global
Market Intelligence may provide index data. Directinvestment in an index is not possible. Exposure to an asset class represented by an index is available through
investable instruments based on that index. S&P Global Market Intelligence assumes no obligation to update the Content following publication in any form or format. The
Content should notbe relied on and is not a substitute for the skill, judgment and experience of the user, its management, employees, advisors and/or clients when
making investment and other business decisions. S&P Global keeps certain activities of its divisions separate from each other in order to preserve the independence and
objectivity of their respective activities. As a result, certain divisions of S&P Global may have information that is not available to other S&P Global divisions. S&P Global
has established policies and procedures to maintain the confidentiality of certain non-public information received in connection with each analytical process.



