
Corporate Development 2013

Pushing Boundaries in M&A

Business case forecasting requires the right team and laser focus on quality.

The M&A business case forecast is the foundation that provides insight and confidence to decision makers as they 
deliberate over investment decisions. Survey respondents report an almost universal desire to improve the quality of 
their forecasts, but many struggle with how to do it. 

Forecasting is a team sport and, rather than aiming solely for precision, looking for innovative ways to sharpen the 
quality of a forecast is important. This happens largely by investing the time up-front to frame the analysis, focusing on 
input quality, and using the analytical frameworks best suited to provide insight into the decision at hand. 

We are seeing increased interest in codifying the forecast process, roles and responsibilities, methodologies, and 
leading practices in M&A playbooks. A key question for management is: could the improvement in value creation from 
better deal decision-making be worth the cost and effort of enhancing the current process? 

The statements in this report reflect our analysis of survey respondents’ responses and are not intended to reflect 
facts or opinions of any other entities. All survey data, charts, and statistics referenced and presented, as well as 
the representations made and opinions expressed, unless specifically described otherwise, pertain only to the 
participating organizations and their responses to the Deloitte survey. 

This publication contains general information only and is based on the experiences and research of Deloitte 
practitioners. Deloitte is not, by means of this publication, rendering accounting, business, financial, investment, 
legal, tax, or other professional advice or services. This publication is not a substitute for such professional advice 
or services, nor should it be used as a basis for any decision or action that may affect your business. Before 
making any decision or taking any action that may affect your business, you should consult a qualified 
professional advisor. Deloitte, its affiliates, and related entities shall not be responsible for any loss sustained by 
any person who relies on this publication. 

About the survey
Deloitte surveyed executives involved in Corporate Development decisions at their organizations. The survey was conducted online in April 
2013, with 435 respondents, which included Corporate Development executives, C-suite executives, directors, heads of business units or 
divisions, finance officers, and other deal professionals. With them, we looked at how new technologies have already taken hold, and 
where they can (and indeed should) have a powerful effect on M&A in the years ahead. 

For additional survey insights and a copy of the full Corporate Development survey report, contact Chris Ruggeri, M&A Services leader, 
Deloitte Financial Advisory Services LLP, at cruggeri@deloitte.com or +1 212 436 4626 or email corpdev@deloitte.com.

For more information, visit: www.deloitte.com/us/corpdev2013.
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Please see www.deloitte.com/us/about for a detailed description of the legal 
structure of Deloitte LLP and its subsidiaries. Certain services may not be 
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Business case
forecasting
Laser focus on quality

With the help of powerful...

of respondents 
cited revenue 
growth as the 
single most 
difficult element 
to predict...

...with profit margins 
a distant second

59
19%

...deal professionals should be able to get a better 
handle on the revenue components of a target, 
leading to more confidence in their forecasts. 

new analytics
software

Internet-derived
customer inputs

coupled
with a wider
variety of

%

said a forecast error of 

is acceptable

%34
10–<25%

5–<10%
of respondents indicate that they 
can live with forecast errors of

%52

of respondents 
stated there was no 
discernible pattern 
in the accuracy of 
M&A forecasts

%43 thought cash 
flow is typically 
over-stated

26%

indicated cash 
flow is typically 
under-stated

11%

of respondents 
said cash flow 
was consistently 
accurate

20%

Substitute the goal of an accurate forecast (and the comfort 
of false precision) for the goal of a quality forecast — one 
that provides insight about deal terms and value realization. 

Forecasting is a team sport that requires a game plan 
and the right complement of people, including players 
with the right level of experience to exercise judgment. Close your spreadsheet. And don’t open it until the right 

stakeholders have had a chance to ask the right 
questions in the right setting about what’s driving value. 

You can’t out-run uncertainty. Instead, embrace it 
through risk-based approaches and use these 
analytical approaches to structure deal terms. 

Don’t settle for lemonade. When you’re given 
lemons for forecast inputs, dig deeper and 
look for ways to get the best available data 
to populate forecast assumptions. 
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Key takeaways

Managing uncertainty in the 
execution of a transaction may take 
the form of performance-based 
payments, internal triggers for 
when to modify the integration and 
management of the new 
acquisition, or contingent financing 
instruments such as options and 
convertible instruments.

%41
of respondents said they structure 
contingent payments to help buffer their 
companies from uncertainty

%35
said they are able to decrease 
purchase price to manage 
uncertainties

named Business Unit 
Management as being 
primarily responsible2 %

of respondents listed the Corporate 
Development team as being primarily 
responsible for the M&A business case forecast4 %

named the CFO or Finance 
as being primarily responsible26%


