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In the conditions of market economy globalization and competition, merger
and acquisition strategies (M&A) are becoming more and more popular. Many
companies around the world are actively using these processes to win the
competition and significantly influence the development of individual industries and
branches. Intra-industry competition and external conditions often force companies
to acquire or merge with competitors for growth, cost reduction, regional expansion,
and other competitive advantages.

According to Dealogic’s estimates [1] M&A has taken off this year (2021),
reaching its highest Q1 volume on record with $385.8bn via 779 deals, an increase
of 142.9% compared with the same period in 2020. Financial sponsor entries also
grew in volume by 85.8% year on year, the same with exits with a year-on-year
increase of 119.4%. The high volume has been driven by a plethora of mega deals,
such as Ardian and Global Infrastructure Management’s acquisition of the Water
and Recycling business of Suez for $18.8bn the largest financial sponsor deal
announced in 2021 so far. In total, there were 19 mega deals valued at $5bn or more
announced during Q1 2021 representing total volume of $161.4bn.

The following definitions of merger and acquisition can be found in the
literature "acquisition is a process when a large organization purchases (acquires) a

smaller firm; a merger"” [2]. Thus, an acquisition strategy should be used only when
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the acquiring firm will be able to increase its value through ownership of an acquired

firm and the use of its assets. However, evidence suggests that, at least for the

acquiring firms, acquisition strategies may not always result in these desirable

outcomes. Researchers have found that shareholders of acquired firms often earn

above-average returns from an acquisition, while shareholders of acquiring firms are

less likely to do so, typically earning returns from the transaction that are close to

zero [3].

In Table 1 the differences in M&A in international business are grouped.

Table 1

The differences in merger and acquisition in international business

Merger

Acquisition

- merging two or more companies into one;

- joint decision of the company's participants;

- more expensive process due to the use of legal
analysis;

- shareholders may increase the value of shares due to
the merger;

- takes a long time;

- there is a decrease in the value of property.

- acquisition by one company of another;

- friendly or hostile takeover;

- cheaper process;

- buyers can not increase the cost of capital;

- faster and easier transaction;

- the purchaser does not experience a decrease in the
value of the property.

Table 2 shows the main reasons of M&A in the field of international business,

determined on the basis of analysis of literature sources.

Table 2

Reasons of mergers and acquisitions in the field of international business

Internal

External

- the desire to gain new areas of influence and skills (high
technology, well-established organizational processes, highly
qualified staff);

- access to new markets;

- search for cheap labor;

- business consolidation;

- "fight" with a foreign competitor;

- reducing costs by increasing the volume of activity;

- access to new products and distribution channels, patents;

- combining the potential of complementary resources of
different companies;

- improvement of management technologies;

- monopolization and acquisition of competitive advantages;

- tax benefits and transfer pricing;

- obtaining corporate synergy.

- the company's desire to make the most efficient
use of its production capacity;

- market reduction;

- reduction of consumer demand of the local
population;

- loss of market position due to an increase in the
number of competitors, in particular, from
foreign producers;

- development and active implementation of
innovative technologies;

- changes in monetary policy, the general pace of
economic activity;

- political instability;

- "aggressive" government regulation.
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Based on the recommendations of various sources, any company should take
a step back before starting an M&A negotiation process and start thinking
strategically: evaluate foreign markets, competitors and business units and
determine whether M&A play an important role in business growth or in providing
strategic opportunities.

The M&A process is preceded by strategic planning to help define the
corporate and business goals of the business unit and to determine whether they can
be achieved through the merger or acquisition. It is necessary to analyze market
opportunities, compare different scenarios of industrial development and identify
potential opportunities for takeovers. As part of a deeper study of the business
portfolio, strategic merger and acquisition planning may include strategies through
direct sales, initial public offerings (IPOs) or spin-offs.

Therefore, the company should take the following steps:

— strategic portfolio planning;

— strategic study;

— readiness analysis (for merger, acquisition or separation);

— analysis of the main activities and industries;

— analysis of competitors and market reaction;

— assessment of the feasibility of forming joint ventures / alliances;
— setting goals;

— tax optimization.

There is no doubts that it is usually easier to analyze companies that have
already gone through a merger or acquisition process, to look at their mistakes or
achievements, next steps, reshuffles. However, the analysis of companies that have
just embarked on the path of merger opens new horizons for prediction.
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CYYACHI 30BHIIIHI YMOBHA PO3BUTKY THK
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B ymoBax rmio6amizaiii €KOHOMIKM pPOJb OCHOBHUX CTUMYJISITOPIB
MDKHAPOJIHOT TPYAOBOI Mirpaliii Ta po3poOHUKIB CydacCHUX TEXHOJOTiH OepyTh Ha
cebe THK (TpancHamioHaibHi KOpIopailii), 010 3p03yMLJIO0 3 OIJIAYy Ha TOM (axT,
10 BOHU BUCTYIAIOTh HE JIMIIE CTPYKTYPHUM €JIIEMEHTOM €KOHOMIKHA OUIBIIOCTI
KpaiH, a il COPUSIOTh PO3BUTKY Ta MIJBUILEHHIO €(DEKTUBHOCTI MPSAMUX 1HO3EMHHX
1HBECTHIIIH.

3aranom BruB THK Ha rio0anbHy €KOHOMIKY UTIOCTPY€E YacTKa BaJIOBOTO
NpOAYKTYy 3apyOikHux ¢unid y cBitoBomy BBIIL Ileii moka3sHuk He omyckaBcs
Hmxde 10-15% mnporsrom 2014-2019 poxkiB. BogHouac y cydacHuUX ymoBax
nanaemii COVID-19 naBiTh Taki MOTYXHI TpaBii MiXHapoaHOro puky sk THK
MOCTpXAAJIM BIJlT 3arajbHOl COIIAJIBHO-€KOHOMIYHOI HEBH3HAYEHOCTI, IO
BUSIBUJIOCH Y: MEPErJIsA/ll MPOTHO3HUX T0XOiB 3a 2022 pik y cepenubomy Ha -25%,
MOCUJICHHI TEHJACHIT 0 perioHamiszaiii Ta MOCUJICHHS MO3UIIA NPUXUIbHHUKIB
€KOHOMIYHOTO MPOTEKII0HI3MY Ta 00OMEKEHHSI MI>KHAPOAHOTO PyXY KaIiTaly.

Kpim toro, mangemis COVID-19 nposiBuna ciii BrumB Ha THK y 3HaunoMy
najiHHi 0o0CSAriB BUPOOHUITBA Ta JOXOJIB, MOHECEHUX pEMyTallliHUX BTpaTaXx,
3MEHIIICHHI 00CSTIB aKTUBIB Ta 3HIKEHHI iX PUHKOBOT BAPTOCTI 3arajoM.

3po3yMisio, II0 Ha BiJHOBJICHHS OCHOBHHX ITOKa3HHKIB (CIOIM MOXKHA
BIJIHECTH 0OCSTH NMPOAaXKiB, BETMYUHY J0/IaHOI BAPTOCT1, 0OCST TOIIO0) 3HATOOUTHCS

yac. CHnpusTaMBAMHA yMOBaMHM MOTJIM O CTaTW Taki Ti00ambHI TEHIEHIIT SIK



