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ABSTRACT 

Post-merger and acquisition integration era is the period where planned and thought through, as well as contingent 

strategies are deployed with the aim of achieving the motive/s for the merger or acquisition. This is the make or break stage 

of the whole merger and acquisition process. The study was basically a review of literature on the various strategies that 

are employed at this stage of the merger and acquisition process. It was aimed at finding the strategies that are most 

appropriate for all situations. At the end of the day, it was concluded that no one strategy stands tall, and that the 

appropriate strategy depends on a number of factors such as type of the deal, cultural differences, sizes of the firms 

involved, human resources available, motive/s for the merger/acquisition, environmental/industry uncertainties, 

competition, profits envisaged, complementarity, compatibility, and so on. It was also concluded that success at the end of 

the day will in most of the time depend on getting it right from the beginning, as well as getting the “people thing” or 

“human factor” right, as is one of the major causes of merger and acquisition failure. 

Keywords: merger, acquisition, integration, process, strategies, compatibility, complementarity. 

1. INTRODUCTION 

Mergers and acquisitions (M & As) cause a major 

change for a business, and they are normally a period of 

difficulty, challenges, and disorderliness. This is the more 

reason why it is very important everybody involved in this 

process has a better understanding of how merger and 

acquisition process works. Regardless of all these 

uncertainties associated with Mergers and acquisitions, 

they have had an important impact on the business 

environment for over 100 years [1]. Mergers and 

acquisitions have frequently come in waves of activity that 

were stirred by diverse factors. They (M & As) continue to 

be a prevalent growth strategy for entities worldwide. This 

is partly due to the quest of key stakeholders for increased 

shareholder value. Multinational corporations undertake 

foreign direct investment mostly by employing 

international mergers and acquisitions. According to 

Banal-Estanol and Seldeslachts [2], mergers and 

acquisitions are normally established to open up or expand 

a current organization or operation seeking or aiming for 

long-term profitability and an increase in market power, as 

cited in Chambers [3].  

M & A process from M & A literature is 

described differently by different authors. According to 

Picot [4], a typical M & A transaction goes through three 

phases: planning, implementation and integration. 

Picot [4] was of the view that planning includes 

the operational, managerial and legal techniques and 

optimization with special regards to the two subsequent 

phases. The implementation phase includes a range of 

activities starting from the issuance of confidentiality or 

non-disclosure agreements, letter of intent and ending with 

the conclusion of the M&A contract and deal closure. The 

last phase is concerned with post-deal integration, as cited 

in Kamolrat and Nga [5].   

Watson Wyatt Deal Flow Model introduced by 

Galpin and Herndon [6], the two practitioners at Watson 

Wyatt Worldwide however, breaks down the process into 

five smaller stages namely Formulate, Locate, Investigate, 

Negotiate and Integrate. A close look at the five processes 

suggest that the first three processes (Formulate, Locate, 

Investigate) represent the planning stage by Picot [4], the 

fourth process(negotiate) represent the implementation of 

Picot[4], and the last process(Integration) the same as the 

integrate of picot [4]. This implies Picot’s work on M & A 

process is almost similar in content to that of Galpin and 

Herndon [6]; there is not much difference. The only slight 

difference is the inclusion of “Formulate” in the work of 

Galpin and Herndon [6], which suggests an attempt to give 

a more strategic insight into the M&A deal [5].  

Aiello and Watkins [7] (in Harvard Business 

Review 2001) also presented another model describing the 

M&A process. Their model outlines only phases within 

the negotiation process of the deal, which is covered by 

the activities under the pre-deal and deal stages in the 

Watson Wyatt Deal Flow Model. The Watson Wyatt 

model takes into account the work of Jemison and Sitkin 

[8][9] on pre-acquisition analysis of strategic fit and 

organizational fit, which is of immense importance to the 

M&A process itself and M&A outcomes [5]. 

This work combines elements from all the three 

models above to present another model of M & A process 

which tries to eliminate some of the deficiencies 

associated with the models discussed. The whole process 

is grouped into three phases: the pre- M & A phase, the 

deal phase, and the post- M & A phase. This is represented 

in figure 1 below: 
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Figure 1: M & A process. 

This work focusses on the post M & A stage; 

Haspeslagh and Jemison [10] [11] and Saxton and 

Dollinger [12] pointed out that post-merger/acquisition 

integration, which forms part of the dynamics, is key for 

the success of the deal. In fact, it is the execution or 

implementation stage of the whole M & A process. It is 

the make or break stage.  

All that has been done prior to this stage, though 

serve as inputs, will not count or matter so much, if this 

stage is not treated as standing on its own, and issues dealt 

with properly as they unfold. 

2. METHOD 

This work is basically a comprehensive review of 

literature on post-merger and acquisition strategies. The 

various perspectives by researchers in this area of mergers 

and acquisitions are discussed and reviewed. 

3. RESULTS AND DISCUSSIONS 

Pablo [13] defined post- merger and acquisition 

integration as the implementation of changes in functional 

activities, organizational structures and cultures of the two 

organizations to expedite their consolidation into a 

functional whole. This is not to be achieved so easily, 

taking into consideration the coming together of two 

separate and different entities. 

This phase is initiated immediately after the deal 

is struck. It involves a lot of stages which are discussed 

below. According to Galpin and Herndon [6], the aim of 

merger integration is to implement the combined 

organization with its processes, its people, its technology, 

and its systems as cited in Holmstrom and Bork [14]. The 

motive for this integration process is to realize the 

intended benefits of the deal, that is, to achieve the 

business rational for the merger [15] as cited in 

Holmstrom and Bork [14]. For an acquisition potential to 

be realized, it depends so much on how the post-

acquisition integration process is managed [16].  

This is well supported by the views of Larson and 

Finkelstein [17] who revealed that the post-acquisition 

integration can be a strong predictor for acquisition results, 

and Morosini et al. [18] who also found that difficulties in 

post-acquisition integration can be detrimental to the 

acquisition success. To add up, Bruton, Oviatt, and White 

[19] found that tacit knowledge about the acquisition 

process as well as how to integrate and manage the assets 

of the acquired firms was vital to successfully turning 

around financially distressed acquired firms, as cited in 

Sarala [20].  

It is in view of the above discussion that this 

research work concentrates on the post M & A phase. This 

write up breaks the integration stage into two: the early 

and post-early stages. The early stage is the first stage after 

the M & A agreement. This stage is characterized by a lot 

of action involving sensitization speeches, formation of 

various committees and teams (when Vodafone took over 

Ghana Telecom, they called these teams “STREAMS”) to 

address a number of especially operational issues, change 

management issues, and so on. Workers are usually 

confused at this stage as to the direction of the company 

and their fate in the new set up. 

This is so because they are not privy to a lot of 

information. Rumors are the order of the day, and 

sometimes a greater chunk of the working hours are used 

by the workers to discuss and make speculations about the 

way forward. Some managers and workers dance to the 

tune of the new management for favors; others too become 

apathetic. Conflicts do occur also due to the fact that in 

most cases the existing structure is disorganized by the 

activities of the “STREAMS”; some workers suddenly 

become so useful in the new set up who were hitherto not 

so useful, and workers who find themselves in the 

“STREAMS” sometimes see themselves as privileged than 

the others.  

The first stage of business transformation takes 

place at this stage where the acquirer should carefully 

investigate the differences and similarities between its own 

culture, leadership style, strategy, and structure and those 

of the acquired [21]. If the team gets things right at this 

stage, it sets the stage for an effective management process 

during the actual integration era with its peculiar 

dynamics.  

The post-early stage of integration is the stage 

where major strategies are employed to achieve 

organizational performance. Major management and 

strategic decisions are taken aimed at achieving gains for 
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shareholders, employees, and customers. There are a 

number of schools of thoughts as to how the actual 

integration era should be run. M&A literature provides 

several typologies of integration ([22], [10], [11], [23], 

[24],  [25]). A number of these strategies from literature 

are discussed below. 

i. The five strategic views of integration process 

Sarala [20] listed five strategic views of the 

integration process, four of which was based on the work 

of Mirvis and Marks [26] and Vaara [27]  which are the 

strategic management perspective, human resources 

perspective, cultural perspective, and political perspective. 

Sarala [20] complemented their frameworks by adding a 

fifth perspective known as the discursive perspective.  

 

The traditionally leading strategy in post-

acquisition integration studies is considered to be the 

Strategic management perspective. This strategy is based 

on strategic planning literature and looks upon decision-

makers as rational actors/performers. Managers are 

therefore, looked upon as information processors who 

identify or detect opportunities and threats, propound or 

frame strategies to address them, and plan activities and 

organize people to implement strategies to achieve 

expected results [26], as cited in Sarala [20]. Sarala [20] 

pointed out that researchers in favor of the strategic 

management view reflect efficiency theory and, more 

recently resource and knowledge-based views, and that 

they have focused on organizational performance and the 

factors that are likely to influence it.  

 

The Human resource perspective defeats the idea 

of the strategic management view which is based on 

rationality in managing the post –acquisition integration 

process. Here, integration strategies and plans are 

constantly revised based on the emotional states of both 

the managers and the personnel [26], as cited in Sarala 

[20]. Duhaime and Schwenk [28], Jemison and Sitkin [8] 

[9], as well as Haspeslagh and Jemison [10] [11] propose 

the existence of irrational tendencies of decision makers 

that act as impediments to the integration process. 

 

These include determinism (the tendency for 

managers to remain attached to the original acquisition 

justification instead of trying to adapt to changes), value 

destruction (caused by changes during the integration 

process that foster uncertainty, fear and self-preservation 

on the part of the employees), and leadership vacuum 

(lack of clear leadership and communication) [10] [11], as 

cited in Sarala [20].  

 

The human resources perspective aims at 

explaining organizational members’psycological and 

behavioral responses to acquisitions [29], as cited in Sarala 

[20]. This work dwells so much on this perspective of the 

integration process. The human aspect in most cases is 

relegated to the background, but research has shown that 

the human aspect in post-merger and acquisition 

integration stage is very crucial for the success of the deal 

([30], [31], [32], [33]). This covers the non-traditional 

view of analyzing mergers and acquisitions, and this is 

what this study focusses on, to contribute immensely to 

theory on the impact of human aspect on the post-

acquisition integration process, and for that matter, 

organizational performance. Most researchers ([34], [35], 

[36], [37], [38], [39], [40], [41], [42]) have dwelt on 

qualitative approach to researching on this aspect because 

of the difficulties of reaching deeper psychological aspects 

through quantitative methods. This work uses both 

qualitative and quantitative methods to unravel the 

mysteries behind the success and failure of mergers and 

acquisition that is so much dependent on the human factor.  

 

The political perspective proposes that integration 

is not a rational process, but a highly political process with 

many conflicting personal and political interests. Mergers 

and acquisitions alter the established order of activities in 

both entities, which creates doubt, fear and a tendency 

toward self-preservation among organizational members 

[10] [11] as cited in Sarala [20]. Such an environment is 

fertile ground for interest conflicts concerning the political 

interests of managers, business units, functions, and 

political coalition [26]. Interest conflicts can concern, 

cultural beliefs, future positions, investments and 

employment [43], as cited in Sarala [20].  

Vaara [43] stressed the need to distinguish between 

cultural differences from political conflicts. Vaara [43] 

argues that in most cases, people hide under cultural 

differences to resist decisions etc. for political reasons.  

 

The discursive approach is simply the lengthy 

discussion of researchers on post-acquisition integration 

strategies trying to criticize and complement other 

perspectives on post-acquisition integration. Soderberg 

and Vaara [44] comments on it by saying that though it is 

a new area in the post-acquisition integration literature, it 

attempts to uncover the social and discursive construction 

of post-acquisition processes.  

 

The cultural perspective is dealt with in details in 

subsequent integration strategies. 

 

ii. Pre-conceived designed strategy 

This view maintains that post-acquisition 

integration management is part of a pre-conceived 

designed strategy well before the presentation of the 

acquisition bid [45].  

This position was criticized by Haspeslagh and 

Farquhar [46] who also argued that ‘‘such a planning/ 

implementation focus takes no account of incomplete 

information available in the pre-acquisition planning 

period, nor does it address the fact that post-acquisition 

management itself influences outcomes, ignoring thereby 

the issue of organizational capacity for learning and 

adaptation over time’’ as cited in Tanure et al. [47].  

This argument by Haspeslagh and Farquhar [46] 

is sound because a lot of things not anticipated and hence 



                                                VOL. 5, NO. 2, June 2016                                                                                         ISSN 2307-2466 

International Journal of Economics, Finance and Management 
©2011-2016. All rights reserved. 

 
http://www.ejournalofscience.org 

 

 

 
52 

 

 

were not included in the plan could happen, and so if the 

pre-acquisition plan is to be followed strictly, then the 

entity has a greater probability of not achieving its 

objectives at the end of the day. 

 

iii.  Inherently emergent process strategy 

In this particular instance, post-acquisition 

management is viewed as an inherently emergent process, 

because of the undue complications related with the task 

of merging two organizations [45]. In other words, post-

acquisition management should not be based on prior 

study or observation, but should depend on the angle and 

the form the dynamics take. This depends so much on how 

individuals from either companies or entities interact to 

transfer strategic capabilities. It is when this is done that 

value will be created, as was suggested by Haspeslagh and 

Farquhar [46]. They argued that it is a complex task 

because it requires both companies to undergo a learning 

process as was cited in Tanure et al. [47]. If everybody is 

made to understand in clear terms the direction of the new 

entity, and also the gains that will accrue to all 

stakeholders when things are done right, interaction 

between individuals from either companies is enhanced, 

and strategic capabilities are easily transferred. This also 

calls for proper definition and measurement of critical 

success factors that are translated into key performance 

indicators for the workers. It also includes stressing of 

core values, business philosophy, and the like. Mutual 

respect also has its role in this whole process. If the 

acquired is seen as not having anything to offer, it hampers 

this process, as the employees may not be willing to 

divulge any important information to the acquired to help 

in the achievement of strategic goals. 

 

iv. Strategy based on the need for strategic 

interdependence and the need for organizational 

autonomy 

This approach was proposed by Haspeslagh and 

Jemison [10] [11]. Three types of arrangements are 

possible: 

 Absorption: A high degree of interdependence to 

create the expected value, but with a low need for 

organizational autonomy to achieve that 

interdependence. 

 Preservation: A high need for autonomy and a 

low need for interdependence among the 

combining firms because the primary task of 

management is to keep the source of the acquired 

benefits intact 

 Symbiotic: High needs for both autonomy and 

strategic interdependence because the acquired 

capabilities need to be preserved in an 

organizational context that is different from the 

acquirer’s. 

 

It is quite obvious from the above three arrangements 

that if the acquirer has a considerably higher percentage 

stake, say 70% and above, the “preservation” option will 

be pursued. This is because, the acquired company is 

almost non-existent; it is like a take-over, and so in most 

cases, all attention is focused on the acquirer and what it 

brings to the table; the strategies and decisions of the 

acquired are normally not sought after when the acquirer 

wants to take strategic decisions. Interdependence is 

therefore, very low. The “symbiotic” option is likely to be 

adopted by the acquirer who wants to make it at all cost in 

a totally different environment and market, by 

concentrating efforts on how to make it in the 

organizational context, rather than interfering with 

integration of strategies and cultures of the mother 

company. This approach is very helpful when the national, 

as well as the organizational cultures of the two companies 

are totally different. 

   

A 50%-50% merger is likely to go for the 

“absorption” option. Ownership is not so much important 

with mergers of this kind; mutual benefit is what is 

important, and so all energies are geared towards 

interdependence to create expected value. 

 

The integration strategies employed when 

Vodafone acquired Ghana Telecom were a combination of 

“preservation” and “Symbiotic”. Preservation, because 

interdependence was low, and the focus was to keep the 

source of the acquired benefits intact. Symbiotic, because 

regardless of interdependence, Vodafone realized that its 

capabilities has to be preserved in an organizational 

context that is different from its own. The strategy was 

therefore, more of preservation than symbiotic. 

 

v. Strategy based on acculturation 

Acculturation forms the basis of the approach 

developed by Nahavandi and Malekzadeh [23], which was 

originally developed by Berry [48]. The approach of 

Nahavandi and Malekzadeh [23] extends the acculturation 

strategies- integration, assimilation, separation, and 

marginalization, as developed by Berry [48], by the aspect 

of deculturation. They posited that the identity of each 

company will be more preserved or less preserved 

according to how it deals with the other company as cited 

in Tanure et al. [47]. The possibilities proposed are: 

 

 Assimilation: One entity adopts the identity, 

culture, and practices of the other entity. In case 

of acquisitions, organizational culture of the 

subsidiary gets lost and re-orientation is 

necessary. 

 

 Integration: Both entities want to preserve most 

of their identity, cultural characteristics, and 

organizational practices. This gives rise to perfect 

combination of cultures if managed well. It also 

means both parties would want to substitute or 

abandon existing values and adopt new ones that 

may emerge over time. This requires adaptation 

of thinking and acting for both companies to keep 

in line with the newly developing corporate 

culture. 
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 Separation: Each entity wants and tries and in 

fact is allowed to maintain all of its cultural 

elements and attempts to remain autonomous and 

independent from the other entity. This strategy 

requires the commitment from the acquiring 

headquarters not to interfere and impose values, 

etc. on the acquired.  

 Deculturation/Marginalization: This involves 

the loss of cultural identity and the refusal to 

adopt a new one. The acquired employees do not 

identify with their old organizational culture, and 

at the same time resist being assimilated by the 

acquirer as cited in Dauber and Fink [49]. 

 

Assimilation normally happens with an 

acquisition or a complete take-over where the acquirer has 

total control of the new entity.  The acquired in most cases 

adopts the culture and practices of the acquirer unless it is 

otherwise decided by the acquirer as a form of strategy to 

maintain the culture of the acquired. The acquired in this 

instance has not much power as to which culture and 

practices to adopt. “Separation” will go for a merger in 

which the target company still holds majority shares. This 

was exactly the case when Telekom Malaysia merged with 

Ghana Telecom. 

The target company would still be interested in 

maintaining its culture and practices different from the 

acquirer, especially when it is a short to medium term 

merger, and also the case where the culture and practices 

of the target company have been proven to be helpful over 

time. “Deculturation/Marginalization” can happen to a 

merger or an acquisition where the entities involved do not 

see culture and individual peculiar practices as a strategic 

tool for value creation. It is best suited for short term to 

medium term mergers or acquisitions in which value to be 

created does not necessarily depend on cultures and 

practices of both entities, but on what has been proven to 

work effectively in that environment.  

The emphasis is on creation of value from what 

works, rather than sticking to cultures and practices. 

“Integration” can be a source of conflict or synergy in the 

post-integration stage. Conflict will occur when both 

entities do not appreciate the culture of each other, and 

synergy will occur when both entities appreciate the 

culture and practices of each, and also see it as unity in 

diversity.  

Tanure [50] also touched on this same strategy of 

acculturation but different from that of Nahavandi and 

Malekzadeh [23]. Tanure [50] looked at it from four 

angles as follows: 

 Cultural assimilation 

In cultural assimilation, the acquired is influenced 

the more in a predominant culture; the acquirer 

experiences low degree of change. The acquirer 

dominates the acquired and influences it to adopt 

the procedures, systems, and culture of the 

acquirer. This is normally the case where the 

acquirer has more stake in the new set up, say 

70% and above. 

 

 Cultural mix 

Cultural mix occurs when cultures of none of the 

entities involved in the merger or acquisition 

dominate, but blend. This is more common in 

merger processes than in acquisitions, particularly 

when entities are similar in importance, size, and 

strength [47]. The degree of change for both the 

acquirer and the acquired is moderate, but in 

reality, there is a tendency for one of them to 

influence, whether conspicuously or by more 

subtle means. 

 

 Cultural plurality 

Cultural plurality occurs when the acquirer’s 

culture fails to have substantial or significant 

impact on the acquired. A low degree of change 

is normally achieved on both sides. As the 

acquirer introduces new methods, processes, 

monitoring systems, and the like, it gradually 

interferes with the culture, and the acquired is 

eventually influenced. Cultural plurality is 

marked by the co-existence of different cultures 

and is seen as a transitional stage, although it 

does not necessarily have a short duration [47]. 

Over time, the characteristics of the acquirer tend 

to interfere with the processes of the acquired. 

These modifications are most frequently driven 

by the acquirer’s introduction of new working 

methods and monitoring and control systems to 

the acquired. 

 

 Reverse movement 

Reverse movement is not a common integration 

strategy considering what goes into the agreement 

of mergers and acquisitions.  

It is characterized by the acquired entity’s 

decisive influence on the post-acquisition 

management model and the acquiring entity’s 

organizational culture [47]. Thus, reverse 

movement generates significant changes in the 

acquiring company. 

 

Recent studies have come out with two broad 

areas of integration strategies. They are: 

 

A. Task ([51], [52]), operational ([53], [54]), 

structural ([55], [56], [57]) or organizational 

([58]) integration- refers to the alignment or 

standardization of processes, assets, structures 

and systems of the organizations involved in a 

merger or acquisition as cited in Dauber (2009). 

This integration strategy is related to the 

identification and realization of operational 
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synergies [52].  Burgelman and McKinney [54] 

however, argued that operational integration 

alone seems to be insufficient to turn M & As 

into successful deals as cited in Dauber [59]. 

 

B. Sociocultural ([60]), human ([51], [52]) or social 

([53]) integration- refers to the management of 

human resources during the change process. In 

most studies, this strategy of integration is often 

seen rather as a source of failure for M & As than 

a source of synergies. Cultural differences and 

resistance of employees are often mentioned as 

major barriers in achieving social integration as 

cited in Dauber [59]. 

 

Still, other researchers link the two broad 

strategies and say that high degree of operational 

integration will harm the social integration as negative 

effects of cultural differences get intensified [53]. Also 

loss of identity [25] and autonomy [55] can be caused by 

structural integration, thus hampering social integration 

processes. In conclusion on this subject of integration 

strategy, some researchers hold the view that integration 

strategies should not be adopted anyhow, but should 

depend on the type of merger or acquisition motive ([61], 

[55]). The goals of the acquisition, the pressure of 

different stakeholders and cultural differences influence 

the priority of both integration processes [59]. Birkinshaw 

et al. [52] contend that the integration process should start 

with task integration followed by human integration and 

that this will limit the initial interactions between both 

organizations. Afterwards, human integration contributes 

to cultural convergence and facilitates another phase of 

task integration, which allows realizing expected 

synergies, as cited in Dauber [59]. 

4. CONCLUSION AND 

RECOMMENDATION 

The post-merger and acquisition era is the most 

crucial part of the whole merger/acquisition process. The 

strategies that are rolled at this stage will see to the success 

or failure of the acquired firm. From the discussion so far, 

it is clear that a lot of issues would have to be considered 

before choosing the type of strategy to roll. Some of these 

factors are: type of the deal, cultural differences, sizes of 

the firms involved, human resources available, motive/s 

for the merger/acquisition, environmental/industry 

uncertainties, competition, profits envisaged, 

complementarity, compatibility, and so on. No one 

strategy stands tall; success at the end of the day will in 

most of the time depend on getting it right from the 

beginning, as well as getting the “people thing” or “human 

factor” right, as is one of the major causes of merger and 

acquisition failure. 

 

 

REFERENCES 

[1] P. A. Gaughan, “Mergers, Acquisitions, and Corporate 

Restructuring,” New York: John Wiley and Sons, Inc., 

1999. 

[2] A. Banal-Estonol, J. Seldeslachts, “Merger failures. 

Unpublished manuscript, University of Western Ontario 

(Canada) and Universitat Autonoma de Barcelona 

(Spain),” 2004. Retrieved from: 

http://www.ugr.es/~xxjei/JEI (39).pdf 

[3] S. Chambers, “Telecommunications megamergers: 

impact on employee morale and turnover intention,” UMI 

Microform 3304163, 2008. 

[4] G. Picot, “Handbook of international mergers and 

acquisitions: Preparation, Implementation and 

Integration,” New York: Palgrave Macmillan, 2002. 

[5] L. Kamolrat, H. T. V. Nga, “Critical Success Factors in 

merger & Acquisition projects: A study from the 

perspectives of advisory firms,” 2007. 

[6] T. J. Galpin, M. Herndon, “The complete guide to 

mergers and acquisitions: process tools to support M & A 

integration at every level,” Jossey-Bass: San Francisco, 

Ca., 2000. 

[7] R. Aiello, M. Watkins, “The Fine Art of Friendly 

Acquisition,” Harvard Business Review, November-

December, 2000. 

[8] D. B. Jemison, S. B. Sitkin, “Corporate Acquisitions: 

A Process Perspective,”Academy of Management Review, 

Vol. 11, No. 1, pp. 145–163, 1986a. 

[9] D. B. Jemison, S. B. Sitkin, “Acquisitions: The Process 

Can Be a Problem,” Harvard Business Review, Vol. 64, 

No. 2, March–April, pp. 107–116, 1986b. 

[10] P. C. Haspeslagh, D. B. Jemison, “The Challenge of 

Renewal through Acquisitions,” Planning Review, Vol. 19 

(2), 27-32, 1991. 

[11] P. C. Haspeslagh, D. B. Jemison, “Managing 

acquisitions: Creating value through corporate renewal,” 

New York: Free Press, 1991. 

[12] T. Saxton, M. Dollinger, “Target Reputation and 

Appropriability: Picking and Deploying Resources in 

Acquisitions,” Journal Management, 30, 123-147, 2004.  

[13] A. L. Pablo, “Determinants of Acquisition Integration 

level: A Decision-Making Perspective,” Academy of 

Management Journal Vol. 37(4), pp. 803-836, 1994. 

[14] P. Holmstrom, E. Bork, “A framework for merger 

Integration Capability Assessment,” 2006. 



                                                VOL. 5, NO. 2, June 2016                                                                                         ISSN 2307-2466 

International Journal of Economics, Finance and Management 
©2011-2016. All rights reserved. 

 
http://www.ejournalofscience.org 

 

 

 
55 

 

 

[15] T. Rouse, S. Rovit, “Integrate where it matters,” MIT 

Sloan Management Review, MIT, Massachusetts, 2004. 

[16] C. H. Chua, H. P. Engeli, and G. K. Stahl, “Creating a 

new identity and high performance culture at Novartis: 

The role of leadership and human resource management”, 

2005. In: G.K. Stahl & M.E. Mendenhall, eds. Mergers 

and acquisitions: Managing culture and human resources: 

Stanford University press, 379-400. 

[17] R. Larsson, S. Finkelstein, “Integrating strategic, 

organizational, and human resource perspectives on 

mergers and acquisitions: A case survey of synergy 

realization,” Organization Science, Vol. 10 (1), 1-26, 

1999. 

[18] P. Morosini, S. Shane, and H. Singh, “Post-cross-

border acquisitions: Implementing National Culture-

compatible strategies to improve performance,” European 

management journal, 12(4), 390-400, 1994. 

[19] G. D. Bruton, B. M. Oviatt, and M. A. White, 

“Performance of acquisitions of distressed firms,” 

Academy of management journal, 37(4), 972-989, 1994. 

[20] R. Sarala, “The impact of cultural factors on post-

acquisition integration-Domestic and foreign acquisitions 

of finnish companies in 1993-2004,” 2008. 

[21] A. Nahavandi, A. R. Malekzadeh, “Successful 

Mergers through Acculturation,” 1994. In: von Krogh, G., 

Sinatra, A., and Singh, H. (Eds.), The Management of 

Corporate Acquisitions: International Perspectives, 

London: The Macmillan Press Ltd. 

[22] S. Cartwright, C. L. Cooper, “The role of culture 

compatibility in successful organizational marriage,” 

Academy of Management Executive, Vol. 7 (2), 57-70, 

1993. 

[23] A. Nahavandi, A. R. Malekzadeh, “Aculturation in 

Mergers and Acquisitions,” Academy of Management 

Review, Vol. 13, No. 1, pp. 79–90, 1988. 

[24] N. K. Napier, “Mergers and acquisitions, human 

resource issues and outcomes: A review and suggested 

typology,” Journal of Management Studies, Vol 26, 271-

289, 1989. 

[25] R. Olie, “Culture and integration problems in 

international mergers and acquisitions,” European 

management journal, Vol. 8 (2), 206-215, 1990. 

[26] P. H. Mirvis, M. L. Marks, “Managing the merger: 

Making it work,” Englewood Cliffs, N.J: Prentice Hall, 

1992. 

[27] E. Vaara, “On the discursive construction of 

success/Failure in narratives of post-merger integration,” 

Organization studies, 23(2), 211-248, 2002. 

[28] I. M. Duhaime, C. R. Schwenk, “Conjectures on 

cognitive simplification in acquisition and divestment 

decision making,” The academy of management review, 

10(2), 287-295, 1985. 

 [29] M. G. Seo, N. S. Hill, “Understanding the human 

side of merger and acquisition: An integrative 

framework,” Journal of Applied Behavioural Science, Vol. 

41 (4), 422-443, 2005. 

[30] W. F. Cascio, C. E. Young, “Financial consequences 

of employment-change decisions in major US 

corporations,” 2003. In de Meuse, K.P. and Marks, M.L. 

(Eds). Resizing the Organization: Managing Layoffs, 

Divestitures, and Closings, Jossey-Bass, San Francisco, 

CA. 

[31] S. Cartwright, C. L. Cooper, “Mergers and 

acquisitions: The Human factor,” Butterworth-Heinemann 

Ltd, Oxford, 1992. 

[32] M. L. Marks, P. H. Mirvis, “Making mergers and 

acquisitions work: strategic and psychological 

preparation,” Academy of management executive, 15(2), 

80-94, 2001. 

[33] R. Van Dick, J. Ullrich, and P. A. Tissington, 

“Working under a black cloud: How to sustain 

organizational identification after a merger,” British 

journal of management, 17, S69-S79, 2006. 

[34] A. F. Buono, J. L. Bowditch, “The Human Side of 

Mergers and Acquisitions: Managing Collisions between 

People, Cultures, and Organizations,” Jossey-Bass, San 

Francisco, 1989. 

[35] J. M. Ivancerich, D. M. Schweiger, and F. R. Power, 

“Strategies for managing human resources during mergers 

and acquisitions,” Human resource planning, 10(1), 19-35, 

1987. 

[36] T. Kuhlman, P. Dowling, “DaimlerChrysler: A case 

study of a cross-border merger,” 2005. In: G.K. Stahl & 

M.E. Mendenhall, eds. Mergers and acquisitions: 

Managing culture and human resources. Stanford 

University press, 351-363. 

[37] M. L. Marks, P. H. Mirvis, “Merger syndrome: Stress 

uncertainty,” Mergers & acquisitions, summer, 50-55, 

1985. 

[38] J. Newman, F. Krzystofiak, “Changes in employee 

Attitudes after an acquisition,” Group & Organization 

management, 18, 390-410, 1993. 

[39] R. Olie, “Integration processes in cross-border 

mergers: Lessons learned from Dutch-German mergers,” 

2005. In: G.K. Stahl & M.E. Mendenhall, eds. Mergers 

and Acquisition: Managing culture and Human Resource. 

Stanford: Stanford University Press, 323-350. 



                                                VOL. 5, NO. 2, June 2016                                                                                         ISSN 2307-2466 

International Journal of Economics, Finance and Management 
©2011-2016. All rights reserved. 

 
http://www.ejournalofscience.org 

 

 

 
56 

 

 

[40] S. Panchal, S. Cartwright, “Group differences in post-

merger stress,” Journal of managerial Psychology, 424-

433, 2001. 

[41] D. M. Schweiger, A. S. DeNisi, “Communication 

with employees following a merger: A longitudinal field 

experiment,” Academy of management journal, 34(1), 

110-135, 1991. 

[42] M. Sinetar, “Mergers, Morale and Productivity,” 

Personnel Journal 60(11), 863-7, 1981. 

[43] E. Vaara, “Cultural Differences and post-merger 

problems: misconception and cognitive simplifications,” 

Nordiske Organisasjonsstudier, 1(2), 59-88, 1999. 

[44] A-M. Soderberg, E. Vaara, “Theoretical and 

methodological considerations,” 2003c. In A-M. 

Soderberg & E. Vaara, eds. Merging across borders. 

Denmark: Copenhagen Business School Press, 19-48. 

[45] G. von Krogh, A. Sinatra, and H. Singh, (Eds.), “The 

Management of Corporate Acquisitions: International 

Perspectives,” London: The Macmillan Press Ltd., 1994. 

[46] P. C. Haspeslagh, A. B. Farquhar, “The Acquisition 

Integration Process: A Contingent Framework,” 1994. In: 

von Krogh, G., Sinatra, A., and Singh, H. (Eds.), The 

Management of Corporate Acquisitions: International 

Perspectives, London: The Macmillan Press Ltd. 

[47] B. Tanure, V. L. Cancado, R. G. Duarte, and C. F. 

Muylder, “The role of National Culture in Mergers and 

Acquisitions,” Latin American Review, 10:135-159, 2009. 

[48] J. W. Berry, “Acculturation as varieties of 

adaptation,” 1980. In A. Padilla, Acculturation, theory, 

models and some new findings. Boulder and Co.: 

Westview Press. 

[49] D. Dauber, G. Fink, “Hybridization: Blending 

organizational Cultures in mergers and acquisitions”. 

Manuscript version, 2011. 

[50] B. Tanure, “Fuso˜es e Aquisic¸o˜es no Brasil: 

Entendendo as Razo˜es dos Sucessos e Fracassos,” Sa˜o 

Paulo: Atlas, 2005. 

[51] J. Birkinshaw, “Acquiring intellect: Managing the 

integration of knowledge-intensive Acquisitions,” 

Business Horizons, Vol. 42 (3), 33-40, 1999. 

[52] J. Birkinshaw, H. Bresman, and L. Hakanson, 

“Managing the post-acquisition integration process: How 

the human integration and task integration processes 

interact to foster value creation,” Journal of Management 

Studies, Vol. 37 (3), 395-425, 2000. 

[53] I. Björkman, G. K. Stahl, and E. Vaara, “Cultural 

differences and capability transfer in cross-border 

acquisitions: the mediating roles of capability 

complementarity, absorptive capacity, and social 

integration,” Journal of International Business Studies, 

Vol. 38, 658-672, 2007. 

[54] R. A. Burgelman, W. McKinney, “Managing the 

strategic dynamics of acquisition integration: Lessons 

from HP and Compaq,” California Management Review, 

Vol. 48 (3), 6-27, 2006. 

[55] P. Puranam, K. Srikanth, “What they know vs. what 

they do: How acquirers leverage technology acquisitions,” 

Strategic Management Journal, Vol. 28, 805-825, 2007. 

[56] P. Puranam, H. Singh, and M. Zollo, “Organizing for 

innovation: Managing the coordination autonomy dilemma 

in technology acquisitions,” Academy of Management 

Journal, Vol. 2, 263-280, 2006. 

[57] P. Puranam, H. Singh, and S. R. Chaudhuri, 

“Integrating acquired capabilities: When structural 

integration is (un)necessary,” Organization Science, Vol. 

20 (2), 313-328, 2009. 

[58] D. A. Waldman, M. Javidan, “Alternative forms of 

charismatic leadership in the integration of mergers and 

acquisitions,” Leadership Quarterly, Vol. 20, 130-142, 

2009. 

[59] D. Dauber, “Mergers and Acquisitions, integration 

and culture: What we have learned and failed to learn in 

the past ten years,” Vienna, 2009. 

[60] G. K. Stahl, A. Voigt, “Do cultural differences matter 

in mergers and acquisitions? A tentative model and 

examination,” Organization Science, Vol. 19 (1), 160-176, 

2008. 

[61] L. Schweizer, “Organizational integration of acquired 

biotechnology companies in pharmaceutical companies: 

The need for a hybrid approach,” Academy of 

Management Journal, Vol. 6, 1051-1074, 2005.  

 

 

 

 

 

 

 


