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Blount: The complexities are numerous. They include: different
accounting practices; complicated due diligence, particularly when
many documents are in a foreign language; antitrust concerns and
differing standards between the US HSR process and the European
Commissions; and the greater likelihood of governmental involve-
ment, particularly when sensitive or security related products are
involved (e.g., compliance with the requirements of Exon-Florio).
In addition, since most European companies do not want to subject
themselves to SEC regulation, the use of securities as a component
of an acquisition in the US by a European company is much less
common.

Aust: From our point of view, the biggest problems are in dealing
with different accounting systems, tax laws, environmental regula-
tions and human resource/pension issues.

Esbeck: Anti-trust rules can impact a transaction as well as other
regulatory requirements within specific countries. Different tax
structures and social obligations add complexities while work rules
and property ownership vary from country to country. Basically,
what you may take for granted as certain in your own country may
be quite different in another. It is an example of why it is important
to have the appropriate advisory team helping to bridge such legal
and cultural differences.

Hurley: Most importantly, US companies don’t face the currency
issue when buying domestic, and buying abroad still entails financ-
ing issues such as collateral liens and the ease of enforcing claims,
tax considerations, always the workforce and benefits items, and the
communications hurdles.

Is Central & Eastern Europe attracting the interest of US com-
panies to any significant degree?

Aust: My feeling is that Central and Eastern Europe are more likely
to attract the interest of Western Europeans. They are more comfort-
able with the various language and cultural barriers. On the other
hand, US companies looking for low labour costs are more likely
to look to China.

Hurley: The more integrated Central and Eastern European coun-
tries become with the European Union, the better able investors will

be able to see promise. Right now, Germany, France and the Nordic
group are of much more interest and of course the UK remains a
bright spot.

Esbeck: As the governments of Central and Eastern Europe become
more predictable and stable, additional capital is likely to be in-
vested by US companies into this region. These countries need capi-
tal investment and they offer investors access to lower production
costs. Virtually every US manufacturer is seeking to obtain lower
input costs, and Central and Eastern Europe may be more attractive
than Asia to many US firms, especially those selling significantly
into the European market.

What industry sectors to you feel will play a significant role in
the transatlantic M&A landscape?

Teuten: Technology, software and healthcare continue to attract at-
tention. The world still sees America as the home of high technolo-
gy and wants access to that domain. We also expect to see continued
interest in the aerospace and defense fields.

Blount: High tech as well as manufacturing will be busy. With a
low dollar, there is an incentive for European companies to manu-
facture in a dollar zone.

Aust: It’s easier to say which industries will not play a role in
transatlantic M&A: basically restaurants, architectural components
that are built to country-specific building codes, and those that are
focused on things that cannot be transported easily, like cement.
Otherwise, we expect growth in food & food ingredients, tech, aero-
space, automotive... really any industry.

Esbeck: Most industries will see cross-continent activity between
Europe and the North America. Companies with global brands will
seek to obtain greater market penetration on both continents. Wal-
mart’s expansion into Europe pulls vendors along with it. Food and
general merchandise producers will seek transatlantic opportunities
and logistics should expand. Companies that transport, store and
supply products to manufacturers will want to provide such service
to their transatlantic clients. The sectors most impacted are likely to
be areas where cost reductions and scale economics are needed to
remain competitive, such as manufacturing, retail and logistics. B
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