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Part One – Pre-acquisition
Understanding the nature of the business, products, knowledge and collaborations pre-acquisition.

A.1 Nature of business and initial financing
A.1.1 Why was the business started? 
A.1.2 What do you consider to be your assets? What generates revenue? Has this always been the source of revenue generation? How has it changed and why? 

A.1.3 How much money was initially required to set up the business?

A.1.4 How did you find initial investors or funding to set up?

A.1.5 Who were the initial investors and what was their percentage of ownership?

A.1.6 How many rounds of funding did you raise? When were these funding rounds raised?
A.1.7 Is there any other type of financing (besides venture capital) that you have used, received? 
A.1.8 What were the challenges you encountered in raising financing?
A.1.9 What percentage of your expenditures (projects, salaries, etc) is financed by revenue generation? Can you give me an indication of your cost structure, percentage of salaries, overhead, supplies, etc? 
A.1.10 When did you start generating revenue? [or] When do expect to start generating revenue?
A.1.11 How much revenue was generated before the acquisition?
A.2 Products and knowledge
A.2.1 Please explain your products or technology and why it is unique?

A.2.2 Please explain the process of producing your product/technology/service. 

A.2.3 What is the expertise of each person involved in the process? Is it possible for someone else to perform these tasks?

A.2.4 Are there instructions or manuals explaining the process? If so, what exactly is explained?

A.2.5 Who coordinates the workflow or allocates work tasks?

General 
A.2.6 What proportion of revenue does each product represent? How has this changed since the founding of the business?

A.2.7 Is the product modified to suit particular customer needs? If so, how and for which customers (or which type of customers)? Who is involved in modifying products and why?
A.2.8 What is the market share of your most important products/services? Domestic. International.

A.2.9 How many new products or services were introduced since the founding (pre-acquisition)?
A.2.10 How many patents do you have? Who is responsible for filing and managing patents?

A.2.11 At what point in the R&D process do you file for patents? How do you protect IP before this point?

A.2.12 [For DBFs] Please provide an overview of the most important drug treatments in your pipeline and their phase of development.

A.3 Collaborations
A.3.1 Do you cooperate with external organisations on research and development projects? If so, which types of organizations?

A.3.2 When did your first collaboration occur? 

A.3.3 What is the primary reason for participating in collaborative R&D? How do you find and select R&D partners?

A.3.4 Have you ever terminated a collaborative project? If so, please provide an example of how that happened.
The following questions apply to three of the most important collaborative projects.

	
	Project A
	Project B
	Project C

	A.3.5 Project name
	
	
	

	A.3.6 How many external partners were involved in the project?
	
	
	

	A.3.7 Why was the project started?
	
	
	

	A.3.8 When was the project started?
	
	
	

	A.3.9 Who initiated the project?
	
	
	

	A.3.10 Who financed the project? How were your costs allocated?
	
	
	

	A.3.11 How many employees were involved in the project? 
	
	
	

	A.3.12 What type of employees and how much of their time was allocated?
	
	
	

	A.3.13 What were the specific skills of these employees?
	
	
	

	A.3.14 How many of the partners’ employees were involved? 
	
	
	

	A.3.15 What were the specific skills of the partners’ employees?
	
	
	

	A.3.16 Who is responsible for coordinating or scheduling projects meetings or allocating project tasks?
	
	
	

	A.3.17 How often do you communicate with the partners?
	
	
	

	A.3.18 Who is responsible for that communication?
	
	
	

	A.3.19 How often do you hold project meetings?
	
	
	

	A.3.20 Who attends the project meetings? From your firm, from the partners. 
	
	
	

	A.3.21 What is discussed during the project meetings? What items are on the agenda?
	
	
	

	A.3.22 How do you resolve conflicts? Please provide an example.
	
	
	

	A.3.23 What asset(s) does each partner bring to the project?
	
	
	

	A.3.24 Who actually performs the work?
	
	
	

	A.3.25 How does each partner expect to be compensated?
	
	
	

	A.3.26 What types of joint outputs are produced? Provide examples.
	
	
	

	A.3.27 How are project members compensated for their joint outputs?
	
	
	

	A.3.28 Who monitors the progress of the project?
	
	
	

	A.3.29 What type of evaluation is used to monitor progress? Examples of milestones.
	
	
	

	A.3.30 Is the project considered successful? Why?
	
	
	


A.3.31 Considering the three examples we’ve just discussed, is this the typical way collaborations are managed? Are there any other collaborations that differ from this? If so, how?

A.3.32 Please give examples of how strong social bonds [previous relationships] influence a project’s progress or results.
Other types of collaborative partners
A.3.33 Who are your customers? [or] What type of customers do you have?

A.3.34 Who is responsible for communicating with your major customers? How often do you communicate with them?

A.3.35 Do you involve your customers in the development of your products? If so, how? Please provide examples.
A.3.36 How does the SAB influence or aid your collaborative R&D efforts? What is their involvement in developing products and establishing relationships with external parties?

A.3.37 Do you collaborate with any of your competitors in new developments and share information with them?  If so, how? Please provide examples.
A.3.38 What type of suppliers are you most dependent on for your core business?

A.3.39 How do you distinguish a supplier from a collaborative R&D partner? Please provide examples.

B Part Two – Post acquisition
Understanding the antecedents to the acquisitions, knowledge transfer and the changes in the nature of the business, products and collaborations (knowledge transfer) post-acquisition.  
B.1 Events / rationale leading to the acquisition
B.1.1 Please explain the events that led to the decision to enter a trade sale.

B.1.2 What are (were) the benefits for the buyer firm? What are (were) the benefits for you (the target firm)?
B.1.3 What other options than a trade sale did you consider?

B.1.4 Who was involved in the process? Who made the decision?
B.1.5 What were the conditions of the sale? For management, for employees?
B.1.6 Did you terminate employees? Which employees were terminated and why?

B.1.7 Did the buyer terminate employees? Which type of employees and why?

B.1.8 Did key employees leave your firm after the acquisition? If so, who [title] and why? Where did they go?

B.1.9 Were these employees involved in collaborations pre-acquisition?

B.1.10 Did key employees leave the buyer firm? If so, who [title] and why? Where did they go?

B.1.11 Where is the headquarters of the buyer firm located? Is there a local subsidiary?

B.1.12 Please explain any changes that the buyer initiated. 

B.2 Knowledge transfer between target and buyer firms
B.2.1 Please explain [briefly] the business or technology of the buyer firm?

B.2.2 How does their business/technology relate to yours? Is it similar, complementary? How?

B.2.3 On a scale of 1 to 5, 1 being dissimilar and 5 being similar, how would you rate the difference or similarity of your technologies or knowledge?

B.2.4 How different are the markets for your technologies or products?

B.2.5 How long did it take to start exchanging knowledge with the buyer after you were acquired?

B.2.6 How long did this process of knowledge transfer/exchange last? Is it still taking place? If so, does it differ in any way compared to just after the acquisition? Please explain using examples.

B.2.7 How does the knowledge/skills of the buyer firm differ from the knowledge and skills you have? Provide examples.

B.2.8 Who (what type of employees) were (are) involved in transferring knowledge between the buyer and target firms?

B.2.9 What types of knowledge or skills were transferred? And how?

B.2.10 What type of communication was used to transfer knowledge? Skills? (face-to-face meetings, telephone, internet, manuals, training)

B.2.11 Please provide examples of this communication.

B.2.12 At what levels in the organization did knowledge exchange occur?

B.2.13 Does knowledge exchange occur with multiple buyer locations? Headquarters? Local offices?

B.2.14 How does the communication / knowledge exchange differ among locations? Please provide examples.

B.2.15 Do you consider your knowledge exchange with the buyer firm successful? Why? How do you measure that?

B.2.16 Have you encountered any difficulties in exchanging knowledge between you and the buyer firm? Please provide examples.
B.3 Changes in products
B.3.1 Did you discontinue any products, projects or services post-acquisition? Which ones and why?
B.3.2 Have you started the development of new products or projects? Please describe.

B.3.3 Where does the expertise/skills for the development of the new products/projects come from (target or buyer firm)? 
B.3.4 If the buyer firm is involved in developing new products, please explain how it is involved. What type of employees? How often does communication occur? Is there frequent face-to-face communication?

B.3.5 Have you launched new products or services? When? What is the proportion of revenue that they represent?
B.4 Changes in collaborative partnerships

B.4.1 How have the collaborations you described (in A.3) changed since the acquisition?

B.4.2 Have you terminated pre-acquisition collaborations? Which ones and why?
B.4.3 Have you started new collaborations after the acquisition? If so, please provide an example. (Questions below.)
The following questions apply to a new collaboration after the acquisition. 
	
	Post-ACQ 

	B.4.4 Project name
	

	B.4.5 How many external partners are involved in the project?
	

	B.4.6 Why was the project started?
	

	B.4.7 Who initiated the project?
	

	B.4.8 Who is financing the project? How are your costs allocated?
	

	B.4.9 How many employees from the target firm are involved in the project? 
	

	B.4.10 What type of employees and how much of their time is allocated?
	

	B.4.11 How many employees from the buyer firm are involved in the project?
	

	B.4.12 What type of employees and how much of their time is allocated?
	

	B.4.13 How many of the partners’ employees are involved? 
	

	B.4.14 Who is responsible for coordinating or scheduling projects meetings or allocating project tasks?
	

	B.4.15 How often do you communicate with the partners?
	

	B.4.16 Who is responsible for that communication?
	

	B.4.17 How often do you hold project meetings?
	

	B.4.18 Who attends the project meetings? From the post-acq firm, from the partners.
	

	B.4.19 What is discussed during the project meetings? What items are on the agenda?
	

	B.4.20 Have there been conflicts, How are they resolved? Please provide an example.
	

	B.4.21 What asset(s) does each partner bring to the project?
	

	B.4.22 Who [which partner] actually performs the work?
	

	B.4.23 How does each partner expect to be compensated?
	

	B.4.24 What types of joint outputs are produced? Provide examples.
	

	B.4.25 How are project members compensated for their joint outputs?
	

	B.4.26 Who monitors the progress of the project?
	

	B.4.27 What type of evaluation is used to monitor progress? Examples of milestones.
	

	B.4.28 Is the project considered successful? Why?
	


B.4.29 How do these post acquisitions collaborations differ from previous collaborations pre-acquisition?

Other partners
B.4.30 Have you acquired new customers since the acquisition?  

B.4.31 What was the involvement of the buyer firm in acquiring new customers?
B.4.32 Do you collaborate on new product development with these new customers?

B.4.33 Have you lost customers since the acquisition? If so, why?
B.4.34 Has the SAB changed? If so, why?
B.4.35 Have you changed suppliers? Why?
B.5 Anything else
B.5.1 What is your revenue (growth) post acquisition?

B.5.2 Is there anything else you’d like to share with us about the changes in product or technology development pre- and post-acquisition?
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