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Acquisition Integration
CISCO.

How Cisco Applies Companywide Expertise for Integrating
Acquired Companies

Faster, smoother integrations help to realize acquisition value.

Acquiring companies that offer attractive technologies, products,

BUSINESS BENEFITS or market opportunities has been a major growth strategy for

e Ability to realize acquisition value and Cisco®. Since 1993, Cisco has acquired more than 120 companies,
pursue diverse acquisition types

® Faster, smoother integration of acquired
companies

from small startups to large, well-established firms such as Linksys,
Scientific Atlanta, and WebEXx.

® High levels of employee retention . . L . .
9 ) ploy : i With multiple acquisitions occurring each year, it became clear
® Continuous development of integration

expertise that Cisco could not approach the integration effort in an

e Efficient integration activity throughout improvised manner, with different personnel and activities

th . . . .
@ engaged each time. Instead, Cisco needed an integration approach

“We centralize acquisition integration for that would be consistent across the company, repeatable for each new
several good reasons. It is efficient and it acquisition, and adaptable as Cisco began to acquire large companies
allows us to capture best practices, use our
skills and resources most effectively, and
apply discipline and oversight to the entire

with different operational parameters.

acquisition process.” Cisco has developed a formal, repeatable approach to acquisition
— Graeme Wood, Director, Acquisition integration that encompasses cross-function teams, common
Integration, Cisco Business L - .

Development Group principles, and standard processes. Individual Cisco departments

extend these principles into their own integration activities. Several
Cisco technologies support this effort, including Cisco MeetingPlace® conference calls, WebEx online meetings, and
Cisco TelePresence virtual meetings.

With this standard approach, Cisco can realize the value expected from each acquisition. Transition of a
company to Cisco ownership creates less disruption in sales and productivity levels. Employees in the Cisco
business units and operational departments can focus on bringing new products to market.

High levels of employee retention keep expertise within the company. In the first two years after an acquisition
closes, Cisco retains nearly 100 percent of employees who transition from the acquired company. Long-term
employee retention levels are also high.

Cisco also gains a significantly optimized operational infrastructure. The integration effort can identify
opportunities for optimizing Cisco’s operational infrastructure, with specific improvements for each department
involved.

FOR MORE INFORMATION

To read the entire case study or for additional Cisco IT case studies on a variety of business solutions, visit Cisco on
Cisco: Inside Cisco IT www.cisco.com/go/ciscoit
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NOTE

This publication describes how Cisco has benefited from the deployment of its own products. Many factors may have
contributed to the results and benefits described; Cisco does not guarantee comparable results elsewhere.

CISCO PROVIDES THIS PUBLICATION AS IS WITHOUT WARRANTY OF ANY KIND, EITHER EXPRESS OR
IMPLIED, INCLUDING THE IMPLIED WARRANTIES OF MERCHANTABILITY OR FITNESS FOR A PARTICULAR
PURPOSE.

Some jurisdictions do not allow disclaimer of express or implied warranties, therefore this disclaimer may not apply to

you.
Americas Headquarters Asia Pacific Headquarters Europe Headquarters
Cisco Systemns. Inc Cisco Systems, Inc Cisco Systems International BV
170 West Tasman Drive 168 Robinson Road Haarlerbergpark
' | I | ' | I | ' San Jose. CA 95134-1706 #28-01 Capital Tower Haarlerbergweg 1319
usa Singapore 0688912 1101 CH Amsterdam
c I s c ° WWWCISCO.Com WWW.CISCO.Com The Netherlands
~ Tel: 408 526-4000 Tel: +65 6317 7777 WWW-BLIORE.CISCa.com
800 553-NETS (6387) Fax: +656317 7799 Tel: +31 0 800 020 0791
Fax: 408 527-0883 Fax: +31 020357 1100

Cisco has more than 200 offices worldwide. Addresses, phone numbers, and fax numbers are listed on the Cisco Website at www.cisco.com/go/offices.

@2007 Cisco Systems, Inc. All rights reserved CCVP the Cisco logo. and the Cisco Square Bridge logo are trademarks of Cisco Systems, Inc: Changing the Way We Work. Live, Play. and Learn is a service mark of

Cisco Systems, inc: and Access Registrar, Aironet, BPX, Catalyst. CCDA, CCDR CCIE. CCIF CCMA, CCNP. CCSR Cisco, the Cisco Certified Internetwork Expert logo, Cisco 105, Cisco Press, Cisco Systems, Cisco Systems
108, iPhone, IP/TV, iQ Expertise. the
iQ logo. 10 Net Readiness Scorecard. iQuick Study. LightStream. Linksys, MeetingPlace. MGX, Networking Academy. Network Registrar, Packet, PIX. ProConnect, ScriptShare, SMARTnet, StackWise, The Fastest Way to
Increase Your Internet Quotient. and TransPath are registered trademarks of Cisco Systems, Inc. and/or its affiliates in the United States and certain other countries

Capital. the Cisco Systems logo. Cisco Unity. Enterprise/Solver. EtherChannel. EtherFast. EtherSwitch, Fast Step, Follow Me Browsing, FormShare. GigaDrive, HomeLink. Internet Quotie

All other trademarks mentioned in this document or Website are the property of their respective owners. The use of the word partner does not imply a partnership refationship between Cisco and any other company. (0705R)

Printed in USA C00-000000-00 09/07

All contents are Copyright © 1992-2007 Cisco Systems, Inc. All rights reserved. This document is Cisco Public Information. Page 2 of 2



