










CFO Research Services:
Open Closed Doors

By collaborating with CFO Research Services, our part-
ners position themselves in the marketplace as highly 
attuned to the key agenda items facing the top layers of 
corporate management. 

Our research projects are highly customized to explore 
relevant issues through credible quantitative and quali-
tative data and insights that create opportunities for:
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Only CFO Research Services has the deep knowledge 
of the biases, behaviors, and aspirations of the senior 
� nancial executive to get you the insights you need to 
open closed doors. 

Additionally, our research programs are springboards 
for fully integrated programs utilizing in-book, online, 
video, conference, and PR media channels. 

Visit www.cforesearch.com for 
examples of recent research papers.  
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A well-conceived strategy, in contrast, 
allows a target to retain negotiating lever-
age even when it becomes 
clear that resistance is fu-
tile. “Go-shop provisions” 
in purchase agreements, 
for example, give targets 
the right to pursue other 
potential bids even as 
they iron out terms with 
the first bidder.

Faced with an unso-
licited bid, companies re-
spond in one of two ways, 
either with an ad hoc de-
fense or a well-conceived 
plan. Responses based on 
hasty, tactical moves risk leaving the com-
pany severely impaired even if a suitor is 
fended off, or garnering less cash for share-
holders than they might have gotten.
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