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Executive Summary

Mergers and acquisitions (M&A) are complex
endeavors where the success of integration
often hinges on more than just financials or
systems. For professional services firms,
especially those in legal, accounting, and
consulting, relationship capital is vital. These
relationships can become powerful drivers
of growth, helping firms expand key
accounts, open new markets, and accelerate
post-deal momentum.

Hidden within inboxes, spreadsheets, and
siloed CRM systems are the client connections,
referral networks, and historical touchpoints
that define a firm's true market value. Yet,
during the rush of due diligence, integration
planning, and post-merger execution, these
critical relationships have an opportunity to be
nurtured and enhanced even further.

Introhive changes the way that you can extract
hidden value from your relationships, before,
during, and after M&A activities.

As the leading Relationship Intelligence
Platform, Introhive enables firms to easily
unlock, consolidate, and act on relationship
data at every phase of the M&A lifecycle. By
automating the capture of contact and
engagement information across disparate
systems—email, calendars, CRMs—Introhive
provides immediate visibility into the
relationship networks that drive revenue,
retention, and growth.
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Firms using Introhive in M&A scenarios can:

. A
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Surface hidden relationships
across merging organizations,
ensuring valuable client connections
aren't lost or duplicated.

Accelerate integration planning
with accurate, enriched data that
informs client alignment strategies.

Protect relationship continuity
during partner transitions or
staff turnover—preserving
institutional knowledge.

Enable seamless cross-servicing
by mapping internal and

external relationships, avoiding
overlap while identifying new
collaboration opportunities.

Reduce compliance risks

through a secure, automated data
collection and enrichment process
that respects data sovereignty,
privacy, and regulatory frameworks.

For firms navigating the uncertainty of
M&A, relationship intelligence isn't just a
nice-to-have; it's a strategic necessity.
Introhive ensures relationship capital is
visible, measurable, and protected, giving

leaders the confidence to execute mergers
that maximize value from day one.
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Why Relationships are Critical
to M&A Success and Growth

Mergers and acquisitions aim to create value
through market expansion and operational
efficiencies. But in professional services,
success hinges on something less tangible—
relationship capital. These client connections
drive revenue and retention, yet they're
often invisible during M&A.

Equally important, continuity of those
relationships is the launchpad for post-deal
growth. When firms preserve day-to-day
engagement—and can see exactly who owns
each contact—they don't just protect existing
revenue; they unlock the ability to cross-sell
newly combined service lines and practice areas.
In other words, safeguarding relationships isn't
a defensive play—it's the fastest way to translate
the deal thesis into tangible account expansion.

The Challenge: Fragmented Relationship Data

In legal, accounting, and consulting firms, relationship data lives in silos—spread
across personal inboxes, calendars, disconnected CRMs, and spreadsheets.

Due diligence audits every contract but ignores the relationships that renew them:

Are there overlaps

Who owns key client How strong are these or gaps across
relationships? connections? merging firms?

Without clear answers, firms face client attrition, overlapping
outreach, and missed cross-servicing opportunities.
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CRM Alone Can't Solve the Problem

Merging CRM systems without addressing data
fragmentation compounds these risks.
Engagement histories are incomplete, records
conflict, and alignment stalls. CRM is only as good
as the data feeding it. Incomplete relationship data
results in an incomplete integration.

The Solution: Relationship Intelligence

Introhive’s Relationship Intelligence Platform solves
this. By automating data capture across email,
calendars, and CRMs, and enriching contact
records at scale, it delivers:

Consolidated relationship maps that

0 show who knows whom, and how well.

Al-driven scoring to assess relationship
strength across merging entities.

0 Actionable insights that inform
engagement strategies during due

diligence and integration.

With Introhive, firms unlock their hidden
relationship capital—reducing risk, accelerating
integration, and maximizing M&A value.




Phase 1: Due Diligence and
Relationship Visibility

M&A due diligence focuses on what's easy to Relationship |nte[[igence:

measure—financials, contracts, and systems. Exposina Blind Spots
But for professional services firms, relationship P 9 P

capital—the network of client connections—is Introhive captures and consolidates real-time
the real asset at risk. Yet this relationship data engagement data across email, calendars, and
remains scattered across inboxes, calendars, CRM systems—without user input. The
and disconnected CRMs, making it harder for platform applies Al-driven scoring to surface:
leadership to gain a single vantage point on
ownership and overlap. e Who knows whom, how well, and how
recently?
This visibility gap during due diligence leads to: e Hidden connections that influence client
e Incomplete valuations of client retent|on.' _
. . e Opportunities to accelerate and support
relationships. )
cross-selling.

e Overlapping client ownership across . . .
e Relationship overlaps and gaps that impact

merging firms. ) ) )
integration planning.

e Missed risks and opportunities are hidden

within fragmented data.
The result: an accurate, enriched relationship

map that delivers quantifiable insights into the
combined firm’s client network.
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How It Works: Technical Breakdown

Data Extraction

Extracting metadata from
emails and CRM records

Data Ingestion
Introhive integrates
directly with platforms
like Microsoft
Exchange, Google
Workspace, Salesforce,
HubSpot and
Dynamics 365,
extracting metadata
from emails, meetings,
and CRM records.

Al-Driven Analysis
Relationship signals—
frequency, recency,
engagement context
—are analyzed to
score connection
strength and detect
clusters of influence
across clients,

accounts, and regions.

Data to Insights Funnel

Output

Dynamic dashboards
and relationship maps
visualize the network,
highlighting
relationship health,
ownership, and risk,
delivering immediate,
actionable insights to
due diligence teams.

Al Analysis

Analyzing relationship
signals for insights

Insight Visualization

Presenting insights through
dashboards and maps

Enhanced Due Diligence

Introhive transforms relationship visibility from guesswork to governance:

e Leadership enters negotiations with a clear, validated view of relationship capital.
e Risks tied to client attrition or disjointed outreach are surfaced and addressed early.
e Opportunities for cross-servicing and network expansion are surfaced and fully activated.

In M&A, seeing the full relationship picture unlocks additional value. Introhive ensures relationship
capital is visible, measurable, and aligned from the start, de-risking the deal before the ink dries. Knowing

how strong the relationships are allows you to prioritize and focus during the entire M&A process.
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Phase 2: Integration and
Data Consolidation

Signing the deal is the easy part. The real A consolidated view of relationship data
challenge begins with integration—the phase sustains the strong momentum that

where M&A strategies either accelerate or stall. integration teams are already generating.

For professional services firms, integration isn't Multiple CRMs, disconnected email platforms,
just about merging systems—it's about and scattered contact records across merging
preserving and aligning client relationships. The  entities lead to disjointed client engagement
goal is to surface as much knowledge and and delayed synergies. Clients can

signal but it's not a simple task. misinterpret uncoordinated outreach;

Introhive helps maintain the polished
experience firms already strive for.
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The Challenge: How Can We Elevate Existing Data Assets?

Most firms’ established systems capture vital transactional data; relationship signals simply reside in
several places—CRMs, Outlook, and other collaboration tools. Meanwhile, critical relationship context
walks out the door with departing partners.

This fragmentation undermines integration:

Conflicting client records block accurate reporting.
Duplicate outreach erodes trust.

Gaps in relationship history stall cross-servicing.
Lack of identifying potential warm introductions delays client growth.

Merging firms often invest months carefully migrating and reconciling data; Intrchive aucomation
accelerates that work and surfaces the complete combined network faster.

Unified Data for Stronger Relationships

Deduplication
Remove duplicate and inconsistent records

oicLalo

System
Reconciliation
Ensure compatibility
across platforms

Data Migration
Consolidate data
into central system

Unifications

g
2
o
Fragmented Data Silos Integrated Network View
Disconnected systems Complete, accurate
hinder collaboration relationship understanding
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The Solution: Continuous Technical Impact: Integration
Relationship Data Consolidation  Without Data Loss

Introhive automates the consolidation Consider two firms merging—one on
process, ensuring a single, accurate view of Salesforce, the other on Dynamics, each
the combined firm's client relationships, running isolated Outlook environments.
without the manual overhead. Without Introhive, integration means weeks
to months of manual data migration, high
e Cross-system ingestion: Pulls risk of data loss, and overlooked contacts.

relationship data from CRMs, email

servers, and calendars across merging With Introhive:

firms, without manual exports.

Data from both CRMs and email
¢ Normalization and deduplication:

systems is ingested and

Standardizes records across systems consolidated automatically.

and resolves duplicates, creating a

unified contact base.

. Contacts are enriched,
e Data enrichment at scale: Fills gaps deduplicated, and merged into a

with trusted third-party sources—adding .
single source of truth.
missing job titles, company details, and

LinkedIn profiles.

) o Engagement histories remain
* Real-time synchronization: Keeps ° intact, giving teams full visibility

into client interactions before and
after the merger.

relationship data fresh, continuously
updating engagement histories
across platforms.

Governance is built-in. Role-based access
controls and data residency safeguards
ensure sensitive client information remains
secure, critical for legal, accounting, and

consulting environments.




Smarter Collaboration from Day One

Overlapping client relationships present risk. Two merging firms, each
serving the same client, one offering legal counsel, the other tax advisory,
risk redundant outreach or misaligned messaging.

With Introhive relationship insights, leadership can see:

0 Who owns the relationship?

° How strong those connections are.
Q Where cross-servicing opportunities exist.
0 History of past interactions and upcoming meetings with the client.

Client engagement becomes coordinated, targeted, and
informed—from day one.

The Outcome: Momentum Without Friction

Introhive eliminates data silos and activates the combined
client network:

Q Integration teams move faster, with instant access to enriched,
consolidated data.

Q Institutional knowledge is preserved.

Q Teams work within familiar systems—no need for new manual
processes or disruptive workflows.

In M&A, integration delays drain momentum. Introhive keeps
relationships intact, visible, and actionable—so firms accelerate, not stall.

By providing a single, accurate source of client data,
Introhive fosters cross-team collaboration and
accelerates digital transformation
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Phase 3. Day One Readiness
and Operational Continuity

M&A integration doesn’t wait. The moment a merger closes, clients expect stability. Internal teams
need clarity. But without immediate visibility into the combined relationship landscape, firms risk
client confusion, internal misalignment, and lost momentum from day one.

Enhancing Client Continuity After a Merger

For professional services firms, client relationships are built on trust and responsiveness. Any delay
in communication, any misstep in engagement, can erode that trust. Yet, firms often face these
challenges on day one:

e Unclear relationship ownership across merged entities.
e Fragmented engagement histories that prevent seamless handoffs.
e Client outreach duplication or neglect, damaging brand perception.

Without a consolidated relationship view at the outset, leadership can't coordinate teams or
maintain client confidence.

Cycle of Client Relationship Management

° Build Trust e Maintain Trust
Establish strong Ensure consistent

client relationships communication
through trust. and engagement.
Address Coordinate Teams
Challenges ° Align teams to
Resolve issues like provide seamless
unclear ownership service.

and fragmented

histories.

Enhance Brand
Perception
Improve client
satisfaction and
brand image.
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Introhive’s Role in Day One Readiness

Introhive delivers immediate relationship visibility across the combined firm, before integration
bottlenecks surface. The platform consolidates and activates relationship data so that client teams,
leadership, and business development all operate with the same information at their fingertips.

Relationship Handoffs Without Friction

Introhive's real-time engagement tracking
ensures that no relationship context is lost in
transition. Email and calendar signals,
engagement histories, and ownership data are
all surfaced and aligned across merging teams.
This allows for:

Teams step into day one with full situational
awareness, ready to maintain continuity and
strengthen client trust.

Seamless handoffs of client
relationships between account
managers and practice groups.

Immediate access to the last
interaction details—who spoke to the
client, when, and what was discussed.

Operational Alignment Across
Departments

The first days post-merger are critical for
internal coordination. Business development,
marketing, and leadership must align outreach
and engagement strategies quickly. Introhive’s
relationship maps and dashboards offer
instant insights into:
0 Combined client coverage across
practice areas.

Cross-servicing opportunities within the
merged network. Relationship gaps that
require attention.

This real-time intelligence ensures that firms
coordinate strategic client engagement from
the start, avoiding redundant outreach and
uncovering growth paths immediately.




Navigating Operational Change
in a PE-Conscious Market
Whether firms are merging, modernizing, or simply

optimizing, the pressure to streamline operations
and increase enterprise value is constant. Especially

in a market increasingly influenced by private equity.

Even firms not actively pursuing PE investment are
feeling the effects as investor expectations shape
how firms approach governance, compensation,
and technology adoption.

This growing influence has made operational agility
and technological maturity essential. Relationship
intelligence plays a central role in that
transformation. With visibility into who knows
whom and how well, firms can accelerate
integration timelines, optimize cross-team
collaboration, and protect client continuity through
any transition, whether post-merger or PE-backed.

As Adam Klein notes, “Whether firms are planning
to take private equity or not, they have to be more
technologically proficient to be effective and
competitive in the market.” In this environment,
Introhive equips firms with the infrastructure to
unify data, align teams, and unlock growth on day
one and every day after.
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Reducing Relationship Risk and
Ensuring Succession Planning

In professional services, relationship ownership is personal. Partners, account managers, and key
staff maintain direct ties to clients. When these individuals leave or shift roles during integration,
their relationship knowledge often leaves with them. Without a systematic approach to capturing

and transitioning these connections, firms face:

e Gaps in client engagement.
e Loss of critical context.
e Disrupted service continuity.

The problem isn't just departure risk—it's the lack of a structured mechanism to monitor

relationship health and plan for succession.
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How Introhive Mitigates
Relationship Risk

Introhive distills every email, meeting,
and call into a single health score using
eleven weighted inputs: type and length
of activity, recency, regularity, intimacy
(1:1 vs 1:many), direction (to/from and
cc/bcece), inbound vs outbound bias,
contact seniority, engagement inside
vsoutside business hours, and a “stale”
penalty for long gaps.

The score surfaces two key insights:

At-risk ties - single-threaded or
cooling relationships that need

a backup owner.

° Succession cues - early

warnings that prompt hand-offs
before a departure or role
change disrupt service.

Armed with these signals, firms
schedule shadow meetings, introduce
co-owners, and document context while
the primary owner is still active,
preventing gaps in engagement,
retaining institutional knowledge, and
protecting revenue.

Capturing Key Contacts Early

By passively ingesting email and calendar
activity, Introhive continuously maps who is
connected to whom, how often, and how
recently. These relationship insights identify
not just primary contacts but also secondary
connections, ensuring that institutional
knowledge is captured across engagement
layers, not just through CRM records.

Succession Planning with
Relationship Scoring

Introhive’s relationship scoring highlights
at-risk connections—relationships that
may weaken due to staff turnover or lack
of engagement. This allows firms to:

° Identify critical relationships tied to
a single individual.

Monitor engagement trends—
flagging relationships that require
handover.

° Plan succession strategies, ensuring
another team member steps in

before gaps emerge.
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Alumni and Network Tracking

Introhive maintains historical relationship
data, even after individuals leave. When a key
contact moves to a new organization,
Introhive alerts you and members of your
firm, enabling firms to re-establish
connections or leverage alumni networks for
business development and client retention.
This ongoing visibility into alumni movements
and evolving networks transforms the risk of
turnover into a growth opportunity.

Technical Deep Dive:
Relationship Handover at Scale

Relationship risk management isn't manual.
Introhive automates the process by:

e Capturing all relationship signals across
the firm's communication platforms.

e Scoring connection strength based on
engagement frequency, recency,
and context.

e Highlighting single points of failure—
relationships that hinge on one individual.

With this data, leadership can assign
secondary owners, reinforce engagement,
and ensure that key relationships never lapse
during or after the merger.

The Outcome: Continuity,
Confidence, and Growth

Introhive moves relationship management
from reactive to proactive. Firms gain the ability
to secure critical client ties, ensure seamless
transitions, and leverage alumni networks—all
without relying on anecdotal knowledge or
manual tracking.

In M&A, relationship risk is business risk.
Introhive ensures that relationships are visible
and protected, building continuity into the
fabric of the firm’s post-merger strategy.

In one case, Lupton Fawcett achieved a

550% ROI

from data automation,

a 220% increase in CRM contact
data accuracy, and saved over
1,100 hours in a single year
through automation of pre-
meeting research and data entry




Strategic Cross-Servicing and
Collaboration Post-Merger

M&A success doesn't stop at integration. The true  Professional services firms face a unique <:> |
value emerges when firms unlock cross-servicing challenge: relationships are complex,

opportunities, leveraging their combined distributed across practice areas, regions, and

networks to expand client relationships. But teams. After a merger, these networks often

without precise visibility into those relationships, overlap, but without alignment, overlap turns

firms risk overlapping engagement, disjointed into friction instead of opportunity.

outreach, and eroded trust.

Bringing Connected Teams Even Closer

Post-merger, multiple teams frequently engage the same clients without realizing it. One team may
manage a longstanding legal relationship, while another has recent tax advisory engagements with
the same organization.

Without clear visibility across the combined firm, Unifying Client Engagement
these engagements remain siloed, leading to:
L. Conflictin
e Conflicting or redundant outreach that Outreachg
frustrates clients.
e Missed internal connections that could drive
broader service engagement. Missed
- Connections
e Underutilized networks where warm paths

. . . Enhanced Client
into strateglc accounts g0 unnoticed.

Relationships

Underutilized
Relationship data commonly lives in multiple Networks
trusted systems. Engagement histories remain
trapped in email, calendars, or disconnected Data
CRMs, preventing leadership from seeing the Fragmentation

full relationship landscape.
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Relationship Intelligence as a
Collaboration Engine

Introhive transforms post-merger collaboration by consolidating
relationship data into a single, actionable view. Through passive
data capture across communication platforms and CRMs,
Introhive builds dynamic relationship maps that reflect real-
world engagement patterns, not static CRM records.

These maps visualize the strength and recency of connections
across the entire firm, showing leadership how clients engage
with different teams, offices, and service lines. This visibility is
critical for enabling coordinated cross-servicing strategies.

Signals-Driven Collaboration

Data consolidation alone isn't enough. Cross-servicing depends
on timely action. Introhive’s Signals engine monitors engagement
patterns in real time, alerting teams when collaboration is
needed. If two practice groups are engaging the same client
independently, Signals surface this overlap, prompting leadership
to align efforts. If engagement with a key contact declines, Signals
flags the drop before the relationship deteriorates.

This continuous monitoring ensures that collaboration isn't
reactive—it's embedded into daily workflows, driven by data.

Turning Redundancy into Strategy

Where most firms struggle with overlapping networks, Introhive
turns those overlaps into a strategic advantage. By surfacing
shared client relationships and mapping warm introductions
across the merged entity, leadership gains the tools to:

e Coordinate engagement strategies across practice areas.
e |dentify clients under-engaged by specific service lines.
e Expand relationships without overwhelming clients.

This isn't cross-selling—it's strategic cross-servicing:
expanding services through trusted relationships, guided
by relationship intelligence.
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Operationalizing Cross-Servicing Post-Merger

Cross-servicing at scale requires more than coordination meetings. It demands automated,
data-driven insights that integrate with how teams already work.

Post-merger
cross-servicing needs

What Introhive gives you Resulting benefit

Real-time relationship
Live, accurate relationship maps built from
visibility continuously ingested email
& calendar activity

Eliminates stale CRM
data and shows who's
engaged today

Automated signals that
Early detection of overlap surface collaboration or
or white-space conflict opportunities

before they hit the client

Prevents client fatigue,
aligns outreach, and reveals
upsell paths

Engagement-strength
Objective measure of scoring that flags
relationship health relationships as active,
dormant, or at-risk

Prioritizes follow-ups, guides
resource allocation, and
reduces churn risk

Full visibility enables
Unified dashboard spanning proactive, strategic
both legacy firms coordination across the
combined team

Network-wide
transparency for
leadership

This ensures that post-merger collaboration is proactive, informed, and strategic. Leadership
operates with full visibility across the combined relationship network, aligning teams to expand
client value without duplicating effort.

With Introhive, firms activate their combined networks, turning disconnected teams into a
collaborative growth engine.
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Overcoming Common Objections
and Technical Challenges

M&A integrations are complex enough without introducing new technology friction. Yet when it
comes to relationship intelligence, IT teams, compliance officers, and leadership often raise critical
questions about data security, integration complexity, and governance.

The Compliance and Security Imperative

In highly regulated industries like legal, The platform offers:
accounting, and consulting, data privacy and

. . . . e Granular role-based access controls ensure
compliance are non-negotiable. Relationship

that only authorized users see sensitive
relationship data.

e Data residency options give firms control over
where their data is stored and processed.

e Certifications like ISO 27001 and SOC 2,
providing independent validation of

data spans personal inboxes, calendars, and
CRMs—systems that contain sensitive client
information subject to strict governance
frameworks like GDPR, CCPA, and regional data
residency requirements. Introhive is built for
this environment. Its data architecture respects

. . . security protocols.
sovereignty, privacy, and security at every layer.

Introhive Data Security Architecture

Certifications
Independent validation

of security
Access Controls

Role-based permissions

. for data access
Data Security

Core commitment to

protecting data
Data Residency

Control over data
storage location

Data never flows without governance, and every engagement is logged for auditability and traceability,
critical for firms managing risk across multiple jurisdictions.
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Integration Without IT
Overhead

Another common objection is integration
complexity. Many IT teams assume that
implementing relationship intelligence requires
extensive customizations, user retraining, or
system overhauls.

Introhive unlocks your relationship insights
without unnecessary friction. Its architecture
integrates directly with email systems
(Microsoft Exchange, Google Workspace), CRMs
(Salesforce, Dynamics 365), and collaboration
platforms (Microsoft Teams)—with minimal IT
lift. No manual data entry. No changes to end-
user workflows. Most deployments complete
within weeks, not months.

Because Introhive operates CRM-agnostically, it
supports firms with multiple systems or those
planning CRM consolidation post-merger. Data
flows seamlessly across platforms, delivering a
single relationship view without forcing a rip-

and-replace strategy.

Addressing IT Resistance

Most resistance or objections from IT teams
come down to three core concerns:

Data exposure—Introhive provides
full control over data flow, respecting
allow/deny lists and enabling firms to
define which data is ingested,
enriched, and shared.

User disruption—Introhive works
quietly in the background, passively
capturing data without requiring new
user behavior.

Infrastructure compatibility—The
platform supports cloud, on-premises,
and hybrid environments, ensuring
alignment with existing IT
architectures.




Why Compliance and
Integration Matter for MGA

During M&A, failing to address compliance and
IT objections early stalls relationship
intelligence initiatives. Yet this is the exact
phase when relationship data is most critical.
Client trust, regulatory alignment, and
operational continuity depend on it.

By providing secure, non-disruptive integration
with full governance controls, Introhive ensures
that relationship intelligence becomes an asset,
not a liability, during the M&A lifecycle.

Firms unlock critical insights without
compromising compliance, disrupting systems,
or burdening IT. This paves the way for faster
adoption, smoother integration, and
measurable ROl—even in the most risk-averse
environments.




Case Studies and ROl Metrics

For professional services firms, M&A success is measured not just in revenue growth or operational
efficiency, but in relationship continuity and client retention. When firms fail to align relationship
networks post-merger, client attrition, internal friction, and missed opportunities follow. Introhive
enables firms to quantify, protect, and activate relationship capital—delivering measurable ROI
across the M&A lifecycle.

Real-World Impact: Wilson Allen Case Study

Wilson Allen, now a part of Harbor, is a global
provider of technology services to law firms, faced
a critical challenge: managing relationship data
across disparate systems and teams during
expansion. Before Introhive, their contact
information was fragmented, inconsistent, and
incomplete, leaving leadership with limited visibility
into the firm's relationship network.

By deploying Introhive’s relationship intelligence platform, Wilson Allen:

Consolidated and enriched relationship data across global offices and service lines.
Reduced manual data entry, freeing business development teams to focus on client engagement.

Achieved over 90% data accuracy, ensuring consistent, up-to-date contact records across systems.

The result was faster onboarding of new relationships, improved client retention, and operational
efficiency, delivering measurable value within weeks of implementation.
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https://www.introhive.com/wp-content/uploads/2024/02/Wilson-Allen-Case-Study.pdf

Comparative Impact: With and Without Introhive

Consider two firms navigating post-merger integration:

£

With Introhive

Criteria

Relationship Data Manual, inconsistent, Automated, enriched,
Consolidation error-prone 90%+ data accuracy
Visibility into Client Limited to CRM entries, Real-time, mapped
Relationships often outdated engagement insights
Time-to-Engagement Weeks of manual Immediate access to
Alignment coordination combined networks

. . - High—due to blind spots Low, relationship continuit
Risk of Client Attrition & . P P 4

and misaligned outreach preserved

Staff Time on Data High, manual deduplication, Minimal, automated data
Hygiene data entry workflows

The difference is not just operational—it's strategic. Firms leveraging Introhive preserve
relationship capital, align teams quickly, and unlock cross-servicing opportunities without
manual overhead.



Quantifying ROI

Introhive delivers ROl within the first 30 to
60 days post-deployment—Ilong before
traditional CRM projects begin yielding
returns. Firms report:

60-80% reduction in time spent
preparing client outreach lists.

Faster alignment on strategic
accounts, improving cross-team
collaboration.

Improved client retention, as key
0 relationships remain visible and

active throughout integration.

These gains compound over time. By

providing a live, accurate view of relationship
networks, firms protect their most valuable
asset—client trust—and position themselves

for sustainable growth post-merger.

Relationship Intelligence
as a Growth Multiplier

Introhive doesn't just solve data problems
—it transforms relationship capital into a
measurable asset. Firms that embrace
relationship intelligence early in the M&A
process see faster integrations, stronger
client engagement, and scalable systems
for growth.

The data speaks for itself: when
relationship networks are visible, enriched,
and aligned, firms move from transactional
mergers to strategic combinations that
drive value from day one.
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Setting the Strongest
Foundation for Post-
Merger Growth

Mergers and acquisitions are designed to create
opportunity. But for professional services firms, the
value of an M&A deal hinges on more than operational
alignment or financial performance, it rests on the
strength and continuity of client relationships.

Firms using Introhive report a

7 5X in productivity by
- reducing time spent on

Improvement administrative tasks

Without visibility into these networks, firms risk
eroding trust, delaying integration, and missing the
growth opportunities that motivated the merger in
the first place.

Introhive changes how you discover, enhance, and
grow your relationships. By automating the
capture, consolidation, and activation of
relationship data, Introhive empowers firms to:

e Surface hidden connections across
merging entities.

e Preserve institutional knowledge and ensure
seamless relationship handoffs.

e Activate cross-servicing strategies without
overwhelming clients.

e Align teams around a unified, accurate view
of client engagement.

t‘:
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Transforming Relationship Management

Data Consolidation
Organizing and centralizing captured data

Connection Discovery
|dentifying hidden relationships within data

Knowledge Preservation
Ensuring continuity of institutional knowledge

Q Strategy Activation
Implementing cross-servicing strategies

Relationship Intelligence: The Missing Piece in M&GA
Financial diligence ensures that balance sheets align. Technology integration ensures systems
function. But relationship intelligence ensures that client trust and engagement continue

uninterrupted. This layer of insight transforms the intangible—relationship capital—into a
measurable, governable asset that drives:

Faster integration timelines.
Reduced client attrition.

Accelerated post-merger growth.

Introhive delivers this capability from day one, ensuring that M&A success extends beyond
operational checklists and into the heart of client relationships.

introhive
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Move Forward with
Confidence

In a post-merger environment, the
difference between momentum and
friction is visibility. Firms that unlock their
combined relationship networks early in
the process move faster, engage smarter,
and realize the full value of the merger.

With Introhive, relationship capital becomes an active
driver of M&A success, not a hidden risk. From due
diligence through integration and beyond, Introhive
provides the infrastructure to de-risk transitions, align
teams, and position firms for scalable growth.

BOOK A DEMO today to see how Introhive helps firms

protect relationships, accelerate integration, and
maximize value post-merger.

BOOK A DEMO —

introhive
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