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Advisor Characteristics 
	Merger advisors refer to influential individuals in an organization, who play the role of assessing the potential acquisition targets. They work with organizations to ensure that the merger process is effective. As a result of this, they must conduct effective evaluation and assessment. The acquisition advisor must have specific characteristics and skills to enable him or her conduct the negotiation of mergers (Holliday, 2006). With these characteristics and skills, pitfalls that might be encountered in a merger process are avoided. 
	Selecting the right advisor is one of the most important factors to be considered in a negotiation process. The acquisition advisor must not only understand the contractual obligations, but also transaction costs and the compliance rules that influence the acquisition process. This implies that the M&A advisors must have the required knowledge (Holliday, 2006). They must understand the critical regulatory and compliance programs, as well as, critical financial modeling. M&A advisors must be experienced enough, and should have evidence of past involvement in acquisitions. 
	In acquisitions, companies that are seeking a target to acquire must have experienced advisors. The role of these advisors is to influence the negotiation process, which is essential in understanding the structure level of the organization. In M&A, the acquisition process requires in-depth engagements and analysis (Holliday, 2006). The main role that advisors play is to influence the decisions that are made in the financial sector. This entails understanding the scope of the organization. For example, it entails understanding an organization’s transactions. This means that an advisor must have deep knowledge and important information about the company and the acquisition process. This improves the review and assessment of the acquisition targets, and ensures that the firm has enough experience to conduct the acquisition. 
	Financial expertise is an important characteristic that advisors should possess in the acquisition process. This implies that advisors must have knowledge of the various financial aspects of a company including its growth and how it areas of specialization in the global market (Farrell, 2014). Financial expertise gives advisors the foundational knowledge, which allows them to come up with effective strategies and make good recommendations for engaging in the acquisition process. Coupled with this is the importance of trust, such as in the case of M&A. Trust makes advisors more confident and improves their management of the acquisition process (Holliday, 2006). With trust, quality and reliable information about the companies can be obtained. Trust will also give clients confidence, as they would believe in the capabilities of the advisors. 
	Both merger advisors seeking a target to acquire and which is an acquisition target must be capable of examining the potential conflicts of interests. This is essential in understanding and assessing any instances of hostile takeovers (Farrell, 2014). Advisors must possess the skill that allows them to evaluate conflict of interests. This ensures that they can protect any private information that is provided by a company. In some instances, acquirers might have issues with potential conflicts that can lead to the failure of the acquisition process. That being said, walking hand in hand with the right supervisors is a sure way of making sound decisions and success is a assured in any business operation. 
	In my review of the acquisition experiences that are important in negotiations for organizations, I identified various essential skills that advisors should have. One of the most important skills is effective communication. This is a very important skill for ensuring the success of the negotiation process. Further, advisors should possess analytical and market intelligence skills (Holliday, 2006). These are also essential skills in improving the negotiation process in acquisition. Market intelligence can help an advisor to talk to a client about potential considerations. I also learned that advisors must always be open and free during the negotiation process. 
	In conclusion, for individuals to succeed they must have sharp advisors in their line of duties. Consulting widely with the right stakeholders as well as advisors make a business thrive in the industry it operates in. The analysis conducted above has indicated advisors must have the right skills and characteristics in both seeking new targets for an acquisition and for a firm that is an acquisition target. In-depth financial expertise is one of the most important factors that advisors should have to ensure a smooth negotiation process. Advisors should have a proper understanding of the company including its growth and areas of specialization. Improving the negotiation process requires advisors to possess communication, analytical, and market intelligence skills. With these skills, an advisor can properly advise clients, and support them in making the right decisions. It is also beneficial to organizations.
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