After the merg

Frank Berger is living the life of his
dreams — enjoying the beauty of
Austria from his summer home
there, building another house in
Munich, participating in sports he
loves, and his highest priority —
spending more time with his 11-
year-old son.

But Berger’s life wasn’t always this
relaxed. As CEO of IQproducts, a
leading European provider of enter-

prise storage and network security solutions, Berger often saw his profes-
sional responsibilities eclipse personal interests. He was ready for a change
and wanted to reap the rewards of his years of hard work.

Since the sale of his company, Berger has been realizing first hand the reward
of his entrepreneurial efforts. With the time and resources to pursue the
activities of his choice, he exhilarates in an 8-day mountain bike tour over
the Alps, attends the opera, studies with a professional chef, or applies his
business skills to consulting projects — it’s his call.

That newly acquired freedom is what Frank Berger enjoys most about his life
since IQproducts — “freedom to decide what you want to do, and to do
what you want. There’s a lot of satisfaction in that.”

ACHIEVING THE DREAM:
Getting there from here.

Frank Berger knew it was time for a change.
And he wanted the kind of change that
would allow him the freedom to lead the
life he'd worked so hard to achieve.

For years, Berger had been discussing an exit
strategy with IQproduct’s Managing Director
Uli Franke. Now, eight years after the compa-
ny's inception, with revenues at 35 million DM,
it was time to act. Berger felt strongly that con-
tinuing to grow his company was not what he
wanted. It was time to move on.

An informed decision.

About this time, Berger attended a Selling
Up Selling Out seminar, held by the Corum

Group. At the seminar, Berger recognized the
deep MRA experience and relevant industry
backgrounds represented in the Corum
team. They knew what they were talking
about, had the track record to prove it, and
the reputation as a leader in valuations,
which he felt was critical. Further, Berger felt
Corum had the process, team, resources and
methodology to help maximize his chance
for success. To Berger, a sales and marketing
expert, this was important.

Initially, however, with the German Neuer
Markt booming, there was temptation to
take the Company public rather than sell.

After carefully examining all of his options,
Berger concluded that his best course of
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action was partnering with Corum Group to
sell his company, rather than pursue an IPO.

The process.

To set the M&A process in motion, Corum
drew on its database of 70,000 contacts—
the largest in the world. This was supple-
mented with a dedicated research team,
who screened potential qualified partners
from America, Europe and Asia who were
suitable for IQproducts.

All contacts were made confidentially by
Corum, and every communication was tracked
in an activity report provided every two weeks.

Valuation was a crucial phase of the process.
Berger needed an assessment with credibility,
and knew a neutral party with proven expe-
rience and reputation in the field was needed
to provide that figure. Corum’s valuation
method, which utilizes thorough investiga-
tion and comparisons with similar companies
and deals, resulted in a number that could be
defended on objective grounds.

When Systematics AG emerged as a promis-
ing strategic acquirer, Corum’s expertise and
experience were evident again in structuring
the deal. Partnering closely with Berger,
Corum was able to propose contract terms
that saved time, money and headache.

Berger was impressed with Corum’s high
level of energy and determination to drive
the deal to successful completion.

A happy ending.

Berger is proud to see the company he
founded continue to flourish. Systematics
AG subsequently was sold to EDS.
IQproducts has virtually doubled its business
since its sale, and is involved in big projects
these days, with a customer list that reads
like a Who's Who in European business.

“WE ARE VERY HAPPY WITH CORUM. BASED ON THEIR PROVEN METHODOLOGY, MANY YEARS OF EXPERIENCE, FIRST CLASS CONTACTS AND—
LAST BUT NOT LEAST—THEIR HIGHLY QUALIFIED AND EFFECTIVE EUROPEAN MANAGEMENT, CORUM IDENTIFIED THE RIGHT PARTNER FOR
IQPRODUCTS AND HELPED US IN EVERY WAY TO CLOSE THE DEAL. WITHOUT CORUM, I AM CONVINCED, WE WOULD NEVER HAVE SOLD THE
IQPRODUCTS GMBH AT THE VALUATION WE FINALLY ACHIEVED.”

Frank Berger, IQproducts GmbH

EUROPEAN M&A TRENDS:
Analyzing today’s market.
Corum, who provides M&A transaction data
to Infoconomist, has just completed a study
on European M&A activity.

This study reveals that deal activity in
Europe has remained healthy over the past
eight months, despite the decline in
European equity markets.

NO. OF
TOTAL NO. NO. OF CROSS WITHIN-SAME

BUYER LOCATION OF DEALS BORDER DEALS COUNTRY DEALS

UNITED KINGDOM 7 65 106
GERMANY 15 44 7

FRANCE 82 30 52
ITALY 54 15 39
SWEDEN 53 21 2
us. 42 42

FINLAND 3 4 19
SPAIN 2 4 18
NETHERLANDS 2 18 3

NORWAY 16 5 Ll

BELGIUM 15 5 10
SWITZERLAND 14 Ji 7

DENMARK B 5 8

AUSTRIA Ll 5 6

GREECE 10 2 8

HUNGARY i 1 6

IRELAND 6 5 1

# OF DEALS # OF DEALS
W/TERMS W/TERMS

BUYER DISCLOSED DEAL DISCLOSED DEAL
LOCATION CROSS BORDER VALUE ~ WITHIN-COUNTRY  VALUE

us. 16 736090
ITALY Ll 7017.81 25 33191
FRANCE 13 3592.83 8 12697
UNITED KINGDOM 49 243425 8 1151738
GERMANY n 101615 I 70.60
NETHERLANDS 5 942.60
CANADA 5 38870
IRELAND 2 300.84
ISRAEL 3 30018 3 50.2
SWEDEN 8 20035 B 9451
FINLAND 5 164.05 6 18.67
NORWAY 4 54.47 T 3937
DENMARK 3 34.01 7 112998
SPAIN 2 1979 5 28.68

VALUE IN MILLIONS OF EUROS

Of the total deals announced, 42% were
cross-border. The UK. powered by the
strength of the British Pound relative to the
Euro, was the most acquisitive country in
cross-border transactions.

Cross-border transactions generally have
large deal values because the sellers have
strong market positions within their respec-
tive countries. Many buyers realize how
difficult it is to build a customer base and
distribution channel in a foreign country and
they are willing to pay a premium for inter-
national expansion.

This full report will be available to attendees
of Corum’s Selling Up Selling Out conferences.

CORUM

MERGERS & ACQUISITIONS
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Corum Group is the premier provider of
M&A services to software and information

technology companies worldwide.

For more information visit Corum Group
at www.corumgroup.com or contact the U.S.
corporate office at (425)455-8281, or the

international office at (int.+ 41 21) 341-1555.

WORLDWIDE CONFERENCE
SERIES FOR SOFTWARE
AND I.T. EXECUTIVES

Up

Selling Out

A ONE-DAY SEMINAR FOR SOFTWARE AND IT EXECUTIVES TO HELP YOU

POSITION, VALUE, PREPARE, AND NEGOTIATE A MERGER, SALE OR DIVESTITURE

OF A SOFTWARE, SERVICE OR IT COMPANY.
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AN combined.

www.corumgroup.com




MORE ABOUT CORUM

Corum Group is the premier
provider of M&A services to
software and information tech-
nology companies worldwide.
Corum has completed over $4
billion in transactions in 14
countries in its 16 year history
and is the leading educator in
the M&A field through its Selling
Up Selling Out conferences.
Corum is built and staffed by
highly experienced IT execu-
tives, most of them former
CEOs. They are supported by the
best researchers and writers in the
industry, and the world’s largest
database of buyers and sellers
(over 70,000 contacts) that helps
ensure unparalleled success in

client engagements.

Corum Group Ltd.

10500 NE 8th St., Suite 1500
Bellevue, WA 98004-4355
425-455-8281

Fax: 425-451-8951

www.corumgroup.com

Corum Group International
Case postale 313

CH-1001 Lausanne, Suisse
41-21-341-1555

Fax: 41-21-341-1559

www.coruminternational.com

E-MAIL: corum(@corumgroup.com
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Corum Partial Client List

A/E Management Services, Inc. (DELTEK)
Abkowitz & Associates (TransPort EDX)
AccuMap Enerdata Corp. (QC DATA)
Advanced Archival (EMASS)
AIFP (Applied Voice Technology Inc.)
allCLEAR (Proquis)
AllMicro, Inc. (The ForeFront Group)
Alysis (CSC)
Ampersand Corporation (EDS)
AVS (IDEXX Laboratories, Inc.)
AVYX (Manugistics)
BancWare (SunGard Data Systems, Inc.)
Binary Research Ltd. (Symantec)
BIT Source (Intraware)
Bradley Company (Xerox)
Calyx (Flagship Group)
Candela (Pictographics International
Corporation)
Cinax Designs, Inc. (Ravisent
Technologies, Inc.)
Cipher Systems Ltd. (Cedar Group)
CLEAR Software, Inc. (SPSS, Inc.)
Clinical MicroSystems, Inc. (ProxyMed)
CMA-Ettworth (OmTool)
Concur (MBH)
Constellation (RCM Technologies)
CORT (INFINIUM SOFTWARE)
Culverin Corporation (CFI ProServices)
Cyberbranch (CGI)
DataServ (Fujitsu-ICL)
Datasphere Inc. (Control Data Corporation)
DayOne (Appraisal.com)
DCR Technologies (Network Imaging)
DESIGN DATA (ASA)
Dexton Information Systems
(Infinium Software)
Digital Inspections (Xenergy)
Digital Video Arts (SeaChange International)
Disticom Systems (Tecsys)
DMA (SYMANTEC)
DPC Computers, Inc. (Wolters Kluwer)
DRD Corporation (Landmark Graphics)
Edinburgh Portable Compilers (Analog Devices)
EnoteZ.com (Info Space)
EPS11A (Fiserv)
Equis International (Reuters)
Exeter (Kewill Systems)
Fast Multimedia (Pinnacle)
FormGen (GTIS)
Flexware (Manzanita Software)
Freedom Scientific (Henter Joyce, Inc.)
FSD (Allmerica Financial Corp.)
GraphicCorp (Corel)
Hunter International, Inc. (Imnet)
Instant Information (Faxback)
Incat Systems (Adaptec)
Infinium Software (Cort Directions)
Infinium Software (Gores Technology Group)

Interconnections (Novell)
iPromotions (24/7)
IQproducts (Systematics AG)
JPH International (FVER)
KA Teletech (PictureTel)
KEA Systems Ltd. (Attachmate)
LANDMARK (Quarterdeck)
Lex2000 Financial Reporting Software (Cognos)
Lnaworks Technologies Inc. (3Com)
Logico (Precision Software)
LSS (INTERLINQ)
Lynn-Arthur Associates, Inc. (CableData, Inc.)
Macrosoft (SER)
MAGELLAN Software (Gauss Interprise)
MarketForce (Staffware)
Micronyx (Fifth Generation Systems)
Microquill (Compuware)
Mozart (SEEC)
MSE Integrated Systems, Inc. (DST Systems)
MSI (Mentor Graphics)
Opis Corporation (SalesLogic Corporation)
OrCAD ISC (L.P.)
Ostream (Remedy Corporation)
Prisma Software (Borland International)
Proactive Systems (JetForm)
ProModel Corporation (QuestOne)
Quadtel (Phoenix Technology)
Qualative Marketing Software, Inc. (Sagent)
Quelo (Avocet)
Radical Entertainment (Disney Interactive)
Remote Control (The Sage Group)
Retail Interact (FFMC)
RGTI Systems/Software, Inc. (BDM)
Sabaki Corporation (Microsoft)
SBT Accounting Systems (Accpac International)
SECA (SHL Systemshouse)
Semphore (Deltek)
SIS (Fiserv)
Siverlake Communications Inc. (Pagenet)
Smallwondersoftworks (Melita International)
Software AG (OAO Technology Solutions)
StatSci (MathSoft)
Sterling Wentworth (Sungard)
Suncoast Scientific Incorporated (Motorola)
SuperNova (WRQ)
Synamics (VenGrowth and
ARCH Venture Partners)
Syncro (Intel)
TEK SCI (ENEA Data)
American Contractor (Maxwell Systems, Inc.)
The Angeles Group (Veramark)
Timepoint (InterPro)
TimeSheet Professional (Timeslips
Corporation)
Top Producers (homestore.com)
Tower (Visible Systems Corporation)
VIEWPOINT (Macro4)
Workflow Automation (BEA)
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