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Section 1

GOING PUBLIC
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BUSINESS IS BOOMING
On the back of two decades of robust economic growth, the number of companies in 

operation continues to touch new all-time highs, reaching 214 million in 2020

Source: Statista, Quinlan & Associates analysis
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WHY GO PUBLIC?
With more companies launching every year, the need for capital to support business 

operations has grown in tandem, with “going public” being a compelling option

Source: Quinlan & Associates analysis

Benefits of ‘Going Public’
Notable Pros

GOING

PUBLIC

CAPITAL

Infuse capital by raising funds in a 

lumpsum manner from new investors to 

finance future growth aspirations

VALUE ASSESSMENT

Gain insight into the company’s 

worth, especially for supporting 

mergers and acquisitions

TRANSPARENCY

Enhance organisational 

credibility from additional 

oversight / regulatory scrutiny

LIQUIDITY

Provide an exit route to existing 

shareholders of the company 

through the liquidity gained

BRAND AWARENESS

Enhance brand awareness 

for the company through 

publicity and prestige
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TRADITIONAL ROUTES (1/2) – IPO
An IPO involves the creation of new shares of the company, which are underwritten by an

intermediary, such as an investment bank

Source: Quinlan & Associates analysis

IPO Process
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/A An intermediary, typically an investment bank, 

is chosen by the issuer

Due diligence is conducted to examine 

regulatory compliance and any risks

Material for regulatory filing and marketing to 

investors is prepared

Relevant documentation is submitted to the 

regulator(s) for approval

The issuance is marketed to drum up 

excitement and gauge interest

The shares are priced based on investor 

demand and company fundamentals

The shares are listed and made available for 

trading on the public market

Underwriters manage stabilisation of the price 

for a ‘quite period,’ e.g. 40 days in the US

Underwriter transitions to an advisory role, 

shares are subject to full market conditions

Firm Commitment Agreement

The underwriter guarantees to purchase all 

the shares offered by the issuer regardless 

of whether they can sell them to investors

Best Efforts Agreement

Underwriters do their best to sell all the 

shares offered, but are not obligated to 

purchase them for their own account

All or None Agreement

Investors’ funds are held in escrow until 

all of the shares are sold, else the issue 

is cancelled, and the funds are returned

Mini-Maxi Agreement

A type of best-efforts underwriting 

agreement that does not become effective 

until a minimum number of shares is sold

Standby Agreement

The underwriter agrees to purchase shares 

that current shareholders do not purchase, 

which it will then resell to the public

1

2

3

4

5

IPO Underwriting
Underwriter Agreement
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TRADITIONAL ROUTES (2/2) – DPO
In contrast, a DPO does not require underwriters, with no new shares being created, but 

simply allowing existing shareholders to exit without having to raise new capital

Source: Quinlan & Associates analysis
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Due diligence is conducted to examine 

regulatory compliance and any risks

Material for regulatory filing to relevant financial 

watchdogs is prepared

Relevant documentation is submitted to the 

regulator(s) for approval

The shares are listed and made available for 

trading on the public market

While a DPO does experience a ‘quiet period,’ 

there is no underwriter support involves

While the shares do experience normal market 

conditions, there is underwriter advising

No Cost of Underwriting

In the case of a DPO, no 

underwriter is chosen, hence there 

is cost associated with underwriting

Benefits
Reasons for Choosing DPO

No Dilution

Given that no new shares are created in 

a DPO, but rather liquidity is provided to 

existing shareholders, no dilution occurs

No Lock-up Period

There is no lock-up period restricting 

existing shareholders of the company 

from selling their stake
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PRESENT SHORTCOMINGS
While an IPO and DPO both offer relevant paths to take a company public, they are each 

rife with their own sets of shortcomings

Source: Quinlan & Associates analysis

Shortcomings of Traditional Routes
IPO and DPO

IPO DPO

COST

With a large number of third-party 

engagements involved, direct and 

indirect costs can skyrocket

TIME

An IPO can take as long as 10-12 

months, given the complexity of the 

entire process at hand

NO CAPITAL RAISE

DPOs involve the sale of stock held 

by existing shareholders, with no 

new stock being created

LESS PROMOTION

There is no roadshow involved, 

which could potentially dampen 

awareness

VOLATILITY

The issuer is unable to influence 

price setting, which is subject to 

demand and potential swings

LACK EXTERNAL SUPPORT

Given the lack of an underwriter 

and other third-party service 

providers, there is very little support
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THIRD-PARTY ENGAGEMENTS REQUIRED FOR IPO
A traditional IPO involves a host of third-party service providers, leading to a very time-

consuming engagement that can take 10-12 months and several direct / indirect costs

Source: Quinlan & Associates analysis
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CAPITAL MARKETS ADVISOR

The capital markets advisor assists in 

selecting an underwriter, crafting a 

narrative, and estimating valuation

LEGAL COUNSEL

Legal counsel, which may belong 

to the issuer, underwriter, or a 

third-party is also required

TRANSFER AGENT

A stock transfer agent provides 

administrative and operational

services associated with trading

PR FIRM

A public relations (“PR”) firm can help 

prepare marketing materials and 

coach management for presentations

INVESTMENT BANK

The investment bank functions as 

an underwriter, performing various 

functions throughout the process

INDEPENDENT AUDITOR

The auditor helps guide the issuer 

from an accounting perspective, 

reviewing key documentation

ADVISORY ACCOUNTANT

Apart from the independent 

auditor, a second auditor is often 

involved for transaction support

FINANCIAL PRINTER

The financial printer is responsible for 

printing documentation, such as the 

prospectus, registration statement, etc.
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PUBLICLY TRADED COMPANIES
Due to the challenges posed by traditional listing routes, we are seeing a trend of 

companies choosing to stay private for longer

Source: Statista, World Federation of Exchanges, Quinlan & Associates estimates
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Section 2

ENTER – SPAC



11Source: Quinlan & Associates analysis

THE SPAC PROCESS
The entire SPAC IPO process can be broken down into three simple “phases”: (1) list; (2)

source; and (3) de-SPAC

SPAC Value Chain
List, Source, and De-SPAC
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SPAC VS IPO VS DPO
The SPAC process offers an alternative route to going public, combining the best of both 

the traditional IPO as well as DPO process

Source: Quinlan & Associates analysis

Comparative Analysis
SPAC vs IPO vs DPO

SPAC
Alternative Route

IPO
Traditional Route

DPO
Traditional Route

DESCRIPTION A listed shell company, which merges 

with / acquires a “target” company within 

a specified duration of time

Creation of new shares of a company, 

which are underwritten by an 

intermediary and listed publicly

Direct listing on a public exchange 

without new shares being created or 

capital being raised

CRITERIA

CAPITAL RAISE ✓ ✓ 

COST -  ✓

TIME TO MARKET -  ✓

PROMOTION ✓ ✓ 

VOLATILITY ✓ - 

EXTERNAL SUPPORT ✓ ✓ 

✓ Favourable  Unfavourable– Dependent / Neutral

1 2 3

There is a growing shift in favour of SPACs

The SPAC route solves the shortcomings of 

IPOs without incurring the disadvantages of 

A DPO, combining the best of both worlds

Although a viable source of capital raise 

and promotion, IPOs are plagued by 

high costs and a lengthy time to market

While the DPO process solves the cost 

and time issues of an IPO, it suffers from 

several of its own drawbacks as a result



13

STAKEHOLDER BENEFITS
Looking beyond just (1) issuers, we also see significant benefits to other stakeholders as

well, including (2) investors and (3) sponsors

Source: Quinlan & Associates analysis

Benefits for Stakeholders
Investors, Issuers, and Sponsors

2

1

3

Upside Potential

If able to source a target company that 

performs well upon listing, then the value 

of the 20% stake can skyrocket

Downside Protection

Even if the target company disappoints 

upon listing, the sponsor should still be 

poised to make a handsome profit

Higher Assurance

Since target companies are able to negotiate the 

terms of the offering with the sponsor, employees 

and shareholders alike gain more assurance

Sponsor Support

Gaining a strategic sponsor can help provide 

additional guidance to the issuer, post the merger / 

acquisition as well

Retail Investors

Retail investors benefit from the 

advent of more investment 

opportunities in the market

Institutional Investors

Institutional investors effectively enjoy a 

moneyback guarantee with warrants to 

boost their gains in case of success



14

MARKET ADOPTION
With Hong Kong and Singapore now paving the way for SPACs, the model is expected to 

see increased adoption in APAC in coming years

Source: Quinlan & Associates analysis

Early Adopters
SPAC-model

1993

2007

2010

2015

2021

2011

2016

Upcoming

First Adopter

The US emerged 

as the first 

mover

Entry into Europe

The Netherlands 

was first to adopt 

SPACs in Europe

Entry into Asia

The SPAC model 

made its Asia debut 

in South Korea

Further Inroads

The SPAC model 

witnesses 

growing adoption

Launch in Canada

Canada becomes 

the 2nd in North 

America to adopt

Launch in France

Adoption in France 

carries on strong 

growth in Europe

Nordic Region

SPACs gain 

steam in 

Scandinavia

Asian Hubs

Singapore and 

Hong Kong have 

launch SPAC 

offerings
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THE CASE FOR ASIA (1/2) – SURVEY ON ISSUER COUNTRY OF ORIGIN
Having witnessed robust adoption in North America and Europe, we see Asia as the 

natural next step for the SPAC community to focus on

Source: The Economist Intelligence Unit, Quinlan & Associates analysis

Survey on Most Popular Issuer Country of Origin
%, 2030E
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On the back of rapid 

economic growth 

forecasts, Asian 

countries are expected 

to emerge as key hubs 

for capital markets 

issuers
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THE CASE FOR ASIA (2/2) – INGREDIENTS FOR A SPAC MARKETPLACE
Crucially, we believe that Asia already has the four key ingredients required to 

successfully leverage the SPAC model

1High Net Worth Individuals, 2Private Equity

Source: Quinlan & Associates analysis

SPAC Marketplace
Key Ingredients

ROBUST REGULATORY ENVIRONMENT

Asian regulators have the opportunity to 

analyse the successes and failures of   

more mature SPAC markets

CAPITAL AVAILABILITY

Capital is readily available in the 

Asian theatre, with retail trading 

showcasing strong growth 

VAST POOL OF TARGETS

Corporates in Asia continue to 

grow strongly, hand-in-hand 

with the Asian economy

SUITABLE SPONSORS

Asia-based HNWIs1, family offices, and 

PE2 firms are well positioned to take 

advantage of the sponsorship role 
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MARKET SIZE (1/2) – GLOBAL
Raising USD 133 billion worth of proceeds, 24% of all IPO deals and 31% of all IPO 

proceeds in 2021 are estimated to be based on the SPAC model

Note: data is accurate as of 26th September 2021

Source: Dealogic, Quinlan & Associates analysis

Total SPAC Deal Value
USD Billion, 2015-21YTD
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31%
...of IPO proceeds 

raised in 2021 were 

via SPACs

SPAC IPO Non-SPAC IPO

24%
...of IPO deals in 

2021 were

via SPACs

SPACs have witnessed 

astronomical growth over 

the past decade, especially 

in recent years, reaching 

USD 133 billion in proceeds
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MARKET SIZE (2/2) – APAC
Against the backdrop of key financial hubs, such as Hong Kong, warming up to SPACs, 

we see up to USD 39.6 billion being raised by SPACs in APAC in 2025

Note: bear, base, and bull case have been calculated in-line with USD 113 billion worth of IPO proceeds expected to be raised in APAC in 2025, based on amount raised in 2020

Source: Dealogic, Statista, PwC, Quinlan & Associates estimates

Total SPAC Deal Value
USD Billion, 2016-25E

…
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Stock Price MOIC

No De-SPAC-ing
Very Bearish Case -1x

USD 5
Bearish Case 4x

USD 10
Base Case 9x

USD 15
Bullish Case 16x

USD 20
Very Bullish Case 26x

WALLET OPPORTUNITY
The robust deal flow via SPACs has resulted in a wallet opportunity worth as much as 26x 

MOIC, highlighting the strong potential of SPACs to become a rainmaker for sponsors

Note: the SPAC IPO size is assumed to be of USD 271.2 million (industry average), at a typical price of USD 10 per share, and USD 1 per warrant

Source: SPACInsider, Financial Times, Quinlan & Associates estimates

Promote Warrants
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CAPITAL AT RISK
USD 25,000 (Initial Investment) + USD 7 Million (Warrants)

EQUITY STAKE
6 Million (Founder Shares) + 7 Million (Warrants)|

Sponsors
Potential Upside
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Section 3

SALIENT CHALLENGES
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CHALLENGES
However, there remain several key challenges for stakeholders: (1) high underwriting 

fees; (2) target sourcing difficulties; and (3) lacklustre post-de-SPAC-ing returns

Source: Quinlan & Associates analysis

Challenges for SPACs
High Underwriting Fees, Target Sourcing Difficulties, and Lacklustre Post De-SPAC Returns 

High Underwriting Fees Target Sourcing Difficulties Lacklustre Post-de-SPAC-ing Returns

While SPACs may offer a cheaper alternative to 

traditional IPOs, they still suffer from very high 

underwriting fees charged by investment banks

The ability of a sponsor to source noteworthy 

targets is hindered by a number of different   

factors that could hamper quality control

While they may be bringing lucrative   

corporations public, post-de-SPAC returns      

have been somewhat underwhelming

Time Limit

SPACs are required to merge       

with / acquire a company within         

a specified timeframe

Supply-Demand Mismatch

The tremendous growth in number   

of SPACs makes it difficult to    

source high quality targets

Due Diligence Shortcomings

An over-reliance on sponsors can 

leave SPACs vulnerable to due 

diligence shortcomings

Dearth of Expertise

The lack of expertise in foreign 

markets and innovative sectors can 

be to the detriment of a SPAC

Approval Liquidation Competition Paucity Trust Competency Geographic Sectoral

In order to proceed 

with de-SPAC-ing, 

shareholder 

approval is key

If a SPAC is 

unable to de-SPAC 

in time, it will have 

to liquidate

The growth in 

SPACs is fast 

outpacing the 

growth in targets

The number of 

leftover worthy 

targets are bound 

to decline with time

Given the over-

reliance on 

sponsors, trust is a 

crucial factor

Sponsors need to 

be able to 

competently 

scrutinise targets

Sponsors may lack 

a robust offshore 

network to gauge 

foreign targets

Subject matter 

expertise is key to 

gauge innovative 

companies

1 2 3
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SPAC UNDERWRITING FEES
Investment banks charge SPACs heavy underwriting fees, typically in the form of a 2.0% 

initial fee and 3.5% success fee, as a proportion of the proceeds raised

Note: data is accurate as of 26th September 2021

Source: Dealogic, Quinlan & Associates analysis
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Investment banks have 

been big beneficiaries of the 

SPAC boom, on account of 

their underwriting fees
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SPAC UNDERWRITING MARKET SHARE
This has resulted in intense competition amongst investment banks, with the top 10 SPAC 

underwriters (by fees) garnering a whopping 78.7% market share

Note: outside of the top 10 SPAC underwriters by fees gained, the rest collectively account for 21.3% of underwriting fees levied

Source: Dealogic, Quinlan & Associates analysis

Market Share of SPAC Underwriting
2020E

UNDERWRITER REVENUE (USD) MARKET SHARE
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543 Million

407 Million

335 Million

298 Million

UNDERWRITER REVENUE (USD) MARKET SHARE

283 Million

250 Million

249 Million

193 Million

181 Million

16.2% 6.5%

12.4% 5.7%

9.3% 5.7%

7.7% 4.4%

6.8% 4.1%
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TARGET SOURCING DIFFICULTIES
Arguably the biggest challenge facing SPAC sponsors is crafting an effective target 

sourcing strategy, with more than three-fourths of SPACs still actively hunting for targets

Note: data is accurate as of 15th September 2021

Source: Bloomberg, Quinlan & Associates analysis

Active SPACs in the Marketplace
%, 2021E

20%

4%

76%

121
SPACs with Pending M&A Deals

23
SPACs with Rumoured M&A Deals

445
SPACs with no M&A Deals in Place

76%
...of SPACs presently 

have no M&A deals in 

place
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POST-DE-SPAC-ING RETURNS
SPACs have been delivering negative gross returns over a three-, six-, and twelve-month 

period, underperforming not only the IPO index but also the Russell 2000 index as well 

Source: Harvard Law School Forum on Corporate Governance, Quinlan & Associates analysis

Share Price Performance Post-de-SPAC-ing
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Section 4

CASE STUDIES
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CASE STUDIES
The case studies reinforce the target sourcing difficulties that sponsors face: (1) time limit; 

(2) supply-demand mismatch; (3) due diligence shortcomings; and (4) dearth of expertise

1Supply-Demand, 2Due Diligence, 3Expertise

Source: Quinlan & Associates analysis, Reuters, Bloomberg, Hindenburg Research, Woodruff Sawyer, SPACInsider

SPAC SPONSOR Modern Media Acquisition Corp. Electrum Special Acquisition Corp. VeritoIQ Acquisition Corp.

CAPITAL RAISED USD 209 Million USD 200 Million USD 200 Million

IPO DATE 11th May 2017 11th June 2015 16th May 2018

TARGET COMPANY Akazoo S.A. N/A Nikola

DE-SPAC-ING DATE 24th January 2019 N/A 3rd June 2020

DESCRIPTION The sponsor extended the business 

combination deadline multiple times and 

then failed in their due diligence duties

The sponsor was unable to source a 

viable target company for shareholders 

to approve, leading to liquidation

Nikola came under fire for lack of 

adequate disclosures and so did the 

sponsor’s due diligence efforts

DIFFICULTIES

TIME LIMIT ✓ ✓

S-D1 MISMATCH ✓ ✓

DD2 SHORTCOMINGS ✓ ✓

DEARTH OF EXPERT3
✓ ✓ ✓

✓ Applicable

Akazoo S.A. was found to be misrepresenting its 

performance and recently reached a USD 38.8 

million settlement with the US SEC

Due to the liquidation, sponsors lost USD 7 million 

used to purchase the warrants, while underwriters 

lost out on their USD 5 million success fee

The Chairman, Trevor Milton, stepped down, with 

the company facing multiple lawsuits post the 

release of an expose by Hindenburg Research

Target Sourcing Difficulties
Akazoo, The Electrum Group, and Nikola
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AKAZOO
Modern Media Acquisition Corp., which raised over USD 200 million in an IPO and target 

sourced Akazoo, underwent a journey marred by a number of shortfalls

Source: Quinlan & Associates analysis, Reuters, Woodruff Sawyer

Case Study
Akazoo

TIME

LIMIT

S/D 

MISMATCH

DD 

SHORTCOMINGS

DEARTH OF 

EXPERTISE

• Modern Media faced significant 

struggles in sourcing a viable target  

to combine with
✓ ✓ ✓

• On two separate occasions, 

shareholders had to vote to extend 

the business combination deadline
✓ ✓ ✓

• With Modern Media’s inability to 

source a viable target on full display, 

most shareholders pulled their capital
✓ ✓ ✓

• Falling below the USD 53 million 

capital bottomline, Modern Media  

was forced to secure a PIPE deal

• Just days before their latest business 

combination deadline, Modern Media 

managed to de-SPAC successfully
✓ ✓ ✓ ✓

• The target company, Akazoo, was 

revealed to be fraudulent, exposing 

Modern Media’s due diligence failure
✓ ✓ ✓

Target 

Identification

Combination 

Deadline

Proceeds 

Reimbursement

PIPE

Deal

Akazoo

De-SPAC-ing

Due Diligence 

Failure Exposed

✓ Applicable
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PRIMARY SOURCE OF FAILURE (1/3) – AKAZOO
Akazoo turned out to be a fraudulent entity, with Modern Media failing to conduct proper 

due diligence and suffering from a lack of expertise in relevant foreign markets

Source: Quinlan & Associates analysis

SPAC Value Chain
Akazoo
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PRIMARY SOURCE OF FAILURE (2/3) – THE ELECTRUM GROUP
The Electrum Group struggled to find a suitable target, twice extending the business 

combination deadline, before finally liquidating the SPAC

Source: Quinlan & Associates analysis

SPAC Value Chain
The Electrum Group
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PRIMARY SOURCE OF FAILURE (3/3) – NIKOLA
While Nikola may have listed at a staggering valuation of USD 3.3 billion, amidst much 

fanfare, the company was found to have made several misrepresentations

Source: Quinlan & Associates analysis

SPAC Value Chain
Nikola
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Section 5

WINNING THE RACE AGAINST TIME
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HOW SPONSORS CAN TRIUMPH
With sponsors facing a growing number of challenges, there is a pressing need for them 

to distinguish themselves from the rapidly crowding SPAC marketplace

Source: Quinlan & Associates analysis

A Recipe for Success
SPAC Sponsors

Network Centrality

The robustness of a sponsor’s 

network connections can influence 

their ability to achieve de-SPAC-ing

Versatile Expertise

Having a versatile team can help 

establish credibility, enhance due 

diligence, and broaden opportunities

Geographic Expansion

Turning to overseas markets 

may help provide access to a 

wider base of target companies

Negotiation Strategies

Effective negotiation can prove 

essential when having to face-off 

against fellow SPACs

Operator-Led

SPACs benefit from the rich 

experience and expertise that 

former executives bring to the table

Robust Governance

SPACs suffer from over-reliance on 

sponsors and bankers, making 

good governance a key issue
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OPERATOR-LED SPACS (1/2) – COMPARATIVE ANALYSIS
SPACs led by experienced former C-suite executives, termed as “operator-led”, benefit 

from the rich experience and expertise that these former executives possess

Source: Quinlan & Associates analysis

Comparative Analysis
Operator- vs Investor- vs Celebrity-led SPACs

Funding Source Operator-Led Investor-Led Celebrity-Led

SPACs that are being led by 

experienced former C-suite 

executives at the helm

SPACs that lack both an experienced 

C-suite executive as well as a 

celebrity presence

SPACs that stand-out on account of 

their celebrity backing and lack 

former C-suite executives

Experience ✓ – 

Expertise ✓ – 

Leadership ✓ – 

Media Coverage – – ✓

Preference Operator-led SPACs can greatly 

benefit from the operator’s 

competency

Investor-led SPACs lack              

the domain knowledge and 

expertise of an operator

While they may garner greater 

media coverage, celebrity-led 

SPACs may lack expertise

1 2 3

High Low

✓ Favourable  Unfavourable– Dependent / NeutralOperator-Led SPACs are well poised for success
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OPERATOR-LED SPACS (2/2) – SHARE PRICE OUTPERFORMANCE
Over the course of their first year, operator-led SPACs have delivered a return of 73%, 

whereas non-operator-led SPACs have returned -14%

Source: Wolfe Research, Quinlan & Associates analysis

SPAC Share Price Performance
%, 2019-21
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NETWORK CENTRALITY
Sponsors with high network centrality raise 1.5 times higher proceeds from IPOs and 6.5 

times more proceeds from PIPE deals, along with faster de-SPAC-ing as well

Source: University of Hong Kong (HKU), Quinlan & Associates analysis
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GEOGRAPHIC EXPANSION
We are already noticing robust quarter-on-quarter growth in the number of non-US 

companies undertaking de-SPAC-ing activities in the US, rising by 17 times year-on-year

Source: PitchBook, Quinlan & Associates analysis

Number of Non-US De-SPAC-ing Activities
#, Q1 2020-Q2 2021
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SPONSOR GOVERNANCE
By putting together a powerhouse group of individuals, with depth and breadth of

experience from various industries, a sponsor can enjoy wide ranging benefits

Source: Quinlan & Associates analysis

Board of Directors’ Lifecycle
Roles Played by SPAC Directors

LEND BRAND POWER

Contribute to a star-studded board that can draw the 

attention of retail investors and target companies

SCOUT TARGETS

Draw-up a list of potential targets, especially based on 

personal industry expertise to add to the pipeline

EVALUATE PIPELINE

Conduct thorough due diligence of potential target 

companies

WIN SPAC-OFFS

In case of intense competition over a target company, 

help wrestle away the opportunity from other SPACs

SUPPORT CONTINUED GROWTH

Stay on as an official Board member or become an 

unofficial advisor as the lock-up period runs down
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NEGOTIATION STRATEGIES
With SPACs fiercely competing over a limited target pool, “SPAC-offs” are on the rise, 

making effective negotiation with target companies essential

Source: Quinlan & Associates analysis, Forbes

Areas of Negotiation
Negotiating with Target Companies

Negotiable Areas Description Importance to Target Importance to Sponsor

Deal Certainty
• Backstopping against any financial shortfalls 

that may occur via a PIPE deal, clarifications 

regarding transaction modifications, etc.
✓✓ ✓✓

Valuation
• The estimated valuation of the target company, 

at which the acquisition will take place. If placed 

too high, then redemptions may occur
✓✓ ✓

Sponsor Equity
• Sponsors typically take a 20% stake as 

”promote,” but may have to dilute their stake 

further down
✓ ✓✓

Employee Incentives
• Details around structuring of the stock options 

plan, accelerated vesting of outstanding stock 

options, etc.
✓ 

Reps. and Warranties
• The SPAC, as well as the target company 

commit, to a number of representations and 

warranties around financials, key contracts, etc.
- -

Closing Conditions
• Discussions around key closing conditions such 

as shareholder approval, regulatory compliance 

approval, etc.
- -

Reg. Rights / Shares
• Details around lock-up on trading of shares, 

distribution of registered tradeable share, or 

registration rights to certain target shareholders
- -

✓✓ Very Important ✓ Important  Unimportant– Dependent / Neutral  Very Unimportant✓✓ Key Areas of Focus
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(OUT)SOURCING STRATEGY
It is not feasible for all sponsors to be able to buildup suitable internal capabilities, as 

such, sponsors may choose to outsource parts of the SPAC lifecycle in a modular manner

Source: Quinlan & Associates analysis

Leveraging External Expertise
Outsourcing of Sponsor Responsibilities

Executive Search

Source former c-suite executives with vast experience 

and significant expertise in key areas of relevance to 

the SPAC sponsor

Example: an M&A executive for transaction support

Corporate Governance Structuring

Build a governance framework that is in-line with 

regulatory requirements as well as investor 

expectations

Example: monitoring for conflicts of interest

Target Screening

Locate potentially lucrative targets for the sponsor to 

merge with / acquire, across various sectors and/or 

geographies

Example: Singapore’s Grab’s USD 40 billion SPAC IPO

Geographic / Sectoral Expertise Provision

Provide the sponsor with intimate knowledge of 

geographic / sectoral dynamics that are most relevant 

to the target sourcing exercise

Example: highlighting potential target regions

1

2

3

4

Expert Network Connectivity

Provide access to a community of diverse experts, 

in order to enable the sponsor to draw upon 

versatile sets of expertise

Example: experts in electric vehicle technology

Due Diligence Services

Conduct thorough due diligence on potential target 

companies to highlight any potential roadblocks or 

concerns

Example: vetting process for target companies

Negotiation Support

Assist in negotiating a win-win deal for both the 

sponsor as well as the target company, through 

understanding of each stakeholder’s priorities

Example: proxy outreach

Ongoing Post-Close Support

Provide the newly formed combined entity with 

business consulting services in order to add value 

to the business

Example: strategy development projects
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DISCLAIMER

Copyright © 2022 Quinlan & Associates.

All rights reserved. This report may not be distributed, in whole or in part, without the express written consent of Quinlan

& Associates. Quinlan & Associates accepts no liability whatsoever for the actions of third parties in this respect.

The information and opinions in this report were prepared by Quinlan & Associates. This report is not financial or

investment advice and should not be relied upon for such advice or as a substitute for professional accounting, tax, legal

or financial advice. Quinlan & Associates has made every effort to use reliable, up-to-date and comprehensive

information and analysis in this report, but all information is provided without warranty of any kind, express or implied.

Quinlan & Associates disclaims any responsibility to update the information or conclusions in this report. Quinlan &

Associates accepts no liability for any loss arising from any action taken or refrained from as a result of information

contained in this report or any reports or sources of information referred to herein, or for any consequential, special or

similar damages even if advised of the possibility of such damages. This report is not an offer to buy or sell securities or

a solicitation of an offer to buy or sell securities.




