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THE SITUATION

In the mid-2000s, Grisoft dominated 
the Czech security software market.  
Management decided to compete for 
the global market estimated at US$4.5 
billion. The company’s strategy was to 
sell a stake to international investors who 
could help drive the business forward. 
To facilitate the deal, Grisoft chose 
investment-banking adviser Benson Oak. 
Getting the deal completed swiftly was 
the paramount concern. 

THE PROBLEM

Benson Oak quickly identifi ed a short list 
of 10 bidders. However, the due diligence 
process threatened to slow the deal. The 
highly administrative procedures would take months to complete, and require signifi cant labor.

THE IMPLICATIONS

Using a traditional dataroom meant organizing and photocopying thousands of pages of 
documents and placing them into multiple binders for potential buyers to review.

THE SOLUTION

Benson Oak turned to IntraLinks to provide a secure, virtual dataroom for sharing documents 
with potential buyers. IntraLinks off ered best practices for index structure and document access 
to ensure the due diligence process worked smoothly for both bidders and Benson Oak.

THE RESULT 

The bidding included two rounds. After the fi rst round, Benson Oak identifi ed the list of 
serious bidders. In the second round, Benson Oak used IntraLinks’ reporting functionality 
to know who was accessing which documents, and when. IntraLinks customer support and 
variable rights management kept the team focused on the most important tasks and avoided 
duplicating eff orts for diff erent bidders.  Despite the involvement of multiple, international 
parties, the transaction was completed in just six weeks from the fi rst round of due diligence.

Grisoft 

When the owners of Grisoft, a security software manufacturer, looked for 
major international investors in their company, they insisted that moving 
at “internet speed” was key. Using IntraLinks®, the entire transaction was 
completed in just six weeks.

“  We saved ourselves a 

lot of time and agony by 

going with IntraLinks. Most 

importantly, we kept the 

transaction moving forward 

at all times. Potential 

buyers never sat idle 

waiting for questions to be 

answered.”

 PIERRA CAQUET, PARTNER, 
BENSON OAK

“INTERNET SPEED” 
What Grisoft’s owners 
insisted on for their 
transaction 

6 WEEKS
Time it took Grisoft 
to complete its M&A 
transaction using 
IntraLinks

$52 MILLION

Amount Intel Capital 
and Enterprise Investors 
invested in Grisoft
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IntraLinks (NYSE: IL) empowers global companies to share content and collaborate with businesses partners without losing control over 
information. Through the IntraLinks platform, companies, partners, and third parties can share and work together on even the most sensitive 
documents — while maintaining compliance with policies that mitigate corporate and regulatory risk. 

IntraLinks has more than 15 years of experience, and a track record of enabling high-stakes transactions and business collaborations valued 
at more than $19 trillion. IntraLinks is the proven provider of enterprise strength collaboration solutions, and is headquartered in New York 

THE BENEFIT 

Intel Capital and Enterprise Investors combined to purchase 65% of Grisoft for a total of US $52 million. The deal represented one 
of Intel’s largest investments in Central and Eastern Europe. IntraLinks off ered the fl exibility and scalability to get the transaction 
up and running quickly and, more importantly, to close it quickly. The reporting functionality also gave really clear visibility on who 
was progressing with the due diligence and when.


