
is quite différenti. These transactions are typically conducted outside the public market

arena and are usually monopsonistic in~ nature,, involving a single buyer negotiating the

purçhase of ~a divestçd assçt. Additional1y, sell-offs are motivated in some instances by

the sellr's nee4 to raise cash 3. These factors in combination would predict that both the

aqiig fri s wells the selngsfi iwoud she in the gainsfrom

transatons involving acustons of busies units. This is in contrast to whole-firm

megr wh3ere the open ucio process typically drives target prices up to where they

repesnt er net #rsntvle (NPV) ivestments for buyrfs. Studies of mergers as

profied in Jesnand Ruac (1983), Jarrel Br4ley and Netter (1988), and Blac~k

(1989) have fond tliat on avea, buyers experince sma~ll (if any) gain in~ value fromn

4
the transactions

In~ rçeent years a ltrtr eamining cross-brdr whole-firmn acquiisitions has


