


One plus one makes
three: this equation is
the special alchemy of
a merger or an
acquisition. The key
principle behind
buying a company is
to create shareholder
value over and above
that of the sum of the
two companies. Two
companies together
are more valuable than
two separate
companies - at least,

that's the reasoning
behind M&A.




4 Types Of Mergers & Acquisitions

Mergers and Acquisitions

Horizontal

Companies with similar

Product or service come

together with the main
goal to expand their
offering or markets,

Vertical

Companies in the same
industry join their force
to improve logistics,
consolidate staff or
reduce time to market
their offerings.

Conglomerate

Companies in different
industries join their
forces with a goal to

broaden their range of

service and products.

Concentric

Companies share
customer bases but
provide different
services and do have a
mutual relationship.




Although they are
often uttered in the
same breath and used
as though they were
synonymous, the
terms merger and
acquisition mean
slightly different
things. When one
company takes over
another and clearly
established itself as the
new owner, the
purchase is called an
acquisition.









Portfolio gromth options

Value space and target mapping
Strategic sequencang

Synergy quantification
ECONOmMICS reverse engingenng
Negotation levers

Scenario planning & sensithvity analysis

Deal structure

Integration team & interim organization

Synerqy tracking
Key Integration risks and mitigation

Integration méestones and timeline
Integration taskforce charter

Stand-alone & in-combination valuation

Interim and end-state org structure
Resource maps

Revenue synergy actions

Detaded savings breakdown
Budget system

Steening committee communications

Merger
Methodologies

Benchmark
Databases

Integration
Templates

Local Market
Intelligence

Industry specific target profiles
Strategic and financial valuations
Unkt costs

Staffing levels

Compensation

Span of Control

Senvice levels and cycle tmes
Sourdng and locations

Experience in over 65 countries
Local partner accoss

Requiatory parameters

Industry & subject matter experts
On-the-ground presence across 3

coetinents
* Deep understanding of reglonal &
cultural nuances




+ Assist creating an
acquisition plan
Create and
maintain a
structured
approach

Evaluate
negotiation
strategy

Assess and
approach short-
listed targets

+ Contact selected
targets

+ Arrange meetings
+ Execute NDA
+ Gather information

+ Analyze and re-
assess strategic fit

Creating value through M&A
M&A process — Buy-side

Initial
negotiations and
indicative offers

+ Present indicative
bid

+ Request Due
diligence {DD)
information

« Negotiate key
terms and
exclusivity

+ Legal advisors to
prepare initial legal
documentation

+ Introduce PMI

Proprietary market
intelligence

+ Experienced deal
team

« Extensive global
network

+ Access to decision
makers

+ In-house
valuations team to
provide technical
guidance on
pricing parameters

« Strong existing
relationships with
legal advisors

Due diligence and
deal structuring

+ Manage DD
process

+ Evaluate potential
deal structures

+ Renegotiate or
finalize negotiation

+ Undertake
detailed financial.
commercial. tax
and legal DD

Final negotiations
and completion

» Conclude
negotiations

+ Signing and
closing

+ Communicate with
stakeholders

+ Completion
accounts

+ Legal advisors to
prepare legal
documentation
(e.g. SPA and
shareholders

+ Broad transaction
experience with
complex deal
structures

+ In-house DD team
to issue report and
identify key risks

+ Draw on expertise
of specialist SPA
negotiation team
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