Wy KPMG?

We are in a unique position to help you uncover and
achieve a holistic value creation outcome.

We run along-side with you in your value creation journey.
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We have established an ASPAC Centre of Excellence (COE)
for Value Creation.

Our Value Creation Advisory has teams in 5 ASPAC Member
Firms (Australia, China, Japan, South Korea and Singapore). In
Singapore, we are uniquely positioned as a dedicated team
to support our clients across ASEAN for Value Creation.

B Coverage across

ASEAN
- Singapore
Q - Indonesia
“; ,!._..' - Malaysia
‘\?ﬂ' ;g‘ - Philippines
- Thailand
- Vietnam

(5l00al Clients we nave worked with

- KKR — CVC Capital — Advent
Partners

— Blackstone — The Carlyle
— Bain Capital Group

- TPG

SElected credentials

Confectionery
Manufacturer &
Retailer

A leading confectionery
manufacturer and retailer
was acquired in 2019 -
which saw a renewed
focus on cash and
working capital post-
acquisition.

Within 1 week, we
identified Working Capital
opportunities of up to

Japanese
Pharmaceutical
Company

KPMG was engaged to
showcase its value
creation offering based
on a preliminary set of
data on a portfolio
Japanese pharmaceutical
company for a global PE.

We uncovered ¥2.1bn of
upside opportunities.

Confectionery and
Chocolate
Manufacturer

Our client in the
confectionery and
chocolate manufacturing
business was
experiencing slower
revenue growth as well
as slower store level
profitability growth.

Within 1 week, we
identified potential

$65m. ¥2.7bn in working capital
cash release and ¥1.4bn
cost reduction.
FMCG Family Hong Kong Beverage Australian Food
Business Company Distribution Company

Our client, a highly
profitable family
business, was looking to
sell to Private Equity and
our analysis provided a
roadmap for buyers on
how to unlock this value
post deal.

We used data analytics
to understand how to
unlock cash in an FMCG
business.

Our client is a Hong
Kong-based beverage
company. In an effort to
accelerate growth, the
company has expanded
into adjacent categories
(including fruit juice, milk,
soft drinks, etc.), and
new markets including
China, Australia & NZ and
Singapore.

KPMG provided support

Our client is one of
Australia’s leading food
distribution companies,

with a diverse portfolio of
brands spanning dry
groceries, confectionery,
perishables and frozen
foods.

Identified WC as a
lucrative VC lever and
subsequently identified
13 initiatives to drive WC

to digitalize its value improvement.
chain.
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PIESENVINg and nurturing valle

The current environment has created uncertainties in almost
every industry, shifts in consumer behavior, as well as
operational and supply chain disruptions.

Beyond the various government initiatives that companies may
be able to tap on over the short or medium term, companies
that apply self-help measures to strengthen and redefine their
businesses fundamentals will build stakeholder(s) confidence
and emerge stronger.
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Value

Triggers Value Creation Value Realization

Preservation

. - . . Strategic cash
- o Crisis cash Tactical working capital
qul'“dlty management management _perfclrn‘lanoe
improvement
Rapid delivery of
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Reassess
business Aszess M&A strategy and Consider carve-outs of
3 strategy in a consider transaction your non-core assets or
s'rategy T"gger post-covid-19 opportunifies business units
world

Ve preservation - rapid testing

Across a 2 week period, we will undertake a rapid review of
your portfolio company.

Cash (=] Cost
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“tectical’ working capitsl
actions that will quickly
optimise business cash flow.

— Leverage multiple revenue
forecest scenarios to develop
argenisationsl cost model
wvarious sctivity levels.

Customer

Capital

— Urgently review capita
expenditure plens o test for
requirsment

— Diegnostic to understand how
demand patterns will be
impacted.

cost contral.
— Revenue analyiics supported
by primary research for
operational changes.
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Helping you achieve Value Creation (VG godls

We adopt a data & analytics-driven approach to identify key commercial and operational levers on which to generate hypotheses to maximize value.

This is executed at deal-speed.

Key outputs

Identify value creation Validate and
opportunities refine opportunities
e——— 3days B

We have developed an analytics tool—
Rapid Opporiunity Diligence (ROD) to
identify and prioritise value creation
opportunity across the commercial and
operational levers of a business.

We intfroduce KPMG experts, early in the deal,
based on the initial assessment of prionty
opportunities. We validate and refine the
opportunity using fransactional data and

management interviews

We breakdown
The operational levers we look at are: opportunities...
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rizks...
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Peaple & Change
Technology

Support
Functions / Back
Office

KPMGS VG OTTernngs

Rapid Opportunity Diligence Benchmarking Value Creation Lite “

Tailored benchmarking to
answer a specific question
or hypothesis

Identifies the key areas of
value creation and next
steps to validate these.

Benchmarking and
analytical insights

3

Mg

...and develop
implementation plans

3weeks — @

Refined quantum of
SAVings

Phasing of =avings

One-off cost to mplement

Feasibility assessment of
divested entity

Benchmarking

Value Creation Lite

Integrated Value Delivery

Analyses sources of upside,
quantifies their value and
builds a road-map for
achievement.

&

Mext stages

——c. Imonths —

Having prioritised the key
opportunities, we'll bring in
a specialised team to
deliver the value.

These teams are often led
by the same experts who
validated the opporiunity.

Potantial initiatives

Working Capital Optimisation

Procurement transformation

Rapid supplier negotiation

Pricing strategy & rapid
improvement

Project Management Office
(PMO)

Execution of Implementation
Plans

Value redlization for the uture

Following initiation and implementation of cash preservation
and creation activities, there is a need to reassess the broader
business strategy to redefine your portfolio exit strategy. Key

areas to consider are:

Reassess Strategy

Reassess portfolio company

strategy, to understand how

business drivers will change
and adapt accordingly

Understand industry
impact
Assess the impact on the
industries within your porifolio,
and what this means for future
divestment opportunities

000

Consider carve outs

Consider the sale or
cessation of non core
products, assets or
business units that will
provide greater agility for
future growth epportunities

Identify new
opportunities

Identify opportunities that

exist to acquire assets at

low value that can create
future synergies with
existing businesses
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