
What is Deal Strategy?

Mergers & Acquisitions (M&A) is one of the key strategic levers to grow your business. M&A enables you to accelerate access to new 
markets, sales and distribution channels, and new capabilities, as well as to optimize infrastructure and operations, and reduce costs. 
Yet it is critical that any business acquired must fit with, and support, your overall strategic goals in order to achieve sustainable growth.

Our deal strategy team provides you with a holistic approach that challenges the conventional thinking and utilizes our industry knowledge 
and data-driven insights to understand, challenge and realize the strategic fit and value of your investment decisions at different stages of 
the deal life cycle.

Why is Deal Strategy important?

To achieve the highest value and maximize synergies from M&A, you will need an appropriate strategy aligned to your overall goals and 
objectives. Our approach combines deep industry knowledge and insights, with analyses of market potential, the competitive 
environment, and positioning, as well as providing an objective view of the company’s business plan to help answer key strategic
questions such as:

• What is the best market entry strategy?

• Should the company build, partner or acquire another company?

• Is the target a strategic fit to the existing business and growth aspiration?

• Does the market in which the target operates have good growth potential?

• Is the target business model viable and sustainable in the long term?

• Should the company carve out non-core or underperforming business units?

When is Deal Strategy relevant?

Our deal strategy services are typically deployed during two stages of M&A process:

1. Pre-deal support – We can assist you in searching and screening for possible markets to enter. We combine a strategic analysis of 
the market with an understanding of your strategy to identify and evaluate potential strategic options for your market entry.

2. In-deal support – After you have identified a target, we can provide the next level of analysis to challenge your hypothesis for value 
creation and strategic fit, and perform diligence to ensure that your deal strategy is robust: Services can range from buy-side 
commercial due diligence, benchmarking and case studies, to business plan review and value creation assessments.
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▪ The KPMG team has deep industry

experience and a strong track record 

across various sectors, having 

facilitated multiple acquisitions, 

divestitures, and strategy 

engagements

▪ Our network of strategy 

practitioners bring first-hand 

experience and deeper insights to 

how the target is positioned in the 

market

▪ Through our investment in data and 

analytics tools and capabilities, we 

create outputs that deliver new data-

driven insights and higher value 

creating strategies

▪ Our team includes industry-relevant 

commercial and operational 

professionals which enable us to 

identify actionable insights 

connected to the projections and 

operating realities of the target

▪ We offer end-to-end strategy, deal, 

and implementation capabilities in 

order to support clients with their full 

set of needs

▪ We are tightly integrated with 

Financial, Tax, Operational, 

Commercial, HR, and IT teams, 

creating data collection and analytical 

efficiencies and consistency that 

enable us to get to better answers 

faster

▪ Our differentiated due diligence 

approach leverages our integrated 

business due diligence to build your 

confidence in the growth thesis and 

the value creation plan

▪ Functional depth in areas such as 

pricing, product technology, 

operations, technical accounting, 

tax, legal, HR and finance enables 

you to identify additional value 

creation opportunities and mitigate 

risks

Deep sector experience

Data and analytics capabilities 

that help drive unique insights

End-to-end 

capabilities with an 

integrated approach

Focused on your value drivers


