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How doyoutrade

profitably with Europe?

Market Challenges — Trending client issues

What local laws do | need to comply with? What do | need to do to make sure my new
X Do | need to make changes to my contracts? . .
For example, laws associated with - : ; partners comply with data privacy?
. Partners include suppliers, customers, intragroup g :
waste and product regulations Including suppliers, systems, channel partners

What are the wider business considerations?
Including entity, corporation tax,
IT architecture, VAT registrations

How do | avoid the issue of ‘double duty’ between

How can we ensure our master data is accurate? . ) .
m--o- = How does business in Europe impact my ESG agenda?
Delivering in Europe adds additional

MDM complexities
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Our approach — Typical project structure tailored to your business specifics

European Diagnostic and Plan European Strategy Deployment
Diagnostic (2 weeks) End to end assessment (6 weeks) Design & Deployment (c. 3 months)

1. Supply chain mapping 1. Supply chain opportunities Assist commercial and procurement with a Help deploy tactical customs changes
2. European end-to-end assessment 2. Customs and VAT assessment new Incoterms approach Guide on customs compliance
3. RAG and opportunities summary 3. Indicative cost to serve + profitability impact Create global logistics strategy to minimise Ensure regulatory compliance

cost exposure Audit suppliers and SKUs

Locationassessment - centreof gravity e ¥ Stockcover analysls - all SKUs

Benefits — KPMG can provide a ‘one stop shop’ for establishing a profitable and enduring European business

We have specialists across various capabilities including Supply Chain, Customs, Indirect & Corporation Tax, Customer and Legal. We have successfully joined up to deliver
European expansion projects in a number of sectors, utilising our specially developed digital tools.
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