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Questions

O Jeor 50%

Family Businesses represent a huge and significant part of

e e FXPNe] :
°Q %2 European business:
More than 14 million * More than 14m Family Businesses in EU
Family Businesses in the EU What do you see as the major trends of the
EEEEE « 50% of EU GDP market: is it growing, staying stable or
L . ing?
* 65% - 80% of all existing companies decreasing?
e More than 60m jobs in the private sector What are the major factors influencing these

e More than 60 MILLION
JOBS inthe private sector

% |' PTHT » 33% of the world’s 250 largest family businesses are
located in Europe (Source: EY Family Business Yearbook)

changes?

. . . . One of the objectives of the EFB is to
V 1SION & O OCTIVES  seateaeveiaving i orfamiy
businesses compared to all other types of

companies in the field of transfer of

Vision Objectives . .
Family businesses are the backbone of the EU% real economy and 1 - Promate a full understanding of the key role of long term t?USIne_SS1 Iegal and taXIng f_ramework_’
incubators for entrepreneurship. Productivity, competitiveness, family-cwm e flnancmg and entrepreneurlal education.

job creation and sustainability are part of their DNA. Europe has
been built on their contribution to economic and social prosperi
and now, in times of trouble, Europe should look back to its
valuing and fostering the necessary role of family businesses
a reliable and committed driving force for recovery. EFE strongly
believes in their capadty to generate growth.

2 - Press for policies that will support the ceation of a level
5, playing field for family businesses compared to all other types
of companies, in the fields of transfer of businesses, legal and

ing framework, financing and entraprenaurship educati

What would be your recommendations to a government to improve Family Business situation?
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Questions (continued)

GOVERNANCE

In the last Barometer, 87% of respondents indicated that having good governance structures and processes in place is important (thus
governance has THE MOST significant influence on success for Family Businesses, among all other factors).

What do you think? Is it important? Why ? And what is it a good governance structure for a Family Business?

Speaking about governance — we come logically to the NEXT GENERATION issues

What do you see as major trends concerning NEXT GEN in the European family businesses? Are they interested in starting directly in family
business or they look for the alternative professional experience? Do you think it is specific for the European family businesses or not?

Don’t you think that in Europe NEXT GEN would rather try to start new business than continue the legacy of the family business?
What senior generation can do to prepare the NEXT GEN for entering into the family business?

How you can help on your side to smooth the NEXT GEN integration into the family business?

And if not to NEXT GEN — to whom? Outside managers?

A stable new trend — appointing a non-family CEO? (3rd Barometer — 23% are planning to do it (though by retaining family ownership/control) |
VS 24% who plan to pass the management of the business to the next gen)

Do you see it as a growing trend in the European family businesses? Do you have any stats? What do you hear from the business who have
appointed non-family CEOs? Their feedback — positive or negative? What are usually the reasons? What should they change in their way of
work to attract external managers?

Some studies show that the # of non-family CEOs is higher in larger companies. What are the reasons and do you see it as an issues for family
businesses — is it their definite choice or the only solution to keep business growing?
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Questions (continued)

Last survey (Barometer) has shown a new increasing challenge for family businesses in Europe — WAR for TALENT
Is it the challenge specific for family businesses or for businesses in general?
What is specific about family businesses in this regard?

How you can help from your side? What could you advise for family businesses with regard to this challenge?

Access to finance

Last survey (Barometer) has shown that the majority of the European Family businesses have had no difficulties with the access to finance in the
last half a year, at the same time 20% still experience difficulties.

Only a year ago the number for those with difficulties was 51%. How can you explain this improvement? And what lessons could be taken from
the European market/example?

In Europe there is an issue with the unequal conditions for family businesses (which rely on equity) and other business (which rely on debt).
What do you do on your side to create a level playing field?
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