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International Business Development
Strategy and Implementation

ACQUISITION STRATEGY
Opportunity Assessment for an M & A Project

Background

= A privately held European manufacturer of specialty chemicals for the pharmaceutical,
nutrition and personal care markets was considering entering North America by acquisition.

Challenges

=  The client had identified a list of acquisition targets, but was unsure of the best way to
approach and negotiate. Most of the acquisition targets were family held enterprises.

=  Make progress to acquire a company within a price range that appeared restrictive relative
to the potential value of the acquisition targets.

TCG Approach

= Research acquisition candidates to prepare for face-to-face discussions.

=  Use TCG network to obtain personal introductions into each company.

=  Set up and lead face-to-face CEO meetings with 15 targets.

Results

= Offer made for a company at the upper limit of the company’s target price range.

Value to Client

=  TCG provided the Client with the ability to pursue an acquisition strategy and then conduct
highly sensitive negotiations in an unfamiliar geography.
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