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Valuation Actual Forcast
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PwC XS} 2k 7|H9| Post deal value creation service
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Strategy - Operation - Finance 2| Z2t&0{|A] 7|Y 7IX|E =0[= 2 Value LeverE 2=5111,
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Sustained

Speed to

Maximize
value creation

value potential performance

=%l 2= Value Creation = Eich 2 7|3 B2 Digital Tools Lixis} 2!
ltem W2 =2 RIO 0| (4~5Z Lff), 14 o|LH Managed ServiceE st
Focus AEH 2 Mt 2E o2k ste x|
< Industry + Function H24 ¥ S 7|82 £7{%1 2= Opportunity =t >

15~30%
Improvement
2~5% Saving Commercial
in cost base - ............... Opportunity
....... Highly
variable

Improvement
5~10% Growth
in revenue

.......

Operational
Improvement

Optimization
O/P

Potential EV

Current EV
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IMO (Integration Management Office) 2HX|H: E&t

™ akgel =Y - SHE =270t X1

NewCo. Visioning: Deal 0| New Co.2| H|F1} 2,

Meps wery, S8t U 29 #A 41

Plan for Day 1 and Day 100: HF2|AE 2 2l 2852
Ay

Organizational support: 7|

HA ot ZESSSIE st ==
Supply Chain Mgmt.: SCM - 250
Execution Z|&3}, MAt RAM SIHE S5t 1T 2|3t

Productivity & Capacity Mgmt.: A4At MH|o| 7[5 & 2l
s NS Sot MM S22, M= S W Loss 7HM

Quality Cost Mgmt.: & 22 38 201 24 P(olE)
Cost, A(Z7} Cost, F(ATH) Cost 7§M

Product Innovation & Development: XM= Design MAHE

S JHe- A Bt 2XE}

Example : Y9 Value-up Z21E =&

Value Creation

Potential

Area (% of cost base)

Relative
Impact

Strategic Marketing & Sales: Portfolio Z|&st 2 i

SHAIZ S8t £01X B, Channel - 742Nl Z[xist

Improve management accounting system: $1xH Reporting
7ol cHEt ZIch KPI met 2l XHol, KPI dashboard A
X2, GP-LP Reporting template 2t X[l

Support business planning: AIE 2 . K= -
AH|AE CM EATIX] MIES) AN e - M2fHstof mE
AlZ2olMd & =Hd X|#

242 &6t Saving 7ts & =& (Saving2 2 215t
Downside 271l 12), F0HH|IE 242 Sot HIS =L

718 =&, TOpERE 5 2R st yor

Support working capital improvement: AR-AP-
Inventory - M= 2t2|E E5t Cash operation 7H4M HX|
ZE, Cash shortage?} st AL E 7145 AA| Lot
012 (Stress test)

TSA management for carve-out deal: AH|A Fee X232
Qs HIE XIE BLIEE T2 MNA HE| TSA Exit planning
(Separation cost- Run rate cost £4d)

Examples of
High Impact Levers

i -109
. Sales and Marketing 3-10% O * Revenue acceleration * Portfolio rationalization
Commerc'al .......................................................................................... M k t ff t P N t ) t
Customer Service 3-10% O arketing effectiveness ricing optimization
Materials 5-10% O + Strategic sourcing * Quality cost minimization
.......................................................................................... » Low-cost country - Energy cost optimization
Manufacturing 3-5% D arbitrage + Maintenance excellence
Opel’atlons ............................................................................ . Lean manufacturmg . Forecast accuracy
Operations Overhead 5-20% O + Footprint optimization
.......................................................................................... . Make or Buv (Outsourced
SCM & Logistics 3-10% () y( )
Engineering & Development variable Q + R&D resource&capabilities + Working capital
.......................................................................................... « Time to market optimization
G&A Service & Quality 5-15% O . Service model automation ° Z€ro based budgeting
.......................................................................................... . Shared service loverage  ° Headcount rationalization
General & Admin 5-20% ™
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Financial Due Diligence & Valuation

0|=2I Partner

Deals
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02-709-3321

E&2 Partner

Deals
soon-wook.hong@pwc.com
02-3781-9471

Z %l Partner
Deals
jin_4.kim@pwc.com
02-709-0943

Tax Due Diligence & Tax Structuring

ERY4 Partner

Tax
jeongsoo.tak@pwc.com
02-3781-1481

S+ Partner

Deals
ho-gyu.kim@pwc.com
02-3781-1403

O|=4| Partner

Deals
jun-sic_1.lee@pwc.com
02-709-8037

CDD, ODD & Post Deal Services

U831 Partner

Deals
yonghyun.k.kim@pwc.com
02-3781-9794

ESG Due Diligence

227 Partner
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