& Investec

THE ORDINARY




Financial investors and strategists are
increasingly approaching compan
owners directly with purchase offers

SMEs have increasingly been the
focus of strategic and institutional
investors for many years. By
means of unsolicited offers, they try
to circumvent a structured process
and thus make a favorable deal.
Here, the transaction advisor can
optimize the result for the
entrepreneur, for example, through
a tailor-made strategy and by
creating a competitive environment.

Medium-sized companies are
sought-after targets for investors

For some time now, many private
equity companies and large
corporations have been focusing their
attention on acquiring medium-sized
companies in Germany, as these are
often seen as innovative, sustainable
and responsible. These potential
buyers often make tempting
unsolicited offers or hints, which do not
always reflect the actual market value.

Interested parties often push for
early exclusivity

The strategy of so-called “pre-emptive
bids” is a common practice of these
investors, in which they attempt to
circumvent a structured sales process
and eliminate other bidders at an early
stage. For a thorough company
valuation, however, it is essential to know
the alternatives. Professional M&A
advisors can point out additional options
and test these in the market together
with you, initially on an anonymous
basis. This allows you to maximize the
price and identify the best investor for the
company.

A competitive process optimizes
the result

When you are approached by an
investor, it is important to ensure that
you are not selling below value. Our
experienced team will enable you to
develop a customised sales strategy,
maintaining the highest levels of
confidentiality, aimed at achieving the
best possible value and maintaining
control of the sales process.




How a structured process can
increase the sales price

Valuing means comparing: We carry out the complex sales process with all relevant market
participants in close consultation with you. The aim is to obtain as many different offers as possible
in order to select the most attractive one.
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Structuring

Development of a suitable sales
strategy

Determining the scope of the
transaction and, if necessary,
separate marketing of individual
business units

Marketing documents

Creation of teaser, information
memorandum and management
presentation

Coordination of a targeted bidder
approach from the entire network
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Valuation

Initial evaluation to identify the
optimal group of buyers

Economic evaluation and
comparability of different offers
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Project management

Creating competition through all
transaction phases

Coordination of bidders, advisors
and all stakeholders

INITIAL OFFER
€18 Million.

The owner of a medium-
sized company who had
contacted us had
previously been surprised
by an unsolicited purchase
offer from a potential
investor. The owner was in
his early 60s at the time
and his two children were
not interested in taking
over the management of
the business.

At the time of the offer, the
business owner had no
precise idea of the actual
value of his company and
had not made any
concrete preparations for
a sale process. A sale was
not immediately planned
at this time, as the
company had positive
growth prospects.

His company had long-
standing customer
relationships and a stable
earnings situation. However,
after the initial discussions,
we were convinced that we
could achieve a significantly
higher sales price with a
structured sales process.
Prior to the actual sales
process, we carried out a
detailed analysis of the
company and structured the
transactions accordingly:
What does an equity story
tailored to the company and
the prospective buyers look
like? What is really essential
to the business and what is
not? Is there an opportunity
to market the operating
business and real estate
separately?




Letter of Intent
Negotiation of the letter of intent

Negotiating the essential framework
conditions for the subsequent
purchase agreement
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Due Diligence

Preparation of documents for the
electronic data room

Organising the Q&A including expert
calls with all stakeholders involved
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Contract negotiation

Economic evaluation of all relevant
contractual points

Support with the implementation of
the various closing conditions

5L

After the closing

Further support as a contact person
after completion of the project

Support with purchase price component
calculation, for example

We began by creating powerful marketing materials,
including a detailed information memorandum that
highlighted the company's potential. We created a
competitive environment by targeting various potential
buyers. As a result, we were able to obtain six further
offers for our client. The initial bidder also substantially
increased its offer as a result.

We were also able to maintain competition during the
due diligence process. This made it clear to all
interested parties that they could not deviate
significantly from their initial offer if they wanted to
acquire the company.

In the end, we were able to achieve a sales price of
over 40 million euros for the company, which
corresponds to an increase of more than 120%
compared to the original offer. This significant increase
in value was achieved despite unchanged financial
results.

Value creation within a
structured sales process
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A selection of our r¢ferences in
the /iealthcare sector

Healthcare services

. . Medical technology and
Pharmaceutical Services digital health

Consumer Healthcare
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Mobility devices and aids for
the disabled

Animal health

Veterinary pharmaceutical
trade

Physiotherapy equipment



Contact us
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¥ ®
T +49 30 278 909 15 ‘ T +49 30 278 909 16

matthias.holtmeyer@investec.com

marcel.deutschmann@investec.com

Melvin EI-Khadra Marc Raquet

ANALYST ANALYST

T +49 152 210 254 38 ‘ ‘ T +49 152 084 950 91
melvin.el-khadra@investec.com marc.raquet@investec.com

Investec’s Investment Banking group assists entrepreneurs & founders,
family businesses, private equity and corporates in selling, buying and
financing businesses at best terms. Our 300+ strong investment bankers
team invests significant time in the following sectors to shape the best
possible outcome for you:

Business Services
Consumer

Energy & Infrastructure
Financial Services
Food & Agri

Healthcare

Industrials
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Investec (dual listed on the London, FTSE-250 and Johannesburg
Stock Exchanges) is an international banking and wealth management
group in Europe, the United States, Southern Africa and Asia-Pacific.
Investec is a purpose-driven organisation, dedicated to its core purpose
of creating enduring worth, striving to create long-term value for all
stakeholders and contribute meaningfully to people, communities and
the planet.
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www.investec.com/advisory
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