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North-East Asia (Seoul),
South-East Asia (Kuala Lumpur)

Per Stenius, CEO
+82 10 7774 4693
+358 40 533 0793

per.stenius
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Per Stenius, CEO
+82 10 7774 4693
+358 40 533 0793
+971 50 646 1478
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Northern Europe (Helsinki),
Central/Southern Europe (Leipzig)

Kun Cao
+358 40 566 0635

kun.cao
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Ulrike Schneider, CFO
+358 50 307 6640
ulrike.schneider

Middle East, North Africa

(Dubai, Tehran)

Khashayar Ghadimzadeh
+98 912 210 5591
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Strategy practice Go-to-market practice Corporate finance practice

Per Stenius Kun Cao Henrik Saila Afnan Ahmed
+82 10 7774 4693 +358 40 566 0635 +358 40 7272 194 +358 46 547 1955
+358 40 533 0793 kun.cao o henrik.saila afnan.ahmed

per. stenius
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Sustainability practice Marine industry practice nggﬁ;eecap'tal and private equity

Software development and
guantitative analytics practice

Pekka Lehtela

Uyen Tran Markus Koste Hankyeol Lee
+358 45 312 6629 +358 400 219 263 +82 10 3051 6288 +358 40 7560004
uyen.tran markus.koste hankyeol.lee pekka.lehtela

Transformation and change
management practice

Kun Cao Khashayar Holim Wang
+358 40 566 0635 Ghadimzadeh +82 10 9855 0387
kun.cao +98 912 210 5591

' holim.wang
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1. E2IMY 7|5 - 22 S5 3 >
2. ZRHIA 7|9 - AZHS S5t B >
3. 21 7|4t - QIz|/7| =S S5t A >
>
1960 1970 1980 1990 2000 2010
“The learning curve ” . ,, ,,
(St5=411)" ff;‘”ﬁf’ = fare e ,ZZ(X,, 81 Art of japanese momt.” || ‘91 "Reinvent. the factory” || 2 Jue ocean strat,
'57 Requero (F78mE =S Y o3 "Toyota prod. system” ‘91 *Prod. dev. pert.” Strategy canvas
'64 Hirschmann (HBR) ’70 Union Carbide/BCG ‘ ‘ ‘ ‘ ’05 Kim et al.
/ L/ 1/ L\ NNV N N
"Competitive Strategy "Competitive Advantage "Alchemy of growth”
(Z2 Z12H” (&2 22/)” _ "Strategic intent” “Three horizons”
’5 forces” "Value chain (PIXIAFE)” 89 Hamel (HBR) ’99-'00 Baghai et al.
’80 Michael Porter ’85 Michael Porter \
7 [ \ \ \
“In search of excellence” “Innovation” v . ”
P » » ‘97 “Innovator’s difemma
75 S-curve 01 “Creative destruction”
'82 Peters, Waterman ’86 Richard Foster

Note: For an excellent overview of the history of strategy, please see Kiechel, The Lords of Strategy (2010).
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Linear scales Double logarithmic scales
Avg. cost per item Avg. cost per item
120 1,000
100
80
60 2% 2 %
40 12 % 12 %
20
0 10
0 1,000 2,000 3,000 4,000 5,000 1 10 100 1,000 10,000
Total items made Total items made

Source: Hirschmann, "Profit from the learning curve”, Harvard Business Review, 1964.
Note: A good description of the refinement of the experience curve can be found in The Lords of Strategy, W. Kiechel IIl, 2010, pp. 32-45.
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*Relative to the largest player in the market, with the largest compared to the second largest.
Source: W. Kiechel lll, The Lords of Strategy, 2010 (originally attributed to BCG and Union Carbide).
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Source: M. Porter, Competitive strategy, 1980.
See also:
Note: A good description of the development of this framework can be found in The Lords of Strategy, W. Kiechel 111, 2010, pp. 121-127.
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Source: M. Porter, Competitive advantage, 1985; see also McKinsey & Co. "business system”.
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Source: Pascale, Athos, The art of Japanese management, 1981, and Peters, Waterman, In search of excellence, 1982. See also pp. 141-157, The Lords
of Strategy, W. Kiechel llI, 2010.
*See discussion on p. 168, The Lords of Strategy, W. Kiechel Ill, 2010.
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Source: Copeland, Koller, Murrin,Valuation, 2000, p. 22 (original version called pentagon framework published in 1990).
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I  D|SGUISED CLIENT CASE — STRATEGY

Reddal assisted an established global stock listed company in a fast-paced corporate
strategy driven by strong financial rationale

* A well-established global materials company sought to re-establish its stock value in the next five «The Reddal team structured the overall process and provided synthesis of the bottom-

years with a new corporate strategy up information to facilitate fact-based decision making
*The CEO of the company had a vision to increase their stock price five-fold from the price atthe «The team built a sophisticated financial model with the flexibility to illustrate financial
time impact and share price implications of vast amount of different scenarios and sets of
« A new corporate strategy stemming from bottom-up initiatives with clear sequencing and financial ~Strategic actions the company could take
logic was required for the company to fulfil the vision of the CEO * Additionally, a top-down analysis of the company’s strategic consequences was
A Reddal team was called in to structure and assist the overall strategy process and alongside developed to act as a sensibility check and to counter over-optimism
provide financial modeling for the implications of the strategy including a valuation for future stock «As a result, a corporate strategy was created issuing the development needs and the
development required actions in three sequenced phases to reach the stock price

* A set of KPIs were defined for each phase for tracking the success of execution

*Reddal team also helped the company culture in bringing a more “so what” implication-
based narrative into internal communications

Engagement timeline Core KPI — company share price

Company vision Detailed actions from Final iteration of — Actual
and strategy must- internal bottom-up detailed initiatives - = Ambition 26
win-battles created analysis linked to with financial Pl
along with in-depth strategy with top-down implications and -
financial modeling, feasibility check, stock price forecast, =" -
July 2020 August 2020 September 2020 5 _--" -~

3 _ -

3 —

@ @ @
2020 2021 2022 2023 2024 2025
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N DISGUISED CLIENT CASE — STRATEGY

Reddal guided a major European steel producer’s organization to yield positive
financial implications and establish vision for share prices for the subsequent 5 years

* Implemented a structured approach to the strategy process, bringing clarity to the
organization

* Developed a data-driven process within the organization, going beyond traditional
thinking

* Developed a comprehensive financial logic for the strategy, involving a bottom-up
exercise to ensure accuracy

* Identified and addressed the requirements necessary for the development of share
prices

* Provided a step further in strategic thinking to optimize the organization's financial
implications

Engagement timeline

Creating of vision, Make vision strategy  Required actions (and a
strategy big lines, and more granular. roadmap) in a granular level
must-win-battles on a for each must-win-battle with

high level. financial consequences.
July 2020 August 2020 September 2020
@ @ @

Challenge and solution

Challenge

« Urgent resolution required for issues arising from the new strategy with limited
timeline

* Poorly defined process, lack of unified approach across strategy streams
» Overoptimism in the organization

Solution
* Providing sense to the multitude of approaches acting as a shock absorber
* Providing financial logic and vision of share price development

Core KPI —company share price

— Actual
= = Ambition 36
3 S_---77
3
2020 2021 2022 2023 2024 2025
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I  D|SGUISED CLIENT CASE — STRATEGY

Reddal helped its client to coordinate 20 different workstreams to define the corporate
strategy in a 10 year horizon

Setting and targets Each work stream is owned by a member of the Board of Director
» The target was to align the organization around 1. Strategy streams and enablers 2. Business and corporate 3. Business environment
a strategic vision by engaging cross-functional set the path toward the target functions define their roles and assessments brings insights and
teams in key topics requirements drivers
» The corporate strategy team acted as the
facilitator but the process was not steered top- | Strategic opportunity 1 [Business unit 1
down | Strategic opportunity 2 [ Business unit 2 Relevant megatrend 1

| |
* Business and corporation functions were | |
empowered to position themselves relative to | |
the strategic target and vision | Strategic opportunity 4 | |

» The 10-year horizon allowed explorative |
thinking and encouraged the streams to break |
free from incremental improvement and relax | Strategic opportunity 6 | | Corporation function 2 |
| |
| |
| |
| |

|Strategic opportunity 3 | Business unit 3

| Business unit 4 Relevant megatrend 2

| Strategic opportunity 5

| Corporation function 1

current setup constraints

Relevant megatrend 3

|Strategy enabler 1 |Corporation function 3

| Strategy enabler 2 | Corporation function 4

| Strategy enabler 3 | Corporation function 5

Relevant megatrend 4

| Strategy enabler 4 | Corporation function 6

Frequent iteration with management through a series of workshops and common working sessions

3-4 weeks 3-4 weeks 3-4 weeks 3-4 weeks
| | | | | >
WS1 — Align on WS2 — Align on key WS3 — Update view on WS4 - Final review, WS5 —
strategic targets to guestions, trends and environment outlook and  synthesize inputs into a Update to
guide the process drivers strategic plans coherent strategy story the Board
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I  D|SGUISED CLIENT CASE — STRATEGY

A Middle Eastern financial group redefined its corporate strategy under uncertain
market conditions

Strategy process work stream structure (illustrative) Case summary

* Objective: Develop a strategy for the group and its portfolio of different business lines

Corporate workstream in a high-uncertainty market situation

Owner N.N., Facilitator N.N., Team: - Approach: Separate work streams for each business line composed of key client
_ _ staff, conductive iterative problem-solving work; corporate work stream ensuring
1. Private equity alignment and tackling key cross-operational themes
Owner N.N., Facilitator N.N., Team: * Result: Stronger alignment in the core management team around a new robust

strategy for uncertain market conditions

2. Listed equity

Owner N.N., Facilitator N.N., Team: .
Key challenges and solutions

» Company lacked a coherent view on the future market potential due to highly volatile
market conditions; multiple market condition scenarios were developed in order to
create a comprehensive plan for the company

» Work was limited to internal thoughts (limited perspective on global market and

4. New businesses trends); external insights collected through analyses and extensive international

benchmarking, built into the working approach

3. Real estate
Owner N.N., Facilitator N.N., Team:

Owner N.N., Facilitator N.N., Team:

Plan, prepare Hypotheses and Strategic Competitive Finalization and Corporate strategy
and immerse current state analysis options strategies implementation plan update
January 2015 February 2015 March 2015 April 2015 May 2015 May 2016

@ @ @ @ o @
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To drive growth, ABC should seek consecutive acquisitions of selected players, while
developing operating model to ensure operational efficiency and standardized ways of working

Markets and opportunities

Growth paths in Country A

Key actions in Country B

Operating model development

Implementation roadmap

ABC should seek growth in
current and nearby regions due to
attractive environmental
conditions

* Most promising opportunities for
logging can be found in ABC’s
current/nearby areas due to higher
forest density and favorable
environmental conditions, which
provide means for maintaining high
profitability

» Potential for organic growth is
limited due to market saturation;
opportunities can be found in
targeting new customers such as
sawmills

* In Country B, while volumes in final
felling are decreasing, opportunities
for thinning are expected, providing
stable revenue streams

ABC should utilize acquisitions as
the main driver for growth —
efficient integration is the key for
maintaining profitability

* As the potential pace of organic
growth is limited, ABC should
leverage acquisitions as the main
growth driver

* To enable consecutive acquisitions
and maintaining profitability, target
selection needs to consider ABC’s
ability to integrate the companies

* As primary targets for scaling up,
ABC should focus on larger
players with a solid
organizational structure, as well as
smaller players which
can be integrated in a streamlined
manner

In Country B, the first priority is
profitability improvement; to
define growth paths, deepening
customer relationships and
influencing customers is crucial

* Machine operator efficiency and
high costs reduce profitability in
Country B in comparison to
Country A

* In 2024, development efforts have
been initiated to improve
profitability; impact monitoring and
identification of further actions are
crucial for realizing the benefits

* In Country B, the industry maturity
level is lower than in Country A —
ABC should deepen its customer
relationships to create new
opportunities and define potential
growth paths for the future

RADDAL

Securing the growth targets
requires development of
standardized processes for M&A
as well as daily operations

* To support inorganic growth, ABC
should develop a standardized
model for integrating acquired
companies in an efficient manner

* To ensure ability to maintain
profitability and quality of
operations, ABC should
optimize/standardize its internal
processes and develop a
competence management model
for machine operators and foremen

* Furthermore, along with the scale-
up, ABC should strengthen its
organizational structure and IT
systems to ensure ability to support
operations

The strategy will be implemented

in phases, first focusing on

setting up the foundation,

followed by a sequence of

acquisitions

* As the first step of implementation,
ABC should focus on setting the
foundation for the growth initiatives
through developing its processes
for company integration and
machine efficiency management, as
well as prioritize targets for
acquisitions

* The next phases should focus on
executing acquisitions and pursuing
new contracts, while developing the
operating model to support the
increased scale of operations

* To manage risks, close monitoring
of profitability and equity ratio in
connection with the M&A activities
is needed, as well as setting clear
success gates to ensure critical
corrective measures can be taken
in a timely manner
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ESTIMATE

Through planned acqwsmons and development initiatives, ABC group revenue is
expected to reach g A

|:| Country A (including organic growth)
|:| Country B (including organic growth)

L _ 1 Acquired companies

R

Growth based on planned company
_acquisitions, b /. growth in Country A,
') organic grovvth in Country B, as well. asﬁ,
“turnaround in Country B improving E !

Revenue MEUR -

2025 2025 2026 2026 2026 2027 2027 2027 2028 2028 2028

0,
EBIT (%) _ _ _ N y == Group EBIT decreases
Country A (base case)* temporarily as less
Country B (base case)*] - - , b = profitable companies

Acquired companies are acquired.

Group
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The first step of implementation aims for setting up the foundation for growth, followed
by executing prioritized acquisitions and strengthening the organization

Stabilize operations in larger scale

Growth through consecutive acquisitions

2026 - 2027

*Headcount: g

Key deliverables/actions

» Stabilize operations / finalize operating model
transformation and integration of acquired companies

+ Evaluate potential for expansion to other markets (for
instance, America)

*EBIT %: §
* Acquisitions:
*Headcount: g

Set up foundation

2024 - 2025

- Key deliverables/actions Revenue grows through
Eg}’_ﬁg/ue it + Drive organic growth through increasing contract acquisitions and organic growth in
-Acquis?ﬁn: S volumes and pu_r_suing new customers Country A. Growth paths in

- * Execute acquisitions based on prioritized roadmap to Country B* are still to be defined
*Headcountg drive inorganic growth in order to reach the{"_;_“; Ao

*Implement trainings and efficiency management model target.
for foremen and machine operators

* Strengthen ABC’s organization structure and IT tools;
implement harmonized ways of working between
Country A and Country B

Key deliverables/actions

* Develop operator recruiting pipeline and worker efficiency

* Define standardized models for contract pricing and M&A
target evaluation

« Standardize key support processes

* Define roadmap and financing model for M&A activities

* Implement profitability improvements in Country B
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ILLUSTRATIVE

As the company scales up, standardized ways of working should be introduced to
ensure consistent quality and efficiency of work
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Strengthening management capacity (back-up for CEOs) and tracking organization /
process development are critical for risk mitigation
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