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InterChina

Leading Strategy and M&A advisory firm in China

e —

InterChina

Our Value
e China specialist.
e Strategy and M&A advisory.
e Focused on 5 sectors.
e 20 years of experience.

Our People
e Located in Beijing and Shanghai.
e Multicultural partnership.
e 60 professionals.

e Chinese, senior, industrial background.

Our Clients
e Medium-sized to Fortune 1000.
e 500 strategy projects.
e 165 transactions (USD 6 bn).
e 2/3 of projects are returning clients.

Our Reach: IMAP

e Leading global mid-market M&A organization.

* 40 offices, 31 countries, 500 professionals.
e Qver 200 transactions p.a.
e Exclusive China partner since 2006.
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InterChina

Leadership

A team of Western and Chinese professionals

Jan Borgonjon Eduardo Morcillo James Sinclair Barry Chen Simon Zhang
President Managing Partner Managing Partner M&A Director Strategy Director

Franc Kaiser W. Patrick Cranley Huang Qingbo Wu Zhifang Chen Zhaolin
Director Director Partner Partner Principal
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InterChina

Focused on 5 Sectors W

: . : o : =11
Experience, insight and networks in China’s major growth sectors
R
— [IMALA
Sector  Groups  with  sector-
experienced consultants and . . :
industry specialists. This enables us FMCG, Food & Beverages Phar'maceut'lcals
to quickly drill into the specific key — [IRSRCCUEUNEIRBIIEIIER » Medical devices
issues, to leverage  contact * Retail, Food Services » Healthcare services

networks, to combine strategic
insights with M&A and partnership
issues, and to provide tailored
solutions that are ahead of the
curve, and become long-term
partners of our Clients in China.

» Chemicals Professional services
* Energy & Cleantech Multi-sector solutions
» Infrastructure Outsourcing services

e Automotive
e Machinery
« Equipment

Confidential © InterChina 5



InterChina

Strategy | M&A Advisory

A symbiotic combination of capabilities and services

» China Entry.

ﬁtratggy * Market Development.
ractice * Market Penetration.
» Growth Strategy.
Strategy * Profit Protectlon._
» Government Affairs.
M&A * Corporate Buy-Outs . . Capital Raising.
/—\dvis_ory * Divestitures. . Project Finance.
Practice « Strategic Alliances. . Debt Advisory.
. Ta_rget/ Part.n(?r Search. . Corporate
[ — . Fa|rne_ss Opinion and Capital Raising/ Restructuring.
Valuations.

Banking Debt Advisory

Confidential © InterChina 6



InterChina

Strategy Practice

The #1 alternative to the global consultancies, with a practical emphasis

e —

We help our Clients making complex decisions, by focusing on top-line | Our practice of 25 consultants is

growth opportunities and protecting long-term profits. We provide

our sector expertise to develop tailor-made solutions that meet our

Client’s specific needs in a changing and more competitive China.

Methods

Tailored project

Decisions

(New) target e
markets &
segmentation

Best practices in
sales, distribution
& services

Product/ offering
modification, i
market launch

Localization of
activity models
and investments

Go alone versus
alliances &

partnerships 13

Game-changing
strategies and
differentiation

Strategies based
on margin
protection

Involving Client

Fortune 500 Client

Successful pilot

in lower-tier cities.

MNC Client

Strengthened

position in China by
buying local player.

Healthcare Client

Created new

product category in
the Chinese market.

Dedicated team

Hypothesis-driven  Field-work driven

Practical solution Client buy-in to actions

i @
Top 10 Chemical
Client
Prioritized the
downstream sectors
/ created effective
distribution model.

W &

Food brand Client

Identified the right
product category.

Fortune 500

TSR CE Chemical Client

Untapped segment
opening with new
product design.

e -

Industrial Client

Changed industry
standard, doubling
market share.

Luxury brand Client

Increased
competitiveness via
integrated lobby
strategy.

Tripled sales by
rolling out a new
sales organization.

organized around sector
specializations with substantial
project experience.

Seniors

* 10~20 years experience.

« 80~150 projects.

« Project supervisor/manager.
« Sector specialization.

« Strategy.

Consultants

= Ex-global consultancies.
* 5~10 years experience.
* 40~80 projects.

» Workstream leader.

P * Fieldwork.

%
ﬁ :
N
£ - o
- 4

’

e Overseas MBA.

« 3~5 years experience.
¢ 10~20 projects.

e Team member.

e Analysis.

Confidential © InterChina 7



M&A Advisory Practice

InterChina: known for getting the deal done

InterChina

We originate and execute mid-market buy-side, sale-side and capital raising
transactions for both inbound and outbound clients. We complete 8-
10 transactions per year. This makes InterChina one of the top

Chinese investment banks in the cross border arena.

BOBST
GROUP

Bobst Group
Leading packaging machinery
company in Europe
SWITZERLAND

ACQUIRED A MAJORITY OF

Shanghai Eternal Machinery Co.Ltd
Flat bed diecutting & creasing machine
manufacturer, CHINA

InterChina IMAP,

& LivGonG

LiuGong Machinery Co. Ltd.
A leading construction equipment
manufacturer, CHINA

ACQUIRED THE CONSTRUCTION
MACHINERY BUSINESS OF

@Hsw

Huta Stalowa Woela
POLAND

IMAP:

GETINGE

Gelinge Group
Leading Healthcare and Life Scences
Products Provider, Sweden

ACQUIRED 100% OF THE BUSINESS
OPERATIONS OF

HAeare

Acare Medical Science Ltd.
Producer of Medical Equipment, Zhuhai,
China

InterChina

Joy Global
Mining Equipment and Machinery
Milwaukee, UNITED STATES

IMAD,

ACQUIRED 100% OF SHARES
AND CERTAIN ASSETS OF

Wauxi Shengda Machinery Co. Ltd.
Mining Equipment
Wi, CHINA

InterChina IMALP,

gMUCKERy

J.M. Smucker Company
Leading F&B Manufacturer & Marketer
(NYSE-SIM)

Orville, Ohio, United States

ACQUIRED A MINORITY INTEREST IN

— e
SEAMILD

5 ild Biologic Tech

gi logy Dev.
Manufacturer & Marketer of Cats
Products, Guilin, Guangx, China

InterChina IMAP:

#=CcePSA

CEPSA
MidStream Chemical Manufacturing
(raw material) SPAIN

ACQUIRED SELECTED ASSETS OF

Shanghai SCIP
Chemical, CHINA

InterChina

[IMARA

@BLM GROUP

BLM Group
Machine Toal
ITALY

ACQUIRED MAJORITY OF

Shanghai Sano Automatic
Machine Co. Ltd.
CHINA

InterChina IMAP,

&% Gruro
¥y BIMBO

Bimbo Group
Leading bakery group in the world
MEXICO

ACQUIRED 100% OF
JingWoMenwei

Bread manufacturer
CHINA

InterChina IMAP;

Our practice of 25 advisors is
comprised of senior Chinese
deal makers with strong
industrial and financial
backgrounds.

Seniors

» Ex-corporate, PE.

» 10~30 years experience.

» 100~200 projects.

* Project supervisor/manager.
 Negotiation.

« Ex-big 4 (CFA, CPA).

» 5~10 years experience.
» 50~100 projects.

» Workstream leader.

e Search, DD, valuation.

Associates
g A * Overseas MBA.
7 + 3~5 years experience.
» 25~50 projects.

-
¥
2

4 « Team member.
% e Analysis.
Confidential © InterChina 8



InterChina

Global Reach =
IMAP, the third-ranked mid-market M&A advisory organization

l MAR‘] IMAP’s Worldwide Ranking *

Since 2006, InterChina is the China partner of IMAP, a

global independent organization of leading M&A firms. 2009 2010 2011 2012 no. of deals
Key figures of IMAP 1 KPMG KPMG KPMG PWC 318
2 PwC PwC PwC KPMG 305
3 E&Y Deloitte IMAP IMAP 203
Years of No. of deals by Accumulated Global rank

experience IMAP between transaction value among M&A . Morgan
(founded 1973) 2001 - 2011 since 2001. advisor firms * . Dl IMAP A Stanley 0%
5  Rothschild E&Y Deloitte ~ 0ldman 187

Sachs

Professionals worldwide and in China

) . IMAP Rothschild Rothschild Rothschild 178
No. of professional China-based staff
advisors and located in Beijing
analysts worldwide and Shanghai
7 Lazard Lazard M&A Int'l 174

Lazard

i i i . 8 cs H. Lok Lazard Deloitt 162
Represented in China and in 30 other countries OKEY e e

* Rankings based on Thomson Reuters League Tables that included no. of
announced transactions up to USD 500 m.

Confidential © InterChina 9



InterChina

Why Clients Choose InterChina =

Our first client is still our client 2]

» Strategic Perspective
» Sector expertise
* M&A execution
Unique
Service
Offering
* In the market since 1994
We Stay Sector » Retained experience
Close Specialists * Industry networks
InterChina
» Closely linked to IMAP peers Global Pract_lcal * Home-grown methodology
- Deal origination pipeline Reach Solutions « We go “deeper”
» Best practices and standards * Bottom-up approach

e Easy to work with
e Transparent communication
» Keep our promises

Capacity

* 60 people on-the-ground
e Fast and flexible
e Senior backbone

Confidential © InterChina 10
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InterChina

InterChina’s Chemical Experience: 10+ years of projects in Y
(petro)chemicals and downstream sectors... e T

e —
Retained Experience

® As Chemicals Clients commonly having
diversified customer bases...

e InterChina has been consulting in the o

_ : ... We our able to leverage our
Chemicals Sector since 2000.

experience from a broad range of

o _ related downstream sectors to benefit
. Not_ only ha\_/e we participated in the our Chemicals Projects, particularly
rapid evolution of the sector, but as we Strategy Projects.

have maintained one of the most stable
Consulting Teams in China, we have
hence retained the valuable experience
gained.

* These sectors include automotives,
machinery, healthcare, construction,
garments & shoes, sports & leisure,
consumer electronics etc.

Breadth and Depth

e This puts us in a unique position and
allows us to deliver unmatched value to
our Chemicals Clients.

Confidential © InterChina 12



...covering the most part of the petrochemical and chemical

InterChina

: =\
value chain ey
IMADA
e — z
Feedstock : . Naphtha
Crude Oil / | Ethane J P!
Natural gas >  Propane < (derived from
* Butane crude oil)
Primary Methanol + Ethylene « Propylene + Butadiene y Eelnzene
. e Toluene
z‘eltrochemcllc_:als . Xylene
ntermediates ¢ ¢ ¢ l
Formaldehyde Ethanol Polypropylene e Ethyl benzene*
Acetic acid Ethylene oxide Isopropanol e Cumene**
Ethylene Propylene oxide e Cyclohexane
dichloride
Polyethylene
resins
--------------------------- e e e e
Derivatives Phenol Ethylene glycol Polyether polyols =« Synthetic rubber e Polystyrene
formaldehyde Polyvinyl chloride and latex e Phenol and
resin acetone
Cellulose acetate ¢ Nylon 66
Polyvinyl acetate
_________________ |
¢ ) v
End_PrOdUCtS Plastic products Solvent and cosmetics ¢ Adhesives ?':D?er;?uas
of Fine Fibers Pharmaceuticals + Chemicals used in various . Gasoline
Chemicals Paper and textile sizing Coolant downstream such as agriculture, Lubricant
Tyres and rubber products Urethane products (Foam & food & beverage, detergents, « Bitumen
Painting and coatings CASE) ceramics, dyes and inks, water « Extended Oil
Specialized air products treatments, constructions, etc. etc.

Notes: * Ethylene and benzene derivative; ** Polyethylene and benzene derivative

Confidential

© InterChina 13



A strong team in Chemical Sector Group, with accumulated
chemical project experience and extensive industrial network...

e —

Simon Zhang
Managing
Director
James Sinclair
Managing
Partner
Olivier Stauff

Senior
Manager

Robert Zhang

Manager

Jane Zhu

Senior
Manager

InterChina

Chinese, English

English, Chinese

French, English,

Chinese

Chinese, English

Chinese, English

8 years with InterChina.

Leader of Chemical Sector Group of InterChina.

Prior work experience with Sinopec Petrochemicals.
Proven consulting expertise in chemicals, auto, energy,
and distribution industry.

Specialist in entry/expansion strategy, business plan,
market intelligence, target search and due diligence.

9 years with InterChina.

Worked with Fiducia Management Consultants.

Proven consulting expertise in chemicals (DuPont, Bayer
etc.), auto, energy, steel and construction.

Specialist in strategy consulting, market intelligence,
entry point analysis, value proposition development, and
competitive positioning.

Resident in China since 2003.

8 years of management and consulting experience in
China.

Specialist strategy consultant with focus on auto,
chemical and F&B with extensive track record in entry
and expansion strategy projects.

Core Member of InterChina’s Chemical Sector Group.

Project manager with Sinotrust China (e.g. gasoline and
diesel)

Extensive networking and project experience in the
chemical sector.

Senior channel manager with Siemens Industry, China
Expert in sales & distribution strategy.

Core Member of InterChina’s Chemical Sector Group.

Specialist in industrial data and info research and analysis.

10 year experience in supporting InterChina projects in
chemical sector, incl. petrochemicals, plastics & resins,

paints & coatings, adhesives, paper, water treatment

solutions, industrial explosives, etc.
Core Member of InterChina’s Chemical Sector Group.

Experience & Expertise Qualifications

BA (Southeast University, China)
MBA (Cranfield School of

Management, UK)

ACIM (Associate of Chartered
Institute of Marketing)

MEng (university of Durham,

UK)

MA in Chinese studies
(University of London, UK)

M.Sc, EDHEC Business School,
Lille, France (AASCP accredited)
Chinese studies at East China
Normal University, Shanghai

Ph.D Chemical Automation
(Beijing Univ. of Chemical

Technology)

MBA Vlerick Leuven Gent

BA International Trade &
Economy and English
Language (Beijing International

Studies University)

Confidential |

© InterChina
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... plus more key staff in M&A in the Chemical industry with
unique combination of skills sets and experience ...

InterChina

e —

Jan
Borgonjon

President

Huang Qingbo
Partner
Eduardo
Morcillo

Managing
Partner

Barry Chen

Partner

Sylvia
Zang

Manager

Experience & Expertise Qualifications

Dutch, Chinese,
English, French,
Spanish

Chinese, English

Spanish,

Chinese, English

Chinese, English

Chinese, English

Resident in China for over 20 years.

Established InterChina in 1994.

Management of over 50 projects in various industries in
China.

Top level negotiation and lobbying.

15 years with InterChina.

Prior roles in domestic trading company, foreign beverage
company, & management consultancy.

Expertise in negotiation with Chinese enterprises and
institutions.

12 years with InterChina.

Worked with Sinclair Roche &Temperley, Credit Suisse
Asset Management & Spanish Investment Office(Beijing).
Expertise in M&A, JVs, & corporate restructurings.
Coordinated 15 M&A and Alliance projects in various
industries in China.

20 years consulting and finance experience.

Closed over 30 M&A and divestiture transactions.
Diverse international experience in various sectors.
Expertise in corporate finance, M&A advisory, divestiture,
restructuring, transaction management; valuation, due
diligence and negotiations.

Over 7 years experience in InterChina.

Extensive consulting experience for M&A, strategic
advisory, target search, negotiation support as well as
due diligence

Previous project experience in chemical/materials projects.

Advised overseas companies incl. USV and others.

BA (Leuven University,

Belgium )

MBA (Henley, UK)

Founder of CEIBS, Shanghai

BA (Beijing University)
MBA (CEIBS, Shanghai)

BA Law (Carlos Il University,

Spain)

MA International Trade &
Investment Law (University of
Newcastle upon Tyne, UK)

EMBA (IESE, Spain)

BA, Zhongnan University of
Economics and Law (Wuhan,

China)

MBA, Asian Institute of
Management (Manila,

Philippines)

BA in Electronics &
Telecommunications

Engineering (Shanghai Normal

University)

Confidential

© InterChina
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... to serve our clients with some typical headaches they have in

China ...

InterChina

e —

“We need to identify which
downstream segments will have the
addressable potential and how we
should seize them”.

“We need to develop a medium-to-
long term strategy for ourselves in
China’s chemical sector, and
understand what that will mean for
our global business”.

- T/
A fine chemical company

“We are stuck in the top end of the
market, which is just the tip of the
iceberg — We need to how to move
into the middle segment to broaden
our coverage”.

T
An additive company

A niche rubber company

“We have been exporting to China
for around 10 years, but the market
remains a black box and we need
to understand the relative strength
of our distribution network”.

“Our product is over-engineered for
the China’s market. As you suggest,
the lobbying for a stricter standard
might helpful — We need you to
implement the lobbying for us”™.

T

An engineering plastics company

“We believe that now is the right
time to enter China — We need to
know how to establish a optimal
distribution structure and find out
which distributors to work with.”

T

A thermoplastics company

A lube company

“We would like to produce in China
and for China given the market boom
— we need you to steer through the
complex negotiation process in China
(partner / government).

“We want to grow via acquisition in
China, but we haven’'t come across
any attractive acquisition targets —
We need to systematically search
and establish whether any exist”.

]

A company of nylon’s raw materials

“We have been sourcing from a
Chinese API supplier for a long time
— We now need to assess the
benefit and feasibility of acquiring
an interest in them”.

— Y

A specialized chemical company

An APl company

Confidential | © InterChina
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... by providing tailored strategy and M&A advisory, and we are
a partner of choice for leading chemicals companies in China

e —

InterChina

InterChina’s practices

Examples of clients in
chemicals (materials) in Chin

Strategy
Services

M&A-
Alliance
Services

Developing Insights
ldentifying Entry Points
Prioritizing Target Markets
Designing Value Propositions
Strategic Alliance
Determining how Best To
Deliver

Supporting the Delivery

Corporate Strategy
Target/ Partner
Search

Due Diligence
Valuation
Negotiation Support
Deal Making
Corporate Lobbying

(&) —y 7
HoBayer  paonoseL
Honeywell REPSOL
d)

@lnsa

[
KLUO
MESSEI‘é>
‘ Gases for Life
FERROATLANTICA
ool
r bhpbi.LLilton
L)
¢ Nurer
< = carbures @
cnmInesa
Grupo @ [iach
mA3IMAM
IS csmaklassh
E esmalglass-itaca
GROUP grasslige

Typical projects with
chemical clients

Opportunity assessment.

Market entry and expansion
strategy.

Distribution strategy.

Standards lobbying strategy.

Partnership evaluation and
formulation.

Commercial Due Diligence.

Acquisitions and/or strategic
alliance with Chinese companies.

Technology transfer.

Negotiation, government lobby, and
project management support.

Confidential © InterChina
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InterChina
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InterChina

On the M&A advisory, we help the client navigate through the Y
complex deal environment in both inbound and outbound %

e Language and culture issues.

Manage e Understand their intensions and motivations.
Chinese Side e Judge deal feasibility and seller’s expectations.
e Propensity to communicate via a 3rd party.

More efficient
e We are ‘on-the-ground..

e Practical solutions whilst

Transaction/ e Timeline and process management. S
respecting int’l standards.

Process e Coordinate with other advisor.

Management e On-the ground resources for the Client. - Manage both the target as well

as the Client’'s expectations.

= Local valuation precedents. _ o
Valuation  Valuation in the China perspective. A high probability of success

e Financial modeling.
e Long and valuable M&A and

transaction experience in China
and outbound.
e Commercial term negotiations.

Negotiations » Help understand Chinese perspective. = Essential completion of the
e Lend insights into local negotiation tactics. Client’s own team.

e Higher probability to get the

: : : deal done.
e Creative structure to bridge valuation gap.

Deal Structure e Appropriate structure to reduce the amount of
risks.
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Contents

e InterChina In A Nutshell
e QOur Chemical Sector Experience

e Case Studies & Completed Transaction (Selected)
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Case Study: Opportunity assessment along the value chain of
water treatment in China

e —
The Client What partners are available to address the identified
i . .
_ . opportunity along the value chain?
e One of the Fortune 500 companies that is
the global leader in water treatment (WT). ...and other analysis structures,
With systematic sector-level the prioritized opportunities are
The Problem analysis framework... recommended
e Given its strong presence in WT, the Client Q _w
would like to indentify the opportunities to ecommended Industries ¥
focus on in the future strategic map, wdistries: Macro Analysis vl -
including WT Chemicals. Comparison of sales, profits and fixed asset investment =4 sty ’
Framees e et Electric Power Generation ] =] o
Petroleum & Petrochemicals ] @ ™
Municipal Wastewater Treatment D @ ™
Metals <) @ @
Food & Beverage. [ [ (<]
Electronics @ > @
The Method Chemicals & Pharmaceuticals g g g
e Systematically scanning of 9 WT downstream o o | o
sectors (e.g. F&B, power, electronics, pulp & o)
paper, petrochemicals, water and waste
Watel’ etC.) Wlth a StrUCtU red analySiS 1-| Recommended Value Chain Activities 'écﬁ

framework. —

Recommended Partners
Based upon comparison of 6 specified competitors

Solutions by InterChina

e Power generation is the first priority market
for the client while petrochemicals, municipal
waste water treatment, metals, food &
beverage and electronics are identified as
second priority market.

e Three parts of the value chain are
recommended to focus on in the strategic
planning.

e Three potential partners are selected based
on the comparative assessment.

Within WT value chain, relatively
attractive demand opportunities
3 out of 6 specified partners are | for Client are WT Chemicals, WT
prioritized for the Client to| Supplies & Equipments, and
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Case Study: How to enter China’s fragmented modified bitumen
market with an effective partnership strategy?

e —

e Clien What partners are best for the Client’s China strategy?
e One of the leading international bitumen

suppliers. However, the competition is

China’s ambitious plan on also very strong in China
The Problem expressway network
. . ) expansion supports high

e The Client would like to enter China’s fast bitumen consumption.

developing bitumen market, and require a — gﬁ;?@;‘it‘;’y” consion 1 yex 1o ooty catamnnen - 0 B
practical entry Strategy including the zhotspms of planned expressway construction are emerging i
investment model in China.

from relatively developing regions (i.e. in-land provinces) l

.............. jay Mileage. Incremental Expressy
3 006,

The Method

e Research, analysis, and iterative approach.

e Over 10 interviews and intensive secondary
research on the expressway sector in China.

e Over 30 interviews with value chain players,
industry experts and potential partners.

e
Entry points are recommended to be in the provinces with
relatively strong potential and relatively weak competition

B
LT

Southwest and Northeast China are suggested entry-point
regions with available partners

3
252

"
E

Solutions by InterChina

e Prioritization of the products (modified
bitumen and bitumen emulsion) as the entry
point.

e Prioritization of the entry point based on the
demand potential and the partner availability.

e The investment model of JV with support of
shortlisted targets available.

coweiommaL | @ mchins consnng | ,
- - The entr oints have been
Suitable partners with strong carefully yde?signed based on

ilit n r nabl .
capab y @ d _freaso able the future potential relevant
cooperation intention are key to
. - for a newcomer
this relatively entrenched sector.
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Case Study: Expansion strategy to streamline the downstream
sector focus with an effective distribution strategy in TPU sector

e —

InterChina

The Client

Fortune 100 petrochemical player with
strong footprint in China.

The Problem

The Client would like to build aggressive
expansion for its TPU (thermoplastic
polyurethane) business unit in the existing
and new downstream sectors.

The Method

Over 100 in-depth interviews in 14 provinces,
covering customers, supplier, competitors
and industry experts.

Structured and focused research, analysis,
and iterative approach with Client.

Solutions by InterChina

Three prioritized
attractiveness.
Tailor-made sales and distribution strategy
with a practical 5-year plan.

Recommended distributor candidates with
the initially tested intention.

markets  with  high

sector trend in China.

Expand the penetration in existing and new sectors
with a revamped distribution model

A combination of top-down and

From both supply and bottom-up approaches _ _to
consumption sides, InterChina analyze the competitive
helps the client to forecast the landscape

s

*aoh market sector has a different composition of TPU
competitors

i
N

-
F 12
]

best case scenario, China’'s consumption of TPU could %

reach 172,000 tons in 2009 with a CAGR of 17% L

Domestic TPU Consumption Forecast (Primary & Off-grade, Tons) 2004 ~ 2009

150,000
100,000

50,000

U

L ]

Beon  som 2000 2000 Leor s soo

Of 10 different product segments, 3 are more favorable based g%

on both market attractiveness and competitiveness

s

e

Reward \
- B Most Favorable
ProductB  productA
More Favorable r

Middle Ground Eale s

Shoes.
(High)

Investment on distribution model
and import solution preference are
identified for each segment.

Opportunity matrix used to
decide the future strategic
focus on differentiated
products and segments.

Confidential © InterChina

23



InterChina

Case Study: China distribution strategy for the high-end
automotive lube market

e —
F How to enter the China market with right

distribution strategy and partners?
e One of the leading international integrated

oil and gas company and lube suppliers. Passenger car motor oil is the A screening of the target cities
market with highest potential, as the target market given the
because of its high growth and market attractiveness and
The Problem better perception of foreign potential to enter.
e The client would like to have a business plan brands. Q M
for its entry into the high-end automotive ry 55 s v soucted o Ivestigaion n phase ]
lube sector, with an emphasis on the rioduct Opportunity

InterChina recommends the client to focus on Passenger Car Motor Oil(PcMO) =il

distribution model and partners.

Product Opportunity Matrix

The Method

e 80 interviews with competitors, customers,
and distributors in 11 tier-1 and tier-2 cities.
e 10 joint visits with the Client.

Future Potential of Lube Consumption

Existing Potential of Lube Consumption

e Systematic distributor search in prioritized R 1'| Distibutor Evaluation Framework (1)
i ] or existing lube distributors; ”,
ey e Intermediate List i

12 partners identified for joint interview with the client

Solutions by InterChina

e Prioritization of South China region and the
passenger car segment.

< Recommendation of flat distribution strategy
model with 12 distributor candidates with
strong fit for the recommended distribution
model.

T

‘Added Value

mo1

UonenieAs 13 uonesado-03

A systematic screening

process to select the right
2 strongly recommended and 6 distributors based on the

been visited by Client
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Case Study: How might an out-of-box standard lobbying
strategy change the competitive landscape?

e —
P How should a practical and effective standard lobbying strategy
€ Liien be designed?

e A fortune 100 global chemical company
Clear definition of the
stakeholder mapping in China’s

Clear structure and process !
complicated regulatory system.

The Problem meant lobbying had become

) ) ) more feasible.
e The Client has advanced technology in China, 'Y - 2
however, this over-engineered plant is not 1 T e e aminets S to oy wes 75 EEEED
competitive due to loose regulation. The Client wén Strategy: Feasibility Check

seeks to develop a solution to increase - ity s e e 1702
capability utilization and thereby sales in China. _

© oo |
oo
L

Drafting

O

Consultation

0 =«
Approval

0 o | =
Approval

named TCS).

- Composition: 30 members (including 4 in the.
Secretariat). Some of the members were pre-

qualified (due to concurrent positions), others
were selected based on expertise. Members
were typically:
- Companies. - Chief Engineers.
- Research Institutes
- Directors.
- Industry Associations.
- Dept. Directors.
- Test Centers,

The Method

e Over 50 senior-level interviews.
e 3 client workshops to gain the buy-in.

- Commitment: TC Secretariat was full-time, but
normal members were part-time. TC
Secretariat tenure of office was 5 years, and
the TC Secretariat performed renewal
evaluations of normal members every 2 years.

e Co-organize the industry roundtable to
e taiion T Step o the stateoy — o S, CEEES
o ceat vt forns-sosmon sre EEEED e
Solutions by InterChina
e Proven feasibility from both the regulatory Foundiale Agenda
side and the commercial side. DT .,
e Practical design of lobbying strategy Mid 20 - However evew dart
lobby for GB18 to be
elements such as structured process, key ) icilied e itk ien
and influential  stakeholder = mapping, e H - gtomg et s
opportunity window, various initiatives » ’ e e e
including industry roundtable. : S q -

The review/revision process

indicated a window of
The roundtable and other opportunity in the in-depth

strategic initiatives help the industrial interviews.
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Case Study: How could the client enter the regulated Oil & Gas

market in China

InterChina

e —

e Clien

e One of the leading global companies on non-
destructive testing (NDT) and inspection
services.

The Problem

e The Client has no presence in China yet, but
wants to understand the market pot'l for a
foreign service company in the regulated Oil
& Gas sector in China, with an emphasis on
feasible investment model to maximize the
market access through partner cooperation.

The Method

e 55 face-to-face interviews with downstream
sector customers, 3rd party NDT service
providers and regulatory bodies.

e Strategic funnel model and process on
partner screening.

Solutions by InterChina

e Two strategic options (M&A vs Outsourcing)
are recommended to the client to reach
Euro XX m sales revenue in China in 2015.

e Adopt the direct sales model and maintain
direct relationship with the target customer
group.

e 5 potential partners are recommended with
proven capability and initial cooperation
intention.

How can the Client address the right market
with strategic partnership in China

Two strategic partnership

The target NDT(non destructive | ©Ptions on M&A and outsourcing
testing) service market is a |arerecommended to the client.

highly regulated segment.
3 -E
recommended options based on M&A or outsourcing partnership are g'ﬂ]
1 likely to provide the client XXX million EUR in 2015 e
e
1ne services in the Oil & Gas and Power Plant (non-nuclear) I
market are largely driven by compulsory regulatory standards Option 11 C1 covering D and o4 Option 2 €5 covering b4

1—| e
5 companies are recommended partners, narrowed down from a
long list to a short list Bl

By the second option, the expected revenue in 2015 could come

to XX million EUR %ai .

Expected Revenue in 2015
EUR millon N
1 2 3

T

- o & hei deveiopment p o ““,

5 potential partners for option
Through M&A or outsourcing 1 and option 2 are selected by
investment model, the client is a screening process.

estimated to achieve revenue of

Euro XX m in 2015.
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Case study: Negotiation support for a joint venture in composite
material components for aeronautics applications

e —

Signing ceremony and press release

The Client
e European engineering firm.
e Specialized in composite material

components for aeronautics applications.

The Problem

e Intended to establish a joint venture with a
local partner, with the partner already
introduced by Harbin Hafei.

= Activities would center on the manufacturing
of small composite components for Harbin
Hafei Airbus (A350).

The Method

e Design of the joint venture scope.

e Evaluation of the potential partner.

e Identification of negotiation issues and
strategies.

e In-person support both in China and Europe.

InterChina is pleased to
announce the following transaction:

ished a manufacts e, rkin
nautic Composite

Solutions by InterChina
e Practical opinion on JV documents drafted by ; ud company

the IaWyerS i .“G:::I?'-an ; Z -:I p rjl I heeycae ny and Chentuo Composits
e Support in negotiation from LOI to closure.

Machanery,

InterChina is the sole China member of IMAP, a glcbal med market M&A Organization with presence in
more than 40 countries and a combined advisor force of 400 professionals.

Tl oterC hineComiting com

[IMAPg#
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On M&A Advisory side, our track record of InterChina
Transactions’ on the Chemicals side in China...

InterChina

ka4 i e bt

p— mexcarm o (-

Dynasol Elastomers S.A. CEPSA Maxam Group KUD Group/INSA
A global leader of synthetic rubber, Fortune 500 Mid51ream chemical manufacturing iraw materiall Dowrestream civil explosive Downstream petrochemicals
Spain Spain manisacturing & ratai Mexico OF, Mexica
Madried, Spain
Acquired Sedected Assets of Acquired Majority Control of Dperations Irvested in Equity and Asset Purchase
Entered into a Joint Venture with
SRER— @ _sexsezvnan i v
Liaoning North Dynasol Shanghai SCIP Shandong Tianbao Chemical Industry GPRO Group Nanjing
Synthetic Rubber Co. Ltd. Chemical Civil explosive matesials Leading Chinese private petrochemecal group
China China Sandong, China Manjing, China
Advised the Parties ditvinee! the Haner {ofvisead dive Rayer a s Tranvascion Aatvivesd rvestar io the Tnmvasrctian
MAPAR IMAP, IMAP, IMAP,
-=-se-— s -s-_--: S-S
Grupo @ Urlach Grupo @ Urlach . "
G Lo G Lo @ Sino Material Group
; : < - carbures
Grupo Uriach Grupo Uriach J SOE company
Pharmartheutical and APl production company Pharmartheutical and APl production company China
Spain Spain Carbures
Composite materials including Cabon Fibre
Acquired 100% of Acquired 100% of Spain
Entered into a Joint Venture with
dl i oo s i
Jiangsu Sunlight Pharmaceutical Changzhou Sunlight Medical Raw Mate Harbin Guanglian Aeronautic Beijing Isofoton Solar Science & Te
Raw Materials Company S Composite M_aterlals & Process One WEDE of ISOFOTON ¢
Local leading API producer Oegl eading k. prodlicer Mounting Co., Ltd. ne l ; solar manufacturer
China China China China
Represented the Buyer Advised the Buyer Represented the Buyer Advised the Seller

IMAD/

¥

IMAL

IMADAR IMADAR
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...plus InterChina/ IMAP Transactions on the Chemicals side

globally

e —

InterChina

IMADA

LARYESS

LANNESS Dimatychlansd Gkl
Garmany

srpernd

Darmex
[ T

® B

FRuka Group

scqured ol

GUMASOL

Blare Holding 5. P&

e
beaamsei e Sty

Z |

oy
Reprasesad t el

[IMATE

[ i

Peiderer AG
Marufactuer of oot panes o pets

Established a jointventure vith
Zaklady Azotowe Kedierzyn SA

Acbasi s manieues

Adised Phiderr AG

L1 BERNER

Bemer SE

Acaired
dmbratec’

Ambratec GmbH

H§HEXPOL

IMATAR

Overlash AG

Troester GmbH

Acauired

X

U0 Barm spot X-Compound GmbH
e ©ufacturer o plasc compours
Ermt b e
A e 8 Represented th Sler

AT F |

LS=ra

Farbehemia Braun NG
Sepoter o terle s s Syt
[

et slacted w8

A

Avelis + Hecstor Gesbil
PNy
[,

[MALAE

Tenmant;
Tennants Consolidated Lid
onmosey an spiony
Acquired

é‘;.

Tessenderlo Fine Chemicals UK
L

Represened tre Byer

IMALAR

SENISUI KCP s

i Chamical Corpar stien
Paan

Key Capital Parters
riate equey e
T

At 1% 8t sharn !
Acquired  minority sale in

Pabymer Toc GakH
G

v Representad the Buyer

o | IMAL

Wells Plastics Ltd
Janufacturer oft addive misterbact
UK

Aarvriant

yriant Technslugios LIC
et b

-

Perstorp AB
hemicals '

weden

Acquired

—
Capa SBU of Solvay SA

Janutacturer o caproactore
[y

Fepresented e Sollr

IMALR

Wanick Interational Ltd

Management buy-out from

SequaCorp

ted th Seller

IMALR

D, EASTMAM m
o Eastman Chemical Co Rz

Keva Ltd Ak

fanutacurer ot favours ard fsgraro Ush =
Acquired Acquired

PFW Aroma Chemicals BV Pen Tsao Lid Mordisk Plast A3
i chomicals nurusachrer Datrtunce of s mamtacrar m sy

Netheriands

Represented th Sellr, Yk Catto &Cople

IMALl EZ |

e |

et
mibelle
Miee A

Rz |

Privats Invatar [ o
Wheredrer vl e Do) A Sehalrms, e
e e [ttt
i il acqured 188 of
R .
VERLACK Greh Rapahlic Detplast A8
P —— .
[ -
[ Fepracaned g S5

iIMA P ![.1;\I_‘]

A
it Kotal Private Limived

Lo

Svakvin Tapos Druip

b
A Selorind Arsom of Sae's B

A
Sanmas Spesiality Chemicals

g o Tmatrn, ey s
™

:'.I:l\ A 1_i

T -
-

[IPANE S—

A iy WG Y o MBI i
it om

Ao 100% of
Jrtion

r—
Toonainpes Drivtan Group akdingsl Limitod
ey ke i

[IMALAE

Prer———

[IMALAR

FE Berfing A5

Gt by
=1

' Vv

Dt el

v s e

IMALER

[—
Ui Kngom

[IMALR
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Contact Us Sy

Beijing Eduardo Morcillo +86 10 8451 2088
Managing Partner eduardo.morcillo@interchinaconsulting.com
www. InterChinaConsulting.com : .
d Shanghai James Sinclair +86 21 6341 0699
Managing Partner james.sinclair@interchinaconsulting.com
Strategy Simon Zhang +86 21 6341 0699
Managing Director zhang.yi@interchinaconsulting.com
M&A Advisory Barry Chen +86 21 6341 0699
Managing Director barry.chen@interchinaconsulting.com

North America ~ W. Patrick Cranley =~ +86 21 6341 0699

Director patrick.cranley@interchinaconsulting.com
Europe Lisa Wang +34 91 411 9302

Director lisa.wang@interchinaconsulting.com
China Franc Kaiser +86 21 6341 0699

Director franc.kaiser@interchinaconsulting.com
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