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What is your ambition?

Geographical / 

product 

expansion

1

Acquire new 

technology

2

Diversify your 

business

3

Define your goal before making decisions

Depending on your ambition, 

there are different strategic 

factors you need to consider
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Geographical / product expansion

Date TargetAcquirer

Mar 

2015

Mar 

2016

Sep 

2015

Ability to manage and integrate your target remains your key to success

— Fast to scale up your 

business, but you 

need to ensure there 

are:

- Capabilities to 

manage expanded 

geographical  and 

function coverage

- Careful 

integration 

planning for 

smooth transition

Apr 

2014

Failed transactions
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Technology advancement
Detail assessment on technology to avoid regulatory and integration risks

Date TargetAcquirer

Jun 

2016

Rumours

May 

2016

Jul 

2016

Failed transactions

— Provides immediate 

assess to new 

technologies, but it 

requires:

- Assessment on 

regulation, to 

clear potential 

blockage

- Understanding on 

IPs, and their 

applications to 

your business 
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Diversifying your business
Due diligence on the business drivers to ensure “true” diversification

Date TargetAcquirer

Feb 

2015

Aug 

2015

Dec 

2016

Jun 

2016

— Adds diversity to 

your current 

business, but it 

requires:

- In-depth analysis 

on commercial 

drivers

- Clear view on 

asset’s operating 

and financing 

requirements
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How to get it right?
Planned execution and your contribution for successful transactions

Define your goal
Detail 

assessment
Deal negotiation

Post-deal 

integration

Understand your 

pain-points if 

closing the deal

Determine which 

areas you wish to 

focus / deep-dive 

in subsequent 

phases

Maximise your 

gain in the deal

Protect your 

value through 

smooth execution

Every steps are crucial to your investment
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