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Business Direction:
M&A Methodology
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1. Sales offer evaluation

2. Buying conditions

3. Irritants minimization

4. Non Binding MOU

5. Data Room analisys and mgmt 

presentation

6. Construnction of preliminary 

non-binding offer

1. Innitial Binding Proposition, subject
to Due-Diligence results
2. Due - Diligence and final proposition
3. Contract Design

1. Final Data-Room and Due-Dilligence
2. Adjustments convergence
3. Contract Design

1. Adjusted sales proposition to buyer

2. Selling conditions

3. Irritants minimization

4. Non Binding MOU

5. Data Room construction and 

mgmt presentation

6. Evaluation of preliminar buying

propostition and additional adjustments
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Fixed Monthly Value Specific Activities

Steering Committees & Clean Team

Success fee

Buyer SC:
Buyer + M1 + M2

Seller SC:
Vendor + M1 + M3

Master SC: M1 + M2 + M3
(fully confidentiality)



Longevity Radar:
Business Imperatives 
& Quick Wins

The longevity radar identifies the most impactant factors for your company, 

in four different categories and three different time-frames, to prioritize business 

imperatives and quick wins. The methodology fosters a deep strategic reflection 

with a strong call to action.
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Quick Wins

Impact Matrix Gap Matrix Action Plan

Innovation

Sustainability

New technologies

Mega trends New Behaviors

New business models

IOT

Biotech

Artificial Inteligence 

3D printing

Advanced material

Virtual Reality

Rapid Urbanisation

Climate Change

Global Economic Shifts

Demographic Changes

Global  Governance

Resource Scarcity

Circular Economy

Advanced Manuf.&Prod

Services Driven

Agile Tech Governance

Advanced material

Virtual Reality

Ethical Claims 

Tolerance Priority

Sustainability

Inequality Reduction

Impacts of Social Media

$



Operational Excelence:
Typical value proposition
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Quick & 
Sustainable 
profitability

projects

systems

technologies

resources

structures

routines

process

PROFITABILITY PIPELINE

Ideation Prioritation Implemantation

Steering Committee

Master Network
Mentoring for a 
Performance team

your people
Time W1 W2 W3 Wn

Phase 1

Phase 2

Phase 3

Phase n

Project Execution

stop when you want



• Value for segments

• Product & service approach

• Cash cost & margins

• Education focus
• People synergies
• Organizational culture 
development
• Systems & Procedures

• Know your customer

• Know your competitors

• Know your advantages

Demand 
Forecast

• Market structure and 
Projections
• Context Dynamics
• Offers and interventions

Market Cells & Positioning
• Market segments prioritization

• Market intelligence

• Value proposition

• Distribution Channels & support 

  network

• Expansion  of  sustainable 

  customer base

• Action Plan design & implementation
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Commercial Excelence:
Typical value proposition

PROF I TAB I L I T Y

New Customer 
acquisition

Pricing 
excellence

Performance 
Team
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