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Strategic Analysis Group

Practice Areas

Overview

Strategic Analysis Group offers expertise in five practice

areas.

Joint Ventures /

New Business

Predictive

Product

Sales Strategy

Acquisitions

* Internal capability
assessment

* Acquisition
target(s) profile
and due diligence

Expansion

* New product

synergy
assessment

» Customer needs
analysis

Modeling

* Regression
analysis to
determine the
most accurate
predictive model

» Correlation

Improvement

» Competitor
benchmarking

» Customer needs
analysis

* Product

Development

» Competitor sales
strategy
assessment

* Customer needs
analysis

» Synergy » Competitor analvsis to performance gap * Internal capability
t benchmarking yst : analysis assessment
assessmen determine which
« Benchmarking of | » Market growth variables best « Vendor offering * Internal
similar deals potential analysis predict success overview organizational
e PTI, . assessment
« P&L and NPV « Distribution * New initiative « Internal capability
projections and system analysis evaluation assessment » Segmented sales
analysis on : strategy
- , « Governmental « Current operation | « Product
combined entity regulation evaluation improvement « Recruitment
analysis recommendation strategy
* Launch * P&L and NPV * P&L and NPV
recommendation projections and projections and
. analysis on analysis
P&I.' af?d NPV improved product
projections and
analysis
’ o

Note: Service offerings can be combined (ie. new business expansion may involve a joint venture / acquisition analysis) Group




Strategic Analysis Group Partial Client List Overview

Strategic Analysis Group has worked with companies from a
number of industries to add value to their businesses.

Partial Client List
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Note: Some projects may have occurred while working at other firms



Strategic Analysis Group Client Testimonials Overview

Client Testimonials

“Strategic Analysis Group has helped us tremendously not only decide whether to go into new markets but how to
succeed in them. They do everything from tenaciously researching our potential competitors and customers to
building accurate revenue and cost projections. Their analysis gives us everything we need to know on how to
thrive in a new market.”

Johan Hansson
CEO, North America
Metro International

“Bill Stergiou at Strategic Analysis Group is smart, curious and driven to achieve results. He identified several
new markets for us and really went after them. After doing exhaustive research on how to succeed in these
markets, he got everybody who should be thinking about these markets together and worked out a way to make
it happen. He is integral to any company with expansion on their minds.”

Matt Goldberg
Integrated Solutions Director
The Wall Street Journal (services)

“Strategic Analysis Group excels at structuring, researching, and analyzing potential expansion opportunities from
both a qualitative and quantitative point of view. They have a unique knack for collecting hard to get information
and then analyzing it to bring value to your business.”

Adam Irish
Managing Director
Foreign Property Ltd. (clients)

"Strategic Analysis Group shows great energy and out of the box thinking in attacking an opportunity. They have
a tremendous ability to gather all available information in a structured format and then work with you to analyze it
and design a strategy which will improve your business."

Dean Higganbotham
Vice President, Business Development
Commercial Insurance Services (case studies)
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Strategic Analysis Group

Joint Venture / Acquisition

Case Studies

Joint Venture / Acquisition projects add value to companies by
quickly providing them capabilities they don’t currently have.

A large broadcaster wanted to partner with a
gaming company to offer interactive gaming
to their subscribers through the set top box.

They wanted to determine who would be the
best partner and how to structure the deal.

S

Internal
Capability

Assessment Targets

* Determined the
capabilities and needs of
the organization

» Assessed if it was
possible & how long it .
would take to acquire
capabilities that the
organization does not
currently possess

companies

players in it

Identify JV /
Acquisition

* Interviewed experts at
industry associations to
determine best in class

Performed a literature
search on industry and

Joint Venture
| Acquisition
Case Study

Methodology

Due Diligence

* Interviewed company .
executives to determine
their capabilities and
future plans .

* Interviewed past
customers to determine
quality of service

» Tested products

» Entered into a successful partnership with
a high quality gaming company

* Provided an additional revenue stream and
competitive advantage to the broadcaster

* Provided an additional service to the
subscriber

&

Structure

Agreement

Benchmarked similar
organizations to see how
their deal is structured

Agreed on a deal which
provided incentives for
each entity to add value
to the other




Strategic Analysis Group New Business Expansion: New Geographic Region Case Studies

Geographic expansion projects help companies expand an
existing business to a new region.

- siaton [N Resuts

In order to help sustain the growth of a major
international media company, we were
asked to develop a business plan to
introduce an existing newspaper into a large

Business * Newspaper has successfully launched and
Expansion is exceeding expectations

Case Study | ° Readers have welcomed the newspaper
and make it one of the largest in the

media market in which this company had not (New marketplace
operated before. As pgrt (-)f-this project e Geographic » Advertisers have embraced the newspaper
were asked to determine if it was worthwhile Region) and are including it in their campaigns

to enter this new market.

Methodology

. . Printing & Distribution P&L and NPV
Media Market Analysis 9 . e
Analysis Projections
* Analyzed reader and non-reader » Benchmarked competitors’ printing & * Projected size and growth of all
demographics & preferences distribution strategies advertis_ing categ_ories basedlon _
« Benchmarked competitors’ « Identified key printers and competitive offerings, expert interviews
advertising strategies, prices & sales distributors & p?st experience
+ Determined who key advertisers are + Negotiated contracts in order to print + Projected pre-launch & startup costs
and how to meet their needs & distribute at key locations for print, distribution sales & marketing

and administration
» Determined P&L and NPV projections




Strategic Analysis Group New Business Expansion: New Business Area Case Studies

New business expansion projects help companies expand into
a new product or service area.

- siaton [N Resuts

A large media company wanted to develop Business « Increased market cap of parent company
an internet portal in order to increase brand Expansion by $500 million
awareness, cross promote properties, and Case Study | . New entity provided parent company with a

add a new revenue stream.

(New valuable new revenue stream
Business * Subsidiary businesses grew due to cross
Area) promotion

Methodology

Understand . . . .
Competitor Marketing & Financial
Internet . s
. Benchmarking Launch Plan projections
Operations
» Determined purpose of * Determined best practice * Determined how to best » Determined future
each existing website functionality and content market portal to existing revenue streams and
from company executives - Researched potential & new customers hovy much could be
+ Analyzed how each revenue streams + Created a cross selling projected from each one
website achieves its « Understood how portal strategy in order to sell * Determined operational
purpose fits in with company’s more products to & launch costs
+ Evaluated performance of strategic plans existing customers + Projected P&Ls and
current websites * Advertising campaign NPV of new entity




Strategic Analysis Group

Predictive Modeling

Case Studies

Predictive modeling projects help companies predict the

success of a new entity.

A major university wanted to build a few new
dormitories in order to accommodate the on
campus housing needs of its students. The
university wanted to know what aspects of
housing students wanted the most and how
to predict the popularity of the housing
before it was built.

Methodology

Determine Key

Variables

» Surveyed residents in order to
determine key factors which lead

them to choose the dorm they did variables coefficients to each variable in order to
+ Interviewed key administration + Obtained data for other variables by predict dependent variable, number of
officials to determine key variables researching records and interviewing students who choose a dorm as their
which were considered in the past people at the housing office, first option
+ Obtained and analyzed university * Optimized the R? value (accuracy of
records for housing preferences the model)

Predictive
Modeling
Case Study

Data Collection

» Surveyed residents to determine
quantitative measures for qualitative

* Findings were used to design several new
dormitories and to predict the popularity of
each dormitory before it was built

* University has built several new
dormitories which maximize student
preferences in terms of campus location,
room size, dorm size, price, proximity to
cafeteria, layout, etc.

Predictive Model
Formation

» Used statistical analysis to run a
regression model and assign




Strategic Analysis Group

Product Improvement

Case Studies

Product improvement projects help companies improve their

current products.

A major, international bank wanted to
increase their small business banking
revenues and customer satisfaction
worldwide by improving their products. They
wanted to determine how to go about doing
this while maintaining standard products
across boarders.

Customer
Analysis

Competitor

Benchmarking

» Benchmark competitor + Survey & interview
products in appropriate
geographic regions

» Determine success of
each product in each
region through revenues,
profitability or qualitative
source (newspaper)

customers in each
region to determine

* Purchase existing
customer research

customers / potential

product preferences

Product
Improvement
Case Study

Methodology

Internal Advice
Analysis

» Survey & interview local .
and country &
international managers
and salespeople to
determine how they
would change products

» Banking products were improved to better
satisfy needs of customers worldwide

* Small business banking revenues
increased due to product improvement

» Small business customer satisfaction
increased

Build Business
Case for Each
Product

Determine future
revenue streams of
improved / new products

Build a quantitative
model to predict the
success of the product
through P&L & NPV
projections
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Strategic Analysis Group

Sales Strategy Development

Case Studies

Sales strategy development projects help companies improve
their sales strategies in order to increase revenues.

A group of telecom and media companies
wanted to increase their sales performance
by adopting best in practice strategies
followed by their peers and suggestions from
their customers.

Benchmark Sales
Performance

* Determined metrics to measure
sales performance in each stage of
the sales process

* Measured metrics from all peer
companies and identified best in
practice companies

« Identified best in practice companies
for each stage in the sales process

Sales
Strategy
Development
Case Study

Methodology

Qualitative Data

Collection

* Interviewed peer group in order to .
map both best practice and other
processes and strategies at each
stage of the sales process

* Interviewed customers in order to .
uncover potential improvements in
each stage of the sales process

» Sales managers were given specific
instructions on how to improve sales
processes and strategies

» Each salesperson from the companies was
given a targeted manual of hands-on tips
for each stage of the sales process

» Each participating company experienced a
significant increase in revenues

Determine Key
Success Factors
& Improvements

Determined key differences in process
and strategy between the best practice
company and the rest of the peer

group

Identified specific improvements for

weaker companies in each stage of

the sales process

» Implemented key process and strategy
changes
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