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xxx Systems Inc / yyy
- Background and Needs - to be expanded after discussion

Background Needs - further expansion in NL
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GrowEurBusiness
- Background and Approach

Background Approach
* Business consultancy based in In the slides following we give a sample of our approach and
Amsterdam output

« particularly we highlight how we help identify potential

* Run by Irish partners helping contacts and decision makers

businesses move and expand to

the Netherlands and EU. Key elements to our approach normally include:

* We take a Total Business View + Initial Familiarisation Session or Strategy Workshop
and aim to offer personalised and with the management team/key executives to ensure
tailored solutions to our clients. shared understanding of xxx/yyy's vision, mission, strategy

and business, targeted customer segments and potential:
where to compete, how to compete

* In the appendix please see
additional information

* Go-to-Market Research and Report to identify and
evaluate market opportunities, related value chain,
competitive landscape, key players, decision makers,
potential customers and partners (short list/long list)

o the list of explicit targets types can only be made
explicit after further discussion and understanding of
xxx's value chain

* As required, assessment of commercial capability and
resource requirement, make choices and business case(s)
and take steps to implement

GrowEurBusiness E



Extract #1- Sample slides (edited) of a recent client Go-to-Market
project and report

Table of Contents

Executive Summary (note: compacted to one slide)

The main XX players in NL address a wide range of sectors and
segments

Scope
<o
Market and Segments:

* Strong macre drivers combined with its specific legislative and envirenmental focus confirm the Netherlands as a
favourable market

KKK

Value Chain and Players

+ We structurally identified »200 companies serving the markst directly or indirectly
o

Competition
+ We cutlined approx. x« players and profiled in depth the three largest/mast visible:

Potential customers

We identified companies with teams of 10 or more professionals focused on a range of xx challenges, that as examples,
depending on criteria, can be targeted and decision makers identified

OEM: as requested we have structurally identified players in the Air Mavement, Chiller and Water treatment spaces and
profiled some possibilities. there are many more

Market Strategy and Next Steps

* Where to compete
o

* How tocompete
ERE]
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Improvement

nd for each segment many products and

XX XX is a fragmented industry in XX; we have outlined approx. 25

players and profiled three in depth

[Competitor #1] is a dedicated XXX provider profiling as xx with
Bel/UK&Ire/Ger. offices, but falling profit & interim CEQ

Advisors — Overview #3
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Extract #2 (same client report) - an important element is identifying
potential partner/customer companies and key decision makers

There are many potential OEM (or partner) accounts in spaces such
as Air Movement, Chiller and Water treatment spaces
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They vary from xx subsidiarias of Multinationals to local entities, Although as stated earlier we don't see
OEM as a priority for xx we have structurally sought out some players in the spaces identified by xx of
interest, We show some passibilities here .,

there are many more
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Proposal indications - to be discussed




Business consultants

based in Amsterdamto &7

supportyour every step

Greg Tyrrell -31(0)6 53999 656
greg.tyrrell@groweurbusiness.com

GrowEurBusiness

Landing or Growing

Your business in the EU?
We can help you

We make your life easier providing:

Reliable local support and

4 Practical professional expertise resulting in

Cost and time savings and
Reduction of risk for you

www.groweurbusiness.com

Uniquely we give you a
Total Business View
supporting you on a

personal level

JP McAllister -31 (0)6 537 26 775
jp.mecallister@groweurbusiness.com

LANDING OR GROWING Y

GrowEurBusiness

W n help you

UR BUSINESS IN THE EU

Business consultantsbased in Amsterdam to support your every step

o Before you start

Your opportunity: we help
you identify and quantify the
opportunity for your business

market research
competitor analysis
identifying route to
market

business case

funding (e.g. Enterprise
Ireland)

o Getting started

Once you decide to start
we will help you prioritise
and make the right choices

presenting your offering
distribution

potential partners /
contacts

reliable networks
company setup

cross cultural training /
workshop

staff sourcing

+ (local) digital presence

www.groweurbusiness.com

o Implementing

& growing

Once you have started we
are available to support
according to your needs.

decision making support
interim management
projectsupport
businessinsights
strategy, planning and
control:

policies and processes
remote management
cashflow management

Member PLD network

Partners: profiles and contact

and beyond,

‘We are inde
assist busin

GrowEurBusiness was founded by Greg Tymell and JP McAllister:
passion for international business and extensive experience in growing and supporting businesses in m

dent of any vested interests and founded GrowEurBusiness to transfer our knowle
< to develop in the ELL

management

JP McAllister +31(0)6537 26 775 jp.mcallister@groweurbusiness.com

ce professionals with a
ny European countries

e and use our experience to

JP McAllister iz a part
pa

Greg Tyrrell

cularly in Food/Agri in

rin GrowEurBusiness with more than 30 years international expenence,
ssiness Development, ME&A and Director roles

JP is an Irish national working intemationally and based in the Metherlands for over 25 years

+31 (0)6 53999 656 greg.tyrrell@groweurbusiness.com

need of funding

Greg is an Irish natic
a Chartered Accountant

n GrowEurBusiness and an independent senior ma naqemert prafessional
30 years of international experienc
gy secior His passion is advising and
Ily, growing sales and earmings. He does this bv ta< ng complex problems
and |nalc|n:| them Jﬂders andable and actionable for athers, especally business opportunities in

the Business
nies farward

| ariginally from Dublin, a graduate of TCD, the Irish Marketing Institute and

www.groweurbusiness.com




