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InterChina

InterChina is a leading corporate finance boutique with a sole focus on e
China, and one of its kind <)

\ Professionals in our offices in
50+ Beijing and Shanghai, 1/3 with
>10 years tenure.

= InterChina Partners uniquely positions itself as
Mainland China's only integrated cross-border USD 9 Bn
advisory firm, with dedicated local team.

USD 9 billion aggregate value of our
closed transactions, 6~10

deals/year
3 Corporate Finance Capital Raising
% ] ' o Cross-border \r Equity Linked ‘ ]
ANNTVERSARY acquisitions & and Debt Transactions closed, and top 3

230 advisor in our field (USD 8 billion
aggregate value, 6~10 deals/year).

divestments

)

* Founded in 1994,

the first boutique = Focused on 6 sectors (deep experience,

business advisory firm knowledge and networks): usD

in China. 50~500 } M&A transaction value range.
= Sustainable business x million

model proven over & W) (= * ¥ D

~30 years.

= Clients: unique mix of strategic and private equity,
including multinationals and Chinese firms,
covering both inbound and outbound.

= Remains an
independent boutique
with 8 partners.

N J J J

Origin Business Model Performance

Of engagements with returning
clients.

2
3
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InterChina

Our sources for this presentation are a combination of our own
deal experience and our annual surveys of senior executives

M&A Survey April 2025

n =164

AN

Research Sources
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By

By
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Recent M&A Experience

Sterling Tools
Listed automotive supplier
India
finalized a technology transfer
agreement with

Kunshan Guoli Electronic
Technology
Listed automotive supplier
China
Sterking AB was advised by
InterChina Partners

cikauTxo
Cikautxo S. COOP
Global rubber and plastic
components provider
Spain
Divested Cikautxo Rubber & Plastic
Components (Kunshan)
to
MUOTARES
An international private equity
investor
Germany
Cikautxo was advised by
InterChina Partners, Goldman Sachs

+) pial b
group
Piab Group
Industrial Automation Equipment
Manufacturer

srity stake in

Tianjin Feiyun Powder
Vacuum Conveyars and Ancil
Equipment Provider
China
Plab was advised by
InterChina Partners

22 SANDVIK

Sandvik AB
World’s leading manufacturer of
cutting tools
Sweden / Germany

Acquired majority stake of

AHNO
High-end manufacturer of
precision cutting tools
China

Sandvik AB was advised by
InterChina Partners

Associated
British Foods

oods

> Al arChina
leading sugar producer In China
to

® . L
Sugar Group
ar refining and
SSING group
China

AB Foods was advised by
InterChina Partners, Goldman Sachs

8}

ALS
ALS
A leading testing company
Australia

CTI &= AR

Centre Testing International
a publicly listed testing leader

ALS was advised by
InterChina Partners

® Nangtwc"

Nanotec Elactronic GmbH & Co. KG

Leading moters and cantrollers for high-

performance drive solutions producer in
Germany

Transferred a portion of its equity interest in
its Chinese joint venture ta

IDG Capital 1
IDG Capital and FirstLight Capital

Two lead private equity investors and
other co-investors
China
Nanotec was advised by
InterChina Partners

- BGH

BGH Group
Leading food service and processing
provider
China

Sold an 83.3% ec

stake

!
(GDEREIED
Co-Epidote Vanturae Capital

Leading private equity firm

China

BGH was advised by
InterChina Partners

BAKIKAV(ZR

Bakkavor
Leading fresh prepared food
manufacturer

UK
Divested Taicang Bakery
to

al Food
products

China

Sandvik AB was advised by
InterChina Partners

GRANGES

55 o
S1IG Metal Yunnan
Manufacturer of aluminum alloys

Granges was advised by
InterChina

BERLAC
GROUP
Berlac Group
A market-le pplier of
coating solutions
Switzerland
Has acquired the remaining 40%
equity stake in

(I EREES

Berlac Group was advised by
InterChina Partners

TIMKEN

Timken
Global Bearings Manufacturer

USA
Divested one of its subsidiaries

™B

Zhejiang Tianma Bearing Group
Global Bearings Manufacturer
China

Tirmken was advised by
InterChina

Source: InterChina Surveys.

Confidential



Is'ulvh 75% of respondents have Inorganic ambitions (both
&sujl acquisitions, divestments and alliances)

Organic v Inorganic Growth
Q: “How important will inorganic growth be for your company in the coming years?”

N

A fundamental
growth driver

Both organic
and inorganic
will be important

> 75%

M&A will only
supplement
organic growth
)
Rather unlikely 8% 16% 28%
20%
Not relevant for us 16% 13%

6% 5%

2022 2023 2024 2025

June May March April

InterChina

ga ? )

b

Source: InterChina Surveys. Confidential



:'s'u'\ While a significant minority of respondents are planning

rvey

\&wjl multiple deals in the coming years

Deal Ambition
Q: "How many M&A deals (acquisitions, JVs, divestments etc.) do you foresee closing in the next 2~3 years?”

3%

Over 3

26%

2~3

34%
None 26% 27%
18%
2022 2023 2024 2025
June May March April

Source: InterChina Surveys. Confidential



"‘ H . . InterChina
ey A small but meaningful share of respondents are consideringa =y
Results ’ P Py
Ny local listing H
Local Listings
Q: “Are you considering listing a local entity on the Mainland/Hong Kong stock markets in the coming 2-3 years?”
Intentions The Rationale References
Q: “Are you considering listing a local entity International companies listed or
on the Chinese/Hong Kong stock markets spun off on local stock markets
in the coming 2-3 years?”
Reduced Global Risk Exposure: T MNC  SE
Decreases related risks on the global and 203 Owdan Befing  Ovodansted local entty on
|Oca| balance Sheet. Foods Etc:;‘l;n Beijing stock exchange.
X ge
Yes Government/ Stakeholder/ Brand |
Recognition: Elevates company 2021 ACM STAR  ACM Research listed its local
standing with key stakeholders in a R;Ee“an"“ entity.
Typically China 'China for China' setting. Boosts local I L
contributes a high image. o1 -
Grinm STAR Grinm spun-off from overseas
E?Jzirr?ezz g\l/(;itzﬁ | Access to Liquid Capital Markets: ) controling sharehoder and IPO
stron ;owth Enables tapping into local capital I
r0s gegts markets for future expansion. Provides 0 o _ —
prospects. superior liquidity through China's more g T Yy ovara &St
active A-share market. listing.
. |
Improved Market Valuatlon-. .Helps 2019 AB HKSE AB InBev listed the local entity
91% - ad]ust undervalued market pOSltlonS toa InBev Budweiser Brewing Company
No / fair level in the local context. I ABInBev APAC.
7 Talent AchiSiti‘_)n and Retentio_n: 2018 Foxconn Shanghai  Foxconn spins off Foxconn
Eases talent recruitment and retention, SE Industrial Internet for A-Share
incentivizes management. roxeenn feting-
|
2016 Yum! HKSE Spun off Yum China via listing,
2025 Brands ;vri]?zﬁiﬂl/:n(;\nnmleacli by Primavera
April |
Source: InterChina Survey, InterChina Analysis. Confidential 6
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Transaction Rationale is strengthen in China. Transformational forces

are reshaping Multinational strategy In and With China

Geopolitical
issues

De Risking

<

QITTIN

Domestic
policy
priorities

Self sufficiency
Consolidation

China led
innovation

High tech @
Low Cost

China
Standards

I

A new set of
Competitive
Forces

Speed, Cost
Customer
proximity.

i1

N

Globalization
of Chinese
Multinationals

New Clients-
New
Competitors

InterChina




Acquisitions- In the coming years, we primarily expect 4 major
motives for conducting acquisitions in China

Acquisition Motives

InterChina

Build Scale & Share
(Relevance, Sustainability, Profitability)

Tap The China Trends
(Sectors, Business Models, Technologies)

44% 5 | Hospials (total healthe. &) | xasaseve | Commescisl serospace
| 2 | mowralgese ! Weliness products ! Li-On battery value chain & ! (rockets, satelites)
= | Oisploy panels | Ederly care products | Icustral water tresment | Semicon production equ. ] ]
a
- 8 | Fobreeom | o s oo | | Rty s | Directcument bulding techn, »
| 3% —— u ey + 56 base stations snd e | petcoe . phorma RAD outsourcing " Dighal twins :
2 | Wafer fon | Smort heme devices i motericts | Industia software | MES :
s Ol bullding asset | Wind power turbines = | Solarjwind megabases | Butoriernous. driving techn, ! Phatoresists high-end panels
| Dietary supplements | Enterprise Agp. s/ ey ! Hydrogen techviolaghes & | Chesse :
£ Energy-saving bulldng materials thm- Dn ot mﬁum
3 ! . | Core algaritims . ;
5 | Retal bakeres | | Smart traffic | 5G koT modules
429% = | Frozen food Coes e | 10T bulling mamt | e
g = Refrigerated warehouses Condition monitor., ds { PHM [ et e ! Blockehain apphcations
= Gutdoor consumer gear fequ. Frash jcean air systams =& {30 pona o Alimaging
g 7 ;g:;nﬂ'ﬂ""'ﬂ | Cnarg. piles, refill mmﬂs- | 10T-tased buikding mgm't =
g = | e sy o ; : ‘
£ g | Forvign spirts ! ] '
i | Database mgm'tsystems Access control systems | ceTs | Sumgical robots :
2 § ; W‘Sf:p‘h?mm Dital o e | At protais o | Remore maintenance '
Ly i ot o | Sale ol as | Fod col atis & :
X 5 High-end capaciors, esistors R frontendt chon ; Bio-diesel | SAF »% ]
i Desalination equ. and techn, I | AGI based safyhardware i
§ Flocr viashers ' © Industrial cobot :
i o vty separotors o | | Tecosreon !
o : '
56% 2 Bomass o Carbon-fber epany resin | Dish washers: | Aircrat design software :
3 Intefigent toilets = | Viscuum deposition machines | Croft beers H | GMOcrops '
] 5 A heshonces . Hetinaging . congeniats | Ral . g aters | | Humanoid rabots H
2 | Wt punirs » Cenval g 1 Coconat water i
. ! Bie:d;wmhe plastics & | "Mh?qm refil stotions. &% i K-v Underlying Trend: :
b= Leak ring | sufficiency !
2 | Rt N speeaeoming [ LA || + Decarbomzatian f crcular econ. :
E | Trace hesting monitor [ Do wadngpover st + | Smart / automation ]
! or rotor biade menitoring e | Gen-Z, demograph. / health :
Track market growth Outpace market growth, ~ Outpace market growth, Increase scale ; ; ; o Al
to retain market share and x2 in size and x3 in size by x5 or over 1.5-2x 2-3x 3-4x 4-6x >6x
Growth: How many times will be the market be bigger in 2030 compared to 20217
Brand Portfolio Strengthening Strengthen In-Country Capabilities
(Relevance, Multi-Segment) (Independence Com petltlveness)
1990s~2003 2005 2007 2009 2011 2013 2015 2017 2019 2021 2022 2023 _— —
oo = OTe Goal: Market access = .

2

PHILPS | PHILIPS
'~ A

‘
g

30% China: International companies
being "strategically Chinese”

B I(eep qualifying as vendor in politically sensitive customer sectu's, - —

Preventing national or local gov't to disqualify foreign vendors. —
IO I
Selling global business entity to local investor
Selling China entity to local investor £ party  Parmerships w.
/ s Toud  local tech co's
Selling minerity to Chinese PE Goal:
8 Be more
S Flexble China Localbonds 1 in focal \ e
oo e alon & payment terms Holding  Convertible md“",,,mm competitive
party owning minrity) £ (credits, AR) co' Ioans + Speed
+ Localized
IV w. local player " China Abolishing English 444 Chinese } decision-
(foreign parsy. H e ey | [TUrEmentfo oo SWHD S making
awening majority) 3 foos Board hxa;la T:n:;;sﬂ 8D to China authority
» Products and
Joint product solutions
a Jomprodut RAD, NPD Shift global product China org owns suiting local
] velopment wit In China o i Jobal product
local customers. For China" manager ta China obal pr market
needs
More local
In-country Pre-sales Upstream In-country autonomy
assembly application supply chain production org
/ plant engineering fully localized plant -

70% China: International companies being “"commercially and operationally Chinese”

Source: InterChina Analysis.

Confidential



fs'u"\ Play the Consolidation Wave. Half of respondents expect their e

rvey

\&wjl markets to become more consolidated

Market Consolidation

InterChina

=511

REE

Q: “"How do you expect the structure of your sector to evolve over the next 3 years?”

More Consolidated
(Fewer But Bigger Players)

Remain Stable
(Landscape Is Already Mature)

More Fragmented
(New Entrants, More Players)

0%

18%

Uncertain: 6%

Source: InterChina Surveys.

Confidential 10



Scale: Market

New Technology/Growth Drivers. Acquisitions to access the
huge number of sector and product opportunities in China

China’s Rapid Growth Sectors & Products This Decade
(100 Examples, Exceeding China’s 4%~5% GDP Growth, 2021~2030)

InterChina

Key Underlying Trend:
Self-sufficiency.

® Decarbonization / circular econ.
Smart / automation.

size in 2030. Gen-Z, demographics / health.
A
+
H Hospitals (total healthc. exp.) X-as-a-service Commercial aerospace
= Natural gas @ Wellness products Li-On battery value chain ® (rockets, satellites)
; Display panels Elderly care products Industrial water treatment Semicon production equ.
9 X-border e-com. Nuclear power plants @ ® Coffee Ready meals Direct-current building techn. ®

Railway
Detergents

Old building asset
renovation © @

USD 10 - 100 bn

5G base stations and equ.
Wafer fabs

Wind power turbines ®
Dietary supplements
Energy-saving building materials ®
Retail bakeries

Frozen food

Refrigerated warehouses
Outdoor consumer gear /equ.
Functional drinks

Aesthetic surgery

Cyber security

Foreign spirits

Database mgm't systems
Industrial robots

Lithography machines
High-end capacitors, resistors

Pet care

Smart home devices
Solar/wind megabases ©®
Enterprise App. s/w SaaS
Theme parks

Heat pumps @

Coffee shops

Condition monitor., dx / PHM
Fresh /clean air systems © ®

Pharma R&D outsourcing
Advanced materials
Autonomous driving techn.
Hydrogen technologies ®
Core algorithms

Smart traffic

IOT building mgm't
Unmanned retail stores

3D printing equipment
Charg. piles, refill stations ®

Digital twins

Industrial software / MES
Photoresists high-end panels
Cheese

Electrolyzers ®

5G IoT modules

CCUS o

Blockchain applications

Al imaging

I0T-based building mgm't @ ®

Biomass @
Intelligent toilets
Air fresheners
Water purifiers @

USD 1-10bn

Carbon-fiber epoxy resin
Vacuum deposition machines
Med.imaging equ. components
Central kitchens
Biodegradable plastics ®
Leakage monitoring tech.
Robust high-speed cabling
Trace heating monitor

Access control systems
Digital oil fields

Feed-in management ®

RF front-end chips
Desalination equ. and techn. @
Floor washers

Li-On battery separators ®
Dish washers

Craft beers

Rail maint. milling cutters
Coconut water

Hydrogen refill stations ® ®
AGVs

Intelligent street lighting

Deep-sea welding power supply
Modular rotor blade monitoring ®

IGBTs
Alternative proteins ®
Shale oil ®®

Surgical robots

Remote maintenance
Fuel cell stacks ®
Bio-diesel / SAF e ®

AGI based soft/hardware
Industrial cobot

Tactile sensors

Aircraft design software
GMO crops

Humanoid robots

o

1.5-2x

3 —4x

>6X Growth: Times bigger
the market will be in
2030 compared to 2021

Source: InterChina Analysis.

Confidential 11



InterChina

Divestments- Portfolio reviews are now very common, =

conducted to reallocate resources to maximize shareholder
returns
Portfolio Restructuring (& Divestment)
Triggers Scope Metrics Possible Outcomes

v

v

Low Growth:
Slowing economic activity requires
cost restructuring.

Overcapacity & Competition: L B B,

Competition pressures pricing and 2. Business Unit.
profitability.

Geopolitical Tensions:
Export businesses risk tariffs and
regulatory challenges.

3. All China activities.

v

Market position.
Competitive standing.

Long-term risks (export

exposure, regulatory risks).

Synergies with global
operations.

Funding and return on
invested capital (ROIC)
needs.

Double-Down:

Increase investments for
competitive advantage, including
acquisitions if required.

Turnaround:

Performance improvement for
segments underperforming due to
economic shifts.

Divest:

Full or partial divestment, often
involving Chinese investors to retain
some market exposure without full
ownership.

Source: InterChina Analysis.

Confidential 12



's'uwh The share of companies considering divestments in China has '
g grown steadily and rapidly

Divestment Plans
Q: “Are you considering a divestment in China?”

Considering divesting
one or more assets
/businesses in China

Not considering
divesting any 62%

businesses in China
49%
43%
31%
2022 2023 2024 2025
June May March April

Source: InterChina Surveys. Confidential 13



fs'm China and Global Alliances. Chinese globalizers will look for 'a
‘&S“_ﬁl partnerships with MNCs to facilitate customer/market access

Partnership Motives
Q: "Why are Chinese globalisers in your sector seeking JVs or strategic partnerships with international companies?”
(100% = All respondents in each respective sector)

8 & ©® &) 18 B
To gain access / T \.° ° 4
to international 51%
customers
32%
To overcome regulatory/
political barriers to 47%
market access 5
41% 42% 0 27%
34% 26%
40%
To pool resources
and share risk 18% 39%
330/0 210/0
————————————— \ 30% 27%
_ \ 35% §
Not seeking such 8% \ 28%
. 0 4
partnerships \ 229%, 21%
\ 9% 14% 13%
. 30/0 50/0 i
7% 6% e 13% 12% 3%
Don't know or 23% o 19% °
not relevant ° 14% 21% 2604
13% -16% °

Source: InterChina Survey (2024 October). Confidential 14



InterChina

fs'a Indeed, outbound partnerships are now relevant to over half e

\f”jl the respondents and across many sectors

Outbound Partnerships
Q: "Do you see an opportunity to partner with Chinese companies in their own outbound expansion?”

| 2024 March
I 2025 April

Respondents from a variety of sectors

50, see outbound happening in their sectors.
Yes, we have been doing this for some time
34% € 9 ;
Yes, we are actively looking 16%
for this type of partnership 19%

Outbound expansion is happening,

but we haven't considered a partnership w

13%

()@
@@
W@

28%

Outbound expansion is happening,

but no partnership potential w

No such outbound expansion

expected in the coming 2~3 years _ 16% <

39% ===

Source: InterChina Surveys. Confidential 15



Deal Environment
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Valuations



InterChina

The deal environment is generally favourable, with buyer
demand for targets coming into balance with target supply o

Balance Of Buy/Sell Interests
Boost For Domestic & Cross-Border Deals

Target

Buyer Supply
Demand

POE motivation to sell.

Domestic buyers, with
cheaper financing
fuelling ListCos.

Lost IPO route in traditional
sectors.

Fund exit challenges.

Cautious Return Of MNCs
(although “wait and see” is
currently widespread given

geopolitical environment). MNC strategic divestments.

O[0OO

Source: InterChina Analysis.

Confidential 17



InterChina

POEs are motivated to sell, challenged by succession problems,
cost pressures and compliance risks

Buyer Target
Demand Sgay

POE Motivation To Sell

“The business is healthy‘\ﬁ
but plateauing ... Maybe
a good time to exit”

N

(/&“The business requires
substantial investment ...
But I do not want to risk
my own money ... SO

would welcome a strong

investor” /

“We have no possibility
for succession within
Z,

the family”

(/? “We have great
technology, but have
capital and other

constraints inhibiting us

commercializing it” /
Zz

“We have liquidity needs *\w
Would consider divesting a
BU to improve our capital

structure”
\

(/ﬁ“The market is very

dynamic ... If we don't
partner with a strong
party, we will likely lose

our competitive edge”
Z,
72

(‘ZTWe would welcome a strategic
buyer to bring the business to the
next level, helping us address cost

and compliance issues”
= -

Source: InterChina Projects & Mandates. Confidential 18



Buyer
Demand

The IPO route has become tough in traditional sectors,
causing a turn to strategic buyers instead

Lost IPO Route

InterChina

Number Of IPOs In China

(Per Quarter)

IPO Applications
(As of May 6, 2025)

1,263
N Even with government
Shanghai Main Board : -
_ Downward trend as the incentives to boost stock
Shenzhen Main Board 51¢g authorities have market valuations, the
ChiNext \ become more selective 1,148 China IPO waiting _I|st will
S . X not be opened until the
TAR about which companies regulatory authorities
Hong Kong can list. 115 have finished their current
“cleaning” of the stock
159 455 \/ Total Failed In Process market (estimated 2026).
140 148 146 2021-2025  (Withdrawn/
132 134 Rejected)
110 Advanced IPO Preparation
101 95 08 (n=115, As of May 6, 2025)
o1 g5 8890 83 86 - |
68 7072 Our; L_lndersttandlng llas that Industrial 36
64 certain sectors are being
63 58 prioritized for listing: high- Tech /1T 25
47 tech, Al, decarbonization, _ Consumer 17
36 40 biotech ... Discretionary
34 30 Materials 16
... Chinese POEs active in Healthcare 10
traditional sectors may
find the IPO route Financials 6
558555855885558355085588558355 mereasingly closed 0 me T
RERETZTZTRRRIRNANNNANNNNNRANSSEY] based hinery
0000000000000 000O0O000O00O0O0O0O0O0O0O ased, machinery. Energy | 1
ANANAANANANANANANAANANANANANANAaNAaNANANNAN NN N
Source: WIND, InterChina Analysis. Confidential 19



InterChina

VC & PE funds are facing high inventory pressure with limited l%f%j
=11

Buyer

Demand exit options by

Fund Exit Challenges

N\ N
\
\
Backlog of |4 h
RMB 16.29 trillion \
funds in exit (9.83 trillion)
and extension (6.46 trillion) 18,300
periods. projects facing exit
pressure.

~—— \\\\\\
51%
YOY drop in IPO exit \
value held by VC/PE. 37% \

| YOY drop in

/ VC/PE-backed IPOs.

Case: Prominent BJ-Based VC Fund

» Had a star portfolio company operating
steadily with annual revenue of RMB 300
million and a net profit of ~RMB 30 million.

« Unable to IPO, at least in the short-term,
due to market changes.

« Was under pressure to return capital to LPs,
so switched to search for a strategic buyer.

7

“We reached out to over 200
financial institutions, with 5 or 6
conducting due diligence ... But in
the end, hardly anyone was willing
to bid.. We are open to strategic
investors now”

Source: Wind, Zero2IPO Research, InterChina Analysis.

Confidential
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InterChina

o\ Valuations have been softening with the sweet spot expected e

rvey
: =11
s/ to be 8 to 12x EBITDA in 2025 L
Deal Valuations
Q: "What is your observation regarding Q: “"Which EBITDA multiples do you expect
recent changes in company valuations?” to see in your sector in 2025?"
> 15x 11%

Rising

@ 12 - 15x

<8x

Falling I don't know 27%

Don't know: 27%

2025
April

Source: InterChina Surveys. Confidential 21
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20%

InterChina

Deal sourcing is becoming relatively less challenging while v
latter stages in the deal process more challenging

Deal Challenges
Q: "What are the main challenges to completing more acquisitions / JVs in China?”
(Multiple Answers Possible)

Deal Sourcing Due Diligence Deal Closing

4 N N N

11% 31% 47%

Other

31% S 49%
Target Suitable Availability U_nacceptabl_e High valuation
prefers target size (target has low business practices expectation
IPO 9 interest level) (compliance risks) P

Compared
With Past
Years

Source: InterChina Surveys.

Confidential 23



InterChina

1. Established a combined HQ & local “"Deal Team”, supported e

by local advisors with real, deep China experience o
Deal Team
e A
Legal
Local premium law firms,
involve from early on (LOI)
Strong and coordinate closely
Ve ~ In-Market Based
M&A Advisor Project Manager
\. y,
Buy-Side Sell-Side I T > -
nvestor Team . . -

* Boots on the * Global v r Financial Due Diligence
ground. mandate: + Steering committee.

. global IB. . ings. Critical to appoint a strong
Sector_ | Weekly meetings Partner to supervise their
expertise. * Loca _ *  Flexibility. service. Typically, Big 4 or

* Cross-border mandate: international accounting
expertise M&A advisor firms

' specialized in “Relevant” Deals China/China Deals
« Motivated China.
(bulge Local HQ Local HQ \ 4
bracket lack Team Team | Team Team - N
interest). Other Due Diligence
\ / K / Reputational Environmental
International Local vendor
vendor
\. y

Source: InterChina Analysis. Confidential 24



2. Proactively run a systematic process to avoid opportunism
and create options to avoid dependency on a single target

Long List
(n=100s)

Research: Multiple Sources

Screening
(Applying Threshold Criteria)

Intermediate List

(n=12~15)

Research: Direct Access

Potential Partner Profiles
& Comparison Matrix
(Applying Comparative Criteria)

Research: Joint Visits

Systematic Search & Screen Process

Strategic Fit

Strong Fit
» Meet most of the

comparative criteria:

75%.
* Must meet the

comparison criterion:

XXX.

Middling Fit
» Meet some of the

comparative criteria:

50%.

Weak Fit
» Meet a few of the

comparative criteria:

25%.

Deprioritized

Comparison Matrix

Short-List Backups

Company Name

Short-List

InterChina

=11

"R

Company Name

togo pFER

* Unwilling to divest.

» May consider divesting.
» Strategic/family investor.
» Would prefer partial exit.

Cooperation Fit

» Motivated to divest.

* Private equity investor.
« Full buy-out potential.

Source: InterChina Analysis.

Confidential
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Company Name Logo = \
Logo /A\\E]p%ﬁ]}(l g /REJ%W \\
L Company Name
090 AFBHR
— - \‘-—_—-“'
Company Name
Logo - AZEiR
Company Name
logo AT zix
- Company Name
Logo AFzix
Company Name
Logo - AZF&iR
Company Name Company Name
Logo | A5z logo xefam
- Company Name
Logo - AT &R
Weak Fit Middling Fit Strong Fit



It would be an
opportune time to
acquire a mid-market
brand ["B-Brand”]
with its own industrial

capacity.

X0
o

3. Build a robust and compelling deal case/logic to win

alignment and support

. @
&

© 00000

Deal Case/Logic

Meet Growth Target: Having a mid-market
brand in the portfolio makes it more probable
that the 4~5x growth target will be met.

Benefit Of A Chinese Brand: Acquiring a mid-
market brand that is perceived as Chinese would
meet consumer trends and mitigate the risk of a
purely international brand portfolio.

Resilient Supply Chain: Establishing local
production is critical to long-term viability given
(a) local production is taking share from imports
(b) geopolitical tensions are impacting trade.

Synergy Realization: There are relevant
acquisition targets that have the potential to
deliver the synergies expected.

Premium Is Justifiable? Transaction comps
suggest a mid-market brand would command a
premium over a copacker ... But case could be
made that this is justifiable.

Benchmarks Exist: There are examples of
MNCs acquiring “B-Brands” in adjacent spaces
with positive outcomes.

=
A1
3
ik
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Source: InterChina Analysis.
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4. Use pre-DD to uncover deal breakers early in the process
and bring forward challenging negotiations to the LOI/NBO

stage

* In any given transaction in
China, the buyer will need
to anticipate compliance
issues to varying degrees.
There is no risk-free
company in China.

« The use of experienced
China lawyers will help to
assess and calibrate the risk
levels correctly.

« Corporate red lines should
not be crossed or shifted
towards the Chinese reality,
however.

Bring Forward Deal Breakers
Compliance & Integration

Common Compliance Issues

/

\

\

Non-Invoiced
Items ‘

Use Of Special/
Fictitious VAT

| Invoices
Use Of Personal

Bank Accounts

Social Security And

Housing Fund
Capital Underpayments
Contribution !

Shortage

Inflated R&D

Expenses

Non-Compliant |
Cash Rebate J

Payments

InterChina

=11
REFE
Mitigation Measures
4 Early Emergence of Red Flags R
Bring deal breakers early on the
process (pre LOI)
Negotiate LOI/MOU with real
depth.
. P y,
4 Financial/ Legal )
Agree on forward-looking measures
and financial impact.
Use indemnity clauses in SPA for
\_ historic liabilities. )
4 Integration )
Deal structure key element to
ensure a transition
Gradual Integration Plan: Red Line,
\_ White Line approach. )

Source: InterChina Analysis.

Confidential
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i . . . InterChina
Islwe“ 5. Speed. Almost half the respondents are closing deals within
&s"_ﬁl 12 months ... Alignment is critical for quicker decision making

Deal Timeline
Q: “How long is your typical deal cycle from the first Q: “How aligned is your HQ vs. local
negotiation round to a definite agreements?” leadership on China decisions?”
<6

Months

25%

6-12
Months

> 47%

Well aligned

Manageable gap

Large gap, challenging
to close — HQ more
positive than local

Large gap, challenging
to close — Local more
positive than HQ

Not relevant

1-2
64%
Years 0 53%
58% 9%
45%
These are cross-border deals. 0
Domestic to domestic deals typically 18%
close in 4~7 months, suggesting
there is room to improve.
5%
2022 2023 2024 2025 2024
June May March April October

Source: InterChina Surveys.

Confidential 28



InterChina

6. Deal Structure. MNCs in China are using an increasingly e
diverse range of buy-side structures b

Range Of Buy-Side Structures

\
\_ + When the owner wants to completely exit.
100% \ s
Buy-Out y B Increasingly rare phenomenon. w BD
/ « Risky for smaller businesses, because of lack of continuity.
\
“\ «  When buyer wants to manage transition risk (owner remains engaged).
X\;’)Vgr-c?a,\ciﬁ » Step 1: Acquire a significant minority. (Webasto Bystronic
/ » Step 2: Acquire the remaining/majority of the equity.
\\
o \ When buyer puts “toe in the water” for learning and testing.
Minority \ o . . ) . #})I(,
Share / * Minority protections (board seat, CXO appt, veto rights) defined in SPA. Joch;:ggls Qualcomm
/ - Provides flexibility regarding future options.
Acquiring \ + When current owner plans to list on the local stock market.
Pre-IPO + Either: Two-step deal (70%-30%) with higher synergy bonus. MYCRONIC ~ FORVIA
Target / « Or: Minority strategic investment (pre-IPO) with call option.
\\ . . . .
Acquiring .+ Either: Delist tth LlsltCo. and acqwre.. DIAGEO @;@
Listed Company Or: Become a minority shareholder with control.
/ « Or: Acquire a BU and form a JV with the ListCo. GRIFOLS

Source: InterChina Analysis. Confidential 29



,'S'U:Vh There is a growing share of companies preferring a path to =

&sujl control rather than an immediate buyout

Deal Structure
Q: “"What is your preferred transaction structure?”

34% 34%

39%

100% buy out 49%

Majority acquisition

> 57%

Two-step approach
Step 1: significant minority
Step 2: majority/balance

17% /
o - 10% 9%
Minority acquisition 5%
2022 2023 2024 2025
June May March April

InterChina

=511
Hmige

Rationale Behind Preference

v Access and motivate best targets.
v Retain talent.

v Enhance integration success.

v Share investment/cash risk.

Risks To Manage

Misunderstanding and distrust.
Misaligned priorities, strategies, practices.
Control on paper but not in practice.
Technology leakage or fraud.

X

X X X

Best Practice Approach

» Short-list with backup options.

» Invest in relationship/communication.

» Thorough due diligence.

» Defined governance structures.

» Contractual protections.

» Experienced legal and financial advisors.

Source: InterChina Surveys.
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Is'u'\ CVC is now relevant to a consistently large share of =y

rvey

Results
sl respondents

)
k=

Corporate Venture Capital
Q: “Are you pursuing minority or venture capital investments in tech companies (to create an ecosystem play)?”

Yes, we do
this already

Yes, we are
actively looking

12%

We're not doing
this currently, but
are considering it

No we are not
pursuing or 71%

considering this

2022
June

Source: InterChina Surveys. Confidential 31



InterChina

fs'y\ 7. Using local (non-recourse) RMB financing is increasingly
\f“jl being used to derisk global balance sheets

RMB Deal Financing
Q: “Are you currently engaged

in RMB X RMB financing?” Comparison Of Financing Parameters By Lender
Local Commercial Banks Overseas Commercial Banks
Yes, exclusively 14% State-owned, joint-stock, urban, rural, JV
and foreign (with necessary license).
Interest 3% to 5% EU: 4.8% (October 2024)
Rate 3.1% October 2024. US: 8% (November 2024)
Partially, alongside 29%
other currencies Financing Up to 7 years
. . 3~5 years.
Period (3-5 years is more common).
Financing 40~60%. 40~50%.
No, but we're Ratio
intending to 14% ] .
do so soon Credit Local level (key conS|FIer§1t|on is whether . ‘
History the borrower has maintained an account Including the parent/holding company.
and has credit history with the bank).
Liability Local level. Ultimately with the parent/holding
company.
Not appllicable 44% Prefers local level pledge of fixed assets
or not relevant Guarantee (e.g. real estate, equity, accounts Prefers guarantee from parent/holding.
receivable).
p ~15 weeks, including due diligence and
rocess .
internal approval process.
2025
April

Source: Federal Reserve, ECB, PBOC, InterChina Surveys. Confidential 32



o“\
4 Survey

Results
\J’

Q: “Which debt financing do
you primarily use?”

Medium to
long-term loans

RMB Deal Financing

Q: “"Who is your primary
lender in China?”

Q: "What is the typical

interest rate range?”

6-8%

3-6%

Local Chinese bank

Medium/long-term loans, 3~6% rates, borrowing from Chinese
banks

InterChina
“l
T

Q: "What type of collateral or
guarantee is required?”

HQ guarantees

Secured against
1-3% 15% assets or cash flow
Foreign bank 15%
Short-term loans 12% with a local license
Sale and leaseback 3% Other 11% Overseas bank 3% Other
Alternative instruments 2% Other 2%
g 50% | g 39% | g 48% L d m
Not used or Not used or Not used or Not used or
not applicable % not applicable % not applicable % not applicable ﬁ
2025 2025 2025 2025
April April April April
Source: InterChina Surveys. Confidential | 33
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InterChina

Acquisitions and divestments are becoming a core component
of the China growth and restructuring story.

Growth Components
(Illustrative)

e @ @

|| ||
|| ||

2024 Organic Growth Launch & Grow Acquire & Grow Spin-Off 2030E
Of Core Business New Business New Business Non-Core Business
XXX » Geographies. « Bandwidth available. + Scale/share. » Weak synergy.
 Channels.  Market opportunity. « B-brand. « Under-performing.
» Segments. « Silo/localize. « Technology. * Poor potential.
 Reposition. * Etc. * RTM synergies. « Raise capital.
* Etc. * Etc. * Etc.

Source: Euromonitor, InterChina Analysis. Confidential 35



M&A Playbook needs to be localized to China. o
MNC ethics and standards + unique elements of closing a deal in <l
China.

- Play the Consolidation: 3-4 more years of heavy Acquisition and Divestment period.

- Transformational M&A is happening: Look in new directions to find unprecedented
opportunities (Listed Cos; China Champions; SOE).

« Chinese sellers do not want to run an auction and don’t like sharing with
competitors- approach them proactively and at the right level, using informal channels.

« Sellers will push most complicated topics to the very end of the process. Force
Pre DD and prepare very derailed LOIs/ NBO (should reflect 90% of the key SPA items).

« Transaction Structure and Integration. Flexibility is required. Use Deal Structuring to
retain.

Source: IC Partners Analysis Confidential 36
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InterChina M&A Survey 2025 & data track record. e

Survey Track Record

Annual M&A
Forecast Trends

Q2 ()
2022

Q4 )

Q2 °
2023

Q4 ()

Q2 °
2024

Q4 [

Q2 °
2025

Q4

Research Sources

M&A Survey April 2025

n = 164
c/ \\
19% | Materials
16% | Automotive
Europe | 68%
14% Large
13% | Industrial
12% Healthcare
Grgﬁ_ter 18% ,, | Consumer
ina 10% | Goods
North 2% 1cT
America = 11% 13% | Business
Others 305 Services
By By
Country HQ Sector

Source: InterChina Surveys.
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Is'u'\ Indeed, 75% of respondents have Inorganic ambitions (both

rvey

&sujl acquisitions, divestments and alliances)

Organic v Inorganic Growth
Q: “How important will inorganic growth be for your company in the coming years?”

N

A fundamental
growth driver

Both organic
and inorganic
will be important

> 75%

M&A will only
supplement
organic growth
)
Rather unlikely 8% 16% 28%
20%
Not relevant for us 16% 13%

6% 5%

2022 2023 2024 2025

June May March April

InterChina

ga ? )

b

Source: InterChina Surveys. Confidential
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:'s'u'\ While a significant minority of respondents are planning

rvey

\&wjl multiple deals in the coming years

Deal Ambition
Q: "How many M&A deals (acquisitions, JVs, divestments etc.) do you foresee closing in the next 2~3 years?”

3%

Over 3

26%

2~3

34%
None 26% 27%
18%
2022 2023 2024 2025
June May March April

Source: InterChina Surveys. Confidential
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"‘ H . . InterChina
ey A small but meaningful share of respondents are consideringa =y
Results ’ P Py
Ny local listing H
Local Listings
: “Are you considering listing a local entity on the Mainland/Hong Kong stock markets in the coming 2-3 years?”
“A d list local ent the Mainland/H Ki tock ket th 2-3 ?
Intentions The Rationale References
Q: “Are you considering listing a local entity International companies listed or
on the Chinese/Hong Kong stock markets spun off on local stock markets
in the coming 2-3 years?”
Reduced Global Risk Exposure: T MNC  SE
Decreases related risks on the global and 2023 Ovogan Beiing  Ovodan listed local entity on
|Oca| balance Sheet. Foods Etc:;‘l;n Beijing stock exchange.
X ge
Yes Government/ Stakeholder/ Brand |
Recognition: Elevates company 2021 ACM STAR ACM Research listed its local
standing with key stakeholders in a R;Ee“an"“ entity.
Typically China 'China for China' setting. Boosts local I ]
contributes a high image. o1 -
Grinm STAR Grinm spun-off from overseas
E?Jzirr?ezz g\l/(;itzﬁ | Access to Liquid Capital Markets: ) controling sharehoder and IPO
stron ;owth Enables tapping into local capital I
r0s gegts markets for future expansion. Provides 0 o _ —
prospects. superior liquidity through China's more g T Yy ovara &St
active A-share market. listing.
. |
Improved Market Valuatlon-. .Helps 2019 AB HKSE AB InBev listed the local entity
91% - ad]ust undervalued market pOSltlonS toa InBev Budweiser Brewing Company
No / fair level in the local context. I ABInBev APAC.
- Talent AchiSiti‘_)n and Retentio_n: 2018  Foxconn Shanghai  Foxconn spins off Foxconn
Eases talent recruitment and retention, SE Industrial Internet for A-Share
incentivizes management. roxeenn feting-
|
2016 Yum! HKSE Spun off Yum China via listing,
2025 Brands ;vri]?zﬁiﬂl/:n(;\nnmleacli by Primavera
April |
Source: InterChina Survey, InterChina Analysis. Confidential 41



InterChina

o\ Valuations have been softening with the sweet spot expected e

rvey
: =11
s/ to be 8 to 12x EBITDA in 2025 L
Deal Valuations
Q: "What is your observation regarding Q: “"Which EBITDA multiples do you expect
recent changes in company valuations?” to see in your sector in 2025?"
> 15x 11%

Rising

@ 12 - 15x

<8x

Falling I don't know 27%

Don't know: 27%

2025
April

Source: InterChina Surveys. Confidential 42



InterChina

fs:wa Indeed, scale is the most common motivation for respondents, @

: : =11
\f“jl followed by further localization Lo
Acquisition Motives
Q: “"What are your main strategic motives for M&A/ JVs in China?” Q: "As an MNC, would a partnership with a Chinese company
(Multiple Answers Possible) provide protection from government interference?”
5% Yes, as long as the
51% Expand market share \Chinese partner has

the majority in such
a partnership

45% More localized offering
36% Strengthen market access Ye_S, as long as the
for existing business 31% Chinese partner is
powerful / has
24% ‘ Be perceived as “local” national influence
24% ‘ In-country manufacturing

Strengthen R&D

0]
19% ‘ capabilities

No, this is not

11% Diversification 38% the case
7% Other

4% [ Forwards integration -

26%
° Uncertain or
3% [ Backwards integration don't know

2025
April

Source: InterChina Surveys. Confidential 43



InterChina

S\ | Asignificant minority of respondents plan to outpace market o
&wj} growth over the medium-term TE

China Growth Objectives
Q: "By how much do you plan your China business to have grown over the next 5 years?”

44%
N

3% 0%

5X

42% 3X

2X

56%
Track market growth Outpace market growth, Outpace market growth, Increase scale
to retain market share and x2 in size and x3 in size by x5 or over

Compared
With Past
Years

Source: InterChina Surveys. Confidential 44



:'S'u"\ Half of respondents expect their markets to become more N

rvey

Results 1
& J | consolidated

=~ 4

Market Consolidation

InterChina

=511
Hmige

Q: “"How do you expect the structure of your sector to evolve over the next 3 years?”

More Consolidated
(Fewer But Bigger Players)

Remain Stable
(Landscape Is Already Mature)

More Fragmented
(New Entrants, More Players)

0%

18%

Uncertain: 6%

Source: InterChina Surveys.

Confidential 45



InterChina

The experience of MNCs in China is that scale matters for
financial performance

-l
('SY\

Results
\.&’

Importance Of Scale
Q. How does your company’s gross margin in China compare with your global average?
(100% = All respondents in each respective size segment)

Respondent Size
(China Sales, 2024)

USD 1~10 m . .
MNCs that are large-scale in China

are more likely to have margins that
out-perform the global norm:

USD 11~ 50 m USD 51~100 m USD 101~500 m  >USD 500 m

« Simply put, either squeeze
competitors out to gain pricing
power or get squeezed out.

« Virtuous cycle of big brands in China

(being big makes you bigger), both
for consumers and the trade.

31% 32%

25%

"Higher Than Global" 19%

+ Benefit from huge scale efficiencies
and value chain leverage given the
size of the market.

 Generate financial resources to
reinvest in innovation investment, a
KSF in China.

29% 27% 26% 29%

"Similar To Global" 50%

31%

42%

"Lower Than Global" 31%

NS

| MNCs that are sub-scale in China,
typically testing the waters, tend
to be aligned with global margins.

MNCs that are mid-scale in China
tend to be in a difficult position
with more margin pressure.

Source: InterChina Survey (2024 October).

Confidential



#\ | For this purpose, CVC is now relevant to a consistently large i
) | share of respondents

Corporate Venture Capital
Q: “Are you pursuing minority or venture capital investments in tech companies (to create an ecosystem play)?”

Yes, we do
this already

Yes, we are
actively looking

12%

We're not doing
this currently, but
are considering it

No we are not
pursuing or 71%

considering this

2022
June

Source: InterChina Surveys. Confidential 47



's'uwh The share of companies considering divestments in China has '
g grown steadily and rapidly

Divestment Plans
Q: “Are you considering a divestment in China?”

Considering divesting
one or more assets
/businesses in China

Not considering
divesting any 62%

businesses in China
49%
43%
31%
2022 2023 2024 2025
June May March April

Source: InterChina Surveys. Confidential 48



"s::vh Divestments continue to have a growing role in refocusing '
&s“_ﬁl portfolios to help strengthen the China business

Divestment Motives
Q: “In case you are considering a divestment in China, what is your main strategic motive?”

Portfolio refocus
(spin-off underperforming
or non-core BUSs)

26%
De-risking the global oo%
e-risking the globa 0 0 239 strengthenin
balance sheet from China 30% 18% 3% the C?lina 2
business
Strengthen the business 23%
(bring in strategic investor 0
into a majority position)\ 11% 16% 16%
Exit Chinese market
Supply chain decoupling 15%
(reduce dependency on 11% 10% 8%
China supply base)\
2022 2023 2024 2025
June May March April

Source: InterChina Surveys. Confidential 49



i . . . . InterChina
Islm“ Divestment processes tend to be bespoke with timelines often
) | extending beyond a year

= 4
Divestment Process
Q: “"What process type best describes Q: “How long does the
your divestment approach?” divestment typically take?”

Closed process
(Limited number of
pre-selected bidders

invited to participate) Longer than 12 months

1-1 negotiations
(Direct negotiation with
a single potential buyer)

American-style auction
(Competitive process inviting
multiple potential buyers to 11%
submit bids simultaneously) 6—12 months 449,

Other than the above 5%

Not decided or

26%
not relevant
3-6 months 8%
Less than 3 months \ 204
2025 2025
April April

Source: InterChina Surveys. Confidential 50



,s‘h Chinese globalizers will look for partnerships with MNCs to
y -y %m.'
‘f”jl facilitate customer/market access )

Partnership Motives
Q: "Why are Chinese globalisers in your sector seeking JVs or strategic partnerships with international companies?”
(100% = All respondents in each respective sector)

2 &) ® £) 8 =)
To gain access N, N A N, N - N,
to international 51%
customers
32%
To overcome regulatory/
political barriers to 47%
market access
41% 42% 0 27%
34% 26%
40%
To pool resources o
and share risk 18% 39%
21%
_____________ \ 27% 33%
30%
) \ 35% 8%
Not seeking such 8% \ o
partnerships \ 22% 21%
\ 9% L 13%
. 30/0 50/0
7% 6% 4% 3%
13% 12%
Don't know or 23% o 19%
not relevant ° S 21% 29%
13% -16%

Source: InterChina Survey (2024 October). Confidential 51



InterChina

fs'a Indeed, outbound partnerships are now relevant to over half e

\f”jl the respondents and across many sectors

Outbound Partnerships
Q: "Do you see an opportunity to partner with Chinese companies in their own outbound expansion?”

| 2024 March
I 2025 April

Respondents from a variety of sectors

50, see outbound happening in their sectors.
Yes, we have been doing this for some time
34% € 9 ;
Yes, we are actively looking 16%
for this type of partnership 19%

Outbound expansion is happening,

but we haven't considered a partnership w

13%

()@
@@
W@

28%

Outbound expansion is happening,

but no partnership potential w

No such outbound expansion

expected in the coming 2~3 years _ 16% <

39% ===

Source: InterChina Surveys. Confidential 52
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fs'y\ Using local (non-recourse) RMB financing is increasingly being
\f“jl used to derisk global balance sheets

RMB Deal Financing
Q: “Are you currently engaged

in RMB X RMB financing?” Comparison Of Financing Parameters By Lender
Local Commercial Banks Overseas Commercial Banks
Yes, exclusively 14% State-owned, joint-stock, urban, rural, JV
and foreign (with necessary license).
Interest 3% to 5% EU: 4.8% (October 2024)
Rate 3.1% October 2024. US: 8% (November 2024)
Partially, alongside 29%
other currencies Financing Up to 7 years
. . 3~5 years.
Period (3-5 years is more common).
Financing 40~60%. 40~50%.
No, but we're Ratio
intending to 14% ] .
do so soon Credit Local level (key conS|FIer§1t|on is whether . ‘
History the borrower has maintained an account Including the parent/holding company.
and has credit history with the bank).
Liability Local level. Ultimately with the parent/holding
company.
Not appllicable 44% Prefers local level pledge of fixed assets
or not relevant Guarantee (e.g. real estate, equity, accounts Prefers guarantee from parent/holding.
receivable).
p ~15 weeks, including due diligence and
rocess .
internal approval process.
2025
April

Source: Federal Reserve, ECB, PBOC, InterChina Surveys. Confidential 53



o“\
4 Survey

Results
\J’

Q: “Which debt financing do
you primarily use?”

Medium to
long-term loans

RMB Deal Financing

Q: “"Who is your primary
lender in China?”

Q: "What is the typical

interest rate range?”

6-8%

3-6%

Local Chinese bank

Medium/long-term loans, 3~6% rates, borrowing from Chinese
banks

InterChina
“l
T

Q: "What type of collateral or
guarantee is required?”

HQ guarantees

Secured against
1-3% 15% assets or cash flow
Foreign bank 15%
Short-term loans 12% with a local license
Sale and leaseback 3% Other 11% Overseas bank 3% Other
Alternative instruments 2% Other 2%
g 50% | g 39% | g 48% L d m
Not used or Not used or Not used or Not used or
not applicable % not applicable % not applicable % not applicable ﬁ
2025 2025 2025 2025
April April April April
Source: InterChina Surveys. Confidential | 54



20%

InterChina

Deal sourcing is becoming relatively less challenging while v
latter stages in the deal process more challenging

Deal Challenges
Q: "What are the main challenges to completing more acquisitions / JVs in China?”
(Multiple Answers Possible)

Deal Sourcing Due Diligence Deal Closing

4 N N N

11% 31% 47%

Other

31% S 49%
Target Suitable Availability U_nacceptabl_e High valuation
prefers target size (target has low business practices expectation
IPO 9 interest level) (compliance risks) P

Compared
With Past
Years

Source: InterChina Surveys.

Confidential 55



i . . . InterChina
o\ | Almost half the respondents are closing deals within 12
&s"_ﬁl months ... Alignment is critical for quicker decision making

Deal Timeline
Q: “How long is your typical deal cycle from the first Q: “How aligned is your HQ vs. local
negotiation round to a definite agreements?” leadership on China decisions?”
<6

Months

25%

6-12
Months

> 47%

Well aligned

Manageable gap

Large gap, challenging
to close — HQ more
positive than local

Large gap, challenging
to close — Local more
positive than HQ

Not relevant

1-2
64%
Years 0 53%
58% 9%
45%
These are cross-border deals. 0
Domestic to domestic deals typically 18%
close in 4~7 months, suggesting
there is room to improve.
5%
2022 2023 2024 2025 2024
June May March April October

Source: InterChina Surveys.

Confidential 56



,'S'U:Vh There is a growing share of companies preferring a path to =

&sujl control rather than an immediate buyout

Deal Structure
Q: “"What is your preferred transaction structure?”

34% 34%

39%

100% buy out 49%

Majority acquisition

> 57%

Two-step approach
Step 1: significant minority
Step 2: majority/balance

17% /
o - 10% 9%
Minority acquisition 5%
2022 2023 2024 2025
June May March April

InterChina

=511
Hmige

Rationale Behind Preference

v Access and motivate best targets.
v Retain talent.

v Enhance integration success.

v Share investment/cash risk.

Risks To Manage

Misunderstanding and distrust.
Misaligned priorities, strategies, practices.
Control on paper but not in practice.
Technology leakage or fraud.

X

X X X

Best Practice Approach

» Short-list with backup options.

» Invest in relationship/communication.

» Thorough due diligence.

» Defined governance structures.

» Contractual protections.

» Experienced legal and financial advisors.

Source: InterChina Surveys.

Confidential 57



% i Contact Us

InterChina

wieS? | Reach out to us to learn more about our experiences and capabilities U
T 4
Global Reach Shanghai
&) Madrid Eduardo Morcillo
Julio Lopez Managing Partner, Head of Shanghai
Julio.Lopez@InterChinaPartners.com
< T: 486 (21)-6341-0699
‘:b London E: Eduardo.Morcillo@InterChinaPartners.com
James Sinclair
james.sinclair@InterChinaConsulting.com Suite 1201, 100 Bund Square, 100 South Zhongshan Road
P Huangpu District, Shanghai 200010
w» Vienna P.R. China
Manfred Reichl
mr@manfredreichl.com
[ Y
® Stockholm Hong Kong
Michael Thurow
michael.thurow@InterChinaConsulting.com Eric Zhou
Partner, Head of Hong Kong
T: +852 6146 1563
E: Eric.Zhou@InterChinaPartners.com
66/F, The Center, 99 Queen’s Road
Follow us for more information geé‘trcar';in?“g Kong
Beijing
Jan Borgonjon
President
H T: +86 138-1056-5210
www.InterChinaPartners.com E: Jan.Borgonjon@InterChinaPartners.com
1175, 2/F, Block C3, No.1 Huangchang West Road,
Dougezhuang
Chaoyang District, Beijing 100016
P.R. China
Confidential 58
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