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PwC Engagement in Strategy & Marketing
Consulting




Global

pwc People: 161,718
pwc Advisory:  32. 344
countries: 154

Locations: OO

PwC

We are a global consulting
leader

PwC Advisory Services generate
$6,1 billion revenues with 32.344
consultants .
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We provide strategy and marketing consulting
services to global leaders across industries

Key global clients (examples)

General Motors, Volkswagen, Daimler, Ford Motor Company, Toyota Motor Corporation

Industry

Automotive

E.ON, RWE, MOL, Eni, Chevron Corporation, Royal Dutch Shell, KazMunaiGaz
National Company, CEZ, Gazprom, SOCAR, PKN Orlen, Petrochina, Federal Grid,
RusHydro, Statoll

Energy utilities &
mining

Healthcare & Johnson & Johnson, AstraZeneca, Bayer, Sanofi-Aventis, Hoffman La Roche,
pharma GlaxoSmithKline

Industrial General Electric, ThyssenKrupp, Linde, Sumitomo Corporation, Arcelor-Mittal, System
products Capital Management,

Retail & Unilever, Pepsi, P&G, SAB Miller, BAT, Philip Morris, Metro, OBI, Central European
consumer Distribution Corporation, Robert Bosch, Kraft Foods,

Financial Soci@® , \delnra Insurance Group, Generali, Commerzbank, ING, Aviva, AXA,
Services Deutsche Bank, Banco Santander, P KO BP, International Bank of Azerbaijan, Sberbank

France Telecom, Deutsche Telecom, Vodafone, Vivendi, Telefonica, Nokia, IBM,

TICE Siemens, Samsung, Sony, Mobilnye Telesistemy, Svyazinvest

Blackstone Group, Macquarie Group, Intermediate Capital Group, Advent International

FUTEMICETISY Corporation, Samruk - Kazyna National Fund

Government EBRD, World Bank, European Union (EU), Sochi Olympic Committee
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We have a strong presence in Central & Eastern
Europe

Geography Revenues No. of employees
($ mil) in 2010

Asia 2,935 32,225
Australasia and Pacific 1,293 6,850
Central & Eastern Europe 726 6,837
Western Europe 11,062 57,702
Middle East & Africa 823 10,033
North America & Caribbean 8,952 37,643
South & Central America 778 10,428

Total 26,569 161,718

PwC



We employ more than 1.000 employees in South

Eastern

Eur op econstantlyn dyrowing e

60
87
354
583

Romania 576
Strategy 31
Deals 51

Tax & Legal 224
Assurance 270

PwC

/Total SEE 1084
Strategy
/Slovenia 69 \ Deals
Strategy 11 Tax & Legal
Deals 4 Assurance
Tax & Legal 14
@ssurance 40 )
/Croatia 83 \
Strategy 3
Deals 4
Tax & Legal 19
Assurance 57
\_ J
/Other SEE 86 \
Albania 32
Macedonia 35
Bosnia 19
Montenegro -
\Kosovo - /

Serbia 115
Strategy 9
Deals 14

Tax & Legal 25
Assurance 67

AN

/Bulgaria 155
Strategy 6
Deals 11

Tax & Legal 45
@ssurance 93

N\l

Source:iReporter YTD May 15, 2011
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lRecently we have published our 14th Annual
Global CEO Survey on company growth

A 1,201 global interviews were
conducted between September
and November 2010

A 70 countries

" sl supplemented with face-to-face
1,201 7 CEOs interviews

CEOs countries A You can find more insights on:

http://www.pwc.com/gx/en/ceo

-Survey

Source: PwC14th Annual Global CEO Survey
PwC
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The survey proves an increasing
CEOs In future growth

confidence of

2011 CEO Survey Confidence- 12 months

369

249

129

0%
2003

2004 2005 2006 2007 2008 2009 2010 2011

s Global m CEE
Base: 2007 (1,084), 2008 (1,150), 2000 (1,124), 2010 (1,198), 2011 (1.201)
Note: Percentage of CEOs who see the ollowing as the main opportundy

to grow their business in the following 12 months PwC 148 Annual Global CEO Survey

ACE OO s
are steadily
regaining their
short -term
confidence to
near pre -crisis
levels

gl o

A CEOs operating
in the CEE
region are
slightly more
optimistic
regarding
future growth

b a |

PwC
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Most global CEOs expect Marketingto  drive this
growth by customer focus and innovatio n

78%

CEOs expect their
development efforts
to generate
0signi fica
revenue
opportunities

Source: PwC14th Annual Global CEO Survey
PwC
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Procter & Gamble knocks downs the barriers
between organizations

0 Today, evaeryenaw iteng we bring out was

produced with at least one partner

somewhere in the world. For example, we co-

locate scientists from partner organisations and from

our organisation I n the sar
what you can do when you knock down the barriers

In an organisation or the barriers between

organi sations. O

Bob McDonald
Chairman of the Board, President and CEO,
The Procter & Gamble Company, US

Source: PwC14th Annual Global CEO Survey
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DBS, the largest financial group in Asia, pays
Gen-Y for crowd -sourced branch concepts

Winning design:
The branch will be a dynamic space
that transforms from a banking
lounge in the day into a youth
hangout at night. There is no teller.

“I designed a

Bank” Contest:

* 80 entries

* None of the
participants was
older than 26

» The winning

design will be used

for the real branch

to be opened in

June 2011
ettt

Source: http://thefinancialbrand.com/14158/dbs -bank-gen-y-branch-crowdsourcing-contest/; http://www.dbs.com/
PwC 13
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| Top Performers effectively balance sales growth
and profitability

Definition of growth profile

I(_Bong-t':]erm Sales Top
row Growers Performers

of Sales

O 12%

Long-term

Growth Under - Profit

of Sales

< 12% performers Growers
Long-term Long-term
Growth of Profit Growth of Profit
< 12% O 12%

Source: Success Formulas for the New Decade, Alizjak 2010, GVZ, p. 32
Note: Long term growth is calculated on USD basis in 2000-2008 period
PwC



Among the top performers we have identified four
success formulas

Sales Top
Growers erformers
-
Under- Profit
performers Growers
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Specialist Champion
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= Internationalisation

Source: Success Formulas for the New Decade, A. Vizjak 2010, GVZ
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Marketing determines two key dimensions of our

success formulas : growth direction and unique
growth capabilities
Local Regional International Industry
Specialist Hero Champion Shark
Review
Your Regional Regional Multi- International Total
Growth Product Niches Business Niches Product Niches Global Market
Direction

avarage
que Product and/or Market-Related Product-Related Scale-Related
- Regional Focus Capabilities Capabilities Capabilities
apai e
Source:

Competing Against Scale A. Vizjak 2010, GVZ

Success Formulas for the New Decade, AVizjak 2010, GVZ

PwC
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The excellent financial results
sample prove the success of all four formulas

SEREGIONar .

Heroes

Revenue growth:
19 percent

Profit growth:
22 percent

Profitability:
9 percent

SRgusStTy S T

Sharks

Revenue growth:

10 percent

Profit growth:
11 percent

Profitability:
10 percent

Revenue growth:
18 percent

Profit growth:
17 percent

Profitability
9 percent

Specialists

Revenue growth:

16 percent

Profit growth:
19 percent

Profitability:
11 percent

Champions

Source: Success Formulas for the New Decade, A. Vizjak 2010, GVZ

PwC

of the analysed

KPI:6s
Median values of the
formula clusters

Revenue growth
= Sales CAGR 2000i 2008

Profit growth
=EBIT CAGR 2000 i 2008

Profitability
= EBIT on Assets 2008

18
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Seven Key Levers of Marketing for Profit & Growth




| Seven key levers operationalize the responsibility
of Marketing for profit and growth

Customer Centricity

Brand Management

Value Innovation

“¥ Cross Selling

’ Channel
= Management

Category Management

7» Product
— Complexity

PWC I Fullimpact on profit drivers Partial impact on profit drivers 20




