Successful
value capture in
chemicals deals
The key is planning for complex
integration challenges

COVID-19 will likely be followed by a flurry of deal activity in
the chemicals industry as companies deal with the impact
of the recession. As in previous downturns, we can expect a
full range of transactions--consolidation, restructurings, carveouts, growth plays, etc. The chemical companies that prepare
now will be in the best position to capture deal value. Where
chemical companies often fail to capture value is in backoffice integration. This paper shows C-suite executives and
all participants in deal planning and execution how to realize
anticipated value in a deal, including five steps they can take
to plan successful integrations.

kpmg.com

Methodology
The findings in this paper are based primarily on our on-the-ground experience in the chemicals industry. To validate
our experience, we reached out to C-suite executives in U.S. chemical companies. There are 76 independent
chemicals companies with revenues over $100 million in the United States. Fifty executives from across these
companies completed a detailed survey in 2020. We thank them for their generous contributions.
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Introduction:
Over the past 10 years, there was significant M&A
activity in the chemicals industry. In downstream
segments, many deals were driven by advances in
science and technology that led to a multitude of new
uses and products. In the more mature upstream
segments, deals were often about consolidation and
driven by private equity investors.
Much of this activity has been delayed or put on hold
due to COVID-19, but the industry is primed to return
to M&A in the near future, just as it did after the
2008-9 recession. There will likely be a flurry of deal
activity starting with distressed assets, then sales
by private equity firms, followed by corporate carveouts. Companies that prepare now will be in the best
position to capture deal value when that time comes.
In good times and bad, chemical companies undertake
deals primarily to gain access to new customers or
markets, rationalize portfolios, or acquire technology.
However, if past experience is any indication, many
of these transactions will fail to deliver expected
returns. The reason? Buyers do not usually focus early
and intensely enough on post-deal integration. Forty
percent of chemicals executives who participated in
our 2020 chemicals industry research cited operational
disruption and poor execution as reasons for coming up
short. The deals were smart; the execution was flawed.
The problem is seldom about integrating the assets
– chemicals companies are highly skilled at valuing
acquisitions and incorporating them into their
operations. Where chemical companies fail to capture
value is in back-office integration, which is a common
trap for acquirers across industries.

Some areas that drive back-office complexities include:
Finance and accounting
Sales and marketing
Supply chain operations
Procurement and purchasing
Information technology
Human resources
Cultural differences
Based on insights from executives and our work
with M&A clients in the industry, we find a strong
correlation between upfront investment in integration
planning and ultimate value realization. Once buyers
have a deal in their sights, there is no time to lose. This
is when disciplined and robust integration planning—
with particular focus on how to combine IT and other
technical functions—give acquirers their best shot
at capturing synergies and realizing expected deal
value. In this paper, we show C-suite executives and
strategic planning staffs the potential value creators
and destroyers in chemicals deals; how companies
can realize anticipated value in a deal; and five steps
companies can take to plan successful integrations.
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Valuing a chemical company post-COVID-19
The COVID-19 crisis has created a new world of uncertainty
around future demand and the associated performance of
companies that rely upon it. As in the last recession, highperforming companies with strong balance sheets may
wait for valuations to stabilize before looking to invest.
As these sellers sit on the sidelines, we expect the deal
mix to shift toward turnaround cases and more complex
disentanglements. This means the market may be dominated
by smaller, messier deals for distressed companies, including
take-privates, carve-outs, and bankruptcy buyouts.
The COVID-19 lockdown will create extremely noisy financial
and operational data for at least the first half of 2020. CARES
Act funding, short-term supplier discounts, rent deferment
and abatement, delayed customer payments, customer
churn, postponed or cancelled capital expenditures, and
a host of other one-time, non-recurring anomalies will
significantly mask underlying performance trends. It will take
a step-change in performance diligence to develop a clear
picture of performance before, during and after the lockdown;
some companies will look entirely different as a result of
restructurings and other measures taken to survive the
economic disruption. As a result, it will be more important
than ever to look beneath top-level data, such as trial
balances, to see what’s really going on in the business.
Future earnings will be more difficult to predict. The impact
of the lockdown will continue to be uneven – across
geographies, sectors, and companies. Some industries
may be able to bounce back quickly. But, after months of
inactivity, some industries may face a slow restart. Chemical
manufacturers could struggle to re-engage supply lines.
Much of what we know about sector performance will need
to be revised and continually updated as the recession
unfolds. Sub-sector insights from previous recessions may
be mooted by the unique impacts of COVID-19. Rather than
rely on point estimates, diligence teams should use multiple
scenarios to develop original insights about the likely path for
industries and markets in this highly uncertain environment.2

2

Read more in the KPMG publication, “Differentiated diligence after COVID-19,” KPMG, 2020
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Value creators in chemicals deals
How do chemical companies capture value from M&A?
According to industry executives, 39 percent of the value
of a deal comes from optimizing marketing, sales and
distribution and increases in capacity and production.

Improvements in volume purchasing power were also
viewed as a key source of value. Operational efficiencies
and headcount synergies, however, were seen as less
important to value realization in chemicals M&A (Exhibit 1).

Exhibit 1. Where dealmakers find value in chemicals M&A
“In your most recent significant deal, considering the below value creator categories, how was the actual deal
value distributed?”
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10%

12%

14%

16%

20%
20%

Marketing/sales/distribution optimization

19%

Capacity/production increase
16%

Volume/purchasing power
13%

Supply chain optimization
12%

Headcount synergies
11%

Operational efficiencies: IT, processes, governance
Other strategic positioning (please specify)

18%

9%

Marketing/sales/distribution optimization
The chemicals industry produces key inputs to a wide
spectrum of products across multiple industries and
geographies. In general, the industry can be broken
into two main categories: base chemicals and specialty
chemicals. Base chemicals are produced by taking crude oil
and gas and using what are essentially giant chemistry sets
to turn these raw molecules into more valuable products.
These base chemicals provide the inputs for making many
specialty chemicals, for which chemists and researchers
are continually finding new uses in both consumer and
industrial products.

Geography plays an important role in optimizing marketing
and distribution: Proximity of plants to customers
can determine the difference between profitable and
unprofitable operations because of the potential for
optimizing shipping costs and delivery times. Gaining
access to new customer bases can create substantial
cross-sell opportunities. Combining companies with
complimentary goods or services can lead to lower
customer acquisition costs and higher customer
retention rates.
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Using data analytics to triple identified commercial synergies
A private equity company was buying an underperforming
specialty chemicals business in a carve-out transaction to
combine with an existing portfolio company. Among the
value drivers that the buyer identified was a potential for
$2 million to $3 million in annual improvement through
synergies in sales and marketing. Working with outside
consultants, the company took a deeper dive into the value
drivers, which revealed that significantly more value could
be achieved in this area.
■■ Working together, the client and consultant used
transaction-level data that showed variability in pricing
in more than 200 customer and product combinations.
They also analyzed variability by product category.
■■ Then they calculated expected margin by customer and
product segment to identify where value was “leaking.”

■■ Based on this data, the team recommended a set of
pricing discipline actions to reduce variability and raise
margin per customer.
■■ As a result of the analysis of variability, the team also
identified ways in which to save on freight costs.
In total, the analysis yielded $5 million to $8 million of
incremental identified value beyond the $2 million to $3
million initially identified. In order to achieve this value,
the client developed an account plan for each customer/
product combination factoring in current relationships
and freight terms. The buyer also installed a management
operating system to enforce a revised pricing cadence and
coached the commercial team on weekly/monthly cadence
to ensure value realization.

Capacity/production increases
A company with insufficient production capacity to satisfy
its customer base can create synergies by acquiring a
company with excess capacity. An acquirer may bring
process knowledge and capabilities that a target lacks,
leading to an opportunity for efficiency gains in the

chemical manufacturing process. In each case, the
combination of two companies with complimentary assets
or capabilities may present tremendous upside potential for
value creation.

Volume/purchasing power
When two chemical companies combine, there is a strong
possibility that they manufacture a similar or even the
same type of product. As production volumes increase, the
volume of inputs to the production process also increases.
This creates one element of scale economies, which is
the ability to buy larger quantities of inputs at a discounted
price. The bulk of the savings on purchases is typically

seen in the direct inputs to the production process.
However, procurement of indirect materials can also lead
to significant savings. Because the cost of goods sold
(COGS) generally represents the majority of total costs in
the Income Statement, the ability to reduce these costs by
even a few percentage points can result in a tremendous
increase in profitability for an organization.
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Supply chain optimization
Combining two similar chemicals companies can usually
create supply chain optimization opportunities, often
around plant and warehouse locations, fleet size and
complexity, supplier locations, and any vertically integrated

facility locations. Additionally, if either company has better
software systems or processes in place to manage the
supply chain, this can create value in the absence of
locational optimization opportunities.

Headcount synergies
Reductions to overlapping headcount is a common source
of synergy. In chemicals, overlaps frequently arise in
general management, finance and accounting, IT, and
other support functions. Headcount opportunities in plant
operations depend largely on the type and location of
assets being acquired.

For example, redundancies in regional managerial functions
are more likely if the buyer is acquiring assets in close
proximity. It is advisable to take the time to evaluate future
growth plans across regions to determine if resources can
be utilized elsewhere.

Operational efficiencies: IT, process, governance
Combining back-office operations of two organizations
can generally lead to more efficient operations, but only
if the integration is managed well. In the IT organization,
applications can be rationalized and best practices from
both entities utilized. A transaction can be used as an

opportunity to upgrade to a cloud-based environment or
implement other new technology. There is also potential
value in streamlining processes in finance, accounting,
human resources, and other support functions.

© 2020 KPMG LLP, a Delaware limited liability partnership and the U.S. member firm of the KPMG network of independent member firms affiliated
with KPMG International Cooperative (“KPMG International”), a Swiss entity. All rights reserved.

7

Buy-side due diligence scrutinizes back and middle offices to assess synergies
A leading private equity firm sought to acquire a $1b+
carve out from a US public company engaged in the
development and production of specialty chemicals. The
firm’s ingoing deal thesis included bloated back and middle
office functions that had not been scrutinized, an operating
partner with significant experience in the industry and
demonstrated ability to operate with a leaner model, and
an opportunity for consolidation within the industry.
The deal team assessed not only the incremental
standalone costs identified by the seller but also the entire

organization to identify improvement opportunities. It
benchmarked the target health, safety and environment
(HSE) function against proprietary competitor data and
determined that the target had a bloated HSE function
relative to industry peers. It also identified locations with
excessive HSE staff and collaborated with the company’s
operating partner to determine specific role redundancies.
As a result of due diligence in these and other areas,
the company was able to place a stronger bid and to be
confident in the analysis withstanding lender scrutiny.

Other strategic positioning
Other strategic positioning that creates value in chemicals
deals includes IP and new technology, geographic
expansion, product development, gaining a foothold into
new markets from which to build, access to a strategic
plant location, leadership team and talent, and new or
expanded product lines.

Capturing value in any one of the above depends on how
the integration is managed. For example, it is important
to understand any cultural differences and develop an
effective communication and change-management plan
that heads off potential conflict. Successful execution also
depends on setting up a governance structure to effectively
manage the newly combined organization.

A data analytics gap
Three out of four industry executives indicate that data
analytics is becoming a necessity in assessing potential
deals. Yet nearly half of the executives also said they do not
use data analytics at all or “only somewhat.” This validates
our experience that there is significant opportunity to harness
the power of modern data analytics tools and techniques for
chemicals M&A. Companies have long used analytics in daily
operations, but the same techniques can be used to identify
sources of value in areas such as IT, finance, accounting,
human resources, sales and marketing, procurement/
purchasing and supply chain.
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Value destroyers in chemicals deals
Many deals in the chemicals industry fail to reach their full
potential due to actions or events that erode value, which
tend to show up consistently across all deals. According to
chemicals executives, over 40 percent of value destruction
results from a combination of poor execution and
organizational confusion and disruption (Exhibit 2).

Note the prevalence of IT systems disruption and customer
confusion as well.
These value destroyers can be avoided with proper
planning and experience, and many companies have an
understanding of where their risks may lie. However, based
on our experience and research, most companies still fail to
predict and properly plan for these disruptions.

Exhibit 2. Top sources of value destruction in chemicals M&A
“In your most recent significant deal, considering the below value destroyer categories, how was the actual value
destruction distributed?”
0%
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10%

15%

20%

23.1%

Lack of execution
17.7%

Organizational confusion/disruption
11.6%

IT systems disruption/issues

10.4%

Customer confustion/turnover
8.1%

Supply disruption/value loss

7.1%

Employee turnover

6.5%

Plant level disruption
3.4%

Transistion Service Agreement (TSA) over-priced

3.3%

Other operations disruption
Brand dilution
Other (Please specify)
Transistion Service Agreement (TSA) service value loss
Penalties from not meeting regulatory requirements

25%

2.5%
2.4%
2.0%
1.9%

Fifty percent of respondents we surveyed indicated that the deal
value destruction areas did not match their expectations going
into the deal. Not surprisingly, the top three categories represent
over 50 percent of value destruction, meaning that companies
aren’t planning for the areas that will hurt them most.

Exhibit 3. Value loss came in unexpected ways
Did the value destruction areas match your expectations?
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Exhibit 4. Reported sources of value loss
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Other operations disruption
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Supply disruption/value loss
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Transistion Service Agreement (TSA) service value loss

2%

Brand dilution

2%

Of those who
miscalculated where
value would leak,
over 60 percent of
respondents failed to
plan for the three areas
that destroy more than
50 percent of value in
chemicals deals

Penalties from not meeting regulatory requirements 0%
Unsure 0%

Top 3 value destroyers almost completely ignored
Of those companies that miscalculated where value would leak, over 60 percent failed to adequately plan ahead. The lack
of planning included the three areas that executives said destroy more than 50 percent of value in chemicals deals. These
areas should be a key focus of chemical companies as they embark on any new deal.

1

Organizational confusion/disruption

Organizational confusion / disruption contributes to nearly
20 percent of chemicals deal value destruction. Confusion
and misunderstanding during the merging of two
organizations is a common risk. However, this outcome
can be avoided if proper planning and communication
are in place well ahead of the deal closing. In whole
company acquisitions, disruption often arises from differing
cultures or leadership styles. Where customers overlap,
there may be disruption over primary points of contact,
pricing, and even how to combine accounting methods

and reporting cycles. In a carve-out situation, confusion
and disruption are common when transition services have
not been properly identified or planned. If seller-retained
employees are required to remain on the job to ensure
operational continuity, complications and conflict may
ensue. Taking the time to identify all transition services and
clearly define the necessary processes and interactions
between organizations can greatly reduce the potential for
operational disruption (see “A note on carve-out chemicals
deals” below).
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Lack of execution

Poor execution contributes to over 23 percent of chemicals
deal value destruction. For example, the deal team should
develop a thorough integration plan early on. However,
like acquirers in every industry, chemical companies tend
to focus on getting the deal done, and only after the close
delve into the details of integration. If this is the case, the

company may wind up taking reflexive and even hasty
actions to capture value and justify the deal. As pressure
mounts to show results, the company may resort to
top-down cuts and headcount reductions that undermine
growth plans and work against its long-term interests.

No disruptions in $1B+ acquisition
An U.S.-based global chemical company involved with
titanium products purchased a large competitor to become
an industry leader in production capacity. Following core
guiding principles, the integration management support
team received direct guidance that there should be “no
disruptions” to business operations while achieving runrate synergies of more than $100 million in year one and
more than $200 million in year three.
The company enlisted support for multiple facets of the
integration effort, including overall program management
and functional support at the country level. This included:
■■ Identifying, challenging and tracking organizational and
operational synergies;
■■ Identifying key back-office (finance, HR, IT, treasury,
etc.) entanglements and impacted contracts;

3

■■ Defining Day 1 and end-state operating model for the
combined business;
■■ Developing a list of critical IT requirements needed
to support the enterprise operations across the
organization on Day 1 in more than a dozen countries;
■■ Driving strategic cross-functional collaboration to
identify and address interdependencies;
■■ Identifying Day 1 and Day 100 readiness checklists and
work plans to ensure functional teams were prepared
for a smooth transition;
■■ Identifying and developing TSAs and reverse TSAs to
limit costs and help the company realize maximum
deal value.
As a result of this focused integration effort, the close
occurred without incident and the company realized
maximum deal value.

IT systems disruption/issues

IT systems disruption/issues contribute to over 11 percent
of chemicals deal value destruction. In today’s world of
integrated systems and automation across all functions
of the business, it is absolutely critical to get this piece
right to avoid breaks in processes, manual work-arounds,
and miscalculations of transactional data. Taking the time
to fully understand the current state of systems, how
data flows through and is manipulated by these systems,
and how processes utilize these systems is the first step

in designing the future state of the newly integrated
business. Many times, companies can rush through this
step, leading to many issues down the road, as evidenced
by the survey data above. Bringing in the right team
early in the process, taking the time to fully understand
and document the current state of both companies, and
effectively designing a Day 1 and future state ecosystem
can greatly reduce the risk of value destruction from IT
systems issues.
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A note on carve-out chemicals deals
Increasingly, chemicals deals are asset deals or carve-outs from
larger organizations. Differing systems, data structures, and
processes often make it difficult to take on a carve-out operation
without some level of transition service in place. Transition service
agreements (TSAs) – where the organization selling the asset
provides shared services for these business units or assets after the
close – allow the buyer to properly stand up the capabilities to take
over various functions.
There are many pitfalls in transition services. For example, lack of
proper governance planning for the TSA period can lead to service
level variance, lack of issue resolution, general confusion, and
operational disruption.
Also in carve-outs, there are many contracts with third party
providers that need to be replicated by the close of the deal.
This can be done in many ways – through assignment, novation,
renegotiation, or potentially through a TSA with the seller. Each
contract will need to be examined to understand the change in
control terms. Some contracts will not allow assignment, while
others simply require notification and approval. Other agreements
may trigger penalties or force the acquirer to renegotiate.
It is critical to begin this planning early to allow for the required
lead times. In cases where time is scarce, the buyer and seller
may decide to provide a given service, or supply a given input,
through a TSA for an agreed period to give the acquirer time to find
a long-term solution. Since regulatory permits and licenses are
generally listed in the name of the selling organization, these will
need to be transferred to the acquirer. This process may be fairly
straightforward in the U.S., but with foreign authorities could require
a much longer lead time, especially since chemicals industry deals
trigger significant environmental concerns.
Other risks relating to contracts in carve-out deals include loss
of economies of scale and buying power. Often the procurement
contracts are held with the parent and applies across all its business
units. Separating one unit in a carve-out reduces the bulk discounts.
Additionally, it is important to take the time to ensure that longerterm agreements are good for the business. Rushing the contracts
process may result in significant value leakage. We find that proper
planning and governance can greatly reduce the risk of business
disruption and enable value realization across the business.
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How to realize value in
chemicals deals
Our research found that chemical companies do a fairly
good job of integrating plant operations, finance and
accounting, and sales and marketing – functions at which
successful chemicals companies generally excel.

It is in integration of other back-office functions that
chemical companies tend to fall short: procurement and
purchasing, HR, supply chain, IT, and culture (Exhibit 5).

Exhibit 5. Where integration planning is strongest and weakest
“How successful has your integration planning been in these areas?”
3
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3.6

3.7

3.8

3.9
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Plant operations
Finance & accounting
Sales & Marketing
Procurement / purchasing
HR
Supply chain
IT
Culture

Significant
opportunity exists
to increase deal
value realization
through better
operational
integration in these
areas

1-Not Successful at All, 5-Very Successful

In our experience, we find a strong correlation between
a disciplined integration process and realizing deal value.
This is further supported by the executives in our study.
When companies find success in integrating operations,
they tend to see more overall deal success, as indicated

by the linear regression model shown below. This finding,
along with the finding that many chemicals companies
do not integrate operations well, suggests that there is
significant value in chemicals deals that many buyers are
not capturing.
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Exhibit 6. Overall deal success correlates with
success in integration
The deal value realization scale (Y axis) is the average for
each respondent on the question: “In your company’s three
most recent deals, has the value met, exceeded or fallen
short of expectations?” The operational integration success
scale (X axis) is the average of responses to “How successful
has your integration planning been in these areas?”

Deal Value Realization

5

4
3

2

1

1

2

3

4

5

Operational Integration Success
Note: R was used to perform the statistical analysis; one outlier in the
data was removed.

Identifying expected synergies to justify a deal is fairly
straightforward. These are generally top-down estimates
of savings in purchasing, headcount, and other operational
efficiencies. It is much more difficult to manage the
integration to fully realize potential value. Companies that
successfully realize deal value devote resources and time
for planning the integration well before the deal closes.
They also focus and prioritize integration efforts for the
greatest impact. This means having a team in place to
manage the integration across the business. From plant
operations, sales and marketing, supply chain, finance
and accounting, HR, IT and other back office functions,
having a clear understanding of the dependencies and
impacts, driving the process, keeping people focused, and
coordinating the synergy opportunities across the business
is the best way to effectively realize deal value.
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Five steps to
successful integration
A successful integration is the result of thoughtful, thorough and early planning. By following the principles laid out in
these five steps, chemicals leaders can greatly increase the odds of success.

1

Use due diligence to plan integration

Due diligence for chemicals deals focuses on plant
capacity, commercial and financial data. However, buyers
can also use the due diligence process to identify potential
integration risks and get a jump on integration planning.

It pays to take the time to dig into IT and back office issues
and develop insights about supply chain and other
support functions.

Diligence and integration planning for a $15 billion strategic acquisition
A multinational chemicals company was exploring growth
through a large strategic acquistion. It would be the
company’s first strategic deal and it was looking at a $15
billion transaction. In addition to an internal deal team of
nearly 100 executives and subject-matter and functional
experts, the company hired KPMG as an advisor for the
due diligence and integration planning phases. Over an
eight-month period, the advisor and the internal team
conducted integration planning, HR due diligence and

2

Don’t skimp on transition services

If the company or asset is a carve-out from a larger
organization, transition services will likely be required. Take
the time to understand the actual entanglements with the

3

financial due diligence over an eight-month period. They
used proprietary buy-side due diligence and transaction
management methodologies and tools across all
workstreams to identify potential synergies and develop
an LOI. This gave the chemicals company a head start on
integration planning activities. KPMG continued to provide
ongoing communications and support services for the
transaction team.

parent before the deal closes. Create a clear schedule of
the required transition services, including service levels,
duration, key contacts, pricing, and issue resolution.

Get executives involved in integration

Don’t take integration lightly. Get the CEO to re-iterate
the importance of smooth integration to the entire
organization, and spell out why a smooth integration is
essential for delivering the value objectives of the deal.

Arrange for the CEO, CFO, COO and other key executives
to work with the steering committee and receive weekly or
bi-weekly updates about key decisions.
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Chemicals company lacked transaction skills and experience
The corporate development team of a large global plastics,
petrochemicals and refining company lacked the skills and
experience to execute transactions due to a loss of talent
during bankruptcy, length of time since the last transaction,
and prior team leadership. It engaged a deal advisor
to identify capability gaps and produce an M&A
transaction playbook.
The advisor developed playbooks for both the corporate
development team and functional areas, which

4

With these renewed capabilities, processes and
playbooks, the company was able to successfully pursue
an acquisition and quickly stand up the integration
management office and integration planning.

Take control early

Have a Day 1 plan in place to take control of the newly
acquired company or asset. In order to avoid disruption
to operations and value destruction, it’s best to have
signatories on bank accounts, delegation of authority,

5

documented the roles and responsibilities of each across
the entire lifecycle of an acquisition and integration.
It documented “current state” operating models and
workstream teams for all functional areas to facilitate
accelerated integration planning.

and new reporting structures in place and clearly
communicated to all relevant stakeholders on Day 1.
Delaying this action could result in disruption to operations
and value destruction.

Hit the ground running

Closing a deal feels like the finale, but it’s important to
keep moving and not lose momentum. Indeed, by the time
the deal closes, you may be behind where you need to
be. The best way to hit the ground running is to organize

a team immediately after signing to begin Day 1 planning
and design the overall integration program, including how
to optimally capture synergies. That way, upon close,
momentum will be in your favor.
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How KPMG can help
KPMG is a leading provider of deal advisory services to the
chemicals industry. KPMG member firms provides Tax, or
Advisory services to 79 of the 101 chemicals companies
listed in Chemical Week Billion Dollar Club League Table.

Due diligence
We help conduct due diligence on all aspects of
chemicals deals, including commercial and financial data;
identifying potential integration risks; and anticipating IT,
back office, supply chain and commercial
integration issues.

Transition services
We can help create a clear schedule of required transition
services, including service levels, duration, key contacts,
pricing, and issue resolution.

With our cross-functional approach – encompassing IT, HR,
Operations, Tax, and Accounting – we can help you identify
and realize value in a chemicals deal.

Deal integration planning
We help buyers create plans for integration and value
capture before close. This includes helping organize an
integration team, designing the overall integration program,
laying the foundation to capture synergies, anticipating
cultural issues and managing key internal communications.

100-Day Plan
We can provide recommendations for post-closing
actions to mitigate risks, capture cost savings or improve
processes identified during our due diligence work.

© 2020 KPMG LLP, a Delaware limited liability partnership and the U.S. member firm of the KPMG network of independent member firms affiliated
with KPMG International Cooperative (“KPMG International”), a Swiss entity. All rights reserved.
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For more information, contact us:
Casey Hinson
Director, Strategy 		
KPMG LLP
811 Main Street		
Houston, TX 77002 		
713-518-2656
chinson@kpmg.com

Gillian Morris
Principal, Strategy 		
KPMG LLP
90 South Seventh Street
Minneapolis, MN 55402
312-646-9626
gillianmorris@kpmg.com
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