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Main pointsMain points

•• Original acquisitions contemplated integratingOriginal acquisitions contemplated integrating
companies “one by one” in a stepwise fashioncompanies “one by one” in a stepwise fashion

•• Current plan integrates 5 companies into 1Current plan integrates 5 companies into 1

•• More synergies available than in original acquisitionMore synergies available than in original acquisition
plansplans

•• Still working on process, but sufficient opportunityStill working on process, but sufficient opportunity
to support operating targetsto support operating targets



ProcessProcess



•• Clear goals forClear goals for
integration processintegration process

•• Follow the moneyFollow the money
•• SpeedSpeed
•• Run the businessRun the business

•• Ensure flawlessEnsure flawless
execution;execution;
great planninggreat planning
is not enoughis not enough

Major PMI StepsMajor PMI Steps

BeforeBefore
process startsprocess starts

DuringDuring
processprocess

ImplementationImplementation
phasephase



Post merger integration process goalsPost merger integration process goals

•• Create one integrated companyCreate one integrated company

•• Align the organization to meet the customers’ needsAlign the organization to meet the customers’ needs

•• Position the company to expand market leadershipPosition the company to expand market leadership
across all product linesacross all product lines

•• Achieve a synergy target of at least Achieve a synergy target of at least €€ 350  350 MlnMln by 2003 by 2003

•• Retain over 90% of top potential talentRetain over 90% of top potential talent

•• Reward the organization for exceeding the synergyReward the organization for exceeding the synergy
targetstargets



FOLLOWFOLLOW
THE MONEYTHE MONEY SPEEDSPEED RUN THERUN THE

BUSINESSBUSINESS

Keep focusedKeep focused
on the few keyon the few key

issues thatissues that
drive valuedrive value

Do not searchDo not search
for perfectionfor perfection

(speed matters)(speed matters)

Focus most (>90%)Focus most (>90%)
of the organizationof the organization
on the business,on the business,
not integrationnot integration

…then flawless implementation

During the processDuring the process



TimelineTimeline



Overall integration program planOverall integration program plan

ExecuteExecute
“blue prints”“blue prints”

Develop “blue
prints” and build
initial momentum

Leverage newLeverage new
platformplatform

Nov 8–Mar 8Nov 8–Mar 8 20022002Oct 8–Nov 8Oct 8–Nov 8

“Discovery”
Get organized,

start up

OngoingOngoing

•• OrganizeOrganize
•• CommunicateCommunicate

programprogram
•• Set targetsSet targets

•• Finalize planFinalize plan
•• DetermineDetermine

organizationorganization
•• QuantifyQuantify

synergies andsynergies and
set time lineset time line

•• QuickQuick
winswins

•• ImplementImplement
rapidly withoutrapidly without
disrupting thedisrupting the
businessbusiness

•• Stay onStay on
scheduleschedule

•• Get the moneyGet the money

•• Keep momentumKeep momentum
goinggoing

•• NewNew
opportunitiesopportunities

•• Use BEST to getUse BEST to get
last 20%last 20%

•• Get the moneyGet the money



SynergiesSynergies



Types of synergiesTypes of synergies

VariableVariable

CostCost
ReductionReduction

FixedFixed

CostCost
ReductionReduction

Soft SynergiesSoft Synergies

RevenueRevenue
EnhancementEnhancement

Soft-SoftSoft-Soft
SynergiesSynergies

QualitativeQualitative
EnhancementsEnhancements

Hard SynergiesHard Synergies

•• PurchasingPurchasing
leverage/leverage/
suppliersupplier
consolidationconsolidation

•• LowerLower
distributiondistribution
costcost

•• FacilityFacility
rationalizationrationalization

•• R&DR&D
consolidationconsolidation

•• Corporate O/HCorporate O/H
reductionsreductions

•• Sales andSales and
ServiceService
integrationintegration

•• CustomerCustomer
sharingsharing

•• Cross-sellingCross-selling
•• GeographicGeographic

expansionexpansion

•• ImproveImprove
organizationorganization

•• ImproveImprove
productproduct
developmentdevelopment
processprocess



NewNew
BusinessesBusinesses

Integration of
new businesses:

• ATL in
Ultrasound

• ADAC in
Nuclear
Medicine

• CMS in
Patient
Monitoring

Scale withinScale within
BusinessBusiness

Integration with a
similar business:

• HSG
Ultrasound
with ATL

• Marconi with
CT/MR

• Marconi with
ADAC

ReducingReducing
overlap betweenoverlap between

businessesbusinesses

Reorganize and
streamline:

• Backoffice

• Finance

• HR

Leveraging scaleLeveraging scale
across businessesacross businesses

Size matters.

Sources of OpportunitiesSources of Opportunities



Sources of OpportunitiesSources of Opportunities

NewNew
BusinessesBusinesses

Scale withinScale within
BusinessBusiness

ReducingReducing
overlap betweenoverlap between

businessesbusinesses
Leveraging scaleLeveraging scale

across businessesacross businesses

• Cross-selling 
 

• Limited sales 
and service 
integration

• Product 
rationalization

• Factory 
consolidation

• Sale and 
Service 
rationalization

• Facilities 
rationalization

• G&A 
rationalization

• Dealers and 
agents

• Purchasing

• IT

• R&D

• Logistics



Top level
corporate targets/

commitments

BottomsBottoms
up synergyup synergy

identificationidentification

Synergy objectiveSynergy objective

2003 Net2003 Net
Synergy objectiveSynergy objective

Euro 350 MMEuro 350 MM

Competitive
benchmarks



Lowest priorityLowest priority Focus of resourcesFocus of resources

Nice to haveNice to have Quick winsQuick wins

Low High
Impact

Low

High

D
iff

ic
ul

ty

18 projects18 projects

5 projects5 projects
more than more than €€100100

16 projects16 projects

22 projects22 projects

What did the teams identify?What did the teams identify?



APACAPAC

EMEAEMEA

NANA
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60%

80%
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Major initiatives

•• EMEA Sales & Marketing IntegrationEMEA Sales & Marketing Integration
•• EMEA Service IntegrationEMEA Service Integration
•• EMEA Export Dealer RationalizationEMEA Export Dealer Rationalization
•• EMEA G&A IntegrationEMEA G&A Integration

•• NA Sales Force IntegrationNA Sales Force Integration
•• NA Field Service IntegrationNA Field Service Integration
•• NA G&A IntegrationNA G&A Integration
•• NA Marketing IntegrationNA Marketing Integration

•• APAC Sales & Service IntegrationAPAC Sales & Service Integration
APAC G&A integrationAPAC G&A integration

Cost Synergies - Sales and ServiceCost Synergies - Sales and Service

Total initiativesTotal initiatives Major initiativesMajor initiatives



Business LinesBusiness Lines
0%

20%

40%

60%

80%
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•• Factory rationalizationFactory rationalization
•• PurchasingPurchasing
•• Product line rationalizationProduct line rationalization

•• Transducer opportunitiesTransducer opportunities
•• Factory rationalizationFactory rationalization

and improvementand improvement

•• Materials global sourcingMaterials global sourcing
•• Shared servicesShared services
•• PurchasingPurchasing

Total initiativesTotal initiatives Major initiativesMajor initiatives

Cost Synergies - Business LinesCost Synergies - Business Lines

•• Professional services integrationProfessional services integration

CT-MRCT-MR

UltrasoundUltrasound

Nuclear MedicineNuclear Medicine
Information andInformation and

MonitoringMonitoring



SummarySummary

•• Process organized, staffed and underwayProcess organized, staffed and underway

•• Synergy potential higher than originally anticipatedSynergy potential higher than originally anticipated

•• Synergy already identified is sufficient to reachSynergy already identified is sufficient to reach
operating targetsoperating targets

•• Quick wins already underwayQuick wins already underway

•• Still identifying projectsStill identifying projects

•• Speed and implementation are keySpeed and implementation are key

•• Get the moneyGet the money




