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Supporting 
Services

A Multi-
Service Brand

Inorganic Growth 
Advisory

Business 
Solutions

Consultancy 
Services

Audit Firm

Fund Syndication

M&A

Joint Ventures

Strategic Alliance

Technical Collaboration

Private Equity

Debt Syndication

Mezzanine Funding

Tax

Legal

Compliance & Statutory

External CEO & CFO

Dedicated Centre Manager 

Extreme Flexibility

100% Data Protection

Cost Always In Control

Focus On Core Competency

Plug-N-Play Model

Contemporary BPO 
Services

HR Management

Recruitment

Pay-Roll 
Management

CxO Level 
Recruitment

Admin Support

IT Support & 
Management

100% IP Protection

Acquisition Funding



Industry 
Experience

Printing & 
Packaging 

Automotive 

Aerospace

Industrial 
Equipments

Heavy 
Metal 

Fabrication

Automatio
n & ControlHydraulic 

Component
s

Emission 
Control 

Equipments

Transforme
rs

Energy 
Equipments

Oil & Gas

Cryogenic 
Equipments
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Strengths

Access to 
global 

network and 
knowledge

Strong 
experience in 

diversified 
industries

Capabilities 
to restructure 
and grow the 

companies

Strong 
association 

with global IB 
firms

Over 50 Mn 
contact 

points world 
wide

Core strategy 
development 

and 
execution 
expertise

Experience 
management

“Customer 
First” 

approach



• Investments come with high
commitment level.

• Whereas, investments needs to be
with right values and deliverables.

• Whatever form of the investments
may be made, valuation should be
proper and appropriate.

• It is more important to nurture the
relationship than forming one.

• With our immense international
experience we are always in a position
to guide you for better relationship
management.

• “Win-Win Position” is what we look at
when we look at Nurturing the
relationship.

• Every deal is unique and has to be
customised as per the needs.

• We take care of critical points such has
“Competition restriction”, “Business
Commitment”, Business Plan
Implementation”, “Equity Restriction”,
Etc.

• Relationship Building: No deal can be
successful unless the healthy
relationship is built with great faith
and mutual commitment.

• Fair Exit Options: one of the most
important aspect of the deal.

• Advantage of Strong Relationships
with companies through global
contacts

• Strong Research back up to support
“Right” decisions.

• Contacts with right level officials
though right sources is the key.

Sourcing Structuring

InvestingNurturing
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Growth is a wish of every individual, every company, every group. Every one wants to grow as fast 
as possible. We make it happen.

8/7/2018 5ASPERA Advisors LLP



Time (20 Years)

To
p

 L
in

e

Organic Growth:
INR 10 Cr. to 50 Cr.

In-Organic Growth
INR 500 Cr. +++

•Technical Tie-Up
•Joint Venture
•Buyer-Seller 
Relation

•Multiple JVs
•Acquisition (Small)
•Diversification

•Larger 
Acquisitions
•Private Equity
•IPO’s
•Diversification

Growth Projections Y0 Y1 Y2 Y3 Y4 Y5

20 22 24 27 29 32

MNCs In India 4 6 12 13 15

Foreign OEs 4 6 12 13 15

Captive Business 1 2 4 4 5

Global Sourcing 1 2 4 4 5

0 11 16 32 35 39

20 33 40 58 64 71

EBITDA Stand Alone 10% 10% 10% 12% 12% 12%

PE Multiple Stand Alone 6 6 6 6 6 6

Valuation INR Cr. 12 13 15 19 21 23

EBITDA After M&A 10% 12% 13% 13% 15% 17%

PE Multiple After M&A 6 7 9 10 10 10

Valuation INR Cr. 12 27 47 76 96 121

Growth Rate 10%

Note:

Business Growth

Valuation Growth

These are indicative figures which needs to be validated

Pa
rtn

er'
s 

Co
nt

rib
ut
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n

Standalone Growth of Your 

Company

Business Through M&A

Total Business
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Reduce dependency on 
Clients & markets

Increase Profit margins:
Mass Production, Optimum

Asset Utilization, 
High Val. Products 

Value Chain Integration:
Forward, Backward, Horizontal

Build Your Brand
Globally

Increase your market reach:
Industries & Geographically

Upgrade the technology: 
Reduced costs & enhanced

quality

Ta
n

gi
b

le
 V

al
u

e

Access to Global Investments

Technology

Access To Latest Equipments

Immediate Business Growth
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Initial Meeting 

Month 0

Understanding  the 
requirements 

Month 0

Letter of Engagement 
Month 0

Target Search & 
Approach 

Month 1

Sharing Basic 
Documents 

Month 1

Finalising Next Course 
of Action

Month 1

Initial Meeting

Month 1 to Month 2

Signing Expression of 
Interest

Month 2

Second meeting- Term 
Sheet

Month 4

Term Sheet Signing 
Month 4

First Draft of the Final 
Agreement

Month 5

Third/ Fourth Meeting-
Negotiations & 

Finalisation 

Month 6

Signing the Relationship 
Agreement

Month 7

Execution

Month 8 to Month 9

Note: These are the indicative time lines. Generally we aim
to complete the project within 6 months. Whereas, the time
may be extended due to unforeseen reasons such as,
Decision Making, Documentation, Statutory Requirements,
Natural calamities, etc. In short the factors which are
beyond control.
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High Jump- INR 15 Cr. To INR 100 Cr.

• Company with a turn over of INR 15 Cr.
gets in the term sheet with an American
company. Companies engaged in
manufacturing Hydraulic Connectors.

• American company wants to shut down
its facility in China and transfer the
production worth sales of 20 Mn $ to
India.

• Indian company’s assets are highly
leveraged. No/ negligible cash to Invest

• How will they grab this opportunity???

Deal Between Engineering & Manufacturing 
company

• Indian boiler manufacturing company in 
the first meeting with European 
Engineering & Design company.

• European company with no 
manufacturing expertise but wants to get 
in Asia.

• Indian company with INR 60 Cr. Turn 
Over, wants to get in Europe & Middle 
East

• Nothing is common between them.

• How will you structure the deal? What is 
the business case???
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A 51:49 Fix

• A ‘Term sheet’ Meeting in India between an
Indian Company and An American company.

• US Company wants 51% of the stake as they
were supposed to bring in the business,
technology & investments

• Indian Company also wants to have 51% as
they are also going to bring investment and
manufacturing expertise with local
management.

• No company is ready to negotiate on this
point. How should we bring them
together???

A Diversification Model

• An Indian company manufacturing fabricated
products (Pressure Vessels, heat Exchangers,
etc.).

• Profit margins are all time low as the
business is becoming the commodity
business.

• Company wants to get in to the
manufacturing of some special products with
better profit margins.

• The Indian company has limited investment
appetite. Therefore no scope for
diversification.

• Company is not ready to share equity from
existing company.

• What will you target? How will you structure
the deal in green field???
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Forward Integration

• Indian company engaged in
manufacturing control panels with INR 20
Cr. wants to expand the business
domestically, but they were not getting
entry in major OEs.

• Operating profits are as low as 7%.

• What will be the solution for this
company to increase the sales to INR 50
Cr in next 3-5 years with operating profits
of 15%?

An Early Bird Move

• An Indian company with sales of INR 8 Cr.
Engaged in a business of manufacturing
emission control equipments for
industrial purpose.

• Wants to increase the business share in
the market by 2020 to become a 100 Cr.
company.

• India is working on Euro III norms,
whereas EU & US companies are working
on Euro V norms.

• How will you attract the foreign
companies to have a tie-up with this
company???

• What will be the mutual benefits?
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• NIKHIL DESHPANDE

• Chief Executive Officer

• Email: nikhil.deshpande@asperaadvisors.com

• Mrs. Vibha Joshi

• Sr. Business Analyst

• Email: vibha.joshi@asperaadvisors.com

• Address: 

• #405 Amar Neptune, Apex IT Park, Baner Road, Baner

• Pune – 411045, India
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