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LOOKING FOR 
SUSTAINABLE GROWTH

PAUL BROUGH 

Head of Advisory, Asia Pacific region

It’s easy to be at your best when things are going well. 
Companies and managers can learn a lot more about 
themselves when the market gets tough.

After the global financial crisis comes a new era. Even 
in markets where growth has remained a realistic goal, the 
way that businesses raise capital, approach joint ventures 
and acquisitions, manage risk and comply with regulations 
has changed radically.

Yet any uncertainty about the global economy should not 
distract companies from focusing on controlled, sustainable 
growth. Financing will be more of a challenge in the 
new business environment. That is why I expect more 
companies to realize that collaboration through alliances and 
joint ventures is essential to their growth strategy. 

“M&A will remain crucial, 
but the emphasis will be on 
making sure deals deliver the 
value investors were promised”

The idea that cooperation is the new competition has 
already become something of a cliché. It would be more 
accurate to say that those who do not have the skills to 
cooperate and collaborate may find it harder to compete.

Mergers and acquisitions will remain crucial, but the 
emphasis will be on making sure these deals deliver the 
value investors were promised. As the anticipation of the 
value to be extracted from an acquisition typically accounts 
for 50 percent of the purchase price, managers who fail 
to execute post-deal integration properly are effectively 
throwing money away. Companies should also feel 
empowered to dispose of non-core assets to focus on the 
most promising and profitable areas of the business.

Growth should never be an end in itself. The focus must 
be on sustainable, profitable growth that enhances the 
value of the business. 
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