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Emerging into a post-lockdown world
An introduction

The past year or so has seen us experience some of the most
extraordinary times in living memory. Whilst we have all adapted
quickly to new ways of working with good humour and grit, it’s
fair to say that understanding and managing the impact COVID19 has had on our lives and our businesses will take some time.

Business
planning and
strategy

As the leader of one of the longest-standing financial advisory
teams in the South and Wales, I am proud that Deloitte has
always been on hand to support regional businesses through
eventful times, most notably in the aftermath of 2008. We are
the largest financial advisory practice in the South but our
greatest strength lies in the breadth and depth of our
experience, not just with transactions but also helping clients
with strategic initiatives.
“We stand ready, as we did in
2008, to support businesses
across the South and Wales”

Martyn Gregory
Senior Partner,
M&A South & Wales

Suppliers
customers
and people

supporting discussions with lenders;

•

accessing government funding;

•

managing short-term stress;

•

cash flow forecasting and medium/long-term business
modelling;

•

supporting and supplementing finance teams.

As thoughts turn to emerging post-lockdown and adjusting to a
“new normal” we have also been considering some of the key
challenges and opportunities which businesses will be facing. In
this document we have looked to present some of our initial
thoughts on the areas which we envisage being front of mind as
businesses return to work.

Preparing for
postlockdown

Funding

Management

We have been leveraging our experience and working with our
clients since early March on a range of areas including:
•

Liquidity

We would be delighted to discuss these areas further with you in
the context of your specific circumstances.
As a team, we have found that our experience of isolating has
brought us closer to each other and to our clients. I firmly
believe that emerging successfully from lockdown and thriving in
the post-COVID-19 world will require this spirit of resilience and
mutual support to continue. Emerging into the new normal will
undoubtedly present a range of challenges but also
opportunities and we at Deloitte continue to stand ready to
support businesses across the South and Wales.
Yours
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Deloitte perspectives
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Views from Deloitte
Anticipating challenges for businesses, but also opportunities
Mark Kennedy
Director
M&A Advisory

Duncan Down
Partner
M&A Transaction Services South
“Unsurprisingly, the pandemic has resulted in a slowdown in M&A activity with
many transactions paused or deferred. There are, however, a number of exceptions
with transactions continuing in industries and sectors which are proving resilient in
the face of broader uncertainty.
For any organisation now is the time to engage in strategic planning, both short
and medium term to consider cash headroom / funding considerations, but also
medium to long term as part of strategic planning. Leveraging data is a key part of
this, and using analytics to provide clarity to make critical decisions around
whether to invest or divest, and what changes to make to drive shareholder value.
Against a backdrop of lower equity markets and high availability of PE and private
investor funding, there remain opportunities for buyers and sellers.”

“Transactions are driven by a number of factors, including personal circumstance,
strategic imperatives and pure opportunism, and for those considering an exit in
the short or medium-term post lock-down, we see real benefits in spending this
time reviewing the impact of COVID-19, re-building and re-aligning strategy and
keeping a constant eye on exit planning.
In the technology sector, and other notable markets, this new normal is
accelerating consumer and societal adoption of trends that in some cases were
only embryonic a few weeks ago. Areas such as the digitisation of the consumer,
5G, health tracking, robotics and automation (especially in the supply chain) are
but a few areas receiving an acceleration in activity. This acceleration marks a
significant opportunity for many and will likely lead to an uptick in corporate
development activity.“

Sam Hart
Partner
Private Client Tax

Lizzie Hill
Partner
Head of Family Business UK,
Tax
“Remote working requirements and reduced activity levels have forced most
businesses to be more flexible with working arrangements. In some cases these
changes have resulted in increased functional effectiveness, there is a level of trust
in private businesses that negates a monitoring requirement and certain roles have
responded more positively than expected to this, indicating that flexible working
arrangements should be encouraged post-lockdown.

“It is fair to say that business owners will have a lot on their minds at the
present time: they will have a desire to do the right thing for their businesses,
their employees, and to protect their own financial position. We have found
that the pandemic has served to focus the mind of principals on important
matters that may fall to the bottom of their to-do list when it is business as
usual – examples include:

It has been surprising to see how many traditional private businesses have
embraced trends such as digitalisation, sustainability and home leisure activities,
and made adaptations to their products or customers in line with these trends. We
expect that some of these consumer shifts may become permanent, and others are
likely to continue for some time at least and therefore we encourage businesses to
carefully consider how to further adapt their offerings and brand accordingly.”

•

The long-term future of their business and their wider wealth;

•

The level of separation of their personal wealth from their businesses; and

•

Succession and estate planning in relation to their broader wealth.

Whilst their businesses will remain front and centre, now may also be an
opportunity for private business owners to stand back and focus upon the
long-term protection of their own wealth.”
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Views from Deloitte
Anticipating challenges for businesses, but also opportunities
Richard Parsons
Partner
Head of Private Equity Coverage

Louise Harvey
Director
Debt Advisory

“With most businesses having already taken steps to maximise short-term liquidity
- such as drawing down on committed financing facilities, and furloughing staff –
many Private Equity investors are looking ahead to how businesses will emerge
and respond in the medium term. For businesses with an equity financing need, PE
may be an interesting option – with significant dry powder remaining the market
and a wide range of structures available, from mezzanine/structured equity to
minority and majority investment.

“We’ve spent the last six weeks discussing and tracking the behaviour of 60+
lenders in the market - helping businesses navigate their immediate liquidity needs
and understand which of the government support measures are accessible to
them. The first wave of CLBILS applications are in and we’re beginning to see how
lenders are responding to requests for liquidity as well as relief on interest,
repayments and covenants by companies, both privately owned and private-equity
backed.

It may also be a good time for privately owned businesses to consider how having
more financial firepower could help them to thrive as the economy recovers in
particular to pursue buy and build strategies to capitalise on dislocation in the
market. There remains significant appetite in the PE community to deploy capital.”

We are also turning our attention to the longer-lasting impact of COVID-19 on the
capital structure and the key themes for sponsors to be focusing on, including the
working capital impact as businesses look to emerge from hibernation, right-sizing
the capital structure for the future, re-setting covenants to provide sufficient
headroom under a number of scenarios, mapping out stakeholders and identifying
counter-party risk as well as reviewing incentive structures where management
teams’ incentivisation plans are underwater.”
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Looking to the future
A rapidly evolving market
•

Surge in opportunistic M&A as businesses
look to acquire struggling competitors and
secure supply chain

•

Desire to support local businesses will aid in
regeneration of small businesses and a shift
towards higher-cost local products

•

Regulatory bodies and companies
expected to become more agile, resulting
in faster innovation cycles

•

Increased working from home will drive
decentralisation of commercial spaces and
investment in technology

•

Investment in more flexible operational
structures, primarily through digitisation is
expected to be a key focus post-lockdown

•

Increased emphasis on savings amidst low
consumer confidence could exacerbate
sluggish growth

•

Increased general awareness of personal
data usage, particularly around tracking
spread of diseases

•

Stricter and lower lending by banks with
greater levels of diligence required on
performance during the pandemic

•

Accelerated investment in automation to
soften future shocks to production

•

•

Virtual working will lead to more working
from home which will in turn impact
consumer lifestyles

Further government measures if business
lending is curtailed to support growth in
some sectors, especially for SMEs

•

Increased focus on liquidity to meet the
demands of future shocks

•

Post-lockdown uncertainty and availability
and cost of debt will impact transaction
pricing

•

Decline in corporate travel and an
associated increase investment in
technology infrastructure
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Looking to the future
A new set of questions for businesses
Has the pandemic exposed
reliance on suppliers who
haven’t been able to show
the flexibility and capacity to
continue to meet your
orders?

Longer-term supplier
agreements, diversification
of suppliers or acquisition of
key links in the supply chain
are all tools that could
improve the reliability of
supply under future stressed
scenarios.

How have customers’ shortterm cash management
initiatives, such as delaying
or withholding payments,
impacted customer
relationships?

What mitigation measures have
you used to manage employee
overheads through the
pandemic?
How are you making workplaces
social-distance compliant?

Suppliers
We expect to see
an increased focus
on supply chain
responsiveness &
stability moving
forwards.

Customers
Communication,
credit control
strategies and
flexibility are likely
to determine the
impact of the virus
on customer
relationships.

Employees
How government
schemes and other
cost management
strategies were
used during the
pandemic will
impact ongoing
employee
relations.

Funders
Will corporates
expand their
banking groups,
de-leverage or
consider sources of
alternative
financing?
Is this an opportunity to reimagine your revenue model
and evaluate the role of
intermediaries between you
and the end users of your
products?

Additional recruitment to
replace lost skills may be
required and implementing
additional measures to help
staff work remotely could
promote resilience to future
events.

How will existing funders
respond to restructuring
conversations and how will
you identify additional
sources of funding if
necessary?

Identifying the key
information requirements, a
clear investment case and
getting the right support will
be key to successful funding
negotiations.
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Looking to the future
An evolving environment for UK PLCs
A rapidly evolving situation

New developments

Key considerations

Significant market disruption has been seen as
the pandemic has developed, with UK equity
market valuations having been c.35% down on
January 2020 levels and significant increases in
volatility across global markets.

Cashbox structures are on the up as PreExemption Group guidance has been relaxed
until 30th September as a result of the pandemic,
allowing companies to more rapidly access
equity funding.

Timing of placements varies according to the
placement type with an accelerated book build
typically taking one to two weeks of preparation.

Large variations between and within sectors can
be observed in equity pricing, with markets
recognising the defensiveness of key industries
or the benefits of unaffected product or service
offerings.

Up to 20% of current equity can be issued
without a prospectus or shareholder vote,
meaning deals can be completed rapidly.

Dilution of existing shareholders occurs with the
placement of primary capital and should be
minimised through careful determination of the
rights issue price/discount to theoretical exrights price (TERP).

There have been a number of “document light”
equity fundraises/placements following the
development of the pandemic which have taken
advantage of structures which allow deals to be
done quickly.

“Use of proceeds” terms have been less
restrictive in an environment where institutional
investors are keen to see PLCs survive the
turbulence.

Size of transaction determines the required
approach and level of preparation required as
well as the size & diversity of the syndicate

Institutional investors are seen to be being
supportive encouraging businesses to act and
make sure they have enough funding to see the
pandemic through.

There might potentially be a wave of “document
heavy” deals in the latter part of the year,
coming from market players with more complex
requirements.

Back-stopping can be used to reduce the risk of
a placement failing at a percentage cost of
proceeds but requires careful negotiation to
avoid value leakage.

Activist investors are likely to use recent volatility
to strengthen their support, potentially
distracting management during a challenging
trading period.

Re-shaped valuations are likely to prompt a
fresh wave of M&A activity; understanding
valuation dynamics will be key to responding
appropriately to unsolicited approaches.

Market conditions and sector appetite will need
to be carefully judged to ensure the placement is
successful in conjunction with a clearly-defined
“use of proceeds” to gain investor support.

M&A activity is likely to be driven by
opportunistic acquisition strategies and
strategic divestments of non-core assets.
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Preparing for post-lockdown
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Preparing for post-lockdown
Setting the strategic direction
“When faced with a new environment, the short term focus is necessarily on survival. However, to thrive in the longer
term, attention must turn to strategy sooner rather than later.”
The strategic imperative
As the “new normal” of the wider economic, social and political impacts of COVID-19 become day-to-day, the subject of “getting business back to work” will become
increasingly relevant and important.
Once businesses have stabilised trading and begun the process of restarting and taken steps towards operating again in a standard way, management attention will naturally
turn towards business planning and strategy.
The historical strategies that have led the same businesses to previous success are likely to be founded – in part or in totality - on assumptions that no longer apply in the new
normal. And whilst the universal goal is to get back to a trading environment with no impact from COVID-19, for a new strategy to be immediately effective it must confront
and address the realities of the new normal.
Whilst strategic business planning can (and should) be a time consuming task, it represents an investment which will reap rewards in the future. Those who leverage strategy to
quickly address the new opportunities presented by these changing times will enjoy the greatest successes.

Three strategic frameworks
Whilst the concept of strategy can sometimes seem quite theoretical and hard to apply in the real world, through Deloitte’s depth of experience in helping its clients with
formulating and executing strategy, we have created some simple frameworks that help to link strategic development with the day-to-day realities of running a successful
business. Here we set out three frameworks to consider when rebuilding a businesses strategy in the aftermath of COVID-19.

1. Five step framework to re-building a long-term strategy for the new future

2. Cascade of strategic choices

3. Focussing on critical areas & choices
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Preparing for post-lockdown
Setting the strategic direction
“When faced with a new environment, the short term focus is necessarily on survival. However, to thrive in the longer
term, attention must turn to strategy sooner rather than later.”
Decide on essential
strategic actions and
commit sprint teams to
their pursuit

1. Five step framework to re-building a long-term strategy for the new future
This is a simple five-step process, but one that will quickly reveal areas that a firm should focus on in
order to bounce back from the short-term impact of the COVID-19 pandemic and the resultant
economic issues.

Reflect on longer-term
scenarios for the postlockdown market

Determine the
immediate (3-36
month) strategic
impacts on the business

Reflect on scenarios for
the immediate recovery

Step i

Modify the portfolio of
strategic initiatives to
reflect the 3-10 year
horizon

Step v

Step iv

Step iii

Step ii

In practice, this is intended to be worked through in a hands-on workshop – or more likely a series of workshops – for
the senior management of a business, to work through key questions and considerations at each step. It is likely that
step i) is in large part already in process, and step ii) very much in mind, and this background can be used to begin
mapping out formally the current impact on the business, its customers, suppliers, employees, financing partners and
shareholders. This can then be cross referenced to the market outlook and potential scenarios the business could
pursue in the medium and longer term, before constructing a live action plan once key decisions on how to progress
have been made.
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Preparing for post-lockdown
Setting the strategic direction (continued)
2. Cascade of strategic choices

What is our winning
aspiration?

•

What does it mean to
win in our business?

•

What is our underlying
purpose or mission?

Where will
we play?

•

Where do we compete?

•

Within which customer
segments, channels,
product categories and
geographies do we seek
to win?

•

What is our winning
competitive advantage?

•

What is our value proposition
and value capture
mechanism?

How will
we win?

What capabilities
must we have?
There are many ways of ascertaining the strategic choices that a
business has made and thus the assumptions they are making
about the world and the organisation’s key capabilities – when
going through a process of re-building a strategy for the new
normal whether an existing strategy exists or not, Deloitte has
successfully used the strategic choice cascade to enable clear
minded decision making for a management team.

•

What specific capabilities
support our competitive
advantage?

•

What activities are truly
decisive for us

•

What systems support our
capabilities?

•

How will we organize and
direct them?

•

How do we measure the
success of
our strategy?
What management
systems do
we need?
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Preparing for post-lockdown
Setting the strategic direction (continued)
3. Focussing on critical areas & choices

3-36 Month impact on the business plan or initiative business case

Advantageous

Reduce investment or
emphasis?

Double down?

However, it can also readily be used to assess growth or
investment opportunities, including product and service
development into new markets or sectors.

“Not that interesting”
zone

Neutral

Mitigate or change
course?

This tool is designed to help map out and align shorter term vs
longer term strategic options and scenarios that a business is
facing – particularly helpful where in the longer term view
strategic is not always aligned, and sometimes even conflicting
with current choices.

This tool can be readily utilised in parts ii) and iii) of the 5 step
strategic framework already outlined, and as part of the “where
we will play?” phase of the cascade of choices – helping
management teams and Boards to navigate the complex array
of choices and opportunities presented by COVID-19 and the
resulting recovery.
Slow the pace?

Disadvantageous
Disadvantageous

Neutral

Advantageous

3-10 Year impact on the business plan or initiative business case

“These tools and frameworks have helped numerous clients of Deloitte navigate challenging strategic choices and
supported the foundations of future business success.”
14
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Items for the agenda
Business planning – Coming out the other side stronger
Overview
COVID-19 and the subsequent lockdown will undoubtedly have stress-tested businesses, both in ways which could have been anticipated and some which may have been
unexpected.
There are short term considerations to understand and quickly adapt to, but there is also a need to appreciate the medium and long-term challenges that will influence the
direction of the business. Turning attention to business planning in light of what has been learnt is of paramount importance.

Reflections:
• How did we cope during lockdown? What
went well and what didn’t?
• Was I able to get the access to accurate,
insightful management information quickly?
• Do I have the right structure in place to
recover and grow post-lockdown? Do we
have the right operational and strategic
team?
• How should I prepare my business for a
similar event in the future?
• What investment do I need to make to make
my business more resilient?
• How do I make sure I’m alert to and able to
react quickly to the ongoing and yet to be
anticipated trading conditions the business
must deal with?

Nearer term planning:

Long term planning:

• Do I have robust procedures and systems in
place to monitor and manage day-to-day
and week-to-week cash requirements?
• How do I balance customer and supplier
requirements and dealings with ongoing
changes in demand?
• How do I forge stronger relationship with
customers in their moment of need?
• How do I ensure my immediate funding
options are secure? Can and should I benefit
from current and future government
support?
• Have I considered the tax implication of
streamlining my existing corporate structure
post-COVID-19?
• How could I adapt when the funding
support runs out and/ or deferrals come to
an end?

• How do we formalise and create a new or
refreshed business plan?
• What will it take to re-align the overall
business plan to a changing landscape in the
broader market?
• How does the business retain its focus on
the overall stakeholder objectives? (E.g. new
initiatives, opportunities, strategic
imperatives).

• Is opportunistic and incremental M&A
relevant and/or possible?
• Ensuring alignment between senior
management and shareholders (and staff) at
every step.
• How do I find the time and resource to do
proper business and strategic planning?
• Are there non core assets or parts of the
business I should sell, restructure or wind
down?

Specific work streams to consider
Strategy and planning workshops –
Board and wider management level

Financial modelling

Business plan structuring and
documentation

Formal and informal communication
strategy with shareholders, funders,
employees, customers and suppliers
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Items for the agenda
Liquidity
Overview
For many businesses there has been a significant focus on liquidity since early March. As the lockdown is eased and trading resumes we do not anticipate this changing, and
may in fact experience a second wave of pressure as supply chains and working capital ramp up during recovery. However, we also believe that businesses will have to
concurrently refocus on the medium term as they adapt to a new market context and a likely different capital base for their business.

Liquidity considerations:
•

What does my short-term (8-12 weeks) liquidity look like? Have I identified any
pressure points?

•

How can I expect my working capital to be impacted as trading resumes?

•

What terms can I expect from suppliers and what additional cash demands
could be placed on my business?

•

When do any existing and emergency liquidity facilities need to be refinanced
to meet audit sign off requirements?

•

Can I use non cash ways of incentivising my workforce, rather than salary and
bonus?

•

Could I minimise our business’s cash taxes by utilising tax losses, requesting
repayment of overpaid corporation tax instalments, pursuing VAT cash back
opportunities (e.g. changing my VAT return stagger period, considering bad
debt relief claims)?

•

Have I taken advantage of payable tax credits for R&D expenditure and
enhanced capital allowances?

•

Do I need to negotiate formal “time to pay” arrangements for tax liabilities as
deferrals come to an end?

•

Have I made use of the government’s ambition to accelerate reliefs for areas
such as R&D, Patent Box and Capital allowances (“CAs”)?

Specific work streams to consider

Reviewing liquidity and cash
management during lockdown as
well as strategy for exiting

Preparing options for managing
anticipated pressure points

Managing conversations with funders
and key suppliers

Preparing a 12-week cash forecast

Reviewing working capital and
supplier terms

Negotiation of HMRC “time to pay”
arrangements, where appropriate
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Items for the agenda
Funding: Traditional debt or government funding options
Overview
Closely linked to the focus on liquidity, funding options have been the next key consideration, with many looking to existing or new lenders to ensure business continuity or,
in some circumstances, survival. It is likely that business are going to emerge post-lockdown with a new capital base and new funding stakeholders, or a new balance of
stakeholders, to consider. Scenario-planning, clear communication and preparation will be critical to successful conversations and relationships with both existing and
potential new funders, especially in view of the potential presence of the government as a funder.

Specific work streams to consider

Funding considerations:
•

How can I navigate discussions with lenders and/or the government and
optimise the outcome?

•

How accessible are incremental facilities and how does COVID-19 impact the
rights and processes for raising additional capital? Am I able to secure
additional financial support from government schemes?

•

What are the sources of capital available to finance opportunistic acquisitions?

•

Does my current covenant profile provide sufficient headroom for a variety of
scenarios in both the short and medium term?

•

When is the optimal time to enter discussions on covenants with lenders? What
can I expect to pay for such amendments?

•

How can I manage obligations under government support schemes e.g.
furlough, CIBILS, CLBIL and what does my participation mean for my strategy?
What are the implications of utilising these schemes in the longer term?

•

Where I have taken advantage of government support schemes am I able to
demonstrate compliance with terms?

Consideration of debt facility
covenants – calculation, application
and implications

Review refinancing strategies,
alternative means of finance and
requirements to deliver postlockdown strategy

Reviewing options regarding new
debt or equity funding, including
government support schemes

Reviewing key considerations for e.g.
dividend policy post-receipt of
government funding

Responding to HMRC queries in
relation to use of COVID-19 support
schemes

Discussions with existing lenders
regarding e.g. negotiation of
covenant waivers and resets, facility
extensions and amendments

Production of lender business plans
and briefing packs

Project management of any
refinancing process
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Items for the agenda
Suppliers, customers & people
Overview

COVID-19 has caused widespread disruption to all businesses’ relationships with their primary trading stakeholders – namely their staff, their customers and their suppliers.
The relationships will have – inadvertently or otherwise – been significantly impacted by the recent experience, and often quite negatively. Rebuilding these relationships will
take time and effort, but stand to be both a huge differentiator and a cornerstone of any successful recovery.

Suppliers:

Customers:
How have customer relationships been impacted
by the pandemic? Relationships forged in difficult
circumstances are likely to sustain and have
significant positive impacts once the environment
stabilises.

•

How quickly will my supply chain allow me to
return to pre-COVID-19 trading levels?

•

Have I identified any alternative suppliers to
enable me to meet demand or mitigate shortfalls?

•

Are there opportunities to renegotiate key terms,
particularly around pricing?

•

•

Is there the necessity/potential to make
opportunistic, strategic acquisitions to secure my
supply chain?

Can I demonstrate a robust financial position and
strong supply chain to ensure I am well placed to
meet customers’ future demand?

•

•

Does my working capital cycle allow me to stretch
my terms if necessary? Are there any pinch-points
and how can I prepare for them?

Are there opportunities to expand and deepen
customer relationships where peers have not been
able to meet their need in the pandemic?

•

How could operational changes (e.g. changes to
comparable third party supplier transactions,
intercompany service, manufacturing or
distribution agreements, the
introduction/elimination of certain product lines)
impact how our business transfer prices its related
party transactions?

Work streams to consider:

•

•

What credit control issues might be present in my
client portfolio? Do I need to consider sensitively
adapting credit terms for certain sectors or
customers?

Work streams to consider:

•

Reviewing existing supply chain and working
capital cycle

•

Managing communication with key customers in a
proactive way

•

Assessing options for opportunistic strategic
acquisition of suppliers

•

Seeking to repair damaged relationships at an
early stage, where necessary

People:
•

What has been the employee relations impact of
cost mitigation measures used in the initial phase
of the COVID-19 pandemic?

•

Have redundancies left skills gaps that need to be
filled?

•

Are staff incentives sufficient to meet talent
retention & development objectives? Are any
incentives tied to financial performance
appropriately re-based, where appropriate?

•

Are remote working arrangements sufficient to
promote resilience to similar future crises? Is there
a need to invest further in IT infrastructure that
enables effective remote working?

•

Are on-site working protocols consistent with any
guidelines or regulations regarding ongoing social
distancing?

Work streams to consider:
•

Communicating clearly on employee relations
matters and explaining the rationale for any cost
mitigation measures

•

Review of remote and on-site working practices
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Management and employee incentives
Overview

Where a company has implemented management incentive schemes such as options, growth shares or equity ratchets, we anticipate that agreements may need to be
reviewed as previous assumptions may no longer be appropriate to incentivise and align management with the company’s strategic objectives. The pandemic may have
accelerated or even created a shift in strategic direction which has created new opportunities that can be exploited in the short to medium term. Management teams may
not have the suitable knowledge and experience to capitalise on these opportunities and a potential widening of the incentivisation pot, and allocation thereof, should be
considered to attract and retain talent for any newly identified gaps.
Specific work streams to consider
Considerations:
• A potential extension to any previously agreed option
exercise/shareholder exit timeframes to allow sufficient time to
rebuild any lost value
• What is the impact on preferred exit route and potential buyer
appetite if the intention is to transact in the short term?
• Are existing management and employee incentives still fit for
purpose? If incentives use company shares what has been the
likely impact of the COVID-19 lockdown on the value of those
shares?
• Do existing incentive arrangements need to be re-set for current
circumstances? For example, does the exercise price of share
options need to be reduced to take account of falls in company
value? Or will equity ratchets need to be re-set or introduced?
• What will be the impact of any re-financing or restructuring on
existing incentives? How do you take account of these
incentives in the re-financing or restructuring?
• Do new specific incentives need to be considered as part of a
recovery phase? Are the right people being incentivised or
should others be included?
• What has been the impact of the government measures on
existing management and employees incentives? For example,
has furloughing employees impacted the tax advantaged status
of their incentives?

Comparison of equity valuation now
vs expected value at time of
investment

Determine the key objectives of any
re-set and/or new incentive
arrangements

Review existing incentive
arrangements to determine if these
are still meeting their original
objectives

Communication with key participants
to ascertain their view of existing
incentive arrangements

Determine when to re-set existing
incentive arrangements and/or
establish new incentive arrangements

Obtain any necessary or
recommended tax clearances from
HMRC or other tax authorities

Obtain necessary approvals from
investors and other stakeholders

Review of key documents including
Investment Agreement and Articles
of Association to ensure continued
relevance/applicability

Communication of re-set and new
incentive arrangements with
participants

Consider tax, accounting, legal and
HR considerations as part of design
and implementation

Ensure the terms of the re-set and
any new plans are fully and carefully
documented

Maintain and protect tax advantages
as far as possible
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Professional support – Deloitte’s broad scope capabilities
Day-to-day trading and board level support
Day-to-day
trading and
Board support

Being both a trusted adviser to the Board, whilst also
being able to roll up our sleeves to support the team
implementing strategy on the ground.

Funding,
liquidity
and
working
capital
Legal support

Funding, liquidity and working capital

Working with management and finance teams to keep
capital and cash flowing through the business.

Stakeholder management

Engaging and re-engaging with customers, suppliers
and staff, alongside shareholders and funders.

Legal support

Both corporate and employment legal teams can
ensure appropriate legal context is considered.
Strategy and
business
planning

Tax support

Bringing our broad tax experience to discussions
covering a wider range of business issues.

Strategy and business planning

Providing a central role in drawing numerous agenda
items, actions and solutions together into a coherent
plan for a business to follow.
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Emerging into a post-lockdown world
Your Deloitte strategic advisory team
Core strategic advisory team
•

Regional, day-to-day point of contact for service delivery with 30 year track record operating in the South of England

•

Hands-on management support and advice informed by previous experience across the full spectrum of strategic and situational advisory scenarios

•

An award-winning team with a track record of delivering outstanding results for clients in a collaborative and discreet manner

•

Access to insight from Deloitte specialists and sector experts from across our national and international networks

Further
team of 14

Martyn Gregory
Senior Partner

Phil Lane
Partner

Ruairi O’Dochartaigh
Director

Rinesh Dookhee
Director

Geraint McGrath
Director

Mark Kennedy
Director

Wider Deloitte support
•

Regional and national specialist support
Corporate Tax

Personal Tax

Lizzie Hill
Partner

Sam Hart
Partner
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