[image: image1.jpg]usiness Connections

Austria
Bulgaria
Canada
China
Czech Republic
Denmark
Estonia
Finland
France
Germany
Ireland

Italy

Latvia
Lithuania
Netherlands
Norway
Poland
Romania
Russia
Slovakia
Spain
Sweden
Switzerland
UK

USA






 

Management:
ELP BUSINESS CONNECTIONS GmbH           

Eglisau, Switzerland
Insurances 
Insurances Axa Winterthur
Erkki Pasonen

CEO
Email: erkki.pasonen@elpnet.biz 

ELP Business Connections GmbH

8193-Eglisau/Zurich

Switzerland

Attached
1. ELP Business Connections GmbH shortly
2. Formatted services
3. Business Acquisition process
File no 1:
ELP Business Connections short presentation:
Network started 1986.

The first ten years the activities were mainly Technology Transfer in Europe between different European Countries. .At that time the name of the network was Eurolink Technology Transfer. The Network  improved to be 1995 in 12 European Countries. 
Since 1996 both activity and the number of consultants were increasing and the services expanded from Technology Transfer to Commercial connections all over Europe. 

At 1998 Annual Meeting of the network decided to found a company called Eurolink Partners GmbH in Switzerland. After that time the network increased the activity and at 2003  there were consultants in 24 European Countries..
Due to the connections outside Europe, the board of directors did change the name of the network (and the company in Switzerland late 2007 by name of ELP Business Connections GmbH. 
At 2008 ELP Business Connections GmbH increased the number of consultants and expanded also to USA, China and United Arab.

At the end of the last year the number of consultants were more than  200 consultants in more than  28 countries. 
The office of ELP Business Connections and the daily routines are working in Eglisau, a small Municipal about  15 km distance from Zürich airport.

The main activities of the network are: 

· Commercial connections in Europe 

· Establishment and daughter company arrangements 
· Business Acquisitions and ownership arrangements

· Business improvement programs 
· Business sector based project funded by EU 
· Market Research and client search
· Technology Transfer, licensing, and Tech-monitor-services

Each Project has a Project Manager in the Country of Origin 
Every Polish project has a Polish Project Manager and every German project has a German project manager. 
We want to make sure the result of each project 
To make sure the continuity of each project, the project manager will arrange follow-up meetings (half a day meeting (project situation, target, resources, problems, solutions, financing, etc.) 
The purpose of the follow-up-meetings is to update the situation and support the company in case of problems.

In case of needed, the consultant from the target country  (or from ELP Business Connections) can join the meeting.

File  no 2

Formatted Consulting and  Training services
(please see www.elpnet.biz) 

· LINK TO EUROPE –concept

· M4U (Market For You)-concept

· Training and Business Connection Trip

· Tech Monitor –concept

· Commercial Opportunities in Europe –program

· Technology Transfer

· Process Analysis -concept

Each tailored project include the specification with targets, work in the target country and follow-up meetings to make sure the result of the project 
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File no 3:
STEPS OF BUSINESS ACQUISITION PROJECTS:

1. Start-Up Meeting (in the company)

2. Agreement of the project (ELP and the seller)

· valuation

· common work

· fee to ELP

3. NDA-agreement

4. Search of the buyer

5. Meetings with the buyer(s) candidate(s)

6. Offer(s) from the buyer candidate(s)

7. Acceptance (exchange of the price idea)

8. LOI (Letter of Intend)

9. DD (Due Diligence) made by the buyer
10. Exchange of the content/price of the company

11. Final Agreement (closing the deal)

12. Money Transfer

13. Earn Out period (depending of the agreement)

Time needed from pos1- pos13 is varying from 4 months to 12 months depending on the financial timing and the realistic opinion of the value of the company.

This above mentioned list is a normal way of work It depends always about the case.

COMMERCIAL CONNECTIONS ALL OVER EUROPE








Start Up meeting:


Specification











Target country


Existing situation


Earnings modell


Products  (services)


Competitiveness


Resources


Target of the project (what needs to be as a result)








Work in the Target Country





Follow-Up meetings











Company presentation


website of the company


Hand Material (PowerPoint, etc. Translation) 


USP-(Unique Selling Point)


Search of the Partner (client, Owner, etc)


Meeting Arrangements


Negotiations


Closing the deals





In the country of origin


Follow-Up-meetings (Workshops)


Support the client


ensure the the results














