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We are witnessing a unique situation, which is impacting markets
and industries in severe and unpredictable ways

- Different from any recent crisis

Unique crisis,
WHOELILIE]I - Demand and supply both impacted at the same time
ripple effect

« Scenario changing by the minute; difficult to forecast the evolution accurately

« Disruption could get resolved once the crisis is resolved, leading to a V-shape

Uncertain recovery if fundamentals remain solid
recovery shape

and timing « A prolonged disruption could lead to a recession with deeper impact on

fundamentals, and a U-shape or L-shape pattern

« Demand and supply forecasts become unreliable

ILGELINAAGCRENA - Companies with tight / highly optimized supply chains and operating models have
on business-as- less room to maneuver

usual models People, supply chain and travel issues are creating economic contagion, as

companies shut down offices/plants and address financing / working capital

Need for a fast, coordinated decision making process to adjust and monitor course as events

develop and create optionality

AlixPartners 2
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Companies need to rapidly stabilize their operations, while
simultaneously defining how to emerge from the current crisis

Disruption Management - Discussion Framework

Restructuring Strategic Advantage
Foundational !

M&A

Customer acquisition
Talent acquisition
Right-sized operations

- Cost restructuring

- Business model adjustment /
redefinition — e.g. e-commerce

- Chapter 11, Chapter 7 filings

Stabilization : Recovery

Crisis management

Liquidity management

Lender re-negotiation

Human capital adjustment
Supplier/operational continuity
Customer management
Technology adjustment |
e Time

Now Later

Workforce re-engagement
Production / capacity ramp-up
Customer re-engagement

Tactical

_ Stakes

AlixPartners
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To successfully navigate this disruption, AlixPartners has
identified ten key pillars that must be addressed

Key Pillars to Address COVID-19 Disruption

10) L

Mergers and Business
Acquisitions Continuity

e Leadership and L|qu|d|t_y
Conservation/
Culture

- Cash Flow
Reinforcement
Management

° Lender

Operational

Negotiations/ Crisis Continuity

Management Management

Information
Technology
Adjustment

e Customer Care

and Retention

Human Capital
Adjustment

Supply Continuity

AlixPartners
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As an immediate step, a Business Continuity & Crisis Management
team needs to be established to enable leaders take rapid actions

—>H People first: health and safety, policy adjustments, counseling & support

Short-term cycles: each day has a plan and every week is a new cycle;
assess, forecast, communicate, then repeat

Stress test and ensure liquidity: worst case planning, cashflow model and
control, communications with lenders, vendors and customers

Crisis management war room: with timely tracking of total workforce,
financial, operational KPIs, as well as progress on initiatives

Business
Continuity &
Crisis

Senior leadership accountability: rapid decision making, clear escalation
Management path, proactive signal collection, with leading indicators

Operational continuity: customer service, vendors and supply chain,
inventory planning, office access and remote working, contingency plan

IT and security assurance: coverage, redundancy, remote and secure
access, risk of increased external threats due to perceived vulnerability

Communication: constant, consistent, and transparent communications
with internal and external stakeholders

AlixPartners 5
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The global BCWR! must be supported by a virtual 24x7 platform to
provide real-time information and timely visibility

BCWR equips cross-functional, de-centralized teams with structure to collaborate & coordinate
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Local office continuity contacts

()] ¥ i i & |
Define Business E
Continuity structure "1 e © @ 3 3 5\ 5\ ) 5
(workstreams, Local office ﬁ acham Y Y Y i (JQ/:
continuity teams) g &&& i3 v, i i
O
= Ha 359 6 o5
£ T |7 ([ (7 [T
¥ ' Hong
NYC Munich Dubai Kong
Critical tool enabled capabilities
v Real-time collaboration v" Set-up views for Decision v Understand progress, drill into details
v In-app communication Board to quickly focus on key online

v Define activities, assigh owners and dates  decisions / actions

1. BCWR = Business Continuity War Room .
Y NlixPartners s
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Simultaneously, it is critical to run the business with a strong
focus on near-term cash conservation

—>H “Cash is King” culture / centralize key cash decisions

Develop / refine cash forecasting (e.g., 13 week cycle)

Reduce fixed overhead costs to align with reduced activity levels (e.g.,
Liquidity Logistics, Production, Engineering)
Conservation /
Cash Flow
WELELE L]

Stretch A/P payments; renegotiate A/P terms

Explore what short term relief is allowed or available from governmental
agencies

Define liquidity levers and when to pull - better to err by pulling early

Defer discretionary spending, Capital Expenditures

Communicate with lenders, draw down credit facilities, develop customer
and vendor support requests

AlixPartners 7



auil_all CASH & LIQUIDITY MANAGEMENT

xxxxxx ptcy Commission

A 13-week cash flow model is a critical tool for tracking and
curbing all cash outflows and inflows as the crisis deepens

AlixPartners approach - 13 week cash forecast
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Focus on critical action items that drive

cash flow to get through this crisis

Covers
HEEy Data files for 13 week g

Sources
and

cash 13 weeks
uses of

cash

details rolling

forecast
forecast

balance
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OPERATIONAL CONTINUITY

In the present situation, operational decisions need to be made
using a scenario-based forecast of product/service demand

Operational
Continuity

—>H Operations labor contingency plans and shift scheduling

Leverage temp workforce through agency partners

Optimize production schedules to minimize labor requirements & risks
Assess production requirements & availability of keep materials/parts
Release buffer stocks and reduce safety stock levels

Identify opportunities to tap additional capacity within the network

Relocation of tooling and/or machinery to ramp up production

Secure necessary transportation capacity to build or maintain

AlixPartners 9
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OPERATIONAL CONTINUITY

Companies could potentially flex six (6) key levers to manage
operational continuity during highly variable demand forecasts

Key levers to manage Operational Continuity

Service level
management and
customer
communications

Direct labor
management and
orchestration

Product or
Service
forecast

Warehousing and
distribution

Manufacturing and
scheduling

Inventory
management and
coordination

In-bound supplies

Examples

Fixed but Ad]ustable Demand Plannin

i P e Rl S

Modified Production Scheduling

BEU Valems and Praedicrabiling +

- Optimal Production Sequence
@ ———— . © e ot (] ] [l ] 4o
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=
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Dynamic Labor Scheduling
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AlixPartners 10



PN wllagl HUMAN CAPITAL ADJUSTMENT

ssssssssssssssssssss

The crisis will impact human capital and companies need to take
compassionate but rapid and deliberate steps to survive

—>H Communication, narrative and critical messaging + change management

Available options, levers for optimization; operational best practices

Business needs and contextual operating maturity / setting right
ambition

Human Capital
Adjustment

Geographical differences, regulatory and legal requirements

Incentives (state, government), severance and cost to achieve

Critical resources, retention plans and compensation options

HC Scenarios and “execution” waves readiness

Financial scenarios and organizational metrics

AlixPartners 11
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There are multiple strategies that companies can leverage in the
short- to near-term considering long-term implications

Total Labor Adjustment Levers

A I
L>)~ | Centers-of-Excellence /
Functional .
c
Qo g | De-duplication UM
c 5 '
L .q>) I Insourcing /
~% [ outsourcing
o2 I Span Optimization
S W
4
S I' Labor productivity- Best Cost Country
s I based rightsizing Migration (BCC)
n -IG | Top of Pyramid
g_ I streamlining Contingent Labor
E [ Rate Card
P i N Attrition backfill — - & - - - - e = = e e = = = = =
management Typical transformation levers
Hygiene / Outliers with sustainable impact

Temporary Wage
Stop TEMP labor reduction or push out
Short term levers

Non-Structural /
one-time cash relief

rec?t?:tlilzns Furlough Salary to address crisis Select levers based on

conversion company'’s situation /

need
Hiring freeze Stop non-critical
(non-critical roles) Contingent SOW-Work
\ 4
€ Time-to-results >
0-3 months (depends on ‘willingness/need’ for change + jurisdiction) 6+ months

AlixPartners 12
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The crisis is anticipated to drive stock shortages as plants shut
down to enable social distancing and shipping lead times increase

Overall: Conduct Top-to-Top negotiations with key vendors to secure coverage for
mission-critical materials and functions

IDM: Launch cash preservation plans for all other spend, especially tail spend and,
non-essential spend “circuit breakers

DM: Re-forecast demand mix, corresponding material and labor needs, and gaps to
inventory and labor capacity

DM: Secure vendor coverage for materials, labor and distribution capacity for high
demand items

Supply
Continuity

DM: Actively reduce inventory and distribution capacity for low demand areas

DM: Actively identify substitute products. Implement a rapid new product certification
program

Overall: Proactively reach out to key vendors partners with a consistent message of
shared burden and a long-term plan

Overall: Actively triage all vendors for financial and operational health

Overall: Actively identify new locations and vendors. Implement a rapid vendor
certification program

Overall: Put ongoing risk management procedures in place to react real-time to the
continually shifting situation

*DM = Direct Material; IDM = Indirect Material AlixPartners .
1
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SUPPLY CONTINUITY

As an immediate first step, CPOs must do a gap assessment for

high demand products and implement risk mitigation strategies

e Triage and focus near-term on high
demand products (at SKU level)

Validated Demand Signal
J M s«u 1

M sku 2
M sku 3
M sku 4

M skus
M sku s

April  May  Jun High Demand

e Triage all inventory with lead times
to identify gaps or shortages

Essential Vendors B

B financial /operational D\
strength at risk

Full 360
Gap

Assessment e Triage all outsourced services

Critical Service Providers ->A & B

Service Delivery Mapped by Vendor Provider A

Distribution Center |GGl
tn-Transit |
Work-In-Progress _

Ordered but not processed -

Forecast shortage ‘

M sku s
Inventory by location + product mix ‘ M s«ku s
store | Ml skuU 4

and Region

Current Dardios Delrvery Hode!

needs to dial-up

I

T [T iy

=1 e e 5 o |I§+£:r_£uila'

S
P = 354
5 > E o e | [= ==

E

==

~ service in region A

Q
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To manage revenue, customer communications and pricing,
companies need to establish a revenue war room nerve center ...

Build confidence with regular customer communications

Increase proactive sales contact under remote working environment

Assure customers of ordering/delivery/service steadiness

Customer Care
and Retention

(for business-centric Keep reps and sales support teams motivated
businesses)

Prioritize targeted customer relationships (offense and defense)

Offer but Tightly Manage Pricing and Terms Flexibility

Set up Revenue War Room to develop revenue scenarios and deliver
overall response

AlixPartners 15
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CUSTOMER CARE AND RETENTION (B2B CENTRIC)

... that can balance external customer focus and internal data
based decision making, with frequent updates (ideally 2x/day)

Focus Area

Build confidence with
customer
communications

Sample Actions

Set consistent communication cadence with customers (C-level, purchasing, engg., etc.)
Reassure customers on your Operational health /supply steadiness, financial
health/solvency

Deliver proactive and relevant messaging on how you are handling COVID 19

Increase proactive
sales contact under
remote working
environment

Implement contact pattern for outside sales - keeping in touch, response within hours,
digitally enabled

Implement Inside Sales proactive calling plan, with a defined talk track focused on
retention / growth

Assure customers of
ordering/ delivery/
service steadiness

Increase options for ordering (if not electronic) - make it easier for customers to do
business in unusual environment
Pre-plan delivery schedules with customer operations

Keep reps and sales
support motivated

Downsize (if needed) immediately, clear message of support to retained reps
Increase fixed comp component temporarily (change Fix/Var split) for retained reps
Temporarily set compensation based on overall performance, temporary relief on
individual components for retained reps

Prioritize targeted
customer relationships

Refresh Customer Priority List / Segment / Key Accounts - prioritize within segment
when/if supply disruptions occur

Proactively pursue retention of critical customers - utilize full set of levers to hold
current position

Offer but Tightly
Manage Pricing and
Terms Flexibility

Carefully monitor competitive price moves - do not over-react to “one off” actions
Segment customers for price actions - strategically use discounting where necessary to
build loyalty

Set up Revenue War
Room

Setup Revenue War Room/Pricing Desk to strategically manage pricing/margins
Continually update revenue forecast to reflect changing conditions and new information
Use RWR cockpit capabilities to both track execution on customer care actions, and
swiftly adjust (and communicate) to new information

AlixPartners 16
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During this crisis, it is essential to maintain a focus on all aspects
of consumer lifecycle ...

Plan for significant financial changes to demand volume and channel
(e.g. labor models, delivery, remote support, digital channels, etc.)

Stabilize and expand eCommerce capability, including understanding on
net sales (e.qg., traffic, conversion, AOV, BOPIS/C&C, and returns)

Segment customer base and conduct active outreach and engagement
Customer Care for retained and lost customers (e.g., personalized messages/offers)

and Retention

Refresh value proposition levers (e.g., services levels, pricing/promo,

L RO I R delivery, return policies, other offers)

businesses)

Maintain and communicate service assurance, continuity of delivery for
both goods and services (e.g., delivery impact, product availability)

Shift marketing spend & content to align with interaction channels (e.g.,
search marketing, social platforms, local) and evaluate future impact

Enhance the brand through demonstrated values, actions and
communications (e.g., local/global community outreach)

Actively monitor and manage channel performance and tune accordingly
(e.g., dashboards, test-and-learns, site/app performance)

AlixPartners 17
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... by leveraging Digital tools and a targeted approach to enhance
customer interactions

Digitally-enabled consumer interactions and retention

Keep and Reengage Modeling/Targeting

Customers « Desired customer types
- Identify additional Customer Customer across existing and lost
triggers for purchase  JISVENTIVIEYN: Mo} 1T1 11 Acquisition - Acquisition likelihood

+ Continue to message
with relevant and
contextual themes

* Re-acquire past

« Targeted and contextual
marketing and messaging

« Offers to enable action

(e.g., discounts, free

Digital + Human

customers engagement delivery, additional service)
Delivery and usage Post- I_)a_ta,_
« Tune return policies for 20 e L Decisioning, Customer

higher eCommerce
penetration

* Clearly communicate
shipping timing

+ Engage post purchase
to build confidence

Enhance New Relationships

» Focus on key customer
segments

« Systematic follow-up to
campaign responses

» Celebrate new purchases and
customers

Conversion management « Customer satisfaction and

« Adjust merchandising feedback surveys

« Actively monitor site performance and leakage

« Review/refine promo/discounts

AlixPartners 18
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INFORMATION TECHNOLOGY

Social Distancing along with significant business continuity issues
is creating a strain on the IT infrastructure of all companies

Information

Technology
Adjustment

Ensure the Technology Infrastructure provides effective, stable
and secure connectivity for the remote workforce

Ensure the Support Organization is appropriately skilled and
staffed to adequately support the increased remote workforce

Ensure effective measures are in place to respond to potential
increase in cybersecurity threats

Make sure critical business applications are available for
remote access

Deploy collaboration and communication tools sufficient to
support all remote workforce teams

Take action to reduce IT costs as part of a broader cost
reduction program

AlixPartners 19



PS il Ayl Technology Infrastructure INFORMATION TECHNOLOGY

Bankruptcy Commission

Companies need to ensure their IT infrastructure will provide
effective connectivity & support for the remote workforce

Actions to take / Must Do’s Client Analysis Examples

1. Ensure / provide connectivity to
corporate network for remote workforce

Hardware Assessment Network Assessment

- Ensure remote access, laptop/desktop pevices needing update to support remote access —
H H [ oopnnt China
/mobile devices to use " sa SO g s, o~ ] asth. J
) ) ) Spt. = L - . . ili .
- Identify any remediation needed to set Primary Circuit Utilization

56 208 3 11

Intel / AMD

address remote access; VPN, Citrix “eoe
(VDI), other specialized remoting
hardware/software needs;
hardware/software scalability /
licensing Tota | Storang

Scottsdale
Downers
Grove

—
Intel / AMD

Chassis

Firewalls ¢
 Checkpoind

m i \ |
™ ]
M itanium s
= NAs -
| san  Checkpoin]

to Scottsc
M Firewall P

7 e e IE

Hebwor

2. Ensure appropriate network bandwidth,
security and monitoring are in place to Total
support increase in remote access.

- Review current network across office
locations and data centers to address:
network bandwidth; network
segmentation (DMZ etc.), secure
remote access solutions

- Augment/increase and monitoring and T e 2 _
capacity to support anticipated growth i ; -_-75",; 2 : :'-:-

3. Identify key areas of IT Ops that must
be in place to maintain critical business
functions during the emergency,
including: support resources, critical

activities, 3rd party support .
31 party Supp = | =
4, Rewew of Infrastructure organization il P —
(internal / external) for remote access Planning roles”
technology skills and supports. Identify e
any gaps and build an actionable plan e

AlixPartners 20
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The crisis could (will) require deployment of a rapid approach for
managing debt restructuring activities and lender negotiations

Have a solid 13-week rolling forecast of cash needs considering, all
operational levers that are being pulled to reduce cash burn

Prepare a revised business plan based on current conditions, including
analyses of alternative scenarios for business recovery

Lender :
Analyze your current lender agreements and capital market

conditions to develop a practical array of options for discussion

Negotiations/
Management

Understand your desired capital structure and options for discussions
with lenders

Take immediate actions to demonstrate ability and resolve to
manage cash and operating costs

AlixPartners 21
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Negotiations plans must be developed to comprehend the range of
options available for achieving a consensual debt restructuring deal

Strategic alternatives

+ Depending on expected value accretion, preferred and typically most cost-effective
route to preserve option value for shareholders if no imminent liquidity need

» Usually requires the consent of two-thirds of the principal senior volume

» Not appropriate if capital structure amendments necessary as too costly for company
and shareholders

Covenant
Reset

+ Use available liquidity or utilise cash from asset disposal to pay down debt or purchase
senior debt at a discount (cancel, subordinate or leave in place subsequently

Reducing depending on level of aggressiveness). Willingness/ability of Aldar to use available
Debt liquidity or assets and treatment of voting rights to be considered

« Alternatively, shareholders inject liquidity on junior basis to repay debt and get
concessions from creditors (debt waiver or conversion or maturity extension etc) plus
retention of their equity ownership

Is a quick
cashless
deal feasible

» Often mainly a (temporary) solution to address covenant issues, i.e. when there is no
additional liquidity need

* Accounting treatments and definition of equity cures vary significantly and can
potentially multiply the effect of the equity injection

» Option value secured for shareholders through medium term recovery of business

» Careful evaluation required on case by case basis, especially if concessions from
creditors likely required at later stage as often not regarded as positively as used
aggressively in past

Has
company
ability to

reduce
debt?

« Various possibilities including maturity extension, debt write-downs, additional
financing provided by lenders in return for fees, margin increase and often meaningful
equity injection by the shareholders

Consensual + Feasibility dependent on liquidity needs, downside protection to creditors in worst

Can the Restructuring case. In real estate companies stakeholders interests typically aligned to achieve a

h hold consensual deal as recoveries in alternative worst case scenario typically very low

S_ a_re ellelEis » Negotiations between shareholders and lenders will focus on valuations

inject new « Also, possibility for shareholders to inject money on senior or supersenior basis in
money? order to improve risk/return profile and enhance optionality

New
Government
sponsorship
arrangement

+ Government loan contributing to capital structure

AlixPartners 22



a i)

> gl all LEADERSHIP & CULTURE

nnnnnnnnnnnnnnnnnnnn

During times of severe disruption, leaders need to demonstrate
empathy, speed-to-action, decisiveness, and agility

—>H Be empathetic

—>= Ensure crisis interventions align with organization’s culture & core values
—>= Drive employee engagement through high impact communication

Leadership —>H Set crisis governance protocol, decision rights, and interim role clarity

& Culture
Reinforcement

—>= Ensure that compensation is reinforcing key roles and behaviors

—>= Cascade guidance & leadership throughout all layers of the organization
—>H Promote collaboration through optimized working agreements

—>= Model open leadership, e.g., visibility, decisiveness and transparency

—>= Quickly identify next generation leaders to elevate

AlixPartners 23
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LEADERSHIP & CULTU

Companies also need to put in place a Crisis Role Accountability

Matrix (cRAM) to define behaviors, deliverables and decision rights

Overview

« The Crisis Role Accountability Matrix (cRAM) shapes
crisis governance, directs action, delineates
decision rights and aligns compensation in value
creating roles when the business is in crisis

» The cRAM drives alignment on specific and urgent
priorities and defines crisis accountabilities

o « Direction

- "“Does the strategy need to change in response
to the crisis?”

- “What are the highest priority actions, tactics
and behaviors to execute on?”

e + Key Decision Rights & Outcomes
- “What are the decision rights for each role?”
- “What are the key metrics to track?”

e- Leadership Execution

- “What are the priority behaviors leadership
must demonstrate?”

- “Are the compensation practices aligned with
and reinforcing the right roles & behaviors?”

- “Who are the key influencers and next
generation leaders to be elevated?”

e + Cultural Adaptation

- “Who are the culture carriers that can be best
leveraged to quickly engage, motivate and
align the workforce?”

Crisis Role Accountability Matrix Example

Chief Executive Officer: Crisis Situation, Direction, and Culture

The Situation and Direction of the Chief Executive Officer

LT e g I
CEO dewcy th wisheger knesgheam goals, poloes wsd padadueg For B
Wl evigiiPudtuin peedeny el webeithe fei Sl enftibine lehnaigy ckelng aRdcitoes, Wislistium, e o ket

i L
i—_

CEO: Crisis Role Accountability Matrix

-
ALiguvesst Buppart

CEO: Crisis Role Accountability Matrix (2)

By A gl it

S pR——

OnAvamas

RE

AlixPartners
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MERGERS & ACQUISITIONS

A unique approach to Mergers and Acquisitions is necessary in
this turbulent environment

Mergers and
Acquisitions

Strategic assessment of core / non-core areas of the business that could
be divested or that could benefit from targeted acquisitions

Quantitative market analysis to identify potential targets/suitors based
on selected business and financial indicators

Rapid evaluation of potential targets, focused on value triggers (signs of
distress), applying our outside-in opportunity assessment framework

Detailed pre-DD opportunity analysis, including rapid cost-out scenarios
and bottom up integration simulation (carve out or acquisition)

Cash-based assessment of potential integration/divestiture scenarios, to
understand how to maximize cash conservation during integration phase

“Aggressive” cost reduction methodology, for distressed M&A activities,
with 50%+ of the cost eliminated during the first 100 days from close

Integration Management Office, leveraging a collaborative value tracker

Divestiture assessment and methodology to identify and eliminate
stranded costs

AlixPartners 25



A_ia |
asllayl MERGERS & ACQUISITIONS

aaaaaaaaaaaaaaaaaaaa

M&A activity must emphasize increased value-creation, level of

confidence and underwrite-ability of the integration opportunities
AlixPartners’ M&A Methodology

RPM-based, Granular TOP-DOWN assessment:

( Market Analysis ) Create view of theoretical Full Potential - ensure no opportunity is left untapped ([ Qualitative
and Outside-in Assessment, with

Facts Comparison with Target Mgmt.
industry reference Granular

performance metrics W approach - at job

Multiple
Optimization

Combined
Levers (Span, . !
Pyramid, BCC, level or job de-duplicated

Rightsizing, Organizational, i;aa:;ilé\:::lel, for M opportunity
Automation) Financial,
Operational metrics

Strategic Intent
and Aspirations

Market Data

Functional/
Process
Maturity

Assessment

Historical
Financial

Performance Combined Opportunity Assessment:

Optionality /
Levers

Employee data
from nublic
sources (e.g.
Linkedin)

Stakeholders’
Appetite for
change

Deep dive, BOTTOMS-UP assessment:

Create actionable view of opportunity, capture specific constraints / nuances

Radial Org analysis, at

badge-ID level Sales and Mkt

Operations & Effectiveness
Span consolidation and Technology and Sales
pyramid analysis based on deep dives Productivity deep
“real” org structure, not dive
averages ~ 7

Organization’s
Stress
Tolerance

Services deep
dive (operating
model,
utilization)

News and
analyst reports
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Reference Contacts

Alessandro Missaglia
Managing Director

amissaglia@alixpartners.com
+971 56 179 1008
Dubai Office

Gabriel Chahine

Managing Director
gchahine@alixpartners.com
+971 50 617 5432

Dubai Office

Elie Fakhouri

Director
efakhoury@alixpartners.com

+971 56 179 1007

Mauro Trabatti
Director
mtrabatti@alixpartners.com

+39 348 236 0192
Milan Office
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Bankruptcy Commission




