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Session Objectives

Gain an understanding of the strategic and operational
realignment ConvaTec undertook in spinning-out of Bristol-
Myers Squibb

Learn how supply chain network analysis enabled design of a
new, optimized supply chain structure

Gain insight on how ConvaTec simultaneously
I Executed a spin-out from Bristol-Myers Squibb
I Completed the acquisition of Unomedical

I Implemented an optimized infrastructure for the combined
companies
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Todayos ConvaTec was formed through
division from Bristol-Myers Squibb and the acquisition of Unomedical

4 business units

I Wound Therapeutics

I Ostomy Care
I Continence & Critical Care

I Infusion Devices

14 manufacturing sites in
9 countries

8,000 employees

Sales in 90+ countries
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Both businesses had a global footprint which was
enhanced by the combination
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Sales presence in 90+ countries

8,000 employees -- 14 plants in 9 countries -- 33 distribution centers
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ConvaTec had grown up within Bristol-Myers Squibb and
was tightly integrated with the Pharmaceutical division

Shared services environment with limited BU autonomy

I Distribution

| Strategic sourcing

T IT
Ability to leverage the resources of the larger company to
achieve global reach, but little say in decisions

History of market autonomy on distribution decisions
I Mix of in-sourced and 3PL

I Different 3PL in every location

I No cross-border distribution
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When BMS announced they were
optionso for ConvaTec we bega
Event Qutcomes Implications Actions
Acquisition by Integration No action
~— anindustrial » into buy »s possible until
company infrastructure buyer known
Divestiture | Acquisition by
from BMS private equity
’ Identify
Conva_Tec. must potential
establish its » solutions and
own infra- cost savings
structure opportunities
— IPO
We never anticipated having to Integ
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The divestiture from BMS created an imperative to
complete many activities on a fixed schedule

‘December7|BMS announces plan conS|der Astr e
ﬁ‘ May 51 Sale to Nordic Capital and Avista partners announcad

Scenario & €@ Augustli Sale closes
Implementation
Planning i Regu @ Sepgtember 37 Acquisition of Unomedlpal

to cl oseo
actions

ﬁ ‘Februaryl'l'Deadlii ne ito exit |
Network strategy . : “
development “ Network |mplementat|oni |

Implement SAP and back office functions

_ February 17 Deadlinie to exit

Build Distribution, BMS IT and back office support
Sourcing teams | i
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The new company faced a number of SCM challenges

Different distribution models

Lack of infrastructure within ConvaTec
I No systems or transactional support
I Little distribution infrastructure
I Almost no staff!

Lack of integration within Unomedical

Too many plants
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The European distribution network became a focal point
due t o the | arge number of DC

2008 ConvaTec
distribution network (14)

<:> Cross dock
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