
TRANSACTIONS IN THE 
AUTOMOTIVE TRADE

To use consolidation to your own benefit
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Consolidation in retail trade will gain more momentum

Further consolidation in Germany New companies emerge
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• Structure of trade network to be redefined – consolidation of German trading companies

• Internationalisation of trading companies – Top 100 dealers UK with multi-brand structure

D

UK 

Source: Admetam                           VDA, ZdK, Sewells, Hoppenstedt         1) Outlook 

1



©  ADMETAM 2

Use transactions as an accelerator of growth

Options of 
corporate realignment

Growth
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Post-Merger-
Integration

Define objectives, 
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portfolio and
business model
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Understand
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Achieve
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sustainable
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ADMETAM can support the entire process

„Driving forces of
economic growth“

Source: Admetam
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Manage various challenges to increasing the value correctly
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Business-
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„Develop
the right

idea“

„Find the right
partner“ 

„Plan the
right

steps“

„Determine the
right

price“

„Work out
the right

financing“

„Ask the
right

questions“

„Promote
implementation“

„Win or lose“ – every step is crucial 

Source: Admetam
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„Objective“ support over the entire process of acquisition 

Analysis potential
takeover candidate

Negotiation/
purchase

Post-merger-
integration

Process M&A

Identify and evaluate attractive 
market areas/ locations

Win clear picture of strengths and 
weaknesses and the 

opportunities and risks

Achieve attractive 
price/performance ratio

Ensure sustainable value creation

Contents/ objectives Potential value contribution

Market strategies (possibly outside G)

Targeted contacting dealers

Use network

Acquisition-concept

Due diligence

Company valuation

Purchase price argumentation

Financial engineering (Business plan)

Risk scenarios

Realisation synergies/ potentials

Start-up support/ Interim-Manage-
ment, implementation controlling

Growth strategy

Market- and competition
analysis

Determine objectives, brand- and 
performance portfolio and 

business model

Strategy-workshops

Sectors scenario

Strategy detailing
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Kontakt

Website: www.admetam.com

ADMETAM Business Consultants GmbH

We would like to have a formal presentation of the 
subject „Transactions in the automotive trade “ 

Address:

Company:

Name, first name:

Job title:

Postal code, city:

Phone:

Fax:

E-Mail:

ADMETAM-Publications

We are interested in other ADMETAM topics: 

Market-oriented restructuring

Strategic realignment

Fax reply to: + 49 (0) 69 95932 5200 Contact

Dr. Armin Mueller
Managing Partner
a.mueller@admetam.com

Dr. Manfred Puhlmann
Partner
m.puhlmann@admetam.com
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The Squaire 12
Am Flughafen
D - 60549 Frankfurt/ Main

Phone:  +49 (0) 69 95932 5028
Fax:      +49 (0) 69 95932 5200

Mail:      contact@admetam.com


