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The size and diversity of our client  
base across the world – public and  
private sector, large and small – mean  
the organisations we advise represent  
a vibrant cross-section of business  
and government. 

And in the past year, the ongoing rapid 
shifts in the economic, business and 
regulatory environment, coupled with 
advancements in technology, have 
continued to change what our clients  
are saying, thinking and demanding 
from us.

In every country and marketplace, irresistible 
forces are combining and colliding to generate 
constant disruption – creating new opportunities 
and risks virtually every day in every industry. 
Our clients are experiencing these effects and 
so are we.

Witness just three examples: the ongoing  
shift in the global economic balance towards 
developing countries – and companies’ resulting 
switch to emerging markets in search of 
growth; the innovative business models being 
enabled and powered by breakthroughs in 
technology; and the headlong rise of the sharing 
economy in industries from transport through 
to hospitality. 

I could list many more. But the overall effect is 
to make it imperative that companies are fully 
prepared for profound changes – and equipped 
to take swift and proactive action to seize the 
opportunities these changes create. This 
requires business leaders to have a firm grasp 
not only of the likely impacts of changes now on 
the horizon, but also of their own organisations’ 
capacity and readiness to respond.
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Implementing a new clinical pathway in Norway 
for patients with acute stroke
In Norway, around 15,000 people a year suffer 
from a stroke. Strokes are one of the major causes 
of death and disability, and are a huge challenge 
for those affected and their relatives, as well as  
for medical services and society as a whole.  
Every minute that passes before a patient with  
an acute or ‘ischemic’ stroke receives treatment 
results in a poorer outcome and more damage. 

An analysis showed that Haraldsplass Deaconess 
Hospital, located in the city of Bergen in Norway, 
was taking 70 minutes on average to deliver 
medical treatment to patients suffering from 
ischemic strokes – far exceeding the target of  
30 minutes set by the Western Norway Regional 
Health Authority. So, to provide the best possible 
clinical pathway for these patients, the hospital  
set up a project to identify actions to reduce the 
‘door-to-needle’-time. It asked PwC Norway 
to manage the project, supported by an 
interdisciplinary team assembled from units 
involved in diagnosis and treatment. 

The PwC team began by mapping out the existing 
pathway, enabling it to identify bottlenecks and 
possible mitigating actions. Using this analysis, 
the team then developed and proposed a new 
clinical pathway to enable faster diagnosis, more 
efficient patient treatment and better outcomes. 
This pathway was approved by the client, who 
gave the go-ahead for it to be implemented.  
With the new pathway now in place, the average 
medical delivery time is down dramatically to an 
average of 16 minutes. The hospital also has an 
increased focus on pathway performance, with 
regular simulations, training and usage of key 
performance indicators to support continuous 
improvement. 

The client is delighted with the results.  
Christer Lie, Chief Attending Physician, Division 
of Internal Medicine at Haraldsplass Deaconess 
Hospital, comments: “The new clinical pathway  
is leading to a significant reduction in the risk  
of damage by the disease.” 

Åse Nordstrønen, Head of Department, Division  
of Internal Medicine at Haraldsplass Deaconess 
Hospital, adds: “Now we have a pathway for 
patients with acute stroke which we are proud of, 
and which gives rapid diagnosis and treatment time 
well within the target set by the Western Region 
Health Trust.” 

Morten J Areklett, a partner in PwC Norway’s 
Bergen office, says: “This project is a great example 
of what you can achieve when joining a good team 
from the client with a good team from PwC.” 

Case study
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Supporting clients at every stage
In such an environment, our clients need help in 
defining and implementing winning strategies 
for disruptive markets. If they succeed, they’ll in 
turn disrupt those markets themselves. And as 
we advise our clients on creating and executing 
their disruptive strategies, they’re telling us that 
our combination with Strategy& is now enabling 
us to deliver even more fully on our strategy 
through execution value proposition.

What does this mean for clients? Well, for 
example, they’re increasingly asking us to 
provide teams with a wider range of skills and 
disciplines, capable of providing advice and 
support at every stage of a project or deal.  
And we’re also stepping up our investments  
in permissible joint business relationships  
with clients – an approach that helps us to  
look beyond the traditional options, and take  
a more holistic view of their important  
problems and how we can help to solve them. 

In turn, having a wider perspective on our 
clients’ challenges increases our opportunities 
to help them realise the benefits of advancing 
technology. We’re increasingly meeting our 
clients’ needs – and exceeding their expectations 
– by deploying the latest technologies in areas 
like data analytics and forensics, boosting still 
further the value we can create for them.

The right proposition at the right time
As our solutions for clients continue to evolve 
and advance, the underlying reason why our 
clients find strategy through execution so 
compelling is that, in today’s markets, they  
need consistency all the way from creating 
strategy to following it through in their 
operations, structures and business models.  
The same applies in deals, where they want  
us to get involved earlier and stay around to 
advise on their growth agendas. The result is 
precisely the type of end-to-end consistency 
that strategy through execution was created  
to provide.

The close fit between our proposition and  
our clients’ needs is underlined by our  
18th Annual Global CEO Survey. It found  
that more than half of senior executives 
worldwide don’t think they have a winning 
strategy and only 30% believe that they  
have the ability to execute strategic change.  
All of this adds up to clients wanting coherent, 
integrated support and advice all the way  
from formulating their strategy to turning  
it into reality. 

Companies must embrace diversity
What’s more, our clients don’t just need new 
propositions: they also want those propositions 
to be delivered in different places. As the global 
balance of economic power continues to shift, 
no business – large or small – can afford to 
ignore the opportunities in emerging markets. 

Our client engagements in the past year have 
fully reflected this imperative. In addition to  
the case studies you can read on these pages, 
among others, we have also helped a Japanese 
material handling equipment company find  
a partner in Brazil, developed the business  
plan for a new e-payment offering in the  
UAE, and assessed the market opportunity in  
post-Gaddafi Libya for an international bank 
headquartered in Europe. 

To capitalise on such opportunities in new 
markets – especially through deals – companies 
need to embrace diversity. Our work on client 
deals shows consistently that a rich mix of 
culture and gender on a deal team can make all 
the difference to its success. And we need to 
mirror that diversity – not just because it’s the 
right thing to do, but because it delivers better 
results for clients.

As the global 
balance of 
economic power 
continues  
to shift, no 
business – large  
or small – can 
afford to ignore  
the opportunities 
in emerging 
markets.
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Building a foundation for innovation in  
Latin America with Grupo GIA 
Grupo GIA – widely known as GIA – is a leading 
Mexican business providing vital services to  
the construction, property development and 
infrastructure industries in Latin America. 
Founded in 1996 by a group of professionals 
with backgrounds in engineering, architecture 
and property, GIA’s principal focus for a number 
of years was on private sector development. 
More recently, it has also been an active 
participant in public-private-partnerships 
(PPPs), key vehicles for driving forward the 
development of Mexico’s national infrastructure 
through large-scale projects in highways,  
ports, airports, environment, urban mass 
transportation, water and tourism. 

As a group, GIA has undertaken more than 600 
projects. Five of these are PPPs with  
two completed (a hospital and a prison) and 
three still underway (two hospitals and a major 
road scheme). GIA has received the Socially 
Responsible Company award from the Mexican 
Center for Philanthropy for five years in a row.

PwC Mexico’s relationship with GIA 
Infrastructure, one of the Group’s fastest 
growing businesses, goes back four years.  
It’s a relationship built on mutual cooperation. 
By establishing and exploiting synergies 
between PwC’s advisory practice and GIA’s 
business, the two organisations have 
successfully pooled their know-how in areas 
ranging from consulting and financial advice to 
healthcare, design and construction to create a 
powerful strategic partnership. 

As GIA Infrastructure Director Jorge Fernando 
Moguel says, this has enabled them to offer  
a unique and differentiated product strategy 
within the social infrastructure sector: “We’d 
already jointly developed a ‘project office’ 

approach, which had been successfully applied 
during the planning and implementation stages 
of various projects. Building on that experience, 
we fine-tuned the ‘project office’ structure for  
use in the tendering stage of macro-projects.  
The intention was to generate a pool of 
continuously updated know-how that could be 
rapidly consolidated into competitive, highly-
targeted proposals, factoring in detailed risk 
assessments and accurate scenario planning.”

Through a programme of workshops,  
PwC Mexico and GIA identified the 
comprehensive range of disciplines that would 
be needed to develop a winning proposal 
(spanning design, construction, equipment, 
pre-operation and operation phases), drawing 
on the resources and skills of each organisation. 
This has delivered a number of wins, including a 
recent project in the healthcare sector where 
the two firms combined their expertise in 
medical/functional areas with architectural, 
construction, administrative, technological and 
financial capabilities. 

Looking ahead, PwC Mexico partners José 
Alarcón and Francisco Ibañez expect this model 
to be replicated to powerful effect in other 
projects across Mexico and more widely in Latin 
America: “It’s a relationship that generates real 
mutual benefit that enhances the strengths of 
both our businesses and creates a far broader 
range of opportunities than either of us would 
encounter on our own.” GIA’s Luis Marquez 
Piñuela agrees: “We look forward to working 
together on new projects. As strategic partners, 
we’re setting new limits for what we can achieve 
and our capacity to generate and innovate as a 
team is unstoppable.”

Case study

A
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Helping Allianz France by delivering a major  
IT and organisational change programme 
The Allianz Group is one of the world’s leading 
integrated financial services providers, with 
around 142,000 employees serving 85 million 
customers in more than 70 countries. Allianz’s 
French operation provides a comprehensive 
range of insurance and financial services 
tailored to the needs of individuals, professionals, 
businesses, and communities both within 
France and across the world.

Three years ago, Allianz France identified the 
need for a major transformation of its investment 
management systems and processes to deliver 
the three main business benefits of: 

• Improving compliance, by covering part  
of Solvency II requirements and reaching 
the Allianz Group standards for financial 
reporting

• Optimising processes across the business, 
enabling the company to operate more 
efficiently and redefine its relationships  
with third parties, and 

• Rationalising its IT architecture,  
by implementing a new SAP business 
solution, while also streamlining its  
overall information technology landscape  
to generate significant savings in IT  
running and maintenance costs.

Having carried out the initial planning and 
scoping for the transformation, Allianz France 
knew that it would need a trusted, world-class 
partner to advise it on this strategic initiative 
and help it deliver this business-critical IT and 
organisational change programme. Having 
reviewed the marketplace, it chose the PwC 
France Advisory practice to play that role.

The PwC team supported a six-month feasibility 
study to prepare the way for a two-year 
implementation effort. To carry out the  
project – which impacted some 90 systems  

and interfaces, and about 100 end-users – 
Allianz France mobilised around 60 client staff 
at group and local level and 30 PwC consultants 
throughout design and implementation.

The new set-up went live, delivering  
prompt and tangible benefits to the business. 
“We helped Allianz France reshape its investment 
middle-office and accounting functions resulting 
in increased operational efficiency, closer 
alignment with group standards and reduced 
complexity in processes and the IT landscape,” 
says Ericson Opou, director in PwC’s Paris 
office, who coordinated the efforts of PwC 
teams in this project.

According to Ronald Sloukgi, PwC France  
lead relationship partner for Allianz France: 
“This project was a great opportunity to build a 
strong relationship with Allianz at local and 
group levels, based on common trust resulting 
from two years of intense and efficient 
collaboration.” 

“I particularly appreciated how our people 
worked with the PwC team to achieve best 
practices in our investment management and 
closing processes,” concludes Fanny Pallincourt, 
head of Accounting & Corporate Finance 
departments at Allianz France.

Case study
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Advising one of China’s biggest conglomerates 
on a Myanmar bid
CITIC Group Corporation is one of the  
biggest conglomerates in China, with leading 
businesses in a range of sectors. Over the past 
35 years, CITIC has been a pioneer in China’s 
process of economic reform. Its businesses 
include financial services, resources and 
energy, manufacturing, engineering 
contracting, real estate and infrastructure, 
both in China and overseas.

In September 2014, the government of 
Myanmar launched a bidding process to 
develop three projects in Kyauk Phyu Special 
Economic Zone (KP SEZ), one of three such 
zones created in the country. Located in 
Rakhine State on the west coast of Myanmar, 
KP SEZ occupies a strategic central position 
between China, India and the Association of 
Southeast Asian Nations. The three projects 
were a deep-sea port, industrial park, and 
integrated residential area. CITIC chose a  
PwC Advisory team led by PwC Singapore  
to advise it on the bids. The team included 
specialists from PwC firms in Australia,  
China and Myanmar.

PwC’s role was to provide financial and 
commercial services in support of bid 
preparation. An integrated PwC team 
undertook key tasks including advising  

CITIC on the strategy and business plan, 
conducting a macroeconomic study of  
KP SEZ’s opportunities and positioning, 
building financial models to assess all three 
potential projects, and providing financial 
analysis to support decisions on the bids. 

A key service provided by the PwC team  
was also the management of the master  
plans, including detailed reviews from an 
urbanisation efficiency perspective, as well  
as driving the creation of a viable business 
case for the integrated SEZ development.

“Our team also provided tax and accounting 
advice on the bid structuring, and supported the 
client in the bid submission and presentation,” 
said PwC Singapore partner Mark Rathbone. 
In November 2014, CITIC submitted bids for 
the deep-sea port and industrial park projects. 

CITIC executives said PwC’s advice and 
support were vital to the successful delivery  
of the bids. “Through proactive and creative 
thinking, the PwC team made a considerable 
contribution – not only to the bidding proposals, 
but also to other work such as making the 
demonstration video and creating the bid 
presentation,” said Mr Yuan Shaobin,  
Vice Chairman of CITIC Construction. 

Case study

A
dvisory

7PwC Global Annual Review 2015



Working with clients to maximise Deals success
With intense time pressure, ever-increasing complexity and growing competition for the best deals, the stakes are high 
when it comes to M&A, divestitures, restructuring and other transactions. Recognising this, working with our clients to 
help them through the deal process and maximise the value from their transactions is a global priority for PwC.

Global reach, local knowledge and trusted relationships are invaluable when looking overseas for growth opportunities. 
Challenges include identifying acquisition targets in developing markets, assessing local joint venture or alliance 
partners, selling non-core assets and integrating a newly acquired business.

From deal strategy through value capture, it’s essential to shape the right deal, whether it’s a game-changing 
transformation or something more modest. “With dedicated presence in all major markets, we are working alongside our 
clients to achieve their strategic vision across the entire deal spectrum – developing the right strategy before the deal, 
identifying issues, points of negotiation and value, and implementing change to deliver synergies and improvements after 
the deal,” says John Dwyer, PwC Global Deals Leader.

Helping clients grow 

I’ve set out my view of today’s disruptive 
environment. But what of the future? Given  
that further unpredictable change looks 
inevitable, what do businesses need to do to 
make themselves future-proof? 

To put it another way… as clients focus on  
their business today, what differentiators can 
they use to ensure they keep outpacing the 
competition tomorrow? In our view, the  
answer lies in playing to their own strengths,  
by formulating and executing a strategy  
driven by their capabilities. 

At root, value is created through what a 
company does – its capabilities – rather than 
what it has or sells. A capability is a combination 
of several factors – processes; tools and  
systems; knowledge, skills and behaviours;  
and organisation – that enables a company  
to deliver specific outcomes. 

Companies have hundreds of capabilities.  
But just a handful of these – typically three to 
six – both support how the company creates 
value and delivers a unique advantage. These  
are the business’s ‘differentiated capabilities.’ 
And when it brings these together to form a 
system where they all reinforce one another,  
the effect is electrifying. 

Why? First, this type of capability system is 
more valuable because its whole is bigger than 
the sum of its parts. Second, a competitor will 
find the unique system almost impossible to 
replicate, either in terms of the capabilities 
themselves or the links between them. 

Building blocks for success 
By identifying and combining their 
differentiated capabilities, companies can 
create the building blocks that connect and 
reinforce both strategy and execution. And,  
as I’ve already indicated, our strategy through 
execution proposition ensures consistency at 
every stage of the journey, through advice  
that’s always aligned and integrated.

Another growing focus for our clients is  
risk management solutions. As change 
accelerates and the world becomes ever more 
interconnected, it’s increasingly important that 
our clients consider potential pitfalls before 
they happen – because their effects are often 
unforeseen. Examples include the impacts  
of the Ebola crisis, or of economic issues in 
crisis-hit countries where suppliers or 
distributers may be located. To manage and 
mitigate risks like these, companies must  
stay alert – and have ready-made contingency 
plans in place. 

The message is clear: in risk management –  
as in so many other areas – it’s increasingly 
difficult to separate a business’s strategy from 
how it puts that strategy into effect. With 
Strategy& on board, and our strategy through 
execution proposition gaining momentum  
and winning clients, our Advisory business’s 
ability to deliver value for clients has never  
been greater. 

As change 
accelerates  
and the world  
becomes ever more 
interconnected,  
it’s increasingly 
important that  
our clients  
consider potential  
pitfalls before  
they happen.
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Fuelling Deutsche Bahn’s journey to a single  
global organisation 
Founded in 1994 and wholly owned by the  
German government, Deutsche Bahn AG is one  
of the world’s leading passenger and logistics 
companies. Operating in 130 countries and 
employing more than 300,000 people, DB AG 
provides mobility and logistics services for 
customers worldwide, as well as controlling  
and operating the related rail, land, ocean and 
air freight transport networks. Headquartered 
in Berlin, the company carries 2.25 billion train 
passengers, 2.09 billion bus passengers and  
330 million tons of freight a year. 

Historically, DB AG’s growth path has been via 
acquisitions in different markets worldwide. 
This legacy resulted in a decentralised 
structure, with different parts of the group 
operating as almost autonomous businesses. 
About three years ago, DB AG’s board identified  
a need to integrate its business units and 
functions globally to reduce costs, boost 
efficiency and increase quality. It chose 
accounting as the first function to move to a 
global model – and selected PwC Germany  
to help it implement the change.

When the Global Accounting Organisation 
project was launched in April 2014, it followed 
one year of detailed design and refinement. 
“The project originated from some questions 
about how to optimise DB AG’s accounting in 
Germany,” recalls Rainer Kroker, PwC’s Global 
Relationship Partner for DB AG. “Then during 

the discussions the scope enlarged to Europe –  
and finally it made sense to create a global 
organisation.”

The project kicked off with a team of 30  
PwC Germany consultants specialising in the 
four key areas of organisational development, 
process development, IT development and 
change management. Global ramp-up has  
now seen the PwC team expand to 70, a third 
of them from PwC network firms outside 
Germany, with project completion scheduled  
for mid-2017. “This is one of the biggest advisory 
projects PwC Germany has undertaken,”  
explains Uwe Bloching, the PwC Advisory  
lead on the project. “And it’s DB AG’s first global 
integration effort – meaning we’re creating  
the model for the rest of the organisation,  
and implementing from scratch all the elements  
to support a global business: governance,  
shared service centres, IT and so on.”

As the accounting integration continues to  
roll out around the world, DB AG is already 
seeing major benefits. DB AG’s Group CFO, 
Richard Lutz, comments: “The integration 
programme has definitely come at a very good 
time for our business. The benefits are starting  
to flow in terms of lower costs, higher efficiency 
and quality, and better coordination between  
our business units. And the platform PwC  
has laid down will enable us to realise even 
greater benefits in the future.”

Case study
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From left to right:

Dr. Rüdiger Grube, CEO 
Deutsche Bahn;  
Michael Müller, Governing 
Mayor of Berlin, Senate 
Chancellery; Senator 
Cornelia Yzer, Senate 
Department for Economics, 
Technology and Research; 
Dr. Richard Lutz, CFO 
Deutsche Bahn AG; and 
Horst Hitziger, Head of SSC 
Berlin, Deutsche Bahn AG.
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