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Creating value
from strategy
to execution

Providing world-class expertise across different competencies
in one seamless offering has helped PwC become one of the

world’s leading advisory firms

HEN Michelin awarded ils first
stars in Singapore last year, & gen-
erated much buzz and equally spir-
ied debale - about which recip-
ents were deserving, who missed
out, and whother eateries thal
serve essentially a single cksh
should be compared with full ser-
vioa restaurants. The last point is the same conundrum faced by
professional senvices firms — should they be a single-senice o &

i fom?

PwC is firmiy in the latier camp, and this sirategy has fuslied its
phenomenal growth over the past two decades., lis global network,
with revenue of US$35.9 bilion in the las! financial year, has been
the world's largest professional services firm for six of the past ten
years.

“Even it i is possibie 10 assemble a three course meal with each
course from a diferent specialty restaurant, i lacks the consistency
danﬂuﬂhnﬂ%’mm&mmm
ory leader of PWC Singapore. "The Irick for the single kitchen s 1o
ensure thal each course Is of such high ualty that none is a com-
promise.”

PwC's advisory practioe has spent much of the last two dec-
ades developing ils own version of a dream Kitchen; one thal
provides best-n-class expertise across all areas of the business -
from strategy, corporate finance and project advisory, 1o due dif-
gonce, valuation and consulting.

Along the way, the practice has expanded from a mere oul-
growth of its iracitional tax and audit businesses lo become one of
Ihe larges! advisony firms in the word with over 42,000 people glob-
aly.

PwC Advisory in Singapore

“We have 430 pecple in Singapone alone working in various Deals
and Consulling compelencies making up the Advisory line of ser-
vice. Ninety per cent of them work in competencies that did not exist
in our fimm just 15 years ago. We have sgnificanily grown our depih
of experise in each area of specialisation,” adds Mr Ong.

He adds: “We differentiate curseives from a single competency
firm by providing our clents with end-to-end service from stralegy lo
execution.” Refiecting its diverse makeup, the Advisory leam in
Singapore ks comprised of 30 different nasionaliies with working ex-
perience from many parts of the workd and speaking a variety of lan-
guages. "We are Werally diversity in action,” quips Mr Ong.

An important gap in this ambilious end-lo-end offering was
plugged when PwC bought Booz and Co — then the world's fourth
largest strategy consulting firm — in 2014 and rebranded it as

“Stralegy takes point in our range of senvice offerings in boh
Deas and Consulting. It hedps our clants think aboul whal, where
and how théy wanl fo play and formulate a game plan o achisve
those visions. The acquisition of Booz and Co was a key milestone
because it calapubied us inlo the leading pack in the stralegy con-
suling space,” says Mr Ong.

“The rest of our advisory compelencies will then help our cllents
executa those plans, be It acquisiion, green fiekd projects, capiial
and debt raising or operational improvements,” he adds.

In the lasi 12 months alone, PwC Comporale Finance advised
on eight announced fransactions wosth over US$1 bilion in South-
‘east Asia and the rest of its Singapore Deals practice worked on an-
other 100 over deals in various capaciies.

A differentiated service offering
PwC Singapore was ako able fo draw on its global network for cap-
abilties even as it was developing its own. Around the workd, PwC's
award-winning advisory pracices boast accolades such as Consult-
ing Finm of the Year, the Private Equity Financial Adviser Award,
and leader in vanous MBA lsague tables, among many others.

“We drew on the expertise of the more developed and larger ler-
riiories Be UK, USA and Austraia when we stared buillding our
capabiliies. We did nol have 1o reinvent the wheel,” says Mr Ong.
Today, PwC also has a very active overseas secondment pro-
gramme to expose its staff 10 different markets.

As a business largely dependent on its people, one key chal-
lenge for the firm is afiracting suitabl talent to fll ks growing ranks,
as well as train them to maintain the firm's high standards.

‘We differentiate ourselves from a single competency
stralegy to execution,’ says Ong Chao Choon of PwC Singapore. Pholo laken at Alemis Grill

“All our cents wanl an A-team. As the business grows, the chal-

firm by providing our clients with end-to-end service from

from being a deal jockey jusl chasing deals to helping clients uniock

lenga is 1o develop multple A-teams with consistent high quality,”  value — from stralegy to execution.”

says Mr Ong. PwC does this by both bringing In experienced in-
dustry experls inko thedr fold as well as hiring bright, fresh graduales
every year from a disciplines as diverse as kberal arts, law, engin-
eering, actuarial, business and accounting. These new hires ane
[put through a rigorous selection process and training. “We can
teach these graduates the technical skills, bul what we can'l gve
them s thexr personality, their abiity to think out of the box and their
drive 10 Sucheed.”

Having such deep experiise across a range of areas allows
PwC to eschew offering its chents prepackaged or "stapled” solu-
fions, bul rather an inlegrated one customised 1o their specific
needs.

He says: "We don’l want io jus! sell prepacked boxes”, Our
range of competencies aliow LS 1o offer our clents a bespoke box’
of senvices with diffierent specialists assembled 1o solve the ssue
on hand. This & not somathing you can replicale easily by enga-
ging a few iakst firms. Our integrated approach helps compan-
ies creale enduring value.”

On a personal note, Mr Ong refished the intelisctual challenges
of working with cllents on a variely of projects, while leading the
growth of the advisory business over the past 15 years.

“As a professional, | stil enjoy working with clien's to add value
1o their business. In MAA, the feedback can be falrly immediale.
This keeps us on our toes. We work on the maim thal we are only
as good as our last deal. We take nothing for granted,” he says.

Looking ahead, he sees the firr's holistic approach continue 10
help them grow and mitigate the economic skowdown.

In the last three to lour years we have progressively moved
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1 This is the last instalment of a second five-part Series
'Strategy in Action’, which Is brought to you by PWC
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