4

—-— arbitrl Q . Structure the argument. Elevate the insight.

Strategic Market Entry Assessment: the Company
Expansion into Southeast Asia

EXECUTIVE SUMMARY

The Company should proceed with its planned expansion into Southeast Asia within the next 24
months, establishing operations in Singapore and Thailand as proposed. This recommendation
carries a confidence level of 62 percent, reflecting genuine strategic opportunity tempered by
meaningful execution challenges. The expansion represents a prudent diversification investment
at manageable scale, with Southeast Asian markets demonstrating strong demand fundamentals
for the firm's specialized risk advisory services. Success will require disciplined execution,
realistic timeline expectations, and willingness to adapt the operational model based on early
market signals.

INTRODUCTION

The Company stands at a strategic inflection point. Having achieved consolidated revenue
exceeding €75 million in 2023 and established a workforce of 350 professionals across Europe,
North America, and Africa, the firm possesses both the financial capacity and operational
maturity to consider meaningful geographic expansion. The question before leadership is
whether Southeast Asia—specifically Singapore and Thailand—represents the optimal
deployment of approximately €1 million in capital expenditure and ten full-time equivalents over
the coming 24 months. This assessment examines the strategic merits of market entry against
the backdrop of the Company's core competencies in cybersecurity, M&A intelligence, strategic
communications, and risk advisory services. The analysis weighs market opportunity against
execution complexity, financial sustainability against resource allocation trade-offs, and first-
mover advantages against the inherent risks of entering relationship-intensive markets without
established regional presence. The firm's stated objectives of diversification and growth
acceleration provide the strategic frame within which this recommendation is developed.

STRATEGIC RECOMMENDATION

The Company should authorize the proposed Southeast Asian expansion, proceeding with the
establishment of offices in Singapore and Thailand within the 24-month planning horizon. This
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recommendation is rendered with 62 percent confidence, acknowledging that while the strategic
rationale is sound, execution risks warrant careful management and realistic expectations
regarding the timeline to meaningful market traction. The primary factors supporting this
recommendation are threefold. First, Southeast Asia presents genuine and growing demand for
the Company's specialized services. Singapore's position as the regional financial hub creates
natural demand for M&A intelligence, cybersecurity incident response, and strategic
communications capabilities. The region's increasing regulatory complexity, cross-border
transaction activity, and digital threat landscape align precisely with the firm's core
competencies. Second, the proposed investment structure represents a measured strategic bet
rather than an existential commitment. At approximately three to four percent of group revenue
capacity, the expansion preserves optionality while creating meaningful exposure to high-growth
markets. The staged approach to hiring and office establishment allows management to calibrate
investment velocity based on demonstrated demand. Third, timing considerations favor action
over delay. Waiting three to five years would likely necessitate higher-cost market entry through
acquisitions or face competition from rivals who established regional presence earlier. The
Company's current financial strength, generated by robust European market performance,
provides the strategic latitude to pursue this expansion from a position of confidence. However,
this recommendation comes with important caveats. The 24-month timeline for achieving break-
even is ambitious and should be treated as an aspirational target rather than a firm commitment.
Management should establish clear decision gates at six-month intervals, with predefined
criteria for acceleration, continuation, or strategic pause. The firm must also recognize that
building the trust-based relationships essential to advisory services in Asian markets requires
patience that may extend beyond initial projections.

Decision: YES | Confidence: 62%

ANALYSIS
Market Opportunity and Demand Viability

Southeast Asia presents a compelling demand environment for the Company's specialized
advisory services. Singapore alone commands a cybersecurity market valued at approximately
USD 2.5 billion, while the broader enterprise fraud management sector is projected to reach
USD 72.89 billion globally. These figures underscore the scale of opportunity in a region
experiencing rapid digitalization and escalating cyber threats. The structural drivers of demand
align precisely with the Company's core competencies: cross-border M activity continues to
intensify across ASEAN economies, regulatory complexity is multiplying as governments
strengthen data protection and anti-corruption frameworks, and sophisticated threat actors
increasingly target regional enterprises. The premium advisory segment operates on
fundamentally different dynamics than commoditized services. Multinational corporations and
regional conglomerates routinely engage multiple specialist advisors rather than relying on
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single providers, creating genuine market space for differentiated entrants. The major
consultancies, while dominant in scale, face inherent conflicts of interest when advising on
matters that intersect with their audit and tax relationships, leaving gaps that independent
boutique firms can exploit. The Company's B-Corp certification and ethical positioning may
prove particularly resonant in a market where ESG considerations are gaining traction among
institutional investors and governance-conscious boards. The concerns about trust deficits and
relationship-based business culture are valid. The Company will indeed face a credibility gap
that requires deliberate cultivation. However, this challenge speaks to execution difficulty rather
than fundamental demand absence. The documented market growth trajectories, the specific
service gaps created by incumbent conflicts of interest, and the structural demand drivers tied to
digitalization and regulatory complexity establish that sufficient client need exists and is
expanding. The Company's path to market will require patient relationship-building, strategic
local partnerships, and realistic expectations about the timeline to profitability, but these are
surmountable operational challenges rather than disqualifying market conditions.

Operational Feasibility and Execution Risk

The Company possesses foundational capabilities that could support a Southeast Asian
expansion within the stipulated timeframe. The firm's established revenue base and workforce of
350 professionals provides the financial and human capital necessary to seed a regional
operation. A phased approach beginning with a modest team of ten full-time equivalents,
representing less than three percent of current headcount, would constitute a viable initial node
rather than a fully mature regional practice. The firm could deploy experienced Paris-based
consultants on secondment to transfer methodologies and quality standards while local
recruitment proceeds. Singapore's sophisticated talent market, populated by professionals from
global consulting firms and regional specialists, offers a credible hiring pool. However, the
operational realities of establishing a trust-based advisory practice in Southeast Asia present
formidable obstacles. The Company's core offerings in crisis management, government affairs,
litigation support, and strategic communications depend fundamentally on deep local
relationships, cultural fluency, and established credibility with decision-makers in government
and industry. These assets cannot be imported from Paris or constructed through process
excellence alone. The recruitment challenge is particularly acute: identifying senior professionals
who combine regional networks, language capabilities, sector expertise, and alignment with the
Company's methodologies would prove extraordinarily difficult for a firm with no existing brand
recognition in the market. The proposed hybrid delivery model, leveraging centralized analytical
capabilities in Europe combined with local client-facing presence, carries risk of creating a sales
office rather than an integrated advisory capability. For time-sensitive matters such as crisis
response or government affairs, the latency introduced by remote quality control could render
services strategically ineffective. These challenges are interconnected dependencies: without
credible senior hires, network-building stalls; without networks, client acquisition falters;
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without clients, quality talent sees no compelling reason to join. This dimension represents the
most significant area of concern in the expansion assessment and warrants the most intensive
management attention during execution.

Financial Sustainability and Break-Even Achievability

The proposed investment structure demonstrates a credible pathway to break-even within the
24-month horizon when examined through rigorous financial modeling. Personnel costs,
estimated at €140,000 to €160,000 annually for senior consultants and €70,000 to €90,000 for
junior staff, combined with Bangkok's comparatively favorable office economics, suggest total
operating expenditure of approximately €1.8 to €2.0 million over the period when added to the
€1 million capital outlay. Against this, a staged hiring approach enables cumulative revenue
projections of €2.0 to €2.6 million, assuming industry-standard day rates and utilization rates
reaching 65 to 75 percent by year two. The Company's existing client relationships provide a
follow-the-client advantage, as multinational corporations with Southeast Asian operations
represent natural entry points for risk advisory mandates. The staged expansion model
inherently reduces downside exposure: rather than committing to full headcount from inception,
the firm can calibrate hiring velocity to actual revenue materialization. When contextualized
against the Company's annual revenue base, the €2 to €2.5 million total investment represents
merely three to four percent of group capacity, constituting a manageable strategic bet rather
than an existential gamble. Significant financial headwinds challenge these projections, however.
Singapore's competitive talent market commands premium compensation, with mid-level
consultants earning SGD 110,000 or higher, pushing realistic personnel costs toward €1.7
million over two years before accounting for office infrastructure, business development, and
administrative overhead. The utilization assumptions underpinning revenue forecasts may prove
optimistic for a nascent operation lacking established local reputation. New market entrants
typically experience non-billable time consuming fifty percent or more of senior staff hours
during the critical first eighteen months as they build networks, pursue credentials, and develop
market-specific expertise. The financial model is achievable but demanding, requiring
disciplined cost management and realistic expectations about the revenue ramp-up curve.

Strategic Timing and Resource Allocation Trade-offs

The case for committing resources to Southeast Asian expansion now rests on a fundamental
principle of strategic portfolio management: the investment required represents a modest,
reversible allocation with asymmetric upside potential rather than a transformative bet requiring
wholesale redeployment of corporate resources. At approximately €1 million in capital
expenditure and ten full-time equivalents, the proposed expansion constitutes a single-digit
percentage of the Company's revenue base, a scale that permits genuine optionality. The current
strength in European markets, including robust M activity generating strong cash flows, actually



4

—-— arbitrl Q . Structure the argument. Elevate the insight.

enables rather than precludes geographic diversification. This cash flow provides the financial
cushion to pursue strategic expansion without compromising service delivery in core markets.
The staged-option framework allows management to calibrate investment velocity based on early
market signals, preserving the ability to accelerate, pause, or exit without catastrophic
consequences. The diversification argument carries particular weight for a risk advisory firm:
geographic concentration itself constitutes a strategic vulnerability, and Southeast Asia's rapid
economic development is creating demand for precisely the governance, compliance, and cross-
border advisory services that represent the Company's core competencies. The counterargument
merits consideration: Europe and North America are experiencing extraordinary growth
conditions that may prove historically anomalous. Every euro and every hour of senior
leadership attention directed toward Southeast Asian market development is a euro and an hour
not deployed to capture this exceptional near-term opportunity. However, a 350-person
organization with existing multi-regional operations possesses the management infrastructure to
pursue measured geographic expansion without catastrophic distraction from core markets.
What the concentration argument fails to adequately address is time-sensitivity: mature Western
markets will inevitably experience intensifying competition and diminishing marginal returns,
while early positioning in high-growth Southeast Asian economies creates compounding
advantages that become progressively more expensive to replicate.

RISK ASSESSMENT

The expansion carries several material risks requiring active management. Execution risk
represents the most significant concern: the absence of existing regional networks, local
expertise, and brand recognition creates a credibility gap that may prove more difficult to close
than projected. The 24-month timeline assumes successful recruitment of senior talent with
established relationships, yet the Company's lack of regional presence may limit its
attractiveness to top-tier candidates who could choose established competitors. A failure to
secure appropriate leadership talent within the first six months should trigger a strategic pause
and reassessment. Financial risk, while bounded by the staged investment approach, remains
meaningful. The break-even projections assume utilization rates and fee realization that may
prove optimistic for a new market entrant. Management should establish clear financial
thresholds at 12 and 18 months, with predefined responses including headcount adjustment,
scope reduction, or market exit if targets are materially missed. Reputational risk warrants
attention: a struggling or underperforming Asian office could damage the Company's carefully
cultivated brand as a premium advisory firm, potentially undermining client confidence in other
regions. This risk can be mitigated through disciplined entry criteria, realistic external
communications about expansion objectives, and willingness to exit gracefully if performance
thresholds are not met. Finally, management attention risk should not be underestimated.
Senior leadership bandwidth is finite, and the cognitive load of establishing operations in
unfamiliar regulatory environments while managing cross-cultural teams could distract from
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core market performance. Clear delegation structures and regional accountability frameworks
are essential.

CONCLUSION

The Company should proceed with the Southeast Asian expansion, recognizing that the
opportunity represents a sound strategic investment at manageable scale rather than a
guaranteed success. The firm's financial strength, proven service capabilities, and ethical market
positioning provide genuine competitive advantages, while the region's growth dynamics and
demand fundamentals create favorable conditions for market entry. Success will require
disciplined execution, patient relationship-building, and willingness to adapt based on market
feedback. Leadership should authorize the initial phase of investment while establishing clear
decision gates and performance thresholds that preserve strategic flexibility. The recommended
immediate next steps are threefold: first, initiate recruitment for a Singapore-based regional
director with established local networks and sector expertise, making this hire the critical path
item for the entire expansion; second, engage legal and regulatory advisors to complete
incorporation requirements and licensing assessments for both Singapore and Thailand; and
third, develop a detailed 90-day launch plan with specific milestones, resource requirements,
and accountability assignments. The window for advantageous market entry is open but not
indefinite, and the Company is well-positioned to act.
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