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Chapter 6 Conclusion and Recommendation 

6.1 Conclusion 

The characteristic of this study is to develop the alignment of key success factors in 

post-integration and the managerial processes that Globe Union has taken in the three 

acquired cases: Gerber, Home Boutique and PJH. Table 6-1 demonstrates the execution of the 

managerial processes among the three acquired companies. There are two types of 

measurements to support the judgment and logic of the execution results on which is stronger 

and weaker in the managerial processes, which tied with the key success factors.  

 

The fist measurement applied quantitative method by conducting surveys among the selected 

executives at Globe Union Inc. who posses M&A knowledge and had involved with one or 

more of the three studied companies. The four selected executives to conduct the surveys 

were H.Y Chou (Chief Operation Officer of Globe Union Inc), Michael Werner (Chief 

Executive Officer of North America Division), George Tai (Vice-President of Investment 

Division), and David Y. (Chief Executive Officer of Home Boutique International). Each of 

them is accounted with 25% of rating weight. Rating above 50% (three or four votes) is rated 

as “Strong” and rating below 50% (one or two votes) will be rated as “Weak”. The summary 

of the rating is concluded in Table 6-2. 

 

The second measurement applied qualitative method by identifying the factors that impact the 

results of the execution, although it is more subjective compared to the first method. The three 

factors identified by the author to evaluate are 1) leadership style from the acquired company.  

2) communication skill of the leader from acquired company,  3) Implementation time of the 
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processes applied in the acquired companies. The conclusion of the evaluation based on 

measurement two is listed on Table 6-3 

 

Table 6-1: Case Summary 

Key Success Factors of Post 
Integration 

Globe Union Managerial 
Processes/Tools 

Gerber HB PJH 

1 
Early Planning for 
Integration Process 

1.1 MA123 Process W S S 

2 
Clearly Define 
Corporate Goals 

2.1 Annual Strategy Planning 
(ASP) Management 

S W S 

2.2 Mid-long Term (MLT) 
Strategy Management 

S W S 

3 
Engage Culture 
Harmonization 

3. GU Vision, Mission, Core 
Values, Culture 

S S W 

4 
Enhance Shareholder 
Values 

4.1 Corporate Budgeting 
Management 

S S S 

4.2. Management of Profit and 
Loss 

S S S 

4.3 Key Performance Index 
(KPI) Management 

S W S 

5 

Speed of Post Merger 
and Acquisition 
Integration 

5.1 Delegation of Authority 
(DOA) Management 

S S S 

6 
Identify Integration 
Leader and Team 

6.1 Steering Committee Decision 
Making Process 

W W W 

7 
Integrate Information 
Technology Quickly 

7.1 IT Roll-out Plan S S W 

8 
Ability to Develop 
Contingency Plan 

  W W W 

Source: Author’s own research             S = Strong execution   W = Weak execution 
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Table 6-2: Quantitative Measurement to Assess the Results 

Key Success Factors of Post 
Integration 

Globe Union Managerial 
Processes/Tools 

Gerber HB PJH 

1 
Early Planning for 
Integration Process 

1.1 MA123 Process 2 3 4 

2 
Clearly Define 
Corporate Goals 

2.1 Annual Strategy Planning 
(ASP) Management 

4 1 2 

2.2 Mid-long Term (MLT) 
Strategy Management 

3 1 3 

3 
Engage Culture 
Harmonization 

3. GU Vision, Mission, Core 
Values, Culture 

3 3 2 

4 
Enhance Shareholder 
Values 

4.1 Corporate Budgeting 
Management 

3 3 3 

4.2. Management of Profit and 
Loss 

4 3 4 

4.3 Key Performance Index 
(KPI) Management 

3 2 3 

5 

Speed of Post Merger 
and Acquisition 
Integration 

5.1 Delegation of Authority 
(DOA) Management 

4 3 4 

6 
Identify Integration 
Leader and Team 

6.1 Steering Committee Decision 
Making Process 

1 2 2 

7 
Integrate Information 
Technology Quickly 

7.1 IT Roll-out Plan 3 3 2 

8 
Ability to Develop 
Contingency Plan 

  1 2 2 

Total Votes 
Strong 8 6 7 

Weak 3 5 4 

Source: Surveys conducted by Author, Dec. 2008 
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Table 6-3: Qualitative Measurement to Assess the Results 

Factors Gerber Home Boutique (HB) PJH 

Leadership 
Style 

CEO of North America Division 
possesses leader charisma to 
influence and led Gerber to 
foresee the benefits of 
implementing the managerial 
processes after the acquisition. 

The founder of HB was sales 
driven mindset and did not 
focus too much on the processes 
planning, development, and 
execution. Thus, they are not 
strong in most of the processes 
such as ASP, MLT, and KPI. 

CEO of PJH is a strategic 
planner. His leadership skill is 
strong and captured the 
managerial processes quickly 
and delivered to his teams 
clearly such as ASP, MLT, 
KPI, Budgeting, Profit & Loss, 
and DOA management.  

Communication 
Skill 

CEO of North America Division 
listens to employees' voice on the 
complexity of implementing the 
processes and guides them 
toward an improved planning and 
execution skills. 

Focus on the communication of 
how to generate more revenues 
instead of improvement of 
internal processes which are the 
fundamental to improve the 
business performances. 

Due to the acquisition time is 
short and it is a cross-border 
acquisition, it requires more 
time and efforts to deliver and 
communicate Globe Union's 
culture into PJH. 

Implementation 
Time 

Gerber was acquired in 2003. 
The implementation of processes 
is longer such as ASP, MLT, 
KPI, Budgeting, Profit and Loss.

HB was acquired in 2006. The 
implementation of processes is 
shorter and it is still in the 
learning curve phase. 

PJH was acquired in 2007. The 
implementation of processes is 
shorter. However, its learning 
skill is strong. 

 Others 

- MA123 was not developed by 
the time Gerber was acquired 
-Lacking of identifying the 
specific integration leader 
- IT integration was supported 
with sense of urgency 
- Lacking the ability to develop 
contingency plans toward the 
changes out of the integration 
plans 

- MA123 was developed by the 
time HB was acquired 
-Due to culture similarities, the 
engagement of culture is easier 
and faster 
- Lacking of identifying the 
specific integration leader 
- IT integration was more 
simple and quicker to integrate 
- Lacking the ability to develop 
contingency plans toward the 
changes out of the integration 
plans 

- MA123 was developed by the 
time PJH was acquired 
-Due to culture differences, it 
requires more time to engage 
culture harmonization 
- Lacking of identifying the 
specific integration leader 
- PJH's IT system is more 
complex, which requires more 
resources to integrate 
- Lacking the ability to develop 
contingency plans toward the 
changes 

Source: Prepared by Author 
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The analysis demonstrated that post integration strategies of Gerber, Home Boutique and PJH 

achieved some synergies which were set as the purposes of acquiring. Let’s examine each of 

the study case. Through the acquisition of Gerber, it accelerated Globe Union to expand the 

plumbing product portfolio to vitreous china category. In addition, as Globe Union long term 

goal is to develop Danze as a global brand Gerber has established a solid business relationship 

with wholesale channel, which helped Danze enter the U.S market and wholesale plumbing 

channel at the fastest pace. A recent remarkable result announced on September 30th, 2008, 

Danze was ranked at 16th among the top 20 Taiwan brands on the list as a newcomer, creating 

some excitements for Globe Union (see Table 6-4). This ranking was according to 2008 Top 

Taiwan global brands survey, organized by the Taiwan External Trade Development Council 

(TAITRA) and co-organized by the BusinessNext and Interbrand. The brand valuation itself is 

comprised of qualitative and quantitative financial analyses to help effectively pinpoint the 

role of Taiwan’s brands in the global market.38 

 
Table 6-4: 2008 Top Taiwan Global Brands 

Rank 
2008 

Brand Company 
Brand Value 

(USD Million) 
Brand Value 

(NTD Million)

1  TRANDMICRO TREND MICRO 
INCORPORATED 

1,326 41,770 

2 ASUS ASUSTEK COMPUTER 
INC. 

1,324 41,683 

3  ACER ACER INCORPORATED 1,265 39,835 

4  HTC HTC CORPORATION 1,202 37,858 

5  MASTERKONG TINGYI HONDING CORP. 793 24,960 

6  MAXXIS CHENG SHIN RUBBER 
IND. CO., LTD., 

346 10,905 

7  D-LINK D-LINK CORPORATION 344 10,821 
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8    ZYXEL ZYXEL COMMUNICATION 
CORPORATION 

334 10,532 

9    SYNNEX SYNNEX TECHNOLOGY
INT'L CORP 

304 9,586 

10   ADVANTECH ADVANTECH CO., LTD., 299 9,406 

11   GIANT GIANT MANUFACTURING 
CO. LTD., 

282 8,893 

12  JOHNSON JOHNSON HEALTH TECH. 
CO. LTD., 

260 8,190 

13   TRANSCEND TRANSCEND 
INFORMATION, INC. 

244 7,677 

14   UNI-PRESIDENT UNI-PRESIDENT 
ENTERPRISES CORP. 

200 6,296 

15   MERIDA MERIDA INDUSTRY CO., 
LTD., 

185 5,829 

16  DANZE GLOBE UNION 
INDUSTRIAL CORP., 

160 5,025 

17   GENIUS KYE SYSTEMS CORP., 114 3,589 

18   DEPO DEPO AUTO PARTS IND. 
CO., LTD., 

63 1,980 

19   MSI MICRO-STAR INT'L CO., 
LTD. 

50 1,585 

20   BIOSTAR BIOSTAR MICROTECH 
IN’T CORP. 

46 1,449 

Source: 台北訊，2008 年 9 月 30 日 

 

Among the three acquired companies, Gerber implemented ASP with the longest 

implementation time. According to the Chief Executive Officer of North America Division, 

Michael Werner, he stepped back the initial stage of implementing ASP, most of the 

employees did not follow the principles because they think ASP is too much of details and 

requires lots of time to complete the whole process. However, North America assigned a team 
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to communicate and work with HQ, and HQ ASP team made the full efforts to guide them to 

fill the details and most importantly, allow them to feel that ASP is a useful means to manage 

the subordinates and report to the superior. After few years of execution, North America has 

made some significant improvements and took ASP as a positive tool to drive for strategic 

directions and enforce the execution. One of the projects Gerber concluded from ASP process 

was called Profitability Improvement Initiatives (PIP)39. Gerber began implementing this plan 

that effectively improves profitability through a number of manufacturing and marketing 

initiatives, which includes the outsourcing of both vitreous china and brass products. These 

profitability initiatives reduced the cost of sales, improved operating margins and generated 

significant increases in operating income and cash flow.  

 

Another significant ASP strategy from Gerber was forming a R&D team of talented engineers 

after acquisition to develop cutting-edge designs and technology. Globe Union's investment in 

proprietary product development, combined with the continuous development and adoption of 

new technology, gives customers a definite edge in an ever more competitive marketplace. 

Globe Union's prototype and modeling facilities duplicate the manufacturing process. 

Computer-assisted design programs enhance speed to market capabilities supporting 

engineering product design, mold design, and computer driven production equipment. Before 

starting the production, products are tested extensively to ensure they satisfy the customer’s 

needs for beauty and functionality. Globe Union’s product development department conducts 

appropriate tests and obtains necessary certifications to ensure that products meet or exceed 

all applicable industry standards. Furthermore, Globe Union pioneered new lead-removal 

techniques and non-toxic lead-free treatment processes that qualified faucets to be the first 

among Asian manufacturers to receive NSF 61 certification. 
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Gerber’s restructuring efforts lasted for several years, as Globe Union closed down Gerber’s 

U.S factories and relocated production to China. In 2006, Gerber accounted for 25% of group 

sales. Losses narrowed from NT$207 million in 2004 to only NT$16 million in 2006.40 In 

addition, after the US plant closure in 2008, Gerber’s production base moved to China. With 

its production base fully transferred to China and a healthier debt structure, Gerber is expected 

to make a profit of US$2 million to US$3 million in 200841, or on the conservative side, 

breakeven (see Figure 6-1). Currently, Gerber has a very strong product line and technology 

capability that continues to emphasize top performance with award-winning design, which is 

an honor to promote that Gerber is in the leading innovation position compared to others 

well-know brands in America such as American Standard, Kohler, and Toto. Some of the 

recent awards received are listed on Table 6-5. 

 

Figure 6-1: Sales and Net Income from Gerber, 2004 ~ 2009E 

 
Source: Macquarie Research, April 2007 
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To examine the acquisition of Home Boutique and PJH, the most significant approach for 

Globe Union is stepping into the kitchen cabinet market. These two acquisitions had made 

Globe Union closer to its mid-long term goal of “own the kitchen, own the bathroom”. 

According to Globe Union management team, they strongly believe that there will be a 

potential synergy from cross-selling in the long run as kitchen cabinets and plumbing 

products sell through the same channel. 

 

According to David Yen, Chief Executive Officer of Home Boutique International, ASP is a 

very powerful tool to manage a company. At the initial stage, the employees of Home 

Boutique were very negative to be managed by ASP because it requires lots of time to 

maintain, review, and track ASP key action items. Before the acquisition, Home Boutique 

was a sales and marketing driven company. The only focus they concentrated was to achieve 

the sales target. However, Home Boutique was lacking of standardized processes to improve 

their internal operation performance. 

 

After two years of ASP implementation, the top and middle management felt the spirits 

behind ASP and most importantly, the management team felt ASP was a valuable tool to 

deliver corporate goals and enhance internal communication. As a result, Home Boutique met 

Globe Union’s strategies to build kitchen and bathroom channel in China by leveraging Home 

Boutique’s existing channels and relationship in Taiwan and Shanghai to grab some market 

share in China. Currently, Home Boutique opened its first flagship store in Shanghai, selling 

high-end kitchen cabinet, bathroom products, and furniture. In the long term, Globe Union 

plans to open two additional flagship stores in Beijing and Shenzhen and add 20 regional 

franchise stores in tier-one cities in China.
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Table 6-5: Gerber Recent Product Awards 

 Organization Award Product 

 

Home Builder 
Executive   

2008 Product Innovation 
Award  

Toilets 

 

Good Housekeeping 
Magazine 

2008 Water Saving Toilet  Ultra Dual-Flush 

 

Consulting-Specifying 
Engineer Magazine 

2007 Product of the Year  Ultra Dual-Flush 

 
Design Journal 

2007 Gold Award – Design 
Excellence 

Allerton Toilet 

 
Design Journal 

2007 Silver Award – 
Design Excellence 

Picturesque 
Lavatory 

 
ISH – Trade Show 

2006 New Products Award 
-1st Place  

Wicker Park faucet

 

Design Journal 
2006 Gold Awards – 
Design Excellence 

Viper Toilet 
Ultra Flush Toilet 

 

Design Journal 
2006 Silver Awards – 
Design Excellence 

Brianne Faucet 
Electronic Faucet 

Source: www.globeunion.com 



 84

In addition, the synergies of acquisition combine Home Boutique’s marketing expertise and 

Globe Union’s structural management and financial capability. This supports the expansion of 

creating the sub-brand “Yi Sheh”. This sub-brand extended to middle-low market, which 

differentiates from Home Boutique. Furthermore, the acquisition will not only help Globe 

Union expand its product portfolio but also increases its exposure to China’s fast growing 

domestic consumption. In the long term, thru high end retail image of Home Boutique, it will 

introduce Danze, Gerber, Prima, K, and Apple, and any other kitchen brands in Asia.42  

The acquisition of PJH in the UK fostered Globe Union to further expand its market share in 

Europe. Not only that, the acquisition helped Globe Union to better diversify its country risk. 

Before acquiring PJH, Globe Union generated approximately 85% of its consolidated revenue 

from the U.S market. The exposure to the U.S market shrinks to 47% after acquiring PJH, 

while revenues from the European market should increase to 48% from 6% in 2006 (see 

Figure 6-2).  

 

Given its strong contribution and branding skills and experiences, PJH will become the 

strategic center in Europe for the consolidated group to further enhance their market position 

in Europe. With PJH’s channels in the UK, Globe Union will be able to sell its US brand 

plumbing and fixtures products (Danze & Gerber) in the European market (see Figure 6-3). 

On the other hand, Globe Union will sell PJH’s own kitchen cabinet products (Apple, K, 

Prima) in the US and China. In order to further diversify its product offerings, Globe Union 

has taken several initiatives to extend into kitchen cabinets, which is part of management’s 

strategy to facilitate a one-stop shopping (bathroom to kitchen). 
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Figure 6-2: Globe Union Consolidated Revenue Breakdown by Region – Weighting 
Before and After Acquiring PJH Group 

 

 

 

 

 

 

 

Source: JP Morgan Asia Pacific Equity Research, April 11th, 2007 

 

Figure 6-3: Development of Danze as a Global Brand 

 

 

Source: Company Data, 2007 
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Potential earnings contribution to the ODM business and margin improvement on PJH as its 

production outsourcing shifts to Globe Union plants in China. Currently, PJH outsource its 

production to mainly European countries and China. Going forward, PJH will be able to shift 

from outsourcing to in-house production given Globe Union’s large scale and efficient 

manufacturing center in China 43 . In order to face PJH’s manufacturing consolidation 

opportunity in China, Globe Union invested USD$52 million to establish Globe Union 

Quindao Industrial Park in China. The annual capacity is forecasted as total of 36 million 

units in 2010.44 The management team indicates that 42% (or NT$3.5 billion) of PJH’s total 

outsourcing per year can met from Globe Union’s existing factories in China given PJH’s 

current product structure. This transition will not only help Globe Union to further improve 

utilization and profit on its manufacturing side but also help PJH to be more competitive on 

cost and pricing.  

 

On post-acquisition basis, JP Morgan analysis estimated the combined entity will generate an 

EPS of NT$3.82 in 2007 and NT$4.46 in 2008, translating to 78% growth in 2007 and 17% in  

2008. Their key assumptions on PJH are 5% and 8% top-line growth in 2007 and 2008m 

respectively, while margin remain at the 2006 level for 2007 and 2008. Table 6-6 

demonstrates the estimations for Globe Union and PJH alone and the combined entity. 

 

In conclusion, from the financial performance standpoint, Globe Union had been suffering 

some losses from its OBM business for few years since it acquired Gerber in 2003. However, 

losses have narrowed from US$9 million in 2003 down to US$5 million in 2004 as the 

company shifted Gerber’s production base from the U.S to China.
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Table 6-6: Earnings Estimates on Standalone Globe Union, PJH, and Combined Entity 

NT$ million 

  
Consolidated 

2007E 
Consolidated 

2008E 
Globe Union 

2007E 
Globe Union 

2008E 
PJH  

2007E 
PJH  

2008E 

Net sales  22,303 27,020 13,982 15,038 11,095 11,982

Sales growth (%)  74% 21% 9% 8% 5% 8%

COGS  15,857 19,182 9,502 10,075 8,473 9,107

Gross profit  6,446 7,839 4,480 4,963 2,622 2,876

Gross margin (%) 29% 29% 32% 33% 24% 24%

Operating profit 1,517 1,894 941 1,157 730 832

Operating margin (%) 7% 7% 7% 8% 7% 7%

Pre-tax profit  1,453 1,681 1,023 1,228 478 610

Net profit  909 1,061 678 826 263 378

Net margin (%)  4% 4% 5% 5% 2% 3%

Net profit growth (%) 82% 17% 36% 22% 16% 44%

EPS (NT$)  3.82 4.46 2.85 3.48  NA NA

EPS growth (%)  78% 17% 33% 22%  NA NA

Source: Globe Union Data & JP Morgan Estimates 

 

In 2005, Globe Union management guided that overall OBM business should turn around and 

generate net profit of US$2 million (around 20% of the company’s 2005E net profit). In 2006, 

management expects net profits generated from its OBM business to grow by 150% to US$5 

million (around 28% of the company’s 2006E net profit) as the company: (1) continues to 

grab market share with its competitive pricing and quality products; and (2) expands its 

product line from mostly brass to ceramic products. In 2006, Gerber accounted for 25% of 

group sales losses narrow from NT$207 million in 2004 to only NT$16 million in 2006.45  

Gerber intended to introduce more high-margin faucet products to offset the lower-margin 

ceramic products. As for Home Boutique, it has sales of nearby NT$400 million in 2006. It 



 88

plans to open one to two new stores in Taiwan and possibly two new stores in the tier-one city 

in China. As for PJH, Globe Union leverages the extensive knowledge in marketing and 

distribution of PJH’s management to help it expand its global own-brand business to 

European market. On the production side, PJH will be supported from China manufacturing 

facilities, which should be a major boost to sales and earnings.  

 

6.2 Recommendation 

The analysis of this study demonstrated that the managerial processes are critical to 

implement to ensure the success of cross-border M&As, and this finding connects to the 

literature reviews in Chapter two. Some factors are recommended to bring together in order to 

achieve the success46: 

- Vision: the acquired company agreed on Globe Union’s strategic intent; explicitly identify 

the critical sources of expected value. 

- Architecture for Changes: set the right pace and work with sense of urgency; restructuring 

the organization to maximize value captures and optimizes the business of the future. 

- Leadership Style: pick the right people and dedicated fully resources and supports for the 

integration process; set creditable milestones and maintain pressure for progress by 

providing incentives to achieve targets; address cultural issues carefully; most importantly, 

to communicate clearly, early and honestly. 

 

Following the findings in the analysis, this thesis would like to propose a guideline and 

checklist of managing post merger and acquisition integrations from the management 

procedural perspectives. This study stresses several factors that are thought to improve the 

chances that the deal implementation will prove effective. These factors include: early 
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planning for the integration process, setting and communicating clear goals, identifying the 

responsible managers and providing them with appropriate incentives, moving quickly to 

define those areas where gains can be achieved, keeping everyone informed with tailored 

messages including employees and customers, integrating system quickly, being sensitive to 

cultural issues, retaining key employees, and retaining sales force activism to avoid the loss of 

customers to rivals.  

 

In addition, having the right managerial processes in post-integration enhance organizational 

effectiveness and facilitates coping with change. The supported managerial processes 

concluded in Table 5-2 are critical to successful strategy implementation such as company’s 

ASP/MPL planning, budgeting, KPI, DOA, IT management.  

 

A well designed planning process ensures that planning is an orderly process, gets the right 

amount of attention by the right executives, and has a balanced external and internal focus. 

Budgeting process is valuable in providing accurate historical data, setting benchmarks and 

targets, and defining measures of performance. A properly design KPI management tied with 

rewards and incentives is key to create energy through motivation and commitment. A well 

executed DOA process engages the empowerment and trust. A state-of-the-art information 

system supports all other corporate systems, and it facilitates analysis as well as internal and 

external communication. 




