MD Stratey Group

Strategy, Business Development and M&A advisory

Company presentation, Peter Drage / Tomas Mkrvica, 12.02.2026



MD Strategy Group

AG E N DA Strategy and M&A advisory

The Eco-System
Who is behind MD Strategy
MDSG Offering

* Strategy

* Business Development | i
O i
* M&A advisory g
Reference projects
/
\‘\
i = =

Copyright of this document is property of MD Strategy GmbH. It is not to be reproduc t wi



MD Strategy Group
Strategy and M&A advisory

MD Strategy Group and SATTELO are sister companies with complementary roles

* MD Strategy Group is an Austria-based strategic advisory and M&A boutique with extensive global network in thermal management,

focused on strategy development and complex cross-border transactions in the automotive sectors.

* Sattelo is a Czech Republic—based company specializing in thermal management solutions, with a strong focus on innovation,

engineering and industrialization support for automotive applications.

» Sattelo and MD Strategy Group are partner companies by combining Sattelo’s thermal management and engineering expertise with

MDSG’s strategic and transactional capabilities to deliver integrated solutions the global automotive industry.

SAIELO

42 dedicated specialists
Multinational team, 11 nationalities

Strong global network

Committed:
Delivered more than 220 projects
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OVERALL

VALUE

WIN-WIN

BE HONEST

KEEP SIMPLE

KEEP FOCUSED

BE IN YOUR SHOES

MD Strategy Group
Strategy and M&A advisory

Strategy That Moves Industries *
+ Our focus starts with strategy: what does the clies

: ly need
to grow? A §

» If M&A is the answer, we support the deal — and'\W
to make it work!

» True transformation comes from aligning strategy
technology, execution, and people-culture-comm

» We bring a global network of decision-makers,
experts, and deal partners — ready to supportye
across borders
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The Eco-System
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https://www.jjsimplesupport.com/
https://www.sattelo.com/
https://www.northdata.de/Sattelo%20Holding%20s·r·o·,%20Uherské%20Hradiště/ICO%2014301121
https://tacr.gov.cz/en/the-czech-idea-was-presented-to-the-world/
https://pt-teknik.dk/
https://automationalley.com/
https://auratatech.com/
https://synergy-tm.eu/en/simulation/
https://www.navist.com.tr/
https://www.md-strategy-group.com/
https://www.linkedin.com/in/s-watts/?originalSubdomain=fr
https://nexiaonecf.cz/
https://www.evdo-group.com/
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Peter Drage — Managing Partner

Peter Drage is an Austrian executive, founder, and entrepreneur with a people-first

mindset and a strong track record in automotive and e-mobility.

As co-founder and CEO of AVL gpunkt, he played a key role in shaping global thermal
management solutions, driving sustainable mobility innovation and international

partnerships across Europe. Overall — Peter co-founded six tech companies.

Peter combines strategic clarity with operational excellence — leading international
teams, scaling innovations from idea to launch, and navigating complex intercultural
environments. Peter holds a master in mechanical engineering and psychology and
strives to align strategy, leadership, and cultural transformation. His work supports
organizations in translating vision into action and guiding companies across engineering -

driven businesses.

Business Development, Company Culture and
Strategy expert
Co-Founder of:
AVL gpunkt & AVL gpunkt Deutschland
Wind2Power
Advanced Thermal Technologies
Creators Lodge
MSc for Mechanical Engineering - Thermal

Management / E-Mobility

MSc from Sigmund Freud University for Org P

Development / Psychology
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https://www.linkedin.com/in/peter-drage-unternehmens-transformer/

MD Strategy Group

Strategy and M&A advisory

Tomas Mrkvica — Managing Partner

Tomas Mrkvica is a Czech engineering and strategy leader, founder, and

managing director with deep roots in the automotive and mobility industries.

Specializing in thermal management systems and advanced engineering
solutions, he has led cross-functional teams across Europe, delivering

innovation from concept to industrialization. His career spans roles in both
technical execution and commercial development, with a strong focus on

integrating product, process, and partnership.

As the founder of SATTELO, Tomas supports clients through strategy-driven
engineering services, technical due diligence, and an incredible network. His
ability to connect deep technical understanding with strategic thinking makes

him a trusted partner in complex transformation.

Business Development , Innovation-
Technology, Global Network and Strategy
Expert

CEO, owner and founder of SATTELO and
SATTELO HOLDING

Board Member of PT Teknik

Business Lead Central Europe of Ventac
Global experience in a variety of high
management positions across automotive

industry and its supply chain,

MSc, Automotive Engineering Technology
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MD Strategy Grou
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Our Offering at a Glance

Strategy — always the starting point

We help define what the client truly needs to grow — grounded in market, technology and economics.

* Corporate & growth strategy
* Technology & product strategy (e.g. reports, roadmaps, make-or-buy)
* Cost-down & sourcing strategies (supported by our industrial partner network)
* Product ideas, development & industrialization concepts (with engineering partners where needed)
* Strategy requires Leadership — Leadership = Culture

Business Development - from strategy to revenue M&A Advisory - if growth requires acquisition

If M&A is the right answer, we make the deal — and stay on to make it

We actively open markets and create customer access. N
work.

Market entry & expansion (OEM, Tier-1, international)

M&A strat &t t definiti
Value proposition & offering definition Strategy & target definition

. L Target screening & business fit assessment (leveraging our
Sales materials & customer positioning . .
_ _ » international network)
Direct customer access via our global network of decision-makers, . . . :
Transaction execution with trusted legal, finance & process partners

incl. first reference projects _ S .
Post-merger integration, interim management & value creation
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Strategy

What to do, How to Grow and How to Execute

MD Strategy Group
Strategy and M&A advisory

Background: Technology-driven companies facing market disruption, electrification, cost pressure or regulatory change. High technical
complexity combined with organizational and leadership challenges

Problem & Project Objective

Unclear growth path (build, buy, partner,
relocate, integrate)

Missing transparency on markets,
technology and competition

Objective: define a strategy that is
technically valid, economically viable and
executable by the organization

MDSG Approach + Solution

Market, customer and competition analysis
incl. technical benchmarks and reports

Cost-down, sourcing, make-or-buy and
footprint strategies in industrial reality

Product ideas, development and
industrialization concepts (with
engineering partners)

Assessment of leadership, decision-
making, culture and execution readiness

To execute the strategy, leadership is key —
implementation through organization
development & 1:1 executive coaching

Copyright of this document is property of MD Strategy GmbH. It is not to be reproduced in whole or in part without written pemission

Implementation + Results

Clear strategic positioning and prioritized
roadmap

Strategy translated into concrete initiatives
(BD, product, sourcing, M&A)

Leadership alighment, clarified decision
rights, and improved execution speed

Management equipped through coaching
and sparring to lead transformation




Business development

From strategy to revenue through our global network

MD Strategy Group
Strategy and M&A advisory

Background: Technology companies with strong capabilities, products, or services but often limited to domestic markets or existing customer
bases. High entry barriers to OEMs, Tier-1s or new industries despite technical fit

Problem & Project Objective

Limited access to decision-makers and new
clients / new markets

Sales organizations optimized for execution,
not market entry

New markets and customers require trust,
references and positioning

Objective: initiate concrete business
opportunities and long-term customer
relationships

MDSG Approach + Solution

Joint growth planning: we collect input
from the client, add our strategic and
market view and define a clear business
development plan

Deal initiation via our network: MDSG
opens doors to relevant decision-makers
(OEMs, Tier-1s, partners) and initiates
concrete business opportunities

Client leads sales, MDSG supports: the
client owns and executes the sales process,
supported by MDSG

Copyright of this document is property of MD Strategy GmbH. It is not to be reproduced in whole or in part without written pemission

Implementation + Results

Direct initiation of customer discussions
and concrete project opportunities

First reference projects enabling long-term
framework agreements

Market expansion across countries,
industries and value-chain positions

Revenue growth directly attributable to
MDSG-initiated deals




M&A Advisory

Accelerating strategy through transactions

MD Strategy Group
Strategy and M&A advisory

Background: Technology-driven companies reaching limits of organic growth. Strategic gaps in technology, capabilities, market access or scale.
High complexity and risk in executing transactions without prior strategic clarity and post-deal integration plan.

Problem & Project Objective

Limited internal resources /or network for
target identification and deal execution

High risk of value loss through integration or
cultural mismatch

Objective: use M&A selectively to accelerate
strategy and create sustainable value

MDSG Approach + Solution

M&A as a consequence of Strategy and
Business Development, not a standalone
activity

Definition of acquisition process, target
profiles and value-creation logic

Identification and qualification of targets
via MDSG’s network and market
knowledge

Transaction execution with trusted legal
and M&A process partners where required
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Implementation + Results

Clear go/no-go decisions based on
strategic and operational fit

Structured deal execution from screening
to closing (with partners)

Post-merger integration led by MDSG, incl.
organization, culture and execution

Interim management support to stabilize
operations and realize synergies possible
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MD Strategy Group

Process Relocation to Central Europe for a German Automotive Supplier MD Strat e e

Client: Confidential (Automotive Tier 2)

Background: German automotive SME manufacturing aluminium extrusion profiles, facing high-cost pressure and limited market access as a
Tier-2 supplier in a challenging European market environment.

. . . . . MD Strategy Group
Rating criteria for supplier selection Strategy and MEA advisory

Problem & Project Objective MDSG Approach + Solution Implementation (workin progress)

Rated criteria - Generally: (using a 5-point scale, where 5 is the best and 1 is the worst).
Interest in the project
1 - Shows only basic interest, limited engagement or initiative, participation mainly on request.

3 - Demonstrates moderate interest; responsive and cooperative, but not fully proactive in exploring opportunities or improvements.
5 - Highly interested and motivated; actively proposes ideas, seeks deeper understanding of project needs, and shows strong commitment to

Cutting operations

Quality Performance

succes Sfu | |y re |Oca te d an d 1 - No prior experience with VDA 6.3; implementation only planned o in early preparation phase.

3 - Some experience with similar quality management standards e.g., ISO 9001, IATF 16949) but limited direct application of VDA 6.3.
fu I |y 0 pe rat IO n a | In CZ ec h Experience in automotive supply chain

5 - Actively applying VDA 6.3 in intemal audits and supplier evaluations; process fully integrated into the company’s quality system
. ence
Re p u b | IC 3 - More than 3 years of experience

5 - More than 5 years of experience

Declining competitiveness Clarified requirements and
due to high manufacturing defined technical,
costs in Germany commercial and cultural

_ . criteria
Strategic decision to relocate

cutting operations to a
lower-cost country

Conducted market
screening with longlist,
shortlist, site visits and

Communication & Support

Stable supplier relationship - Provides ony basic commuricaton; low o ncomplet respanses, mied Englh proficency, and miimal techricl o project support,

3 - Provides standard communication; generally respensive and cooperative, though occasional delays or limited initiative may occur.
5 - Demonstrates proactive and highly effective communication, fast responses, transparent information sharing, and strong technical and project

established with aligned
processes and standards

Limited existing supplier audits
network and market Structured RFQ process,

knowledge in Eastern Europe offer comparison and
decision support

Cultural and language
alignment ensured
between German and

Objective: secure a reliable, Czech teams

cost-efficient production
setup without supply risk in
Eastern Europe best-cost
location

Designed end-to-end
relocation and supplier
ramp-up concept

Additional potential
identified for product
expansion and further cost
optimization
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Battery Technology, Market & Strategy Assessment for Cold Plate Systems
Client: OEM (Battery Thermal Management and others)

MD

MD Strategy Group

Strategy and M&A advisory

Background: Tier-2 battery cold plate manufacturer facing rapid technology evolution, increasing competition and rising OEM expectations as
battery thermal management becomes a strategic differentiator in xEV markets.

Problem & Project Objective

MDSG Approach + Solution

Implementation + Results

Rapidly evolving battery
technologies (fast charging,
new chemistries, solid-state)

Increasing competitive
pressure and risk of cold
plate commoditization

Limited transparency on
competitor capabilities, OEM
pain points, and future
requirements

Objective: build a fact-based
view on technology, market
and competition and define
a robust growth strategy

Deep technical analysis of
battery thermal
technologies with focus on
cold plates

Comprehensive supplier,
competitor and benchmark
assessment across OEM
segments

Translation of OEM pain
points and regulatory
trends into technical
requirements

Derivation of strategic
positioning options and
concrete roadmap for AKG

Clear understanding of
future-relevant cold plate
technologies and design
architectures

Market positioning defined
from component supplier
to strategic development
partner

Strategic roadmap covering

technology, portfolio,
partnerships and target
customers

Foundation created for
diversification and
sustainable growth
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Smaller battery plates that is
placed under the battery modules,
which contain sections in which a
liquid flows to manage battery
temperature

Applicable for Prismatic, Pouch

E.g. Ford Mustang Mach-E

Large battery plate that is placed
under the battery pack/modules,
which contains sections in which a
liquid flows to manage battery
temperature

Applicable for Prismatic, Pouch

E.g. Volkswagen ID.3

Prismatic-shaped cooling plates in
between the cells with the liquid
coolant circulating through the plate
to manage battery temperature
Applicable for Prismatic, Pouch

E.g. General Motors ~ Volt, Bolt

24.1 Deep dive into Solid State Batteries




Business Development & Market Entry for E-Mobility Test Lab (Peter Drage pre-founding of MDSG) MD ma?e:;:i‘:‘:ﬂ%&?dz‘;gs
Client: Confidential (E-Mobility Test Lab)

Background: E-mobility testing company with strong technical capabilities, historically focused on the domestic market, aiming to enter the
German-speaking OEM and Tier-1 market.

Problem & Project Objective MDSG Approach + Solution Implementation + Results
T

Strong dependency on Sharpened service offering
domestic customers limiting and value proposition for
growth potential DACH OEMs and Tier-1s

Multiple German-speaking
OEM and Tier-1 customers

successfully established

Creation of tailored sales
No access to DACH OEMs Long-term framework

materials and prioritized .
and Tier-1s despite relevant > agreements securing stable

target customer list
test capabilities & revenue base

Direct customer access via Expansion from pure
Missing experience with MDSG network incl. s e
German customer meetings and portfolio development-related
expectations, culture and presentations services

rocesses , -
> izl SnalaliEi S ol _ Client positioned as trusted
German customer culture in

Objective: establish . . cross-border partner
susjtainable OEM/Tier-1 sales and project execution despite market downturn
customer relationships and

framework agreements in

DACH
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Get in touch with us

Contact

MD Strategy Group

PETER DRAGE

MANAGING PARTNER

e +43 664 88421434
md-strategy-group.com

o Mariatrosterstr. 18/2, 8043 Graz, Austria
(=) peter@md-sg.com

MD Strategy Group
Strategy and M&A advisory

MD Strategy GmbH
Mariatrosterstrasse 18/2
8043 Graz, AUSTRIA

www.md-strategy-group.com

MD Strategy Group

TOMAS MRKVICA

MANAGING PARTNER

e +42 077 8042 862
md-strategy-group.com

o Mariatrosterstr. 18/2, 8043 Graz, Austria
(=} tomas@md-sg.com



https://www.linkedin.com/company/md-strategy-group/?viewAsMember=true
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