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	CORE MESSAGES	



	
	Lead customer conversations with these key points. Your salesperson will schedule a dedicated meeting to discuss specifics with each customer.



	The combination is complete. Acquirer and Acquired Co. are now one company.



	Customers gain more value. Our combined portfolio, manufacturing capacity, logistics network, and technical expertise mean broader product choice, stronger supply reliability, and better service.



	Nothing changes immediately. All existing contracts, brands, product lines, and sales contacts remain in place. Running tenders continue uninterrupted.



	We will meet with you. Your salesperson will schedule time to discuss your specific situation and how the combined business can best serve you.



	A 90-day portfolio review starts now. We are conducting an in-depth analysis to maximize the value we can bring to customers and will keep you informed as it progresses.



	Market strategy is locally led. Management in each country will determine the optimized strategy and operational direction for their market.






	
	Use these to guide discussions with customers. Not for direct distribution.



	CUSTOMER FAQS — VALUE PROPOSITION



	Q1.  How will this benefit my business specifically?
We will work with you directly to identify how our larger portfolio and greater technical capability can create value for you. Your current salesperson will reach out to discuss specifics.



	Q2.  Will prices go up?
Pricing is driven by market conditions, not by this merger. We operate in a competitive marketplace and our products will remain competitively priced.




	CUSTOMER FAQS — SALES PROCESS



	Q3.  Will my Customer Service contact numbers change?
No. Continue using the same Customer Service contact numbers.



	Q4.  I have separate agreements with both Acquired Co. and Acquirer. Who is my point of contact?
Both contacts remain in place for now. If the Integration Sales Committee (ISC) identifies any conflicts, it will assign a single salesperson through a formal review process.



	Q5.  Will cross-selling be allowed — e.g., an Acquired Co. distributor selling Acquirer products?
The ISC will evaluate cross-selling requests with both sales teams and make decisions aimed at providing customers the most suitable products. Our goal is to maximize value for every customer.






	CUSTOMER FAQS — CONTRACTS & AGREEMENTS



	Q6.  I have different contracts with Acquired Co. and Acquirer. Which one applies?
Both contracts remain valid as written until they expire.



	Q7.  My contract is up for renewal. Will the process change?
Renewal is an opportunity to review your needs and explore additional value. Please refer renewals to the ISC in your region. The ISC may extend the existing contract or develop a harmonized agreement covering both Acquirer and Acquired Co.



	Q8.  I'm a new customer with no existing relationship. Who do I contact?
Refer new customer inquiries to the ISC, which will assign a salesperson through the account realignment process. We will present our full combined product range to deliver the best possible value.



	Q9.  I have a rebate and discount scheme in my current agreement. Will it stay?
Yes. Existing agreements, including rebate and discount structures, will be honored.



	Q10.  Can I transfer credit terms or limits between Acquired Co. and Acquirer?
Credit terms and limits in your current agreement remain in effect. Refer any related questions or objections to the ISC in your region.




	CUSTOMER FAQS — BRANDING & PRODUCT PORTFOLIO



	Q11.  Will the brand or product portfolio change immediately?
No changes on Day 1. The marketing team is actively reviewing the portfolio strategy to develop better offerings as quickly as possible.



	Q12.  Will promotional support and sponsorship programs continue?
Approved programs will be honored. New requests should be directed to the ISC.



	Q13.  Will the price positioning of individual brands change?
Individual brands maintain their own value propositions and pricing for now. Our longer-term plan is to build a combined, market-leading value proposition.



	Q14.  Will there be immediate technology sharing between the two companies?
Each company continues using its current technology for now. We are reviewing both technology platforms to identify how best to optimize what we offer customers over time.




	CUSTOMER FAQS — TERRITORIAL & PROJECT CONFLICTS



	Q15.  Two distributors compete in the same territory — one Acquired Co., one Acquirer. Will distribution channels be consolidated?
Distribution channels remain unchanged for now to avoid any disruption to service. The ISC will address channel conflicts as part of the integration process.



	Q16.  Two customers are competing for the same project, each supported by a different company. How will that be handled?
Customers will be supported based on the products that best suit their needs. The ISC will ensure appropriate support is available and will work to resolve conflicts quickly.



	Q17.  As a designer or project specifier, do I need to contact both sales teams separately?
Yes, for now — continue contacting the respective specification teams, as they hold the technical knowledge for their products. The ISC will reallocate accounts to eliminate this duplication as soon as possible.



	Q18.  Can an Acquired Co. distributor supply Acquirer products for a project previously specified with Acquirer systems?
Refer this to the ISC in your region, which will make the determination.






	CUSTOMER FAQS — PRODUCT SUPPLY CHAIN



	Q19.  Can I source Acquirer products from an Acquired Co. plant or warehouse, or vice versa?
No immediate changes to product sourcing or supply. We will communicate any changes in advance.




	CUSTOMER FAQS — WARRANTIES



	Q20.  Do existing warranties and the customer complaint process remain in place?
Yes. All existing product and system warranties from both Acquired Co. and Acquirer remain in effect. Customers will continue to receive the same level of service and support.



	Q21.  Will combined products from both companies be warranted?
Yes. Combined products will be warranted by the combined company.






	CUSTOMER LETTER



	
	Instructions: Coordinate release with sales teams on Day 1. Personalize with customer name and contact. Place on company letterhead and distribute via your normal channels (email or printed letter).



Dear [Customer Name],
We have completed the combination of Acquirer and Acquired Co. and are now one company. We wanted you to hear this news directly from us.
This is a significant step for our business — and a positive one for you. Our combined portfolio brings together the full range of Acquirer and Acquired Co. products and brands, greater manufacturing and logistics capacity, and deeper technical expertise. The result is broader product choice, stronger supply reliability, and better service across every geography we serve.
Nothing changes for you immediately. Your existing contracts, pricing, and contacts remain in place. Running tenders will continue without interruption.
In the coming weeks, your sales representative will be in touch to schedule time with you personally — to review your specific situation and explore how the combined business can create more value for you.
Thank you for your continued partnership. If you have any questions in the meantime, please reach out to your sales representative directly.
Sincerely,

[Name]
[Title]

	Questions from customers?
Contact your sales representative or reach out to the ISC in your region.
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