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Key Financials
FY23E FY24E FY25E

Revenuesɯʍqɰ 427 446 470

EBITDAm(%) 22.27 23.90 26.07

FCFO/Sales (%) 12.49 12.84 14.47

Adj. NFP (ʍqɰ 260 192 133

Adj. Leverage ratio 2.7x 1.8x 1.1x

Investment Summary
GVS,HOLDONTIGHT

BUSINESS: FILTEREDMARKETNICHES

INDUSTRY: THRIVINGINFERTILEGROUNDS

VALUATION: THREESTAGESFORA FAIRPRICE

FINANCIAL: DEBT HOLDING BACK GROWTH

Our forecasted 1Y Forward Target Price of 6.42ʍɡwith a 5.25% upside, is the result of a DCF-based valuation
corroborated by Monte Carlo simulation, sensitivity and tornado analyses. The stages of our DCFreflect the different
growth profiles which we believeGVSwill experience: 1)First stage (FY25E-30E),characterized bymoderate-high growth
rates reflecting the sustained demand for medical devices, the ĮňƐĎŬŲŇĎňŲŬʀrebound in the automotive sector and the
increasing demand for PersonalProtective Equipment. 2) Second stage (FY31E-35E), when we expect a lower but still
favorable momentum for the whole market. 3) Terminal growth stage, with a 2.50% perpetual growth mainly driven by
market crowding. Moreover,to confirm and strengthen our@:VʀŬresults we carry out a Multiple Valuation basedon the
EV/EBITDAand the P/E ratios, which also allows us to incorporate the market expectations on the Company. Finally,we
also investigate the impact of anoverlyaggressiveM&Ascenario in the short-term onWÑµʀtarget price.

After experiencing an exceptional surge in Sales during the Pandemic with a 37.89% EBITDAmin FY20, GVSsaw a
substantial contraction in Revenuesand margins (EBITDAmfell to 17.20%in FY22). The favorable external environment
will lead the EBITDAmto return to pre-Pandemic levels, even though at a slow pace due to WÑµʀsubpar competitive
positioning . At the sametime, recent acquisitions have left the Groupwith an overwhelming debt burden, leading to a
covenant breach and hindering further future expansion. Therefore, the inability to engage in acquisitions in the short
term is likely to constrain a strong upside potential of the share price . In summary,we foresee i) moderate expansion
(5.35% FY23E-33E Revenues CAGR),ii) sustained cash flow generation (8.44% FY23E-33E FCFF CAGR),iii) incisive
deleveragingpolicy leadingto aviablecapital structure (Debt-Equity ratio of 59%in FY27E,assessedonbookvalues).

Foundedin 1979by GraziaValentini andher father, GVSis an Italian-basedcompany,with aʍ1.07B MarketCapandʍ427M
in Revenuesin FY23E,operating in different market segments of the Filtration Industry with its 3 divisions: Healthcare&
Life Sciences,Energy& Mobility and Health & Safety. These three separate divisions merge into one operational core,
generating synergiesacross all product families andreflecting the flexibility and dynamism of WÑµʀbusiness model. The
Group'sstrategy is based on aɽglocalɾapproach, which reflects the strong collaboration between the Company(as a
global manufacturer ) and local partners, and ensures substantial transportation cost savings, since products are sold
directly from their manufacturing locations. Settled in market niches, the Companybenefits from formidable entry
barriers set by the stringent regulatory landscape of the Filtration Market. Certifications of product quality, in fact, help
in solidifying GVS'market share, yet also pose challenges: the expensive and time-consuming process tied to these
certifications reduces clients' incentives to change suppliers and thus makes it harder to expand the customer base.
Mostly exposed to developed regions (USand Europe),GVSaims at further expanding into emerging markets. Indeed,
extending its geographical footprint and broadening the product portfolio are the main rationales behind a sustained
M&Aactivity carried out over the years, which represents akeyvaluedriver of the Company.

TheGlobalFiltration Marketis a thriving environment, worth roughlyʍ6.3B in FY22 (excludingdisposablemasks),following
asteadygrowth at a5.11%CAGRin FY19-22. Tostudy the possible future evolution of this market andanalysethe different
growth drivers, we create our Industry Proprietary Model which properly reflects the segmentation in three end-
markets . The market growth drivers can be summarizedin i) population ageing, which affects the incidence of chronic
diseases,ii)automotive industry evolution and iii)stricter regulation on workplace safety . Overall,these drivers will lead
to a 4.94% MarketCAGRin FY23E-33E. Within the realm of Healthcare,while leading pharmaceutical competitors boast
extensive product portfolios, GVSpositions itself in the specialized niche of filtration products , suffering from the
established reputation andcommercial channelsof these industry giants. In the fiercely competitive Automotive sector, a
shift to E-mobility is reshaping the industry , eventhough GVSis not actively embracing this revolutionary trend. Finally,in
the Safety market, GVSoperates in line with its peers, offering abroad range of sophisticated products known for their
top-notch quality anddesign.

RISKS: SAILINGUNCERTAINWATERS
GVSconsistently engagesin proactive risk management,diligently monitoring activities to identify and addresspotential
risks. In the near future, the Companywill face heightened concerns related to i) potential supply chain disruptions
affecting the manufacturing of specific products, due to the :ōŇŦëňƗʀŬhigh reliance on raw materials and ii) M&A
execution hurdles, including successful integration of acquired companies and target selection issues. Moreover,with a
markedly higher turnover rate compared to competitors, employee retention poses a critical threat, which jeopardizes
operational continuity and implies increased recruitment costs. Looking ahead, the Companyrecognizes strategic and
competition -related risks embracing both increased competitive pressures and a technological disparity with
competitors .
ESG: BEYONDTHENUMBER

Through our ESGproprietary model based on 74 key metrics , we assessWÑµʀbehavior and assign a 6.00/ 10score,
corresponding to a BB valuation. Despite the :ōŇŦëňƗʀŬincreasing focus on ESGissues, its policies are currently
insufficient to position it as a standout player. GVSfalls behind the industry averagein both Environmental (especiallyin
energy efficiency, CO2 emissions and waste reduction) and Social (turnover employees and workplace injuries) pillars,
signalinganeed for improvement in sustainability practices . Finally,intricately linked to the challengingrole of Massimo
ScagliariniasCEOandmainshareholder,some concerns also arise with respect to the Governanceside.

We initiate our coverage on GVSwith a HOLDrecommendation and a one year-end target price of ʍ6.42/share ,
implying a 5.25% upside on the 9th February 2024 closing price ɯʍ6.10/share). Combining high quality products with a
strategic diversification approach across various end-markets , the Companyhasshowcasedremarkableachievements
throughout the years. The organic expansionis coupled by strategic M&A activities, representing an important growth
catalyst for the Company. However, the excessive level of indebtedness stemming from recent acquisitions, combined
with the WũōŵŦʀŬfocus on integrating recently acquired companies, currently hinders GVS from pursuing further
inorganic expansion. Nonetheless,we maintain an optimistic outlook for the future, viewing the current landscape as a
setting for new paths to growth . Our target price, in fact, reflects :ōŇŦëňƗʀŬability in riding profitable growth
opportunities and resilience in overcoming challenges. Comparedto the past, the stock is currently traded at a lower
price becauseCovid-19generated a deviation from the normal trend of the demand,thus pushingup Revenuesandhence
expectations.

Source: team assessment
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GVS Group S.r.l. 60.00%

Voting Rights 73.68%
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7-Industries 3.12%

52-week High ʍȭɠȫȭ 
52-week Low ʍȫɠȧȧ 
Avg. Daily Volume (52w) 118.64K
Daily standard deviation 2.92%

Stock Performance
1 Month: +11.43%
6 Months: +8.36%
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OUR SUMMARY IN CHARTS

Amongspecializedcompetitors, GVSpositions itself as a small yet dynamic player in the complex landscapeof filtration
solutions , anintricate industry characterized bygrowth andresilience, though not without challenges. Foundedin 1979by
GraziaValentini andher father Renato,GVShastransformed itself from a small facility producing medical filters for blood
treatment into a globalmanufacturer in the Filtration Industry (Exhibit 2), recording a MarketCapofʍ1.07B andʍ387.59M
Salesin FY22(Exhibit 3).
GVSmanagedto turn the challengingtimes of the Pandemicinto a stock market triumph , making its debut on the Italian
Stock Exchange in June 2020. The Italian-based group, operating in more than 10countries, is made of 33 companies
(Annex1) and 29 commercial offices located all over the world. Its facilities are present in Italy, United Kingdom, Brazil,
UnitedStates, China,Mexico,RomaniaandPuertoRico.
TheCompanyis controlled byMassimoScagliarini, who assumesthe dualrole of CEOandmain shareholder ashecontrols
a substantial 60%of theWũōŵŦʀŬshare capital andowns 73.68%of voting rights . OverseeingallWÑµʀcrucial aspects and
exercising significant authority , Massimohas also demonstrated to haveɽŬĿĮňin the ĤëŇĎɾby personally ensuring the
financial stability of the family business.
MISSION. With over 5000 employees,WÑµʀmission is to protect ŦĎōŦŁĎʀŬlivesusing the power of science and technology
to deliver cutting -edge products . Flexibility, quality and attention to detail are the strengths through which GVSaspires
to successfully meet the changingdemandsof the market.

THREEDISTINCTIDENTITIES,ONEOPERATIONALCORE
Throughout the years, the Grouphas enlarged its presence far beyond Italy, reaching other Europeancountries, North
America and Asia (Exhibit 3). Its customers base comes from both Business-to-Business (B2B) and Business-to-
Consumer(B2C)segments (Exhibit 4),with the former (78% of FY22 Revenues)identifying industrial customers like drug
manufacturers, OriginalEquipmentManufacturers(OEMs)andTier 1and2 suppliers, andthe latter (22%of FY22Revenues)
including onlineandspecializeddistributors (Annex3). Threedistinct divisions convergeinto one operational nucleus, with
the sameproduction plants and professionals, common manufacturing processes and technologies, fostering synergies
acrossproduct families. Theextensiveproduct portfolio offered byGVSis organizedin the following divisions (Exhibit 5):
i) Healthcare & Life Sciences (H&LS) - With over 1700customers in 80 countries, it represents the highest contributing
division of the Company(63.31% of FY22 Revenuesand 28.69% FY19-22 CAGR),designing and manufacturing filters and
components mainly deployed in medical and laboratory end-markets. Moreover, its countercyclical nature establishes
H&LSdivision asastrong asset for the Company,enhancingthe overall resilience of the Group.
ii)Energy& Mobility (E&M)- Createdin 1983andstrongly affected byCovid-19(19.95%of FY22Revenuesand-4.32%FY19-
22 CAGR),it spansacross multiple filtration enginetechnologies belongingto the automotive industry. Overthe years,the
contribution of the division to the top-line more than halvedsince FY19. Currently, the rise of E-mobility posesachallenge
for GVS,dueto the needof providing the market with newproducts related to hybrid andfull-electric vehicles.
iii)Health & Safety (H&S) - It provides devices used in the field of personaland collective respiratory protection, such as
full and half masks, with a strong focus on reusability , and High Efficiency Particulate Air (HEPA) Panels. After
experiencing a fast growth during the Pandemic (16.74% of FY22 Revenuesand 39.32% FY19-22 CAGR),Revenueshave
more than halvedin the post Pandemic,dueto a reduction in the demandfor face masks (-31.68%CAGRFY20-22).

COMPANYPRESENTATION: ITALIANSFILTERBETTER

Source: Company data, team assessment

WÑµʀ ²ĎƐĎňŵĎŬ ĤũōƑŲĪ ɷExhibit 3

REVENUEDRIVERSANDSTRATEGICGUIDELINES
In recent yearsGVShasexperiencedaconsiderablegrowth in Revenues(19.45%FY19-22CAGR)thanks to (Exhibit 6):
1) SETTLEMENTIN MARKETNICHES. GVSoperates in markets known for their high barriers to entry , characterized by
stringent regulations, escalating safety standards and sophisticated technological solutions . Theprotracted approval
timelines of certifications andvalidationprocessesfor final products fortify GVS'position, who leverageson its experience
and know-how. Reflecting its compliance with technological changes and regulatory requirements , the Companyhas
been awarded the key quality managementsystem certifications . Facilities operate according to the CEmarking and a
wide range of products is registered with the FDAin the USor possessescountry specific licenses. Within the realm of
Filtration, GVScapitalizes pivotal opportunities for organic growth , aligning with the dynamic trajectory of this thriving
sector .
2) ATTENTIONTO MARKETNEEDSAS A ROOTFORLONG-LASTINGCUSTOMERRELATIONSHIPS. As demonstrated
during the Pandemic, the Company is capable of promptly meeting market demands. Indeed, the recalibration of
production facilities and the strategic expansion into new product lines has shown the businessŇōĊĎŁʀŬflexibility and
dynamism. Constantly focused on the ever-changing needs of its customers, partners and associates, GVSdedicates
itself to satisfy their specific demands, leveraging on 9 global R&Dcentres, 7 testing laboratories and over 100 R&D
professionals. Nevertheless, the Group does not possess patents that would set it apart from competitors . GVS,
instead, aligns itself with industry rivals by either creating or acquiring new patents (Annex2). Collaboration with B2B
customers, from the product conception phase to its industrial production , is a key factor for the continuity of
commercial relationships in the long term. TheGroup'sstrategy is basedon the so calledɽglocalɾapproach, emphasizing
the synergy of local partners' agility and flexibility with the international footprint of global operators . Fuelling the
strongest possibleadvancements,suchamethod helpsreducing both time to market andtransportation costs, as85%of
products are sold directly from their manufacturing sites .
3) GROWTHANDDIVERSIFICATIONTHROUGHM&A. GVShas historically demonstrated great ability to fuel growth with
external expansion,with 17acquisitions carried out since 2009. Overthe years,the Companyhasconsistently favored M&A
as a key valuedriver, rather than relying on internal R&Dinitiatives . The essenceof the M&Astrategy lies in vertical and
horizontal integration , along with geographical expansion. Reflecting its beliefs and goals, GVS leverages on an
investment strategy targeting organizations that share similar technologies and, therefore, simplify the integration
process. In 2009 the acquisition of Fenchurch Group, which is one of the¾kʀŬpremier providers of Heating, Ventilation
andAir Conditioning (HVAC) services and air filters, including HEPAfilters , markedWÑµʀentry into the medical air sector.
Suchdealalsoestablished its H&Sdivision, centered aroundthe advancedElipsemask, which is still oneof the Company's
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top-selling products. The bottom-line expansionhas accelerated since 2017thanks to the complete integration of KUSS
Filtration (acquired for ʍ111.2M),which reinforced the Group in the E&Mdivision through the establishment of the new
Sport & Utility subdivision. The latest acquisitions account for 28.65% of FY22 Revenues: (a)RPBGroup; (b)Shanghai
TransfusionTechnology,STT; (c)Haemotronic SpA.
Consistently working on integrating the acquired companies andrebalancingits product portfolio, GVSwants to keepon
consolidating the recent achievementsevenoncethe exceptional circumstances of the Pandemicareover.

COSTDRIVERS
GVSspecializes in producing filters and components, where the primary cost drivers comprise raw material purchases
(plastic granules,plastic filter media, meshandmembranes; 36.43% of FY22 Revenues)andpersonnel expenses (31.87%
of FY22 Revenues)(Exhibit 7). The acquisition of raw materials is plannedaccording to incoming orders and inventories
availability, with a limited backlog visibility for H&LS and H&Sdivisions (about 1.5 months on averagevs 6 months on
averagefor E&M). TheCompanystrategically improves its cost structure byvertically integrating companies,asoccurred
in 2012with the acquisition of Maine Manufacturing, a US-based manufacturer for precision-molded plastic, filtration,
membranesandbiological technologies. By internally incorporating membrane production , most ofWÑµʀmembranesare
homemadeandcrafted within its facilities situated in North AmericaandItaly.

Source: Company data, team assessment

Source: Company data, team assessment

Cost Drivers FY22 ɷExhibit 7

INDUSTRYOVERVIEW: THEGLOBALFILTRATIONMARKET
GVSoperates in the GlobalFiltration Market (Exhibit 8),which is segmentedasfollows:
i) Healthcare & Life Sciences Filtration Industry , focused on filtration and separation of liquids and gas/air equipment
usedin the medicalandlaboratory sectors.
ii)Energy& Mobility Filtration Industry , focused onfiltration technologies employedin the mobility sector.
iii) Health & Safety Filtration Industry , focused on filtration devices for personal (masksand respirators) and collective
(HEPAfilter panels)respiratory protective equipment.
Suchpartitioning of the Marketrequires adetailed analysisof the variousIndustries to fully discern their specific features.

HEALTHCARE& LIFESCIENCESFILTRATIONINDUSTRY
TheHealthcare & Life Sciences Filtration Industry , currently worth roughlyʍ3.43B in FY22, hasbeengrowing at a 7.25%
CAGRin FY19-22(source: IndustryProprietaryModel,Statista). What in the '70swasabiomedicalgrowing segment is now a
market with a wide range of advancedproducts capable of addressing an ever-expandingnumber of medical needs. It
offers filters, disposable components and membranes for filtration of liquids and air, and separation solutions with
multiple applications suchasinfusion, transfusion anddialysis.
DEMANDDRIVERS. Theimportance of living ahealthy life hasmarkedlyheightened since the Pandemic,underscoring the
pivotal role of medical equipment in our daily lives. Whenanalysingthe determinants of the Healthcare Industry, our focus
centers on the following forces driving demand. With an expected population of 9B in 15 years (source: Statista),
population ageing (Exhibit 9) will leadŬĎňĮōũŬʀworldwide incidence to increase from 12.50% in 2022 to 21.27% in 2050
(source: IndustryProprietaryModel,OurWorldInData). In turn, such anincreasedirectly impacts the number of individuals
affected by chronic diseases, which is expected to rise from 20.24% in 2022 to 33.85% by 2050 (source: Industry
ProprietaryModel,OurWorldInData). Thistrend points at asignificant rise in healthcareneeds,fuelling demandfor medical
devicesandbiomedical tools.

Vehicles and emissions ɷExhibit 10

Population ageing per region ɷExhibit 9

Source: Statista, team assessment

ENERGY& MOBILITYFILTRATIONINDUSTRY
TheEnergy& Mobility Filtration Industry , currently worth roughlyʍ0.88Bin FY22,hasexperienceda-4.50%CAGRin FY19-
22 (source: IndustryProprietaryModel,Statista). With time, vehicles haveevolvedandemission standards havetightened,
prompting the development of advancedfiltration systems to addressenvironmental concerns. It includes a wide range
of filters and components with applications in vehicles security and powering, spanning gasoline, diesel and urea
technologies. However, in recent years,supply chain disruptions and economic downturns strongly affected the entire
market, resulting in anegativeaggregategrowth.
DEMANDDRIVERS. Sincefilters are mostly usedin transportation, market demand drivers canbe traced byanalysingthe
automotive andother affine sectors :
i) Worldwide motor vehicle manufacturing industry . Theproduction declined from 92Mvehicles in 2019to 85Min 2022
(source: Industry Proprietary Model,Statista; Exhibit 10), mostly due to the latest negative economic shocks. During the
Pandemic,the car industry suffered a strong decrease in sales, plunging fromʍ2.88T in FY19toʍ2.52T in FY22 (source:
Industry Proprietary Model,Statista), primarily attributed to stringent lockdown policies resulting in a temporary halt of
various business activities . As the negative cycle comes to an end, we expect volumes to be restored to pre-Pandemic
levelsby2025.
ii) Net-zero emission goal. To prevent a net increase in atmospheric pollution, the International Energy Agency has
outlined to ceasesalesof combustion enginevehiclesby2035. Shifting from fossil fuels to electric andhydrogen fuel-cell
vehicles, the expected reduction in permitted pollutant emissions (source: World Bank) requires advanced filtration
systems. Since hybrid and electric vehicles necessitate fewer filters when compared to traditional combustion engine
ones,the overallproduction volumeswill decrease,partly offset byhigher prices for more sophisticated technologies.

HEALTH& SAFETYFILTRATIONINDUSTRY
Currently worth roughlyʍ33.54B in FY22, the Health & Safety Filtration Market has been growing at a 177.51% FY19-22
CAGR(source: Industry Proprietary Model,Statista). However,when excluding the contribution of disposable masks, the
market is worth roughlyʍ1.92B in FY22 with a 6.87% CAGRin FY19-22. It presents components for the medical sector and
respiratory devices,Covid-19protective masksandprofessional masks. Theunparalleled growth rate reflects the impact
of the Pandemic,with industry participants going under strategic transformation of their production facilities to cater to
the demandfor health-related needs andto take advantageof the sizeablebusinessopportunity. Specifically, the market
for disposable face masks experienced an astonishing shift , escalating from ʍ1.24B in 2019to ʍ204B in 2020 (source:
IndustryProprietaryModel,Statista). Nevertheless,asthe emergencysubsides,the market growth will soonstabilize close
to its pre-Pandemic level.
DEMANDDRIVERS. Overthe past years, the International Labour Organizationhas adopted a global strategy to improve
occupational health and safety , emphasizingthe development of a preventive culture at the workplace. Therefore, the
demand drivers of the division place roots in the PersonalProtective Equipment (PPE) sector. Theneed for safety tools
andequipment will keep on growing asstricter regulation andgreater awarenessonpractical safety measurestake place
to prevent worker injuries. In addition, the demand for PPEis also strictly linked to opposite pressures concerning the
workforce. Theglobalemployment rate is expected to gradually expand in the upcoming years,unfolding at a slow and
steady pace (Exhibit 11). However, the changing nature in work tasks and workforce between sectors , driven by
technological progress and increased skill levels, has shifted away from manual occupations to office roles (source:
EuropeanAgencyfor SafetyandHealthat Work). Thistransition will partially counterbalance the surging demandfor PPE.

Worldwide employment rate ɷExhibit 11

M
ill

io
n 

ve
hi

cl
es

0.0

1.0

2.0

3.0

4.0

5.0

6.0

0

25

50

75

100

125

150

2016 2019 2022 2025E2028E 2031E2035E

Motor vehicle
 production

Per Capita Carbon Dioxide Emissions

M
etric tons

52%

54%

56%

58%

60%

62%

Source: Statista, team assessment

Resulting from the escalating stringency around product conformity and quality, high barriers to entry characterize the GlobalFiltration
Market and its ŦŁëƗĎũŬʀsolid dedication to uphold rigorous standards. Moreover,the protracted process to obtain approvalsdetermines a
scarce incentive for customers to change supplier . In order to thrive in the sector, companiesmust impeccably meet precise andsevere
quality certifications . Facilities stick to stringent authorizations andadhereto the strict requirement of zero defection of their products .
Therefore, the regulatory landscape,which encompassesaspects suchasproduct certifications, safety andemissionsstandards,emerges
asapivotal influence shapingthe composition of the market.Survivalin this arenais anexclusivegrant for companiesthat bearaheavycost
structure to comply with ever-changing requisites, emblematic of amarket that prioritizes aquality-centric approach.

Zero Defection requirement: Navigating the Regulatory Horizon
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Revenues breakdown ɷExhibit 16
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Industry growth by end-markets ɷExhibit 15

COMPETITIVEPOSITIONING: BEATONPRICESTONOTBEBEATEN
PRODUCTPOSITIONING. GVSis hardly comparable to other companies due to its presence in multiple end-markets . To
assessthe competitive environment in which the Groupoperates (Exhibit 12,Annex9),we focus oneachsubdivision:
Healthcare & Life Sciences. A lack of differentiation and competitive prices characterize the product offering in both
Healthcare Liquid and Air & Gas. For example, in the Liquid segment, Speedflow (an Inferior VenaCavaFilter used in
chemotherapy, antibiotic and anesthesia) can be easily substituted with IV Supor and Intrapur, produced by Cytiva
(DanaherGroup)andB. BraunMedicalrespectively. Similarly,in the Air & Gassegment,WÑµʀHeatandMoistureExchangers
Filters (used within anesthesia, respiratory and care clinical areas) can be replaced by the Filta-Therm HMEF by
Intersurgical and the DARfilters by Medtronic. However,GVSis able to sell its products at competitive prices despite
competing with much larger companies, which typically benefit from economies of scale. Movingto the Laboratory &
Membranes division , the Company occupies a distinctive niche, selling its membranes and syringe filters to major
pharmaceutical companies,thanks to the specificity of its products. Despite its products areɾŵňĮŨŵĎɾɡGVSrefrains from
charging high prices, which highlights its limited pricing power with respect to larger competitors (Exhibit13). Moreover,
the Companyaims at expanding into the profitable B2C channel, since the whole H&LSdivision predominately directs
towards the B2B segment. In this regard, GVSencounters an expansion dilemma: its B2B offer is mainly addressed to
direct competitors such as Cytiva, Sartorius and Merck, which in turn resell the same products to end-customers or
integrate them ascomponents in their final goods. This dual role of competitors creates a delicate balance, limiting GVS
from venturing into the B2Cmarket without potential conflicts with existing B2Bclients .
Energy & Mobility. GVSfaces difficulties in standing out from its peers through both products offering and pricing
strategies (Exhibit 13). Again,an example of WÑµʀbest-selling product ɷthe engine oil filterɷcan be substituted by Mann
[ŵŇŇĎŁŬʀModern oil filter, comparable in terms of price and performance. On the other hand, GVScovers the most
extensive set of products , surpassing competitors who generallyprovide no more than half of its range. Moreover,the
Groupleverages on a strong integration of technological capabilities and know-how across divisions. Specifically, in
cabinair andengineair filtration, the Companyexploits the expertise cultivated in the HealthcareAir & Gassubdivision.
Health & Safety. In the Personal Safety subdivision, GVSoffers cheaper products (Exhibit 13)compared to its peers. The
:ōŇŦëňƗʀŬrecent entry into the Powered Air Purifying Respirator (PAPR) market, through RPBacquisition, allows for a
further broadening of products and clientele. Additionally, the Groupresponds to the call for sustainability by offering
reusable masks such as half masks (Elipse) and full masks (Elipse Integra), a departure from the prevailing disposable
trend observedin companieslike 3M(with amarket shareof around65%in the Safety industry). Conversely,the Air Safety
subdivision seems to be taking on a more marginal role in the business model, registering a4% organic decline in FY22,
andnoevidenteffort in stimulating inorganic growth seemto beexerted.
FINANCIALINSIGHTS. In terms of margins, GVSaligns with its industrial peers, standing at 22.27% EBITDAmin FY23E
compared to the industry averageof 21.50% (Exhibit 14). However,it still lags significantly behind the MedTechsector to
which GVSaspires to converge (MedTechaverageEBITDAm28.27%in FY23E). Furthermore, GVStrails its competitors in
terms of profitability, with a3.01%ROAin FY22 (MedTechaverage8.57% andIndustrial average17.16%)andindebtedness,
with aDebt-to-Equity ratio of 145.30%in FY22(MedTechaverage63.97%andIndustrial average115.38%).

¯ĎĎũŬʀ D9^»@! ŇëũĤĮň ĊƗňëŇĮĄŬ ɷExhibit 14

Competitive landscape ɷExhibit 12

Source: Refinitiv , team assessment

Basedon the drivers mentioned above,we construct an Industry-basedProprietary Model(Annex8)aimedat assessingthe future evolution
of the sector andable to capture the growth dynamics of the GlobalFiltration Market (Exhibit 15). Ourkey findings regarding these growth
dynamicsaresegmented bytime horizon:
i) In the short -term (FY23E-25E) we anticipate a moderate YoY growth ranging between 4-5% for both H&LSand E&MIndustries. The
former will bedriven bythe sustained demand for medical devices andthe latter bythe after -PandemicĮňƐĎŬŲŇĎňŲŬʀrebound (5.27%and
4.82% FY23E-25ECAGRrespectively). Concurrently,we forecast a substantial boost in the H&Smarket demand(8.08% FY23E-25ECAGR),
primarily attributed to the increasing demandfor professional devices to comply with heightened safety standards .
ii) In the medium-term (FY26E-30E), we foresee a persistent growth for both H&LSand E&MIndustries (4.60% and 4.58% FY26E-30E
CAGRrespectively),giventhe ever-growing incidence of chronic diseases,which necessitates continual medical support, andthe inevitable
transition towards electric vehicles to alignwith forthcoming government climate changepolicies. ConcerningH&SIndustry, the demand
for disposable masks will stabilize, resulting in a 6.15% FY26E-30E CAGR.
iii) In the long-run (FY31E-FY35E), we forecast a more subdued growth for the entire GlobalFiltration Market, primarily attributed to the
landscapeof intense rising competition (2.73% FY31E-35E CAGRin H&LS,3.58% FY31E-35E CAGRin E&M,and 3.73% FY31E-35E CAGRin
H&S). Ourprojections point towards adecline in filtration demand dueto i)a lower population growth rate, ii)a lower necessity for filters in
electric vehicles and iii)adiminished employment in industrial roles, graduallyreplaced bytechnology.

wŵũ ŵňģōŁĊĮňĤ ŦëŲĪ ōģ ŲĪĎ ^ňĊŵŬŲũĮĎŬʀ ģŵŲŵũĎ

Source: Company data, team assessment

HISTORICALANALYSIS
Since its debut on the Italian Stock Exchange,WÑµʀRevenueshave exhibited a pronounced variability (Exhibit 16),
showcasingsubstantial jumps. Duringthe Pandemic,the Companyexperiencedanastonishing top-line growth , fuelled by
the ability to meet the demand of disposable face masks. However, immediately after, it faced a negative rebound in
Revenues (-6.93% FY20-21CAGR),signaling difficulties in creating value as market needs rapidly changed. The ongoing
recovery is solely attributed to M&A strategies , reflected in a 14.63% FY21-22 CAGR,which comprises -18.21% organic
growth and32.84%inorganic growth (Exhibit 17).
BUSINESSLINESBREAKDOWN.
1. The Healthcare & Life Sciences division experienced a 28.69% FY19-22 CAGR,stemming from the high demand of
medicalequipment during the lockdownandthe substantial contribution of acquisitions.
i) Healthcare Liquid ɯʍ181M in FY22): in recent years the subdivision has experienced an extremely favorable growth
(37.62%FY19-22CAGR). In the beginning,the positive response to Pandemicneeds led to 24.74%FY20-21CAGR,then, the
strategic acquisitions of STTandHaemotronic resulted in 81.10%FY21-22CAGR(6.23%organic and74.87%inorganic).
ii)Healthcare Air & Gasɯʍ30Min FY22): exhibiting a 4.51% FY19-22 CAGR,the subdivision maintained a modest growth in
line with its peers. After experiencing anexceptional 123% growth in Salesin FY20, primarily attributed to the increased
demandfor respiratory devices,in subsequentyearsit faced asignificant contraction markedby-28.45%FY20-22CAGR.
iii) Laboratory & Membranesɯʍ34M in FY22): with a 20.89% CAGRin FY19-22, the subdivision has faced no substantial
adversities to date. Particularly noteworthy is the sizeable 56.56% surge in Revenues in FY21, driven by the sale of
products suchasthe FlameCovid-19Variants Amplification Kit, catering to Pandemic-related demands.
2. The Energy & Mobility division has been severely hit by the Pandemic, resulting in a -4.32% FY19-22 CAGR. All sub-
segments suffered a decline in Revenues: their contribution to the top-line more than halved since FY19because of
economic downturns and the subsequentdestocking issues. Specifically, the Powertrain & Drivetrain segmentɯʍ31Min
FY22) recorded a -8.30% FY19-22 CAGR,whereasSafety & Electronics ɯʍ22Min FY22) and Sport & Utility ɯʍ24Min FY22)
experienced a milder decrease (-1.18% and -1.22% FY19-22 CAGRrespectively). Since 2018, no M&A contribution has
uplifted the division, which struggles to return to pre-Pandemicvalues.
3. The Health & Safety division experienced superior growth, exhibiting a 39.32% FY19-22 CAGR(6.25% organic and
33.07%inorganic),with the:ōŇŦëňƗʀŬM&Astrategy andthe flourishing industry landscape askey value drivers .
i)PersonalSafetyɯʍ60Min FY22): with animpressive58.54%FY19-22CAGR(11.89%organicand46.65%inorganic),it is the
sole driver of the Health & Safety expansion,indicating the rising significance of the subdivision and the crucial role of
RPBacquisition in expandingthe product mix. Experiencinganunprecedented surge in Salesthanks to Covid-19related
products, Revenuesjumped nine-fold fromʍ13.97Min FY19toʍ132.93Min FY20 (of whichʍ100Mfor disposablemasks). In
the second half of 2021, the demand declined as the Italian public administration shifted to Chinesesuppliers for the
purchaseof FFP3masksandpartially replacedthem with FFP2ones,areain which GVSwasnot involved. Thisexplainsthe
contraction toʍ81.98Min FY21(of whichʍ51Mfor disposablemasksandʍ13.33Mof inorganic proceeds).
ii)Air Safetyɯʍ5Min FY22): contributing to roughly1%of Revenuesin FY22, the subdivisionexperienceda-21.14%FY19-22
CAGR,without anyM&Acontribution . Thedeclining trend underscoresits diminishing relevance withinWÑµʀbusiness.
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GVS organic and inorganic growth ɷExhibit 17
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DuPont analysis ɷExhibit 18

Breakdown of Cash Flow generation ɷ
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PROFITABILITY. GVShas historically reported solid EBITDAm(28.27% avg in FY19-22), which peaked at 37.89% in FY20
due to the surge in demandduring the Pandemicand more than halved in FY22, reaching a value of 17.20%. The FY22
decrease is due to both the post-Pandemic reduction in Revenuesand the higher impact of costs for raw materials
(+801bpsof SalesRatio in FY22),personnel expenses (+271bpsof SalesRatio in FY22)andservice costs (+324bpsof Sales
Ratio in FY22). Suchincreasesalsoexplainthe dynamicof EPS, which fell fromʍ0.39in FY21toʍ0.14in FY22, andthe drop
in variousprofitability measures. Indeed,ROEstrongly declined from 25.79%in FY21to 9.67%in FY22, primarily dueto the
drop in both ROSfrom 22.20% in FY21to 8.1% in FY22 and Asset Turnover from 56.37% in FY21to 39.48% in FY22
(Exhibit 18).
CASHFLOWSANALYSIS.WÑµʀOperating CashFlows (Exhibit 19)havegrown at a 16.90%FY19-22 CAGR,reaching a peak
of ʍ105Min FY20. This rise was primarily driven by a huge increase in face masks sales, resulting in an averageOCFto
SalesRatioof 22.2%. In turn, Free CashFlows have supported , to someextent, inorganic growth initiatives (suchasSTT
acquisition financed withʍ55Mcash)andshares buy-back (suchas the one realized in FY21-22 forʍ4.8M). TheCapExto
Sales Ratio remained quite stable in the last years (6.78% avg. FY19-22). Finally, in recent years, working capital has
absorbed a considerable amount of resources (avg. Changein WCof ʍ17.02MFY19-22) due to contrasting pressures:
i) DaysSales Outstanding increased from 56 daysin FY19to 68 in FY22, ii) DaysPayableOutstanding instead improved,
increasing from 52daysin FY19to 107in FY22, iii)DaysInventory Outstanding rose extraordinarily from 167daysin FY19to
273daysin FY22dueto client destocking experiencedin the Healthcare& Life SciencesandEnergy& Mobility divisions.
CAPITALSTRUCTUREANALYSIS. The Debt-to-Equity (D/E) Ratio assessedat book values experienced a substantial
surge, escalating from 41% in FY20 to a notable 145% in FY22, due to ʍ150M loan in FY21andʍ230M loan in FY22 to
finance recent acquisitions . For theʍ150Mfinancing line, GVSentered into 3 interest rate swapswhich allowedto switch
from a variable to a fixed cost of 3%. Notably, the Companyleft unhedgedtheʍ230Mmajor financing line, with interest
payments determined as the Euribor six-month rate plus a spread (tied to the Net Financial Position/consolidated
EBITDA,from aminimum of 100bps if the ratio is less than 1.25to amaximumof 245bps if the ratio is greater than or equal
to 4). Thediscernible increase in debt underscoresGVS'heightened reliance on external funding , strategically employed
to sustain its M&Aactivities . Such decision is reflected in the :ōŇŦëňƗʀŬlevel of cash, going from ʍ58.54M in FY19to
ʍ135.17Min FY22, which in turn contributed to satisfying levelsof the Current Ratio in FY19-21(avg. 2.44). In FY22, Current
Ratiodeclined to 0.63dueto the reclassification ofʍ366.60Mof long-term debt into short -term debt, originating from a
technical covenant breach that sawGVSsurpassingthe LeverageRatio threshold (NetFinancialPosition/ Adj. Pro-forma
EBITDA)of 3.5x in June (Exhibit 20). Subsequent negotiations with the pool of lending banks led to the following
adjustments to the covenant(Exhibit 21):
i)Exclusion of anysubordinated shareholder loan from the Consolidated Financial Debt.
ii)Facilitated thresholds set at 4.25x for June 2023and4.00x for December2023.
Theseadjustments alignedwith theʍ75Mshareholder loan agreed by MassimoScagliarini in December2022andissued
in March2023. Suchastrategic moveenabledthe Companyto attain anAdj. Net FinancialPosition/Adj. Pro-forma EBITDA
value of 3.48x in December 2022, thus ensuring compliance with the covenant (Exhibit 20). Finally,WÑµʀPay-Out Ratio
stood at 2.40%in FY20 andthen experiencedasignificant uptick in FY21, soaring to 29.84%. Thisremarkableincreasewas
propelled bythe extraordinary profits for the heighteneddemandof medicaldevicesin responseto the globalhealth crisis.

PROFITABILITYANDCASHANALYSIS: AFTERTHEZENITH,A PRONOUNCEDSUNSETɤ

FUTUREANALYSIS:ɤLEADINGTOA NEWDAWN

New Leverage Ratio ɷExhibit 21

NFP 
Adj. Pro-forma EBITDA

Adjustment excludes any subordinated shareholder 
loan from the Consolidated Financial Debt

Ourprojections are based on the :ōŇŦëňƗʀŬcapability of seizing growth opportunities and its resilience in overcoming challenges. We
hold an optimistic view for the future, seeing the current landscapeas a scenario for the discovery of new paths of growth. Nonetheless,
somereservations arisewith respect to the:ōŇŦëňƗʀŬfull capacity to benefit from the external favorableconditions, stemming from i)WÑµʀ
suboptimal positioning with respect to its competitors and ii)an excessive level of indebtedness . Indeed,the current leverage acts as a
momentary constraint , impeding to engage in acquisitions and explore additional growth opportunities, disrupting a source of value
creation for the Group. In this regard, it is important to underline that the Companypursuesvalue enhancement through M&A, prioritizing it
over an internal R&Dapproach. In FY22 the Companyallocated 6% of Revenuesto R&D,aligning itself with the spending patterns of
industrial companiesbut still stepping behind the averageinvestments performed byMedTechcompanies.

µĪëŦĮňĤ »ōŇōũũōƑɢ WÑµʀ iōŵũňĎƗ !ĄũōŬŬ »ĮŇĎ [ōũĮƟōňŬ

Buildinguponthis comprehensiveoverview,we provide adetailed analysisof the pivotal drivers shapingfuture growth. To
forecastWÑµʀfuture performance (Exhibit 22),we start byestimating its Revenues,considering both current andexpected
industry trends for all the end-markets aswell asits positioning in market niches.
i) Healthcare & Life Sciences, accounting for 67.50% of Revenuesin FY23E, is poised to consolidate its position as the
powerhouse of the Group, enhancing its significant role in the product range. In the immediate future , we believe the
division to further expand its organic trajectory (4.18% FY23E-25E CAGR),propelled by an elevated demandfor medical
devices. Divingdeeper,astrategic specialization and focus on membranes production are foreseen to significantly uplift
the Laboratory & Membranessubdivision (4.90% FY23E-25E CAGR). For the medium-term , we expect the end-market to
sustain its position asthe fulcrum of the Group'sbusiness,emblematic of adiversified andcontinually expanding product
portfolio (3.66% FY26E-30E organic CAGR)reinforced by a strategic M&Aapproach (2.65% FY26E-30E inorganic CAGR).
In the very long-term we foresee moderate growth rates (3.61%FY31E-35ECAGR,comprised of 2.75%organic and0.86%
inorganic),dueto market crowding anddeclining trend drivers.
ii) Energy & Mobility, accounting for 15.89% of Revenues in FY23E, is likely to progressively reduce its top-line
contribution . After an initial period of growth , influenced by the post-Pandemicand energycrisisĮňƐĎŬŲŇĎňŲŬʀrebound
(4.02% FY23E-25E CAGR),in the medium-term we expect subdued growth (3.33% FY26E-30E CAGR),diverging from the
industry average (4.58% FY26E-30E CAGR). This trajectory results in line with the division's presently lackluster
performance and the future fierce competition . TheE-mobility poses both threats and opportunities (the lower amount
of filters neededis partially mitigated by higher prices), which result in a negative balancefor GVS,given the:ōŇŦëňƗʀŬ
lack of interest in riding this trend . Long-term growth forecasts confirm suchdiminishing trend (2.55%FY31E-35ECAGR),
with GVStrailing behindthe growth rates observedwithin the sector.
iii) Lastly, an expanding influence on the top-line growth stems from Health & Safety, accounting for 16.61% of FY23E
Revenues. Ourshort -term projections foresee acontinuous upswing in the organic contribution of the division, exhibiting
high single-digit growth rates (8.42% FY23E-25E CAGR)and soaring to 17.75% of FY25E Revenues. This surge is
attributable to the strong attractiveness of the premium price-quality relationship of its protective masksandrespirators,
providing a competitive edge that positions the Companyto outperform the benchmark (8.08% FY23E-25E industry
average CAGR). Moreover, we expect a strong medium-term growth (9.89% FY26E-30E CAGR,comprising of 6.17%
organic and 3.72% inorganic), determined by the increasing need for safety devices and reinforced by inorganic
contributions . In the long-run we expect a sustained growth (4.18% FY31E-35E CAGR)driven by a broader product
portfolio , coupledwith heightened competition .
MARGINS. InFY23Ewe expect that EBITDAmwill remarkably exceed the value reported in FY22 (from 17.20%to 22.27%)
(Exhibit 23),primarily due to i)a slightly lower impact of raw materials costs (-328bps of SalesRatio in FY23E)andalmost
unchangedpersonnel expenses and ii) an average+5% increase in final product prices (source: Companyinformation).
Indeed,the Companyonly partially shifts the inflationary pressure onto final consumers to maintain market appeal, in line
with the business strategy to adopt competitive pricing. For the near future we prudently expect a comeback to pre-
Pandemic margins in FY26E, slightly below the Company'sdeclared 27% target for FY25E (Exhibit 24). Looking ahead,
margin improvement unfolds gradually,driven by aligning the top-line with the thriving industry and easingcost burdens.
Takinginto accountWÑµʀsuboptimal positioning , our approach foresees a sizableincrease in Revenues. Indeed,despite
the Companyfalls slightly short of the market leaders, its performance benefits from external favorable conditions .

CAGR 23E-25E 26E-30E 31E-35E
Healthcare & Life Sciences 4.18% 6.30% 3.61%
Organic growth 4.18% 3.66% 2.75%
Inorganic growth - 2.65% 0.86%
Energy & Mobility 4.02% 3.33% 2.55%
Organic growth 4.02% 3.33% 2.55%
Inorganic growth - - -
Health & Safety 8.42% 9.89% 4.18%
Organic growth 8.42% 6.17% 4.18%
Inorganic growth - 3.72% -

Total GVS 4.87% 6.55% 3.59%

Organic growth 4.87% 4.83% 2.27%
Inorganic growth - 1.72% 1.32%

Future growth projections ɷExhibit 22

Source: Refinitiv , team assessment

Adjusted NFP
Adj. Pro-forma EBITDA

Covenant breach and new leverage ratio ɷ
Exhibit 20

Source: Company data, team assessment
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Team estimates vs Consensus ɷExhibit 23

In the section belowwe proceed to forecast the:ōŇŦëňƗʀŬfuture evolution by adopting a top-down approach. Westart
by investigating the most likely trajectory of the GlobalFiltration Market through our Industry Proprietary Model,to obtain
forecasts of the future demandfor the three industries. Next, by combining these estimates with WÑµʀcurrent financial
structure and competitive positioning , we assessthe:ōŇŦëňƗʀŬfuture performance andits expected Revenuesbyend-
market, profitability andfinancial position.
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Historical M&A EV/EBITDA ɷExhibit 26

FUTUREM&A: DARKCLOUDS,BRIGHTHORIZONS
GVS'valuecreation is fueled by its product development strategy, with M&Aactivities playing a crucial role. Historically,
the Grouphasfostered volumegrowth andcost easingby penetrating in adjacent niches or extending the product range.
Ourfuture outlook underscores the Company'sM&Areliance to both enhanceanddiversify the product portfolio, all while
taking into account the ongoing commitment to deleveraging and integrating acquired entities . We deem realistic the
Group will focus on a deleveraging strategy, reducing or not performing at all M&A for a while. Indeed, in our model,
acquisitions are suspendeduntil FY27(Exhibit 27), as the :ōŇŦëňƗʀŬprevailing financial conditions act as a temporary
deterrent to inorganic growth in the short term . Onceoptimal conditions are restored, we expect anacceleration in the
PersonalSafety segment, markedbyhighergrowth rates. InFY28,GVSmayventure into the firefighting nichewith aʍ70M
investment, broadening its product portfolio with technologies such as Self-ContainedBreathing Apparatus (SCBA)and
catching up to competitors like DrägerandMSA. Insubsequentyears,the Company'smajor challengewill be the complete
transition from an Industrial entity to a MedTechcompany, which is the key rationale behind future acquisitions. The
Companywill reinforce its presence in the Healthcare Industry , embarkingonadualstrategy: anacquisition forʍ150Min
the HealthcareLiquid subdivision in FY30, extending into therapeutic apheresis,andaʍ70Minvestment in the Laboratory
& Membranes segment in FY32, specifically targeting advancements in nanofiltration and reverse osmosis, critical
technologies in the industry. In addition, this acquisition may empower GVSto pioneer innovative membrane solutions
such as green hydrogen membranes. We do not foresee any M&A activities in the Energy & Mobility segment,
considering both the Company'sgrowing interest in converging to the MedTech Industry, which justifies the lower
contribution of this division to WũōŵŦʀŬSales,and the long time since the last acquisition occurred in this sector. Finally,
well-spaced intervals acquisitions will enable the Company to efficiently extract synergies: this strategic approach
allows for meticulous integration processesandensuresa measuredoptimization of resources, ultimately contributing to
the Group'ssustained growth andcompetitive advantage.
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WÑµʀ ²ĎƐĎňŵĎŬ ăƗ ĎňĊ-market ɷExhibit 24
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Standard FCFO Acquisitions

At the sametime the:ōŇŦëňƗʀŬM&Atrack record instills confidence about its ability in seamlesslyintegrating the recent
acquisitions (STT and Haemotronic) and extracting cost synergies. Reallocating production lines and reorganizing
operational activities allow the Companyto refine its cost structure within the claimed timeframe.
CASH-FLOWS. GVSwill experience a sustained cash generation (Exhibit 25) in the coming years, strategically allocated
towards both deleveraging and operating activities . The Standard OCFis expected to rise at a 7.73% FY23E-33E CAGR.
TheStandardFCFFexhibits an increase at 8.44% FY23E-33E CAGR,with occasionaldecreasesin yearscharacterized by
potential acquisitions. Relevantto equity holders, we project a rapid growth in StandardFCFE(24.95% FY23E-33ECAGR),
peakingatʍ120.33Min FY33E. This solid cash generation suggests a future dividends distribution with anaveragePay-
OutRatioof 27.40%in FY27-35E.
CAPITALSTRUCTURE. The current level of indebtedness represents aconstraint which negatively affects the ability of
the Companyto engage in M&Aactivities in the near future. For this reason,we believe that GVSmust give priority to a
deleveraging strategy . In the medium term, after the restoration of a viable capital structure , we expect that the
Companywill finance its M&Aactivities only partly with debt, not to burden its financial position again. In this regard, the
Companyrevolvesarounddeleveraging,but this strategic pursuit takes atemporary halt whenpotential acquisitions arise,
leading to a deliberate rise in debt. In addition, the expected uptick in EBITDAand the reduction in Net FinancialPosition
make the likelihood of covenant breaches highly remote in the future. Overall,we are confident about the :ōŇŦëňƗʀŬ
capability to keep a balanced capital structure and maintain a sustainable Leverage Ratio. However,anydeviation from
suchapath couldpotentially hinder the Company'sgrowth.

HISTORICALM&A: DAZZLINGLIGHT,CONCEALINGSHADOWS
With 17acquisitions since 2009, M&A strategies lie at the heart of WÑµʀbusiness model. Specifically, the growth
witnessed by the Company in the post-Pandemic years has been exclusively steered by strategic acquisitions. The
common threads of M&Aoperations rest in the need to further enlarge the product mix and increase WÑµʀphysical
presence in both established and emerging markets, perfectly reflected in the three latest acquisitions.
a) RPB Group, acquired in September 2021 for ʍ172M, is specialized in the design and manufacture of respiratory
protection equipment. It servesasacore example of the product portfolio enrichment andvertical integration strategy ,
aimed at boosting the production of professional respirators. The11.93x EV/EBITDAmultiple paid (Exhibit 26) is supported
by the opportunity to enter in new segments of Supplied Air Respirators (SARs) and Powered Air Purifying Respirators
(PAPRs). Additional synergies come from the extension of the Elipse customer base to the RPB world and the
internalization of various stages of its production process; b) Shanghai Transfusion Technology (STT), acquired in
December2021for ʍ55M,is engagedin the manufacturing of products related to blood management. This geographical
expansion has opened the doors to the appealing Chinese market justifying the 14.70x EV/EBITDA multiple;
c) Haemotronic SpA, acquired in May2022 for ʍ212M,manufactures pharmaceutical disposablebags and other medical
components, further broadeningWÑµʀportfolio . Thehigh price paid for this deal, 15.05x EV/EBITDAmultiple, is explained
by the strong reinforcement in the US and European markets and cost synergies related to [ëĎŇōŲũōňĮĄʀŬ
manufacturing sites in Mexico.

In the expansive world of filtration, it appears that GVSis skillfully attempting to mirror and adopt certain strategies that have proven
profitable for the industry giants. Within the Healthcare sector, M&A activities represent typical strategies that companies pursue to
enhancetheir competitive position. In this regard, GVS'recent foothold in Chinaachieved through the acquisition of STTaligns with the
broader industry trend of seekingto penetrate amarket rich in lucrative prospects, suchasthe Chineselandscape. Consideringthe notable
escalation in China'smedical technology market, which exhibits a pronounced increase in size from ʍ20.4B in FY17to ʍ30.6B in FY22
(source: Statista), the Chinesegovernment designedexpansionist initiatives to promote the development anduseof local medical devices.
Aʍ9M earn-out, associated with the STT transaction, is directly linked to the commercialization of a novel product ɸsterile prefilled
syringesɸinto the market, for which GVShasbeen granted anexclusive certification by the Chinesegovernment .

Venturing East: Seizing Opportunities in the Chinese Market

ʍq 2022 2023E 2024E 2025E 2026E 2028E 2030E 2035E

Revenues (Breakdown by End-Market) 388 427 446 470 492 550 634 757
Healthcare & Life Sciences 245 288 299 313 326 352 417 497

Energy & Mobility 77 68 70 73 76 81 87 99

Health & Safety 65 71 77 83 89 117 130 161

Other Revenues 4 5 5 6 6 7 8 11

Operating Costs (325) (336) (343) (351) (364) (404) (462) (553)

EBITDA 67 96 108 124 134 152 181 215

EBITDAm 17.20% 22.27% 23.90% 26.07% 26.90% 27.38% 28.12% 28.01%

D&A (38) (39) (38) (38) (37) (45) (53) (59) 

EBIT 29 57 69 86 96 107 127 155

EBITm 7.39% 13.23% 15.39% 18.09% 19.34% 19.22% 19.83% 20.23%
Net Income 24 31 41 53 63 70 82 101
Source:Company data, team assessment

Healthcare & Life Sciences

Energy & Mobility

Health & Safety

EBITDAm FY25 EBITDAmtarget

Source: Company data, team assessment

Standard FCFO and Acquisitions ɷExhibit 27

Source: Company data, team assessment

TABLE 1  ɷIS at a glance
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VALUATIONMETHODS
We issue a HOLDrecommendation on GVS,with a 1Y Forward forecasted target price of ʍ6.42 corresponding to a
5.25%upside on 9th February2024 closing price. Weobtain our target price by running a Discounted CashFlow to Firm
Model. Webelieve that the DCFmethod is the most appropriate approach to value GVS(Exhibit28), giventhe:ōŇŦëňƗʀŬ
specific businessmodel and the absenceof proper comparables. To reinforce our investment recommendation, we also
perform a complementary market -based Multiple Valuation using both Enterprise Value to EBITDARatio (EV/EBITDA)
and Price Earnings Ratio (P/E). In addition, to assess the robustness of our target price in response to shocks in key
business variables,we operate the following analyses: Monte Carlosimulation, Sensitivity, and Tornado. Finally,we also
investigate the impact of anoverlyaggressiveM&Ascenario in the short-term onWÑµʀtarget price (Annex18).

DCF stages data ɷExhibit 28

FIRST
STAGE

SECOND 
STAGE

TERMINAL 
VALUE

Years 2025E-2030E 2030E-2035E >2035E

Sales CAGR 6.17% 3.59% 2.50%

Average EBITm 19.49% 20.27% 20.23%

% on EV 17.12% 18.54% 64.34%

(ʍ
q)

Source: Company data, team assessment
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Valuation
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Tornado chartɷExhibit 33

Forecasted cost of debt ɷExhibit 30

WACC composition ɷExhibit 31

Sensitivity analysisɷExhibit 32

DCF bridge ɷExhibit 29

Monte Carlo simulation on DCF ɷExhibit 34
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We use a 3-stage DCFapproach (Exhibit 29, Table2) to discount the future expected Free CashFlow to Firm carefully
estimated in accordancewith the hypothesesoutlined in the previousɽVŵŲŵũĎ!ňëŁƗŬĮŬɾandɽFutureqʲ!ɾsections.
i)Thefirst stage spansfrom FY25Eto FY30E,whenRevenuesexpansion is expected to be primarily organic. Thisgrowth
is supported by a sharp demand for medical equipment within H&LSand safety devices in H&S, and a post-Pandemic
rebound in E&M. In addition, new acquisitions starting from FY28E delineate a distinct contribution embodying
inorganic growth, which complements the organic path. Weforesee these acquisitions to bethe maincapital outlay,with
anaverage6.6%CapExto SalesRatio in FY25E-30E.
ii)Thesecond stage covers the yearsFY31E-35Eandwill becharacterized byamoderate growth attributed to heightened
competition and relatively weaker competitive edge. The expansion will also result from the full integration of
previously acquired companies, coupled with additional inorganic contributions , allowing the Companyto maintain the
28% targeted EBITDAm. Moreover,in this stage CapExwill become pure maintenance CapEx, with a valueconverging to
the forecasted D&A.
iii) The third stage employs a perpetuity method with a constant 2.50% long-term growth, in line with our forecasted
steady state of the GlobalFiltration Market, reflecting : i)market crowding and ii)suboptimal positioning .

WACC
Our DCF valuation employs a dynamic WACC (Exhibit 31, Table 3) changing over time according to our estimated
Debt/Equity Ratioevolution andgeographic composition of Revenues.Ourassumptionsare the following:
i)For the Risk-Free Rate, we opt for a geographically weighted basket, including the GermanBund,TreasuryBills, Asian
Bonds and a term structure representative of other countries. This approach is chosen to better reflect GVS'diverse
commercial and productive activities across various regions. The corresponding yield curve will be downward sloping,
starting from 3.42%in FY25Eto 3.17%in FY35E,reachingaminimum in FY29E.
ii)Financial Leverage (D/(D+E)assessedat market values)movesfrom 26.84%in FY25Eto 19.61%in the longrun.
iii)TheCost of Debt is computed taking into account the:ōŇŦëňƗʀŬcurrent financing conditions. It is represented by the
Euribor at 6-month plus aspread tied to the NFP/Consolidated EBITDAasspecified in theĄōƐĎňëňŲʀŬmetrics. Moreover,
we decide to be prudent and include an additional spread to incorporate the:ōŇŦëňƗʀŬcapital structure and possible
future variability (Exhibit 30).
iv)TheCost of Equity is derived from the CAPM: the Equity Risk Premium changes over time according to the changein
the WũōŵŦʀŬRevenuescomposition (Annex 14), whereas the Beta is obtained through a linear regression of weekly
observationsof GVSexcessreturns since IPOonthe correspondingSTOXX600Europeexcessreturns (Annex15).

ʍq 2025E 2026E 2027E 2028E 2029E 2030E 2035E

Revenues 470 492 513 550 572 634 757

Operating Costs (351) (364) (376) (404) (417) (462) (553)

EBIT 86 96 106 107 117 127 155

Taxes 23 26 29 29 31 34 42

NOPAT 63 70 77 78 85 93 114

D&A 38 37 37 45 46 53 59

Change in the WC (2) (5) (6) (5) (6) (5) (0)

CapEx (30) (33) (36) (35) (39) (42) (59)

Standard FCFO 68 73 76 88 89 106 122

Acquisitions - - - (70) - (150) -

Standard FCFF 68 73 76 18 89 (-44) 122

Present Values 63 62 60 13 60 (-27) 51

Target Price ʍȭɠȫȩ Terminal Value ʍ4.13(64.33%)

TABLE 2 - DCF

2025E 2026E 2027E 2028E 2029E 2030E 2035E

Weighted risk-free rate 3.42% 3.30% 3.18% 3.10% 3.09% 3.11% 3.17%

Cost of Debt (Rd,Kd) 4.41% 4.06% 4.14% 4.20% 4.25% 4.29% 4.48%

Cost of Equity (Re,Ke) 9.80% 9.71% 9.62% 9.57% 9.59% 9.63% 9.80%

Equity Risk Premium (ERP) 6.65% 6.68% 6.71% 6.74% 6.77% 6.80% 6.91%

Beta 0.96 0.96 0.96 0.96 0.96 0.96 0.96

D/(D+E) Market Value 26.84% 23.93% 21.40% 21.49% 19.76% 22.68% 19.61%

E/(D+E) Market Value 73.16% 76.07% 78.60% 78.51% 80.24% 77.32% 80.39%

WACC 8.04% 8.09% 8.20% 8.17% 8.30% 8.16% 8.52%

ROBUSTNESSANALYSIS
SENSITIVITYANALYSIS. We evaluate the robustness of the DCF1Y-forward target price to changes in fundamental
variables. Sincethe TerminalValueaccounts for roughly64.34%of the Enterprise Value(EV),weundertake this analysisto
emphasizethe impact of two key factors in our DCFmodelɷthe perpetual Weighted AverageCost of Capital (WACC) and
the long-term growth rateɷin shaping the target price. The results (Exhibit 32) highlight a maximum drawdown of 14%
(compared to the current market price) in case of large adverse variations in the parameters and significant growth
opportunities in caseof positive variations. According to our sensitivity analysis,the HOLDscenario is the most frequent
(57%of total scenariosvs. 35%BUYand8%SELL).
TORNADOCHART. Exhibit 33showsthe effect of a 2% persistent shock in Operating Costs (rawmaterials purchasesand
personnel expenses),Revenuesand CapExon the DCFtarget price. Our results highlight that the target price is more
sensitive to shocks in RevenuesandOperating Costs andlessvulnerableto shocksin CapEx.
MONTECARLOANALYSIS. To assess the variability of our DCF1Y-Forward target price, we carry out a simulation
comprising 100.000 scenarios to evaluate the potential impact of quantifiable risks on our valuation. By incorporating
critical parameters asvariables,including Revenues,raw materials costs, andpersonnelexpenses,we derive ashareprice
distribution with an averageof ʍ6.42. The distribution reveals a probability of the share value falling within both >10%
upside (our threshold for a BUYrecommendation) and >10% downside (our threshold for a SELL recommendation) in
73.45% of the cases (Exhibit 34). Conversely,the probability of a downside amounts to 2.02%, while that of an upside
reachesaconsiderable24.53%.
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PRICE -0.75% -0.50% -0.25% 0% 0.25% 0.50% 0.75%

0.75% 8.20 7.75 7.34 6.97 6.62 6.30 6.00

0.50% 7.93 7.51 7.13 6.77 6.44 6.14 5.85

0.25% 7.69 7.29 6.93 6.59 6.28 5.99 5.72

0% 7.46 7.09 6.71 6.42 6.13 5.85 5.59

-0.25% 7.25 6.90 6.57 6.27 5.98 5.72 5.47

-0.50% 7.06 6.69 6.41 6.12 5.85 5.59 5.35

-0.75% 6.88 6.56 6.26 5.98 5.72 5.48 5.24

Source: Company data, team assessment

TABLE 3 ɷWACC COMPONENTS

Source: Company data, team assessment

DCF Target Price Market Price
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(73.45%)
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(24.53%)

SELL
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(2.02%)

Source: Company data, team assessment

Source: Company data, team assessment

MULTIPLEVALUATION
Despite the difficulty in drawingcomparisonswith other companiesdueto the distinctive nature of GVS'business model,
aMultipleValuationapproachmayconveyinteresting insights on the market-basedexpectations. Therefore, weuseit only
to validateour investment thesis. Moreprecisely, in line with the PeersSelection (Annex16),wecreate aset of comparable
companiesby assigninga distinct score to each company,according to its degree of comparability basedon qualitative
(product mix andbusinessmodel)andquantitative metrics (size,profitability, risk andcapital structure).

Source: Company data, team assessment

Source:team assessment

Source:team assessment

0%

5%

10%

15%

20%

25%

30%

0%

2%

4%

6%

8%

10%

12%

D
/(D

+E
) M

arket V
alueR

is
k-

fr
ee

, K
e,

 K
d,

 W
A

C
C

Risk-free Cost of Equity
Cost of Debt WACC
D/(D+E)

0

200

400

600

800

1000

1200

1400

I Stage II Stage III Stage EV Net Debt Equity
Value

225

250

868 1349

(224)
1125

DISCOUNTEDCASHFLOWMODEL

Source: Company data, team assessment

Page 7of 20



Inflation rate evolution ɷExhibit 38

Risk is an inherent aspect of all business activities . The following section presents market and business-related
uncertainties, with the aim of shedding light onWÑµʀrisk factors that could affect our investment thesis (Exhibit 36). Our
analysis is based on the likelihood and the impact of each risk (Exhibit 37) on the :ōŇŦëňƗʀŬkey financials, and
consequentlyonour target price in the Worst-CaseScenario(WCS). Inaddition, weprovide further insights in Annex19.

RISK (LIKELIHOOD) VALUATION IMPACT

M
A

R
K

E
T

A) INTERESTRATERISK(LOW): Inflation (Exhibit 38) typically leads to an increase in interest rates,
unfavorablyimpacting the Company'sfunding costs as the Groupheavily relied on debt to finance its
acquisitions . While a substantial portion of debt is subjected to fixed rates , a significant component is
basedonthe Euribor six-month rate (Exhibit39)plus avariable spread, contingent on the ratio between
consolidated Net FinancialPosition andconsolidated EBITDA.
MITIGATION: Onseveraloccasions in the past, the Companyhasengagedin swap derivative contracts
to convert floating into fixed rates, offering protection against fluctuations in interest rates. However,
analysts foresee that Central Bankswill suspenda further increase in interest rates, with an expected
decrease in the upcoming year, resulting in a low likelihood of occurrence of this risk.

WCS: +150bps Euribor

B) INFLATIONRISKONMARGINS(MEDIUM): GVSis susceptible to this risk due to its dependence on
personnel expenses and raw materials , including plastic granules, plastic filter media, mesh and
membranes. In recent years, such costs have risen accounting for 30% and 36% of FY22 Revenues
respectively. Factors such as geopolitical instability , conflicts and inflation havethe potential to drive
up production expensesfor crude oil and petrochemicals, consequently impacting on plastics prices
(Exhibit 40). Higher costs and lower margins can jeopardize the compliance with financial covenants ,
thereby exacerbating the:ōŇŦëňƗʀŬalreadyprecarious financial situation.
MITIGATION: The Group could potentially harmonize this risk by leveraging on its internal synergies,
fostering amore vertically integrated organizational structure (exemplified by the acquisition of Maine
Manufacturingin 2012,which allowsGVSto produce most of itsŇĎŇăũëňĎŬʀneedsinternally). Moreover,
the Companyshows a valuable elasticity in sales pricing as it promptly reflects alterations in raw
materials purchase costs, implementing a slight increase inŦũōĊŵĄŲŬʀprices (5% increase in FY23E;
source: Companyinformation).

WCS: -200bps EBITm

C) MACROECONOMICCONDITIONSRISK(MEDIUM): TheWũōŵŦʀŬperformance is intricately tied to the
prevailing global economic dynamics, particularly within key regions such as Europe, US, South
AmericaandChina. Aprotracted economic downturn in anyof these regions or on aglobalscalehasthe
potential to induce a substantial contraction in the demand for the Company'sproducts, thereby
impacting its economic andfinancial position.
MITIGATION: Unfortunately, this risk remains non-mitigable , given that the main customers comprise
other companies, which are in turn sensitive to the challenges of global economy, particularly in the
Energy& Mobilitydivision. TheCompany,however,could strategically minimize the risk bysharpeningits
focus on the Healthcare sector , characterized by a lower sensitivity to macroeconomic fluctuations,
and further diversifying its products across various geographical areas, attenuating its susceptibility
to crises in anysingular country.

WCS: +100bps Cost of Debt

D) SUPPLYCHAINMARKETBREAKDOWNRISK(HIGH): Any disruption in the availability of essential
components and materials would havea detrimental impact on the production of specific products. In
cases where authorized products face shortages, new approvals may be needed to use replacement
components. Within the intricate landscapeof the supply chain, the Grouphas discerned pivotal risks,
including adherence to human rights, environmental preservation, workplace health and safety,
corruption and quality of both raw materials and finished products. GVSensures that its suppliers
adhere to behavioural principles aligned with industry best practices .
MITIGATION: The supply chain undergoes continual scrutiny through the examination of incoming
materials, monitoring various performance indicators, conducting audits at production sites and
validating the status of quality, environmental, health, and safety certifications . To prevent shortages,
each production plant maintains a stock of raw and semi-finished materials , providing coverage for
approximately one month. An additional measure for risk mitigation could involve the settlement of
extended-term supply contracts . Lastly, with facilities strategically positioned worldwide, GVSadeptly
addressesthe difficulties in securing raw materials, asaccomplished in the recent plastic supplycrises.
TheCompanyseamlesslysourced the required materials from Chinesemanufacturers , showcasingthe
advantagesderived from its diversified geographical presence.

WCS: +150bps Raw Material 
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E) M&A EXECUTIONRISK(HIGH): This risk is linked to the challenge of either integrating acquired
companies or identifying underperforming businesses during the target selection process.
:ōŇŦëňĮĎŬʀacquisitions might not always result in the expected efficiency and synergies, and the
harvest of their integration maytake time to be fully reaped, leadingto unforeseen losses.
MITIGATION: Prudentmanagementof this risk entails meticulous analysisof target companies through
a Due Diligence process, with a particular emphasis on evaluating potential synergies and the
subsequent increase in operating profitability margins and cash flows. Drawing upon the Company's
past experience andtrack record in M&A,GVSis capableto approachsuchdecisions in aconscientious
andcareful way(Exhibit 41).

WCS: -125bps EBITDAm

F) EMPLOYEETURNOVERRISK(HIGH): The inability to retain highly qualified personnel (Exhibit 42) can
be a significant challenge for the Company. Losing skilled and experienced employees can lead to
disruptions in productivity , increased recruitment costs andlossof know-how.
MITIGATION: GVS aims at cultivating enduring relationships with key members and talented
individuals by implementing performance-based compensation structures, providing training
opportunities andhighlighting avenuesfor professional growth.

WCS: +150bps Personnel 
costs

MARKET

A Interest rate risk

B Inflation risk on margins

C Macroeconomic conditions risk 

D Supply chain market breakdown risk

OPERATIONAL

E M&A execution risk

F Employee turnover risk

G Loss of key figure risk

H Client destocking risk

I Competition risk

J Technological risk

LEGAL

K Regulatory and legal risk

L Reputational risk

FINANCIAL

M Liquidity risk

N Exchange rate risk

O Credit risk

Risk Inventory ɷExhibit 36
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Multiple valuation ɷExhibit 35

Heat mapɷExhibit 37
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HIGH

LOW

In this regard, each metric contributes differently to the comparability score and a great emphasis is placed on the
product mix. In the next step we use the resulting set of comparablecompaniesto create abasket of peers which serves
as input for the Multiple Valuation, based on a sequential weighting average mechanism. Moreprecisely, we assign a
weight to each selected comparable according to both the score derived from the model discussed above and the
relative importance of eachŦĎĎũʀŬindustry with respect to WÑµʀRevenuesbreakdown . Sucha meticulous selection of
peers servesto obtain aproper weighted basket for our Multiple Valuation. Then,for eachcomparablewe compute the 1Y
Forward Enterprise Valueto EBITDARatio (EV/EBITDA) and Price EarningsRatio (P/E) to comprehensively account for
potential future growth opportunities (Exhibit 35, Annex17). Finally, we evaluate the ăëŬĿĎŲʀŬweighted averageof these
multiples, which amount to 12.85x and19.34x respectively. Byapplyingthem toWÑµʀ1YForwardEBITDAandEPS(Annex17),
weget aprice ofʍ6.65(+9.02%upside)andʍ6.06(-0.66%downside)which confirms our HOLDrecommendation .
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Commodities price evolution ɷExhibit 40

Quality certificates ɷExhibit 43
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G) LOSSOF KEY FIGURERISK(LOW): GVSis characterized by the highly concentrated Scagliarini
Governancesystem, wherein 60% of shares and 73.68% of voting rights are firmly held in the family's
hands. The departure of key figures from GVS'leadership ranks, particularly if this involves the CEO
MassimoScagliarini, could lead to a loss of trust among clients and suppliers, negatively impacting a
business model built on creating long-lasting customer relationships . This risk could arise from a
potential takeover: market dynamics often see industry giants, endowed with significant financial
resources, pursuing rapid expansionthrough M&Astrategies.
MITIGATION: The potential shocks of such a risk on GVS'future trajectory are intense. However, the
enduringdedication of the family to the Companyacts asasubstantial mitigating factor, asit is unlikely
for the entire family to collectively opt for abandonment. Moreover,the Board of Directors comprises
individuals with a solid background in both practical experience and academic study, capable of
upholding the :ōŇŦëňƗʀŬstandards and social mission, even in the event of MassimoµĄëĤŁĮëũĮňĮʀŬ
departure. Toaddressthis potential scenario,GVSapproved a Contingency Plan,which defines how to
manage the transitional period of absence of the CEO.

WCS: +100bps WACC

H) CLIENTDESTOCKINGRISK(LOW): Weak market demand poses a substantial threat to the Group's
stability, as witnessed in FY22 with the client destocking . Following two years of unprecedented
Pandemic-related growth, the swift normalizationof demandhasresulted in adecline in orders for many
manufacturers operating in the Healthcare and Mobility industries. This challengemay persist until the
inventory destocking cycle comes to anend.
MITIGATION: Regrettably, this risk is inherently non-mitigable asit closelymirrors the undulating nature
of the business cycle. This destocking phenomenonstems directly from the challenges posed by the
Pandemic. However, it is important to underline that this is a low probability event, given the ongoing
recovery of the wholeeconomy.

WCS: -2.5% Revenues

I) COMPETITIONRISK(MEDIUM): Despite the:ōŇŦëňƗʀŬstrategic presence in market niches, the risk
of specialized competitors poses asignificant challenge. Further risks could arise from achange in the
competitive environment , such as further consolidation in the markets or new competitors' entrants ,
for example in China, thereby heightening the potential downside risk for GVS due to escalated
competitive pressures.
MITIGATION: GVSmitigates this risk by leveraging on existing patents that safeguard the design and
technological aspects of their products, aswell as trademarks that support the brand recognition . The
Group,endowedwith acomprehensiveproduct portfolio, provides customers with a wide rangeof high-
tech solutions, thereby sustaining a commendablemarket share. Nonetheless,the protracted absence
of innovative patented products may negatively affect WÑµʀmarket share in the future . Onthe other
hand,in recent years,the Companyhasstrategically pursuednewacquisitions, thus fortifying its market
position andopening newpotential synergies.

WCS: -1.50% Market Share

J) TECHNOLOGICALRISK(LOW): Innovation is fundamental in all Filtration related business sectors.
Hence, we believe that the failure to provide cutting -edge technologies or a deficiency in fostering
innovation could prove detrimental to the Group'scompetitive position. Thepossibility of introducing a
new offering behind competitors holds the potential for economic andfinancial repercussions.
MITIGATION: Sustaininga proactive approach in developing new products remains imperative for the
Group to consistently elevate customer satisfaction and maintain a competitive edge. With a global
network of R&Dsites, GVSaimsat following newmarket trends andimproving existing products.

WCS: -75bps Terminal 
Growth

LE
G

A
L

K) REGULATORYANDLEGALRISK(HIGH): Engagedin the Filtration Industry, GVSis subject to precise
legislation dictating the quality andsafety parameters of its products , safeguardingregistered patents
and adhering to specific regulations for production plants. Modifications to regulatory frameworks can
potentially exert influence, necessitating adjustments and refinements to ensure committed
compliance.
MITIGATION: Themitigation of this risk is effectively guided by the Director's proficiency in adhering to
the most stringent regulatory frameworks (Exhibit 43), cultivating a proactive approach towards risk
managementwithin the Group.

WCS: -1% Revenues

L) REPUTATIONALRISK (LOW): This risk arises from the potential repercussions stemming from
defects in the products offered . In an industry where great importance is placed on safety , the
occurrence of such issues could lead to substantial reputational harm, ultimately resulting in a
contraction of the:ōŇŦëňƗʀŬmarket share.
MITIGATION: The likelihood of such events is very low, given WÑµʀdeep commitment to the
development and provision of top-notch products , granted by amultitude of safety certifications such
as the zero-defection one. In the intricate process of introducing a new product to the market, the
Companymeticulously adheresto a comprehensiveprocedure encompassinga series of rigorous tests
to ensure anelevated level of quality .

WCS: +50bps WACC

FI
N

A
N

C
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M)LIQUIDITYRISK(MEDIUM): If financial resources arenot sufficient to meet theWũōŵŦʀŬlegalandfiscal
obligations, GVSmay face challenges in securing essential funds to sustain ongoing operations and
meet impending commitments.
MITIGATION: To address this risk, the Group evaluates financial needs in advance to support its
operations . This proactive strategy facilitates prompt acquisition of necessary additional resources,
ensuring a well-balanced composition concerning maturity dates, financial instruments and liquidity
availability thresholds.

WCS: +125bps Cost of Debt

N) EXCHANGERATERISK(HIGH): GVSoperates in international markets and engagesin commercial
transactions in several currencies (EUR,USD,GBPand CNY). Arising from potential fluctuations in
exchange rates (Exhibit 44), this risk carries significant implications, impacting on sales margins
(economic risk), trade payables and receivables, as occurred in FY17and FY20 when the Company
registered foreign exchangelosses for overʍ8Mandʍ9Mrespectively.
MITIGATION: The Group has not entered yet derivative contracts designed to hedge exchange rate
fluctuations . Instead, it employsanexchange rate risk management policy focused on maintaining the
target ratio between purchasesof raw materials andrevenuesdenominated in asingularcurrency below
30%(source: Companyinformation).Webelievethe Groupwill benefit from adopting financial derivatives
to hedgeagainst exchangerate volatility in the event of worsening macroeconomic conditions.

WCS: -1.5% FX Profits

O) CREDITRISK(MEDIUM): Such risk refers to the potential financial loss that GVSmay face if its
customers or counterparties fail to fulfil their payment obligations dueto insolvency(default )or decline
in creditworthiness .
MITIGATION: The Companymonitors ĄŵŬŲōŇĎũŬʀbehaviour and creditworthiness on a daily basis by
leveraging on credit assessment tools, calibrated at different degrees of solicitation and contingent
uponĄŵŬŲōŇĎũŬʀspecific knowledgeanddaysof overduepayment.

WCS: -10% Trade 
Receivables

Source: Company data, team assessment

Source: ECB, FED, team assessment

-ȧɠȮȫʍ 

(-11.52%)

-ȧɠȫȬʍ 

(-7.40%)

-ȧɠȩȪʍ 

(-3.58%)

-ȧɠȩȮʍ 

(-4.21%)

-ȧɠȨȧʍ 

(-1.56%)

Evolution of exchange rates ɷExhibit 44

EBITDAmdynamics in M&A ɷExhibit 41

-ȧɠȫȫʍ 

(-6.85%)

Source: Refinitiv , team assessment

Turnover of employees ɷExhibit 42

EBITDA EBITDAm

Source: Refinitiv , team assessment

14

23

20%

21%

RPB Group Haemotronic

EBITDA EBITDAm

34%

51%

11

24

At Acquisition At Acquisition2023E 2023E

ITA IATF 16949 2016 - IATF 16949 2016 - ISO 9001 2015 - ISO 
13485

UK ISO 9001 2015 - ISO 13485:2016

RO ISO 9001 2015 - ISO 13485:2016 - IATF 16949 2016

USA
IATF 16949:2016 - ISO 13485:2016 - IATF 16949:2016 - ISO 

9001:2015 - ISO 13485:2016 - ISO TS 16949:2016 - ISO 
9001:2015 - ISO 13485:2016 - ISO 9001 - ISO 9001

CHN IATF 16949:2016 - ISO 9001 2015 - ISO 13485 2016

MX ISO 9001 2015 - ISO 13485:2016 - IATF 16949 2016

BR NBR ISO 9001 - IATF 16949:2016

Source: Company data, team assessment

Euribor six months yield curve ɷExhibit 39

Source: Refinitiv, team assessment
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Source: team assessment
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60.0%

36.9%

3.1%

73.7%

22.6%

3.7%

Insider ownership Floating 7-Industries Holding

Ownership

Environmental, Social & Governance (ESG)

GVSgovernance ɷExhibit 50

6.18 6.01 5.92 6.006.42

7.79

6.39 6.79

E S G ESG Score

GVS Competitors

PILLAR E S G

WEIGHT 16.80% 47.30% 35.90% 100%

SCORE 6.18 6.01 5.92 6.00

Source: Company data,  Refinitiv , team assessment

Source: Company data, team assessment

ESG Score Comparison ɷExhibit 47

Source: Company data, team assessment

ESG GVS Score ɷExhibit 46

ESG grade attribution ɷExhibit 45

Source: Refinitiv

Women Employees ɷExhibit 48

Governance Committees ɷExhibit 49

Source: Company data, team assessment

ESG

ENVIRONMENTAL(SCORE6.18ɷWEIGHT16.80% - RATINGBB)

GOVERNANCE(SCORE5.92ɷWEIGHT35.90% - RATINGBB)

SOCIAL(SCORE6.01ɷWEIGHT47.30% - RATINGBB)

BB: BETTER,NOTBEST

Dependent Family Members  

Nomination & 
Compensation 

Committee

100%

Control, Risk & 
Sustainability 

Committee

100%

Independent

% of Women 

56% 44%

44%

67%

Board of Directors

67%

Board of 
Statutory 
Auditor 

100%

67%

Avg. Industry: 77%

Combined ESG Score
[Min ɷMax]

Grade

[9.17 ɷ10] AAA

[8.34 ɷ9.16] AA

[7.51 ɷ8.33] A

[6.67 ɷ7.50] BBB

[5.84 ɷ6.66] BB

[5.01 ɷ5.83] B

[4.17 ɷ5.00] CCC

[3.34 ɷ4.16] CC

[2.51 ɷ3.33] C

[0 ɷ2.50] D

In the contemporary business landscape, Environmental, Social, and Governance (ESG)dimensions are becoming
increasingly important, with active engagement at the highest levels of the ĄōŇŦëňĮĎŬʀleadership. A recent study by
NielsenIQfound that 78% of USconsumers say that a sustainable lifestyle is important to them: consumers are shifting
their spending towards products with ESG-related claims (source: McKinsey,NielsenIQ). As of 2021, the Group has
undertakenadedicated commitment to integrate the United Nations GlobalCompact principles into its strategy, culture,
anddailyoperational framework.WÑµʀcommitment rests uponthree strategic pillars :
i) responsible innovation . Actively engagingin international collaborations with other companiesandresearchentities in
safeguardingthe sustainability of its products , GVSaims at promoting a judicious application of energy andconsidering
production technologies that useenvironmentally friendly materials .
ii)ecological transition . TheCompanyis firm in the conviction that corporate sustainability arises from the conscientious
useof natural resources andthe transition to renewable energies.
iii) enhancing people. This dedication is expressly articulated in the Code of Ethics, encapsulating the core values,
principles, andguiding directives of GVS. Adherenceto the Codeconstitutes an indispensablecontractual obligation of all
individualsoperating onbehalf of anyentity within the Group.
In verifying the Company'sdeclared adherence to ESGprinciples, we conduct a thorough analysisby evaluating 74 key
metrics (26 for Environmental,28 for Socialand20 for Governance; Annex22),encompassingvariousbuckets (clusters of
individualparameters). Eachindicator is assignedagradereflecting GVS'comparative position amongindustry peers,and
the ultimate score is computed as a weighted average of these individual assessments. Theconversion from numerical
scores to letters gradeis derivedfrom Refinitiv (Exhibit 45,46).

GVSis actively undertaking a progressive shift in its energy sourcing strategy, transitioning from conventional to
renewable sources. In 2022, the Italian production sites of BolognaandAvellino,aswell asGVSFilter TechnologyUKLtd,
GVSdo Brasil and RPBNew Zealandhavesuccessfully completed the transition by securing 100% of their energyneeds
from renewable sources. Meanwhile, other subsidiaries regularly assess proposals from local distributors to further
amplify the incorporation of renewable energy into their operations. However, the Company trails behind industry
players, as it records a remarkablevalueof 740.5 in Total Energy Useper Million of Revenues. This stands at more than
twice the averageĄōŇŦĎŲĮŲōũʀŬ281.3, signalinga less favorable performance for GVS,evenif apart of this energyderives
from renewablesources. Regardingthe mobility of its workforce, GVShasbeenprogressively transitioning its employees'
rental vehicles to hybrid or electric models. Despite these efforts, the Companyexhibits a relative underperformance,
marked by higher-than-average Total CO2 Emissions per Million of Revenues (49.6 vs the average of 31.5) and Total
Waste per Million of Revenues(11.9 vs the averageof 5.6). Lastly, a distinctive feature is GVS'noteworthy commitment to
refrain from Animal Testing, an issue gaining increasing prominence in ethical considerations. This aspect sets the
Companyapart, especiallyconsidering that not all industry peersalignwith this conscientious indicator. Inconclusion,GVS
is enhancing sustainability with progress in renewables andethical commitments, yet continued efforts are needed to
align with industry benchmarks for efficiency andenvironmental impact .

TheCompanyplacesgreat emphasison workforce andcontemporary social concerns, yielding a striking outcome in the
share of WomenEmployees (from 61.1% in 2021to 59.7% in 2022, slightly lower but still far abovethe averageof 37.9%;
Exhibit 48),whereasthe Salary Gapaligns to that of industry peers. Moreover,underscoring the needfor ongoingefforts
to enhanceemployeeretention, GVSfosters increasedemployeeengagementaspart of its strategic agenda. Since2017,
the Companyhas instituted a performance evaluation method using the MyByzplatform. This system acts as a nexus
linking employeeswith department managersandproviding updates on the progress of annualobjectives. With the aid of
this software, there exists a continuous monitoring of employee performance, ensuring transparency on the progress
achieved. Nevertheless, despite the Group's dedicated commitment to address workforce concerns, it still faces a
significatively higher Turnover of Employees, showingasmall improvement from 59.4%in 2021to 56.2%in 2022, against
the averageof 15.8%. Concerningaccident reduction, there stands a sizeable gap in the Total Injury Rate which, though
exhibiting animprovement from 9.45 in 2021to 5.49 in 2022, still remains higher when compared to the industry average
of 3.81. This underscores the ongoing imperative for heightened safety measures and improvement initiatives . In the
sphere of HumanRights and Community matters, GVSaligns with the industry average, exhibiting a positive trajectory .
However,anotable observation in the realmof Product Responsibility is the absence of a CyberSecurity Policy, signaling
anareathat warrants strategic attention anddevelopment moving forward. GVSdemonstrates commendableprogress in
workforce diversity andengagement. However,the persistently highturnover highlights areasfor targeted improvement in
employeeretention andstrategic development.

Theprofound legacy of the Scagliarini family is embeddedin the roots of the Company. Joined byboth his mother Grazia
Valentini andbrother Marco,MassimoScagliarini holds the position of CEOandsole director of the Group. Hisprominent
influence is manifested through the substantial ownership of shares, amounting to 60% of the share capital and an
imposing 73.68% of voting rights , which has not changed in recent years. The presence of MassimoScagliarini as both
WÑµʀmain shareholder and CEOadversely effects the governance score, due to conflict -of-interest issues. Together
with the CFOMarcoPacini, Massimoholdsanexecutive role in the boardof directors composedby9 members(4 of whom
are women),with a majority of independent directors (5 out of 9; Annex23). The slight adjustment in the percentage of
independent board members, from 44.4%to 56.6%, still results in a substantial disparity in comparison to industry peers,
where the average proportion of independent board members stands at 73.3%. The Governance Structure is held
together by somecommittees , like the Control,RiskandSustainability Committee andthe Nomination andCompensation
Committee (Exhibit 49), both characterized by a full composition of independent directors . GVSdemonstrates not to
present governancecomplexities suchasCEODualityandChairmanasex-CEO. However,it is worth mentioning that in the
past the role of Chairman had consistently been assumed by Grazia Valentini. To summarize, despite transparent
disclosure practices, the inherent ties within a family-led structure can lead to skepticism among investors regarding
fair treatment and alignment with broader shareholder interests (Exhibit 50); however, Massimo's deep ɽŬĿĮňin the
ĤëŇĎɾɸevident in his unwaveringdedication to the Companyɸprovidesastrong counterbalance.

As a result of our model, the combined ESGscore of GVSis 6.00 out of 10, corresponding to a rating of BB (Exhibit47),
which placesit slightly belowthe averageof its peers (6.79out of 10, BBB). Despitethe progressmadeallowsthe ESGscore
to increase from the previous year (CCCin FY21),GVSstill faces various challenges in multiple areas, trailing behind its
competitors . The Company could still improve on its position in the future , for example by committing to attain the
objectives set by the ScienceBasedTargets initiative (SBTi),alreadyadopted byother industry peers. SuchScience-based
targets provide companies with a clearly defined path to reduce emissions in line with the Paris Agreement goals. We
expect GVSto focus on reducing its overall environmental impact, especially in emission reduction andenergy waste .

The surge in ESGintegration has become significantly pronounced, profoundly impacting the financial dynamics of companies in
contemporary times andGVSis bynomeansanexception. However,despite diligent efforts in addressingESGmatters, which havenotably
elevated its score from CCCin FY21to BB in FY23E, some concerns persist, primarily stemming from the concentration of ownership. A
more diversified and balanced distribution of decision-making power within the Group becomes pivotal in fostering transparency,
accountability, andensuring the alignment of corporate interests with those of shareholdersandstakeholders.

ESG Risk

59.73%
GVS 37.93%

Industry Avg.

Voting
Power

Source: Company data, team assessment
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Annex 4: Pandemic Paradigm - B2C ascends, B2B adapts

The patent portfolio held by GVSS.p.A. provides comprehensive support for all three divisions of
the Company. Globally,GVSboasts a total of 215patents, 121of which are currently active. Notably,
GVShas filed the maximum number of patents in Europe (92), followed by the United States of
America(35),a logical distribution giventhat these regionsconstitute the primary markets for GVS.
In terms of patent content, the Healthcare Liquid subdivision stands out as the most protected
one, encompassing45% of the entire portfolio . Incontrast, the PersonalSafety subdivision is still
waiting for the approval of all its patents . This aligns with the Company'sbusiness profile,
highlighting Healthcare Liquid as the most profitable division and PersonalSafety as a promising
segment for future growth.
However, the Group lacks patents that would serve as a distinctive factor with respect to
competitors : GVS,in fact, strives to match industry competitors by either developingor acquiring
patents. Anillustrative exampleis givenby the 2022patent filing for the reusableadaptor for mask,
aproduct alreadyoffered to the market bycompetitors suchas3M.

Annex 5: SWOT Analysis
We implement our SWOTanalysis assessingWÑµʀinternal strengths and weaknesses,as well as the relative opportunities and threats coming from the market. In the
following figures wesummarize,for eachcategory, the variablesusedto analyseWÑµʀoverallpositioning.

Business Description

RPB SAFETY LTD

GVSJAPAN

GVS INDIA

GVS ARGENTINA

GVS DO BRASIL

FENCHURCH 
ENVIRONMENTAL

GVS UK

GVS PUERTORICO

GVS SUZHOU

GVS MEXICO

GVS TURKEY

GVS RUSSIA

GVS
MICROFILTRAZIONE

GVS MALESIA

GVS KOREA

GVS FORTUNE

HAEMOTRONIC

RPB SAFETY 
LTD

GVS VIETNAM

GVS NA 
HOLDINGS

GVS NORTH 
AMERICA

GOODMAN 
BRANDS

ABRETEC 
GROUP

GVS SUZHOU 
TRADING

YIBO MEDICAL 
DEVICE

SHANGAI 
TRANSFUSION

SUZHOU 
TRANSFUSION

HTMEX

HAEMOTRONIC DE 
MEXICO

RPB SAFETY LLC

RPB IP LLC

RPB MANIFACTURING 
LLC

GVS THAILAND

GVS FILTRATION

Annex 1: Group Structure

!ňňĎƖ Ȫɢ WÑµʀ :ŵŬŲōŇĎũ 9ëŬĎ
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The B2B segment represents the prevailing commercial channel in the Healthcare Liquid
and Air & Gas subdivisions and half of the clientele in the Laboratory & Membranes
subdivision. Large pharmaceutical companies buy filtration solutions and resell them to
hospitals, whereas OEMspurchase specific components required for their final products.
Conversely,the B2Csegment holds a residual position in the H&LSdivision, only serving the
other half of the clientele in the Laboratory & Membranessubdivision. In such segment, end-
consumer sales areprimarily facilitated through adistribution network .
TheB2Bsegment represents the sole type of clientele in the Energy& Mobility division , with
OEMsand industrial players who extensively employ filters within vehicles and other related
industrial applications.
The Health & Safety division exclusively caters to B2C buyers directly delivering safety
solutions to final consumers. A considerable portion of B2C transactions consists of online
commerce.

B
2C

 
B

2B
 

74%

26%

Healthcare & Life Sciences Energy & Mobility

2023E
ʍ331M
Revenues

75%

25%

Health & Safety

2023E
ʍ96M
Revenues

B2B B2C

During the Pandemic, WÑµʀB2B segment experienced a downturn , with B2B transactions constituting
82.02% of FY19Revenuesvs 50.81% in FY20. Stringent containment measures, including lockdowns and
businessrestrictions, resulted in the temporary suspensionof numerousactivities . In addition, the heightened
awarenessof personal safety and the widespread adoption of disposable masks by the generalpublic have
generated significant individual-level demand. The adaptation of sales strategies to meet the changing
consumer needs has led to an upswing in B2C transactions in the face masks and other personal safety -
related products markets (fromʍ40.9Min FY19toʍ178.7Min FY20).

Annex 2: Patents

Source: Espacenet, Company information, team assessment 

Source: Company information, team assessment 

Source: Company information, team assessment 
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Source: Company information

Source: team assessment 

STRENGTHS WEAKNESSES OPPORTUNITIES THREATS

Vertically integrated 
production process

Dependence from key people in the 
management team

Shift to E-Mobility due to further 
reduction in permitted pollutant 

emissions and vehicle electrification Post transaction integration issues

Limited size compared to large 
multinational competitors and clients Rising demand for protection devices 

due to stricter regulation on 
workplace safety

Comprehensive product range with 
diversified end -markets

Inability to offer products aligned 
with the technological evolution

Long timelines for new product 
launches and complex approvals 

and certifications
Further M&A expansion

Exposure to Healthcare-related 
segments: solid growth, 

low cyclicality Exposure to Energy & Mobility 
segment: higher cyclicality

Spread of cheaper products 
on the market offered by 

Chinese companies
Successful extraction of synergies in 

China: prefilled syringe sales
"Glocal" structure , which combines 

international presence with the 
flexibility of local branches

Barriers to B2C expansionwithout 
generating conflicts of interest with 

B2B customers
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!ňňĎƖ ȭɢ ¯ōũŲĎũʀŬ VĮƐĎ VōũĄĎŬ ɷIndustry attractiveness
To assessthe attractiveness of the GlobalFiltration Industry, we delve into a deep examination employing Porter's Five Forces analysis. Scores are assignedmirroring the
strength of eachforce, with lower scores indicating areduced levelof threat. Ourconclusion is that the Industry'sresilience mitigates concernsposedbypotential threats, and
the Companystands to benefit from the positive trends within the sector.

Industry overview & Competitive positioning

How can geopolitical 
factors impact the 

company?
POLITICAL

West-East Trade Tension: Trade tensions between the West (USand Europe)and Chinaescalated during last yearsbecause
eachcountry hasenforced significant additional tariffs onawide rangeof goodsimported from the other. Theworseningof this
scenario mayhavea detrimental impact on GVS'future operating cycle, particularly in light of its recent acquisition within the
Chinesemarket.
Government Contribution : Governmentsare actively fostering the growth of the Filtration Market. An example is the annual
contribution provided to GVSby MISE(Ministero delle Imprese e del Madein Italy), designated to support investments in R&D
activities focused ontechnological innovation.

Annex 7: PESTELAnalysis
To evaluate the business environment in which GVSoperates, we perform the Pestel analysis. By analysingPolitical, Economic, Social, Technological,Environmental and
Legalfactors, wecanhaveabroaderunderstandingof the different dynamicsdriving both the market andWÑµʀbusiness.

METRIC
HEALTHCARE & LIFE 

SCIENCES HEALTH & SAFETY ENERGY & MOBILITY
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Consolidated 
relationships 

with customers

Thewholesector's revenuestructure thrives on long lasting relationships with customers.GVSboastsarich history in this regard,althoughwith a
softer echo in the Energy& Mobility division

Patents and 
know-how

Know-how stands asessential, playingapivotal role in fostering valuethrough applied expertise andspecializedskills. GVSoccupies a favorable
position within this context. Despite the lower patent added value, the divisions operate within a unique integrated system, where filtration
technology is sharedacross all three divisions.

Regulatory 
requirements

Emergingcompaniesface the intricate regulatory environment of the market. This includes compliancewith stringent standards,spanningfrom
cleanroom protocols to emissions regulations.

Technological 
innovation

Introducing advancedtechnological solutions requires substantial allocations towards R&Dinvestments (6%of FY22 Revenues).

Quality 
certificates

Quality certificates represent strong barriers to entry. Their acquisition, especially for those aligned with the International Organization for
Standardization (ISO),entails strict standards and protocols, requiring significant investments. Their approval process is expensive and time-
consuming, giving already certified companies a competitive edge against new entrants. Healthcare & Life Sciences facilities adhere to ISO
13485certifications andthe EuropeanGuideto GoodManufacturing Practice. Energy& Mobility plants are certified with ISO-TS16949. Health &
Safety production facilities havethe mainCEandNIOSHcertifications .
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Price 
performance

Inacontext demandingmeticulous adherenceto specific standardsof complianceandquality, competition is mainlydrivenbyprices. Despiteits
modest size,GVSis ableto present acompetitive pricing offering, more than adifferentiated product range.

Number of 
substitutes

In these sectors there are no real substitutes that cater to the specific needs of medical
devices andmasks.

Given its close association with the
automotive industry, this sector faces a
higher level of vulnerability to this potential
threat.
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Number of 
suppliers

The primary constituents for filter production encompass raw materials, such as plastic granules, plastic filter media and mesh, with an
additional residual component comprising membranes. Despite GVSis currently buying the PTFEmembranes from W. L. Gore& Associates
(source: Companyinformation), it has gradually decreased its reliance on membrane manufacturers over time by producing them internally.
Indeed,supplier concentration is low, with theWũōŵŦʀŬmainsupplier representing 4%of the costs for rawmaterials andservices.

Dependence on 
the industry

Rawmaterials andsemi-finished products suppliers do not dependonanyspecific market.
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Type of Buyers

Large pharmaceutical companies,
equipment manufacturers, suppliers and
distributors of final products, hospitals,
research laboratories, universities.

Specializedand online retailers, distributors,
outsourcing companies.

Tier 1and Tier 2 suppliers, manufacturers of
agricultural equipment andwatercraft .

Concentration

The Healthcare & Life Sciences customer
base is quite wide and diversified, as 51.2%
of Revenues comes from the top 15
customers, resulting in a modest buyer
concentration (source: Company
information).

In Health & Safety, the customer base has
limited diversification, since 70.5% of
Revenuescomes from the top 15customers
(source: Companyinformation).

The Energy & Mobility customer base is
entirely concentrated in the top 15
customers, accounting for 97.1% of
Revenues(source: Companyinformation).

Product 
Applications

Indicated by the considerable volume of
product applications and diverse end-
markets, there exists a significant level of
product differentiation amongbuyers.

Product applications are currently numerous
and expected to increase, given their
continued growth .

In this market, differentiation is limited as
product applications are: Combustion
Engine, Hybrid Vehicles, EV/ Batteries and
Oil& Transmission.

IN
T

E
R

N
A

L 
R

IV
A

LR
Y Diversity of 

Competitors
Themajority of competitors offers products with similar features, showcasingalimited degreeof differentiation .

Number of 
competitors

GVScompetes with much larger companies
such as Cytiva (together with Pall Life
Sciencesas part of Danaher,Market Capof
ʍ155B), Medtronic (Market Cap of ʍ105B),
standing asa true market leaderof the Air &
Gassegment, Merck (Market Cap of ʍ18B)
andSartorius (MarketCapofʍ22B).

GVS has widened its product range, but
competes with big companies such as 3M
(Market Capof ʍ55B), Dräger(Market Capof
ʍ0.9B), MSA (Market Cap of ʍ6B) and
Honeywell(MarketCapofʍ121B).

GVScompetes with giant players such as
ITW Filtertek (Market Cap of ʍ70.5B) and
DonaldsonInc (MarketCapofʍ6.85B).

1/5

3/5

4/5

3/5

2/5

WÑµʀ 
SCORE

Which economic 
trends could have an 

impact on GVS?
ECONOMIC

GDPand Inflation : Filtration Marketproduction dependsonthe changein expectations about future macroeconomic variables.
Currency devaluation andrevaluation: GVSengagesin globalexports and,asaresult, revenuesandcosts in foreign currencies
maybesusceptible to fluctuations in exchangerates, potentially impacting salesmargins.

Source: team assessment
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Health & Safety Filtration Market ɯʍ2.06B in FY23E, 5.63% CAGR 23E-35E
Worldwide):

Inorder to estimate the size of this end-market, we collect data on severalkey indicators. First and
foremost, we consider future employment growth (% of the labor force), which is expected to rise
globally at a 5.60% CAGRfrom 2023to 2033. This suggests an imminent economic upturn primarily
driven by the ability to withstand economic tensions (source: Statista). Additionally, the ongoing
necessity for personalandworkplace safety requires heightened commitment from public sectors.
This entails a discrete increase in health expenditure as a percentage of GDP, projected to
escalate from an averageof 12% in 2022 to 15% by 2050 (source: Statista, WorldBank). The future
path of the rate of fatal and non-fatal injuries as a workplace safety proxy confirms our findings.
The rate of fatal injuries has decreased from 0.04% in 2019to 0.035% in 2022, with an estimated
continuation of the downward trend up to 2030, reaching a rate of 0.03%. The rate of non-fatal
injuries stood at 0.20%in 2022andis expected to decreaseto 0.17%in 2030 (source: Eurostat). This
is indicative of greater awarenessand practical safety measures taking place to prevent worker
injuries, leadingto agrowing needfor safety tools andequipment.

For this Market we foresee a substantial short-term surge in the PersonalSafety market size. It is
supported by upcoming institutional efforts to prevent and address workplace safety injuries,
coupled with a shift in consumer habits towards prioritizing safety matters. Amedium-term growth
trajectory alignswith the robust short-term increase,whereasamore modest growth is expected in
the long-term, primarily reflecting the ongoingsubstitution of physical labor with automation.

Energy & Mobility Filtration  Market ɯʍ0.89B in FY23E, 4.29% 
CAGR23E-35E Worldwide): 

Toestimate the sizeof the Energy& MobilityFiltration Market,wecollect data from
varioussources. This includes insights into the global car manufacturing industry
revenues (source: Statista), shedding light on the financial performance of the
automotive sector on a global scale. Additionally, we consider worldwide motor
vehicle production in millions of vehicles (source: Statista), providing valuable
information about production levels in the automotive industry, which is highly
correlated with the demand for filtration systems. Our analysis indicates a
historical alignment between the growth patterns of the Energy & Mobility
Filtration Marketandmotor vehicle salesaswell ascar manufacturing production.
Recognizing the strong correlation with these drivers , we project the future
evolution of the Filtration Market based on anticipated changes in these factors .
Furthermore, to enhance the reliability of our future market value estimates and
capture the environmental impact within the Energy & Mobility Filtration Market,
we take into account worldwide CO2 emissions from liquid fuel consumption
(source: World Bank). Our results indicate that there exists a strong relationship
between the production of new filters and the reduction of CO2 emissions. In the
longrun,asmore intense global initiatives mitigate the environmental impact ,we
alsoincorporate astructural shift towards E-mobility ,which requires fewer filters .
Suchtransition maypotentially moderate the demandfor filtration systemsaspart
of abroader initiative to lower carbon footprints .

To sum up, we expect a moderate upswing in the short run, as a result of post
Pandemic ĮňƐĎŬŲŇĎňŲŬʀrebound. Moving forward, in the medium-long term,
growth is foreseen to be slightly lower due to the transition to electric vehiclesand
the reduced demandfor filters in this evolving landscape.

Healthcare & Life Sciences Filtration Marketɯʍ3.6B in FY23E, 4.01% CAGR23E-35E 
Worldwide):

Theprecise selection of keydrivers shapingthe future growth of the Healthcareindustry is rooted in
the guiding causality principle. Thedemandfor medical devices is designedto addressthe evolving
needs of the population, representing the end-user of industry products and services. Persistent
concerns surroundingthe declining birth rate andthe counteracting impact of anageingpopulation
will remain pivotal factors, leading to an increasing proportion of older and potentially more fragile
individuals. The number of older individuals is projected to nearly double from 12.83% in 2023 to
21.57% in 2050 (source: Statista, Our World In Data). Consequently, the number of individuals
suffering from chronic diseases is expected to escalate from 20.75% in 2023 to 33.85% by 2050
(source: OurWorld In Data), thus supportin g the need for medical devices. Moreover, the ever-
increasing emphasis on health and preventive measures, underscored by the Pandemic, has
influenced governmental policies , strengthening their role as key actors within the industry. The
anticipated rise in the percentage of GDPallocated to healthcare expenditures , expected to peak
at 15% in 2050 (source: World Bank), serves as driving force behind an industry with promising
growth rates. Finally, the greater efficiency, supported by government initiatives and propelled by
the growing demand, translates into reduced hospitalization length per person (moving from an
averageof 7daysin theɿ90 to 5nowadays). Thispositive trend alsocontributes to amore substantial
utilization of single-use devices due to the increased turnover of hospitalized individuals . The
combined impact of all these factors results in favorable growth rates in the short-medium term.

Ouranalysis,commencing with historical market values,expects a moderate andpersistent growth
in the short-medium term, driven by the sustained demand for medical devices and the ever-
growing incidence of chronic diseases, which necessitate continual medical support. The more
subduedgrowth of the long term is mainlydueto the upcoming lower population growth rate.

Annex 8: Industry Proprietary Model
Toobtain forecasts aboutWÑµʀfuture performance andassessthe growth profile of the GlobalFiltration Market,wecreate our Industry Proprietary Model. Ourmodelanalyses
the market from aglobalperspective alongthree keysegments: (1)Healthcare & Life Sciences, astable yet growing market andresilient to economic downturns, is fueled by
an increasing demand for medical devices; (2) Energy & Mobility mirrors the automotive industry and is extremely vulnerable to economic fluctuations and future
technologies; (3) Health & Safety is currently experiencing a notable upswing due to the heightened emphasison workplace safety standards and the post-Pandemicshift
towards safety practices. The in-depth analysisof the GlobalFiltration Market enablesus to understand the environment in which GVSwill operate in the future, inevitably
shaping its economic and financial performance. Our analysis follows a specific approach: starting from a set of drivers for each end-market , we meticulously select the
most effective ones capable of capturing both historical trends and future growth prospects .

Which are emerging 
social and 

demographic trends?

Which changes in 
legislation could 
impact on GVS?

Which technological 
breakthroughs could 
affect the market?

Which ecological 
aspects influence the 

business 
environment?

SOCIAL

LEGAL

TECHNOLOGICAL

ENVIRONMENTAL

Increased awareness of health: The concerns arising from the Pandemic have prompted a greater focus on health
consciousness, fostering the adoption of new daily habits. Notably, this includes the widespread use of masks and indoor air
quality devices, emblematic of acollective commitment to cultivating ahealthier lifestyle.
Increased attention to workplace safety : A growing emphasis on workplace safety is reinforced by the ĤōƐĎũňŇĎňŲŬʀ
implementation of stricter laws and regulations. This concerted effort aims to ensure a secure and protected working
environment for professionals.

Low-carbon technologies : Growingenvironmental concerns and the aim to reduce pollution have led to the development of
cutting -edge technologies, particularly in hybrid and electric vehicles. The ascendent dominance of E-mobility requires the
Company'scommitment to meet shifting market demandsandchallenging itself in the manufacturing of newproducts.

¯ëŲĎňŲŬʀprotection : Theheightened focus onpatent protection andsimplified registration proceduresacrossdifferent nations
is driving the advancementof R&Dasastrategic avenueto secure acompetitive advantage.
Strict requirements : In the GlobalFiltration Market,stringent regulations havebeenimplemented to ensurethe highest quality
andsafety standards. ThisentailsWÑµʀdedicated commitment to both financial andoperational resources to ensureadherence
to rigorous standards.

Eco-impact : The heightened focus on sustainability entails a significant shift in bothWÑµʀproduction methods and product
design, reflecting aconcerted effort to create agreener andmore eco-friendly future.
Consumption of non-renewable resources: Last year, renewablesources accounted for 36% of the total WÑµʀenergysupply
andareexpected to increase in the next years.
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Annex 9: Price Comparison
To properly analyse the competitive positioning of GVS,we compare the prices of equivalent products. Specifically, for each GVSproduct, we look at the ĄōŇŦĎŲĮŲōũʀŬ
substitute by associating the very samecharacteristics . For example,whencomparing the price ofWÑµʀSyringeFilter with the equivalent oneoffered by Merck,we consider
filters with the samepore size,diameter, material andsterility . Thisapproachis adopted for eachproduct, giventhe wide rangeof different characteristics that eachproduct
mayhave. Ouranalysishighlights that WÑµʀproducts are sold at a lower price compared to the one of its competitors, indicating how GVSengages in a price competition
given the lack of differentiation of its products . Furtherly, for B2Bproducts suchasSpeedflow, SyringeFilters andDiscFiltration Membranes,the difference in price is agood
proxy for the marginality that GVSloses following a B2B business model. For B2C products such as Elipse Masksand PAPR,instead, the Companyis well positioned with
respect to its competitors, with prices lower than the averageandamore innovativedesign.

In million of euro 2017 2018 2019 2020 2021 2022 2023E 2024E 2025E 2026E 2027E 2030E 2035E
Healthcare Liquid Filtration Market 1167.40 1229.00 1294.20 1474.90 1552.70 1630.33 1705.80 1790.00 1876.16 1960.85 2045.17 2365.19 2713.88
YoY growth 5.28% 5.31% 13.96% 5.27% 5.00% 4.63% 4.94% 4.81% 4.50% 4.30% 3.75% 2.00%
Healthcare Air & Gas Filtration Market 254.60 265.70 277.70 292.10 307.70 324.40 340.23 356.56 373.50 390.31 407.09 457.17 525.29

YoY growth 4.36% 4.52% 5.19% 5.34% 5.43% 4.88% 4.80% 4.75% 4.50% 4.40% 3.75% 2.14%

Laboratory Filtration Market 1080.90 1135.90 1206.60 1289.60 1378.40 1473.80 1560.08 1653.68 1746.29 1833.60 1921.61 2186.57 2478.92

YoY growth 5.09% 6.22% 6.88% 6.89% 6.88% 5.89% 6.00% 5.60% 5.00% 4.80% 4.00% 2.50%

Healthcare & Life Sciences Filtration Market 2502.90 2630.60 2778.50 3056.60 3238.80 3428.03 3606.11 3800.24 3995.94 4184.76 4373.87 5008.93 5780.06

Total YoY growth 5.10% 5.62% 10.01% 5.96% 5.84% 5.19% 5.38% 5.15% 4.73% 4.52% 3.86% 2.23%
Powertrain & Drivetrain Filtration Market 198.10 194.00 185.70 170.90 172.86 164.38 166.99 174.81 183.55 192.73 201.98 230.27 275.74
YoY growth -2.07% -4.28% -7.97% 1.15% -4.91% 1.59% 4.69% 5.00% 4.98% 4.80% 4.20% 3.20%
Safety & Electronics  Filtration Market 453.40 463.70 443.30 406.90 411.56 391.37 397.58 415.00 438.42 460.34 481.98 549.49 662.43
YoY growth 2.27% -4.40% -8.21% 1.15% -4.91% 1.59% 4.38% 5.64% 5.00% 4.70% 4.40% 3.30%
Sport & Utility Filtration Market 400.00 408.38 385.30 340.70 344.60 327.70 332.90 348.50 364.18 382.39 400.74 458.63 548.12
YoY growth 2.10% -5.65% -11.58% 1.15% -4.91% 1.59% 4.69% 4.50% 5.00% 4.80% 4.50% 3.15%

Energy & Mobility Filtration Market 1051.50 1066.08 1014.30 918.50 929.02 883.44 897.47 938.32 986.15 1035.46 1084.70 1238.39 1486.28

Total YoY growth 1.39% -4.86% -9.44% 1.15% -4.91% 1.59% 4.55% 5.10% 5.00% 4.76% 4.40% 3.23%
Personal Safety Filtration Market *** 1092.00 1157.80 1244.00 1336.60 1436.10 1542.90 1657.60 1793.52 1937.01 2072.60 2212.50 2635.06 3205.58
YoY growth 6.03% 7.45% 9.86% 5.09% 7.44% 7.43% 8.20% 8.00% 7.00% 6.75% 5.50% 3.00%
Air Safety  Filtration Market 312.75 318.93 325.22 331.64 418.24 372.56 404.23 437.37 471.50 505.90 540.46 638.87 774.12
YoY growth 1.98% 1.97% 1.97% 26.11% -10.92% 8.50% 8.20% 7.80% 7.30% 6.83% 5.38% 2.72%

Health & Safety  Filtration Market 1404.75 1476.73 1569.22 1698.24 1854.34 1915.46 2061.83 2230.89 2408.51 2578.50 2752.96 3273.93 3979.70

Total YoY growth 5.12% 6.26% 8.22% 9.19% 3.30 7.64% 8.20% 7.96% 7.06% 6.77% 5.48% 2.95%

Total Global Filtration Market 4.95 5.17 5.36 5.67 6.02 6.22 6.56 6.96 7.39 7.79 8.21 9.52 11.24

*** excluding extraordinary disposable face masks

THE OPPORTUNITY OF A LIFETIME: THE PANDEMIC BOOST. Originallyintended for medicalprofessionals only,face maskstransitioned into aquintessential accessoryin the modernera. Therapid
globalspreadof Covid-19prompted individuals to embrace face masks as a protective measure. Theincrease in demandled to anunprecedented growth in the Face Maskmarket , surpassing
ʍ200B of Revenuesin 2020. This remarkablesurgecan be attributed, in part, to speculative behaviors. At the onset of the Pandemic,in fact, the averageprice of face masksincreased by 500%
globally and only interventions by governmentsɷwhich capped the prices - prevented further escalations (source: Statista). This scenario unfolded as an exceptional opportunity for GVS,
showcasinga prompt responsein recalibrating the entire production to cater to the escalating demandfor masks. Ourfuture projections indicate a gradual decline in the number of people using
face masks, with their primary usage becoming confined to the medical community and clinically vulnerable individuals. This is the reason why our Industry Proprietary Model anticipates a
normalization of PersonalSafety market growth from FY26E,foreseeing the complete extinction of Pandemic-related traces by that time. Moreover,giventhe extraordinary nature of this event,
our model reflects this anomalybydelineating the evolution of Health &Safety net of "extraordinary ĮŲĎŇŬɾ.

In billion of euro 2017 2018 2019 2020 2021 2022 2023E 2024E 2025E 2026E 2027E 2030E 2035E
Personal Safety Filtration Market including disposable 
face masks 1.09 1.15 1.24 203.70 116.41 33.16 10.27 4.22 2.93 2.07 2.21 2.63 3.20

growth 6.03% 7.45% 16275% -42.85% -71.51 -69.02% -58.87% -30.49% -29.43% 6.75% 5.50% 3.00%
Source: Statista, team assessment

End-market
GVS Market 

Share
FY20 (IPO)

Product Function/Role Competitor
GVS price 
(per unit)

:ōŇŦĎŲĮŲōũŬʀ ŦũĮĄĎ
(per unit)

Healthcare 
Liquid

2.4% Speedflow Removes particles and contaminants from 
intravenous (IV) solutions ʍȪɠȧȫ ʍȭɠȯȧ

Healthcare  
Air & Gas

7.3% HMEF Filters Provide respiratory support by humidifying 
and filtering inhaled air ʍȨɠȨȧ ʍȨɠȨȰ

Laboratory
1.0%

Syringe 
Filters

Remove particles or microorganisms 
from a liquid sample as it passes through ʍȧɠȰȨ ʍȪɠȨȧ

Filtration 
Membranes

Separate particles allowing the passage of specific 
components based on size or molecular 

characteristics
ʍȧɠȫȭ ʍȨɠȭȧ

Powertrain 
& Drivetrain

16.6%
Fuel Tank 

Filter

Traps and prevents contaminants, such as debris 
and sediment, from reaching the engine, ensuring 

clean fuel is delivered for optimal engine 
performance 

ʍȬɠȰȰ ʍȮɠȬȧ

Safety & 
Electronics

2.1%
(8.2% in the 

ABS)

ABS/ESP 
Brake Filter

Removes impurities from the brake fluid, 
preventing debris and contaminants from reaching 

the Anti-lock Braking System components
ʍȧɠȫȧ ʍȧɠȬȧ

Sport & 
utility

2.1% Oil Filter
Cleans and purifies the engine oil, safeguarding the 

engine by preventing harmful particles from 
circulating and maintaining optimal lubrication

ʍȯɠȨȮ ʍȰɠȨȭ

Personal 
Safety

4%

PAPR
Delivers filtered air to the wearer through a 
motorized unit and protect against airborne 

particles and contaminants
ʍȨȫȫȫɠȨȮ ʍȨȬȩȬɠȧȧ

Elipse Provides effective respiratory protection for the 
wearer in various environments ʍȫȪ ʍȮȧ

Air Safety 2%
HVAC single
Filter Panel

Captures and removes airborne particles, dust, and 
allergens from the air, ensuring cleaner and 

healthier indoor air quality
ʍȪɠȪȮ ʍȫɠȧȧ

Source: Company information, team assessment

Created by Kari Gaynor
from the Noun Project

Source: Company data, team assessment
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