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(A division of Pythhos Technology LLC) 

Case study 

Acquisition targeting for diabetic friendly foods 



BA developed a market assessment of the “diabetic friendly” food product 

market with potential acquisition candidates for a global confectionary player 
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Client Background 

 The client is a leading player in global chocolate and sugar confectionery market with significant presence in North America  

 In order to strengthen its position in the growing health and wellness market in US, the client wanted to deliver a food product which 

addresses a chronic health condition 

 The client was seeking organic and inorganic growth opportunities through acquisitions 

Which are the attractive 

adjacencies which could be 

entered to expand the business? 

What is the potential growth opportunity 

available in current businesses? 

What would be the potential 

EBITDA and revenue given 

future plans? 

Key Business Questions 
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Key Highlights 

 The project was conducted in the following three phases: 

– Phase I: Analyzing US Diabetic Food market to identify attractive segments based on a set of attractiveness parameters  

– Phase II: Studying and analyzing the best practices followed by competitors in the selected market segments  

– Phase III: Short listing and recommending potential acquisition targets in the selected market 

 In addition to exhaustive secondary research, approximately 80 interviews were conducted with manufacturers, industry experts, 

distributors, wholesalers, and retailers in the US Diabetic-friendly Food market 



An in-depth study of the Diabetic Food market was developed for the 

US to come up with the most attractive market segment 

2 

Which are the attractive 

adjacencies which could be 

entered to expand the business? 

What is the potential growth opportunity 

available in current businesses? 

What would be the potential 

EBITDA and revenue given 

future plans? 
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BA defined the criteria to assess the 

attractiveness of different segments 

based on market dynamics and client 

strategic intent. 

BA defined and segmented the US 

Diabetic Food market by product 

composition and diabetic positioning. 

Illustrative 

Illustrative 



The market attractiveness of each market segment was measured 

using a set of market-based and internal fit parameters. 
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Which are the attractive 

adjacencies which could be 

entered to expand the business? 

What is the potential growth opportunity 

available in current businesses? 

What would be the potential 

EBITDA and revenue given 

future plans? 
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Finally, BA built an attractiveness 

model and recommended the best 

market to enter. 

BA then measured the attractiveness of 

each market on a set of market-based as 

well as internal fit parameters. 

Illustrative 

Illustrative 



BA identified suitable competitors for detailed analysis based on 

several key parameters 
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Which are the attractive 

adjacencies which could be 

entered to expand the business? 

What is the potential growth opportunity 

available in current businesses? 

What would be the potential 

EBITDA and revenue given 

future plans? 
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BA used relevant criteria to shortlist 

competitor profiles for in-depth profiling. 

Illustrative 

Illustrative 



A deep dive of the top competitors in each segment was undertaken 

to identify best practices and strengths/weaknesses 
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Which are the attractive 

adjacencies which could be 

entered to expand the business? 

What is the potential growth opportunity 

available in current businesses? 

What would be the potential 

EBITDA and revenue given 

future plans? 
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Illustrative 

Illustrative 

BA then analyzed the strengths and 

weaknesses of the company in the 

Diabetic-friendly Food market. 

BA then highlighted the evolution of the 

company in terms of Diabetic-friendly 

food and beverage brands. 



Multiple shortlisting criteria was used to develop recommendations of 

potential acquisition targets to the client  
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Which are the attractive 

adjacencies which could be 

entered to expand the business? 

What is the potential growth opportunity 

available in current businesses? 

What would be the potential 

EBITDA and revenue given 

future plans? 

2 1 3 

Illustrative 

Illustrative 

Using a set of scoring parameters, BA 

assigned scores to each of the 

shortlisted brands and then selected 4–5 

brands for in-depth profiling. 

BA shortlisted potential 

acquisition target 

companies using multiple 

screening criteria. 

BA finally profiled the 

potential targets on their 

financial, manufacturing 

and other strengths. 
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Disclaimer: No part of this presentation may be reproduced, stored in a retrieval system, or transmitted in any 

form or by any means—electronic, mechanical, photocopying, recording, or otherwise without the permission 

of Boston Analytics. 

 

All materials in this presentation have been sourced from Boston Analytics’ databases. For detailed sourcing 

information contact Boston Analytics.  

For more information, please contact us at:   

contact@bostonanalytics.com 

+1- 617-415-1691 

 

www.bostonanalytics.com 

Boston Analytics (A division of Pythhos Technology (P) Ltd.) 

Gurgaon 
18th Floor, Tower-B, 

DLF Building No. 5 

DLF Cyber City, Phase-III 

Gurgaon – 122002 

Haryana, India 

Boston 
396 Washington Street, 

Suite 351,  

Wellesley, MA 02481 

United States 

New York 
15 Schuyler Hills Road 

Loudonville NY 12211 

United States 
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