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With more than 25,000 attendees and an agenda that touched on many of the 
most pressing topics for today’s entrepreneurs and startup decision makers, 
Collision 2019 delivered massive value to attendees. If you weren’t able to make 
it to Toronto for this year’s event, this edition of Privately Speaking provides a 
few of the high-level takeaways from the conference floor.

Key takeaways from Collision 2019

Get connected!
In our constantly evolving world, connections are 
becoming increasingly important. For startups and 
emerging growth companies, building relationships 
and partnerships can open doors to financing, strategic 
growth advice, customers, and even supply chains. 
For established leaders across industries, building 
connections both internally and externally can help  
spur organizational innovation, foster fresh ideas,  
and strengthen customer relationships and 
interactions. 

No company today can truly succeed on its own. 
Organizations—big and small—that can build the  
right connections and engage the right people will 
be well positioned to succeed even as the world 
continues to shift. 

What was Collision 2019?
Held in Toronto, Canada, the Collision 2019 conference 
brought together over 25,000 attendees, including 
entrepreneurs, founders of fast-growing startups, 
corporate innovation leaders, and government officials 
(KPMG’s network of Private Market professionals were 
also in attendance.) 

The Collision 2019 conference featured an A-list of 
speakers, presenters, and panelists who explored  
the critical challenges and opportunities facing 
businesses and entrepreneurs today. Panels and 
discussions covered all aspects of technology and 
innovation—from how to build, finance, and grow a 
startup to the environmental implications of technology 
innovation, regulatory challenges around the world, and 
the unique issues related to corporate innovation.

If you are an entrepreneur or growth company leader, you really need to be seeking out opportunities  
to connect across all aspects of the business environment. Conferences like Collision are critical.  
They inspire valuable debate on critical issues, provide forums to share ideas, lessons learned, and 
growth insights, and they offer entrepreneurs a myriad of opportunities to forge connections that will 
help them succeed in the years ahead.

—Conor Moore,   
National Private Markets Group Leader, KPMG LLP
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Theme: Customer centricity

Takeaway To attract investment and grow  
a successful business, startups and 
entrepreneurs need to remain hyper-
focused on customer centricity and not 
get lost trying to solve problems that 
don’t exist.

To do…  — Embrace possibilities and 
opportunities

 — Don’t forget your purpose
 — Recognize customer concerns

Theme: Partnerships

Takeaway Building partnerships can be a major 
factor of successful innovation—not 
only for startups and entrepreneurs, but 
also for traditional companies looking to 
leap beyond the status quo.

To do…  — Traditional corporates are excited 
about partnerships

 — Know your strengths
 — Understand the time required

Theme: People and talent

Takeaway Organizations can only thrive when they 
have the right people with the right skills 
and training needed to drive success. But 
the people and talent side of business 
can be daunting—particularly when you 
are looking to scale up activities.

To do…  — Recognize talent begins with culture
 — Harness the value of networks

Theme: Dealmaking

Takeaway Not all entrepreneurs or startups have 
the financial and operational resources 
they need to create a successful 
business. Dealmaking, attracting 
investors, and conducting mergers 
and acquisitions are key capabilities for 
today’s startups.

To do…  — Understand the market and the rise 
of corporate investment

 — Know deals are about more than 
dollars

 — Do the work to get it right
 — Explore your options
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Are you an entrepreneur looking 
to make connections? 
KPMG’s annual QuantumShift program brings 
together 40 successful founders, owners, 
and CEOs of private, high-growth U.S. based 
companies for an intensive, peer-to-peer learning, 
networking, and collaboration session at the 
University of Michigan. If you are looking to take 
you and your business to a new level, this program 
is for you. To learn more about QuantumShift or 
to apply to the program, visit the QuantumShift 
website.

Were you at Collision 2019?  
We were. And we took notes.
In Connecting the dots: Insights from the Collision 
2019 conference for startups and entrepreneurs, 
we delve into the importance of building 
connections and explore other key trends and 
insights we heard at the 
Collision 2019 conference, 
focusing on customer 
centricity, partnerships, people 
and talent, and dealmaking. 
Download the full report and 
contact us to learn more about 
what we heard at Collision 
2019. Read more

Seize the day!
It should come as no surprise that in a world of increasing connectivity, the ability of entrepreneurs, startups, 
and other organizations to succeed will rely on their ability to connect the dots—with their people, their 
customers, and with others able to help them drive innovation forward. 

One thing Collision 2019 made very clear is that—for startups willing to seize the day and forge the right 
connections—success is unlimited.

As the technology landscape evolves, many 
private market companies are realizing they 
may not have the time or the resources to 
build their own solutions. Instead, they are 
putting their effort into building collaborative 
networks and ecosystems of connections 
that will allow them to create dynamic new 
partnerships and alliances. 

—Sal Melilli, 
National Private Markets Group 

Audit Leader, KPMG LLP

https://info.kpmg.us/quantumshift.html?utm_source=ps59pdfquantumshiftpg&utm_medium=referral&mid=m-00004742&utm_campaign=c-00078912&cid=c-00078912
https://info.kpmg.us/quantumshift.html?utm_source=ps59pdfquantumshiftpg&utm_medium=referral&mid=m-00004742&utm_campaign=c-00078912&cid=c-00078912
https://assets.kpmg/content/dam/kpmg/us/pdf/connecting-the-dots-collision-2019.pdf
https://assets.kpmg/content/dam/kpmg/us/pdf/connecting-the-dots-collision-2019.pdf
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KPMG’s Private Markets Group is  
here to help
You may know KPMG, but you might not know KPMG’s  
Private Markets Group (PMG). We’re dedicated to working  
with businesses like yours. Whether you’re an entrepreneur,  
family business, or a fast-growing company, we understand  
what is important to you.

While providing industry and marketplace perspectives along with 
proactive guidance, our PMG professionals help private companies 
achieve their strategic objectives through each stage of the business 
lifecycle. From start to finish, we understand the challenges and 
opportunities that come with each stage of your business. Contact us 
to find out how we can help you along your journey.

Privately Speaking focuses on the issues that matter most 
to privately held entities, including PE- and VC-backed 
companies. 
KPMG’s Private Markets Group understands what it takes to drive private company 
growth. In each edition of Privately Speaking, we share our insights—along with 
practical and actionable tips—to help boards, executives, and management grow, 
strengthen, and transition their privately held businesses.

Starting your 
business

Strengthening 
your business

Transitioning 
your business

Growing your 
business

For more information, click here to  
visit our Privately Speaking web page. 

Don’t miss a thing
The environment for private 
companies is changing rapidly, and 
new opportunities are emerging 
every day. 

Do not let an opportunity pass 
you by. Sign up to receive KPMG’s 
Privately Speaking series and 
make sure you are making the best  
decisions possible for your private 
company. 

Register here to subscribe to 
KPMG’s Privately Speaking series: 
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