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CASE STUDY

Background 

In the highly competitive semiconductor 

manufacturing sector, a global leader with annual 

revenues exceeding $400 million teamed with 

MGO for an exhaustive global transfer pricing 

(TP) study. Our task extended beyond the U.S., 

covering Asia Pacific (APAC) and Europe, Middle 

East, and Africa (EMEA) countries, thus providing 

a comprehensive TP analysis that aligns with 

both domestic and international standards.

Approach 
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Your Trusted Global Transfer Pricing Provider: 
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Opportunity 
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Value to Client
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