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Optimizing return on investment during the build-phase involves effectively managing costs and ensuring
timely completion of tasks.

Your key questions, challenges and objectives

Are all your channels optimized regarding the following criteria?

* Etc

How we support

Efficiency
Scalability

Customer clusters

Product segments

Costs per channel

Customer insights

Only an integrated approach offers the opportunity of an optimized sales across multi

channels:

* Multi-channel strategy and integration

* E-commerce/web sales

o Web sales and points of sale

s Distributor selection

* Etc

Examples of relevant credentials

ey

Development of a New
Sales Concept,
Optimization of Sales
Channels, Processes
and Organization

Deuelopment and estabishment of an
and :

ey

Development of a Sales
Concept for the Areas
of Key Account Sales,
After Sales and
Financial Services

Potentil analysis to estmate

field and inside sales unit 25 well as
the integration of improved digital
sales channels with shop and seff -
<ervios components

= and
servioes along the value chain and

M Pre.phase —Site selection
and state subsidies

ks

Introduction of Bestin-
Class Sales Processes
Standardizatonjopémization of
exising process siructures & fosls
taking into account regional
chnarastarists an customer
requirements

Development of lang —tem prosess
contrl

Sales phases

Design of an intagrated acoount
nagement approach for natienal
2nd intemational key accounts

a2 wall 22 KPIz

Special consideration of procass
interfaces io Gperations and the
support arsaz.

A Pre.phase -
Other
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Development of a Sales
Strategy

Development of = 3 -year rosdmap for
the implementation of the sales
stratagy

Build-phase -
W Core business

Build.phase -
Support processes

ey

Developing a Global
Vision and Regional
Strategies for the Retail
Business of the Future

‘Situstion analysis of dealer netwerks

for the implemantation of the

processes in

Develgpment of a customer etime
value model 25 wel 2= expansion of
the evisting segmentation logic

through ssles potential assessment

strategic measures through analysis
‘and visusiization of usaga rates



