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EDITORIAL

WELCOME TO
THE FIRST
QUARTERLY
NEWSLETTER
OF DRIVING
EXCELLENCE.

Dr. Michael Notheisen So far the move has gone well, and in the next
newsletter I will hopefully be able to report that the
new headquarters is fully functional.

This newsletter is not only intended for members
of the Driving Excellence Business Club, but also
for friends and clients of all Driving Growth Topics of this newsletter and future newsletters are:

International Business Units.
» Sales and marketing news from academia

A newsletter should always contain something (Professor Benatzky)

new. And the biggest news in this quarter » Consulting news (one of our consultants)

is certainly the move of the Driving Growth * Burning question discussion (someone from
International headquarters to its new location, our network)

Voltastrasse 31 in Frankfurt/ Main, City-West, on o Portrait of a Driving Excellence business club
March 1¥. As a DGI business unit, Driving member

Excellence has also moved its headquarters to the «  News from our library and other club news
same location.
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SALES & MARKETING ME

FROM ACADEMIA
Prof. Dr. Dieter Benatzky

CURRENT KEYWORD:
DECONSTRUCTION OF VALUE CHAINS

One of today’s most important strategic challenges
is the change in value chains. These changes have
led to the restructure of several industries, and no
industry can be spared.

Traditional vertical market structures have dis-
integrated and transformed under new rules. This
deconstruction is most often connected with dis-
intermediation. Traditional marketing instruments
become dispensable or take on new roles.

Drivers of deconstruction are:
Break-up of the reciprocity between the
volume and reach of information that the
internet has facilitated
Innovation of information technologies and
therefore the loss or the lowering of marketing
barriers
Outsourcing
Global sourcing
Global focus on core competencies
Establishment of new networks in all steps of
the value chain.

As one of the consequences of deconstruction,
three types of new players have emerged:

Orchestrators, who typically manage only their
customers and their brands. All other value
chain functions are outsourced.

Layer Players, who specialize in one value chain
function, e.g. R&D, and become quality and
cost leaders in that area.
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Navigators, who provide market participants
with fast and efficient information and
qualification.

What actions should enterprises take based on
these developments?
Take into account relevant new competitors,
and align and improve the core competencies
in the strategic positioning.
Timely recognition of new market rules and
active repositioning of the enterprise in the
value chain.
Analysis of changes in the vertical market
structure and identification of potential new
competitors.
If you would like to learn more about this topic,
Driving Excellence investigates it further in its
in-house Driving Value Chain workshop.
Please ask us about it.

FUN: SALESMAN - A DEFINITION

One who works with his hands is a laborer.

One who works with his hands and head is

a craftsman.

One who works with his hands, head and heart
is an artist.

One who works with his hands, head, heart and
feet is a salesman.
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CONSULTING NEWS
Bernd Altpeter

WHAT IS EXCELLENCE AND WHY IS IT
IMPORTANT?

Every day we all struggle with the topic of

excellence, whether it’s that of co-workers, the

company or even our own. The dilemma begins o
with our own expectations of our work, or what we o
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