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LITTLE SHEEP GIVE

WOOL, TOO

Dr. Michael Notheisen

In Germany we have a proverb, “Kleinvieh macht
auch Mist”, which literally translates to “Small
animals also make dung” in the sense of “Little
sheep give wool, too”.

Our colleagues at Driving Profit optimize our
clients’ cost structures. Starting on this page, Smail
Sakiri, one of our consultants at Driving Profit,
illustrates in his case study that even in such
apparently unimportant non-core areas, such as
facility management, millions of Euros can be
saved.

In our section “News from our offices around the
world,” on page 8, Dennis Sones, Head of our San
Francisco Office and Managing Director of our
long-term partner Mobius Marketing, writes about
the Tesla Motor Company. A small company in
Silicon Valley that was able to use the technology of
small laptop batteries to “fuel” their Roadster in
such a reliable way that it caught the interest of
such multinational automotive giants as Daimler
and Toyota.
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On page 4, also a good read, Prof. Benatzky
explains what he does besides his work at Driving
Excellence and his many other assignments. He
successfully runs his “little” Institute for Health
Care Management. Prof. Benatzky explains in
detail his institute’s raison d'étre.

Further topics in this newsletter are:

Portrait of our Driving Excellence circle
member Kai Bald from Deutsche Bank (page 5)
Library news on John P. Kotter: “A Force for
Change — How Leadership differs from
Management” (page 7)

Other news (page 7)

CONSULTING NEWS

Smail Sakiri

CASE STUDY - SAVINGS IN FACILITY
MANAGEMENT (FM)

Healthy cost structures and efficient processes
provide security and a competitive advantage.
Therefore, Driving Profit always addresses cost
optimization from the strategic perspective of
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increasing the competitiveness of the client
company.

Driving Profit’s range of services focuses on those
costs, which in many cases our clients are not
focused on because it is not their core business.
Our expert units offer adept know-how in each of
these respective cost areas.

The management of a leading internationally
operating retailer, with stores across Europe,
mandated us to analyze their FM strategy for cost-
saving potential.

The main project goals were:

I Getting transparency of actual cost structure

| Benchmarking of current FM costs

| Getting overview about unproductive hours (i.e.
cleaning time of store staft)

| Redefining the entire processes in order to
standardize and centralize store structures

| Realizing cost savings

After the first workshop with the client, we soon
recognized a high optimization potential in facility
management due to a high degree of country-
specific autonomy and very heterogeneous
structures. As a first step, we optimized the
maintenance and cleaning processes. The company
did not have consistent corporate standards. They
had multiple national suppliers, and over 55% of
stores were cleaned by the in-store staff themselves.

As it is often the case with many companies, the
cost for external suppliers was known and was
taken into account, but the internal cost (in this
case: the non-productive time for their own
cleaning) was neither calculated nor taken into
consideration.

Figure 1 illustrates our standardized structured
approach to optimize indirect materials.
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Indirect Material Optimization Process
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Figure 1: Structured approach to optimize indirect materials

Our standard procedure consists of the following
main steps:

| To review and analyze the actual situation

| To redefine the strategic direction, if necessary
9 To create a tender document with defined SLA’s
(Service Level Agreements)

To invite offers and to evaluate them

To negotiate with suppliers

To create a tender proposal

To conduct workshops with the client and the
new supplier(s)

=2 =2 =2 =

1 To start implementation

Most important in this process is the tender
document that needs to be standardized and in
accordance with audit requirements. This enables
the client to compare and evaluate different offers
from suppliers based on a standardized list of
criteria. An additional requirement was in this case
to significantly reduce administrative work by
implementation of a single supplier.

Further to the optimization of operational and
service tasks, it was also essential to ensure process
chain optimization. Among others these included
the following points:

i Electronic Billing
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| Systematic notification of completed cleaning as
well as quality information from each store (e.g.
with a web-based tool)

| Automatic release of the bill after notification
from that particular store, including deductions
for failure to clean or inferior quality

I Prevention of illegal employment through
employee checking by the auditor

We commercially evaluated all suppliers offers
based on both current market benchmarks as well
as actual costs. Given the background of
considerable in-house cleaning, gathering this cost
data was only possible through significant effort
and detailed calculation. Apart from the cost for
cleaning materials, the evaluation of in-house
cleaning costs also took into account personnel
costs, cleaning time, cleaning intervals, lower
productivity in comparison to that of the service
provider and the local wages. Despite the fact that
this factor is not negligible, the lost sales due to in-
house cleaning during opening hours were not
taken into consideration.

S. Sakiri, Consultant at Driving Profit: “Benchmark
comparisons show that operators of buildings
leave at least 20 percent of their savings potential
unused.”

As a result, we restructured the cleaning process:

 One single supplier for all stores in all countries

I Although overall cleaning costs are 20% above
the previous costs, they cover now the entire
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network of stores in all countries compared to
only 45% of stores that were previously cleaned
by external suppliers

| About 30% savings for the shops previously
cleaned by external suppliers

{ Freeing of more than 150,000 productive hours
in the stores previously cleaned by the store staff

We can conclude that, apart from the monetary
savings of about 30%, a consistent quality standard
was defined, the internal administrative workload
was reduced, and store staff was relieved of this
task. They could concentrate on serving customers
and have a positive impact on customer satisfaction
and sales.

In general, benchmark comparisons show that
operators of buildings leave at least 20 percent of
their savings potential unused.

For more information, please contact Smail Sakiri
smail.sakiri@driving-profit.de

SALES & MARKETING

NEWS FROM ACADEMIA
Prof. Dr. Dieter Benatzky

INSTITUTE FOR HEALTH CARE
MANAGEMENT IFGB (INSTITUT FUR
GESUNDHEITSWIRTSCHAFT PROF.
BENATZKY)

- ORIENTATION TOWARDS PATIENTS IN
THE GROWING HEALTH CARE MARKET

B |nstitut fiir Gesundheitswirtschaft
Prof. Dr. Dieter Benatzky

THE INCREASING IMPORTANCE OF
HEALTH CARE MANAGEMENT
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Health care management is one of the most
important commercial sectors with ongoing
dynamic development. The German market
brought in € 252.8 bn. in 2007 with about 4 million
employees working in health and social services.
This number will increase to 4.7 million by 2030.
And altogether the sector will be 1.7% of gross
value added. Health care management will
therefore remain one of the most interesting
industries in Germany.

One major characteristic of this market will be in
the public health insurance funds segment, which
will soon be under pressure due to an expected
spike in costs. Know-how in exploiting efficiency
reserves is needed here.

On the other hand, the importance of public
providers will decrease while the operating range of
private sector providers will further increase.

Innovations will be expected which connect service
providers more efficiently to the process of treating
the patient. On the other hand, the
physician/patient interface will need to be
redefined as a result of such innovations.

SUCCESS FACTORS, PATIENT FOCUS
AND INNOVATION

The key for progress in health care is a consistent
focus on patients. Innovations will then follow for
therapeutic management tailored to those patient’s
needs.

One prerequisite to this end is a new way of
thinking in the minds of health care suppliers, from
physicians to hospitals as well as more and better
information on the attitudes and behavior of
patients.

This is exactly where the IfGB (Institut fiir
Gesundheitswirt-schaft Prof. Benatzky - Institute
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for Health Care Management) intervenes. The
institute initiates and organizes training for health
care professionals comprised of conventions, for
example, the “Rosenheimer Forum

Gesundheitswirtschaft,” seminars like the Summer
School for Chief
Pharmacists and similar events.

Prof. Benatzky, Driving Excellence / IFGB: “The
key for progress in health care is a consistent focus
on patients.”

In addition, dedicated health care market research
is conducted for specific questions currently
relevant to health care providers. That may include,
for example, prevention readiness for the general
population, or the effectiveness of sales promotions
in the context of trade marketing of OTC
manufacturers.

EXAMPLE OF ORIENTATION TOWARDS
PATIENTS: THE RECENT PROJECT IN THE
HEALTH CARE REGION OF
SOUTHEASTERN UPPER BAVARIA.

The marketing skills of The Institute for Health
Care Management are currently being applied to a
wealth of health care projects. One current example
is a project to develop Upper Bavaria’s southeastern
corner (Berchtesgaden — Traunstein — Rosenheim
— Miihldorf - Altstting) into a health care region
with the goal of reviving the stagnating tourism.
Due to this region’s resources as well as its
strengths compared to neighboring tourist regions,
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we have been able to define the health care tourism,
in particular prevention and wellness, as a strategic
focus. To this end, we have developed structured
programs for primary and secondary prevention in
cooperation with hospitals, private physicians and
further health care service providers, while also
setting up programs with hotels, pensions, and
tourist offices.

Development of a Health Region

The Patient Oriented Process
Output:
Expectations Process Quality of
Life

This is based on a customer or patient oriented
model, respectively. In this model the individual
quality of life and its improvement is the focus.
According to the latest scientific findings the
quality of life is composed of both the physical as
well as the mental well-being of the patient. There
is also a social component at the relationship level
which plays a major role in the quality of life.

All input factors are defined and targeted towards
the expectations of each target group. All relevant
suppliers and framework factors, which are
important to the patient/customer, are taken into
consideration. In this sense the region is completely
aligning itself to meet the needs of their future
customers. This will ensure the effectiveness and
sustainability of the services they offer. Finally, the
entire range of services offered needs to be
packaged together and communicated. The
amount of time needed to complete such a project
should never be underestimated. Developing a
memorable brand as part of this process is, of
course, a given. “South East Bavaria” is not
necessarily a name which wins over hearts and
minds, but naming it after a well-known Bavarian
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lake such as Lake Chiemsee is perhaps a different
story.

CONCLUSION

In health care markets the rules of marketing
strategists prove true: Growing markets can always
be reshaped as long as they meet people’s needs.
Markets grow because needs develop and/or are
currently not being met sufficiently or efficiently
enough. Both are the case in health care markets.
Here know-how, and above all comprehensive
information relevant to human health, are
important. Both are offered by the Institute for
Health Care Management.

DRIVING EXCELLENCE
CIRCLE MEMBER

PORTRAIT
E

Kai Bald, 39

5, Sed
i

Global Head of Marketing db-X Financial Products
at Deutsche Bank

kai.bald@db.com
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Education:

Kai Bald graduated in 1997 with a degree in
Business Administration with focus on
marketing at Johann-Wolfgang-Goethe
University in Frankfurt/Main. Besides studying
he also worked at Deutsche Bank in Group
Market Communications.

Experience:

Since December 2007 he has headed up the
global marketing of db-X Financial Products at
Deutsche Bank in Frankfurt. db-X manages
more than € 92 billion assets globally and is
responsible for product brands such as X-
markets, db x-trackers, db ETC, and db funds.
In March 2007 he joined Global Markets, a unit
of the Corporate & Investment Bank in London
Beginning in 2001 he headed the Group
Branding & Advertising department in
Frankfurt/Main with corporate-wide
responsibility for the Deutsche Bank brand.

In 1999 he became brand manager for Deutsche
Bank in New York City.

After graduating in 1997 he joined Group Brand
Management of Deutsche Bank in
Frankfurt/Main.

Other:

From 2004-2007 Kai Bald was board member of
‘Organisation Werbungtreibende im
Markenverband' (OWM).

What is “excellence” for you?
Challenging the status quo to make things better

What are “excellent people” for you?
Those who make the most out of their potential

What is “operational excellence” for you?
What you get is what you brief

What would be your greatest misfortune?
Illness in the family
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Where would you like to live?
Where we have sun from January to November
and snow in December

What is the perfect joy on earth for you?
Enjoying life with family & friends

Which errors do you excuse the quickest?
Errors caused by naivety

Your favorite activity?
Riding the Harley

Who or what would you like to have been?
Myself

How would you describe yourself?
A pleasure to work with

Your greatest mistake?
I always thought this was a stupid question

Your dream of true happiness?
Kai Bald kicks the winning goal in the world cup
final

Your favorite color?
Blue

Your favorite flower?
Never thought about this

Your favorite writer?
Tommy Jaud

Which book are you currently reading? (or have
you read recently?)
“Der Kleine Wilde” from Alexandre Jardin

Which natural gift would you like to possess?
To be able to sing opera

Your slogan?
“Schon ist es auf der Welt zu sein.” (It is great to
live in this world)
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LIBRARY NEWS

Dr. Michael Notheisen

IN THIS COLUMN WE INTRODUCE NEW
ADDITIONS TO OUR LIBRARY AND
ARCHIVE.

Recent addition:

JOHN P. KOTTER: “A FORCE FOR CHANGE -
HOW LEADERSHIP DIFFERS FROM
MANAGEMENT”

John Paul Kotter is a professor at the Harvard
Business School and is regarded as an authority on
leadership and change.

Although “A Force for Change” was published 20
years ago, the topics, change and leadership, are as
relevant as ever.

As his main theme, Kotter demonstrates why and
how management basics (i.e. planning and
budgeting, organizing and staffing, controlling and
problem solving) are distinct from those of
leadership.

Management produces a degree of predictability
and order, and has the potential of consistently
producing key results expected by various
stakeholders, for example, being on time and on
budget.
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In contrast, leadership produces change, often to a
dramatic degree. John Kotter describes in detail
three sub-processes that are at the foundation of
leadership.

Developing a vision of the future along with the
strategies for producing the changes needed to
achieve that vision.

Aligning people. He explains how this involves
communicating direction and developing
coalitions committed to achievement of the
vision.

Keeping people moving in the right direction by
appealing to very basic, but often untapped
human needs, values and emotions.

The book is apparently derived from a Havard
Business Review article titled "What leaders really
do: How leadership differs from Management.”
The article covers the subject well, though the book
does not add much more content to it.

In chapter 8 (Heredity and Childhood) and 9
(Career Experiences) in particular not much was
added to the book other than speculating how
much leadership can be taught and how much is in
the genes of a leader.

Nevertheless, the book is interesting to read and
informative due to several case studies about
different leaders (and teams of leaders) from
different industries in different situations.

OTHER NEWS

Driving Growth International now offers interim
management with new cooperation partner in
Paris:

PHILIPPE SOULLIER, PARIS.
CHAIRMAN OF VALTUS TRANSITION
AND THE FRENCH INTERIM
MANAGEMENT ASSOCIATION
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With 13 persons, including 7 partners, our Paris- has proven to be a good bet among many different
based interim management firm assists businesses constituents as it attempts to re-create the

in breaking barriers under extraordinary automotive industry to cheering fans here in the
circumstances, or situations involving Silicon Valley and around the world.

transformation or change.

Philippe is a pioneer of France’s interim
management sector. A graduate of ESCEM [School
of Business and Management], he founded Valtus
Transition in 2001, after 15 years of senior-level
experience in the finance and operating divisions of
several English groups.

Created in 2001 by Philippe Soullier, each year
Valtus Transition has distinguished itself as a
leading interim management player.

Dates:

Workshop on “Leadership and Corporate Culture”
was moved

to 27" of January 2011

driving growth ' '

INTERNATIONAL

San Francisco

Dennis Sones

MANAGING DIRECTOR OF OUR LONG-
TERM PARTNER, MOBIUS MARKETING
IN SAN FRANCISCO, PROVIDES
CONSULTING FOR TECHNOLOGY AND
CONSUMER PRODUCT BRANDS. HE ALSO
MONITORS TESLA MOTORS CLOSELY,
ALSO IN THE SILICON VALLEY

The Right Time for Tesla Motors

The timing for this event was set precisely for mid-
year of 2010 despite the tough economy in the U.S.
and particularly in California. Nonetheless, Tesla
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