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CAN WE GENERATE
GROWTH FROM

INSIGHTS?

Dr. Michael Notheisen

Most companies today are forced to look for new
sources of growth. In this newsletter growth is the
guiding theme. The research director of Driving
Growth, Werner Steinbach, discusses the question,
if growth can be generated from insights.

Then our managing director, Bernd Altpeter, tries
to answer the question why some standards in the
development of marketing strategies are
continuously disregarded in his column “Not
Thought Through” (page 3).

On page 5 Prof. Mattmiiller (together with
Johannes Zuberer), from our partner university
EBS, discusses the opportunities in branding for
industrial goods.

In our Library News (page 8), I present the book
“From Good to Great” by Jim Collins, that tries to
answer the question, why some companies have
continuing, sustained growth in excess of
comparable companies.
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Further topics of this newsletter are:

Sales and marketing news from academia from
Prof. Benatzky (page 6)

Portrait of our Driving Excellence circle
member Patrik Heider (page 7)

Other news and news from our offices around
the World (page 9)

CONSULTING NEWS

Werner Steinbach

GENERATING GROWTH FROM
INSIGHTS, OR USING QUALITATIVE
METHODS TO GENERATE IDEAS FOR
GROWTH

Nowadays, many European companies are facing a
turbulent environment that makes economic
success difficult. The economic climate is
characterized by stagnating or decreasing markets
(the European market remains the most important
for many), an increased competitive pressure
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through intense market cultivation, an ever-
increasing number of market participants from
every economic region, and heavy movements in
the financial markets with the euro under pressure.
The times when success was achieved by
continuous growth rates, led by an all but natural
expansion of exports, or by a dominant position in
the home markets, are history. Unfortunately, last
years’ recipe for success is often not equally
effective this year. Due to the structural change,
markets and their segments have rapidly changed.
That’s true for both the b2c and the b2b markets.
Still it remains essentially important for all
companies to grow. To that end, it is important to
generate new ideas for growth, but how?

Mlustration: Sources of growth

A SYSTEMATIC SEARCH FOR GROWTH
FIELDS WITH MARKET INSIGHTS

Driving Growth has designed a system to develop
growth fields. One step of that is to define the
sources of growth precisely. For example, growing
with existing customers without “wear-out” effects,
stimulating consumption, satisfying unmet needs,
winning new customers (by crowding out
competition), or other possibilities of growth.
Precise growth strategies can only be developed
with a deep knowledge of the market and its
participants. That’s why precise growth strategies
are based on customer/prospect insights, and from
talks with market participants, decision makers or
influencers, sales reps and other experts. Findings
from the company, as well as available analyses and
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reports from sales reps are fundamental and are
supplemented by market reports. Rarely are
internal image and external perception congruent
and most often the positioning differs from the
(potential) customer’s perception. For successful
market cultivation it’s necessary to recognize and
close this gap in order to avoid a diffused
perception among the target group.

ANALYSIS OF THE BRAND AND THE
BUYING PROCESSES ARE TWO EFFECTIVE
TOOLS OF DRIVING GROJl}
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