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Practical Orientation — Christian Abegglen e assoc. or. cec. Hsc

s
" Universitat St.Gallen

Institute of Supply Chain Management

You will find us in the "ZIG" (Central Institute Btilding)

PUBLICATIONS 11/15/16

Research for companies

Platform for scientific and practical dialogue

Competencies

“;?”/'b. O L) l i . ..v»- 2012 Contact partner
—Ait. Freight Togistics Stady™ -

Switzerland 2020 Study of the'logi

Facts — Requirements — Trends Switzerland

Become a member!




Practical Orientation — Christian Abegglen e or. occ. Hsc

Management Training

Cross-corporate management
training and extension courses

Leading training institution in the sector of
Management programmes and seminars in
the German-speaking world

In-house Training

Customised further training concepts and
seminars worldwide conducted in German,
English, French and Spanish

Master's- &
Diploma study courses SGBS

Part-time study courses for working professio-
nals with final diploma for experienced mana-
gerial staff

Master's study courses

Alumni Club SGBS

Network of former diploma graduates/seminar
participants with regional events in CH, D, A
Annual Management & Alumni Congress

International Programmes &

Co-operations

Seminares in Boston, London, Singapore,
Krakow

Management Consulting

Specialists for development and
implementation of strategies and
concepts

Workshop steering for high-per-
formance teams & companies

Management Audits &
Assessment Centers

Fixed-term Management
Management Development

Focus points:

- Strategy Audit

Business Development

Structure- & Process Management
Marketing & Distribution

Finances & Controlling

Leadership & Change Management
Turn-Around-Management
Executive Coaching

Research Projects

Business Research Projects

Own business projects under the leadership
of Prof. Dr. Dres. h.c. Knut Bleicher and Dr.
C. Abegglen on the basis of the St. Gallen
Concept

Co-operation with research institutes and
professors of the University of St. Gallen and
international centers of knowledge world-
wide

Membership of the St. Gallen society for Inte-
grated Management (GIMSG)

Business Studies & Case Studies
for companies

Company-specific case study development
Market research & competition analyses

Publications & Tools
St. Gallen Business Books & Tools publishing
house with its numerous publications

Publisher of the collected writings of Prof. Dr.
Knut Bleicher: Milestones in the Development
of an Integrated Management

Co-operation with publishing houses
Own software tools for management




Scientific and pragmatical fundaments

10., aktualisierte und erweiterte
Auflage des Standardwerks

ISBN 978-3-593-51171-9 &
MU - . ‘ campus

Source: Bleicher / Abegglen: St. Galler Management Konzept



What's it all about?

Rerum cognoscere causas et valorem (CUE)

Challenging what is and Inspiring what could be (imd)

Entrance of
UEK
University
Cracow




Why are you on the payroll of your company?




Lessons learnt — short speech




L essons learnt — ask a consultant




Lessons learnt: Build your team




Your Objectives concerning this lecture

W-take vs. L-take




Value Objectives: Individuals — Company - Society




How to — think, communicate and learn with Acronyms

12

Kt = Ko*(1+i) 27




Acronyms and Visuals — Memory aids

STP /4F/9F Communicate with visuals
SIIEEEC How to communicate
CCSMWB Memory Aid donkey bridge

N-S-0O Perspectives

HILF H/L-Frequency vs. H/-L-Impact




How to — build a structure |

MARKET 1 PRODUCTS 1 FINANCES ' RESOURCES

The Pepco Group currently has employing 47,487 people. The vast
majority (nearly 90%) work in stores, and the rest in our distribution

centers and offices throughout Europe.

METHODOLOGY

ouEEaT FUNDAMENTAL
FIND OUT WHETHER ITS
WORTH INVESTING IN

PEPCO GROUP'S
BUSINESS MODEL

PEPCO GROUP

PEPCO GROUP'S
SUFCONEIUSION MANAGEMENT MODEL
ISIT ENOUGH FOR
PEPCO GROUP’'S
STRATEGY?

MANAGEMENT MODEL

CONSTITUTION

» BOARD OF DIRECTORS OVERSEES

STRATEGY IMPLEMENTATION AND

VISION

+ BECOMING BIGGEST AND BEST

DISCOUNT VARIETY BUSINESS IN

CULTURE

+ CUSTOMER FOCUS
+ TEAMWORK AND

REGULATIONS EUROPE COLLABORATION
+ INTEGRITY AND RESPECT
ORGANIZATION STRATEGY LEADERSHIP

* 4 BRANDS WITH DIFFERENT
LEADERSHIP BUT THE SAME
STRATEGIC FRAMEWORK
* VERTICAL INTEGRATION
« FLAT HIERARCHY

« EXPANDING STORE NETWORK,

ENHANCING THE CUSTOMER
OFFER, DRIVING COST AND
OPERATIONAL EFFICIENCY,

INVESTING IN INFRASTRUCTURE

* SUPPORTIVE LEADERSHIP
* DECENTRALIZED DECISION-

MAKING
* WHISTLEBLOWER

PROCESSES

+ ESTABLISHED PROCEDURES

* PROCESSES OFTEN CONTROLLED

AND MEASURED BY DIGITAL
TECHNOLOGIES

* SIMILAR THROUGHOUT THE
WHOLE GROUP

TASKS

* ALLOCATE RESOURCES FOR
FURTHER DEVELOPMENT

» CONTINUOUS IMPROVEMENT OF

CUSTOMER SERVICE
* SUPPLIER RELATIONSHIP

ACTIONS

+ OPEN COMMUNICATION

« EMPLOYEE ASSISTANCE
PROGRAMS

* GRIEVANCE MECHANISMS




How to — build a structure I

AGENDA

1. General information
2. Iceberg model

3. Porter’s five forces
4. Business model

5. Marketing

6. Data analysis

7. Business problems
8. Invest?

Competitive Rivalry

Supplier Power

Threat of Substitution

N

ENTERTAINMENT

W

KEY PARTNERS

Shareholders
Subsidiaries
Distributors (ex. Universal
Music Group, hello82,
makestar)

- =

comebacks/debutes

KEY
RESOURCES

Artists (k-pop groups)

KEY ACTIVITIES \

Concerts
Group

Stock

%\ Fanmeetings

YALUE
PROPOSITIONS

CUSTOMER
RELATIONSHIP

CUSTOMER
SEGMENTS

Personal (with artists)
Online

Good music
Content (ex. Run BTS)
VIP package (for fandom
members)

Everyone

ﬂ\ adults
CHANRE e rse

Albums
Entertaiment YouTube
Instagram
TikTok

Online shops
Streaming aps

i -

COST STRUCTURE

Buyer Power

Threat of New Entry

Artist

Concert

Debuting new group (training, marketing, ect.)
Buying shares
Comeback cost

BTS starts getting international
recognition with albums: Wings
(2016: Spring Day, Blood Sweat &
Tears etc) & Love Yourself: Her
(2017: DNA, Mic Drop)

REVENUE STREAM

Concerts

Album sales
Streaming
Merchanise

Timeline

? bar

m Bang Si- Hyuk founded
Bighit Entertainment
200'7 Bighit on the
verge of Bankruptcy

Auditions to assemble the
group that would be called ‘BTS'

201
« BTS's first major world tour
o GLAM (co-managed group under Bighit) disbands
2017

m Joint venture with CJ Entertainment
& Media, under the name Belift Labs

* Jan: Naver's investment and
transfer of V Live to
Weverse Inc. (formerly beNX);
Investment in YG+,a YG
Entertainment subsidiary
® Mar: Rebranding as
Hybe Corporation
* Apr: Acquisition of America
based Ithaca Holdings
® May: BTS releases its second
English song ‘Butter’ that
claimed 5 Guinness World
Records

Launch of Weverse
« Bighit's second group

TXT debuts

Acquisition of Source Music

« May: Acquisition of Pledis Entertainment
o Aug: BTS releases Ist English song ‘Dynamite’ most viewed video on Youtube in 24 hours

® Oct:IPO Source : BusinessBar Research

Mainly: Teens, Young




Build your pyramid — what you need to achieve your goals

Work Content
Skill Process — How to
System Persuade — Comm.

Implement




Individual working techniques — Personal “Zettelkasten”




Strategy and Black Swans

Snoozed on the exchange news,
woke up to a crypto freeze

FOMO’d in at the peak, now holding bags
Just aped into the wrong liquidity pool, fml
Shilled by a moonboy YouTuber, took the L.

That darn bridge got rugged, bruh.




Management means creating the future:
Current situation? Our future? what needs to be done today?

I
Leap into the

I
Current

Situation Opportunities

Implementation:
Tasks today

Sl / y
Implementation , Quter Implementation ,, Inner*

i3 UMSETZUNG GEGEN AUSSEN [ H UMSETZUNG GEGEN INNEN ]

g } % ] GEW I.\'.\'.:l'.!-.: AGEMENT HUMAN RESOURCES MANAGEMENT

i @ i ® T

£ el il® S ERe

e gib e d—" B e -y
-~ 4 Bedartuisintensitat
| 2019 2021

© St. Galler Business School - Dr. C. Abegglen

Source: Abegglen: Unternehmen neu erfinden



ICEBERG AHEAD?

"% RICHTUNGEN
A

sichtbare
Ergebnisse
* Waureasen) €
&, /%
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POLITIK

NORMATIV

Source: Abegglen: Unternehmen neu erfinden




MISSILE AHEAD?

M1SSILE WARNING

Missile Warning System

Production AND testing environment

SEND Missle alert

TEST Missle alert

Source: Abegglen: Unternehmen neu erfinden




Check your Dashboard / Clarify

Checking Dashboard.:
lceberg / Missile ahead?
OR:

Business as usual and

optimization?



Check your Dashboard — Our future

Do we have to
Reinvent or IS
Optimizing enough?
Explore vs. Exploit




What's it all about?

Rerum cognoscere causas et valorem (CUE)

Challenging what is and Inspiring what could be (imd)

Entrance of
UEK
University
Cracow




Iterative Thinking

VALUES e INTERESTS

m m

SHOULD

4
e
e
SN
;

€ e , abilities experience
v > cleverness
talents/skills

USP

resilience

\sasibility
Y i A practicabili

BECOME \Wi

y
allowed

power

WANT

FINAL
DECISION

Source: see Schwaninger, Intelligent Organizations



Create your own framework

Source: Abegglen: Unternehmen neu erfinden



Analysing - Rerum cognoscere causas

Source: Abegglen: Unternehmen neu erfinden



The need of a framework/concept for a holistic view

It’s a
Fan!

Source: compare with Mintzberg, Bed time stories for managers



What is going on? What is visible?
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IS THERE A SECRET SAUCE?

Is there a receipt for success?

_ RENENTING

Source: Abegglen: Unternehmen neu erfinden



How we learn & think — Knowledge Navigator

Inttiate

LVI/CPLCV%CV\/t Awa[,gse
4,

Circular — Iterative processes

Source: Abegglen: Unternehmen neu erfinden



How we learn & think — Denk & Wissensnavigator

How to develop a strategy

cla ri,ﬂd

B YObLCV\AS Png(:nfi?'eStii%MAiilTylztiNcCE St. Galler Thought & Knowledge Navigator
A g g g
ahead? P
, Integrated - AWaL Se -
- Sustain / Corporate 7 1 Y
, Development 7 ) o , ,
eXPLOLt OY Nor mative ,/ \\ DL“@WOS[«S Oau-ses
Ve Strategic P \\
explore/renew? R BT
POWERTO = TOPIC
PERFOM r-Gd EORES'/GHT 4 BN % COMPETENCE
Ay
7 L Z \\
Uk \\/\ Lep into the fut /
N / Leap into the future
\\ PERI*ORRAAI\}@E\ 2 ' @O}?IFIGURATION /
\ \\ iy /OF THE FUTURE /
\ OPTIMIZAT{ON ~N\ /  Options /I
Create — choose -

\
k \

IMPLEMENTATIO
— — =INTERNAL" —
- EXTERNAL

opt’um’uze
Op’c’w ns

POWERTO

POWER TO
PERSUADE

IMPLEMENT

lmpLemewt -
Commit

Source: Abegglen: Unternehmen neu erfinden



StGallen Concept — Knut Bleicher

The stqaller Coneept helps to remew and optimize commaug your business

Horizontal Integration

Normative
management
(causal)

constitution policies

Strategic
management
(directive)

organization direction leadership

Operational
management
(executive)

Processes actions

Source: Abegglen/Bleicher Konzept Integriertes Management, 10. Aufl. 2021

Vertical Integration



StGallen Concept — Knut Bleicher

The Stqaller Concept helps to renew and optimize continually Your business (business model)

Market Product
Who? what?

(Customer)
constitution policies culture
organization direction leadership
processes actions P KIP
, , How
(FL nanctals People/Partner,

Kwnowledge, Power (Brand,
Key suceess factors,
Abilitles, capabilites ete.)

(Value)




StGallen Business Model — Oliver Gassmann

Market Product
Wh 0? What do we offer Wh at?
(Custome |
PKP

(F(’ nwancLia L‘S People/Partner,

Kwnowledge, Power
(va lete) (Brand, Key success

factors, Abilities,

capabilites ete.)




Business Model vs. Management Model
Business vs. Management Mecanics




StGallen Concept — in a nutshell

Market

mar ket

&

)

wWho?

positioning

Ald

mar ket-
attractivity

(CMS‘tD WLEY) @ management

values 4 } culture

C .. -

living ‘ } avoid complex
structures structures

RESOUVCES - -

N

structur +
systems

&

mar ket position §

strengths A
weeknesses 4 } potentiaks

innovation
management

D)

Product
what?

for current ‘ ’ for future
businesses businesses

strategic
options

D)

management of { } develop
abilities new abilities

defending cur-
rent position

W

Human-) Resources

Results

Measures

Objectives | Resources

capabilities Resources @

(Financials
e ( v a L 6)

Value

increase
sales

reduce
cost

capital

increase
yield




Onion-Skin Principle

Product

Finance

HR




Many models and concepts

St.Gallen
Management
HAUS
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OVERVIEW SWITZERLAND




KNOWLEDGE EXPERTS 1400 AGO - SCRIPTORIUM

Famous
] Mownastery L’Lbrarg

world heritage




1898 START OF HANDELSHOCHSCHULE ST.GALLEN

Alice Scheitlin

... Managers were
alread Y i demeand
100 Years ago...




IDEAS BEHIND ST.GALLEN MODELS IN THE 1970s

Change ahead? SUBSTITUTION /
VOLATILITY AS THE NEW NORMAL?

t right2a8” 8
Who is right? ﬁ €
Experience saysiit won't wo

This doesn't exist! Th
IS cannot work!

B o ,J-,igh'

It's |mpo hy

We ve tried it lots of times before

/
It's too expens!
Who had th:s ldea7

ﬁers it correspond with our corporate goal?




SCIENTIFIC AND PRAGMATICAL FUNDAMENTS

- Stakeholders Interaction . Environmental
= Issues Spheres
Processes Structuring ) Modes of
Forces Development

2 Johannes Riege-Sturm, Univeraty of St.Callen

Source: Riegg-Stirm: St. Gallen Management Model



BASED ON: HANS ULRICH - KNUT BLEICHER

Christian Abegglen
Knut Bleicher

DAS KONZEPT
INTEGRIERTES
Das St.Galler sy
Management-Modell MANAGEMENT

‘ Visionen - Missionen -
‘ Programme

s
7 B
14 s Cater
v

\
\
t Kesaept ven |
Hrag Qleichw - |
\ Jehiteem )
N moyabe

10, aktualisierte und erveiterte
Auflage des Standardwerks

3 & campus




BASED ON: HANS ULRICH - KNUT BLEICHER

Visible problems

* Margin slump
* Bad prices
* Turnover decline

+ Insufficient customer satisfaction + Insufficient use of human potential
* Unattractive market Effective * Weak selling

« Lack of customer benefit task assignment * Frittering

+ Weak market position « Lack of focus on key businesses

* Weak innovative performance
* Lack of competence / skills
* Unused potential

* Overly complex structure

* Lack of dynamics

* Slow processes

« Insufficient human potential

Knut Bleicher

DAS KONZEPT
INTEGRIERTES
MANAGEMENT

Visionen ~ Missionen

Moilonsteine
%ebe dor Erewics, Programme

F  acars

 Gutler

* Too high costs
* Bad stock turnover
* Growing HR costs

* Lack of develop of key p
* Neglect of key success factors

o " Interaction
* Creeping cost erosion -/ Stakeholders Sl

Processes Structuring
Forces

Christian Abe
I
Knut Blelchergg -

Christian Abegglen

G s

DAS KONZEpT

L’\"I'E(‘R”*‘H'l‘l‘ >
LU Y LS
MANAGE MENT

Visionen — Missionen -
| ongramm!

10,, aktualisi

erte ung i
Aufiage des d erweiterte

Standardwerks

Campus

UNTERNEHMEN
NEU ERFINDEN

Arbeitsbuch gegen

Denk-und
o Nislerten Stillstand

organisier

DAS ST.6AL gn
PRAKTISCH “";:"‘IEH

Sreallcter Migemrie Bock

Environmental
Spheres.
Modes of
Development

© Johannes Ruegp Sturm, Universty of St Gallen



Why all this? Companies stumble in their evolution

from one crisis to the next...

Enterprise value

- or: the organizational life cycle

Start-up
organization

Growth
organization

Matured
organization

Turnaround
organization

Jine-staff

unctional

project|

matrix

divisional

fensor

holding|

blliance

cluster]

>

time

constant changes from phase to phase




Conclusion: you need Concepts and Instruments




Tools are not enough — practical application is necessary

—




Visible problems of your company vs. effective tasks

* Margin slump
* Bad prices
* Turnover decline

+ Insufficient customer satisfaction
* Unattractive market

* Lack of customer benefit

* Weak market position

* Weak innovative performance
* Lack of competence / skills

* Unused potential

* Overly complex structure

* Lack of dynamics

* Slow processes

* Insufficient human potential

Visible problems

Effective
task assignment

* Too high costs
» Bad stock turnover
* Growing HR costs

« Insufficient use of human potential

* Weak selling

* Frittering

* Lack of focus on key businesses

* Lack of development of key competences
* Neglect of key success factors

* Creeping cost erosion




What is the situation in your company?

Top of
tcobeorg

Effective
assignment of tasks | |




Current situation: What is going on, inside - outside

s it worth conducting an in-depth anaysis?
what is my role in the game?

Source: Abegglen: Unternehmen neu erfinden



How do we quickly get an overview?
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THE BIG PICTURE

Leap into the future: What options does Hansel have?




WEAK SIGNALS

What's going on in the jungle”
Opportunity or danger?
Do tree fellers want to poison us or
tourists with money ahead?

Source: Abegglen: Unternehmen neu erfinden




Rerum cognoscere causas et valorem (UEK)
Recognize what is and what could be

Challenging what is and in inspiring what could be (IMD)

Jump into the
future

What is going

Option 1

Option 2 Option 3

Implementation:

Implementation ,,Outer “ 5
P " Implementation ,, Inner*
UMSETIUNG GEGEN AUSSEN I 4 UMSETEUNG GEGEYN INNEY |
i

. %I ‘

= — el —

e (IR Bedariresiridraa s

Lis

Source: Abegglen: Unternehmen neu erfinden



Communication /understanding:

Do we both have the same understanding about the situation?

BEISST

ICH DACHTE,
SIE SAGTEN
IR IHUND

DAS IST
NICHr
W, ZMEIN IHHUND!

BEISST
NICHIrT?




SWITZERLAND AS AN EXAMPLE

Switzerland - A Success Story ?
Why? Success Factors?




Has management become more difficult today than it

used to be? Substitutions in textile industry

START OF TEXTILE PRODUCTION - 825
(KLOSTERPLAN) ——
LINEN - 1580 ’
COTTON - 1721 |
SPINNING MACHINE - 1800 B
HAND-EMBROIDERY MACHINE - 1828
FAST EMBROIDERY MACHINE - 1883
6380 EMBROIDERY MACHINES - 1872
19°000 EMBR. MACHINES - 1890 |
TEXTILE EXPORT 500 Mio. - 1918

TEXTILE EXPORT 12 Mio. . 1935 e

Tourism 1914: -90%
Permanent Crisis -1945




WHERE IS THE STARTING POINT? Zurich — St.Gallen?




ECONOMIC DEVELOPMENT

Long Tradition of Technological Leadership continues until today

Construction of the Rolex settles in Geneva, o
Gotthard Railway Tunnel the capital of watch making 6@* ABB onsuss™
'b
Longest 90m EUR Serial Innovation \\, o
Tunne] Construction costs e.g. Waterproofness 60 8 maf_vr_%nrupr’s
todatewith 10 years Quality & e
15 km  of Construction Leadership i
ROLEX @ UBS
@ @ BELIhﬁ(l)' @ BUHLER

50 % Est. 1466 MGEBERIT INTeRROLL medela
of global Oldest — .
embroidery Chamber
production of Commerce

World-Class Textile

Industry in East
Switzerland




THE IMPACT OF ONE IDEA: GOTTHARD |

Tourism / Commerce

The Gotthard Tunnel connected Switzerland
and facilitated cross-Europe travel

Alfred Escher
Railway Pionier /
Politician /
Business Leader

Switzerland's Tourist Industry profited heavily
from being a major country of transit

The Tunnel also significantly increased
Switzerland’s role as a European trade hub

Financial Services

Escher, the man behind the Gotthard project,
also founded Credit Suisse and Swiss Re

Unparalleled size of project required creative
financing solutions by CS (financiers from
Switzerland, Italy and Germany)

Significant death tool of the project (~200
casualties) also impacted the Insurance
Industry — with SwissRe in a leading role




THE IMPACT OF ONE IDEA: GOTTHARD I
Case Study: The substantial impact of the Gotthard Tunnel in the 1900’s

Industry

Continuous increase in railway usage
demanded steady innovations in drive

technology SULZER

Pioneering work in adjacent means of
transport, such as steamers BBC

Trickle Down Effects of the Gotthard

The Gotthard Tunnel with its ensuing inflow of
foreign money increased wealth and
stipulated investments in other industries

—— Strong Demand drives consumer goods

,,/ 7

\(r”“

——— Pharma Industry takes leading role

U5 NOVARTIS

———— Higher Education increases in importance
+\

EY =
Pl ETH.....




PRACTICAL ORIENTATION

t\Holcirﬁ il "o

" o y 15
" ﬂ‘ Stren;
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Your role in this game?




WAYS TO PRAGMATIC MANAGEMENT

"Put your individual colour” the more experienced you are!




SO LET' S ENTER THE ST. GALLEN HOUSE

Source: Abegglen: Unternehmen neu erfinden



SO LET' S ENTER THE ST. GALLEN HOUSE

Y , sae IR T
Institutsgebaude 2 der StGallen Integrated imt Business School
Tellstrasse 18 in St. Gallen
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Case Study Tooth brush - Situation

Tooth Brush Factory

70% of he turnover of a swiss brush factory i1s made by selling tooth brushes. This market is
in a current stagnation. The company now wants to sell more tooth brushes, because the plant
1s used to capacity (in the tooth brush sector) by only 60%.

Dentists recommend to change a tooth brush every 3 months.
The market potential for Switzerland 1s therewith 24 Mio. brushes per year.
6 Mio. swiss people with dents x 4 brushes = 24 Mio. per year

The current market volume 1s however — surprisingly — only 7.2 Mio brushes, shared by the
following companies (falsified numbers):

Own market share: 20%
Biggest competitor: 40%
Competitor B: 20%
Competitor C: 10%

4 other competitors: 10%




Case Study Tooth brush - Question

The owner of the company now wants to double the amount of brushes within 3 years from
now.

Task: You are the consultant of the CEQO. He asks you:

1. Where do you find starting points to match this goal? Does the «fight for market
shares» pay off? Under what circumstances?

2. Isit realistic? Yes, No, maybe? Under what circumstances?

3. Your recommendation?
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