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Our Agenda

Consultancy Project | Self Assessment

10 min Actual market position

20 min Current product & service portfolio
20 min Organization setup

10 min Financial performance

20 min SWOT
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Self Assessment

Actual Market Position

By Jakub Cech & Andrej SiSolak



Targets of

Self Assessment | Actual Market Position

Market Share

To compare the company’s sales with the

potential in the selected market segments.

The main target is to understand the sales
distribution compared to the potential
distribution among the various market

segments.

Profitability

To compare the profitability of the
company’s sales to the defined market

segments.

The following factors usually influence the
profitability of sales to the various
segments:

= Product mix

= Volume and average net sales price

= Cost of the goods sold

= Marketing cost

= Transportation cost

= Sales & Admin Cost

Growth Trends

To compare the company’s sales growth
(or declination) development with the

potential growth (or decline) development.

The main target is to understand the
company’s position in the segments with

the promising future.



Market Position by Segments

Self Assessment | Actual Market Position

m Potential = Sales = Profit

90
44
-

Europe Asia North America

100

80

60

40

20

South America

J. Cech & A. Sisolak




Growth Trends Analysis

Self Assessment | Actual Market Position

100 40
80

60
20
40
) I
0 0

2017 2018 2019 2020 2021 2022 2017 2018 2019 2020 2021 2022

Potential

Estimated growth rate for the next 3 years is 2% Market share is 36% with profit of 16% of the Net Sales

Sales
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Market Position by Segments

Self Assessment | Actual Market Position
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Profitability by Segment

Self Assessment | Actual Market Position
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Distribution ™ Direct Sales s OpEBIT OpEBIT % NS
Comments: Turnovergrow will be leaded by distribution channel. We don‘t suppose a significant sales grow in
direct sales. We need to return to EBIT grow to replace volume low margin products {formal KVK

products) by new ones with better margin. These targets will be supported by focus on two

application fields and new organizational structure based on specializationsin the construction
market.
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Self Assessment

Product & Service Portfolio

By Jakub Cech & Andrej SiSolak




Targets of

Self Assessment | Actual Market Position

Range

To compare the current company’s
product range with the customers’ typical
product basket within the selected market

segment.

The main target is understanding how the
company’s product portfolio matches the
customers’ needs and recognize possible

gaps or opportunities.

Quality & Performance

To compare the most important technical
parameters of the selected products with
the customers’ requirements and

competitors’ products.

The targets of analysis is following:

= understanding what features of
products are important for the
customers and how the company’s
products match them

= comparison of company’s products
features with the relevant competitors’

products

Price & Value

To compare the company’s value
proposition for the customers in the

selected with their needs

To compare the company’s value
proposition with the major competitors

within the selected market segment



Product Range Analysis

Consultancy Project | Self Assessment

ProductBasket Our Business Competitors 1 Competitors 2 Competitors 3 Competitors 4 Competitors 5
Smart Phones @ » o . o
Tablets i
Computers = @ = o =
Notebooks o o
Software o o .
Cloud Services i o
Music Stream Services o i [ .
Movie Stream Services 0 . o
Accessories o o 0 ®
Total Range

Confronter Market Leader Confronter Market Leader Market Leader
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Product Range Analysis

Consultancy Project | Self Assessment

Performance Comparison

Parameters
Very Poor Poor Average Good Very Good  Excellent

Battery Driving Range
Avg. Fuel Consumption

0 = 100 km/h Acceleration

Fuel Driving Range
Noise Level

CO2 Emission

Trunk Size

Driving Assistants

Connectivity

GPS
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Product Range Analysis

Consultancy Project | Self Assessment
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High High
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Competitor
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O Customer #4
DL_ Expectation
Competitor
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Competitor
#1
Low High
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Product Range Analysis

Consultancy Project | Self Assessment

6.3 Produktovy kos
hejvetsi obrat v litych designovych
podlahach

CELEK — PRODEJCI A MONT. FIRMY, KTERE MAJI NEJVETSI OBRAT  .Jak casto prodavéte / pouzivéte stavebni chemii..?*(q26-32)
V LITYCH DESIGNOVYCH PODLAHACH (N=32)

Pouzivaji/ Frekvence
_ prodavaji vyuitiprodeje
W caslo obCas ziidka vubec (%) (ar. primér*)
Priprava Vyrownavaci stérky 38 86,2025 57 3,41 " Anitmeticky prumér na
podkladu Penetrace pod vyrownivaci stérky 19779,37512,50 88 3,25 f;jjug‘}‘v;ﬂ;‘:j;f;mém)
Opravné malty, sanace trhiin plyskyn-t:e 31 38 12,50 18,750 81 2,81 do 4 (pouzivam/prodvam
_  Potéry 22 18,750 21875 /8 275 Easto). Cim vy&§i hodnota,
Banéry profi vihkosti 25 9,375 50,0 50 2,06 tim vy$si frekvence
prodeje/pouziti
Lité stérky epoxidové 13 21,875 28,125 72 2,59
Reali Lité stérky cementovée 19 28.125 28.125 72 241
edlizace Jiné e stirky 199,375 59,375 41 1,84
Lité stérky polyuretanové 16 9,375 62,50 38 1,78
Tmely v kartuSich 25 12,5015625 84 3,03 Sﬂhf'?ﬂ;z";tfjé‘_{?fzﬁpﬂﬁef
afadi / aplkatory / doplikové virobky I A
. Na"adlf Ido?h::kéko K 12321815 8 3,16 kategori neprovadime dalsi
Doplinkovy cke _WT 28 23,0 34,373 66 2,19 &lenéni na prodejce (N=23)
sortiment Montazni pény 22 21,875 37,50 83 2,22 a mont. firmy (N=9).
Montazni lepidia v kartuSich 25 15,625 43,750 56 2,13

v %; N= 32, montazni firmy a prodejci, kleii maji nejvéisiobratv litych designovych podiahach
(30} nebo firmy, které pokiadaji/prodavai tenio typ sporfovnich podiah (2)
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Product Range Analysis

r\t\hhl II‘I'f\If\f\\l DV'I'\:I'\’\'I' I Qf\I'F Aﬁht\ﬁﬁmt\r\‘l‘

Viastnosti samonivelacnich stéerek

~esté se venujme samonivelacnim stérkam. Prectu Vam nékolik jejich viastnosti a vy mi reknéfe, do jake miry jsou pro Vas osobné dilezifé.
Dulezitost jednotlivych viasinosti samonivelacnich stérek ohodnolte pomoci 10bodove Skaly, kdy 1 = viibec fo neni dilezité a 10 = je fo pro
mé velmidolezité (zasadni).“ (@33}

= rozhodné dideZits (9,10) spise dillezité (7,8)

ani dideZité, ani nediezié (5,6) spiSe nedidezité (3 .4)

= vibec to neni dideZits (1,2)

Dobry rozkiv a zpracovalelnost 10 6,22863
Dobr pomér ceny a kvality 14 7,¢ 5021
Pevnost a vzhled povrchu 15 5121663
Moznost aplikace v riznych tloustkach 25 11,6 124999
Diouha doba zpracovatelnosi 23 17,16 13550
Specialni pouziti na vice typii podkladii a typi podiah 22 16,56 2,8711U2
Nizky obsah emisi a Skodlivych Latek (cerfifikaty) 17 18,34 1,5/&21
Kratka doba schnuti, rychle pochozi 22 17,75 2,85842
Univerzalni pouziti na vice typi podkladii a typi podiah 22 15,38 3,58621
Soutzst syshemové skiadby 28 20,41¢ 1,474
Nizka cena 21 23,669 3,3H035
Snizena prasnost pii michani 18 23,964 4,142988

v %; N= 338, cely soubor
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Product

Consultancy Project | Self Assessment

FLOORING | SIKA POSITION
PRODUCT COMPARISON - SL SCREEDS

TECHNOLOGY SIKA WEBER
Sikafloor-102 Level weber.nivelit
Class acc.to EN 13813 CT-C20-F5 CT-C25-F6-B1,0
Thickness 2-15 mm 2-12 mm
Consumption ~ 1,5 kg/m%71mm ~ 1,7 kg/m¥1mm
Walkability 3 hours 12-24 hours
Ready to covering (3 mm) 24 hours 48 hours
Consistency 3 ¢ 3% sk
Self healing % %k e 3
Sedimentation No Yes
Surface hardness % % %k %
Distributors price 0,31 0,35
Applicators price 0,45 0,45

List price (CHF/kg) 0,55 0,60

UZIN
NC 145
CT-C20-F5
max. 6 mm
~ 1,5 kg/m%¥1mm
3 hours
24 hours
% %k %k
* % %k
No
* %k
0,40
0,50

0,80

THOMSIT
Ceresit DA
CT-C20-F5
1-10 mm
~ 1,5 kg/m%¥1mm
6 hours
24 hours
% Xk
* %
No
* %k
0,36
0,45

0,75



Product Range Analysis

Consultancy Project | Self Assessment

Viastnosti samonivelacnich stérek
(prumery)

~Jesté se vénujme samonivelacnim stérkam. Prectu Vam nékolik jejich viastnosti a vy mi reknéte, do jaké miry jsou pro Vas osobné dilezité.
Dulezitost jednoflivich viastnosti samonivelacnich stérek ohodnotte pomoci 10bodove Skaly, kdy 1 = viibec fo neni dilezité a 10 = je to pro
mé velmi dilezité (zasadni).“ (q33)

1 = vitbec lo neni dilleZité 10 = velmidileZié (zasadni)

/‘7 Dobry rozliv a zpracovatelnost Graf vynasi aritmetické pruméry na skale od 1
fr (vabec to neni dilezité) az 10 (velmiddlezité).

| —=—celek (N=338) { {_ Dobr§ pomér ceny a kvali Cim vy$si hodnota, tim vyssi dileZitost.

| —e—vinyl, PVC, koberce (N=175) } .f Pevnost a vzhied povichu

w-— dievéné podiahy (N=129) ? Mainost apilkace v rizrjch foultikich
[ |

—a— lit& (N=30) Slouha doba st

( _lI \ Specialni pousiti na vice typl podkladii a
typa podish
Nizky obsah emisia Skodlivych katek
T {certifikaty)
}i} Kratka doba schnuti, rychle pochozi
{ .*." Univerzaini pouziti na vice typll podkladd
I a typu podiah

Soucast systémové skiadby
Nizka cena
u Snizena prasnost pii michani
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Product Range Analysis

Consultancy Project | Self Assessment

TM S&B — PRICING — OTHER FINISHING
PRICE POSITIONING @ LOGISTICS AND LIGHT INDUSTRY

A
Sikaflex-11 FC+
* 7,88 CHF/pcs
= Other
£
: A
E Sikaflex/Bond AUT GLUE
O Range igh Tack
£ e i oo
=) Sikaflex-118
'.'; Extreme Grab
a = 6,78 CHF/pcs
o BOND FLEX PU 40 - A
E FC
= 6,51 CHF/pcs
= Other
NEW CONSTRUCTION ADHESIVE 03/2018
z LINE INTRODUCTION NEW PRODUCT INTRODUCTION
Low Performance / Value 4 money High
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Product Range Analysis

Consultancy Project | Self Assessment

TM ROOFING - PRICING
PRICE POSITIONING @ LOGISTICS AND LIGHT INDUSTRY

High

£
@
Far)
"
e
73
L -
O
=
: f’-&n,l h
S ‘ BAUDER
g 5 CHF/sqm
. Local production = 4 /sqm
o Wide product range " Full m I
=
D /
Technonicol
= 4 CHF/sgm
Low Performance / Value 4 money High
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Self Assessment

Organization Setup

By Jakub Cech & Andrej SiSolak




Targets of

Self Assessment | Organization Setup

Current Allocation of
Workforce

To map actual allocation of the employees
to different departments and geographical

regions.

The main target is understanding if the
current organization structure provides
proper efficiency and flexibility and does
allow the company to deliver desired

results.

Potential Allocation of
the Workforce

To map an actual allocation of the market
potential to the defined segments and

geographical regions

The main target is to understand how the

future organization structure should look

like:

= the size of the market potential within
defined market segments and regions

= number of the potential customers in the
most attractive segments

= prevailing way of sales, technical
customer & delivery service in the most
attractive segments

= production & supply chain setup

Trends of Future
Influence

To map and understand all major trends with
the possible influence on future workforce

structure in the industry such as:

= automation

= digitalization

= demographical development

= future technological and safety standards
= environmental standards

=  ESG legislation

= employment legislation

= regional set up and infrastructure



Organization

Self Assessment | Organization Setup

Market Criteria Unit Importanc |comparison & Rating

Segmen e , _ _

t Company Competitor 1 Competitor 2 Competitor 3

Weight # Low Mid High |# Low Mid High |# Low Mid High |# Low Mid High
0,1 0,5 1 0,1 0,5 1 0,1 0,5 1 0,1 0,5 1
Number of Sales Point FTE 30% 250 3,0% 540 30,0%| 480 15,0% 760 30,0%
Number of Sales Reps FTE 10% 25 1,0% 50 10,0% 46 5,0% 65 10,0%
Number of Technical Advisors FTE 5% 10 5,0% 5 2,5% 2 0,5% 12 5,0%
Number of Customer Service Reps FTE 10% 100 1,0% 20 10,0% 15 5,0% 25 10,0%
Number of Factories lines 5% 3 0,5% 5 5,0% 3 0,5% 5 5,0%
Number of Warehouses locations 5% 3 0,5% 5 2,5% 3 0,5% 8 5,0%
Number of Merchandisers FTE 5% 0 0,5% 5 0,5% 5 0,5% 10 5,0%
Average Delivery Terms days 30% 3 3,0% 3 3,0% 2 15,0% 1 30,0%
Subtotal 9,5% 0 5,0% 4% 5%  55% 2%  40% 0% 0% 0% 100%
Market Segment Total 100% 14,5% 63,5% 42,0% 100,0%
Standard level of organisational complexity on the market

Company's level of organisational complexity on the market segment 14,5% segment 68,5%
Company's sales to the market segment mEUR 10 Total potential on the market segment mEUR 350




Organization Mirror

Self Assessment | Organization Setup

A
Market Market
= Market Segment Segment
< Segment #1 #3
© #3
=
0% |
Organization Fit
Organization
é’ Company Advantage | Oversize Company Company
8 Segment Seg#rgent Segment
- #1 #3
C
O
O
) Organization Gap .
v

Organization Complexity Level

» 100%
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Organization Development

Self Assessment | Organization Setup

NEJDULEZITEJSI OBLASTI TRHU o
SEGMENTY TRHU A KONKURENCNI PROSTREDI

Refurbishment

J _
13,£ o U, mid.ke
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Organization Development

Self Assessment | Organization Setup

NOVA ORGANIZACE OBCHODU ‘_
PRINCIPY SEGMENTACE | OBCHODNI SKUPINY

Zakladni stavebni materialy Standardni chemie Specialni chemie Izolace Vyroba

wo D . Building

U Roofi
E I Limestone Concrete Finishing Flooring neg Industry
T c
S 2 Seall
B E ealing
O on & Bonding Refurbishment
o

n

Regionalni
segmentace

Zakaznici a zakazkv

fir W ol B2 D ml =
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Organization Development

Self Assessment | Organization Setup

ORGANIZACNI STRUKTURA
MALTOVE SMESI A LEPIDLA | TMM MARCELA SYPTAKOVA

au o owmr

PHA, PHA p 1S k samek.pavel@cz.sika.com
ZAPAD avel same +420 603 560 181
o v v s verisova.libuse@cz.sika.com
STC Libuse Verisova B
. stiller.radek@cz.sika.com
ULK, KVK Radek Stiller e
- v v nemecek. kamil@cz.sika.com
PLK, JHC Kamil Nemecek By
LBK. KHK Marcela Rabasovi rabasova.marcela@cz.sika.com
& +420737 208 305
v p kleckova.tereza@cz.sika.com
PAK, VYS Tereza Kleckova +420739 384 559
strouhal.ivo@cz.sika.com
JMK Ivo Strouhal +420 606 639 205
. p moravka.martin@cz.sika.com
OLK, ZLK Martin Moravka 4420739384 530
v baros.roman@-cz.sika.com
MSK Roman Baros +420605 574 418
CELA R KAM sitové stavebniny drizhal.ales@cz.sika.com
A|E§ DFIZ hﬂl +420603 823 382 Y,
TECHNICKY SERVIS KONTAKT
s ¥ OTZ obkladova studia sindler.tomas@cz.sika.com : :
CELA CR R . -l o beseda.jan@cz.sika.com
Tomas Sindler +420731637 866 CELACR Jan Beseda +420 606 627 356
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Organization Development

Self Assessment | Organization Setup

ORGANIZACNI STRUKTURA
IZOLACE | TMM JAKUB CECH

ou o cowma

KVK, ULK, PLK,
PHA ZAPAD

vlaskova.ilona@cz.sika.com

llona Vlaskova 420737202 162

kanerova.monika@cz.sika.com

LBK, KHK, PAK  Monika Kanerova +420 739 690 499

JHC, STC, PHA,

e hofmann.jiri@cz.sika.com

PHA VYHOD +420 606 638 542
[VACANT] pastyrik.lubomir@cz.sika.com
VYS, IMK Lubomir Pastyrik +420732204974
, holik.pavel@cz.sika.com
OLK, MSK, ZLK Pavel Holik P
CELA R KAM sitové stavebniny pastyrik.lubomir@cz.sika.com
Lubomir Pastyrik +420732204974

m TECHNICKY SERVIS |KONTAKT

KVK, ULK, PLK,

brychta_jarosl sika.
Jaroslav Brychta rychta.jaroslav@cz.sika.com

CELA CR OTZ tepelné izolace EPS nohejl.martin@cz.sika.com PHA ZAPAD +420724 344909
Martin Nﬂheﬂ +420733 105 385
JHC, STC, PHA, Vaclav Jakub&ik jakubcik.vaclav@cz.sika.com
CELA CR Technicky servis EPS rezanina.vit@cz.sika.com PHA VYHOD +420736533373
Vit ﬁeza nina +420733 618599
LBK, KHK, PAK, ) §
CELA CR OTZ Hydroizolacni folie cech.jakub@cz.sika.com VYS, JMK, OLK, Tomas Marek ﬂa;{??-;ir??}?g:?ﬂ a.com

Jakub Cech +420602 648 653 MSK, ZLK
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Organization Development

Self Assessment | Organization Setup

ORGANIZACNI STRUKTURA PRO KLICOVE PROJEKTY
SANACE A OCHRANA KONSTRUKCI | TMM REFURBISHMENT DAVID SVOBODA

oy o cowmer

JHC, VYS, PAK, TMM svoboda.david@cz.sika.com
KHK David Svoboda +420605720016

PHA, STC, PLK, KPM chlad.martin@cz.sika.com
KVK, ULK, LBK  Martin Chlad +420725397 598

IMK, ZLK, OLK, Tormnsz | i jarolim.tomas@cz.sika.com
MSK omas Jarolim +420603 563 552
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Self Assessment

Financial performance

By Jakub Cech & Andrej SiSolak



Targets of

Self Assessment | Financial performance

Balance sheet Profit & Loss Cash flow

A balance sheet is a financial statement Profit & Loss statement is the financial Cash flow is the amount of cash that
which shows relationship between assets, statement, which calculates the revenues, comes in and goes out of a company. The
liabilities and shareholer’s equity. cost and all other expenses. It shows the companies take in money from sales as

ability of the company to generate profit. revenues and spend money on expenses.

A balance sheets shows what company

owns and how these asets are financed. |t Main target of the companies is to

shows the general financial status of a . . . .
iIncrease their profits by revenue increase,

company. _
cost cutting or both.



Balance Sheet

Self Assessment | Financial performance

J. Cech & A. Sisolak

palance sheet example

TEDDY FAB INC.
BALANCE SHEET
December 31, 2100

ASSETS

Current assets
Cash and cash equivalents
Accounts receivable
Inventory
Prepaid expense
Investments

100,000
20,000
15,000

4,000
10,000

LIABILITIES AND SHAREHOLDERS' EQUITY

Current liabilities
Accounts payable
Notes payable
Accrued expenses
Deferred revenue

$ 30,000

10,000
5,000
2,000

Total current liabilities

47,000

Total current assets

149,000

Property and equipment
Land
Buildings and improvements
Equipment
Less accumulated depreciation

Other assets
Intangible assets
Less accumulated amortization

Total assets

24,300
250,000
50,000
(5,000)

4,000
(200)

472,100

Long-term debt
Total liabilities

Shareholders' Equity
Common stock
Additional paid-in capital
Retained earnings
Treasury stock

Total liabilities and shareholders' equity

200,000

247,000

10,000
20,000
197,100
(2,000)

$ 472,100




Profit

Self Assessment | Financial performance

Sales

Less Cost of Sales
Raw Materials
Freight

Total Cost of Sales
GROSS PROFIT

Less Expenses
Wages

ACC Levies
Accounting Fees
Donations
Entertainment
Electricity
Insurance
Protective Clothing
Rent
Subscriptions
Depreciation
Telephone
Total Expenses

NET PROFIT/(LOSS)

2017 §
200,000

80,000
5,000
85,000
115,000

40,000
500
900
100
250

2,200
1,200
250

15,000
125

12,000

3,000

75,525

39,475

2016 $
180,000

72,000
2,500
74,500
105,500

37,000
500
900

75
200
1,800
1,000
300

14,000
125

11,500

2,000

69,400

36,100




Cash Flow

Self Assessment | Financial performance
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Date
Starting Cash Balance

Cash Received

Cash from Operations

Cash Sales

Subtotal Cash from Operations

Additional Cash Received
MNew Current Borrowing
Mew Long-Term Liabilities
Sales of Current Assets
Sales of Long-Term Assets
New Invesiment Received
Subtotal Cash Received
Total Cash Received

Expenditures

Expenditures from Operations
Cash Spending

Bill Payments

Subtotal Spent on Operations

Additional Cash Spent
Repayment of Current Borrowing
Long-Term Liabilities Repayment
Purchase of Current Assets
Purchase of Long-Term Assets
Dividends

Subtotal Cash Spent

Total Cash Spent

Net Cash Flow
Ending Cash Balance

January

$ 3,403.00
$ 1,200.00
S 5,670.00
$ 6,870.00
g _

g i}

S 150.00
g .

g ,

$ 150.00
$ 7,020.00
$ (3,500.00)
S 123.50
$ (750.00)
$ (4,126.50)
$ (350.00)
$ (150.00)
g )

g _

g i}

$ (500.00)
$ (4,626.50)
$ 239350
$ 5,796 50

February

$ 5,796.50
$ 1.100.00
S 6,700.00
$ 7,800.00
g i}

g )

g .

g ;

$ 1500000
$ 15,000.00
$ 22,800.00
S (3,800.00)
S (340.00)
$ (780.00)
$ (4,920.00)
S (4.000.00)
$ (175.00)
$ (10,000.00)
g i}

g )

$ (14,175.00)
$ (19,095.00)
$ 3.705.00
$ 9.501.50

‘March
$  9,501.50
$ 500 .00
S  4.000.00
$  4,500.00
2 _

5 _

$ 300 .00

g -

g ”

$ 300.00

$  4,800.00

$  (3,900.00)
s (470.00)
$ (810.00)
$  (5,180.00)
g -

$ (150.00)
$  (1,000.00)
$  (1,900.00)
3 _

$  (3,050.00)
$  (8,230.00)
$  (3.430.00)
$ 607150
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SWOT analysis

By Jakub Cech & Andrej SiSolak




Targets of

Self Assessment | SWOT analysis

Internal environment

First half of the analysis is focused on
iInternal environment. The main purpose is
to understand the competencies of your

company.

The result of this part are the definitions of
our positives, Strenghts, and negatives,

Weaknesses

External environment

Second half of this analysis is the
opposite, focused on external
environment. The main purpose is to

identify the potential for business growth.

The result of this part are the definitions of
our Opportunutities on the market and the

Threats which can we meet there.

So what?

Description of all this factors is not
enough. SWOT analysis helps us to
define particulat actions. Based on the
strenghts with understanding the
weaknesses to use possible opportunities
to grow the company business. All these

with awareness of threats.



SWOT Analysis VModel

Consultancy Project | Self Assessment

Strengths

All aspects of our company, which
have a positive impact to our
business and helps to strenghten our
market position. Where are we better
than competition?

So what?
How can we use it?

Threats

Possible risks which can negatively
iImpact the company’s goals. The
target is to identify these and
eliminate if possible.

So what?
Which part of the business can be
affected”? How to avoid it?

Internal Analysis
,can be influenced”

can’t be influenced

Weaknesses

All aspects which reduce the
company value, skills, resources eftc.
The company goal is to reduce the
weaknesses or to be aware of it.

So what?
How to prevent from doing this?

Opportunities

Potential external opportunities to
grow the business and strnghten the
market position. These opportunities
can bring bigger demand, customer
satisfaction etc.

So what?
What new business will this bring
us?
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SWOT Analysis Example

Consultancy Project | Self Assessment

STRENGTHS ____ WEAKNESSES

Complex order handling procedures

Slow reaction to the customers
Organizational structure
Internal competition between divisions

We are leaders in our business
We have products/services ready
Proven quality and know-how

We provide solutions

Stable team - low fluctuation rate Lower warehouse capacity

Long term partner Longer delivery times

OPPORTUNITIES THREATS

Legistation support to the sustainable solutions Non stable Exchange rate
Negative impact to imported products

Innovations supported

Increasing demand for additional services Upcoming economical crisis

Quality services valued by the customers Negative market trends — buying decisions delayed

Growth strategy of our main partners Lack of labor force

Sales synergies focused on growth Missing employees within the industry
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