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Drugacnost in
timski pristop do strank.

Ampak kako to doseci?

B2B konferenca, 13.10.2022




Zacne se s povprasevanjem...

Dear Mr Jenic,

it has been a while since our last emails.

The NDA is signed from both parties, sg we want to inquire the main frame of our new wheelchairf  and additional parts.
Please find the technical specifications attached.
Please check the documents carefully. Some parts are mirrored which means we need left and right version of it.

If you cannot offer the coating KTL, it is also okay to quote on powder coating. We prefer KTL due to lower costs.

The ideal case is you providing the entire assembly to our factoryin .. .- , Germany.

(o)

If not possible, you can also quote on individual parts but again the more combined (welded together) the better.

Start of production: 4™ quarter of 2020, wheelchairs.
2021:

2022:

2023: , following.

Please consider the quantities per item number in the BOM attached. One wheelchair might consist of 2 or more parts per item number.

Please provide a cost break down.
Please quote both EXW and DDP =~

We will need samples in 1** or 2" quarter of 2020 including material certificate, welding certificate and full inspection reports.
If required, please quote on tooling costs separated.

Please let us kindly know if you have any questions. We suggest to have a phone call to discuss further details, if necessary.

Mit freundlichen GriiRen

@20H2.



ottobock.




Uspelo - vabijo naju v Berlin!

Dear Mr. Jenic,

thank you very much for your email.

Your questions show that it was a good choice sending the inquiry to you.

Especially from the technical side wefwill not be able to answer all questions by next week.

Thus|we propose you and further colleagues will come to Berlinfin week 3 of 2020. Which time is most suitable for you from Jan. 13th to 17t?

You can provide your quotation after our meeting.

Our address is:
Nt+A DAl MAKilLI+ CAlLibiAane Rrnhkh W

@!OHQ.



In rezultat sestanka?

Dvourni sestanek se je podaljsal na devet ur (potem sva morala na letalo).

Ponovno so odprli razvojno fazo izdelka, kjer so upostevali vecino nasih ide;j.

S tem smo dobili veliko prednost pred drugimi ponudniki in dobili narocilo!




Dve leti serijske proizvodnje vseh kovinskih delov vozicka

Najvec jih najdete
v Braziliji!




Kako torej pristopamo k strankam?




Zacne se z vrednotami podjetja...
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...S katerimi se identificiramo!
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Kako nase vrednote apliciramo na odnose s kupci?

Eklpa smo! (timsko delo)

Informacije delimo z vsemi v podjetju (mesecne predstavitve, tematska druzenja).
Ze v zacetku vkljuéimo Siroko ekipo v celoten proces.

Zunanje partnerje enakovredno vkljucujemo in jih predstavimo kupcem!

@QOHQ.



Kako nase vrednote apliciramo na odnose s kupci?

Trga mo! (strast)

Hitrost je kljucen dejavnik uspeha -> projektov se lotimo vsi oddelki hkrati, vzporedno.
Poglobimo se v potrebe kupca in ze razmisljamo o izboljsavah.

Naredi vrhunsko, nato dodaj se 5%.

@QOHQ.



Kako nase vrednote apliciramo na odnose s kupci?

Mamo jajca! (drznost)

Najprej iScemo kako problem JE mozno resiti (za probleme je vedno cas tudi kasneje).
Obljubimo ve¢, kot smo tisti trenutek sposobni narediti, a se zavedamo svojih mej.

Vcasih je potrebno tudi kupca potisniti izven cone udobja.

@QOHQ.



Kako nase vrednote apliciramo na odnose s kupci?

Zrihti do kraja! (zavezanost)

Vsak prispeva svoje ideje, a ko se odlocimo, sledimo vsi istemu cilju.
Zavezanost kupcu se zacne z zavezanostjo med sodelavci in zunanjimi partnerji.

Na vrhu hriba si Sele na pol poti.

@QOHQ.



Kako nase vrednote apliciramo na odnose s kupci?

MEj ksiht! (odkritost)

Zunanjim partnerjem razkrijemo karte in poslujemo na principu odprte kalkulacije.
Igramo na dolgi rok — ne isCemo kratkorocnih dobickov na racun dolgorocnega odnosa.

Odkrito se pogovorimo o napakah, ki jih ne kaznujemo, ampak se iz njih ucimo.

@QOHQ.



Pridobivanje kupcev ni enosmerna pot prodajnega oddelka.

Je zaklju€en krog celotnega podjetja!

@QOHQ.



To je nasa zgodba, morda uporabite kako idejo...

informiramo vse

takoj vkljucimo Siroko ekipo

predstavljamo zunanje partnerje

razkrijemo karte
igramo na dolgi rok

iz napak se u¢imo

sledimo istemu cilju
zavezanost se zaCne znotraj podjetja

na vrhu si na pol poti

hitrost -> vzporedno delo
izboljSave Ze v zacetni fazi

dodaj Se 5%

problem JE mozno resiti
obljubimo vec

kupca potisniti izven cone udobja

@QOHQ.



