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Digital Strategy and Transformation
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Something is happening!
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Uber

The largest taxi enterprise owns no cars. $70b  

Facebook

The most popular media house creates no contents. $390b

Alibaba

The largest retail company has no stocks. $257b

Airbnb
The largest accommodation provider owns no real estate.       $25b

valuation

http://www.google.ch/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwiBx-2P57_KAhWEDQ4KHQurCbgQjRwIBw&url=http://www.gambonearticles.com/2015/08/alibaba-partners-suning-baba-stock.html&psig=AFQjCNH1BYlWDL5n_inx19dtwrCh7wetkg&ust=1453634072513202
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Technology hype cycle in 2016
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Technology hype cycle in 2020
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The 4th Industrial Revolution
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Revolution         Year            Lever              

also known as the “Digital Twin”



The Digital Transformation is about
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TECHNOLOGY



The 4th Industrial Revolution

The digital transformation of industry: the 4th Industrial Revolution

12

«We are at the beginning of a technical revolution which will change the 

way we live and work fundamentally. By its impact, range and 

complexity this transformation cannot be compared with anything 

mankind has experienced before.»



Microsoft CEO: Satya Nadella

• The digital transformation of industry: the 4th Industrial Revolution
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“The gross margin of a 

thing is growing to the 

value of the services it 

can provide.”

Nadella, CEO Microsoft



The Digitalization of Mobility
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The Digitalization of Mobility
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The Digitalization of Mobility
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The Digitalization of Mobility
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The second curve…
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Digital economy awaits new business models
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Market Dynamics in 

the Digital Economy
Product orientation Customer orientation



The Digital Transformation is about
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TECHNOLOGY

BUSINESS MODELS
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Engage with customers in new ways!
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The offering is more than the sum of our products!
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Virtual Reality!
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Individualize!
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First build digital, then real!
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Support the Building Information Modelling 

process by BIM objects, BIM solutions and

BIM tools.  



But wait a moment! What is happening?
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But wait a moment! What is happening?
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• engage with our customer in new ways (example: virtual reality)

• individualize the offering (example: configurators, planning tools)

• first build digital, then real (example: BIM)

• widen the marketing and sales funnel!

Opportunities I/II



We want to be part of a seamless customer journey!
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data

We change today’s customer experience chain…
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… from isolated touchpoints to a seamless journey!

data



To create a seamless customer experience!
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With on demand services! Anytime, anywhere…
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Can you quickly send me a key?

Pleaaaase…, need to go to the bathroom…

Papa??



To collect information for…

37

Where are the doors?

Who did the 

installation/service?
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https://app.powerbi.com/reports/69143d7f-b61f-4a9e-82bc-11ed52dfd91f/ReportSection3?pbi_source=PowerPoint
https://app.powerbi.com/reports/69143d7f-b61f-4a9e-82bc-11ed52dfd91f/ReportSection3?pbi_source=PowerPoint
https://app.powerbi.com/reports/69143d7f-b61f-4a9e-82bc-11ed52dfd91f/ReportSection3?pbi_source=PowerPoint
https://app.powerbi.com/reports/69143d7f-b61f-4a9e-82bc-11ed52dfd91f/ReportSection3?pbi_source=PowerPoint


these doors 

need a 

service!

….predictive services.
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openings since last service

Which door needs a service?

https://app.powerbi.com/reports/69143d7f-b61f-4a9e-82bc-11ed52dfd91f/ReportSection4?pbi_source=PowerPoint
https://app.powerbi.com/reports/69143d7f-b61f-4a9e-82bc-11ed52dfd91f/ReportSection4?pbi_source=PowerPoint
https://app.powerbi.com/reports/69143d7f-b61f-4a9e-82bc-11ed52dfd91f/ReportSection4?pbi_source=PowerPoint
https://app.powerbi.com/reports/69143d7f-b61f-4a9e-82bc-11ed52dfd91f/ReportSection4?pbi_source=PowerPoint


these doors are service intensive

….predictive services...
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Which door needs a service?

How often does a door need a 

service?

these doors 

need a 

service!

openings since last service

openings since last service
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Connectivity allows the power of analytics to drive new 
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Ecosystem 

Monetization

Data

Monetization

Services

Monetization

….to realize additional monetization opportunities!

Device 

Monetization
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Monetization Complexity
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Operational Excellence of Digital Services

operation

cyber insurance

disaster recovery

ISO2700x (security)

7/24 support

scalability

legal

availability

quality

DevOps

digital services
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• engage with our customer in new ways (example: virtual reality)

• individualize the offering (example: configurators, planning tools)

• first build digital, then real (example: BIM)

• widen the marketing and sales funnel!

• become part of a customer’s life (example:  mobile credentials)!

• offer on-demand services  (example: Access Control as a Service)

• realize new monetarization opportunities (example: predictive services)

Opportunities - Summary
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The Digital Transformation is about
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TECHNOLOGY



Those who live by the sword…

will be shot by those who don’t.
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The Digital Transformation is about:
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TECHNOLOGY

BUSINESS MODELS



Those who live by the sword…

will be shot by those who don’t.
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Digital

Transformation



The Digital Transformation is about:

TECHNOLOGY

BUSINESS MODELS

CULTURE
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