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uber die Organisation

=

HQ USA
>120’000 MA
300MA in der Schweiz
8 Standorte in der Schweiz

F&S
Building Management
Building Automation
Digital Solution (OpenBlue)
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16MA
Pfaffikon, Egerkingen, Bern,
Brig, Meyrin, Manno
10 Project Sales
4 Service Sales
4 Sales BMS, BMA, DS
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Geschaftsauswirkungsanalyse

e Arbeitsplatz einrichten,

Business impact analysis (BIA) :
Drucker, Scanner, Papier,
B The Business Impact Analysis (BIA) is a systematic, repeatable, and substantially defensible
analysis that quantifies and qualifies financial, operational, service, legal/regulatory and brand Kuve rta SOftwa re
impacts to the enterprise, in the event key business processes cannot be performed
B A standard criterion will enable all processes to evaluate impacts consistently across the company
at a business process level. This is driven by the business, not technology. o Offe rten erSteI |en!
B By utilizing an impact criteria in the BIA, assumptions and guesswork relating to the criticality of L H '
business processes and technology are minimized Valld ieren u nd frelgeben
» Recovery Time Objective » Impact Criteria
» <0.5Day » Financial
» 0.5—1Day » Legal/Regulatory/ Compliance Py Bestel | unaen
» 2—7 Days » Customer Satisfaction/Operations g
» 8—44 Days » Public Image / Stakeholder Value (Reputation) entg egen neh men’ Ve r'tr'age
» >45Days » Workforce .
unterschreiben
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Herausforderungen — B2B Verkauf

[ ] -
' marketin
COVID-19's Impact on the B2B Sales Model e &
eoest charts
73% Before COVID-19 W After COVID-19
63%
57%
47% 50% 50%
39%
20%
I
Online / web support E-commerce Inside sales team In-person / field sales team Other
(e.g. chatting with (e.g. products / services (e.g. interacting with (e.g. meeting with
customers viavideo/ sold directly onlinewith no customers on the phone)  customers face to face)
website / mobile app to sales rep involved)
support purchase)
Published on MarketingCharts.com in May 2020 | Data Source: McKinsey
Based on an April 20-27, 2020 survey of 607 B2B decision-makers, 96% of whom have ch d their go-to-market strategy in response to COVID-19
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Fazit e

= Planen — was hat bedeutet eine Pandemie fur das Business

= Adaptieren — Anpassungen vornehmen

= Analysieren und justieren
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und nicht vergessen...

K unden und Mitarbeiter schitzen virtuelles K atfectrinken

Patrik Kamber

Sales Leader, Program Manager Digital Solutions
Building Technologies & Solutions

Johnson Controls

+41 79 513 46 58
patrik. kamber@jci.com



mailto:patrik.kamber@jci.com

	«Sales Continuity» durch Smart Solution Lösungen
	Agenda
	über die Organisation
	Geschäftsauswirkungsanalyse
	Herausforderungen – B2B Verkauf
	re-enter; re-occupy; re-imagine
	Fazit

	und nicht vergessen…


