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Disruption Is The New Normal

« Jim Collins (Built to last): Companies last, on

average, 30 45 10 years on the Fortune 500 list.
And that time period is decreasing

* Main cause: Companies fail to innovate and to
build new core capabilities

Digitalization Is The New Disruptor!
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Digitalization

The Strategic Building Blocks of Digital Transformation

Digital customer experience

Digital and data-
driven offerings and
business models

Digitization
of core
business

Digital
capabilities

Digital transformation accelerators

Source: BCG analysis.



Technology Evolution

digitalization

mechanics electronics software data artificial intelligence



Business Evolution

‘ : Commodity functionality

‘ : Differentiating/innovative functionality




Disruption Model
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Instantiated For Digitalization

digital multi-dimensional

novel . .
as a service offering business model

expressed
customer
need

connectivity
* data collection &

* monetizing aggregated data
* subsidizing some ecosystem

pay for use
* quality of

real new

customer teerology] analytics service contracts partner types
need capability * continuous * insights based * network effects & virtuous cycles
deployment on data

conventional
expressed
customer
need

buy & own physical one-dimensional
product offering business model



What
Makes A
Digital
Company?

Using email?

Have a website?
Use social media?
Video conferencing?
Chatbots?

Data-driven decision making

Relentless experimentation (e.g. A/B testing)
Short feedback cycles

Decision making pushed down in organization
Strategic data collection

Unified data warehouse

Pervasive use of Al and automation

New job descriptions



Digitalization

Challenge

No software expertise

Lack of ambidexterity

Digitalization seen as
technology only

Customers not asking for it

Overly zealous internal
functions

Potential solution

Appoint SW savvy board
member(s) & senior leaders

Implement systems (e.g. 3
horizons model) to ensure
resource allocation

Own digitalization in the C-
suite

Work with fringe customers

Form cross-functional teams
with E2E responsibility



Learn More?
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