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INTERNATIONALT RADGIVNINGS OMFANG
ViRI(®*N

PRAKTISK RADGIVNING DER SKABER VZARDI

A. Lokal ekspertise & Global raekkevidde
B. Strategisk & operationel tilgang
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INTERNATIONALISERING & EKSPORT

VIRKON YDER RADGIVNING OG PRAKTISK ASSISTANCE
TIL ETABLERING | ALLE MARKEDER.

Markedsvalg

Value
proporsition

Forretnings

Organisation model
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ACCELERATION

ViRI(®*N

HURTIGERE VEJ TIL VAEKST

T ’@ﬁ c")O

¥ INNOVATION PIPELINE QUALITY
# INNOVATION CULTURE
r FUTURE GROWTH PLATFORMS

¥ GO TO MARKET POWER
¥ SALES CULTURE & LEADERSHIP
# MARKET PRIORITIES

¥ BUSINESS DIGITALIZATION
¢ VALUE CHAIN OPTIMIZATION
r CAPITAL MANAGEMENT

INNOVATION MANAGEMENT

COMMERCIAL POWER

FINANCIAL PLATFORM

INNOVATION DISCOVERY & ENABLEMENT
QUALIFICATION OF INCUBATIONS
COMMERCIALIZATION IMPACT
INNOVATION PRIORITIES

PERFORMANCE IMPROVEMENT

MARKET HOT-SPOT ASSESMENT
KICK-START IN NEW MARKETS
COACHED&MANAGED SALES LEADERSHIP

PERFORMANCE KPI PRIORITIES
SOURCING ASSESSMENT
FINANCIAL REQUIREMENT
VALUE TRACKING
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EKSPORT "FAST TRACK” - PROGRAM, COACHED & GUIDED

ViRI(®*N
1 ACCELERATOR KICK START 1 DAG @ SALGS VEKST AKTIVITET 3-6 M
- . )
: VE kANf@ Salgskoncept udvikling
B: RE RESURBE vﬁﬁm&m@ o ! . J
“C: PARETO_ INﬁSM'SER r 2 2 i )
=5 § o Identifikation af emner
:I)- cC.B \ = J
25 [ |
' © Mgde generering
2 ACCELERATOR STRATEGY 4 DAGE -%D 8\ @ )
=3 e — )
5 o Mgde indledning struktur og
T & 3l
RKT@JS KASSEN ™ 2 . e a4
>
TION AF HOT'SPOTS =7 Analyse, behov, Igsning,
‘i’ indvendinger, lukning
—/ _

Stgrre salgssucces

RESULTAT = funktion af (Kvantitet x Kvalitet x Prioritering)
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ASIAN Services — en seerlig mulighed

ViRI(®*N

KINA & ASIEN — EUROPE

* Markedstest i EU

* Innovationssamarbejde

* Leverandgr parathedsvurdering

* Etablering af selskab i EU
 Udarbejd GTM strategi & plan

* Implementering af GTM plan

e Opstart af forretning (handel) i EU
* Managed Sales i Europa

VIRKON COMMERCIAL EXCELLENCE

DANMARK — KINA & ASIEN

* Vurdering af product sourcing muligheder
 Qutsourcing vurdering & partner identifikation
« Etablering af selskab(er) i Asien

 Udarbejd GTM strategi & plan
 |Implementering af GTM plan

* Lokal repraesentation i Asien

e Opstart af forretning (handel) i Asien
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http://new.virkon.dk/wp/?p=533
http://new.virkon.dk/wp/?p=533

VIRKON

Indiakaj 20

2100 Kgbenhavn @
Denmark.

VIRKON
Thorsgade 5
5000 Odense C
Denmark.

MICHAEL PLOUGMANN
PARTNER & ACCELERATOR
mip@virkon.dk
20254812
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