
CHANGE MANAGEMENT BUSINESS CASE STUDIES

Let these five successful change management stories inspire your company's own Here are five real-world case studies
that should provide some insight into how That's a lot of money for a business that sells soft drinks.

Similarly, the company addressed its marketing-agency spending. Sheik Abdullah and Dr Nasser decided to
pull all their diverse telecoms brands into one mega-brand, Ooredoo. Open for comment; 26 Comment s
posted. Kotter Management and leadership are not the same thing. In this instance the success of
organisational change â€” supporting the delivery of crucial business strategies â€” was driven by a common
and effective organisational change requirement. Amway also conveyed they would have only one opportunity
for a pilot test program, to introduce the new workplace strategy to a designated segment of the workforce. To
reach rural areas, mobile branches that can visit homes were created. A benchmark analysis revealed that the
company had been paying rates well above the market average and getting fewer hours per full-time
equivalent each year than the market standard. At the same time, profitability has improved substantially,
highlighted by a gross margin of 48 percent as of mid Open for comment; 7 Comment s posted. The device
business had been moving toward a difficult stalemate, generating dissatisfactory results and requiring
increasing amounts of capital, which Nokia no longer had. Ryan Raffaelli explains how the Swiss watch
industry saved itself by reinventing its identity. Direct Line: disruption brings opportunity Among leadership
teams, there tends to be two views about change. The company operates in a category that is highly segmented
across product lines and highly localized. Each process was then optimized from end to end using lean tools.
In fact, the cultures of the UK acquisitions were very different, they had developed as regional building
societies and their footprints, portfolios and client bases were each unique. Products that sell well in one
region often do poorly in a neighboring state. Thomke explains the lessons behind a new case on the company.
That meant everything from common invoicing and finance systems to bigger more centralised distribution
networks. The company launched ambitious efforts to change the way things were traditionally done: A Better
Client-Service Model. They wanted to offer the Muslim world greater freedom of communication and choice
and, in particular, they wanted to be seen as helping rural communities and women gain a voice. Fear spread,
and a generation of businesses was set up to address this impending crisis, known as Y2K Year  However, the
benchmark also highlighted many strengths that provided a basis for further improvement, such as common
platforms and efficient product-administration processes. Click on the client logo or text based link to read the
full change management case study. Finally, the company launched a significant initiative in targeted
distribution. The entire approach had to be one of controlled urgency, there was no plan B and the leadership
teams embraced the need to shift their people on to the next step as rapidly and as efficiently as possible. In
this instance, the change programme was about avoiding a global disaster. In-branch teams, for example, were
prepared for a variety of customer responses through the transition phase. One of the challenges of planning
for the move to a much smaller location was to identify a minimum of employees who could work from home
at least two days per week, thus giving up an assigned space. Barmer GEK is reducing the number of its
branches by 50 percent, while transitioning to larger and more attractive service centers throughout Germany.
The goal of the transformation was to fundamentally improve the customer experience, with customer
satisfaction as a benchmark of success. Cognizant of how stressful transformations can be for
employeesâ€”particularly during the early efforts to fund the journey, which often emphasize cost
reductionsâ€”the company aggressively talked about how those savings were being reinvested into the
business to drive growth for example, investments into the most effective trade promotions and the brands that
showed the greatest sales-growth potential. Its success heralded the start of a new, post-crisis IPO era.
Similarly, it analyzed trade promotion effectiveness by gathering and compiling data on the roughly ,
promotions that the company had run across channels, locations, brands, and pack sizes.


