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Much Publicized Disruptors

UBER DIRECTV

ey D

airbnb Pay Pal

Southwests aMazon ¢ PELOTON

Here is a story you probably have not heard.
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3)
Agenda

Case: Acme Shipping and Investors’ Directive

Industry Disruption Playbook

Disrupting Your Industry - Breakout

Key Takeaways

Q&A

Wrap-Up
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Customers
Retailers Value Proposition

#5 in Marketshare Price 150 Years Old

No Differentiation Commodity Transit Times

Acme Shipping

Industry Booming Customers’ Supply Chains
Customers’ Trucks Idle  Capacity-Driven Revenue

Under Utilized Capacity No Capital Available

Gentlemen’s Agreement The Lie
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Acme Shipping’s CEO Was Faced with a
Nearly Impossible Task

“Grow marketshare in a commodity
industry with no capital investment”

Relative Revenue of Market Leaders
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"I think wou should be more
explicit here in step two."
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Industry Disruption Playbook
S‘[‘ra’tegy Seamless Transiti‘ Execution

1. Determine True Customer Needs 6. Execute Transformation
2. Articulate Current Norms 7. Re-Position & Disrupt

3. Define True Value to Deliver 8. Grow Revenue

4. Write New Value Proposition 9. Monitor Revenue & Operations

5. Align Stakeholders 10. Reap Benefits of Disruption

We’ll go through each step of the story ...
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1.2 Determine True Customer Needs

©

TARGET

False Assumptions The Truths
Fast transit times Predictable supply chain
No need to arrive on time “ Products on shelves
Retailer is the customer Shoppers are true customers
Shopper experience ignored Shopper experience is paramount
Price trumps all Value trumps all

Walmart ;<
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2.1 Use a Strategy Canvas* to Model Shipping
Industry Constructs

Strategy Canvas Worksheet
Shipping Industry Disruption

Color Coding Acme Acme As Is
Competitor #1

Relative to Industry Competitors

Highest 5 A A

Higher 4 AA A A
A

A A
Average 3 A A A A A A

Lower 2 A A A

A
Lowest 1 A A A

;. . . . Customers’ Customers'
Number of Condition of Committed | Relative Vessel Actual Transit . . ) Customer
R o X Cost to Operate . Price per TEU Reliability Supply Chain Customers .
Routes Containers Transit Times Capacity Times Service
Partner Focus

Industry Construct

*W. Chan Kim and Renee’ Maubourgne
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2.2 Articulate Industry Constructs

» "’ “ :
4+ X No dlfferences in service

403
WX No differences in value propositions ,, Lond Sectd

% Ccommitted short transit times never met
#®11X Price was the only competitive variable
C,Oix,.ynce war fought for each load

.
' Guom  HONOSy
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Determine Which Construc!

Strategy Canvas Worksheet
Shipping Industry Disruption

2.3 Re-Draw the Strategy Canvas to

Color Coding Acme Acme As Is

Competitor #1

Acme To Be

Relative to Industry Competitors

Highest
Higher
Average
Lower

Lowest

5

4

3

s to Disrupt

;. . . . Customers’ Customers'
Number of Condition of Committed | Relative Vessel Actual Transit . . ) Customer
R o X Cost to Operate ) Price per TEU Reliability Supply Chain Customers .
Routes Containers Transit Times Capacity Times Service
Partner Focus
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Industry Construct
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44 LA Pow ! !ue Proposition

v TruIy valuable

v Unique "'
\/’antlve o> &

G oSy e,
=y

v Defe?” e
v" First mover
v' Profitable

v _Easy to say
elevant
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4. 2 WHtesNEW ValUEerRropoesition
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5.1 Internal Stakeholder Roles

Key |
Influencers

Key Decision
Ma ker
Key DeC|S|on
_
= Gatekeepers
20
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5.2 Disruption Stakeholder Heat Map

Customers

Retailers

Manufacturers

Other
Customer
Segments

© Rowland Chen. All rights reserved.

Operations

Vessel
Operations

Port
Operations

Intermodal
Operations

Container
Management

Labor Unions

Governance

Board of
Directors

Leadership

President,
North
America

President,
APAC

President,
EMEA

President,

Greater
China

President,
LATAM

Not On-Board

Functions

Marketing

Sales
Operations

Customer
Service

Information
Technology
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Now the most difficult part - EXECUTION ...

Strategy Seamless rmns,-~ Execution

1. Determine True Customer Needs 6. Execute Transformation
2. Articulate Current Norms 7. Re-Position & Disrupt

3. Define True Value to Deliver 8. Grow Revenue

4. Write New Value Proposition 9. Monitor Revenue & Operations

5. Align Stakeholders 10. Reap Benefits of Disruption

22
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6.2 Transformation Roadmap

1ges

L.hat

 Deliberate
 Methodical
* Visible

Sonureliani
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How much and hor fast o you need ta ransform?

Design the
Determine the Transformed
Transformation Business and
Requirements Set Financial
Targets

Define the
Environment

1. Engage our people as business owners.

2. Increass our brand investment behind superior
products and more targeted 3D plans.

3. Grow into profitable new categories, channels and
countries

4. Fund growth by reducing waste in our work,
products and supply chain.

Develop the
Transformation
Concept Map

Execute the

Transformation

Program

Months

Monitor
Progressand
Remediate




roposition Dissemination

BUSINESS Re-Engineering
B

Revenue Management:

l

nterma 'rior\ﬁf,@ch N0108)

Performance:Excellence
T

'Change Hu
"(f" Ituré ! f e.’,’v'i’v«l-«i'

-

n , pectatlons

- - C -
> - o - g - - R - i -

1anNa C I — - . _— - . ~ o
e - s e T = s 3 =, —
- - o — . S it i e o T3~ 5 e N R - e
R AT, Y, <. o e 2 N e e e e T S L, - - =2



©)
7.1 Re-Position and Disrupt ’

Industry
Norm

AW High
Reliability

Premium service at a premium price point
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52 HOWAON

Communlcate true value
to customer

B. Commit delivery times in
sales contracts

“C.. Deliver on-time
D. Meet commitments

E. Reinforce value delivered

© Rowland Chen. All rights reserved.

Higher Price

A.

Determine incremental
price of true value
delivered

Develop pricing strategy
roadmap

Experiment to test point
o) p'ri‘c_:g indifference

Raise prices customer-by-
customer

24
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Execute blue ocean strategies (Ilterally, new
ocean routes)

29
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Dashboard
Closed-loop feedbac
p'Z
Leading and lagging
7

Performance

Operating
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9.2 Devel

Newly Articulated
Value Proposition

© Rowland Chen. All rights reserved.

Operations Dashbga

op Revenue &

Translate to
Marketshare Vision

Develop
Corporate
Balanced Scorecard

Select
Key Revenue
Indicators

Select
Key Operating
Indicators

Create & Use
DE I EICS

31
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10.1 Reap Benefits of Disruption

In

Relative Revenue of Market Leaders

55
40
30 25 24 I
#2 #3 #4 #5 #6

= m
#1 #7 #8 #9 #10
ACME
32
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Industry Disruption Playbook
S‘[‘ra’tegy Seamless Transiti‘ Execution

1. Determine True Customer Needs 6. Execute Transformation

2. Articulate Current Norms 7. Re-Position & Disrupt

3. Define True Value to Deliver 8. Grow Revenue

4. Write New Value Proposition 9. Monitor Revenue & Operations

5. Align Stakeholders 10. Reap Benefits of Disruption

‘ Work on today

35
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1.1 Add Value to Your Customers’ Customers

Moc_iel the industry value Customer’s "W customer
chain Customer

Start and end with the
customers’ customer Customner

Your
Company

-

Deliver stellar end-

customer experience:
i End-Customer
define UX Experience

36



Gy

Strategy Canvas Worksheet
Industry Disruption

2.4 Strategy Canvas Template

Color Coding Ass
Competitor #1
To Be

Relative to Industry Competitors

Highest
Higher
Average

Lower

Lowest

5

4

© Rowland Chen. All rights reserved.

Industry Construct

37
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3.2 Define True Value to Provide Customer
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4.1 A Powerful Value Proposition

v" Truly valuable
v" Unique

v Creative

v" Novel

v' Defensible
v" First mover
v’ Profitable

v’ Easy to say
v" Relevant
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5.2 Disruption Stakeholder Heat Map

Customers Operations Governance Leadership Functions
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7.1 Re-Position and Disrupt

New Your Firm

Construct 1

Industry

Norm
Norm

Norm New
Construct 2

Describe new position and how that position disrupts

41
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KEY TAK:EAWA?S’ 3
Customérs
Transformative
Any industry

Disruptor
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Contact Information

Rowland Chen

rchen@rowlandchen.com
Mobile: 1-650-219-5312
Pacific Time Zone

https://www.linkedin.com/in/rowlandchen/
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