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Business Model Transformation:
Vom Produktanbieter zum strategischen 
Business Partner



Alle Produkte aus einer Hand!
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Digitale Transformation:

Was ist unsere Strategie?



mechanical electronics cloud

Milestones of a 158 year history …
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Bei der digitalen Transformation unserer Branche geht es um
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Bei der digitalen Transformation unserer Branche geht es um
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Vom Produktanbieter zum strategischen Business Partner
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Vom Produktanbieter zum strategischen Business Partner
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Pipeline Business

data
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data

Vom Pipeline Business zum Platform Business!
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Customer Journey: for the Dealer/Partner
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Beispiel: Automatik Türe
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Neue Services

Was ist unsere Strategie?
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Diese Türen 

benötigen eine 

Wartung!

Welche Türen müssen gewartet

werden?

Preventive Maintenance
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https://app.powerbi.com/reports/69143d7f-b61f-4a9e-82bc-11ed52dfd91f/ReportSection4?pbi_source=PowerPoint
https://app.powerbi.com/reports/69143d7f-b61f-4a9e-82bc-11ed52dfd91f/ReportSection4?pbi_source=PowerPoint


Vom Produktanbieter zum strategischen Business Partner
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Vom Produktanbieter zum strategischen Business Partner
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Vom Produktanbieter zum strategischen Business Partner
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Example: …mobile key – for increased customer loyalty
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Vom Produktanbieter zum strategischen Business Partner
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Zusammenfassung: Bei der digitalen Transformation unserer Branche geht es um
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Disclaimer
This communication contains certain forward-looking statements, e.g. statements using the words "believes", "assumes", "expects", or formulations of a similar kind. Such forward-

looking statements are based on assumptions and expectations which the company believes to be well founded, but which could prove incorrect. They should be treated with 

appropriate caution because they naturally involve known and unknown risks, uncertainties and other factors which could mean that the actual results, financial situation, development 

or performance of the company or Group are materially different from those explicitly or implicitly assumed in these statements. Such factors include:

The general economic situation / Competition with other companies / The effects and risks of new technologies / The company's ongoing capital requirements / Financing costs / 

Delays in the integration of acquisitions / Changes in operating expenses / Fluctuations in exchange rates and raw materials prices / Attracting and retaining skilled employees / 

Political risks in countries where the company operates / Changes to the relevant legislation / Realization of synergies / Other factors named in this communication

If one or more of these risks, uncertainties or other factors should actually occur, or if one of the underlying assumptions or expectations proves incorrect, the consequences could be 

materially different from the assumed ones. In view of these risks, uncertainties and other factors, readers are cautioned not to place undue reliance on such forward-looking 

statements. The Company accepts no obligation to continue to report or update such forward-looking statements or adjust them to future events or developments. The Company 

emphasizes that past results and performances cannot lead to conclusions about future results and performances. It should also be noted that interim results are not necessarily 

indicative of year-end results. Persons who are unsure about investing should consult an independent financial advisor. 

This document constitutes neither an offer to sell nor a call to buy securities of dorma+kaba in any legal system.

Kaba®, DORMA®, Com-ID®, Ilco®, La Gard®, LEGIC®, SAFLOK®, Silca® etc. are registered brands of dorma+kaba Group. Country-specific requirements or business 

considerations may mean that not all dorma+kaba Group products and systems are available in all markets.


