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Millennials 
Born 1981-1996 

Generation X 
Born 1965-1980 

Boomers 
Born 1946-1964 

19%
Digital

Natives

23%
Digital

Adopters

58%
Digital

Laggards

Source: Aggregated numbers from all the Scandinavian countries via SCB (Statistiska centralbyrån), SSB (Statistisk sentralbyrå) and DST (Danmarks Statistik) 



Millennials 
Born 1981-1996 

Generation X 
Born 1965-1980 

Boomers 
Born 1946-1964 

44%
Digital
Natives

26%
Digital

Adopters

30%
Digital

Laggards

Generation Z
Born 1997-2012 

Source: Aggregated numbers from all the Scandinavian countries via SCB (Statistiska centralbyrån), SSB (Statistisk sentralbyrå) and DST (Danmarks Statistik) 



87% 

65% 

48% 

73% 

59% 

74% 

72% 



57 % 

80 % 

60 % 
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European Green Deal
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European Green Deal

Sustainable 
Textiles 
Strategy



European Green Deal

Sustainable 
Textiles 
Strategy
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Commerce



ECommerce

Ecommerce



Commerce

DynamicWeb 
Order

Orchestration
Commerce











•

•

•

•







Experienced
Customer Value

Customers

Customer service

Online shop

Customer portal

Search
Sales

ERP

Commerce

CAD/PLM

IT Security

PIM

IT systems

CRM

Marketplaces

Fulfillment and logistics

Payments

Service companies / service 
partners

Ecosystem

IoT platform

Networked machines Machinery

Networked
components





Related products:
Provide the 
customer with 
insights

Notifications:
“We are open” 
- Offer 24/7 availability

Dashboard

My Fleet

My Orders

My Quotes

My Assignments

Services

Spare part shop

Documents

Support

My Messages



Personalized News 
& Offerings

Preferred 
Assortments

My Services

My Projects

Increase Sales Improve Services

My Installed Base

Smart Device 
Management

My Documents
My Information

My Orders

My Invoices

My Organization
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Omni-Channel

Automation & Digital 
Services

Sales Promotional

Digital marketing

To serve customers with a comprehensive 
and seamless experience.

Increase efficiency through good data 
quality, automation, and easy-to-use tools.

Sales tools to enhance insights and 
improve sales.

Enhance the results of sales efforts.

Self-service
Help customers with options 
and make it easy for them.

Speed & Flexibility
The organization, processes, and 
architecture need to be adapted to the 
new focus.











Increase in 
total revenue

Source: Forrester

Higher lead 
conversion rate

Source: SAP

Increase average 
order value

Source: SAP

Shorter 
sales cycles

Source: Forrester

Recurring
business

Source: Gartner



Needs as a strategic driver

Challenge the ordinary

Technology

Business, Organisation and Customer needs are 
key to create and execute success.

The power of “Why?”, as a factor to 
challenge why things are the way they are.

A well-defined and utilized tech-stack is 
an accelerator for growth.

Knowledge is key
The business and investment case should be based on 
solid knowledge about the business and vertical.
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