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Welcome to 

the course

Hijacking for 

Beginners…
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Egbert Jan van Bel
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Muziek verkoop: toen
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Muziek verkoop: nu
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What’s your agenda?

� ICT / Organisation / Spreadsheets…

� Sales / Creativity / Events / Internet…

� Operations / Planning / Reporting…

Or…

� Influencing the (economical) decisions on 
customer level?
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Peter Drucker (1909-2005)

� ““““The purpose of business is to The purpose of business is to The purpose of business is to The purpose of business is to 
create and keep a customercreate and keep a customercreate and keep a customercreate and keep a customer””””

Basics, or…?
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“The foundations have to be 
customer values and customer 
decisions. 
It is with those that management 
policy and management strategy 
increasingly will have to start”



Brand trend
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USP
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‘The Generic Value Chain (M. Porter)’
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Firm infrastructure

Human resource management

Technology development

Procurement

ServiceMarketing 
and sales

Outbound 
Logistics

OperationsInbound 
Logistics
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The Value-Delivery Process

TraditionalTraditionalTraditionalTraditional: physical process sequence: physical process sequence: physical process sequence: physical process sequence

Make the ProductMake the ProductMake the ProductMake the Product

Design Design Design Design 
ProductProductProductProduct

ProcureProcureProcureProcure MakeMakeMakeMake

Sell the ProductSell the ProductSell the ProductSell the Product

PricePricePricePrice SellSellSellSell
Advertise/Advertise/Advertise/Advertise/
PromotePromotePromotePromote DistributeDistributeDistributeDistribute ServiceServiceServiceService

Strategic MarketingStrategic MarketingStrategic MarketingStrategic Marketing Tactical marketingTactical marketingTactical marketingTactical marketing
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The Value-Delivery Process

NewNewNewNew: value creation and delivery process: value creation and delivery process: value creation and delivery process: value creation and delivery process

Choose the ValueChoose the ValueChoose the ValueChoose the Value Provide the ValueProvide the ValueProvide the ValueProvide the Value Communicate the ValueCommunicate the ValueCommunicate the ValueCommunicate the Value

Strategic MarketingStrategic MarketingStrategic MarketingStrategic Marketing Tactical marketingTactical marketingTactical marketingTactical marketing

20



Michael Porter: generic strategies
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Treacy&Wiersema: value disciplines
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Customer Disciplines (E.J. van Bel)
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Truman syndroom of kans?
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% of people I would 
phone up for a beer…
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Its all about experiencingIts all about experiencing
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Er bestaan geen Er bestaan geen Er bestaan geen Er bestaan geen 
domme vragen, wel domme vragen, wel domme vragen, wel domme vragen, wel 
domme antwoorden...domme antwoorden...domme antwoorden...domme antwoorden...



Contact

Egbert Jan van Bel Egbert Jan van Bel Egbert Jan van Bel Egbert Jan van Bel (egbertjan@vanbel.nl) 

Beeckestijn Business School

Postbus 333

3830 AJ Leusden

T   +31 (0)88-472 22 30

F   +31 (0)84-220 79 87

E   info@beeckestijn.org 

W  www.beeckestijn.org
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Bezoek het gratis Bezoek het gratis Bezoek het gratis Bezoek het gratis 
proefcollege!proefcollege!proefcollege!proefcollege!


