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Integrierte Kundenorientierung

Harald HungenbergJirgen Meffert (Hrsg.)
Gabler, 2003
ISBN: 3.409-12312-1 YT

Dominierien am Ende der 8er Jahre noch
und K jede
Unternehmensagenda, wurden die 3er Jahre

Kapitel 3
Innovation und Wachstom —
Basis fiir cine erfolgreiche Zukunft
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INTERNAL OBSTACLES NO MATCH FOR DEUTSCHE
LEASING
By Larry Dobeow, Corributing Writer

Unils many other fems, Beutiche Leasing AG di6n't approacn the task of
 customer relatianship management overhaul Fram a poskicn of
wesknass, The campsny has iong been the oo yenice- Inur\q firmn in

Germany, a5 wall 33 the sixtn-largest leasing provider contingr-wia.
Rathar, the Project wiks boms out of ambiton -- namaly, Deutsche’s
RSt o rack the top three In Europe by 2009

\hi'e the company rhapsodizes sbeut & grard 'resssessment of k=
vecal busingss strategy,” 1[5 the CAM push that hos proven the mast
C55ential COmONEnt 50 far. A5 far Back as 1997, DEUTSCHE rEvamped &5
ﬂillbﬂ! -rarketing arocedures. The firm started with what it calls
*oaerative CRMT i 2001 and *strategic CRH' in 2003, with the first phase
o the project anding in Dezamber 2004. The resuls b0 date spaak far
themselves: Deutsche has grown new Dusiness by 64 percent aver the
Fast five years.

Eceryuiing v g s businass-, CRM. ind technalogy-shgned.” says
Friedel Janker, the company’s &M program manage
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