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Abstract 
 
Objectives 
 
The objective of this paper is to provide an authentic slice of real life graduate entrepreneurship for students 
undertaking courses in enterprise, entrepreneurship and business start-up. The case study aims to describe a 
highly successful and innovative graduate start up operating in the management consultancy sector in 
Germany, an unusual segment for traditional graduate entrepreneurship in the UK, Germany or elsewhere, 
and therefore of interest to both students and educator alike. 
 
 
Prior Work  
 
Both the case authors’ primary role is the teaching and research of entrepreneurship in the UK and in 
Germany. In order to construct this case, the lead author spent time working with the organisation in order to 
gain a fuller understanding of the vocation of the organisation as well as the people and personalities involved. 
As well as more traditional educational and empirical research, the authors have previously written several 
entrepreneurship case studies but have rarely had such welcome and unfettered access to an organisation. 
 
Approach  
 
The case is a based on a narrative describing four German graduates who wished to start and run and own 
their own business, largely as a result of having worked together in the past during their time at University. 
The cases focuses on one particular individual, Dr. Alexander Brem, who is the Managing Director of the 
company at the centre of this case: VEND consulting. This is a real company and the all the characters 
identified are actual, the reason for this is that the organization would genuinely like to invite undergraduates 
and graduates to become aware of their company, some of whom may wish to become a part of the 
organisation themselves one day, and offer ideas for their future growth and development, one of the central 
issues in this case. The company has indicated that this would be difficult to achieve were this case 
anonymous, and prefer to be open and honest in dealing with the issues that arise in developing such an 
organisation. 
 
Results  
 
The result of this approach is a rich and interesting case study with a target audience that would likely be 
undergraduates of Business and Management, in particular students studying Strategy, Entrepreneurship, 
Small Business Development, Marketing, HR and Organizational Behaviour but may also include students 
from other disciplines. In particular the case focuses on the issues of a growing organisation, and the 
difficulties this can present, with regards to both sustainability and expansion.  
 
Value 
 
As well as the case being suitable for students from the courses and disciples already mentioned the case 
includes a supplementary teaching note which suggesting the following analytical techniques that could be 
applied: 
 

• Business Lifecycle models e.g. Grenier, Churchill and Lewis growth models. 

• PESTEL analysis for the management consulting industry locally, nationally and/or internationally. 

• Porter’s 5-forces of competitive rivalry for the management consulting industry, locally, nationally 
and/or internationally. 

• Statistical analysis of the customer and employee survey results, and recommendations for the future. 
 
The case contains several cultural references in order to provide a degree of emphasis throughout the 
narrative which might limit its accessibility for students from countries outside of the UK. In order to alleviate 
this issue an appendix is included to provide an explanation of these inclusions. A teaching note is also 
available.  
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VEND consulting – A case study in Graduate Entrepreneurship 
 

 

 

Daft Punkt or Kraft Werk ?  
 
On a recent visit to the UK, Alexander Brem reflected on the bizarre path his life had taken since completing 
his business degree just four years ago. He was thinking about this not because he particularly wanted to, but 
because a friend in Leeds Metropolitan University had persuaded him to tell his story to a group of 
undergraduate business students, and now he was wondering if he should have so readily agreed to do it. 
 
 
Trans Europe Express 
 
The previous day Alex had got up early from his flat in Nuremberg, Germany to begin his Trans Europe 
Express by travelling first to Frankfurt, then onto Manchester where he met up with his colleague Johannes 
who had arranged for them to go on to Newcastle and meet some potential new clients. The infamous 
complexity that is the UK’s train network threw every obstacle they could find at the two young Germans, 
including a substitute bus service from Darlington, but they finally made it to Newcastle for a two hour meeting 
with their new clients. Then, it was straight back to Leeds so that they could deliver the promised lecture at 
9:00am the following day. After a few hours sleep, Alex found himself in front of a group of students who had 
come to find out what this so called ‘entrepreneur’ had to say for himself. He felt somewhat tired but happy to 
tell it like it is. 
 
 
University Life 
 
Alex began by talking about how during his studies he had completed a placement at a large engineering 
organisation, the sort of economic backbone typical of his home region of Bavaria, Germany, along with the 
likes of BMW, Linde among others. He was honest and said that he didn’t really enjoy his time in the large, 
often bureaucratic organisation. Back at University he was assigned to various modules which included 
working in teams with other students on various academic and live business projects and he also found 
himself drawn towards courses concerning entrepreneurship and business start-up. 
 
One of the tasks he enjoyed the most was working with some fellow students as a consulting team in a not-
for-profit mix of academic work and real projects for external organisations. In this assignment their group 
seemed to excel, they really enjoyed working together and they joked around that they should start a business 
once they gained their degrees. After thinking about it more seriously, and asking for advice Alex and his 
friends were told the same thing over and over again: “No, what you want to do is join one of the big 
companies and get some experience. If, after a few years you still want to start something then you’ll be better 
off. But to start-up straight out of University, you would have to be crazy, daft even. It just wouldn’t work”. This 
was all before they had even thought about what business they might be in! 
 
 
Pipe Dreams 
 
So they shelved the idea but couldn’t quite drop it. In particular Alex thought about his experiences during the 
placement, and knew that he didn’t want to continue on the same path as before. They talked some more 
about what kind of business could they do. They tried to be honest with each other, examining each person’s 
strengths and weaknesses.  
 
First there’s Alex, a true networker and natural salesman, full of energy and always willing to make time for 
everyone’s problems, big or small. On the other hand Alex, ever restless and keen to move things forward 
quickly, hates to work alone and needs both the companion and skills of his friends and colleagues. Christian 



 
 
 
 
VEND consulting case study  4 

 

Neusser, by stark contrast is quieter, preferring to deal with the nitty gritty of business: contracts, tax, 
accounting, financial control, a numbers and paragraphs person if you like. Florian Philippi provides the 
foursome with a holistic, global and strategic view of business, with a deep understanding of IT Management, 
but he would be the first to admit that he dislikes dealing with conflicts. Finally, there’s the other Christian, 
Christian Oswald, different from the others as he studied Economics and Education with a view to becoming a 
teacher, definitely not intending to be a business consultant. Christian, perhaps of all four, felt he had the least 
to lose as he could decide to go back to teaching one day if things didn’t quite work out the way they hoped, 
so perhaps his gung ho attitude could be a useful catalyst. 
 
 
Revolution 909 
 
They agreed that the business would need to be relatively inexpensive to start up and as between them they 
knew plenty of business theory, maybe they could apply this to some real organisations and to help them 
grow? Just as they had for their studies, but this time in a commercial setting. Consultants, if you like, but 
perhaps with a twist – “we could work in partnership with our clients for the long term, no quick fixes, no in and 
out - just for the money, real help for real results, and we’ll put our money where our mouth so, if they can’t 
pay us, we could offer ‘sweat for equity’ or something else instead.” Idealistic stuff indeed, but could it really 
work? With a bunch of fresh-faced graduates? Would anyone take them seriously? 
 
Well, they thought – what have we got to lose? We’ll give it six months and if it’s not working out, we’ll take the 
advice and try to find a proper job. So in classic entrepreneurial style, the four friends set about rounding up 
the 3Fs for some help – friends, family and fools were all asked to help to raise €25,000 to get set up, initially 
out of Alex’s apartment. 
 
 
Customers Customers Customers 
 
The first task of course was to find some customers. By this time Alex had begun research at the University of 
Erlangen-Nuremberg for his PhD thesis exploring the relationship between innovation and entrepreneurship 
and could only devote three days each week to the new venture, and then only by working six and seven days 
a week. Nonetheless the four friends arranged a recruiting and general networking event at their University for 
companies seeking to hire graduates and make contacts. Over 300 people turned up and the team went 
around touting for business. As a result they got their first contract to help write a business plan for an 
expanding operation and a few vague promises of future work if things went well. They team were up and 
running! Maybe not so daft after all? 
 
The client liked the work, the relationship continued to develop, and more work came their way – could they 
really stay in business more than six months? It seemed possible, if not necessarily probable. Gradually, word 
of mouth spread and more clients began to appear, it seemed an almost virtuous circle. As the four founders 
become ever more involved with their clients issues, they realised that they needed help, and fast. They drew 
on their immediate friends from University and recruited the first two VEND employees, Oliver (Oli) Vollrath 
and Nico Kreusel. Oli was poached from his job with L’Oreal’s marketing department in Düsseldorf on nothing 
more than a vague promise from his friends of immediate interesting and challenging work, but he could 
recognise that the help needed was real. Nico was invited by Alex and Christian Neusser to help tackle some 
of his client’s management issues that Christian himself was simply unable to attend to with all his time being 
allocated to his current assignment, that of interim Chief Financial Officer for the client organisation. Christian 
must have seen something in Nico that he himself hadn’t spotted, as he remembered well Nico saying at 
University that “I will never be a consultant” but his expertise in finance meant that his friend needed him. Oli, 
by contrast, was happy to work as a consultant, but only if the situation was right, and immediately took on the 
responsibility for making sure the working environment was both professional and enjoyable from the off as for 
him, fun is given equal importance as work. 
 
 
Face to Face 
 
From this point the company really began to take shape, with all six colleagues sharing one small office and, 
while becoming ever more incapable of addressing the expanding projects, they enjoyed the experience and 
this is where VEND became properly established as both an idea and a reality. Sometimes, much to his 



 
 
 
 
VEND consulting case study  5 

 

surprise, Alex was asked by the rest of the management team to look out for more talent to help deliver their 
ever increasing workload. He decided to stick to the same formula as before, so he asked his contacts within 
the University for people recommendations and began keeping a sharp eye on his dissertation tutees to scout 
for help with the business. This is how Johannes joined the emerging VEND consulting, also forgoing the 
received wisdom to join one of the big companies, and taking a personal risk with his own career.  
 
However, nothing lasts forever, and recently Johannes was offered a post in the UK with a German toy 
manufacturer keen to increase their exports. Alex remembers being very unhappy that one of his key 
employees would want to look elsewhere for work, but he fully understood his colleagues position, he wanted 
to live full time in the UK and just then VEND did not have enough projects to keep him there full time, so 
Johannes was living half his life in Manchester and the other half in Nuremberg. Not long after another 
employee left the organisation after just six months when one of VEND’s customers offered them a job and 
worse still, for the first time ever Alex was faced with the prospect of letting an employee go, as they felt the fit 
just was not quite right. Again a first for Alex and VEND that involved a great deal of deliberation and anguish 
and an unanticipated knock on effect with the remaining team that Alex describes as a general kind of bad 
mood. That said Alex and his colleagues have stayed regular contact with their ex-employees, and continue a 
good friendship outside of the company. Most recently VEND has hired its youngest new recruit Samira, an 
apprentice highly recommended by a local school and a Kosovan by birth, whose German language skills are 
still developing with help from the whole VEND team who spend up to half and hour each day with their latest 
employee, doing things to help her integrate into the company alongside language practice. 
 
 
Die Gestalt 
 
Greiner (1972) first suggested that growing businesses will go though similar stages of growth and 
development, and these will often be associated with recognisable problems faced by such organisations, and 
perhaps VEND is not immune to such issues. In particular Greiner highlighted five recognisable stages of 
growth though Creativity, Direction, Delegation, Co-ordination and finally Collaboration. Following hard of the 
heels of each stage come the problems associated with the growth of a small business, namely, crisis’s of 
leadership, autonomy, control, and red tape (bureaucracy). The Creative phase is associated with the 
following descriptions: 

• Company founders are usually entrepreneurially oriented, and they disdain management activities, 
their energies are absorbed in operating the business; 

• Communication among employees is frequent and informal; 

• Long hours of work are rewarded by modest salaries and benefits; 

• Control of activities comes from immediate market place feedback; the management acts as the 
customers react. 

While the final Collaboration phase, usually associated with larger organisations, is described by: 

• Solving problems quickly through cross functional team action; 

• Frequent conferences of key managers to focus on major problems; 

• Economic rewards are geared to team rather than individual achievement; 

• Experiments in new practices are encouraged throughout the organisation. 
 
Following on from this work Churchill & Lewis (1983) similarly mapped out their ‘Growing Concerns’ for 
smaller businesses. They describe the stages of development starting with Existence, as exemplified by 
Alex’s idea of a six month trial for the new business, followed by Survival, Success (with either more growth or 
none), Take-off and finally Maturity with some key problems that will be encountered at each stage (see Table 
1 below). 
 
Kazanjian & Drazin (1989) subsequently argued that firms do not necessarily demonstrate progression 
through a linear sequence of stages, but rather that patterns of problems, strategies, structures and processes 
should be regarded as ‘Gestalts’ (a German word for form or shape, used in English to refer to a concept of 
'wholeness'). They suggest that the “logic of this ‘Gestalt view’ is that these configurations represent 
appropriate organizational responses to…. imperatives, which are central driving forces. Such imperatives… 
include external factors such as technology…and environment … as well as internal factors such as 
leadership and structure. Transitions from one ‘Gestalt’ to another would not [necessarily] follow any 
developmental pattern.” (Kazanjian & Drazin 1989). 
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Table 1. Gestalts of growing firms. 
 
 
Greiner 

Growth 
though… 

Creativity Direction Delegation Co-ordination Collaboration 

Crisis of… leadership autonomy control red tape 
(bureaucracy) 

 

Management 
focus… 

Operations Efficiency Expansion Consolidation Problem soling & 
innovation 

Management 
style… 

Individualistic & 
Entrepreneurial 

Directive Delegative Watchdog Participative 

Reward 
emphasis… 

Ownership Salary & merit 
increases 

Individual bonus Profit sharing & 
stock options 

Team bonus 

 
Churchill & Lewis 

Stages… Existence Survival Success 
without 
more 
Growth 

Success 
with more 
Growth 

Take-off Maturity 

Key issues… Obtaining 
customers 

Generating cash 
for new 
employees, 
equipment,  
offices etc. 

None, if 
the market 
stays 
static 

Hiring 
managers for 
the future 

Delegation Retain 
flexibility and 
entrepreneurial 
spirit 

 
Kazanjian & Drazin 

Gestalts… Conception and 
Development 

Commercialization Growth Stability 

Key features 
and issues 

Development of 
product & market 
identification of market 
opportunities 

Facilities, customers, 
product support. 
Emerging functional 
departments. 

Sell in volume, 
efficiency, profitability. 
Increasing hierarchy & 
functional 
specialisation. 

Maintain momentum 
and market position. 
Expansion into new 
territories and 
markets. 

 
Adapted from: Greiner (1972), Churchill & Lewis (1983) and Kazanjian & Drazin (1989).  
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Who is Kaiser Sosa? 
 
Alex, now 29 year old, told the group of gathered students that today, he looks after 20+ full time employees 
along with some part timers and student interns in VEND’s offices in the centre of Nuremberg. The students 
had many questions about this remarkable business - How did they market their services?  How has the credit 
crunch affected you? What was their key to success? The answers were they didn’t really market and relied 
mainly on recommendations and responding to invitations to tender for specific projects and Alex put their 
success to date, if you want to call it that, down to the diverse but complimentary talents of the founding team 
and that of the subsequent recruits, including the likes of Oli, Nico and others. They have found that the 
market has changed with the financial crisis, Alex and his partners have had to plan much more short term as 
their customers are doing likewise. Like many small companies cash flow has become an issue with one 
customer in particular proving unreliable and this and other issues are starting to make the job more stressful 
than before. 
 
But what is different about VEND, than say every other management consultancy? The answer is at once both 
very difficult and very easy, and it’s not only Alex that struggles to put into words what makes VEND tick. Most 
VEND colleagues and customers also struggle to summarise the difference. There are some underlying 
principles, such as being innovative and entrepreneurial, but as Alex says at the top of this PhD thesis “hardly 
anyone would argue that innovation and entrepreneurship are the keys for the long term success of any 
company” (Brem 2008). But how do you include these two vital ingredients in the day to day running of a 
management consultancy and what, if anything, do the highly regarded stage models of growth outlined above 
tell us about how to grow and develop such a business as this one? Well, VEND wants to allow people to be 
themselves, and they try to fit the projects to the people, they try not to impose a fixed way of thinking, they 
look for people who are knowledgeable, self-reliant but at the same time team players, and finally they ask 
everyone to adopt a can-do attitude. Alex’s favourite phrase at work is “go for it”, which in itself tells you 
something. However, trying to pin down the exact organisational winning formula is like searching for the 
criminal mastermind Kaiser Sosa… as soon as you think it’s within your grasp… like that… it’s gone. 
However, in an attempt to gauge what’s going right, and what might be going wrong VEND carried out some 
research with their customers and employees, the results of which are available for analysis in Appendix 2. 
Outsiders have also acknowledged the organisation as VEND have recently picked up one prestigious 
regional entrepreneurship award in recognition of their business achievements and they were also nominated 
for the “Bayerischen Gründerpreis” (Bavarian Entrepreneurship Award), the first consultancy firm ever to 
achieve this status. 
 
 
Man Machine 
 
Then one question that almost stopped Alex in his tracks was when he was asked where he expected VEND 
and himself to be in five years time. Well, he thought out loud, now that he had completed his PhD and was 
able to devote his five/six/seven days a week to the business, like some kind of Man-Machine, so why 
shouldn’t they think big or at the very least, bigger. They had already exceeded all his expectations in the four 
years since the group of friends had started VEND. How about, he suggested to the students, around 60 
employees, operating from several countries. And while he was at it, he could at some stage take more of a 
back seat role so that he could go back to University to help train the next generation of enterprising students, 
perhaps some of whom may even be daft enough to become VEND consultants……he thought. 
 
 
Human After All 
 
Daft, maybe not. Not yet at least, and maybe he is Human After All. No doubt the four founders would like the 
business to keep growing, but they also knew only to well some of the inevitable problems this would bring, 
despite the upside of the potential rewards. So how could Alex and his team ensure this is not just yet another 
pipe dream? Your views are welcomed at: 
 
VEND consulting. Beratung auf den Punkt! Consultancy. To the point. 
 
www.vend-consulting.de and www.vend-consulting.com 
 
Dr. Alexander Brem: brem@vend-consulting.com 
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Appendix 1 - Cultural references 
 
The case contains several cultural references for which it may be useful to provide a brief explanation. 
 
Daft Punk or Daft Punkt ? 
Daft Punk is a duo of French musicians Guy-Manuel de Homem-Christo and Thomas Bangalter who are a 
highly successful electronic music collaboration, both in album sales and in critical acclaim. Album and track 
titles include ‘"Human After All", "Revolution 909" and "Face to Face". A play on words between the name of 
the band and VEND’s motto “Beratung auf den Punkt!” or “Consultancy. To the point” gives Daft ‘Punkt’. 
 
NB Oxford English definition: 
daft, adjective: Of unsound mind, crazy, insane, mad. 
 
Kraftwerk or Kraft Werk ? 
Kraftwerk was founded in 1970 by Florian Schneider (flutes, synthesizers, electro-violin) and Ralf Hütter 
(electronic organ, synthesizers). The two had met as students at the Düsseldorf Conservatory in the late 
1960s, participating in the German experimental music scene of the time, which the British music press 
dubbed "Krautrock" and unusually for a German pop group, gained significant popularity in the UK in the late 
70s and early 80s. Their string of hits includes "Trans-Europe Express" and "The Man-Machine". 
 
“Kraftwerk” is German for "power plant" or "power station", but a play on words gives us “Kraft Werk” which 
could be taken to mean something like “smart thinking”. 
 
Kaiser Sosa 
Kaiser Sosa or Keyser Söze was the criminal mastermind behind some kind of heist that led to a gang of 
small time crooks to be on a boat during a massacre and massive fire at the Port of Los Angeles in the movie 
“The Usual Suspects”. The film tells the story of Roger "Verbal" Kint (Kevin Spacey), a small-time con man 
who is the subject of a police interrogation. He tells his interrogator, U.S. Customs Agent David Kujan (Chazz 
Palminteri), a convoluted story to explain why he and his partners-in-crime were on the boat. Kaiser Sosa, it 
transpires, may or may not have existed at all.  
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Appendix 2 – The customer and employee survey results 

|    Seite 2Dies ist der Platz für die Fußzeile 17.09.2008

This is how we view ourselves.

"VE ND is … " G M – S elf-image
E mployee S elf-

image
S E L F -IMAG E

c omplies  "1" c omplies  "7" 1 2 3 4 5 6 7 1 2 3 4 5 6 7 1 2 3 4 5 6 7 MW S A

sporty unathletic 1 2 1 5 2 1 1 7 2 1 1 0 0 2,50 1,09

innovativ conventional 1 1 2 1 3 3 1 2 4 5 0 1 0 0 2,50 1,09

academical practically orientated 1 2 1 1 1 2 3 1 1 2 4 3 2 0 0 3,25 1,22

professional unprofessional 2 1 1 1 2 2 3 3 3 2 1 3 0 0 2,83 1,59

attractive unattractive 1 1 1 1 1 3 4 2 4 5 1 0 0 0 2,42 0,90

considered erratic 1 3 2 2 1 2 1 0 2 2 2 5 1 0 4,08 1,31

trustworthy trustless 1 2 1 1 3 3 1 2 5 3 2 0 0 0 2,42 1,00

inspirational boring 1 1 1 1 3 3 2 4 4 3 1 0 0 0 2,08 1,00

integrative separative 3 1 3 4 1 0 6 5 0 1 0 0 2,67 0,89

C ooperative authoritarian 2 1 1 1 3 3 1 3 4 4 1 0 0 0 2,25 0,97

flexible inflexible 3 1 2 4 1 1 5 5 1 1 0 0 0 1,83 0,94

established new 4 1 3 1 2 1 0 0 1 3 1 6 1 5,25 1,22

operative strategic 1 2 1 1 5 1 0 2 5 3 0 1 0 3,36 1,12

Differentiated standardized 2 2 1 3 1 2 1 5 3 0 2 0 0 2,73 1,27

unique replaceable 2 1 1 1 3 1 3 1 2 4 1 3 1 0 3,50 1,51

R eliable unreliable 2 2 2 4 2 0 4 6 0 2 0 0 3,00 1,04

Understandable confusing 4 1 5 2 0 1 5 4 2 0 0 3,58 0,90

agile careful 2 1 1 3 5 5 6 1 0 0 0 0 1,67 0,65

sympathetic unlikeable 2 1 1 3 4 1 5 5 2 0 0 0 0 1,75 0,75

conservative postulating 1 1 1 1 1 2 2 1 1 1 0 1 2 3 2 2 2 4,67 1,61

autocratical decent 1 2 1 1 1 2 1 3 1 1 3 3 3 0 1 3,83 1,59

Dynamic static 1 2 1 2 5 1 3 7 1 1 0 0 0 2,00 0,85

 
 

|    Seite 3Dies ist der Platz für die Fußzeile 17.09.2008

This is how our customers view us.

"VE ND is … "
G M – O thers 

perspective

E mployess – O thers 

perspective
Others  pers pec tive

c omplies  "1" c omplies  "7" 1 2 3 4 5 6 7 1 2 3 4 5 6 7 1 2 3 4 5 6 7 MW S A

sporty unathletic 1 2 1 1 1 3 2 2 1 5 3 0 0 0 2,82 1,08

innovative conventional 1 1 1 1 3 2 2 1 4 2 1 3 0 0 3,09 1,45

academical practically orientated 1 1 1 1 1 3 1 1 1 1 2 4 1 1 2 0 3,45 1,63

professional unprofessional 1 1 1 1 1 4 1 1 1 1 5 2 2 0 0 3,27 1,19

attractive unattractive 1 2 1 2 3 1 1 2 5 2 0 0 0 2,80 0,92

considered erratic 1 1 2 3 4 1 3 5 0 2 0 0 2,91 1,22

trustworthy trustless 1 2 1 3 3 1 1 5 4 0 1 0 0 2,55 1,04

inspirational boring 1 1 2 1 2 3 1 1 3 5 0 0 0 3,20 1,03

integrative separative 4 1 3 2 0 1 7 2 0 0 0 3,10 0,57

C ooperative authoritarian 1 2 1 1 5 1 2 7 1 1 0 0 0 2,09 0,83

flexible inflexible 1 3 2 3 2 3 6 2 0 0 0 0 1,91 0,70

established new 3 1 1 2 4 0 0 1 0 2 7 1 5,64 1,03

operative strategic 3 1 2 2 2 2 5 1 2 0 0 0 2,30 1,06

Differentiated standardiz ed 1 1 2 3 1 1 2 0 4 1 3 1 2 0 3,64 1,57

unique replaceable 3 1 2 2 2 1 0 0 2 0 5 3 1 5,09 1,22

R eliable unreliable 1 1 2 1 5 1 2 6 2 0 1 0 0 2,27 1,10

Understandable confusing 1 2 1 4 1 1 0 0 5 1 2 2 0 4,10 1,29

Agile careful 2 1 1 3 3 1 0 5 4 2 0 0 0 2,73 0,79

sympathetic unlikeable 2 1 1 1 6 3 7 1 0 0 0 0 1,82 0,60

conservative postulating 1 1 1 1 3 3 0 0 1 4 3 1 1 4,70 1,16

autocratical decent 1 2 1 3 1 2 0 0 3 2 4 1 0 4,30 1,06

Dynamic static 2 1 1 6 1 0 8 1 2 0 0 0 2,45 0,82
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Appendix 2 – The customer and employee survey results (continued) 

 

|    Seite 4Dies ist der Platz für die Fußzeile 17.09.2008

This is how the estimates of management and workforce differ.

Feelings about VEND

""1" = I fully agree; "5" = I agree not to, "6" = I do not know G M E mployee S ummary DIF F E R E

NZ1 2 3 4 5 6 MW 1 2 3 4 5 6 MW 1 2 3 4 5 6 MW

At VE ND work is  like leis ure. 1 3 2,5 1 2 2 2 1 3,0 2 2 5 2 1 0 2,8 0,5

At VE ND there are no/ very flat hierarchies . 4 1,0 4 2 1 1 2,1 8 2 0 1 1 0 1,8 1,1

At VE ND I have high deciding game rooms. 4 1,0 3 2 3 2,0 7 2 3 0 0 0 1,7 1,0

At VE ND I can have high res ponsibility 4 1,0 6 1 1 1,4 10 1 1 0 0 0 1,3 0,4

At VE ND „no risk no fun“ is  s trongly pronounced. 3 1 2,3 2 1 3 1 1 2,4 2 4 4 1 0 1 2,4 0,2

At VE ND is  a friendly deal. 3 1 1,3 6 2 1,3 9 3 0 0 0 0 1,3 0,0

At VE ND I can s trongly express  mys elf 3 1 1,3 3 5 1,6 6 6 0 0 0 0 1,5 0,4

At VE ND (almos t) all decis ions  are taken by consensus . 1 1 1 1 2,5 5 1 1 1 2,4 1 6 2 2 0 1 2,5 -0,1

At VE ND we trust each other to a great extent. 3 1 1,3 2 4 2 2,0 5 5 2 0 0 0 1,8 0,8

At VE ND the s trengths  of each one are used. 1 2 1 2,8 1 3 3 1 2,5 2 3 5 2 0 0 2,6 -0,3

At VE ND the mood is  very positive (positive thinking). 1 2 1 2,0 2 4 2 2,0 3 6 3 0 0 0 2,0 0,0

At VE ND emotional and private needs  are being responded. 1 1 2 2,3 1 2 2 2 1 2,7 2 3 4 2 0 1 2,5 0,5

At VE ND I get a lot of feedback. 1 1 1 1 3,5 1 1 1 3 2 3,5 1 2 2 4 3 0 3,5 0,0

At VE ND I enjoy reputation. 3 1 1,3 5 2 1 2,3 3 6 2 0 0 1 1,9 1,0

At VE ND I get personal and professional promotion. 1 3 1,8 1 4 3 2,3 2 7 3 0 0 0 2,1 0,5

At VE ND there is  a good work-life-balance. 2 1 1 3,8 2 2 3 1 4,1 0 0 4 3 4 1 4,0 0,4

At VE ND cris is  are be solved together by the team. 2 1 1 1,8 2 4 1 1 3,0 2 3 5 0 1 1 2,5 1,3

At VE ND my own performance is  s trongly acknowledged. 1 2 1 3,0 5 1 2 2,3 0 6 2 2 0 2 2,6 -0,7

At VE ND there is  goal-/ results -oriented work. 1 1 1 1 2,5 3 4 1 1,8 4 5 2 1 0 0 2,0 -0,8

At VE ND all internal processes  are known. 1 3 3,5 5 2 1 2,3 0 6 2 3 0 1 2,7 -1,2

T he vis ion of VE ND  I completely know and understand 3 1 2,3 1 4 1 1 1 3,1 1 3 5 1 1 1 2,8 0,9

 

 

|    Seite 5

P latz G M S A G F E mployee S A MA

1 L oyality employers  - workers 1,15 Interes ting  work 2,23

2 Interes ting work 0,58 Good working conditions 2,47

3 G ood income 1,15 L oyality employers  - workers 1,06

4 Recognition for work done 2,52 Recognition for work done 1,20

5 Assured workplace 1,15 G ood income 1,41

6 Good working conditions 2,52 Well-being of the company 2,56

7 Courtesy of superiors 1,53 Assured workplace 1,16

8 Accurate knowledge products / vision 1,15 Accurate knowledge products / vision 1,85

9 Responding to private concerns 2,08 Courtesy of superiors 0,74

10 Well-being of the company 0,58 Responding to private concerns 2,33

Dies ist der Platz für die Fußzeile 17.09.2008

This is how the estimates of management and workforce differ.

Staff priorities

The employees view of their own priorities. 

The managers view of  what is important for their staff.

 


