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Current state of the orchestration

Analysis results

Channels

Market access via 

retail, wholesale, 

eCommerce

Offerings

Product and/or 

Service 

Transformation

Workforce

Knowledge, skills 

and motivation of 

employees

Customers

New ways to 

engage customers

Partners

New ways to involve 

partners

Business 

Processes

Redesign of the 

process

IT 

Capability

IT support for 

transformation

Org. 

Structure

Structural 

prerequisite for 

transformation

Incentives

Reward structure to 

support 

transformation

Culture

Organizational 

readiness for 

transformation

Go-to-Market Engagement Operations Organisation

Average across all respondents
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