
 

Client Centric
Ensure 

customer & stakeholders
satisfaction

Understanding  your target 
markets and clients is key

Your ability to deliver useful results to clients better than 
anybody else will determine your success.  Meet clients needs. 

Add value to their business — it doesn’t matter what 
marketplace you enter, you will be rewarded for the results .

Speak the "language" of the customer and respect his personality

Knowledge is not the power! 
Knowing concepts are only potential value. 
The focus on EXECUTION of KNOWLEDGE 

is where the POWER lies.
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One Page Unique Value Selling Propositon

SALES & MARKETING
What makes us unique ?

What we are 

What we 

What the world

What
clients

will pay
for

Profession Passion

MissionVocation

Products

Solutions 
Projects

Stakeholders:  Owner - Financer - Management - User - Government - Neighbors - Architect - Engineering 
Stakeholders: Main contractor - Subcontractor - Supplier - Manufacturer

Networks:        People - Individuals - Teams - Networks

Inceptie - Design - Build - Maintain - Finance - Operate 
Scope definition - Goals -Setting up Team - Tasks & Responsabilties. - Executing - Acceptance

Mindset - Motivation - Communication
Motivated teams defining goals & objectives in line with company& team strategy 

Connected & empowered teams

Mission
Vision

Values - Mindset
Strategy
Tactics
Focus

Road Map
Charter

Action Plan
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n Technology & knowledge coaching

Good Practice Coach

Good Administration 
coach

HR  Contracts &
Relations

IT Ondersteunend
Rapporteren

Bookkeeping

Finance ABC

Marketing Bereiken
en juist beeld geven

Aankoop: Delivrable driven

HUMAN CAPITAL

Professional
Team Oriented

Pos. Motivated Mindset
Having Fun

Battery limits: boundaries, conditions and criteria to be met

LEADERSHIP

Motivate
Inspire
Vision of the Future
Coach

OPERATIONAL
EXCELLENCE

Systems & Tools
Good Practices
Methodes

KNOWLEDGE

Wisdom
Expertise

Technology
Innovation

Lead by example
Walk as you talk
Developing Strategy
Mission
Vision
Values - Mindset
Strategy
Tactics
Goals & Objectives
Evaluation on results and responsablities
Rewarding
Communication
Why we gone do it, how we gone do it
Evaluation, bidirectional
Group meetings
Motivate & Inspire teams to
Defining goals & objectives in line with group strategy
Respect and promote Structure of  Operational Excellence
Personal Coaching
Make people see what they can be, rathter than what they are
Unlocking a persons potentional to maximize their own performance.
It is helping them to learn rahther than teaching them.
Empowering
Set boundaries, conditions and criteria
to be met

Situational personal apporach
Coördinate
Action Plan
Supporting
Result driven
Risk Management
Project Management
Change Mangement
Sales Management

Equipment 
Hardware
Software
Good Practices
Verbeterprocessen
Lean Value Streaming
Define Value
Lean principles and culture
Focus on results
Define responsabilites
KPI
Project Management
Result Management
Contract Management
Sales Management
Risk Management
Proposal
Contracts
Orders
Subcontracts
Guidlines for Professionalisme

Client

MANAGEMENT
Company Vision & Strategy

Culture
Structure
Objectives

Renumerations
Finance

Investments
Risk Management

Human Resource Management
Partnerships

Client Relations
Setting boundaries, conditions 

and criteria 
Delegation of Responsabilities

Result Management
Project Management
Change Management

Sales Management
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Manage
Define, Install 
Educate
Promote
Create Culture
Controle & Improve
KPI's
Balanced Score Card
Dashboards
Structure
Methods and Philosophy
Systems
Tools
Standardization
Procedures
Work Flows
Rules and Regulations
Quality System
Measure and Controle
Use
Check added Value for users
Evaluate complains
Check respect of users
Motivate users
Evaluate users

Support Expertise

Team Work

Motivated employees have fun while doing their jobs, they have a positive mind 
set and are team players, they are open to change, respect the company values, 

perform in line with the strategy, focus on the team goals, act as professional 
experts, are coachable, over perform, take ownership and inspire colleagues and 

clients.

Persoonlijkheid
Blue Print - Action - Nurturing - Knowledge

Denker - Doener

Job satisfaction
Emotional
Enjoy work: passion, satisfaction, culture, values, vision, fun & 
entertainment, affiliation, feeling connected to the organization, respect, 
loyalty, empathy, appreciation
Co-workers: teams, support, family
Boss: manager, coach
Life balance: fits well with the other areas of life, flexibility
Succes & security: Stability, security, bright future
Alternatives: There aren’t any better job opportunities for me

Intellectually 
Challenging: Ownership, function, skills, responsibility, content
Goals: Communication, evaluation & feedback
Career Advancement: grow, promotin, challanges
Autonomy: delegtions & freedom
Impact & accountability: job gives me the opportunity to make a 
difference

Physical
Salary: The benefits & The pay
Working environment: workspace, tools
Structure: Policies & systems

Skills
Expertise
Knowledge - Technical fields
Know-how - Professional fields 

Risk Management
Project Management
Facility Management
Change Mangement
Sales Management
Contract Management

Innovation
Professional

Client Centric
Profit driven
Result Driven
Respect Policies
Lean
Added Value driven
Cost Effective
Positive coaching
Inspire colleagues and clients

Networks

Human factor
Attidude

Value matrix
Emotional Intelligence
Human Values
Positive Mind Set
Team Oriented
Passion for the job
Positive Coaching

Health
Work/life balance
Communication Skills
Connection with Networks

Recpect for Policies & Systems
Methods and Philosophy
Systems
Tools
Standardization
Procedures

Project Management
Document systems
IT
Delegation of authority

Work Flows
Rules and Regulations
Quality System

Client Centric and Result Driven 
Company Profits
Client Centric

Market expertise & knowledge
Connect market needs with company 
know-how & expertise
Unique Value Selling Propositions
Unburden clients and stakeholders
Create positive client relations
Creating Added value
Cross Selling

Profitability
Vallidate Added Value
Smart offering
Cell on value not on price
Price Setting
Result Driven
Lean approach
More with less
Contract management
Scope management
Selling extra's
Project updating - KPI's
Cash FLow Management

What, How and Why?

What are we doing? How do we do it? Why do we do it?

What am I doing? How do I do it? Why do I do it?

What is my role in the organization and why? 

What are my responsibilities in the organisation and why. 

What are my goals and why? 

What are the results that I want to achieve and why?

What is the USP of what I deliver to our customers and why?

How can I support the organization and my colleagues, and why?

What is my value to the organization and why?

Am I motivated? Why? Why not?

Do I act in a positive way and why?

Result Driven
Dit zijn de dingen die U onderscheiden van de robots die de jobs zullen overnemen 

B.A.N.K.

Hoe ga ik de zwakte weg 
werken die mij weerhoud om 
voordeel te halen uit de 
kansen?

Hoe verhelp ik de zwakheden 
die er voor zorgen dat de 
bedreigingen realiteit worden?

Hoe gebruik ik mijn 
sterktes om voordeel te 
halen uit de kansen?

Hoe gebruik ik mijn 
sterktes om de 
bedreigingen het hoofd te 
bieden?

SWOT
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Missie

Visie

Strategie

Waarom bestaan we? Primaire functie, permanente opdracht
Waar we voor staan. Waarde - Idenditeit

Wat willen we bereiken - Richting geven
Ambitieus gedeeld beeld van de toekomst

Hoe gaan we dit doen. Aanpak

KSF en Doelstellingen Scenario's Actieplannen

Kernwaarden
Waar geloven we in. - Waarden - Normen

Waarden en normen van deorganisatie

Rendement

Kennis
Taakverdeling
Prioriteiten
Proactief
Voorbereiding
Tools
Systemen

Doelstellingen vastleggen
Plannen naar resultaat
Voorbereiden naar resultaat
Opvolgen Resultaat meten
Bijsturen
Inzicht geven in kosten, normen,
tijden, budgetten

Lean management

Activity Based Costing Systeem

Is een individu geschikt?
Heeft hij de kennis 
Ambieert hij de functie 
Staat hij achter compant strategiy 
Is hij een teamspeler 
Heeft hij respect voor compmany afspraken
Is hij bewust positief 

Only solutions which create the greatest synergies between Economy, 
Environment, Governance, Stake Holders, Health, Safety and Security, 
Social Well-being, Mobility, Energy Efficiency, Sharing Knowledge and 
Data, will be sustainable over the long term … Solutions that are 
created out of a multidisciplinary approach, in respect with all stake 
holders, starting in an early stage form start throughout the total 
process … Solutions that turn cities and buildings into living organisms: 
networked, intelligent, sensitive and adaptable … the smartest part of 
smart is engaging people and inspiring them to develop smart 
mindsets and live smart together in balance with nature…

Change Management is creating a positieve open mindset to create 
focused new strategie together with the teammembers (Stake Holders)

The strenght of the team is each member. The strenght of each 
member is the team.

TeamWork
1. Trust among team members 
Building trust takes time.
Team members are viewed as unique people
2. Prepare to engage in debate around ideas.
Respect for the thoughts and ideas of the other team members will be 
developed through healthy debate.
Creativity, innovation, and different viewpoints are expected
3. Learn to commit to decisions and plans of action.
Team results will only come about as a result of team commitment to team 
decisions.
comfortable taking reasonable risks
The team is able to constantly examine itself 
The team does not support member personality conflicts and clashes nor 
do team members pick sides in a disagreement.
Rather, members work towards the mutual resolution of problems and 
disagreements.
Members of the team make high quality decisions together
4. Hold one another accountable against their plans.
Participative leadership is practiced 
5. Focus on achieving collective results in line with goals. 
The vision and/or mission of the team must be accepted by all the team 
members and critical goals viewed as the collective responsibility of the 
team
The team understands the goals 

DOING THE RIGHT THINGS 

DOING THE THINGS RIGHT OUR SKILS

OUR IQ, EQ 
& LQ

No insight today.
No future tomorrow.

Our strengths, your future

Our network and expertise

Our Innovation Center

Our proven methodologies

We mange things and expectations, 
We lead & coach people

Our People making the difference 
and going the extra mile

Inceptiefase Design Build OperateMaintain Finance

Step 1

Step 2

Step 3

Step 4

Step 5

Prospectie Sales-
gesprekken

Calculatie Order-
bevestiging

Offerte Bestelbon -
ContractSALESFASE

Start - Kick Off Project Update Project Evaluatie
UITVOERING

Scope - Uitsluitingen
Budget
Facturatieplan
Planning
Extra's
Riscs

Proces
How

Normaal Proces Gesloten Opdracht
Contractvorm: FORFAIT

Inhoudelijk -
Technische -

Ontwerp
Formaliseren 
Documenten

Documenten

Documenten

Documenten

Documenten

Documenten

Content
Ontdekken 

Opportuniteiten

Project MGT
Formaliseren 
Documenten

Geld - Tijd
Scope - Contract

Documenten

Documenten

Documenten

Documenten

Documenten

Step 1

Step 2

Step 3

Step 4

Step 5

Proces
How

NPB Proces : Open Opdracht
Contractvorm: Incentif op extra value - Openbook - Regie - Budget range verfijnen per fase - Eenheidsprijzen 

- Relatieve Forfait - Forfait 

NP-Bridging
Eliminates Waste

Generate 
Opportunities
Create Value 

Leading Project
Managing & Facilitates 

Processes
Coach Teams

Hoe BETAALD worden voor het geleverde werk en toegevoegde waarde?

€ Profit
Client 

Satisfaction
Deliver Quality

Building 
Knowledge

Happy
Professional 

People

€ Profit
_____________________________________

Client-
Satisfaction

_______________________

Quality
_______________________________

Knowledge
--------------------------------------------------

Happy 
Professional 

People

Managing 
Growth

 

P      Pro   t          t  o   of   o        

 nputs  documents, plans, designs, etc    
Tools and Techni ues  mechanisms applied to inputs   
 utputs  documents, products, etc    
   

 ive process groups:  
 nitiating  
 lanning  
  ecuting  
 onitoring and  ontrolling  
 losing  

 ine knowledge areas:  

 ro ect  ntegration  anagement  
 ro ect Scope  anagement : Contract met de klant, overzichtslijst van 
contracten met onderaannemers en partners 

 ro ect Time  anagement : Masterplanning, beslissingsplanning, 
ontwerpplanning, uitvoeringsplanning 

 ro ect  ost  anagement : budget 

 ro ect  uality  anagement  
 ro ect  uman  esource  anagement : organogram 

 ro ect  ommunications  anagement : organogram 

 ro ect  isk  anagement : risklist 

 ro ect  rocurement  anagement  

Eisen Wensen

Kansen Risico's

Belang Urgentie

Individueel

Belang
Econom. 
Aspecten

Sociaal (Leef) 

Infrastruc-
tuele 

Algemeen

Stakeholders Collaboration

Partners

Sub Contractors

Client

EX
TER
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Consulting

Services &
Facilities

LEADRSHIP
Complex Project & Processes
Integrated Process Approach

Stakeholder Collaboration
Agile project Management

Waterfall Project management

CONCEPTS & DESIGNS
Development

Coding
Products
Solutions

Services

MANAGEMENT
Value Management
Scope Management

Project Management
Contract Management

Budget Management
Facility Management

Network

K
n

o
w

led
ge &

 Exp
ertise &

 In
o

vatio
n

Fysical

Econo
mical

Social
Culture

€ Profit
Client 
Satisfaction
Deliver Quality
Building 
Knowledge

Happy
Professional 
People

€ Profit
Client 
Satisfaction
Deliver Quality
Building 
Knowledge

Happy
Professional 

Innovation is a strategy that ensures that you create 
customer value, which previously did not exist, the 
competitor does not have and can not copy, which is 
regarded by the customer as a new special added value and 
which you generate more profits with as before!

The why of how we do what today?
Focusing on added value for the customers is most important

Product innovation
Change in kind of Projects, Services and Facilities the 
organization offers.

Process innovation
Changes in the ways in which they are created and 
delivered. Early Involvement - Stakeholders 
Collaboration

Position innovation
Relate to changes how a specific process or product 
is perceived and how the products/services are used. 
Change in context, change in communication.

Paradigm innovation
Change in the basic underlying models, conceptual 
change, radical change in what the organisation does

Connect People with Knowledge 
Share and Re-Use Corporte Knowledge
Use Data Systems and Processes for documenting 
Knowledge & Know-How
Connect people with Internal & External Knowledge 
Network Platforms

Transition from vertical hierarchy to horizontal networks
Digitalization makes it possible to communicate with 
each other very quickly at virtually no cost, but also to set 
in motion Organizational Platform Models. 
Platforms are the dominant structures that provide 
access to knowledge networks.

PROFESSIONAL ATTITUDE

RESPECT & TRUST POSITIVE MINDSET

Agile 
Methodology

Waterfall
Methodology

PORTFOLIO MANAGEMENT
- Manage investments and riscs to fulfill the strategic goals.
- Manage resources, money, load & capacity
- Alignment of organization & stakeholders
- Gap & Change management 
- Project - Service 
- Facility Management 
- Innovation Management
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