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Von Zeit zu Zeit macht es sich bezahlt,  
jemandem etwas Gedrucktes zu 
überreichen.
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Global data collection enriched with local features: That is just 

one challenge of market researchers today. Dezső Karasszon, 

Bence Tóth, Csaba Csürke and Zsolt Apponyi know what 

makes operations teams successful.

management challenge, determining who should be recognised as an outstanding performer 
at our Friday Chocolate event. Should it be the colleagues who worked some overtime and – 
despite their heroic struggles on an eventful project – which had many twists and turns suc-
cessfully completed it and received good customer feedback? Or those colleagues who planned 
their work really well and used some innovative solutions that led to smooth-as-silk technical 
execution? 

Value for the Client

But instead of contrasting these two situations, let’s take a di�erent approach: A company like 
DataExpert, providing market-research technical support, can only measure performance in 
terms of the results achieved by the client. Quality is not what we do, or what our partner asks 
us to do – we technical people have to recognise the value we generate for our partner. To il-
lustrate this, here are a few case studies which also include mention of some trends experi-
enced in our profession in the late 2010s. 

Example from China

�is is one of my favourite customer success stories. In a conference call with an Asian  
client, we covered everything they considered important and what we could provide them 
with. �en they asked this question: Can we give support for online data collection for a spe-
cial target group in China? In China, the internet operates through di�erent principles (espe-
cially during party congress), meaning that the questionnaires have to be programmed di�er-
ently. Google references should not be used as they don’t work in that country. All other tem-
plate references should be constructed from �les which can pass through the Great Firewall 
of China. In general, all image �les, CSS and JavaScript references should be made as small as 
possible and access should be e�ciently managed, as the internet speed may be slow for some 
questionnaire respondents. Our aim is to run the system as smoothly as possible, ensuring 
the best user-experience. We made all the necessary changes to the Nebu so�ware used by the  
client, while remaining technically able to technically simulate the test environment as if we were  
actually in China. 
 Of course, I always want to help, but I had one question in my mind: It’s �ne that we should 
choose the best technical solution and the questionnaire should be quick, but would we ulti-
mately succeed as indicated, in generating the necessary N for our client? �at is to say, would 
enough people respond?
 We took on the challenge and within a few days received word (“�is is to let you know that 
we got the additional N in China over the weekend thanks to your help!”) from our client. �ey 
had reached the necessary number of respondents!

Where Success Hides

What this example illustrates is that success for a company delivering technical solutions is not 
just about executing what the customer wants, nor is it just providing creativity and the high-
est standard of work. Success for us lies in the customer achieving its goal. What would be the 
point of o�ering the best technical support if our partner cannot perform as contracted? 

Beneficial Dashboards

Data visualisation is necessary as it helps us make good business decisions. When a dashboard 
is created, the most important question is whether the users will bene�t from it. Is the dash-
board just there or does it actually help users to achieve their �nal goal and improve their busi-
ness? How can we – dashboard designers and dashboard builders – move forward with this? 
With certain dashboard so�ware you can track which dashboard pages were visited and when. 
Such is the case with Dapresy’s so called User Statistics – Dashboard usage history.  A dash-
board is similar to a news portal, in that you need to keep a close eye on it to optimise how it 

Customers don’t measure you on how 
hard you tried, they measure you on 

what you deliver.” I o�en think of this Steve 
Jobs’ quote when considering how to mo-
tivate our employees. European culture  
recognises and appreciates e�ort and �ght. 
Of course, results cannot be achieved with-
out hard work and we should tell our young 
colleagues – the future generation no less – 
success has no secrets but a price. To achieve 
results you have to be diligent, there are no 
shortcuts, no magic recipe, only e�ort and 
performance matters. But hard work alone 
will not deliver results. 

Not only about Recognition

At DataExpert, we have a tradition. Every Fri-
day a�er work, the whole company gathers to 
recognise colleagues who have achieved, and 
we reward the best with some luxury, Hun- 
garian chocolate. �is is our ‘Friday Choco-
late’ event. Recognition motivates people, 
so it is worth building a company culture 
around it. Outstanding performance should 
never go unsung! However it is a serious  

“ Quality is not what we do, or 
what our partner asks us to 

do – we technical people  
have to recognise the value 

we generate for our partner. 
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der Spezialist für Anlagen in  US-Gewerbeimmobilien.

Besuchen Sie uns im  

Internet unter  

www.rosche-finanz.de
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HBC Growth Strategy
Shipping for Compliments

Growth Strategy

Shipping for Compliments

HBC BulkBond 1 / 14

Charterer: 
Ballast:
Load:
Cargo:
Draft:
Freight:

A
S.A. account
Lagos San Nicolas 
San Nicolas-Rotterdam 
40.000/10% Iron Ore 
San Nicolas 10.5m 
$34,25

B
EU account
Dakar Vila do Conde  
Vila do Conde Sunn-
dalsora 
40.000/5% Alumina 
Sunndalsora 10.6m 

C
CAN account 
Canakkale-
Kertch 
Kertch-Mombasa 
40.000/10% 
Wheat 

D 
Indonesian account 
Jedda-Aquaba 
Aqaba-Gresik 
Flexible/Phosphor Rocks 
Gresik 10.9m 
$26,50

E 
Indonesian account
Chaozhou-Samarinda 
Samarinda-Qindao 
Flexible/Coal 
No restrictions 
$11,25

F 
JPN account
Lagos San-Lorenzo 
San Lorenzo-
Phu My 
35.000/10% SBM 
San Lorenzo 9,75m 

TCE ($) 8,326 8,445 12,324 12,108 5,017 11,999

Intake (t) 35,800 37,000 37,200 37,200 37,200 31,300

TCE ($) 14,840 15,617 18,702 19,058 10,186 19,981

Intake (t) 40,100 42,000 41,500 42,500 42,000 36,500

TCE ($) 8,780 8,704 13,176 13,576 9,062 12,498

Intake (t) 41,900 42,000 42,200 44,400 55,200 37,000

Imabari 38k

HBC 43k

Dolphin 57k

(Improved)
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Imabari 38k HBC 43k Dolphin 57k (improved)

Source: Internal calculations

t/c comparison

Above calculations are based on 
the socalled ecoSpeed as follows:

Speed  (kn) FO Consumption (t)
Imabari 38K 12.5 ballast 20.0

12.0 laden 21.0
HBC 43K 12.5 ballast 12.8

12.0 laden 12.8
Dolphin 57K 12.5 ballast 23.0
(improved) 12.0 laden 26.5

Erlkönig of the OceanTM  

The HBC43 design and fuel efficiency translates into significant additional earnings  
potential, increasing with trade distance as well as port restrictions.

HBC is happy to repeat above comparative calculation with any given vessel.

D. Asset Strategy

HBC Growth Strategy/14
Shipping for Compliments

Navigating into the future – the full step:
The milestones in building the next profitable growth case  

in the maritime industry requires HBC to deliver

  operational excellence combined with good reputation, integrity and  
management track record

  clear strategy: direct access to cargo, optimized chartering structures,  
appropriate diversification

 selective embracement of strategic partnerships and alliances

 full engagement throughout the whole shipping cycle

Praesentatio
n
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Besser aussehen  
als die Konkurenz.
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Den ersten Eindruck verschafft 
man sich heute im Web.
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Wenn man‘s sieht, ist es schlecht gemacht.
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Drum prüfe, ...



Gerne stellen 
ich mein 

     Koennen unter
 Beweis.

Kontakt

Nicole Nowak 

Dr.-Klaus-Kopfermann-Weg 2 

85521 Ottobrunn

twaeng@nicole-nowak.de 

www.nicole-nowak.de


