[sources. Mark W. Johnson, pholo: Milti. com| Y

> %

.



HILTI manufactures and sells light machine tools for builders
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But there was a
substantial problem






How could they regain
competitiveness




they learned by
understanding customers



The customer’s blggestjob to get done Is NOT to buy tools
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but to manage, maintain, and replace the tools

(rlght tool right place, right time)




FLEET MANAGEMENT

TOOLS ON DEMAND
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