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Todayôs issues

ÅProducts

ÅCustomers

ÅTasks

ÅTeam
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What do you want to sell?



©
 I
N

C
H

R
O

N
 G

m
b
H

 2
0
0
9

The Company

Mission

We enable our customers to 

develop their embedded systems 

in shorter time and at lower cost 

while simultaneously achieving a 

higher standard of quality.

Customers

"The complete task was performed in approx. 15 man

days compared to 40 man days using conventional

development methods. Ă

ñéthe software architecture could be improved to result

in a significantly more robust embedded system. "

Wolfram et al, Design of Robust System Architectures for Automotive ECUs,

CONQUEST 2009

Statement
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Tools + Know How = Productivity

Tools

Know How
Modeling of e.g.

ÁOperat. environment

ÁTime requirements

ÁInterrupts

ÁScheduling schemes

Interpretation of e.g.

ÁRuntime errors

ÁTask suspensions

Optimization of e.g.

ÁScheduling strategies

ÁFunction distribution

ÁTask activation

ÁExecution times

8

Expert

Consulting
Involvement of 

INCHRON experts in 

selective projects.

Support
INCHRON experts as 

source of know how 

for selective tasks.

Weeks

1. Task

solved

Productivity

2

Training
Training on the job 

with INCHRON on 

customer project

User
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Product Management at INCHRON

Workload planing Developers

Existing

Products / Features

Additional

Products / Features

Ideas

INCHRON

Requests

Customers

Benefit / Feature x

Bugfixes / Improvements

Benefit / Feature y Benefit / Feature z

Basis for

document / formulate

communicate

communicate

prioritize

specify

Which

Persons?

Tooluser

Toolmanager

Others?

Which

Methods?

Interviews

Online Panel

Others?
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Get the picture ïKnow the players

Example of a value chain and the players involved.
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Know the players ïGet the people!

Personal networks

Recommendations

Online research

Events
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Speed up sales process

Sales rep's visit productivity

0
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1 2 3 4 5 6

months after hiring
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1. Visit: Present / Learn 2. Visit: Propose

3. Visit: Sell evaluation 4. Visit: Sell value deal

5 visits per week asap

Present and learn

Initiate quick response

Short, guided evaluation

Valuable deals
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Channels and Multipliers

Months

1. Task

solved

Productivity

1 6

Expert

Strategic multipliers

OEM

Tier 1

Dept. 1 Dept. 2 Dept. n

Dept. 1 Dept. 2 Dept. n


