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Company
Founded in 1928, the company designs and 
manufactures customized gear and gearbox 
solutions for customers worldwide. Humbel 
Zahnräder offers a wide range of products 
together with competent technical advice 
provided by its experienced engineers.

Initial position
The company operates in a niche market of 
customized gears and gearboxes. The qua-
lity and level of technology used in gear 
manufacturing has enabled the company 
to minimize their marketing expenditure 
since clients have always found their way 
to Humbel on their own. Nevertheless, the 
company has decided to analyze the mar-
ket and confirm the strength of its compe-
titive advantage.

«A great opportunity to ga-
ther experience by facing real-
life challenges in a multicultu-
ral environment.» 
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Goal and Tasks
The team focused on five markets short-
listed by the company: Germany, Switzer-
land, the Czech Republic, Poland and Ro-
mania. The environmental factors of each 
of these countries were analyzed while the 
study of investment feasibility was empha-
sized for CEE countries. Apart from the en-
vironmental analysis, the team was asked 
to identify Humbel’s potential competitors 
in each market and provide detailed cha-
racteristics in the Final Report.

Results
The research showed a diversity of diffe-
rent entities active in the gear industry 

throughout the analyzed sample of the 
five countries. The main conclusion was 
that each company operates according to 
a slightly different strategy and besides ty-
pical products, they also have their own 
Unique Selling Propositions. According to 
the interviewees, the German and Swiss 
markets seem to be stable while in the case 
of the remaining three markets, stability is 
much lower, especially in the high quality 
submarket. All the detailed characteristics 
gathered during the research were com-
piled in the Final Report and received posi-
tive feedback from Humbel, who described 
it as «highly valuable».

Mathias Kleiner
«The team quickly achieved an overview of 
the gear industry and presented a detailed 
analysis of the client’s competitors in the 
home market and possible target markets 
in Eastern European countries. The students 
had to deal with all the aspects of working 
in an intercultural project team. The satisf-
action shown by the client was the most va-
luable compliment.»

Michael Naef
«It was impressive to see how quickly the 
team learned to identify the key factors of 
the complex gear and gearbox market. To 
differentiate which companies are real com-
petitors and which ones are not is always 
difficult. We are therefore satisfied with 
the team’s results and would like to thank 
them for their commitment during the pro-
ject. The findings of the competitor analy-
sis will be used for further investigations by 
the Humbel Group.»


