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Results
The data gathered from the primary and se-
condary research was analyzed by the team to 
elicit the important elements concerning each 
market. These elements helped answer the 
questions of the customers’ requirements for 
each market and identify the opportunities (if 
there were any) the company could exploit. 
The next step was to compare all the different 
information to establish specific recommenda-
tions for the client. These provided critical 
knowledge and guided managers in making 
their business decisions and were also a relia-
ble foundation for the entry strategy of the 
company, with specific first steps, locations 
and several guidelines for the near future. 
These recommendations were the final result 
of the team’s consulting work.

Schenker Storen AG
Schenker Storen AG is the market leader in 
Switzerland for the manufacture of sun pro-
tection and closure. The company’s aim is to 
expand its product line in France, which they 
are already familiar with, since they have been 
selling products there already. In fact, the 
company already owns a hub located in Than-
villé for the distribution of their products 
throughout France.

Proceeding
In order to achieve the objectives, an internal 
analysis of the company (strengths and weak-
nesses) was conducted as well as an external 
analysis of the market (threats and opportuni-
ties). Several other tools were used to assess 
the potential of the market such as the Porter’s 
5 Forces Model (competition analysis) and the 
PESTEL (market environment). Furthermore, 
phone interviews with competitors, manufactu-
rers and retailers were conducted in order to 
evaluate the needs of potential partners and fu-
ture end-users.

In total, thirty interviews supported the analy-
sis and recommendations.

Client
Schenker Storen AG, Schönenwerd
Helmut Jehle, CFO, IT-Personal Manager
www.storen.ch

«The international team was 
very dedicated to the project. 
I was surprised about the 
concrete results which have 
been presented, reflecting 
quite precisely the current si-

tuation in the French market. Furthermore 
the presentation was well structured and 
enriched with some ‹scientific and statistical 
issues›. There are some new issues and sug-
gestions Schenker could target on additio-
nally in future.»

Coach 
FHS St.Gallen
Mathias Kleiner, MBA

«The team developed the 
necessary skills for working 
in an international project. 
Each team member brought 
in his or her strengths; to-
gether they built a success-

ful team. The well founded analysis, based 
on various expert interviews, and the re-
commendations help the client to make the 
right business decisions.» 

Project Team
Inês Vidigueira, NOVA School of Business & 
Economics, Portugal, Project Leader
Filipa Venda, NOVA School of Business & 
Economics, Portugal
Vilius Siugzdinis, ISM Vadybos ir 
ekonomikos universitetas, Lithuania
Pierre-Alexandre Darbois, EDC Paris, France
Ahmed Alia, EDC Paris, France

Analysis for Shutters and Terrace Roofs in France
Schenker Storen are already established in France and therefore acquainted with the French 
market. However, their knowledge only concerns blinds. The company now wishes to know 
if there are opportunities to sell shutters and terrace roofs in France. The task was to find such 
opportunities and establish the best entry strategy for each product.
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