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..... Dingli takes stake in Magni.... New Klubb van mounts......Zoomlion bids for Terex.....
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o The world speaks bauma.
Join the conversation!

Experience trends, innovations and
enthusiasm up close at the industry’s most
important international exhibition.

This is where the world comes together,

s0 you can’'t miss out! Prepare your
business success and look forward to:
» 3,400 exhibitors
»More than half a million visitors

Get your ticket now:
www.bauma.de/tickets/en
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mastclimbers still fall
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When | went to school they asked me what | wanted to be when | grew up. When | wrote

down ‘Happy’ they said | didnt understand the assignment, | said they didn’t understand life

John Lennon
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POWERED ACCESS LICENCE

IPAF Approved Training Centres train more
than 100,000 operators every year in the safe

and effective use of powered access platforms.

The IPAF PAL Card is recognised worldwide
across industries as proof that your operators
have been trained to the highest safety
standards and meet all legal requirements.

If you use one of these,

Find an IPAF approved
training centre at
www.ipaf.org
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Try harder

Market leaders must always be on their game to avoid complacency
and maintain their position, as their commanding market share comes
under constant attack from competitors.

In 1962 advertising executive Paula Green created the iconic Avis

car rental slogan “We try harder”. The company was number two

in the market to Hertz and wanted to demonstrate its desire to win new customers and increase its
market share. The phrase was adopted as the company’s manifesto and in four years the company
had overhauled every facet of its business, taking its market share from 11 to 34 percent. Avis had
established a new standard for car rental and "We Try Harder’ remained the company’s tag line for the
next 50 years.

But what has car hire to do with cranes or access equipment?

Over the years we have seen dominant players come and go. Grove once dominated the mobile
telescopic crane market, while a long list of others - Mark Industries, Simon, P&H, Lorain - have
vanished completely. In the mini excavator market Kubota had the market to itself in the 1980s, today
it faces at least 20 competitors and is a long way from being the dominant player.

In recent years Versalift has held a dominant share of the European van mounted aerial lift market,
comprehensively seeing off numerous attacks from competitors tempted by the blue chip market
and lack of a major competitor, but it seemed that its combination of quality, design, performance,
reputation and professionalism always kept them at bay.

However, over the past year or so the European van mounted lift market has entered a new phase.
Versalift UK lost its managing director of 10 years to equipment and product support distributor IAPS
- no problems there. But six months later IAPS agreed a sales and assembly partnership with existing
bit part player Aldercote, providing a sales, marketing and product development boost that could
transform it into a credible contender.

Then in December Versalift's dealer/partner in France - another of its major markets - announced that
it was forming a new company to manufacture its own van mounted platforms, with its sights firmly
set on dislodging Versalift as market leader.

The van mounted market has been stable for many years with a handful of competitors fighting for the
scraps from the Versalift table. This developing chain of events shows how challenging it is to hold
onto big market shares over the longer term. Challengers can focus their efforts on vulnerable parts of
the leader, and if there are several at the same time, buyers tend to sit up and take note.

Changes in dominant market shares only have one direction - down - no matter how big the company
- Microsoft, Google, Kubota or even Versalift. The leader has to try and adopt the underdog mentality
while still being out in front. It has to work even harder to persuade customers that it is still the best.
In this case the new competitors have their sights set high and have the benefit of knowing their
adversary from the inside. Interesting times.

Mark Darwin

Comment and feedback is most welcome via post, email, fax or phone stating
if we may publish them or not: editor@vertikal.net

Vertikal
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