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IN BRIEF

When Daimler-Benz AG, the premier German-
based transportation, communication and service 
company, became listed on the New York Stock 
Exchange in 1993, it marked a new era for the 
company. It also necessitated a change in their 
financial reporting system to meet certain US 
GAAP system requirements.

The transition at Daimler-Benz, however, went 
beyond a purely financial reporting structure 
and the company embarked on a process of 
reorganization.  “In the process”, says Axel Weber, 
project manager Value Based Management, “we 
actively sought to improve shareholder value, not 
just through financial factors, but through all other 
areas of the company as well.”

To help management engage the whole company 
in value-oriented management, Celemi was asked 
to develop a customized version of the business 
simulation Celemi Apples & Oranges®. This learning 
process helped everyone discover how they  
could apply the concept in their daily routines.

Daimler-Benz had long been traded on the European 
stock exchange, but a prestigious listing on the NYSE 
necessitated a change in their financial reporting system to 
meet certain US GAAP system requirements. 

“The implementation of US GAAP was a rather remarkable 
event,” explains Dr. Karl-Heinz Schüring, project manager 
Financial Accounting and Controlling, “as Daimler-Benz 
was the first German company to make this transition.” 

The transition at Daimler-Benz, however, went beyond 
a purely financial reporting structure. The new reporting 
standards drove management to take a closer look at the 
long-term profitability of the business and its positioning 
for future growth. 

Daimler-Benz then embarked on a process of 
reorganization that included the sale of business units that 
were not central to its core group of products and services, 
and realigned its business operations in order to reduce 
managerial levels and improve the efficiency of internal 
administrative and planning processes. By 1997, Daimler-
Benz became the holding company for all key operations, 
and in 1998 DaimlerChrysler was created through the 
merger with the former Chrysler Corporation. 

Leader in Value-oriented Management 
“In the process,” says Axel Weber, project manager Value 
Based Management, “we became a leading exponent 
of value-oriented management . We actively sought to 
improve shareholder value, not just through financial 
factors, but through all other areas of the company as well.” 

In practice, Daimler-Benz realized that a permanent and 
continuous enhancement of corporate value is only possible 
by achieving a proper balance between the interests of 
all groups which contribute to the company’s success— 
including motivated employees, satisfied customers and 
reliable and innovative suppliers. 
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Although management was taking proactive steps to realize 
its long-term vision, it needed a way to communicate its 
vision to the rest of the company. “We wanted to provide 
everyone with a simple and attractive introduction to the 
basics of value-oriented management,” explains Jörg 
Mildenberger, Human Resources, Headquarter, “in such 
a way that they too would be able to make meaningful 
contributions on a daily basis.” 

Celemi, which had enjoyed a business relationship with 
Daimler-Benz for several years, was asked to prepare a 
customized version of Apples & Oranges®, its business 
simulation that helps people understand the flow of 
resources through an organization and gives them a sense 
of the “big picture.” This learning process would become 
the main venue for communicating the concepts inherent 
in a value-oriented management program. It would also be 
used to help everyone discover how they could apply the 
concepts in their daily routines. 

“Operating Profit, RONA and Cash Flow  
spring to life” 
During the one-day simulation, participants run a model 
production company that confronts external market 
issues and challenges that mirror the experiences of 
DaimlerChrysler over the last few years. Incorporated into 
the simulation is a challenge to seek global capitalization. 
Participants quickly recognize for themselves the internal 
changes that need to be made and relate to the decisions that 
have already been promoted by management. 

“This learning process communicates the basics of business 
management as well as important background information 
unique to DaimlerChrysler,” says Mr. Mildenberger. “It 
also makes the financial numbers ‘real’ and helps everyone 
to understand how they can be used on a regular basis for 
planning and management.” 

A key component of the learning process is an opportunity 
for the teams of participants to brainstorm about ways to 
improve the profitability of their model company. They 
select some of these ideas and implement them immediately 
to see the change that can be brought about. They later test 
their new knowledge on a case study that helps them judge 
the impact of their decisions on long-term profits and future 
values of the company. 

DaimlerChrysler points to specific areas of competence 
that the learning process helps build in the participants, 
including: the ability to understand the capital cycle, such 
as how the various stages of value creation generate profit; 
the ability to understand corporate control variables, such 
as operating profit and net income; the ability to identify 
measures that influence profits and how these measures 
affect the corporate control variables; the ability to 
recognize and assess measures of long-term profitability, 
such as cash flow and Net Return on Assets (RONA); and 
the opportunity to test alternative strategies and assess their 
impact on profitability and corporate value. 

“The train-the-trainer concept helped us in 
working fast and convincingly” 
The roll-out of the DaimlerChrysler Apples & Oranges 
learning process is almost completed. The initial target 
of reaching 15,000 managers within the national and 
international divisions of the company has been beaten by 
far. In some units all employees from front-line foremen up 
went through the program. 

“Our business relationship with Celemi reached a notable 
climax with this project. They were able to develop an 
effective learning process that forms an integral part of 
our comprehensive qualification and communication drive 
within the company,” concludes Mr. Mildenberger. 
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