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High-value relationships are a core asset for any kind of organization. But in today‘s hyper-competitive
world, it has become harder than ever before to achieve them. Further, there is plenty of evidence that
any dysfunctionality in customer-supplier relationships can create millions of dollars of damage. Cross-
enterprise value is created when there is a high overlap between the value offered by customer and
supplier organizations. (Senn, 2016)

Untapped Potential for Value Creation through Collaborative Relationships

Value-creation 
opportunities 
Customer

Value-creation 
opportunities 
Supplier

“The biggest mistake a company can make is to select [global] customers solely on the basis of its current
sales to those customers.”
George S. Yip and Audrey J.M. Bink (2007)

Value Booster
Zone



The CCR Consortium helps companies identify 
successful customer-supplier relationship growth 
patterns. Only a limited number of companies are 
invited to participate in this pioneering initiative. 

Participants will become a part of a global B2B 
network of leading companies aiming to explore 
next practices in high-value customer-supplier 
relationships.

The Triple Fit Canvas is a hands-on, proven tool 
that enables organisations to design, maintain and 
innovate high-value relationships in a fast and 
easy way.  

It was developed by Dr. Christoph Senn and has 
already helped 100+ companies to take a 360-
degree perspective on collaboration and identify 
game-changer strategies and actions across 
industries and geographies. 

“Presenting my Triple Fit findings to my customer has led to more open conversations regarding
budgetary planning and alignment of resources.”
Stephen Colgan, Client Partner Vodafone Global Enterprise

“The Triple Fit Canvas helped us effectively develop a 360 degree view of our business relationships,
align business strategies across products and geographies, and co-create value with our top
customers.”
Dr. Michael Heuer, President EMEA-LATAM Region, Roche Diagnostics

“The Triple Fit Canvas has enabled our customer teams to think and act more strategically and
develop high-value relationships with existing and new clients. It has also helped us to identify
industry game changers ahead of time and keep our corporate strategy on track.”
René Janesch, CEO Adcubum

Triple Fit Canvas and Triple Fit Strategy are registered
trademarks of AMC Account Management Center AG /
valuecreator.com
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Analyse and Interpret 
Benchmark Results

• Receive aggregate results 
and benchmarking report 
along with Booster Zone 
Analysis

• Identify capability gaps 
and design customized 
learning journeys

• Generate an array of 
insights, including “quick-
win opportunities” for 
short-term impact

Discuss Feedback and 
Implement the Plans

• Develop tailor-made action 
plans to future-proof your 
corporate strategy

• Present Strategy Check 
insights and outcomes to 
your top management 
team

• Realize long-term value co-
creation opportunities 
together with customers 
around the globe

Kick-off IHMs II

Cross-Industry Benchmarking
Analyzing your global customer relationship performance patterns from both internal (supplier) and
external (customer) perspectives

Tailored Growth Strategies
Developing and pretesting strategic plans at both the single customer relationship and overall
customer portfolio levels

Breakthrough Success Cases and Next Practices
Building the world’s largest database of benchmarking information on high-value customer-supplier
relationships with comprehensive real-life practice cases

ONBOARDING DATA COLLECTION BENCHMARKING
STRATEGY 

CHECK

BM CONF I BM CONF II

2019 20202018 Phase I Phase II Phase III

IHMs I

IHMs (Inhouse Meetings)               BM (Benchmarking Conferences)
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Phase I Phase II Phase III

Launch and Take top 
Customer Assessment

• Take Global Customer 
Centricity Health Check for 
your organisation

• Run Triple Fit Assessment
(min. 10, max. 100 
customer relationships)

• Evaluate performance not 
only from within your 
company (inside-out), but 
also from your customers’ 
point of view (outside-in)



Exclusivity

CCR membership is restricted to a select group of
noncompeting companies on a first-come, first-
served basis.

Future-oriented status analysis

Get mastery over a replicable collaboration
method and gain insights into peer-performance
through benchmarking results.

Lessons from world-class companies

Get inside knowledge of a valuable set of company
cases – made accessible for the first time ever.

Steep learning curve

The proven Triple Fit Methodology lets you
quickly uncover the key enablers for successful
optimization of your customer relationships. In
addition, you will learn how to avoid costly
pitfalls.

Tailor-made action plans

Identify high-value relationships through
advanced Triple Fit analytics and design a
roadmap to grow your business.

Time for networking with peers

Perform an in-depth strategy check to help your
top management future-proof your company’s
corporate strategy.

Shared costs

For the duration of the project, members form a
research consortium to share costs. This cost-
effective approach saves you 80% of the budget
that you would have had to spend for a similar,
individual effort.

Tailored Growth Strategies

Phase II

Booster Zone
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Phase I

Cross-Industry Benchmarking

Breakthrough Success Cases

Phase III

A

B

C Case 
Library

Roadblocks

Triple Fit Levels
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As one of Europe’s leading business schools, the
University of St.Gallen educates business leaders. The
University regularly occupies top positions in
international business school rankings, and currently
holds the fourth place in the Financial Times ranking
for European business schools and first place for
Master’s programs worldwide.

CGAM‘s mission is to shape the future of
collaboration. As the world’s leading platform for
Global Customer-Supplier Relationship Research and
Education with a total of over 1000 Alumni across
diverse industries, we help companies around the
world gaining competitive advantage and creating
profitable growth through high-value relationships.

Research

Providing Real Solutions 
to Real Problems 

Transfer

Building Capabilities for 
Tomorrow‘s Challenges

Education

Developing Leaders for the 
Customer-Centric Firm
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▪ Admittance to CCR Consortium is on a
first-come, first-served basis for the invited
companies

▪ Participation is restricted to a limited
number of non-competing companies to
enable full industry representation

▪ We reserve the right to choose among
applications to guarantee an equal
distribution of industries and experience.

▪ The ideal CCR Consortium member is a
leading company in its industry with
global business relationships.

▪ If you haven’t run the Triple Fit
Methodology yet, we will recommend the
best way to generate the results for the
benchmarking process.

▪ CCR Members commit to participate in
each and every meeting and complete all
preparatory work in time.

▪ Two year commitment at CHF 19,900 per
year (travel and accommodation not
included)

▪ Submitted applications are binding and
represent acceptance of all terms and
conditions of payment.

▪ The fee is due on receipt of the invoice
and must be paid prior to the
commencement of the program in the
respective year.

▪ University of St.Gallen and Account
Management Center AG also reserve the
right to change program settings without
prior notice.

• Aerospace and Airlines

• Automotive

• Chemicals

• Construction

• Consumer goods

• Defence

• Education

• Energy (Oil & Gas, Utilities)

• Engineering

• Financial Services (Banking and Insurance)

• Food and Beverages

• Healthcare

• Hospitality

• Industrial machinery and components

• Insurance

• IT (Hardware and software)

• Manufacturing

• Media

• NGOs

• Pharmaceuticals

• Professional services

• Public Sector

• Telecommunications

• Transportation and logistics

For more information or a personal conversation,
please contact us at cgam@unisg.ch.
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