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Success Factors
• Customer Focus

– Knowledge influenced by key customers increases the value and
competitiveness of key products

• Customer Integration
– Organizational design influenced by chosen customer niche, and

customer involvement in product development

• Knowledge Networks
– Acquiring of knowledge from others, striving for knowledge building

inside the organization through employees participating

• Supplier Networks
– Utilizing of supplier networks and focusing on the final assembly of

subsystems instead of focusing on the own production
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