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Phil Allen
Wädenswil, Zürich, Switzerland

Phil Allen has 30 years of hands-on sales, marketing, customer value management, business development and key
account management experience at national, continental and global level in multi-national corporations including
Albright & Wilson, Bayer AG, English China Clays, Hilti AG and The Dow Chemical Company.

Since 1997 Phil runs global marketing and sales excellence practice, GEMS/MarketAbility - creating value for clients
by helping them to apply marketing and sales excellence and customer value management to their businesses.
delivers practical marketing and sales for value growth, facilitating marketing and sales strategy development and
implementation working together with the client’s team.

GEMS/MarketAbility serves many multinational and global blue-chip clients in the chemicals, plastics and energy
industries as well as providing hands-on practical advice to clients in several other B2B markets.

Juan Senor, Senior Editor at the International Herald Tribune, praised Phil in a Euronews company documentary for
having founded a unique and action-oriented company, with an individual business style. GEMS and MarketAbility
have featured in recent TV-profiles on Euronews and CNBC.

Phil’s pragmatic, down-to-earth approach to marketing and sales is reflected in the book he has co-authored
“Value-Based Marketing for Bottom-Line Success: 5 Steps to Creating Customer Value” by De Bonis, Balinski and
Allen, published by McGraw-Hill and American Marketing Association January 2003.

He is a regular contributor to a variety of marketing, sales and industry publications and also publishes his own
Email Marketing Briefing Newsletter.

Some client comments about Phil:

“Phil does not think like everyone else and he got us to think differently and out of the box too.”

“Interactive, high impact, Phil understands the self-discovery process.”

“Very good at getting people to think outside the box.”

Email: phil.allen@gems-europe.com

Tel: +41 7 9423 1390
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Arie H. de Boer
Amersfoort, The Netherlands

After qualifying in Mechanical Engineering Arie worked for International Shipping Company,
based in Hong Kong, in various capacities during nine years, which were mainly spent in the Far
East and South Africa.

In October 1968 he joined BP Oil in Amsterdam, over the years holding various management
positions in Supply, Trading, Sales and Marketing.

Arie was appointed Business Manager Oil, and Deputy General Manager for the Netherlands, in
May 1984, responsible for all oil activities, and represented BP in various institutions and with
government.

In January 1989 he was appointed to Marketing Director and Deputy General Manager for BP in
Turkey.

In October 1991, Arie moved to BP’s European Head office in Brussels to manage and develop
the European Automotive and Commercial Lubricants Business in 12 countries. Additionally, he
took on the management of a major project to improve the professional implementation of sales
and marketing processes across all the Commercial Businesses of the Company in Europe.

Since 1996, Arie operates his own independent marketing consultancy, Marketing and
Management Consultancy Services, working both independently and with others, including
Cranfield Market Planning Centre and Management Centre Europe (MCE). Clients include Philips,
Shell, TNO, Forbo and Akzo Nobel. Arie is an associate practitioner of GEMS/MarketAbility.

Projects are in the field of Strategy Development, Strategic Marketing Planning, Customer
Management, Marketing Communications and Customer Service Benchmarking for both national
and international companies.

Arie is a fluent Dutch and English speaker with a very good knowledge of German also.
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Niki Heimann
Schönenberg, Zürich, Switzerland

Founder and Managing Director Niki Heimann began the 5C!Concept journey of Realizing
Potential in November 2003 in Switzerland.

5C! Concept helps you to work with people and enables the executives and employees of your
company to contribute to the process of change. A tailor-made approach uses the 5Cs -
Coaching, Communication, Change, Consulting and Courage – to meet the needs of your
business.

Niki leads the team and coordinates the corporate activities with the 5C!Concept Companies in
other countries.

Inspired and driven by a genuine interest in people, and fascinated by the dynamics and
interpersonal aspects of leadership, management and sales interfaces, Niki became a certified
Process Communication Model® trainer.

Niki brings her expertise to 5C! Concept after many years in Strategic Key Account Management
on a European basis for a global corporation in the petroleum industry based in Belgium.

She developed excellent long-term business relationships with the headquarters of European
and global corporations and delivered consistent high quality services to her clients.

Moving on to Switzerland in 1999, she gathered 5 years of hands-on experience as a consultant
in leading, doing and participating in industrial marketing projects in the business-to-business
environment.

Niki is a Belgian National living in Switzerland and a fluent speaker of Dutch, German, English,
French and has a good knowledge of Spanish and graduated in Business-to-Business Marketing
at the EHSAL Management School, Brussels, Belgium.
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Bernard Kaminker
Paris, France

Since 1995, Bernard has managed his own training consultancy, BRK ProForma, whose mission is to
enable change in major corporations on a global basis by creating and delivering sales, marketing and
finance training. Bernard has worked with firms representing a variety of industries, including
automotive, consumer durables, food, municipal services, pharmaceutical, and IT.

Over the past few years, he has been involved in several major initiatives with global companies,
including:

- A series of programs intended to enhance coordination between sales and marketing within a major
French pharmaceutical company having acquired a large competitor.

- A multi-country roll-out of a major branding initiative for a European car manufacturer, delivered to sales
managers in Spain, Italy, Germany, France, and Hungary.

- A regular sales and marketing training programme for recent management hires at a leading chocolates
and confectionary firm, delivered in Mexico, Seoul, Kuala Lumpur, Manila, Cairo, Seattle.

- Numerous programs over the past 8 years with several major pharmaceutical firms, in all parts of the
world, dealing with marketing skills, product launch issues, and R & D optimization.

His prior experience includes several years of executive training in New York as well as 17 years at
American Express Bank in New York and Paris, where as Credit manager, he was involved in the
development, marketing, and sales of financial services to corporate clients.
Bernard holds degrees in the social sciences from the American University of Beirut and the City
University of New York as well as an MBA from New York University.

In addition to his work in the corporate world, Bernard enjoys leading finance and marketing courses at
several top business schools in the Paris area (Essec, Insead, Reims Management School), working with
students as well as executive education candidates.
A native New Yorker, now a transplanted Parisian, Bernard is equally at ease in French, English, and
Spanish and uses all three in his training activities around the world.
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Ruth Bütikofer
Zürich, Switzerland

Ruth studied at the School of Economics in Berne and later also received her Swiss federal diploma
in Marketing. She has gained working experiences in Switzerland, England, South Africa and Iran,
and her last post as marketing manager for a new healthcare product development with
Pharmaton/ Boehringer Ingelheim in Lugano, Switzerland.

1998 she founded her own healthcare consulting and service company in Zurich/Switzerland. In
2003, together with her husband Matthias Schwalbe, she co-founded Enemu GmbH. Further studies
have qualified her as assessor of the EFQM-model (European Foundation of Quality Management);
as a teacher for marketing at the University of Applied Sciences HEIG in Lausanne; as master
practitioner of neurolinguistic programming NLP; and as a personal development trainer using the
method of psychosynthesis. She is facilitating public courses in self-competency in Zurich and Berne.

She has developed and is marketing now SOFT-MARKETING, a method to develop and manage the
socio-cultural capital of companies, using the Corporate Transformation Tools developed by Richard
Barrett. Its benefits are to enhance customer and employee satisfaction, innovation, reputation and
the ethical basis for decision-making and thus the performance and durability of the company.

She is also a publisher of articles on values-based marketing and management and LOHAS
(Lifestyle of Health and Sustainability). She masters German, English, Italian, French and Spanish.

More information can be found at: www.soft-marketing.ch
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Marc Henri Fermont
Leysin, Switzerland

Marc Henri Fermont, born in Lyon in 1945, holds a Bachelor degree from the Ecole Supérieure
de Commerce de Reims and a B.Sc. in Economics from the University of Paris. He graduated
the University of Oregon MBA program in 1970.

In 1972, he joined The Dow Chemical Company in Paris and initiated an international career
working with them in five European countries, namely France, Switzerland, Germany, England
and Italy. He held several Chemical and Polymer senior marketing positions and was Director
of Distributor Affairs from 1991 to 1998 and General Manager of Dow Italy from 1994 to 1998.
He was named a Vice President of Dow Europe in 1994.

In 1999, Marc Fermont founded DistriConsult: a Swiss consulting practice specialized in
distributor strategies. Under his leadership, DistriConsult expanded its consulting activities in
the areas of commodity,specialty chemicals and polymers on a global basis.

Marc consults distributors and producers on channel strategies. He is a visiting lecturer at the
French Business School EM Lyon.

Marc Fermont is a leading figure in the European Chemical Industry. From 2000 to 2005, Marc
Fermont was a member of the European Chemical News Editorial Board. He publishes
numerous articles and gives lectures on distributor strategies to professional and academic
audiences. He is fluent in five European languages.

Further information on the firm can be found at http://www.districonsult.com/.
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Michael Smith
The Marketing Centre, Australia

Michael Smith formed The Marketing Centre in 1979 where he is the owner and Managing
Director.

The firm has been providing strategic marketing advice to leading Australian and
international companies since its inception. Michael is committed to ensuring the firm
remains at the forefront of strategic planning and oversees all projects.

Michael is currently Chairman of the board at Synergy – Western Australia’s energy retailer,
Scotch College – a prestigious boys’ school in the western suburbs of Perth, and the Perth
International Arts Festival – the oldest international arts festival in Australia. He is a
Director of 7-Eleven Stores Pty Ltd; a chain of 350 convenience stores on Australia's east
coast and of Home Building Society LTD, listed on the ASX.

He is also a Council member for the Australian Institute of Company Directors. He is a
Fellow of the Australian Marketing Institute and the Australian Institute of Management, an
executive member of the American Marketing Association, a Chartered Management
Consultant and Member of the Institute of Management Consultants.

Michael was formerly the Chairman and Director of the West Coast Eagles and a director of
Indian Pacific Ltd. He was also the State President of the Australian Marketing Institute and
a member on the Federal Board. Other past board commitments includes Chairman of the
Pearling Industry Advisory Committee and Chairman of the Barking Gecko Theatre
Company.

Further information on the firm can be found at www.marketingcentre.com.au.
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Paul Hague
Manchester, United Kingdom & Beijing, China

Paul graduated from Durham University in 1969. He worked in marketing for Dunlop and Johnson Firth Brown
before establishing Business & Market Research (B&MR) in 1972.

Paul built B&MR to be ranked 20 out of 400 agencies in the UK with a turnover of £5 million and a throughput of
400 research projects per year. Business & Market Research plc became one of the largest business-to-business
market research agencies in Europe and was the first to achieve ISO 9000.

Paul sold his majority share holding in B&MR to an MBO team in October 1996 and established with his former
business partner, Peter Jackson, Hague Jackson Ltd, a marketing consultancy. Clients include Air Products, AXA,
British Gas, Coca Cola, Dow Corning, Dow Chemicals, DHL, Shell Energy and Shell Global Solutions.

In 1998, Paul launched B2B International, a specialist international business-to-business market research
consultancy.

There are three main types of business-to-business market research, and they form the basis of B2B International’s
offering:
-Customer Loyalty
-Positioning
-Market Assessment

Paul is a Visiting Fellow at Manchester Metropolitan University and a regular guest lecturer at Manchester Business
School.

He has written the following texts: "Market Research", "The Industrial Market Research Handbook", "How To Do
Market Research", "Market Research In Practice", "Questionnaire Design", "Interviewing", "Sampling & Statistics",
"Presentations And Report Writing" and "The Power Of Industrial Branding“, which have been translated into
Chinese and a number of other languages.

Email: paulh@b2binternational.com; beijing@b2binternational.com
Tel: +44 (0) 161 440 6000; +86 (0) 10 6515 6642




