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PTC Turnover in Europe is approx. 5 bn Euro
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Scattered Europe



Italy and Germany are the Largest Markets
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Scattered Europe



Markets in Romania and Germany Are In Different Sta ges
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Problem 1: Turnover is Expected to Stagnate

The Economic Challenge
Development of Turnover 
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Problem 2: Prices for Some Cost Factors Rise More t han Service Prices

Development of Selected Prices
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The Economic Challenge
Growth of Selected Prices



The Challenge is to Revitalize PTC Services Profita bly
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The Economic Challenge



Customer Markets
Market Segments

Turnover 2007 Western Europe
by Business Segment in %
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Consumer Market is Dominating With More Than 70% 
Health & care, hotel and company markets resemble 24%



Customer Markets
Expected Growth by Market Segment
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Growth Potentials are Envisaged in the Non-Consumer  Customer Groups
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Hotels & Restaurants
Development HORECA  Companies in EU 27

The Number of Companies Active in the Hotel, Restau rant and Catering
Business Has Increased Over the Years in the EU 27
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Bed Capacities Increased Continuously
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Hotels & Restaurants
Development of Bed Capacities in Europe
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Hotel & Restaurant Business Will Become a Growth Ar ea
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Hotels & Restaurants
Development Hotels & Restaurants Segment
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Health & Care
Share of Aged People

The Share of People Older than 65 is Increasing All  Over Europe
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The Number of Homes for the Aged Will Increase Cont inuously
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Health & Care
Development of Nursing Homes
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Cost Leadership

in All segments

Value Leadership

in All Segments

Cost Leadership in

Special Segment

Value Leadership in

Special Segment

Competition
Strategy Options for Competition

A Clear Direction in Relation to Competitors is Vit al
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Competition
Low Price Strategy

Low Price Strategies Need Low Cost Leadership



Competition
Collaboration with Laundries and Textile Service

There are Numerous Ways to Cooperate With Large Lau ndries and 
Textile Service Companies 

Textile Service/ 
Laundry
+ PTC

Textile Service/ 
Laundry

PTC Textile Service/ 
Laundry
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Laundry Capacities Are Often Complementing the PTC Resources
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Core Technologies
Laundries in PTC Units
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New Market Approaches and New Competitive Strength Can Be Built
at Each Pillar of the Companies Value Chain.
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Opportunities and Challenges by Function
Inhouse Value Chain



Future Production
Main Areas of Investment
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Progress is Expected in Many Parts of the Productio n Process. 
Special emphasis is on quality, environmental efficiency and productivity
Green PTC: less energy, less detergents, less water = lower costs/kg
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An Efficient Flow of Material Has Interfaces to the  EPOS System

EPOS and Internal Flow of Material
Lay Out Material Flow
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The Distance to Dry Cleaning Shops is a Critical Fa ctor  

Proximity to Customers
Consumer Comfort: Distance
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Automatic Drop Off and Pick Up Systems Increases Av ailability
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Proximity to Customers
24 - Hour Service



Complimentary Valet Vervice Is a Dramatically Stron g Promotion Tool

Promotion
Promotional Valet Service 
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Consumers Express a Relative High Priority for a Qu ality Certificate  
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Consumers
Overview Consumer Requirements



Quality 
Selected Quality Certificates 

Quality Certificates Ensure the Establishment of Qu ality Management



Branding
FashionCare in the World

FashionCare is Branding Internationally a System fo r High Quality
Textile Care
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More Than 45% of Customers Don`t Know the Full Offe ring of PT

Future Marketing and Sales
Knowledge about PTC Offering
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Customer Magazines Are a Proven Tool to Raise the P rofile of the Industry
And the Knowledge of Customers 

Promotion
Customer Magazine 
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Traditional Marketing Looses Market Share, but Rema ins Important

Profitable Online Marketing and Social Media Tools 



Postal Mailing E-Mailing

Production + mailing costs per 
recipient

0,50 – 1,00  � 0,05 – 0,10  �

Click rate --- 15 %

Costs per click --- 0,33 – 0,67  �

Conversion rate 1,5 % 5 % 

Costs per purchase 33 - 67  � 6,7 – 13,30  �

Implementation time 3 weeks 5 days

Time to feedback 3 weeks 3 days
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E-MAIL Marketing is More Efficient than Traditional  Marketing:
Better reach and lower costs

Profitable Online Marketing and Social Media Tools 



CRITICAL MASS

N°of households with internet access

N°of users

Minutes online per day

RELEVANT INFORMATION
AND TRANSACTION

Information              Selling

Buying                      Banking

Evaluation                ... 

SOCIAL WEB

Connecting friends

Special interest communities

Info sharing

Internet Penetrates Life - Three critical drivers ar e reinforcing each other  

Profitable Online Marketing and Social Media Tools 
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The Online Equipment Mix

Profitable Online Marketing and Social Media Tools 



Digital Marketing
PTC Online

www.shirtrunner.de Offers Online Management of PTC
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Shirtrunner is Concentrating on Managers and Busine ss Wear
Crucial is an added pick up and drop of service

The Online PTC Shop

� Customer registration
� Management of the personal account
� Catalogue of cleaning services offered    
� Order of cleaning services
� Overview orders (basket), including past and actual orders
� Invoice preview and final invoice
� Barcode order ticket
� Scheduling pick up; change of pick up time
� Scheduling delivery; change of delivery time
� Tracking current status of order by customer
� Personal notification: “tomorrow is shirtrunner`s day”
� Online payment by credit card or EC card
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Profitable Online Marketing and Social Media Tools 



A State of The Art Website Might Include Some More Features

� Forum
� Wiki
� Newsletter Service
� Newsletter Archive
� Priority Club
� Sms Notifications
� Vidcasts and more….

Competitive Advantages

� Several unique selling propositions (USP)
� 24 hrs availability of PTC planning
� Valet Service (pick up and drop of)
� Quick and precise communication with customers 

� Pioneer gains 
� High Tech image

Profitable Online Marketing and Social Media Tools



Future Formation of the PTC Industry
Formation Trends of Industry

PTC Industry Will Develop Towards Larger, More Comp lex Companies
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Trends in Formation of Industry
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Franchise Chains and Concepts are Attractive for th e Dry Cleaning 
Business

Types of Businesses
Franchise (1) 
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Franchise Services May Help in Many Areas

Types of Businesses
Franchise (2) 
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