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PROFESSIONAL ACTIVITIES

CEO & Co- Founder SHIFT SHIP TRANSFORMING LIVES

Independent Commissioner PT United Tractors Tbk. & PT Astra Otoparts Tbk.
Member of Remunerations and HR Committee Indonesian Investment Authority
Advisor GK Plug and Play Indonesia, Mentor to Founders Institute Indonesia

Advisors to Sayurbox , Yuna&Co ., Arsitag , Wahyoo (StartUps )

FORMER PROFESSIONAL EXPERIEN

Board of Directors PT Astra International Tbk.

In charge of infrastructure & logistic business, Astra Digital, Astra Property, Corporate System & Information
Technology, Astra World

CEO PT Menara Astra (Astra Property Group)

Chairman of Supervisory Boards to PT Toyota Astra Motor, PT Astra Graphia Tbk, PT Serasi Auto Raya

CURRICULUM VIT

Deputy CEO of PT United Tractors Thk and Member of Supervisory Boards of PT Komatsu Astra Finance, PT Bina
Pertiwi, PT Traktor Nusantara, Director of UT Heavy Industry Ltd. (2003 - 2011) Pau I US Bam ban!
CEO Shift Ship Movemer

Managing Director of PT Astra Graphia Tbk
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STARTUPSISPIRIT

INDEPENDENT STARTUP

MANAGED BY FOUNDERS
AGILE IN CHANGING THE

BUSINESS CASE, MODEL AND
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About the Author

Foreword by KEN WILGOX

John Montgomenyrings three decades of

SECRETS OF SILICON VALLEY SELISNASYOS ta 2yS 2F ! YSNAOL
corporate lawyersto offer the business secrets

of Silicon Valley as an essential blueprint for any
entrepreneur wishing to start a successful
company.

As counsel and trusted advisor to almasb00
F R 0 M T H E startups and dozens of venture capital firmbe

developed this blueprint from working with some

2F {AfAO2Yy x| fftSeéeQa Yz2ad 4&adz
entrepreneurs and venture capitalists, and stress

tested it with dozens of startups and his

successful law firm, Montgomery & Hansen, LLP.

From raising venture capital to building a
balanced team, frondlesigning your cultureo
managing a board of directorghis book will
help you experience the joy of building a
successful company.

JOHN B. MONTGOMERY | :

HOW CONSCIOUS CORPORATIONS
ATTRACT SUCCESS
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FROM STARTUP TO GIANTS AND
GIANTS TO STARTUP

= Y

A STARTUP AGIANTS

ASMPLE, SPEED AND SCALE AGROUNDED ON CORE STRONGLY
ATRUSTING TEAMSAND GUTS Alaa9w{9 hb /! {¢hao
AACT FAST, FAIL FAST ATTITUDE ~ AADAPT TO SYSTEMATIC CHANGE
AREWRITE THE UNTHINKABLE ~ ANATURAL OWNER QUEST

ATRENDS SETTLER ATRANSFIGURE THRU SYSTEM/VALL

AUNRIVALLED WORKING ETHICH ASYNERGY AMONG VALUE/ECHO CH
APASSION AND PATIENCE TO EXIST

V)
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FROM GIANTS TO STARTUP

S

AGIANTS A STARTUP

AGROUNDED ON CORE STRONGLY  ASMPLE, SPEED AND SCALE
Alaaow{9 hb /! {¢ha9 w{ATRUSRINGVTEAMS AND GUTS
AADAPT TO SYSTEMATIC CHANGE AACT FAST, FAIL FAST ATTITUDE
ANATURAL OWNER QUEST AREWRITE THE UNTHINKABLE
ATRANSFIGURE THRU SYSTEM/VALUESATRENDS SETTLER

ASYNERGY AMONG VALUE/ECHO C:I-IAINAUNRIVALLED WORKING ETHICS
APASSION AND PATIENCE TO EXIS
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GROUNDED ON CORE ELEMENTS STRONGLY

/’

AL dM
O COE OPERATION STRATEGY A productivity

A Customer 8s Journe
CUSTOMER STRATEGYA Customer &s

Exper.

o
A Collection System

S T R E N G T H E N CASH STRATEGY A Financing Strategy
YOUR CORE

A Operating Expenses Roadmap
. COST STRATEGY 4 Capital Expenditure Roadmap

A Share Hol der 8s Loan
CAPITAL STRATEGYA Capital Injection

Talents Retention

9 COMPETENCE STRATEGY; JaentsHiring
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REGULAR CHECK UP ON YOUR CORE
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MMERSE ON CUSTOMERSO

. End-to-end

Online Journey Trusted Information

Tracking / Checklist
New & T Comparison
upcoming Which is the right type (focus on differences)
Launches L of vehicle for me?

. Customer receives offer from Sales
chlérglowledge O Evalu_ate fe_atures & price person including Finance & Insurance
O , Search o)) ﬂ O Configure ideal car (@ ond tradein value
Open to ooll |] ' ‘uJ

possibilities

O QA O O Negotiate and
What's my current car worth? O ® O

agree the deal
F_I' Discuss Finance &
Insurance options O Rﬂ @)3
Where can | get @) with the dealer O =Y 1
my new car? Q & . / Complete the d
Is it available? 0 “g ' P

e See ﬁ paper work Ingr
3 - . Pay Booking Fee
"/ - | Validate h d
Which branches? - en pay down
payment
Decision / hedule visi Visit Dealership, discuss new
already made ?g Se:Ieer:kI]Sig vehicle options & trade-in value

e Q Trade-in my old car. Trusted Used Vehicle Information
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Share your experience
Review the Car (Test Drive),
Dealer, Sales person,

After Sales Service

. ol

'? Ownership
Experience

O

lﬁ Car gets
= delivered

=~ ©
O Make the Delivery

) Memorable
Receive

completed
documents

O
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ADAPT TO SYSTEMATIC CHANGE

DISRUPTION

—

IMPROVEMENT |NNOVATION
> —
A
DOING THE SAME DOING NEW
THINGS A4 BIT THINGS
BETTER

e Grow revenue by 10%
e 5% cost reduction

Existing Product/Value,
improved

Double revenue, cost reduced
% new product contribution

New Product/Value
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MAKING THINGS THAT

MAKE THE OLD THINGS
OBSOLETE

%ﬁg New Platform/
Ecosystem/
/M Operating
disrupted
System

15



ADAPT TO SYSTEMATIC CHANGE

IMPROVEMENT |INNOVATION DISRUPTION

2 - S

DOING THE SAME DOING NEW MAKING THINGS THAT

THINGS A BIT THINGS MAKE THE OLD THINGS
~ BETTER

NEW MODEL

AUTONOMUS CARS
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3 HORIZON OF INNOVATION STRATEGY

HORIZON 3

HORIZON 2 I
HORIZON 1 I

DEFEND YOUR CORE

tect and Maintain your business




3 HORIZON OF INNOVATION STRATEGY

HORIZON 3
HORIZON 2
HORIZON 1
DEFEND YOUR CORE
Protect and Maintain your business
i Core Competitive products / Options to build future
Core Competitive products / ; . .
_ | At services to new customers and Products / services that will
Type of Business AN un.der.p.lnnlng New products / services to differentiate significantly with
current profitability Existing and new customers fueling available current option (Purple
revenue growth Ocean)

Strong Top Line Performance

Primary Focus and Bottom -line profitability Top -line growth and Future potential and robustness

(Cash Cow) Bottom -line profitability across multiple scenarios




Defend

Products :

Existing / Minor Change Features
Revenue Generator Products
Profit Generator Products
Category Market Leader

Services :

Existing / Minor Change Services
Delivery Services

Other Services

Market/Customer Segmentation :
Individual Based Customers
Community Based Customers
CTC (Close to Customers)

Market/Customer Segmentation :
New Segment/New geography
Upper or lower Segment
Geographical Expansion

Existing Market with New Products

Products/Services :

Existing /Minor Change Features
Capitalize existing products/
Services to new markets

New Products/Services
Introduction of New Products/
Services in New Market

Platforms:

Create New Platforms that
differentiate us from others
Intangible Capital to serve all
players including competitor
Tangible Assets and Systems
offered to all markets

Products/Services

Create New Products to create
new emerging field of play (
Shifting Market)

Create New Services (Payment,
Omni Channel) to shift from
existing offering



NATURAL OWNER QUEST

YOUTUBE PAULUS BAMBANG WS PSEB

ANCILLARY
COMPETENCIES KNOWLEDGE

NEW EDGE

CAPABILITIES

(Prepare To Stay In The (To Be The Last Man (The First Man Running)

Course) Standing)

YOU ARE WHAT YOU WANT TO BE ? YOUR SPECIAL / DISTINCTIVE ABILITY WILL DEFINE
D|ST|NCT|VE YOUR FUTURE CAREER AND GUARANTEE YOBR EMPLOYABILITY IN THE INTERNAL
AND EXTERNAL OPPRTUNITES THAT LAY AHEAD

TO STAY AT THE COURSE, SO YOU CAN RUN AND PARTICIPATE IN THE GAME THAT IS
ORGANIC SET FOR YOU. KEEPING YOU IN THE TRACK AND KEEP YOUR EMPOYMENT IN THE
COMPANY YOU ARE SERVING NOW
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NATURAL OWNER QUEST

FAILING TO SECURE THE FUTURE

A Overly focused on core
@
%
=

competencies with no new
ancillary and new edge
competencies in the pipeline
FAILING TO SEED TO FUTURE
A Building the next generation
O of competencies but not
developing new edge to
D P secure the long-term future
FAILING TO BUILD THE GAP
A Strong in Core and
f understand the New Edge
0 but failing to bridge the gap
P

LOSING RIGHT TO GROW

A Excessive focus on growth at
P
/
@)

the expense of the core
competencies
ANot enough performance
from core competencies
LOSING GROUND TO STAY
A Excessive focus on ancillary
@) but losing Core
P A Not enough performance
from core competencies

o)

LOSING RIGHT TO LIVE

A Excessive focus on New Idea
P : without proper Core
A Startups spirit without
gaining execution expertise

O
O
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P Healthy
O Unhealthy

THE FIRST MAN LEAVING

O

O

O

A Core competencies under
serious threat / decline

ANo emerging new
competencies or long term
prospects




TRANSFIGURE THRU SYSTEM/VALUES
YOUTUBE PAULUS BAMBANG WS PSEB& 8

L_Q Business Structure 6

b

GTMAX: V
3 R IMMEDIATE ACTION : GOAL ASTRA nematons *
REVISE TARGET ”g
RESCHEDULE MEASUREMENT "Astraticlak ingin hidup @ £ &
REIMAGINE ACTIVITY PLAN sgiahterasendian di ¥ W ¥ ¥
X5T0P SIGN tengah tetangganya yang == =~ .

Comruns

—— liclak sejahtera.”
TRAFFIC LIGHT SIGNAGE FAST ATTITUDE ;
RED FOCUS MenjadiMilkyg B(eﬁ:}r:;gf’:itobcaﬁis )sangsa dan Negar
YELLOW ADJUST ———
(CUSTOMER FOCUS)
GREEN SIMPLIFY Astra Values: Catur Dharma o
TA G lembinaKerjasama.
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SYNERGY AMONG VALUE/ECHO CHAIN

Upstream Downstream

Mining » Original Equipment » Finance & Insurance
Steel Manufactuters AfLer market
Metals (primary & » Cars (servicing; spare
(abricatad) » Lomies & parts)
Fuol Trucks » Used car market
Plastic, rubber, glass » Buses » Care hive/rental
Electronics » Motorbikes »  Fuel supply
» Component and Part s Adventising
manufactursrs »  Transportation
ﬂ@ » Warehousing
e
tokopedia i . “
Adjacent Industries (e.g. Financial Services; Legal Services)
& B J
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case study 1 : existing products
defend

New Product Development

A CHALLENGES

STAGNATION OF GROWTH IN B2C USED
CAR

| LIMITATION OF CAPITAL EXPENDITURES

| LEVERAGE ECGYSTEM (NEW CAR SALES)
| GRAB UNTAP MARKET (INDEPENDENT
SELLER)

SOURCE OF NEW GROWTH IN 3 YEARS

]

APROBLEM STATEMENT : ENTER NEW B2C USED FF=="4N
CAR MARKET AS FAST AS YOU CAN ==




case study 1 : _ existing team
defend

. Mobil88 suiw| \_f'
New Product Development 2 s e be“mOD com
= iz = solusi mudah jual mobil Anda
A CHALLENGES :
1 STAGNATION OF GROWTH IN B2C USED
CAR

I LIMITATION OF CAPITAL EXPENDITURES
I LEVERAGE ECGEYSTEM (NEW CAR SALES)

| GRAB UNTAP MARKET (INDEPENDENT Jual Mobilmu, Langsung Eala
SELLER)

SOURCE OF NEW GROWTH IN 3 YEARS 3 0 I I e

#DariRumahAja

Qe

APROBLEM STATEMENT : ENTER NEW B2C USED
CAR MARKET AS FAST AS YOU CAN




case study 1 : new team : innovators
Hsizo
d efe n d ﬂilihan Mobil Beka: F

New Product Development Berkualitas di Bawah

A CHALLENGES

STAGNATION OF GROWTH IN B2C USED
CAR

| LIMITATION OF CAPITAL EXPENDITURES

| LEVERAGE ECGYSTEM (NEW CAR SALES)
| GRAB UNTAP MARKET (INDEPENDENT
SELLER)

SOURCE OF NEW GROWTH IN 3 YEARS

Qe

o e SRR TN
) | <

A Properti > ’ ~= (i I‘DELI VER Y
- / ‘ \ A BY SEVA.ID

2ELI DEUCEDT 3008 SENARANC
BELIFEVGECT SOO0 SEXNARANG
OBESUROULIARIT DI GARBRKROY,

APROBLEM STATEMENT : ENTER NEW B2C USED
CAR MARKET AS FAST AS YOU CAN

*Gombor Honye Buitsos  **Spoeat § Ketentuon Bedoky Powered by AStraff a 1l




case study 2 : existing products
extend

New Product Development

A CHALLENGES
| STAGNATION OF GROWTH IN B2G
LIMITATION OF CAPITAL EXPENDITURES
| LEVERAGE ECGYSTEM (GROUP
PURCHASING)
| GRAB UNTAP MARKET (GOVERNMENT)
| SOURCE OF NEW GROWTH IN 3 YEARS
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N
SN
A s 2
Sel
/ :“ & c
- w—
[ ===
" — m
.\ N
. -
\; ';\q.‘
Vo .

Q

APROBLEM STATEMENT : ENTER NEW B2G
OFFICE SUPPLIES MARKET AS FAST AS YOU
CAN




case study 2 : existing team results
extend

New Product Development

ONE STOP
OFFICE SERVICE

A CHALLENGES
| STAGNATION OF GROWTH IN B2G
LIMITATION OF CAPITAL EXPENDITURES
| LEVERAGE ECGYSTEM (GROUP
PURCHASING)
| GRAB UNTAP MARKET (GOVERNMENT)
| SOURCE OF NEW GROWTH IN 3 YEARS

]

One Click for Your Office Solutions

Ratu Hotel Serang, Banten
28 September 2017

APROBLEM STATEMENT : ENTER NEW B2G
OFFICE SUPPLIES MARKET AS FAST AS YOU
CAN

Partner; -

brother astragraphia FullXerox g,




case study 2 : existing team results
extend

New Product Development

ONE STOP
OFFICE SERVICE

A CHALLENGES
| STAGNATION OF GROWTH IN B2G
LIMITATION OF CAPITAL EXPENDITURES
| LEVERAGE ECGYSTEM (GROUP
PURCHASING)
| GRAB UNTAP MARKET (GOVERNMENT)
| SOURCE OF NEW GROWTH IN 3 YEARS

]

One Click for Your Office Solutions

Ratu Hotel Serang, Banten
28 September 2017

APROBLEM STATEMENT : ENTER NEW B2G
OFFICE SUPPLIES MARKET AS FAST AS YOU
CAN

Partner; -

brother astragraphia FullXerox g,




case study 3 :
transform

New Product Development

A CHALLENGES

~

~

APROBLEM STATEMENT : REST AREA AS NE
RECREATIONAL AREA AND SOURCE OF

REST AREA REJUVENATION FROM COST
CENTRE TO PROFIT CENTRE

LOW CUSTOMER EXPERIENCE AND
SATISFACTION

CSR ONLY AND MUST BUILD FOR
COMPLIANCE =
UNORGANIZED PRODUCTS AND SYSTEME™ 1|

ECOSYSTEM GROWTH AND PROFITABILITY Semigsres.o




case study 3 : new solution : internal

transform

New Product Development

A CHALLENGES

| REST AREA REJUVENATION FROM COST St
CENTRE TO PROFIT CENTRE L S ¥

| LOW CUSTOMER EXPERIENCE AND
SATISFACTION

| CSR ONLY AND MUST BUILD FOR
COMPLIANCE

| UNORGANIZED PRODUCTS AND SYSTEM

~

APROBLEM STATEMENT : REST AREA AS NE
RECREATIONAL AREA AND SOURCE OF »
ECOSYSTEM GROWTH AND PROFITABILITY &



New Service Solution

A CHALLENGES

I REST AREA REJUVENATION FROM COST
CENTRE TO PROFIT CENTRE

I LOW CUSTOMER EXPERIENCE AND
SATISFACTION

I CSR ONLY AND MUST BUILD FOR
COMPLIANCE

I UNORGANIZED PRODUCTS AND SYSTEM

APROBLEM STATEMENT : REST AREA AS
NEW RECREATIONAL AREA AND
SOURCE OF ECOSYSTEM GROWTH
AND PROFITABILITY

Disruption: External
Impact

A NEW DESIGN : BRIDGE LINK

A CURATORS : LIFT UP UMKM

ATARGET : INCREASING
UMKM REVENUE AND
PROFITABILITY

A CENTRE OF CULTURE AND
EXCELLENCE
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EMBRACING STARTUPS SPIRIT




