
How to stay ahead and secure differentiation
against new Chinese entrants

‘Surthrival’ of
European Industrial 
Sector
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Why ?
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Chinese corporations are advancing to the forefront of the industry, establishing themselves
as key competitors to European incumbents driven largely by the Chinese multi-year plans

Aggressive pricing enabled by
subsidies and cost advantages

Targeted IP infringements and 
acquisitions; poaching key staff

Growing advantages
in operations excellence

Rapid innovation capabilities and 
steep R&D investments

Key advantages of chinese competitors driving market shifts
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Chinese industrial players have long surpassed United States, as well as European players
and are now competing on all fronts and not only in low-cost, high-volume segments

Share of global manufacturing value add from 2004 to 2023 (in %)
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What ?
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Moving from a straightforward approach to differentiation to a complex
interplay of factors to find the best approach for differentiation

Traditionally, European equipment manufacturers across industries
were able to distinguish themselves via premium quality, 
irrespective of the costs.

Globalization has evened the playing field, and features and quality
became more comparable – real differentiation requires rethinking
of positioning across factors.

From a straightforward approach to differentiation … … to a complex interplay of differentiation factors

Quality …

… before
cost.
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“Surthriving” competition from Asia requires having a clear focus beyond (product) 
quality & cost for not keeping but improving the market position

Strong brands and personalized customer
journeys build loyalty and create lock-ins also in 
a B2B environment.

Integrated software and hardware offerings, 
combined with strategic partnerships, solve
complex customer challenges.

Proactive maintenance programs and rapid 
spare parts delivery maximize uptime and 
minimize operational costs.

Cutting-edge features, robust quality, and rapid 
innovation cycles create a strong competitive
advantage.

Lean manufacturing, efficient logistics, and a 
focus on sustainability reduce costs and 
enhance customer value.
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Brand perception CX & personalization

Integration & 
connectivity

Partnership & 
ecosystem

Revenue model & 
G2M

Spare parts Added services
Maintenance & 

Repair

Features & range
Innovation & 

time to market
Quality

(Internal) Processes Sustainability
Total Cost 

of Ownership

Key differentiators based on customer perspective from several Deloitte engagements 
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Industrials emphasize they perceive competitive pressure from Chinese market players, 
while insights show a lack of ideas on how to differentiate along core qualities

European champions feel the pressure … … but don’t really know which factors differentiate them from Chinese competition

Source: Representative Monitor Deloitte survey with n = 84 responses from 7 industrial sub-sectors
Note: 1) Score reflects average and colored area shows distribution of answers

To what extent do you feel pressure from
Chinese competitors?

In which areas do you see potential for long-term 
differentiation within the European industrial sector?1

68%
… of executives and managers from European 
industrial manufacturers indicate they perceive
high or very high pressure from Chinese 
competitors.

But do they know in which areas they are falling
behind and in what factors will allow them to
differentiate themselves against Chinese 
competition? 

Or do they assume superiority across all key
competitive aspects? Very low potential Very high potential
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Successful differentiation is not straightforward – European players need to take the
necessary actions now to have a chance at succeeding

Aerospace & 
Defense
Win by …

… moving beyond
hardware and 
delivering integrated
mission solutions
and service-driven
performance that
lock in long-term
customer value.

Robotics & 
Automation
Win by …

… shifting from
component
excellence to
full-stack
automation
platforms that
integrate software, 
connectivity and 
turnkey system
orchestration.

Off-Highway 
Equipment
Win by …

… maximizing
customer
productivity with
lifecycle-centric
services, TCO 
superiority and 
connected machine
ecosystems.

Power 
Systems
Win by …

… owning
operational uptime
through high-
performance
lifecycle services
combined with
seamless
energy-system
integration.

Construction & 
Power Tools
Win by …

… differentiating
through brand
experience, digital 
go-to-market and 
service
convenience rather
than through product
specs alone.

Machinery & 
Components
Win by …

… turning strong 
reliability into an 
advantage through
smart connectivity, 
integration
capability and 
service-driven
operational support.

Engineering & 
Infrastructure
Win by …

… elevating the
business from
transactional
delivery to
quality-plus-service
models powered by
digital enablement
and reliable 
execution.
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