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Case Study: Six Sigma in Financial Services
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Dr. Uwe H. Kaufmann is the Singapore-based Managing Director of Centre for Organisa-
tional Effectiveness Pte Ltd, a management consulting company focusing on the Asian Mar-
ket. He has extensive experience in implementing process and organisation improvements
for various industries. He specialises in Six Sigma and Innovation as well as Strategy Imple-
mentation. He received his Six Sigma Master Black Belt qualification with GE Capital. Uwe is
a German national and can be reached at Uwe.Kaufmann@COE-Partners.com.

Wang Ping is the Chief Representative of Centre for Organisational Effectiveness Pte Ltd
(Beijing Branch) based in China. He has a Master of Science degree. His experience in-
cludes successful Six Sigma implementation in German an American companies. He holds
Six Sigma Master Black Belt qualification. He can be contacted at Wang.Ping@COE-
Partners.com.

(For further details about this case study and Six Sigma in service processes in general, see
“Six Sigma in Transactional and Service Environments” by Hasan Akpolat, Gower, Septem-
ber 2004)
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