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The problem

e Low end sales have excessive
bureaucratic overhead leading to low
cost efficiency for the company and
its customers

e Lack of transparency in pricing

The task

e How can we maximize low end
elevator sales without losing high end
sales?

e How can we increase salesperson
efficiency?

downplays the benefits of using the

company over cheaper alternatives

e Large construction companies
usually order the same elevator
package repeatedly, yet still fill in the
same order forms every time

The plan

e \We create a web configurator for a
hand-picked selection of customers

e The web configurator automates
menial tasks and gives the
salesperson a better overview of
customer properties
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The configurator

The configurator saves time for both the
company and the customer by eliminating
unnecessary form filling. It also improves
transparency for the customer while giving
the company sales- persons improved
oversight into customer behaviour.

The initial target will be major construction
companies that tend to order a “standard
package” (not just the company) almost
every time. Our configurator allows the
customer to clone previously made orders,
and customize them to fit their new needs.
Another advantage is being able to choose
exactly which services to include in the
deal.This is where the largest time and cost
savings will be made for both the company
and the customer.

Technologies

The configurator is written using the Django
framework. This has allowed us to design
the product without compromising on
security, making it suitable for use in a
production setting by the company. We also
created a scalable and maintainable
back-end with databases as foundation.

Bootstrap was used to create a good
looking and responsive layout with HTML.
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Vision

In order to get maximal gains from our configurator, it should also be
integrated to back-end production systems. This would further automate
mechanical tasks and reduce the salesperson's need to spend time filling
different forms. the company also has the opportunity to expand the
customer segment using our configurator. A few weeks of testing with real
customers will give more insight in how to position the configurator, but we
definitely have a long-term vision where all systems are seamlessly
integrated, and the salespersons only job is to help the customer in the
decision process, maintaining a good relationship and answering
product-reiated questions.
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For

more information, see our blog:

bit.ly/2gWO0ogU

A quick look at the prototype

The customer has logged in and can manage his/her projects.

The customer has opened a project and can manage its orders (elevators)
The customer is configuring an order. The forms are nested to save time.
Once ready, the customer can proceed to order the elevator. Initially this will
simply send a request to a the company salesperson. In the future this will be
fully integrated into the the company infrastructure
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