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Business Case: The Aebi Schmidt 
Group manufactures amongst  others 
special machines that clean roads in 
both winter and summer. The Aebi 
Schmidt Group knows how to work 
with the complexity and variety of these 
products using Sofon.

Sofon in Practice: Fronius develops, 
produces and sells products from three 
divisions: Welding Technology, Solar 
Technology and Battery Charging Sys-
tems. Fronius has dramatically reduced 
the number of mistakes in their quota-
tions because important company and 
confi guration knowledge is now stored 
in Sofon.

Expert speaks out: GINAF constructs 
multi-axle vehicles and focuses mainly 
on the transportation of sand. Thanks 
to Sofon, GINAF creates bills of ma-
terials simply and correctly, calculates 
cost and sales prices and generates 
 quotations.

Thanks to Sofon, 

all of the products 

we now offer our 

customers can 

actually be made
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The Aebi Schmidt Group develops, produces and sells spreaders, 
sprayers, snowplows, sweeping machines and special vehicles for 
 airports. Since Aebi Schmidt applies Sofon, sales offi ces within the 
group can produce uniform, faultless quotations for complex products 
in 5 to 10 minutes. Bills of materials and routings are also automatical-
ly created and sent on to SAP. Now that less manual work takes place, 
fewer mistakes are made in quotations and production.

Business Case

Expert speaks out
An interview with Edgar Ooijman of GINAF. GINAF constructs multi-
axle vehicles and focuses mainly on the transportation of sand. GINAF 
uses Sofon for product confi guration and quotation generation. Thanks 
to Sofon, GINAF offers only viable products, i.e. products that can actu-
ally be produced. This has resulted in savings and fewer mistakes.

Sofon in Practice
Fronius develops, manufactures and sells products from three divi-
sions: Welding Technology, Solar Technology and Battery Charging 
Systems. The family business is renowned in the market for their 
technological leadership and has now grown to employ a workforce of 
2500 people. This growth makes it of great importance for Fronius to 
communicate complex knowledge about products in a simple manner. 
Sofon offered a welcome solution.

New clients – Calendar

An American quotation is different from a Ger-
man quotation. Companies that do business in the 
world market know that commercial documents 
must not only be fl awlessly translated, they must 
connect precisely to current laws and regulations 
in a certain country. That the quotation must be 
calculated in the right currency is obvious. But 
apart from that, we have found that the tone of 
a quotation must be in line with the local culture. 
Some prospects are often very interested in the 
business benefi ts and return on investment on 
a product or service. Others may also fi nd this 
important, but they want to know the facts: how is 
the product put together in a technical sense?

Anyone who wants to be successful in more than 
one country cannot neglect attuning sales docu-
ments to different cultures. This goes further than 
only a translation. Sofon helps their clients to 
produce quotations that connect to local demand 
but also meet central technical and commercial 
conditions that are set worldwide. In this way, we 
make sure that order processing also operates fl aw-
lessly in an international context. Curious how that 
works? In this new edition, read how internation-
ally minded companies such as the Aebi Schmidt 
Group, Fronius and GINAF go about it. 
 

Otto van der Tang
Managing Director
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1 What does GINAF do?

“GINAF constructs multi-axle vehicles. We focus mainly on 
the transportation of sand. We’re in a real niche market and 
so we have to work with small numbers of client-specifi c 
trucks. Our department of Engineering tries to put together 
trucks with standard parts as much as possible. This is cheap-
er for both the client and us. We have a vehicle range that is 
quite ‘standard’, but each customer requires adjustments. We 

develop these client-specifi c adjustments ourselves and are 
especially good at this. This makes it possible for us to offer 
clients real added value. In this way, we can still make client-
specifi c vehicles, but from standard products.”  
  
2 What was the reason to purchase Sofon?

“Our vehicles are put together from a gigantic reservoir of all 
kinds of small parts. A truck consists of some 25 component 
groups and every component group has underlying bills of 
materials that can have up to 5 levels and 200 parts. You need 
a certain ‘family tree’ with which to put the truck together. 
Sofon offers this family tree by way of a questionnaire. By an-
swering questions, various bills of materials are built up and 
automatically linked to each other. This makes it more visual 
for the sales department to confi gure trucks. Apart from that, 
we generate quotes using Sofon.” 

3 What has changed since Sofon is in use?

“Sofon can be organized to our own preferences and offers 
us the possibility of confi guring quickly and conveniently.  It 
has become much easier for us to keep bills of materials up 
to date and we can quickly calculate cost and sales prices. We 
also immediately know if we are dealing with a special and 
what the deviations are compared to the standard range.” 

4  What was achieved? 

“If a vehicle has been cleared in Sofon, then the vehicle is 
completely tested and confi gurable. We now therefore offer 
only viable products. This has given us savings and a reduc-
tion in mistakes; a mistake can easily cost us thousands. 
We would now really like our dealers to work with Sofon as 
well. Our seven dealers in the Netherlands have a ‘pallet’ of 
 vehicles that we have standardized; our main fl eet. The client-
specifi c solutions are looked over by us and assessed, after 
which the dealers pass on the offers to the customer.” 

5  What are the advantages for GINAF if dealers start using 
Sofon? 

“At the moment our dealers work with a pricing book. In 
principle, all operating procedures and exceptions that are 
in Sofon, are in the pricing book. The pricing book however, 
must be kept up manually and this is of course time inten-
sive. Sometimes dealers do not notice little things. Our sales 
offi ce can repeat the confi guration in Sofon when necessary. 
It then immediately becomes clear what the dealers have for-
gotten. When the dealers produce their own confi gurations, 
this check is no longer necessary. The dealer immediately 
sees what can be chosen for a vehicle and what it will cost 
him and his customer. Deviations from the standard options 
are immediately visible so that these can be requested from 
GINAF Trucks if so wished. That makes it much simpler and 
quicker for both us and the dealers.”

Thanks to Sofon 
we only offer 

viable products

Edgar Ooijman 
TEAM LEADER MARKETING & SALES

5 questions for a Sofon User
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   Expert speaks out

 Name: Edgar Ooijman

 Age: 27

 Job description:  Team leader Marketing & Sales

 Company:  GINAF Trucks B.V.

 Product:  Truck manufacturer in niche market (multi-axle 
  vehicles) 

 Branches:  Factories at 3 locations in Veenendaal (NL) and 
  7 dealers in the Netherlands

expert speaks out



The Aebi Schmidt Group uses 
Sofon to cope with the complexity 
and variety of their products
The Aebi Schmidt Group develops, manufactures and sells 
vehicles designed to clean roads and keep them clean in 
both winter and summer. The products are manufactured in 
the Netherlands, Germany, Poland and Switzerland and sold 
through 11 sales offi ces in Europe and an extensive dealer 
network worldwide. The products manufactured by the Aebi 

Schmidt Group are complex and offered in numerous variants, 
and this was the reason why the group went in search of a spe-
cialized product confi guration tool. Together with Jens-Karsten 
Sievers (Head of Global IT), we review the decision to opt for 
Sofon, together with its implementation, and look ahead to the 
company’s future plans.

Case

I’m not aware of any other 
application that has so many 

possibilities when creating 
confi guration models

Jens-Karsten Sievers

business case
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Complex products
The products offered by the Aebi Schmidt Group are complex. 
Sievers: “This complexity can mainly be attributed to the nu-
merous variants that we offer. A salt spreader, for example, has 
around 100 variants and can consist of as many as 1,000 com-
ponents. What’s more, machine options and variants differ 
from one country to another. For example, the weather condi-
tions and traffi c regulations are different in Italy, Germany and 
Sweden. This means that the options offered for a vehicle in 
Italy are not the same as for a vehicle intended for the German 
market. Our sales representatives had to have a great deal of 
knowledge of what was possible and what was not in relation 
to a vehicle to be able to confi gure it and produce correct quota-
tions. This process had to be properly controlled.” 

From Excel to Sofon
Before Sofon, quotations within the Aebi Schmidt Group were 
produced using Excel, Word and custom applications. Sievers: 
“This was an expensive, time-consuming and not always logi-
cal process. We confi gured machines more or less using  Excel 
spreadsheets. Usable data was copied from Excel to Word, 
where pictures and text were added manually. These activi-
ties were highly susceptible to errors. If adjustments had to be 
made within a quotation, the old quotation was retrieved. Often 
these changes were only made in Word and not in Excel, which 
meant that the quotation history was lost. While we were able 
to produce quotations after some time, they did not yet have 
any bills of materials or routings with them. The order had to 
be confi gured once again in ERP from a production point of 
view to generate bills of materials and routings. We also used 
lists containing all possible parts, from which the unnecessary 
parts for building a machine were then removed. This was ob-
viously extremely risky and took a great deal of time.” It was 
clear to the Aebi Schmidt Group that there was plenty of room 
for improvement within its quotation and order process.  

SAP
The introduction of SAP had to make it possible for Aebi 
Schmidt to switch over to fl ow production. To this end a cus-
tomer-specifi c routing needed to be entered into SAP for each 
order in addition to the customer-specifi c bill of materials. 
This proved to be impossible without a confi gurator. The Aebi 
Schmidt Group went in search of a confi gurator that would 
 allow this and that could cope with the complexity and variety 
of its products. Sievers: “SAP is the primary ERP package with-
in the Aebi Schmidt Group and SAP is capable of confi guring 
products. We soon realized, however, that this confi gurator was 
unable to deal with the complexity of our products and could 
not live up to the expectations of our sales representatives to 
generate professional quotations. That’s when our Dutch divi-
sion got in touch with Sofon. And I have to say that I’m not 
aware of any other application that has so many possibilities 
when creating confi guration models. Nido our fi rst offi ce to 
start using Sofon soon found that Sofon is extremely intui-
tive and user-friendly. An interface with SAP was also quickly 
achieved. This meant that Sofon offered Nido the possibility of 
confi guring machines, creating bills of materials and routings 
and transferring the order to SAP.”

Positive experiences
Following Nido’s positive experiences of using Sofon, it was de-
cided that Sofon would become the confi gurator for the entire 

Aebi Schmidt Group. Sievers: “We set Sofon up in such a way 
that both our sales and our production department can work 
with it. The Sofon model was divided into two parts. The fi rst 
of these is intended for sales only. Sales representatives can 
produce professional quotations on the basis of questions and 
answers. The second part – the production part – is intended 
solely for production. This means that a sales representative 
does not have to answer questions about production, and pro-
duction employees do not have to answer questions in order to 
realize the quotation.”

Roll-out
Once the models had been created, it was time to roll Sofon 
out to the other sales offi ces. Sievers: “All our 11 sales offi ces in 
Europe now use Sofon for quotation management. In addition, 
order management has already gone live at 6 of these sales 
offi ces. The others are currently busy translating models and 
article data. Order management will soon go live there too in 
the next few months. The benefi ts of Sofon are already being 
enjoyed by the sales offi ces that have gone live and will soon be 
available to the whole of the Aebi Schmidt Group.”

Results
In the meantime, the Aebi Schmidt Group has achieved some 
impressive results thanks to Sofon. Sievers: “Our sales offi ces 
are able to produce uniform and error-free quotations in 5 to 
10 minutes for complex products that are also actually feasible. 
What’s more, manual work is no longer needed to realize bills 
of materials and routings. These client specifi c documents are 
created automatically and sent on to SAP. There the order for 
the factory is generated in the space of a few minutes. Now that 
quotations, bills of materials and routings are produced auto-
matically, errors in production are also less likely. The whole 
process – from quotation to order – has also been shortened, 
which has resulted in a cost advantage.” 

Future plans
“At the moment we have not yet decided on a standard CRM 
package within the group. We are, however, looking at the 
 Sofon Sales Organizer. The advantage of the Sales Organizer 
is that this application can operate as a single system with 
our confi gurator, the Sofon Proposal Organizer. In addition, 
we want to switch over to the new, certifi ed interface between 
 Sofon and SAP (XI Server). That will make life even easier.”

 What has the Aebi Schmidt Group achieved using Sofon?

    · Product complexity can be easily managed

    · Knowledge is recorded in a structural manner

    · Quotations, bills of materials and routings are no longer 
  produced manually

    · Intuitive and user-friendly sales/product confi gurator

    · Separate modelling parts for sales and production

    · Uniform and error-free quotations within 5 to 
  10 minutes for complex products

    · Feasible products; fewer recalls

    · The whole process – from quotation to order – has been 
  shortened, which has resulted in a cost advantage
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Fronius reduces error percentage 
by safeguarding knowledge

With Sofon we have access 
to up-to-date information, 
models and confi gurations 
every day

Fronius develops, manufactures and sells products 
from three divisions: Welding Technology, Solar 
Electronics and Battery Charging Systems. It fo-
cuses on the transformation of energy with all its 
products. The family business is renowned in the 
market for its technological leadership and now 
has a workforce of 2,500 employees. This growth 

has made it extremely important for Fronius to 
record complex knowledge about its products to 
its staff in a simple way. Sofon provided a welcome 
solution to this problem. Gerald Aigner (Project 
Manager Sofon Implementation) talks about the 
situation before and after Sofon.

Gerald Aigner 

sofon in practice

Limits of Excel
Fronius used to work with Excel and Word to confi gure prod-
ucts and generate quotations. Aigner: “The basis for product 
confi guration was a price list in which dependencies were re-
corded. From this we could conclude that opting for a com-
ponent had certain consequences; it meant that other compo-
nents could no longer be selected or there were other parts that 
had to be chosen. Over time we came up against the limits 
of what Excel could offer and it became complex to use; there 

were too many variants, exclusions and obligations. Our sales 
representatives could no longer see the woods for the trees.” 

Errors
The number of errors being made in confi gurations kept in-
creasing. Aigner: “To ensure the quality of our quotations, it 
was necessary for quotations and orders to be controlled in-
ternally. This took a great deal of time, which meant that the 
people who were responsible for the controls – and therefore 
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possessed all the product knowledge – became overburdened. 
In the meantime we had grown signifi cantly as a company. 
New employees had to get to know our products in order to 
be able to confi gure them. Due to the wide variety of products 
that we offer, this had become virtually impossible. It was clear 
that knowledge relating to the confi gurations had to be made 
available in a decentralized way.”

Action
An internal project team within Fronius carefully mapped out 
the problem. Aigner: “It was clear that we would not do well 
as an organization if we took no action; we needed a solution 
to record knowledge that then would enable us to reduce the 
 error percentage and the associated costs. We put a concept 
down on paper and used this as a basis for testing various sup-
pliers. These suppliers offered software that – with our product 
portfolio – would quickly reach its limits, both functionally and 
in terms of content. Then Sofon came onto the scene.” 

Browser version
Sofon offered all the possibilities that Fronius was looking 
for. Aigner: “Sofon has also lived up to our expectations in 
 practice. It was quick and easy to implement. We have put to-
gether a project team made up of employees from different 
departments. Their knowledge has been recorded and is made 
 available to our employees by means of a browser version of the 
Sofon software. We consciously opted for a browser version. 
As a company we are very international in terms of our activi-
ties and have numerous subsidiaries worldwide. Our IT is cen-
tralized, however, and this centralization also had to be ensured 
with the confi guration software. That’s why we decided not to 
install Sofon on PCs. Instead we are able to log in anywhere in 
the world to confi gure our products and generate quotations.”

Time and money saved
By introducing Sofon, Fronius has been able to dramatically 
reduce the number of errors. Aigner: “Previously a lot of er-
rors were made in confi gurations and quotations. However, we 
were able to stop these incorrect quotations being sent to the 
customer as a result of our internal controls. Thanks to  Sofon, 
these controls are no longer necessary. This has saved us a 
great deal of time and money. What’s more, we are now able 
to respond more quickly to demand from the market. We have 
access to up-to-date information, models and confi gurations 
every day and can send quotations quickly to the customer.” 

Complex knowledge easily available
Now that knowledge is recorded it is easier for employees with-
in Fronius to familiarize themselves with the product portfolio. 
Aigner: “Sofon itself is simple and quick to learn for new em-
ployees. In addition, they acquire knowledge of our own prod-
ucts quicker and are more productive at an earlier stage. Even 
employees who used the old method to perform confi gura-
tion and to generate quotations are happy to work with Sofon. 
 Sofon is simply faster and simpler than the old system. Not to 
mention that the confi gurations are virtually guaranteed to be 
correct too, something that we could not be certain about in 
the past. Now that all our products are in Sofon the benefi ts are 
becoming increasingly visible.” 

Perfect integration with ERP
Fronius has an interface between Sofon and BAAN. Aigner: 
“The interface works perfectly. Sofon takes care of the entire 
confi guration and completes the bill of materials for the sales 
order in BAAN. This ensures that our orders are error-free, too. 
In future we want to improve the quotations we generate by 
drawing them up in a more solution-oriented way – in the lan-
guage of the customer. We are also keen for our dealers to work 
with Sofon. As you can see, to date I’m particularly pleased 
with our decision to opt for Sofon.”

 What has Fronius achieved using Sofon? 

  · Access to information, models and confi gurations

  · Error-free confi gurations and quotations

  · Controls no longer required before quotations are sent

  · Knowledge is recorded

  · Quicker response to demand from the market

  · Quicker induction of new employees

  · Interface with BAAN that functions perfectly

  · Sofon available worldwide for sales employees via the web 

  · Each sales representative can confi gure products 24 hours 
 a day without support from head offi ce

  · Fronius has created ‘preferred confi gurations’. These allow 
 sales representatives to order a complete confi guration 
 directly without the need for any confi guring
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 Sofon is the supplier of sales support software under the name 

Sofon Guided Selling. With Sofon, quotes, contracts, orders and 

other sales documents are put together simply, quickly and without 

error. Among other things, Sofon Guided Selling supports calcula-

tion, confi guration, visualization and document generation in any 

language desired. This decreases sales costs, reduces delivery times, 

increases the chances of winning business and improves cooperation 

between clients, dealers, sales, engineering and production. Sofon 

integrates with standard CRM and ERP systems and is suitable for 

all companies who have a client-specifi c way of operating – in every 

sector – anywhere in the world. 100% Customer Driven.

calendar

December 
until

March

 Sofon regularly takes 
part in fairs and 
events in the area 
of CRM and ERP at 
home and abroad. 
We also organize 
seminars, client days 
and workshops with 
some frequency. 
In the period ahead 
you can expect Sofon 
at the following 
events:

Sofon Seminar – 
Restaurant ‘De 
 Salentein’ (NL)

March 2010

CRM Innovation 
Event (NL)

18 March 2010

New clients

 Sofon Guided Selling is used in various industries that – at fi rst glance – have totally different clients and 

products. Our clients operate in the world of industry, warehousing, transport, insurance, telecom and 

services.

A short introduction to a few new clients:

Müller Martini is an international market leader in the development, manu-

facture and sale of a wide range of print fi nishing systems and an infi nite 

number of web offset printing solutions. Müller Martini has a comprehensive product range: from narrow-

web offset presses through press delivery systems, saddle stitchers, perfect binders, hardcover systems, news-

paper mailroom systems to digital On-Demand book production. The products are developed and manufac-

tured in production facilities in Switzerland, Germany, China and the USA. Müller Martini Druckmaschinen 

GmbH, based in Maulburg, Germany bought Sofon Studio and Sofon Proposal Organizer to improve its 

quotation process for advanced offset printing machines.

 

Tyco Valves & Controls manufactures high-tech valve and actuator products that 

are widely used throughout demanding markets such as power generation, oil 

production and refi ning, chemical and petrochemical, pharmaceutical, food and 

beverage, gas, water, marine and shipbuilding, nuclear and allied industries. For their Sales & Distribution 

organization in Breda (The Netherlands) and Brussel (Belgium) Tyco Valves & Controls has decided to sup-

port and optimize their quotation processes and order entry processes towards Oracle Apps (ERP) using 

Sofon Guided Selling.

 FSB (Franz Schneider Brakel), situated in Brakel, Germany, is a leading and in-

novative manufacturer of handles and latches for doors and windows. FSB offers 

comprehensive choice of materials, surface fi nishes, handle designs, specialized models for various applica-

tions and accessories to match results in a product range currently comprising more than 20,000 individual 

parts. FSB will be using Sofon to streamline product selection and product confi guration. Sofon will be 

integrated with the BAAN ERP system.

“Nijmeegse Betonindustrie De Hamer” is a complete supplier of prefab con-

crete products for the professional groundwork, road and hydraulic engineer-

ing market. As a producer of concrete sewage pipes and paving materials, 

De Hamer is a familiar name in the civil engineering sector. In a rapidly changing market, it is innovations, 

quality and diversity that make De Hamer stand out. With a broad range of products, De Hamer supplies 

what the market wants – which is always a custom solution. De Hamer makes use of Sofon for the confi gura-

tion, calculation and visualization of its products. It purchased Sofon via Sofon’s partner Pulse, which imple-

ments Sofon in combination with Microsoft Dynamics AX.

Webinars
Sofon organizes 
webinars on a 
regular basis. 
Check our website 
www.sofon.com 
for future online 
events.
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