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Business Case Aweta: Aweta imple-
mented  Sofon to get more grip on the 
relationship between cost and sales 
price. They also wanted to improve 
quotation quality. Now all quotations 
are produced via Sofon and the margin 
calculation has become more precise.

Business Case Philips: To improve their 
sales processes and quotation quality 
Philips Healthcare has chosen Sofon 
to support their Confi gure-Price-Quote 
processes. Account managers are now 
able to quote solutions error free, from 
a wide range of products. 

Expert speaks out: Since the introduc-
tion and use of Sofon Fronius makes 
quotations and orders much faster 
than before and are they 100% in com-
pliance with all the requirements.

We can confi gure a 
perfect system for the 
customer in a short 
time and we always 
have the certainty that 
the system is techni-
cally feasible.

SofonNews the magazine of Sofon Guided Selling

With Sofon, 
we can quickly 

adjust to 
changes in our 

product portfolio
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An interview with Marcel van Ast (Commercial Engineer), Cees 
 Hooijschuur (Financial Manager) and Eric Qualm (Head of 
Commercial Engineering) of Aweta: “Through better insight into 
margins we know what to say ‘yes’ to”.

Business Case Aweta

Expert speaks out
An interview with Karina Breitwieser (Sales Assistant TechSupport 
 National) of Fronius: “We can confi gure a perfect system for the 
 customer in a short time and we always have the certainty that the 
system is technically feasible.”

Business Case Philips
An interview with Andreas Schuele (Global Process Owner for Catalog 
and Quoting) and Phil Gamroth (responsible for North America Sales 
Information Systems and Project Manager Sofon North America) of 
Philips Healthcare: With Sofon, we can quickly adjust to continuous 
changes in our product portfolio, organization, processes, and 
go-to-market models. 

New Customers - Activities 

Successful companies are generally companies that 
are capable of expanding across their own coun-
try’s borders. There is a lot to take into account. 
Differences in language, culture and in rules and 
regulations make sales abroad just that bit more 
complex than sales at home. All these differences 
need to be taken into account when producing 
quotations and contracts. We are proud to be able 
to make the international sales process easier for 
many companies. We do this by making it possible 
for sales reps (or dealers) to produce precisely the 
right quotation for the foreign customer: in the 
right language, for the right products, in the right 
currency, taking into account the right legal condi-
tions and for the right price. In this newsletter, 
this is once again the subject of inspiring stories, 
varying from midsized businesses to Fortune-500 
companies. What they have in common? They all 
use Sofon for more effective international sales.
Enjoy reading this issue!

Otto van der Tang
Managing Director

Across borders
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What does Fronius do?
The divisions of Fronius are divided into three parts: bat-
tery-charging systems, solar electronics, and welding tech-
nology. In the area of the battery-charging systems, with the 
Active Inventer Technology, we have brought about a tech-
nical revolution and we are now among the leading provid-
ers in  Europe. In the area of solar technology, we contribute 
to using renewable energy to achieve greater energy inde-
pendence. With our network-linked inverters and products 
for controlling photovoltaic installation, we are now already 
among the leading suppliers in the fi eld of solar electronics. 
Moreover, we develop welding technologies such as complete 
systems for arc welding and resistance spot welding and we 
have set for ourselves the goal of making impossible welding 
connections possible.

What was the situation before Sofon?
Before Sofon, technically advanced welding systems had to be 
carefully inspected and the technical dependency had to be 
checked with the relevant product specialists. This often lead 
to considerable delays when preparing quotations. Our inside 
sales team was then also required to enter the correct refer-
ence marks of the various components in our ERP system. 
All components had to be correctly marked in order to indi-
cate clearly how something must be assembled or changed 
during the production process. All positions had to be proc-
essed separately.

How does Sofon work at Fronius?
We use the Sofon Web Sales Confi gurator in all three of the 
divisions. In principle, the structure of the confi gurator is the 
same in every division; only the implementation is different. 
The division that is the most technically complex is welding 
technology. Sofon supports the sales team in preparing quo-
tations and orders. The employees are guided step-by-step 
through the technical assembly of the welding installation. 
With every click or selection from a manual, Sofon works in 
the background, continuously checking the technical pos-
sibilities. This ensures that all individual components that 
make up the welding systems “function together” technically 
and satisfy all requirements 100%.

What is the situation like with Sofon now?
We now have nearly all technical dependencies entered in the 
system. As a result, our sales representatives can confi gure a 
perfect system for the customer in a very short time and they 
always have the assurance that the technical requirements are 
being satisfi ed. This is a clear improvement, particularly for 
new employees. Moreover, during the confi guration of the 
system, Sofon shows all suitable and smart options for the 
right welding system – and in that way we can immediately 
comply with all of the customer’s wishes. Once the confi gu-
ration is complete, the fi eld sales team, and the inside sales 
team will only need to pass on the automatic confi guration 
number. In this way, with just a few clicks in our ERP system, 
the system can be transferred, including all of the necessary 
information and characteristics for the production. It is no 
longer necessary to place all items in the order or quotation 
manually. Sofon is constantly provided with the latest data, 
new products are continuously integrated and useful descrip-
tions, photos, or reserve lists can immediately be requested in 
Sofon and all in direct connection with our ERP system.

We can confi gure a 
perfect system for the 

customer in a short time 
and we always have the 

certainty that the system 
is technically feasible.

3

expert speaks out

Karina Breitwieser 
SALES ASSISTANT TECHSUPPORT NATIONAL

 RESULTS
    · Technical dependency checks for both components and
  production

    · Quotations/orders can be prepared much more quickly 
  and satisfy the requirements 100%

    · Manual entry of all items is no longer necessary

    · The depiction of the product diversity makes a perfect 
  quotation possible for every customer wish

    · Changes/updates to quotations can be made quickly and 
  easily

    · New employees can be trained in less time

    · Integration with the ERP system



Aweta improves insight into margins 
and quotation quality with Sofon

Case

business case aweta
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Aweta develops, manufactures and sells instal-
lations for sorting and packaging vegetables and 
fruit. Aweta’s installations can be found in more 
than 50 countries. The growth in complexity and 
variety of the installations made it more and more 
important to control the product portfolio. Aweta 

looked for a solution to improve insight into mar-
gins and the quality of quotations. Marcel van Ast 
(Commercial Engineer), Cees Hooijschuur (Finan-
cial Manager) and Eric Qualm (Head of Commer-
cial Engineering) talk about the introduction and 
use of Sofon at Aweta. 

Complete processing lines 
Some 45 year ago, Aweta’s fi rst product came on the mar-
ket: a cucumber sorting machine. A lot has changed since 
then. Qualm explains: “These days, Aweta produces com-
plete processing lines, including components like weighing 
systems, quality systems and packaging and palletizing ma-
chines. We’re striving for a more and more integrated system 
with which we can handle all tracking and tracing.”

Wish: insight into margins and uniform quotations
A more extensive and complex product portfolio also means 
a more complex sales process. A reason for Aweta to want 
to simplify the sales process. Hooijschuur continues: “We 
wanted more grip on the relationship between cost price and 
sales price, in detail. By refi ning our cost price we could bet-
ter underpin and guarantee our margins. Apart from that, we 

wanted to improve quotation quality. We saw that everyone 
used their own texts to produce quotations. For example, dif-
ferent conditions were used and faulty old texts were copied. 
That needed to change.”

Implementing for external and internal customers
Aweta was pleased to take on the challenge with Sofon soft-
ware. Van Ast: “After an initial slow start, I took over the ba-
ton for model construction as of early 2010. We understood 
we shouldn’t focus too much on what we ourselves wanted in 
the system, but that our starting point should be the wishes 
of the customer: the internal customer (engineering) and the 
external customer. I put all the expectations down on paper 
and after that everything went quickly.”
Qualm adds: “The external customer is not satisfi ed with 
only a summing up all kinds of products. In the quotation, he 

Marcel van Ast

Eric Qualm

Through better insight 
into margins we know 
what to say ‘yes’ to



wants to see his product going from A to B, via which steps 
and with a description of the accompanying functions. The 
internal customer wants to see a project specifi cation and a 
project budget.”

Keep improving step-by-step
Aweta now has so much information structured and saved 
in Sofon that it is no longer possible to forget anything in 
quotations or orders. Hooijschuur emphasizes: “It is impor-
tant to save information correctly in Sofon and to maintain it. 
You need someone dedicated to working on Sofon. This is not 
something you can do between other tasks. It is also better to 
enter changes as they occur instead of saving them up. In this 
way you can improve the system in small steps.” New staff 
also profi ts from the stored, up-to-date information. Qualm 
explains: “New staff become productive faster, after a week or 
two. Before we used Sofon, training time was a few months. 
And then people would only know a small part. Because the 
way the questions are asked in Sofon is always the same, they 
can quite simply offer different machines.”

Easier and faster uniform quotations
By now all quotations are produced via Sofon. Van Ast goes 
on: “Now we work from one system, there is no room for er-
rors and different interpretations. Quotations look uniform 
and structured, both in form and in price. Whether we’re 
talking about a project in Korea, Russia or France.” Qualm 
adds: “Now it’s faster and easier to put together quotations, 
we react to tenders from different countries much more of-
ten. You don’t see the effect of this immediately, but some-
times you reap the rewards much later. Without Sofon we 
wouldn’t even have responded to these tenders.”

Better insight into margins and simpler approval process
Margin calculation has also become more precise thanks to 
Sofon. Hooijschuur: “Previously we only had insight into 
cost prices at a high level, per machine group. Now we have 
a better idea of what we’re saying ‘yes’ to. It’s clear what we 
give away and what we don’t. This has also made the approval 
process simpler.” Qualm adds: “An order confi rmation is only 
sent out after approval by management. We especially look at 
risks and margins, including those in the areas of installation 
and transport. We make sure this is done correctly, as differ-
ent countries have different rules.”

Standardization and Sofon strengthen each other
Sofon also played a role in the area of standardization. Be-
fore Sofon was purchased, Aweta had already started on this. 
Qualm continues: “We have developed from using various 
designs to using only one family of design. We have seen that 
product standardization and the introduction of Sofon have 
strengthened each other. There is still a great diversity. Using 
Sofon, we can handle more and more of this diversity. Even if 
it gets complex, we keep things under control with Sofon.”

Cooperation with PDM and ERP
Because of the relatively limited number of orders they work 
with, Aweta did not feel the need for an automated order inte-
gration with their ERP or PDM system. Sofon now produces 
an order form along with the sales bill of materials. After this 
is stored in PDM, the production bill of materials is automati-
cally produced and sent to ERP from PDM.

Future plans
The introduction of a CRM system is still planned for the 
future. Qualm: “We want an easier way to search for all kinds 
of characteristics of quotations and we want to add other in-
formation, such as deadlines. We want to realize this along 
with the introduction of CRM. We are also looking at Sofon 
Sales Organizer for this. We also want to further improve 
quotations by generating them more from the standpoint of 
the customer. With these measures we can better spotlight 
our added value.” Hooijschuur adds: “Furthermore, we will 
continue to add knowledge lines, so that we can support more 
and more decisions with Sofon.”
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 RESULTS
    · All quotations are produced using Sofon

    · Precise calculation of cost prices

    · Better insight into margins

    · Quotations are uniform and complete

    · Tenders will be responded more frequently

    · Better quotation approval process

    · Better management insight into quotations

    · Complete project specifi cation and more precise budget

    · Training time new staff from months to two weeks



Sofon enables our US account 
managers to quote solutions error 
free, from a wide range of products

With Sofon, we can 
quickly adjust to 
continuous changes in our 
product portfolio, 
organization, processes, 
and go-to-market models

Two of the greatest challenges many companies 
face are dealing with the complexity of their prod-
uct portfolio, and the intensive training required 
to enable sales to offer these products error free. 
One such company was Philips Healthcare, 
which provides innovative, intuitive, and afford-
able healthcare solutions. Offering the company’s 
broad range of high tech products requires exten-
sive product and clinical process knowledge. The 

company’s legacy system created quick budgetary 
quotations, however, these quotations lacked de-
scriptions and pictures and were unintuitive for 
customers – and worse still, were at times incom-
plete. To help improve the sales processes and 
more in particular the quotation quality, Philips 
Healthcare has chosen Sofon to support their 
Confi gure-Price-Quote processes.
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 Product portfolio
 Philips Healthcare offers a broad portfolio of more than 500 
confi gurable products through numerous sales channels and 
supported by sales specialists. The countless confi guration 
possibilities and product combinations, however, demand a 
broad knowledge of clinical procedures, patient processes, 
and the company’s own portfolio. Each of the confi gurable 
products can have between 10 to 150 priced items and numer-
ous rules, and a complete Customer Solution can consist of 
10 or more confi gurable products with cross-product relation-
ships and dependencies.

Lacking confi guration rules for Budgetary Quotes
One of the legacy budgetary quoting tools utilized in North 
America for half of the Healthcare portfolio lacked much-
needed confi guration rules, which could potentially result in 
erroneous or incomplete confi gurations and incorrect pric-
ing. The process to verify, correct, and communicate changes 
was time- and resource-consuming and could result in mar-
gin leakage, customer confusion, or dissatisfaction.

Feasibility Study
In an effort to “make it easier to do business with us,” im-
prove quotation document and quality, increase end-to-end 
effi ciency, and prevent margin leakage, the search for a suit-
able solution for North America led the company to look to 
its colleagues in Europe, who had already had a successful 
rollout of Sofon at Philips Healthcare in Germany, Austria, 
and Switzerland for Imaging Systems capital investment 
goods and project sales. A feasibility study conducted in July 
2010 proved that the Sofon solution could meet the needs 
of Philips Healthcare North America – for the specifi c chal-
lenges of the USA as well as the various sales process of sup-
plies sales, as well as complex solutions – for their budgetary 
quoting process.

Enterprise-wide quotation tool
The Sofon implementation project in the USA got underway 
in March 2011 with three main goals: to establish confi gu-
ration rules for budgetary quoting, to enable quotations to 
be created that are easy to understand for customers, and 

Case
business case philips
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to  create the product confi guration rules in one central re-
pository that can be re-used for an enterprise-wide quotation 
tool. 

Enterprise Product and Lifecycle Management
Of greatest benefi t to Philips Healthcare from the Sofon 
module range was the Enterprise Product and Lifecycle Man-
agement (EPAL) module. Using this module, Philips Prod-
uct Managers are able to create product confi guration rules, 
and also combine confi gured products to complete solutions 
which can then be used by Sales to create a correct quotation. 
As Phil Gamroth (responsible for North America Sales Infor-
mation Systems and Project Manager Sofon North America), 
explains, “When a sales rep pulls a solution from the product 
tree, there are many products and cross product relationships 
or limitations which can be handled by Sofon,” something 
previous systems were unable to do. “EPAL can handle these 
cross-product rules. And the Proposal Organizer lets us cal-
culate a price and create an Offer to the customer. Another 
Key capability in this Enterprise setup is the localization that 
is done by Market Organizations in EPAL which allows Mar-
ket specifi c localization based on the Factory product rules. In 
the end these localized products can even be tailored further 
to a sales channel specifi c catalog to let each sales channel 
only deal with the products and complexity it requires.”

Central repository
An additional benefi t of the EPAL module is that it enables 
Product Managers to pull material data from disparate ERP 
systems. With the multi-factory, multi-market, multi-channel 
setup, EPAL (and the product data created) is ready to act as 
the central sales product data repository for all markets. Now 
that product data has been created for North America, it can 
easily be extended and reused in other Markets worldwide 
while adhering to the many regulations affecting medical 
equipment worldwide.

One Catalog
The central repository is another step towards the “One Cata-
log” strategic direction taken by Philips Healthcare, which 
aims to combine the entire portfolio in a single solution, so 
that all customer requests can be honored easily and can be 
combined to create the optimal solution.
Philips multiple product-catalogs and quoting solutions 
(some 20 years old) had become outdated and support has 
become impossible. Worse still, the legacy systems hampered 
integration with state-of-the-art sales tools and made integra-
tion in end-to-end sales process support tools practically im-
possible. 
“At Philips Healthcare, we have different quoting tools for 
selling equipment and services,” explains Andreas Schuele, 
Global Process Owner for Catalog and Quoting at Philips 
Healthcare. “Within equipment sales alone, we currently have 
three different catalog processes and the idea is that we really 
want to consolidate to create one way of working – every proc-
ess change or organizational change must be implemented 
in three or more systems, if at all possible. In addition, the 
market demands that it be possible to offer service solutions, 
fi nancing, or professional turnkey or pay-per-study models, 
as well. Enabling this, and being complete, effi cient, cor-
rect, and easy to understand, is what we at Philips call ‘One 
Catalog’. Sofon is already part of our solution set in Europe 
for imaging systems portfolio and the integration of patient 
monitoring and clinical informatics in the US on EPAL, and 
SOFON is a further step in our journey to ‘One Catalog’ and 
unifi ed quote support for all products and solutions.”

Extremely positive
The members of the implementation team were extremely 
positive regarding the development process. “The joint devel-
opment of the EPAL module gave us tremendous responsive-
ness by Sofon to our requirements,” says Andreas Schuele, 
who goes on to note that “80% of the requirements were 
standing at the start of the development and 20% were added 
by discovery and growing insight in capabilities and more de-
tailed requirements in the run of the project.”

Ability to adjust quickly
As Andreas Schuele explains, by choosing for the Sofon soft-
ware, Philips Healthcare is “looking to reduce quoting errors 
and quoting rework and to improve fi eld productivity as well 
as the work/life balance.” Sofon has now successfully im-
proved the budgetary quoting confi gurations, successfully 
replaced the legacy quoting tool, and made the company’s 
quotes easier to understand. This in turn has enabled the 
company to adjust quickly to a changing product portfolio, 
organizational changes, process changes, and go-to-market 
models. “Our continued focus will be to improve the models 
to make quoting faster and easier – based on the feedback of 
our fi eld - while maintaining correct and complete confi gura-
tions.” 

450 users
Since the implementation, all 450 North American users 
have now been trained and 95% of the products have been 
released for the US. In the coming two months, the company 
also plans to complete the full migration of all US users from 
the legacy tool to Sofon.

Next steps
So what’s next for the company? A Phase 2 project is now 
being developed for North America to integrate the quote so-
lution into supply chain processes (Quote to Order) and con-
tract pricing. Canada will be the next organization to receive 
the newly created quoting solution for the existing products, 
and the expansion with new languages, country-specifi c prod-
uct exclusions, and currencies will be the proof that we are 
ready to deploy this set to Europe and Asia, as well.

 What has Philips achieved with Sofon in the USA?
    · Product sales information of multiple factories and for 
  multiple channels and multiple markets in one system

    · Offl ine generation of budgetary quotations with product 
  confi guration

    · A harmonized quotation process

    · Improved Sales texts in the quotation solution and 
  commercial catalog 

    · Standard marketing confi gurations for sales

    · Guided Selling (solutions selling) applied in quotation 
  generation

    · Harmonization of output with corporate style guide

    · Quotations including service contracts and installation 
  Services

    · SOFON-Outlook integration for contact data

    · Central visibility to Quotes through replication with a 
  central repository



New customers

 Sofon Guided Selling is used in various industries by – at fi rst glance – totally different customers. Our 

 customers operate in the world of industry, warehousing, transport, insurance, telecom and services.

A short introduction to a few new customers:

Soenen is a leading producer of customized machines for the sheet metal indus-

try. Their goal is to supply top quality solutions in the area of production technolo-

gy. Innovation and customer satisfaction have been keywords at Soenen since the company was founded in 

1924. With more than 80 years of experience, Soenen is capable of satisfying the most ambitious demands 

in the current market. Soenen wants to streamline their quotation and order process (including planning) 

from Engineer-to-Order to a combination of Engineer-to-Order/Make-to-Order. Sofon’s software contrib-

utes to this switchover and is also used to make existing knowledge available.

Refresco is a European group of beverage producers from sodas to fruit juices.

Their customers are leading retailers and leading brands. Refresco is a fast-grow-

ing, young organization with production and sales in 9 European countries with 

a very ambitious growth strategy. Refresco Benelux is one of the six business units in the Refresco Group. 

Refresco Benelux has three production locations in the Netherlands and one in Belgium. Together these 

companies employ more than 600 staff. Annually some 2 billion units are produced, achieving a revenue 

of almost 500 million euro. Refresco Benelux will implement Sofon to improve and speed-up their quota-

tion and order process.

WTH is the Dutch market leader in fl oor and wall systems for heating and cooling, 

for both new construction and renovation. For more than 40 years, WTH has devel-

oped, produced and sold quality systems that contribute to low energy use and optimal 

comfort. WTH has everything under one roof: design, calculation, engineering, installation and project 

management. WTH is the company to go to for advice and customized solutions. WTH develops sustain-

able applications, making possible comfortable and energy-saving living and working environments. For 

large and small projects. WTH is also active in projects abroad. WTH has selected Sofon to optimize their 

quotation and calculation process.

VLOERVERWARMING & -KOELING

Guided Selling Blog 
Sofon is happy to share 
knowledge with you! 
In Sofon’s weekly blog 
posts, various experts 
from the Sofon organi-
zation speak out. These 
experts have a clear 
insight and experience 
into best practices 
within the sales and 
quotation processes of 
companies who supply 
customer-specifi c prod-
ucts and services. 
You can share in this 
knowledge by visiting 

www.sofon.com/blog. 

Twitter 
Would you like to be 
kept up-to-date on 
Sofon’s activities? Fol-
low us on Twitter! You 
will be the fi rst to know 
about a new blog post 
or our participation in a 
seminar or fair. You can 
fi nd us at www.twitter.

com/sofonsoftware.

activities

Events

CRM Expo
10 to 11 October 2012
Essen, Germany
Sofon has a booth at 
the CRM Expo.

IT & Business
23 to 25 October 2012
Stuttgart, Germany
Sofon has a booth at IT 
& Business.

Internal Logistics
30 October 2012
Veldhoven, 
The Netherlands
Sofon has a booth at 
Internal Logistics.

 Sofon is the supplier of sales support software under the name 

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

other sales documents are put together simply, quickly and error-free. 

Among other things, Sofon Guided Selling supports calculation, con-

fi guration, visualization and document generation in any language 

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

scoring rates and improves cooperation between customers, dealers, 

sales, engineering and production. Sofon integrates with standard 

CRM and ERP systems and is suitable for all companies who have a 

customer-specifi c way of operating – in every sector – anywhere in 

the world.

 Sofon B.V.

Sofon UK Ltd.

Sofon (U.S.), Inc.

Sofon Deutschland GmbH

Sofon Belgium bvba 

I www.sofon.com

E info@sofon.com


