


Problem?

DeLaval had over 80,000 different product structures
at companies on different markets. To sell and main-
tain all the static product structures, the administra-
tion became heavier and heavier. Planning a total
solution became complicated and almost impossible
to implement for one single person.

Each market company in the group had its own prod-
uct range and only used a fraction of the products that
existed. In extreme cases, drawings from the parent
company in Tumba were used to manufacture a prod-
uct locally instead of ordering it from the head office.

Solution!

To tackle DeLaval's problem, the product range need-
ed to be more uniform and the logistics improved. In
1999, a project group set about implementing Con-
figura in the sales organisation.

The challenge was to produce a sales tool adapted
to both those who were experienced in the milking
industry and the beginner. The tool needed to be
user-friendly, flexible, quick to work with and at the
same time provide support for the configuration. Once
the sale of products has been simplified, putting
together a milking facility with the aid of local manu-
facturers no longer makes sense.

Today, DeLaval sells complete modules that can be
configured instead of separate components.

With a smaller number of components or prod-
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Time savings 
in certain cases 

as much as 
70 per cent. 

uct modules the salesman can create a milking
facility quickly and simply in a range of different varia-
tions. The support from in-house product specialists is
no longer needed and time savings in the quotation
process can in some cases be as much as 70 per
cent. Maintenance and administration are also re-
duced at all stages with the added bonus that the
quotation and material specification are free of error.

As Configura is used in all European countries and
is being evaluated in a further 15-20 countries through-
out the world, handling maintenance centrally is an
impossible task. Consequently, maintenance has been
allocated to each market company, which can then
tailor description texts and quotations itself as well as
the range that is to be sold and priced.

The American range is currently being introduced
into Configura. In the advisory section, there are tools
to help the salesman find the right milking facility
based on different parameters, such as the farmer's
profit and existing labour force. To protect against
possible lawsuits, the facility's parameters are also
included in the quotation.

The aim is that all the system products will be avail-
able for sale in Configura. All the different types of
milking facilities for cows are included. In addition to
peripheral equipment, such as tanks and feeding
bays, systems for milking goats and buffaloes can
also be handled by Configura.
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