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Quotes from 8 Weeks to 1 Day
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Located in 90 countries, and with 98.000 employees Siemens Energy operates across the whole energy
landscape. From conventional to renewable power, from grid technology to storage to electrifying complex

industrial processes. The mission is to support companies and countries with what they need to reduce

greenhouse gas emissions and make energy reliable, affordable, and more sustainable.

“The beauty of Tacton Configurator is that it will
guide the sales rep through the sale and get the
configuration of the product and the quotation

correct each time. Any potential conflicts and errors
are resolved automatically by the configurator.”

— Jan Nilsson, Siemens Energy

While renewable energy resources are becoming
increasingly important, we still rely on fossil fuels for

a large portion of our energy supply. With pioneering
technology, Siemens Energy’s gas and steam turbines
make sure that we can produce this energy in the
cleanest, most efficient way possible. But while
Siemens Energy leads the way in sustainable energy
production, producing customer quotes for its gas
turbine units wasn’t such a smooth process.

A complex problem required an
innovative solution

The turbines are extremely complex pieces of
equipment. Each sits within a wider power plant
solution which is tailored to each customer’s unique
specifications and site conditions. The air intake
assembly alone, for example, has 120 variants. Factor
in all the configurations and combinations that come
along with that; and things get complicated very
quickly.

This complexity posed a challenge for Siemens
Enerqy. Because the turbines are highly
customized — and the combination of variables
almost endless — producing customer quotes was
a lengthy and complicated process.

A full customer proposal was often 500 pages long,
took eight weeks to produce, and required specialist
engineering help on almost every sales case.

Siemens Energy wanted to simplify this process.
They realized that streamlining product
configuration and quote production would

save both time and money, and give the company a
competitive edge. What they didn't realize, was just
how dramatic the results would be.

The answer came in the form of configuration
software from Tacton. Tacton’s technology redefines
how products are configured - making it radically
easier to design, configure and sell complex
products.

With the Tacton Configurator, Siemens Energy quickly
saw that they could streamline by creating pre-made
assemblies, including standardizing much of the core
turbine engine. Simplifying the product architecture in
this way has reduced demands on engineering. As
Asa Johansson, who is responsible for global
coordination of the Tacton project at Siemens Energy
explains, “In our previous system, we had thousands
of business rules. Using Tacton’s system, we now
have just a few hundred and this has made system
maintenance so much easier”.

Sales reps can produce accurate
quotes on the fly

The technology also means that the sales team can
now configure turbines during customer meetings.
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Sales reps only need to address the parameters that the
customer wants to customize — the configurator
automatically optimizes the rest of the assembly.

The results Siemens Energy have seen are dramatic.
Where it previously took eight weeks to produce a
customer quotation, sales reps can now produce
accurate, high-quality quotes, with pricing, in a matter
of minutes. And product specialists are now only
required on the most complex cases.

Jan Nilsson, Senior Engineer CRM Process & IT
Development explains, “The beauty of the Tacton
Conlfigurator is that it will guide the sales rep through the
sale and get the configuration of the product and
quotation correct each time. It now takes us only five
minutes to generate a complete budget offer including
pricing. This saves us tremendous amounts of time and
money.”

The sales team can now focus on customer relationships
and finding new business opportunities, instead of
spending weeks chasing product specialists and putting
together proposals. While engineers can concentrate on
R&D and on supporting the really complex sales cases.

Shorter sales cycles mean Siemens Energy has the
capacity to engage in more sales cases. And the
company is producing accurate quotes in a fraction of
the time it generally takes the competition.

About Tacton

Regular maintenance and upgrading of parts are essential
to helping the turbines run as efficiently as possible. These
aftersales services are a critical revenue stream for
Siemens Energy. They are also an important cost control
factor for the customer — as the more efficiently the
turbines operate, the cheaper they are to run.

With the Tacton system, the sales team now has insight
into where and how they should offer maintenance
contracts — while they are specifying the turbine with the
customer. The system only prompts service options that
are relevant to the particular configuration the customer is
ordering. As a result, Siemens Energy has been more
successful as selling after-market services.

Siemens Energy rolled out the Tacton configurator as a
sales tool worldwide in 2012.

Tacton is a leading SaaS company trusted by global manufacturers. Tacton Trusted Configuration simplifies sales for manufacturers of complex products.

Tacton’s Configure Price Quote software is named a Leader by Gartner in the Magic Quadrant for CPQ Application Suites and is recognized for its advanced

product configuration and visualization capabilities. Tacton’s founders pioneered computer-based product configuration which today powers Tacton CPQ

and CAD Design Automation. Since 1998, Tacton is trusted by global customers such as ABB, Daimler, MAN, Scania, Siemens Energy, Xylem, and Yaskawa. It

is co-headquartered in Chicago and Stockholm, with regional offices in Karlsruhe, Warsaw, and Tokyo.
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