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IT strategy consulting 

Organization and process 
consulting

System implementation
& -integration

IT products & solutions

Managed Services

ORBIS – Business Process Consulting



Common application platform: PowerApps, Microsoft Flow, Common Data Model

Microsoft AppSource

Microsoft
Dynamics 365
Customer Engagement



Innovation for Discrete Industry

DIRECT/B2B KAM INDIRECT/PARTNER

Data Quality 
ONE

Integrated 
SAP DVS

Adv. DMS/ 
SharePoint

Machine
Learning

Opportunity
Assistant

c
Integration

Config / Calc

Advanced 
Service

SAP Integration 
ONE

Digital/IoT

Process Wiki



DMG MORI
3.500 CRM Users

Bystronic
600 CRM Users

Herrenknecht
550 CRM Users

Stahl
300 CRM Users

HEIDELBERG
1.500 Users

SICK
2.700 Users

http://www.sick.com/de/


Bystronic
410 Users Service, CRM On-

Premise

Ferrum
120 CRM Users,  CRM Online

Kaiser+Kraft
20 Users Service, CRM Online

ZF
250 CRM Users (>10.000 planned)

CRM On Premise

DMG
3500 CRM Users (> 550 Service)

CRM Online



WEBASTO
300 CRM Users (800 

planned)

Freudenberg
1500 CRM Users

Hirschvogel
Automotive

350 CRM Users

ZF
350 CRM Users 

(10.000 in Roll-out)

thyssenkrupp
300 CRM Users (on 

going)



About ORBIS

AI Transformation

AI @ Freudenberg Sealing

Appetizers

Wrap Up

Agenda



Amplifying Human Ingenuity





Artificial intelligence
Driver of the second wave of digitization







Adoption of AI



Human Amplification in the Enterprise

Quelle: www.infosys.com/human-amplification

automation is key for digital transformation

innovation thrives automation

lifelong learning thrives innovation

 implement the full circle

 AI boosts digital transformation
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•Innovation 

management

•Development 

of  a service 

and Industry 

4.0 strategy

•Techno-

logical driver

•Economic 

driver

•Building new 

knowledge 

areas

•Cooperations

and networks

D
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-
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m •Sensor 

technology in 

the 

production

•Social media

•Sensor in 

Products and 

services

•Data sources 

from third-

party
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 T
o
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ls •SQL / noSQL

databases

•Data 

analytics 

tools

•AI tools

•Tools by 

cooperation

•In-house 

development

•Cloud 

services
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n •Reorganizati

on by 

Industry 4.0 

principles

•Networking 

with partners 

and 

competitors

•Implementati

on services 

strategy
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 &
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n •Conversion 

of the 

organization 

to an 

Industry 4.0 

and product 

Service 

organization

•Proactive 

knowledge 

management

B
u
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ss

 P
la

n •Create 

domain 

specific 

services

•Add services 

into product 

& service 

portfolio

•Use new 

upsell 

potential

Elements of a successful AI 
Transformation
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The world‘s leading specialist

for sealing technology

> 2,3 billion
Euro Sales 
2016

> 15.000
Employees

> 5 billion
seals per year or 20 

million per day

Largest
Business Unit of  
Freudenberg Group worldwide

60 countries

Located in more 

than

One of the 
biggest
buyers of rubber 

(without tire 

manufacturers)

1929

Production of the 

first seals> 1.800
specific
material blends and 

1.000 raw materials

Successful 
Partnership 
with NOK in North America

and Asia



Joint Venture with NOK Corp. (Japan)

Located in Plymouth, Michigan (USA)

20 locations in North and South America

FREUDENBERG-NOK 
SEALING TECHNOLOGIES

Located in Weinheim (Germany)

Europe-wide more than 50 
locations

FREUDENBERG SEALING 
TECHNOLOGIES

Joint Venture with NOK Corp. (Japan)

Located in Shanghai (China)

3 Locations in China

NOK-FREUDENBERG 
SEALING TECHNOLOGIES



57%

33%

8%

1%1%SALES BY 

REGION

54%

25%

7%

9%

5%

SALES BY

INDUSTRY

General Industry

NAFTA

China

South America

India

Europa

Automotive Industry

Motor Spare Parts 

Business

Industrial Services

Other



 Microsoft 

CRM 4.0

 Big-bang 

approach for 

Europe 

 900 users

Today2009 2012

Introduction 

Oracle CRM for 

Germany  160 

users

 CRM Implementation 

Americas  1500 Users

 Migration CRM 2013 as 

green-field approach

 Extension & Usability 

 Focus on interfaces

 Rollout further markets

Initialization
Migration

Development

Efficiency

 Offer approval

 Product search and 

configuration

 Resco Mobile scenarios

 Dispatching module

 Cloud migration 

strategy 2018

 Evaluation of AI, 

PowerBI



 Working with Microsoft CRM over the last 8 years

 Globally used system with 1500 users

 Diverse application scenarios

 Many new features  core feature is still the request-quotation process

 In the meanwhile there are over 400 new request items coming daily from sales and 

out of the eCommerce Platform

Input

Output

Learn?

 How do we get added value from this data?



 Definition 

and Scope 

 Start of first 

Showcase

Today2016 2017

Initial 

discussions & 

presentations 

 Panel and SteerCo

 Showcase execution & 

-learnings

 Readiness-assessm. of 

infrastruct. & skills

 Definition of first 

standards

 Training

 Network, internal & 

external

Preparation

Definition

Exploration

Readiness & Roll-out

 Build infrastructure and 

resources/ skills

 Further exploration 

and development

 Roll-out of successful 

showcases

 Build community / best 

practice exchange



Physical
CRM, ERP, WHM, PIM, …

MES

Sensors/ Gateways

Cloud/ Server Platform

& other  addtl. sources

internal & external

Analytics

Cloud/ Data

…

SystemsTask Structure

Analytics

Applications

SAP MES CRM EASY …

Data

1
2Data Integration

Data Architecture 

3
Data Analysis &

Visualization

Recognition of Patterns

Process Optimization

Visualization

Data Generation

Throughout the value chain

„Digital Shadow“

Improve process 

through analytics



CRM

WEB
Data 

harmonization

Learning about
unstructured

Data

Data Analysis 
with market
leading tools

SAP

SAS

Microsoft

Statistical 
Model Design

Describe data
with a high 

quality model

Feedback into
process via 

web-service / 
program code

EASY

SAP

Showcase successfully implemented
• Data aggregation and harmonization implemented 
• Creation of a statistical model based on Azure Machine Learning
• Technical integration into Microsoft CRM
• Ongoing live-evaluation of CRM Opportunities implemented within productive CRM

Showcase 

Results

Develop a model to predict the Win Probability of CRM OpportunitiesDefinition

Internal IT + Business + Partner Participants



Azure Machine Learning

150ms



1 create new opportunity 

2
calculates approximation 
to a typical winner 

Can be 

interpreted as 

chance to win

3
simulation to receive 
possible actions to 
increase likelihood ...ship available parts earlier

…replace by alternative product

…place quote within 2 days



… and its resultThe model creation

Bisecting line = random result

Blue line = model result

Reality

Prediction Lost Won

Lost 2185 712

Won 334 1276

Total 2519 1988

4507 Opportunities evaluated in 6 weeks
Accuracy 76,8% (=2185 + 1276 / 4507) 





Definition of 
Scenarios

Data Collection/ 
Generation of 
Parameters/ 

Indicators

Connection of 
Source Data

(in terms of 
time and 

granularity)

Creation of Data 
Model

Integration of 
WebServices

Validation of 
Results



What do we do with these results?

 Understand the influence factors on the probability of winning 

 Evaluate the model accuracy within the single steps of the request process

 Rollout per sales area and production unit 

 Apply the technology to other cases/applications
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IoT Pump 4.0



Fun Stuff: WahlOmat
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Use Cases / Sources of 
Values

Data-Ecosystem

Technology & Tools

Processes & Integration

Open Culture & Organization

Business Plan

Getting the use case (1d)

•1 Day Workshop

•Get your Use Cases and make it ready for AI

Deep Dive into your data (2d)

•2 Days Workshop

•Deep Dive into your Data- Ecosystem and
prepare for your use case

HelloWorld@MachineLearning (1d)

•1 Day Training

•be able to solve a complex problem in a simple 
way

Prepare the project (1d)

•1 Day Workshop

•Now we are ready to define the project (backlog; 
split of work)

Do the project (?d)

•Individual project

•Defined by Statement of Work

•Contracted individually

S
m
a
r
t 

B
u
s
i
n
e
s
s








