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About ORBIS

AI Transformation

AI @ Sales

Intelligent Costing

Wrap Up





IT strategy consulting 

Organization and process 
consulting

System implementation
& -integration

IT products & solutions

Managed Services



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

Microsoft AppSource

Microsoft
Dynamics 365
Customer Engagement
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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



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)







Amplifying Human Ingenuity





Artificial intelligence
Driver of the second wave of digitization







Adoption of AI



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
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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



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

 Microsoft 
CRM 4.0

 Big-bang 
approach for 
Europe 
 900 users

Today2009 2012

Introduction 
Oracle CRM for 
Germany  160 
users

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

 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

 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?



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

Usecase 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

Usecase
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

...ship available parts earlier
…replace by alternative product
…place quote within 2 days











WWW.FACTON.COM

 An integrated Sales and Costing environment helps to reduce time to quote, workload 
and errors!

ORBIS and FACTON: A Strong Partnership
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WWW.FACTON.COM

Efficient product costing often fails because of three
main challenges
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1. Processes are complex, cross-departmental and 
not standardized.

2. Information is scattered across different sources.

3. Costs are not evaluated throughout the
entire product lifecycle.



WWW.FACTON.COM

Enterprise Product Costing means calculating product costs 
across the organization and the lifecycle.

TOP  MANAGEMENT

Streamlined processes and targeted reporting facilitate effective enterprise management

Sound analyses and profitability calculations accelerate the decision-making process, thereby enhancing growth and profitability

FINANCE /  CON TROLLING

Uniform standards
for calculation processes,

methods and data content

ENTERPRISE PRODUCT COSTING (EPC)
Product cost transparency and management throughout the entire product lifecycle

Calculation, analysis and optimization
of product costs and profits throughout the

entire product lifecycle

Enterprise-wide integration
of departments and their data

Target cost-oriented design and manufacturing 
concepts result in optimized costs

PRODUCT DEVELOP MEN T
AND PRODUCTION PURCHASIN G

Cost and value analyses deliver sustainable 
purchased parts optimization

Faster sales proposals with clear pricing
ensure profitability

SALES

ERPPLM
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WWW.FACTON.COM

Enterprise Product Costing closes the gap between ERP-
and PLM-systems.
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WWW.FACTON.COM

New materials New processes

Dramatically changing cost structure of the manufacturing 
industry will further increase complexity for all of us

 Carsharing
 Rental instead of buying 

(MRO)

 More difficult to manage than 
ordinary product costs

 Change of supply chain 
(OEMs don’t have a USP)

 Costs of new materials more 
difficult to estimate
 carbon fibre 
 composites makes 

Sharing Economy Digitalization of components
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 3D printing
 allows new structures
 changes manufacturing

processes

0%

100%

200%

300%

5yr ops Buying
Software Other electronics



WWW.FACTON.COM

Digitalization, cloud computing, collaboration and artificial 
intelligence 
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TIER 1

TIER 1

TIER 1

OEM

OEM

OEM

Leverage of costing data (while keeping confidentiality)
 Basis for machine learning

- Optimal material / personnel costs
- Optimal process times

Collaborative costing through the cloud
 Standardized exchange of costing data along the 

supply chain via FACTON

Aero-
space

Health-
care

Engin-
eering

Elec-
tronics



WWW.FACTON.COM

Two Initial Use Cases

Outlier Analysis
 Identify cost estimates differ from the rest

 Potential Goals
 Optimize cost estimation process
 Understand cost structure of specific products 

Quick Early Cost Estimator
 Provide quick cost estimation based on to be 

evaluated critical key driving cost parameters

 Potential Goals
 Get a first cost estimation in an early stage of 

the bidding process for offering a product 
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WWW.FACTON.COM

 From Highly Structured Data via a Feature Rich Flat AI Model to Ready to Use Results 
Using Azure Machine Learning

From Highly Structured Data via 
a Feature Rich Flat AI Model to Ready to Use Results  

07.06.2018|  FACTON Trade Secret & Copyright, for authorized use only38 |

𝑴𝑪 𝒑𝟏, ⋯ , 𝒑𝒏 → 𝒄





IoT Pump 4.0



Fun Stuff: WahlOmat





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
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