Case Study—Froude Hofmann

Generating complex proposals for techni-
cal products costing millions of pounds is
challenging for any sales team. The
sales team from Froude Hofmann’s Dy-
namometer division certainly had their
work cut-out.

Brief

Struggling to produce accurate, technical
and costed proposals as rapidly as possi-
ble, the team Director approached us to
see if we could help speed up or possibly

FKI plc is a major inter-
national diversified en-
gineering group quoted
on the London Stock
Exchange.

Solution

The borwell technology team developed a
Microsoft.net application. Using a Data-
base for storage, and Office Automation
to generate the Proposal Word document

and Excel Cost sheet, the application
generates documents automatically.

automate some of the process.
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Approach

The initial task was to understand and
document the entire sales process , from
customer enquiry to acceptance of the
completed Proposal document and the
corresponding Cost sheet.

Benefits

The manual process could take up to two
weeks—using our software it now takes
less than five minutes and is accurate.

When this had been achieved, a proto-
type application was developed to dem-
onstrate what was feasible, and what
options were open to them.
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