
4e10_eLIFE.pptx

1



© Karl-Heinz Sauter

information source

www.RemoteServiceForum.de 

Two times a year manufacturers 

and user inform about 

technologies and concepts.

Also many projects will be 

presented which were prepared 
with LIFE . 

Extracts and conference 

proceedings are available 

afterwards for a fee under: 

www.RemoteServiceForum.de

RemoteServiceForum 

conference Proceedings and market study

RemoteServiceForum
2008 

RemoteServiceForum
2009-02

RemoteServiceForum
2009- 07

RemoteServiceForum
2009-10

RemoteServiceForum
Service on demand
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Moderation

Individuel concepts based upon 

Best-practice reduce time and 

give vending certainty.

Project attendance with the LIFE -

concept:

 basic concept

 fixing the service offer 

 customer workshop

 salesmen training

Individual project configuration after 

an analysis or a basic workshop. 

In every case the basic workshop 

leads to impulses for business 

and technology. 

Central modules for good 

business with low project costs
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Einführung Converteam Remote Service Lösung

Examples from the RemoteServiceForum

+23% 

grow in

5 months

Basislinie

Before this project

no sale for 3 years 

show that with project attendance advanced training LIFE results 

in faster and higher sales

Project with Converteam
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Machine access
Control or 

ConditionMonitoring

GSM, Modem, 

ISDN, SMS, 

VPN, Internet

Access security and

remote administration

Predictive Maintenance

Data Mining

ERP Integration

Networks and IT-Security

Organization and 

process

service offer as a product

Best-practice 

introduction and

marketing concept

7

6

5

4

3

2

1

man: acceptance
and selling techniques

Introduction- and 
marketing concept

Service products

Organization and 
processes 

Serviceplattform

Network and security

Machine access
remote access,

Cond. Mon.

1

5

4

3

2

6

7 Sales training
innovation sales 

techniques

The PROSERV

7-layer modell

Remote Service-

business

technology Business

Serviceplattform as 

a basis

Entscheiden

What belongs to remote business

Lösung

Idee 

Bedarf verdeckt

Beziehung aufbauen

Telesupportcenter

streamline the service process
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Chances by maturity levels

4 maturity levels have been determined

Starter

aim: testing

1

cost reducer

aim: reduce warranty costs

2

service seller

aim: low level selling

3

Service optimizer
aim: better business than spare parts

4

maturity level 4

Fast rise of sales

maturity level 3

Fast to service concepts

and sales

maturity level 2

Fast introduction

Time-to-market for good business maturity level 1

Business first instead of

Technology first

•Basic workshop

•Service + Marketing

•Innovation selling

techniques
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Examples for increase in  maturity level

with project attendend advanced training

Maturity level 3  4 From 20 to 200 contracts in 6 months

50% contracts after 2 years

efford: 3 workshop days, movie

result: several millions

Maturity level  1 Restart with the selection of a service plattform

Best practice LIFE projekt business + technology

efford: 8 workshop days

result: internal less than 30 man-days till to the sold pilot project

Maturity level 1  2 2 years with VPN-connection

Best practice LIFE project + technology upgrade 

efford: 6 workshop days

result: contracts even bevor sales training

Maturity level 2  3
3 years with a remote plattform without contracts

efford: 8 workshop days

result: 9 months after project start 150.000€ gross margin

•WS-Konzept

•WS-Service

•WS-Kunden

•WS-Verkäufe
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Typical actions/workshops

for an advanced training of maturity levels

Maturity level 1 Maturity level 2 Maturity level 3 Maturity level 4

•Basic concept

•Technology WS

•Service design

•Customer WS

•Sales WS

•Basic concept

•Service design

•Customer WS

•Sales training

•Selling optimization

•Sales WS

•Customer WS

•Movie + guidelines

•Sales training

•Technician training

•Kongresse

•Selling optimization

•Sales WS

•Best practise

distribution development

•Technician update

top priority:

Remote service

top priority:

Service plattform

top priority:

Service turn-over

Service optimization

top priority:

increase sales

Individual project setting
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More…

 contact

 telephone interview

 information dialogue

management

 project accompanying

advanced training

Result

 E-Mail for an appointment by

phone

 Technology + business 

assessment for your company

 Project- and teamdesign

 Fast market introduction

 Use best-practice experience

What is to do?

Already the ancient romans

knew:

It is not because things are 

difficult that we do not dare; 

it is because we do not dare 

that they are difficult.

Lucius Annaeus Seneca

Karl-Heinz Sauter

RemoteService-

specialist, facilitator

and organizer of the

RemoteServiceForum

E-Mail: info@khsauter.de

info@remoteserviceforum.de

phone: +49 7152 39 47 44

www.khsauter.de

www.remoteserviceforum.de
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