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Solutions?
The customer defines them!

Solution providing seems to be another of those fuzzy buzz-words that no one really
knows what’s behind. Companies, not only in the metering business of course, like to
market themselves as solution providers to demonstrate their capabilities.

Does a broad product portfolio qualify a company to be a solution provider or is it the
ability to combine its own products with others? Is the offer of consultancy-related
services key to this kind of business model? Certainly, a little bit of all. But it’s more than
that! Solution providing is a business process with one core aim: serving the needs of the
customer.

First of all, listening to the customer to fully understand the current challenge or project
and bringing technical competence and partnership into the discussion is the basis for

outlining the project. Being fast with the proposals and quotes, in time with the deliveries
and ready when after sales service is required or necessary is the package we have to offer.

You are probably smiling while you are reading this. We all know that daily business life
is not as easy and uncomplicated as we would like to have it. Otherwise, solution providing
in this sense would not be a competitive advantage in modern markets. Achieving the
best always involves a long hard struggle, but this struggle starts with attitude of mind.
If you are a frequent reader of Profiles, you will certainly remember a lot of projects in the
recent past where we have brought our technical competence, partnership, and customer
focus into the game. In keeping with this, you can find further examples of our flexibility
in this issue such as stainless steel turbine meter housings or the new DL220 data logger.

Besides the large projects and special solutions, the day-to-day business also needs to
be handled seriously. Behind each order is an important project of one of our customers.
Otherwise, he would not have placed the order. But whatever you order or we offer, at
the end of the day, you will decide if we have added a solution or a problem to your
business.

Thus, the answer is clear as to how we like to position ourselves. We want to be recognized
by you as a solution provider. This recognition has to be earned every day and does not
last forever. | think we have the right attitude to go down this road every day and be aware

that at the end, you define if we have provided the solution or not.

We are looking forward to being challenged.
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Dr. Michael Mert!
Managing Director ELSTER GmbH
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