
CONFIGURING A NEW BUSINESS MODEL

That’s Gregg Berres, Vice President of Global Sales 
for Emerson, describing the promise and rationale for 
putting Intelliquip’s front-end software solutions to work for 
Vilter, an Emerson brand that sells industrial refrigeration 
applications. 

Vilter’s quest for change was fueled in part by the loss of 
important tribal knowledge to retirements and the inability of 
their prior system to digitize and protect critical configuration 
and pricing data.

Mike Nielsen, Global Application Team Leader, recalls 
that they sought a “different type of pricing software with 
built-in intelligence.” An Internet search introduced them to 
Intelliquip, and, a demonstration and series of conversations 
led fairly quickly to a contract. 

Intelliquip’s industry expertise set them ahead of 
competition, although much of the company’s experience is 
in pump selection, configuration, pricing and quoting. 

“Intelliquip captured our critical data and formulas and 
applied them intuitively, using an ‘if you can’t select this, 
select that’ process,” notes Nielsen. “The only staff with 
this knowledge were starting to retire. We also were very 
intrigued by Intelliquip’s business intelligence capabilities, 
automatically apprising us about who in sales was quoting 
what specific products – great information that we had to 
manually pull at that time.” 

“It’s not just about configuration of products, it’s about a cultural  
transformation of the front end of our business.”
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“It was entirely in our wheelhouse,” explains Trygve Dahl, 
President of Intelliquip. “Our knowledge engineering 
methodologies immediately applied to this complex 
compressor implementation. Like every project we’ve 
completed, we made sure multiple mechanical entities 
will play together and meet the conditions of service. We 
leveraged our out-of-the-box tool as easily for Vilter as for 
any other client.”

The integration of Vilter’s existing software and key systems, 
while complex, followed a familiar pattern says Jacob 
Newman, Intelliquip’s Knowledge Engineer and Project 
Manager. 

“As soon as we made the initial connection with their system, 
it was relatively simple to stick the fingers of our configurator 
into their selector and extract the specific numbers and 
variables we needed,” he says. “Once we secured those 
values, we could easily embed intelligence into our tools.”

The transformation process, however, was much more 
comprehensive and depended upon humans more than 
technology, notes Berres. “Change management always 
presents a challenge. We approached this not as simply the 
addition of a quotation tool, but as a mechanism to integrate 
engineering, supply chain, ERP, production and scheduling. 
It’s not about a new spreadsheet, it is about a core part of 
our business.” 

Newman points to their newly created product builder 
development document as an example of how the system 
facilitates integration. “We essentially took their ERP 
questionnaire and coded a process to respond to these 

core questions in order and then generate a PDF. This step 
drastically reduces the difficulty of and time needed to input 
this information into their ERP. We could have completely 
automated the input process as well, but they agreed, that 
for now, a human should verify everything.”

The new tools also signaled a new emphasis on more 
standardized configured-to-order (CTO) applications. Dahl 
identifies this as a critical step both in educating sales 
personnel and in responding to customers.

“In the past, they had few opportunities to alert the 
salesperson as to what boundaries to use in selling a 
CTO product. It’s like building a house and either hiring an 
architect to design it from ground up or adapting a pre-
engineered floor plan to your needs. You stay within the 
yellow lines, give the customer what they want and help 
them achieve a functional advantage more quickly and at 
lower cost.”
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“I really like this feature,” says Nielsen. “It makes the pricing 
simple and quick. For a standard unit without any significant 
options, we key in basic information, transfer it to Intelliquip’s 
software and all the standard options and sizing for that 
selection are automatically put into the pricing program. In 
the past, we had to open the quoting software, go to the 
refrigeration tab, select a model, pick our options, etc. etc. 
We have essentially distilled a process that could take up to 
an hour down to about 30 seconds.”

But the expected impact on their overall business model was 
even more important than speed and accuracy in completing 
proposals. “Emerson is widely respected for being extremely 
nimble,” notes Berres. “We had conducted studies that 
identified where we could be more efficient. The tool became 
a means to integrate all these processes, improve our 
responsiveness, reduce lead times, cut waste and equip the 
sales team with a different quotation tool.”

“So, it’s not just a tool but an overhaul of our overall 
business strategy,” he adds. “If you’re going to offer a 
standard product, you have to have standard engineering 
and standard inventory. If you’re going to deliver in eight 
weeks, every part of the process has to sync. This has been 
an incredibly positive experience.”

Another example of how the software connects operations 
is its ability to generate a high-level Bill of Materials or BOM. 
Newman says this process bridges the different language 
barriers and information needs of sales and engineering 
personnel.  “What’s really exciting is that Vilter can now 
track what physical parts have been sold and better forecast 
inventory,” he explains. While still being tested and refined, 
the feature has so far met expectations.

Nielsen was particularly impressed with Intelliquip’s 
experience and thoughtful approach to on-boarding and 
implementing. “Their issue tracker system made the whole 
process run smoothly,” he notes. “Everything is documented, 
everyone who needs to know is immediately notified of each 

issue and its resolution, all can see what was finished and 
what’s next. It made it much easier to collaborate and stay 
on track across departments as well as with Intelliquip’s 
team.”

“This entire project has been very 
satisfying,” adds Dahl. “We more or less 
acted as the complete front-end sales 
solution for them, migrating away from 
some in-house configuration and quote 
management tools while advising them 
on best practices. And, they had the 
insight to morph their engineered- 
to-order process into a configured-to-
order process. We do that every day so 
it was very synergistic. It felt good and it 
was fun.”

What’s next is equally exciting to customers – a total 
refrigeration solution using Intelliquip tools to integrate 
products from several third-party companies that offer key 
components. Berres envisions this as a means of giving 
customers truly the best choices at the best prices and all in 
one integrated package. 

Meanwhile, he sees phase one as the inaugural step of a 
cultural transformation that is holistic, customer-centric and 
key to greater profitability. It is, he says, the “visualization of 
the transformation of our business culture.”
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