
The digitisation of industrial value chains 
should not be restricted by different 
domains and interfaces between 
systems. The P'X Industry Solution from 
Perspectix opens the way for single and 
variant manufacturers from product 
development to the user: All important 
processes between design, variant 
management, sales, technical design 
planning and assembly are taken into 
account. A new web front-end now inte-
grates the coordination with the end 
customer.

Digitisation is apparently only slowly starting up in 

the German economy: according to a study by the 

digital association Bitkom, 58 percent of the 502 

managing directors and board members surveyed 

said that their company was still a latecomer. Accor-

Completely digital product configuration

ding to the study, only one in three companies has an 

overarching digital strategy - another third at least 

for sub-areas such as product development. There is 

often no overarching digital strategy that links the 

various domains of a company and the IT systems 

they use. This also affects the end-to-end digitaliza-

tion of the processes that are decisive for purchasing, 

which many consider to be the primary goal. Especi-

ally in times of online trade, it is important to impro-

ve the dialogue with customers and to react faster to 

inquiries.

Digitisation requires triple integration

Today, customer-specific product solutions are crea-

ted in a multi-stage process that can be roughly 

divided into three areas: interaction between sales 

and the customer, cooperation between the manu-

facturer's individual development and planning

departments, and finally communication between 
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sales and in-house technology. However, different IT 

solutions are usually used in these domains, which 

hinder continuous processes.

The P'X Industry Solution integrates with ERP, CRM 

and CAD/PDM and combines all sales-relevant 

product information in a knowledge base. It supports 

employees with CRM functionalities that are special-

ly tailored to the requirements of the project 

business. At the same time, it contains a graphic-

interactive configurator with which sales can create 

rule-based product variants and present them 

realistically, independent of design and product 

development.

Bundling product knowledge within the company

All master data required for the configurator's rules 

and product descriptions are obtained from the PLM 

source systems. The defined and centrally main-

tained set of rules takes into account all aspects of 

the product logic, such as functional dependencies, 

minimum spatial distances or legal requirements. 

This eliminates the specification risk from the outset, 

since the technical feasibility of the solution is alrea-

dy clarified and secured. In the event of layout chan-

ges, the system automatically adjusts the parame-

ters. Several alternatives can be developed flexibly 

and quickly, so that customers can choose the ideal 

solution. The product knowledge is stored in the soft-

ware, so that new or non-specialist employees recei-

ve comprehensive support from the very beginning.

All permitted characteristics of a component, a 

product or even a system configured in several 

stages can be displayed in a functional manner - and 

can be changed and supplemented during a consul-

tation. The 3D visualized configurations, which are 

based on current design knowledge, enable the sales 

department to provide comprehensive advice. In ad-

dition, animated 3D representations help to explain 

complex facts and processes.

Technical and commercial integration

In the stored set of rules, the software combines the 

processes of product configuration and pricing. The 

synchronous processes automatically take into 

account last-minute changes and the functions of 

the price calculation go far beyond component 

calculation. In addition to several currencies, color 

surcharges for spot colors or different discount levels 

can be defined. In addition to the pure value of the 

goods and the usual condition scales, various freight 

and transport charges and assembly costs can be 

taken into account. The sales department thus has 

all the possibilities of a complex condition policy at 

its disposal. Digitization enables employees to meet 

customer requirements without any problems or 

errors. The software's order check ensures that no 

errors occur - and then releases the data, which is 

then processed in many automatic follow-up proces-

ses. Orders are entered into the ERP system, consis-

tent parts lists for production and assembly are 

created, procurement processes are initiated and 

About Perspectix

Perspectix AG in Zurich 
implements sophisticated 
software solutions for 
technical sales and store 
planning. Since its foundati-
on in 1996, the company 
has continuously developed 
into a technologically lea-
ding solution provider for 
the sale and project plan-
ning of products with many 
variants. Users of the P'X 
Sales Solution benefit from 
experience from comple-
mentary user industries: 
Mechanical engineering, 
plant construction, electri-
cal engineering, furnishing, 
shopfitting, storage and lo-
gistics systems. The P'X Re-
tail Store Solution provides 
users with a tailor-made so-
lution for store planning, 
assortment design and sto-
re evaluation. By combining 
sales optimization, graphic 
project planning and pro-
duct lifecycle management 
in a forward-looking tech-
nology, Perspectix is now a 
strategic supplier to well-
known manufacturers and 
retail chains as well as a 
partner to leading IT houses. 



assembly instructions are issued. PLM synchronizati-

on ensures that all integrated systems work on the 

same data basis in automated processes. Shared data 

access prevents misunderstandings and improves 

communication between all parties involved in the 

many stages of the sales process. Automatic price 

calculation and the output of error-free quotation 

documents with meaningful visualizations of the 

respective solution increase the success rate in 

sales. With improved consulting quality and increa-

sed persuasiveness, companies come closer to their 

sales targets. A product portfolio intelligently 

structured according to customer needs facilitates 

configuration and adaptation to individual preferen-

ces.

Simplifying the dialogue with the customer

Up to now, configuration has usually taken place on 

site at the customer's premises, even if this would 

not be absolutely necessary - as in the spare parts 

business. Perspectix is expanding the possibilities 

with a new Consumer Communicator: Users in the 

various industries make the configuration sugge-

stions available to their customers in a project-

related web front-end. Customers access it using a 

secure web link to view the project as a 3D view. The 
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usual functions such as rotating and zooming are 

available as well as marking and commenting. The 

viewer can choose between installation environment 

or detailed view - quotation or parts list information 

can also be provided in supplementary documents. 

This makes communication in video conferences or 

on the phone much easier. The technology used al-

lows access in all common browsers as well as the 

application with mobile devices. With comments and 

markings from customers, the project can be brought 

to completion even without direct communication. 

This gives manufacturers of machinery and equip-

ment comprehensive opportunities to improve their 

direct presence on the world markets. In the same 

way, manufacturers of industrial goods can ensure an 

accurate supply of spare parts and accessories world-

wide.


