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INDUSTRY PERSPECTIVE Q&A 
We’re offering industry leaders with a story to tell the opportunity to be featured in a unique Q&A feature that 
we’re calling “Industry Perspective.” Each Industry Perspective takes the form of a sponsored two-page Q&A 
interview between the magazine’s editors and a company spokesperson on a topic of particular importance 
and meaning to your organization.

Because each Industry Perspective feature takes the form of a conversation, it’s uniquely suited to telling 
stories that are difficult to convey in a traditional advertising format. You choose the topic, and we’ll work with 
you to draft appropriate questions. We’ll create responses based on an actual telephone interview, or draft 
responses based on established marketing objectives.

Each Industry Perspective feature includes 4-6 questions, together with photo of interviewee and a supporting 
graphic. The two-page spread will be included in a mutually agreed upon issue, and will reach the full, 
70,000-plus subscriber list of Plant Services. Pricing for development of the feature and for its inclusion in the 
magazine is $6,500 net. The sponsor will also receive a standalone PDF of the article which you can use for 
your own content marketing purposes.

To get additional mileage out of your Industry Perspective investment, an audio recording of the Q&A can be 
promoted as a special Solution Spotlight episode of our Plant Services podcast series, The Tool Belt.

We also offer a digital promotion program designed to further increase the print article’s online readership. 
In addition to the two-page spread treatment in the magazine, we’ll promote the digital article via a series of 
digital traffic drivers such as e-newsletter ads, website ads, social media posts and premium content alerts. 
We expect to generate on the order of 150 article reads as a result of this additional promotion.

Program Price:  
Industry Perspective Q&A
$6,500 net

Digital Promotion Package  
+ $3,000 net

Solution Spotlight Podcast  
+ $2,000 net

racy significantly and decrease their time 
to quote by up to 90%. In addition, OEMs 
have been able to repurpose valuable 
headcount that were once focused on 
the bid process and move them back into 
engineering, project management and/or 
customer support. Also, Endress.com en-
ables the OEM to quickly run a cost/ben-
efit analysis in minutes for different func-
tionality and various specifications, which 
can be delivered as unsolicited value-add 
options in their proposals that can differ-
entiate the OEM in the bidding process to 
improve win rate.

Q You mentioned that Endress+Hauser is 
helping OEMs develop revenue streams for 
aftermarket services; retrofit services; and 
maintenance, repair and operations (MRO) 
services. How is Endress+Hauser deliver-
ing on that promise? 

A: Most of our OEM partners are on a 
journey to transform themselves from of-
fering products and equipment to devel-
oping more of a service and solution part-
ner model to add more long-term value 
to their end user customers. Some OEMs 
are just starting this journey, and others 
are further along but are looking for better 
ways to differentiate themselves with their 
services business. At Endress+Hauser, we 
first gain an understanding of the OEM’s 
short-term and long-term strategy to de-
velop their services model and then begin 
to align our products, tools, services and 
training portfolio to help our OEM partners 
develop and grow their aftermarket, retro-
fit and MRO services.

The Endress+Hauser Operations App 
is an extremely valuable tool that places 
important device information about every 
one of our products at the fingertips of the 
OEM’s engineers and service technicians. 
Information such as detailed model code 
breakdown, lifecycle status of the instru-
ment, operating instructions, detailed 
technical information manual and spare 
parts list are accessible via the QR code 
scanner or via serial number. This detailed 

information increases the effectiveness 
and efficiency of the OEM’s engineers and 
service technicians, thus reducing time to 
troubleshoot and resolve issues, which im-
proves the overall service experience.

The Endress+Hauser SmartBlue 
App is another tool we offer to assist the 
OEM’s service team with the ability to 
configure, commission and troubleshoot 
Endress+Hauser Bluetooth-enabled de-
vices, which is another tool that saves 
valuable service time, reduces risk and 
increases safety.

As part of the Endress+Hauser OEM Part-
ner Program, we explore the values and 
benefits of: 
•  W@M Web-enabled asset management 

package to assist OEMs with document-
ing and tracking their assets in the field 
(this package can be offered to the 
OEM’s customer as an asset manage-
ment package, thus differentiating the 
OEM; in addition, the OEM can leverage 
the asset management package to de-
velop a retrofit services strategy/program)

•  Bi-directional service agreements that 
include commissioning, startup services 
and calibration services

•  Extended warranty options with 
Endress+Hauser factory training. The 
Field Xpert SMT70 tablet enables OEM 
engineers and service technicians to 
easily perform inspections, conduct 
audits, collect data, calibrate instru-
ments and complete verifications from 
a single device - increasing efficiency 
and reducing risk

•  Mobile applications like the SmartBlue 
App for configuration, commissioning 
and troubleshooting via Bluetooth con-
nection and the Operations App for de-
livering detailed device information and 
documentation in the field

•  Neutral or private labeling of 
Endress+Hauser products to help 
OEM’s grow their MRO business.

For more information about 
Endress+Hauser’s online tools and ca-
pabilities please visit, www.us.endress.
com/e-commerce.

AN original equipment manufacturer (OEM) always 
looks for upstream partners that can help to bring 
added value to its offerings. The ability to differ-
entiate themselves with innovative technology or 
custom services, as well as specific ordering and 
pricing tools, are some of the ways that suppliers 
are enabling OEMs to better serve customers.

Mike Cook, strategic OEM business manager 
at Endress+Hauser, answers a few questions re-
garding what OEMs want and how the instrumen-
tation supplier is helping them to achieve goals.

Q OEMs expect more from instrumentation suppliers 
than just high-quality products and competitive pric-
ing to effectively compete in the global marketplace. 
What else is Endress+Hauser doing to add value to 
OEM customers? 

A: Our OEM partners are not only demanding out-
standing service, support and delivery in addition 
to the quality/price expectation, but they want prod-
ucts that help them differentiate their assets, inno-
vative tools that drive efficiency in their operations 
and the opportunity to help them develop incre-
mental revenue streams through aftermarket ser-
vices, retrofit services and MRO services strategies. 
Endress+Hauser accomplishes this by developing 
a more strategic relationship with our OEM partners 
that focuses on aligning OEM business goals and 
objectives with Endress+Hauser products, tools 
and processes to ensure maximum value and dif-
ferentiation for our OEM partners.

Q Specifically, what tools are you offering to help im-
prove the OEM’s operational efficiency? 

A: Endress+Hauser has an extremely broad and 
deep portfolio of “fit for purpose” technologies that 
provides the right mix of performance vs. cost, 
depending on whether the OEM is building a cost-
effective skid/machine or a state-of-the-art, IIoT-
enabled skid/machine with maximum information 
and performance capabilities. Our OEM partners 
now have the ability to access their own password-

protected pricing and configuration portal on En-
dress.com, which enables the OEM to achieve the 
following operational benefits:
•  Our OEM partners’ specific pricing is loaded into 

their Endress.com account so they can see not 
only the cost of their final products, but the cost 
of each option inside the model code. This gener-
ates a significant time savings in the OEM’s ability 
to turn a quote to their customers and provide ac-
curate pricing on various instrumentation options 
in a matter of minutes.

•  OEMs can see the build times for their specific 
products and track their delivery date from their 
Endress.com account, which supports better 
planning, decision making and communication 
on delivery and schedule.

•  Our OEM partners can set up product baskets 
specific to their projects or skid/machine classes 
or technology favorites or any combination. They 
can lock down product baskets via password pro-
tection to ensure accuracy and quote repeatability. 
The OEM can unlock and quickly reconfigure the 
product if changes are needed for their customer. 
The copy/paste functionality allows the OEM to 
quickly copy projects and skids/machines, edit 
those products via Configurator and then save as a 
new project or skid, all in a matter of minutes.

•  Finally, our OEM partners can quickly move 
their product baskets into the Endress.com 
cart and request a formal quote from their local 
Endress+Hauser representative or place an order 
via credit card or PO immediately online, which 
again saves time and improves the OEM’s opera-
tional performance.

Q How has Endress.com delivered tangible value to 
your OEM partners? 

A: By pulling together a competitive commer-
cial package for our OEM partners that covers all 
their technology needs from basic indication to 
advanced control elements and helping them cre-
ate effective product baskets by project, skid and 
technology, we’ve seen OEMs improve quote accu-
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OEMs find value in their strategic partnerships with Endress+Hauser

MIKE COOK 
Strategic OEM Business Manager,  
Endress+Hauser

PERSONALIZED SHOPPING
Endress.com offers a personalized shopping experience for OEMs and all customers; and it provides flexibility and simplicity with online tools and new capabilities.
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