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EXxecutive
Summary

Al-driven automation and robotics can trans-
form industrial operations, unlocking significant
efficiency gains. In the face of rising costs and
global competition, the Customer - a leading
German manufacturer can realize substantial
cost savings through ambitious process opti-
mization. Public data and industry benchmarks
suggest that with aggressive adoption of Al and
automation, Customer could reduce operatio-
nal costs by a high single to low double-digit
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percentage, equivalent to greater 20 million

CHF annually, while also boosting productivity
and growth. The greatest opportunities lie in
supply chain optimization and predictive main-
tenance, which can streamline the value chain
end-to-end. Additional improvements in sales,
R&D, and customer support can further enhan-
ce efficiency and profitability.
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High-Level Potential Savings
(with Ambitious Execution):

Process Key Improvement Estimated Potential

Area Levers Annual Improvement (%)

Supply Chain Al-driven demand forecasting, ~CHF 5-10% of supply chain costs;

(Procurement & digital procurement, inventory  10-15 million Inventory levels down 20-50%;

Inventory) optimization, logistics auto- (est.) Logistics costs down ~10-30%.
mation.

Manufacturing loT sensors & Al for ~CHF Maintenance costs down up to

Operations machine health, automated 5-8 million 25%; Unplanned downtime cut

(Predictive maintenance scheduling, (incl. cost 30-50% (output loss avoided

Maintenance) process analytics for quality.  avoidance) ~2-3% of revenue).

Sales and Al sales agents for lead ~CHF Marketing/sales overhead

Marketing qualification, demand fore- 2—-4 million reduced ~7%; Lead con-
casting, dynamic pricing, (efficiency gain) version rates up by 20-30%
personalization. (revenue uplift).

R&D and Al-driven design (Productivity Development cycle time

Product (digital twins, generative gain — cut by ~50% (launch faster);

Development design), simulation, project reinvested) effectively doubling R&D
analytics. output per CHF.

Customer Al chatbots and virtual as- ~CHF Support labor costs down

Support sistants, self-service portals,  3-4 million ~30%; ~24/7 service with
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predictive service analytics.

In summary, supply chain digitization can drive multi-million CHF savings by
reducing inventory, procurement costs, and lost sales. Predictive maintenance
can minimize downtime and repair costs, boosting output and cutting mainte-
nance spend. Sales and marketing Al can trim overhead and accelerate revenue
growth, while Al-assisted R&D can shorten time-to-market significantly (up to
50% faster development) — a critical competitive advantage. Al-enhanced customer
support can maintain service quality at lower cost, handling routine queries with

24/7 efficiency.

faster response, improving
customer satisfaction.

Use Case 001-Managing Agentic Al deployment
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INntroduction
& Company
Overview

Customer is a family-owned, spezialized indus-
trial manufacturer. The company has achieved
strong growth in recent years — reporting reve-
nues above 200 million. Like many manufactu-
ring firms, Customer’s cost structure is driven
by its supply chain (materials procurement, lo-
gistics, inventory), production operations, and
overhead functions (sales, R&D, support). In an
era of Industry 4.0 and Al, even well-managed
companies can uncover new efficiency gains by
rethinking these processes.

This report evaluates savings opportunities
across Customer’s value chain based on publis-
hed data and analyst reports, without using any
internal company data. We identify key cost fac-
tors and bottlenecks in each business process
area and quantify potential improvements using
external benchmarks. The focus is on two high-
impact domains — supply chain optimization
and predictive maintenance — while also highl-
ighting opportunities in sales, R&D, and custo-
mer support. All savings estimates are aspira-
tional (best-case) figures that assume ambitious
implementation of advanced technologies and
process improvements. They serve to illustrate
the order of magnitude of potential benefits:

Supply Chain Optimization:
Streamlining procurement, forecasting,
and inventory management to reduce cost
of goods and working capital needs.
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Predictive Maintenance:

Using data analytics to predict and prevent
equipment failures, minimizing downtime
and maintenance expenses.

Sales & Marketing:
Automating and augmenting sales processes
to increase efficiency and revenue per cost.

Research & Development:

Accelerating product development cycles
and reducing development costs through Al
tools.

Customer Support:

Leveraging Al to handle routine inquiries and
support tasks at lower cost and higher
scalability.

By addressing these areas, Customer could
significantly improve its operating margin and
reinvest savings into innovation and growth.
The following sections analyze each area in
detalil, identifying current challenges and quan-
tifying the potential savings and performance
improvements that world-class execution could
achieve.
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Supply Chain
Optimization

Current Challenges & Cost Factors:
Customer’s supply chain encompasses raw
material and component procurement, inbound
logistics, production planning, warehousing,
and distribution to customers. Major cost dri-
vers likely include materials purchases, supplier
pricing, inventory carrying costs, and freight/
warehousing expenses. Bottlenecks common
in such environments are forecast inaccuracy
(leading to excess stock or stockouts), manual
planning processes, siloed data, and reactive
procurement that misses cost-saving opportu-
nities. In recent years, supply chain disruptions
(e.g. material shortages, logistics delays) have
also increased costs and lead times. These is-
sues manifest as high inventory levels, expe-
dited shipping costs, and lost sales when de-
mand cannot be met.

Improvement Opportunities: Embracing a di-
gital, Al-driven supply chain will unlock substantial
savings and efficiency gains. Key levers include:

Al Demand Forecasting:

Implementing machine learning for demand
planning can greatly improve forecast accu-
racy (reducing errors by 20-50%).
This translates into fewer stockouts and
overstock situations — studies show lost
sales due to stockouts can be cut by up to
65% with better forecasts. For Customer,
this means more consistent fulfillment of
customer orders (protecting revenue) and
less need to hold excess safety stock.

bluecallom.com

Inventory Optimization:

With  improved forecasts and digital
inventory management, Customer can safely
reduce inventory levelby as much as 20-50%
(in ambitious cases, leading companies have
cut inventories up to 75%). Lower inventory
directly frees up cash (working capital) and
cuts ware housing costs. For example,
Customer currently carrying, CHF 25 million
in inventory, a 30% reduction would release
CHF 8 million and save carrying costs (such
as storage and insurance) proportional to that.

Procurement and Spend Analytics:
Al tools can analyze spend data to
identify savings (better supplier terms,
bulk purchase opportunities, etc.). Automa-
ted spend management can yield ~10-20%
procurement cost savings by optimizing
supplier selection and negotiations. Customer
could use such analytics to negotiate
lower prices for high-cost commodities
or find alternate suppliers, potentially saving
millions in material costs (which are typically
a large portion of cost of goods sold).

Smart Sourcing & Supply Risk

Management: Al agents can monitor supp-
lier performance and external risk (market
prices, supply disruptions) in real time,
enabling proactive adjustments (e.g. ordering
early before a price hike, qualifying a
backup supplier). This reduces the risk of
costly last-minute spot buys or production

stops due to missing parts. Potential
savings and performance improvements that
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Logistics and Network Optimization:

By digitalizing logistics planning, Customer
can optimize freight routes, consolidation,
and carriers. McKinsey notes that a next-gen
digital supply chain can reduce transpor-
tation and warehousing costs by up to 30%
through efficiency. For Customer, better load
planning and warehouse automation (like
intelligent storage systems or AGVs) could
trim labor and shipping expenses significantly.

Order Fulfillment Automation:
Implementing  warehouse  management
systems, and possibly robotics for material
handling, reduces manual effort (cutting
administrative costs by up to 80% in some
supply chains) and speeds up throughput.
Faster, error-free fulfilment also improves
customer service (fewer mistakes, on-time
delivery).

Quantified Benefits:

Based on industry benchmarks, a fully optimi-
zed supply chain could realistically save Cus-
tomer on the order of 5-10% of supply chain
costs. Customer’s annual spend on materials
and logistics is approx. CHF 150 million, which
equates to CHF 7.5-15 million in cost savings
per year. In ambitious scenarios with advanced
automation, even higher savings are conceiva-
ble (some companies have achieved ~15%+
cost reduction). Case study shows using zero-
based supply chain redesign cut total costs by
9-15%. At Customer’s scale, double-digit milli-
on-franc savings are attainable with end-to-end
optimization.
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Moreover, working capital improvements from
inventory reduction could be huge: freeing 20—
30% of inventory would unlock several million
CHF that are currently tied up in stock. Service
levels would improve as well — backorder and
lost sales could drop dramatically (potentially
75% fewer lost sales), indirectly boosting re-
venue by ensuring Customer captures all de-
mand. One striking example in industry is Proc-
ter & Gamble, which used Al/loT to automate
warehouses and distribution centers and cut its
supply chain costs by about $1 billion annually.
While P&G is far larger, it illustrates the scale of
savings possible; even a fraction of that in pro-
portion to Customer’s size would be significant.

Summary:

By investing in supply chain analytics, Al fore-
casting, and automation, Customer can ad-
dress its bottlenecks (excess inventory, manual
processes, supplier risks) and achieve leaner
operations. We expect cost-of-goods reducti-
ons of several percent, inventory cuts of up to
one-third, and logistics savings around 10-20%
with ambitious execution. These improvements
could total ~CHF 10+ million in annual savings
for Customer while also making the supply chain
more agile and resilient to disruptions.
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Predictive Maintenance &
Operational Efficiency

Current Challenges & Cost Factors:

In Customer’s production facilities, unplanned
equipment downtime and suboptimal main-
tenance practices can be major hidden cost
drains. Every time a critical machine (CNC ma-
chine, molding press, assembly robot, etc.)
breaks down unexpectedly, production halts
until it's fixed — causing lost output, delivery
delays, and potential overtime or rush costs to
catch up. Traditional preventive maintenance
(e.g. servicing machines on a fixed schedule)
can either be inefficient (performing maintenan-
ce too early or too late) or miss early warning
signs of failure. Maintenance labor and spare
parts themselves are also a cost factor, and re-
active repairs (like emergency service or expe-
dited spare parts shipping) cost a premium. For
example, a study cited by Deloitte found downt-
ime can cost large manufacturers hundreds
of thousands of Euros per day. While Custo-
mer’s scale is smaller, even modest downtime
events can add up in lost productivity and late
orders. Bottlenecks here include lack of real-
time machine health data, reliance on manual
inspections, and separate systems for main-
tenance management that aren’t predictive.

Improvement Opportunities

Predictive maintenance (PdM) uses loT sensors
and Al analytics to foresee equipment issues
before they cause failures. By deploying sen-
sors on critical production equipment (presses,
vacuum system test rigs, etc.) and analyzing
parameters like vibration, temperature, motor
current, etc., Customer can transition from re-
active fixes to condition-based maintenance.
Key benefits and levers:
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Reduced Unplanned Downtime:

Al-driven predictive maintenance can cut
machine downtime by 30-50% typically. It
achieves this by detecting failure patterns
early — for instance, identifying that a
vacuum pump’s performance data indi-
cates an imminent breakdown in a few
weeks, so maintenance can be scheduled
proactively. Preventing breakdowns means
production stays up and running more often,
directly increasing output. If Customer cur-
rently has (hypothetically) 5% of production
time lost to breakdowns, cutting that to 2%
or 3% vyields a few extra percentage points
of available production capacity. That could
be worth several million CHF in additional
output per year (or equivalently, avoidance
of costly overtime/outsourcing to make up
lost production).

Lower Maintenance Costs:

By fixing issues at the optimal time
(not too late, not too early), PdM
avoids the high costs of catastrophic failures
and unnecessary routine maintenance.
Maintenance expenses can drop by up to
25% with predictive approaches. Savings
come from avoiding emergency repair
fees, overtime for technicians, and reducing
damage — a machine fixed at the first sign
of wear might need a small part replaced,
whereas if it ran to failure, it could require
a major overhaul. Also, intelligent scheduling
means less downtime during peak
production. For Customer, if annual main-
tenance spend (parts, labor) is, say,
CHF 10 million, a 20-25% reduction saves
~CHF 2-2.5 million annually.


https://bluecallom.com/

2\

Extended Equipment Life:

PdM not only prevents breakdowns but also
extends asset life by 20-40% through
gentler operation and timely care. Equipment
like CNC machines or vacuum testers, which
might need replacement every X years under
reactive maintenance, could run significantly
longer. This defers capital expenditures.
Although harder to quantify short-term, longer
asset life means Customer can spend less on
new equipment over a decade — effectively
a capital cost saving and improved return on
assets.

Improved Production Planning:

Knowing the health of machines in advance
allows maintenance to be scheduled during
non-critical times. Al can schedule repairs
during off-peak hours or between production
batches, minimizing disruption. This increa-
ses effective capacity and on-time delivery
performance.

Quality and Yield Gains:

Faulty equipment can produce defective
products or variability. By keeping machines
in optimal condition, predictive maintenance
also helps maintain consistent quality. Ad-
ditionally, some Al systems can adjust
machine parameters in real time to improve
yield. (In one case, an Al control system
for metal forming eliminated defects and re-
duced scrap, yielding 12.5% material cost
savings and 66% defect reduction at a
factory — showing how operational Al can im-
prove quality alongside maintenance.)

Energy Efficiency:

Well-maintained machines run more efficient-
ly, using less energy. Predictive maintenance
can thus indirectly reduce energy costs (for
example, a machine with failing bearings
might draw more powers; fixing it lowers con-
sumption). While we don’t have a specific
figure, this contributes to cost savings and
sustainability.
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Quantified Benefits:

For Customer, implementing predictive mainte-
nance across its production could realistically
yield maintenance cost savings on the order of
2-4 million CHF per year (via labor/parts/over-
time reduction) and avoid production losses
worth even more. Conservatively, if downtime is
cut in half, Customer might gain back a few per-
centage points of manufacturing time — poten-
tially translating to 2-3% of additional effective
capacity. With greater CHF 200 million in sales,
that capacity is equivalent to CHF 4—7 million in
value (either additional sales if there is demand,
or cost savings by not having to run overtime
shifts). Combined with direct maintenance ex-
pense reduction (~CHF 2-3 million), the total
economic benefit of predictive maintenance
could approach ~CHF 8-10 million annually
in an ideal scenario. Even in moderate cases,
many companies see strong results: Deloitte
notes companies adopting PdM have reduced
breakdowns by ~70% and cut overall mainte-
nance costs by 25%.

In terms of percentages, Customer could expect
up to 50% reduction in unplanned downtime —
significantly improving its production uptime
and schedule reliability. Maintenance budgets
could shrink by 20-25%. These are high-end
improvements; practically, even achieving half of
that would be impactful. Importantly, predictive
maintenance also reduces the variability in ope-
rations — fewer sudden disruptions — which has
knock-on effects like more consistent output,
better delivery performance, and improved em-
ployee safety (less frantic emergency repairs).
dustry is Procter & Gamble, which used Al/loT
to automate warehouses and distribution cen-
ters and cut its supply chain costs by about $1
billion annually. While P&G is far larger, it illustra-
tes the scale of savings possible; even a fraction
of that in proportion to Customer’s size would
be significant.
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Summary:

By deploying loT sensors on key equipment
and analyzing the data with machine learning,
Customer can transform its maintenance
from a cost center into a source of efficiency.
The company can expect fewer breakdowns
(80-50% less), longer machine lifespans, and
lower repair costs (up to 25% savings). In am-
bitious terms, this means potentially several
million CHF per year saved or gained due to
higher uptime and lower maintenance spend.

% BlueCallom

Additionally, these improvements would sup-
port higher throughput and quality, indirectly
boosting customer satisfaction and revenue.
Predictive maintenance is a cornerstone of the
Industry 4.0 “smart factory” and would com-
plement Customer’s reputation in automation
by applying cutting-edge practices in its own
plants.
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Use Case 001-Managing Agentic Al deployment
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Sales and Marketing
Efﬂ clen Cy (no internal data received)

Current Challenges: Customer sells its vacu-
um technology products globally, likely through
a combination of direct sales and distributors.
Key challenges in sales/marketing can include
identifying the best prospects, long B2B sales
cycles, and significant time spent on manual
tasks (like entering data, generating quotes, fol-
lowing up leads). Marketing efforts (trade shows,
campaigns) might not always vyield high ROI if
not precisely targeted. Without advanced analy-
tics, sales forecasts may be less accurate, fee-
ding into the earlier mentioned supply-demand
mismatches. Additionally, pricing and quoting
for custom solutions can be complex and time-
consuming for the sales engineers, representing
a process bottleneck.

Improvement Opportunities: Al and automa-
tion offer multiple levers to improve sales pro-
ductivity and marketing effectiveness, thereby
reducing the cost of customer acquisition and
increasing revenue:

Al-Powered Lead Generation and
Qualification: Machine learning can analyze
large datasets (web inquiries, past customer
profiles, market data) to predict which pro-
spects are most likely to convert to cus-
tomers. This helps sales teams focus on
high-probability leads instead of chasing many
low-value leads. According to recent data,
companies using Al in sales have seen reve-
nue increases of ~3-15% and significant im-
provements in lead conversion. In Customer’s
case, an Al-based system (or an “Al sales
agent”) could automatically score incoming
leads from, say, website inquiries or industry
lists, filtering out those with low fit and prio
ritizing attractive ones (e.g., a manufacturer
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in need of automation solutions). This saves
sales reps time and ensures their efforts yield
more orders for the same or lower effort.

Sales Process Automation:

Routine tasks like data entry, scheduling
meetings, or generating standard proposals
can be automated with Al assistants or RPA
(Robotic Process Automation). This reduces
administrative burden. One report noted that
35% of sales teams primarily use Al to aut-
mate manual tasks, freeing reps to focus on
closing deals. If Customer’s sales engineers
currently spend a chunk of time on paper-
work, automating that could effectively
let a smaller team handle the same sales vo-
lume (or a same team handle more volume).

Demand Forecasting Integration:

The sales function can use Al to improve
demand forecasting (in tandem with supply
chain). By analyzing customer inquiries,
economic indicators, and past trends, Al can
help sales and operations agree on a more
accurate sales plan, reducing the last-minute
surprises that lead to either lost sales or ex-
cess stock. (This ties into the supply chain
gains discussed earlier.)

Customer Analytics and Cross-Selling:
Customer can leverage its customer data to
find patterns — for example, an Al system might
identify that customers who buy a certain
vacuum gripper often need a specific spare
part 6 months later, prompting a proactive
sales offer. By analyzing customer purchase
histories and wusage, Al can suggest
cross-sell or upsell opportunities, increas-
ing revenue per customer with minimal cost.
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Marketing ROI Optimization:

Al-driven marketing tools can better target
advertising (like search ads or Linkedln cam-
paigns) to the most relevant audiences, and
personalize content. This can lower marketing
spend wasted on uninterested audiences. If
Customer spends marketing budget on broad
campaigns, narrowing targeting with Al could
reduce cost per lead. Additionally, Al can
create tailored content (for example, marketing
emails personalized to a customer’s industry)
which has higher conversion rates — boosting
the efficiency of marketing spend.

Dynamic Pricing and Quotation:

For custom projects, Al models can assist
in pricing optimization by learning from past
deals which configurations and features drive
value for customers. This can prevent under-
pricing (leaving money on table) or overpricing
that loses deals. Optimized pricing improves
margins and win rates. While hard to quantify
without internal data, even a small uplift in
average deal margin (say 1-2%) translates
directly to profit.

Sales Team Guidance and Training:

Al can also help shorten the ramp-up time for
new salespeople by providing conversational
guidance (forinstance, a chatbot that suggests
answers to technical questions during sales
calls, drawn from Customer’s knowledge
base). This increases the effectiveness of
each salesperson, potentially allowing the
team to cover more ground with fewer people.

Quantified Benefits: The direct “cost savings”
in sales and marketing primarily come from do-
ing more with the same or less staff and bud-
get. External benchmarks show that Al adop-
tion in sales/marketing can reduce overhead
costs by around 7-10% while also boosting
revenue. For example, a Duke University study
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found marketing teams using Al cut their mar-
keting overhead by 7.2% on average. If Cus-
tomer’s sales and marketing expense is, say,
CHF 30 million (a rough guess around 10-15%
of revenue), a 7% efficiency gain is ~CHF 2
million saved or reallocated. Moreover, sales
productivity improvements mean the company
can grow without proportional headcount in-
creases — effectively a cost avoidance as busi-
ness expands.

In terms of revenue impact, which comple-
ments cost savings, companies have seen lead
conversion rates improve by up to 30% with Al
assistance. If Customer increases its win rate
or lead volume significantly, it could add a few
percentage points to top-line growth. Even a
5% increase in sales (which is ~CHF 13-14 mil-
lion at their scale) greatly outweighs the cost of
implementing Al tools, though that is value gain
rather than cost reduction. Importantly, 83% of
Al-enabled sales teams report revenue growth,
vs 66% of those not using Al, indicating com-
petitive advantage.

Summary:

By leveraging Al in sales and marketing, Custo-
mer can streamline its sales funnel and reduce
waste. We estimate on the order of CHF 2-4
million in potential cost savings or productivi-
ty gains (through automation of tasks, better
targeting of spend, and optimized headcount).
Additionally, the company stands to increase its
sales efficiency — essentially selling more with
the same resources — which improves overall
profitability. In an ambitious scenario, Al-driven
sales could help Customer capture more mar-
ket share at lower cost, reinforcing its growth
objectives. While these savings might not ap-
pear as a budget line item reduction (often they
manifest as avoided new hires or reallocated
budget), they contribute to a leaner cost struc-
ture per unit of revenue.

Use Case 001-Managing Agentic Al deployment
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Research & Development
(R&D) and Innovation

Current Challenges: Customer’s product de-
velopment involves designing high-performance
vacuum components and systems, which can be
engineering-intensive. Challenges in R&D often
include long development cycles (iterating de-
signs, building prototypes, testing, refining), high
costs of experimentation, and the risk of projects
not meeting customer needs or being late to
market. Engineering teams may spend significant
time on trial-and-error or routine calculations, and
there might be a backlog of new product ideas
competing for resources. Bottlenecks could be
in concept generation (knowing what new solu-
tions to develop), design optimization (e.g. desig-
ning a gripper that meets custom requirements),
and testing/validation (ensuring reliability of new
products). In many firms, only a fraction of R&D
projects succeed commercially (historically ~30%
success rates), implying wasted effort that better
insights could reduce.

Improvement Opportunities: Al and digital tools
can dramatically accelerate and improve the
R&D process

Generative Design and Simulation:
Al-powered design software can autono-
mously generate and evaluate thousands of
design permutations for a part (for example, a
vacuum suction cup shape or a robotic arm
component), optimizing for specified goals
like strength or weight. This can cut down
the time engineers spend on manual CAD
iterations. For instance, some companies
have reported reducing new product design
time by over 80% using Al generative techni-
ques. Even if Customer achieved a fraction of
that, it could develop custom solutions for
clients much faster.
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Digital Twin & Virtual Testing:

Creating digital twins of products (virtual
models that simulate physical behavior) allows
extensive testing in software before any pro-
totype is built. Al can predict product perfor-
mance (e.g. how a vacuum gripper performs
on various surfaces) and identify potential
failure modes early. This reduces the number
ofphysical prototypes and tests needed,
saving cost on materials and lab time.
AstraZeneca, in a different industry, used Al
simulations to halve development lead times
by 50%, showing the power of such appro-
aches. For Customer, faster testing means
quicker launch or the ability to run more pro-
jects in parallel.

Knowledge Capture and Reuse:

Over decades, Customer’s engineers have a
wealth of domain knowledge (what designs
work, what failures occurred, etc.). Al know-
ledge management (like an intelligent search
over past projects or a recommendation sys-
tem) can help teams avoid “reinventing the
wheel.” For example, if a new R&D project
shares features with a past project, Almight flag
relevant data (test results, supplier info)
that saves time and prevents repeating
mistakes. This improves R&D efficiency and
outcomes.

Project Management & Predictive
Analytics:

Al can analyze project data to forecast time-
lines or risks. It could predict, say, that a parti-
cular development task is likely to run 2 months
late based on past data and current progress,
enabling managers to proactively allocate
more resources. This reduces costly overruns
and delays.
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Idea Generation and Market Fit:

Natural language processing (NLP) Al can scan
patents, research papers, and market
trends to suggest new product ideas or
improvements. For example, Al might identify
an emerging need for a type of gripper in the
electric vehicle battery production process
by analyzing industry news, allowing Custo-
mer to innovate in that direction early. This
increases the chances that R&D investment
hits the mark commercially (fewer flops).

Automated Testing and QA:

In some cases, robotics and Al can
automate lab testing. Customer could
use robotic test rigs with computer vision to
test suction cups or vacuum pumps
continuously under various conditions, with Al
detecting anomalies. This speeds up reliability

Quantified Benefits: The primary metric here
is time-to-market and R&D productivity. Lea-
ding adopters of Al in new product develop-
ment have seen development times cut by
50%. If Customer’s typical product develop-
ment takes 18 months, it could potentially be
reduced to 9-12 months. This time savings has
huge value: getting products to market faster
means capturing revenue sooner and beating
competitors. In cost terms, faster development
can mean fewer person-hours per project —
theoretically, allowing the same R&D team to
handle more projects or, if one chose, to achie-
ve the same output with fewer engineers. For
example, if R&D budget is ~CHF 20-30 million
annually, a 50% efficiency gain could equate to
up to ~CHF 10-15 million worth of effort that
can be redirected or saved. In practice, com-
panies usually reinvest that into more innova-
tion rather than cut it entirely, but the effect is
doubling the innovation output per franc spent.
Additionally, Al can improve the quality of R&D
outcomes — higher success rate of projects. If
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success rate improved from 30% to, say, 45%,
that means less sunk cost in failed projects and
more revenue-generating products from the
same input. This is a form of cost avoidance
(not spending on eventually failed ideas).

Industry example: a global appliance manu-
facturer (Beko) used Al in its design processes
and achieved a 46% reduction in time-to-mar-
ket for certain innovations. Another example is
that digital R&D tools can reduce the time to
introduce a new product by 60% in consumer
goods according to McKinsey. These figures
underscore the transformative potential. For
Customer, even a 20-30% reduction in de-
velopment time would be very beneficial.

Summary:

While R&D savings are not “savings” in the tra-
ditional cost-cutting sense (since companies
often reinvest gains into more R&D for com-
petitive advantage), the efficiency gained is in-
valuable. Customer can expect that Al-driven
R&D could accelerate development cycles by
a third to one-half, enabling it to bring more
innovative products to market each year or
reduce development costs per project signifi-
cantly. This might be translated to a notional
efficiency gain worth several million CHF an-
nually (through avoided prototype costs, fewer
tests, and optimized use of engineer time). The
ultimate benefit is strategic: faster innovation,
better products, and higher revenue — all whi-
le controlling R&D expenditure growth. In an
ambitious execution, Customer could become
an innovation leader, using Al to compress de-
velopment timelines and out-innovate compe-
titors at the same or lower cost base.

Use Case 001-Managing Agentic Al deployment
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Current Challenges: Customer’s products are
used in industrial settings, which means custo-
mers rely on them for critical operations. Support
requests can range from technical questions,
troubleshooting equipment issues, to ordering
spare parts. Traditionally, customer support might
involve phone or email inquiries handled by tech-
nical support staff or sales engineers. Challenges
here include the volume of repetitive queries (e.g.
installation instructions, maintenance procedu-
res), the need to provide swift support worldwide
(time zone issues), and the cost of maintaining
a knowledgeable support team. Additionally, dis-
patching technicians for on-site service or trai-
ning customers can be costly. Ensuring customer
satisfaction in support is crucial for repeat busi-
ness, but doing so with purely human teams can
escalate costs as the installed base grows.

Improvement Opportunities:
Al can dramatically improve customer support
efficiency and quality

Al Chatbots and Virtual Assistants:

These can handle a significant portion of
routine inquiries 24/7 For example, a chatbot
on Customer’s website or an Al assistant on
the phone can instantly answer common
questions (“How do | install this vacuum grip-
per?”, “What is the maintenance schedule for
pump X?”) by drawing from a knowledge
base. Modern conversational Al can unders-
tand and respond in multiple languages, im-
portant for a global clientele. According to
IBM, virtual agents can reduce customer
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service costs by up to 30% while improving
response times. For Customer, this could
mean clients get immediate help at any hour,
and human agents are only involved in com-
plex issues.

Knowledge Base and Self-Service:

Al can power smart knowledge base search,
so customers (and field technicians) can quickly
find solutions. By equipping customers with
self-service portals (guided by Al that suggests
relevant articles/videos), the need to contact
support is reduced. This lowers support ticket
volume.

Predictive Customer Service:

Using loT data from products in the field (if
Customer’s devices are connected), Customer
could predict when a customer will need a
replacement part or service and proac-
tively reach out. For example, if a vacuum
generator has a sensor and cloud connection,
Customer could alert the customer “Your unit
may need a filter replacement soon”
before it fails. This not only gene rates sales
of parts but also prevents downtime for the
customer - adding value and reducing
emergency support calls.

Automation of Service Processes:

RPA bots can handle tasks like processing
warranty claims, generating RMA (return
merchandise authorization) paperwork, or
scheduling service visits. This speeds up back-
office support processes and reduces manual
work.
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Augmented Reality (AR) for Support:

While not exactly Al, AR apps combined
with Al vision can let customers use a smart-
phone to get guided repair instructions
overlayed on the equipment. Customer
could deploy an AR support app where Al
recognizes the part the user
is pointing the camera at and provides step-
by-step guidance to fix or replace it. This can
cut down on the need for a technician to travel
on-site, saving travel costs and time.

Sentiment Analysis and Triage:

Al can analyze incoming  support
emails or feedback to gauge urgency
or sentiment, ensuring the most critical issues
get priority and routing the query to the right
specialist. This improves efficiency and
customer satisfaction, solving issues faster
with the right expertise.

Quantified Benefits: The cost savings from Al
in support come mainly from reducing the vo-
lume of human-assisted interactions. Industry
statistics show chatbots can handle up to 80%
of common inquiries (varies by business) and
overall customer support costs can be redu-
ced by about 30% with Al. If Customer cur-
rently spends, for example, CHF 10 million on
customer support (including staff, travel, etc.),
a 30% reduction would save ~CHF 3 million
annually. Even if support costs are lower, the
proportional saving is significant. These sa-
vings manifest through needing fewer support
agents as the Al handles basic queries, and
through lower costs of issue resolution (fewer
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on-site visits, less downtime compensation,
etc.).

Additionally, faster and proactive support en-
hances customer loyalty, likely leading to re-
peat sales — a secondary benefit. Customers
who get quick answers via chatbot or who ex-
perience less downtime because of predictive
service are more apt to buy again or recom-
mend Customer, potentially increasing revenue
or market share (though this is hard to quantify
in the short term).

Summary:

By implementing Al in customer support, Cus-
tomer can improve service levels while cutting
associated costs. We anticipate an ambitious
effort could reduce support labor and opera-
tions cost by roughly 20-30%, translating to a
few million CHF saved each year. At the same
time, customers would benefit from instant
responses and proactive service, maintaining
satisfaction without the need for linear growth
in support headcount. This is a classic exam-
ple of doing more with less — handling a larger
installed base of products in the field without
a commensurate increase in support costs.
Over the long term, such Al-enhanced support
operations can scale efficiently as the business
grows, preserving margins and keeping custo-
mers happy.

Use Case 001-Managing Agentic Al deployment
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Conclusion and
Recommendations

In conclusion, Customer has significant opportu-
nities to drive efficiency gains and cost savings
across its entire value chain by harnessing Al and
automation. Based on external benchmarks and
industry analogs, we estimate that an ambitious,
well-executed transformation could yield on the
order of 10-15% reduction in operating costs,
which for Customer would be on the scale of
CHF 20-30 million annually (roughly estimated).
These savings come from multiple sources — pri-
marily supply chain and production optimizations
— without compromising output or quality. In fact,
many of these initiatives simultaneously improve
performance, agility, and customer satisfaction (a
true win-win).

Key expected outcomes with ambitious exe-
cution include:

Lean, Responsive Supply Chain: Lower pro-
curement and logistics costs, significantly re-
duced inventory (freeing up cash), and far fewer
lost sales due to stockouts. Customer can
expect supply chain cost reductions in the high
single digits percent, by eliminating waste and
leveraging data (as evidenced by Supply Chain
4.0 leaders).

Highly Efficient Production: Near-zero un-
planned downtime and optimized mainten-
ance schedules, leading to higher throughput
with the same assets. Maintenance spending
drops while equipment uptime rises sharply,
improving OEE (Overall Equipment Effective-
ness) and on-time delivery.
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Scalable Front-Office Operations: Sales and
support functions that scale with Al — mea-
ning Customer can grow sales without linearly
growing headcount, and support more cus
tomers brilliantly without ballooning costs. This
includes smarter sales processes Yyielding
more revenue per sales franc, and support
that can handle more volume at lower unit
cost.

Faster Innovation Cycle: An R&D organization
that can innovate faster and at lower unit cost,
delivering new products to market in half the
time it used to take. This not only trims de-
velopment costs per project but also drives
future revenue and market leadership.

Improved Margins and Competitive Edge:
Collectively, these improvements should bolster
Customer’s profit margins (through cost re-
duction) and competitive position (through
better service and faster delivery of innovation).
In industries like manufacturing, companies
that fully embrace digital transformation can
achieve EBITDA margin improvements of
several percentage points, which is consistent
with the opportunities outlined for Customer.
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Recommendation: Customer should prioritize a
roadmap that targets supply chain and predictive
maintenance first (given their high impact), while
concurrently piloting Al in sales/support and lay-
ing the groundwork for Al-driven R&D.

Early wins in inventory reduction or downtime
avoidance can fund further digital initiatives. It’s
important to note that realizing these savings will
require investment in technology (systems, sen-
sors, software) and capability building (training
staff, possibly hiring data scientists or partnering
with Al vendors). Change management is also
crucial — teams must adapt to new workflows
and trust Al-driven insights.

By setting bold targets (e.g. “reduce inventory by
30% in 2 years” or “cut unplanned downtime by
half within a year”) and tracking progress, Cus-
tomer can drive the organization toward these
ambitious efficiency gains. Regular review of KPI
improvements — like forecast accuracy, mainte-
nance response time, or support ticket resolution
cost — will help ensure the projected benefits ma-
terialize.

Ultimately, with ambitious execution, Customer
can expect high-level savings on the order of
tens of millions of CHF (perhaps ~10% of re-
venue), alongside qualitative benefits like faster
deliveries, better product quality, and enhanced
innovation capacity. These improvements will
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position Customer to continue its growth tra-
jectory safely and sustainably, even amid global
risks, by operating as a truly “smart” enterprise.
The journey will incrementally unlock value: from
a leaner supply chain to a smarter factory floor
to a more dynamic marketplace approach — se-
curing Customer’s status as an industry leader in
both its products and its operations.
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