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SIMA ACHIEVES 75% OF TURNOVER THROUGH ITS B2B WEBSITE 
The SIMA B2B website has enjoyed such great success since its launch two years ago that online sales currently account for 75% of the turnover of the Granada-based company. 
This tool offers multiple services to make procedures considerably more user-friendly for clients.  
In the words of Antonio Muñoz, Financial Director at SIMA, “the success of the website revolves round the product information we offer and the ease with which clients can order parts. The client can indicate on a graph exactly what he requires, see what he is ordering and observe the technical features”. 

This system has significantly reduced errors while placing orders and has allowed the company to free administrative staff from much of the routine work, enabling them to devote more time to customer service.  
However, it has not been an easy path to the current situation. “The first six months were hard because we belong to a very traditional sector and clients were used to using the telephone and fax. Little by little we familiarised them with the process and trained our staff to help them come to grips with the online system. It has been an incredible effort, but one that has been very worthwhile and we continue to add enhancements”, points out Antonio Muñoz.

Benefits of the B2B website
This is a channel of great utility that enables the client to carry out a number of operations: acquire machinery and parts, access comprehensive information on products and orders, consult delivery status and obtain customised offers. It provides a valuable source of visual information, with over 100 videos (5,000 visits to date) on the operation of machines, how to carry out maintenance, etc. “Moreover, on the B2B website, the client enjoys a 2% discount on purchases, which is a great incentive”, says the Financial Director of SIMA. 
International clients, such as ZAKLAD PRODUKCYJNO HANDLOWY (Krakow, Poland), are very satisfied. Piotr Winiarski points out that “we have been working with SIMA for years and we are very happy with them. The B2B website is excellent. It has never given us any problem when placing orders nor are there any errors in response times. Moreover, the 2% discount is very attractive”.

This tool provides benefits for the client and also aids the smooth running of the company, due to the fact that it is integrated into the SAP platform. This enables data to enter the system directly, thereby enhancing sales planning and consequently reducing lead times, which can be as low as 24 hours in Spain and Europe.  

The reaction in Spain is equally positive. Javier Molina, of MAQUINARIA Y SERVICIOS GARMO (Jaén), confirms that “it works very well. It is practical and useful. We do all our purchasing online and the orders always reach us on time”.

In addition, the SIMA website provides a shop window that showcases all new product launches and ranges and gives relevant data to facilitate the client with in-depth product information. “For example, we have updated the range of floor and table saws and this is indicated immediately on entering the website”, says Antonio Muñoz. In this way, there is easy, instant access to the machines and their technical features. 
The Purchasing Department of METALÚRGICA ANDALUZA DE ALQUILERES (Granada), which uses the website to acquire machines, core bits and blades, agrees on this point: “the products are easy to find and the website is extremely useful”.

International success
Thanks to its great commitment to improvement, with this and other initiatives geared to the internationalisation of the company, SIMA is reaping the benefits of its efforts. Exportation is now a great strength of the company and although SIMA boasts many loyal clients in Spain, Latin American and Arab countries currently represent its largest markets. As regards Spain, “sales of parts and blades have increased by 60%, because in these times of crisis, people opt to repair rather than buy new machinery. Orders tend to be small but very regular”, adds Antonio Muñoz .
Enhancements to the website
The SIMA B2B website is a dynamic tool that is constantly updated. “We are working on a number of areas to further enhance this tool, because the key to the future of online distribution lies in the development of the channel”, emphasises the Financial Director of SIMA. 

Highlights of improvements carried out to the website are: the inclusion of more languages to supplement the existing three (English, French and Spanish); new functions (an option for the configuration of machines to facilitate client decision-making is currently being developed); and enhancements to website use, such as a section where clients can advertise and sell used SIMA machinery to other clients.
GRUPO SIMA: Innovation and service
SIMA, S.A. is a family owned group of companies founded in Granada in southern Spain. The company has 40 years of experience in the design and production of light construction machinery. It is the market leader in Spain and is amongst the three leading European manufacturers. It has an annual production capacity of over 25,000 units, including building material cutters, pavement and surface treatment machines and rebar cutting and bending machines. SIMA has a total manufacturing area of 30,000 m2.

Its professional sales team enables SIMA to export 75% of its production to 52 different countries worldwide. The main competitive advantages of this innovative group are: the high quality of its products, constant innovation, and the unbeatable customer service born of the customisation and dedication which is an absolute priority at SIMA.  
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