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SIMA UK AND IRELAND ONLINE SHOP UP AND RUNNING
In addition to the current website aimed at suppliers and distributors, the new website, www.simasa.co.uk, can be used by the end user to make purchases online.  

SIMA has chosen the UK and Ireland to launch its first B2C (Business-to-Consumer) online shop because, in the words of SIMA Financial Director, Antonio Muñoz, “the UK is the most advanced country in Europe when it comes to buying online”. Moreover, compared to other countries, the company does yet not have a huge presence in the UK and Ireland. “Up until now our focus has been on manufacturing on private label for our UK customers”, points out Mr Muñoz.

Advertising will be carried out online through search engines and search engine optimisation (SEO) campaigns, the launch of www.simasa.co.uk will only require minor investment. “We prefer to be more creative and invest less”, adds Muñoz.

An innovative project that benefits the user
For some time now, SIMA has been engaged in international expansion through a number of different initiatives. The company sees this launch is a further step forward in this process. “In the past, we have always sold online to leasing companies or distributors and never to the end user but we expect this tool to be a success”, says Antonio Muñoz. 

This will be the company’s first online shop aimed at the end user. SIMA is one of the few companies to adopt this strategy and it does have its difficulties. The Financial Manager summarises this by pointing out that: “the online client can jump from site to site with the click of a mouse and customer loyalty is low in comparison with offline clients”. 
Despite the potential difficulties, outstanding advantages of this tool include the convenience of buying online and, even more importantly, the price. The final customer can save up to 50% on the price of the machine by dealing directly with the manufacturer, thereby saving costs added by dealers. Users can therefore buy products specifically adapted to the British market at lower prices, including the range of masonry and rebar cutters, power trowels and consumables. In addition, these products can be repaired in the United Kingdom should the need arise, thanks to the after-sales service facility to be opened there by SIMA. 

Another advantage comes in the form of fast delivery times of between 3 and 5 days (standard delivery) using logistics operators such as DHL and TNT. Orders will be dispatched from Granada aswell as the recently inaugurated Nuremburg Logistics centre. 
Forecasts and expansion
If the project meets expectations, SIMA estimates a sales volume of between €100,000 and €120,000 in the first year. Once the site is in operation it will be necessary to see how many visits it obtains, correct possible errors, look at how deliveries work, etc., in order to draw up more precise forecasts. 
Antonio Muñoz emphasises that “If the results are good, our aim is to study the possibility of doing the same thing in other countries, such as the United States, for instance. We therefore see this as a test platform for other markets”.

In any case, SIMA has demonstrated that its expansion plans outside Spain are progressing successfully. Since 2009, the company has continued to grow, “as a result of a lot of hard work”, and has achieved an export rate of 80%. These figures only serve to confirm that the company strategy is the right one for the current environment.

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 top three leading European manufacturers. It has an annual production capacity of over 25,000 units, including building material saws, 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 80% 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 which is an absolute priority at SIMA. 
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