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“Participation in the program has expanded to include a perspective on the market and
customers. He made us aware of the possibilities and our potential, which is why we have
developed an innovative project,” says Zbigniew Zawislak, CEO from the company Danzap
Agro, which started its activity in 1996 as an authorized dealer of milking systems and milk
coolers (GEA Farm Technologies, formerly WestfaliaSurge).

In 2005, the company started cooperation with John Deere, a world leader in the sale of
agricultural tractors. Therefore, PW DANZAP had to undergo a reorganization, consisting in
specializing a suitable, fast-acting service and training of sales representatives.

Danzap is today a thriving company dealing with sale of agricultural machinery and spare
parts, providing agricultural machinery service (inspections and warranty and post-
warranty repairs, agricultural machinery repairs), consultancy regarding the construction
and modernization of barns and comprehensive care of milking equipment and milk
coolers (sale of spare parts, equipment service).

A new service was developed

As part of the workshops using the service innovation methodology, a new service was
developed in the company, related to the scope of existing activities. This service that
will also allow the company to enter new markets and reach new customers.

The premise of the new service is to launch an early information and warning service for
farmers about atmospheric conditions in a given location.

The designed system will be based on collecting weather data from its own local weather
stations connected in a network and supported by mechanisms of machine learning and
artificial intelligence. The main difference between existing solutions (government RSO
system) will be the "locality” of forecasting, i.e. the data will be analysed for small areas.
This solution gives greater forecasting precision.

Service clients can be divided into two groups: municipalities and individual clients.
Farmers will constitute the main group among individual clients. Services supporting
modern agriculture will be prepared for them: soil moisture measurements, sowing,
fertilization, spraying and harvest planning.

Currently, a competition application has been prepared to obtain financing for the
implementation of the project assumptions in the incubation formula. Financing will
come from the European Union - Eastern Poland Operational Program, Sub-measure 1.1.1
Starting platforms for new ideas.

Interview with external expert, Technologie- und
Grinderzentrum Bautzen, Germany

What is the ideal ratio between providing products and services to customers for a
company?

For strategic long-term reasons a ratio of 20:80 or 80:20 allows a focus on the more
profitable segment. For short term or midterm scenario is any ratio that boosts the
company s innovative potential and day to day liquidity fully acceptable.

At what stage in its development should a company look into servitisation?
Servitisation should be investigated periodically at every company stage, at least once
a year.

Which industries are most suitable for servitisation?
All industries can profit from servitisation.

What are some of the major benefits of servitisation for a company?

Intensified know-ledge of customer needs that may lead to further product
developments. Different scale of earnings with typically different time to revenue can
lead to a more balanced distribution of earnings and more financial stability.

How long does it take for servitisation to bring income in for the company?
6-12 Months, depending on marketing lead time up to 2 years.

What are the implications of growth of servitisation for the global market?
Excellent

What future do you see for servitisation in the manufacturing sector?

For products with “explainable parts” - software, automated equipment, production
machinery a growing amount of revenue may come from service, maintenance,
installation.

Does servitisation increase competition between companies that are in the same
niche?

No - it will in fact allow a better focus on specific market segments, thus companies
may focus on what they know best.

What advice would you give to companies starting to implement servitisation?
Create different business scenarios with different tools and most important: talk to
your customers and your potential additional customers at an early stage.

Do you see servitisation becoming the main type of income in Industry 4.0?
Yes.
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