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A STRATEGIC FIT IS NEEDED

Konecranes Vision

We know in real time how millions of lifting 

devices and machine tools perform. We use this 

knowledge around the clock to make your 

operations safer and more productive. 
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“Work underground as long as 
you can – publicity triggers 
the corporate immune system”

- Gifford Pinchot, ”Intrapreneuring”
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The need is 
clear
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I really like 
this guy
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Do you 
have  
control of 
your 
materials?
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How much 
time do you 
spend 
searching 
materials?
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Really? It 
doesn’t look 
like it…
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The original idea was created at 
a startup Konecranes adviced
and financed

Konecranes Agilon

• pallet-free handling of materials below 25kg

• Linking information to material flow with

• Exact inventory based on weight change

• Full traceability

• Automatic reordering

• Sharing of data within supply chain
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Go fast to market with your loyal
customers

• End of 2012 the first Agilon sold to M-
components, Hämeenlinna

• 2013 Launch event at Tampere factory

• Lankapaja, Lemminkäinen, Lajupek, Wurth, 
SSAB, Outokumpu…
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Moving goods away from
floor – Hydroline Oy
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Typically 3 years fixed period with all-inclusive 2000-6000€ monthly fees

Faster decision making and lower risk

1. Investment processes take more time

2. Used in processes that change all the time → Modular product → Lower risk

3. Easy to get rid of if not needed anymore → Lower risk

Most important is that customer calls you if any change is needed to their process

Nowadays we do sell the equipment but service content is always the same no matter if
customer owns it or not

Sold as a complete service since the beginning

12



Getting local team onboard

• When opening new countries challenging to 
get first reference customer

• We asked local team to setup meetings with
customers to evaluate if there is market for a 
new innovative product
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The battle of the local profitability

• The biggest challenge is internal – For people
who are protecting the profitability of their
business it is difficult to accept the needed
investment in new competences

• The traditional means are carrying the cost
centrally, subsidizing, marketing support, 
transfer pricing etc.

• We productized even the preventive service
tasks for Konecranes Service to be able to 
manage them to increase their profit
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We started to look into 
retail
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Easy to find applications
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What do you have in size
10?
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Starting the K-Group 
cooperation
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Delivered 11 units to K-
group stores
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Grocery pickup
automation is booming



Learnings

• Make sure you have the right team and keep
them motivated

• Be persistent to battle the internal fight

• Open many opportunities as you don’t know
which one will start populating – At least one
of them will

• Make sure you have the right leaders in the
different phases of the project
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