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If companies wish to meet and overcome the multitude of chal-
lenges that face them in a highly competitive market, they need 
to focus on three important principles – people, professionalism 

and passion. 
Underpinning any successful company’s sustainability in a market 

that has suffered through a number of economic recessions, is an 
unwavering commitment to customer satisfaction. This is achieved 
through a constant and careful analysis of market trends and  
specific customer needs. Skilled and knowledgeable employees play 
an enormous role in developing and nurturing long-term relationships 
with their customer base. By entrenching themselves in the business 
operations of their customers, they are better able to ascertain what 
solutions work best for the customer in a particular application.

People are the crux of any successful organisation. By training and 
upskilling employees, companies are able to stay abreast of current 
market trends and technology. This knowledge should then be trans-
ferred to customer installations, where solutions precede products. 

One can very easily lose sight of the fact that technology on 
its own, is of little use. It is what you do with the technology, in 
an application-appropriate manner that is important. You have to 
leverage the experience that your team has gained in the field and 
apply this to each customer’s niche requirements in a systematic 
and logical manner.

As a result of the dearth of applications knowledge inherent in the 
market, responsible-minded suppliers need to step up to the plate 
and fill this knowledge gap. Here, a supplier with a strong and quali-
fied team of specialists can provide their customers with the badly 
needed application solutions experience they require. This differenti-
ates serious market players from those companies who simply move 
boxes on the internet and provide little or no technical support for 
their products. 

Anyone can buy a sensor on the internet but they have little way of 
knowing whether it is the correct product for its intended use. The 
savings they achieve in buying products online are generally short-
lived and result in a host of other costs down the line. This can include 
product failure or even process system failure, either of which will 
result in expensive downtime.

There is a critical shortage of skills globally and this is very  
evident in the inability of many large organisations to ascertain 
which products will work best in their own processes. It is contingent 
upon instrumentation suppliers to assist the industry by providing 
supportive technical input. When suppliers offer their services to 
analyse customer processes and devise a comprehensive solution 
that provides them with best practice in each instance, they will 
be able to alleviate the headaches caused by the lack of in-house  
applications experience. 

Think people, professionalism and passion… and overcome the challenges.
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This value-add service should form an integral part of a company’s 
offering to its customers. It is tempting to ignore the issues that arise 
from the selection of unsuitable products from third party suppliers. 
However, as a responsible instrumentation supplier, one should view 
this as a challenge to right the wrongs and assist clients by applying 
the correct technical knowledge transfer.

These scenarios are most often seen where a sensor has been 
purchased online and where not only did the sensor not match 
the application requirements, but also where the customer had no 
recourse in terms of receiving aftermarket support for the product. 
The market needs to understand that there is no silver bullet when it 
comes to purchasing sensors. Each sensor has a specific purpose and 
depending on the application, specific models will be more suitable 
than others. We are hoping that through combined supplier efforts, 
customer companies will realise the true value of purchasing from 
reputable suppliers who provide the value added benefits.

Another challenge faced by suppliers today is the ability to retain 
sufficient stockholding of products. The knock-on effect of the global 
accessibility to online product purchases, albeit with no value added 
benefits, is that more customers are now demanding products in 
real-time. Lead times are critical and in order to meet demand time-
ously, suppliers are forced to increase their stockholding of products.

However, it is not merely a case of doubling up stock levels, 
but rather carefully analysing the current market and selecting the  
correct products required at that point in time. It would be impossible 
to achieve this level of intuition without having an intimate knowledge 
of the market sectors served. Not only does this apply to the South 
African market, but likewise to the cross border companies who use 
sensing solutions. This once again underlines the importance of being  
able to access an extensive intellectual property database of best  
fit for each application.

In an effort to remain committed to serving the needs of its 
customer base, companies should ensure that their technical teams 

participate in regular formalised applications knowledge sharing  
sessions. By discussing past and current projects and indicating what 
solutions are available to optimise customer processes, employees 
are able to alleviate much of the skills shortage that is apparent in 
South Africa and globally. The end result is an extensive database of 
applications knowledge that is sought after by customers. In order to 
encourage stronger economic growth and sustainability in southern 
Africa, suppliers need to make their capability resources available to 
the wider market.

Conclusion

Ultimately, the success of any organisation will hinge on its abil-
ity to acquire and retain sought after skills. The challenge is not  
insurmountable. By nurturing and encouraging in-house skills, pro-
viding employees with training on new technology and by exposing 
them to the widest possible range of applications, it is possible to 
develop a new generation of skilled instrumentation and process 
control engineers and technicians. There is simply no replacement for 
employees who are passionate about the solutions they develop for 
their client applications. This is evident in the solid reputation that fol-
lows suppliers who value both their customers and their employees.
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southern African supplier of sensing, measurement, counting, switching, 
monitoring and positioning instrumentation. In operation for more than thirty 
years, the company has the full backing of its German principals and offers a 
complete technical advisory service for the most effective use of its products 
in automotive and other branches of engineering.
Enquiries: Tel. 011 615 7556 or email bryant@countapulse.co.za.
Visit www.countapulse.co.za.

Anyone can buy a sensor on the internet -  
but they have little way of knowing whether it is 

the correct product for its intended use.


