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CLIENT CASE STUDY 

COMPANY BACKGROUND
Scania South Africa (Pty) Limited, established in 1995, is a wholly-owned 
subsidiary of Scania in Sweden. It markets the full range of Scania trucks, buses, 
coaches, engines and spare parts in South Africa.

Scania’s objective is to provide the best profitability for its customers throughout 
the product life cycle, by delivering optimised heavy trucks and buses, engines 
and services.

Scania aims to build long-term relationships with its customers and is dedicated 
to the customer’s business all the way – from specifying the best adapted vehicles 
to providing service and support in day-to-day transport work.

HOW SCANIA USE TRUCKSCIENCE
When approaching prospective customers, Scania salespeople research the 
routes, configurations and payloads of the operator and then use TruckScience to 
identify the optimal configuration for the job.

Sales representatives are able to go into a meeting with a transport manager, 
armed with a comprehensive report detailing the “full package”, including the 
recommended optimal configuration, estimates of fuel consumption and 
recommendations for costing the job.

“Choosing a new vehicle is serious business and we want to be seen to be serious about 
helping our customers to make the right choice.  The reports are extremely 
comprehensive.  TruckScience enables us to go beyond selling just a truck to selling a 
complete transport solution.  We provide answers before the questions are even asked.”

Theuns Naude, Senior Sales Engineer at Scania SA

Transport managers also request TruckScience reports from Scania dealers, to 
strengthen their case when motivating to purchase a new truck model, along 
with a trailer or body and accessories.  TruckScience calculates Total Cost of 
Ownership, outputting a cost per kilometre which takes into account all of the 
costs associated with a job, from drivers’ salaries to the toll fees payable on the 
route.  Operators come to rely on their truck dealer for information that affects 
the bottom line of their business.

 “The Route Simulation feature is incredibly flexible, in that you can simulate the 
performance of a vehicle with actual payload over any route and not just specific 
routes provided by OEMs’ own systems.  In our experience, TruckScience fuel 
consumption estimation figures, when compared to actual figures taken from the 
vehicle's onboard computer system, are within 3-4%.  You can’t expect to get more 
accurate than that.”

  Theuns Naude, Senior Sales Engineer at Scania SA

Using TruckScience, Scania salespeople collaborate with the customer’s chosen 
body builder to specify the optimal configuration of body and accessories for the 
customer’s job.  In this way, a lot of the headache of procurement is taken away 
from the transport manager.
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LOCAL INFORMATION
TruckScience is pre-configured 
with local legislation, as well as 
trailers, bodies and accessories 
from the local market, which all 
adds up to a time saving of 
about 1.5 hours per calculation

PROFESSIONALISM
By cutting out the back and 
forth between customer, 
dealer and engineer, 
salespeople are able to offer a 
much more professional 
service to customers and the 
sales cycle is shortened as a 
result.

SUPPORT TRANSPORT 
MANAGER
Dealers support Transport 
Managers by providing them 
with the information they need 
to do their job
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