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Your partner in potatoes



Lamb Weston launches
   its customer portal to boost
   collaboration with customers!

Lamb Weston / Meijer supplies fries and potato 

products across the globe and its mission is to be 

a genuine partner for its customers. A partner who 

goes beyond the role of supplier. To emphasise 

this mission, the partnership rationale has been 

unmistakably embedded into the brand, with Lamb 

Weston / Meijer promising its customers to be ‘Your 

Partner in Potatoes’. Nowadays, with convenience,

efficiency, and 24/7 business are key, innovating 

was a logical step towards even better support for 

customers. To this end, Lamb Weston / Meijer linked 

up with IT Professional Connect Holland, who built 

the foundations for the portal structure.



Process optimisation through efficient practices

Our company currently receives dozens of orders 

every day, in unstructured formats such as e-mail 

or an Excel form. In order to process these orders 

properly, they are entered into the order system 

manually, which is time-consuming and prone 

to errors. What’s more, many restaurant owners 

and chefs order their Lamb Weston fries through a 

wholesaler, which creates distance between the 

supplier and the customer. A smart solution was 

required, one that offered advantages for us as well 

as for our customers in particular. The idea for the 

new customer portal was born.

“This customer portal means 
we are actively working on 

the creation of new business 
opportunities for our customers.” 



The customer portal as a partnership tool

The customer portal is a personal, closed platform 

within our corporate website, for procurement 

organisations, wholesalers, and the likes. Our range 

of products is listed on the platform, and orders can 

be placed directly. The customer also has insight into 

his invoices and personal data history, and there is an 

option to contact the Customer Service directly. 

This is the perfect way to shift our focus from 

order processing to service provision and advice. 

Something we value highly as ‘Your Partner in 

Potatoes’. If a customer buys from a wholesaler, 

the portal can also be used to find out more about 

specific product properties and/or the services 

we offer. 



New business opportunities with menu engineering

In addition, the customer can use our menu 

engineering tool on the platform. This calculation tool 

can be used by the foodservice business owner or 

chef to create insight into the turnover, effectiveness, 

and new opportunities for his current dishes. As 

well as specific tools, there is the unique feature of 

instantly sharing tips from other chefs to achieve 

more with your menu. This way, we are creating 

new business opportunities for all our customers - 

whatever their needs.

“Offering your customer exactly the 
right product they (unknowingly) 
needed, that is what a genuine 

partner does.”



Investing in great customer experiences

Thanks to the smart structure of the portal, we 

can invite a select group to test a new product, for 

instance, or share recipes and highlight a certain 

product to specific foodservice business owners 

and chefs if we know they (often unknowingly) need 

this product. So, the portal makes it much easier to 

offer the exact product your customer needs, which 

in turn will lead to mutual trust and great customer 

experiences. 

The interaction within the customer portal means 

we are aware of what is happening in the market, 

allowing us to adapt our product range, services 

and advice. In addition, it offers us the opportunity 

to enter into meaningful dialogue in this safe 

environment. All in all, the perfect foundation for an 

unshakeable collaboration.

 

The future is all about working together

Lamb Weston / Meijer’s wish to cultivate long-term 

collaborations does not just stretch to (potential) 

customers. At an earlier stage, for example, Connect 

Holland very successfully developed the entire Lamb 

Weston / Meijer corporate website. This resulted 

in Connect Holland being the logical choice for a 

partner in the realisation of the Customer Portal. 

Here, both parties decided on a long-term solution 

too: Connect Holland based the new portal on the 

Cloud services from AWS, which link with SAP, 

among others.

The speed and scalability of AWS will help Lamb 

Weston / Meijer over the coming years with the 

continued rollout and expansion of the platform, 

such as the optimisation of the functionalities and 

expansion into target groups. What’s more, AWS 

can also be used as a basis for the development of 

additional applications and platforms as extensions 

to the current Customer Portal. This offers extra 

opportunities for the future. 

The MVP / basic version of the Customer Portal was 

completed within 3 months, and scored a 9.5 out 

of 10 in initial user tests. A good result that couldn’t 

have been achieved without the great collaboration 

between the IT specialists at Connect Holland and 

the food specialists at Lamb Weston / Meijer. 

A great example of how a good partnership pulled 

out all the stops to create more time - through the 

Customer Portal - for the wholesaler and restaurant 

owner, as well as Lamb Weston / Meijer, to focus on 

the opportunities in foodservice. After all: you can 

achieve more if you grow together!

 


