
 

Increased Productivity with SuperOffice 

"In the last five years we've had average growth of 15% – with the same number of 

sales staff. We wouldn't have managed that without SuperOffice." Michael Knobloch, Director of 

Marketing and IT and member of the board of directors at HAWE Hydaulik. 

 

 

Figure 1 SuperOffice CASE STORY:  

The Challenge 
HAWE Hydraulik is a leading 
manufacturer of technologically 
advanced and high-quality hydraulic 
components and systems. The 60 year 
old company today employs over 1,800 
staff worldwide and has developed a 
broad sales network. Its headquarters in 
Munich, together with six further plants 
in Germany and thirteen subsidiaries in 
Europe, America and the Asia-Pacific 
region achieve revenues of €238 million 
(2007). To accommodate the 
company's rapid growth, an effective 
CRM system was needed. The 
challenge was to combine different 
information from Sales, Construction, 
Quality Management, Logistics and 
various other areas, in order to 
guarantee an excellent customer 
service. "There used to be no such 
thing as CRM, we had no sales support. 
You never had all your information in 
front of you. We were looking for a 
solution which was simple and intuitive 
to use,"  explains Michael Knobloch, 
Director of Marketing and IT at HAWE 
Hydraulik.  "The implementation took a 
good half year. But you've got to 
remember that we started at zero. 
Groundwork had to be done and 
important issues clarified. From the 
beginning there was a project leader 
who was responsible for that, who 
worked with a member of the Marketing 
team, a member of the Sales team, and 
with the Director of IT. Later on in the 
project, depending on requirements, 
there were four to five staff each from 
the departments of Sales, Customer 
Service and the construction-related 
areas involved," says Michael 
Knobloch. When the decision was 
made to invest in a CRM solution at 
HAWE Hydraulik it was agreed that the 
system should be implemented 
throughout the group. "Today we use 
the same interfaces for our foreign 
divisions, even though other ERP 
systems are in use there." 

The Solution 
The choice fell in favour of SuperOffice 
thanks to its clear structures, its user-
friendliness and the manageable scope 
of input needed to adapt the system to 
the special requirements of HAWE 
Hydraulik. "The consultant from 
SuperOffice supported us very well and 
stopped us from getting bogged down 

in too many details." Diana Klausmann, 
Marketing at HAWE Hydraulik explains 
the decision. HAWE Hydraulik uses 
SuperOffice in the areas of Sales, 
Customer Service, Quality 
Management, Systems Engineering, 
Marketing and Sales Support. The 
main users are the sales-related 
areas, namely the sales force itself, as 
well as Marketing and Customer  
Service. Staff can look for and store 
information in SuperOffice, but they can 
also find answers. Which is why the 
tools are particularly well maintained 
and updated. As a result, the degree of 
utilization is very high – approximately 
80 per cent. HAWE Hydraulik uses the 
standard system from SuperOffice for 
its CRM, with additional mobile and 
remote solutions for the sales force.  
SuperOffice Saint is used to identify and 
provide special care for certain 
customer groups. 

The Success 
A major discernible benefit is the 
reduction and cleansing of data. Since 
SuperOffice was introduced, the work of 
the individual staff has changed 
significantly. "For some it was indeed a 
huge readjustment. The young staff 
often found it easier than the 'old 
hands'. However, it looks like the 'old 
hands' will turn out to be the power 
users. The older staff are sharing their 
experience in the form of information 
stored in the CRM for the other 
members of the team. A transfer of 
knowledge is taking place." the Director 
of IT and Marketing, Michael Knobloch, 
observes. 
In this way SuperOffice contributes at 
HAWE Hydraulik to the active 
structuring of the work processes and 
supports them, leading to time savings 
in departments throughout the company 
of 20 %. "In particular, when a customer 
has a query concerning a prior order, 
they are astonished how quickly, 
efficiently and clearly I can present 
them with the information. And. 
everything at a glance. The customer 
notices how perfectly organized you 
are. But that's not all. For us field staff, 
our work has become more ordered. 
You always have the most important 
customer data at your fingertips. We 
used to take files with us wherever we 
went and collected information in the 
individual departments. That's become 

 
 
 
 

a thing of the past since we got 
SuperOffice," Jörg Becker, Sales 
Engineer at HAWE Hydraulik describes 
his work with SuperOffice.  "We use 
SuperOffice in Marketing to plan trade 
fairs, invitations, events and many more 
things. It takes a great deal of the hard 
work out of these tasks and saves us a 
massive amount of time and money. 
Campaigns are run with much greater 
relevance thanks to a simple system of 
measuring results with SuperOffice!" 
adds Diana Klausmann. A further 
benefit can be identified at HAWE 
Hydraulik in the improvement of 
teamwork and team spirit. "In the last 5 
years we've had average growth of 15 
per cent – with exactly the same team. 
We wouldn't have managed that without 
SuperOffice," remarks Michael 
Knobloch. With SuperOffice the 
company has been able to slim down 
organization and administration 
processes, saving valuable time which 
can now be used for other profitable 
activities. At present there are more 
than 20 field staff taking care of 
approximately 3,000 customers. If you 
want to send out a customer-oriented 
signal, a structured filing system which 
presents everything at a glance is 
indispensable. To focus on the 
customer, to build closer and more 
personal relationships is the primary 
objective of CRM at HAWE Hydraulik.  

www.superoffice.de 

 

The Customer Benefits at a Glance 

• 10 % more customer satisfaction 

thanks to more personal and closer 

customer relationships 

• A 30 % increase in productivity in 

different areas of the company 

• 80 % high level of usage leads to 

transfer of knowledge due to open 

flow of information  

• 20 % of time savings due to better 

support of the sales process 

• Seamless presentation of business 

processes 

• A boost to teamwork within the 

company 
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