
 

Heidelberg enables increased sales with 
SuperOffice 

“With us the sales cycle can take several years. And then bang..... the business is there for 
the taking. Then you need to be there and be prepared.” 

-Jakob Goldberg, IT Manager Heidelberg Sverige AB 
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SuperOffice CASE STORY:  

The Challenge 

During a history going back over 150 

years, Heidelberg has developed 

from being a traditional manufacturer 

of printing presses into the world’s 

biggest producer of total solutions for 

the printed media industry. With 

development and manufacturing 

plant in five countries and about 250 

sales offices, the company serves 

over 200,000 customers globally. 

Heidelberg’s sales are often worth 

millions, take several years and 

involve many different types of 

technical specifications and 

drawings. Premises need control 

measurement, for example, to ensure 

that the floor can take the weight of 

the printing presses.  Working with 

existing clients involves many 

different kinds of specialist sales 

persons and service technicians. In 

1997 they began an initial study on 

introducing a CRM system. The sales 

people still based their work on 

paper, which resulted in poor control 

of both current sales dialogues and 

customer information. Without 

planning support and searchable 

information, running an efficient sales 

operation was difficult. Without a 

proper overview of existing 

customers, it was difficult for sales 

people to work with each other and 

with service technicians so as to 

meet undertakings with customers in 

a professional manner. Ongoing 

processes in which Heidelberg might 

have invested years of sales effort 

could be at risk if a sales executive 

left the company. There was also a 

need to facilitate collaboration 

between the Nordic countries, which 

had already begun working closely 

across national borders by 1997. 

 

The Solution 

A decisive factor in the choice of 

solution was SuperOffice’s simple 

and intuitive interface. Heidelberg 

also appreciated the security of the 

comprehensive SuperOffice support 

organisation. The customer card, 

which collects all relevant information 

about a customer, was seen as the 

future hub for both handling potential 

customers and developing existing 

ones. The SuperOffice archive 

function was also decisive. It was 

essential for Heidelberg’s complex 

sales operation to be able to 

document everything affecting 

ongoing sales and existing customer 

relations. The current use of 

SuperOffice Ribbons™ supports 

Heidelberg’s strict documentation 

requirements, in which documents 

created in Word™, Excel™ and 

PowerPoint™ are uploaded directly 

into SuperOffice. Heidelberg co-

configured Finland, Denmark and 

Sweden and today all the sales 

people in the Nordic area are working 

in SuperOffice 6 on the same server.  

 

The Result 

In SuperOffice, Heidelberg now has 

powerful sales support to reinforce its 

complex sales operation. A detailed 

customer card supports the 

 
 

collaboration that allows both service 

and sales for existing customers to 

be carried out in an efficient manner. 

Sales have increased, thanks to the 

sales people themselves being able 

to work on selecting various criteria 

in SuperOffice.  Better teamwork has 

also given clear sales benefits. For 

example, the sales technicians now 

often give the sales people tips about 

potential leads.  With SuperOffice, 

Heidelberg has improved the 

potential for quickly reacting to leads 

and for selling when the timing is 

right.  

 

 

 

 

 
 
 
 

The Customer Benefits at a 
Glance 
 

 The opportunity for running an 

efficient sales organisation with 

the aid of planning support and 

searchable information 

 Better collaboration between 

sales people and between sales 

people and service technicians 

 Safeguarding sales processes 

that were previously tied to 

individuals 

 Improved critical document 

handling with Ribbons™ 

 Scandinavian collaboration on 

one platform 
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