
 

 

A Quantum Leap for Marketing and Sales in 
Mechanical Engineering 

“SuperOffice SIX represents a quantum leap for Marketing and Sales in the Mechanical 
Engineering sector. The increased efficiency and precision brought by using the system to draft 
offers save our field staff several hours a month, freeing them to use this time for direct contact 
with the customer.“ RolandWitte, IT Coordinator, Müller Martini GmbH 

SuperOffice CASE STORY:  

The Challenge 
Müller Martini, based in Stuttgart, 
takes care of sales, marketing and 
installation of machines for print 
finishing processes in Germany on 
behalf of its Swiss parent. All together 
125 staff, 16 of them field staff, look 
after 2000 customers. Besides its 
headquarters, Müller Martini has sales 
offices in Egelsbach, München, 
Reinbeck, Neuss and Ludwigsfelde. 
Previously, there was no consistency 
in the storage of customer relevant 
data: crucial information, which was 
continuously changing, was often 
recorded only in MS Office or in 
conventional filing systems, so that it 
was accessible only to a limited 
number of staff who had the time to 
look for it. Major procedures were 
noted only in writing or in Excel 
spreadsheets, making internal 
communication gaps inevitable. 
Since management could not readily 
view modifications to offers, it was 
practically impossible to give 
customers reliable estimates of the 
duration of projects, or to inform them 
of possible complications. 
Roland Witte says, “In a sector with 
typically complex communication 
channels, being without a 
homogeneous system really was our 
weakest point.“ To survive the 
competition, Müller Martini had to act. 
 
 

The Solution 
A new management line-up in 2003 
realized this at once and opted for a 
CRM system. Following a pre-
selection, four providers – including 
SuperOffice – were invited to present 
their CRM products. 
The new system had to be linked to 
SAP R/3, run under Microsoft and 
integrate to the MS Office products. In 
early 2004, the decision fell in favor of 
SuperOffice SIX. Its clearly structured 
user interface, the simple layout of 
customer-related data and, not least, 

the price/performance ratio tipped the 
scales. 
Close teamwork between the 
SuperOffice consultants and their 
colleagues at the certified SuperOffice 
partner, Tellur in Stuttgart, meant that 
the system could be installed within 4 
weeks. 
During this time, the key users were 
coached in SuperOffice. By January 
2005, the company was ready to go 
live on 25 computers. The number of 
licenses has since increased to 54, 
with 50% of staff now working with 
SuperOffice SIX. 
Every machine on the market, 
including those supplied by 
competitors, is recorded in 
SuperOffice, so that offers can be sent 
out with perfect timing. All of the 
company‘s master data, projects and 
campaigns are now stored 
homogeneously. 
 
 

The Results 
For Müller Martini, the introduction of 
SuperOffice was a turning point in how 
the company dealt with its main 
problems. “The implementation by 
SuperOffice was faultless – we‘ve 
been absolutely satisfied with the 
running of our CRM application 
from the very beginning. Additionally, 
SuperOffice has been very widely 
accepted by staff, which naturally 
paved the way for its success“, 
explains Jürgen Bender, CFO 
at Müller Martini. 
Soon data concerning assembly, 
service and maintenance will be 
available in CRM. Thanks to this new 
transparency, every employee is kept 
informed about the current status of an 
order. This has permanently simplified 
the tasks of generating and revising 
offers. 
But the management tool benefits from 
SuperOffice: Sales Manager, Andreas 
Futterer, saves around 20 working 
days a year by using SuperOffice to 

 

 
 

compile reports, which he can then 
invest in potentially more lucrative 
customer visits; and, of course, 
searching for files is a thing of the 
past. 
Andreas Futterer says, “Everything 
you need to process an order is stored 
in SuperOffice, making us much faster 
and more flexible.“ The company is 
convinced that it opted for the right 
solution. 
Perhaps SuperOffice SIX will soon be 
introduced at the parent company. 

Customer Benefits at a Glance: 

• Up to 15-20% time savings in sales 

• Up to 10% time savings in reporting 

at a sales management level 

• 20 days per year saved on 

administration 

• Cockpit view of all projects, 

campaigns and activities 

• New staff learn their way around 

the system quickly thanks to an 

intuitive user interface  

• More precise forecasting because 

values are generated automatically 
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