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This presentation contains forward-looking statements which reflect the current views of the management of Klöckner & Co SE with respect 

to future events. They generally are designated by the words “expect”, “assume”, “presume”, “intend”, “estimate”, “strive for”, “aim for”, 

“plan”, “will”, “endeavor”, “outlook” and comparable expressions and generally contain information that relates to expectations or goals for 

economic conditions, sales proceeds or other yardsticks for the success of the enterprise. Forward-looking statements are based on 

currently valid plans, estimates and expectations. You therefore should view them with caution. Such statements are subject to risks and 

factors of uncertainty, most of which are difficult to assess and which generally are outside of the control of Klöckner & Co SE. The relevant 

factors include the effects of significant strategic and operational initiatives, including the acquisition or disposition of companies. If these or 

other risks and factors of uncertainty occur or if the assumptions on which the statements are based turn out to be incorrect, the actual 

results of Klöckner & Co SE can deviate significantly from those that are expressed or implied in these statements. Klöckner & Co SE 

cannot give any guarantee that the expectations or goals will be attained. Klöckner & Co SE – notwithstanding existing obligations under 

laws pertaining to capital markets – rejects any responsibility for updating the forward-looking statements through taking into consideration 

new information or future events or other things.

In addition to the key data prepared in accordance with International Financial Reporting Standards, Klöckner & Co SE is presenting non-

GAAP key data such as EBITDA, EBIT, Net Working Capital and net financial liabilities that are not a component of the accounting

regulations. These key data are to be viewed as supplementary to, but not as a substitute for data prepared in accordance with International 

Financial Reporting Standards. Non-GAAP key data are not subject to IFRS or any other generally applicable accounting regulations. Other 

companies may base these concepts upon other definitions.

Valuation statements are unified and are presented as follows:

+/- 0-1%

constant, stable

+/- 1-5%

moderate, slightly

+/- 5-10%

measureably, noticeable, substantial

+/- 10-15%

considerably, dynamic, significant

> +/- 15%

sharp, strong

KCO Capital Markets Day 2017 | Customer centric approach | September 29, 2017

Disclaimer



Agenda

3

1 Our challenges

2 Digitalization

3 Meet our users

4 Klöckner tool set

KCO Capital Markets Day 2017 | Customer centric approach | September 29, 2017



OUR CHALLENGES01



70% of our customers order 

material by fax

PURCHASING PROCESS



Processing efforts/ inefficiency

PAPERWORK



Transparency for the customer

INFORMATION GAP



DIGITALIZATION02
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“Technology by itself is not the real 

disruptor. Being non-customer centric is 

the biggest threat to any business.”
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Let‘s change our view,          

let‘s be customer centric!

02 Customer centric approach
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MEET OUR USERS03



Heinrich Maria Nadine



Heinrich Maier

52 years

Maier Stahlbau GmbH

Nürnberg

Expertise

Company owner



Maier Stahlbau
Stahl- & Metallbearbeitung
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“If the material is not 

delivered on time, my 

production is on hold. 

This is a catastrophe 

for me, as my highest 

priorities are a 

punctual order 

fulfillment and 

satisfied customers.”



TRANSPARENCY

ORDERS PROJECT-BASED

FLEXIBILITY



Calculating 

quotes and 

placing 

orders

USE CASE



Maria Moosman

45 years

Schmidt Metall Ltd.

Velten

Expertise

Strategic purchaser





“I’m constantly 

comparing 

suppliers. We work 

under a high time 

pressure, but we 

still have to 

negotiate the best 

conditions and 

prices with the 

suppliers.”



SPEED

RECURRING PRODUCTS

TRUST



Placing 

orders for 

recurring 

products

USE CASE



Nadine Schneider

38 years

Hannoversche Workshops 

Hannover

Expertise

Industrial clerk
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“I am responsible for 

the entire ordering 

process. Since I am 

not an expert in metal 

construction, 

understanding the 

product descriptions 

represents a huge 

challenge for me.”



NEWBIE

ORDERS BY PHONE

PERSONAL CONTACT



Accepting 

quotes 

online

USE CASE



Thomas Becker

36 years

Treppenbau AG Winsen a.d.L

Expertise

Contract Manager





“My job is to

negotiate price

contracts for a fixed

product assortment. 

Keeping track of

orders, contracts and

stock is my daily

challenge.”



SAME PRODUCTS

LONG TERM RELATION

FIXED PRICE



Contract

Customer

USE CASE



KLÖCKNER TOOL SET04
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Key facts

• Live in Germany, Austria, the Netherlands, United Kingdom

• Further rollouts in France this year and in Belgium in 2018

• Offers full price and delivery time transparency

• Integrated Product Information Management tool

• Integration into ERP systems of customers via OCI interface

• Possibility of payment via credit card shortly

• Third party interface via webservice API 

• Fully integrated into service portal Kloeckner Connect

• Onlineshop will be further developed into a marketplace

• Open for 3rd party sellers/ distributors with complementary products 

shortly

04 Onlineshop
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Key facts

• Allowing 3rd parties with complementary products or services 

to sell on KCO’s Onlineshop

• Drop-shipping or fulfillment of goods

• KCO collects transaction and possible fulfillment fee

• Launch in Germany in Q4 2017

New categories

extend KCO‘s

portfolio

Customer can 

easily see who 

offers the product

Marketplace is a Win-win-win scenario for:

Merchants

• Extension of 

customer base

• No up-front 

investment

• Benefit from 

Klöckner’s

SEO-ranking

KCO

• Extension of 

customer base 

• New sales stream to 

distribute operating 

cost

• Become leading 

steel platform

Customers

• One-stop-shop gives 

convenience for 

procurement

• Only one ERP 

system integration 

reduces operating 

costs

04 Marketplace
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Key facts

• Allows customers to quickly and securely setup an automated 

interface for advanced planning

• ERP-2-ERP connection allows customers to send and receive order

and stock data automatically 

• Possibility to gain full transparency of orders and stocks as well as 

integration of internal production planning with steel demand supply 

• Increased efficiency and reduction of errors through elimination of 

manual data handling 

• Increased processing speeds

• Quick onboarding process for new customers and vendors due to 

standardized interface design

• Data is digital available and can be integrated easily into a platform

04 EDI
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04

Key facts

• European Contract Portal for customers with time, volume and 

product contracts

• Clearly structured overview of prices, volumes and maturity dates

• Order-Release 24/7 by mouse click via PC or tablet

• Option to contact KCO sales agent for new contract negotiations

• Fully integrated into service portal Kloeckner Connect

• OCI interface to ERP systems of customers

• Integrated into third party platform Axoom (Trumpf)

Contract Portal
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Key facts

• Helps customers to manage their orders and track deliveries from 

one single interface

• Easy overview of orders for all customers

• Tracking of order status and deliveries

• Easy access to invoices and mill certificates

• Integration into Onlineshop under development

04 Order Transparency Tool
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Key facts

• Online product catalog of KCO in the US

• Focus on spot market

• Better overview of stock availabilities within a region

• Automating quote and order process

• Continuous development to a comprehensive Onlineshop fully inhouse in 2018

04 Kloeckner Direct
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PART MANAGER

• Important sales channel for flat rolled products in the US

• Clearly structured overview of prices, volumes and maturity

• Real-time availability of parts and pending orders

• Placement of orders directly from the shop floor via tablet

• Forecasted and historical consumption

• Online release of consigned goods

• Currently redesign for better customer experience

Key facts

• Important sales channel for flat rolled products in the US

• Clearly structured overview of prices, volumes and maturity

• Real-time availability of parts and pending orders

• Placement of orders directly from the shop floor via tablet

• Forecasted and historical consumption

• Online release of consigned goods

• Currently redesign for better customer experience

customer quote:

"Part Manager has been a great tool for us here at the Whirlpool Tulsa plant. It has allowed my team 

to place daily steel orders more accurately and efficiently, which has opened up more time for us to 

move our business forward and make improvements that are critical to our success."

04 Part Manager
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• Important sales channel for flat rolled products in the US

• Clearly structured overview of prices, volumes and maturity

• Real-time availability of parts and pending orders

• Placement of orders directly from the shop floor via tablet

• Forecasted and historical consumption

• Online release of consigned goods

• Currently redesign for better customer experience

Key facts

• Service portal central access point for customers to all digital tools

• Starting point for the digital journey of KCO’s customers

• Important source for KCO’s SEO*-ranking

• SEO is a specific discipline focused on the optimizations on content 

which ultimately attracts the right customers to the business

• Rankings in SEO refers to a website’s position in the search engine 

results page influenced by various ranking factors

• Important role for overall digital marketing 

* Search Engine Optimization

04 Kloeckner Connect
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04
We are concentrating on a strategy based approach on our open API-solution in order 
to connect to customers digitally and drive steel products into the market

Open Catalog

Interface

Open API Target customer

Small 

customers

Medium 

customers

Business networks

Targeting small customers

improves our brand image

1

We ensure possible cross selling

of different tools and products

2

We drive our data and other 

processes into 

business networks and 

third-party solutions

3
Business 

networks
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