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Rieber: Elevating Sales Effectiveness
and Delighting Customers with
SAP® Cloud for Sales
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Company
Rieber GmbH & Co. KG
Headquarters
Reutlingen, Germany
Industry, products, and services
Industrial machinery and
components – kitchen
components and solutions for
professional caterers and private
homes
Web site
www.rieber.de
SAP® solutions
SAP® Cloud for Sales solution,
SAP Customer Insight mobile app

Collaboration and insights bring Rieber
closer to customers
Every customer wants to feel special. With focused attention and integrated
information about its customers, Rieber GmbH & Co. KG can guarantee that its
sales reps will know everything it takes to satisfy customer needs. This is just one more
way that Rieber ensures customer loyalty and success in new markets as it delivers
kitchen products that help handle everything from storage and preparation to cooking,
transporting, and serving food.
Rieber is the leading provider of kitchen solutions
for professional caterers and private homeowners.
Its 600 employees work in four divisions – covering
catering, food distribution, industrial components, and
household – and at four production sites in Germany.
Rieber was intent on growing business globally and
expanding product lines, but it had to unify its four
siloed business divisions around the customer in order
to do so. While the company had standardized on the
SAP® ERP application to support its manufacturing

processes, it needed a way to provide its sales
teams and management across divisions with the
most up-to-date information about customer
accounts and company-wide activities. The answer
was the SAP Cloud for Sales solution, empowering
Rieber to collaborate in real time across divisions
and share customer pricing, quotes, sales orders,
and service tickets. With everything teams need
to know about the customer in one place, Rieber
can better serve its markets and plan effectively for
future growth.
Read more
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Introduction
Vision

The One Rieber vision:
Taking a customer-centric approach

Why SAP
Implementation
Solution
Benefits
Future plans

For years, Rieber has operated as a successful business. But like any company intent on staying relevant
over the decades, it recognizes the need to evolve its
competitive advantage. Its One Rieber vision aligns its
business units around the customer. By ensuring each
division fully understands customers’ needs, Rieber
can coordinate company-wide efforts to deliver holistic solutions – rather than just point products – and
address all service needs.
With one view of the customer, the Rieber team
involved, and purchase history, sales reps can easily
work together across divisions. As a result, sales reps
can suggest the most fitting ways to complement existing Rieber purchases to deliver higher business value
to the customer.

At the same time, being in touch with customers’
current needs – instead of just relying on historical
sales – helps Rieber reliably forecast sales and reduce
manufacturing lead times. This improves customer
satisfaction and revenue flow.
According to Project Manager Rolf Schumann, Rieber
is undergoing a business transformation, and the heart
of change starts with sales. “We need to arm our sales
teams with real-time customer and product intelligence
while serving the customer in a coordinated manner
at every touch point,” explains Schumann. Plus, Rieber’s
management team needs more transparency into sales
and customer activities so it can proactively coach sales
reps to meet customer needs in the best possible way.
With these goals in mind, the company began its search
for a modern and easy-to-use customer relationship
management solution.
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Driving sales transformation with
SAP Cloud for Sales
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helps sales reps provide the information customers
need in real time. Sales reps are now more responsive
and can spend more time with customers, rather than
wasting time hunting down back-office information.

Though a longtime SAP customer, Rieber wanted
to conduct its due diligence in identifying the best
solution to address its requirements. It evaluated
Salesforce.com in addition to SAP Cloud for Sales.
A number of factors tipped the decision in SAP’s
favor.
First was the user experience, which impressed Rieber
because it supports the way sales reps sell and work
today. Native integration with the SAP ERP appli
cation, which Rieber has long used to support its
key manufacturing and back-office processes, also
uniquely provides instant updates and access to
customer-relevant information. This includes products, pricing, quotes, and sales orders, all of which

Just as important was the fact that anyone using
SAP Cloud for Sales could collaborate within the
context of specific accounts and opportunities,
enabling sales reps to better prepare for customer
meetings and orchestrate follow-up across divisions.
In addition, because Rieber’s sales reps use a variety
of devices, the company appreciated support for the
Apple iPad and iPhone and a variety of other devices.
And Rieber could take advantage of all this functionality for mobile devices without any additional costs.

“In our eyes, the user experience with SAP Cloud for Sales was
superior to that of Salesforce.com.”
Rolf Schumann, Project Manager, Rieber GmbH & Co. KG
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Realizing sales value in just a matter
of weeks
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In less than eight weeks, SAP Cloud for Sales was
fully implemented and integrated with the company’s
existing SAP ERP application. As a result, the Rieber
team gained rapid access to new functionalities that
quickly and positively impacted sales and customer
satisfaction. At the same time, Rieber took advantage
of the newly released SAP Customer Insight mobile
app. This modern mobile app allows sales reps and
management to collaborate on the road, manage
their activities, and access real-time sales analytics
from SAP Cloud for Sales, right from their iPads.

one without any training,” explains Schumann.
“Moreover, we just need to generate one new deal per
month to break even on our monthly subscription
costs for SAP Cloud for Sales.”

8 weeks

For implementation

Sales reps can readily self-install SAP Cloud for
Sales on their iPads and start using it immediately.
“Because SAP Cloud for Sales is incredibly intuitive,
our sales reps felt comfortable using it from day
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Better cross-team transparency leads
to better sales results
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Everyone within Rieber who is in contact with customers uses SAP Cloud for Sales. The follow and
feed functionality allows cross-functional customerfacing teams to subscribe to topics relevant to them.
This keeps them automatically informed of all account
information and any activities associated with customers so that all business units work in concert to
deliver differentiated value that helps Rieber stand out
from the competition. In addition, sales productivity is
improved through fast, real-time connectivity to SAP
ERP. “In the past, our sales reps had to call or e-mail
our support teams for customer-related information
stored in SAP ERP. Now they can instantly access
this information in real time,” explains Schumann.

Plus, because Rieber feeds service tickets into SAP
Cloud for Sales, sales reps can proactively address
customer issues during their visits, such as delivering
a needed spare part. This proactive customer focus
demonstrates how the One Rieber philosophy translates into a better customer experience.
Sales reps and executives use SAP Customer Insight
for quick iPad access to pipeline, accounts, and the
most important deals. With full visibility into sales
reps’ activities and conversations, sales management
is empowered to better support deals and coach sales
reps in real time on how best to advance opportunities. At the same time, sales reps can readily share
sales best practices.

“SAP Cloud for Sales is helping bring our One Rieber vision to reality.
Now our customers see us as an integrated organization, with everyone
working together to help the customer be more successful.”
Rolf Schumann, Project Manager, Rieber GmbH & Co. KG
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Acting as one company boosts customer
satisfaction and sales

Why SAP
Implementation
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Benefits
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For the first time, employees across Rieber can
act as a single team serving its customers because
SAP Cloud for Sales links the company’s divisions
at the most important point – the customer. “Being
able to access everything you need to know about
a customer from one place, from anywhere, with any
device is incredibly empowering. Moreover, being
able to look ahead instead of just looking back is
changing sales operations dramatically. We can now
strategically plan programs and campaigns,” says
Sabine Kühne, head of sales operations for Rieber.
The company also finds the connection between SAP
Cloud for Sales and SAP ERP especially powerful.

Now Rieber can combine historical purchase data
along with insight into current customer-related
activities across divisions to identify and best capitalize on new opportunities to grow the business.
With a greater understanding of each customer
account and needs, Rieber can accelerate deals and
more quickly satisfy customer requirements. By better
serving customers, Rieber is strengthening its brand
and creating a stronger affiliation with its company.
At the same time, the ability to more confidently plan
for future growth based on market demand enables
the company to optimize manufacturing and reduce
warehouse inventory.

“SAP Cloud for Sales empowers us to share the latest customer
information and coordinate sales activities across divisions, and it
provides management with the real-time visibility needed to forecast
and plan for the future.”
Max Maier, Owner, Rieber GmbH & Co. KG
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Extending customer
centricity
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Impressed with the impact of SAP Cloud for Sales,
Rieber plans to implement the SAP Cloud for Service
solution so it can complete its transformation and
branch into new business areas by completely focusing on the customer. “We want to extend the philosophy of transparency and collaboration to our service
area; and with SAP Cloud for Service, we feel confident about achieving that goal and fully realizing our
One Rieber vision,” concludes Schumann.
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Implementation

According to Schumann, SAP Cloud for Sales has
helped turn the One Rieber vision into reality: “SAP
understands end-to-end sales requirements and
the real challenges that salespeople face. SAP Cloud
for Sales provides us with a modern application that
our salespeople love to use and enables us to better
engage with customers at every sales touch point.”
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