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CASE STUDY

FORCH STRENGTHENS ITS MULTI-
CHANNEL SALES APPROACH WITH
ITS OWN SALES APP.

The integration of a sales app at FORCH enables a cohesive
orchestration of customer management, facilitating successful
cross-selling and upselling through the sales team.

Foérch, as one of Germany's top suppliers, offers a
wide range of over 100,000 workshop, assembly, and
fastening articles for craftsmen and industry. With a
dedicated team of 3,500 employees, this family-
owned company is committed to satisfying over
300,000 customers globally. Alongside its 34 sales
locations in Germany and a network of over 55
country representatives, FORCH excels in employing
an efficient multi-channel sales approach and an
effective e-commerce strategy.
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Company:
Sector:

Products:

Turnover:

Employees:

Headquarters:

Project:

Theo Forch GmbH & Co.KG

Trade and Industry

Production and distribution of workshop,
assembly and fastening articles

514 million euros (2021)

3.500

Neuenstadt am Kocher
(Baden-Wurttemberg, Germany)

Introduction of a new web store
and a sales app in parallel with the
conversion of the company's own
ERP system to SAP S/4HANA.




POLU=aRA
OVERVIEW

01.

THE INITIAL
SITUATION

The FORCH group of companies is a contemporary
family business that has experienced consistent
growth since its establishment. This growth can be
attributed to strong internationalization efforts and
the development of an increasingly intricate IT
infrastructure. One significant challenge that emerged
was the need to standardize the ERP systems

employed across different countries.

Simultaneously, FORCH effectively utilizes a multi-
channel sales approach in the sales domain, which
requires continuous optimization and is primarily built
upon three pillars: the established direct customer
relationships maintained by approximately 2,000 sales
representatives, the expert guidance provided at
numerous sales locations, and the dependable
performance of the company's own web store.

02.

THE PROJECT

In 2019, FORCH made the decision to replace its
outdated, internally developed ERP system with SAP
S/4AHANA, starting with the implementation in
Germany and subsequently extending it to other
European national companies. This strategic move
aimed to establish the foundation for future digital
solutions, among other objectives.

By future digital solutions, we refer to modern tools
such as an efficient and user-friendly web store, as
well as a contemporary and dependable sales app.
FORCH chose to adopt the POLUMANA® app from
BLUE-ZONE GmbH for the latter purpose. The
integration of this app, along with a modern ERP
system and an updated webshop, aimed to establish

a robust and future-proof digital infrastructure.

03.

THE RESULTS

The implementation of the new SAP system, which
involved migrating the web store and the
POLUMANA® sales app to S/4HANA, was
successfully executed without significant issues
during the go-live phase. The new sales app enabled
FORCH's approximately 700 field staff in Germany to
seamlessly process over 70,000 orders per month

right from the beginning.

The early implementation of the new web store and
sales app allowed the project team to fully focus on
addressing technical and process-related challenges
during the significant ERP system change. To provide
a specific example, during the initial weeks, the field
sales staff only had to handle an average of five
support requests per day, highlighting the
effectiveness of the implementation.

04.

THE ADVANTAGES OF THE
POLUMANA® SALES APP

— the POLUMANAZ® sales app can be adapted to
new needs and conditions at any time and

supplemented with a service app

— even large amounts of data are no problem for
the POLUMANA® App

— even with a slow internet connection, the
POLUMANA® App has excellent system

performance and is even fully offline-capable

— the POLUMANA® sales app is available in 18
languages and is already being used
successfully by more than 16,000 named users.



THE INITIAL SITUATION

The FORCH group of companies is a contemporary
family business with a presence in 55 countries and
a rich history spanning over 60 years. Throughout
this time, the company has experienced consistent
growth and now achieves annual sales exceeding
half a billion euros. This growth can be attributed,
in part, to robust internationalization efforts and the
consequent development of an increasingly
complex IT infrastructure. Moreover, recognizing
the growing need for digitalization, FORCH has
embraced these challenges as opportunities,
exemplified by initiatives such as the gradual
standardization of ERP systems utilized across
different countries.

Another notable aspect of FORCH is its effective
utilization of a multi-channel sales approach in the
sales domain, which aims to maximize the benefits of
both interpersonal relationships and digital solutions.
In practice, this approach relies on three key pillars
for the company's sales success. Firstly, the direct
customer relationships fostered by the approximately
2,000 field sales staff play a crucial role. Secondly, the
professional guidance offered at the numerous sales
locations contributes significantly. Lastly, the
dependable performance of the company's own web

store enhances the overall sales strategy.

The project faced unique challenges due to external
factors, including the global COVID-19 pandemic,
disrupted supply chains, and a war in Europe that led
to significant increases in freight and procurement
costs. These external influences presented additional
complexities and hurdles to overcome during the
project.






