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Interview with Tahir Lambrecht, Managing Director of Evers Bauelemente GmbH

Off into the future with the right system

Evers Bauelemente in Rothenburg/Germany has been using 3E-LOOK since 2004, and for
some time now as a holistic industry ERP. Before that, the window manufacturer used
Microsoft Dynamics AX as an ERP as well. Meanwhile, the process chain is located
entirely in LOOK, resulting in end-to-end digitized processes from which dealers will
benefit as well in the future. Over the past twenty years, Evers has continuously
invested in digitization. Furthermore, the window manufacturer relies on the browser-
based solution for dealers WebSales and is currently creating server capacities for it.
These will enable the Upper Lusatians to use the new dealer software in the future, with
which dealers can easily process their orders via the Internet. Tahir Lambrecht.
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BB: Mr. Lambrecht, what tipped the scales for you to opt for WebSales and make a new investment?

TL: The biggest and most important advantage is that we will only have one place to do things in the future. In our opinion, 3E is the
leading system and with WebSales all master data is automatically made available to our trading partners. Currently, the big issue is
that we still have very different solutions out there on the market. This requires double master data maintenance. The second
important point is perspective. We also want to process data digitally; we want to transform the process from analog to digital. Now,
there is no interface to the dealer software. When orders come in, they must be entered manually. The new solution will help us in
several areas because fewer inquiries will come in, and in most cases the information will be available to the dealers online, saving
them from having to make inquiries. But the biggest gain in efficiency is that we can take over orders directly, without having to enter
them. It's crucial for us to go into the future with the right system. The fact that there has been a partnership with 3E for so long
certainly plays a role here.

BB: What will change for you in terms of master data and the handling of price adjustments?

TL: These processes will become much easier and more secure. Currently, we adjust in the main system, then in the individual
calculation programs, and then in the current dealer system. That's an extremely large amount of work, most of which will be
eliminated later. In the future, we will have master data maintenance in just one place. Everything will be more dynamic, and we will be
able to provide all dealers with up-to-date data at the same time.

BB: That will free up capacities, do you already have plans for that?

TL: It will indeed free up resources in order entry, and certainly also in calculation. This creates the advantage that we can compensate
for growth. We still need to develop further, but with the same staffing levels. The resources that are freed up will go into the service
area.

BB: In our last interview in 2011, we talked about the fact that Evers had to process a lot of smaller orders, which, of course, requires
more effort in the overall order processing. What impact will the planned digitization have on this area?

TL: As far as the batch size is concerned, we still have the situation that we must process a lot of smaller orders. This is simply due to
our target group and will not change. We supply the specialized trading partners active in private residential construction, new
construction, and renovation. Accordingly, the batch sizes per order are manageable. Digitization facilitates the processing extremely;
things are very easy for the partners to handle. The process is end-to-end digitized, and calculation is significantly relieved.

BB: A good ten years ago, it was assumed that there would be a network of around 400 building material and construction element
dealers and that deliveries would be made throughout Germany. Has anything changed in that respect?

TL: We have been able to expand the distribution network significantly and now supply around 600 dealers nationwide.

BB: While we're about figures, would you like to give some details on the development of sales? Has there been any change in the
number of employees (around 100 in 2011)?

TL: We are still working with the same staff as ten years ago. Logistics have now been outsourced, which is the better process for us. In
general, we were only able to handle this increased turnover by optimizing processes. Now, we're doing around 20 million a year.
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BB: What makes the new solution more attractive for your dealers?

TL: The biggest factor is security: the dealer gets all the data from us. We are responsible for making sure that the data is correct. So, he
has the price security, but also the security that everything he configures works. This is achieved by means of restrictions and
plausibility checks. That creates a secure framework, which is particularly important in our industry. Anything that is produced
incorrectly costs real money. From batch size 1, these are always commission-based items. Another advantage is that the dealer always
works with the latest data. When he makes an offer, he can be sure that the prices are correct. And he can do that directly at the
customer's site, using a tablet, because Internet is all he needs. Also, the processing with us is faster. The dealer can offer accessories
and installation directly via the system, so that his customer receives a clear offer, all-in-one, so to speak. This is really a huge advantage
because it saves the dealer a lot of time.

BB: To what extent is service an issue for you?

TL: Service is a very central issue for us, where we still have a lot of potential. We want to pick up our customers in a different way and
to create a stronger bond with our trading partners. | don't just want satisfied customers. | want to inspire them! We only get fans if we
exceed expectations. That's our goal, and the resources we free up are a crucial factor in achieving it. That is a classic effect of
digitization, that a shift takes place. In the future, traditional case processing could only make up a small part of the business. We will
then use the capacities that are freed up to create valuable service offerings for our customers. Of course, we already offer a protected
dealer area with downloads and tools, where dealers can already do a lot of things digitally. But we have a lot of room for improvement
here. | think we need to provide dealers with an app so that they can do a lot of things on the go, using their tablet or smartphone.

BB: Apart from the development of the service area, what are the issues for Evers in the near future?

TL: We must continue to develop in a future-oriented way. After all, we have a shortage of skilled personnel. It’s likely to get even
worse. With WebSales, we can compensate for this. We have created home office options at Corona times, and this allows us to use
capacities more flexibly. | am glad that we have opened in this respect. As far as the product is concerned, we must ensure long-term
identifiability with the option of retrieving specific information on maintenance and care. That will certainly be implemented soon.

BB. What do you think your current level of digitization is?

TL: At a conservative estimate, we're at 70%, we want to do a lot more. After all, this is an ongoing process. | see potential in logistics,
service and sales. Here we could aid in route planning, optimization of routes, customer-specific information. We plan and organize
shipping in-house and only book trucks with drivers as needed. We need to know exactly: What happens when, where, and how? Does
the truck leave with shortages? Digital delivery note, tracking documents, photos of the unloading point, all this is then archived in a
compressed form.

BB: What do you see as the industry trends of the coming period?

TL: | see service as a big opportunity. In terms of the product itself, | believe that design will play a greater role; the trend is toward
straight-line geometries, in windows as well. Sun protection will play an increasingly important role due to the climate, and window
components will become more diverse and individual. Digitization is already evident in the smart home, but it will also play a greater
role in windows, e.g. through IDs and the resulting possibilities.

BB: Mr. Lambrecht, thank you very much for taking the time!
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Aerial view of the Evers site in Rothenburg in Upper
Lusatia
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