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Customer centricity

as a principle

Risse & Co. GmbH brings all its processes together in CAS

genesisWorld. It reflects a clear mindset: in client projects,
everyone pulls in the same direction. The result is real

teamwork - efficient, reliable, and transparent.

From the initial idea to series production: Risse & Co. GmbH
stands for sophisticated projects in plastics engineering. At its
Warstein site, the family-run company combines many years
of experience in processing high-performance plastics with
strong problem-solving and consulting expertise, along with
its own manufacturing capabilities. The combination of
technical expertise and flexible production capabilities makes
this mid-sized company a reliable partner for industries such
as electrical engineering, medical technology, mechanical
engineering, and aeronautics.

CRM as the central platform

After years of steady growth, the company now employs
around 165 people. As the company grew, the demands on
internal collaboration evolved as well, explains Dirk Friedewald,
authorized officer and Head of Sales and Marketing. "Our
projects have become more complex, departments rely more
heavily on one another, and customer requests are more varied
and time-sensitive. Processes that used to work through quick,
informal coordination in a smaller team gradually reached their
limits.” One of the pain points was the use of inconsistent Excel
solutions and file storage systems. What was missing was a
shared working structure for quotations, reports, analyses,

documents, and customer data.

RISSE & Co. GmbH

HOCHLEISTUNG IN SPRITZGUSS

Industry

Processing of high-performance plastics

Goals/Requirements

Provide a shared working structure for quotations,
reports, analyses, documents, and customer data

Optimize the existing digital system landscape by
introducing a CRM platform and integrating the
existing ERP system Infor COM

Position it not as an isolated IT project, but as a
holistic strategic development

Implement the solution step by step using a key user
approach

Benefits and advantages

Creates greater transparency through a central
platform by making workflows visible, structuring
processes, and supporting cross-department
collaboration

Seamlessly integrates third-party applications
through standard integration with Infor COM and the

Varial/IGF financial accounting system

Makes knowledge available where it is needed by
enabling a shared, cross-departmental view of
customers and projects without duplicate data

maintenance

Ensures reliability throughout the project lifecycle by
managing it with an early warning system and
meeting the requirements of the DIN EN 9100
standard

Provides a CRM solution that offers broad flexibility
and keeps all options open for further digitalization

Delivers meaningful dashboards with up-to-date
revenues, order backlog, and developments, as well
as fast analysis of key performance indicators for

management



A strategic addition to the ERP system

Against this backdrop, Risse & Co. GmbH decided to optimize its
existing digital system landscape. A customer relationship
solution, or CRM for short, was intended to complement the

existing ERP system Infor COM.

"We approached the process with a big-picture mindset from the
very beginning: Not as an isolated IT project, but as a holistic
strategic development,” emphasizes Friedewald.

“We chose CAS genesisWorld because it gives us a
comprehensive platform that makes workflows visible, structures
processes, and supports collaboration across departmental
boundaries — exactly what we were looking for.”

Another key decision factor was the existing standard integration
with Infor COM provided by aptus IT GmbH, as well as the
additional connection to financial accounting data from
Varial/IGF. On this basis, aptus IT was already able to present
additional solution options in a transparent and value-oriented

way at an early stage during the selection process.

» This solution matches us:
being flexible and keeping things

, simple. «
Dirk Friedewald, Prokurist, Head of Sales and
Marketing

360° view for everyone involved

“Everyone in the company should have a complete overview of
customer processes going forward,” adds Friederike Brinkmann,
marketing employee and CRM manager at Risse. This is where
CAS genesisWorld comes in, bringing together all existing
information in a customer-related digital customer file, linking
it with processes, projects, and tasks, and making it quickly and
clearly accessible for day-to-day work. Thanks to an interface,
data from the ERP system — the company’'s “commercial

backbone” - is also available in the CRM.

genesisWorld

Project data

m CAS genesisWorld

B Interfaces to the ERP system Infor COM and the
financial accounting system Varial/IGF

Customer

B Processing of high-performance plastics with strong
problem-solving and consulting expertise, as well as

in-house manufacturing
B Founded in 1960

B Around 165 employees

Project partner

B aptus IT GmbH, www.aptus.de

CAS genesisWorld

B Benefit from corporate processes and access the
latest customer data in one central CRM + AIA®

solution

B Professional customer management increases

efficiency
B Specially designed for the requirements of SMEs

B Mobile CRM solutions with CAS SmartDesign for

smartphones, tablets and browsers
B Flexible, easy to integrate, extendable
B Established product — winner of several awards
B Over 200 CRM specialists provide on-site support

B CAS products being used successfully by more than
35,000 companies worldwide



Knowledge available where it is needed

As a result, a shared, cross-departmental view of customers and
projects is established without duplicate data maintenance and
independent of individual people. “Everyone involved in sales,
project management, and marketing works from the same
information base,” says Brinkmann. “In this way, CAS
genesisWorld creates transparency and ensures that in direct
customer interactions, knowledge is available exactly where it
is needed. | can continue projects seamlessly, even when
multiple departments are involved or when short-notice
queries come up. A customer calls, and | can immediately see
the history in the digital customer dossier as well as the current

activities related to them.”

Project control with an early warning system

.Was uns sehr vorangebracht hat, war der Aufbau eines CRM-
basierten Projektmanagements”, berichtet Friedewald. Mit
dieser Anpassung, die mit Hilfe des erfahrenen CAS-Partners
aptus IT GmbH umgesetzt wurde, steuert das Team Projekte
abteilungsubergreifend Uber klar definierte Meilensteine.
Besonders  bewdhrt sich  dabei ein integriertes
Frihwarnsystem, das automatisch an fallige Aufgaben und
Termine erinnert. Das sorgt fir Verldsslichkeit im
Projektverlauf und unterstitzt Risse zugleich dabei, die
EN 9100 als zertifiziertes

Anforderungen nach DIN

Unternehmen der Luftfahrtindustrie zu erfillen.

CAS genesisWorld also delivers tangible benefits at
management level. A central dashboard provides up-to-date
revenue figures, order backlog, and developments at a glance.
“Before, it took me almost two weeks to compile the figures
for a shareholders’ meeting,” recalls Friedewald. “Today, it
happens almost at the push of a button, including the analysis
of key performance indicators. The CRM simply creates much

greater transparency. We base our discussions on a shared set

of figures and can make decisions much more quickly.”

» You don't need specialist knowledge; you
can just get started. Many adjustments can
be made with just a few clicks. «

Friederike Brinkmann, marketing employee and CRM manager

Intuitive interface

CRM manager Brinkmann highlights the intuitive usability.
"You don't need specialist knowledge; you can just get started.
Adjustments can be implemented pragmatically and are part
of day-to-day operations. Many views and links can be
changed with just a few clicks, which allows me to quickly
implement many customization requests coming from our
departments. In this way, we continuously refine CAS

genesisWorld in parallel with the company’s processes.”



At the same time, the system helps employees overcome their
hesitation toward change. “You don't need to be afraid. You
can't break anything,” Friedewald describes the team'’s

mindset. “Improvements become a natural part of things.”

CRM as a process and strategy project

As an important factor for successful implementation, a step-

by-step approach proved effective, reports Brinkmann.
“Instead of a rapid system rollout, we deliberately chose a key
user approach to consolidate real requirements from sales,
project management, marketing, and internal services. It
quickly became clear that a CRM requires clarity about one's

own processes.”

More testimonials:
www.cas-crm.com/references

Contact us now for more information on applying CRM.
Phone: +49 721 9638-188

E-Mail: crm@cas.de

“I don't buy software that takes everything off my hands,” says
Head of Sales Friedewald. “An important preliminary step is to
define the exact requirements and the desired processes. This

is a joint development project for the entire company.”

summary

“For us, what's crucial is that CAS genesisWorld keeps all
options open for further digitalization,” says Friedewald. “This
solution matches us: being flexible and keeping things simple.
Processes are not rigidly prescribed but develop continuously.

CAS genesisWorld gives us exactly that flexibility.”



CAS Software AG
CAS-Weg 1 -5
76131 Karlsruhe
+49 721 9638-188
crm@cas.de

Www.cas-crm.com
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