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Since then, innovation has generated steady growth. No 

matter whether it comes to train tracks, high-voltage power 

lines, or underground electrical networks, anytime you pass 

anywhere near some electric infrastructure, you are always 

very close to Pfisterer products.

Since 2013, Pfisterer has also dedicated a great deal of ener-

gy to an in-house project. The goal was to lower purchasing 

costs without creating too much of a jolt to their suppliers.

Successfully mastering challenges is at the heart of 

 Pfisterer‘s company traditions. Its founder, Karl Pfisterer, 

was trained as an electrical engineer. He established the 

company in 1921 with the intent of tackling a problem that 

was crippling the country‘s electric system: the metal-based 

connectors used in power lines were causing genuine prob-

lems in the growing electric grid. 

The modifications he made to electrical fittings were a 

 major improvement. A mere six years later, the family- 

owned  business had over 50 employees. 
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Limited transparency, high costs

In the nearly hundred years of the company’s history, Pfisterer has 

developed from a little family-operated electrical engineering shop 

into a globally active stock company that does business at multiple 

sites. But as the company grew, not every department had grown 

along with it expediently, as a thorough analysis in 2013 revealed. 

The in-house purchasing processes did not flow anywhere near as 

smoothly as the current in Pfisterer electrical connections. All of the 

sites made their purchases decentrally and individually without co-

ordinating or harmonizing within the group. To a certain extent, the 

individual departments even competed with each other. 

After the analysis was conducted, the verdict was clear — the pur-

chasing structure was expensive and not efficient enough. 

This was a call to action, and Pfisterer set itself an ambitious goal. 

Within 36 months, the costs were to be reduced by 9%. However, the 

company did not want to jeopardize its good relationships with its 

suppliers in the process. “We don’t want to bring new suppliers on 

board who take a sledgehammer approach to business. Instead, our 

real priority was making sustainable optimizations to our purchasing 

potential,” stated Pfisterer COO Peter Hommel. A major factor here 

was training employees. 

BASELINE 
 SITUATION

“We don’t want to 
bring new suppliers 
on board who take a 
 sledgehammer approach 
to business. Instead, our 
real priority was making 
sustainable  optimizations 
to our purchasing 
 potential.”  
Peter Hommel, COO, Pfisterer
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Extensive analyses form the cornerstone

One of the first hurdles to be cleared in the process of optimizing purchasing at Pfisterer 

was creating a uniform standard for data. Since their previous approach was decentral-

ized, there were no uniform categories of goods that could serve as the basis for a stan-

dardized purchasing strategy. With the support of Staufen, an extensive analysis was 

conducted, and over 13,000 items were allocated to new categories. Strategic suppliers 

were also identified throughout the entire volume of purchasing orders. This created 

a cornerstone for maximizing potential. “The findings of these analyses allowed us to 

approach our suppliers. We wanted to create a win-win situation and save money on 

both ends. In other words, the objective wasn’t to put pressure on prices: it was about in-

creasing efficiency for everyone,” as Dirk Mayer, director of global procurement, explains 

about Pfisterer’s benchmark.

Instead of trying to apply thumbscrews in price negotiations, Pfisterer’s strategy is now 

to analyze the value stream jointly, all the way from the order itself to delivering the 

goods at the factory gate. And this involves more than simply optimizing processes. It 

means creating a greater understanding of product development and manufacturing 

on both sides.

THE APPROACH 
AND SOLUTION
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Raising qualifications to new levels

Active supplier management and close cooperation with suppliers were not, however, 

the only improvements made in Pfi sterer’s purchasing. The entire database and its func-

tions needed to be more transparent as well. Up until that time, hardly anyone had a 

clear picture of which procedures employees were working with. To solve the problem, 

they turned to shopfl oor management. Visua lizing processes via whiteboards made it 

possible to track individual steps in purchasing more precisely so that it would be easier 

to identify potential for greater success. 

At the same time, Pfi sterer joined forces with Staufen to work on employee training. For 

example, purchasers did seminars on preparing and conducting value-stream analyses.   

In role plays and simulations, the purchasing department received support in how to 

prepare more strategically for negotiations and the follow-up process. 

The executive board also strengthened the role of purchasing within the company. The 

head of purchasing was promoted to a specially authorized signatory, thus generating a 

greater self-awareness throughout the entire department. 

Proactive negotiation management and coaching

1. Staufen 
 proactively 
implements 
potential 

supports 

Staufen Pfi sterer Supplier  

negotiates

2. Staufen off ers 
coaching and 
support

3. Sustainable 
changes  ensured 
by training 
 employees

SEE.

LEARN.

ACT.
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All goals exceeded.  

Thanks to a new purchasing culture. 

Pfisterer had set itself the highly ambitious goal of lowering pur-

chasing costs by 9%. And it managed to exceed its goal by quite a 

bit. Only two years into the three-year project, the company was 

already achieving savings of around 13%. This change gave rise to 

a real shift in corporate culture, leading to more transparency, an 

efficient system based on Lean principles, and an overall boost in 

the department’s standing within the corporate structure. 

As its next step, the purchasing department is now working on 

digitizing shopfloor management. The goal is visual project man-

agement implemented by means of Staufen’s ValueStreamer. 

This is intended to facilitate even greater transparency and im-

prove regular communications across all locations. “Thanks to 

the ValueStreamer, I can get a real-time overview of what’s hap-

pening and take part in all of the shopfloor meetings around the 

world,” says Dirk Mayer.

The factors of their success:

1. Streamlining the database as the cornerstone of a Lean 

 purchasing strategy

2. Training employees

3. Developing active supplier management

4. Having corporate management stand by the project and be 

actively involved

5. Implementing virtual shopfloor management

RESULTS

“Thanks to the ValueStreamer, I 
can get a real-time overview of 
what’s happening and take part 
in all of the shopfloor meetings 
around the world.“  
Dirk Mayer, Director Global Procurement, Pfisterer
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Who we are 

Staufen is a Lean Management consultant 
with an integrated academy. For over 20 
years, we have been off ering consulting 
and training to companies and employees. 
Around the world. 

And regularly. 
Our awards:

We believe that inside every company, there is an even better 

one waiting to grow. Our passion is discovering this company and 

working with you to establish a sustainable culture of change.



And regularly. 
Our awards:

Facts. Figures. Data.

> 20
years’ experience

300
projects a year

> 3.000
seminar participants every year

50
diff erent Lean and Six 

Sigma trainings

> 90
active trainers and 

coaching experts and:
Certifi ed in compli-

ance with  AZAV

ISO 9001

ISO 29990

> 500
BestPractice visits every year

> 70
BestPractice

partners

50
Mio. € Umsatz

260
employees

13
offi  ces in 10 countries

14
    languages



INSIDE EVERY COMPANY  
THERE IS AN EVEN BETTER ONE.
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