
ARBONIA

MASTERING 
A MARKET



ARBONIA ARBONIA

BUSINESSFOCUSMAGAZINE.COMBUSINESSFOCUSMAGAZINE.COM2 3MANUFACTURING  ||  MANUFACTURING

SINCE CHOOSING TO SPECIALISE IN WHAT IT DOES BEST, ARBONIA 
HAS BECOME CONTINENTAL EUROPE’S LEADING SUPPLIER OF DOORS.

PROJECT MANAGED BY: CAMERON BEAZER

Mastering
a Market
For over 150 years, Arbonia provided a huge selection of 
products for the home, from kitchens & refridgeration, space 
heaters, showers to steel pipe technology. While the strategy 
had brought much joy throughout the company’s history, in 
2015, Claudius Moor was bold enough to suggest a change.

When I joined as Head of 
Strategy, I suggested 
streamlining our 

offering,” Claudius, now CEO of 
Arbonia, begins. “There were 
two factors behind this move. 
Firstly, though we could provide 
a lot of products, we would 
never be able to supply all the 
products needed for a family 
home. And secondly, in every 
single product category, we 
were being forced to compete 
with product specialists.”

From Claudius’ point of view, 
the most successful building 
component suppliers have 
always been masters of one 
product. Arbonia was good with 
a wide range of items, but to 
optimise its future, the company 
needed to specialise.

BOLD SPECIALISATION
Over the course of the next 
few years, Arbonia narrowed 
down its offering. The process 
included major sales of its 
popular windows and climate 
divisions, until only one product 
category remained – doors.

“Arbonia has always been 
strong on doors, but it’s also 
quite a good business for 
European companies because 
there is no global competition,” 
Claudius explains. “Doors are 
rather big and relatively cheap, 
but they are costly to ship, 
so the logistics do not make 
sense for global companies.”

Similarly, the bespoke nature 
of most doors means they 
are hard to mass produce. 
Arbonia manufactured over 
200,000 different doors only 
once in 2024 due to historical 
variances in properties across 
Europe.

“In the past, carpenters 
tailor-made doors without 
worry for standardisation. 
We now need to make those 
doors to exactly the same 
size,” Claudius reveals. “This is 
before considering regulations 
for smoke and fire protection, 
which differ between countries 
and further discourage 
competition from the likes of 
China or India.”

Claudius Moor, 
CEO, Arbonia.
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Compliance

Retire your legacy systems with JiVS
Information Management Platform
 — faster, smarter, and risk-free!

LEGACY SYSTEMS: YOUR STRATEGIC RISK OR OPPORTUNITY?

80%

100%

Reduction of IT
operational costs

Access to
historical data

100%

Fastest data
transfer of up 
to 30 TB per day

C O N T A C T  U S

50%
Decrease in data
migration effort

SPEED. SAVINGS. COMPLIANCE.
ALL IN ONE PLATFORM.

Powered by
TOBIAS EBERLE

Chief Revenue Officer
info@dm-international.com

www.jivs.com

The better solution. 
Door cores from Sauerland Spanplatte 

Sauerländer Spanplatten GmbH & Co. KG   |   Zur Schefferei   |   59821 Arnsberg   |   Germany
+49 29 31 / 876 – 0   |   arnsberg@sauerland-spanplatte.de   |   www.sauerland-spanplatte.de/en

We are a manufacturer of innovative wood-based 
materials that are used in modern interior doors.

Our extruded tubecore and solid boards meet the most 
stringent requirements for sound insulation, fire-
resistance, burglar resistance and dimensional stability –  
both in residential and commercial construction.

JIVS
DATA MIGRATION INTERNATIONAL: 
REINVENTING THE FUTURE OF ENTERPRISE DATA 
As the global business landscape races toward digital transformation, one 
name is rapidly gaining recognition among CIOs, IT strategists, and SAP 
decision-makers: Data Migration International (DMI). With its flagship 
platform, JiVS IMP (Information Management Platform), the Swiss-
headquartered technology firm is rewriting the rules of enterprise data 
management—and turning a long-standing IT burden into a powerful strategic 
advantage. 

Founded by Thomas Failer, a seasoned IT visionary, DMI was born out of a 
simple yet disruptive insight: enterprises shouldn’t be held back by their past. 
For decades, legacy systems have weighed down companies with redundant, 
outdated, and non-compliant data—slowing innovation, complicating 
compliance, and inflating operational costs. DMI’s solution is both radical and 
elegantly simple: separate operational and historical data, archive the latter 
securely, and retire the systems no longer needed. 

The result is JiVS IMP—an end-to-end platform that enables organizations to 
reduce data migration volume by up to 95%, cut IT operational costs by up 
to 80%, and retire SAP and non-SAP legacy systems without losing access 
to critical historical information. Fully audit-proof, SAP-certified, and 
capable of handling over 3,000 pre-configured business objects, JiVS IMP 
is already transforming operations for global brands like AXA, Volkswagen, 
Bühler Group, and Energy Transfer LT. 

What sets DMI apart is not just its technology, but its forward-thinking 
approach—embodied in the JiVS One Click Transformation™: a highly 

automated process that analyses, cleanses, and migrates data with minimal 
disruption, cutting migration effort by up to 50% and accelerating timelines 
to enable faster, more confident transformation.

Crucially, it ensures that only accurate, compliant, and business-ready data 
enters the new system—making it a foundational enabler of SAP’s Clean 
Core strategy. After all, there can be no Clean Core without clean data. This 
approach not only accelerates SAP S/4HANA transitions but also supports 
sustainability goals by decommissioning energy-intensive legacy infrastructure. 

In an era where data is both a liability and an opportunity, DMI is enabling 
companies to unlock its true potential—compliantly, cost-effectively, and at 
speed. The platform also lays the groundwork for AI adoption, improved data 
governance, enhanced data quality, and agile M&A. Whether it’s onboarding 
new acquisitions or spinning off business units, DMI empowers enterprises to 
build a clean core and a future-ready digital foundation that supports scalable 
growth.

With more than 3,000 successful projects worldwide and a robust global 
partner network, DMI continues to expand its leadership in intelligent data 
management—empowering enterprises to build clean, connected, and 
compliant digital cores. From manufacturing and finance to energy, pharma, 
and retail, the company is proving that clean data isn’t just an IT issue—it’s a 
boardroom priority. For enterprises looking to simplify their IT journey, minimize 
risk, and turn their data into a competitive edge, Data Migration International 
offers not just a platform—but a transformation strategy. 

www.jivs.com
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“Door planning is becoming 
a more important service,” 
Claudius confirms, “but so is 
door maintenance. A lot of our 
doors in the project business 
now get sold with maintenance 
contracts, for which we will 
ensure the functionality of the 
door over a long period.”

FORWARD-THINKING 
APPROACH
No stranger to optimising its 
doors with various features 
and added services, Arbonia 
looks to embrace the latest 
technology and serve modern 
needs. For instance, the 
company can now offer doors 
with Kiwi access management 
technology, allowing doors to 
be opened remotely from a 
mobile phone. 

Arbonia’s forward-thinking 
approach is reflected in its 
emphasis on sustainability. In 
recent years, the company has 
worked tirelessly to reduce its 
carbon footprint through both 
its processes and the materials 
it uses.

“On the production side of 
things, we have invested in 
two combined heat and power 
plants at our largest sites,” 
Claudius states. “Each of them 
cost more than €20 million and 
runs on the small wooden waste 
pieces that are created during 
door manufacture. This helps us 
generate more than 100% of our 
energy need for heating and 
roughly 60% of our electricity.

“In terms of materials,” 
Claudius adds, “we have just 
started using linoleum as a 
laminate because it stores 
more CO2 than is used in its 
production, making it a carbon 
negative material. We also 
recycle a lot of materials for use 
in our products. For example, 
the inner layer of a sizeable 
number of our doors contains 
shredded car seats rather than 
chipboard.”

In 2025, Arbonia is the 
number one supplier of doors 
in Continental Europe. In order 
to serve such a wide customer 
base, the company must be 
ready to take on any challenge.

“We manufacture doors of all 
materials, including wood, steel, 
and glass,” Claudius notes. 
“Some of our clients, like hotel 
chains, use the same doors all 
across Europe, so we have to be 
prepared to consistently supply 
projects in Scandinavia, Czech 
Republic, France and more.”

Safety is, understandably, of 
the highest priority for Arbonia, 
especially as the company 
supplies doors to such a wide 
range of residential areas 
and high-risk settings. The 
company’s substantial expertise 
means that those in the 
construction industry regularly 
call on the firm to help with door 
planning for hospitals and other 
specialist sites.

“ARBONIA HAS ALWAYS BEEN STRONG
 ON DOORS, BUT IT’S ALSO QUITE A GOOD 

BUSINESS FOR EUROPEAN COMPANIES BECAUSE 
THERE IS NO GLOBAL COMPETITION.” 
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We understand the business of our clients and 
know what it takes to transform it into the fu-
ture. At NTT DATA Business Solutions, we drive 
innovation – from advisory and implementation 
to managed services and beyond. With SAP at 
our core and a powerful ecosystem of partners, 
we continuously improve solutions and techno-
logy to make them work for companies – and 
for their people.

       With operations in more than 30 countries, we 
have enabled thousands of companies become 
more effi cient and effective during the last three 
decades. Our more than 16,000 experts around 
the world will also accompany 
you on your journey toward a 
truly intelligent enterprise – whe-
rever you want to start!

We Transform. SAP Solutions into Value

Strategic Partner 
of Arbonia A VERY MODERN COMPANY

As supplier to an industry that is 
changing at speed, Arbonia finds 
strength in its ability to innovate. 
The rise of modular construction, 
for instance, means the 
company regularly receives new 
and differing demands. It is, in 
these situations, that Arbonia’s 
modern production capabilities 
are called into action.

“Our factories have a high 
level of automation,” Claudius 
points out. “Our work would not 
be possible without very flexible 
production and machinery.

“At the same time, high-tech 
digital end-to-end processes 
help us handle huge variances. 
The entire industry is finding it 
challenging to convince people 
to work in construction, so 
you need to be a very modern 
company in terms of machinery 
and technology.”

“OUR FACTORIES 
HAVE A HIGH LEVEL 

OF AUTOMATION. OUR 
WORK WOULD NOT BE 

POSSIBLE WITHOUT VERY 
FLEXIBLE PRODUCTION 

AND MACHINERY.”

Technology partnerships 
with firms like Data Migration 
International have also proved 
fruitful for Arbonia. CIO Patrick 
Langenegger explains more: 
“With JiVS IMP Tool from Data 
Migration International, we were 
able to quickly and easily reduce 
data volume by more than 50% 
before our data migration. With 
less data, the overall effort has 
been significantly reduced for 
the business.”
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Of course, Arbonia cannot 
run on machinery alone, though 
many of its workers are now 
also software developers and 
applications engineers, rather 
than traditional machinery 
operators. Much of the company’s 
recruitment is now geared 
towards the next generation of 
workers, with apprenticeships a 
popular option.

“We do a lot of employer 
branding with a view to hiring 
young people in their last year 
of school,” Claudius reports. 
“We offer free cinema tickets 
to students for showings that 
feature our apprenticeship 
advertisements, and we try to 
reach young people on social 
media too.”

At present, Arbonia has 
more than fifty apprentices in 
its German factories, many of 
whom will go on to regular work 
engagements with the company. 
The young workforce will be 
the backbone of the firm’s 
ambitious future plans – a bright 
vision that will only benefit from 
Arbonia’s specialisation.

“Our mission is to become 
number one in the whole of 
Europe, both organically by 
gaining market share, but also 
by acquiring companies that 
can expand our geographical 
coverage and add to our 
product portfolio,” Claudius 
says in summary.

“Overall, we are very well 
positioned for the years to 
come. We have invested 
heavily in the business – across 
machinery and digitalisation – 
which will help our execution 
going forward. The future is 
going to be a lot of fun.”
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