
Zamro conquers European technical supplies 
market with Intershop
About Zamro BV 
Zamro is a young and ambitious B2B 
e-commerce company offering techni-
cal components and tools for small 
and medium sized companies. With 
shops live in the Netherlands, Belgium, 
and Germany it focuses on a rapid 
expansion in the European market. 
The main aim of the company is of-
fering “ease of order” through a broad 
assortment, technical knowledge and 
great user experience. Zamro is part 
of the ERIKS Group, an international 
industrial service provider. 
www.zamro.nl

With annual revenues of more than €6-8 billion, Neth-
erlands-based ERIKS Group is one of the largest tech-
nical wholesalers in Europe. In mid-2015 the Company 
began an initiative examining ways to better serve its 
B2B customers and drive cross-border growth without 
challenging its existing distribution network. Rather 
than following the trend of relying on B2B market-
places, ERIKS Group created its own online pure play 
presence with Zamro in February 2016.

It is a strategy that has worked both quickly and ef-
fectively. Keen to capitalize on its own innovation and 
go to market quickly, the company’s first e-commerce 
web shop went live in just five months. In fact, in the 
first five months of online trading Zamro saw revenue 
increased by 35 percent.

Market disruption
As multi-product specialist, ERIKS Group operates doz-
ens of trusted brands and serves customers that vary 
from medium to large sized industrial companies. Part 
of the objective of the newly formed Zamro web shop 
was to address both the MRO (maintenance, repair, and 
operations) and small-medium sized business (SMB) 
markets. While 20 percent of the ERIKS Group revenue 
came from SMBs, some of its sales structures such as 
key account management and customer-specific pric-
ing were not best aligned for that market sector.

When ERIKS Group decided to disrupt the technical 
B2B marketplace by improving their market approach 
based on the changing buying behaviour by launch-
ing online with Zamro, it turned to Intershop for its 
commerce engine. Chosen for its strength in the B2B 
market, the Intershop Commerce Suite (ICS) and Order 
Management platform (OMS) would also enable the 
Zamro web shop to launch in a record time frame of 
just five months. 

Floris Jan Cuypers, Founder and Managing Director at 
Zamro explaines: “This enterprise platform meets our 

demands for an innovative yet economical solution 
that is flexible and scalable enough to push our plans 
for growth ahead. We also appreciate the unbeatably 
short project duration that secured our swift market 
launch.” 

It was a huge undertaking. With over 50,000 master 
products and 500,000 variations (SKU) of industrial 
components, the start-up’s online offer is basically a 
one-stop shop proposition. One of the key future plans 
for Zamro’s growth is the integration of more suppliers, 
growing the assortment to over 1 million items.

“We don’t want to become a traditional 
marketplace”
The web shop is easily replicable, it enables the possi-
bility of a fast international expansion. Sales channels 
can easily be added and the platform is capable of han-
dling large volumes of transactions. To enable a high 
degree of flexibility, Zamro integrated the OMS with-
in the Intershop e-commerce platform and with the 
ERIKS warehouse, from where the orders are fulfilled.

“The OMS has two major advantages: The possibility 
to integrate multiple suppliers into one single e-com-
merce platform, and the scalability when replicating 
the shop in several other countries,” explains Thomas 
Bloemaerts, Logistics Manager at Zamro. “In several 
countries, there are different VAT requirements, differ-
ent email formats and invoices. With the OMS we can 
easily provide that individually for each country.”

“We don’t want to become a traditional marketplace, 
because as a marketplace you lose control over con-
tent. But it’s exactly the content that is key for us in 
order to offer guided selling. We want to diversify our 
offers and sell products from more suppliers and part-
ners via our platform. The OMS system enables us to 
integrate more suppliers next to ERIKS,” says Bloemae-
rts. Zamro eyes a drop-shipping system and will, in the 
long run, consider opening its own fulfilment facilities. 
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A new customer experience
Zamro attributes much of its success to date to its de-
sire to put the customer at the heart of the operation. 
It has invested time and effort into understanding cus-
tomer needs, the type of products that are most desir-
able and the content they want to consume. 

Pioneering an ‘ease of ordering’ in its sector, Zamro has 
deliberately broken down barriers that exist in the B2B 
area. It is making it a lot easier to find and order pro-
ducts and greatly enhance the customer experience 
further with the quick, reliable delivery of orders. 

Cuypers adds: “There is a major opportunity to increase 
the ease of order, where for smaller companies Zamro 
will be a solution. Ease of order is not that widely avail-
able yet. I think we can provide this. Structuring it as a 
separate company enables us to move fast and, with 
the customer in mind, build a software technology 
which really makes us able to deliver on that promise 
of ease of order and a wide assortment. So, it is really a 
transactional pure play e-commerce company.”

Self-service features
With self-service features Zamro considers itself espe-
cially attractive for small businesses that do not have a 
structured purchasing department. By focusing on the 
‘ease of order’, the Company expects to attract a signif-
icant volume of new customers.

Zamro is also differentiating in the B2B sector with 
transparency of pricing. With all products listed online, 
there is no longer need for customer-specific pricing. 

The state-of-the-art commerce architecture is hosted 
by cloud services provider Carrenza. The B2B platform, 
which leverages Intershop’s extensive B2C capabilities 
and experience, is instrumental to realizing the Compa-
ny’s international growth strategy.

Europe within four years
Zamro has the ambitious plan to cover the whole of 
Europe within the upcoming four years. The Zamro 
web shop initially went live in the Netherlands and 
Belgium in autumn 2016, closely followed by Germa-
ny in March 2017. In order to better understand new 
markets such as Germany, Zamro hires natives for both 
customer service and marketing. Next to the surveys 
within the target group, Zamro organizes user panels 
and establishes a constructive exchange with the cus-
tomer. After Europe will have been launched success-
fully, Zamro wants to look into possibilities for a next 
continent. Paul Kerssens, Marketing Director at Zamro, 
says: “We are following a rapid expansion strategy: scale 
up quickly, gain market share in other countries, be the 
first to conquer the sector.”

ABOUT INTERSHOP

Intershop is the leading independent provider 
of innovative and comprehensive omni-channel 
commerce solutions.

How do you achieve ambitious goals in times of 
change? All you need is a partner who can help make 
complexity simple.

Unlock your potential with the exciting possibilities of 
Intershop’s unrivaled technology and extensive market 
knowledge.

For more information on our solutions and services, 
visit www.intershop.com.
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