
What do e-commerce and glass technology have 
in common? In the case of Intershop and SCHOTT, 
more than you might think! Both companies were 
founded in Jena, Germany and enjoy a business 
relationship going back years. Intershop’s 
e-commerce solutions have enabled the interna-
tional technology firm to steadily increase its Web 
presence and establish itself in multiple markets.

The company
From its humble beginnings in 1884 as a small glass labora-
tory in Jena, SCHOTT has grown to become an enterprise 
with a worldwide reputation for its innovative and continu-
ously updated range of special glasses and high-tech systems. 
Now headquartered in Mainz, the SCHOTT Group celebrated 
its 125th anniversary in 2009 and has production facilities 
and sales units in 42 countries, serving customers from the 
household appliance, pharmaceutical, solar energy, electron-
ics, automotive, and optical industries. With 17,300 employees 
worldwide, SCHOTT is one of Intershop’s most important 
customers.

A successful partnership
Intershop has been helping SCHOTT to develop and expand the 
Internet portals and stores operated by various business units 
since 2001, when SCHOTT implemented a B2B solution to sell 
special glass tubing. This project has evolved into a platform 
that supports a range of customer procurement processes. 
More than 300 business customers can choose from over 
10,000 items, compared to just 11 online customers and 600 
products when SCHOTT first started working with Intershop. 
“Having the right e-commerce solution makes it easier to 
respond directly to individual customer needs, especially with 
regard to ordering options and additional functions, which are 
available in four languages. Our customers can track the status 
of their order at any time of day, from processing right through 
to the exact delivery date,” says Silvia Gonzalvo, manager of 
IT and sales support at SCHOTT-Rohrglas GmbH.

Intershop has created new options for responding to customer 
requirements, each tailored to the relevant business unit. 
For instance, site users can instantly locate their contact for 
Advanced Materials applications, where customers typically 
need more support and information. And when it comes 
to lighting, they can configure their own products online. The 
information is then forwarded by the e-commerce system to 
SCHOTT’s sales and production teams.

Intershop e-commerce user family continues 
to grow
The migration to Enfinity Suite 6 in 2006 saw many business 
units entering the world of e-commerce for the first time. 
In January 2007, the Home Tech unit, whose best-known 
brands are CERAN® and ROBAX®, joined the e-commerce 
family. The SCHOTT CERAN® Customer Care portal allows 
dealers and key accounts to access further information on the 
brand and its products. Orders can be placed online, while a 
News section keeps visitors updated. Advertising materials 
can also be ordered. The portal thus specifically addresses the 
needs of its B2B customers, with end consumers being served 
by separate platforms.

Due to the success of the platform, extra capacity was added 
in 2009 to gradually ramp up online selling. SCHOTT is com-
mitted to the Intershop solution: the Enfinity Suite is able to 
grow with the company and can be adapted to meet changing 
requirements.
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“Seamless integration of Intershop’s e-commerce platform has had a positive impact on downstream areas of the business, 
such as logistics. This improves efficiency, with our cost accounting system revealing significant savings.”

Jan Reller, head of corporate information technology 

A new look
While making the necessary technical upgrades, SCHOTT took 
the opportunity to revamp its online presence. Core elements, 
such as navigation and design, were updated in line with the 
corporate style guide, thereby further improving the custo-
mer experience and boosting ease of use. The many options 
offered by Intershop’s Enfinity Suite 6 product provide a stable 
yet extensible foundation for SCHOTT’s online business. This 
flexibility is crucial to meeting the widely varying requirements 
of the group’s business units. A key example is the ability to 
provide customized information and order options in multiple 
languages, which is increasingly important for a global enter-
prise like SCHOTT.
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