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CLAAS Sales and Income before Taxes

Development of sales in Mio. EUR

*) Compound Annual Growth Rate

Sales in Mio. €
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Since 1998 average* development of sales of 10.2% p.a.
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Research and Development

� Increasing R&D costs by € 9.3 Mio. to € 109.6 Mio.

� Continuing the product development in the area of agricultural engineering 
and service engineering

Balance sheet up to 2003: US-GAAP, since 2004: IFRS

109,6

R&D exp. before activation
R&D exp. after activation

R&D exp. before activation to sales

67,2
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Service Business portion of turnover

Service business generates 20-25 % of worldwide turnove r today
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Service-Fields and their Objectives
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In Economic Terms

Today we measure in: 
€/machine (purchase price)

In future we count in:
€/machine hour 
€/ton
€/year (profit)

Customer View: Life-Cycle

Customer View: Productivity

Customer View: Agri-Management



Customer Benefit - Today
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Customer Benefit - Tomorrow
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Hybrid Products in Agriculture

Hybrid character is generated by

• Combining machines / systems with intelligent services
• Involvement of third party services (by agricultural service 

providers), based on machines / systems and suitable tools 
(e.g. cross linking tools)

New forms of cooperation between machine producers,
agricultural service suppliers and farmers

• Demands integrated and networked systems
• Rises quality of processes and output
• Improves customer loyalty



Example: Automatic
Process- Data Interpretation                              





Process-Data Interpretation 
(Performance Figures)



Past & Present Research
• INA: Integrated agricultural services, funded by BMWi
• Standard:IS: Service standards in successful internationalization 

strategies, Topic: Service process standardisation, funded by 
BMBF

• DAMIT: Data management in teleservice, Topic: Prognosis 
models for machine services, funded by BMBF

• R2B: Robot to Business, Topic: Self organising processes, 
funded by BMWi

• KoPiKomp: Concepts against product piracy for components of 
industrial goods, funded by BMBF

Research is most beneficial when …
– driven by companies, 

– results are exchanged on an inter-company level,

– assisted by research institutes.



Challenges for CLAAS

Market development
• Rising international 

competition 
(products and services)

• Multifaceted customer 
requirements

• Falling profit margins

Need for further research
• Portfolio and service 

development (regarding 
hybrid products)

• Organisational aspects
(organisational structure, 
human resource 
development,
improvement of 
productivity, 
management ratios to 
control hybrid business)
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