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To improve digital continuity, two automotive divisions of the BENTELER Group have 
completely modernized their IT landscape to close process gaps between development  
and production. PROSTEP supported the renowned automotive supplier in migrating  
sales, project, and product data from SAP and 3DEXPERIENCE Enovia into three new  
target systems.
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To improve digital continuity, two automotive divisions of the 
BENTELER Group have completely modernized their IT landscape 
to close process gaps between development and production. PRO-
STEP supported the renowned automotive supplier in migrating 
sales, project, and product data from SAP and 3DEXPERIENCE 
Enovia into three new target systems.

BENTELER is an internationally active corporate group with around 90 
locations in 24 countries, specializing in metal processing for customers 
in the automotive industry as well as the energy and mechanical engi-
neering sectors. With more than 20,000 employees, the company gener-
ated almost 8.2 billion euros in revenue in the 2024 fiscal year, with the 
lion’s share coming from the divisions BENTELER Automotive Compo-
nents and BENTELER Automotive Modules. They supply components 
and ready to install modules for chassis, body, engine, and exhaust sys-
tems, as well as battery systems for e mobility.

“The parts we produce cannot be seen from the outside because they 
sit under the body or the hood,” says Timo Ruschin, Manager Global 
PDP Excellence at BENTELER, who, together with his team, is responsi-
ble for the product development process in automotive engineering. 
Key challenges in digitizing the PDP include requirements management 
— i.e., traceability from customer requirements to implementation — 
and digital continuity right into the plants, as Ruschin explains. “Mod-

ernizing our IT solutions was intended to provide the foundation for 
this. In addition, we wanted to increase the maturity level in engineering 
by switching from a document centric to a part centric approach.” In the 
part centric approach, the component and its attributes take prece-
dence over the document.

Decision for a Best of Breed Approach

In the automotive division, BENTELER had been using an older SAP ver-
sion combined with CAD Desktop for managing 2D drawings and 3D 
models. The CAD systems CATIAv5, Siemens NX, and PTC Creo were in-
tegrated directly into SAP via interfaces. The division also used the SAP 
based 4PEP add on from ILC for managing customer projects. Over the 
years, the solution had been heavily customized, making the planned 
transition to SAP S/4 HANA difficult. “Additionally, we reached technical 
limits with the document centric approach,” says Volker Brödling, Team 
Leader PLM/SCM/Logistics. “Since CATIAv5 is our leading CAD authoring 
system, we initially decided to switch to the Enovia platform.” With PRO-
STEP’s support, a large portion of the CATIAv5 data was migrated into 
the new environment.

When it became apparent that the new PLM system could not meet ex-
pectations, the company conducted another benchmark with all lead-
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ing PLM vendors. The result was clear: PTC and its PLM platform Wind-
chill emerged as the winner. It also became evident that dedicated 
systems would still be needed for customer project management and 
customer relationship management (CRM) to avoid over customizing 
the PLM system — a key factor for future flexibility. For example, the 
sales department required the ability to calculate scenarios for custom-
er inquiries based on locations and transport costs, which was not pos-
sible with the existing solutions. Ultimately, BENTELER opted for a Best 
of Breed approach with three independent systems: PTC Windchill for 
PLM, Planisware for project management, and AutomotiveONE/MS Dy-
namics for CRM.

Positive Experience with PROSTEP

The new system landscape made splitting and migrating the legacy 
data from SAP and Enovia a challenge — further complicated by BEN-
TELER’s organizational restructuring immediately before the first test 
migration. Previously organized in globally operating business units, 
the company is now divided into divisions with three regional organiza-
tions each for Europe, the Americas, and Asia. This meant the data could 
not simply be migrated but had to be restructured according to the new 
naming conventions — essentially a form of data mapping, as PROSTEP 
migration lead Frank Brandstetter explains. “That threw off our migra-
tion plan once again.”

BENTELER commissioned PROSTEP as general contractor (GC) for the 
data migration, as the company has known PROSTEP for many years 
and had successfully used its professional services and integration 
solutions during the Enovia migration. 

“We deliberately decided against another benchmark because we had 
very good experiences with PROSTEP,” says Brödling. “The project team 
was already familiar with our system landscape, giving them a huge 
knowledge advantage and significantly accelerating specification 
work.” Even so, the project began with a thorough workshop to gather 
requirements from all departments and define a suitable migration 
strategy.

As GC, PROSTEP coordinated the four partner companies involved in 
the migration project: PDSVISION and ILC for Windchill and SAP exper-
tise, MS Dynamics partner Orbis, and Planisware partner Le Bihan. Co-
ordination went smoothly, Brödling notes. Weekly core team meetings 
were held — and during intense project phases, daily calls between 
project leads. “Next time, I would assign a full time IT project manager. 
We had to handle too many organizational and technical topics simulta-
neously,” Brödling summarizes.

Big Bang Migration in two Phases

Originally, the project team had planned to migrate all product data in 
one go, but that proved too ambitious. Instead, in the first phase, only 
the frequently used CATIAv5 data was migrated to PTC Windchill, while 
designers working with NX or Creo continued managing their CAD data 
in SAP. Additionally, all customer projects along with sales relevant in-
formation from SAP/4PEP and Enovia were transferred to Planisware 
and MS Dynamics.

NX and Creo users had to work in both the old and new environments 
for some time. Their product data was migrated only in the second 
phase, completed in October of 2025. One challenge was migrating Creo 
family tables — generic CAD designs controlled via such tables. Initially, 
the assumption was that no family tables were being used; however, 
analysis showed otherwise, as key user Dirk Rosenberger explains. “We 
didn’t want to modify the existing data but migrate it 1:1. Therefore, 
some additional effort is required when designers continue working 
with the migrated data.”

Essentially, BENTELER carried out two Big Bang migrations — with 
some overlap due to hybrid products containing both CATIAv5 and NX 
or Creo parts. These needed to be maintained simultaneously in the old 
and new systems. “We considered a step by step migration by customer 
lines, but our staff are involved in so many projects simultaneously that 
they would have had to work in both worlds in parallel,” says Ruschin. 
Brandstetter adds: “A gradual migration would also have been more 
complex from an IT standpoint because there are always parts used in 
multiple product lines.”
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Mapping the new Organization

A key challenge in migrating project and sales data was reflecting the 
new organizational structure. In the old world, a project typically served 
as the container for a customer request, which was then divided into 
several sub projects depending on how many teams and locations were 
involved. Ruschin explains, “In the new world, the three markets oper-
ate independently at first. During migration, the project had to be split, 
and the sub projects for the respective sites or markets had to be trans-
ferred into three opportunities.” In MS Dynamics, opportunities repre-
sent customer inquiries.

Sales, project, and product data in the three target systems are inter-
connected. To support integration, the migration process automatically 
generated cross references between an opportunity in MS Dynamics, 
Planisware, and PTC Windchill. In addition, the migration algorithm 
stored information in the source systems about where the data objects 
had been migrated to and created a reference to their origin in the tar-
get systems.

BENTELER did not perform data cleansing prior to the migration. Even 
so, data consistency improved because inconsistencies detected 
during test migrations were immediately reported to the business de-
partments for correction. Parts contained in inactive bills of materials 
were not migrated. “We also only migrated the subset of truly active 
projects, even though we know that, if series production changes, we 
may still need some completed projects,” says Ruschin. These will need 
to be recreated manually. SAP projects still in the planning phase were 
also not migrated and must be created anew in MS Dynamics.

Successful Migration despite Challenges

Product data, on the other hand, was migrated fully into the new envi-
ronment. In the first phase alone, the project team migrated more than 
one million EPM documents (CATIA) to PTC Windchill. In total, nearly 12 
terabytes of data were transferred between the source and target sys-
tems. Thanks to extensive testing, the final migrations went smoothly, 
Ruschin reports. “After go live, we didn’t receive any complaints from 
users that their data was missing or incorrectly migrated. They only 
wanted to know where to find it now.”

Despite some hurdles, the migration was a complete success. “PROS-
TEP’s experience in such projects and the meticulously planned migra-
tion process were key success factors,” says Ruschin. But not the only 
ones, as Brandstetter adds: “Transparency, openness, and mutual trust 
were equally important.” The openness and strong support of the sys-
tem partners also contributed significantly to the project’s success.
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Timo Ruschin, Manager Global PDP Excellence at BENTELER,  
Dirk Rosenberger, Key User, and Volker Brödling, Team Leader  
PLM/SCM/Logistics.


