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0%  
mistakes  
counting cash.

100%
optimized cash 
management.

WHAT DO OUR CUSTOMERS EXPECT FROM 

                                     CASH MANAGEMENT?



29

100%  
  closed cash cycle.

100%  
 security.



30 C a s h  M a n a ge m e n t

S a l e s  &  M a r ke t i n g

Au t o m a t e d  C h e cko u t

M a n a g e d  S e r v i c e s / O u t s o u r c i n g

Plenty of Cash Causes Plenty of Costs. “Cash is 

king.” Nearly 20 years after the introduction of cashless pay-

ments, cash transactions still dominate payments in many 

countries around the world. In the eurozone alone, banknotes 

worth more than €677 billion were in circulation last year – 

three times as many since the launch of the euro in 2002, 

according to the European Central Bank. But not only in the 

eurozone is cash in big demand; it is also huge in the U.S. 

where the circulation of dollars was up 42%, according to  

the study “The Future of Cash” by AGIS Consulting. And in 

numerous Asian countries, many people still have no bank 

 account, resulting in a high use of banknotes, which are also 

of lower value.

What these numbers don’t show, however, is that the flow 

of banknotes and coins causes considerable work and creates 

enormous costs and, in some cases, even risks. Accepting cash 

or making change are labor-intensive tasks, which become 

even more laborious if cash has to be recounted at the end of 

a cashier’s shift according to the four-eye principle. 

MANAGING THE CASH CYCLE.

42%
more U.S. banknotes were in circulation in 2008 compared to 2000.

So that you can shop conveniently ... day and night ...
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The flow of cash back to consumers is equally complex. It be-

gins with cash-in-transit (CiT) companies, which bring cash to 

the central banks via their own cash centers. There, all bank-

notes undergo a “fitness” test to prove their authenticity, are 

sorted and finally delivered to the banks by the CiT companies. 

The banks, in turn, replenish their cash points, including ATMs, 

safes and cash registers, thus completing the cash supply 

cycle.

Analysis, Consultation, Solution. Wincor Nixdorf has 

taken on the task of managing this cash cycle and ensuring a 

high degree of transparency, quality, security and cost reduc-

tion along the complete cash supply process chain. A corner-

stone of our solutions portfolio is a consulting service that 

begins with an analysis of the current status. We help develop 

tailored solutions that can be im plemented with correspond-

ing hardware and software. Our portfolio includes a standard-

ized service for controlling cash logistics. 

A look inside Germany’s food retail sector clearly shows a  

need for cash management solutions. Nearly 80% of all trans-

actions are still cash-based, according to the European Net-

work Institute. And even though consumers in the Benelux 

countries may use cash less often to pay for their groceries, 

they still rely on it to pay at fast-food restaurants and drug 

stores. 

Manipulation Eliminated. Retailers, which traditionally 

operate in highly competitive product segments, now see huge 

potential for improvement in their many cash handling pro-

cesses – not only at checkout points but also in the area of 

revision security. The sad reality is that cash registers and 

paying-in offices continue to be manipulated, mostly by 

 employees. Security is another important argument for using 

a closed cash system. It not only protects employees from 

 robberies but also guarantees the security and traceability of 

cash.

With its cash management portfolio for the retail industry, 

Wincor Nixdorf draws on one of its core competencies: auto-

mated checkout solutions. In this area, we offer two closed 

80%
of all purchases in German  

food retailing continue to be  

paid in cash.

we have made payments at the checkout secure ... through a closed cash system with cash-in and cash-out functions.
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systems in which consumers can insert banknotes or coins and 

automatically receive change. One of our first customers for 

this solution is Sweden’s Reitan Group. The company, which 

operates a network of 24-hour, 7-Eleven convenience stores 

in the country, has equipped its outlets with the Wincor 

 Nixdorf cash management solution. Two main reasons for the 

installation were the steadily rising number of store robberies 

and a legal requirement for cash to be secured in closed sys-

tems.

Identifying – and Using – Potential. Apart from se-

curity, cost reduction is another reason for introducing a cash 

management solution. There is substantial optimization po-

tential in the paying-in offices of retailers, as the Swiss retail 

group Coop has shown. Cash from the Coop paying-in offices 

is now directly counted by Wincor Nixdorf’s iCash systems, 

put into cassettes and recorded. All of the processes are sim-

ple, swift and secure. For a back-office automated solution, 

we estimate a return on investment (ROI) of between 12 and 

24 months, depending on the size of store.

With Shell and Postbank, we plan to go one step further. In 

2009, Postbank customers will be able to withdraw cash with-

out a fee at Wincor Nixdorf cash recycling terminals in the 

Shell service stations under an agreement between the oil 

company and the retail bank. The terminals located at the 

checkout points will be equipped to accept cash, store it in a 

safe and recycle it for dispensing. In addition to improved se-

curity for service station personnel and additional services for 

consumers, the solution avoids having CiT companies fre-

quently collect cash that piles up from steady deposits. 

Sinking Costs Simply. A glimpse inside banks also shows 

huge potential for reducing cash-handling costs. One simple 

step is to transfer staff-attended counter payments to self-

service terminals. Costs can be reduced by a factor of three, 

according to Wincor Nixdorf experts.

With its cash recycling technology, Wincor Nixdorf is able 

to shorten the entire cash management and reduce costs sig-

nificantly. Banks can achieve savings of between €40,000 and 

€100,000 per year and per branch with a system that validates 

banknotes, checks their “fitness” and makes them available 

for dispensing. One large German bank has been able to re-

duce both the number of CiT trips and cash provisioning costs 

by around 30%. 

30%
of the costs for cash management were saved 

through the use of cash recyclers in a project 

with a large bank. 

Cash management begins with the cash deposit ... and the authenticity check ...
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There are still other reasons for well-planned cash manage-

ment. For example, cash stored in ATMs and safes does not 

generate interest. On the other hand, empty ATMs annoy not 

only users but also banks that cannot collect fees. To help 

avoid problems like these, Wincor Nixdorf has developed anal-

ysis software that calculates optimal replenishment amounts 

and times for all cash points operated by a bank. This informa-

tion can also be used to determine the best routes for CiT 

 drivers.

Intelligent Management Control for Significant 

Cost Reduction. Our standardized service offering in-

cludes the holistic management of cash operations, spanning 

the traditionally separate banking and retailing sectors. We 

take complete responsibility for all cash processes, from re-

source planning to the control of cash transportation. The 

benefits are substantial. For instance, customers can signifi-

cantly reduce costs through intelligent logistics management. 

A software-supported solution for planning cash supply and 

disposal at all cash points ensures optimal cash levels while 

freeing up capital. Not only that, Wincor Nixdorf creates 

transparency through standardization, minimizes risks and in-

creases the security of the entire process.

Our cash management solution can reduce process costs up 

to 20%, according to our calculations. We estimate that cash 

management costs in Germany alone are nearly €14 billion. 

There is clearly huge potential, even if cash will remain king 

in the near future. 

20%
of process costs can  

be saved through cash 

 management services.

... and extends to the optimization of replenishment amounts and times, and the control of secure cash transport.
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Innovative information technology solutions from Wincor 

Nixdorf help retail banks and retailers throughout the world 

increase the efficiency of their processes. Indeed, not only our 

clients profit from such efficiency gains; there is a direct ben-

efit for their own customers as well. 

Systems such as our combined cash-in/cash-out ATMs and 

POS systems in the supermarket checkout serve as an interface 

to the consumer. However, it is not just hardware that is bring-

ing about lasting changes to consumer-related processes; it 

is also a wide range of software applications and additional 

services that ensure the smooth control of systems and the 

undisturbed flow of data, and that make it possible to inte-

grate everything into the existing IT infrastructure of retail 

banks and retailers. Our expertise lies in bringing together 

hardware, software and services to create global IT solutions 

that increase and optimize the efficiency and user-friendliness 

of our customers’ processes.

EFFICIENT, USER-FRIENDLY SOLUTIONS FOR BRANCH 
OPERATIONS OF BANKS AND RETAILERS.

 Wincor Nixdorf’s innovative IT solutions help boost process efficiency in banking and 

retail industries  High levels of availability and quality  Solutions for cost-efficient 

operation of IT systems  Banking: particular strength in key branch and self-service 

sales channels and interlinking of sales channels  Retail: solutions portfolio for auto-

mated checkout processes  Wincor Nixdorf applies expertise to other fast-growing 

areas such as postal services and gas station chains
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Global Success. We have established an outstanding po-

sition in our specific fields of business. Since 2007, we have 

been the second-largest supplier of ATMs in Europe and the 

world. We are the top European and world’s third-largest pro-

vider of programmable electronic checkout (ePOS) systems. 

We sell most of our products and services through our own 

sales organization, although we also make use of sales and 

cooperation partners. Our business model is characterized by 

a high degree of proximity to the customer. We apply this 

model through our own subsidiaries in 37 countries and have 

an overall market presence in around 100 countries.

Boosting Availability through Quality and Ser-

vice. We strive to provide solutions that are extremely reli-

able. Achieving this goal means not only assuring the out-

standing quality of the hardware, software and services we 

develop and supply, but also maximizing availability levels and 

the back-up security features of our solutions within the end-

to-end chain of services provided by our clients to their own 

customers.

To consolidate our position as a global service partner, we 

have established a comprehensive portfolio of product-related 

services. The technical foundation that allows us to control 

and deliver our entire service portfolio is the “eServices Plat-

form.” Both our customers’ systems and our own service re-

sources are linked to this platform, which is a crucial compo-

nent of our remote systems monitoring and control operations. 

It is responsible for automatically detecting any orders and 

disruption to customer systems, ordering the necessary action 

and resolving the issue according to a standardized proce-

dure.

We monitor customer systems around the world, 24 hours a 

day, via online links from our 29 customer care centers. We 

offer conventional maintenance/repair and online fault rec-

tification as well as software and network management, in 

addition to safeguarding the security of customer IT networks. 

Our teams of more than 3,500 technicians are located in a 

host of different countries, thus guaranteeing the very best in 

customer service. What is more, we supply over 1 million spare 

parts per year worldwide from our distribution centers around 

the globe.

Increasing the Cost-efficiency of IT Systems 

through Managed Services. We also offer a service 

that involves our taking over the operational IT side of our 

customers’ information and communications infrastructure 

either as part of a defined package (Managed Services) or 

covering entire processes (Outsourcing). As well as assuring a 

high level of availability,  this can generate cost savings at an 

average of 20%. 
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Professional Services for the Best Possible Cus-

tomized Solution. We are prepared to adapt our stan-

dardized software to the specific processes and needs of our 

banking and retail customers and to continue developing it 

accordingly. Retailers can also benefit from the integration of 

standard software for inventory management. Together with 

other complex services, these options have been combined 

under our “Professional Services,” which include process re-

structuring, the design and implementation of appropriate 

solutions and the maintenance and upgrading of those ap-

plications. As an example, in addition to developing individual 

applications for our banking customers, we offer a range of 

specialist banking consultancy services in the areas of sales 

and service processes, cash management, transaction process-

ing, security and IT infrastructure.

BANKING.

Retail banks around the world face the same challenges: in-

creasing competition for the consumer and the associated 

pressure on their margins. More than ever, they need to boost 

their sales, strengthen relations with their customers and offer 

a range of services that meet their individual needs. These ef-

forts, however, must enhance – and not undermine – the cost-

efficiency of their processes. 

Wincor Nixdorf helps banks meet these complex chal-

lenges by providing IT solutions especially designed for branch 

and self-service sales channels as well as in mobile banking.

 Modernization and Continued Development of 

Branch Operations with a Focus on User-friendly 

Systems and Increasing Sales Potential

Despite the growing importance of other sales channels, the 

branch as the “human face” of the bank is, and remains, the 

most important sales channel and point of contact with cus-

tomers. 

Wincor Nixdorf supports banks’ own efforts to expand and 

modernize their branch networks by offering a full range of 

services for the overall development and management of 

those branches. Our portfolio starts with an assessment of 

branch processes. Based on the results we obtain, we then 

develop new branch concepts and, acting as a general con-

To  S h a r e h o l d e r s     M a n a g e m e n t     S t o c k     C o r p o r a t e  G o v e r n a n c e     S u p e r v i s o r y  B o a r d  R e p o r t     

C o m p a n y  P r o f i l e

    I n n o v a t i o n
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tractor, draw up and implement expansion or conversion 

plans. We also provide training for branch staff, integrate 

branch IT systems into modern software infrastructures, and 

can take over operation of the entire information and tele-

communications infrastructure of the branch networks.

 Freeing up Banking Staff for Consulting and 

Sales  Efficiency and Process Automation 

 Expanding Self-service Provision and Using 

Self-service Systems to Boost Sales

A major goal of banks is to relieve their branch employees of 

routine tasks so that they can spend more time offering per-

sonal advice to customers. They can help increase sales by 

picking up on the marketing information received by custom-

ers through other channels (cross-selling). This drive to boost 

sales is accompanied by efforts to increase efficiency and re-

duce costs through further automation. Wincor Nixdorf sup-

ports this shift toward self-service processes and automation 

with its comprehensive portfolio of consultancy, hardware and 

software. At the heart of this change is the way cash is han-

dled. In addition to systems that merely allow users to with-

draw cash, we can provide options for a number of other 

functions such as banknote, check and coin deposits and cash 

recycling. Systems equipped with recycling technology con-

duct a verification check before reusing cash for withdrawals. 

This makes it possible to reduce cash handling costs. 

Banks are not only shifting their standard transactions over 

to self-service systems; they are also using this technology to 

offer other services and generate additional revenue. One ex-

ample is the use of self-service systems for specific advertising 

purposes. This development has been made possible through 

new software that allows banks to link ATMs to their existing 

customer relationship management (CRM) systems and thus 

display individualized messages and offers to the banking in-

dustry matching each customer’s profile.

The addition of new hardware and software components 

to our systems has enabled other new functions, such as “val-

ue-added services” that make it possible, for example, to issue 

tickets or top up pre-paid cell phone cards. 

Our self-service portfolio includes a comprehensive range 

of transaction terminals and statement printers. 
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 Combining Communications Channels on a 

Single Software Platform and Analyzing Cus-

tomer Data  Assuring Investment Security 

and Cutting Administration Costs for Software 

Infrastructure  Reducing the Complexity of IT 

Infrastructures  Dealing with Customers as 

Individuals even in Non-specialized Banking 

 Activities  

A key demand on IT systems is to make customer data usable 

for different sales channels, such as the branch, self-service, 

Internet banking and mobile banking, and to provide inte-

grated access to all required information. For this reason, more 

and more banks are combining their sales channels onto a 

single software platform as a means of standardizing applica-

tions across all their channels and user terminals. This integra-

tion not only enhances bank services and sales opportunities 

at the customer-bank interface, it also provides the basis for 

standardization and optimization of the IT infrastructure since 

the software platform is designed as a service-oriented archi-

tecture (SOA) according to the net-centric principle. 

Wincor Nixdorf’s ProClassic/Enterprise Retail Banking So-

lution Suite is a family of products adapted to the specific 

needs of our retail banking customers. The four core modules 

control the self-service devices and link user terminals to 

background systems. They include applications to protect sys-

tems and networks, monitor and manage self-service network 

devices and process transactions such as transfers and with-

drawals. Other software components are available for use in 

direct marketing as well as integration into CRM concepts and 

advertising across all the bank’s sales channels. 

 Secure Environments

It is of paramount importance for banks to establish a secure 

environment for the cash and customer data that flow through 

their systems. Our portfolio includes a wide range of products 

that enhance system and building security as well as the se-

curity of cash logistics pro cesses. Wincor Nixdorf supports 

customers throughout the entire process – from analysis and 

development through to the finished solution and its opera-

tional deployment.

 More Efficient Cash Management

Cash handling generates high costs for banks, largely because 

of the time-consuming and expensive task of supplying cash 

to, and collecting it from, the so-called cashpoints (ATMs, cash 

desks and teller safes, etc.). One of the services we offer banks 

is the ability to analyze and optimize the cash processes of 

each and every system, and to take control of cash manage-

ment.

To  S h a r e h o l d e r s     M a n a g e m e n t     S t o c k     C o r p o r a t e  G o v e r n a n c e     S u p e r v i s o r y  B o a r d  R e p o r t     

C o m p a n y  P r o f i l e

    I n n o v a t i o n
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RETAIL.

At the heart of any retail outlet such as a supermarket is the 

checkout, where retailers generate the information they need 

to control the logistics chain from sales to reordering. At the 

same time, it is possible to integrate other IT-based branch 

systems such as reverse vending and electronic shelf labeling 

to assure process security and data integrity. Many interna-

tional retailers have created global networks based on elec-

tronic point of sale (ePOS) systems, branch servers and head 

office computer systems. 

Wincor Nixdorf can draw on many years of experience in 

the retail industry and is now applying this know-how not only 

to the checkout, but increasingly to other branch processes. 

These are based on standardized products such as our ePOS 

Beetle hardware and a uniform software platform that not 

only controls the supermarket’s entire systems but can also, 

wherever necessary, be integrated simply into central systems 

and adapted, for instance, to meet specific country require-

ments without incurring major costs.

Retailers constantly strive to improve the competitiveness 

of their branch operations. To this end, they are also looking 

to increase the level of automation of their branch processes 

by migrating to self-service systems and optimizing business 

processes from the branch all the way through to the head 

office. Accordingly, Wincor Nixdorf has adapted its portfolio 

to take the needs of international retail groups into account.

 Consumers complain about long waiting times 

at the checkout and retailers about high process 

costs. Intelligent self-service systems can be 

used to improve these processes for both groups 

 Cash handling at the checkout and in the back-

office generates substantial costs and creates a 

security risk. The streamlining and automation  

of cash movements offer potential savings and 

greater security

Wincor Nixdorf has a complete portfolio of solutions that can 

be implemented to shift product data capture, payment and 

thus the entire checkout process, either completely or partially, 

to self-service systems. Using self-checkout terminals, for ex-

ample, customers can scan and pay for their goods themselves 

or use a mobile scanning device to capture the product data 

and then pay at a staffed or a self-checkout. Our automated 

checkout concept also incorporates a consulting service that 

involves conducting an individual process analysis before de-

veloping possible scenarios, calculating their ROIs, managing 

the introduction of the new technologies involved and provid-

ing training for staff.
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Retailers can benefit from Wincor Nixdorf’s comprehensive 

portfolio of solutions to restructure cash processes from the 

checkout area all the way through to the point at which cash 

is deposited at the bank. The aim is to reduce cash handling 

costs and to improve security. Systems in our iCash family 

allow retailers to automate the process of accepting cash and 

issuing change. We also offer a back-office solution to reduce 

the costs involved in counting cash, for instance, at the end 

of a shift. In addition, we can control the complete cash in 

transit (CiT) process and monitor the entire logistics chain.

 Retailers are looking increasingly to auto-

mated solutions to improve customer service 

and operational efficiency.  New media offer 

an individual approach to advertising. The aim is 

to generate additional sales and provide simpler, 

more cost-efficient customer support.

Faced with such a wide range of beverage containers includ-

ing bottles and cans, the task of accepting returned single-use 

or reusable empties presents a huge challenge for retailers. 

Our reverse vending systems offer another means of automat-

ing routine tasks and help avoid waiting times, reduce labor 

costs and minimize the possibility of fraud.

As a way of providing targeted advertising and increasing 

customer loyalty, we have developed an innovative in-store 

marketing system. We help our customers plan, install and 

operate kiosk systems, mobile shopping advisers, electronic 

displays, shelf labeling and digital signs and giant screens. As 

part of an in-store marketing project, we can integrate these 

systems into a customer’s existing IT landscape and incorpo-

rate shopping card and loyalty programs.

 The purpose of centralized branch manage-

ment is to make targeted use of information. 

Data must flow smoothly at the head office and 

branch level and between the two.

Global retail groups demand standardized and internationally 

available software platforms that control all branch-related 

processes and allow direct interaction with the head office. 

Wincor Nixdorf’s TP Application Suite meets this demand. The 

software controls all systems at the branch level, including 

conventional checkouts and different self-service checkout 

solutions, mobile checkout solutions and reverse vending sys-

tems. Analytical tools provide key information, such as branch 

sales comparisons for decision-making purposes. A further 

module enables users to manage and target campaigns. The 

components of this software family can be easily scaled to the 

various retail formats. 
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EXPANSION INTO RELATED  

INDUSTRIES.

Wincor Nixdorf’s extensive know-how, acquired over many 

years of experience in the banking and retail industries, is also 

in demand in other industries – from postal operators and 

logistics providers to service station and restaurant chains. 

Such demand offers Wincor Nixdorf further growth poten-

tial.

As for the extensive branch networks of postal operators 

with structures similar to those of banks and retailers, our 

systems can be used to support the automation of potential 

self-service processes and, consequently, the shift from coun-

ter operation to self-service devices. For example, we can sup-

ply ATMs with added functionality, such as the capability to 

issue postage stamps. In the area of counter systems, we offer 

specially adapted ePOS systems and peripherals such as scan-

ners and weighing scales.

The Wincor Nixdorf portfolio includes terminal solutions 

for lottery sales points, POS systems for restaurant chains and 

complete in-store solutions for service stations. Many service 

station operators now use advanced ePOS systems. Our 

“NAMOS compact” software can control and monitor all these 

systems, including those at the gas pumps and in the car wash 

facilities.

Our modern self-service terminals are also used by restau-

rant chains, hotels and leisure parks. The products offered to 

these industries are mainly based on a family of ePOS products 

also used in the retail industry. 

WINCOR WORLD: A TRADE FAIR FOR 

RETAIL BANKS AND RETAILERS.

“Wincor World” has now established itself as an industry event 

of international repute. This communications platform pro-

vides an opportunity for experts from the banking and retail 

industries to find out about the latest solutions designed to 

optimize business processes. At the same time, they can take 

advantage of the chance to meet with their industry counter-

parts. Its combination of exhibition and symposium makes 

“Wincor World” a highly informative and attractive event. On 

the one hand, visitors are given a broad overview of the latest 

solutions and IT services; on the other hand, they are able to 

learn from the practical experience of others. Customers can 

discuss the use and integration of IT solutions in their business 

processes with other customers, company experts and inde-

pendent consultants. Many of the 7,000-plus visitors to 

 Wincor World 2008 came from outside Germany, while over 

60 well-known companies were also there as partners.
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Sa les  &  Market ing

A u t o m a t e d  C h e ck o u t

M a n a g e d  Se r v i c e s / O u t s o u r c i n g

100% 
integration of the  
sales channels.

WHAT DO OUR CUSTOMERS ENVISION FROM  

      AUTOMATED SALES AND MARKETING PROCESSES?

100% 
customer loyalty.
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100% 
increased revenue  
at self-service systems.

0% 
wasted coverage 
addressing  
customers.
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How Can Banks Communicate with Their Cus-

tomers? Managing daily banking tasks has never been 

 easier. That is the overwhelming opinion of customers who, 

today, can access a variety of channels to manage their bank-

ing tasks, including branches, self-service systems, online and 

mobile phones.  But banks, which are under growing pressure 

to optimize their operations, are confronted with the question 

of how to maintain all these sales channels, intensify cus-

tomer relationships and generate additional and drive sales.

The question is justified. After all, personal relationships 

between banks and their customers are now seldom in many 

advanced markets. In the U.S., for instance, only one in every 

three customers seeks personal financial advice from his or 

her bank. In the U.K., it is one in every ten. And while the 

branch employee remains the main source of information for 

61% of German bank customers, some 56% of British bank 

customers now use the Internet to seek information about 

financial services and offers, according to a study by psycho-

nomics AG.

The situation with standard transactions, however, is different. 

In around 85% of all cases, customers rely on branches and, 

in particular, on self-service terminals to fetch cash, transfer 

money or print out account statements – all without having 

to deal with a bank employee, according to a study by the 

German market research company Infas TTR. However, as con-

venient as these channels are for customers, not all of them 

are profitable for banks. One in every five branches, for in-

stance, is unprofitable, according to the European Financial 

Management  Marketing Association (EFMA). 

AUTOMATING SALES AND MARKETING 
PROCESSES.

85%
of bank customers visit branches  

to fetch cash, transfer money or check  

their account balance. 

Shoppers who withdraw cash at ATMs ...
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Rising Efficiency, Sinking Costs, Growing Reve-

nue. No wonder that the market research and analyst group 

Capgemini, in its World Retail Banking Report, identified sales 

orientation as the No. 1 growth driver. Moves to increase sales 

services, the authors write, should go hand in hand with ef-

forts to lower costs, grow profits and, of course, satisfy cus-

tomers. All of this can be supported through greater automa-

tion and customer loyalty. 

Banks are under pressure to increase their sales but many 

of them lack a profitable branch network to provide the nec-

essary service. Following the “do-it-yourself trend,” consum-

ers now communicate with banks through multiple channels; 

the preferred one, clearly, is the self-service terminal.  From a 

banking perspective, this situation raises several questions: 

Which is the most efficient channel to reach customers and 

communicate with them? How can existing customer data be 

used to tailor individual offers? And, perhaps most impor-

tantly, how can customers be retained long term?

More than a decade ago, Frederick F. Reicheld from the Bain 

consultant group worked the numbers and came to the con-

clusion that it pays to invest in customer loyalty.  According  

to his research, an improved customer loyalty rate of 5% can 

boost profits between 25% and 100% In this context, what 

better instrument is there for banks to improve customer loy-

alty than ATMs, with more than 1.7 million installed worldwide 

and used 49 billion times a year by cus tomers?

5%
more customer  

loyalty boosts  

profits by 25%  

and more.

and are specifically targeted ... know where the best offers are.
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Assessing Information Correctly. A key requirement 

for targeted customer contacts is, first of all, to collect infor-

mation about the users of the individual sales channels and, 

in a second step, to process it in a consistent, individual way. 

Wincor Nixdorf’s PC/E Retail Banking Solution Suite is de-

signed to manage these tasks. The software creates not only 

the basis for combining all information from the branch, self-

service, Internet and mobile banking sales channels, but also 

offers the opportunity to use the data in various ways, such 

as personalized customer communications.

In combination with consulting services, Wincor Nixdorf 

helps banks create efficient sales processes that allow custom-

ers to become more active and seek support. Banks can assess 

the individual customer data to create tailored advertising 

messages. The messages can create interest and encourage 

customers to approach their banks and inquire about pro-

moted products and services.

Wincor Nixdorf consultants help banks use data from all 

the various sales channels to target customers individually. 

The process begins by improving data quality, which is a key 

requirement for targeted direct marketing, whereby the range 

of our Professional Services extends to the choice of customer 

relationship management (CRM) solutions and their integra-

tion in existing IT landscapes. 

In this way, self-service systems, which are deeply embedded 

in the banking IT environment, are transforming themselves 

from simple transaction boxes into communication tools. 

Today, many banks advertise their own products such as loans 

and insurance. Greece’s Piraeus Bank, for instance, has used 

Wincor Nixdorf’ marketing software in more than 70 indi-

vidual advertising campaigns. “Customer response to our 

ATM-based advertising has been very positive,” says the bank’s 

deputy general manager Sotiris Sirmakezis. 

Tested and Approved. Independent ATM operators, on 

the other hand, have used third-party advertising to tap a new 

revenue stream. A prime example is Sweden’s Kontanten. 

Since November 2007, companies have been able to use the 

operator’s network of 250 ATMs to advertise their products. 

Publishing companies, mobile phone operators, service sta-

tions, banks and retailers have used the service – and they like 

10%
more retail sales have been achieved through  

products advertised on ATMs.

The step up to a transaction terminal ... can lead through targeted event tips ...
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it. Their ads run either when the ATMs are not in use or during 

the 15-second slots when customers´ cards and PINs are being 

authorized. Since the beginning of this year, Kontanten has 

been billing customers in much the same way a media com-

pany does and plans to have an independent market research 

group evaluate the success of ATM-based advertising. “Several 

retailers have told us that sales of products advertised on our 

ATMs have increased by around 10%,” says managing director 

Patrik Severgardh.

Value-added Services for Added Profits. Market 

 researchers also see huge potential for value-added services 

that use self-service terminals not only to promote products 

but also to sell them. Consumers in Portugal, for instance, 

purchase train tickets at more than 86% of the country’s 

ATMs. In France and the U.K., more than two thirds of all ATMs 

generate additional revenue for banks through commissions 

from offers to load prepaid mobile phone calling cards. 

Results like these come as no surprise to Wincor Nixdorf. 

Having developed business models for various scenarios, we 

firmly believe that value-added services pay off quickly. An 

ATM network of 300 terminals equipped with our software 

modules can generate a profit from just three value-added 

service transactions per day and per terminal. 

Whether it is advertising or value-added services on ATMs, 

self-service is the most used sales channel, and it is steadily 

transforming itself into an active communications and sales 

instrument for banks. Indeed, self-service leads to higher sales 

and greater customer satisfaction. 

86%
of all ATMs in Portugal already offer the possibility of  

purchasing train tickets.

and the possibility to purchase tickets directly ... to a spontaneous change of plans.
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I n n o v a t i o n

Information Technology Helping to Drive Strate-

gic Growth. Throughout the world, retail banks and retail-

ers face similar challenges as they feel the impact of globali-

zation, growing cost pressures, ever tougher competition and 

increasing customer demands. 

In response, both industries are continuously reviewing 

their services, processes and procedures to make improve-

ments wherever possible. It is precisely here where informa-

tion technology plays a pivotal role. It acts as a facilitator and 

as an engine for innovation. And change cycles are becoming 

shorter and shorter.

Wincor Nixdorf specializes in providing innovative IT solu-

tions to support these changes. Our particular focus is on the 

sales and service processes of banks and retailers at the branch 

and store level. By continuously developing new modules and 

solutions and further strengthening our expertise, we are able 

to expand the range of products and solutions we offer and 

enhance our portfolio of consulting, integration and imple-

mentation services.

We have already established ourselves as the leading innova-

tor in many areas. This is due in part to our close collaboration 

with customers in the area of process innovation. Our aim is 

to work with them as joint development partners and to main-

tain that involvement over the long term. Such cooperation is 

vital to the creation of an ongoing development process 

geared toward the business requirements of our customers. 

At the same time, it provides an important platform for further 

innovation.

New developments in technology also drive our continu-

ous innovation. Our core skills lie in the field of mechatronics, 

the development of embedded software (software that sup-

ports the core function of user terminals) and platform and 

application software, as well as image recognition and web-

based service concepts. We also derive valuable know-how 

from the fundamental research conducted by leading technol-

ogy organizations with which we have established specific 

partnerships.

INNOVATIVE SOLUTIONS AS BEST GUARANTEE  
OF SATISFIED CUSTOMERS.

 Leading position as an innovator strengthened by close collaboration with customers 

 Development process simplified by standardized hardware and software  Targeted 

R&D activities help reduce production costs  Competitive lead maintained thanks to 

Intelligent Deposit, Cash Cycle Management and software for net-centric thin-client ar-

chitectures  Professional Services for individual IT solutions
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Wincor Nixdorf’s long-term goal is to expand the exchange of 

know-how with universities and research institutes. The first 

projects are already up and running. For these we plan to es-

tablish a knowledge exchange platform and a comprehensive 

innovation network, which, on the one hand, give us direct 

access to the latest knowledge and developments and, on the 

other, allow us to engage further with students and young 

scientists who regard us as a potential employer.

Standardization as the Basis for Renewed Inter-

national Development. We have established an inter-

national development network that enables us to adapt our 

systems and software to local customer requirements. One key 

factor in achieving success in the ongoing development, or 

local adaptation, of technologies within such a network is the 

development of standard components and software modules. 

The software products we develop for banks and retailers are 

based on the concept of service-oriented architecture (SOA), 

in addition to base technologies such as Microsoft’s “.net” and 

JEE. SOA methods emphasize structuring and standardization. 

Software developed according to this principle, for instance, 

can be easily extended by staff at the Group’s different sites 

in regional Solution Competence Centers. 

For hardware, we also make use of standardized platform 

and component technologies, and are thus able to continue 

the development process locally and shorten time to market 

overall. Another benefit of this approach is the access we gain 

to employees with knowledge that may be less readily  available 

in Germany. Equally important is the gain in cost-efficiency.

RESEARCH AND DEVELOPMENT  

INTEGRATED INTO  

BUSINESS PROCESSES.

In recent years, we have increased our spending on research 

and development on average by 10%. The R D ratio (R D ex-

penditure as a percentage of net sales) has remained constant 

at 4.5%. As of September 30, 2008, 945 employees were busy 

implementing this innovation strategy at our development 

sites in Germany, Switzerland, Brazil, Singapore and China. 

All our research and development activities form an inte-

gral part of efforts across the entire Group to reduce produc-

tion costs. As another means of improving our competitive 

position, we work closely with our suppliers to produce a clear 

picture of their processes and then identify the most suitable 

product for manufacturing purposes.

Main Focus of R&D Activities. Our main R D focus is 

currently on:

  further development of convergent base technologies that 

can be used to support process optimization in the retail 

banking and retail industries

  improvements to the serviceability of our hardware and 

software to reduce the cost to customers of running our 

solutions

  software as a key to optimizing the overall branch and store 

process chains of retail banks and retailers
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“Intelligent Deposit” as a Core Element of Auto-

mation Solutions. “Intelligent Deposit” is one example of 

a solution in which we embed our core skills to change cus-

tomers’ processes significantly. This technology, which makes 

it possible to identify and process an extremely wide range of 

media very rapidly, automates the cash acceptance and han-

dling process. For example, it can be used for cash deposits, 

for check deposit and subsequent processing and for auto-

matic reverse vending systems. We have also refined our ATM-

based cash and check deposit module to accept and process 

mixed bundles of checks and banknotes regardless of the di-

rection in which they are entered. 

We have adapted this “Intelligent Deposit” technology to 

meet the varying requirements of international markets and, 

in doing so, have helped maintain our competitive lead.

Cash Cycle Management – Closing the Cycle. For 

both banks and retailers alike, the flow of cash creates risks 

and generates a high level of costs. Many of them are re-

sponding to these challenges through the use of technologies 

that are increasingly similar and increasingly interlinked. Our 

Cash Cycle Management portfolio, for instance, allows us to 

structure the branch- and store-level cash cycles of banks and 

retailers in an efficient manner. We deliver products that sup-

port the overarching cash cycle between banks and retailers. 

Our hardware, software and services solutions are designed 

with an eye to their future integration in complex cash man-

agement processes. We have already combined certain pro-

cesses from the retail and retail banking industries as part of 

a point of sale project for a service station company. The Bun-

desbank (German Federal Bank) enables partners to support 

cash deposit and withdrawal processes digitally using the 

CashEDI (Cash Electronic Data Interchange) procedure. Wincor 

Nixdorf was one of the first companies to become an accred-

ited partner of the Bundesbank and has integrated the proce-

dure into its portfolio. Our long-term aim is to develop this 

portfolio even further to ensure the efficient, local and de-

mand-oriented circulation of cash.

Software Portfolio Focused on Net-centric Prin-

ciple. As a means of reducing their operating costs in the 

area of IT systems administration and software management, 

retail banks and retailers are increasingly looking to imple-

ment net-centric, thin-client architectures. They can achieve 

substantial savings on software distribution and maintenance 

costs since a large part of the software remains on servers and 

only a small proportion on user terminals, such as checkout 

systems and ATMs. At an early stage, Wincor Nixdorf began 

developing software for thin-client architectures. 

To ensure that process chains can be controlled through-

out, we regularly add new specialist banking or retailer-spe-

cific modules and functions to the software platforms that we 

have developed according to this principle. At the beginning 

of the calendar year, we presented our “road map” for a com-

plete retail banking solution to clients in the retail banking 

industry. Along similar lines, we are developing our TP.net re-

tail branch software to permit centralized control of systems 

and processes above branch level.

To  S h a r e h o l d e r s     M a n a g e m e n t     S t o c k     C o r p o r a t e  G o v e r n a n c e     S u p e r v i s o r y  B o a r d  R e p o r t     C o m p a n y  P r o f i l e     

I n n o v a t i o n
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Software and Solutions Expertise Complemented 

by New Services. For their individual processes, our cus-

tomers need solutions that are tailor-made to meet their 

needs – solutions that are based on standard applications. In 

response to these partly contradictory requirements, we are 

equipped to adapt the different elements of our software 

portfolio to their processes and requirements and continue 

developing them. This portfolio of services has been brought 

together under the title of Professional Services.  

Simplifying Maintenance, Boosting Availability. 

By developing innovative product features including, for ex-

ample, the ability to monitor systems online and restore them 

remotely in the event of certain errors, we can reduce custom-

ers’ operating costs and pave the way for a Managed Services 

or Outsourcing agreement. These services are intended to free 

customers from the need to perform tasks outside their core 

business areas. 

All-round Security. The issue of security is of particular 

importance to financial institutions. Their customers demand 

secure transactions as a fundamental banking service. Banks 

also have to protect their IT infrastructure and staff. In re-

sponse, our Security division has moved to link innovative base 

technologies, such as video monitoring and specialized sensor 

technologies, and integrated the use of video-monitoring 

technology into our portfolio. In addition, we have developed 

new concepts to protect IT networks from computer viruses, 

enhance the security of data communications and prevent any 

manipulation of our systems, with a particular focus on pro-

tecting ATMs against skimming attacks.

Different Industries – Same Technologies. We are 

successfully applying existing base technologies and breaking 

into new industries in a growing number of areas. Postal op-

erators, for example, need software that can handle processes 

from both retail banking and retail outlets. In developing a 

new software application for postal service providers, we were 

able to draw on, and combine elements of, our retail industry 

and retail banking software suites. Another example of apply-

ing existing base technologies is the use of our cash process 

optimization systems in casinos. This combination of standard 

technology with extension modules makes it possible to pay 

out winnings via an ATM.
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S a l e s  &  M a r ke t i n g

Au to m a te d  C h e cko u t

M a n a g e d  S e r v i c e s / O u t s o u r c i n g

WHAT DO OUR CUSTOMERS EXPECT FROM 

                                                AUTOMATED CHECKOUT?

100%
less waiting time for 
consumers.
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100%
more time for   
helping customers.

100% 
less effort with  
cash settlements.

0% 
mistakes with 
cashier processes.
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S a l e s  &  M a r ke t i n g

Au to m a te d  C h e cko u t

M a n a g e d  S e r v i c e s / O u t s o u r c i n g

Between Customer Satisfaction and Cost Opti-

mization. The checkout is an experience shared by all shop-

pers. They shop and then stand in line to pay. For  retailers, on 

the other hand, it is a process that ties up substantial financial 

and human resources. In fact, around 24% of all branch proc-

ess costs are generated at the point of sale. This level requires 

a good balance between customer satisfaction and cost opti-

mization. But it is a balance that is not always achievable. If 

too many POS lanes are open and not used efficiently, retailers 

groan. If too few are open, shoppers moan. Whether it is a 

regular shopper or a walk-in, one thing is certain: everyone is 

equal at the checkout. But maybe not for long. 

AUTOMATING THE CHECKOUT ZONE.

24%
of a store's process costs are generated  

at the point of sale. 

For convenient shopping, we offer mobile systems, ....
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As the retail industry strives to optimize POS-specific costs 

and increase customer satisfaction, it is increasingly turning 

to automated checkout systems, which allow customers to 

register and/or pay for their goods themselves.  Although au-

tomated checkout solutions can reduce personnel costs sub-

stantially, the mere switch to self-service does not always 

achieve the desired effect of shorter waiting lines and thus 

higher customer satisfaction. Most shoppers still need more 

time to manage their own checkout than they would if as-

sisted by a trained clerk. This is now changing thanks to new 

automated checkout systems that are individually tailored to 

various store formats and customer structures.

Scanning, Printing, Paying. One example is the use of 

mobile shopping devices. Shoppers can use these devices to 

scan merchandise and keep track of the total amount of goods 

in their shopping cart. After completing their shopping, they 

receive a printout of the amount, which they can pay at a 

staffed POS or at a self-service payment terminal. In another 

scenario, consumers shop as they normally do but pay at a 

self-service POS. There they scan the merchandise themselves, 

including fruit and vegetables, which they weigh themselves, 

and pay at the same system. A control weigh scale monitors 

whether all products have been properly registered and paid.

Self-checkout: Customer-friendly and Efficient. 

For some time now, Belgium’s leading retailer Delhaize has 

been offering customers the option of using mobile scanning 

in its 76 stores. Last year, the company commissioned Wincor 

 Nixdorf consultants to develop a method for identi fying com-

bination possibilities between mobile scanning  systems and 

traditional checkouts with other self-service technologies. 

Their recommendation was to be entirely independent of local 

factors such as shopping basket values and customer traffic. 

The findings resulted into a decision to have – in addition to 

the mobile scanners – payment terminals at which customers 

using the scanners can also pay for their purchases them-

selves. Self-checkout systems were installed for customers 

with smaller shopping baskets. With this concept, Delhaize 

has shown that a focus on the customer and on operating ef-

ficiency can go hand in hand.

44%
annual growth is forecasted  

for automated checkout systems  

worldwide through 2012. 

with which shoppers can scan products themselves, ... pay conveniently and control their receipt in peace.
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Indeed, automated checkout scenarios are now becoming re-

ality, including those offering support in the form of station-

ary or mobile administrative systems. The numbers of deployed 

automated payment systems speak for themselves: Today, the 

installed base of these systems in Europe is 6,100 and 53,000 

worldwide. By 2012, the number in Europe is expected to 

climb to 60,000 and more than 234,000 worldwide, represent-

ing a yearly growth rate of 69% and 44%, respectively.

The Right System is Essential.For sure, if automated 

checkout technology is to succeed in the retail industry, com-

panies need to choose a solution that best meets their indi-

vidual needs. For the self-checkout or partially supported 

checkout, Wincor Nixdorf offers not only modular and scal-

able solutions covering all imaginable customer scenarios but 

also accompanies and advises retailers with their “change 

management” process. This process extends from the initial 

idea to the selection of the appropriate system and the op-

eration of the solution. We analyze current checkout proc-

esses, store formats and layouts, recommend the optimal au-

tomated checkout scenario and show which improvements 

and cost savings can be achieved. In a pilot situation, we walk 

retailers through the test phase and pilot installation right up 

to the final rollout. In addition to numerous implementation 

services, we help customers integrate new solutions into their 

existing infrastructure and customize these to meet the re-

quirements of their individual processes and systems. Moreo-

ver, as part of our service, we can take over part or all of a 

company’s self-service operations.

With this customized approach and implementation, re-

tailers can not only reduce their personal costs but also grow 

sales in an optimal way. They can also increase customer 

 satisfaction, especially through the use of special marketing 

instruments, such as personalized shopping with the help of 

mobile devices as well as up-selling and cross-selling. Moreo-

ver,  self-service cash components that automatically accept 

and dispense cash help reduce inventory differences. These 

differences can account for up to 1% of sales, according to a 

study by the EHI-Retail Institute. Employees account for  

27% of these differences of which half of them occur at 

checkout. 

Less Cash, More Security. The retail industry can achieve 

still further benefits by integrating, for instance, cash-recy-

cling components at the check out. Cycled cash in companies 

can be reduced and security holes plugged in the closed cash 

cycles, further protecting not only banknotes but also em-

ployees against robberies. Wincor Nixdorf offers customized 

solutions for handling cash.

Daily shopping ... because customers can control ...is made easier with our self-checkout systems ...
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Not only companies but also consumers benefit from our in-

novative payment systems. The benefits include swift, con-

venient payment, more control and transparency of the sale 

and the amount, greater privacy and, with mobile self-scan-

ning, personalized offers, as well as future services like down-

loadable shopping lists and individual product information. 

Consumers like self-service payment as their usage under-

scores. At Britain’s Anglia Coop, for instance, the share of 

transactions at self-service terminals is nearly 45% – and ris-

ing. As the rollout of ATMs in the past has shown, the greater 

the number of users, the greater the acceptance.

Appreciated by Consumers. French retailer Auchan has 

had good experience with its automated checkout solution in 

stores. The company rolled out the solution in February 2006, 

following a pilot project in June 2004. Today, it operates 212 

systems of the type Beetle/iScan Basic Line and two bag sys-

tems in 33 supermarkets. The systems are designed to manage 

peak checkout periods and free up employees for other ser-

vices. This is something that consumers have learned to ap-

preciate. In their opinion, Auchan’s self-service solution has 

resulted in faster checkouts, improved customer service and 

greater trust. The service is highly used; between 300 and 400 

transactions per day are made at the automated checkouts. 

At one Auchan store, in fact, around 25% of the POS terminals 

are now self-checkout systems, used by 35% of shoppers. 

Moreover, the systems have a return on investment of  between 

18 and 24 months.

Automated checkout systems are a win-win situation for 

everyone. Retailers benefit from the automated payment 

process through a reduced number of cashiers and added time 

for employees to provide service and support, and they can 

reduce cash levels and plug security holes through the inte-

gration of cash-recycling components in checkout solutions. 

Customers, on the other hand, can shop faster and more con-

veniently. 

45%
of all transactions at Anglia Coop in the U.K. are  

generated through self-service.

and are guaranteed privacy when paying.the speed of the checkout process ...
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TAKING RESPONSIBILITY FOR PEOPLE AND NATURE.

As an organization operating and producing at an interna-

tional level, Wincor Nixdorf is aware of its duty to address 

wider global and social concerns. With this in mind, we firmly 

believe we can only remain successful over the long term by 

adopting a sustainable approach to our business activities. We 

are therefore committed to achieving a balance between eco-

nomic, environmental and social objectives. For us, sustain-

ability means economic growth that is accompanied by a 

commitment to make careful use of natural resources, support 

our employees and translate our social responsibilities into 

positive action.

CREATING ADDED VALUE  

BY OFFERING SERVICES WITH LOW  

ENVIRONMENTAL IMPACT.

We regard protection of the environment as an integral part 

of our strategy of promoting sustainable, long-term growth 

and make an active contribution toward achieving this goal 

by striving to minimize our use of natural resources. The range 

of factors that we, as a provider of IT solutions, take into con-

sideration when assessing our use of resources goes well be-

yond purely hardware-related processes. Our software devel-

opments and services can also contribute to ecologically-minded 

business practices – for us and our customers alike.

 In-house rules on environmental protection way ahead of legislation  Rewarding 

 performance and commitment  Investment in education and professional qualifica-

tions  Compliance program for high-quality and responsible corporate management 

 Support for people with disabilities  Signatory to “Business Taking Responsibility” 

charter
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Environmental Guidelines at Wincor Nixdorf. As 

for hardware, our holistic approach to the ongoing protection 

of the environment begins at the development stage and cov-

ers production, use, recycling and environmentally safe dis-

posal. Our aim is to avoid or minimize any environmental 

impact by imposing strict guidelines that, in part, go beyond 

the requirements of current legislation. 

Compliance with Statutory Environmental Pro-

tection Regulations. We endeavor not only to comply 

with statutory requirements but also to go beyond them in 

our careful use of resources. As regards the statutory require-

ments we strongly focused on the European Union directive 

“Registration, Evaluation, Authorization and Restriction of 

Chemicals” (REACH). During the year under review, we set up 

a project group to ensure that all the necessary measures are 

in place to implement the requirements of this directive. In 

addition, we evaluate the extent to which our products may 

be affected by the European Union eco-design directive “En-

ergy-using Products” (EUP), and introduce appropriate meas-

ures where needed. 

Sustainable Products and Production. We believe 

that our duty to protect the environment is part of an ongoing 

process. We are constantly on the lookout for even better so-

lutions – across the entire lifecycle of our hardware. As early 

as the development stage, we aim to create particularly du-

rable and energy-efficient systems. To this end, we avoid using 

environmentally damaging substances and materials in pro-

duction. During the year under review, for instance, we began 

operating a new painting shop that, from an environmental 

perspective, provides a number of important benefits: low-

solvent and solvent-free painting systems, greater energy ef-

ficiency thanks to heat-capture technology and a significant 

reduction in wastewater. As well as deploying plant and ma-

chinery designed in accordance with latest environmental 

standards, we  aim to reduce the volume of materials we use 

and place great emphasis on recycling. 

Benefiting the Environment and the Customer. 

We aim to ensure that our customers can enjoy long-lasting 

and secure solutions that also offer environmental benefits. 

In the field of hardware, for example, intelligent energy man-

agement technology ensures that all systems can revert to 

power-saving mode depending on the level of use. The ensu-

ing reductions in electricity consumption and heat generation 

help extend the lifetime of these products. Thanks to other 

solutions such as cash management, we can cut the number 

of secure transport trips and thus help reduce CO2 emissions. 

Furthermore, our Managed Services portfolio includes a provi-

sion for remote intervention – ranging from a preliminary 

response in the case of a fault report to preventive web-based 

maintenance – with the result that on-site deployment of 

technical employees can be kept to a minimum.
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Our Latest Contribution to Protecting the Envi-

ronment. You may be holding another modest but environ-

mentally beneficial initiative from Wincor Nixdorf in your 

hand right now. This year, we produced our annual report on 

paper certified by the Forest Stewardship Council (FSC). This 

international non-profit organization aims to promote the en-

vironmentally responsible, socially acceptable and economi-

cally viable management of our woodlands.*

FOCUS ON PEOPLE.

We are aware that our success depends on the men and 

women – over 9,400 of them – who make up our workforce. 

Not only are they responsible for creating the Group’s image 

as seen by our customers and business partners around the 

world; their commitment is also vital if we are to keep our 

customers satisfied and thus ensure the long-term success of 

Wincor Nixdorf. Indeed, their performance, skills and dedica-

tion are of fundamental importance to our efforts to consoli-

date and build on our leading position. One of our key tasks is 

therefore to promote a culture based on performance and 

commitment. To this end, we make every effort to further the 

professional development of our employees and, in doing so, 

hope to reinforce their loyalty to our Company. 

Wincor Nixdorf has always placed great importance on train-

ing. We offer young people opportunities and prospects both 

nationally and internationally and train them in a range of 

careers. Our principal focus, however, is on Germany – our 

single biggest location – from where all our training activities, 

including international placements, are initiated and di-

rected.

A key element of this approach involves working with 

higher education institutions to set up partnerships, grants 

and dual education/training programs. We have consistently 

extended and developed these existing partnerships.

Improving Quality through Knowledge and Skills. 

We invest in measures to support, train and qualify employees. 

During the year under review, we continuously expanded the 

training opportunities available to our employees. At our  

sites throughout the world, they can attend a large number 

of workshops, courses and training modules in a wide range 

of subjects to gain further qualifications. In addition, we offer 

a variety of seminars and online modules via the Group’s  

“live e-Training” platform. These programs not only allow 

 employees to gain new qualifications but also improve inter-

nal communications; colleagues from different sites and 

countries come together in virtual groups to hold joint confer-

ences and training courses and to exchange knowledge and 

information. 

* For more information, please see www.fsc.org.
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In expanding our Project Management Center of Excellence, 

our aim is to train employees using a standardized and ac-

credited program and appropriate standards, and thus equip 

them to handle projects rapidly and efficiently. This program 

has already proven its worth in Germany. In recent months, 

we have increased the number of international training 

courses and launched several initiatives with our regional sub-

sidiaries. The priority is to establish a cross-border project 

management community.  

To prepare our employees as well as possible for their in-

dividual tasks, we encourage them to share their experiences 

with processes and solutions across the entire organization. 

As a means of improving both processes and quality, we have 

established a worldwide production quality network that aims 

to introduce standard procedures and instruments across the 

Group and to implement best practice at all our sites.

Attracting, Supporting and Retaining Talent. Op-

timization and internationalization lie at the heart of our 

 global personnel work, which is based on the assessment and 

ongoing development of the workforce. Regular meetings with 

employees are followed up by targeted employee development 

measures and contribute to a culture that combines both 

 expectations of, and support for, employees. We have also 

launched an international program to systematically identify 

individuals with key talents and to prepare them for future 

roles as part of our forward-looking approach to personnel 

development. 

Strengthening Integration Processes. We believe 

the dissemination and promotion of our joint corporate values, 

such as entrepreneurial thinking and behavior, integrity and 

reliability, are vital to the successful integration of new em-

ployees. At the same time, we support and promote the ex-

change of ideas across cultural boundaries. In doing so, we are 

building a culture that is marked by creativity, flexibility and 

initiative – one that enables the organization to adopt a pro-

active response to changes in the market.

Networking and Knowledge Transfer at an Inter-

national Level. The exchange between colleagues from 

different divisions is also facilitated by our Peer Group pro-

gram, which involves bringing employees together from across 

the organization to network and jointly develop management 

skills and techniques.

Fiscal 2007/2008 saw the continued development of 

 Wincor Nixdorf’s Knowledge Forum, a subject-based resource 

created by employees for employees. Many employees have 

already used this new internal communication platform to 

request information from their colleagues on different issues 

related to their work, and to discuss complex subjects. The 

next step will be to make these events electronically acces-

sible to employees. 

S u s t a i n a b i l i t y
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Building the Future Together. Our capacity to innovate 

is driven by a creative workforce. To fully exploit this potential, 

we believe it is necessary to give employees a degree of free-

dom and responsibility. We are open to suggestions from the 

workforce and welcome creative ideas and contributions that 

help enhance quality and thus boost our competitiveness. 

Once again, around 900 proposals were submitted during the 

year under review, suggesting ways in which we can reduce 

costs and optimize our products and processes. Thanks to 

these proposals, we were able to make savings of €1.5 million. 

We set up a new online platform that allows employees to 

submit their suggestions on how to improve internal processes 

and to present innovative ideas in relation to products and 

technologies.

Rewarding Good Performance. Wincor Nixdorf has 

always striven to reward employees for contributing to the 

success of the Company. We encourage employees around the 

world to give their best and identify with the organization.  

For a large part of the workforce, the remuneration system 

involves a number of variable components based on the eco-

nomic success of the Group and the results achieved in each 

area.

Intensive Dialog with Employees and the Public. 

Clarity of communication generates trust, heightens transpar-

ency and acts as a vehicle for the transfer of knowledge. For 

this reason, we strive to communicate openly, both within and 

outside the organization.

Internally, we strive to provide employees swiftly with de-

tailed information about important business developments. To 

achieve this, we make use of a range of subject-specific media 

such as specials and newsletters, each of which covers a 

number of specially selected issues in some detail. We have 

also expanded our Group-wide intranet and established spe-

cific communications platforms for our growing number of 

subsidiaries in other countries.

To maintain communications with the public, we use a 

wide range of information channels at the national and inter-

national level. We publish in online and offline media, supply 

information to journalists worldwide and ensure that we are 

actively represented at trade fairs and seminars. Our external 

communications are also targeted at the capital markets, with 

which we maintain regular contact (see also the section en-

titled Stock).

We continue to improve our website as a means of en-

hancing communications with the whole spectrum of inter-

ested parties.
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We make full use of our global sales organization to conduct 

a dialog with customers. In addition, we hold special business 

events, aimed at promoting an ongoing exchange of infor-

mation and experiences, and numerous events such as the 

international “Wincor World” trade fair, our “International 

Management Seminar” and the international “Retail Banking 

Conference,” which is run in collaboration with the interna-

tionally renowned German financial journal Börsen-Zeitung. 

These and other events have become an established part of 

our customer communication activities.

SOCIAL RESPONSIBILITY.

Further Developments in Compliance. Wincor 

 Nixdorf strongly believes in the principles of social and ethical 

responsibility and adherence to applicable laws as the basis 

for all its activities worldwide. In this context and in view of 

the ever more complex demands of a globalized environment, 

we see our compliance program as increasingly important.

The program brings together rules and standards that 

apply across the organization for proper and responsible cor-

porate management. It stands as a record of our fundamental 

approach to social responsibility – one that all employees are 

expected to observe. Furthermore, Wincor Nixdorf has now 

standardized all its basic rules and guidelines and combined 

them into a “Core Guide.” The guide, which is available elec-

tronically to employees, provides quick and easy access to all 

the related documents.

Supporting Education and Science. We want to help 

young people find their way into the business world. To this 

end, we support young academics and scientists through a 

variety of initiatives and projects, some with an international 

dimension. We conduct a range of studies at different sites in 

collaboration with universities and polytechnics. In addition, 

we ensure that we have access to the latest research in our 

field and direct interaction with the academic and scientific 

community by awarding dissertation places, student grants 

and teaching contracts. In turn, our own expert speakers give 

lectures and seminars at various university faculties.

S u s t a i n a b i l i t y
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Wincor Nixdorf aims to widen this exchange of expertise with 

universities and research centers. At the same time, we want 

to strengthen our contacts with students and young scientists 

who view Wincor Nixdorf as a potential employer in the high-

tech sector and, in particular, the area of software develop-

ment. Therefore, we offer them interesting projects as part of 

our internship program. 

In Germany, one example of our collaboration with re-

search establishments is our long-standing partnership with 

the Fraunhofer Institute. Of significance at a regional level is 

our new partnership with the Software Quality-lab (s-lab) as 

well as our long-standing teamwork with the Heinz Nixdorf 

Institute at the University of Paderborn. We also cooperate 

with regional universities of applied sciences, especially in the 

field of mechatronics. In addition, we provide selected institu-

tions with support in the form of hardware and software.

To help introduce young people at an early stage to infor-

mation technology, Wincor Nixdorf also maintains close con-

tact with schools. We offer pupils an opportunity to see how 

science and technology can be applied in practice. We arrange 

internships, hold project days and support competitions and 

campaigns.

Fulfilling our Responsibility toward the Disabled. 

For Wincor Nixdorf, social commitment includes supporting 

those with disabilities. We are involved in a number of inter-

national projects together with charitable organizations to 

help train physically and mentally disabled people, facilitate 

their access to the labor market and support them through 

the exchange of information. In France, for instance, we con-

tinued our involvement in a charitable project that provides 

kiosk terminals equipped with specific functions.

When designing products and systems, we ensure that 

they are both functional and suitable for the disabled. In the 

area of banking, for example, disabled people using our tech-

nology are able to manage their banking tasks on their own 

thanks to ergonomically designed and internationally stan-

dardized keys and controls, voice-driven menus, large numeric 

keys with special embossed characters and ATMs that can be 

operated from a wheelchair. 
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Specifically, we are working with the German Society for the 

Blind and Visually Impaired (DBSV) on a project to standardize 

all our ATMs in such a way that blind and visually impaired 

customers can easily perform their own cash transactions 

using self-service systems. All of these systems comply with 

international standards for ergonomic design.

For many years, Wincor Nixdorf has been actively involved 

in social projects in and around Paderborn, where the Group’s 

head office is located. In the year under review, the Company 

once again made funding available for charitable purposes. 

We contributed money raised together with our employees on 

“Families’ Day” to selected social projects as a way of provid-

ing effective and unbureaucratic help.

The Company also continued to support a number of ini-

tiatives on behalf of the disabled. For example, we participated 

in a joint project with Caritas that enables disabled people to 

perform simple tasks on our production line. While some of 

these people are employed on site, most of them are based at 

the local workshop for disabled people in Paderborn. Further-

more, Wincor Nixdorf has set up other projects that allow 

disabled persons to carry out tasks at a range of workplaces. 

Business Taking Responsibility. Together with 19 

other German companies, Wincor Nixdorf recently signed the 

"Business Taking Responsibility” charter promoted by Germa-

ny’s Federal Network for Civic Involvement (Bundesnetzwerk 

Bürger schaftliches Engagement – BBE). The aim is to further 

strengthen the commitment of German companies to positive 

civic action and to enhance public awareness of their involve-

ment. Signatories to the charter promise to support civic 

projects and to attract other companies to join them. 

S u s t a i n a b i l i t y
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A u t o m a t e d  C h e ck o u t

Managed  Ser v ices / Outsourc ing

100% 
availability.

100% 
relief from business  
processes.

THESE ARE THE GOALS OF OUR CUSTOMERS FOR  

                               MANAGED SERVICES/OUTSOURCING.
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100%
concentration on  
the core business.

100% 
innovative technology.
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Au t o m a t e d  C h e cko u t

M a n a ge d  S e r v i c e s / O u t s o u rc i n g

Availability is Absolutely Essential. This much is cer-

tain: Only a functioning ATM is a good ATM, as banks and their 

customers alike will agree. For banks, the self-service terminal 

is one of their most important sales channels. For customers, 

it is a familiar tool for collecting cash. Terminal functionality 

and availability is crucial for banks to maintain customer 

 satisfaction and their own image. The situation is similar in 

the retail industry. Modern POS systems are firmly anchored 

in retailers’ value chains. By using new technologies such as 

automated checkout systems, they can positively influence 

the shopping experience. And because smooth-functioning 

ATMs and POS terminals are an essential requirement for 

 customer satisfaction, system availability is an issue of grow-

ing importance. 

This is not only about ensuring availability of individual 

systems such as ATMs and POS terminals; it is also about 

 making sure that the entire IT infrastructure runs smoothly 

and reliably. One option is to use standardized managed ser-

MANAGING IT OPERATIONS AND  
BRANCH PROCESSES.

79%
growth in supermarkets is forecasted in Central and  

Eastern Europe by 2012.

Outsourcing relieves banks and retailers of complex tasks that do not ...



69

vices packages from external service providers that can be 

combined in a modular way or to outsource the entire opera-

tions. Only then can banks and retailers concentrate on their 

core competencies, save costs and increase operational effi-

ciency. Equally important, employees are relieved of routine 

tasks to devote more time to advising and supporting cus-

tomers.

Cost transparency is a further aspect that speaks in favor 

of banks and retailers outsourcing information and commu-

nication technologies (ICT) to external service providers. These 

providers can answer a number of questions such as: What 

are the costs of expanding an ATM network by X number of 

terminals? Or what does it cost to equip our field representa-

tives with laptops? 

Using the Range of Options. The scope of IT continues 

to expand in the banking and retail industries. By 2012, more 

than 11,000 new supermarkets will emerge in Central and 

Eastern Europe, with different formats ranging from discount-

ers to service stations, representing a growth of 79%, ac-

cording to “Planet Retail, Global Channel Strategies 2008.” 

POS terminals are now advanced systems that offer a range 

of functionalities almost unimaginable just a few years ago. 

And they can benefit from new technologies such as Wi-Fi, 

RFID (radio frequency identification) and smart cards, which 

offer still further possibilities. Retailers need to keep abreast 

of these developments and integrate them into their com-

petitive customer-centric strategies.

While establishing sales channels and differentiation 

qualities are essential tasks for retailers and banks, implemen-

t ing the corresponding IT strategies and, in particular, manag-

ing the IT operations are not. These tasks are best handled by 

competent and experienced service providers of Managed 

Services like Wincor Nixdorf. Managed Services are clearly 

structured, standardized packages. They include system mon-

itoring and optimized support for self-service terminals as  

well as the entire operation of a customer’s self-service infra-

structure.

30%
higher system availability is  

targeted by Nordea.

... belong to their core business, such as operating IT infrastructure ...
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98% Availability. Nordea, Finland’s largest bank, has rec-

ognized the benefits of Managed Services. The bank, which is 

also one of the leading financial institutions in Scandinavia, 

has more than 350 branches in Finland and 1,300 across the 

group. The search for a comprehensive service solution for its 

IT operations, which included upgrading hardware and soft-

ware for self-service payments, led the company to Wincor 

Nixdorf. Under a five-year contract with an option to extend 

for an additional two years, we have taken over the operation 

of systems at 400 sites in the form of a Managed SST (Self-

Service Terminal) offer. The sites are connected online to our 

“eServices Platform” and monitored remotely. We have also 

taken over software management and coordinate the work of 

service technicians from our customer care center. The goal is 

to increase system availability by one-third and to ensure  

98% availability through service-level agreements. As a tar-

geted side effect of the outsourced payment processes and 

self-service devices, Nordea employees are now relieved of 

routine tasks and can spend more time consulting customers. 

Just as important, the bank has lowered its operating costs.

In addition to Managed Services, Wincor Nixdorf can take 

over customers’ IT operations, including self-service systems. 

As part of a growing trend, this offer involves the complete 

outsourcing of key services such as IT and process manage-

ment. The self-service industry in Europe, particularly France, 

the Netherlands, the U.K. and Scandinavia, is projected to grow 

8.7% within the next 5 years, according to the PAC Outsourc-

ing Study.

The region already is a huge outsourcing market, account-

ing for 93.8% of all outsourcing activities worldwide in 2008. 

While the focus is on banking, the outsourcing of  business 

processes in the retail sector is expected to grow 8%. 

These growth rates are hardly astonishing given the huge 

customer benefits. By outsourcing complex, non-core pro-

cesses, retailers and financial institutions are able to concen-

trate on their core business more intensively. And by cooper-

ating with internationally leading specialists in the banking 

and payments industry, they can quickly introduce new prod-

ucts and services and secure a leading technology position – 

all of which can strengthen their competitive position. 

30 Million Transactions. The Co-operative Bank in the 

U.K. operates 2,250 ATMs as part of its branch network, in ad-

dition to offering telephone and Internet banking services. 

Two years ago, the bank outsourced the complete operation 

of its ATMs, including maintenance, monitoring and cash 

management to Wincor Nixdorf UK. One of the biggest chal-

lenges Wincor Nixdorf faced was the project timeline. Within 

14 months Wincor Nixdorf implemented and commenced op-

eration of the brand-new transaction solution, processing 30 

million transactions per month. As a result of this technology 

and service support investment, the Co-operative Bank has 

achieved significant improvements in both transactions and 

network availability. Wincor Nixdorf’s Transaction Processing 

solution has proven business benefits and can offer up to 

99.999% system availability. 

8.7%
is the rate of increase for  

outsourcing in the European  

self-service industry within  

the next 5 years. 

... and handling the technical and operative processing of transactions at the ATM and point of sale ...
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Wincor Nixdorf’s banking customers and consumers benefit 

from Managed Services, even if they are not aware of it. End-

users benefit from higher system availability, more personal 

time with bank consultants and enhanced services. All this 

results in a swifter implementation of processes and IT inno-

vation.

Wincor Nixdorf offers comprehensive solutions for both 

Managed Services and Outsourcing. The largely standardized 

modules can be easily and individually combined to meet cus-

tomers’ specific requirements. For monitoring and operating 

self-service terminals in the banking sector, we offer our Man-

aged SST. In the retail sector, our Managed POS for checkout 

and self-service systems offer the best possible compromise 

between optimal availability and low operating costs, as well 

as intelligent management. With Managed Total Branch, we 

are positioned as a service partner with a range of packages 

for the entire life cycle of a branch, from installation and op-

eration to refurbishment and even closure of a branch. With 

Managed Cash, we focus on the customer’s cash management 

operations, including the ordering process and operational 

responsibility as well as control and management of cash in 

transit (CiT) services.

As part of our Outsourcing offer, we can take over the 

operation of an IT infrastructure step by step, as well as the 

technical and operative processing of ATM and POS transac-

tions. This includes the complete operation of self-service net-

works, including the control and monitoring of the cash cycle 

as well as the entire ICT infrastructure. 

40,000 Devices under Control. The goal of all our Out-

sourcing and Managed Services offerings is to optimize the 

business processes of customers and, at the same time, reduce 

costs and increase system availability. Today, Wincor Nixdorf 

manages more than 20,000 ATMs across Europe and more 

than 40,000 self-service terminals worldwide. Internationally, 

we are viewed as an experienced partner in the area of Man-

aged Services. And rightly so. For one well-known large Ger-

man bank, for instance, we have increased system availability 

by 1% while at the same time reducing costs 20%. For a large 

French do-it-yourself chain, we have reduced service call 

 volume from 40,000 calls to 17,000 through the establish-

ment of a quality help desk for POS applications. 

20%
cost reduction has  

been achieved since  

2007 by a large  

German bank through  

outsourcing its  

IT infrastructure.

... or even taking over the complete ICT operations of customers with self-service terminals, workplace systems, servers and applications. 



INTERNATIONAL SUBSIDIARIES.

Algeria
Wincor Nixdorf EURL
Algeria Business Center
Pins Maritimes
16240 Mohammadia
Phone +213 21 89 11 30
Fax +213 21 89 11 31

Austria
Wincor Nixdorf GmbH
Guglgasse 7–9
1030 Vienna
Phone +43 1 74 33 03 00
Fax +43 1 74 33 03 02 20

Belgium
Wincor Nixdorf S. A./N.V.
Ikaros Business Park
Ikaroslaan 45
1930 Zaventem
Phone +32 27 12 94 60
Fax +32 27 12 94 99

Brazil
Wincor Nixdorf
Soluções em Tecnologia
da Informação Ltda.
Avenida Guido Caloi 1935
Térreo Bloco C
05802-140 - São Paulo -
Brazil
Phone +55 11 55 16 13 32
Fax +55 11 55 16 13 31

China
Wincor Nixdorf
Retail  Banking Systems
(Shanghai) Ltd.
Block 70, No. 36 Yiwei Road
Waigaoqiao Free Trade Zone
200131 Shanghai
Phone +86 21 3871 9689
Fax +86 21 5046 1625

Wincor Nixdorf
(Hong Kong) Ltd.
11/F, Southwest,
Somerset House,
Taikoo Place,
979 King’s Road, Quarry Bay
Hong Kong
Phone +852 28 04 10 89
Fax +852 29 05 10 99

Czech Republic
Wincor Nixdorf s.r.o.
Evropska 33 a
16000 Prague 6
Phone +420 2 33 03 41 10
Fax +420 2 33 03 41 19

Denmark
Wincor Nixdorf A/S
Tempovej 14
2750 Ballerup
Phone +45 44 77 89 10
Fax +45 44 77 89 22

Finland
Wincor Nixdorf Oy
Nuijalantie 13
02630 Espoo
Phone +358 2 07 52 05 20
Fax +358 2 07 52 05 02

France
Wincor Nixdorf SAS
Banking Division
10, Rue du fort de St-Cyr
78180 Montigny le Bretonneux
Phone +33 1 30 14 95 00
Fax +33 1 30 14 95 10

Retail Division
Immeuble Le Capitole
55, Avenue des 
Champs Pierreux
92012 Nanterre Cedex
Phone +33 1 46 69 78 78
Fax +33 1 46 69 78 99

Greece
Wincor Nixdorf
Information Systems S. A.
14th km, Athens –
Lamia Nat. Road
Zip Code 14564
P.O. Box. 51399-Kifisia
Phone +30 21 06 24 08 00
Fax +30 21 06 24 09 00

Hungary
Wincor Nixdorf Kft.
Kunigunda útja 58
1037 Budapest
Phone +36 1 430 2550
Fax +36 1 430 2560

Indonesia
PT. Wincor Nixdorf
Indonesia
Sentra Mulia Building
6th Floor #606
JL. H. R. Rasuna Said
Kav. X-6 No. 8 
Jakarta Selatan 12940
Phone +62 21 25 52 79 00
Fax +62 21 25 52 79 99

Ireland
Wincor Nixdorf Ltd.
2015–2016 Orchard Avenue
Citywest Business Campus
Dublin, 24
Phone +353 14 66 09 60
Fax +353 16 30 92 09

Italy
Wincor Nixdorf s.r.l.
Centro Direzionale Milanofiori
Strada 2, Ingresso C3
20090 Assago MI
Phone +39 02 52863 1
Fax +39 02 52863 835



Poland
Wincor Nixdorf Sp. z o.o.
ul. Popularna 82
02-226 Warsaw
Phone +48 2 25 72 42 00
Fax +48 2 25 72 42 09

Portugal
Wincor Nixdorf Portugal
Rua Nossa Senhora 
da Conceição, 5
2794-086 Carnaxide
Phone +351 214 20 18 00
Fax +351 214 20 18 91

Russian Federation
Wincor Nixdorf LLC
Petrovka str. 15/13, build. 5
107031 Moscow
Phone +7 495 739 2300
Fax +7 495 739 2300

Singapore
Wincor Nixdorf Pte Ltd.
2 Kallang Sector
Singapore 349277
Phone +65 67 47 38 28
Fax +65 67 47 15 77

Slovakia
Wincor Nixdorf s.r.o.
Vajnorská 98/D
83104 Bratislava
Phone +421 2 49 25 81 11
Fax +421 2 49 25 82 11

South Korea
Wincor Nixdorf Ltd.
13F Daeyeong Bldg.
44-1 Yeouido-Dong
Yeongdeungpo-Gu
Seoul (150-714)
Phone +82 27 87 15 00
Fax +82 27 87 15 99

Spain
Wincor Nixdorf S.L.
Valportillo Primera, 11
Polígono Industrial Alcobendas
28108 Alcobendas – Madrid
Phone +34 91 484 3800
Fax +34 91 484 3883

Sweden
Wincor Nixdorf AB
Anderstorpsvägen 12
Box 53
17174 Solna
Phone +46 84 70 09 00
Fax +46 84 70 09 99

Switzerland
Wincor Nixdorf AG
Stationsstrasse 5
8306 Brüttisellen
Phone +41 44 835 34 00
Fax +41 44 835 35 00

BEB Industrie-Elektronik AG
Oberburgstrasse 10
3400 Burgdorf
Phone +41 34 420 88 33
Fax +41 34 420 88 39

Taiwan
Wincor Nixdorf Ltd.
9 Floor,
No. 496 Rueiguang Road
Nei-Hu District
Taipei 114, Taiwan R.O.C.
Phone +886 2 87 98 11 68
Fax +886 2 87 98 11 58

Thailand
Wincor Nixdorf (Thailand)
Co. Ltd.
G, 30-31/F, Thai CC Tower
889 South Sathorn Road
Yannawa, Sathorn
Bangkok, Thailand 10120
Phone +66 26 72 39 99
Fax +66 26 72 39 09

Turkey
Wincor Nixdorf
Bilgisayar Sistemleri A. S.
Kosuyolu Mahallesi
Cenap Sahabettin Sok. No. 43
81020 Kadikoy-Istanbul
Phone +90 21 65 45 18 38
Fax +90 21 65 45 18 30

United Kingdom
Wincor Nixdorf Ltd.
Alba House
Mulberry Business Park
Fishponds Road
Wokingham
Berkshire RG41 2GY
Phone +44 11 89 36 50 00
Fax +44 11 89 36 50 71

Datalect Group Ltd.
Perivale Business Centre
12 Aintree Road
Greenford
Middlesex UB6 7 LA
Phone +44 20 89 97 44 04
Fax +44 20 89 91 25 58

USA
Wincor Nixdorf Inc.
8505 Cross Park Drive, Ste 300
Austin, TX 78754
Phone +1 512 252 5622
Fax +1 512 252 5699

Venezuela
Wincor Nixdorf C.A.
Av. Paseo Colón
Edificio Polar Torre Oeste, Piso 13
Plaza Venezuela, Los Caobos
Caracas 1050-A
P.O. Box 60167
Phone +58 21 22 19 89 04
Fax +58 21 22 19 89 02

Malaysia
Wincor Nixdorf (M) Sdn Bhd
(492594-H)
Suites K-10-01 to K-10-04
Level 10 Block K 
Solaris Mont Kiara
No. 2 Jalan Solaris
50480 Kuala Lumpur
Phone +60 3 62 09 60 00
Fax +60 3 62 03 75 35

Mexico
Wincor Nixdorf México
S.A. de C.V.
Campos Eliseos #400 Piso 14
Col. Polanco Del. Hidalgo
C.P. 11560 México DF
Phone +52 55 53 87 96 00 
Ext. 1000
Fax +52 55 53 87 96 12

Morocco
Wincor Nixdorf S. A.
226, Boulevard Zerktouni
20000 Casablanca
Phone +212 22 49 09 09
Fax +212 22 47 10 72

Netherlands
Wincor Nixdorf B.V.
Binckhorstlaan 287A
2516 BC The Hague
Phone +31 7 03 49 59 59
Fax +31 7 03 49 59 99

SecurCash B.V.
Kiotoweg 221
3047 BG Rotterdam
Phone +31 10 238 33 55
Fax +31 10 238 33 59

Norway
Wincor Nixdorf A/S
Strømsveien 102
0663 Oslo
Phone +47 23 05 26 00
Fax +47 23 05 26 01




