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PFB GmbH - Success and Team Spirit

The years 2020 and 2021 have made it abundantly clear that 

nothing will remain as it once was. Regardless of whether in 

our professional or private lives, we must redefine our goals 

and visions and adapt to the new circumstances.

PFB would like to support you, our customers and partners, 

by evaluating your work processes together with you and 

helping you optimize them wherever possible.
In this corporate press kit, you will find fascinating interviews 

as well as new solutions and products from our partners SATO, 
ProGlove and Brother as well as a very personal interview 
with Dirk Bauermann, one of the most successful German 
basketball coaches of all times.
In this interview, he provides us with some insights into his 
philosophy on subjects such as success and teamwork.
Because the individual is always a key factor in success or 
failure, no matter whether in sports or business, some of his 
experiences may help us find new solution approaches.

We wish you lots of fun and new discoveries as you read.

v.l.n.r.: Frau Yvonne Junge, Frau Karin Frisch 
und Frau Jolanta Biberstein 



 the right one to go through again. That 
was my approach, anyhow.

PFB: In the world of sports, performance 
and success can be very precisely mea-
sured. There are victories, defeats, ran-
kings, quotas. But how do you define 
career success, or success in general?

Dirk Bauermann: To me, success is getting 
the most out of team or personal poten-
tial. My personal philosophy has always 
been to make sure that I am the best pos-
sible version of myself. The same goes for 
the teams I am coaching: I want to turn 
them into the best possible versions of 
themselves. In the end, the whole has 
to be more than the sum of the parts. As 
such, success is not absolute, it is relati-
ve. Starting out new on this journey each 
time is a challenge that I always enjoy to 
the fullest.

PFB: What are the hallmarks of a 
successful team?

Dirk Bauermann: All highly successful 
teams have a player that the Americans 
refer to as “glue.” He or she may not be 
the most talented, the highest earning, 
the player featured most often in the me-
dia or garnering the most praise. He or 
she may not even be the one most popu-
lar with the fans. But this person nonet-
heless functions as a powerful integrative 
force within the team. He or she inspires 
others, calms them and brings them to-
gether.

Nearly all great teams in history, no mat-

PFB: Many people know you as an excep-
tional coach in the international basket-
ball scene based on your success at the 
German championships, world champi-
onships and Olympics. You entitled your 
autobiography ”Mission Erfolg” (Mission 
Success). Can you explain the vision, the 
plan and the path to your success?

certainty of knowing you are investing 
everything necessary in order to be 
successful and trusting yourself implicitly 
to know the path that is right for you. 

You have to bring all your expertise, 
your energy and your experience to bear 
and approach the tasks you have set for 
yourself with tremendous dedication.

I believe that my own path is a good 
example of just how well this approach 
can work. Becoming a coach on the 
highest level of sports was a clear goal 
for me relatively early on. At the time, 
my first step was to attend college in the 
U.S.A. in order to play basketball and 
learn from good American coaches there. 
The second step was to work in the U.S.A. 
as an assistant trainer and learn from the 
best coaches. And I did just that, even 
though many people advised me against 
it. I was the first young German coach to 
choose this path. 

People noticed me, and my next step was 
to spend ten years as head coach for Bayer 
Leverkusen. These ten years were the 
result of me having invested so much and 
being on a certain path. My journey then 
went on from Bayer Leverkusen to the 
German national team, to other national 
teams, to many victorious championships. 

As such, I would say that focusing on your 
own development and not looking at 
the next segment of your life is crucial 
to success. You just have to wait and see 
what doors open, and hopefully choose 

Dirk Bauermann
In the following interview, legendary basketball coach Dirk Bauermann tells us what steps he went through 
on his way to success and which factors are essential for a successful team.

Dirk Bauermann: In my business it is very 
difficult to have a long-term plan. 
Five-year plans, such as: “I am currently 
a coach in the U.S.A., in three years I will 
take the next step and become a coach 
in the national German League, then two 
years later I’ll become a coach on the 
European League level” – plans like that 
don’t work. 
For the most part, the plan consists of 
having faith in you own abilities, in the 
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Dirk Bauermann - Source: Wikipedia*

* https://commons.wikimedia.org/wiki/File:Dirk_Bauermann_May_2012.jpg



who were successful in their own 
particular sphere or business have done. 
I believe it is important to do that right 
up until the last minute, because standing 
still is a step backwards.

PFB: After achieving so much success, 
how do you manage to stay so down to 
earth?

Dirk Bauermann: In my experience, 
success – including financial, economic 
success – does one of two things to 
people: Some of them become the 
Nowitzkis of this world, meaning that the 
do not see their great success as a reason 
for putting themselves above others.
Others, however, suddenly feel they are 
something better. They put their riches on 
display and believe that their opinions are 
now more correct and more important 
than anyone else’s. There is seldomrarely 
any grey area here. Being able to work 
together with Dirk Nowitzki was therefore 
naturally a great privilege for me. For six 
years, I was able to work not only with 
one of the best basketball players in the 
world, but also with an incredibly humble, 
friendly, easy-going and unpretentious 
human being. I believe that having such 
a player on our team was the key to our 
success, especially at the 2005 world 
championships and the Olympics in 2008.

ter which sport, have had such a player in 
their ranks. This player is what the Ameri-
cans call the “unsung hero,” the one who 
no one talks about, the one about whom 
no poem or stories are written.  In my opi-
nion, these are the players that make the 
difference in teams with a similar amount 
of talent. These players never see them-
selves as individuals, but always as part 
of something bigger and more important. 
They see their task as bundling energy 
and keeping everyone together so that 
they can master even the greatest of chal-
lenges side by side.
I believe that a second quality of highly 
successful teams is that they have a 
strong sense of collective solidarity, 
that they stick together even when the 
going gets tough. A team’s potential is 
always defined by character traits such 
as the will to win, the attitude toward 
training or the attitude toward the team. 
There are many teams that never live 
up to their true potential. That is almost 
always a question of the composition of 
a team and the roles within the team, 
which have to be clearly defined. The 
coach has a very important function 
here, because he or she again and again 
engages in open and honest talks with the 
team as whole as well as the individual 
players. These discussions can be tough, 
but they should always be constructive 
and focused on problems and solutions.  
It is a continual process and sometimes 
easier said than done. Successful teams 
have always gone through moments of 
crisis but have always managed to come 
out stronger on the other side. Crises are 
necessary in order to understand each 
other better, identify weak points and 
then consciously transform them into 
strengths.

PFB: Were there setbacks in your career 
that ultimately helped you move ahead? 
Do you view mistakes as valuable lear-
ning experiences?

Dirk Bauermann: I have certainly had 
my share of setbacks. I was fired from 
FC Bayern and once in Greece as well. 

In situations like those, it’s imperative to 
simply stay the course. You have to analyze 
what happened with brutal honesty and 
be critical of yourself instead of blaming 
everything on other people, unlucky 
circumstances or bad weather. You have 
to be able to draw the right conclusions 
from your failure in order to do better the 
next time. This is the only way to come 
out of difficult situations or failures even 
stronger than you were before. You can’t 
let yourself drown in self-doubt. You have 
to draw the right conclusions and move 
on.

PFB: In every job it is essential to keep 
acquiring new knowledge. What kind of 
tools do you use to become even better, 
to keep further developing?

Dirk Bauermann: The first step is critical 
self-reflection. The second is coaching by 
people who I repeatedly invite to help 
me and who follow my work and give me 
ideas for change. These include a sports 
psychologist who helps us build coopera-
tion with the team as well as advising me 
personally.
Because sport is a very dynamic process, 
I believe that we need to view ourselves 
as learning systems and closely examine 
even areas that are not directly related to 
sports. It is important to see what others 

Dirk Bauermann in tactical discussion with Dirk Nowitzki
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PFB: What was the nicest compliment 
you ever received? 

Dirk Bauermann: There were actually two 
of them. And both of them were very 
unusual in that they were never directly 
communicated as such.
The first one: I coached the Polish 
national team as a German. From a 
historic standpoint, this was not entirely 
unproblematic. 
Following the 2011 European champion-
ship, which only went so-so, there was 
a final discussion. All the members of 
the Polish national team told the Polish 
president, who was present at the event, 
that they would do anything to keep me 
as their coach. That was amazing.
And then there was the statement the 
day before yesterday from a player here 
in Rostock or the team as a whole, who 
said: We will go through fire for you. That 
is also very unusual and a huge compli-
ment for me.

PFB: Thank you for the fantastic and 
inspiring interview, Mr. Bauermann.

Dirk Bauermann talks with Jolanta Biberstein, PFB GmbH Business Development Manager

Interview with Dirk Bauermann

That is more than likely the same for you 
in your business. If there was some prima 
donna running around who could write 
beautifully, was especially creative or a 
really good salesperson but who made 
everyone else’s life difficult with their 
capricious escapades, that would not 
work out well in the long term. 

The majority of highly successful coaches 
lead by example. A coach’s own passion 
for the team, for the task at hand, for the 
game, is what moves others, motivates 
and inspires them. Not leading from be-
hind by cracking the whip.

PFB: To what extent is the current crisis 
affecting professional basketball?

Dirk Bauermann: First I would say that 
it is having much less of an impact on 
basketball than in other sectors such as 
the restaurant industry, hotels or the 
healthcare system. Professional sports 
are still taking place in all countries 
everywhere, but for the most part without 
spectators. In comparison to other areas 
of daily life, I would say the impact in 

sports is absolutely manageable and not 
all that bad. More than 80,000 people 
in Germany have now diedof COVID-19. 
Many have lost their grandmother, grand-
father, grandparents. Young adults and 
children are severely ill. Yet I am sitting 
here, and we have a game tomorrow. If I 
thought that was a bad situation for me, I 
think I would have failed to comprehend 
the big picture. 

PFB: If your life was turned into a movie, 
what would the title be?

Dirk Bauermann: “Lucky”

PFB: I think you have made your own 
luck!

Dirk Bauermann: Yes, of course, you have 
to work hard and acquire competency, 
skills, etc. But you need lots of luck too. 
In addition, you always need people who 
believe in you, who encourage and sup-
port you. As such, I believe it is almost ob-
ligatory at a certain point in your career to 
start giving back. This is why I regard it as 
so important to help train young coaches 
so I can pass my experience on to them.
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traditional customer interface, may be 
met with internal resistance. This is where 
the SATO CT4-LX can help.

Time-saving intelligence

Our next generation 4-inch smart desktop 
printer is designed to save operators time 
and significantly increase efficiency in fast-
paced business environments. Specifically 
developed for users of varying skill levels, 
the CT4-LX features a 4.3-inch colour 
touchscreen with simple icons for an 
easy-to-navigate menu system. Onboard 
guidance videos are also available, should 
the printer encounter an error and require 
operator input, thus minimising potential 
downtime. 
Moreover, the printer also comes with 31 

There has been no shortage of challenges 
for businesses around the world over 
the past year. From supply shortages to 
enforced closures and social restrictions, 
each industry has faced difficulties amidst 
the ongoing pandemic. At SATO, we 
recognise that each business is unique 
and at different stages of the digitization 
journey. As a leading global provider of 
Auto-Identification solutions, we serve a 
diverse range of sectors to help streamline 
operations, discovering where we can 
empower workforces by saving them time 
with cloud-connected automation and 
label printing technology. As experts in our 
field, we want to inspire change, develop 
new ideas and promote customer centric 
innovation through ceaseless creativity.
By working closely with our Partners, such 
as the longstanding Partner Printing for 
Business GmbH, we have facilitated the 
digitization journey for many companies. 
By creating seamless user experiences in 
the healthcare, retail, food industry and 
manufacturing industries, we are tapping 
into their customers’ unused potential in 
cloud connectivity, Radio Frequency Iden-
tification (RFID) technology and our latest 
innovation in end user internet embracing 
customisation, Web AEP.

Accelerated digital adoption

According to a global survey carried out 
by leading consultancy McKinsey in 2017, 
only 2% of respondents at leading world-

A Smart Link
Unlocking the potential of  intelligent label printers

Of those that strategically shif-
ted their resources into supply 
chain digitization through inte-
grated labelling processes and a 
‘less hands-on’ approach, they 
created much more value and 
higher returns to their share-
holders. 
Covid-19, as we’ve seen, has 
exposed vulnerabilities in the 
supply chain, and has since ac-
celerated the need for swift 
digital adoption, making the 
advantages of implementing a 
cloud-connected solution well 
known. However, varying user 
experience levels, combined 
with complex changes to the The smart label printer SATO CT4-LX

wide companies said that they were 
focusing on a digital strategy for their 
supply chains, with up to 49% favouring 
marketing and distribution strategies 
instead. 
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mer environments. Now, our Indepen-
dent Software Vendors (ISVs) can create 
web-based applications that are tailored 
to each of their customer environments. 
For example, one of our Partners has 
created a simple point and click visual tool 
for restaurant chefs. They simply scan a 
product barcode, the application searches 
for the recipe in a cloud database, checks 
if the product has a variable weight and 
generates all label data (including ingredi-
ents, allergens, prices and more) instanta-
neously. 
When ISVs and resellers choose a SATO 
solution, they not only receive a fully re-
liable, accurate and efficient label printer 
for their customers, they acquire a trusted 
business partner that will continually stri-
ve to exceed expectations – and that, as 
some may say, is a smart link. 
For more information on SATO and its 
solutions, please visit: https://www.sato-
europe.com/

References
1. McKinsey & Company, ‘The case 
for digital reinvention’, February 2017. 

Reduce costs with SATO’s smart label printers.

languages for multi-national enterprises, 
which can be changed quickly in the 
language settings menu. 

Increasing product traceability ef-
ficiency

Saving time is not the only advantage of 
the CT4-LX as the printer also integrates 
seamlessly into existing workflows. Its 
RFID capabilities provide heightened 
flexibility for track and trace inventory 
management, while its increased data 
collection input delivers exceptional 
labelling accuracy day in, day out. For 
example, retailers who require an efficient 
omnichannel customer experience can 
do so by utilising RFID technology to 
tag incoming goods, check stock in real-
time and help prevent split shipments. 
Manufacturers can also integrate their 
warehouse management systems with the 
CT4-LX’s RFID capabilities and accurate 
data storage. While RFID tags can be 
attached to pallets, cranes and forklift 
trucks can also be equipped with RFID 
antennas on the front and rear, ensuring 
complete visibility and accuracy for pallet 
pick-up and drop-off. 

As such, we offer a wide range of UHF, 
HF and NFC encoding solutions with 
the CT4-LX to support EPC, ISO, I-Code, 
and Tag-it industry standards to deliver 
additional flexibility – a must-have for 
achieving 100% accuracy when it comes 
to inventory management and product 
traceability.

Taking printing to the next level

At SATO, we continually seek ways to stay 
ahead of the curve. When we introduced 
Application Enabled Printing (AEP) to 
our range of intelligent label printers it 
significantly cut business costs, while 
revolutionising the end user experience. 
However, the potential of AEP had not 
been fully realised – until we created Web 
AEP.
This intelligent solution is now much 
more flexible for web developers. With 
Web AEP, developers can use common 
web technologies and coding languages 
like Javascript, HTML5 and CSS to create 
applications, which are all based on single 
side capabilities on the built-in browser. 
This means it is fast, fuss-free and easily 
scalable for the most complex custo-
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No capital commitment, tax deductible instalments 
and liquidity-related room for manoeuvre that  

allows a company to operate with greater financial inde-
pendence: those who opt for leasing instead of purchasing 
can take advantage of a number of benefits. Especially 
when certain products are only needed for a project that 
is set to run for one or two years. For instance, this may be 
20 small desktop printers that can print out barcode labels 
for attaching to items.  ‘If a company bought all of the 
printers for this project, they may end up not paying  
for themselves,’ says Jolanta Biberstein, new market  
development manager at PFB Printing for Business GmbH.  
The company has been a service provider in the field of 
Auto-ID and printing solutions for more than 26 years,  
advising other businesses on products supplied by a wide 
range of manufacturers. ‘We have a large portfolio with 
solutions for practically every need,’ says Biberstein. ‘We 
see it as our job to make the customer the best offer from 
a financial perspective. This includes the leasing option.’

One thing above all else is very clear: if the latest 
technology is always an important factor, then leasing 

borne by the party renting out the equipment under the 
terms of traditional rental agreements. For example, the 
user can decide exactly when the leased equipment can 
be procured – a practical benefit when projects within 
companies have fixed times. Yet the user is also respon- 
sible for maintaining and repairing the leased products 
and making sure that the necessary insurance cover has 
been arranged. As such, they tend to take on the character 
of an owner. PFB helps its customers in this regard, how-
ever, with comprehensive service contracts that can  
additionally be arranged – a full service, so to speak.

FLEXIBLE LEASING CONTRACTS

PFB draws up individual leasing contracts with its  
customers and can flexibly adapt them. To do this, the 
company has a leasing partner on its side: ‘As a leasing  
specialist, we have been supporting our partner, PFB 
GmbH, for three years. We assist PFB with tailored finance 
solutions – both nationally and internationally,’ says Sven 
Muthmann, Dortmund branch manager at Grenke AG. 

And what happens at the end of the leasing contract? 
Then the customers can decide whether to purchase the 
products at a certain price or simply give them back  
without having to worry about disposing of them or  
selling them on.

Anna Köster  g 

can be a really sensible choice. ‘With many machines  
virtually out of date after just a few years and no longer 
benefiting from updates or upgrades, companies  
generally have to bear the high cost of buying new equip-
ment again in order to stay up to date,’ explains Biber-
stein. ‘Companies that lease, on the other hand, have the  
advantage of getting the latest equipment.’ And this may 
also mean that they do not have to take out loans. In 
other words, leasing is worthwhile in situations where 
there is insufficient capital and in cases where there is 
uncertainty in relation to future circumstances or a high 
level of depreciation is difficult to avoid if purchasing 
equipment. Another practical aspect is the fact that the 
leasing instalments are tax-deductible as operating  
expenses. Investment-related taxes such as business tax 
also do not need to be paid when leasing. 

Leasing essentially involves one party conveying equip-
ment to another for a specified period of time. The differ-
ence between leasing and ‘renting’ mainly lies in the rights 
and obligations: the user of the leased equipment shoul-
ders all of the rights, risks and obligations that are usually 

Whether a company opts to purchase or lease a product can depend on a wide range of factors – 
including its liquidity situation or its desire for solutions that are always up to date. PFB 
Printing for Business GmbH gives its customers the opportunity to lease all of the products in its 
portfolio, including barcode readers, mobile computers, RFID solutions and printers.

NO HIGH ACQUISITION COSTS:  For time-limited projects in particular, it is 
worthwhile leasing mobile printers, for example, rather than buying them.

Temporary ownershipO
F
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‘We see it as our job to make  
the customer the best offer from a  
financial perspective. This includes  
the leasing option.’

JOLANTA BIBERSTEIN, New Market Development  
Manager at PFB Printing for Business GmbH
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also do not need to be paid when leasing. 

Leasing essentially involves one party conveying equip-
ment to another for a specified period of time. The differ-
ence between leasing and ‘renting’ mainly lies in the rights 
and obligations: the user of the leased equipment shoul-
ders all of the rights, risks and obligations that are usually 

Whether a company opts to purchase or lease a product can depend on a wide range of factors – 
including its liquidity situation or its desire for solutions that are always up to date. PFB 
Printing for Business GmbH gives its customers the opportunity to lease all of the products in its 
portfolio, including barcode readers, mobile computers, RFID solutions and printers.

NO HIGH ACQUISITION COSTS:  For time-limited projects in particular, it is 
worthwhile leasing mobile printers, for example, rather than buying them.
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How Barcode Scanners Connect People with the 
Internet of  Things
For the foreseeable future, a factory without people will remain an illusion. We must nonetheless continue 
driving the process of  digitalization. The aim is to connect people with the Internet of  Things.

Scan barcodes rapidly and easily with the MARK series from ProGLove

From time to time, public debate suggests 
that robots and artificial intelligence will 
soon replace human beings. Reality is very 
different, however. Humans will remain 
important – especially in industry. Data 
continues to indicate that we are strug-
gling more with a lack of skilled workers 
than with mass unemployment. And that 
makes it all the more important to keep 
driving digitalization. Only with the help 
of digitalization will we have the support 
we need to solve the emerging problems. 
Nevertheless, we must remember that 
digitalization for the sake of digitalization 
alone is just a dead end. Digitalization 
must have a purpose. To put it in a nutshell: 
Digital technologies must create value. 
Processes have to be improved, efficiency 
must be enhanced and productivity 
should naturally be increased as well. 
However, all of that is only possible if we 
keep the focus on human beings, because 
they are a key aspect of digitalization – a 
must, not a maybe!
Technologization of industry will increase 
no matter what. That is ultimately a 
truism. Until now, however, we’ve been 
drawing the wrong conclusions from it. 
People often use technologization as 
the basis for conjuring up threatening 
scenarios. Yet there is absolutely no 
reason for this. People and machines do 
not have to be enemies.
They have to collaborate. The aim is to 
promote cooperation between people 

and machines.
If we want to achieve that, however, we 
have to make it a clear priority to connect 
people with the Internet of Things. 
Because it is exactly at that juncture or 
interface where we see a gap that must 
be addressed. The key could be industry 
wearables like the glove scanners from 
ProGlove.

Recognizing the power of micro- 
efficiencies

But why should a barcode scanner 
play such a big role, some might ask. 
The answer is comparatively simple: 
Barcodes are the most important control 
instrument in industry, regardless of 
whether in production, logistics, process 

codes millions of times. It happens so of-
ten, in fact, that we almost forget about it. 
This is exactly the reason why many com-
panies waste incredible potential that 
could be tapped relatively easily. Compa-
nies often underestimate the economies 
of scale that could be achieved through 
micro-efficiencies. 

documentation or movement of goods 
along the supply chain. Barcodes are 
more or less omnipresent.
And there are good reasons for that: Bar-
codes are an easy-to-implement, well-es-
tablished technology that can be used to 
transport a wide variety of information. 
On any given day, employees along all 
value-added and supply chains scan bar-
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Learn the true story of the shop 
floor

The scanners form the MARK product fa-
mily are more than just “simple” barcode 
scanners, however. They are IoT devices 
that can be used to register much more 
than just barcode content. The scanners 
make it possible to record a whole series 
of meta-data, including the location and 
number of scans. They also feature a step 
counter and a time stamp. This data can 
then be contextualized with the help of 
the industry analytics solution Insight 
from ProGlove, naturally in compliance 
with existing data protection regulations. 
Insight can be implemented either as a 
stand-alone solution or in conjunction 
with existing ERP, WMS, BI or MDM solu-
tions. The added value is created through 
the bottom-up viewpoint that the soluti-
on provides. Insight makes it possible to 
analyze processes and workflows, identify 
heat maps and blockers and determine if 
enough employees are present on site. It 
registers the processes and workflows as 
they are, not as they are supposed to be. 
As a result, Insight tells the true story of 
the shop floor.
ProGlove has already implemented its 
technology for more than 500 of the most 
well-known industrial brands worldwide. 
This is just one of the reasons that leading 
analysts have honored the company, with 
Gartner naming it a Cool Vendor and the 
World Economic Forum declaring it a 
Technology Pioneer.

for example, the wearable scanners from 
the MARK product family. Workers wear 
the scanner on the back of their hand like 
a cuff. This eliminates the time needed to 
grab items, creating time savings of up to 
six seconds, depending on the environ-
ment.
A simple calculation example illustra-
tes the economies of scale: Let’s take a 
warehouse with 10,000 scans per shift 
and time savings of four seconds per 
scan. That means that the warehouse 
could save 40,000 seconds per shift. On 
a workday with three shifts that adds up 
to 120,000 seconds per day, or the equi-
valent to approximately 1.4 man-days per 
day. Time in which the warehouse could 
significantly increase its throughput.

Optimum ergonomics

The MARK product family from ProGlove 
is an entire range of wearable barcode 
scanners for different application scena-
rios. Because they are plug and play, they 
are very easy to start using. Depending on 
the model, these lightweight devices can 

provide tangible relief to employees. 
At just 40 grams in weight and no bigger 
than the size of a matchbox, they are of-
ten more than ten times lighter than con-
ventional scanners. Depending on the 
environment and the scanning frequency, 
that can add up to as much as 1.5 tons of 
weight saved – equivalent to the weight 
of a small car that each employee no lon-
ger has to lift each day. 
In addition, a series of feedback options 
and a built-in display ensure greater ac-
curacy in order picking and typical work 
tasks in the warehouse. For example, up 
to 33 percent of typical order picking er-
rors could be avoided before they occur 
if the employee was able to receive feed-
back on his or her scanner.
The wearables from ProGlove offer 
another key advantage as well: Employees 
have their hands free at all times. They 
don’t have to make any unnatural 
movements and can focus on the task 
at hand. This is a true safety-enhancing 
factor, especially considering use in high-
bay warehouses.

Hands free at all times with the wearables from ProGlove

manage up to 10,000 scans per battery 
charge. What’s more, the wearable spe-
cialist also offers solutions for access and 
connectivity to factory and warehouse 
halls.
These little powerhouses from ProGlove 
provide tangible relief to employees. At 

To stay with our example: When 
employees scan something, they typically 
use a conventional pistol scanner. You 
have to pick this scanner up, scan with 
it, wait for a confirmation and then set 
it down again. That takes up valuable 
seconds that could be used for something 

Keep your wearable scanner ready for 
action with the ten-slot charging station
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Minimize downtime in your warehouse
We know that disrupted workflows and damaged barcodes are costly and time-consuming. For your ware-
house, you need reliable printers to minimize downtime and increase efficiency.

shorter life span. Thermal transfer tech-
nology is suitable when the label is expo-
sed to harsh environmental conditions or 
when the expectations for label life are 
higher.

Brother‘s desktop label printers offer you 
improved operational efficiency with easy 
operation, high speed and continuous la-
bel printing. Combined with seamless in-
tegration and modular design for optimal 
implementation.

For thousands of labels per day

The industrial printers are optimized for 
high print volumes - they can easily print 
thousands of labels per day. 

Are you looking for an alternative to your 
existing warehouse label printers? Or so-
lutions for a new location? And combined 
with a warranty promise you can count 
on? Then Brother label printers are the 
ideal solution for you. 
Brother has the right printer for you 
for every task in the warehouse, from 
receiving goods to goods dispatch. 
Regardless of print volume and whether 
mobile or stationary - the portfolio of 
mobile, desktop and industrial label 
printers can meet your printing needs for 
incoming goods, storing, picking as well as 
shipping tasks.

 are designed for quick labelling tasks on 
the go and can be equipped with batteri-
es that last an entire workday. This allows 
you to optimize workflow while saving 
time and money.

For the workstation

The desktop label printers are optimized 
for medium print volumes and can easily 
print hundreds of labels per day. The prin-
ters are ideal for printing shipping labels 
- regardless of the service provider, such 
as DHL or GLS. The printers are equipped 
with two different printing technologies: 
direct thermal and thermal transfer. Di-
rect thermal is suitable for labels with a 

Brother´s mobile printers for efficient picking and mobility

Mobile printers are ideal 
for goods-in, storage and 
picking processes. For 
picking labels, it makes 
sense to print on-site rather 
than in the back office. The 
user receives a pick order 
on the handheld terminal, 
picks and scans the product, 
scans the shelf label and 
the picking label is directly 
printed. The label can then 
be applied directly to the 
carton and the product 
placed in the shipping 
area for later shipment. 
Whether body-mounted or 
permanently mounted on a 
forklift, the mobile printers 
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Finally, the procedure for printing was set 
up on site by a Brother Sales Engineer. 
Another advantage is that Brother is an 
SAP Gold Member and supports its own 
SAP Device Types. This makes it easier to 
ensure direct printing from the ERP sys-
tem.
There are numerous other stories like 
this. We experience Brother’s ”at your 
side” motto in every project. The Brother 
team covers all functions and ensures 
our customers are co-supported from 
the very first moment. Furthermore, 
the unique warranty promise makes 
us confident to equip warehouses with 
Brother label printers. 3 year warranty 
including printhead for up to 30km* - 
that’s a promise you can count on. You 
no longer have to worry about downtime 
or expensive service contracts. With 
some device series, spare parts can even 
be replaced on site by your own staff - 
that’s how intuitively the products were 
developed. 
Convince yourself about the quality of 
Brother label printers and ask for a free 
trial today. This will enable us to identify 
your requirements at an early stage and 
ensure the necessary integration with, for 
example, your warehouse management 
system. We and Brother are here to help 
you improve your warehouse operations 
and maximize productivity.
*Model specific.

The devices are ideal for printing pallet 
labels as well as shipping labels for goods 
ready to dispatch.
When it comes to high efficiency, the 
print speed of an industrial label printer 
is essential. In addition, high ribbon 
capacity increases productivity because 
consumables last longer and therefore 
need to be changed less often. Tired 
of long liners when printing? With an 
optional peeler, individual labels can be 
separated from the liner and dispensed 
for easy removal. To ensure a clean work 
environment when using a label with 
liner, an internal rewinder for the liner is 
included with the dispensing function.
Using an industrial printer with an inter-
nal label rewinder for the complete label 
material, label with liner, you can have en-
tire label rolls printed and rewound in one 
print job. This is suitable for large quantiti-
es that are processed at a later time.

„At your side“ 

You don‘t need to worry about integration 
because the label printers support various 
printer command languages, including 
ZPL2 emulation. This makes replacing 
existing printers a simple plug-and-play 
task.
To offer the necessary compatibility for 
warehouse labelling, Brother has estab-

lished partnerships. This means compati-
bility with popular label design software 
solutions such as Bartender and NiceLa-
bel, integration with ERP systems - such 
as SAP, and handheld scanners from Da-
talogic - making solutions possible and 
implementation seamless. 
For example, one customer approached 
us wanting to eliminate manual processes 
for their shelf labels in the warehouse. The 
labels were handwritten and had faded 
over time and were barely readable. We 
worked with Brother to develop the label 
size and material the customer wanted, 
which exactly met their requirements. 

Unique: 3-year warranty incl. printhead, also on the TJ-4420TN industrial printer

Brother printers support you everywhere in your warehouse
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Interview with PFB GmbH

infrastructure was completely overhauled 
and redesigned for mobile workplaces. 
We bundled our marketing activities and 
strategies with an eye to the long-term 
future. 
PFB GmbH has spent the past months 
preparing the company for the future 
and setting the stage for long-term 
growth that will enable us to offer our 
customers maximum reliability, security 
and flexibility.

Rapid reactions and flexible action have 
been vital since the start of the corona-
virus pandemic. How is this affecting PFB 
GmbH’s long-term corporate strategy?

The coronavirus has badly damaged many 
sectors and left them facing immense 
challenges. For other companies, howe-
ver, the crisis was a real stimulant. Ten 
years condensed into one, that is how I 
would describe the timeline in which we 
changed and restructured our company. 
Coronavirus as a game changer at 
PFB. Our organizational structure has 
become more agile and flexible, our IT 

customers and we ourselves as a team 
have rapidly grown accustomed to the 
new form of communication.
PFB has faced challenges as well: 
“Only those who outfit themselves with 
the right digital equipment and digitalize 
their business processes and models will 
remain competitive.”
Adapting to customer purchasing 
behavior is a major priority in sales. We 
attach great importance to personal 
contact, even when it’s virtual in nature. 
This makes reliability, trust and flexibility 
even more important.

Partial shutdowns in retail, changing mo-
bility behavior and digital surges in the 
markets – what new markets are opening 
up for PFB GmbH as a result of the social 
changes?
First and foremost, it is important for us to 
analyze industry data on a regular basis. 
If we recognize consumer trends quickly, 
we can analyze which products are cur-
rently in demand. Personal contact with 
our customers provides us with detailed 
insights into individual customer needs.
PFB must constantly develop new 
business ideas and strategies in line with 

these needs. 
Forecasts are prepared and continually 
improved on the basis of market obser-
vation.
Communication paths are becoming 
ever faster. Social media unfolds in real 
time. We want to identify market trends 
as quickly as possible and go with them. 
Communication with customers and part-
ners, for example via social media chan-
nels, has to be maintained and kept up 
to date at all times. We have to be in the 
right place at the right time with the right 
message for the right target group. 

Bert Jansen - Managing Director of  
PFB GmbH

Karin Frisch - Director Sales PFB GmbH

Jolanta Biberstein - New Market  
Development Manager PFB GmbH

Due to the extensive restrictions on per-
sonal contact, direct marketing has been 
almost impossible. What new paths has 
PFB GmbH taken in sales and marketing 
since early 2020? Information sourcing 
and purchasing behavior have continued 
shifting to the Internet.

Everyday business in many sectors has 
gone increasingly virtual: web meetings, 
online conferences and digital teamwork 
across multiple locations are matters of 
course.
The transformation to virtual meeting 
environments was smooth, and both our 
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