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Being rational is evidently not exactly
motivating, Econoxx.com has now
learnt. “When we went live with the

platform for the first time, we thought it would
run on its own. Companies offering surplus
stock put their material online and intere-
sted buyers select, using a good search
facility, the material they require. In addit-
ion, they can set up a so-called alert, in the
event that the material is not yet available
or the price is not yet right”, Yves Reymond
explains.
Surprisingly, precisely that did not work, or
at least did not work in the way that the
designers would have wanted it to. Even af-
ter some further improvements had been

The fact that many companies have huge quantities of surplus stock in their ware-
houses would suggest that it is only logical and rational to offer this material on a
trading platform on the world wide web. Looking back at his enlightening trip through
the warehouses of the metals industry and the surprising findings from the Econoxx.com
start-up,Yves Reymond, managing director, and Co-Owner of Econoxx.com GmbH told
Stainlßss Steßl Focus: “By assuming that the trading platform would simply run on its
own, we couldn’t have got it more wrong!”

made, nothing happened. To get to the bot-
tom of the problem, those dealing with the
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online site decided to visit potential custo-
mers and existing customers at their own
premises in order to get a picture of the si-
tuation. “In the final analysis”, Reymond
said, “there is nothing more time consuming
and expensive as a platform or business idea
that is based on completely false assump-
tions. As we sat down with the companies,
what they were saying was always the
same: it makes sense to dispose of sur-
plus stock which has been lying in the ware-
house for years. Mostly it is also a case
of high value alloys - that is what was in-
teresting for us - which was being taken by
a scrap dealer at an up to 70% lower price.
A massive loss.”
Superficial enquiries do not bring the moti-
ves for or against such a platform to light. It
is not the scrap that is the problem, but the
will, and the straightforwardness with which
this matter can be dealt with. For
Econoxx.com therefore, it was important to
speak to people on a personal level and with
an open mind, and to observe their daily work

routine. The conclusion was that several
aspects played an important role:

a) It is not the job of a buyer or a project
leader to sell surplus stock. The dai-
ly routine of these specialists has a
totally different goal. This topic comes
the very last in the list of priorities.

b) The effort needed to inspect the ma-
terial, setting up, and finding current
prices - a target price has to be given
for surplus stock - is evidently too
high.

c) These difficulties are compounded by
usual tasks such as transport and
logistics planning, sorting out trans-
port costs, organising, producing
freight documentation or even customs
documentation, printing out, etc.

If then, in addition, the user-friendliness of
the portal leaves much to be desired, or
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comes across as not really suited to the
sector, then this solution is not seen as a
solution but as a burden. And although
Econoxx.com emerged from this sector, this
is exactly how it seemed to them. The feed-
back was unequivocal. Summing up, one
customer stated that what was being requi-
red of him was about as attractive as “clea-
ring out the garage”.

During these discussions, it also became
clear to Econoxx.com, that todate there was
no really good system for the sector, or at
least not one that really recognised the
obstacles faced as such and offered a sa-
tisfactory solution to them. “It became clear
to us”, Reymond said, “that our business
model would not work like this, because it
was not just an internet problem, but a B2B
marketplace problem. The problem that had
to be solved, was much, much bigger than
thought. And so we did not go live with the
new Econoxx.com model straightaway, but
undertook further visits, initially with
scribbles and sketches, and later with pro-
totypes. Only when we were quite sure, and
had had confirmation from customers that
we were on the right track, did we put a first,
new beta version on line.”

The differences: the future
platform and the original idea

Econoxx.com set itself the task of comple-

tely eliminating the effort outlined above
which hindered and hampered potential
market participants. In other words: “clear-
ing out the garage” became easy and ef-
ficient and, above all, more profitable. Sellers
and buyers are now being offered a smarter
and modern on-line process:

a) The seller can input his material via a
very user-friendly method. In the fu-
ture, he will even have tools with which
he can very simply make a price cal-
culation for his material - it had beco-
me clear that suppliers did not have
an idea of the current price for ma-
terial which had been lying in the
warehouse for many years.

b) The method of payment is easy for
the buyer and secure for the seller,
who no longer has to worry about the
creditworthiness of his trading part-
ner. Econoxx.com takes care of that.

c) Anonymity can be guaranteed up to
a point - a very important point in dis-
cussions with customers because the
trading partners are not keen to let
people look into the books.

d) The question of transport is currently
still being supported with personal in-
tervention by Econoxx.com. At the
moment the company is working on
a fully automatic system - a real chal-
lenge because of the type of materi-
als being handled (long/heavy pro-
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ducts). In addition, there is the need
to supply relevant freight documen-
tation. In the future all that will be di-
gitalised.

e) The automatic calculation for trans-
port also incorporates a quite new
transparency for the sector and en-
sures that deliveries can be shown in

the “shopping basket” on a carriage
paid and binding basis.

f) All the points which already function-
ed well in the original version, such
as the alert function, which notifies
users when material required is in-
putted, were, of course, incorporated
into the new system.

g) For buyers, Econoxx.com offers a

convenient payment function, which
in the future will be even more sophi-
sticated. Also, working with a clear
“shopping basket” as well as in ge-
neral using a web typical purchasing
process, ensures a more efficient or-
dering process and is being very well
received by market participants.

h) The quality of the material is important
- at Econoxx. com there are three dif-
ferent quality categories: first choice,
with certification; second choice, with-
out certification, perfect quality; and
second choice, damaged. For mate-
rial that is damaged sellers can
upload photographs for documenta-
tion purposes.
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i) The filters and search functions used
to find the material - and this is really
an innovation in the sector - are as
easy to use as when buying a pair of
shoes online.

This does not mean in any way that
Econoxx.com wishes to replace traditional
business with its online business. Reymond
on this point: “During the discussions it be-
came clear that buyers and sellers were of-
ten linked by a partnership that had lasted
many years and that’s how it should be. You
need trust in this business. You have to be

able to talk about material, tolerances, and
specifications. We are offering market par-
ticipants another alternative, especially if you
need high value materials at a good price
and quickly, or only wish to purchase small
quantities. For participants there is the op-
portunity to put what appears to be useless
surplus material back onto the market at a
fair price. Everyone is a winner.”

The platform is, in Reymond’s opinion, suit-
able for all market participants. “For examp-
le, for plant and equipment manufacturers
who have purchased material incorporating
an additional quantity to provide for a mar-
gin of error which is now no longer required.
This plantmaker might, however, also be a
buyer if he only needs small quantities of
material or when talking about very short
project deadlines. In addition, traders and
mills can market their surplus material/cut

blanks, second choice material, or over-
rollings more efficiently.”

Cannibalising the market,
the traders? Wrong!

Asked whether the system could amount
to cannibalising the market, or the traders,
the managing director answered: “These
items are on the market anyway and with-
out us market participants do not have the
opportunity to sell the material to a broad
base of interested parties.This material is
still being sold by fax or telephone or on
sales lists on companies’ websites. This is
very inefficient for everyone concerned.”
In addition, Reymond continued, the mate-
rial is not blocked when it comes onto
Econoxx.com. The owner has the option to
use the material himself or to sell it at any
time, although this should be notified to us,
and taken down from the platform. This is
the only way that the ability to deliver can
be guaranteed.
Inputting and placing advertisements is free
of charge at Econoxx.com. “Without any
input from our side, no costs are applied”,
Reymond clarifies. “Only if it was possible
to really sell the material, is commission
payable. It depends on how frequently a
seller uses this opportunity to sell material.
The more often this is, the lower the com-
mission. Our experience has shown us that
the fact that commission is payable does
not worry the seller at all because by using
Econoxx.com he receives several times that
which would be offered by a scrap dealer.”

Reymond is still very confident. We are, he
said, right in the middle of improving the
method of calculating the transport cost
component. Pricing, further support for
uploading, and improving user-friendliness,
for example by providing opportunities for
ERP linking are being worked on. “And here
also, of course, we are 100% committed to
the wishes of market participants, and wel-
come feedback and active participation.
“Econoxx.com, at the end of the day, came
from the sector, and is for the sector”, Rey-
mond stated categorically.
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