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ITM: Mr. Resnik, how did your company begin?
URI RESNIK: The company was founded at the end of 1997 by my 
father and his business partner, Dr. Ofer, who held the patent for 
repairing injection molds by using lasers. Initially, our core area 
consisted of repairing injection molds or high-precision parts 
by means of what was called „additive manufacturing“. At that 
time, between 1997 and 2000, this was mainly done manually 
which meant that you could precisely control the laser beam 
by using a microscope. Since the beam emitted by the laser is 
extremely precise and localized, it can be applied in this way to 
wire or other additional materials. Injection molds are subject 
to relatively high wear and tear in a comparatively short space 
of time, which means that they have to be repaired frequently.

ITM: Where are injection molds used?
RESNIK: Injection molds are used in the manufacturing of all plas-
tic parts. There are around 1,000 plastic parts in a car, and 1,000 
molds are needed to manufacture them – starting with small 
molds weighing between 10 and 20 kilograms for a switch, right 
up to molds for bumpers or fenders weighing 40 tons. Our tech-
nology was used by most car manufacturers and manufacturers 
of white goods; basically by all manufacturers who use plastics. 
Of course, at some point we weren‘t the only ones in this market. 

ITM: But you were at the forefront right from the start?
RESNIK: We were the first company to provide this technology in 
this way. Since the procedure was entirely unknown at the time, 
we initially offered it as a pure service with two laboratory pro-
totypes to gain new customers for the first three years. We tried 
to convince all companies here in the region such as Siemens 
VDO, Rowenta, or the automotive supplier Sauer & Sohn about 
the technology with the aim of being able to sell such plants 
in future as well. We achieved this goal around the year 2000. 
Today, since repairs to injection molds and high-precision parts 
by laser is now a standard technology, we sell around 200 plants 
a year. Our employees construct them, hold training courses, 
and provide maintenance and support. We are in contact with 
our customers on an almost daily basis, and of course they also 
obtain wearing parts and consumables from us.

ince it was founded  
in 1997, O.R. Lasertechnologie 
GmbH has grown steadily. This 
growth is expected to continue 

because its managers understand not 
only how to identify the latest development 
trends quickly, but also to implement them just as 
quickly in-house and for their customers. Let’s 
take the example of Industry 4.0 and big data: 
where many others enthuse about the 
possibilities of production data entry but 
ultimately offer merely predictive maintenance, 
CEO Uri Resnik (right) and Head of Business 
Development, Ludovico Camarda, are already two 
steps ahead right from the outset.

URI  
RESNIK (right)

Age: 43
Marital status: married

Career: After working for 
Amcor International in Business 

Development and Marketing, 
Uri Resnik co-founded OR Laser 

in 1997.
Current position: Chief Execu-

tive Officer (CEO)
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CAMARDA

Age: 50
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Career: After graduating as 
Master of Science in Civil Engi-

neering, Ludovico Camarda suc-
cessfully accompanied various 
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ness Development
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playing with his son

COVERSTORY | ORGANISATION

EXCERPT FROM IT-MITTELSTAND  7-8 |  2017



4 EXCERPT FROM IT-MITTELSTAND  7-8 |  2017

afterwards. All this is done thanks to a continuous connection 
with the ERP system.

ITM: Was this central control part of your plan right from the start?
RESNIK: Yes, we planned it like that right from the start. I’m often 
away traveling because we have customers all over the world. What 
I noticed is that in Chinese and Indian companies, ten people do 
the work that one employee does for us here. This is only made 
possible by the level of pay over there, and is absolutely incon-
ceivable for us. To enable us to grow, we have to combine our 
strengths because otherwise, we can‘t compete with production 
in the Far East. I have to ensure that we need as few interfaces 
and as few staff as possible for administrative activities.

Of course, it was a long process for us to get to where we are 
today. Here‘s an example: ten years ago, construction created a 
bill of material, which was first migrated into CAD, after that an 
Excel bill of material was created, which was then corrected, and 
entered separately as an individual line item in the ERP system 
we were using at the time – with a bit of luck, the bill of material 
could be imported. This involved lots of time-consuming manual 
steps, and we lost lots of money. That’s why our objective was to 
establish a complete system in which data is always available as 
soon as its needed, without having to enter it two or three times. 
We wanted a data repository that was as consistent as possible. 

ITM: So you were already using an ERP system before Asseco?
RESNIK: Yes, it was called Goliath and came from MKS in 
Friedrichshafen. I didn’t want to change systems originally, 
but it had a relatively old database structure and web ser-
vices were also missing. It was clear that we would never be 
able to reach our specified objectives with this product. The 
project with Asseco took two years to develop and went live 
another year after that. 

ITM: How did this decision in favor of APplus and Asseco come 
about? You must have considered several systems?
RESNIK: Yes, we examined several systems. At the time, Mr. Camarda 
worked for a supplier of SAP and I involved him in the selection 
process as an advisor and friend. There were three systems on 
our shortlist: Microsoft Navision, CiERP 3 from a company in 
Wiesbaden, and Asseco. 

Navision was ruled out because the respective partners could not 
cover the entire spectrum of requirements. It was said multiple 
times in meetings that additional partners would have to be 
involved for certain aspects, meaning that we could have had at 
least two or even three contact persons and consultants in the 
project. Each of these project members would pursue his or her 
own interests, since ultimately everyone wants to earn as much 
as possible. It’s also difficult to maintain an overview with such 
a setup. So it wasn‘t an option.

Then we looked at CiERP 3, which was a great solution in terms 
of the system, database and technology. However, the problem 
was that the CEO was simultaneously Head of Support, Deve-
lopment, and Consulting. The product itself and Intersystems’ 
database would have been suitable. However, we were con- 
cerned that in the event of a parallel project, there wouldn’t 
have been enough staff. In actual fact, the company was bought 
up some time later. 

LUDOVICO CAMARDA: The visualization components in particular 
were powerful, and the system was unusually fast for ERP soft-

ITM: How many customers do you have?
RESNIK: We now have 3,000 global customers, spread across all 
industries and all company sizes, from one-man operations 
through to corporate groups such as VW, Daimler, and GE. Prices 
range from EUR 20,000 for small, compact lasers such as those 
used in dental labs up to EUR 300,000 or EUR 400,000 for large-
sized plants for use in corporate groups. Of course, the latter are 
more automated, they are integrated into complete workflows 
and have a number of interfaces to CAD/CAM systems and other 
peripherals used.

ITM: Where are your production plants?
RESNIK: We manufacture all machines – even robotic plants 
including lasers and controls – exclusively in Dieburg. „Made in 
Germany“ is a seal of quality for foreign customers in particular. 
Even in the USA, although nationalism is growing over there, 
unfortunately. We will continue to rely on our current location 
and have just bought a plot of land with 12,000 square meters 
so we can triple the size of our production and office space in 
the coming years. 

ITM: That’s quite an announcement. How many employees do you 
have?
RESNIK: Globally 120, and 80 in Dieburg. Our maintenance and 
support teams are distributed all over the world, our services and 
service contracts are controlled centrally from here, as are the 
management and provision of all bills of material and exploded-
view diagrams.

ITM: We touched on the topic of IT when we talked about this cen-
tralized control of your processes. So what’s your central system?
RESNIK: We use the APplus ERP software from Asseco as our cen-
tral system. Our entire production development flows from con-
struction in Solidworks via the product data management system 
from Solidworks and a specially developed interface, directly into 

the ERP system. All components are thus immediately available 
in the ERP system, even as bills of material. The purchased parts 
can be queried and compared immediately by purchasing, and 
the prototypes are also produced via the ERP system. Production 
can be initiated extremely quickly without the need for lots of 
paperwork going around. Everything is done digitally.

It might not have been such an extensive project for Asseco, 
but it involved a high degree of complexity. This is confirmed 
both by the provider and by other customers who have visited 
us. The general consensus is that they have rarely seen a com-
pany with a comparably consistent data structure. Usually you 
have lots of individual solutions that are connected by means 
of interfaces. However, the problem with this is, when the last 
interface in the cycle is completed, the interface programming 
has to start again with the first one. We, on the other hand, 
have managed to combine product life cycle management with 
Microsoft’s CRM system into a complete cycle: as soon as the 
production of a machine is activated, we already know in the 
CRM system what the serial number will be for the customer 
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„As soon as the production of a machine 
is controlled, we already know in the 
CRM system what the serial number will 
be for the customer afterwards.“ 
Uri Resnik, CEO

›
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ware due to its object-oriented database structure. At the time 
we were toying with the idea of buying the company ourselves, 
but we were still too small. But this would have made the whole 
solution our solution. 

ITM: So was investment protection important to you?
RESNIK: We chose Asseco because they offered everything the others 
couldn’t. The company is large enough to be able to handle pro-
jects of this type without any problems, and they have a prod-
uct that offers everything a medium-sized company of our size 
could need – interfaces included. Since everything is provided 
by a single source, there’s only one contact as well. 

That’s not to say we didn’t have any problems at all, because 
there are always some. But they have enough people and know-
how to solve any problem. It cost a bit more in some parts than 
originally quoted, but at the end it worked. We wanted a consoli-
dated, functioning solution and we got one. 

ITM: When did you ask Mr. Camarda for support? Did you look at 
references?
RESNIK: We involved Mr. Camarda when we had to make an actual 
decision about the system. We therefore had the know-how. We 
weren‘t all that interested in references, because I said to myself, 
a company like Asseco with 400 employees must have the corre-
sponding potential. We looked at the on-site development and 
support team in Karlsruhe, where it became clear to me that a 
company can’t become so big if it performs poorly. Furthermore, 
we had a relatively large number of companies and new custom-
ers with us on site to look at our solution. Just this morning we 
received a call from a company who is particularly interested in 
the interface between Asseco and Microsoft CRM. 

ITM: What made you consider the three systems named?
RESNIK: Intensive market research. We looked at 
various reports, including the Aachen ERP report 
in which Asseco has always come out on top in 
recent years. 

ITM: What is the main advantage of your system 
over other ERP systems? 
RESNIK: The main advantage consists of interfac-
ing with other systems thanks to its open web 
technology. We have a standardized database 
and can communicate with just about any other 
system thanks to its web interface.  The second 
advantage is that there’s no need for local in-
stallations. Even the most basic computer has 
a web browser that can be used to operate the 
system. Whenever software has to be installed 

›

5

or uninstalled, whenever patches and updates have to be import-
ed, IT costs rise sharply. We, however, only need to manage one 
server and set up the interfaces there.

CAMARDA: From my perspective, what made the difference is this: 
company managers such as Mr. Resnik or other CEOs of medium-
sized companies know exactly which type of ERP system they need. 
Every company in every industry has specific requirements and 
expectations. The problem, however, is being able to implement 
all of these expectations and requirements. The fact that we man-
aged to implement the software according to our management’s 
requirements without any external assistance is unusual. In my 
experience, the course of many ERP projects is adapted and redi-
rected, meaning that compromises are implemented instead of 
the actual process requirements. And at the end, you have an 
ERP system that is miles away from your originally formulated 
requirement. We’ve proven that the opposite is true.

ITM: How does the gap between requirements and reality appear  
in ERP projects?

›

„The fact that we  
managed to implement 
the software according  
to our management’s 
requirements without any 
external assistance is 
unusual.“ 
Ludovico Camarda, Business Developer

O.R. LASERTECHNOLOGIE
 The laboratory prototype of the LRS EVO laser welding sys-

tem, which became OR Laser’s resounding success and the embo-
diment of laser welding systems for mold and tool repair, was cre-
ated in 1997 in a garage in Dieburg. The simple design and reduction 
to the essential resulted in more than 1,000 successful installati-
ons with customers all over the world. The plant was first used at 
Volkswagen in 1999. By expanding the product range and expand-
ing to various industries, OR Laser became one of the leading laser 

machine manufacturers in Germany. Its plants for additive manu-
facturing, laser welding, plastics welding, laser engraving 

or marking meet the requirements of industrial applica-
tions. The latest machine type, known as Creator, can 
also be used in office environments such as in dental 
laboratories for printing implants, crowns, or bridges, 
or for developing prototypes for metal components in 
engineering. What’s interesting about this is that the 

entire solution comprises a wireless controller 
and a separate CAD/CAM system. The part 

to be created is sent to the laser printer as 
a 3D file. 

 � www.or-laser.com/de

The new machine concept is also suitable for 
office and non-industrial environments. The systems 

fit through every door and do not require high voltage or 
compressed air. They are predestined to be used for the 
production of dental prostheses in dental laboratories.
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CAMARDA: From a technical perspective, ERP providers can com-
bine their ready-made components and modules to meet some 
– but by no means all – requirements. 

ITM: But they say they can.
CAMARDA: Yes, because they are banking on meeting all require-
ments with additional developments, or at least coming so close 
to them that the users are satisfied. However, they shouldn’t  
promise the customer that their system can do everything, since 
it can’t. It’s also an expensive way of doing things.

RESNIK: I think the fundamental problem is that most ERP systems 
were programmed in the 1980s. Although the volume of code 
was manageable at the beginning, it has grown disproportion-
ately over the years. At some point, web compatibility became the 
basic requirement for any modern ERP system. Providers had to 
completely reprogram their systems based on web technology as 
a result. This happened at Asseco. Web technology enabled us to 
create an octopus-like structure, which we could use to connect 
to data from anywhere, including our plants.

ITM: But don‘t the majority of ERP providers sell their products as 
web-compatible?
RESNIK: Many ERP providers simply placed a web interface over 
their old code, which is really just a modern layer on top of an 
obsolete product. Although Navision had a web interface, the 
underlying code was still the same.

CAMARDA: It’s the same with SAP. Originally designed for main-
frame computers, a few graphical components were integrated in 
the 90s that made the software look more modern. But ultimately, 
the system was already 10 to 20 years old, it was always at the 
rear when it came to operability and user-friendliness. Nothing 
changed when NetWeaver was introduced, where a web service 
accesses the old system and the old code is converted. But of 
course, SAP is solid and still number 1.

RESNIK: The fact is, many companies using SAP today implement-
ed the software back in the 80s or 90s. A DAX company can’t 
so easily switch to new ERP software. From the perspective of a 
medium-sized enterprise, those ERP providers who took the step 
and created new systems based on web technology are in the lead. 
Asseco is definitely a good example in that respect.

ITM: This step was risky, of course?
RESNIK: Fortunately for Asseco Solutions’ predecessor company 
AP, Asseco Poland came on board as a financially sound parent 
company with lots of developers. Things would have been difficult 
alone, since essentially two development teams were required: 
one had to concentrate exclusively on the old system, while the 
second worked solely on the new technologies. Smaller compa-
nies could hardly afford to do that.

ITM: About web services: do you still operate your IT systems here on 
your premises?
RESNIK: The servers are located here. All subsidiaries and employees 
worldwide are connected to our central IT system via a 100 MB 
dedicated line from Telekom. Consequently, we haven’t switched 
to the cloud yet because this seemed a bit too tricky up to now.

ITM: Do you think it’s worth considering using the cloud?
RESNIK: I think the next time we buy a server, we will very care-
fully consider storing at least some of our data on the cloud. Of 
course, one would have to examine carefully which data this 
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At the Dieburg location a 
plot of land of 12,000 

square meters was bought 
which will triple the size of 

the production and office 
space in the coming years.
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could be. After all, the question is whether 
all interfaces would continue to work seam-
lessly at the usual speed. This is a many-
faceted project.

CAMARDA: That’s right. But in conjunction 
with our „additive manufacturing“ and 
new machines, the possibility of storing 
data in the Amazon or Microsoft cloud is 
interesting.

ITM: Because the new machines are intelli-
gent and their data is recorded?
CAMARDA: Exactly. After three years of devel-
opment, we have recently introduced a 
new machine in the field of selective laser 
melting that is suitable for dental labs and 
smaller production sites, for example. This 
new generation of machines collects all 
internal telemetric data by means of sen-
sors and sends it to a central database in 
the cloud. Here, we can use analytics and 
business intelligence to assess this data 
and generate additional benefits for us as 
a manufacturer, for our customers, and 
even for their suppliers of materials and 
raw materials. The keyword here is big data: 
soon we will be able to aggregate data from 
hundreds of machines all over the world, 
which will enable us to offer highly inno-
vative services. All of this is an enormous 
project for us; the first 20 machines are 
being delivered in the next few days. 

ITM: Which type of services do you mean 
exactly?
CAMARDA: The machines permanently col-
lect data on oxygen levels, temperature, 
laser speed, material use, the type of prod-
ucts that are manufactured, and on the 
machine and maintenance status. They also 
record all user activities. All sensor record-
ings are stored centrally in the cloud and 
provided to the relevant interested parties 
as analytics, not as data. For example, we 
can assess which powder or which material 
provides the best results with which laser 
power and laser speed. In turn, we can pro-
vide suppliers of the metal powder with 
information about which materials cus-
tomers use most often, so they can adjust 
their offers accordingly. This type of data 
analysis reduces development time and 
effort. The demand for this is enormous, 
and before our competitors can even think 
about the new possibilities, we already have 
a solution in place for making machine 

data useful and analyzable with Business 
Intelligence.

RESNIK: If a hundred dental laboratories 3D 
print cobalt chrome with a certain speed, 
a certain laser power and layer thickness, 
then one can assume in all probability that 
these parameters and this process window 
are stable. You can then make this informa-
tion available to any number of other den-
tal practices. You couldn’t do that before. 

It’s interesting to compare with conven-
tional production types: CNC milling tech-
nology has been around for decades. Simi-
larly to the ERP products with the old code, 
know-how has grown empirically over a 
long period of time. Today we don’t have 
the time for that sort of thing, product  
cycles are much too short to wait for empir-
ical size models. This is where mass data 
entry comes into effect.

CAMARDA: Everyone benefits from this con-
cept: customers, suppliers, and the com-
pany as a whole. In additive manufactur-
ing, we have to see which direction large 
corporations are taking, since they are the 
driving force behind its development. I’ll 
give you an example: GE is researching gas 
in a factory in Alaska. If a defective part 
that’s worth just 200 dollars shuts down 
an entire plant, damage will quickly run 
to millions of dollars. The spare part is 
currently being sent by helicopter from 
Florida to Alaska, which is also incred- 
ibly expensive. In future, however, a team 
of engineers should be able to send a 3D 
file of the 200 dollar part to Alaska from 
anywhere so that it can be printed on 
site. It’s conceivable that there will be ten 
operational 3D printers in large produc-
tion facilities, and the one that is most 
suitable for the relevant purpose will take 
over the job. 
 
ITM: So problems can be resolved much more 
quickly?
CAMARDA: A further advantage for us is that 
thanks to remote access to machines, our 
technicians no longer have to fly or drive 
to customer sites so often. Instead, they 
can see in the database how a problem 
has occurred, which speeds up our mainte-
nance processes enormously. We are selling 
the provision of the analysis as a service 
to customers. 

›

›

„Many ERP providers simply placed a web interface  
over their old code, which is really just a modern layer  

on top of an obsolete product.“ 
Uri Resnik, CEO
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RESNIK: Here’s an extreme example from experience: a customer 
called us because his machine wasn‘t working. Our technician 
asked all of the standard questions using the principle of exclusion. 
When these failed to provide a conclusive result, our technician 
flew to the Far East, traveling for 13 hours, only to establish that 
the machine wasn’t plugged in. That sort of thing won’t happen 
any more if you can access the machine remotely. Money is one 
thing, but it’s also about time and resources. 

ITM: Why don’t large-scale technology corporations manage to give 
the Internet of Things more content than preventative maintenance?
CAMARDA: When somebody in a large software or IT company has 
an innovative idea, it takes a long time before that idea can be 
implemented. To start with, many employees from different hier-
archy levels have to be convinced. If just one of the managers is 
in a bad mood that morning, they will throw the idea overboard 
without giving it much consideration. 

RESNIK: The solution to a simple problem that takes up one or two 
weeks at a medium-sized company can take months in corpora-
tions. That’s why innovations often come from smaller companies, 
where three or four people with different backgrounds and from 
various disciplines look at things with a relatively clear mind.

CAMARDA: About preventative maintenance: it’s good to know how 
often an elevator is used for maintenance purposes. But things 
become really interesting when you know how many tons of 
weight the elevator carried during this time, or on which days, 
at which time, and on which floor the most passengers got out. 
The dataset is perhaps two or three times as much, but its value 
is 50 times higher because you can include all conceivable statis-
tics in product development. 

ITM: In light of this, what’s happening with the ERP core system?
RESNIK: We are still using the ERP system for operational planning of 

our service employees. If we now get data back from the machines,  
we can analyze it with Microsoft Power BI and we can provide 
our service technicians with status descriptions of the machines 
that are much more precise. There will be an interface between 
Power BI and the ERP system, but we will merely create a trigger 
for defining tasks and dates and initiating activities, workflows, 
and processes. The data itself does not flow into the ERP system. 

CAMARDA: We can also send customers machine warnings and 
error messages by e-mail or SMS. If parts have to be replaced, we 
can do this for a fee, or customers can do this themselves. These 
processes are also initiated via the ERP system. 

RESNIK: The web technologies from Asseco are predestined for 
this type of workflows. Something like this would certainly have 
involved much more effort with older systems. Employees can use 
mobile devices to access the ERP system and can see their specific 
tasks for the respective user. An employee can see how long the 
plant has been in operation, which work has been performed on 
it, and who performed the last maintenance. 

By the way, we also want to make our data available to research 
institutes such as the Fraunhofer Institute who would not read-
ily obtain this data otherwise. If we give researchers even more 
data regarding input and output parameters or material mixtures, 
perhaps they can raise additive manufacturing to a higher level 
on the basis of these findings. 

GUIDO PIECH 
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›

„Today we don’t have the time for that 
sort of thing, product cycles are much 
too short to wait for empirical size 
models. This is where mass data entry 
comes into effect.“ 
Uri Resnik, CEO

Ludovico Camarda 
and Uri Resnik 
(right) prove that the 
Internet of Things 
can go far beyond 
Preventive 
Maintenance.
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