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Over the past eight months, 
says MARCUS HOLZ, he and 
his team have been working 
day and night to create an 
app for Blum’s new website. 
The day Verne Maree met 
with him was the very day 
he successfully submitted the 
application to Apple. Were 

those “countless hours” worth it? Yes, he says – 
but he’s not quite sure that his wife would agree.

By Verne Maree

Why an app?
Next time you’re on the MRT, look around you: everyone 

is doing something on their phone or on a tablet, whether 
iPad or Android. I’m the same; though the Straits Times is 
put onto my desk every day, I actually read it via an app 
on my iPad. This is the future, and I believe it’s going to 
totally explode. 

In iPad’s first two years, 14 million units were sold. 
Twenty-five million are expected to be sold next year, 
and Android will have an equal share of the market. This 
is the way people will be – and are already – consuming 
information. Blum knew that this was the direction it 
needed to go in.

What made you start the process of redeveloping your 
website 20 months ago?

It was a matter of necessity, actually. In 2009 we swapped 
premises with Fisher & Paykel – we used to be upstairs, 
and they had this bigger showroom on the ground level 
that is now ours – and in this more accessible environment 
we were suddenly exposed to the individual homeowner. 

In no time, our two or three showroom visitors per day 
escalated to about 30 a day. Suddenly, my team was making 
presentations to groups, even on Saturdays – previously, we 
hadn’t even opened on Saturdays.

As you know, Blum is not a design company; we’re 
a hardware manufacturer. We’d always been a purely 
business-to-business company, but now we found ourselves 
dealing directly with consumers – the wife, the husband or 
even the entire family, including Grandma and Grandpa 
– all wanting answers to their design questions. But we 
weren’t fully equipped to answer them; even our website 
was a B2B portal. That’s when I decided we needed a better 
website, and then an iPad application.

What we’re doing is responding to requests by both 
homeowners and interior designers for easily digested 
information. It’s clearly working: since we launched in 
February 2011, we’ve built up a 1,000-strong subscriber 
list without advertising the site at all, merely by referring 
email queries to it.
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The Blum showroom is at #02-00 Ubi Biz-Hub, 150 Ubi 
Avenue 4. Call 6547 1760.
connect.blum.com

A few highlights of the website?
To start with, it has a comprehensive Gallery of high-

quality pictures that you can access either by brand 
category or in terms of the room you’re designing, 
plus Videos. 

Instead of going straight to a carpenter with a picture 
of a kitchen from an Italian magazine and saying, 
“Uncle, I want this one”, you can get inspiration from 
our collection of 162 high-quality kitchen photos. If 
something is in our gallery, you’ll know it’s available 
from us and you’re not wasting time; that may not be 
the case with the picture you showed the uncle.

You can filter your search for images, too; ask to see 
only drawer-runner systems, only lift-up systems, or 
only drawer-divider systems, for example. We’ve also 
incorporated a tab with the price of each component; 
a stay-lift cabinet door fitting, for instance, costs 
$42.56. Clear pricing eliminates any misapprehensions 
such as, “Oh, Blum is so expensive”, and the fear of 
inadvertently going over budget.

Memos gives more extensive information on any 
particular item, and access to all the brochures that 
are available. Plus you can go to Press to directly 
download magazine articles on Blum technology 
directly to your iPad via iBooks.

My Tags makes it easy to create a subset of photos 
and information that you can send to your interior 
designer. You can also share it via email, or Facebook, 
or simply send a link to whomever. The app is 

connected with our server here, so it will immediately download 
any new material; but it’s also available in offline mode.

Wow. Is the same kind of thing happening in Europe?
No, and that’s because there’s so much more consumer interest 

and awareness here. The Singapore homeowner is the best-
researched consumer in the world, and when we spend money, 
we tend to want to know where it’s going. Indonesia and Malaysia 
are not far behind, by the way.
European markets are much more conservative. When you buy a 
high-end German kitchen, for example Poggenpohl or Alno, they 
will not disclose that it has Blum components; in the same way 
as when you buy certain Audi car models they don’t reveal that 
the “Audi sound technology” is actually by Bose. But Southeast 
Asian consumers want to know. That’s why they ask for a “Blum 
kitchen”, although there’s actually no such thing. What they mean 
is a kitchen whose drawers and cabinets feature Blum hardware.

Your showroom has grown enormously since I visited you 
last year.
Yes, when our neighbours moved out a few months ago, we 
took over another 1,000 square feet of space, and developed 
it into a show house that demonstrates how and where Blum 
components can be used throughout the home. We’re targeting 
the homeowner head-on. eL
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