
Start-up to leading distributor
Getting almost every spare part and accessory for wind turbines from a single source to 
the customer - this is the business model WINDSOURCING.COM launched in 2013. 
Within three years the Hamburg-based company has developed to become the largest 
online distribution platform for the wind sector. PES Wind Magazine reports how the 
company was created and what concept stands behind it. 

“When it comes to failures in the operation 
of wind turbines, the time factor is decisive 
for operators and owners,” Stefan Weber, 
Managing Director and Founder of 
WINDSOURCING.COM, tells us. “One 
substantial factor to help reducing the 
downtimes of wind turbines is a good 
availability of spare parts and repair 
material as well as a well organised and 
expedited transport from the warehouse to 
the destination.” 

This is the point WINDSOURCING.COM 
comes into play. The distribution company 
is often the final lifeline for a service 
engineer or a wind farm operator. WIND-
SOURCING.COM provides almost every 
part required to get a failed wind turbine 
system going again. Stefan Weber and 
Seher Kaygusuz set up their distribution 
company WINDSOURCING.COM in 2013, 
entered the profit zone in 2015 and are now 
making a name for themselves in the wind 
energy sector. 

How did the idea of founding 
WINDSOURCING.COM come up? 

The idea of founding a company that is 
focused on spare parts and consumables, 
for the wind turbine after sales service 
market, came up in the context of a 
purchasing alliance project the founders 
did together with independent service 
companies in the wind energy sector.

“Taking into consideration that a 
purchasing alliance bundles demands, the 

idea was to make the availability of spare 
parts and repair material transparent on 
one online platform, which we first 
launched in 2012,” reflects Weber, thinking 
back on the years of hard work that have 
gone into the company. 

After the launch the team was contacted 
more often by both suppliers, who were 
interested in collaborating with 
WINDSOURCING.COM as their distribution 
partner for the wind industry, as well as by 
customers who were looking for further 
products that were not listed on the platform 
yet. As a consequence WINDSOURCING.
COM developed fast into a specialised 
distributor that also assumes procurement 
and logistics support for their customers. 

So basically, WINDSOURCING.COM 
distributes spare parts for wind turbines 
directly from a single source: from 
electronic and hydraulic components 
through to paints, foils, adhesives for rotor 
blades and complete transmissions. 

The online portfolio currently covers more 
than 20,000 products and is constantly 
growing with new supply partners joining 
the portfolio. Part of this range is ready for 
delivery on demand directly from the 
company’s warehouse; the rest is procured 
from regular suppliers. But the team is also 
investigating supply sources for products 
that are not yet in the portfolio. 

Applying proven methods to the wind 
energy after sales market 

“In the light of the constantly growing cost 
pressure in the wind energy market, we 
think that processes and structures in this 
sector need to change. Optimised pro-
cesses lead to more effective solutions, 
which help to reduce the process costs for 
sales and procurement activities in the long 
term,” adds Weber.

The company’s added value consists in 
cutting down costs for sales and procure-
ment activities as well as in reducing down 
times of wind turbines, because buyers are 
able to find and purchase spare parts within 
a shorter time period. 

“The main advantage of WINDSOURCING.
COM for buyers is the transparency which 
is created by publishing offers for spare 
parts and components online in different 
products groups. Savings are realised by 
reducing the work time invested in  
research and request for offers and by  
the decrease of the downtimes of the  
wind turbines.”

Outsourced Purchasing and Logistics 
Department 

Customers benefit from the fact that 
WINDSOURCING.COM can supply almost 
the entire product portfolio of wind energy 
technology and services from under one 
roof. Customers are, for example, 
independent service companies who 
maintain wind turbines or repair them in 
case of failure, irrespective of the 
manufacturer as well as large domestic or 
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foreign wind farm operators who also turn 
to WINDSOURCING.COM for help. 

These companies partly carry out repairs 
themselves in order to avoid expensive 
servicing contracts, but don’t have every 
spare part in stock. For these companies 
WINDSOURCING.COM is not only a 
distributor but an outsourced Purchasing 
and Logistics Department that assumes the 
research for parts as well as the organisa-
tion of the shipments. 

Together with their logistic partners 
WINDSOURCING.COM collects the ordered 
materials from several supply sources into 
their own warehouse where the goods are 
bundled and supplied in one shipment.

Erosion tape as first own brand product

In 2014 WINDSOURCING.COM took a 
further step forward by developing their first 
own product: an erosion protection foil. 
“Rotor blades are subjected to immense 
strain and loads, particularly in offshore 
systems, since the wind at sea is much 
stronger than on land. Raindrops hit the 
blades like hail,” explains Weber. If the 
surface becomes uneven, the 
aerodynamics suffers. This is where the 
erosion tape comes into play. It protects the 
rotor blades from various impacts. It is so 
elastic that dents are evened out and return 
to their original form.

“Offshore wind farms are also a challenge 
in terms of logistics,” says Weber. “Only 
one thing counts, namely that the parts are 

delivered at the agreed time. Four to five 
engineers will be waiting, as well as a ship 
or a helicopter to transport the material to 
the wind farm. If the parts are not available, 
it can become very expensive. When 
accepting an order, we always say whether 
we think the requested delivery date might 
be too optimistic – even if that means the 
customer looks around for another supplier.”

Stepping-up international marketing and 
promotion activities 

Seher Kaygusuz, Marketing Manager of 
WINDSOURCING.COM, names the 
intensification of marketing and promotion 
activities on international level as a major 
task for the company. “We promote the 
platform via different communication 
channels and see this as the key success 
factor to make WINDSOURCING.COM 
more known to the wind energy community 
also on an international basis,” says 
Kaygusuz. 

Most recently the company had its own 
booth at the WindEnergy Hamburg fair from 
the 27 to 30 September 2016. “An eventful 
and promising trade show is covered. After 
our first participation as exhibitor in 2014, 
the WindEnergy Hamburg 2016 fair has 
again exceeded our expectations,” says 
Weber. “The entire team is very glad about 
the positive feedback and the numerous 
interesting meetings.”

Further fair performances and events are 
currently in the planning stage. Yet those 
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who are interested in WINDSOURCING.
COM certainly must not wait until then. 
Stefan Weber and Seher Kaygusuz are 
always open to all suggestions and 
requests: “We do not only value and foster 
our online communication channels, but 
also the direct contact with existing and 
potential customers and suppliers. We are 
always looking forward to having interesting 
conversations,” explains Weber. 

Get in touch with WINDSOURCING.COM: 

Press contact: Ms. Seher Kaygusuz  
Phone: +49 (0) 40-987 688 00  
Email: info@windsourcing.com

 www.windsourcing.com
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