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We are there where you need 
us – world-wide presence, re-
gional strengthThe Clariant 
Masterbatches (Germany) 
GmbH is part of the Clariant 
Masterbatches Division, a global 
network with more than over 50 
Masterbatch production loca-
tions.  
 
Thus we are capable of offering 
our customers both regional and 
international service. Each of 
the three German locations of 
the Clariant Masterbatches 
(Germany) GmbH is character-
ised by its own strengths and 
focal points.  
 
 Colour and additive concen-

trates, compounds and ex-
panding systems from 
Ahrensburg 

 Plastic concentrates for dy-
ing polymers and spin dying 
from Lahnstein 

 Masterbatches for thermo-
plastic plastics from Döbeln 

 
Due to our world-wide presence 
we are able to supply most of 
our products in any demanded 
colour, in any quantity with the 
appropriate quality in the short-
est amount of time.  
 
 
Clariant… 
 
…is a globally active, world-wide 
leading manufacturer of spe-
cialised chemicals with high 
customer orientation. Place of  
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
business and management 
board are located in Muttenz 
near Basel in Switzerland. 5,000 
of the over 20,000 employees at 
Clariant work in Germany. The 
group maintains by far the most 
important production platform in 
this country. 
 
Clariant is structured in 4 divi-
sions: Textiles, Leather & Paper 
Chemicals, Pigments & Addi-
tives, Functional Chemicals and 
Masterbatches. The innovative 
products of Clariant play a deci-
sive role in the manufacturing 
processes of the customers or 
give the end products value-in-
creasing characteristics. 
 
Plastics... 
 
A life without plastics is uni-
maginable. Whether at break-
fast, in the kitchen or anywhere 
else in the household: the world 
is a lot more colourful than it 
used to be. The secret behind 
the colourful variety lies in the 
specialised production of the 
Clariant Masterbatches Division. 
The plastics must be colourful, 
flame resistant, robust and re-
sistant against sun. Various de-
mands are placed on household 
appliances, office material, sport 
equipment and toys made from 
plastic. 
Compositions bound in plastic 
materials of colour or additive 
concentrates (in trade language 
“Masterbatches”) do not only 
provide for a colourful variety,  
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
but also give the products im-
portant characteristics.  
 
During production, the so-called 
Masterbatches are added to the 
plastic mass in form of granu-
lates, powder or paste, giving 
almost any plastic material the 
desired effects. 
 
Apart from colour, Master-
batches may contatin further 
additives. Additive Master-
Batches are used if beside col-
our other technical features 
such as UV stabilisation, flame 
retardants and antistatic of the 
end product is to be optimised 
or influenced. 
 
The Management Team… 
…has been working with M T I 
since 2001. All mutual projects 
serve the performance im-
provement in sales as well as 
the development of a mutual 
and on the market unitary acting 
company culture. The sales 
teams are primarily divided ac-
cording to market segments and 
then according to regions 
The Projects 2001 – 2006 were 
concentrated on the field of per-
sonnel development.  

 Cultural development with 
the Fish(!) philosophy* 

 Potential – AC´s for the Ger-
man sales teams 

 Further education measures 
for the German and English 
sales teams (Team Selling, 
Active Selling) 

 Management Development  

Clariant  Masterbatches  (Germany) - 
A global player focuses his organisation 
consequently on market success 

Marion Quaas 
Beraterin und Trainerin 
MACHWÜRTH TEAM 

INTERNATIONAL 
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1. Process guidance of the 
management team 

2. Further education for 
managers 

3. Introduction of the M T I 
– Appraisals** as IT Tool 
for competence man-
agement / potential rec-
ognition / feedback 
through self assessment 
and assessment from 
others  

4. in combination with dis-
cussions with executives 
and qualified employees 

 
In 2006 the Clariant Manage-
ment Team initiated an organi-
sation development project. 
The strategy: reach better per-
formance in sales segments and 
customer service  
 
 
 
 
 
 
 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

with foresighted international 
market cultivation 

1. increasement of customer 
aquisition 

2. intensify customer loyalty 
3. ecconomizing of ressources 

by standardising the proc-
esses and interface man-
agement  

4. Extension of the roles of cus-
tomer service to a proactive 
market cultivation -within the 
team with the marketing and 
key account managers of the 
segments 

 
The Procedure: 
The Machwürth Team Interna-
tional was reselected as exter-
nal support. Together with the 
management team, we suc-
cessfully mastered the following 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

steps in 2006/2007: 
 
Phase 1 – Restructuring of 
customer services: 
The customer service team con-
sists of 21 colleagues who are 
all very customer oriented and 
do outstanding work. They be-
long to the department Supply 
Chain Management. 
 
To reach the effect of strategy of 
performance improvement in the 
sales area, the question arised: 
how do we integrate the excel-
lent resources of the customer 
service team more strongly into 
the market cultivation? A struc-
ture needed to be developed 
that makes the expansion of the 
roles of customer service to a 
proactive market cultivation 
possible. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Structure -  before the process 

Organisation Plan
Clariant Masterbatches (Germany) GmbH
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The Solution:  
 
The customer service team is 
integrated. The co-workers are 
allocated to the 7 sales seg-
ments. The sales team leaders 
are given the specialist and the 
disciplinary leading role.  
 
The customer service co-work-
ers have been working in the re-
spective sales teams together 
with the marketing and key ac-
count managers since June 
2007. 
 
Phase 2 – Discover potentials 
and systematically promote 
them for sales and customer 
service 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
Even though the co-workers in 
customer service do an excel-
lent job, their role and area of 
responsibilities expand with the 
new structure. Classic customer 
service tasks such as proactive 
market cultivation with B and C 
customers are now added.  
Furthermore, as part of the 
sales team, they have to think 
about future-oriented market 
cultivation and comprehensive 
projects in cooperation with the 
marketing and key account 
managers.  
For this reason, it is logical that 
a systematic and long-term 
planned development of poten-
tial is necessary. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
In cooperation with the Mach-
würth Team International, Clari-
ant carried out four potential as-
sessment centres in 2006. Two 
AC’s for the sales employees 
from sales, marketing and key 
account management and two 
AC’s for customer service. 
 
The observation crew consisted 
in each case of 6 Clariant ex-
ecutives (areas without direct 
executive functions with regard 
to the AC participants) and 6 
MTI consultants. 
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Results:  
 
Increased appreciation towards 
the employer Clariant for 
temporal and financial invest-
ment in the measures taken.  

Clarity for the executive 
personnel and co-workers about 
which developable resources 
the single co-workers have and 
which personnel development 
they require.  

Valuable knowledge for exe-
cutives of how to optimally 
develop employees. 

Data for systematic and custom-
mized personnel development is 
available due to profound and 
professional observation 

 

 
 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Strengthening of the co-worker’s 
confidence by personal 
feedback with the AC observers 
and through excellent AC 
results.  

In the next step, MTI developed 
a refined further education 
programme 2007 / 08 in 
coordination with Clariant. It is 
based on the results of the 
potential ACs, the requirements 
of the accommodating executive 
staff and the employee 
her/himself. The consultants of 
MTI will realize the PE 
programme – always in coor-  
dination with up-to-date 
necessities that result from 
organisation and team develop-
ment.  

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
Phase 3 – Team development 
as a process 
Team development is the princi-
pal item of the organisation de-
velopment initiated in Phase 1 
and flanked in Phase 2. 
First there was a plan. Now the 
plan needs to be transferred to 
reality. A structure does not 
work without a change to the 
culture of those involved.  
The management team of the 
market segments (MS) is con-
fronted with a big challenge in 
2008.  
6 of the 7 team leader MS have 
grown. 21 customer service co-
workers have joined the teams. 
The head of department MS, 
who is at the same time part of 
management and also thought 
of the entire process and is re-
sponsible for it, experiences an 
extension in leadership. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Process Graph Team Development

Jul. – Aug. – Sep. – Oct. – Nov. – Dec. 07       2008   >>   >>   >>   >>May 07 June 07

Closing event (2008)
„Lessons Learned“ / 
Transporting the results
into the organisation

Qualification IV. quarter 2007 – III. Quarter 2008 Module 1: How to handle difficult customers
Module 2: Time management / How to deal with 
stress
Module 3: Team selling / active selling
Module 4: Customer orientation
Module 5: Communication and personality
Module 6: Moderation

Info letters
Seminars / workshops
Knowledge transfer of modules by mngr. / employee into 
dept. Sales Segments using “Knowledge Cafés” and “Open 
Space Conferences”

Project meetings

08.05.07
Kick Off – mngr. workshop
• Roadmap / validate process steps
• Role of mngrs. in the Change Process

19.06.07
Project meeting
• Project leader + mngr.
• Process review + project controlling

29. Aug. 07
Project meeting 
• Project leader + mngr.
• Process review + project controlling

Individual Coaching of team leaders (optional)

Team Coaching Standardised appraisal interviews 
with Web-Tool „Competency 
Profile“ (2008)

3 teams
1 day coaching each
Heike v. Borries

3 teams
1 day coaching each
Heike v. Borries

3 teams
1 day coaching each
Marion Quaas

3 teams
1 day coaching each
Marion Quaas

3 teams
1 day coaching each
Heike v. Borries

3 teams
1 day coaching each
Heike v. Borries

3 teams
1 day coaching each
Marion Quaas

3 teams
1 day coaching each
Marion Quaas

Aug. 07
2 day mngr. workshop

Self-learning material for preparation Potential-AC
for all staff, who have not yet 
participated in any AC

February 08 
2 days mngr. workshop
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The teams Sales, Technical 
Service, Market Segments led 
by him remain.  

At the same time, it is objective 
of the entire MS team to turn 
historic problem zones into 
prosperous new areas, e.g., in 
interface management and in 
the standardisation of pro-
cesses.  

The special challenge is to 
coordinate this over three Ger-
man locations. 

 
The current state: 
 
The integration is coming along 
nicely. The teams are develop-
ing unexpected dynamics in 
many areas, both interperson-
ally as well as professionally. 
The historic problem zones are 
integrated in partial projects with 
a realistic chance for success.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

The participant’s conclusion 
of the entire workshop series:  
 
When possible, the participants 
were always integrated in plan-
ning and execution within the 
process.  
Thus, the development at Clari-
ant Masterbatches in the last 
three years is in terms of the 
parties involved. They favour 
and support the steps that lead 
to results. They recognize and 
celebrate the progress and 
communicate this within the 
company. At the same time, the 
interpersonal quality and per-
formance improves greatly in 
distinct numbers. The workload 
is heavy, the engagement high 
and the future perspectives mo-
tivating. In critical moments that 
always come up with such com-
plex and wide-reaching projects, 
the project managers of Clariant 
and MTI act consequently solu-
tion-oriented.  
 
 
 
 
 
 
 
 
 
 
 
 
Die über 6 Jahre gewachsene 
Vertrauensbasis wird dadurch 
vertieft. 
 
 
 
 
 
 
 
 
 
 
 

Three views from participants 
 

 We have developed some-
thing and are on the right 
track. 

 Our team has improved and 
a great team must allow dif-
ferent characters. 

 We are a good team and 
solve difficult problems well. 
We have learnt a great deal, 
e.g., long sightedness. 

 
Outlook:  

 
 Other departments hear 

about the processes and re-
act: „We want to share this 
success and need something 
like it as well!” 

 The management team plans 
a transfer of the organisation 
and team development in 
other countries of the com-
pany. 

MTI Team for Clariant: 
Overall Project Management:  Key Account: 

Hans-Peter Machwürth Helmut Meyer,  Marion Quaas 

 

 

 

 

 

 

Project Cooperating Consultants:  

Heike von Borries,  Klaus Becker,  Reinhard Krüger,  Stefan Schnitzler 

 
 

MTI


