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// Editorial

New momentum for the new year

Dear Readers,
We in the Brenntag Group started the new year full of vigor – and, thanks to the acquisitions finalized at the end of
last year, with a whole host of new colleagues on board.
Whether in the United Kingdom, Spain, Portugal, India or
Colombia, I would like to welcome all of you to the Brenntag family. Following this series of acquisitions, the together
editorial team conducted an interview with Anthony Gerace, Managing Director, Mergers & Acquisitions for the
Brenntag Group. This will give you insight into the M&A
process all the way up to the final implementation, and into
the strategy behind the decisions.
We will be continuing our successful “ConnectingChemistry”
campaign in 2018 and introduce Marco Riquelme, our newest “ConnectingChemistry” face. Marco is Plant Supervisor at Brenntag’s Santiago site in Chile. Marco stands for
sustainability at Brenntag. Thanks to the CASA program in
place in Latin America, he and his team put the concept
of sustainability and safety into practice in their everyday
work. However, be sure to watch the film and let yourself
be whisked away to Chile.
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The stories in our magazine are every bit as diverse as
Brenntag itself. So you can look forward to interesting stories from all regions and, for example, can find out more
about Brenntag’s new warehouse in Mumbai or about the
introduction of Salesforce as a CRM tool in North America.
Wishing you an enjoyable read,

Hubertus Spethmann
Vice President Corporate Communications, Brenntag AG
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// Management News

Dear colleagues,
We just recently published our annual results for 2017 and
are overall pleased with the Brenntag Group’s performance
despite facing several challenges. We achieved an increase
in both of our key performance indicators operating gross
profit and operating EBITDA and saw broad-based growth.
The North America and Asia Pacific regions particularly delivered impressive results, while EMEA being the largest region
by operating gross profit also showed respectable growth.
Furthermore, the acquired companies made encouraging
contributions to the earnings demonstrating the success of
our acquisition strategy.
At the end of last year we were very active in regard to acquisitions and I’m pleased to welcome our new colleagues
in Great Britain, Colombia, Spain, Portugal and India to the
Brenntag family. All of the acquisitions will make valuable
contributions in expanding or supporting our existing business. I was pleased to be at the official announcing ceremony of the joint venture with Raj Petro Specialities in Mumbai.
For us this joint venture is another important step into the
Indian chemical distribution market and gives us the possibility to expand our footprint even further in Asian Pacific
countries, Africa and the Middle East.
We continue our successful ConnectingChemistry campaign
with a new contribution from Marco Riquelme, Brenntag
Chile. With his work as Plant Supervisor at the Santiago site
and the dedication to the CASA program by him and his
team, he is an excellent example of sustainability in action
at Brenntag. The video conveys our sustainability approach
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very well not only focussing on our important topic safety
but also highlighting other parts of sustainability such as
protecting the environment and taking care of one’s health.
This video shows that each employee can contribute to our
overall aim to achieve continual improvement in our sustainability performance and contribute towards greater sustainability in the entire value chain of the chemical industry.
We have nearly the full year ahead of us and once again I like
to remind you of one of our core values: Safety First. We aim
for zero accidents but in order to further improve our already
good safety statistics it takes each one of us to take care of
ourselves and also to look out for our colleagues. With Personal Safety Action Plans we have another very good method and practice that raises the awareness for safety and gives
each one of us the chance to think about our own safety
behaviour and share our thoughts and best practices with
everyone.
I would like to encourage every one of you to participate
in the program and make your own voice part of our safety
culture worldwide.

Yours sincerely,

Steven Holland
CEO Brenntag Group
BRENNTAG | together 01|18

// Panorama

Brenntag Asia Pacific

First Brenntag-owned warehouse in India
Brenntag in India has been operational for years, but its
storage and handling facilities have always been through
3rd party warehouses. This changed in January when
Brenntag India celebrated the inauguration of its first 100%
Brenntag managed warehouse located about 50 kilometers
from its Mumbai office. L. Balakrishna, Managing Director
of Brenntag India: “Before we used five different warehouses to fulfill our needs for storing and handling our goods.
This consolidation into a single warehouse will efficiently
improve our QSHE standards and will bring cost savings to
the company. It is exciting for us. We have eight Brenntag
employees to manage it, supported by fifteen contractual
employees.”
The inauguration and ribbon-cutting of the new warehouse
was attended by Knud Mohr; COO Brenntag Asia Pacific, together with Christian Frimann, President for South Asia and
South East Asia- Brenntag Asia Pacific and L. Balakrishna.
About 140 colleagues from Brenntag India joined the celebration, which included the traditional Indian prayer, showing the safety video and a tour of the warehouse followed,
ending with lunch for everyone.
The new warehouse standing at 100,000 square feet has a
general storage area, allocated areas for food and pharma,
as well as a segregated hazardous chemical storage space.
It also has separate air-conditioned (16-25 degrees Celsius)
and cold rooms. L. Balakrishna adds: “It is an energy sav-

Knud Mohr opened the warehouse during the official ceremony.

ing warehouse where natural lighting is used until sunset,
except in the cold rooms. Requirement for cooling is much
less, thus adding to the energy efficiency of the facility.”This
new facility will assist in meeting the changing demands
of local customers and ensure the integrity and quality of
products while reinforcing personal and environmental
safety.

Contact: L. Balakrishna
(balakrishna.l@brenntag-asia.com)

Brenntag EMEA

New application laboratory for Cleaning industry
to improving the performance of the products”, says Patricia
Lopez, R&D Manager EMEA Cleaning at Brenntag, who oversees the new facility with her team.

Thanks to
state-of-the-art
technology,
laboratory staff
can now carry
out performance
tests on a
wide variety of
products and
formulations.

The Cleaning team of Brenntag EMEA has something new
to offer to their business partners throughout the region –
a dedicated detergent application laboratory in Barcelona,
Spain. The new lab is equipped with state-of-the-art technology allowing performance tests of a wide range of products
as well as the formulation development of cleaning products. “Our team of highly experienced R&D and lab managers is focused on new concepts and ideas for all categories
of cleaning formulations from reducing raw material costs
BRENNTAG | together 01|18

With the dedicated application lab, Brenntag is able to better and faster react to rapidly changing market trends and
demands that come with increasing technical and regulatory requirements and end consumers being more sensitive
about the products and formulation they use. Franz Fischer,
Marketing Manager EMEA Cleaning at Brenntag: “With our
Functional Solutions we offer more than just a product. We
add value by developing new product formulations for and
together with customers using the broad range of specialty
ingredients in our product portfolio. Customers appreciate
that Brenntag can speed up the process for new product
launches by having access to an application lab and experienced technical staff in close proximity to their markets.”

Contact: Franz Fischer (franz.fischer@brenntag.at)
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+++ News from the Brenntag world +++

// Panorama

North America

San Antonio | Reading

Acknowledgment for dedication to safety
San Antonio, TX – At their
46th Annual Meeting the
National Association of
Chemical Distributors
(NACD) presented a Lifetime Achievement Award to David Garner, North America Senior VP of Operations and
Chairman of Health & Safety Committee Brenntag Group.
The award was in recognition of his career dedication to
enhancing safety through training, mentorship, exercises and drills, as well as the creation of management
systems with metrics to demonstrate improvement in
safety.

Latin America

Guatemala City | Santo Domingo | Sao Paulo

Excellent workshop on management of controlled
products
Guatemala City – Brenntag Guatemala organized an
event inviting important customers and representatives
of authorities related to the management of controlled
products. The commercial, financial and operations team
worked together and held a presentation on Brenntag’s
policies and the prevention and control procedures for
these products. This initiative reinforced the achievement in regards to controlled and regulated products throughout the Latin American region, being an
example for suppliers, customers and competitors. The
customers appreciated the workshop and the authorities
congratulated the team for this innovative and excellent
initiative. This event strengthened the image of Brenntag Guatemala as a serious and responsible company
committed to its community and is part of an integral
and continued controlled and regulated Products (C&RP)
program around all Latin America.
Brenntag Caribe receives award
for great service
Santo Domingo – Brenntag
Caribe located in the Dominican
Republic was recognized with the
“National Quality Award” in the category of “Great Service Company” for its important improvements in quality
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Celebrating in style
Reading, PA – In October Brenntag Northeast management and supervisors personally served a meal
to every employee on site to acknowledge the head
office, warehouse and primary distribution site having
achieved 1,600 days without a loss time incident. Tables
and chairs covered the front entrance area on a beautiful fall day. The grill was kept busy cooking bacon
and eggs throughout the morning. At lunch the meal
changed to hot dogs and hamburgers served into the
mid-afternoon, to be sure to include all three shifts of
warehouse employees, along with truck drivers and
office personnel. The great news is that the team is over
1,700 days now, looking forward to mark 2,000 days
without accident.

management focused on customers and employees,
as well as for good performance in compliance with its
customer’s requirements. The company was recognized
after presenting a nomination report with the results
achieved and its continuous improvement processes;
subsequently they received the auditors to validate the
information in their facilities. This award is given by
the local Commission of the National Quality Award
integrated by the Principals of the main national universities, public and private institutions and the Industry
Association of Santo Domingo.
Recognition for excellent work at Brenntag Brazil
Sao Paulo – In January the team of Brenntag Brazil
attended two events of Oxiteno recognizing Brenntag’s
good performance in the past year. In the first event the
two companies celebrated high volume growth regarding the sale of Oxiteno products into the agro market.
In the second ceremony Brenntag was awarded the
“Distribuidor Destaque Award” for its good performance
in 2017. This award was due to the great teamwork
performed by Commercial, Supply Chain and Operations.
The award was received by Brenntag Brazil Managing
Director, Érica Takeda
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+++ News from the Brenntag world +++

// Panorama

Europe, Middle East and Africa
Successful appearance
at Food Ingredients
Europe
Frankfurt – Once again
at the end of November the Food and
Nutrition teams from
Brenntag EMEA gathered in Frankfurt to showcase their
expertise and meet customers and suppliers at Food
Ingredients Europe. Spread over the three days around
100 Brenntag colleagues were present at the welcoming
booth. A homely application kitchen was integrated into
the Brenntag booth which was very well received by the
visitors. Brenntag colleagues were able to showcase different examples of their expertise based on freshly prepared products in the four categories: meat analogue,
sport bar, meat and confectionary. Of the four demo
kits available the meat analogue product was especially
popular. Uwe Schültke, COO Brenntag EMEA, paid the
team a visit and stayed for a full day giving a speech and
motivating the colleagues for the year lying ahead.

Asia Pacific

Brenntag Italy
takes part in
Making Cosmetics
Milan – Brenntag Cosmetics Italy had its own
stand for the third time
at Making Cosmetics
& Formula Cosmetics
in Milan at the end of November. Brenntag’s aim to take
part for the third time in this important event was to
further strengthen its position in the market as a specialized supplier and to promote and present its own formulations concepts to customers by showcasing a wide
range of cosmetic ingredients. This strategic event was a
great success for Brenntag in terms of visits of potential
and acquired customers and allowed the team to also
discover the latest new technologies, new formulations,
packaging innovations, marketing trends and updates
on the relevant regulations.

Singapore | Manila

Award for Brenntag Singapore
Singapore – MSD International GmbH envisions making a
difference in the lives of people globally through innovative medicines, vaccines, and animal health products. In
December 2017, it held its Annual Suppliers Day, inviting
some of its main suppliers to the event. Among the
activities it included sharing information from MSD and
feedback sessions from suppliers to better understand,
improve and support MSD. One of the highlights was the
awarding of two best suppliers who have strongly supported the company and one of them was Brenntag in
Singapore. Brenntag Pte Ltd was proud to be recognized
as a value-adding partner and will continue to support
MSD in every way. Brenntag sells an increasing range of
specialty and industrial chemicals to the MSD plant in
Singapore. Congratulations to the Brenntag Singapore
team, especially the Sales (Pharma), Customer Service &
Logistics departments.
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Frankfurt | Milan

Brenntag Philippines moves to new office
Manila – At the end of January 76 Brenntag Philippines employees from Sales, HR, Admin and Finance
have moved to a new location. The new office is in the
Southern part of Metro Manila where Brenntag’s San
Pedro warehouse is also located. With the proximity
between these two locations the coordination with the
Supply Chain team will further improve. Likewise, the
application laboratories have been transferred to the
warehouse giving the Laboratory Technologists a more
suitable environment.
The new business address is as follows:
16th Floor, Asian Star Building
2402-2404 Asean Drive, Filinvest City,
Alabang, Muntinlupa City.
Tel. no.: (+63-2) 812-9385
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// Panorama

Brenntag Group

Anthony Gerace
took over the
position as
Managing
Director Mergers
& Acquisitions
for the Brenntag
Group in 2014.

“Timely and transparent communication
paramount for successful integration”
For Brenntag, acquisitions are an integral part of the company’s strategy. Together had
a chance to talk about this with Anthony Gerace, Managing Director, Mergers & Acquisitions, Brenntag Group.

At the end of 2017, Brenntag acquired several companies.
Why are acquisitions important to the organization?
First and foremost, I would like to welcome all of our new
colleagues that have joined the Brenntag organization
through acquisitions completed during the past year. The
influx of the talented professionals with fresh ideas and new
perspectives, is an important component of our evolution as
an organization.
From a financial perspective, acquisitions are value accretive
for our Group and assist in leveraging and accelerating our
organic growth. For example, we have entered the Asian market through several key acquisitions and established a platform that has successfully attracted new suppliers and customers in the region. In less than 10 years we have been able
to build a business that employs more than 1,900 people and
operates in 16 different countries. This would not be possible
in this relatively short timeframe on a grass roots basis.
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How long have these acquisitions been in the planning?
Every acquisition differs to some degree, but in general, once
we are fully engaged with the target, it will typically take 3 - 5
months to complete the transaction. Having said that, prior
to full engagement, it is not uncommon that we have invested a significant amount of time developing and nurturing
the relationship with the selling shareholders.
Can you elaborate on the strategic rational of the acquisitions in Europe (UK and Spain) and in Colombia?
From an overarching strategic perspective, we pursue
acquisition candidates that satisfy three important objectives: realize economies of scale and improve efficiency,
expand our geographic coverage and improve our product
portfolio.
In the case of Kluman & Balter, we acquired a business
that gives us access to an attractive line of food ingredient
BRENNTAG | together 01|18

// Panorama

Anthony Gerace together with the
Corporate M&A team at the House
of Elements in Essen

suppliers and customers, technical competence and value-added services, including new product development.
This offering perfectly complements our existing value
proposition to the food and nutrition marketplace and will
provide a platform for future growth, not only within the
UK, but throughout EMEA, where we already have related
business that can be leveraged.
Quimitécnica has a strong position in Iberia, serving the
markets for industrial chemicals, water treatment, pulp and
paper and specialty chemicals. With a wide product range
targeting various industry segments and six strategically
located sites offering customized logistics services and inventory management, Quimitécnica serves as an excellent
platform to expand and diversify our distribution activities
in Portugal and Spain.
Conquimica operates four warehouses in the primary economic areas of Columbia. It is an attractive investment that
will enable us to extend our geographic coverage and distribution network in Colombia. The company’s broad product
portfolio and well-developed infrastructure complements
Brenntag’s offerings to customers in important industries,
such as food and coatings.
What is the advantage of a Joint Venture with Raj Petro
Specialties in India and what does Brenntag Asia Pacific expect of this new collaboration?
The acquisition of Raj is a further step into the Indian chemical distribution market, which is the 7th largest globally for
chemicals. Its facilities are strategically located at the West
and Southeast of India, in close proximity to major ports. In
addition to a strong infrastructure and a broad product portfolio, Raj offers value added services, such as blending and
repackaging, and has as a strong application development
team. Raj’s existing product portfolio and market presence,
capability of its infrastructure and strategic locations allow
BRENNTAG | together 01|18

us to expand our footprint, not only in India, but also in
other Asian Pacific countries, Africa, and in the Middle East.
The cooperation offers Brenntag the potential for commercial synergies with multinational suppliers and customers,
and will provide a platform for future accelerated growth in
the region.
How do you ensure that new companies are being well
integrated into the Brenntag world?
We have a structured integration process that begins very
early in the acquisition cycle. By the time we submit our
initial non-binding offer, we have a conceptual integration
framework. A detailed integration plan is prepared during
the due diligence phase, which includes a Gantt chart for
each functional workstream, with accountability clearly assigned for each task along the way. The moment we complete the transaction, the integration plan commences.
Timely and transparent communication to all stakeholders
(employees, suppliers, customers), is paramount for a successful integration. Integration planning and execution is
a cornerstone competence and mandatory component of
the process; it is what has enabled us to have a successful
M&A program over the course of many years.
Will 2018 also again see several acquisitions of Brenntag?
Can you already give some indication on region or industry focus or changes in the overall M&A strategy?
We will continue to allocate a significant amount of our
group cash flow towards our acquisition program. We will
also continue to follow our strict adherence towards satisfying our aforementioned strategic objectives, while remaining disciplined with respect to our valuation expectations. Our sweet spot in the market has been the small to
mid-sized target and my expectation is that we will remain
focused on that segment of the market in the coming years.
Contact: Anthony Gerace (agerace@brenntag.com)
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// Panorama

Brenntag Polska

10 year anniversary of the animal nutrition
premixtures production plant
The history of the animal nutrition premixtures production at
Brenntag in Poland goes back to 2002, when the first prototype installation plant was launched in Kędzierzyn-Koźle. The
demand grew quickly and in December 2007, after extensive
investments and launching tests, the new installation was
officially opened. Today the production plant consists of 15
tanks in which Brenntag stores raw materials for production
both in dry and liquid forms with a total volume of 320 m3.
Furthermore the plant has six mixers for the production of
liquid premixtures with a capacity of 70 m3, a mixer for dry
premixtures and two filling lines. Annually, the plant is able to
produce 20,000 tons of products, which are sold not only on
the local market. From 2013 the animal nutrition premixtures
produced in Poland were also exported to Asian countries
such as: Bangladesh, Malaysia, Thailand, India, Philippines
and from 2017 also to Nepal. Growing demand of far-east
markets stimulated Brenntag companies in this region to
draw development plans of their own plants, modeled on the
one from Kędzierzyn-Koźle. In September 2017 the representatives of Brenntag APAC visited the production plant as well
as key customers in Bangladesh.

to a growing interest in alternative solutions such as mixtures
of organic acids. “We are glad to meet the needs of our customers in this respect and offer them the best solutions that
are successfully tested in Europe for years” says Tomasz Kowalik, Business Development Manager Animal Nutrition EMEA.

Animal Nutrition premixtures produced by Brenntag Polska
are currently in a registration process in some countries of
Latin America. The anticipated legislation amendments in
this part of the globe, i.e. the probable ban on the use of antibiotic growth promoters (AGP) would contribute relevantly

Contact: Tomasz Kowalik (Tomasz.kowalik@brenntag-cee.com)

On delivery,
silica – the basic
material for dry
feed additives
production – is
stored in the external tanks and
then transported
into the building
for further
processing.

Brenntag EMEA
Colleagues in
Seville at the
official PSAP
breakfast

PSAP for breakfast
In order to introduce the Personal Safety Action Plan (PSAP)
and the thought behind this initiative in the EMEA region,
Communications and HSE teamed up and developed together
the idea to launch “PSAP breakfasts”. The target was to raise
safety awareness and motivate all employees to participate in
this important global safety initiative. “This initiative was well
received and I believe a momentum for the importance of
one’s personal safety was established”, says Ingo Legermann,
HSE Manager EMEA.
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All over the region – from South Africa to Norway as well as
Russia to Spain – the PSAP breakfasts were attended by many
employees. In the “House of Elements” colleagues of Brenntag
AG also took part in several breakfast sessions to learn more
about the PSAP initiative. In the whole region colleagues reacted positive towards the initiative: “The preparation of PSAP
makes us aware of the choices we make. And what the risk can
be from the choice we take”, states Line Grinden, Sales and
Purchase Coordinator, Norway. And Jose Manuel Rivera, HSE
Technician adds: “The PSAP improves the safety of my Brenntag family and my own family.” The focus on safety at home
is also something Ellen Ingvoldstad, QSHE Manager, Norway,
noticed: “I have become more aware of safety at home than I
have done before. Although I work for safety daily, I have not
had the same focus at home. It creates a good attitude towards
my children who can take this on with them in life.”

Contact: Ingo Legermann (ingo.legermann@brenntag.de)
BRENNTAG | together 01|18

// Insight

Brenntag North America

“Commercial Excellence” meets
“ConnectingChemistry”
Using LINK for effective collaboration
and information
The team has also created tools and processes to promote
growth and better facilitate team collaboration. Seeing a
need to effectively track the Key Account Opportunity Pipeline, the KAS team worked with Paola Resta from Brenntag
EMEA to develop a global opportunity pipeline through
Brenntag LINK. Today, the Key Accounts team has more than
500 opportunities that are updated regularly, and a 40% opportunity closure rate. Since the global opportunity pipeline’s
launch in January 2017, the Key Accounts team has been able
to close on an estimated 19MM$ in new gross profit.

At Brenntag North America, the Key Account Specialist (KAS)
team takes the “ConnectingChemistry” core values and Commercial Excellence to the next level. Since its inception in the
summer of 2015, the KAS team has developed into a center
of excellence with a culture focused on questioning, creating, enhancing, and simplifying. The team
consists of two groups: one responsible for
supporting specific Key Account Executives
and/or project work and one responsible for
account support in their respective Regional Operating Companies (ROCs). Together, this team has created more than 60
tools and processes that have been utilized to provide exceptional service to our customers and to profitably grow our
business.
One of the most valuable processes the KAS team developed
was the Key Accounts pricing process. Through strategic Sell
Price Management programs, the team has been able to effectively manage pricing for Key Accounts. This successful
price management became most evident in the wake of Hurricane Harvey in September 2017. Months prior to Hurricane
Harvey, the KAS team built comprehensive monthly market
report and vendor increase tracker tools that enabled the Key
Accounts team to quickly and easily access important market information. These tools and strategies allowed the Key
Accounts team to protect gross profit by swiftly implementing vendor driven price increases, as well as Brenntag driven
general price increases, throughout the North American region. As a result, the average selling price for Key Accounts
increased by 12%.
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One of the biggest initiatives that the KAS team undertook
was the creation of a database that would quicken response
times to customers. It was noticed that for documentation
requests, response times tended to be longer than desired.
To solve this issue, the KAS team worked again with Paola
Resta to create a centralized SharePoint LINK that acts as a database for product and facility documentation. The creation
of this database, officially known as the “The BNA Document
Database,” allowed for the KAS team to significantly cut down
their response times to customers. Today, this database contains more than 5,500 documents and two additional libraries housing vendor price increase documentation and chemical market reports. The database’s popularity has also grown
since its inception. Currently, it is utilized
by more than 360 employees throughout
Brenntag North America and was visited
more than 7,000 times in 2017.
Even after all that they have accomplished, the KAS team is
not planning on slowing down anytime soon. With this proactive and passionate group, continuous improvement and
creativity are always at the forefront. Every day, this team lives
the philosophy of “ConnectingChemistry” with colleagues
and customers, and in the process, is blazing the trail for service excellence one idea at a time.

Contact: Alyssa Sweigart
(asweigart@brenntag.com)
Dani Cao
(dcao@brenntag.com)
11

// Insight

Brenntag Latin America

Living the
“ConnectingChemistry”
spirit
Stretching over 4,300 km from North to South but only 350
km at its widest point, the Republic of Chile is outstanding in
its dimensions. Although feeling a bit offside due to the enormous Andes being the border to the eastern parts of Latin
America, more than 90 Brenntag colleagues set an excellent
example of what it means to live the Brenntag values and
work in a harmonious environment.
Located on the outer skirts of the capital Santiago close to a
rural neighbourhood the Brenntag site stands out compared
to its industrial neighbors. You can see directly towards the
warehouses and witness the operations taking place at this
busy site. Opening the view to the site was a decision done on
purpose. “We wanted the neighbors living so close to the site
being able to see the operations in order for them to lose possible fears of a chemical distribution company close by”, says
Alejandro Valenzuela, Corporate Risk Director, Brenntag Latin
America. This plan worked out very well especially combined
with the continued communication towards the neighbors by
the local CASA* team.

Change is a chance
Last September Alberto Ulriksen joined as the new General
Manager of Brenntag Chile. Already having a history with
Brenntag as Business Manager Polymers several years ago,
he returned to make a change and prepare Brenntag Chile
for the future. One of his first initiatives was based on the
Group wide Commercial Excellence program. He and his
team reorganized the commercial and supply chain teams,
so that everybody focuses on the customer and their needs.
Commercial roles were separated into Sales Managers and
Product Managers. The Supply Chain became responsible for
a new Customer Service Team, closely integrated with Planning, Procurement, Logistics, Plant and Technical & Maintenance teams, all working even more closely together with the
CASA team. Therewith, a more sustainable source of competitive advantage from every perspective was created. Demonstrated by Supply Chain and CASA now being responsible for
taking care of the quality and service point of view of the
business, the Sales Managers focusing on sales, through their
people and the relationship with customers, and Product
Managers taking care of the strategy of the business. For example they lead long term growth and profitability, through
the Sales and Operations Planning process (S&OP), making
sure all the teams, from Supply Chain and Sales, to Finance
and Administration, coordinate and sustainably deliver the
promise to the customers, and thus make the slogan “ConnectingChemistry” come alive daily.
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Alberto Ulriksen (center) with his management team from Brenntag Chile and
Alejandro Valenzuela (4th from left)

“I like the “ConnectingChemistry” spirit and will also put a
lot of work into getting more connected with the rest of the
region on a short term as well as with the global Brenntag
world in a midterm perspective”, emphasizes Alberto. For
him, there is too much untapped business potential, and
the knowledge exchange and sharing of best practices with
neighboring countries is key in developing further and being
more successful. “We can all learn from each other and be
supportive in our daily work, so that all sides can benefit”,
he adds.
Like on all Latin American Brenntag sites, CASA also plays a
vital role at the Santiago site. “CASA is the base of the sustainability of our business”, states Alberto. Walking around the
site one feels that CASA is part of the DNA of each employee,
looking out for each other and taking care. Be it the signs
that make colleagues and visitors aware of possible dangers
or the active pause where colleagues meet to stretch and refocus during a busy day. With these and a lot more similar
actions Brenntag Chile sets an example in the Brenntag world
of companionship and looking out for each other despite being a bit “far away”.

Contact: Alberto Ulriksen (aulriksen@brenntagla.com)

*CASA =
Calidad,
Seguridad
& Salud y
Medio Ambiente (Latin
American
QSHE program)
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// Insight

Brenntag Latin America

Making of: Behind the scenes
with Marco Riquelme
Summer in Chile, a highly motivated protagonist, a dedicated film crew and changing
perspectives made possible by state-of-the-art technology – ideal conditions for shooting the latest “ConnectingChemistry” film with Marco Riquelme, manager of Brenntag
Chile’s Santiago plant.
Spotlight on
Santiago:

Full power ahead:

Not even the early
morning mist could
dampen the mood on
the first day of shooting. Even though Marco and his father enjoyed a wonderful view
of Santiago from San Cristóbal Hill in the north of the city,
the striking Andes mountains remained hidden behind smog
and mist.

The next scene saw
Marco in front of the
camera with his colleagues from the site’s
own Brenntag fire department. Despite the
midday heat, the team
remained in good spi
rits throughout, rolling up the fire hose patiently again and
again whenever the director needed another shot. This gave
the footage an action film feel – an exciting change of pace
for the entire team.

Teamwork in the
National Park:
The next location for
shooting was the El
Arrayán National Park,
not far from the capital, treating the team to
fresh mountain air and
clear water. For one
scene, Marco and his father even went barefoot into the water – the things we do to capture the perfect scene! But with
the summer temperatures pushing 30°C, anyone else in the
team would have willingly switched places with them.

No truck with
waiting traffic:
After-work traffic on
the thoroughfare in
front of the Brenntag
site and the scheduled
scene is that of Marco’s
father driving his truck
slowly through the picture. While Marco held up the traffic on one side, his father
Bernardo slowed down to a crawl with his hazard lights on,
forcing the cars behind him to slow down as well. Cacophony
of car horns notwithstanding, he had the space he needed to
drive slowly through the picture and, as luck would have it,
the two flags began to flutter at exactly that time. There are
some things that you just can’t script …
BRENNTAG | together 01|18

High above
the rooftops:
In one of the next
scenes, Marco scaled
new heights – literally.
Outfitted with a safety
harness, he – and later on the video team
as well – climbed up
onto the highest tank in the Brenntag tank farm. With the aid
of a drone, we shot fantastic footage of Marco on his own
on top of the tank with a view of the Brenntag site and the
snow-covered Andes. Quite a change of perspective …

And that’s a wrap:
After just two days of filming, the film was “in the can”.
Marco was proud of his team
and of having had the chance
to represent Brenntag Chile
in this film and to highlight
the importance of sustainability. Marco displayed a
genuine talent for acting,
with boundless energy and a
constant smile upon his face.
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Brenntag North America

Transitioning to
Salesforce
Salesforce is the number one, game-changing customer relationship management technology designed to help sell
smarter and faster. Brenntag’s Vision 2020 focus to deploy
Commercial Excellence made it an easy decision to stop talking and start working on improving this aspect of Brenntag’s
business.
The project took off during September 2017 with 14 discovery sessions held in ten days in Reading, PA. Over 100 Brenntag colleagues from all North American companies and 14
key industry areas came prepared with a significant amount
of input during the ‘Discovery Phase’ to compile a ‘wish list’
of features to be included.
In order to assure customization most beneficial for our application, phase 2 ‘Definition Details’ included key representatives from throughout North America selected as Process
Champions working with the Core Team of Bob Majowicz,
Dieter Woehrle and Bob Northover, and the Technical Team
of Steve Henderson and Tony Tucci. In addition to the time required by their primary position the Process Champions have
devoted countless individual hours, along with time spent in
face to face and virtual meetings. They are: David Daniels,
David Kriege, Brian Dixon, Jessica Cifarelli, Lance Kitzelman,
Larry Davis, Brian Fislar, Dan Arneson, Christine Grybos, Scott
Leibowitz and Tim Willenborg. Remaining are the Development and Deployment Phases, but while these are happen-

“Overall the process to date has been great,
especially experiencing collaboration across
all North American companies providing further collaborative abilities within an easy to
use tool that will vastly modernize our CRM
process into today’s technology platforms.”

Blake Willis
Director Corporate Accounts
Coastal Chemical

The core team behind the rollout of the new CRM system

ing behind the scenes, all colleagues using CRM are receiving
communications with initial informational and educational
content.
Bob Majowicz, Brenntag North America’s e-Business Digital
Innovation Champion is overseeing the entire project: “Most
people do not realize the customization capabilities – the
possibilities are endless. The willingness of all the participants to harmonize processes has been outstanding and will
be transformational for Brenntag. The process of reviewing
and receiving feedback from every company to vet and socialize the content and ensure all requirements are included, will
assure better and faster adoption at implementation time.”

Contact: Robert ‘Bob’ Majowicz
(rmajowicz@brenntag.com)

“It isn’t very often a sales group can combine
their intellectual experiences and selling acumen while developing a sales tool that will
fundamentally change how our commercial
team interacts with co-workers, customers,
and suppliers. The speed at which we will
record data and complete tasks within all
faucets of our business will be exponentially
increased. I am excited to be part of the
team that is designing a tool to reduce paperwork, increase our data intelligence, and
speed up the many transactions each seller
has during a standard business day. Our
new CRM system will give us a competitive
advantage in the market place.”

“It will not replace the need to stay in front
of the customer, but it will improve our ability to easily enter information and effectively
view and track data, enabling us to close opportunities faster and increase gross profit.
Plus it has the ability to push information out
to a broad base we don’t currently have, thus
being the game changer that we are desperately seeking.”

Brian Fisler
Vice President Materials Management
Brenntag Southwest

Brian Dixon
Director of Focus Industries
Brenntag Great Lakes

14

BRENNTAG | together 01|18

// Insight

Brenntag GmbH

Focus on quality
Quality means fulfilling what is expected and required of products, services and processes.
This is why quality has a high priority for Brenntag and why, in turn, Quality M
 anagement
(QM) is such an important part of Brenntag’s success among its business partners. Let us
take a closer look at Quality Management within Brenntag GmbH.
Medical devices

Pharma

Food

Feed

(Kaiserslautern site)

(Hamburg site)

(Hamburg/Heilbronn site)

(Hamburg site)

ISO 13485

Based on GMP/GDP

ISO 22000

GMP+

Occupational Health & Safety / Safety First

Specialization

SHE

Integration

Environmental Management System (ESAD/RC) / Risk Management

Quality management system based on EN ISO 9001

Constantly developing the quality management system forms the basis for specializing locations and divisions.

Together with his team in the “House of Elements” and ably
assisted by Quality Managers at the sites and in various departments, André Lauer – Head of Quality Management at
Brenntag GmbH – is responsible for quality management for
all German Brenntag sites. The team is charged with obtaining and maintaining various certificates and with complying
with guidelines, such as Responsible Care and ESAD (European Single Assessment Documentation). At the same time,
these colleagues work on constantly developing the quality
management systems used by all employees for everyday
quality processes. In André Lauer’s words, his team’s job involves “looking together for potential for improvement within the company and determining how this potential can be
harnessed”. This is done by specifying structures, responsibilities and workflows. In order to ensure uniform and central
documentation and monitoring, many Brenntag/BCD processes are anchored in the quality management system.
Last year, the Brenntag Group sought to recertify itself according to quality management standard DIN EN ISO 9001
(2015). This well-known standard specifies the requirements
for a Quality Management system in the company. The aim is
that products and services meet both customer expectations
and the wide range of requirements set out by the authorities. The ongoing optimization of processes and systems is
another important part of everyday work at all sites – not
only for those in Quality Management but for all Brenntag
employees. The company has been certified since 1993. The
standard is updated every five to ten years: This was most
BRENNTAG | together 01|18

recently the case in 2015, where the conditions for meeting
the standard increased, with more of a focus on risk management and management accountability. As André Lauer
explains: “We make sure that standards or changes to standards are implemented early on and in a uniform way because
certificates and adherence to standards are vital for customer
satisfaction. Needless to say, our customers expect our products and services to be of the highest quality.”
In many cases, meeting standards is a condition for taking
business ties with customers and suppliers to the next level.
Examples are the GMP+ certificate for feed at its Hamburg site
and the DIN EN ISO 22000 certificate for food at Hamburg,
Heilbronn and BCD, Brenntag GmbH currently has its sights
set on the DIN EN ISO 13485 certificate for its Kaiserlautern
site. The standard describes what is required for an extensive management system for manufacturing medical products. Brenntag’s top customer distributes cleaning agents
for medical devices. In order to support the customer with
these sensitive products, Brenntag introduced this certified
management system. André Lauer concludes by explaining
the specific benefit of Quality Management in everyday business: “The certificates demonstrate very clearly the added value provided by Brenntag. We use it to position ourselves, to
raise our profile, to stand out from the competition.”

Contact: André Lauer (andre.lauer@brenntag.de)
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Brenntag North America

Networking is the key
The group held

and colleagues from Brenntag North America headquarters
in the activities of the YPG.

their first meeting offsite.

Last year several members of the Brenntag Solutions Group in
Bethlehem, PA agreed there is a need for young professionals
to connect, and build camaraderie and support for each other
in their professional development at Brenntag. Together they
adopted the idea of creating a Young Professionals Group
(YPG) receiving encouragement and support by Brenntag
North America VP’s Steve Brauer (Marketing) and Donovan
Mattole (Human Resources). Brenntag employees, young
and new, will benefit from a group providing resources to
network and grow their personal and professional lives. The
group successfully executed a 2017 plan involving Brenntag
Specialties, Brenntag Solutions Group, Brenntag Northeast,

The first meeting was held offsite bowling to launch the
group. Bowling together demonstrated a competitive edge
outside of a traditional professional setting. During the second event, Donovan joined as a guest speaker talking about
career development, leadership, and the changing dynamic
of Brenntag. While still in its infancy, the group is building
relationships and looking forward to meeting quarterly to
network with fellow young professionals, cultivate company
culture, and encourage inner Brenntag mobility. If you would
like additional information about the group, please don’t
hesitate to reach out to any of the names below.

Contact: Talitha Poore (tpoore@brenntag.com)
Margaret Mckemy (mmckemy@brenntag.com)
Ashley Hussey (ahussey@brenntag.com)
Meghan Jordan (mjordan@brenntag.com)
Kaitlyn Pietrusewicz
(kpietrusewicz@brenntag.com)
William Ruwitch (wruwitch@brenntag.com)

Brenntag South

Helping those in need
Brenntag South Africa brought some Festive Cheer to the
children of Sibonile Primary School by donating gifts towards their annual Christmas Party. Sibonile Primary is
a school for visually impaired learners supported by the
non-profit organisation ‘Jicama 89’. The Sibonile School
cares for and provides schooling, accommodation, food
and clothing for 208 children who are partially sighted, totally visually impaired or deaf and blind. The primary purpose of ‘Jicama 89’ is to support organisations and schools
in their efforts to meet the needs of those less able and
fortunate.
Ahead of the winter, Brenntag South Africa plans on doing
a ‘Blanket Drive’, as the children are housed at the Sibonile
School, and blankets are one of the requirements. The colleagues also plan to do at least one employee volunteering
day at the school during the course of the year. Brenntag
South Africa looks forward to continue supporting and
partnering with ‘Jicama 89’ in 2018.

Children at the Sibonile School looking forward to opening their presents.

Contact: Laché Woldson-Samuels
(Lache.Woldson-Samuels@brenntag.co.za)
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“My Connecting Chemistry story”

“Having a harmonious
relationship internally and
externally is key to success”

Melanny Delos Santos works as Business Unit
Manager – Cleaning for Brenntag in the Philippines. In this short interview she tells us what
“ConnectingChemistry” means to her.

For Melanny Delos Santos, the “ConnectingChemistry” concept
is the key to success.

tions for both our suppliers and target customers. Our
people are the living testimonial what Brenntag can offer in changing needs of the world.

Could you tell us something about your role within Brenntag, what are
In which way are you exactly “ConnectingChemistry”?
you responsible for? What are your main tasks?
What’s the connection you make, what do you connect?
I’m working for Brenntag as Sales Manager for the Cleaning business unit
Being a part of a commercial team, we see to it that we
since July 2015. My main role as Sales Manager is devising a short and
work in a fast pace environment in different commercial
long term direction in ensuring continuous growth and development of
settings to obtain all sales goals with a specific time frame.
the team as well as being responsible for the business expansion from
We are the front line towards the success and growth of the
both existing business partners and new prospective business partners
company and ensure that we share our expertise and vast
based on nationwide sales of the Philippine market. I was recently procapabilities towards service excellence with our partners.
moted as Business Unit Manager – Cleaning effective this January 2018
wherein my main role now is amongst others to develop a sales stratConnectingChemistry promotes six core values. Which one
egy and action plan to achieve budgeted monthly and annual sales as
is for you and your team the most important? Why is that?
well as the profitability of the business unit.
I strongly agree that these six core values are important in
Brenntag’s culture, however, what could be the best decision
From your personal point of view: How would you describe Brennthat a company can provide to their employees is to implement
tag in 2-3 phrases?
a safe work place and safety programs. Our most valuable asset
Brenntag is the largest chemical distributor worldwide, where all
should be protected - our people. When employees feel safe in
employees should be proud of. We can always leverage on Brenntheir workplace and absenteeism rates are kept down, we can all
tag’s effective network across all regions to ensure customers an
be effective in focusing to serve the customers properly and work
uninterrupted supply of both commoditized and specialty prodbased on our commitment to excellence.
ucts. As an employer, Brenntag is not only giving importance to
both suppliers and customers but they are also doing important
things to nurture and retain talents by providing personal deThank you!!
velopment opportunities for each employee.
What did you think about ConnectingChemistry when you
first heard about it?
The first thing that enters my mind is building a strong solidarity with colleagues, business partners and customers to
address all concerns. It is in no doubt that the key to success to be able to convey “ConnectingChemistry” is to have
a harmonious relationship internally and externally with
our people to have a positive output in the end. I also
affirm that we need to effectively play our role to be a
strong bridge to exemplify the unmatched global reach
Do you also want to tell us your “ConnectingChemistry” story
to create a strong local presence to cater win-win situa-

Please contact us: connectingchemistry@brenntag.de
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People on the move
Since November 11, 2017
Stephanie Harbich has been promoted to Team Lead of the
newly created department Document Management for Quality Management EMEA. In this position she reports to Roman
Salbert, Quality Manager EMEA.

Since December 15, 2018
Ron Wittebort has been promoted to the position of Director of Supply Chain for Brenntag North America reporting
to David Garner, Chairman of Health & Safety Committee
Brenntag Group and Senior Vice President Operations Brenntag North America.

Since January 1, 2018
Christine Grybos has been promoted to the position of Vice
President of Key Accounts, Brenntag North America and Dani
Cao has been promoted to Vice President of Commercial
Support Services, Brenntag North America. Both report to
Steven Terwindt, Executive Vice President & COO Brenntag
North America.
Olivier Maillard has accepted the position as Regional President DACH at Brenntag EMEA. In this role he reports to Uwe
Schültke, COO EMEA.

Ana María Segura was appointed Human Resources Director for Brenntag Mexico. She reports to Eduardo Denyer,
President of North Latin America and functionally Alejandro Fernández, Vice President of Human Resources for Latin
America.

Since January 8, 2018
Gerald Denson joined Brenntag North America as Director
of Value Added Services succeeding Joel Hopper, Vice President Value Added Services, Brenntag North America, who
has decided to retire effective July 1st, 2018. Gerald will report to Joel until his retirement.

Since February 1, 2018
Bryon Mason was named Director of Quality, Safety, Health
& Environmental Brenntag Mid-South. He reports to Corey
Roberts, Vice President of Operations, Brenntag Mid-South.

Since March 15, 2018,
Diana Ramírez transferred from Brenntag Mexico to Brenntag Latin America as Manager of Compensation, Benefits,
and Recruitment, reporting to Alejandro Fernández, Vice
President of Human Resources for Latin America.

Oliver Rechtsprecher joined Brenntag as Commercial Director DACH reporting to Olivier Maillard.
Kim DelSordo has accepted the position of President, Brenntag Specialties, Inc. In this position she reports directly to
Steve Brauer, Vice President Brenntag North America.

Stephanie
Harbich

Ron
Wittebort

Christine
Grybos

Dani Cao

Gerald
Denson

Joel Hopper

Bryon Mason

Diana
Ramírez
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Ana María
Segura
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Employee portrait

And the Kindle goes to… Milan
Roberto Fossati, Product Manager, Brenntag Italy solved
the puzzle correctly and is the lucky winner of the Kindle.

What is your job at Brenntag like and how long have you been
with the company?
I joined Brenntag five years ago as Technical Assistant Cosmetics, Pharma & Oleochemicals. Today I’m in charge of the
Business Unit Cosmetics as Product Manager Oleochemicals.
What do you associate with “ConnectingChemistry”?
My simple vision is: doing business and building a bridge between the ability of suppliers and customers’ needs.

What country where Brenntag operates would you like to visit
sometime and what would you urge visitors to Italy to see at all
costs?
I really like Spain and I would like to visit this country every
time I can. There are many beautiful cities in Italy to see. I
suggest visiting Como and its lake during Saint John’s festival
at the end of June.

The together puzzle
If you know your chemistry and have been keeping upto-date on developments at Brenntag, then this new
version of the together puzzle is just the thing for you.
With a bit of luck, you might even win a Kindle!

time they spell the name of a Brenntag location in the
Asia-Pacific region.
Hint: Some of the questions may refer to the magazine articles.

Use the specified letters from the answers to the
questions below to form the solution word – this

1

Which metal is most commonly found in the
earth’s crust?
(4th letter of the answer)

2

What is the name of the lightest halogen, a pale
yellow gas?
(3rd letter of the answer)

3

What is the name given to the enzymatic transformation of organic substances?
(4th letter of the answer)

4

In which Spanish city did Brenntag EMEA recently open a new application laboratory for cleaning agents?
(1st letter of the answer)

Please email your solution together with your complete
address and phone number with the subject “together
puzzle” to together@brenntag.de by 27 April 2018.
1

2

3

4

5

6

5

What is the name of the Customer Relationship
Management (CRM) platform that will increase
networking of sales activities at Brenntag North
America in future, accelerating the process?
(2nd letter of the answer)

6

Which city is home to Brenntag Polska’s feed
factory, which celebrated its 10th anniversary at
the end of last year?
(5th letter of the answer)

Solution to the
puzzle from the
4/2017 issue:

Guayaquil
The Kindle went to:
Roberto Fossati
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“CONNECTING
ALL ASPECTS OF
SUSTAINABILITY IS
IN MY DNA.”
Marco Riquelme
Plant Supervisor,
Brenntag Chile

I’m ConnectingChemistry
Fortunately my father guided me to a company that has
sustainability in its DNA – Brenntag. Especially in Chile we
have a spectacular and rather overwhelming natural landscape
literally just around the corner. Keeping this miracle of nature
unspoilt and safe is a main concern for me and for everyone
at Brenntag. Handling chemicals requires an enormous
responsibility, not only towards our own employees but also to
society as a whole. As Plant Supervisor, it is my responsibility
to connect all aspects of sustainability in my daily work.
Always putting safety, quality and the environment first in our
actions is what I aim for together with my team. I’m proud to
be working for a company that has its heart in the right spot
when it comes to something as important as sustainability.
Want to learn more about a job with
sustainability at its core?

20

Visit me at www.brenntag.com/marcoriquelme
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