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OF
CHANGE
For many people and also for us at Brenntag, 2020 was quite an extraordinary
year. The global COVID-19 pandemic had a severe adverse effect on all our lives, both
personal and professional, and presented us with unprecedented challenges. For
Brenntag, 2020 was also a year of change. We associate last year with a number of
new developments, but also with the major opportunity to pave the way for an even
more successful future. Our aim is to systematically expand Brenntag’s position as
global market leader, and this aim is embodied in our transformation programme,
“Project Brenntag”.
But why does the global market leader need to change? Why does the largest
chemical distributor need to evolve? Our sector and our business partners are con
tinuously changing. Our customers and suppliers have individual and ever more
demanding needs and requirements, which we wish to address in the best way possible. The segments of industry in which we operate are impacted by a wide range of
trends, some of them global and fast-moving, and we need to follow those trends and
respond to them with flexibility and agility.
“Project Brenntag” addresses numerous aspects of our business model with
the aim of sharpening our profile, reducing complexity and making us much more
efficient. And our partners, too, will benefit from the company’s repositioning: we
want to expand the long-standing relationships of trust with our suppliers and
deepen our customer relationships. As global market leader, we want to move
forward and play a part in shaping the change in our industry. Only in this way can
we create added value for our stakeholders on an ongoing basis.
For Brenntag, both 2020 and 2021 are years dominated by transformation and
our further development: with a view to future growth and sustained success.
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HIGHLIGHTS
OF 2020
MARCH

FIRST COMMUNICATIONS
ON “PROJECT BRENNTAG”

JANUARY

CHRISTIAN
KOHLPAINTNER
BECOMES THE
NEW CHIEF
EXECUTIVE
OFFICER

There was much anticipation ahead of our new CEO
Christian Kohlpaintner’s first appearance before the
capital market. In March 2020, the moment arrived.
His appearance at the publication of the 2019
annual results also marked the start of the regular
public communications on “Project Brenntag”.

With effect from January 1, 2020, Dr Christian
Kohlpaintner became Chief Executive Officer and a
member of the Board of Management of Brenntag SE.
Over a period of almost three decades, Christian
Kohlpaintner has performed various management
roles in the chemical industry in an international
environment. Upon taking up his role as CEO at
Brenntag, he worked with his colleagues on the
Board of Management to launch a holistic analysis
of the Group and to plan measures which have now
been combined in “Project Brenntag”.

FEBRUARY

COVID-19 PANDEMIC
Since the beginning of 2020, the global economy
and the life of people around the globe had been

JUNE

guard the health and safety of its workforce and

DOREEN NOWOTNE ELECTED
TO SERVE AS THE NEW SUPERVISORY BOARD CHAIRWOMAN

maintain business operations. Through local aid

In mid-June 2020, the Brenntag Supervisory Board

and donation initiatives, Brenntag also helped to

unanimously elected Doreen Nowotne to serve as

ensure that required products reached our fellow

the Board’s new Chairwoman. Ms Nowotne thus

human beings quickly and easily. 

succeeded Stefan Zuschke, who had chaired the

adversely affected by the COVID-19 pandemic. At
an early stage, Brenntag took measures to safe-

Supervisory Board since March 2010 and decided
not to seek re-election. In addition, Richard
Ridinger was elected as a new member of the
Supervisory Board of Brenntag SE.
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NOVEMBER

CAPITAL MARKETS UPDATE

JULY

CHANGES ON THE BOARD OF
MANAGEMENT
In July 2020, Steven Terwindt was appointed as a member

On November 4, 2020, Brenntag holds its first

of the Board of Management of Brenntag SE as part of

entirely virtual and very successful Capital

the Board’s new line-up. Since January 2021, the highly

Markets Day. Here too, the focus of the event

experienced Brenntag executive has been Chief Operating

for the roughly 200 participants is “Project

Officer responsible for the Brenntag Essentials division.

Brenntag”. The company presents details of all

Henri Nejade, a Board of Management member since

the aspects covered by the transformation

2015, is Chief Operating Officer in charge of the Brenntag

programme as well as the expected financial

Specialties division.

effects. At the same time, the two future Chief
Operating Officers, Steven Terwindt and Henri
Nejade, who joined virtually from Canada
and France respectively, use the platform to
introduce themselves to sell-side analysts and

SEPTEMBER

investors.

ANNOUNCEMENT OF
THE NEW OPERATING MODEL

DECEMBER

In September 2020, Brenntag announces the changes to
its operating model. After many years of being managed
through the four regional segments North America, Latin
America, EMEA (Europe, Middle East & Africa) and Asia
Pacific, the company has since January 1, 2021 been

COMPLETION OF
THE BOARD OF
MANAGEMENT
LINE-UP

managed through two global divisions: Brenntag Essentials
and Brenntag Specialties. The operational realignment is
a core element of the transformation programme “Project

In December 2020, the Brenntag Supervisory

Brenntag” and is intended to enable the company to better

Board appoints Ewout van Jarwaarde as a

address customers and suppliers in a rapidly changing

member of the Board of Management and the

global market environment.

Group’s new Chief Transformation Officer.
Among other matters, Ewout van Jarwaarde is
responsible for the implementation of “Project
Brenntag” and the company’s IT and digitaliza-

C ORP OR A TE
F UNC TI ONS

tion activities. When he starts in January 2021,
he completes the line-up of the Board, which
B US I NE S S
S E R VI C E S

TWO
GLO BAL
DI VISIO NS

now comprises five members.
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INTERVIEW WITH
THE CEO

CHANGE IN
EVENTFUL
TIMES
INTERVIEW WITH THE CEO,
DR CH R ISTIAN KOH LPAI NTN ER

Christian Kohlpaintner has been the Chief Executive Officer of Brenntag SE since the
beginning of 2020. He has many years’ international management experience in the chemical industry and during the course of his career has worked with many different people of
different nationalities and cultures not only in Germany, but also in the USA, Switzerland
and China.
Mr Kohlpaintner, you have been Chief Executive Officer at Brenntag for around
fifteen months now. How would you review the time so far?
CHRISTIAN KOHLPAINTNER

   I already knew the company quite well from the collaboration

with my former employers in the chemical industry and came to Brenntag with the vision of
exploiting the enormous potential that we have and of which I am firmly convinced. That is
precisely what we started to do in January 2020. By launching “Project Brenntag”, we have initiated one of the most comprehensive transformations in our company’s history – despite the
COVID-19 pandemic, which has made circumstances much more difficult. We have made very
good progress on our transformation thanks to our highly motivated team at Brenntag, who
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from the outset have been fully committed to undertaking this exciting journey with me.
Despite the coronavirus crisis, we also managed to achieve perfectly respectable financial
results in 2020. In that respect, we can be satisfied with last year and also a little bit proud.
You identified a need for action at Brenntag. Why?
CK

Brenntag is the global leader in chemical distribution and a very successful company

with a history stretching back almost 150 years. What is more, Brenntag has an extremely
robust business model, which is something we see again and again, especially in times of crisis.
In recent years, however, the company has fallen short of both its own expectations and those
of our stakeholders, especially with regard to organic earnings growth. But Brenntag has this
enormous potential. I am talking primarily about the unrivalled breadth of our product portfolio, our global site network and the huge pool of talent at Brenntag. That is why we took a very
close look at the company and initiated numerous changes with a view to better leveraging
our strengths. Our competitors are not asleep. If Brenntag wants to continue to fulfil its role as
global market leader and not just maintain, but further expand this position, the company
needs to change.
This year’s annual report also goes under the banner “change”. What does
“change” mean at Brenntag?
CK

When I started as CEO at the beginning of 2020, we as the team initiated an exten-

sive, holistic analysis of the entire Group and realized that we need to position ourselves better
in various areas. We do not need to change everything, of course, as we are already quite
successful and can build on strong foundations. But it is our duty and our aim to make the
Group fit for the future. We understand change at Brenntag to mean many different things.
We are dealing with new issues that have become important during the COVID-19 c risis. In the
course of “Project Brenntag”, we have also identified further aspects where we want to change.
And there are, of course, areas on which we work continuously and over the long term anyway.
Can you give us a few examples?
CK

Let me begin with our donation initiatives. While swiftly and almost seamlessly

adapting to the new situation in the COVID-19 crisis and safeguarding the health and safety of
our employees, we also took immediate action to fulfil our responsibility to society. I am particularly pleased that by donating a number of our products, we were able to provide a little bit of
help to people in many countries around the world. Secondly, we are working on the measures
that we decided upon on “Project Brenntag”. On the financial front, we operated a prudent system of margin management and also achieved a clear improvement in our working capital turnover – which is precisely one of our focal points on “Project Brenntag”.
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THE CEO

“Project Brenntag” also involves a change of culture. Through the programme, we aim
to raise the level of ambition of our managers and open up good development opportunities for
our dedicated employees. We have established clear areas of responsibility and accountability.
A change of management culture cannot, of course, be implemented over night. But we are
already addressing this by clearly aligning the performance-related remuneration for senior
management with the objectives of “Project Brenntag”.
And what areas do you have your eye on permanently and over the long term?
CK

Well, that most certainly includes safety! For us as a chemical distributor, safety

always takes top priority. Here too, we were able to record a success in 2020, as we reported an
LTIR* of 1.4, our lowest Group accident rate to date. And I would also like to mention digitalization. This broad topic also affects us at Brenntag and will become ever more important over the
long term, just as it will for many other companies. We have already taken some important
steps here: we have been operating our DigiB unit for several years now and are working on
various concepts. In this case too, our customers’ requirements are front and centre and it is
partly about harmonizing processes worldwide. For example, we have set up a professional
platform for customer communications and continuously developed our digital distribution
channel “BrenntagConnect”.
Why does Brenntag need to evolve?
CK

Both our sector, chemical distribution, and the chemical industry generally are con-

tinuously changing, in some cases substantially – and in a relatively short period of time. Of
course, this means that the requirements of our business partners – customers and suppliers –
are also changing and, quite justifiably, becoming ever more demanding. More and more, our
customers see us as a contact on the practical application of chemicals and ingredients and
value our technological expertise. Chemical distribution is now about much more than transporting standard chemicals from one place to another.
We need to respond to all these changes. Reflecting our self-image, we want to play a
part in shaping the future of our sector. And we can do that because we are acting from a position of strength. We are already the world’s largest chemical distributor. The task now, though,
is to systematically develop Brenntag further. Last year, we developed “Project Brenntag” in detail
in cooperation with a broad base of managers and employees. The focus in 2021 is now
entirely on developing the concepts and measures in further detail and taking gradual steps to
implement them carefully, but above all systematically. The measures will help us to address
our partners’ requirements in a more targeted manner and deepen our relationships with
customers and suppliers.

* LTIR (Lost Time Injury Rate) – number of industrial accidents resulting in at least one day’s absence from work per one million working hours.
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What is the focus on “Project Brenntag”?
CK

On “Project Brenntag”, we have invariably had the needs of our partners and

More about
Brenntag

the requirements of the market in mind. The project addresses our stakeholders very

Essentials and

broadly and affects entirely different areas of our company. The biggest change is cer-

Brenntag

tainly the shift from a regional management structure to two global divisions: Brenntag

Specialties

Essentials and Brenntag Specialties.

Page 18

Brenntag Essentials combines many of the strengths
that Brenntag is already known for today. This division markets a
broad portfolio of process chemicals for a wide variety of
industries. It will stand out by virtue of its high efficiency and
global reach while at the same time maintaining a strong
local focus. In Brenntag Specialties, our teams focus not only
on selling ingredients and chemicals but also on value-added
services so as to be able to provide tailored solutions to better
address the needs of our customers in the newly defined focus
industries. Both divisions are represented by a specialist,
focused sales organization and a first-class customer service
team.
For the first time, we have also reviewed our global site
network in detail. Here too, there are numerous opportunities
to improve our footprint while at the same time maintaining
our international profile and our high service levels. We will
also make large investments in our network in order to modernize our sites and be able to serve our customers even more
efficiently. And not least of all, we are streamlining our administrative processes.
These are extensive measures. What timeframe has
the Brenntag management set for the transformation programme’s implementation?
CK

“Project Brenntag” is a multi-year programme to transform and further

WE WANT TO
EXPLOIT THE
ENORMOUS
POTENTIAL THAT
WE HAVE.

develop our already-successful Group. We will have achieved the full potential from
“Project Brenntag” in 2023. Some measures will take more time, whereas we expect
others to yield visible results as soon as 2021. The crucial point is this: it is about
strengthening our competitive position and expanding Brenntag’s position as global
market leader. The primary objective of “Project Brenntag” is to return our company to
sustainable organic earnings growth.
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BOARD OF
MANAGEMENT
EWOUT VAN JARWAARDE

GEORG MÜLLER

DR. CHRISTIAN KOHLPAINTNER

CHIEF TRANSFORMATION OFFICER

CHIEF FINANCIAL OFFICER

CHIEF EXECUTIVE OFFICER

Ewout van Jarwaarde has been a member
of the Brenntag Board of Management
since January 1, 2021. As Chief Transformation Officer, he is responsible in particular
for the implementation of the global transformation programme “Project Brenntag”.
His remit also includes the IT and indirect
procurement functions, digital and datadriven business opportunities, and functional excellence. Ewout van Jarwaarde has
extensive management experience driving
growth, building businesses, transforming
organizations commercially and operationally, and building digital and data-driven
capabilities across various industries
worldwide.

Prior to joining Brenntag, Georg Müller
held various positions in banking and
in the financial control and treasury
departments at chemical and logistics
companies. At Brenntag, he was initially in charge of various Group financing rounds. When Brenntag went public in March 2010, he also assumed
responsibility for the Group’s investor
relations activities. Georg Müller
has been Chief Financial Officer of
Brenntag SE since 2012.

The doctor of chemistry has more than
25 years’ management experience in
the chemical industry. This includes
international executive roles in both
China and the USA, where he lived
and worked for several years. Christian
Kohlpaintner began his career at
Hoechst, where he held various positions in Germany and the USA. After
posts at Celanese and Chemische Fabrik
Budenheim, he was most recently a
member of the Executive Committee
at Clariant in Switzerland. Christian
Kohlpaintner has been Chief Executive
Officer at Brenntag since January 2020.

HENRI NEJADE

STEVEN TERWINDT

CHIEF OPERATING OFFICER
BRENNTAG SPECIALTIES

CHIEF OPERATING OFFICER
BRENNTAG ESSENTIALS

Henri Nejade, a member of the Board
of Management since 2015, joined
Brenntag in 2008. He has a diverse
international background and more
than 30 years’ industry experience.
Between 2008 and 2020, he was in
charge of building and expanding our
business in Asia Pacific in his capacity
as Chief Executive Officer Brenntag
Asia Pacific. Since January 2021, he
has been Chief Operating Officer for
Brenntag Specialties.

During his long career at Brenntag,
Steven Terwindt has held various management positions within the company
and in the Latin, Central and North
America regions. In 2016, he joined the
management team at Brenntag North
America as Executive Vice President
and Chief Operating Officer. In August
2020, Steven Terwindt was appointed
President & Chief Executive Officer
North America and a member of the
Board of Management of Brenntag SE.
Since January 2021, he has been Chief
Operating Officer for Brenntag Essentials.
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PROJECT
BRENNTAG

O P E RAT I N G M O D E L
P.18

PROJECT
BRENNTAG
S I T E N E T W O R K O P T I M I Z AT I O N
P.30
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GO-TO-MARKET APPROACH
P.26

PEOPLE & CHANGE
P.34

Brenntag is the global market leader
in chemical distribution. We are the only
chemical distributor of truly global scale,
and we have the biggest specialty chemical
business in the sector. Our business model
is robust and demonstrates its resilience
above all when macroeconomic conditions
are difficult.
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PROJECT
BRENNTAG

But the requirements of our busi-

expertise and logistics excellence

“Project Brenntag” will sharpen our

ness partners and our sector are

to best market their products. Our

profile among our business part-

changing. Both suppliers and our

customers ask for tailored solu-

ners and thus enable us to better

customers have ever greater and

tions and a partner that can offer

address the different and individual

different requirements of chemical

not only high-quality products, but

needs of our suppliers and

distribution. Our suppliers need a

also application advice and techni-

customers.

strong, efficient partner by their

cal expertise.

side with the specialist industry

VOICES ON CHANGE

“Project Brenntag” is focused on the different needs of our
stakeholders. In our category “Voices on change”, we show how
this transformation programme has been received by the different stakeholder groups.

Brenntag’s business is a people

regardless of where they are located.

business. The capabilities, dedica-

“Project Brenntag” now gives us

tion and passion of our employees

the perfect opportunity to create

have played a major role in making

one global platform and one har-

us the market leader in chemical

monized as well as differentiated

distribution. Our top priority is to

approach to leverage our expertise

create an environment in which

and share best practices. All Service

our employees feel safe and enjoy

Excellence colleagues within both

their work, and which offers enough

of our divisions are working closely

space for personal development.

together to achieve our overall goal
of offering all customers a best-in-

“Within Service Excellence, it has
always been a challenge to consistently provide our customers with
the same level of experience,
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class experience”.

WE ARE
WORKING
CLOSELY
TOGETHER TO
OFFER ALL
CUSTOMERS A
BEST-IN-CLASS
EXPERIENCE.
S V E NJA E S T ER S
S ERV I C E EX C ELLENC E MA NA G ER EM E A
EM EA BU S I NES S DEV ELO P ME N T

B R E N N TAG C A R E S

BRENNTAG ASSUMES SPECIAL
RESPONSIBILITY DURING
PANDEMIC TIMES
Right at the beginning of the

Worldwide, our employees have

of tons for authorities and govern-

COVID-19 pandemic, we at Brenn-

therefore been engaged in the fight

ments, Brenntag provided IPA

tag put in place a global, regional

against the spread of the infectious

where it was urgently needed.

and local crisis management system

disease COVID-19.

Brenntag also demonstrated its

to focus on the health and safety of

commitment to the community and

our employees and business part-

In 2020, a large part of Brenntag’s

its strong will to help fight the virus

ners. At the same time, we quickly

social commitment was made up of

by donating protective masks to

responded by adapting our pro-

donations of isopropyl alcohol

children’s hospitals, producing spe-

cesses and workflows in line with

(IPA), which is the main ingredient

cial visors for medical professionals

the new environment. All of this

in the production of disinfectants

or providing surprises to raise the

helped us to maintain our business

and was only available in very lim-

spirits for hospital staff in regions

operations and supply chains over-

ited quantities in some countries,

particularly hard hit by COVID-19.

all and thus continue to provide

especially at the beginning of the

our customers with products.

pandemic. From single canisters
that enabled local doctors to con-

Especially in these challenging times,

tinue to practise, to fully loaded

we are very aware of our responsi-

pallets for hospitals, to thousands

bility to society. The COVID- 19 pandemic has presented challenges and
often existential obstacles for people
around the globe.
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PROJECT
BRENNTAG

PROJECT BRENNTAG
IN FIGURES
EUR

220

MILLION

ADDITIONAL ANNUAL
CONTRIBUTION TO OPERATING
EBITDA PLANNED AS OF 2023

EUR

370

MILLION

ONE-TIME NET CASH OUTFLOW

4 –6
%

%

ORGANIC OPERATING
EBITDA GROWTH

600
REDUCTION IN THE NUMBER OF
SITES FROM AROUND 700 TO
ROUGHLY 600 WORLDWIDE

EUR

~250

MILLION

ANNUAL SPEND ON MERGERS
AND ACQUISITIONS

Brenntag has been an internation-

carry out some adjustments in

ally successful company and global

order to make Brenntag more effi-

market leader for many years now.

cient again. “Project Brenntag” will

Over the past decade, the Group

make a sustainable annual contri-

has grown considerably, expanding

bution to the growth in operating

its presence in places such as the

EBITDA of around EUR 220 million.

Asia Pacific region, where it now

The contribution will increase from

has more than 2,000 employees.

year to year and we will reach the

However, it has recently become

full annual potential in 2023.

increasingly difficult for us to

The measures to increase operat-

generate organic growth; that is,

ing EBITDA are spread mainly

growth from within. Our interna-

across the “Operating Model”,

tional profile and the acquisitions

“Go-to-Market Approach” and “Site

we have made have led to

Network Optimization” work-

increased complexity in both our

streams. Most of the additional

site network and in internal pro-

contribution to operating EBITDA

cesses. “Project Brenntag” addresses

comes from cost savings and is

these aspects of our company with

therefore fully within our control.”

the clear aim of achieving sustainable organic growth in future and

Some of the initiatives will have a

thus creating added value for our

positive impact as soon as 2021.

stakeholders.

Particularly notable examples
include indirect procurement, our

Georg Müller, the Group’s Chief

price management and working

Financial Officer since 2012, says:

capital management. “In terms of

“On “Project Brenntag”, we ana-

our efficiency in working capital

lyzed the diverse areas of our com-

management, we at Brenntag look

pany in detail and planned sub-

especially at working capital turn-

stantial improvements. We are

over and placed increased focus on

now in the process of implement-

this back in 2020. And with suc-

ing the measures and driving the

cess: we were able to raise our

Group’s repositioning. We know

working capital turnover from 7x

our business, chemical distribu-

to 7.3x year-over-year in 2020,”

tion, and have the best specialists

says Georg Müller

on our workforce. But we need to
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Of course, a comprehensive trans-

Georg Müller: “Project Brenntag

formation programme like this also

is a comprehensive, multi-year

entails costs. The net cash outflows

programme to further develop the

for “Project Brenntag” amount to

company. Brenntag has had strong,

around EUR 370 million. “We

stable foundations for many years.

expect a third of this total to com-

We will build on those foundations

prise capital expenditure and two

and are now working in various

thirds to comprise expenses to

areas of the Group to increase

achieve our efficiency measures,”

Brenntag’s efficiency over the long

explains Georg Müller.

term.”

4 –6
%

%

ORGANIC OPERATING
EBITDA GROWTH

“Project Brenntag” was set up to
capture the underlying market
growth. So initially, it is not about
gaining additional market share.
“Our aim is to achieve organic
growth in operating EBITDA of 4%
to 6%. We will also continue to
acquire companies and plan to
spend between EUR 200 million

PROJECT
BRENNTAG
IS A COM
PREHENSIVE,
MULTI-YEAR
PROGRAMME
TO FURTHER
DEVELOP THE
COMPANY.
GEORG MÜLLER
CHIEF FINANCIAL OFFICER

and EUR 250 million a year on
this,” explains Chief Financial Officer Georg Müller. When making
future acquisitions, Brenntag will
sharpen its focus: we will concentrate on emerging markets in Latin
America and Asia Pacific – and in
the latter case primarily on China!
In addition, we wish to further
expand specialty chemicals and
ingredients and are seeking relatively large acquisition targets that
will make a noticeable contribution to our operating EBITDA.
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OPERATING
MODEL

B R E N N T A G

B R E N N T A G

S P E C I A L T I E S

E S S E N T I A L S

O P E RAT I N G M O D E L

RE:
ALIGN
Two global divisions under our
new operating model

Brenntag has always been a full-line

Thus far, we have managed our

chemical distributor and we will

business through four regions,

hold to that. We already offer our

EMEA (Europe, Middle East & Afri-

customers the most extensive port-

ca), North America, Latin America

folio of products and services in

and Asia Pacific. By implementing

the sector and will continue to do

the new divisions, we are now cre-

so, distributing both industrial and

ating two global champions with a

specialty chemicals and ingredients.

differentiated management approach to enable us to better ad-

The most significant change under

dress the different market require-

“Project Brenntag” is the implemen

ments and increased expectations

tation of two global divisions –

of our partners.

Brenntag Essentials and Brenntag
Specialties.

Through “Project Brenntag”, we will
develop our company further and
actively shape our sector as the preferred partner for customers and
suppliers.
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OPERATING
MODEL

Brenntag Essentials

BRENNTAG ESSENTIALS
BUILDS ON:

Brenntag Essentials will be the flexible,
lean and efficient distribution partner at

OUR LEADING
GLOBAL REACH

local level for customers and suppliers in a
number of industries. The division markets
a broad portfolio of process chemicals

A VERY EXTENSIVE
PRODUCT RANGE

across a wide range of sectors and applications. Through its efficient processes and
by delivering competitively priced products flexibly and cost-efficiently, this divi-

REGIONAL
MANAGEMENT

sion will leverage its economies of scale.
Brenntag Essentials places emphasis on
global reach and an extensive product
portfolio while continuing to follow a geo-

LOCAL PROXIMITY
TO CUSTOMERS

graphic and regional logic. The division
stands for outstanding proximity to customers and local market expertise.

MARKET-SPECIFIC
EXPERTISE

Brenntag Specialties

BRENNTAG SPECIALTIES
FOCUS INDUSTRIES*

Brenntag Specialties concentrates on

ture of the customers’ end products.

IT

%

TR

NU

R

28

HE

7% S

OT

that are used directly in the manufac-

IO

N

ingredients and value-added services

We have defined six focus industries
that offer considerable potential for
end-to-end solutions and are in some
cases subject to high regulatory

LUBR

18%

IC A N

TS

requirements.

6%

PH A RM A

Brenntag Specialties will be more systematic in exploiting our unique tech-

12

nical and application-related expertise
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B R E N N TAG C A R E S

The needs of our partners in the
two divisions are very different and
we are therefore following a differentiated go-to-market and management approach. Our customers in
Brenntag Essentials tend to buy
standardized products in relatively
large quantities. Here, Brenntag
acts as a strong partner to chemical

MUCH GRATITUDE
FROM SOCIETY FOR
BRENNTAG’S SMALL
AND LARGE DONATION PROJECTS

manufacturers that is known for
ensuring a safe and reliable supply
chain. In the Brenntag Specialties

Despite the difficult circumstances, Brenntag was

division, we concentrate on work-

able to maintain business operations in all regions

ing more closely with our custom-

during the COVID-19 pandemic, while also providing

ers, including on technological

products, working time and a great deal of passion

aspects. We provide dedicated

and commitment to support the community. On its

expertise in the various customer

own initiative or together with strong business part-

industries and advise our custom-

ners, Brenntag has implemented large and small

ers on regional or global trends

donation projects and, in doing so, received much

and on using the different

gratitude from people.

ingredients.

Supporting medical
facilities
One priority was to support medi-

BOTH DIVISIONS
WILL CONTRIBUTE
EQUALLY TO
STRENGTHENING
AND EXPANDING
BRENNTAG’S
POSITION AS
GLOBAL MARKET
LEADER IN THE
DISTRIBUTION
OF SPECIALTY
CHEMICALS AND
AS A FULL-LINE
DISTRIBUTOR.

cal facilities. To enable people who
use their expertise to protect, care
for and cure others to focus on
their valuable work, Brenntag has
ensured the supply of disinfectants
TH E T E A M A T A N
O R T HO P A E D I C
P R A C T I C E E XP R E SS
TH E I R T HA N K S
F O R T HE SUP P O R T
A N D SE N D T HE
A L L -I M P O R T A N T
M E SSA GE : “ ST A Y
A T HO M E ! ” .

for numerous medical professionals. Physicians from
a variety of disciplines - from paediatricians, dentists,
orthopaedic surgeons, u
 rologists, neurologists
and anaesthetists to general practitioners – were
extremely grateful for the help. In a letter of thanks,
a paediatrician and youth specialist from Essen
(Germany) described the existential importance of
the disinfectants that were presented to him by a
Brenntag employee: “They will ensure that my practice can continue to operate for weeks.”

C H R I S T IAN KO H LPAINTNER
C H I EF E XE CUTI VE OF F I CE R
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OPERATING
MODEL

TWICE AS
STRONG IN
THE MARKET

Since January 2021, Brenntag has
been managed through the two
global divisions Brenntag Essentials and Brenntag Specialties,
which are headed by our Chief
Operating Officers, Steven Terwindt and Henri Nejade. They talk
about how these two new divisions will enable us to better serve
our partners – customers and
suppliers.

Why has Brenntag changed its
operating model and set up the
two new divisions, Brenntag
Essentials and Brenntag
Specialties?
STEVEN TERWINDT First of all, I would

like to stress that Brenntag’s business
model is not changing at all. We will
continue to offer both industrial and
STEVEN TERWINDT
CHIEF OPERATING OFFICER
BRENNTAG ESSENTIALS

specialty chemicals and ingredients,
with our customers getting everything
from a single source. But our approach
is evolving to meet the changing
needs of our customers and suppliers.
We are making changes to the way in
which we will approach our markets
going forward.
HENRI NEJADE Both divisions operate

in attractive, growing markets and will
strengthen Brenntag’s position as
global market leader. What is important
is that we will focus and manage the
two divisions precisely in line with mar-

HENRI NEJADE
CHIEF OPERATING OFFICER
BRENNTAG SPECIALTIES

ket requirements. That goes for our
sales organization and our technical
advice as well as logistics and services.
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Can you describe this in more

with our customers even further by

How will Brenntag Essentials and

detail?

supplying them with precisely the

Brenntag Specialties work

solutions they are looking for.

together?

ST Brenntag Essentials stands for

everything that has long set Brenntag

What are the new focus industries

HN The two divisions complement

apart. A reliable and efficient global

at Brenntag Specialties and how

one another and will contribute jointly

network with deep local market

did you select them?

to Brenntag’s future success. Under

knowledge and proximity to its cus-

the Brenntag roof, both will contribute

tomers. We offer an extensive portfo-

HN Our focus industries at Brenntag

to strengthening and expanding our

lio of products and services in a wide

Specialties are Nutrition, Pharma, Per-

position as the global leader in chemi-

variety of industries, while complying

sonal Care/HI&I, Water Treatment,

cal distribution with a full-line range.

with the highest standards of quality

Lubricants and Material Science.

and safety.

Material Science comprises Coatings

ST The site network is generally over-

& Construction, Polymers and Rubber.

seen by Brenntag Essentials, and we

The typical Brenntag Essentials cus-

All these industries are shaped by

will make our logistics services avail-

tomer usually buys standardized chem-

regional or global trends. They show

able to Brenntag Specialties. We are

icals in relatively large quantities, but

strong growth potential and the cus-

also working to harmonize and stan-

also in smaller packaged formats. For

tomers have an increased need for

dardize our administrative functions

our suppliers in the Brenntag Essen-

value-added services. We concentrate

such as IT, finance and human resources.

tials division, it is therefore extremely

on sharing application advice and

Centralizing these functions will

important that Brenntag is a strong

dedicated knowledge of these indus-

increase our functional excellence and

local distribution partner that ensures

tries with our customers and offering

allow the two operating divisions to

smooth and cost-efficient supply

tailored solutions for high-quality

concentrate fully on working with our

chains while at the same time being

products and complex applications.

customers and suppliers. And addi-

able to respond to fluctuations in
demand with flexibility and agility.

tionally, we will of course continue to

And what are the typical features

apply the leading safety and compli-

of Brenntag Essentials?

ance standards in the chemical distri-

HN At Brenntag Specialties, the

bution industry.

emphasis is on value-added services

ST Brenntag Essentials is the flexible

and expertise in the focus industries

distribution partner for customers and

that we have defined. I would like to

suppliers at local level. The chemical

stress once again that Brenntag is

distribution business is very local.

already the largest specialty chemical

Therefore, it is important to have

distributor worldwide. Last year, this

access to local end customers and be

area of our business accounted for

able to offer them a broad product

almost 40% of our operating gross

portfolio and flexible delivery service.

profit. We are therefore building on a

Our aim is to optimize our costs and

very strong foundation. With our

offer our products and supply chain

industry experts, application know-

services at competitive prices. On top

how and extensive value-added ser-

of this, there is our first-class customer

vices, we will strengthen relationships

service with its rapid response times,
strong reliability and highest standard
of quality.
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BUSINESS
SERVICES

BUSINESS
SERVICES
“Project Brenntag” envisions the transformation
of our operating model into the two global
divisions Brenntag Essentials and Brenntag
Specialties as well as the introduction of
“Business Services”. Our aim here is to harmonize our internal processes, intensify global
collaboration within the Group and provide the
two divisions with the best possible support.

Global Business Services
Our two new divisions are comple-

strengthen global alignment on

mented by new business services

governance and guidelines and

and functions so as to simplify and

improve our best-practice sharing.

harmonize our organizational

ANNUAL
JANUARY
BRENNTAG SE

structure and intensify global col-

In our Centres of Excellence, we

laboration through clear responsi-

have centralized expert teams who

bilities and a differentiated man-

provide support for both divisions

agement approach. Our centralized

and across countries. These teams

global Business Services will com-

ensure compliance and provide the

bine expertise and carry out trans-

divisions with best-practice know-

actional support processes for the

how. They combine expertise and

two divisions. Through this new

carry out transactional support

set-up, we aim to further

processes for our divisions.

DECEMBER 2020

OUR
BUSINESS 
SERVICES
WILL
ENCOMPASS:

Over the medium term, we plan

In addition, regional and local rep-

to gradually set up three Shared

resentatives, our Business Partners,

Service Centres in our Asia Pacific,

will be responsible for the adapta-

Americas and EMEA regions. These

tion and implementation of global

will carry out transactional activi-

functional guidelines within our

ties along end-to-end processes

divisions.

to ensure compliance with global
standards and simpler global
management.
CENTRES OF
EXCELLENCE

SHARED SERVICE
CENTRES

DIFFERENTIATED MANAGEMENT
APPROACH AND CLEAR
ACCOUNTABILITIES

BUSINESS
PARTNERS

Central management
of all support
functions globally

C OR P ORA TE
F U NC TI ONS

Centralization
of functional
processes

B U SI NESS
SER VI C ES

TW O
GLOB AL
DI VI SI ONS

Differentiated management
approach within the two
global divisions Brenntag
Essentials and Brenntag
Specialties
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GO-TO-MARKET
APPROACH

GO-TO-MARKET APPROACH

RE:
ORIENTATE
The measures in connection with
“Project Brenntag” envisage extensive
changes to the way in which we will position ourselves and approach the markets
going forward. Our new operating model
comprises two global champions: Brenntag
Essentials and Brenntag Specialties.
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GO-TO-MARKET
APPROACH

standing market dynamics and having highly effi-

QU ESTIONS
TO

cient operations and logistics. Within Brenntag Specialties, the sales cycle tends to be a little more
complex and requires us to leverage our technical

TREVOR CHATT

knowledge, application expertise and value-added

LEAD OF THE
GO-TO-MARKET
WORKSTREAM ON
"PROJECT BRENNTAG"

services know-how.
Both divisions purposefully have their own areas of
specialization, but through seamless interaction and

1

In terms of the go-to-market approach, what is the

collaboration will combine together as necessary to

most exciting development on “Project Brenntag”?

ensure that we offer a differentiated service to both

TREVOR CHATT

Our overall objective is to get the

our customers and suppliers.

right people, discussing the right products, with the
right customers. The plan is for our sales teams to

3

gain more time to prepare for and communicate

How will customers benefit most from the realignment of the sales organization at Brenntag?
Our customers will see Brenntag as the full-line

with customers. This more intense customer interac-

TC

tion, combined with first-class supporting services in

distributor that offers precisely the right level of

areas such as customer service, operating proce-

expertise and knowledge required. They will notice

dures, compliance and logistics, will set Brenntag

that we use their time more effectively and add

apart within our industry.

value by supporting them as a solutions provider.

Why was it necessary to make changes to the sales

2

approach at Brenntag?
TC

Depending on which products and services we

are selling, the sales processes can differ enormously. In Brenntag Essentials, it tends to be about
speed of response, being agile and lean, under-

POTENTIAL

MO R E INTE NS E F O C U S
O F S ALE S F O R C E

Targeted and globally
harmonized customer
segmentation

CONSISTENT SERVIC E
FROM OUR SALES FORC E

PERFORMANCE
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SAN PEDRO,
LAGUNA

We are building on our
strengths
The initiatives within our
go-to-market approach feed directly
into this new set-up. Brenntag has
had a highly effective sales organization for many years now. Here,
we are building on our strengths.
The aim of the new go-to-market
approach is to make more efficient
use of our sales resources so that
our customers receive the right
expertise at the right time. Simplified, targeted and globally harmo-

B R E N N TAG C A R E S

nized customer segmentation helps
our sales teams to improve customer focus – among both existing
customers and new prospects. This
new approach enables improved
customer support and higher-quality interactions with our customers.
Applying our new go-to-market

BRENNTAG PHILIPPINES
HELPS OUT WITH RAW
MATERIALS FOR 250,000
LITRES OF SPRAY
DISINFECTANT

approach, we will strengthen our
position as the sector leader in

Brenntag Philippines donated four drums of calcium

terms of sales and customer ser-

hypochlorite powder to the city of San Pedro, just a

vice. And our customers will benefit

few kilometres south of the capital, Manila. The

directly from this: stronger cus-

material was used by city government as disinfectant

tomer relationships and more

spray for public areas.

intense interaction regarding customers’ different needs and

Four drums make more than 250,000 litres of spray

requirements will enable us to offer

disinfectant

the right customer service and individual application support.

Before the donation was handed over, members of
the city’s disaster risk reduction office were given
detailed information on the product. “Our donation
was enough to make more than 250,000 litres of
spray disinfectant when diluted with water. Especially
in times like these, the community can count on
Brenntag,” say the Brenntag employees responsible,
describing the enormous significance of the charitable donation.

MAGAZIN
JANUARY
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SITE NETWORK
OPTIMIZATION
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S I T E N E T W O R K O P T I M I Z AT I O N

RE:
ADJUST
Brenntag is the only chemical distributor with a truly global footprint. This
brings significant advantages because it
means we have a global presence as a wellknown brand and global market leader
and, at the same time, a local presence for
our customers in around 77 countries.

30
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SITE NETWORK
OPTIMIZATION

OPTIMIZATION
OF OUR SITE
NETWORK:
closing some sites and setting up
mega-sites; that is, very large, fully-
equipped, full-line sites which
Over the past few years, the com-

operate across regions and serve

pany has grown significantly

both divisions.

through a number of acquisitions.
The expansion of our site network

The optimization of our site net-

has also brought greater complexity,

work is a multi-year project, on

however. “Project Brenntag” aims to

which around 100 of our approxi-

streamline our global site network.

mately 700 sites will be closed. Our

6

BILLION
DATA POINTS
ANALYZED

REDUCE UNDER-
UTILIZATION IN
GEOGRAPHIES

top priority here is to maintain our
service levels and safety standards.
The extensive investments in existing and new sites and the creation
of regional centres with suitable

Applying a “big data” approach, we

capacities and services take into

have analyzed more than six billion

account the requirements of

data points to understand in detail

Brenntag Essentials and Brenntag

and optimize the millions of transac-

Specialties and will help us to

tions we carry out every year.

better leverage our economies

CLOSE WHITE SPOTS
IN THE NETWORK AND
ACROSS GEOGRAPHIES
THAT HAVE NOT SO
FAR BEEN ADEQUATELY
COVERED

of scale in logistics.
Among other things, “Project
Brenntag” aims to make our site
network more efficient, improve
customer proximity and leverage

SET UP NEW HUB
FACILITIES

our scale to optimize our operations. Our site network combines
global reach with a strong regional
and local focus. In order to support
our customers in a better, simpler
and more efficient way while maintaining our global reach, we will be
consolidating the network to some
extent. This will involve constructing new sites, merging sites in
close proximity to one another,
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REDUCE RECURRING
INVESTMENTS IN
MAINTENANCE
THROUGH A STREAMLINED SITE NETWORK

VOICES ON CHANGE

Our suppliers look for strong and effi-

3,000

GALLONS OF
DISINFECTANT

cient channel partners with specialist
industry expertise and logistics excellence to best serve their markets, commercialize their products and replicate
their strategies in local markets.
“Dow relies on efficient distribution
partners like Brenntag that serve its
markets through logistics excellence and
specialized industry expertise. Having

B R E N N TAG C A R E S

strategic, agile and innovative partners
such as Brenntag ensures a win-win-win
for customers, Dow and Brenntag alike
in achieving our individual company
ambitions, while meeting the demands
of today’s society.”

DOW RELIES ON
EFFICIENT DISTRIBUTION PARTNERS
LIKE BRENNTAG
THAT SERVE
ITS MARKETS
THROUGH LOGISTICS EXCELLENCE
AND SPECIALIZED
INDUSTRY
EXPERTISE.

BRENNTAG AND
EXXONMOBIL COOPERATE
IN DELIVERING HAND
SANITIZER FOR
MEDICAL FACILITIES
IN LOWER SAXONY

OIL & GAS

In Germany, Brenntag and ExxonMobil joined
forces in order to donate 39,000 litres of hand
sanitizer. The product was delivered to hospitals
and other medical facilities in Lower Saxony to
help the battle against the COVID-19 pandemic.
Energy group ExxonMobil manufactured the
isopropyl alcohol (IPA), while Brenntag took
charge of mixing, packaging and distributing the
urgently required product. To meet user requirements, the hand sanitizer was packaged into
both canisters and IBCs. The donation benefited
over 200 healthcare facilities in Lower Saxony,
such as hospitals, care homes, kindergartens and
other public facilities.

KLAUS RUD ERT
MAN AGIN G D IR ECTOR /
GLOBAL SEN IOR CU STOMER EXECU TIVE
DOW DE UT S C H LAND AN LAGEN GESELLSCHAFT MB H
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PEOPLE &
CHANGE

PEOPLE & CHANGE

RE:
THINK
Our employees’ skills, dedication
and passion have made an important contribution to making us the global market
leader in chemical distribution. Through
“Project Brenntag”, we aim to achieve sustainable organic earnings growth. We
intend to further expand our leading position and set the company up for the
future. The transformation programme
envisages extensive changes for our
company.
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PEOPLE &
CHANGE

Global change
management team
To support the transformation process internally, we have put in place
a change management team
headed by Dani Cao.
“Successful transformations are all
about people. We therefore accompany leaders and employees on
their journey from understanding
the need and scope of our transformation, to commitment, and implementing the initiatives of “Project

that the members of Brenntag’s

In addition to the changes that

Brenntag” in close collaboration

global leadership team, the man-

“Project Brenntag” entails inter-

across functions and regions,” says

agement level below the Board of

nally, our change management

Dani Cao.

Management, can share with their

team is also concerned with how

staff.

our new approach is received by
our business partners. To this end,

“The change management team

we are in constant dialogue with

focuses on enabling leaders to

our stakeholders, including custom-

guide their teams through the

ers and suppliers.

transformation by providing

DANI CAO
LEAD OF THE PEOPLE & CHANGE
WORKSTREAM ON "PROJECT BRENNTAG"

exchange platforms, training tools,

“We ensure close feedback loops

and facilitating continuous dia-

with our stakeholders. We are

logue. We enable them to commu-

continuously interviewing our lead-

nicate consistently to all employ-

ers and support the customer and

ees,” explains Dani Cao.

supplier communication of our
account teams. We are thus able to

In addition, regular and consistent

monitor the feedback of our busi-

internal communication takes place

ness partners and ensure smooth

The team ensures that the transfor-

across various channels with the

operational implementation,” says

mation processes and measures are

two-fold aim of informing employ-

Dani Cao.

smoothly integrated into day-to-day

ees about the progress in imple-

business and employees always

menting “Project Brenntag” and

have a contact available to answer

obtaining feedback and reactions

questions and give advice. This is a

from the workforce. For our

complex task, as there will be

employees are the basis of our suc-

change at all levels of the hierarchy.

cess. Only if the transformation is

The team developed detailed infor-

broadly supported can we as a

mation materials and various tools

team be successful.
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VOICES ON CHANGE

“I strongly believe that ‘Project Brenntag’ is
about embracing positive changes, executing
with passion and working as ONE TEAM
leveraging strengths across business divisions to create value for key stakeholders.
It will be exciting for me to be part of a winning team that is able to ‘Leap to New
Heights’ by being the preferred partner for
customers and suppliers and the employer
of choice for colleagues.”

IT WILL
BE EXCITING
FOR ME TO
BE PART OF A
 INNING TEAM.
W
S ANJAY K AR K H ANIS
P RES I DENT M A TERI A L S C I ENC E
ASIA PACIFIC

B R E N N TAG C A R E S

DONATIONS
MADE AROUND
THE GLOBE
Peru

South Africa

Brenntag always has its sights set on people who

In South Africa, a Brenntag subsidiary delivered

are not in the middle of society. The poor and

500 litres of disinfectant free of charge to an

socially disadvantaged need a great deal of sup-

organization that cares for the needs of people

port in difficult times. The projects that help the

with disabilities and their families in rural, remote

most vulnerable included a donation of eleven

or disadvantaged regions of the country. In order

tons of disinfectant, which were specifically distri-

to help as many people as possible, Brenntag

buted in the poor districts of Peru‘s capital, Lima.

employees packaged the product into handy
bottles, making it easier to distribute.
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PEOPLE &
CHANGE

INTERVIEW WITH
EWOUT VAN
JARWAARDE

VOICES ON CHANGE

CHIEF TRANSFORMATION
OFFICER

“ExxonMobil has worked with Brenntag
for many years, collaborating through
extensive distributor relationships
across the globe. Brenntag’s increased
focus on specific industry sectors has a
strong alignment with the ExxonMobil
product portfolio. As a branded distributor, notably in the areas of Performance
Fluids, Plasticizers, Chemical Intermediates and Lubricants, Brenntag’s offering
helps to ensure E
 xxonMobil products
are accessible to all customers in the
market.”
1

What motivated you to join Brenntag?
EWOUT VAN JARWAARDE

Brenntag is well positioned as the

global market leader with a strong history of continued

EXXONMOBIL
HAS WORKED
WITH
BRENNTAG FOR
MANY YEARS,
COLLABORATING THROUGH
EXTENSIVE
DISTRIBUTOR
RELATIONSHIPS
ACROSS THE
GLOBE.
ERIK LETTINK
VIC E PR ESID EN T, IN TER MED IATES
E X X ONM OB IL CHEMICAL COMPAN Y

growth in a still highly fragmented market. Moreover, I am
deeply convinced that Brenntag has tremendous potential
to grow globally and to lead our industry in all dimensions.
I have always been passionate about developing strategy,
shaping and transforming organizations and building businesses. At Brenntag, I get to do what I am passionate about.
The transformation journey has now started as we embark
on the disciplined execution of “Project Brenntag”, which
will build our foundation for future growth. In addition,
realizing digital and data-driven opportunities is an important basis for serving our customers and suppliers better and
driving our growth. I very much look forward to working
together with my colleagues on the Board of Management
and Brenntag’s passionate management team to lead the
company into shaping the future of our industry.
2

How do you think Brenntag will especially benefit from
your broad expertise?
EVJ

To fuel a transformation and lasting change, a com-

pany sometimes needs fresh, outside-in perspectives and
a new sound to unlock the potential in the organization
and unite the people. Prior to joining Brenntag, I worked
as CEO for a tech company that disrupted established
markets. Before that, I was partner at McKinsey & Company, working across different industries. I am convinced
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that I can provide fresh impetus to our transfor

4

How do you describe your leadership style?
For me, it starts with creating a collective vision of

mation, which amongst other things requires disci-

EVJ

plined execution, building organizational agility,

where we want to go and then finding ways to make

managing performance and health, building a for-

our flywheel spin. This is all about winning the hearts

ward-looking agenda and establishing a digital and

and minds of our people, closely involving them in the

data-driven mindset. Being a chemical engineer

transformation journey and empowering the organiza-

by training helps me to create the bridge to the

tion to drive the change in their domains. We need to

chemical distribution reality.

streamline the collective energy in our organization and
establish a joint “can-do” mindset combined with a cul-

3

What are your priorities as a board member at

ture of trust, transparency and listening. At the same

Brenntag?

time, we need to build the future capabilities the orga-

EVJ

As Chief Transformation Officer, I will initially

nization needs.

focus on “Project Brenntag” while building the
foundations for the next stage of growth. “Project
Brenntag” will merely be an initial milestone in our
transformation journey and will return us to sustainable organic earnings growth. However, I believe
that Brenntag has significantly more potential.
Therefore, another focus will be building the foundations for Brenntag’s next steps both in digital and
data and beyond.

VOICES ON CHANGE

“I have been in the internal sales department at Brenntag
for three years. I always had the feeling that there is so
much potential in this department that has not been fully
utilized. I am excited that “Project Brenntag” will expand
our roles and territories.”

I AM EXCITED THAT
“PROJECT BRENNTAG”
WILL EXPAND OUR
ROLES AND TERRITORIES.
AMY TE R S INE
P RO DU C T LI NE MA NA G ER
F O O D & NU TRI TI O N
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SEGMENTS

35.6

%

SHARE OF SALES

NORTH AMERICA
in EUR m

2020

2019

External sales

4,191.0

4,787.1

Operating gross profit

1,124.8

1,216.8

Operating expenses

– 690.4

– 742.0

434.4

474.8

Operating EBITDA

READING
P E N N S Y LVA N I A

HOUSTON
TEXAS

7.0 %
SHARE OF SALES

LATIN AMERICA
in EUR m

2020

2019

External sales

819.4

854.2

Operating gross profit

186.6

177.0

– 123.1

– 121.1

63.5

55.9

Operating expenses
Operating EBITDA

42.7

%

SHARE OF SALES

EMEA
in EUR m

2020

2019

External sales

5,027.5

5,237.7

Operating gross profit

1,235.7

1,141.6

Operating expenses

– 759.8

– 735.3

475.9

406.3

Operating EBITDA

ESSEN
GERMANY

12.2 %
SINGAPORE
REPUBLIC OF SI NGAPORE

SHARE OF SALES

ASIA PACIFIC
in EUR m
External sales
Operating gross profit
Operating expenses
Operating EBITDA

2020

2019

1,434.0

1,534.4

282.5

266.8

– 158.7

– 165.7

123.8

101.1
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KEY
FINANCIAL
FIGURES
KEY
FINANCIAL
FIGURES
AT A GLANCE

AT A GLANCE
CONSOLIDATED INCOME STATEMENT
2020

2019

Change
in %

Change
in % (fx adj.)

12,821.8

– 8.2

– 6.0

Sales

EUR m

11,775.8

Operating gross profit

EUR m

2,850.4

2,821.7

1.0

3.3

Operating EBITDA

EUR m

1,057.7

1,001.5

5.6

8.3

Operating EBITDA/operating gross profit

%

Profit after tax

EUR m

Earnings per share

EUR

37.1

35.5

473.8

469.2

3.02

3.02

CONSOLIDATED BALANCE SHEET
Dec. 31, 2020

Dec. 31, 2019

Total assets

EUR m

8,143.5

8,564.2

Equity

EUR m

3,611.6

3,579.0

Working capital

EUR m

1,346.6

1,767.7

Net financial liabilities

EUR m

1,339.9

2,060.5

2020

2019

CONSOLIDATED CASH FLOW
Net cash provided by operating activities EUR m

1,219.0

879.3

Investments in non-current assets (capex) EUR m

– 201.9

– 205.2

Free cash flow

1,054.6

837.3

Dec. 31, 2020

Dec. 31, 2019

EUR m

KEY DATA ON THE BRENNTAG SHARES
Share price

EUR

No. of shares (unweighted)
Market capitalization

EUR m

Free float

%

ANNUAL
JANUARY
BRENNTAG SE

DECEMBER 2020

63.34

48.48

154,500,000

154,500,000

9,786

7,490

100.00

100.00

1.0

FIVE-YEAR OVERVIEW
F U R T H E R I N F O R M AT I O N
FIVE-YEAR OVERVIEW

FIVE-YEAR OVERVIEW
CONSOLIDATED INCOME STATEMENT
2020

2019

2018

2017

2016

EUR m

11,775.8

12,821.8

12,550.0

11,743.3

10,498.4

Operating gross profit

EUR m

2,850.4

2,821.7

2,660.9

2,554.1

2,428.7

Operating EBITDA

EUR m

1,057.7

1,001.5

875.5

836.0

810.0

Sales

Operating EBITDA/operating gross profit

%

Profit after tax

EUR m

Earnings per share

EUR

37.1

35.5

32.9

32.7

33.4

473.8

469.2

462.3

362.0

361.0

3.02

3.02

2.98

2.34

2.33

D.19 CONSOLIDATED INCOME STATEMENT

CONSOLIDATED BALANCE SHEET
Dec. 31, 2020

Dec. 31, 2019

Dec. 31, 2018

Dec. 31, 2017

Dec. 31, 2016

Total assets

EUR m

8,143.5

8,564.2

7,694.5

7,284.8

7,287.0

Equity

EUR m

3,611.6

3,579.0

3,301.2

2,985.7

2,959.2

Working capital

EUR m

1,346.6

1,767.7

1,807.0

1,510.5

1,354.6

Net financial liabilities

EUR m

1,339.9

2,060.5

1,761.9

1,571.9

1,681.9

D.20 CONSOLIDATED BALANCE SHEET

CONSOLIDATED CASH FLOW
2020

2019

2018

2017

2016

Net cash provided by operating activities

EUR m

1,219.0

879.3

375.3

404.5

539.9

Investments in non-current assets (capex)

EUR m

– 201.9

– 205.2

– 172.2

– 148.1

– 141.1

Free cash flow

EUR m

1,054.6

837.3

542.6

386.5

641.4

1)

D.21 CONSOLIDATED CASH FLOW

KEY DATA ON THE BRENNTAG SHARES
Dec. 31, 2020
Share price

EUR

No. of shares (unweighted)
Market capitalization

EUR m

Free float

%

Dec. 31, 2019

Dec. 31, 2018

Dec. 31, 2017

Dec. 31, 2016

63.34

48.48

37.70

52.77

52.80

154,500,000

154,500,000

154,500,000

154,500,000

154,500,000

9,786

7,490

5,825

8,153

8,158

100.00

100.00

100.00

100.00

100.00

D.22 KEY DATA ON BRENNTAG SHARES

1)

Calculation based on operating EBITDA.
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INFORMATION ON THE ANNUAL
This translation is only a convenience translation. In the event of any differences, only the German version is
binding.

INFORMATION ON ROUNDING
Due to commercial rounding, minor differences may occur when using rounded amounts or rounded
percentages.

DISCLAIMER
This Annual may contain forward-looking statements based on current assumptions and forecasts made by
Brenntag SE and other information currently available to the company. Various known and unknown risks,
uncertainties and other factors could lead to material differences between the actual future results, financial
situation, development or performance of the company and the estimates given here. Brenntag SE does not
intend, and does not assume any liability whatsoever, to update these forward-looking statements or to
adapt them in line with future events or developments.

SUSTAINABILITY
Brenntag reports on sustainability and corporate citizenship in its Sustainability Reports. These can be found at:
www.brenntag.com/sustainability_management
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