
Situation
Operating in a fi ercely competitive market, with price 
pressures and increased demand for innovation, 
Tessenderlo Group knew that its European PVC 
Profi les Business Unit was underperforming. 
Its 3 plants in Belgium and France that were 
operating with very limited synergy and their poor 
fi nancial results made it clear that the company 
could not continue to develop and sell all over 
Europe. It needed to concentrate on its core market 
of France and Benelux. So the decision was taken 
to merge its global strategy and create Profi alis, 
a single banner across all 3 plants to bring back 
profi tability, change behaviours and improve 
customer satisfaction. Celerant Consulting was 
brought in to help because of its extensive 
experience of major transformation programmes.

Approach & Delivery
The programme began with strategic step back 
and the development of a new 3 Year Plan. 
Celerant Consulting facilitated this strategic 
redesign, bringing in constructive challenges and 
putting fact based discussions on the table which 
quickly led to structuring decisions and priorities. 
Action was also taken to execute ‘the merger that 
never happened before” and install synergy driven 
savings generators across all functions.

Celerant Consulting’s experts then supported the 
implementation of the entire transformation 
programme by:
• Co-leading a synergic organisation redesign 
& alignement around 1 single BU.
• Facilitating the rebranding to Profi alis.
• Driving the installation of an effective BU MCRS® 
(Management reporting & control systems).
• Installating sales performance processes.

• Increasing Operational Effi ciency.
• Improving Purchasing Management.
• Rationalising Products ranges.
• Optimising stock reduction and cash management. 
• Using the Closework® approach to ensure 
customer focus and create a culture of Continuous 
Improvement.

Leveraging experience from past major deployments, 
Celerant Consulting also rapidly set-up an effective 
programme structure and supported the roll out at  
group level, engaging local players and key leaders. 
This enabled a step-by-step handover of 
responsibility to the client and the project to run 
at an overperforming level.

Results
Signifi cant process improvements have been 
achieved, impacting both EBIT and Cash. Generated 
€9.1m EBIT annualised (with €6.3m impacting the 
year end of installation P&L). Free €9.5m Cash.

Real Behavioural Change has taken place and 
a culture of Continuous Improvement has been 
created. 

The BU turnaround has become an inspiritional 
story within Tessenderlo Group.

Client Satisfaction
“The savings, the product offer adjustment, I always 
felt that could work. I felt the human factor could fail, 
but bit by bit I could see the changes. I could see 
the difference.  I could even feel the difference. 
They accepted one name and one communication 
image. A year ago, I would not have believed that was 
possible.” Albert Vasseur, Director, Plastics Converting 
Business Group 
& Project Sponsor
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A 360° programme to turn around the business

Company: Tessenderlo 
Group, Profi alis Business 
Unit

Country: Belgium, France

Sector: Chemicals

Function: All services

Business Challenges: 
Restore profi tability and 
cash capability across 3 
companies that were 
working seperately and 
delivering the same 
products to different 
markets

Consulting Services: 
Operational strategy, 
Performance Improvement, 
Change Management

Capabilities: Business 
Performance Management, 
Process Excellence (Lean- 6 
Sigma), Organisational 
Alignment & Effectiveness, 
Asset Management, Supply 
Chain Management, Sales 
Force Effectiveness, Cash 
Management

Client Quote: 
“What makes Celerant 
different is that not only do 
you teach, you do. That’s 
why you delivered what you 
promised.” Albert Vasseur, 
Director, Plastics Converting 
Business Group and Project 
Sponsor.
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