
in tiMe
NEWSLETTER | ISSUE 01.2019

SYS T EMIC PRO j EC T M A N AGEM EN T

"red ligHts" 
iMpede contracts
Technical projects are always unpredictable to a certain degree. In every project, 
you will run into issues that simply could not have been prevented – not even with 
impeccable planning and risk minimization. Contracting out to suppliers tends to 
make the project even more susceptible to mishaps. In fact, quite a few projects 
already have a "red light" status at that point.

Take the Berlin Brandenburg airport for 
example. It's riddled with a laughable  
number of issues, including problems  
with control technology, short escalators,  
a faulty design for the smoke extraction 
system, a baggage claim area that ended 
up too small and even a timing plan that 
has already been through countless over-
hauls. How could this have happened? 

When you look closely, you notice that 
these kinds of projects often involve minor 
planning errors that simply accumulate due 
to time constraints, transfer of duties or 

unexpected developments. It is mainly the 
process of devolving duties out to suppliers 
and sub-suppliers that is frequently over-
looked as a major factor affecting the 
future course of the project. "The reality is 
that a large number of technical projects 
have a 'red light' status after the contract-
ing stage," says Peter Schnitzer, Managing 
Director of the Schnitzer Group. 

Why is the nomination process such a criti-
cal point in the project workflow? "At this 
point in time, there usually isn't enough 
information available yet for implementing 

a successful project workflow. People are 
often wrong in estimating the impact of 
their decisions, for example, if tools for 
Europe are being sourced from Asia," 
explains Peter Kienzle, another Managing 
Director of the Schnitzer Group.

The project team selects the partners they 
believe are the best and ventures into the 
unknown. Then it suddenly occurs that one 
supplier is having quality issues and will 
not be able to provide increased delivery 
quantities or deal with pending technology 
modifications. In many cases, not all mem-
bers of the project team itself have been 
completely designated yet. And just like 
that, the project is already on thin ice. In 
extreme cases, the plug may be pulled on 
the project prematurely. "Particularly with 
lighthouse projects in the automotive or 
electromobility industries, that's crucial," 
Kienzle continues. "And if it does happen, 
then ideally the project team ought to know 
the Schnitzer Group," he adds with a laugh.

In fact, consulting experienced project 
management experts for companies does 
more than just pay off – it actually adds 
value. "We recognize potential fundamental 
flaws in a project early on and fix them. 
The customer often ends up saving quite a 
bit of money thanks to our involvement in 
the project," says Thomas Schuol, Location 
Manager Wangen. Peter Schnitzer agrees, 
adding, "Our 60 'Systemic Projectmanagers' 
draw upon their technical expertise, 25 years 
of experience with real-world projects on a 
global scale as well as their extensive 
hands-on experience in supplier quality to 
guide your project towards success." 



  

"The future of electromobility will be 
decided in China!" (Quote: digital pio-
neers, 2018-07-15)

China already has more than 60 local 
brands for electric vehicles. However, 
they are not always produced by traditional 
automakers. The suppliers often come 
from industries without any automotive 
background. Despite this, the cars must 
be built in compliance with automotive 
standards. This situation increases the 
need for sustainable supplier development 
and the need to communicate the 
requirements to production. This calls for 
process knowledge and technological 
expertise relating to all phases of the pro-
duction process as well as the necessary 
qualification, approval and sampling pro-
cesses used in the automotive industry. 
The Schnitzer Group and its affiliated 
national subsidiaries have this knowledge 
thanks to their 25 years of experience. 
And we do more than just make this 
knowledge available – we pass it on to 
our project partners. This approach 

recently allowed the Schnitzer Group to 
implement processes and methods in 
allignment with VDA for ensuring Euro-
pean standards at a Tier-1 automotive 
supplier in China. Another compact work-
shop was held at the Shanghai location 
and featured a training session for poten-
tial suppliers based on VDA Volume 6.3 
"Process Auditing". The Schnitzer Group 
employee in charge of this, Fay Oyung, 
has many years of auditing experience in 
the automotive industry. She recently 
renewed her process certification in 
accordance with VDA Volume 6.3 (2016 
Edition).     

dear reader, 

We present you with another issue 

of intime packed with important 

topics for your everyday projects. 

this time, we will be taking a closer 

look at starting a project. starting a 

new project involves the tricky 

process of estimating costs for 

tooling and component develop-

ment. supplier nomination is 

another factor that is often under-

estimated in terms of its importance 

for how the rest of the project goes. 

the foundation of this is selecting 

the right suppliers. if mistakes are 

made here or something unexpected 

comes up, and if the supplier and 

project team lack the flexibility 

required to react to it, the entire 

project is in trouble. the result is 

often confusion, a time crunch or 

even a financial loss. but there is a 

way to prevent this! the global 

connectors are our answer to the 

challenges that are on the rise 

around the globe. this group works 

tirelessly to improve internal net-

working and the communication of 

expert knowledge. in the end, all of 

our customers benefit from this. We 

can help you implement your 

project successfully also. that's a 

promise!

sincerely, 

peter schnitzer

supplier developMent in electroMobilitY: 
scHnitZer group offers training for 
suppliers in cHina
 

How is it possible to accurately estimate 
tooling or component costs as early as 
the planning and nomination phase? 
What methods are worth considering 
from a technological standpoint? What 
parameters are included in the analyses? 
And what effect do they have on imple-
mentation, quality, function and the level 
of innovation? Answering these questions 
is a way for purchasers and cost analysts 
to lay out a path for the project before it 
begins. Doing so creates a clear advan-
tage. For this reason, the Schnitzer Group 

uses AutoForm R7 Cost Esti-
mator for its customers. The 
software makes it possible to 
use CAD component geo-
metry to derive tool or com-
ponent costs. Drawing upon 
AutoForm R7 data, not to 
mention a tremendous 
amount of expert knowledge, 
the “Systemic Projectmana-
gers“ at the Schnitzer Group 
support OEMs and suppliers 
in their analyses. These ana-

lyses focus on aspects such as production 
feasibility, cost-optimization and target 
supplier selection. Investing early on in 
project management from the Schnitzer 
Group, including the application of Auto-
Form R7, always pays dividends. "Our 
independent analyses for the respective 
tools will occasionally identify significant 
areas of potential savings. The competi-
tive advantage provided by such analyses 
is clear to see," says Dipl.-Ing. (University 
of Applied Sciences) Stefan Mangold of 
the Schnitzer Group.     

precise cost analYses as 
a coMpetitive advantage 



supplier developMent in electroMobilitY: 
scHnitZer group offers training for 
suppliers in cHina
 Imagine that you are in the middle of a 

turnkey project and imagine this project is 
of paramount importance to your company. 
At the same time, the production must be 
moved to the location of one of your suppli-
ers for profitability reasons. The move is 
required as the result of restructuring in an 
effort to merge production processes to-
gether that have a similar scope. The problem 
is that moving everything to another loca-
tion – including all the processes – causes 
problems and questions to abound that 
could quickly turn out to be project killers. 
Is it feasible to relocate an entire produc-
tion line? Who is going to train the new 
employees? Does the new plant have suf-
ficient capacity? What effects will this 
change have on your entire supply chain? 
How smoothly is quality management 
operating at the new location? And above 

all: Are you going to get approval for valida-
tion and relocation in the first place? The 
“Systemic Projectmanagers“ of the 
Schnitzer Group are experienced experts 
in relocation. On average, the Schnitzer 
Group is involved in between 8 and 10 relo-
cation projects per year around the world, 
including Europe. For example, between 
2016 and 2018, four Schnitzer Group 
employees oversaw Tier-1 location moves 
in Germany. "It takes international relocation 
expertise, a knack for diplomacy, extensive 
competence, an in-depth knowledge of the 
equipment, hands-on methodical and tech-
nological expertise as well as the support 
and skills of the entire team around them in 
order to securely relocate all processes. 
It's not something anyone can just do off 
the cuff," says Christian Locher, Mechanical 
Engineer at the Schnitzer Group.

“The customer has spoken and said that 
the fact that the Schnitzer Group changed 
the persons in charge of the team multiple 
times never had any tangible negative 
effects. Doing this requires hand-overs to 
be carried out and hands-on experience to 
be passed on,“ says Locher. 
If you have a complicated relocation on the 
horizon as well, you can turn to the project 
and technology leaders at the Schnitzer 
Group! 

if You Have to relocate, 
MaKe sure You do it rigHt!

global connectors: 
"social catalYsts" for 
Hands-on experience

The need to adapt quickly to changing 
market situations calls for a new concept in 
the area of knowledge management. The 
Schnitzer Group's ability to utilize its swarm 
intelligence for customer projects when-
ever the need arises requires strong social 
connections and constant communication 
between the international location teams 
as well as the internal network of “Global 
Connectors“. We had a chat with Christian 
Locher, Marius Schindler and Stefan Graf, 
who were speaking on behalf of the group.

InTime Editorial Staff: How long have 
the Global Connectors been around? 
And what do you do as a Global 
Connector, exactly?

Global Connectors: Global Connectors 
have existed since May of 2017. We work 
as a type of catalyst to promote more 
active global networking within Schnitzer 
Group as a whole. We help employees to 
break the ice, get them in contact with each 
other and ensure that our project experience 
is shared with others. We also encourage 
regular communication about project 
capacities, the success status of our 
acquisitions or personnel-related topics. 

InTime Editorial Staff: What qualifies 
someone to be a Global Connector at 
the Schnitzer Group?

Global Connectors: Global Connectors 
are team members who have the intention 
of maintaining internal cohesion and 
communication. Most of us already have an 
extensive number of close connections to 
other employees at various locations, simply 
because we've been with the company for 
so long and have had so many experiences.

InTime Editorial Staff: Why are the 
Global Connectors important to the 
Schnitzer Group?

Global Connectors: Our Systemic Project 
Management approach absolutely requires 

everything to click on an interpersonal level. 
Smooth interpersonal communication makes 
it possible for the Schnitzer Group to get 
the most out of its swarm intelligence. It 
also optimizes the way in which expertise, 
technical developments and innovations 
are shared and helps to flatten the usually 
strict hierarchical structures within projects.  
As contact people, we encourage employ-
ees to establish internal networks with each 
other quickly, which makes us one giant 
family – from the very first day we start 
working together.

InTime Editorial Staff: Do customers of 
the Schnitzer Group also benefit from 
the activities of the Global Connectors?

Global Connectors: They sure do! We 
help to make sure that information about 
customer projects reaches our teams 
around the globe and that global synergies 
can be used more efficiently by everyone.

InTime Editorial Staff: What are you 
hoping for as a Global Connector? Do you 
have any further developments in mind 
that are related to technology or content?

Global Connectors: A global project data-
base would be ideal. It would stay up to 
date and map tasks, networks, problems, 
solutions and employee capacities around 
the world and archive this information later. 
You would simply provide a key word and 
the database would give you a contact and 
preferably even dial the contact's number.

InTime Editorial Staff: Thanks for having 
this chat!



Mangold, our versatile 
tool specialist for global 
tooling contracts

Stefan Mangold, Dipl.-Ing (University of 
Applied Sciences), is a tool mechanic 
through and through. He works with 
punching and forming tools. He is the 
Schnitzer Group's resident specialist for 
tooling method planning, manufacturing 
and tool cost analysis, tool scheduling  
management and buy-off. 
For five years, Mangold directed Schnitzer 

Consulting Shanghai Co. Ltd. and was in 
charge of global tooling management for 
numerous Schnitzer Group projects in Asia 
and Europe. 
These days, he stays put at the location in 
Kornwestheim, Germany and serves as our 
go-to guy for sheet metal forming.
"Our customers benefit directly from the 
fact that we have Stefan Mangold on our 
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scHnitZer group

office of tHe future – More innovation 
brings life bacK into Historic spaces

Flat hierarchies, respectful communication 
and a corporate culture that practices trust –
these are the basic pillars of the multi-cultural 
style of collaboration found within this global 
company. The company, based in Wangen, 
Germany, provides technical services in the 
mobility industry and combines technology 
and management. Quite a few of its employ-
ees have recently celebrated important anni-
versaries. Ulrike Schnitzer from HR awarded 
certificates and prizes to Thomas Schuol 
(Location Manager Wangen, 15 Years), Ingrid 
Bartsch (Wangen, 10 Years), Gernot Tutsch 
(Weißenburg, 10 Years),  Eckehard Hochholzer 
(Switzerland, 5 Years), Andreas Helfenberger 
(Weißenburg, 5 Years) and Martin Schlitt 
(Kornwestheim, 5 Years).

side. He's a versatile specialist in the area 
of special tools and cost analysis for a 
variety of tooling methods. He's able to 
provide clear recommendations relating to 
best practice concepts and global tooling 
contracts," says Peter Kienzle, Managing 
Director of the Schnitzer Group. 

longtiMe eMploYees enJoY "WorKing WitH 
friends" at tHe scHnitZer group

The existing office space at the original  
Wangen building from the year 1635 has 
been further renovated. The goal of the reno-
vation was to create a smart office featuring 
multi-functional spaces that meet individual 
requirements and support streamlined com-
munication. This is why the design included 
special conference rooms, open relaxation 
spaces with sofas, armchairs and beanbag 
chairs, while at the same time providing iso-
lated areas that you can retreat to if you need 
to concentrate on your work and phone 
conferences. There's even an eat-in kitchen. 
The new office perfectly matches the corpo-
rate culture and the spirit of the Schnitzer 
Group. "Everything is a little different and just 
slightly out of the ordinary, which just fits so 
well with the 'Working with friends' idea," 
says Ulrike Schnitzer. 




