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FROM LUBRICANTS FOR CARRIAGES TO A MODERN ENGINE OIL PLANT

The mineral oil plant MÉGUIN has had an eventful past. Saarlouis in south-west Germany is where the traditional company calls home. Its success is based on principles that have seen it through a history of great changes. The Saarland region has constantly had to adapt to new political and economic circumstances – and so has the company.
The MÉGUIN principle

It is simple and efficient: The company’s size isn’t everything. Constant growth and the systematic pursuit of goals are what count. Social acceptance is also important. To secure long-term success, the company is committed to creating jobs in Germany. At the end of 2007, the company had 167 staff on its books – almost 30 percent more than the previous year. Every day they prove that success is possible: with the “made in Germany” label, because of the “made in Germany” label. 
Profitability is one of the goals. As well as this, everyone at MÉGUIN has to meet the high demands that they set for themselves: complete customer orientation, respectful and trusting behaviour towards each other, progressive technology and production, conscientious research, environmental protection and safety. Everybody has a responsibility, to both the customers and their own company history.
Compared to its competitors, the company from Saarlouis is small, does not belong to a group and is owner-managed – all of which makes the MÉGUIN principle a David and Goliath principle too. But there’s no way the firm is frightened of the industry’s big players. The comparison simply motivates them to perform even better.
The principle of tradition

MÉGUIN represents 160 years of experience in lubricants and stands for quality and sophisticated new product ideas. With this background, the company has made a modest contribution to technological progress. MÉGUIN now operates globally in the mineral oil business.
It all started in 1847 with the production of lubricants for carriages, hoof grease and linseed oil. The company’s founder, Gustav Méguin, set his entire focus on goods that were practically indispensable in the growing industrialisation. The need for machines increased enormously – and the demand for lubricants grew along with it at the same pace.
In 1890, MÉGUIN expanded its product range to include mineral oils and technical lubricants, which were required for early motorisation. The plant’s location played a key role with Saarland becoming one of Germany’s heavy industry areas. Today MÉGUIN is one of the leading system suppliers in the field of mineral oil products and lubricants. The company’s full product range includes more than 1,200 articles for the automotive and manufacturing industries, retail and the motor trade. With a technically sophisticated, ultramodern production site and its own laboratories boasting facilities that surpass international standards, MÉGUIN always guarantees top quality in every product. Mineral oil and grease are produced in the same location – an exception in the industry.
Having plenty of mainstays spreads risk and opens up additional market potentials: As well as manufacturing products in its own name, MÉGUIN also supplies quality engine oils for the Ulm-based lubricant specialist LIQUI MOLY – a consolidated company – and has also made a name for itself as a contract filler for store brands.

The Saarland-based company’s product range covers lubricants and additives for cars, commercial vehicles and industry, including a wealth of specialised products, such as polyurethane grease for the chemical industry, bentonite grease for the construction machine industry and synthetic industrial gear oils (PAO oils) for wind power plants. One manufacturer, Flender, has approved some of the industrial gear oils. For the steel manufacturing industry, MÉGUIN supplies extremely heat-resistant low-ash and zinc-free hydraulic oils.
MÉGUIN also plays an important role in the field of engine oil development and production: The latest low-ash oils for vehicles with particulate filters are just as much a part of the product mix as fuel economy oils, which reduce fuel consumption, or motor oils for stationary gas engines.
The logistics services, in particular, provide a valuable extra feature for customers.

The principle of customer proximity

Some researchers sit in an ivory tower developing strategies and concepts that end up being scrapped because they have no practical use – that’s not the way of the Saarlanders. Their direct discussions with their customers are a key factor of their success. Listening, thinking and meticulous work make a successful trio. The concepts that are drawn up soon end up exactly where they are needed: in sales, which helps to improve the positioning of the “MÉGUIN – Oils of Germany” brand. While the big mineral oil groups are downsizing their sales teams, MÉGUIN is doing exactly the opposite: At present, ten sales representatives with technical qualifications are employed and two others are set to join them, along with a key account manager for the grease area.
200 mineral oil retailers currently work with MÉGUIN. These include independents and dealers who work with other brands and sell “megol” as a second brand. These all form the focus of the sales work.
The authorised dealer concept is a key element of the customer care. 20 new authorised dealers have been established, with another 20 planned throughout Germany for the first quarter of 2008. They take on vital roles, are the most important sales partners and the first points of contact in their regions representing the MÉGUIN brand. The authorised dealers sell the products to customers ranging from mineral oil retailers and commercial consumers through to end consumers. All of this makes for customer proximity. 
The authorised dealers show that they are permanent partners with their own field services by designing their buildings, sales rooms and vehicles accordingly. MÉGUIN relies on trust and commitment – its own field service offers authorised dealers intensive support, helps with exterior design, advertising materials, customer training courses, trade fairs and other marketing measures.
The authorised dealers sell the MÉGUIN brand to mineral oil retailers, garages, manufacturers and agricultural companies, among others.

Large-scale industry is offered direct support by the company’s field service. This broad customer base includes iron-smelting works, coal extraction companies working above and below ground and automotive suppliers, such as roller bearing producers. Specialist knowledge is needed, which is generally beyond that of most mineral oil retailers.
The principle of internationality

MÉGUIN has the whole world as its market. Opportunities and risks are not left to chance, but are in the experienced hands of strategic market developers who sound out potentials to position the Saarlouis-based company as an industry brand. As in Germany, the main pillars include mineral oil retailers, industrial companies and fleets.
In the Netherlands and Belgium, the structure is similar to that in Germany. As of 2008, two field service employees will be charged with looking after mineral oil retail as their key task. While the initial phase focused on goods shipped in barrels, the future will see more of an emphasis on retail with small containers and service products. The brand has enjoyed a successful start in Russia, Belarus and the Baltic states. Training courses are also part of the programme. The involvement in eastern Europe is shaping up promisingly and the company has the necessary licences for China and Taiwan. MÉGUIN has already established itself in Jordan too. The foundations are therefore in place. The mineral oil plant is also planning initial trials in North Africa.
MÉGUIN’s best experiences on the international stage have always been in procuring raw materials. Long-standing and diversified partnerships ensure constant supplies of the best base oils, additives and all the other ingredients needed for production. After all, the quality of the raw materials has a huge impact on the quality of the finished products. In times of ever-shrinking resources, in particular, this guaranteed supply at the highest level adds a competitive edge and mark of quality.
The principle of progress

Gustav Méguin recognised the opportunities offered by the burgeoning industrialisation early on and developed the products that were needed – often in collaboration with his customers. He also took it a step further: Products such as gas, which were considered waste, were made useable for the world at large. The first gas street lamps in Saarlouis were erected in the Ölwerkweg road.
As in the past, MÉGUIN still incorporates its customers in the development side – including Deutsche Steinkohle with new products for use underground, for example. This close cooperation between customer and manufacturer is essential since the conditions on site determine the requirements of a product.
Whether these are different compositions or completely new products – the company’s own research laboratory has its eye on the future. Meticulous work and experimenting are the key principles for the development and production specialists at the oil factory. This pays off: When it comes to requests for special greases, oils and pastes, MÉGUIN’s experts are valued partners. And they have equally close contact with the automotive industry. This is a must because vehicle manufacturers have strict requirements. Only companies that meet these obtain the manufacturers’ approvals for engine oil – which are practically certificates. MÉGUIN has obtained the latest approvals: a decisive factor in its marketing. Research means thinking at least one step ahead at all times. This background gives rise to innovations, such as the heating oil additive or specialist biological products based on renewable raw materials. These developments are of the very latest generation.
Sophisticated products and manufacturing methods are a benefit of the company’s own research and development. Another asset lies in the experienced specialists’ expertise in their own fields with all their abilities and skills. Everyone benefits from this – MÉGUIN, its customers and end consumers alike. 
The principle of quality

Research is needed to create high-tech products. Strict quality norms and checks are just as essential, starting with the selection of raw materials. Only superior ingredients find their way into engine oil and grease production. But before they are accepted, they have to overcome the hurdles of the “quality police”. From their delivery through to shipping, raw materials and end products alike undergo stringent checks and extensive trials with one test after another. An initial sample determines whether the raw material will be shipped to the nearest inland port. And there the same applies again: The materials are not pumped into the tankers without being checked. Only then can the truck-trailers set off for the production site in Saarlouis. There the next test waits. If this is successful, the company gives the go-ahead for production – which is also accompanied by checks every step of the way.
The company’s quality is also confirmed by its DIN ISO 9001 (quality management) and DIN ISO 14001 (environmental management) certification.

The principle of environmentalism

Daily contact with inflammable and ecologically damaging substances makes for extremely careful behaviour so environmentalism is important to MÉGUIN. This starts with environmentally friendly manufacturing processes. Constant investments are made in the production facilities in compliance with the strictest ecological requirements – beginning with a changeover from diesel forklifts to environmentally friendly and quieter electric vehicles, which are better for people and the planet. The same applies to the products: Environmental compatibility is given top priority and the company is in close contact with the Federal Environmental Agency. The Fraunhofer Institute for Chemical Technology has confirmed the environmentally friendly effects of using additives in oil and fuel. 
Of course, individual improvements and new facilities are not enough in themselves. Everything has to fit together and form a harmonious whole that works. And that makes sense – sense for our environment.
The principle of perspective

On 2 June 2006, the Ulm-based additive specialist LIQUI MOLY took over the majority shares of the company from Saarland. Since then, Ernst Prost has been running both companies as managing partner. The standards will always be the very highest. Aspects that have proven themselves are retained, but new features are also part of the concept. And the company will continue to reinvent itself as necessary. Considerable changes are on the cards for the coming years. Success breeds growth – and both need to be planned.
The buzzword is “MÉGUIN 2010”. To make sure that the company is fit to accomplish future tasks, great investments are being made in both personnel and infrastructure. Measures amounting to €11 million are scheduled to be implemented by 2010. The production capacity has increased from 60,000 tons to 90,000 tons. In the nearby port on the River Saar, a tank farm with a capacity of 10,000 cubic metres is under construction. The company is being equipped with extra laboratory facilities and a new filling plant for small containers, in addition to its four existing filling plants. A new logistics centre boasting five truck ramps is being built on the adjacent former post office premises. All this effort is aimed at keeping the traditional company’s success curve heading upwards. The goal: to improve performance and become faster and more flexible to ensure that the factory continues to hold its own in the competition.
Planning and doing – these two aspects belong together. The key to success is to always approach tasks with both heart and mind. And see the future in an optimistic light – for a good reason. The company may not be big, but its tradition and history speak for themselves. It’s all just a question of perspective.
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