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What Inspires Partners

hy do we exist?” Fortunately, Dr. 
Klaus Sommer does not seem irritat-

ed by the question. “The answer is quite simple,” he says. 
“The reason for Bayer Technology Services is the added val-
ue we offer our customers.” And the Head of Business Man-
agement is pleased to report that this is happening more 
and more for an ever-increasing number of customers. “We 
make use of our strengths to support our customers – with-
in and outside the Bayer Group – in achieving their business 
objectives.”  

Based on this concept Bayer Technology Services is system-
atically pursuing a path of growth, and its progress is no mere 
accident. “Right from the beginning, we said if we grow, we 
want to choose exactly where this growth occurs.” As a conse-
quence, Bayer Technology Services has established offices in 
countries around the globe characterized by growth. The 
company plans to expand its share in the world market in these 
regions as well – just as it has already done in Germany, the 
United States, Mexico and Belgium. 

China has also been a success story. “Eight years ago we em-
ployed 30 people in China, but this number has since increased 
to some 800,” says Sommer. And particularly satisfying is the 
fact that a substantial part of sales in China is generated from 
external partners.

Sommer: “We have achieved a good balance between Bayer 
subgroups and sales from outside the Bayer Group. The latter 
is currently about a quarter.” The task of Business Manage-
ment is to help align the entire organization of Bayer Technol-
ogy Services to customer orientation. 

This can involve certain risks. For example, precautions 
have to be taken to protect the company’s and the customers’ 
intellectual property. “In many cases this is not particularly 
critical, since a lot of the services we offer are not actually 
based on our proprietary processes for production and synthe-
ses,” explains Sommer. It is more a question of our “methodi-
cal approach – that is the know-how of how to undertake proj-
ects.” This knowledge constitutes the strength of the company.

The subject of compliance is discussed in an open and frank 
dialogue at an early stage of the business relationship. For 
Sommer, one thing is irrefutable: “Our customers must be able 
to rely on us to protect their intellectual property.” Specifically 
in the case of collaborations between several companies, there 
is always a danger that know-how can spread unchecked. No 
matter what the situation is, Bayer Technology Services makes 
provisions to ensure that know-how stays where it belongs: 
with the owner. This is an important aspect of compliance, 
says Sommer. 

The Head of Business Management is convinced that reli-
ability and trustworthiness are two fundamental strengths of 
Bayer Technology Services. Trust is of paramount importance 
when advising customers on technical issues. “I think our 
partners realize very quickly that trust and confidentiality 
cannot simply be claimed. You have to live by these principles, 
and that is exactly what we do.”
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Trust and Confidentiality
One of the strengths of Bayer Technology Services is its know-how in all aspects of imple-
menting projects. External companies are also increasingly making use of this experience. 
In such collaborations they put their trust not only in the reliability of Bayer Technology 
Services, but also in its assurance that the intellectual property of all partners is protected.

Dr. Klaus Sommer has been Head of Business Management since 
Bayer Technology Services was founded.




