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Site in sight
Pioneers need to have a sense of adventure. And be fearless. Like the team that  
is breaking new ground in Mexico for Wörwag. One of its members is Project Manager 
Giuseppe Polito. His first trip to San Luis Potosí was a successful tour of discovery. 
By Michael Thiem; photos by Toby Binder

MEXICO

M
EX
IC
O

6



finish 1/2017 7

Site in sight
New site:  

Project Manager  

Giuseppe Polito is  

in charge of setting  

up Wörwag’s Mexican  

subsidiary in San Luis Potosí.
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Mexico is colorful, lively, and fiery. So is 
its cuisine. Giuseppe Polito pauses 
for a moment. His thirst for adventure 

comes to a halt when his mouth is on fire. The 
El Pozole restaurant in San Luis Potosí serves 
not only the stew of that name, but also anto-

jitos, or spicy snacks. Polito, a 37-year-old Ita-
lian with Sicilian roots, has come to Mexico for 
Wörwag to help set up a subsidiary in the 
country. He dips a taco into one of the four 
mole sauces. Empieza la aventura. And his ad-
venture starts off on a fiery note. The dips, 
which consist of green jalapeños, ancho chi-
lies, and a small, round, very old type of chili 

pepper called a chiltepin, are extremely hot. 
Nearly everything else is too. Even in the 
smallest doses. “Delicious, absolutely delici-
ous, but make sure you don’t dip too deeply,” 
says Polito, who is about to gather many more 
new impressions over the next few days. He 
and Wörwag are entering new territory in Me-
xico. Its restaurants are not the only places 
with things you simply have to try. 

For his main dish, Polito selects enchil-
adas in a tamarind sauce that is almost 
sweet and not terribly hot. That minimizes 
risk. Rob Duncan, Wörwag’s Commercial 
Manager North America, and Nahum García 
(28), Wörwag’s Technical Customer Service 
Manager and first Mexican employee, are 
also at the table. García grins broadly as he 
sinks his taco deep into the mole. The three 
colleagues only met in person a few hours 
ago at the hotel. Before that they had com-
municated by e-mail, phone, and Skype. Net-
working is crucial when it comes to major 
international projects. Polito arrived in San 
Luis Potosí the previous evening after travel-
ling more than 26 hours from Stuttgart via 

Paris and Mexico City. He, Duncan, and Gar-
cía are doing pioneer work here—with custo-
mers, with service providers, and with the 
launch of the subsidiary itself. 

Still more outpost than control center
The first milestone in this project was to 
open a new office. It is located in a multi- 
story building on the extensive grounds of 
Integra Industrial Park near Eje (axis) 110, 
about 6 miles (10 km) southeast of the city 
center. Passing trucks stir up thick clouds of 
dust as they rush by. “Where do you want  
to go?” asks the surprised security guard  

Wörwag is founding  
a subsidiary in Mexico. 
The first office is opening 
in record time.

Flexibility: 

Mobile devices 

enable work to be 

done in many places,  

such as Café Pacific in the 

heart of San Luis Potosí.
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on cracking open the big steel door. “To 
 Wörwag? I’ll have to check,” he continues in 
a pleasant but firm tone. Wörwag’s youngest 
subsidiary has had hardly any visitors thus 
far—although two company signs on the wall 
outside confirm that the guests are in the 
right place. And then they are ushered in.

Wörwag’s office in San Luis Potosí ope-
ned at the beginning of the year. Measuring 
just 172 square feet (16 m2), it is still more of 
an outpost than a control center. The corner 
desk seems to dominate the room, and the 
built-in cabinet is largely empty. There’s a fax 
machine, telephone, network cable, and 

Tour of  

discovery: there’s  

a lot to explore in San 

Luis Potosí’s lively  

city center, including its 

cathedral.

Good 

results: 

Polito’s col- 

league Rob  

Duncan from the  

US (left) inspects the  

first painted mirror housing.➜
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some office supplies. The new number 
has one extension, which belongs to Gene-
ral Manager José Saldivia. He is currently in 
Chile, however, attending to some bu-
reaucratic matters where he used to work 
before moving to Mexico. There are many 
hurdles to surmount before the business is 
up and running. “The first step has been ta-
ken,” says Duncan. “We’re putting a lot of 
time into this new site, and that’s very exci-
ting.” Yet it’s also clear to everyone that the-
re’s still a lot to be done.

One key to success is having the right 
partners. And one of these is the Reis logi-
stics company located just over four miles 
(7 km) from the Wörwag site. It handles dis-
tribution of the products that are still coming 
primarily from the Lafayette site in the US. 

Founded in 2004, its 220 employees run 
nine warehouses in central Mexico. General 
Manager Alejandro Reynoso is happy to see 
the visitors from Wörwag. “We need this logi-
stics service provider to distribute the pro-
ducts we’ll be making in Mexico,” says Polito. 
“Reis has a lot of experience,” adds Duncan, 
“including with our customers.” All signs 

Well

planned:

Details are

discussed with the

Reis logistics partner.

The company will ensure

that Wörwag’s locally made

products reach customers

on time.

Although  

not on the 

tourist trail, San 

Luis Potosí has a lot to 

offer—like these 

chocolates with their many 

delicious fillings.

Wörwag is preparing  
for growth right from  
the start. For that it needs 
the right partners.

➜
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➜

led to his international project management 
responsibilities one and a half years ago. 
When he sets off on the drive to the Sam-
vardhana Motherson Reflectec (SMR) auto-
motive supplier, he takes a package of cook-
ies along with his laptop, goggles, and safety 
shoes. “You never know how long it’s going 
to take,” he remarks. If you want to achieve 
great things, you also need to pay attention 
to details. 

The paint shop facility can be seen be-
hind the glass windows of SMR’s conference 
room. Its conveyor belt is currently at rest. 
The results of recent tests, however, are po-
sitive. Polito and Duncan carefully inspect 
the first outer mirror housings coated in 
Mountain Gray. “It looks very good,” Polito 
comments. Thanks to close contact with the  
German manufacturer, the substrate was  
already tested in Stuttgart, so some of the 
parameters could already be set there. The 
more precise these talks and processes 
can be, the more satisfied the car maker will 
be, which ultimately benefits both Wörwag 
and SMR. “Here in Mexico, the only thing we 
want to deal with are the details,” Polito exp-
lains. 

A smoothly running partnership is es-
sential for a large-scale order like this one. 
But Polito accomplishes even more. 

point to growth for Wörwag in Mexico. The 
warehouse space can be expanded, also to 
accommodate materials for future producti-
on. The first delivery date can come. The 
team has done its homework.

Forging contacts
Polito, too, is prepared. He is practiced in the 
role of pioneer. Back in 2008 he helped set 

up Wörwag’s factory in Langfang, China. 
A challenging experience, but one that ad-
vanced the career of this project manager 
who is also a qualified chemical worker, paint 
technician, foreman, and lab worker. He is 
now a key player in international projects.  
He was still a regional manager when he 
switched to the company’s International 
Technology Management in mid-2011, which 

Strong 

partners:  

The contract 

with Plastic 

Omnium is signed.

Nahum García  

(left) is Wörwag’s  

first Mexican employee  

in San Luis Potosí.  

Managing Director  

José Saldivia is from Argentina.
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San Luis 
Potosí 

Mexico
City

Veracruz

Brownsville

Manzanillo

Monterrey

Guadalajara

El Paso

Laredo

Lázaro Cárdenas

A desert blooms
SAN LUIS POTOSÍ

Decisions are made by 
people. So it’s important 
to have strong contacts 
with customers.

Hotels usually have flyers and maps that highlight nearby tourist 
attractions. San Luis Potosí is different. It offers brochures  
that describe its industrial parks—currently numbering 18. 
High demand means that they can hardly be printed fast enough. 
Located around 250 miles (400 km) north of Mexico City at an 
altitude of around 6,000 feet (1,850 m), this desert city is a veritable 
magnet. With a favorable location in the “Golden Triangle” 
defined by the capital Mexico City, Monterrey, and Guadalajara, 
it has been attracting companies from all over the world for a 
number of years now, especially car makers and their suppliers. 
Around 600 companies are prospering in the San Luis Potosí 
metropolitan region, which has a population of around 1 million. 
They include ThyssenKrupp, Daimler, Continental, Audi, and 
BMW. The latter expects to build 150,000 cars a year at a new 
plant starting in 2019.

Mexico is now the seventh-largest automobile producer in the 
world. Numerous free trade agreements, low labor costs, and 
proximity to the huge U.S. market are some of the contributing 
factors. San Luis Potosí is located just 450 miles (730 km) 
from Laredo, Texas. 

San Luis Potosí is not on the tourist trail. Traces of its silver- 
mining past can still be found in its historic center. The city was  
named for the French king Louis IX, canonized as Saint Louis, 
and the silver city Potosí in today’s Bolivia. The economic up- 
swing has brought improvements to the infrastructure. 
Aeropuerto Internacional Ponciano Arriaga is being expanded, 
and innumerable residential units as well as shopping malls  
like those in the United States are under construction.

Wörwag’s  

first locally made  

products await delivery. 

Duncan, Polito, and García  

(from right) are satisfied.

Over the course of final talks, SMR Ma-
nager  Manuel García names one of his em-
ployees to be the direct contact for the Wör-
wag partnership. “The visit was worth it 
because connections like that are in-
dispensable,” says Polito. “Ultimately, this is 
a matter of people working together. Which 
is why you need a direct line to the decision 
makers. And sometimes we have to meet 
them on-site.”

At breakfast the next day it’s clear that 
an especially important meeting is on the 
agenda. The Wörwag colleagues appear in 
white shirts and dark trousers, with fully 
charged laptops, notes, and a checklist. In 
the interest of keeping their shirts in perfect 
shape, they decline the pancakes drip-

➜
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Airport 
Aeropuerto Internacional Ponciano Arriaga

San Luis 
Potosí 

City center

Industrial park

1.24 mi (2 km)

Highway

Freight train line

Samvardhana Motherson 
Reflectec (SMR), another 
automotive supplier, also 
uses coatings from Wörwag.

Logistics partner Reis 
delivers Wörwag’s products 

on time.

Proximity to the Plastic Omnium 
automotive supplier was one of the 

reasons for the site’s location.

Thriving industrial city: San Luis Potosí 

attracts businesses from around the world. 

More than a million people live in its  

metropolitan region.
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Mr. Saldivia, you’re married, you’re the 
father of three children, and you spent the 
past 15 years working around the world  
for a major chemical corporation. Why  
did you seek a new challenge?
I wasn’t looking for a new job. But when 
Wörwag approached me, I was completely 
sold. I was impressed by the company’s 
enthusiasm, professionalism, and focus on 
setting up a new site. It was obvious right 
from the start that this would be exciting.

So it was easy to make up your mind?
Yes, it’s extremely appealing to start from 

scratch here. I would like to be part of this 
team and its success.

Work has just begun on setting up the site. 
Do you feel like an adventurer—like you’re 
discovering new things every day?
It was certainly like that at first. But I feel 
very good here. Mexico is the first country 
where I—as an Argentine—have felt at 
home from the start. That’s because of the 
language and the similar culture. Mexicans 
and Argentines have a lot in common, but 
there are differences as well. That makes 
the relationship so interesting.

So you’d describe yourself instead as a 
pioneer?
Possibly, but I’m not the only one setting
this up. The support from my colleagues in 
Germany and the United States is fantastic.

How were you received by the Wörwag 
family?
For one thing, I spent three weeks in 
Stuttgart and was welcomed very warmly 
there. I never felt like a newcomer. Every- 
one was friendly and helpful. That’s where  
I became thoroughly familiar with the 
strategic goals and the processes. Every 
company has its own distinctive features, 
and that’s especially true of the family- 
run ones. Wörwag places a high priority 
on trust and a sense of belonging. Each 
and every employee is important. 

What were the first steps you took as 
General Manager in San Luis Potosí?
Mexico is the most important market in 
Latin America. Although we’re breaking 
new ground here, our international project 
management had already done a lot of 
preliminary work. It was important to  
clarify the legal situation as promptly as 
possible. We also had to find a develop-
ment engineer right away to maintain 
contact with our customers. And our U.S. 
colleagues Mike Grandy and Rob Duncan 
have been a big help to me in finding new 

“It’s very appealing  
to start from scratch”
New projects, new customers, new challenges— 
José Saldivia’s mission in Mexico is growth.  
Moreover, the general manager of Wörwag’s  
new subsidiary in San Luis Potosí has no wish  
to occupy his office by himself.
Interview by Michael Thiem

ping with maple syrup and the scrambled 
eggs with sausages in tomato sauce.

Polito and Duncan have planned a two-
hour cushion to make sure they arrive on 
time at their trip’s most important appoint-
ment. Nahum García takes the wheel. He 
knows the way to Plastic Omnium like the 
back of his hand. After joining Wörwag in 
mid-March, he has been spending most of 
his time with the customer. On-site support 
is part of the service for this job. He moved 

Familiar sight: these distinctive color panels are used in Mexico too.  

The first test coatings are going well.

INTERVIEW

➜
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customers as well as our International 
Business Director Dewi Paino, who takes 
care of our customer Plastic Omnium in 
France.

So your assessment is positive?
Absolutely. Everyone knows that growth  
is the only way for us to make our mark  
in Mexico. With hard work and a clear 
strategy we’ll accomplish a lot.

And what’s the main focus of your work?
We know how good our products are.
And our service. We want our customers 
to realize that too, because that will 
generate the best recommendations for us. 
That’s why we have to find suppliers
who’ll work with us to provide unparalleled 
quality. We also have to expand our team.

Does that mean you won’t be the only 
person at the office for long?
Right—I’m sure I’ll soon be in very good 
company.

Nahum García is  
Wörwag’s first Mexican 
employee. A new life is 
starting for him.

from Calvillo, which is a two-hour drive away, 
to San Luis Potosí for that reason alone. 
“I started a new life here,” he says with his 
ready smile. “I really feel at home at Wörwag. 
It’s a family company. I don’t have to wear a 
uniform, my co-workers are all very friendly, 
and I learn new things every day.”  

A matter of teamwork
García heads straight for the waiting room  
at Plastic Omnium. The team is too early,  

of course. There are still one and one half 
hours to go before the final contract negoti-
ations. The conference room on the second 
floor has been darkened so Polito’s presen-
tation can be viewed more easily on the wall. 
It’s cool inside, just 68°F (20°C). Yet the  
atmosphere  is friendly. The tension quickly 
eases. Nearly 80 items are discussed: 
excepted quantities, legal requirements, 
conditions, timing, certifications, contact 
partners. Everything possible is finalized in 

advance. “Here too it’s a matter of team-
work,” concludes Polito amid nods of agree-
ment. He and Duncan have been able  

“Growth is the only way 
for us to make our mark 
in Mexico. We also have 
to expand our team.”

➜
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Extended trip:  

After a week in 

Mexico, Polito flies  

to the site in Lafayette, 

Indiana, instead of returning 

home. 

Relaxing with a view: Giuseppe Polito,  

Rob Duncan, and Nahum García at a bar.

➜ to answer all the questions to the custo-
mer’s satisfaction.

Just two hours later, Brian Crawford, 
Head Buyer for Plastic Omnium in North 
America, adds his signature to the document 
that had already been signed by Wörwag 
Managing Directors Dr. Peter Moritz and 
Dr. Achim Gast in Germany. Polito draws a 
deep breath. “This contract is a milestone in 
the development of our subsidiary in Mexi-
co,” he says. A successful day for both par-
ties draws to a close with a shared dinner of 
steak, fish, and beer at La Mansion. Shortly 
before turning in for the night, Polito sends 
an e-mail from his hotel room to Germany 
with news of the mission accomplished. 
Then he turns off the light. ¡Buenas noches! 

Mission accomplished
The next day Polito takes a taxi to San Luis 
Potosí’s city center. He still has a little free 
time before his flight to the production site 
in Lafayette, Indiana. He looks for small sou-
venirs for his two sons and settles on two 

Polito buys souvenirs  
for his boys, then enjoys 
the evening with his  
colleagues.

hats. Afterwards he meets Duncan and Gar-
cía at La Agustina, a second-floor bar with a 
view over the Plaza del Carmen, the vibrant 
heart of the city. All three are in good spirits. 
The project team from Mexico, Germany, and 
the United States has proved its worth. “It’s a 
great feeling when you can help the company 
grow,” says a visibly pleased Duncan as he 
raises his glass to his colleagues. “We are 
starting a new branch of the Wörwag family 
here.” Their gazes turn toward the setting sun. 
The sounds of music, children playing, and 
honking cars drift up from the streets. Moles 
and tacos are on the table once again. Polito 
digs in with gusto. Some things are really easy 
to get used to. n
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