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Headquartered in Mainz, Germany, 
Schott Glas employs 19,300 people all 
over the globe. In 2003,  the company, 

which is the largest supplier of speciality glass, 
achieved two billion Euro in revenue. Glass-Technology

International spoke with Udo Ungeheuer, who took 
on the role of Chairman of the Management 

Board at the beginning of this year.

Pierluigi Cavarai



87chott Glas is a German technology-
based group with a strong presence in
many markets of the world. The group’s

headquarters are in Mainz, from where worldwide
activities are coordinated. Schott Glas is owned
by Carl-Zeiss-Stiftung, a foundation operating
as a business, that also owns the optics special-
ist Carl Zeiss Group. The segments in which 
the company is active are household appliances,
optics, pharmaceuticals, information techno-
logy, automotive engineering and solar energy.
The company has maintained steady sales figures
of about two billion Euro in today’s difficult
market, with 79 per cent of sales coming from out-
side of Germany. The multinational is especial-
ly active in the most competitive markets with
nearly 80 per cent of sales achieved in Western
Europe and North America. Udo Ungeheuer
recently took the helm of the company.

Mr. Ungeheuer, could you please provide us
with some insight into a few of the most impor-
tant challenges your company, and perhaps even
the glass market as a whole, are currently
facing?

In particular, the market for speciality 
glass is experiencing a number of dramatic
changes in many of the European countries. The
changes I am referring to obviously also affect
the US market, which clearly ranks as the
world’s single largest market for speciality
glass. Generally speaking, our customers are 
shifting more and more of their production
sites to Asia and China, in particular. In order



88 to meet our customers’ requirements and remain
competitive, we are prepared to continue to
progress along this path. Nevertheless, we also
bear responsibility for making cettain that 
our contribution leads to benefits for our 
company and its customers.

Yet another development that represents a
major challenge to our organization, is the
increasing trend towards substituting glass
with synthetic materials. I think this becomes
more evident if we take a look at what happened
within the ophthalmic market. Here, too, we have
reacted by broadening our activities in the
area of product development to include
materials other than glass.

What type of strategies has Schott Glas 
adopted in order to face up to today’s increasingly
competitive market? Do you regard mergers
and acquisitions or founding new production
sites to be most compatible with your company’s
growth objectives?

Due to the fact that we pursue a very broad
scope of activities, I would say that our pro-
gramme is a well balanced mix between devel-

oping and establishing new pro-
ducts within the market place,
acquiring interesting compa-
nies that add value to our port-
folio and, of course, strength-
ening our traditional business.
Strategically speaking, the most
important decisions that Schott
will be making over the next
years have to do with reassess-
ing our own product portfolio.
On the one hand, we will con-
tinue to focus on our core busi-
nesses and on areas in which we
feel we have achieved sustain-
able uniqueness.

At the same time, we intend
to invest in areas that are certain
to meet with high demand in
the future, such as photovoltaics
or thin glass used to produce
TFT displays. Our future strate-
gies in new business segments
such as the ones I have listed will
always be defined by the needs
of the marketplace and the unique
skills and know how we have
amassed. For this reason, I think
it would be wrong to claim that
our company has committed
itself to one general type of
measures such as acquisitions
or Research and Development.
If we take photovoltaics for
example, we decided to engage
in a joint venture with RWE, a
leading power company, to form
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UDO UNGEHEUER, CHAIRMAN OF THE MANAGEMENT BOARD

Udo Ungeheuer has been Chairman of the
Management Board of Schott Glas 
since 1 January, 2004. In that capacity, he
is responsible for Corporate Strategy and
Development, Corporate Mergers and
Acquisitions, Corporate Legal, Corporate
Public Relations, Corporate Auditing and
Corporate Human Resources for Top
Management. Mr. Ungeheuer has been a
member of the Board of Management 
since 1995.
Before being appointed to the Chairman of
the Board of Management, Mr. Ungeheuer
was responsible for the Strategic Business
Units Display Solutions and Home Tech, as
well as for Innovation, Research and 
Technology Development and for Human
Resources.
Apart from his membership in the 
supervisory board of several Schott 
subsidiaries, he serves as Member of the
Committee for Research and Technology

Politics of the 
Bundesverband der 

Deutschen Industrie (BDI, German
Industry Association),  Member of the
General Assembly and the Industry 
Committee of Rhine Hesse Chamber of
Industry and Commerce, as Chairman of
the Hüttentechnische 
Vereinigung der Deutschen Glasindustrie
(HVG, Research Association of the 
German Glass Industry), Member of the
state board of trustees Rhineland-
Palatinate/Saarland of the Stifterverband
für die Deutsche Wissenschaft (Donors’
Association for the Promotion of Sciences
and Humanities in Germany).
Udo Ungeheuer was born on 23 October
1950. He studied mechanical engineering
at RWTH (Technical University of Aachen,
Germany) and gained his ‘Diplom-
Ingenieur’ master’s degree in engineering
in 1979. He was awarded his ‘Dr.-Ing.’
engineering doctorate in 1985. Within the
scope of his doctorate, he dealt with the
problems of developing product structures
for the machine tool industry as well as
plant engineering and construction.
Professional milestones:
• Chairman of the Board of Management

of Schott Glas, 2004
• Appointment to the Schott Board of

Management, 1995
• Joined Schott, Member of Corporate

Management Committee, 1994
• Entry into industry at BMW (last post:

Head of Logistics, Technical Planning
and Test Vehicle Manufacture), 1986

• Machine tool laboratory at Technical
University of Aachen, Managing Senior
Engineer, Head of the Assembly and
Manufacturing Technology research
teams with around 70 staff, 1983



RWE Schott Solar. This move
basically allowed us to become
the leading European manu-
facturer of photovoltaic tech-
nology overnight. When it
comes to developing and mar-
keting new glasses for TFT
applications, we felt very com-
fortable relying on our own
internal resources when we
entered this market.

In fiscal year 2001/2002,
Schott invested 114 million
Euro in research and develop-
ment, a department that employs
more than 700 people. These
numbers suggest that your com-
pany believes quite strongly in
innovation. What are the areas
in which R&D is paying off
most for Schott?

When we look at research
and development, there are real-
ly two separate areas we need to
address. On the one hand, we can
talk about research related to
actually producing glass. Here,
we are referring to the devel-
opment of new types of glass,

melting processes and then processing the final
products. I am happy to say that we are constantly
developing new technologies that can be applied
later to many other areas of our company. This
represents a unique strategic advantage that
Schott has over rival companies. Because we are
able to maintain our competitiveness through 
technological achievements, this enables us to
absorb a lot of the pressure caused by drops in
prices. At the same time, innovation is the key
to meeting our  customers’ increased requirements
with regard to higher quality.

The other side of our research is dedicated
to developing new products. For example,
Schott has, for some time, been producing
coatings that resemble glass for use inside of
bottles that are made of PET (polyethylene
terephthalate). These coatings prevent the gas

BUSINESS SEGMENTS
✔ Optics for Devices
✔ Opthalmic
✔ Special Flat Glass
✔ Microlithography
✔ Lighting Components
✔ Digital Projection
✔ Advanced Coated 

Components
✔ White Goods
✔ Food Display
✔ Electronic Packaging
✔ Fiber Optics
✔ Cathode Ray Tube (CRT)
✔ Flat Panel Display (FPD)
✔ Pharmaceutical Packaging
✔ Tubing
✔ Labware
✔ Health
✔ Photovoltaics
✔ Solarthermal Main factory and headquarters 

of Schott Glas in Mainz, Germany

89



nology as well as Optics and Electronics to be our
most important industries.

White Goods and Pharmaceuticals repre-
sent stabile business segments that we have
actively pursued for some time. These are also
areas in which we were able to leverage many
different innovations on the way to becoming
and remaining the market leader. We also have
high expectations of areas such as photovoltaics.
Nevertheless, this is a field that is difficult for
us to assess, because it is highly dependent on
the political climate and the availability of
loan programmes. To some degree, the same can
be said about the materials, components and 
systems we supply to the optical and electron-
ic industries. Some of our activities in these areas
are subject to business cycles that can 
fluctuate considerably. Here, I am referring to
components for use in consumer electronics. 
Nevertheless, these are exactly the markets
that offer the greatest opportunities for Schott,
because they enable us to leverage our 
technological leadership in the production of 

Schott’s
newest float
glass tank in
Jena, Germany,
is to produce
0.7 millimetre-
thick substrate
glass made 
of alkali-free
borosilicate
glass

from escaping from carbonated drinks. This so-
called PICVD (Plasma Impulse Vapour Depo-
sition) method is based on technology that
we have been using successfully to coat halo-
gen reflectors for years. By transferring PICVD
to synthetic materials, we were able to combine
the individual advantages offered by both
plastic and glass. This enabled us to create a
completely new market for our company. We
are currently working together with our part-
ner SIG Corpoplast to place this technology in
Asian markets.

In what we refer to as our Vision 2010, we
have set some very ambitious business goals for
ourselves. Technology and innovation are cer-
tainly the key vehicles for achieving these
objectives. Although Schott has always been
strong in the area of technology, technological
innovation happens so quickly that we can-
not afford to rest for even a minute. Our mis-
sion is to enable our customers’ success by
viewing things through their eyes and creating
the expert solutions they require.

Many innovative products are presented each
year and the number of registered patents is also
increasing. If we look at areas such as electronics,
optics and optoelectronics, lighting, automotive
engineering, pharmaceutical, industry and
healthcare, home appliances, television, 
photovoltaics and solar energy, which of these
areas are more promising for Schott and why?

For me the issue is really whether or not we
can make a contribution towards serving the
needs of these markets. In that sense, I am cer-
tain that Schott can play an important role in all
of the promising markets our company address-
es. Having said that, we do consider White
Goods, Pharmaceutical Systems, Solar Tech-
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optical and opto-electronic products.
Are there any specific Schott products or

product lines you feel will do particularly well
in 2004/2005?

So far, our figures and related expectations for
the current business year really look quite prom-
ising, especially with our core business seg-
ments White Goods and Pharmaceutical Pack-
aging. With regard to how well our new businesses
actually develop, we are probably just as curious
as you are. In any case, we are working very hard
to become successful, so let’s work and see.

Schott is known for a few records the company
has set with glass. The thinnest flat glass, the largest
wine bottle, an 8-metre mirror for use in astro-
nomical observatories, etc. Are you currently work-
ing on any new record breaking projects?

Well, breaking records
is never really an end in
itself. But whenever a

customer’s needs call for us to challenge tech-
nological or scientific limitations that possibly
lead us to breaking a record, we certainly do our
best, but only if this also makes good business
sense. Most of the records we are in the process
of breaking on behalf of our customers are in the
micrometre range. Especially in the area of opti-
cal and electronic components, the miniatur-
ization spiral goes so far down that it is almost
impossible to perform measurements. Comply-
ing with a customer’s rigid requirements for
production tolerance has always been one of
Schott’s greatest strengths. We view ourselves as
a problem solver, a company that views cus-
tomized solutions as a way to help our cus-
tomers achieve success.

Of the nearly two billion Euro in sales, 79
per cent can be attr ibuted to sales and 
manufacturingsubsidiaries located outside
of Germany. What are the most important
growth markets for Schott, in terms of both 
production and sales?

This really depends on which individual
market we are talking about. Across our port-
folio, we will see growth in all of the major
regions we serve, in Europe, NAFTA, and Asia,
in particular. In the foreseeable future, we
expect only modest growth to come from the
European market. In North America and Asia,
however, we will experience substantial growth.
From a production facility perspective, this
clearly means what I said at the very beginning.
You will find Schott wherever our customers can
be found and wherever the greatest market
opportunities lie. ■
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