
Case Example | Unblocking the Senior Leadership

Humatica helped to form and develop a robust senior executive team capable of moving 
the organization forward to the next level of sales growth. 

 Significant organizational risk reduction through empowerment of a robust executive team

 Released potential of 2nd level management 

 Faster progress and success on multiple restructuring projects

 Firm mastered the dramatic downturn in late 2008/2009

RESULTS

BACKGROUND & CONTEXT

 Machine manufacturer

 €180M turnover, 4x revenue growth in 

10 years, market share leader

 2100 employees in Western Europe

 Stagnating sales and margin

 Difficulty in executing projects – delays 

and quality risks

 Difficulty in coordinating international 

production sites

 Recognized organizational 

management issues and risks

RESULTS

 Promotion of other leaders into a robust senior 

executive team with external hires.

 Fundamental re-organization of key functions in 

the company (i.e. Product Development, Sales, 

Mktg.)

 Potential analysis of top 47 leaders

 Interim general management 

 Implementation of rigorous MbO and 

performance review processes

 Organizational performance and behavioral benchmarking 

using a proprietary methodology 

 Approximately two months required from start until finalized                  

roadmap of specific changes agreed with the extended,                              

global management team

 Benchmark core human processes against best practices

 Management workshops to agree on priorities, make decisions

 Define roadmap of changes to improve performance of the 

organization

HUMATICA  APPROACH

MEASURES
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Organizational Problems | Pragmatic Solutions

Results pin-point dysfunctional behaviors and gaps throughout organizations. Concrete improvement 
recommendations address the identified issues. 
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Example: Hierarchical gaps

Senior Management vs. Middle Management 

Same Answers

Dif ferent Answers

Sample Co 0.517

Benchmark

0.23 Employee

Total

Group
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Senior

Management

Company A
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Meetings per week

Example: Wrong behaviors to exchange information

Q: On average, how many meetings do you attend per week?

Far too many 

ad-hoc 

meetings 

without an 

agenda

 Dysfunctional gap between senior 
executives and middle management

 CEO initiated spontaneous 
communications (listening) to 
front-line employees 

 Strategy goals and objectives of 
company unclear to employees and 
managers alike

 Developed new strategy

 Rigorous senior executive 
communications

 Targeted at specific groups

 Spin-offs of large conglomerates have 
too formal communications patterns, 
family owned business too informal to 
drive growth after a buy-out

 Establish formal meetings

 Establish informal communications
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Senior Management vs. Middle Management 
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Meetings per week

Example: Wrong behaviors to exchange information

Q: On average, how many meetings do you attend per week?

Far too many 

ad-hoc 

meetings 

without an 

agenda

Dysfunctional gap between senior 
executives and middle management

CEO initiated spontaneous 
communications (listening) to 
front-line employees 

Strategy goals and objectives of 
company unclear to employees and 
managers alike

Developed new strategy

Rigorous senior executive 
communications

Targeted at specific groups

Spin-offs of large conglomerates have 
too formalcommunications patterns, 
family owned business too informalto 
drive growth after a buy-out

Establish formal meetings

Establish informal communications
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