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Balanced growth in thermal spray
coating market within Germany
NOVAWerke AG intends to grow into international markets by relying on

multiple industries and diversifying operations in different countries. The

aim of this project is to find ways to grow both organically and inorganically

in the Germanmarket.

NOVAWerke AG
Established in 1921 in Zurich, Switzerland,
NOVA Werke AG is a subsidiary of the
KOWEMA group. The focus of NOVA’s technical
fields is divided on High Pressure Technology,
Engine Components, Surface Technology and
Valve Service. Constant research and develop-
ment, steady optimization and qualified cus-
tomer support make NOVA what it is today: a
global market leader among the providers of
technical products in a highly specialized in-
dustrial context.

Proceeding
The project is divided into organic and inor-
ganic growth. Organic growth: out of ten in-
dustries, the four most promising were evalu-
ated. Subsequently, companies operating in
these industries were identified and a ques-
tionnaire was sent to 1,366 companies. Fi-
nally, eleven potential clients were presented.
Inorganic growth: all members of GTS (Asso-
ciation of Thermal Sprayers) were assessed for
their suitability for cooperation or acquisition
according to established criteria. Finally, the

project team presented three companies suit-
able for cooperation and four for acquisition.

Results
The project team’s main goals were, firstly, to
identify both potential customers (organic
growth) for NOVA, and secondly, to find com-
petitors suitable for acquisition or cooperation
(inorganic growth) in the German market. To
achieve these goals, different criteria were es-
tablished and later applied to filter suitable
companies. Subsequently, the project team
conducted market research in Southern Ger-
many. Quantitative and qualitative research
was conducted for organic and inorganic
growth. After going through these research
phases, the team was able to identify eleven
potential customers for organic growth. For in-
organic growth, the team identified seven
companies suitable for acquisition or coopera-
tion. With the results of this project, NOVA
will be able to expand its business activities to
Germany.

www.fhsg.ch/praxisprojekte
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The collaboration with the
highly motivated project
team was a great pleasure
to investigate the themati-
cally split project. The analy-
sis of the market leaders,

the sales market and the market growth de-
manded a great commitment of the students
and coach. The project team analysed the
data successfully and worked out valuable
inputs. Thank you all!

Coach
FHS St.Gallen
Dr. Lothar Natau

<<Killing two birds with one
stone.>> This Team handled
two strategic topics that de-
manded two different ap-
proaches, methods and inst-
ruments as well as different

domains of knowledge necessary in one pro-
ject. Inquiring minds, combined with pro-
found motivation and accuracy, are the dis-
tinguishing marks of this Team.

Methodology organic (left) and inorganic (right) growth.

Source: own illustration.


