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The Symphonic Accordion Orchestra in Hessen 
(SAkkOH) is once again offering exceptional 
concerts this year. Active participant: Chief 
Executive at ROWE Michael Zehe.

‘Accordion meets piano’
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BETWEEN ELATION AND TREPIDATION
Weather chaos, collision and then the engine wouldn’t start... // Page 30

CULTURE // SAkkOH
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PREFACE

ROWE is more than just a manufacturer of premium 

lubricants. Our self-conception is significantly more far-

reaching. The entire ROWE team is thus involved in many 

areas: in racing and in squash, in triathlons, or with art 

and music.

As an export-oriented company, we maintain personal 

contacts around the world. Because we know just how 

important mutual trust, understanding and knowledge 

of others and the region in which we operate are to a 

successful business.

The Internet and social media have been playing a major 

role in our lives for quite some time now. Networking is 

becoming ever more multifaceted and immediate and no 

longer recognises country or language barriers.

People, lifestyles, experiences, wishes and interests are 

all crossing paths.

Since April, we have been running a new communi-

cation platform, ‘ROWE friends’, in this exciting envi-

ronment. Here we have established direct contact with 

our end customers with the aim of winning long-term 

friends. ‘ROWE friends’ is therefore not just a name but 

a mind-set. Speaking an international language, conve-

nient as a result of simple online ordering options, and 

always highly topical. Through the points system we lend 

an additional incentive to increase the pleasure of using 

ROWE products regularly, to improve our impact in mar-

keting, and to create new cross-linkages to our many 

activities through special bonus offers.

The entire ROWE company works in a sustainable way. 

This does not apply only to the efficient use of resources, 

low energy consumption and environmental awareness. 

It also means that we strive to cultivate customer rela-

tionships in the long-term, whereby each individual is 

aware of what to expect from the other party and what 

he or she can rely on.

Winning people over and making friends out of our cus-

tomers strikes us as being a particularly good objective.

You can find out more about ‘ROWE friends’ in the 

cover story of the current edition of ROWE INSIDE. 

I hope you enjoy reading this edition and look forward 

to welcoming even more ‘ROWE friends’ in the future.

Yours sincerely

 

 

 

Michael Zehe

‘ROWE FRIENDS’: 
WHEN CUSTOMERS 
BECOME FRIENDS
Close partnerships are important for long-term success
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IMAGES OF THE YEAR // MOTORSPORT SEASON

ROWE RACING has achieved success at 
the Blancpain Endurance Series in 2016. 
Impressions from Misano, Monza, Brands 
Hatch and Silverstone.
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MOTORSPORT SEASON // IMAGES OF THE YEAR

The BMW M6 GT3 #23 of ROWE 
RACING was rated the best BMW 
and awarded 5th place at the  
44th ADAC Zurich 24h race  
at the Nürburgring.
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TITLE // ROWE FRIENDS

Today, ordering products on the Internet is as common 

as eating and drinking. Consumers’ lifestyle without 

online shopping has become unimaginable: just as it is 

no longer possible to live without the various social net-

works.

Consolidating this marketing and sales channel is 

therefore indispensable for a lubricant manufacturer. 

This medium enables a wide range of specialty products 

which are suitable for the end customer to be showcased 

at all times, well-arranged and up-to-date.

A new online sales concept begins on 1 April with the 

point system ‘ROWE friends’. ‘ROWE friends’ is not per-

ceived merely as a name, but rather as a programme. 

It involves the direct consumer response and it involves 

making customers permanent ‘friends’ of ROWE and its 

products. This emotional element has not sprung up out 

NOW DIRECTLY TO THE CUSTOMER
The recently launched point system ‘ROWE friends’ opens up 

new avenues for customer loyalty and product marketing. 
Emotional, simple and comprehensible.

 Purchase online and
collect points

of nowhere. As in many other areas, ROWE does not only 

appear as a producer of premium lubricants, but also con-

nects people through sport and culture.

In addition, the name ‘ROWE friends’ is as accessible to 

German consumers as it is to many foreign customers 

who would like to purchase ROWE products.

Emotionality, international presence, customer loyalty 

and an increased level of awareness of the ROWE brand 

are thus perfectly combined. The new marketing tool also 

benefi ts the ROWE dealers who take part in it and award 

customers bonus points with every purchase. The autho-

rised dealers advertise locally with the ‘ROWE friends’ 

system. 

Additional advantage for the ROWE dealers: With the 

launch of ‘ROWE friends’, marketing efforts are signifi -

cantly intensifi ed, for example through advertisements 

in newspapers or advertising at major events such as the 

Nürburgring. 

Werde auch Du jetzt „ROWE friend“ 
und sichere dir tolle Prämien.

Zur Anmeldung oder für weitere 
Informationen, besuche uns unterwww.rowefriends.de

www.rowe.com.de

ROWE BEDANKT SICH BEI DEN FANS FÜR 

DIE UNTERSTÜTZUNG BEIM 24H-RENNEN!

OFFIZIELLER SPONSOR DER:

Mit „ROWE friends“ Punkte 

sammeln und exklusive 

Prämien sichern.z.B. eine Taxifahrt im BMW 

M6 GT3 auf dem Nürburgring

www.rowe.com.de

ROWE
DIE UNTERSTÜTZUNG BEIM 

OFFIZIELLER SPONSOR DER:»ROWE 
IS MY 

CHOICE«
EMPFOHLEN VOM PS-PROFI

JP KRAEMER

Ein starkes Team

&

Werde auch Du jetzt „ROWE friend“ 
und sichere dir tolle Prämien.

Zur Anmeldung oder für weitere 
Informationen, besuche uns unter

www.rowefriends.de

www.rowe.com.de
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ROWE FRIENDS // TITLE

“Become a 
‘ROWE friend’ 

now and collect 
points for an 

exclusive meeting 
with me.”
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To register or for further 
information, visit us at 
www.rowefriends.de
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TITLE // ROWE FRIENDS

 How does ‘ROWE friends’ actually work? 

End customers who register as ‘ROWE friends’ are 

credited with points with every order. For every euro 

spent one point is awarded. The selection is actually quite 

simple: All products are depicted graphically. One click is 

suffi cient and the online customer can view the product 

description or, if interested, can directly access the 

detailed product information and material safety data 

sheet. The desired product is also visually displayed as ‘In 

stock’ at the same time. Due to the high quality standard, 

all products listed under ‘ROWE friends’ are permanently 

available.

If a product is selected, this will be placed in the shopping 

cart as is customary in online shops. The customer will 

then proceed to checkout once the ‘Purchase’ has been 

completed.

Only small unit packs in 1- and 5-litre sizes suitable for 

the end customer are offered at ‘ROWE friends’. 

*
B

on
u

s 
ex

am
pl

es

 * You can fi nd further products and more details on each respective 
bonus in our bonus catalogue at: www.rowefriends.de

** Vehicle and racing track can in each case differ. Limited availability, 
more at: www.rowefriends.de

POINTS

7500

 * You can fi nd further products and more details on each respective 

Orders for cans, bottles or canisters are possible for 

private use. Shipping & forwarding are carried out by a 

professional service provider, which offers a complete 

service including the tracking of the delivery.

 Collecting points is fun 

After placing the order, the next interesting part for 

ROWE friends comes into play: collecting points. After 

reaching a certain number of points, the customer can 

exchange these for attractive bonuses or use these as a 

means of payment for the next order. 

The customer is also able to pay for additional points 

to add to the already accumulated points at any time 

in order to obtain particularly attractive and exclusive 

bonuses.

An exciting selection of awards are available 

as bonuses, each of which has something 

special to offer to every ROWE customer 

Taxi ride on a racing track

 ROWE
 RACING
 FLEECE
ZIPPER

POINTS

800

ROWE RACING beanie

POINTS

77
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ROWE FRIENDS // TITLE

 VLN racing with the ROWE
LOUNGE TICKET

 ROWE

 RACING
t-shirt

– for example, a ‘taxi ride’ on a racing 

track, premium ROWE RACING fan clothing, 

Apple products (iPhone, iPod, iPad) or even a 

‘Meet and Greet’ with J.P. Kraemer.

 Networking has already proven its worth 

“After a short time, a number of customers were inter-

ested in the new offer, even though the online marketing 

efforts were not yet fully underway,” Markus Bayer, Sales 

Manager for trading/sales at ROWE is pleased to note. An 

outstanding example of how well the network of modern 

media works in practice and how important it is to the 

success of such projects. Here, two weekend tickets for 

the world famous race in the ‘Grünen Hölle’ were raffl ed 

off to all of the ‘ROWE friends’ without further ado.

Reason enough for the marketing team to continue to 

work towards this specifi c goal.

 The project will be refi ned further 

After the start, the fi rst ideas and plans regarding how 

‘ROWE friends’ can be further optimised are already 

in place. First, the online advertising will get properly 

underway. Advertising material for ‘ROWE friends’ is 

also available in other areas, such as during races, or for 

events and dealer events supported by ROWE. 

The online visual appearance will be designed to look 

even better. New bonuses will be added to the offer 

in the future and the top products will be highlighted 

depending on the season. The aim of further work on the 

project is to improve customer value and to encourage 

a closer relationship between end-consumers and ROWE 

and its trading partners.

POINTS

1300

ROWE RACING raincoat

VLN racing with the ROWE
VLN racing with the ROWE

POINTS

1990
FROM

RACING
RACINGROWEROWE

RACING
RACINGROWEROWE

RACING
RACING

t-shirtt-shirt

POINTS

300
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EXTRA // EMPLOYEE PROFILE

BE THE FIRST POINT OF  
CONTACT AND A PROBLEM-SOLVER 

: this is important to me.

He is responsible for the end of the supply chain, 
and thus for a crucial interface with the customer: 

 Director of Shipping & Forwarding Jürgen Wolf

«

«
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EMPLOYEE PROFILE  // EXTRA

With his background as a trained insulation contractor 

with a master’s certificate, Jürgen Wolf joined the 

logistics sector after many ‘detours’, as he describes his 

career path in his own words. But today, after 13 years 

with the company ROWE, he still does his job with great 

enthusiasm. “Logistics, or shipping & forwarding, are at 

the end of a long production chain. When we make mis-

takes, though, they impact all other areas,” Wolf says.

With his employees, he makes sure that the goods 

ordered by the customers actually land on the trucks or 

in the container provided for this purpose. The following 

tasks fall within Wolf’s competencies: making out a pro-

duction order, calculating how many goods can be loaded 

on a truck, loading, and inspecting the cargo securing 

and the cargo documents. Other tasks are monitoring 

goods received, such as additives and admixtures for the 

production of lubricants. He is ultimately responsible for 

all goods that must pass through the warehouse, except 

for bulk goods, which are handled via the tanks.

Constructive teamwork is a must

In so doing, he is definitely not the typical ‘paper pusher’. 

“Nowadays, everything is done with computers,” he 

explains. An integrated scanner system was introduced 

after the logistics department relocated to Worms in 

2014. The new warehouse strategy, so-called ‘chaotic 

storage’, not only saves time, but has also significantly 

increased safety. “From the bar code on the loading 

list, the forklift driver can quickly find the respective 

goods in the warehouse. The searching for or the cum-

bersome sorting of goods in the high-level racks no 

longer applies,” Wolf continues. After the loading, a 

control scan is run to check if everything that was on the 

loading list is actually on the truck. “For this reason,” 

Wolf explains proudly “the margin of error is reduced to 

an absolute minimum.”

And errors during loading can cause real problems. If 

the goods arrive overseas and do not correspond to the 

order, the customer will raise a complaint against us. 

“This is not only annoying, but costs money and adversely 

affects our reputation as a reliable industrial partner,” 

Wolf points out.

A growing number of specific characteristics must be 

observed. The logistics professional is able to name 

several examples from his own experience. “There are 

drivers who do not take load securing that seriously. 

Excuses such as ‘I'm not going to drive far’ or ‘If I drive 

slowly on the road, it won’t be a problem’ come up from 

time to time. But we, as responsible shipping agents, 

ensure that every truck leaves our factory gate in accor-

dance with the regulations. Otherwise the driver will 

not receive papers from us and cannot continue on his 

or her journey. If the truck will be crossing borders, the 

axle loads are measured. For export by truck, it is not 

only important that the truck is not overloaded, but that 

everything is properly secured according to regulations. 

The weight of the load must be distributed in such a way 

that the permissible axle loads are not exceeded.”

In special cases, the load is even photographed before 

export to have proof if any complaints arrive later.

For everything to run smoothly, Wolf must be able to 

rely fully on his employees. “The better we function as a 

team, the fewer errors occur,” he maintains. He is happy 

to be the point of contact for everyone, to steer the pro-

cesses and solve any problems that come up, whether for 

colleagues in the production area, for salespersons with 

special customer requests, or for his own team. 

Particularly exciting: Just in Time 

In general, the trucks are ordered following the receipt of 

any given order. If the truck arrives shortly thereafter, the 

loading is fast and the envisaged time frame can be met. 

However, there are also jobs which need to be shipped 

immediately after production. Close coordination 

between the departments is particularly important in 

such instances. The driver cannot wait and the production 

has to deliver at exactly the right time. In such cases, 

Jürgen Wolf will also jump onto a forklift. He not only 

has a driver's licence for this, but is also company forklift 

officer, trains the employees and is authorised to issue 

forklift licences – even throughout Europe, as he empha-

sises with a smile.

Ball player, granddad and Harley fan

His loyalty to the company has been successfully passed 

down to the older of his two daughters. After success-

fully completing her apprenticeship she has now started 

at ROWE. The avid badminton player and dog trainer 

with a training licence can’t complain about boredom in 

his leisure time either. The latest hobby of the 54-year-old 

is his grandchild. And if he wants to take a deep breath 

and relax, he heads off on his Harley Davidson and simply 

enjoys the feeling of freedom with his fellow bikers. Wolf 

knows that “teamwork not only makes work fun, but 

other aspects of life too.”
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MAIN FOCUS// FROM A-Z

Everything fits together 
RIGHT DOWN TO  

THE SMALLEST DETAIL
Everything begins with the order. Once the customer has 

placed an order, the wheels of production begin to turn. 

But there is still a long way to go until the goods are 

loaded onto the truck. 

First, the necessary containers must be provided. PALBO 

GmbH produces the smaller sizes: from the 1-litre bottle 

to the 5-litre canister. The subsidiary company of ROWE 

founded in 2010 manufactures premium containers using 

a blow-moulding process in highly modern facilities. Not 

only the content, but also the casing is of proven quality.

ROWE purchases larger canisters, barrels or IBC 

(Intermediate Bulk Container) from nearby producers from 

the region. Long-standing partnerships also ensure a par-

ticular product quality here.

The small containers and barrels are delivered in the 

required outfit with the same quality. Either in the blue 

ROWE design, in neutral colours or with the private label 

of each customer.

Everything comes together in the Bubenheim office of the 

dispatchers Joachim Ihrig and Astrid Böss. “They are a very 

important cornerstone of our company. They are respon-

sible for ensuring that all containers and packing mate-

rials arrive in a sufficient quantity in the right place at the 

right time. All this they have to plan, arrange and organise 

in close coordination with the production sites in Worms 

and Bubenheim, so that the filling can take place without 

interruption.” Ibrahim Celiktepe reports.

In the process, there is a clear separation at ROWE: All 

lubricants such as gear, engine and hydraulic oils, as well 

as greases and bio-lubricants or AdBlue, are filled at the 

new production site in Worms. Industrial oils, radiator 

and washer antifreeze ready-mix, brake fluids and care 

products are passed to the site in Bubenheim, where final 

packaging awaits.

In Worms, there are 33 mixing vessel and 12 state-of-

the-art filling systems available for this purpose. All mixing 

tanks are provided with their own connections and pipes 

to ensure a safe product separation without mixing. Many 

kilometres of pipes meet there. “This system concept has 

truly proven its worth for quality assurance,” Sebastian 

Schrod confirms.



 FROM A TO Z // MAIN FOCUS

Quality assurance at the highest level, optimal 
and lean processes, short delivery times, a 
great variety of products for every customer 
preference: goods are produced at ROWE 
according to precisely defined procedures. 
From the container to shipping & forwarding:  
a brief glimpse of highly complex processes.
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MAIN FOCUS// FROM A-Z
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 FROM A TO Z // MAIN FOCUS

If orders have come in, the machine operators order every-

thing needed for the filling system. In addition to the con-

tainers, this includes, for example, the material for the 

outer packaging and labels.

Before the actual filling process can begin, the system 

must be rinsed and prepared for production. A product 

sample is then taken and immediately tested in the lab-

oratory. Essential properties that are crucial for the prod-

uct’s quality are tested here. After a short time, the pro-

duction preparation has been completed. The filling may 

be started only once the laboratory diagnosis has been 

completed and the sample released. 

“Prior to this, a sample has already been drawn in the 

mixing area and can be compared with the laboratory test 

from the filling system. We thus always have two so-called 

‘retained samples’ from the batch, which must be identical 

and which can be used as proof of quality in the event of 

any customer complaints,” Celiktepe continues.

The containers are first moved from the inventory table 

onto the filling system. Then the actual filling is performed 

in accordance with the set parameters, and in the next 

step the bottles are automatically closed with an air-tight 

screw closure.

The next station performs the labelling. The container 

is also provided with an imprint with the date of man-

ufacture and expiry date, as well as a batch number, to 

ensure complete traceability of the product. “The retained 

samples can be clearly assigned to each product using the 

batch number. This continuous product traceability is an 

essential part of the ROWE quality assurance,” Celiktepe 

describes. 

The relevant production employees then place the com-

pletely filled containers into cartons. A visual inspection 

is also performed here. Each carton is also stamped with 

a number and provided with the item number’s item 

description and a summary of the contents.

An automatic stacker places the cartons on the pallets. The 

packing scheme can vary according to the customer’s pref-

erence. 

The pallets are moved to so-called ‘twisted wrappers’ via 

automatic guide rails. This covers the entire loaded pallet 

with a film, so that the goods can commence their journey 

without slipping.

Finally, the shrink-wrapped pallet, which is now ready for 

shipping & forwarding, is scanned and transferred to the 

transfer area with a forklift. From here, the pallet is either 

loaded directly onto the customer’s truck or is stored in the 

warehouse until a later shipping & forwarding date. 



EXTRA // STORY
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AC
BE

QUALITY IS A  
dynamic PROCESS

An engine oil must meet the specifications of automobile manufacturers.  
Yet these requirements are continuously changing.  

This is a key challenge for the quality assurance department at ROWE.

*OEM: Original Equipment 

Manufacturer,

**ACEA: Association des 

Constructeurs Européens  

d'Automobiles, the European 

Automobile Manufacturers' 

Association

1

3
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Only engine oil which has been released by automobile 

manufacturers (OEM*) can be sold on the market. This 

means keeping track of the development of manufac-

turers’ specifications on the one hand and consistently 

developing products in compliance with these require-

ments on the other. A complex process, during which the 

different departments at ROWE work hand in hand and 

which draws on substantial resources in the company.

Nils Meyer, a junior product manager, explains the 

basics: “ACEA, the European Automobile Manufacturers’ 

Association**, defines the quality of the engine oil using 

the European requirements. The nomenclature of the 

ACEA specifications describes the suitability for a par-

ticular type of engine or exhaust after-treatment. The 

letters A, B, C and E are used for this purpose. In addition, 

a number is used to characterise the oil’s performance. 

Thus, for example, A3/B3 complies with other require-

ments than A1/B1. ACEA publishes new ‘ACEA European 

Oil Sequences’ on a regular basis, with the current 

updates to the specifications. The ‘ACEA oil sequences 

for 2016’ will appear in July. Oil that complies with these 

specifications can then be used in all engines of auto-

mobile manufacturers which require this ACEA specifi-

cation.”

Once the new specifications are available, the existing 

oils are then tested to check if they still comply with the 

new requirements. If they do not, the formulations must 

then be adapted, or completely new products must be 

developed.

The great advantage of the ACEA specifications for 

lubricant manufacturers is the fact that an engine oil that 

complies with this and that has passed the necessary tests 

can be used for units from various vehicle manufacturers. 

The development costs are then spread across a larger 

production volume. For every new product developed, 

several tests must be completed before any oil can be 

declared compliant with the appropriate specifications 

and sold on the market. Several hundred thousand euros 

can be spent in the process.

 OEMS VERSUS ACEA? 

The ACEA specifications are based, as the name implies, 

on a harmonisation process of the OEMs. And this process 

takes time. The general conditions that the automobile 

industry must meet are changing at an alarming rate; 

the emission limit values are decreasing and the cost 

pressure is increasing. To simultaneously meet the stat-

utory requirements and to remain a strong contender in 

the competition, the automobile industry exploits all pos-

sibilities. The catchword here is downsizing. Lubricants as 

machine elements have become an increasing focus in the 

past years as a result of the need to build small engines 

with a higher level of performance and efficiency. A 

smaller quantity of oil is expected to perform consid-

erably better. The requirements have increased signifi-

cantly as a result.

This is reflected, among other things, in the fact that 

several automobile manufacturers have developed 

their own engine oil specifications in addition to the 

general ACEA standards. These oil manufacturers grant a 

so-called ‘manufacturer approval’ after the tested oil has 

passed these special tests. In Europe alone, according to 

industry estimates, there are 17 new engine tests, all of 

which are far more stringent than earlier engine tests.

“This is a real challenge for us,” Mayer goes on to say. 

“While many foreign manufacturers require for their 

engines oils that meet the ACEA specifications, we are 

faced, especially in the case of leading German but also 

European OEMs, with in-house specifications and testing 

requirements.” The development department is often 

required on such occasions. The complexity and the costs 

continue to rise here. Research and product formulation 

therefore play an increasingly important role at ROWE 

and are a fundamental part of quality assurance and 

competitiveness.
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CATEGORY // SUBJECT

‘Made in Germany’ 
A STRONG ARGUMENT

Interesting conversations, specialist trade visitors from many countries, 
new contacts and a high-quality trade fair event: the Automechanika 

in Dubai was an outstanding success for ROWE.

Planning for the Automechanika in Dubai 

started months ahead of time. And the effort 

was worth it. Set against the stunning large-

screen display of a moving BMW M6 GT3, which 

was driving for ROWE RACING, the ROWE trade 

fair team welcomed specialist trade visitors 

from the Gulf States, West Asia, Eastern 

Europe, CIS and North Africa from 

the 8th to the 10th of May.

By the end of the trade fair, 

all of the 200 business cards 

which the ROWE export 

manager Mohamed Hamdoun 

took with him to Dubai had 

been handed out. He and his two 

colleagues, Jennifer Molzan and 

Nicolai Sablowski, had full schedules. 

After putting in nine hours a day at the trade 

fair, they also spent time with their customers 

and partners in the evenings. “Personal contacts 

cannot be built up during trade fair discussions 

lasting a few minutes. And the desire to get to 

know each other better was important for both 

parties,” Hamdoun reports.

The list of nationalities that streamed by the 

ROWE exhibition stand grew increasingly longer 

over the three trade fair days. The visitors were 

from Kuwait, Bahrain, Saudi Arabia, Qatar, 

the United Arab Emirates and Oman, all of the 

so-called ‘GCC Countries’, or Gulf states, 

and from Syria, Iraq, Iran, Egypt, 

Morocco and Algeria.

‘Made in Germany’ enjoys a 

high degree of popularity in 

all of these countries. “It is a 

synonym for a high level of 

quality and reliable partner-

ships,” says Hamdoun, who is 

very familiar with the expecta-

tions and perceptions of the people 

of this region.

Immediately after the trade fair got underway, 

a special highlight for the ROWE team was 

the visit by the Chairman of the Board and 

Managing Director of the Roads and Transport 

Authority in Dubai, Mattar Al Tayer, to the exhi-

bition stand.

EVENTS // AUTOMECHANIKA TRADE FAIR IN DUBAI
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ROWE is no longer an unknown 

entity in Dubai – thanks to the 

collaboration and ongoing 

work of many years. Little by 

little, it was possible to tap 

into the regional economies, 

and the interest in the Worms 

lubricant specialists grew as 

steadily as the good business 

contacts with many important 

partners.

Among these are dealers who have 

specialised in vehicle spare parts and are 

looking for suitable products that coincide 

with their product range, and oil traders on the lookout 

for new partners and partnerships with German com-

panies. These also include investors who wish to tap into 

the opportunities afforded by new sectors.

Large companies, for example in the transport sector, are 

a customer base that offers exciting perspectives. “Such a 

logistician sometimes has over 1,000 trucks on the road, 

so its own requirements are enormous,” Hamdoun con-

tinues as he describes this target group and explains a 

further characteristic. “Furthermore, a lot is organised in 

large family clans in these countries. In addition to their 

own requirements, the CEOs always see the possibility 

to market products in the company of their 

relatives, and thus set up a new business 

unit. Once you have your foot in the 

door, sales volumes can be high. 

Our business partners are always 

seeking direct contact. They want 

to get to know their suppliers 

personally and do not want be 

supplied from another second 

party.”

This is why ROWE presented its 

entire range of products in 

Dubai: the entire automotive 

range of products, industrial 

oils, greases, gear oils, as well 

as specialist products for agri-

cultural and construction 

machinery, bio-lubricants, the 

new HIGHTEC ANTIFREEZE 

series and AdBlue.

The effort proved worthwhile, 

and the quality of the specialist 

trade visitors was once again sig-

nifi cantly better than in previous years. 

Mohamed Hamdoun also ascribes this to the new trade 

fair set-up at the Automechanika in Dubai. “Last year, all 

of the German companies were put together in one hall. 

In 2016, the exhibitionists were separated by industry 

sector. Primarily oil suppliers could be found in one hall, 

while in the other hall the focus was on vehicle parts. 

The visitors could thus orientate themselves towards their 

target products. Our guests did not fi nd us merely by 

chance, but rather were specifi cally looking for lubricant 

contacts.”

In this way, it was also easy to judge who plays a role 

in this market and how the companies are 

positioned to compete. For Hamdoun 

it is clear: “ROWE and Dubai: the 

two belong together!” In 2016, 

ROWE was once again able to 

signifi cantly expand its market 

presence in the region. “We 

will defi nitely participate in the 

next Automechanika in Dubai,” 

Hamdoun says.

TRADE FAIR AUTOMECHANIKA IN DUBAI // EVENTS



22 | JULY 2016 ROWE INSIDE

CATEGORY // SUBJECT

ROWE in Mexico
ROWE showed its colours in an exciting growth market at 

the Automechanika trade fair in Mexico City

The INA PAACE Automechanika in Mexico City 

is considered an important international trade 

fair for the automobile industry in Latin America. 

More than 500 exhibitors from around the world 

met here in the PANAMEX Centre with over 

20,000 decision-makers and specialist trade vis-

itors. And with them the German lubricant spe-

cialist ROWE.

The three from the ROWE team, Jennifer Molzan, 

Michael Matias and Jorge Bekris (Sales Manager 

Latin America), had their hands full giving advice 

to the many visitors from the 13th to 15th of 

April. “Among the visitors were distributors, 

mechanics, workshop operators and numerous 

end consumers,” Matias recalls. The end cus-

tomers in Mexico were interesting clientele for 

ROWE, which is looking to strengthen its position 

in the Latin American market. 

The main focus of the trade fair was on the auto-

motive aftermarket in particular. “The Mexicans 

were very interested in German products. There 

were many and long consultations at the exhi-

bition stand. Of particular note is the interest in 

our ‘specialities’, such as automatic transmission 

fl uids,” Matias explains.

Even the Latin American fl air did not come off 

badly at the trade fair. On the fi rst day a mariachi 

band paraded through the grounds, spreading 

good cheer and keeping the participants and 

exhibitors in high spirits throughout the day. “In 

such an atmosphere it is much easier to establish 

contact with customers,” Matias laughs.

He is sure: Latin and South America is a key 

market in the future. Looking at the population 

of over 570 million people alone, the magnitude 

of the potential benefi ts which lie in this region 

becomes clear. The focus for ROWE is primarily on 

Mexico and Brazil.

A similar trade fair will also be held in Mexico 

in the coming year. Whether it will be the 

Automechanika again is not yet certain. ROWE 

will, however, defi nitely use the opportunity to 

create direct contacts with new partners.

EVENTS // AUTOMECHANIKA TRADE FAIR

With 150 international exhibitors, the fi rst-ever Automechanika Jeddah in 2016 was nearly fully 

booked. From the 26th to 28th of January, ROWE also presented its range of products at the trade fair 

in Saudi Arabia specifi cally geared towards the automotive aftermarket. ROWE was one of the fi rst 

companies in Germany to decide to participate in the trade fair. This was rewarded with a very suc-

cessful exhibition with numerous new contacts with Saudi Arabian companies.

“Due to the positive response, we will certainly be setting up an exhibition stand at the next 

Automechanika Jeddah too,” sums up Export Manager Mohamed Hamdoun.

ROWE at the premiere for 
the Automechanika Jeddah
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GUESS AND WIN
‘Did you know’ in a different way and a little tongue-in-cheek. Test your knowledge and increase your 
attention span through training. The ROWE INSIDE editorial staff hopes that you will enjoy the quiz.

A    A well-known rock band;

B    Flu medication containing vitamin C;

C     The abbreviation for the European Automobile 

Manufacturers' Association.

 What do the four letters ACEA stand for?

A    20 million tons;

B    36 million tons;

C    42 million tons.

 How high was the global demand for lubricants in 2015?

A    For a novel cleaning agent; 

B     For a motorsport racing series for vehicles from 

the GT3 class; 

C     For a climb to the summit of an almost 5,000-

metre-high Alpine peak.

 What does ‘Blancpain Endurance Series’ stand for?

A    The Symphonic Accordion Orchestra in Hesse;

B    A woven garment for men;

C     A storage container for bulk goods made of 

fabric.

 What is SAkkOH?

 What is AdBlue?

A    An urea solution used to clean exhaust gas;

B    A sky-blue colouring agent;

C     A form of vocal and instrumental music 

from the US.

How high was the global demand for lubricants in 2015?

     For a motorsport racing series for vehicles from 

     For a climb to the summit of an almost 5,000-

What does ‘Blancpain Endurance Series’ stand for?

    An urea solution used to clean exhaust gas;

     A form of vocal and instrumental music 

Send your solution to info@rowe.marketing with the 

subject line ‘INSIDE4 competition’ and stand a chance 

of winning a ROWE RACING raincoat. Entry deadline: 

30.09.2016
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Coming soon J.P. Kraemer on site at ROWEComing soon

EXTRA // THE MAKING OF
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The video ‘Which engine oil?’  
from JP Performance GmbH on Youtube.   

View the media clip here:

A day of shooting with the

ROWE team in Dortmund
Testing of ROWE products: 

two small experiments to test the oil quality
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World trade 
 is weakening

Mr Kosel, you have a good overview 

of trends in the market – not only 

as a sales manager at ROWE, 

but also as a spokesman for the 

UNITI lubricant committee. What 

is your general assessment?

Immo Kosel: Since the 2009 crisis, 

the lubricant sales in Germany have 

stabilised at a volume in excess 

of one million tons. Although a 

minimal drop in demand was seen 

in 2015 over the previous year 

according to data from the German 

Federal Office of Economics and 

Export Control (BAFA), this did not 

in any way change the size of the 

domestic market for lubricants. 

What were the deter-

mining factors in 2015?

Immo Kosel: On the one hand, 

the lubricant sales largely depend 

on the general economic devel-

opment. According to calculations 

by the Federal Statistical Office, 

the gross domestic product was 1.7 

percent higher on an annual average 

in 2015 over the previous year. It is 

also important to note that despite 

economic growth, the demand for 

lubricants has not risen, which is 

why we have to assume that the 

demand in the domestic market is 

not likely to increase considerably. 

In addition, we have experienced a 

fall in prices in the international oil 

markets in the past year, which had 

never before been anticipated in this 

magnitude. Given the world market 

situation, it is generally not expected 

that the prices will rise again rapidly. 

We still have an oversupply of about 

two million barrels per day and there 

is still no sign of an overall cap on 

the output quantities. However, 

crude oil prices are still failing to 

have a direct impact on the lubricant 

prices, as is the case in the middle 

distillate range (heating oil, diesel).

Can the lubricant industry still 

benefit from favourable oil prices? 

Immo Kosel: Of course. Here, there 

are a number of aspects. This situ-

ation is certainly looking positive 

for European countries and, in par-

ticular, for the German domestic 

economy, which imports energy to 

a large extent. However, there is a 

shortfall in revenue in the producing 

countries. Here, investments in both 

oil production as well as in other 

branches of trade are stagnating. 

For the lubricant industry, the stag-

nating growth in these regions 

means less overall demand in an 

increasingly important export 

business in the long term. Bearing 

in mind that the global lubricant 

market has sold around 36 million 

tons since 2007, this may quickly 

lead to a collapse, particularly if 

growth in the Asian and Pacific 

region, which is driven by spe-

cific factors, becomes sluggish.

According to a recent study by 

the credit insurer Euler Hermes, 

world trade is expected to grow 

by only 2.8 percent in 2016 

and by 3 percent in 2017. This 

is around half of the average 

growth rates of 6 percent 

between 2000 and 2010.

“The geopolitical risks continue 

to remain high,” concludes 

Ludovic Subran, Chief Economist 

at Euler Hermes. In addition, 

there is strong volatility, prices 

for raw materials have hit rock 

bottom and the newly indus-

trialised countries are suf-

fering from the ‘China flu’. “In 

many markets, uncertainty is 

increasing and, for the first time, 

we are expecting an increase in 

global corporate bankruptcies by 

1 percent due to recent devel-

opments in 2016,” Subran con-

tinues.

Newly industrialised coun-

tries and several other states 

remain very vulnerable to eco-

nomic upheavals in 2016 as well, 

according to Euler Hermes. Thus, 

for example, the ‘BRuNTS’ coun-

tries: Brazil, Russia, Nigeria, 

Turkey and South Africa, are 

facing tighter external financing 

conditions, currency devalua-

tions and difficult political deci-

sions. Reasons for this are per-

sistent low revenues from the 

sale of raw materials, the weak-

ening economy in China, and US 

monetary policy. 

Challenges  
IN THE GLOBAL ECONOMY

ROWE INSIDE spoke with ROWE sales manager  
Immo Kosel about his expectations for the lubricant busi-
ness in 2016 and about market developments in general: 

he painted a differentiated picture of the industry.
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Is there still a sign of growth potential 

in the lubricant sector?

Immo Kosel: To answer this, it is important to clearly 

differentiate and to consider the very different 

dynamics in the markets. In any event, the prospects 

in the export business are better than those in the 

domestic market. Whilst Europe and North America 

are showing hardly any potential, India and China con-

tinue to post record growth. The double-digit growth 

rates in the largest lubricant market in the world have 

been gratifying over the 

past years. Although the 

Chinese economy is now ‘only’ 

achieving growth of 5 percent, 

this is nevertheless stable growth and exceed-

ingly interesting to lubricant manufacturers.

In addition, it is exciting to analyse in which areas 

demand is rising and in which areas it is not. 

Thus the demand for engine oils and ATF – that 

is, Automatic Transmission Fluids – was higher 

than in 2014, because there is an increasing trend 

towards automatic transmissions in the automobile 

industry. We are seeing similar trends for the met-

al-working fluids, which have benefited from the 

good economic development in Germany in 2015.

Yet there are also conflicting trends. Although we 

expect the number of cars in the world to double 

to 1.2 billion by 2025, fuel economy and downsizing 

effects, as well as other technological measures, 

where vehicle manufacturers have to react to more 

stringent environmental specifications, will simul-

taneously lead to lower lubricant consumption per 

vehicle. Similar arguments hold true for other sectors: 

The trend towards more performance using a smaller 

quantity of lubricant can be observed everywhere.

Which statutory framework conditions 

were particularly affected in 2015?

Immo Kosel: Firstly, the implementation of the 

European Regulation on Registration, Evaluation, 

Authorisation and Restriction of Chemicals (REACH) and 

the classification and labelling of chemicals according 

to the Globally Harmonised System (GHS). In addition, 

export restrictions as a result of individual releases 

and individual audits, which some countries insist on 

per delivery. Furthermore, in addition to the delivery 

documents, certificates are requested from neutral 

UNITI FORECAST FOR INLAND DELIVERIES  
OF LUBRICANTS FOR THE YEAR 2016

Grade group  Actual 
2015 

BAFA 
in t

UNITI  
forecast 

2016
in t

Forecast  
2015 – 

2016
in %

Engine oils 283,674 298,000 5.05%

Compressor oils 8,075 7,800 -3.41%

Turbine oils 2,592 2,100 -18.98%

Gear oils for motor vehicles 42,896 42,000 -2.09%

Gear oils for automatic 
transmission fluids

44,322 45,200 1.98%

Gear oils for the industry 30,017 28,600 -4.72%

Hydraulic oils 118,996 117,000 -1.68%

Electrical insulating oils 18,232 21,000 15.18%

Machine oils 40,375 40,600 0.56%

Other industrial oils not 
used for lubrication

52,926 47,400 -10.44%

Process oils 171,071 162,500 -5.01%

Metal processing oils: 66,829 69,500 4.00%

Lubricating greases 29,515 28,900 -2.08%

Subtotal 909,520 910,600 0.12%

Base oils 146,601 145,500 -0.75%

Extracts from the refining 
of lubricating oil

8,763 9,000 2.70%

Total 1,064,884 1,065,100 0.02%

Source: UNITI
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institutions. The countries not only wish to protect 

themselves against bad products, but are also prac-

tising economic protectionism to improve the com-

petitive position of their own domestic companies.

Do you rate additional environmental specifications as 

being positive or negative for lubricant manufacturers?

Immo Kosel: I believe that the positive effect outweighs 

the negative. The fill quantity in vehicles is definitely 

decreasing, but new sectors are also being added. Take, 

for example, the many newly installed wind turbines on 

land and at sea. Without the right oil, there would be 

no wind power. In addition, lubricants have become an 

indispensable design element for meeting the emission 

requirements. We are constantly working on new for-

mulations to lower viscosities in all areas and to develop 

bio-lubricants and products based on new raw materials.

It is therefore incorrect to put the mineral oil industry 

and, in particular, lubricant companies in a bad light. The 

better our products work, the lower the pollutant emis-

sions from the units in which they are used, whether in 

vehicles or in machines. The subject of sustainability is 

firmly established within our corporate culture and our 

marketing image complies with the ever - increasing 

environmental consciousness of our customers.

Will the German lubrication industry also 

be in a good position in 2016?

Immo Kosel: The current UNITI sales forecast antici-

pates modest growth in the domestic lubricant market. 

Overall I also believe in an upward trend. The market 

has potential around the world. Replacement purchases 

and an increased stock of cars with automatic trans-

missions are of great importance. All is not rosy in the 

capital goods industry right now, and the global demand 

for hydraulic oils, for instance, is not likely to increase. 

Still, I anticipate a stable or even a slight increase in 

demand for lubricants overall. This is a good starting 

position for German manufacturers, even if the ben-

efits are not considered commensurate with the costs. 

Medium-sized lubricant companies in particular 

can benefit from the market development and 

hold their own against the competition with high-

quality speciality products. I primarily see geo-

political problems such as sanctions as a risk 

that may place a burden on our business.

What specific outlook do you see for ROWE?

Immo Kosel: We have continued our positive devel-

opment over the past year and were able to increase 

both sales and tonnage. At the same time we have 

increased our commitment to international markets. 

This process will continue seamlessly in 2016. The export 

share will continue to rise at ROWE. Our colleagues from 

our sales department are already active in more than 

60 countries around the world. Examples of this are the 

numerous trade fair appearances around the globe and 

the many visits of foreign partners. Time and again they 

demonstrate that intensive personal contacts are the 

be-all and end-all of successful joint business ventures 

and that good human interaction knows no borders. 

With new speciality products such as our gas engine 

oils and the expansion of our range of products to 

include lubricating greases or AdBlue, we can meet 

the demand of our domestic and international cus-

tomers more extensively and on a needs-driven basis.

I am therefore very optimistic that ROWE can 

benefit from the opportunities offered by the 

market – and there are certainly enough of them!

Thank you for speaking with us!

DEVELOPMENT OF THE REFINERY CAPACITY FOR BASE OILS

Capacity in 2009 2015

Group I Group I Group III Total Group I Group I Group III Total

Western Europe  6,176,000 259,000 445,000 6,880,000 5,764,000 451,000 988,000 7,203,000

Central & Eastern 
Europe

6,205,000 172,000 6,377,000 4,350,500 160,700 229,000 4,740,200

Middle East 2,370,000 2,370,000 2,082,000 300,000 1,472,000 3,854,000

Africa 1,075,000 1,075,000 934,000 934,000

Total 15,826,000 431,000 445,000 16,702,000 13,130,500 911,700 2,689,000 16,731,200

Information in metric tons, Source: LUBES’n‘GREASES
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EVENTS // SUMMER FESTIVAL // BASF COMPANY CUP

Fun for young and old at the second 
ROWE summer festival at the Worms site

This year’s ROWE summer festival took place against 

the backdrop of the European Football Championship. 

The ROWE trainees had come up with quite a few ideas 

for the event. Each of them took on certain tasks, from 

set-up to catering and souvenir photos. And there were 

several beautiful designs: Close to 200 employees spent a 

fun-fi lled day together with their families on the Worms 

company premises on the 18th of June. Whether a goal-

shooting contest, football jumping castle or an oversized 

foosball table: there was something for everyone and 

many used the day to chat with colleagues away from the 

day-to-day grind.

Even the weather held up reasonably well and allowed 

the participants at the ROWE event to bask in the 

warming rays of the sun. All in all a beautiful day which 

passed by far too quickly.

Enthusiastic ROWE runners at the BASF COMPANY CUP
It was to miss the ROWE jerseys at the BASF COMPANY 

CUP on 8 June 2016. With more than 16,000 participants, 

the annual event at the Hockenheimring is the largest 

company run in the Rhine-Neckar metropolitan area and 

one of the highest-turnout company runs in Germany. 

Runners, inline skaters and Nordic walkers can master the 

legendary 4.8-kilometer Formula 1 Grand Prix round track 

either alone or in a company team and then celebrate 

together in the paddock.

Working together 
CELEBRATING TOGETHER
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     ROWE RACING 
BETWEEN ELATION & TREPIDATION

Weather chaos, collision and then the 
engine wouldn’t start...

ROWE RACING with the best BMW at the 44th ADAC 

Zurich 24h race at the Nürburgring

ROWE RACING took a very good fifth place in the 24-hour 

debut for the new BMW M6 GT3 at the Nürburgring. In a 

spectacular race with a three-hour break due to a storm, 

# 23 car of the team from St. Ingbert with four of BMW’s 

official drivers Dirk Werner from Germany, Maxime Martin 

from Belgium, Alexander Sims from Great Britain and 

Philipp Eng from Austria was not only the BMW vehicle 

coming in first, but also the best non-Mercedes. A small 

problem prevented a potentially even better result after 

the restart, when the engine would not start, costing Eng 

a lot of time and forfeiting his place. After that, however, 

the car ran without much difficulty until the end of the 

race, and the ROWE RACING quartet pushed into fifth 

place at the 44th ADAC Zurich 24h race.

By contrast, the race ended early for sister car #22 and 

the German Klaus Graf, the Dutchman Nicky Catsburg, 

the Briton Richard Westbrook and the Finn Markus 

Palttala in the cockpit at around 4.00 am, after Graf suf-

fered a violent collision while overtaking. The ROWE 

pillar remained unharmed in the process.

Graf and Palttala were among the principal performers 

in the turbulent early stage of the race. But after just 50 

minutes of driving, a violent storm washed all the plans 

away. Following a downpour of torrents of rain and hail-

stones, dozens of vehicles slipped helplessly on the race 

track, which in places was covered with a layer of white 

hail. GT racers with more than 500 horsepower could 

no longer drive up the slopes on the northern loop with 

their smooth tread tyres; within seconds, the race track 

was turned into a car park. The race organisers responded 

to the chaos by suspending the race for three hours.

Klaus Graf was among the victims of the downpour, as 

Blancpain GT 

Series: Misano 

2016. More on 

page 32.
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he slipped off the track into a crash barrier and slightly 

damaged the car. After the quartet had once more 

brought itself within reach of the top 10 during the 

night, Graf’s collision with another vehicle he was trying 

to overtake ended the catch-up race.

At the new start, BMW’s official driver Philipp Eng from 

Austria, who had taken over car #23 from Dirk Werner, 

was caught unprepared. He dropped from 11th to 74th 

place overall because his engine initially did not want to 

start and was only brought back to life by mechanics who 

rushed to his aid.

The ROWE RACING team boss 

Hans-Peter Naundorf was still very 

satisfied. “We managed to get the 

new BMW M6 GT3 to the finish 

line during its first 24-hour race 

and, apart from four Mercedes, 

had the best vehicle out of all 

other manufacturers in the 

process; and we achieved this despite all of the setbacks 

and although we disassembled and reassembled our cars 

dozens of times this weekend. True enough to the saying, 

‘coulda, woulda, shoulda’, we might have accomplished 

more if not for that bad luck during the restart. But that 

is racing. My thanks go to our entire squad, our drivers 

and our partner BMW Motorsport for the outstanding 

collaboration this weekend.”

Of course I would have liked to have secured a place a 

bit closer to the frontrunners," said ROWE RACING driver 

An eventful start to the 2016 racing year and a season 
highpoint fraught with tension at the Nürburgring 
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Maxime Martin. The team now wants to keep working 

hard in order to do even better in 2017. In any event, the 

BMW M6 GT3 defi nitely has potential.

ROWE RACING has achieved success at 
the Blancpain Endurance Series

ROWE RACING celebrates its podium position at the pre-

lude to the Blancpain Sprint Series in Misano

ROWE RACING has just celebrated a podium fi nish in its 

debut in the Blancpain Sprint Series. Both of the BMW 

offi cial drivers, Philipp Eng from Austria and Alexander 

Sims from Great Britain, fi nished in third place in the 

BMW M6 GT3 after a hard-fought race at the season 

opener in Misano and bestowed the fi rst trophies of 

the season upon the team from St. Ingbert in its fi rst 

appearance ever on the 4.2-kilometre Misano World 

Circuit Marco Simoncelli, not far from Rimini on Italy's 

Adriatic coast.

Hard-fought fourth place during the Blancpain Endurance 

race in Silverstone: almost like a win

On Whitsunday, ROWE RACING celebrated their fourth 

place fi nish at the Blancpain GT Series Endurance Cup 

on the British Grand Prix circuit at Silverstone like a win. 

The BMW DTM driver Maxime Martin from Belgium 

was called in at short notice for BMW’s offi cial driver 

Dirk Wernser, who was actually supposed to drive but 

had fallen ill. Martin battled alongside the two regular 

drivers, Alexander Sims from Great Britain and Philipp 

Eng from Austria, in the BMW M6 GT3 with#99 for a 

top place, although the team from St. Ingbert actually 

wanted to take the vehicle out of the race after only 13 

of the 83 rounds of the three-hour race due to a gear 

failure.

Yet the drivers, who had achieved grid position three 

during qualifying, adapted themselves perfectly to the 

diffi cult conditions. Philipp Eng was even able to capture 

fourth place from the Dutchman Indy Dontje after a 

safety car phase in the last 20 minutes and to successfully 

defend this position to the fi nish line without buckling 

under the pressure. Sims and Eng, with 33 points, 

are now in sixth place in the overall standings of the 

Blancpain GT Series.

The same safety car phase cost BMW’S offi cial driver 

Klingmann from Germany and the two Dutchmen Nick 

Catsburg and Stef Dusseldorp in the sister car with the 

#98 their place in the top 10. After all of the vehicles had 

returned to the starting line, the trio lost their lead over 

their pursuers and fell from ninth to twelfth place by the 

end of the race.

The ROWE RACING team boss Hans-Peter Naundorf was 

still ‘extremely satisfi ed’’ with the outcome. “This fourth 

place is like a win for us, because after 13 laps we had 

already begun to think that we would never fi nish the 

race at all. The boys could only drive the car using the 

upper gears and we actually wanted to give up. But then 

our drivers braced themselves and did a great job for two 

and a half hours under these diffi cult conditions.”
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BLANCPAIN GT SERIES 2016 // IMPORTANT DATES AT A GLANCE

28.-31.07.2016 Blancpain GT Series – Total 24 Hours of Spa
26.-28.08.2016 Blancpain GT Series – Budapest – Sprint

17.-18.09.2016 Blancpain GT Series – Nürburgring – Endurance 3 hours
1.-2.10.2016 Blancpain GT Series – Barcelona – Sprint
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... is required as a fuel additive 
(post-combustion) in diesel-
powered vehicles equipped 

with SCR technology;

... converts harmful nitrogen 
oxides almost entirely 

into water vapour and 
atmospheric nitrogen;

... consists of 32.5 percent highly 
purifi ed urea and 67.5 percent 

demineralised water;

... freezes at minus 11.5°C 
and must therefore in Central 

Europe be protected from frost;

... is not classifi ed under 
transport law as a dangerous 

material. However, skin contact 
or spills damage (on the vehicle, 
for example) should be avoided.

AdBlue
ADMIXTURE WITH POTENTIAL

 The demand for AdBlue is increasing 

rapidly due to the exhaust emission stan-

dard Euro 6. ROWE can benefi t from this 

market development with the new fi lling 

system in Worms. 
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AdBlue // DID YOU KNOW?

What is now normal for trucks has also become man-

datory for new passenger cars since the introduction of 

the exhaust emission standard Euro 6: Cleaning exhaust 

gas using Selective Catalytic Reduction (SCR). For this, 

AdBlue is required: an aqueous urea solution sprayed in 

a controlled manner into the exhaust gas fl ow through a 

nitrogen oxide catalyst. 

The Association for the Automobile Industry (VDA) 

expects the German group brands to double to more 

than 22 million cars and light commercial vehicles with 

SCR systems in the EU by 2020 alone. Then there are the 

SCR-equipped brands from foreign car manufacturers.

An enormous increase in the demand for AdBlue is thus 

expected in the coming years. At the same time, the 

number of diesel drivers who need to refuel with AdBlue 

between service intervals outside of the workshop will 

rise, as the size of the additional tanks in vehicles has 

become much smaller in recent models. With an AdBlue 

consumption of 0.8 to 1.5 litre per 1000 km – the details 

can vary and sometimes exceed these values – an AdBlue 

refuelling is suffi cient for 10,000 to 15,000 kilometres, 

depending on the fuel consumption and the tank size.

Infrastructure must be provided

The consequence: since a new diesel vehicle with an 

empty AdBlue tank refuses to run, a comprehensive 

supply structure for the additive is needed. Developments 

around trucks show the way ahead. The truck drivers 

can refuel with AdBlue at fuel pumps next to the diesel 

fuel pumps. These fuel pumps, however, are not suitable 

for passenger cars. To achieve a similar situation which 

is also comfortable for the driver of a passenger car, the 

fi lling stations must be retrofi tted with new fuel pumps 

from one end of the country to the other and, as a rule, 

with AdBlue tanks. But it will still take some time before 

this actually happens. Until then, the bottle or canister is 

often the only way for the passenger car driver to supply 

the vehicle with AdBlue. And even then this poses a 

problem for many stations, as fi eld reports have shown. 

Yet the demand is increasing and calls for solutions.

ROWE as an effi cient supplier

For ROWE, this demand trend was the main reason to 

establish a new business segment. “The fi rst trigger was 

a request by BASF from 2014 as to whether we could 

provide fi lling options for AdBlue,” Dr Thomas Nießen 

(Head of Production / Shipping & Forwarding) recalls. 

This was initially implemented at the business location in 

Bubenheim. “In 2015, we decided to relocate the AdBlue 

fi lling line to Worms” Nießen continued. Here, ROWE 

created higher storage capacities at the same time with 

two new frost-proof steel storage tanks standing in the 

hall, each having a volume of 60,000 litres.

The AdBlue fi lling line in Hall 1 consists of a quadruple 

fi lling machine from the company ITEC for container 

sizes ranging from 2 to 20 litres. The facility is equipped 

with a linear sealer with an automatic end-cap feeder, 

a labeller and an automatic stacker for 10 and 20 litre 

AdBlue canisters. The containers, which are stacked on 

pallets, are fed via a conveyor belt system into a fully 

automatic wrapping machine. Added to this was a fi lling 

system from the same manufacturer for the barrelled and 

IBC goods. Small 2- and 5-litre containers can be packed 

in a carton and delivered to the customer. There are two 

packing stations with a fully automatic carton sealer for 

this purpose. 

After initially moving the fi lling line for smaller container 

sizes of up to 20 litres to Worms in October 2015, the IBC 

and barrel-fi lling lines were relocated at the end of the 

year. 

Successful in the market

“Special demands are placed on the materials when han-

dling urea solutions. AdBlue requires a high purity and 

allows very little contamination by metal cations. The 

typical non-ferrous metals are therefore not usable, 

which is why all parts coming into contact with the 

product must be manufactured in a fi lling system made 

of stainless steel,” Nießen reports.

Yet the effort proved worthwhile. To develop the 

business segment ROWE uses various channels. Firstly, the 

existing mineral oil traders which collaborate with ROWE 

have AdBlue in their product portfolio. In addition, since 

the more stringent standards are constantly pushing up 

the demand, car parts suppliers have begun comple-

menting their ROWE range of products with AdBlue. 

All partners who do not yet stock the product are being 

actively approached. As a result of the growing number 

of new Euro 6 diesel passenger cars, the AdBlue business 

is becoming more attractive.

By expanding its storage and fi lling capacities, ROWE is 

now in a position to provide private label fi lling systems 

to other suppliers.



36 | JULY 2016 ROWE INSIDE

EXTRA // FROM THE COMPANY

THE YOUNGEST ADDITION TO THE 
ROWE family

We are currently tackling the development of the brand image in Romania.



  ROWE INSIDE JULY 2016 | 37

FROM THE COMPANY  // EXTRA

A five-member ROWE team is now working on further 

expanding the market, which, straddling central and 

southeastern Europe, offers many interesting prospects. 

Romania has around 240,000 square kilometres and a pop-

ulation of nearly 21 million. With 1.9 million inhabitants, 

the capital city, Bucharest, is the sixth-largest city in the EU.

From here, and directly in the regions, the ROWE sales-

persons are expanding the business and supporting an 

extensive distribution network of regional wholesalers. 

Around 70 percent of the sales volume are being handled 

here. The rest of the territory is supplied by direct selling.

The main customers for ROWE in Romania are found in 

agriculture, in the transport sector, and in the building 

industry. 

“The main objective is not only good sales revenues, but 

also the constant improvement in the presentation of the 

ROWE brand throughout the country,” Michael Matias, 

Managing Director of ROWE Romania, reports. “To this 

end, we have started several advertising campaigns in 

2016.” ROWE participates in local agricultural trade fairs 

in order to directly address one of the most important 

target groups. Following on from the positive experiences 

in Germany, a successful national rally team is also being 

sponsored and was already able to finish in one of the 

top five places in mid-season.

“At the same time,” Matias continues, “we are involved in 

social events with a large number of participants and spec-

tators, such as the bicycle competition BT Faget in Cluj.”

Matias is optimistic. “The more successful we are in devel-

oping a strong image of the ROWE brand, the more suc-

cessful we will be in the market. It is therefore important 

that ROWE is visible everywhere and imprinted in the 

minds of people. This is how we will succeed in gaining 

a leading position among the 400 competitors. The pros-

pects are looking good; we have a solid starting basis and 

we will make use of it.”

At the end of June, the lubricant spe-

cialist in Worms got off to a flying start 

with the launch of a further division 

of its international business: ROWE 

Romania. By the end of 2015 the 

company based in Germany had suc-

ceeded in generating a sales volume of 

around 170,000 litres on the Romanian 

market. In the first half of 2016, this 

sales volume doubled again.



CATEGORY // SUBJECT

Andi Böcherer
OUR NEW STRONG MAN IN THE TEAM
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After the overall victory in 2015, 

ROWE triathlete also wins the 

Ironman 70.3 competition in St. 

Pölten in 2016.

May 22, radiant sunshine, the 

tenth running of ‘Ironman 70.3 St. 

Pölten’: Austria's longest half-dis-

tance Triathlon (1.9 km of swimming, 

90 kilometres of cycling and 21 km 

of running) has begun. After an 

exciting country triathlon between 

Austria, Germany and Switzerland, 

the defending champion Andreas 

Böcherer, dressed in a ROWE jersey, 

was once again unbeatable in the 

men’s division. The triathlete, who 

was born in Freiburg, can already 

look back on several international 

achievements and was also in the 

lead on the 90-kilometre bike track 

in St. Pölten after 60 kilometres. 

But the other participants began to 

catch up. Both of his competitors 

Rudi Wild (CH) and Paul Reitmauer 

(AUT) came dangerously close. 

Spurred on, the last year’s winner 

was able to push ahead in the last 30 

kilometres by three minutes.

This reserve proved very useful in 

the final half-marathon through St. 

Pölten, after his lead over his com-

petitors had fallen slightly to 2:37 

minutes. The triathlete, unperturbed, 

was still able to finish the race 

and win with a lead of almost two 

minutes, thanks to his steady perfor-

mance and the cheering spectators 

lining the route. ROWE congratulates 

Andi Böcherer on his great wins in St. 

Pölten, at the 30th EJOT Triathlon in 

Buschhütten, and at the Challenge 

Fuerteventura.

ANDI BÖCHERER
Born: 6.04.1983 in 

Freiburg im Breisgau
Height: 182 cm
Weight: 71 kg

Occupation/Training: 
Bachelor degree in 

Mathematics

GREATEST ACHIEVEMENTS
Ironman 70.3 European Champion 2011

8th place Ironman Hawaii 2011

6 Ironman 70.3 wins:  
Switzerland, Wiesbaden, Cancun,  

Cozumel, Aix-En-Provence, St. Pölten

Personal best time in an Ironman race:  
8.03 Frankfurt 2015

Hawaii finishes 3

Ironman finishes 10

The next highlight is the Mainova IRONMAN 

European Championship in Frankfurt. You can 

find all you need to know about the competition 

in the sports news at www.rowe.com.de.
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TRIATHLON & SQUASH // SPORT

WELL-
POSITIONED:  
THE ROWE 

TRIATHLON TEAM

After making it into the Bundesliga, 

the ROWE triathlon team with its 

strong athletes is hoping for further 

sporting achievements this year. At 

the first Bitburger 0.0% Triathlon 

Bundesliga on the Hardtsee in Bad 

Schönborn, the ROWE triathletes 

got off to a dream start: The men's 

team came in fifth and the ladies, 

at sixth place. These three triath-

letes must always be reckoned with 

to end up in a top-ten placement in 

the future.

The women: Jana Binninger, the 

aspiring Swiss talents Alissa King 

and Estelle Perriard, who have qual-

ified for the U 23 Championship in 

Burgas, and Jana Uderstadt.

The men competing are:

Professional triathlete Andi 

Böcherer (see article), Domen 

Dornik (Slovenia), who took 27th 

place at the recent European 

Championship in Lisbon, the two 

Worms natives Linus Stimmel and 

Gregory Schreiner, and Johannes 

Vogel from Rostock.

In addition, the following triath-

letes are donning the ROWE jersey: 

Michael Göhner (Reutlingen), 

Dieter Holz (Worms), Michael März 

(Worms) and Santino Miskovic 

(Worms).

ROWE team  
is once again

RUNNER-UP AT THE  
SQUASH CHAMPIONSHIP

The expectations placed on the team were met:  
Paderborn faced Worms in the final. But a win for  
the Racket Club Black & White failed to materialise.

The German Squash Team Championship 2016 was held in the Pink Power 

centre in Böblingen over the Pentecost weekend. In the final game, Racket 

Club Black & White Worms, which was supported by ROWE, met the 

defending champion Paderborn SC.

From the outset, it was clear that following the Worms native’s win in the 

semi-final against Sport Island Stuttgart, the final would be a tough match. 

The top player Nick Matthew had to drop out due to injury. The Frenchman 

Gregoire Marche, intended as a substitute, was also not available, as he was 

playing in a tournament in Houston. For this reason, coach Davide Bianchetti, 

who had actually already withdrawn from the sport as an active player, 

stepped back in. Reliable professionals Jens and Carsten Schoor, as well as Tim 

Weber, were available to play, however.

Carsten Schoor was considered the player with the best chances in the 

opening match. But the young player Lucas Wirths, who had replaced Lennart 

Osthoff in the Paderborn line-up, had other plans. He set the pace from the 

beginning. Despite the equaliser in the second set, Schoor could not turn the 

game around. The Paderborn player thus unexpectedly brought his team into 

the lead at 1:0.

Davide Bianchetti met Raphael Kandra in the next encounter. The number 

two in the German rankings, however, stopped the Italian coach cold.

Trailing at 0-2 and confronted by a superior opponent, Jens Schoor entered 

the court against the ten-time German singles champion Simon Rösner (cur-

rently ranked 11th in the world), who won the match and secured the win for 

his team, once again defending the title. The match between Tim Weber and 

Daryl Selby was not played after it became clear that Paderborn had won and 

was the new champion.

But after the game is merely before the next game: Schoor & Co. will have 

the chance to avenge this defeat in September, when they battle for the 

European club squash title at the European Club Championships (European 

Cup) at Pontefract in England. In this competition, the players, under 

manager Michael Zehe, will be the defending champion looking for a fifth 

consecutive title.
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CATEGORY // SUBJECTNOTICE BOARD

 

With its HIGHTEC SYNT RSV SAE 0W-20 (article number 20260), ROWE MINERALÖLWERK GMBH has added a product 
to its range which is suitable for many current Volvo cars of the model series S60, V40, V60, V70, XC60, XC70 and XC90.

HIGHTEC SYNT RSV SAE 0W-20, which is available in 1 l, 5 l, 20 l, 60 l and 200 l container sizes, as well as in tank vehicles, 
offers a multitude of advantages:

• Special product developed for Volvo engines
• Special formulation to improve fuel efficiency and reduce CO2 emissions
• Fuel savings of up to 3.4% (CEC L-54-T-96)
• Eminently suitable for modern turbo engines
• Improved grime absorbability
• Formulation approved according to Volvo VCC RBS0-2AE
• Lowered cold-viscosity range for optimal engine-wear protection
• Very good compatibility with sealing materials
• Excellent cold-starting properties and quick engine lubrication
• Highest oxidation stability due to special HC synthetic oils and aligned additives
• Safer year-round operation due to outstanding viscosity-temperature behaviour and high shear stability
• Lower oil consumption owing to a very low evaporation loss

Equivalent in quality terms to the following classifications/specifications of EU law:

• Volvo VCC RBS0-2AE
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Blancpain Sprint Series 1-3 July 2016  Nürburgring

Blancpain Endurance Series 28-31 July 2016  Total 24 Hours of Spa

Blancpain Sprint Series 26-28 August 2016  Budapest

VLN 7 3 September 2016  Nürburgring

Blancpain Endurance Series 17-18 September 2016  Nürburgring

Blancpain Sprint Series 1-2 October 2016  Barcelona

VLN 9 8 October 2016  Nürburgring

FIA GT World Cup 17-20 November 2016   Macau

ROWE darts off everywhere in a hurry: now also with the new PowerBoat
After clinching the fi rst podium fi nish, Stefan Hagin and ROWE PowerBoat made a successful start 

to the new season in Brodenbach at the International German Formula 2 Championship on May 21. 
After three racing laps, the team was awarded the fi rst bronze medal despite a spectacular accident.
The Formula 2 racing boat team supported by ROWE used its powerful 230 hp catamaran developed in 
close cooperation with the Danish boat manufacturer Molgaard for the fi rst time during the race. The 
positive experiences gained by the driver, Stefan Hagin, with the boat travelling at speeds over 200 
km/h during the preparations, were confi rmed in Brodenbach from the outset. “The boat fully met all 
expectations during racing as well. Especially at the start, we were able to get the optimum from the 
boat,” driver Stefan Hagin explains. “We have proven that we are on the right track with the new boat 
and can now concentrate on the World Championships.” 
Hagin and ROWE PowerBoat dominated the training laps and succeeded in qualifying for pole position. 
During the fi rst lap, Hagin then placed the defending champion Rupp Temper under stress after 
a furious start and remained within striking distance in second place. During the second lap, both 
stepped up the pace and once again fought a thrilling duel that ended with Stefan Hagin’s craft taking 
a 360° side roll. 
Only 45 minutes remained for ROWE PowerBoat to get the boat back on the water for the fi nal lap. 
This was achieved with fl ying colours and Stefan Hagin tackled the race from grid position eight. A 
close and exciting race followed. Hagin attacked the Norwegian time and again, who had to pull out 
all the stops to hold onto the lead. In the end, Stefan Hagin and ROWE PowerBoat were satisfi ed with 
second and third place overall.
After taking a short breather, Hagin and ROWE PowerBoat made their way towards Scandinavia, to 
Peurunka in Finland. The other world championship races for the UIM Formula 2 World Championship 
2016 then follow in Switzerland, Norway, 
Lithuania, France and Portugal.

NOTICE BOARD

 

With its HIGHTEC SYNT RSV SAE 0W-20 (article number 20260), ROWE MINERALÖLWERK GMBH has added a product 
to its range which is suitable for many current Volvo cars of the model series S60, V40, V60, V70, XC60, XC70 and XC90.

HIGHTEC SYNT RSV SAE 0W-20, which is available in 1 l, 5 l, 20 l, 60 l and 200 l container sizes, as well as in tank vehicles, 
offers a multitude of advantages:

• Special product developed for Volvo engines
• Special formulation to improve fuel efficiency and reduce CO2 emissions
• Fuel savings of up to 3.4% (CEC L-54-T-96)
• Eminently suitable for modern turbo engines
• Improved grime absorbability
• Formulation approved according to Volvo VCC RBS0-2AE
• Lowered cold-viscosity range for optimal engine-wear protection
• Very good compatibility with sealing materials
• Excellent cold-starting properties and quick engine lubrication
• Highest oxidation stability due to special HC synthetic oils and aligned additives
• Safer year-round operation due to outstanding viscosity-temperature behaviour and high shear stability
• Lower oil consumption owing to a very low evaporation loss

Equivalent in quality terms to the following classifications/specifications of EU law:

• Volvo VCC RBS0-2AE

ROWE darts off everywhere in a hurry: now also with the new PowerBoat
After clinching the fi rst podium fi nish, Stefan Hagin and ROWE PowerBoat made a successful start 
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CULTURE // SAkkOH

The accordion is a rather rare instrument in the modern 

music scene. All the more fascinating is its sound effect 

in an orchestra. Since being founded in 2013, the 

Symphonic Accordion Orchestra in Hesse, or SAkkOH, has 

furnished impressive proof of this.

This year, as in previous years, the current 36 players led 

by Thomas Bauer will demonstrate the tonal diversity of 

the accordion. Thomas Bauer is one of the most interna-

tionally acclaimed conductors in the Accordion Orchestra 

sector and, together with SAkkOH, intends to cap-

tivate new audiences with this instrument. The growing 

audience at the concerts is testimony to how this can be 

achieved. Two very special concerts entitled ‘Accordion 

meets Piano’ could be heard in Worms and Wiesbaden 

in May 2016. SAkkOH had arranged a visit by the excep-

tional pianist Erik Reischl. The soloist on both evenings 

had already been successful in many national and inter-

national competitions and has performed in many coun-

tries around the world. 

Works by famous composers such as Beethoven, 

Mussorgsky, Teschernov, Maminova and Borodin 

resounded through the hall. With this selection, the 

orchestra proved once again that the accordion, with its 

wide gamut of emotions and musical expressiveness, is 

an instrument which is capable of performing outstand-

ingly with a classical orchestra.

A special highlight of both of the evening concerts 

was certainly the debut performance of the work ‘...a 

still small voice...’, that the young composer Dariya 

Mamimova specifically dedicated to the Symphony 

Orchestra in Hesse.

Such concert evenings are always very special highlights 

for the Chief Executive at ROWE, Michael Zehe, as he has 

been promoting the orchestra since 2009 and even plays 

the accordion himself with much dedication and skill. 

Both of the concerts were thus once again presented by 

ROWE in May 2016. 

Anyone wishing to be inspired by the world of sound 

from the Symphonic Orchestra in Hesse can find audio 

samples and concert videos on the homepage at www.

sakkoh.de. An exceptional experience!



The Symphonic Accordion Orchestra in Hessen 
(SAkkOH) is once again offering exceptional 
concerts this year. Active participant: Chief 
Executive at ROWE Michael Zehe.

‘Accordion meets piano’
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BETWEEN ELATION AND TREPIDATION
Weather chaos, collision and then the engine wouldn’t start... // Page 30

CULTURE // SAkkOH



ROWE FRIENDS
MAINTAINING DIRECT CONTACT WITH THE CUSTOMER

Find out more at
www.rowe.com.de
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