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LIQUI MOLY heralds the new year with record sales

Lubricant specialist welcomes 400th employee and enters into production and sales partnership in India

Ulm/Saarlouis, 4 January 2008 – The growth curves for Ulm-based lubricant manufacturer LIQUI MOLY and mineral oil enterprise MÉGUIN from Germany’s Saarland showed a steep upward turn in the fiscal year 2007. The group generated cumulated sales of €210.3 million – a record figure and an increase of more than 18 percent on the previous year. This sharp rise is also reflected in the number of employees. December saw the managing owner of both companies, Ernst Prost, welcoming the 400th ‘co-entrepreneur’. Business abroad was just as successful and will continue to be expanded in 2008 with new projects in India. “Quality, reliability and customer service – our figures are good because we heed these basic requirements,” emphasizes Ernst Prost.

The group is extremely satisfied with the annual result, particularly in view of the increasing crude oil prices. According to Ernst Prost, prices of $100 and more for a barrel of crude oil made development more difficult, but failed to slow down the positive development. He adds: “We’re growing consistently in a well-thought out manner, without any hurry.”

400-employee mark reached

The number of employees also rose sharply, along with the growth in sales. LIQUI MOLY and MÉGUIN took on 65 new co-entrepreneurs last year in their inside sales and field service. The group now employs a total of 403 people. Ernst Prost welcomed junior sales representative Christoph Mahlo as the 400th employee. 236 staff are employed at the Ulm site – 32 more than in 2006. A further four will join them over the coming months. “We held more interviews in the first week of January,” says head of personnel Rainer Maass, who is convinced that growth of at least 16 percent can be achieved in 2008. The increase is even greater at MÉGUIN where the team has grown by almost a quarter. At the end of 2007, 167 people were working at the engine oil plant.

“Our junior sales representatives have really proven their worth,” says Ernst Prost, praising the company’s own field service programme. The two companies are also training ten apprentices each. “We’re not just doing this to make the figures look good. We’re doing it because we need young people who are hungry for knowledge and success to inject some new blood. And our companies offer them a professional home that goes beyond a training relationship,” says the managing director, convinced of the need to foster a new generation. In August, Ernst Prost was awarded the Goldjupiter business prize by the “Sozialer Bundesverband Wirtschaft-Bildung-Arbeit” (Social Federal Association for Economics, Education and Employment) for this socio-economic commitment and the corporate culture, which is characterised by respect, praise and tolerance.

Investment is the future

To ensure that the companies are fit to accomplish future tasks, they are investing intensively in the infrastructure as well as personnel. Measures estimated at €11 million are scheduled to be implemented at MÉGUIN by 2010. The production capacity has increased from 60,000 tons to 90,000 tons. In the nearby port on the River Saar, a tank farm with a capacity of 10,000 cubic metres is under construction. The company is also being equipped with another filling plant and additional laboratory facilities, while a new logistics centre boasting five truck ramps is being built on the adjacent former post office premises. “Things are really going to take off in the future,” says MÉGUIN’s head of production, Klaus Wilke, convinced that the success curve will continue to head upwards with the investments. The goal: To make sure that the factory continues to hold its own in the competition, it is set to increase performance and become faster and more flexible.

New roads abroad

While enormous investments are being made in Germany, LIQUI MOLY is also extending its feelers abroad. At January’s trade fair in India, the Ulm-based midmarket company will officially announce its collaboration with a producer and sales company. “Some qualities will be produced there for the local market,” explains Asia manager Peter Streletz. Otherwise, everything will remain as it is at the production site in Germany – this is definitely the case with high-tech engine oils.

LIQUI MOLY will thus continue on its road to expansion, following on from last year. In September, an office with two employees was opened in South Africa and a branch with four salespersons in Portugal. The additive specialist from Ulm is also busily at work on the fifth continent. “Our delicate bloom is thriving in Australia and is set to grow in 2008,” says head of export, Gerhard Riedmüller, looking ahead. Five new staff are needed in the United States, where LIQUI MOLY is listed under the two largest sales chains. “We want to tap the potential in every country because the whole world’s our open market,” says the head of export. Out of the 640 million cars in the world, Gerhard Riedmüller views 500 million as potential. In the long term, he aims to achieve sales of 50 cents per car.

Saturated domestic market fails to slow down hunger for success

Unlike in other countries, the domestic market is actually saturated. In view of the starting situation, the head of domestic sales, Günter Hiermaier, sees 2007 in a positive light:  “In the two most important sales channels – self-service markets and specialist retail – we achieved an increase of around 15 percent compared to 2006. In the new year we aim to defend our market leadership in DIY stores and take the lead in hypermarkets. We’re still hungry for more success.” Smart ideas are planned to satisfy this hunger. LIQUI MOLY collaborated with Stadtwerke Ulm/Neu-Ulm (municipal utilities authority) in a one-year test on a diesel additive – with a significant result: a saving on fuel of more than 3 percent, meaning a saving of around €100,000 for the fleet. The environment is also better off with a 335-ton reduction in CO2 emissions. For Günter Hiermaier it’s clear that “this will open up new possibilities.” He is also following this approach in the utility vehicle sector, which the company worked more intensively in 2007 and which will increase this involvement. A special support dealer concept was developed for MÉGUIN to expand business activities in Germany. “Using this method as well as many others, our team will continue to drive business at LIQUI MOLY and MÉGUIN in Germany in its tried and tested way,” says Günter Hiermaier, who wants to take advantage of the tailwind from 2007 in the new year.

Along with further increases in sales, managing director Ernst Prost has set two clear goals for the group: “To raise awareness of both brands, including our present involvement in ski jumping at the Four Hills Tournament and the expansion of our positions in the relevant markets.”
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