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Peter Greven
The Company
Peter Greven GmbH & Co. KG is one 
of the leading manufacturers of 
oleochemical products based on 
renewable raw materials.

Founded in 1923, the family business 
has continuously developed and grown. 
Today, Peter Greven functions as a 
group of companies with production 
facilities in Germany, The Netherlands, 
Malaysia and serves customers in over 
85 other countries.

History
In 1923, Peter Greven established the “soap and glycerine factory.” At 
first, the main emphasis was put on soda, laundry soap and washing 
powder production. With just a few staff members Peter Greven laid the 
foundation for positive development of the company into its current 
market position.

Peter Greven led innovation in the 1990s by being one of the first 
companies in the world to go from conventional batch saponification to a 
fully automated contisaponification.

After 90 years in business the Peter Greven Group has more than 250 
employees. The company strives to offer their customers innovative and 
high-quality products while investing in new technologies, products and 
training of employees. 

Sustainability
At Peter Greven, the sustainability and responsible use of natural 
resources has always been a fundamental component of the corporate 
philosophy, therefore, all products are based on natural, renewable 
raw materials. Furthermore, Peter Greven supports the sustainable 
production of palm oil. In 2013, they received the RSPO SCCS certificate, 
which officially confirmed the production and distribution of plant-based 
stearates and dispersions with RSPO certified fatty acid.

             Company Information

More Information:

www.peter-greven.de/en

http://www.peter-greven.de/en/company/
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Peter Greven US
The United States is one of the most important markets for Peter Greven’s 
oleochemical specialties. In order to expand their market position in the 
U.S. the company founded a subsidiary, Peter Greven U.S., and opened a 
sales office in Freehold, New Jersey, in June 2011.

Products and Market
Plastics
The plastics industry 
provides ample 
opportunity for the 
use of Peter Greven’s 
products and therefore 
constitutes one of the 
most important sectors.

Metal soaps are among the most significant stabilizers, which distinguish 
themselves not only with their excellent stabilizing properties but also 
as lubricants. In addition, the metal soaps are used as acid catchers and 
mold release agents.

Ester lubricants - as well as metal soaps - are indispensable additives in 
the plastics industry. Additionally, Peter Greven oleochemical additives 
improve the pourability and workability of components and plastic 
mixtures.

Cosmetics
Soaps represent the oldest cosmetic 
product located in the cuneiform 
script of the ancient Babylonians.

Today, surfactants often take over 
the function of soaps and detergents, 
but many cosmetic products contain 
natural soaps and metal soaps.

Peter Greven’s products for the cosmetics industry are based on 
vegetable raw materials and approved according to INCI registration for 
use in the cosmetics industry.

Building Protection
In the construction industry today, many building materials are 
hydrophobic, in order to achieve long-term protection against sun, rain, 

                              Product Information
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snow and mold growth. Metal soaps hold an important position in this 
application because metallic soaps have a highly water-repellent effect. 

Peter Greven’s broad product portfolio contains a combination of products 
that guarantee a high degree of take-up and rapid hydrophobicity.

Lubricants
The issue of sustainability is 
becoming increasingly important 
as the demand for bio-lubricants 
is increasing. Biodegradable 
lubricants are made primarily from 
renewable raw materials.

Peter Greven has always produced 
its additives based on renewable 
resources and therefore has years of experience with these raw materials 
and related production technologies. The future of the lubricant industry 
constitutes a main focal point for them.

Rubber
Oleochemical additives are also indispensable additives in the rubber 
industry.

Peter Greven’s metal soaps are used because of their excellent separation 
properties and good compatibility in rubber as a release agent. 
Furthermore, they also serve as a vulcanizing agent and act as a lubricant.

Paper
In the coating of paper, Peter Greven products are used as coating color 
lubrication agents. High processing speeds, along with the production 
of coated papers and the demand for a failure-free process, also places 
equal demands on the materials used. Peter Greven has developed their 
soaps and metal soaps for these applications.

Feed, Pharma, and Food
Every day we encounter stearates and other oleochemical additives 
without knowing it. They are important additives in the food, feed, 
pharmaceutical and cosmetic industries.
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Sales Manager
Responsibilities

 � Represent Peter Greven in the US market with products from their 
plants in Germany, Netherlands and Malaysia.

 � Technical and commercial customer support.

 � Support for key-accounts as well as distributors.

 � Report to the Sales Director in Germany in regards to all sales and 
marketing issues.

 � Ability to take over the administrational aspects of the company 
PGU in cooperation with the group CFO in Germany.

 � Continuous monitoring of the US market and competition.

 � Participation in local exhibitions.

Requirements:
 � Sales-oriented self-organized personality.

 � Experienced in the sales of oleochemical derivatives (metallic 
soaps, esters etc.) or other speciality products.

 � Self-motivated.

 � Entrepreneurial.

 � Ability to communicate effectively.

 � Hands-on mentality.

 � Able to travel.

Position Information



If you have open positions in your organization, 
give us a call and put our people and our process 

to work for you.

ROPELLA
G R O W I N G  G R E A T  C O M P A N I E S

TM

8100 Opportunity Drive, Milton, Florida 32583
850-983-4777 | www.ropella.com

For more information contact: 

Robbie Ropella

President - Executive Search 

Ropella  

850-983-4883

Robbie@ropella.com



 

 

 

Skill Survey 
Sales Manager 

Name:        Date:       
 

1. Outline University Degree(s):  
(Please provide the Name, the Location, and the Phone Number of each Institution) 

      

2. What is your total number of years in sales and/or business development roles involving 
specialty chemicals? Which chemical products/lines have you sold the most often and/or 
had the most success with? 

      

3. Give an overview of your experience selling into plastics compounding, processing, 
extruding or related. Please specifically highlight any experience selling oleochemicals, 
including metal soaps and ester lubricants, for plastics-related applications. 

      

4. Outline the territories that you have covered while in oleochemical or related specialty 
chemical sales. Which territories have you experienced the most success in and to what do 
you attribute that success?  

      

5. Provide an overview of the potential oleochemical customers with whom you have 
developed strong relationships which have converted to sales and/or new business. 

      

6. Share at least 3 examples that demonstrate your ability to drive sales and significantly 
increase customer base and/or market penetration and increase margins on existing 
volumes to existing customers without business loss. 

      



7. Describe an experience in a particularly difficult negotiation with a customer. What were 
some of the roadblocks you encountered? What was the outcome? 

      

8. Describe your experience working in a home-based office role or similar highly 
entrepreneurial, self-directed situation. What tools, strategies and techniques have you 
most routinely employed for personal time management and organization?  

      

9. What is your comfort level with travel? Do you have a maximum % level of travel or # of 
days/week away from home that you could sustain? 

      

10. Tell us about any non-compete and/or employer restrictions that you may have. Please 
provide these documents for our review. 

      

11. If asked one of the following questions during an interview, how would you answer? 
 Why are you considering this opportunity? (or) What motivated you to consider a job 
change at this time? 

      
 

References  
Please provide three to six references. The first priority is past bosses, then employees, then 
peers. 
 

Example: Bob Smith, currently - Business Director at ABC Corporation 412-123-4567, 
Email: bob.smith@abccorp.com. 
Was Business Director, my direct boss, while I was a Manager at ABC Corporation. 
 

We will NOT contact any references until after completing the 

interview process and not without notifying you first. 

 
1)       
 
2)       
 
3)       

 
4)       
 
5)       
 
6)       
 

 



Our Candidate Scorecard is a form you complete on every candidate you have now screened as a 
potential fit. If you can tell that some of the candidates are probably C level in a superficial overview in 

comparison to others you set those aside now and grade the rest. The grading sheet will help you 
objectively weigh all the Must Haves and even the preferences in such a way that at the end of using the 
grading sheet process you can be pretty sure who the A plus candidates are, who the A candidates are, 

and who the B candidates are. Then we focus on scheduling for the A’s. 

 

  

 

Candidate Comparison-Scorecard   Grader's Name: 

Candidate Name:   Grade: 

Client Name: Peter Greven   Hiring Mgr: Ewald Manderfeld 

Position: Sales Manager   HR Contact: Werner Heiliger 

Salary Range:    Candidate Base:                        Bonus: 

Communications: L = Heavy Accent - Hard to Understand    M = Accent - Understandable    H = No Accent - Easy to Understand 
Comment: 
     

Attribute A/B/C Comment 
1. Education 
A = BS/ BA or MBA Technical 
B = BS/ BA or MBA in any field 
C = NA 

    

      
2. Total number of years in Sales 
A = 7-10 years  
B = 3-7 years or 11-17 years  
C = Less then 3 years or more then 17 years 

    

      
3. Experience selling into plastics compounding 
processing, extruding or related 
A = Excellent - extensive experience and 
success selling into plastics compounding 
B = Moderate - Some success selling into 
plastics or related field 
C = Limited - very little direct experience selling 
into Plastics 

    

      



4. Territories served 
A = Excellent - has National Sales experience 
B = Moderate - has shown success with 
regional accounts 
C = Limited - has sales exp. in limited or small 
territories 

    

      
5. Customers in the oleochemical field 
A = Excellent - extensive active relationships 
among key players in the oleochemical industry 
B = Moderate - some active relationships within 
the oleochemical industry 
C = Limited - few active relationships among 
the oleochemical industry 

    

      
6. Ability to drive sales 
A = Well defined description with specific 
example of driving sales, increasing customer 
base as well as other targeted areas 
successfully  
B = Answer shows some success in targeted 
areas 
C = General answer with no specifics 

    

      
7. Experience with customer negotiation 
A = Current role requires customer negotiation 
skills, example shows successful outcomes  
B = Example shows some successful 
negotiation skills 
C = Has very limited direct negotiation 
experience 

    

      
8. Experience working in a home-based office 
A = Currently works out of a home-based office, 
answer shows entrepreneurial spirit and 
excellent time management skills 
B = Answer shows experience working in self-
directed situations, and some organizational 
skills 
C = Has never worked out of a home-based 
office or in any self-directed situation 

    

      
9. Comfort with travel 
A = Road warrior - wide open to all levels of 
travel 
B = Comfortable with up to 40% of travel 
C = Prefers limited travel 

    

      
10. Non-compete 
A = No non-compete or limiting non-disclosure 
B = Very limited non-compete or non-disclosure 
C = Significant non-compete or NDA issues  

    



      
Grading Point System: 
A’s = 4 
B’s = 3 
C’s = 2 
Bonus Points = .5 

Now add up the numerical value of each grade 
and then divide by the total number of grades 

  

Total Points:  

Divided by 10 grades =  

Avg. Grade:  
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