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Contacts and personal
presence are the basis
for success
Heinz Groschke

Member of the Executive Board, Salzgitter AG
Chairman of the Executive Board, 
Salzgitter Mannesmann Handel GmbH
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Mr. Groschke as Chairman of SMHD’s Executive Bo-
ard you are in charge of the Trading Division of
the Salzgitter Group since 1999 and you are Exe-

cutive Board Member of Salzgitter AG since 2006. Toget-
her with Dr Gerd Schöler, SMHD’s Chief Financial Offi-
cer, you have an enormously complex task to handle, as
can be seen from the global presence of the company. And,
as the figures show, with great success. How do you ma-
nage all this?

To begin with, the Trading Division of Salzgitter AG
is a world wide organization, managed by a qualified and
motivated team. Trading means interacting with people.
Modern communication media is a great help, but in ad-
dition a lot of traveling around the world is required. It is
my firm belief, proven by many years of experience, that
personal contact with our customers as well as with our
suppliers is a very important factor. You cannot make busi-
ness by e-mail alone. Our partners expect personal com-
mitment and presence. Even in long-standing business re-
lationships personal visits are expected and helpful. In ad-
dition, for our regional managements and employees is
our presence from time to time helpful for a successful co-
operation. Their local presence is a key factor for success. 

How important is the Trading Division for the Salz-
gitter Group?

The Trading Division is an important part of the na-
tional and international network of the Salzgitter AG in
respect of sales, purchasing and observation of market de-
velopments. As a trading company, we have a number of
different functions within the Group: on the one hand side,
a sales function for the products of the Salzgitter AG and,
on the other, a procurement function for the semi-finished
products needed in production such as slabs. The slabs are
the basis for rolled steel, for example, heavy plates for con-
struction, engineering purposes, ship building, boiler mak-
ing or tube making etc. or for the production of hot rolled
strips/coils which could be used for longitudinal or spiral
welded tubes etc. In addition, we buy products that are not
produced within the Group but which we need as a full-
range supplier to satisfy the demand of our customers, com-
panies in the building or engineering sector, for example. 

How big is the Trading Division? 
We have a total workforce of around 2,000 employees,

mainly in Germany and other European countries, with ap-
proximately 200 employees working internationally in rel-

As one of the five divisions of Salzgitter AG,
which are Steel, Trading, Tubes, Services and
Technology, the Trading Division generated
revenues of around € 4.4 billion in 2007.
Salzgitter Mannesmann Handel Group (SMHD) 
is so far represented by nine independent
companies in 31 countries and 69 locations.
Wilma K. Bosse spoke to Heinz Groschke, 
the CEO of SMHD, in the 
company’s Düsseldorf headquarters.
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atively small teams. One example is China where we have
5 offices with about 25 employees. They are covering the
market segments which are important to us. In recent years,
the Chinese market has changed from a sales to a pur-
chasing market. Nevertheless, we still continue to sell ma-
terial to China, although substantially smaller quantities
than in the past. Deliveries are made primarily in high-
grade special products which are not yet produced in the
country. Today, China is the largest steel manufacturer in
the world and therefore extremely important for our pur-
chasing activities. 

Last year we bought approximately one million tons
of steel in China for the international market; whereas, we
sold only around 50,000 tons of steel. The market has
changed radically. And we have responded by reshaping
our organization. If you consider that there are some 800
steel producing companies in China, spread over the coun-
try, you need to think carefully about which companies
you can cooperate with, taking into consideration the in-
frastructure and the products, quantities and qualities these
producers have available for the international market.

High quality standards are required for Europe, USA
and Canada etc. In Africa, where we also have a strong
presence, the demand for quality is somewhat lower, which
means that we can deliver materials needed in this area
at very different prices. 

Isn’t trading a very sensitive topic in relation to inter-
national competition?

When you take a closer look, there are not many na-
tional and international trading companies operating in
steel which are set up as nicely as the Trading Division of
the Salzgitter AG. Many competitors have disappeared
from the market in the last 15 years.

How is your company positioned in the Arab countries?
We were present in these countries for many years

through an agency – before we set up our own office in
Dubai three years ago. Our product range extends far be-
yond rolled steel and includes for example large-diame-
ter pipes which are needed for numerous pipeline projects.
In the last 15 months we contracted three major projects
in the UAE alone. These longitudinally welded large-di-
ameter tubes are produced by Europipe GmbH in Mülheim.
Europipe is a company in which equal stakes are held by
the Salzgitter Group and the Dillinger Hütte. Europipe pro-
duces large-diameter tubes for pipeline projects which we
are marketing globally in certain countries. 

For large diameter pipe projects the product range is
supplemented with spiral welded tubes produced by
Salzgitter Mannesmann Großrohr and medium-size and
smaller tube products from our affiliated company Salzgit-
ter Mannesmann Line Pipe, as well as pipe bendings from
Mülheim. The acquisition and execution of  these projects
is carried out centrally by Salzgitter Mannesmann Inter-
national GmbH in Düsseldorf in close cooperation with the
tube producers and our offices abroad. Salzgitter Mannes-
mann International in Düsseldorf is organized product ori-
entated while our regional offices are mainly market ori-
entated. They are submitting their demands to the product
specialists in Germany. 
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The traders in Düsseldorf have to ensure that the best
offers from international markets are obtained in terms of
quality, quantity and price. Based on this, our customers
receive our quotations with the appropriate financing and
transport costs etc., if requested.

Our company is operating internationally for many
decades. At present, we see most interesting demands and
great potential in the Middle East, in Africa, and above
all in India. Especially India is a market with very good
prospects in future. In comparison to China, which pro-
duces around 500 million tons of rolled steel and has more
or less the same population of 1,2 Billion people, India
currently has capacities of around 50 million tons. India
is determined to get on with its economic development
and industrialization, the prerequisite being that the in-
frastructure is sufficiently developed and/or expanded.
Large amounts of steel are needed for this. 

We have set up an office in Mumbai in February 2008
to enable us to respond swiftly to the challenges ahead.
Both growing imports and exports are of interest to us. 

Do you have a vision for the future of your Division
as part of the Group?

I am with Salzgitter Mannesmann Handel since 1999.
In the period from 1999 to 2007 we have raised revenues
by 250 %. Of course, this was partly driven by rising prices.
But shipments have also risen significantly. In 1999, we had

a turnover of around four million tons in total in the Trad-
ing Division. This year we will reach a tonnage which is
slightly higher than seven million. If you consider that a
normal ship for our purposes can carry a maximum of
around 60,000 tons of steel, you can imagine that there were
quite a number of ships at sea with our material. This is a
big challenge in terms of logistics and insurance as well. I
have already explained part of our development potential.
There are, however, a few “white spots” on the world map
which we would like to cover. In order to do so, we have to
keep up our quality standards and remain profitable. ❑

A perfect team: Heinz Groschke and Dr. Gerd Schöler 

jointly manage a globe-spanning company.

WHO’S WHO International Magazine6

Sonderdruck Salzgitter v1.qxp:Salzgitter  17.12.2008  23:10 Uhr  Seite 6



sales organisation

Salzgitter Mannesmann 

International GmbH

Schwannstraße 12

40476 Düsseldorf

Postfach 30 09 43

40409 Düsseldorf

Germany 

Tel.:  +49 211 4300-1

Fax:  +49 211 4300-90

www.salzgitter-mannesmann-

international.com

Salzgitter Mannesmann 

International (USA) Inc.

1770 St. James Place 

Suite 500, Houston,

Texas 77056-3499, USA

Tel.:  +1 713 3867910

Fax:  +1 713 9659330

Salzgitter Mannesmann 

International (USA) Inc.

Chicago Division

2300 N. Barrington Road,

Suite 575, Hoffman Estates,

Illinois 60195, USA

Tel.:  +1 847 843 3800

Fax:  +1 847 843 3802

Salzgitter Mannesmann 

International (Canada) Inc.

1333 West Broadway

Suite 1444, Vancouver, 

British Columbia

Canada V6H 4C1

Tel.:  +1 604 7363713

Fax:  +1 604 7365712

Salzgitter Mannesmann 

International (Mexico)  

S.A. de C.V., Mexico

Santa Margarita No. 508

Colonia Insurgentes

San Borja

C.P. 03100 Mexico D.F.

Mexico

Tel.:  +52 55 55598233

Fax:  +52 55 55755562

Salzgitter Mannesmann 

International (HK) Ltd.

Unit 2801, Fook Lee 

Commercial Centre

Town-Place,

33 Lockhart Road

Wanchai, Hong Kong

Tel.: +86 1085275-550

Fax:  +86 2083870-955

Salzgitter Mannesmann 

Trade (Beijing) Co. Ltd. 

Unit No. 880, A

Beijing Sunflower Tower

No. 37 Maizidian Street,

Chaoyang District

Beijing 100 125

P.R. of China

Tel.:  +86 10 85275550

Fax:  +86 10 85275544

Representative Office

Shanghai

Tel.:  +86 21 64731509

Fax:  +86 21 64733052

Representative Office 

Guangzhou 

Tel.:  +86 20 83870769

Fax:  +86 20 83870955

Salzgitter Mannesmann 

International (Asia) Pte. Ltd.

137 Telok Ayer Street, #07-06

Singapore 068602

Rep. of Singapore

Tel.:  +65 6327 5370

Fax:  +65 6327 3583

Representative Office

Hanoi 

Tel.:  +84 4 736 5700

Fax:  +84 4 736 5709

Representative Office

Ho Chi Minh City

Tel.:  +84 8 823 5860

Fax:  +84 8 823 5855

Representative Office 

Taipei 

Tel.:  +886 2 27223858

Fax:  +886 2 81926137

Salzgitter Mannesmann 

(France) S.A.R.L.

5-7 avenue du Général

De Gaulle

94160 Saint Mandé

France

Tel.:  +33 1 48084345

Fax:  +33 1 48080546

Salzgitter Mannesmann 

(Espana) S.A.

Avd. Alberto Alcocer 46-B

28016 Madrid, Spain

Tel.:  +34 91 3440469

Fax:  +34 91 4571096

Salzgitter Mannesmann 

(Scandinavia) AB 

Varvsgatan 41

972 32 Luleå, Sweden

Tel.:  +46 920 774 00

Fax:  +46 920 774 09

Salzgitter Mannesmann 

(Italia) s.r.l.

Via G. B. Pirelli 11

20124 Milano, Italy

Tel.:  +39 02 89075212

Fax:  +39 02 89075216

Salzgitter Mannesmann 

(UK) Ltd.

Windsor House

Cornwall Road, Harrogate 

North Yorkshire, HG1 2PW

Great Britain

Tel.:  +44 1423 566660

Fax:  +44 1423 505777

Representative Office 

Moscow

1- Kazachij Per. 7 

119017 Moscow, Russia

Tel.:  +7 495 9561558

Fax:  +7 495 2344970

Representative Office  

Katowice

ul. Rozdzienskiego 188 B

40-203 Katowice, Poland

Tel.:  +48 32 2565581

Fax:  +48 32 2090509

Salzgitter Mannesmann 

International Ltd.

Agent Brazil

Tel.:  +55 11 32536285

Fax:  +55 11 32853572

Representative Office 

Sofia

Kozjak Str. 19, Et. 10 App. 30

1407 Sofia, Bulgaria

Tel.:  +359 2 9615978

Fax:  +359 2 8685725

Representative Office 

Dubai

604 East Wing Building 4 A

Dubai Airport Free Zone

P.O. Box 54431, Dubai

United Arab Emirates

Tel.:  +971 4 2045630

Fax:  +971 4 2045631

Representative Office  

Kazakhstan

Kurmangasy Str. 84 A

050022 Almaty, Kazakhstan

Tel.:  +7 727 267 4213

Fax:  +7 727 267 4111

Salzgitter Mannesmann  

Pentasteel International 

(India) Pvt. Ltd.

904-905 Parekh Market

39, J.S.S. Road

Opera House

Mumbai, 400004 India

Tel.:  +91 22 2389 4489

Fax:  +91 22 2389 5555
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Whatever your plans may be.
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