
Independence brings benefits 
for IS machine specialist
In January 2016, Rolf Themann led a management buyout at GPS, the 
international supplier of IS machines, spare parts and services. Mr Themann 
spoke to Glass Worldwide about the organisation’s  
progress post-Verallia and his aspirations for the future.
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wary about no longer being part of 
Verallia but independence brings many 
other opportunities and advantages.”

Investors were secured from 
outside the glass industry who 
recognised the opportunity and had 
a proven track record of successfully 
investing in medium-sized companies 
and found GPS an attractive prospect. 
With Rolf Themann appointed 
Managing Director, as well as being an 
investor, the management structure 
has remained almost the same, 
although some departments have 
been reorganised to increase service 
and sales. The realigned business, 
which now employs some 60 people, 
has adopted a policy of purchasing 
more pre-assembled equipment 
instead of purchasing parts and 
assembling them in-house, as was 
the case in the past. “So assembly 
is more external, using suppliers 
that meet our stringent quality 
requirements” Mr Themann confirms. 

The reorganised sales and 
technical support services team 

When Rolf Themann joined GPS 
Glasproduktions-Service GmbH 
as General Manager in February 
2015, there was a major global 
glassmaking organisation behind the 
scenes, influencing and observing 
proceedings. “So I got to know 
the employees and set-up well 
and devised a strategy to acquire 
the company from Verallia in a 
management buyout” he explains. 

After a short time within the 
company, he saw the opportunity to 
invest and was convinced that GPS 
could have an exciting future, with 
many opportunities in the market. 
“GPS is a well-known company and 
brand; there are historical customers 
throughout the world and many 
opportunities to renew partnerships 
and create new ones too.”

During Mr Themann’s first year, 
he concentrated on the core business 
of securing orders but in parallel, the 
takeover was organised. It was a 
complicated process because of the 
imminent sale of Verallia to the Apollo 
investor group. GPS was not included 
in the sale, so the situation needed 
to be resolved. “Although this could 
have been perceived as a threat to 
GPS, it was also a real opportunity; 
some employees might have been 

enables GPS to react quickly to customer requirements. 
“The team is now more together and the left hand always 
knows what the right is doing right from the early phase 
of a project through to after sales… there is a big picture 
of the whole lifetime of the project. Customers have 
already benefitted from additional support from us this 
year but it’s still a priority to improve our service, support 
and communication even further.”

EQUIPMENT INNOVATIONS
At the last glasstec exhibition in 2014, GPS announced a 
series of product innovations, including a gob distributor, 
valve block and parallel shear mechanism and in recent 

Rolf Themann is Managing Director at GPS 
Glasproduktions-Service GmbH.

View of the recently developed GPS delivery system.

Together with GPS consultants, customers can design and build the equipment that suits their needs.
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months, the company has 
introduced an alternative 
independent drive solution based 
on Siemens technology for use 
on single and tandem machines. 
Separately, more servo technology 
such as servo plunger, invert, 
takeout and an improved servo 
pusher have been developed, in 
addition to which GPS is expected 
to unveil its latest triple gob 
machine in the near future.

According to Rolf Themann, 
glasstec 2016 is the perfect 
opportunity for GPS to reveal a 
further five developments to its 
portfolio (Hall 13, Stand No F21). 
“Customers are already curious 
and they will be surprised because 
we will launch several new things 
that neither GPS nor any of our 
competitors have had before.” 

GPS discussed one of its five 
latest patented developments 
with Glass Worldwide in advance 
of glasstec; a special delivery 
system. Although similar to 
conventional delivery systems in 
function, it is far more advanced 
in terms of speed, uniformity 
and precision. “Our new delivery 
system represents leading-edge 
technology in many respects. 
It has an innovative component 
geometry and a revolutionary 
hanger and mounting system 
with automatic deflector 
positioning” Mr Themann 
explained. “The deflector also 
has an innovative V-shaped 
profile, making it suitable for 
universal applications and gob 
sizes ranging from just a few 
millimetres to 48mm in diameter. 
The curved and twisted design 
of the troughs, both the external 
contour and the V-shaped interior 
section, increases stability and 
gob delivery speed. This offers 
the flexibility necessary to 
reduce the height of the entire 
IS machine considerably. The 
optimised arrangement of the 
individual components in relation 
to one another additionally 
compensates inaccuracy and 
unintended movement during 
the transition of the gobs to the 
mould. It also minimises kinetic 
energy losses.” 

According to Rolf Themann, 
the new GPS delivery system is 
designed for one to five gobs. 
This flexibility in handling allows 
the IS machine manufacturer to 
meet the requirements of both 
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small glass container manufacturing businesses and global 
market players. “The system offers major advantages to plants 
with low furnace or metal line height. It allows glass container 
manufacturers to install machines at locations which have not 
been suitable before. Installation of the GPS delivery system 
can substantially increase production output with minimal effort 
and disruption in the machine’s operation area.” 

The company is very excited and enthusiastic to show 
customers the progression of GPS in the last 18 months. 
In addition, alongside its delivery system development, the 
company will present an innovative safety door, a system 
for automatic mould swabbing, a shear spray system and 
a deadplate cooling system. “The word is spreading and 
customers want to see what has changed and what we can 
now offer. Our new products at glasstec are a good start and 
even more sophisticated developments will follow.”

CUSTOMER FOCUS
Having gained independence from 
Verallia at the beginning of 2016, 
GPS believes it now has the best of 
both worlds, with the opportunity 
to conduct business with Verallia as 
well as competitive glassmakers. 
“Our target is to continue to increase 
sales outside the Verallia group, 
while maintaining close collaboration 
with the neighbouring Essen plant, 
for example. It may have been 
a hindrance in the past for other 
customers in some regions to 
choose GPS machines, even when 
they recognised our quality, because 
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their biggest competition was Verallia and they perceived 
business with GPS would benefit Verallia in some way, so 
the separation brings many new opportunities.”

Verallia continues to be an important customer for 
GPS, however, especially in Germany. “This makes it 
exciting because we now also have to show them that we 
are better than the competition, not just part of the same 
group” comments Rolf Themann. “This helps to raise 
our game but rather than being led by just Verallia, we 
can now develop products that serve a broader market. 
For example, many potential customers in certain regions 
want triple or quadruple gob and machines with higher 
output and speed – there are not many of these within 
Verallia. But now we are addressing all such customer 
needs and we will not lose business like this again in the 
future, so many more customers are talking to us now.”

There are certain countries throughout the world 
where growth is expected, especially in Asia, Africa and 
the Middle East but GPS is looking globally for business 
opportunities and predicts many opportunities. The brand 
is already well known in most regions, which is seen as a 
major advantage, especially with its latest developments 
coming to market. “We are well-positioned now to meet 
the vastly differing needs of all customers, whether 

they want the most innovative new 
developments or they want to buy 
the same machine as 10 years ago!”

The realigned GPS set-up means 
the company can now react more 
quickly and make faster decisions. “We 
can differentiate from the competition 
in terms of quality, service, innovation 
and technology” Mr Themann asserts. 
“Some other suppliers go to Asia to 
source cheaper parts but we believe 
it is still economically viable to source 
excellent technology in Europe and 
provide the highest service and after 
sales support… over time, this is 
what is important because buying the 
cheapest is not always the best long-
term solution for the customer.” 

Increasingly, GPS customers 
want to repair their machines and 
need after sales support services. 
Alternatively, they might work with an 
old machine and want to invest in the 
latest technology for it. “Our experts 
can provide such technical support 
and services and we recognise that 
as well as supplying new machines, 
there are opportunities for spare parts 
and good customer care.” 

CONTROL TECHNOLOGY
Close co-operation exists between 
GPS and the Czech company T&T 
(Themann and Technologies), the 
latter having developed standalone 
control systems for GPS equipment. 
Established by Rolf Themann in 
late 2014, T&T is a specialist R&D, 
project management and consultancy 
business dedicated to the glass 
container industry.

Outline of adjustment unit for deflectors 
in the latest GPS delivery system.

Every GPS IS machine is conceptualised and customised according to customers’ particular requirements.

“When I started at GPS, we 
restructured the R&D team to increase 
opportunities for new developments” 
Rolf Themann explains. “With some 
people moving to the sales and support 
area to make best use of resources, 
the R&D team at GPS now co-operates 
with the dedicated R&D team at T&T, 
which provides maximum potential for 
new innovation and development.” 

According to Mr Themann, his 
ownership of both companies does 
not present a conflict of interests. 
“It’s a win-win situation, with the 
two businesses now working 
together” he comments. Today, 
some 70% of T&T’s R&D initiatives 
are for GPS, although some notable 
successes have also been realised 
for other glass companies, as well as 
businesses in other industries. 

LONG-TERM FOCUS
GPS believes it is well-positioned to 
serve customers who want to make 
modifications to their IS machines 
rather than replace them. The entire 
spectrum of customer needs can 
be accommodated and immediate 
problems can be solved, with Rolf 
Themann remaining confident they 
are likely to come back for bigger 
projects at a later date. “We invest 
in long-term customer relationships 
and sometimes, being a smaller 
company is a real benefit because 
we can be flexible to meet the 
customer’s needs with quick decision 
making due to our team now being 
interactive across the board.”

The spare parts business also 
allows GPS to invest more in R&D 
for more innovative machines in 
the long-term. “Sometimes, it’s an 
obstacle to have a rigid five year plan 
that has to be implemented… we are 
not working to such conditions and 
can be very flexible” Mr Themann 
adds. “Our customers plan for the 
long-term and we can assist with 
that but in terms of our innovation 
planning, we can achieve good things 
in a short space of time, adapting to 
the needs of customers.” 
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