
Even though GRIMME Skandinavien has undergone many chang-
es since the business was founded in 1919, its strong focus on 
providing direct access to specialists has remained constant.

For more information, visit grimme.dk
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With 18 service and workshop technicians, 
nine warehouse staff, 13 service vehicles in 
Scandinavia, almost 14,000 items, and nearly 
200 tonnes of spare parts that are supplied to 
customers all year round, it is crucial today that 
there is close and efficient collaboration be-
tween GRIMME Skandinavien’s departments.

Originally founded as Hylleberg Maskinfabrik 
by Christen Hylleberg in 1919, the company 
has undergone many changes. One thing that 
has not changed in the 100-year history of the 
company is ensuring GRIMME Skandinavien 
customers have direct access to specialists.

Focus on education and training
GRIMME Skandinavien’s collaboration with 
GRIMME in Germany has ensured its em-
ployees are highly trained specialists and this 
strong relationship will continue in the future:

“We put a lot of effort into training our staff, so 
we have a close collaboration with GRIMME 
in Germany. I actually sit as the training course 
coordinator with our foreman and the depart-
ments in the other Nordic countries,” explains 
Frank Iwersen, Transport and Logistics Man-
ager.

“We are constantly up-to-date. It is important 
that they have the special competencies that 
are required today. The machines are becom-

ing more complicated and they require spe-
cialist knowledge – from our warehouse and 
service staff,” says Frank Iwersen.

Service and support are important
GRIMME Skandinavien’s range of models 
has never been larger. In addition, GRIMME 
manufactures 65% of the potato equipment in 
the world and the company is present in over 
100 countries.

“GRIMME is a major and innovative manu-
facturer and this has without doubt been an 
important factor that has helped us to get to 
where we are today,” says Per Rasmussen, 
Sales Manager at GRIMME Skandinavien.

“In addition, we provide direct access to spe-
cialists and are very focused on being close 
to the customer and ensuring our machines 
operate reliably – regardless of whether they 
are new or used machines.

 “We place a great deal of importance on 
ensuring the customer has confidence in us, 
because it means we can ensure that the 
equipment enables producers to achieve opti-
mum production.

This is something that we have always focused 
on and will continue to do so in the future,” 
says Per Rasmussen.


