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masks!) we welcomed the new teams of Parva (Brazil) and 

Thomas Pipe Products (South Africa) into the KLINGER Group. 

And, also wearing face masks, our colleagues from KLINGER 

Belgium moved their whole warehouse and offi ce: everything 

fresh and new—see for yourself from page 12. And while you 

journey through the world of KLINGER, do read about the 

traditions and customs that our colleagues pursue during the 

winter in Finland!

As with every family, new blood is a regular occurrence in the 

KLINGER family: from page 24 onwards you can read about 

a new module for apprentices at KLINGER Dichtungstechnik, 

training them in the use of state-of-the-art robotic automation. 

And like in every family, one sometimes has to say goodbye. This 

time, to an important groundbreaker at KLINGER  Kempchen.

But if you want to learn everything about the current situation, 

just go to the next page and read our cover story.

We wish you an interesting read with 

the new VISTA Magazine!

Dear colleagues,
Dear KLINGER family,

This situation is new to us all. No matter where in the world 

you are right now, reading the new issue of VISTA, you are in 

the middle of a pandemic that has affected us all in one way 

or another. No one can say that COVID-19 hasn’t changed their 

daily life. The good thing is that we at KLINGER manufacture 

products that will always be in demand and often even more so 

during a crisis.

From page 14 onwards, you can read about how a whole dis-

trict in Buenos Aires went dry due to a burst pipe. At the height 

of the COVID-19 crisis in Argentina, the KLINGER team helped 

to restore the supply of fresh water to the 40,000 residents of 

Villa 31.

And there is more good news from Latin America on page 16: 

Leonilda Medina, Social Media Specialist at KLINGER Brazil, 

explains how, even during the crisis, she was able to multiply 

hits and follower numbers.

In this issue, we also report about two acquisition ceremonies 

held under unusual circumstances: with great joy (and face 

JOIN US! Do you want to inform colleagues about the latest company-internal news? 
Kindly upload your articles and hi-res images to: http://www.vista-connect.net/sites/vista

EDITORIAL

PREFACE
VISTA Magazine 12-2020
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KLINGER GROUP
#TeamKLINGER 

TOGETHER TOWARDS 
THE FUTURE
In VISTA 06-2020 we reported under the title “In this together” about the early phase of 
 COVID-19. In the meantime, a kind of routine has evolved to deal with the exceptional circum-
stances and we progressively plan the future. After all: the future is digital, there is no doubt.

It all began around March 2020. 
Nothing was as it had been before. 
Pictures from China, later from Spain 
and Northern Italy, fl ooded the news. 
The KLINGER Group’s management 
gave their all in communicating with 
the employees and managing direc-
tors of all locations. The situation 
changed by the hour. But in hind-
sight, everything went well.

Measures were tightened and
then loosened again, laws 
changed continuously. For

KLINGER’s CEOs and managing direc-
tors in the various countries, this required 
fast reactions over the past months, again 
and again: during the lockdown, some 
subsidiaries completely changed over to 
home offi ce work for a short while. In the 
meantime, production had to be orga-
nized in groups or shifts—this is where 
the management exchanged experi-
ences with customers and contractors 
around the world. Solidarity was the 
motto.

Also, the worldwide travel restrictions 
and the policy of many companies not 

to allow any visitors, turned the work of 
some of our colleagues upside down. 
The fi eld staff in particular was suddenly 
missing the personal contact with cus-
tomers. But with the help of IT, solutions 
were found to digitally handle customer 
requests. “Our colleagues reacted very 
fl exibly to the new working conditions,” 
says Stefan Kögl, head of KLINGER’s 
Department for Digitization. “Even 
those, who were skeptical towards 

DIGITAL ERA
·  Depending on the country, many 
employees are currently working from 
home or in shifts in the offi ce. Video 
chats replace the shared coffee break.

·  The planned change from the former 
communication tool Skype for 
Business to Microsoft Teams was 
brought forward to Q2. Teams and 
the intranet VISTA Connect are 
now available to all employees with a 
computer on their desk. This makes 
daily communication simpler and 
ensures that international meetings and 
events can take place smoothly online.

·  Also, on Teams, the annual Managing 
Directors Conference (MDC) took 
place online for the fi rst time.

 KLINGER communicates 
digitally: an important signal 

for the future!

video conferences, intranet and a digital 
workspace, very quickly learned how 
to use the new technologies to their 
advantage.”

Even an exceptional situation eventually 
becomes routine. In summer, the group 
management made use of the compar-
atively quiet situation and designed a 
future after COVID-19 over many video 
conferences (see interview).
It is true: we live in exceptionally demand-
ing times. But with digital tools, now 
more than ever, we move even closer 
together—and together we turn our focus 
to the future. 

Three important qualities keep the 
KLINGER Group fi rmly on course, 

even during the crisis.

KLINGER is
BROADLY 

DIVERSIFIED

NOT DEPENDENT 
ON ONE SINGLE 

CURRENCY

PRESENT 
AROUND THE 

GLOBE
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KLINGER GROUP
 #TeamKLINGER 

“ A GOOD CAPTAIN STRENGTHENS 
HIS CREW’S SPIRIT”

A conversation with CEOs Daniel Schibli and Christoph 
Klinger-Lohr about the challenges COVID-19 brings and 
how they can be met jointly. The interview took place 
at the end of September 2020 in a video conference: 
Daniel Schibli was in Oberrohrdorf, Switzerland and 
Christoph Klinger-Lohr was at the Austrian headquarters 
in Gumpoldskirchen.

KLINGER is a global enterprise. When 
COVID-19 started to spread, the condi-
tions and the legal situation suddenly 
were different in each country. How 
did you manage to keep an overview?
Schibli: We regularly were on the 
telephone with the managing direc-
tors of the different subsidiaries and 
constantly re-evaluated the situation. 
Additionally, Madeleine Grossholz, our 
assistant, kept us up to date about inter-
national policies and travel restrictions. 
And she continues to do this now.

How did you react to the information?
Schibli: Christoph and I decided on 
measures: KLINGER is organized in a 
decentralized way—we have companies 
everywhere. Our job was to decide on 
generic goals and policies and to discuss 
them with the teams in the various 
countries.
Klinger-Lohr: Three topics were espe-
cially important. Firstly, the safety 
of the employees. Secondly, ensuring 
liquidity. And thirdly, to prepare for the 
future.

How can one prepare for the future?
Klinger-Lohr: In future, we will allow 
more resources for digitization and 
e-commerce, meaning sales modal-
ities via the Internet. We proceed 
pro  actively, want to digitize several 
processes and to win new customers in 
this segment.

How well was KLINGER equipped for 
the current situation?
Schibli: In a crisis, it is generally an 
advantage to be as diversifi ed as we are 
in terms of countries, currencies and 

the shipping industry and is amongst 
the world’s top three in this market. 
The shipping industry is always fi rst 
to be affected by crises like this one. 
We had to reduce our staff there, with 
the option of getting their jobs back as 
soon as things pick up again. The USA 
was also heavily affected. We have 
four companies there. Their employees 
agreed to a four-day week during the 
critical phase. All of them worked 
80 percent and in this way no one had 
to be laid off.

Are there also positive aspects to this 
situation?
Schibli: Of course. The best thing is the 
affi rmation that our company culture is 
getting right now: being fl exible, lean 
and sustainable are not just buzz words 
for us. We really live them, and this 
strengthens us. So does our customer- 
friendly approach, and now we get this 
trust in return.
Klinger-Lohr: I am also very proud of 
how our employees coped with this 
situation: with high fl exibility and a 
lot of understanding. At KLINGER, the 
staff satisfaction is high and this pays 
off in diffi cult times. I would like to 
thank all our colleagues once again!

products. Another advantage: our busi-
ness model is based on lasting relation-
ships. Our warehouses are always well 
stocked. We had no supply shortages.

So, KLINGER was comparatively stable. 
How did you communicate this to 
your staff?
Klinger-Lohr: We signaled: we are there 
for you around the clock. We are inde-
pendent from stock-market prices, and 
this is a good thing. In critical situations, 
we need each other. If at all possible, we 
don’t want to lay off anyone.
Schibli: It was important to act in a 
deliberate and consistent way in order 
to avoid panic. Also, I have an important 
rule: during a crisis, one does not make 
long-term decisions. 

Even KLINGER must have had some 
diffi cult situations, though?
Klinger-Lohr: Naturally. They existed. 
Italy and Argentina where we have 
subsidiaries, were in a complete lock-
down. South Africa was in a partial 
lockdown, but due to the country’s 
overall economic situation carried 
an extra heavy load. From our posi-
tion in Europe, we tried to strengthen 
their spirit. One must imagine it like 
this: when the captain of a company 
does not see land for months, it affects 
the morale of the crew. Many of our 
managing directors were still able to 
signal to their team: we will emerge 
from this situation stronger than we 
were before.

Were there other critical situations?
Schibli: We have an exceptional 
company in Norway. It supplies mainly 

CEO Daniel Schibli is responsible 
for the Fluid Control and Service & 
Distribution division. CEO Christoph 
Klinger-Lohr is responsible for the Soft 
& Metal Sealing division. 
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KLINGER GROUP
KLINGER DNA

Don’t be fooled by the stern expression: 
entrepreneur Klinger always cared about 

the well-being of his workers.

 Even the successful product Klingerit 
was constantly improved in order to 

meet new technological requirements. 

Born in 1860, also a time of 
technological upheaval: company 
founder Richard Klinger.

Let’s briefl y look back to when it all 
began for KLINGER: to be exact, 
it was set in motion 160 years ago 

with the birth of the company’s founder, 
Richard Klinger. Klinger was born in 
exceptional times on December 31, 
1860. The late 19th century was a time 

TECHNOLOGICAL 
CHANGE AS A CHANCE

160 years ago, Richard Klinger was born. What the pioneering 
spirit of the company’s founder can teach us in the digital era.

* December 31, 1860, in Boehmisch Aicha, † December 15, 1928, in Gumpoldskirchen

water gauge glass, in 1898 he devel-
oped a fi ber-reinforced gasket. Under 
the trade name Klingerit, his invention 
went around the world. 

Looking after staff well

While the company grew and soon 
established subsidiaries in other coun-
tries, the founder never forgot to look 
after his employees: due to the shortage 
of housing around the factory, “Richard 
Klinger, who was always considerate 
about his workers, decided to have six 
workers’ houses built and he therefore 
bought the meadows along the road to 
the canal,” one could read in the local 
newspaper on July 13, 1913. Step by 
step, a workers’ quarter was developed, 
offering the workers and their families a 
safe home with lots of air and light and 
their own gardens.

The KLINGER family’s DNA

Recognizing the signs of the time, look-
ing after his employees, looking ahead 
and acting fl exibly in order to supply the 
industry with the best products—this 
is how Richard Klinger got to the very 
top within his line of business. When he 
died aged 68, his heirs (CEO Christoph 
Klinger-Lohr is a fi fth generation descen-
dant) continued the company, expanding 
it into an enterprise with subsidiaries 
around the world. Many things have 
changed in the last 160 years, but up to 
today, the founder’s values still make up 
the DNA of the KLINGER Group. 

of change—and in some way similar to 
our time now. Technological progress 
changed the traditional trades at a blis-
tering pace. New machines were whir-
ring everywhere, electricity spread into 
everyday life, new materials and solu-
tions were needed. Today, we are expe-
riencing the changes to communication 
and commerce with digital progress.

Looking forward, not back

As the son of a building constructor, 
Richard Klinger loved technological 
progress and engineering: as a boy, he 
was already a tinkerer, going on to study 
Mechanical Engineering in Vienna and to 
found an engineering workshop in 1886. 
This is where, in 1888, he designed a 
special refl ex glass for indicating water 
levels, which he had patented.

The success of his invention made it 
possible for him to build a machinery 
and metalware factory in Gumpolds-
kirchen, Austria, which remains to this 
day the KLINGER Group’s headquar-
ters. But instead of relaxing and enjoy-
ing the profi ts from his factory, Klinger 
watched the technological progress, 
doing his bit wherever he saw the need 
for improvement. Following on from his 

 Even the successful product Klingerit  Even the successful product Klingerit 
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KLINGER GROUP
Brazil: New Acquisition

KLINGER has been operating in 
Brazil for more than 50 years. 
The group has now acquired the 
local producer of valves, Indústria 
Mecânica e Artefatos de Metais 
Parva Ltda. The successful family 
business brings specialized products 
with promising potential into the 
group.

Family has always been one ingre-
dient for success in the KLINGER 
Group. It has been, after all, a 

family-run business itself since 1886, 
just like Parva. Parva was founded in 
1949 and operated by the Guerrini 
and Battistoni families ever since. Their 
management has always placed quality, 
efficiency, professionalism, responsibil-
ity and trust first. But the current share-
holders are not getting any younger and 
there are no family members to take 
over the business. So, at the end of last 
year Parva began looking for a buyer. 
Rogério Giuntoli, who manages Parva, 
learned about the KLINGER Group 
through a common contact with Alberto 
Maier, Managing Director of  KLINGER 
Brazil, and soon negotiations began.

A NEW FAMILY 
MEMBER IN BRAZIL
KLINGER Brazil acquires Parva, a family-run business, 
specializing in valves for chlorine cylinders.

Long-term vision

With 13 employees and sales of 3.4 mil-
lion Brazilian Real (BRL) the company 
is an attractive addition to KLINGER 
Brazil. Parva’s products complement 
their portfolio perfectly and allow for 
future expansion in several directions: 
their highly specialized valves are widely 
used throughout South America with 
pressurized containers of chlorine or 
sulphur dioxide. Exports to the US 
and Argentina are now on the itinerary 
and, since chlorine tanks are essential 
to the water industry, KLINGER Brazil 
also plans to expand in this direction by 
2030.

KLINGER’s production manager 
Hélcio Lopes (7th from the right) 

and head of fluid control production 
planning Jairo Tromboni (left to Hélcio) 

with Parva employees and manager 
Rogério Giuntoli (in a black polo shirt), 

who will continue to run the former 
Parva operations.

From now on, Parva is a welcome 
 f amily member of the KLINGER Group. 
Within this new framework, it will con-
tinue to be synonymous with the valve 
for chlorine cylinders. Following the 
full integration, Parva will manufacture 
under the name of KLINGER Brazil and 
will continue to produce and sell valves 
and their other products with the same 
high quality as ever, as well as supply-
ing their customers with the excellent 
service and support they have become 
accustomed to. 
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ALL’S WELL 
THAT ENDS 
WELL

Growth through acquisitions has 
been an international long-term 
strategy of the KLINGER cor-

poration. The South Africa organization 
alone has been involved in five acqui-
sitions over the years. “We started off 
with Wright Seal and Plastics, then GC 
Baars—a valve company. Thereafter, 
Fabcom and Furmanite were acquired,” 
explains Phillip Herbst, Managing Direc-
tor of KLINGER South Africa. “Now we 
have pipe couplings and pipe repair 
clamps on board. This is very excit-
ing as we see the product range that 
Thomas Pipe Products adds to the 

existing portfolio in perfect synergy with 
what we already offer.”

A long journey with a happy ending

The road to the final sign-off was 
a long and winding one. In 2012, 
KLINGER South Africa had their first 
internal discussions about acquiring 
a pipe repair clamps and couplings 
company. And Johan Smal, Financial 
Director of KLINGER South Africa and 
duly appointed Managing Director of 
KLINGER Pipe Products, was deter-
mined to not just find any company: it 
had to be the right one. It was only in 
2017 that first contact was made with 
Thomas Pipe Products.
TPP was founded by Luke Thomas in 
2006 with just a few staff members. He 
turned the company into a very suc-
cessful business that currently employs 
100 people in two facilities, one in 
Honey dew and a smaller one in Cape 

Town. When approached by KLINGER, 
Luke Thomas was willing to negotiate, 
but similar to Johan Smal, would not 
sell his business to just anyone! There 
was a lot of mutual understanding and 
trust, and a few hurdles to overcome. 
The date of acquisition was eventually 
agreed for the March 1, 2020.

One last hurdle

Approaching that date, KLINGER South 
Africa started to feel the pressure and 
effects around the COVID-19 pandemic 
and decided to postpone the offi-
cial acquisition. Four months later, on 
July 1, 2020, the transaction was finally 
concluded and TPP became KLINGER 
Pipe Products (KPP). “We really look for-

Now on board with KLINGER: South Africa’s 
leader in pipe repair clamps and couplings.

Signing the contract:  
TPP’s previous owner,  

Luke Thomas with Phillip Herbst 
(MD KLINGER South Africa, right) 

and Johan Smal
(FD KLINGER South Africa, left), 

who will be taking charge at 
KLINGER Pipe Products (KPP) in 

his dual role as MD of KPP and FD 
of KLINGER South Africa.

Phillip Herbst, MD 
of KLINGER South 

Africa, delivering 
a speech at the 

opening ceremony 
which took place on 

KPP’s Johannesburg 
premises.

The Cape Town team with 
founder Luke Thomas 

(front row, right).

KLINGER GROUP
South Africa: New Acquisition

On July 1, 2020, KLINGER South Africa 
took over Thomas Pipe  Products (TPP), 
a local leading company specializing 
in pipe repair clamps and couplings. 
Their product range is a perfect 
addition to the Group’s portfolio.
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A closer look 
inside the KPP 
manufacturing facility.

KLINGER GROUP
South Africa: New Acquisition

WHY TPP IS SUCH 
AN EXCITING 
ACQUISITION
·  TPP’s products will be in demand in 
ever-increasing numbers going forward 
because of the need to supply clean 
drinking water to every citizen.

·  The potential for TPP products in 
other Group companies should be 
substantial.

·  Tremendous potential in other African 
countries where these products have 
not been properly sold or marketed 
(Zambia, Democratic Republic of the 
Congo, Kenya, Tanzania, etc.).

·  Our extensive branch and agent 
network in South Africa will benefit 
from this additional product range.

KPP manufactures 
pipe repair clamps and 
couplings in Johannesburg 
and in Cape Town, 
South Africa.

The Johannesburg workforce, 
expressing their excitement by 

wearing their new KLINGER caps.

ward to introducing the product range 
to all the KLINGER companies globally 
and taking the products to the world,” 
says Phillip. With KLINGER’s network of 
branches and depots, lasting growth is 
secured and KPP is ready to become a 
world player in its industry. 
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Butterfl y valves for extreme condi-
tions are the specialty of the Norwe-
gian company Westad Industri AS. 
It supplies high-performance valves 
for ships and offshore installations 
as well as the oil, gas, chemical and 
mining industries. Westad has been 
a member of the KLINGER Group 
since 2013 and by January 2021, 
it will also rebrand to KLINGER 
Westad, fully embracing the 
KLINGER Corporate Identity.

KLINGER GROUP
Norway: Rebranding & Update

About an hour from Oslo, near 
Lake Bergsjøen, surrounded 
by wetlands and those deep 

forests that Norway is famous for, 
Westad Industri AS develops and man-
ufactures high-precision valves for the 
toughest operational conditions. Given 
its beautiful natural surroundings, it is 
no wonder that the company displays 
huge environmental responsibility by 
minimizing the use of non-renewable 
resources and unnecessary packaging. 
And the close connection to the North 

WESTAD KEEPS GOING 
STRONG THROUGH 
THE CRISIS

Sea has always been an advantage 
for expanding its knowledge of critical 
applications, high-technology materials 
and valve design.

A leading supplier of butterfl y valves

Westad’s history dates back to 1895, 
when Daniel Westad began produc-
ing valves for the local pulp and paper 
industry. Around 1950, the company 
began serving the Marine industry and 
in the 1960s it started manufacturing 
valves for Liquefi ed Natural Gas (LNG). 
The fi rst LNG butterfl y valve left the plant 
in 1975 and soon after, the company 
exported its quality valves to Korea, 
China and Japan. Over the decades, 
Westad has become a leading supplier 
and pioneer in highly specialized butter-
fl y valves, proudly celebrating its 125th 
anniversary in 2020.

COVID-19 demands pooling 

of resources

In 2019, Westad achieved the best 
result in its history with sales of 
463 million NOK. In 2020, due to market 
development during COVID-19 down-
sizing became necessary. “The clear 
and underlying reason why we have to 
downsize, and the basic driver behind 

125 years of valves production in Norway is now 
being incorporated into the KLINGER brand family.

KLINGER Westad, located at Geithus 
approximately 70 km outside of Oslo, is 
surrounded by forests and beautiful nature.
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KLINGER GROUP
Norway: Rebranding & Update

this, is COVID-19 and the decrease of 
the order intake,” says Managing Direc-
tor Jørn-Inge Throndsen. Some of the 
employees had to be dismissed to keep 
the company afl oat until the crisis is over. 
All redundancies have been  combined 
with a social compensation plan and 
have priority in getting their jobs back if 
the market turns around again. 

Into the future with dedicated 

employees and a strong brand

For the management it was a tough 
decision to make. “Unfortunately, this is 
a necessary tool right now. But down-
sizing is not a goal in itself. The overall 
goal is to secure Westad for the future,” 
says Jørn-Inge. Due to the dedication 
and trust of Westad’s employees, he is 
optimistic that the company will endure 
these trying times, coming through 
them even stronger than before. He 
fi rmly believes: “Our employees are the 
key to future success. At the end of 
the day, it’s our people who make us 
who we are.” But also the rebranding 
to KLINGER Westad plays an impor-
tant role in this: “It is good that we 

went into the crisis with money on the 
books and a solid balance, and that we 
are part of a fi nancially sound group of 
companies,” he explains. “Taking on 
the KLINGER brand comes at the right 
time. It strengthens our position in the 
market as the KLINGER brand is built 
on decades of prosperity.” KLINGER is 
well-known for being a fl agship of  stable 
progress. There couldn’t be a better 
solution for the Norwegian experts in 
butterfl y valves! 

WESTAD 
INDUSTRI AS 
Westad designs and manufactures 
high-performance double- and triple- 
offset butterfl y valves in preferred 
materials for LNG, LPG, chemicals and 
other critical applications. 

3D CAD (computer aided design)/CAM 
(computer aided mapping) software 
technology ensures high-precision 
engineering. CNC (computerized 
numerical control) machining centers 
and an educated and skilled workforce 
support computer-aided manufacturing. 
Newest laser deposition technology for 
hard facing assures high performance 
in critical applications. 

Valves are tested in accordance with 
the highest quality standards: The 
company performs hydrostatic tests 
and high/low pressure tests with gas 
and also runs their own cryogenic 
testing facilities with digital instrumen-
tation, remote observation and the 
highest standards for tests with helium 
and liquid nitrogen.

Specifi c applications in 
the marine industry include:
·  LNG tankers
·  LPG and LEG tanker systems
·  Chemical and product tankers

Land-based and 
offshore applications are:
·  LNG liquefaction, handling 
and storage facilities

·  Critical seawater systems 
on oil- and gas-producing platforms

·  Corrosive service in mining 
installations

The marine industry, which 
Westad has been serving 

since the 1950s, is particularly 
sensitive to crises.

“The overall goal is to secure Westad for 
the future.” Jørn-Inge gives a speech in 
KLINGER Westad’s recently built warehouse. 

In the cafeteria KLINGER Westad 
employees receive regular updates 
by Managing Director Jørn-Inge.

The rebranding changed Westad (left) to KLINGER Westad (right), 
now fully embracing the KLINGER corporate identity. 
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KLINGER WORLDWIDE
Belgium: Restart & Makeover

More structure and efficiency: this 
was the main aim for KLINGER 
Belgium, when they decided to 
improve internal processes and to 
move into a new building earlier this 
year. Although the actual move was 
impacted by the COVID-19 crisis, the 
exceptional teamwork turned the 
moving weekend into an inspiring 
experience for the staff.

When Manuel Sannen 
became the new General 
Manager of KLINGER’s 

Belgium subsidiary on January 1, 2020, 
Managing Director Ton van Erkelens 
gave him the task of re-organizing 
the company. New, efficiency-raising 
processes were to be introduced in order 
to expedite the move and to raise sales 
in the long run. During his first months, 
Manuel talked to the staff and paid a lot 

of attention to understanding the status 
quo of the organization. The hallmarks 
of KLINGER Belgium have always been 
high quality, technical knowledge and 
premium products. There was only one 
flaw: the limited ability to flexibly answer 
customers’ requests and to react to 
them quickly. This is what Ton and 
Manuel wanted to change, one as the 
driving force and mentor, the other as 
the coordinator who gets things done.

A new, streamlined KLINGER Belgium

The first change Manuel initiated was 
a new structure for the warehouse. He 
then restructured the Finance Depart-
ment and introduced a comprehensive 
reporting system for the company, 
with daily and weekly meetings. This 
turned out to be a complete restart for 
the company that not only included 
re-structuring of internal processes, 
but also a move into a new building. An 
open warehouse in Vilvoorde proved 
suitable, but first needed some con-
struction work in order to house the 
offices as well as the stock magazine. 
By the end of May, the beautiful new 
home for KLINGER Belgium was ready. 

A CHALLENGING 
MOVE DURING THE 
COVID-19 CRISIS
KLINGER Belgium went through a big restart inside and out.

Quote Manuel Sannen: “Exceeding 
customer expectations when it comes 
to order response time really helps us to 
grow accounts and win new orders.”

Take a walk around the 
new premises! Lots of air 

and space and the typical 
blue color scheme at the 

Vilvoorde-office.

A strong team can move 

a whole warehouse

Moving a company is always a chal-
lenge. But moving a company during 
the COVID-19 crisis definitely added 
a few extra obstacles on top, one of 
which was finding external partners for 
help with the move. After all, during the 
crisis not all companies were up and 
running. Eventually, a company was 
hired for managing the move and, as 
a first step, the offices with desks and 
equipment were brought over to the 

CHALLENGES
•  Huge order backlog

•  Old warehouse was a 
bottleneck and had no 
real manager

• Problems with quoting

• Cash-flow issues
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Belgium: Restart & Makeover

Expansion into the sky: 
the new location  
in Vilvoorde.

Even break time was in teams of two!

Everything in its place:  
the new neatly organized warehouse.

new site within a day. Moving the ware-
house was a bigger task: for this, 95 
percent of the KLINGER team, around 
40 people, came in over the weekend 
and moved all the products into the new 
space. Since weekend work is techni-
cally not allowed, all the participating 
staff signed up voluntarily and without 
payment. To be on the safe side though, 
extra insurance was taken out for the 
weekend and they all received a shop-
ping voucher as a thank-you present at 
the end.

Teamwork during the pandemic

Of course, the hygiene and safety mea-
sures due to COVID-19 were very strict. 
Every morning started with a safety 
meeting about safety gear and jackets, 
hygiene and social distancing. Masks 
were not mandatory at that time. Then, 
the staff were divided into teams of just 
two people with each team working 
separately and independently from the 
others. The company supplied break-
fast for everybody and pizza at lunch-
time, and in spite of the summer heat, 
strict hygiene measures and distancing, 
there was a lot of laughter and good 
vibes all around. The joint effort had 
actually turned into a strong team-build-

ing activity where even office workers 
came close-up and personal with the 
KLINGER products for the first time. 
By 6 pm on Sunday, the whole ware-
house had been transferred! As a last 
step, a moving company was brought 
in to transport the repair and assembly 
machines of the service department 
and the workshop. Now KLINGER 
 Belgium was ready for business again, 
perfectly organized and streamlined, 
from the first customer inquiry to the 
speedy dispatch of the products. 

IMPACT FOR 
CUSTOMERS

  Response time 
for quotations has 
improved 

  Lead times have 
shortened 

  More requests coming 
in from the website 
since relaunch 

  The planned online 
shop will be attractive 
for a new generation 
of buyers and increase 
internal efficiency

SOLUTIONS
   Key Performance 
Indicators (KPI) 
introduced

  Clear targets defined

  Daily visual reporting 
introduced

  New head of 
warehouse and new 
structures, rules and 
priorities 

   Immediate invoicing 
after delivery

  Correct quoting  
re-introduced

   Project calculation 
improved

  Customer Relationship 
Management (CRM) 
system improved

  Website relaunched
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Water is a tricky topic in Argentina. 
While its availability far exceeds 
the demand, about 19 percent of 
the population, especially in rural 
areas, have no access to piped water 
and nearly 50 percent live without 
sewage services. They drink polluted 
water from wells, have no proper 
disposal of wastewater and there-
fore risk waterborne diseases like 
dengue fever. Since 1999, the Water 
& Sewage Division of KLINGER 
Argentina has helped to tackle this 
problem.

In Argentina, water is clearly a problem 
of inequality. In order to improve 
access to safe water and sanitation 

for everyone, the country’s govern-
ment has been addressing this through 
several programs. The latest of these is 
the National Water Plan, which aims to 

supply safe drinking water to 100 percent 
of the population and sanitation coverage 
to 75 percent by 2030.

And KLINGER Argentina is playing its 
part. As a partner of local infrastructure 
suppliers, KLINGER not only provides 
products such as valves, couplings 
and flowmeters, the company’s Water 
& Sewage Division also offers technical 
advice and even emergency services. 
Those emergency services were called 
upon earlier this year in a shanty town, 
or “villa,” in Buenos Aires. Not only is 
this a typical example of the issues 
Argentina has around water, it also illus-
trates the role KLINGER plays in helping 
to solve them.

Supplying clean water for the poorest

Villa 31 sits right in the middle of Retiro, 
the most expensive neighborhood in 
Buenos Aires. With over 40,000 peo-

SERVING THE PEOPLE 
WITH CLEAN WATER
During an extreme crisis, KLINGER Argentina’s service team restored 
the water supply to the least advantaged district in Buenos Aires.

Cristian Gonzalez, 
Sales Manager at 
KLINGER Argentina

A single day of hard work and the valves 
were functioning again.

Tin shacks next to high-rise luxury buildings: 
Villa 31 is located in one of the most expensive 
neighborhoods in Buenos Aires.

KLINGER WORLDWIDE
Argentina: Fast Support

ple living in tin shacks and shabby 
multistory buildings, it is one of the 
largest and most visible shanty towns 
in Argentina. For decades, clean and 
potable water was not part of everyday 
life here. In 2016, the city’s government 
started an initiative to urbanize Villa 31 
by improving its infrastructure and by 
helping its inhabitants to socially inte-
grate into the city.
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Mauricio 
Rodriguez, one 
of KLINGER 
Argentina's 
technicians, was 
on site with the 
AySA team.

During the construction work, 
AySA brought in water trucks to supply 
drinking water for the community.

Production Manager Claudio 
Lazo at the KLINGER plant.

One essential element of this initiative 
was the supply of potable water for 
everyone and connection to the sewage 
system. The contractor AySA (Agua y 
Saneamientos Argentinos), together 
with KLINGER’s Water Division, made 
it happen. Drinking water is now dis-
tributed to the entire neighborhood 
in Villa  31 through four water supply 
points, receiving a pressure of 10 to 
15 meters of water column.

Emergency call during COVID-19

Earlier this year, during the final phase 
of the construction, part of a street 
collapsed onto two control valves 
causing a break in the water supply. 
AySA provided trucks, supplying up to 
15,000 liters of drinking water, but it 
was not enough to cover the people’s 
basic needs. This happened during 
the COVID-19 pandemic and quickly 
turned into a health emergency.

KLINGER’s Valve Automation and 
Service Center was called for assis-
tance. “Despite still being in quaran-
tine,  Claudio Lazo and I immediately 
co ordinated the work and logistics, 
and AySA assisted in moving our 
technical staff to the site,” recalls 
Cristian Gonzalez, Sales Manager at 
KLINGER Argentina.

KLINGER WORLDWIDE
Argentina: Fast Support

In a team effort with AySA, Mauricio 
Rodriguez, one of KLINGER’s techni-
cians, was on site to repair the valves the 
following day. All the protocols, hygiene 
and protection measures required for 
COVID-19 were implemented. After a 
whole day of changing copper piping and 
pilots and regulating valves, the neighbor-
hood had their water supply restored.

Expanding into Latin America

Ever since KLINGER opened its branch 
in Argentina, it has played an important 
role in improving access to water and 
sanitation. Through this it has helped to 
alleviate social inequality. And there is 
much more to do: although blessed with 
lots of water, the whole of Latin America 
has a severe problem with its distribu-
tion and sanitation. There is huge poten-
tial for the KLINGER Group. 

WATER IN ARGENTINA

¹https://www.worldwaterweek.org/event/7504-argentinas-roadmap-for-sustainable-water-resources-management
² https://iwa-network.org/water-challenges-in-argentina-development-of-the-national-water-plan/

8 million 
people lack access to 

drinking water

20 million 
people do not have access 

to sanitation¹ 

The complete collapse 

of Argentina’s economy in 2002 
caused a halt in the upgrading of 

services

2016: the National Water Plan  
aims at ensuring 

100% of Argentinians  
have access to drinking water 

and 75% have sanitation  
coverage by 2030²

Today, water and sanitation  
are provided by around

1,650 public, cooperative and 
private entities

Only 20% 
of Argentina’s wastewater  

is treated
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Marketing is, by definition, a strategy 
that aims at a higher visibility for 
a company, brand or service. That’s 
what marketing professionals are 
there for: increasing sales. 

However, in the past few months, 
the world has come across 
an unprecedented crisis, a 

pandemic which threatens not only the 
health of citizens, but also the survival 
of companies and the stability of the 
economy. While facing the current 
scenario of uncertainty, marketing had to 

find answers to a challenging question: 
What might be the role of marketing in 
times of crisis?

Humanize your brand’s image!

KLINGER Brazil chose a very personal 
way to interact with those who followed 
the brand online. Based on our social 
marketing guidelines and the idea of 
humanized marketing (see fact box), we 
wanted to prompt a new type of influ-
ence, based on engagement. 

Even before COVID-19, we had regularly 
addressed social concerns and relevant 
issues for society as a whole, knowing 
that a humanized customer service can 
be a standout feature for a brand to get 
leads. To give an example: KLINGER 
Brazil invests in weekly posts on 
 LinkedIn that not only advertise content 
about brand and products, but contain 
trivia, such as general information on 
the prohibition of asbestos in Brazil and 
worldwide. Social content is also fre-
quently posted. In times of COVID-19, 
this could mean expressing gratitude 
and solidarity towards the healthcare 
workers. And: We did not forget about 
internal branding. There are frequent 
posts about company events—virtual or 
real—that employees take part in.

News updates generate website traffic

To keep followers updated, KLINGER 
Brazil also keeps an exclusive section 
on its website promoting news related 
to the industry’s field of work, paying 
heed to the social aspect, bringing 
up themes such as the influence of 
the sealing standard and the possi-
ble damage to the environment. This 
bonus work highlights the social profile 
of the brand and helps to get more fol-
lowers who know this is a place where 
they can get a regular update. In our 
experience, the key to successful mar-
keting in times of crisis is a balance 
between promotional communication 
and building customer awareness. The 
human factor is also key in direct cus-
tomer communication: KLINGER  Brazil 

KLINGER WORLDWIDE
Commentary: Social Media

COVID-19:  
SOCIAL MEDIA 
MARKETING 
IN TIMES OF CRISIS
A commentary by Leonilda Medina,  
Social Media Marketing, KLINGER Brazil

HUMANIZED 
MARKETING
This recently coined term refers 
to marketing that includes human 
elements across all stages of a 
product life cycle and customer’s 
journey. Humanized marketing means 
engaging with customers on an 
emotional level.

Leonilda Medina, Marketing & 
Communications Expert at KLINGER 
Brazil, managed to boost numbers of 
followers on KLINGER Brazil’s LinkedIn 
account during the COVID-19 crisis. 

16



COVID-19: an important lesson 

to be learned

We mustn’t forget that marketing plays 
a paramount role in brand perception 
and value, be it in a moment of crisis, 
before or after. Fortunately, marketing 
offers many different tools to help pro-
fessionals keep up a consistent brand 
image, according to what the specifi c 
situation might require.
Even in times like the Corona crisis, 
when the situation might require a more 

KLINGER WORLDWIDE
Commentary: Social Media

counts on professionals who are 
available whenever clients need to 
clear any doubts. The company has 
a highly qualifi ed, regional technical 
and commercial team who assist cli-
ents wherever they are. This personal 
availability, a human voice on the tele-
phone, someone who listens, results in 
satisfi ed customers. And this personal 
availability and interaction brings leads 
closer to the brand and increases 
brand visibility.

LINKEDIN –
5 QUICK TIPS 
1.  The LinkedIn Business Page is your 

social-media marketplace. Share 
news, tips and easy-to-read presen-
tations.

2.  Getting there is more interesting 
than the end result. Share challenges 
and show how you solve problems.

3.  The duration of interaction is more 
important than the number of likes 
and comments. Share PDF fi les, 
videos and questionnaires.

4.  LinkedIn wants content that keeps 
users on the platform. Don’t post too 
many external links.

5.  A second post on the same day will 
have much less reach. Post regularly 
but not several times in a single day.

Best practice: 
Let the LinkedIn Business 
Pages of KLINGER Brazil 
(2,320* followers), KLINGER 
Saidi Spain (2,200* followers) 
and KLINGER United Kingdom 
(1,888* followers) inspire you!

*at the time of going to press

social than promotional approach, 
there will be a suitable marketing strat-
egy. Humanized marketing and social 
marketing appeal to followers in a very 
direct and personal way. When interact-
ing like this, the brand’s “share of mind” 
will hopefully lead to a growing “market 
share.” A perfect win-win situation in 
diffi cult times, when everyone needs a 
little backup to cope. 
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KLINGER World: Finland

5.5 million people, 3 million saunas 
and vast areas of forest and pristine 
nature. Finland’s special climate and 
landscape are mirrored by its very 
special people who are mostly known 
for one thing: their reliability—a 
quality that KLINGER Finland proves 
day by day with customers and 
employees alike. Because “a promise 
is a promise!”

There is an air of sweet soli-
tude about Finland and of a life 
completely in tune with nature. 

The further north you go, the deeper 
you dive into the stillness of the forests. 
Here, the pace of life is even more 
relaxed and quieter than in the south. 
Silence plays a big part in Finnish culture 
and it is most palpable during the winter 
months, when everything is covered 
in deep snow. Some people prefer to 
snuggle up indoors, when it is freezing 
outside. Others will wrap themselves in 
many layers of clothing and head for long 
walks during the short hours of daylight. 

Only the Greater Helsinki area on the 
south coast has an urban feel to it, 
a very laid-back urban feel that is. 
Most of Finland’s large companies are 
based here, with the metropolitan area 
generating around one third of the 
gross domestic product. And here too 
KLINGER Finland has its headquar-
ters, just 30 minutes outside Helsinki, 
in the village of Masala (Municipality 
 Kirkkonummi). 

80 years anniversary 

for KLINGER Finland

KLINGER’s history in Finland effectively 
goes back 80 years to 1940, when 

Aseko Oy was founded, a company 
trading in machinery, machine acces-
sories and electrical equipment. By 
becoming KLINGER’s representative in 
Finland in the 1950s, Aseko Oy added 
industrial seals, indicators, glasses 
and valves to its product range. Aseko 
Oy was acquired by KLINGER in the 
1980s. Later on, two more companies, 
Meckelborg Oy and Ramikro Oy, were 
acquired and today, KLINGER Finland 
embraces three companies, each offer-
ing a distinct product range: valves and 
electronics, industrial product marking 
and labeling, and industrial sealing solu-
tions. The latest additions to KLINGER 

 
COLD WINTERS, 
WARM HANDSHAKES
KLINGER Finland stays true to Scandinavian work ethics: 
people come fi rst.

KLINGER Finland’s 
headquarters are located half 

an hour away from Helsinki, in 
the small town of Masala.
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KLINGER FINLAND
Type of company:
  service & distribution company 

with adjoined workshop

Locations: 
 » KLINGER Finland: 
  02430 Masala, Finland
 »  KLINGER Baltic: 

75312 Harjumaa, Estonia

Employees:
 » KLINGER Finland: 104
 » KLINGER Baltic: 6

Main products: 
 » valves and instrumentation 
 » level gauges
 » steam traps
 » Y-strainers
 » air vents
 » gaskets and sealings
 » compressed gaskets
 » packings
 » marking & coding
 » sensors
 » electronic surveillance

Major markets: 
 » pulp & paper
 » energy
 » steel industry
 » water treatment
 » shipyards
 » petrochemical
 » oil & gas
 » food & beverage
 » process industry in general 

Top customers:
 » Wärtsilä Corporation
 » Sandvik Mining and Construction
 » Valmet
 » Stora Enso
 » UPM-Kymmene
 » Andritz

Strengths: 
 »  customer proximity—local stock to 

serve daily business 
 »  fl exibility—own workshop for 

modifi cations, assembly and testing
 »  teamwork—start-up support in large 

projects 

 Favorite quote: 
 “A promise is a promise!” 

Finland are two companies in Estonia, 
just across the Gulf of Finland. They 
merged under the name of KLINGER 
Baltic and, with 6 employees, expand 
the KLINGER brand within the Baltic 
market.

A career at KLINGER 

is a solid kind of thing

Today, KLINGER Finland has more than 
100 employees, many of whom have 
been part of the company for years. 
Jukka von Hertzen (40) was just 17 
when he had his fi rst summer job at 
Aseko Oy. Three years later he began 
working full-time in the workshop where 
he learned everything about metalwork: 
welding, machining and of course, 
servicing valves. To further his career 
within the company, Jukka went to eco-
nomics school in the evenings for two 
years. And he subsequently climbed 
the ladder, progressing to become a 
technical salesperson, and he has been 
the Sales Manager for Energy, Oil & Gas 
and Petrochemicals since 2011.

“KLINGER has supported me over the 
years,” says Jukka. “My wife once told 
me, ‘You never complain about having 
to go to work. It must be a good job!’. 
And she is right. It is a good job and it 
is a good company to work for.” What 
makes KLINGER such a good employer, 

“A good company 
to work for”
Sales Manager Jukka von Hertzen has 
been with KLINGER for 23 years.

»

Harjumaa,
Estonia

Masala,
Finland

STRAIGHT TALK 
IN THE SAUNA
There are more than half as many saunas 
as people in Finland. The Finns use them 
frequently, but not only for recreation 
or to warm themselves up in the winter, 
the sauna is their preferred place to talk! 
“In the sauna everybody is equal, no 
make-up, no cover-ups, no nonsense,” 
Jukka explains. And this is exactly how 
the Finns like it to be. “We are rather 
reserved and not the best when it comes 
to small talk. Instead, we tend to get 
straight to the point. And whenever we 
say something, we really mean it! In older 
times many deals were made in a sauna. 
That doesn’t really happen anymore, 
but the image still describes the Finnish 
business culture: no-nonsense, honest 
and with handshake quality.” It seems, 
the sauna fi ts the Finnish character 
perfectly. And vice versa. 
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In spring and fall, the Northern Lights turn 
the sky into a magical light show of greens, 

blues, pinks and yellows.

KLINGER INSIDE
KLINGER World: Finland

is its focus on people. The company truly 
lives the Scandinavian working culture 
and strives to be flexible and to offer 
support to its staff at all times. “People 
feel valued and appreciated. And one’s 
personal situation is always taken into 
consideration.” Jukka knows what he is 
talking about: He received a lot of sup-
port from the company when he had 
to care for a sick family member a few 
years ago. It’s no wonder that he has 
always declined offers from headhunters 
who have approached him in the past, 
offering positions in other companies.

FINLAND THROUGH  
THE SEASONS

The Arctic Circle runs right through the middle of Finland. 
This makes the summer days very long and the winters 
very dark. The Finns refer to the summer solstice as the 

“Nightless night.” In the south, at the end of June the sun 
goes down around 11 pm, rising again before 4 am, while 

in the north, in Lapland, the sun never sets. By contrast, 
from October to early March, Finland receives very little 

daylight. In Lapland, the sun doesn’t rise at all and on the 
south coast there are no sunny days, though the winter sky 

at least shows some form of gray. Spring and fall are the 
best seasons for watching the famous Aurora Borealis, also 

known as the Northern Lights.

Reindeer are not only Santa’s means of transport, 
they are also known to graze in wetlands and 
forests throughout the Lapland area.

JUKKA’S TIPS FOR YOUR 
FINLAND TRIP
“Everybody who comes to Finland should pay a visit 
to Santa Claus and his reindeer, right on the Arctic 
Circle in Rovaniemi, Lapland. Santa Claus Village is 
a big tourist attraction all year round, especially for 
families. But Lapland is more than the home of Santa. 
Outside Rovaniemi, you will find wilderness, wildlife 
and peace. The Finns have a strong connection 
with the forests and a long walk should put you in 
touch with our unique spirit as you experience the 
stillness, the clean air and of course, if you’re there 
at the right time, the magnificent spectacle of the 
Northern Lights.”

» Customer relations  are  

a matter of trust

Hiking and canoeing trips are organized 
for the employees; the latest planned 
outing would have been on an old sail-
ing ship, with a sauna on board and a 
plunge into the cold water afterwards, 
of course. Cold water doesn’t faze the 
Finns one bit! Since the COVID-19 out-
break, all these social events have been 
put on hold and business meetings 
are now held online with the personnel 
working in shifts and, when possible, 
from home. Also, the 80-year anniver-

sary celebration has been postponed 
until next spring. However, business 
continues as usual. The team spirit is 
high, and just like in customer relations, 
KLINGER continues to put people first. 
Even during a crisis, KLINGER Finland 
stays true to its motto to be “the most 
respected partner near or far.” 
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KLINGER Skills

The KLINGER Group produces sealing 
sheets at three locations: KLINGER 
Dichtungstechnik, KLINGER Brazil 
and KLINGER South Africa. They 
are then passed on to in-house and 
outsourced gasket cutters for further 
processing, and these sheets are 
turned into ready-to-use gaskets. All 
in all, this is a demanding task.

1. 50. 100. These numbers set the 
rhythm for gasket cutters, providing the 
basis of the quality assurance that is 
vital when manufacturing gaskets. The 
fi rst gasket produced by the operator is 
inspected. Then the 50th, and fi nally the 
100th. Precision takes top priority in this 
job.

The operators at KLINGER also stand out 
because of their fast work. When condi-
tions are optimal, their machines produce 
1,000 gaskets and more per hour. And 
operators themselves make a vital con-
tribution to these conditions: They are 
responsible for cleaning and maintaining 
their stamping machines and ensure that 
they run safely and reliably.

Gasket cutters work with a wide vari-
ety of machines, including swing arm 
presses, traveling head presses, beam 

cutting presses, CNC-controlled cutting 
machines, and eccentric and hydrau-
lic presses. All these machines stamp 
out fl at parts of different materials in a 
shearing operation. An operator must 
be very familiar with these materials, as 
their characteristics determine which 
tools and which operating materials are 
used. 

More than 200 different materials 
of varying dimensions are waiting in 
KLINGER warehouses for processing. 
The company’s employees use them 
carefully and economically, wasting 
nothing. Some orders involve especially 
costly materials such as non-woven 
fabrics, elastomers, PTFE and PTFE 
compounds, graphites and mica.

Technical skill and spatial 

visualization

To perform these kinds of demanding 
tasks, gasket cutters need experience. 
After an apprenticeship as a machine 
operator, KLINGER employees put to 
work their technical knowledge and skill 
and spatial visualization. They must also 
be able to talk about abstract technical 
processes, as information is shared 
constantly between gasket cutters, their 
co-workers and customers. And last 
but not least, a high degree of self-or-

Gasket Cutter
Pros with a steady hand

Operating stamping machines requires 
careful work and a steady hand 
(Dennis Stellmann on an automatic 
stamping machine).

Under optimum conditions up to 
1,000 gaskets can be stamped 
per hour (Mariola Steigmann on 

a swing arm press).

ganization is required for this job: The 
start and stop of, and interruptions in, 
production at stamping machines must 
be documented, and advance planning 
is also necessary. 

Of course, operators are not left entirely 
to themselves: Whenever they notice 
a drop in quality, they can ask a pro-
duction manager for help. Operators 
also receive support during production 
planning and coordination of the pro-
duction process, and for transporting 
the required materials to the stamping 
machines. That is where the actual work 
begins, either according to a production 
form or making standard sizes for the 
warehouse. The fi nished gaskets are 
used in a variety of different ways e.g., 
by the automotive, pharmaceutical or 
food industries. They all have a great 
deal of trust in the precision of our 
 gasket  cutters! 

Technical knowledge is vital for a 
gasket cutter’s job (Waleri Hildenberg on a 
CNC-controlled cutting table).

In KLINGER SKILLS we feature various jobs that 
are decisive for the Group’s success.
In KLINGER SKILLS
are decisive for the Group’s success.
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What We Make

A gasket’s most important function 
is to keep a substance—liquid, steam 
or gas—inside a space. A space in 
this case is a pipe, a container or a 
machine. At the same time, foreign 
matter that might contaminate the 
content needs to be kept out. 

If high pressure or extreme tempe-
ratures are involved, a metal-soft- 
material gasket is a good solution. It 

is made of metal and non-metal mate-
rial, combining their respective advanta-
ges in one.
 
Know-how

Metal-soft-material gaskets are avail-
able in different shapes; their geometry 
is adapted to protect the fl ange (see 
glossary): rings, frames or ovals, with 
or without webs, holes and restraining 
straps. Their application possibilities are 
as diverse as their shapes.

History

Richard Klinger, founder of the KLINGER 
Group, is considered a pioneer in the 
area of soft gauges. In 1898, he intro-
duced the extra-fl exible, fi ber gasket 
material “Klingerit” onto the market—the 
foundation of the company’s interna-
tional success. Since then, the product 
range of gaskets has been signifi cantly 
extended using new materials and 
designs, and it continues to expand.

DID YOU KNOW …
… that in the USA emissions from 
leaky fi ttings, pumps and fl anges are 
estimated at more than 300,000 tonnes 
per year? This corresponds to one third 
of all organic emissions from chemical 
plants and is probably the same in 
Europe. Apart from the consequences 
for the environment, this also entails 
a fi nancial loss for the industry. With 
the correct sealing technology, these 
fugitive emissions can be reduced. 

(Source: study by ESA—European Sealing Association, 
FSA—Fluid Sealing Association, May 2000)

Corrugated 
gasket

The gaskets 
can be produced 

in all conventional 
sizes up to about 6,000 

millimeters. 

Spiral-wound 
gaskets: KLINGER Kempchen 
manufactures Spirofl ex gaskets 
in all dimensions from DN 10 up 
to diameters of four meters. 

Corrugated gaskets

Corrugated gaskets consist of metal 
carrier rings coated with layers of soft 
material, depending on the require-
ments: PTFE is used with temperatures 
up to 250°C, and graphite for tempera-
tures up to around 500°C. Corrugated 
gaskets are universally applicable and 
are also suited for use with vacuums. 
They particularly prove their quality 
when sealing against hot gasses. These 
gaskets can be fully or partially coated 
with soft material kept in place by the 
corrugation of the carrier. 

Special characteristic: even in 
the event of a damaged fl ange, 

their fl exible and extremely adapt-
able core, in combination with soft 

material layers, achieves a satisfying 
tightness.

Spiral-wound gaskets

Simple fl at gaskets already reach 
their limit with pressures from 25 bars 
upwards. This is where spiral-wound 
and grooved gaskets come to the fore. 
Spiral-wound gaskets are usually fi lled 
with graphite, sintered or unsintered 
PTFE and mica, proving their worth in 
refi neries, chemical plants, gas installa-
tions, water treatment plants and espe-
cially in pipeline construction. Special 
characteristic: spiral-wound gaskets are 
extremely robust when handled.

Our products close-up and personalOur products close-up and personal

METAL-SOFT-
MATERIAL GASKETS

100% KLINGER

WHAT WE 

MAKE
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Grooved gaskets: Grooved 
gaskets can be seamlessly 
manufactured on our turning 
machines from diameters of 
just a few millimeters up to 
5,000 millimeters. 

PTFE-
enveloped 

gasket: grooved 
The envelope is 0.5 millimeters thick 
and is therefore very stable. Lathed 
envelopes can be produced with 
an internal diameter that is 2 to 
4 millimeters thicker. 

Rubber-
steel gaskets: 

Steel support rings 
increase stability, allowing 

easy handling even in 
diffi cult fi tting conditions.

KLINGER INSIDE
Metal-soft-material Gaskets

Grooved gaskets

Grooved gaskets consist of a metal 
core to which grooved profi les have 
been applied, top and bottom. When 
these grooves are covered with a 
layer of soft material, they are ideal for 
 especially challenging sealing jobs. 
Grooved gaskets can be found in con-
ventional power plants as well as in the 
primary circuit of nuclear power plants. 
In the demanding area of nuclear 
power plants, they guarantee maximum 
security as heat exchanger, valve cap 
or manhole cover gaskets on steam 
generators or pressurizers. Also, the 
chemical and petrochemical industry 
prefers to rely on them because they 
can withstand ultra-high pressure, 
extreme temperatures and high 
bolt loads. Another essential 
benefi t: they remain tight even 
with low surface pressure.

PTFE-enveloped gaskets

Flat gaskets with a PTFE envelope 
are often used for connections that 
are exposed to high levels of chemical 
attack. They also prove what they are 
capable of when dealing with changing 
pressures and temperatures between -195°C and +250°C. They securely con-

nect glass tubes, metal-jacketed glass 
tubes and glass equipment in labora-
tories or pilot installations, as well as 
enameled, coated or lined tubes and 
appliances. Because it is not a hazard 
to health, PTFE is also used in the food 
and pharmaceutical industry.

Rubber-steel gaskets

Rubber-steel gaskets are real clas-
sics in sealing technology. Today, they 
are mostly used where secure sealing 
with low leak rates and low bolt loads 
is required, such as in the communal 
supply of water and gas. Conditions for 
use: temperatures should not be too 
high (maximum 100°C). 

WOULD YOU HAVE KNOWN?
GLOSSARY FOR GASKETS

…  Flange 
A fl ange is the ring-
shaped widening at the 
end of a pipe, used for 
attachment or linking to 
another object.

…  Sintered
Sintering is the process 
of forming or modifying 
material. For example, 
PTFE is sintered in order 
to improve and compact 
its surface condition.

…  Graphite
Graphite is a naturally 
occurring form of 
crystalline carbon. Its 
structure is fl exible, elastic 
and robust, as well as 
resistant to heat and 
chemical exposure.

…  Manhole
The name gives a clue: 
a manhole is an opening 
that a man or person 
can fi t through. The 
term is commonly used 
in ship construction, 
plant engineering and 
apparatus manufacture.

…  PTFE
Polytetrafl uorethylene 
is a synthetic material 
that barely reacts with 
other chemicals and can 
endure temperatures up 
to 260°C. Even highly 
aggressive acids can 
not destroy it. Due to 
its low surface tension, 
practically no substance 
can stick to it.

…  Surface pressure
Pressure between the two 
parts that are connected 
by the gasket.
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This year, KLINGER is again training 
apprentices at their headquarters 
in Gumpoldskirchen. The training 
program of KLINGER Fluid Control 
(KFC) that started in 2019, continues. 
Also, KLINGER Dichtungstechnik 
(KDT) has taken in an apprentice for 
the first time: a future-proof educa-
tion for young people, a gain for our 
company.

I wanted to do something proper with 
my hands,” Lea Stassler explains. 
She is a budding metals engineer at 

KFC, in her first year of apprenticeship. 
Does she like it? “Yes, I do!” It is notice-
able that Lea prefers to get hands-on 
with something rather than just talking 
about it. It is only when she shares 
about her direct working environment 
that she becomes more talkative. 
Enthusiastically, she describes the large 
and beautiful training workshop and her 
first workpiece: a metal cube standing 
on its edge.

Lea already loved working with metal as 
a child. After all, her father works at KDT 
and he also started as an apprentice at 
KFC! “Women are in demand in engi-
neering, even though technical profes-
sions are still dominated by men. More 
and more young women like Lea Stassler 
are venturing into typical male profes-
sions and are taking on apprenticeships 
in manual trades and in technical areas,” 
explains Yusuf Avci, production manager 
at KFC, who is happy about the addition 
of women to his team.

Skilled employees  

with bespoke qualifications

“We are pleased that Lea Stassler 
decided to move into a technical profes-
sion. If she enjoys working with metal, 
then this career path is definitely right,” 
says Klaus Haasz, apprenticeship officer 
at KFC. Currently, Klaus is responsible 
for seven apprentices, three of whom 
are in their second year of training and 
four in their first year. After a twelve-year 
pause, the apprenticeship scheme was 

introduced again only last year. Espe-
cially in times when there is a lack of 
skilled workers, it makes sense to train 
skilled employees whose qualifications 
are made-to-measure for the require-
ments at KLINGER.

It is evident that this investment in the 
future is already paying off: All three 
apprentices who began work at KFC in 
2019 passed their first year with excel-
lent success—a great accomplishment!
This year, another three people started 
their apprenticeship at KFC: including 

SPECIAL TRAINING FOR 
SPECIAL SKILLS: MEET THE 
EXPERTS OF TOMORROW!
Training of apprentices at the KLINGER headquarters in Gumpoldskirchen.

ALL INCLUSIVE
The training of apprentices at KDT 
rests on three strong pillars:
·  machining: comprising turning, 
milling and working at the CNC 
machine

·  mechatronics: connects  
mechanical engineering and IT

·  electrotechnics: developing, 
producing and maintaining  
electrical appliances

“

The Fantastic Four  
(left to right): Lea Stassler, 
Tom Pierre Weidermann, 

Murati Harbil and Cay Baris 

KLINGER INSIDE
Next generation: Apprentices
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izing in production engineering in the 
main production plant. The basic training 
involves close collaboration with KFC in 
the areas of machining, CNC turning, 
milling, filing and sawing. The electro-
technical know-how is brought in by an 
external cooperation partner. This forms 
a solid basis for the specialization by 
the KDT team during the last two years 
of apprenticeship, the focus of which 
will be on engineering design, SPS pro-
gramming and SCADA systems (control 
units that are monitored via computer). 
In between, future routines are practiced 
over and over again: How do I maintain a 
production facility? How do I detect and 
fix mechanical and electronic faults? And 
how do I reassemble the complex instal-
lation afterwards? At the end of his train-
ing, Tom should know all the answers. 
He will then be able to operate, maintain 
and program state-of-the-art industrial 
robots—a highly responsible job!

SPECIAL TRAINING FOR 
SPECIAL SKILLS: MEET THE 
EXPERTS OF TOMORROW!

Lea, they are Cay Baris and Murati Harbil 
from Lower Austria. On offer is training 
to be a metals engineer, specializing in 
mechanical engineering, with extra train-
ing for steel casting as an option.

Mechatronics meets electrotechnics

The fourth apprentice who began his 
training at KLINGER this year is a kind 
of test pilot: Tom Pierre Weidermann 
is the first apprentice to be trained by 
René Blumauer from KDT and he will go 
through a novel three-and-a-half-year 
training module.

Tom will complete his apprenticeship to 
be a mechatronics technician, special-

During a tour, Klaus Haasz 
demonstrates content 
directly on the object.

KLINGER’s apprenticeship officer, Klaus 
Haasz, took all the apprentices from 
both KFC and KDT under his wing and 
they all work together in a shared work-
shop. In this way, they automatically get 
an insight into each others’ areas of work 
and are able to learn from one another.

“The training is great fun!”

The manual aspect of this work was 
also a crucial factor for apprentice Tom. 
“I simply like working in the fields of 
mechanics and electronics. The train-
ing offers me the chance to learn both 
subjects. This is great fun!” There is a 
small fly in the ointment, though. After 
all, training is no holiday camp: “Of 
course, theory is necessary, and some-
times rather boring.” And where did Tom 
Weidermann get the idea to apply for 
a job at KLINGER? “During a visit, the 
training workshop totally impressed me 
and the climate among the colleagues 
convinced me!” 

René Blumauer, Head of Maintenance 
at KDT, also has reasons to be pleased: 
“I still remember my own time as an 
apprentice in Vorarlberg at the Blum 
company, and I know how important the 
solid training and appreciative treatment 
of apprentices is. I am very happy that 
we have employed a motivated young 
man who will be a valuable asset to our 
team in the future.” 

“I know how 
important the 
solid training 
and appreciative 
treatment of 
apprentices is.” 
René Blumauer, KDT Head of Maintenance

KLINGER INSIDE
Next generation: Apprentices
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Spotlight

Even in his youngest years, he was an 
avid Boy Scout. And today, he is still 
actively engaged at the Red Cross of 
Wels. In an interview he told us how 
he applies his longstanding volun-
teer experiences as a sales director at 
KLINGER Gebetsroither.

I’m doing fine and am deeply grate-
ful for it—that way I can give some-
thing back to society,” says Gerhard 

 Kriegner as he launches into our chat. 
One thing he learned during his count-
less emergency duties in an ambulance: 
to be healthy is a great privilege. During 
volunteer work for the Red Cross, he 
encountered a bevy of people caught in 
dire or extreme situations. “In moments 
like that, you have to stay cool and deal 
with a human being with total concen-
tration, attentiveness and most of all, 
profound empathy, that’s what it comes 
down to. After all, in an emergency sit-
uation, you are the most important con-
tact that a person has,” says Gerhard.

“To serve humanity”

That doesn’t mean he thinks he is a 
hero—far from it. It is much more import-
ant to Gerhard to see himself as a Red 
Cross helper in accordance with the Red 
Cross motto: “to serve humanity.” He is 

quite convinced that to do something 
good for others in the end makes you a 
happier, more well-rounded person. “It 
puts things into perspective, especially 
when you see that good health is not 
something you can take for granted.”

Gerhard had to learn this lesson the 
hard way. During an icy winter season in 
Upper Austria, he slipped and crashed 
on his head. Fortunately, there were 
other people nearby, an ambulance was 
called immediately. That was when the 
tables turned and he himself became 
the patient in an ambulance, taken care 
of by his colleagues from the Red Cross. 
Even though he knew every move to 
make in that situation, every radio com-
munication, he experienced it for the first 
time from the vantage point of a patient, 
of a person in need. That was when he 
recognized the true merits of ambu-
lance personnel, their sensitivity, their 
empathy. The accident proved to be not 
overly serious. The concussion kept him 
in the hospital just for a few days. But 
the lesson he learned was priceless and 
he never forgot it.
 
Empathy as a key to success

That experience taught Gerhard to 
feel the situation of others sensitively, 
to encounter human beings delicately 
and respectfully, regardless whether 
at the Red Cross or as field manager 
for KLINGER. “We are the calling card 
of our company. The way we speak 
and act, the way we listen to or shoul-
der the problems of our customers, is 
what makes a difference.” In more than 
30 years with the Red Cross, Gerhard 
learned social competence to a pro-
found degree. Surely that is part of the 
reason why he has been successful for 
decades in his profession at KLINGER 
Gebetsroither and why he remained a 
loyal part of the company.

His career at the company was launched 
in 1982 (it was still called M.  Gebetsroither 
then) with an apprenticeship to learn the 
trade of a wholesaler. Shortly thereafter, 
he took part in the introduction of elec-
tronic data processing at the company. 
Nowadays it is hard to imagine, but back 
then one still worked with filing cabinets. 
He was able to really unfold his intrinsic 
abilities once he started dealing with 
customers. Currently Gerhard, as qual-
ified sales representative in the field, 
looks after our big client voestalpine 
AG, Linz, the worldwide manufacturer 
of steel-based technological and indus-
trial goods. We wish him ongoing good 
health and success and extend a deep 
vote of thanks to him for his professional 
and personal commitment. 

40 years with KLINGER—30 years with the Red Cross:  
Gerhard Kriegner loves to work with people. 

Gerhard Kriegner in his Red Cross uniform.

As key account manager, Gerhard 
looks after voestalpine AG, Linz.

•  Gerhard Kriegner, 53, married
•  With KLINGER Gebetsroither since 1982
•  Sales representative, key account manager
•  Deputy Director of Red Cross in Wels for 

25 years
•  Has now passed on this responsibility to 

younger team members whom he trained 
for three years. 

•  Gerhard is still much involved with the 
Red Cross as a member of local and 
district boards.

» https://www.gebetsroither.at/ 
»  https://www.roteskreuz.at/ 

ooe/dienststellen/wels/ 

“

Gerhard Kriegner 
SPOTLIGHT
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On August 3, 2020, our  
respected colleague and advisor

Dipl.-Ing. Hans-Joachim Tückmantel
passed away at the age of 87.

The most beautiful thing a man can leave behind is a smile  
on the face of those who remember him.

Theodor Fontane

IN MEMORIAM 

der Technik” in Essen, Germany, he 
published many books, with the titles 
“The Optimization of Static Gaskets” 
and “Sealing Technology in Plant 
Construction” bringing him interna-
tional acclaim. They remain today as 
standard references in schools and 
universities, conveying the complex 
matter of sealing technology.

His job was truly his mission. After 
his retirement from KLINGER in 1998, 
he continued to work, founding an 
engineering firm, which he led for two 
decades. Even during those years, 
Hans-Joachim  Tückmantel remained 
closely connected to KLINGER 
Kempchen and we could always tap 
into his treasure trove of experience.
In Hans-Joachim Tückmantel we 
lose a formative personality and a 

versatile, wonderful consultant. With 
his exceptional work, he influenced 
sealing technology like almost no 
one else, and made a decisive 
contribution to the success of the 
Kempchen brand. We will miss his 
expertise and commitment.

Tückmantel drew the energy and 
support for his tireless creative 
power from his family. At weekends, 
he loved to cook for his wife and five 
children. Later on, eleven grandchil-
dren also joined them at the table. 
And he also enjoyed being in good 
company, making music together.

We say farewell to an exceptional 
human being, and we will con-
tinue to be guided by his strength 
of purpose, power of judgement 
and sense of responsibility. We are 
grateful that we were able to walk a 
good section of the path together 
and will remember Hans-Joachim 
Tückmantel with respect and with a 
fond smile on our face.

Klaus Schonebeck,  
Managing Director
KLINGER Kempchen 

It is difficult to let go of someone 
who was at the center of his family, 
and it is just as difficult and sad to 
lose a colleague and partner who 
had been a role model for so many 
of us.

Hans-Joachim Tückmantel joined 
what was then Kempchen & Co. 
in 1970 as a technical director. His 
expertise was in static gaskets. 
Complicated tasks fueled his ambi-
tion, while his visions were always 
based on a solid foundation of 
knowledge. He was therefore able 
to further develop the grooved metal 
gasket into the convex gasket. He 
also designed the baffle seal and 
the gasket made of tangled metal. 
Also the GRAPA gasket, a special 
graphite packing for large dia meters, 
is one of his remarkable inventions. 
Numerous patents are proof of 
Tückmantel’s incredible inventive 
genius, ambition and professional 
brilliance.

To the benefit of the industry and fol-
lowing generations, Hans- Joachim 
Tückmantel shared his extensive 
knowledge. During more than 
20years as a lecturer at the “Haus 

KLINGER INSIDE
Obituary
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KLINGER INSIDE
Our People

45 YEARS 
ANNIVERSARY 

Ángeles Fernández
KLINGER Spain

Treasury Manager

Hermann Pazdernik
KLINGER Fluid Control

Industrial Engineer

Kurt Danksagmüller
KLINGER Fluid Control

Concierge

Pradheep Ramraj
KLINGER South Africa

Technical Sales 
Representative

Jose Del Amo
KLINGER Spain
Technical Director

40 YEARS 
ANNIVERSARY 

Rafael Quiñonero
KLINGER Spain

Operations Manager

Maria del Carmen Tomé
KLINGER Spain

Financial Department—
Invoicing

Ivar Wold
KLINGER Westad

Teamleader Assembly, HPBV 

Franz Lechmann
KLINGER Fluid Control

Assembly Worker

Henry Pennanen
KLINGER Finland
Service Technician

Dolly Naidoo
KLINGER South Africa

Accounts Clerk

Marco Pezon
KLINGER Spain
Branch Manager

Ursula Quant
KLINGER Fluid Control

Accountant

35 YEARS 
ANNIVERSARY 

ANNIVERSARIES 
& NEW HIRES 

Rosario Fernandez
KLINGER Spain
Administration

Susanne Gaupmann
KLINGER Fluid Control

Customer Service

Andre Goosen
KLINGER South Africa
Business Development 

Director
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Amador Gomez
KLINGER Spain
Technical Sales

Håvard Gulbransen
KLINGER Westad

QA Manager

Roberto Liljestrand
KLINGER Finland

Workshop Employee

Markus Kopitsch
KLINGER Fluid Control
Measurement Engineer

Miikka Manninen
KLINGER Finland

Warehouse Manager

Gerhard Mickla
KLINGER Gebetsroither

Gasket Cutter

Markus Moilanen
KLINGER Finland

Sales Representative

David Sacristan
KLINGER Spain
Sales Backoffice

Asbjørn Rognmo
KLINGER Westad

Mechanical Engineer

Gerhard Schiefer
KLINGER Fluid Control

CNC Programmer

Lindiwe Sibanyoni
KLINGER South Africa

Storeman

Marcel van der Kaa
KLINGER The Netherlands

Logistics Employee

30 YEARS 
ANNIVERSARY 

Javed Paul
KLINGER The Netherlands
Sales Department Sealing

Jackie Riley
Thermoseal

Office Administrations 
Manager

Riku Ajanti
KLINGER Finland
Technical Manager

Remco van de Steenoven
KLINGER The Netherlands

Sales Department Hoses

Reima Alaste
KLINGER Finland
Workshop Manager

25 YEARS 
ANNIVERSARY 

Gijs de Bakker
KLINGER The Netherlands

Product Group Manager 
Fluid Control

Christine Malan
KLINGER South Africa

Administrator

Martina Kladivko
KLINGER Fluid Control

Sales Team Leader

Bernhard Marzini
KLINGER Fluid Control

Master Welder
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Juan Manuel Pezon
KLINGER Spain
Sales Backoffice

Gayle Sardinha
KLINGER South Africa

Receptionist

David Whittaker
KLINGER South Africa

Product Service Manager

Brand Smalberger
KLINGER South Africa

Branch Manager

Boy Moses Mazibuko
KLINGER South Africa

Soft Cut Puncher

Liezl Meyer
KLINGER South Africa

Personal Assistant / 
Expeditor

Israel Bonginkosi Nzuza
KLINGER South Africa

Operator

Patricia Pinkie Nkosi
KLINGER South Africa

Canteen Assistant

Gaby Ozbolt
KLINGER South Africa

Debtors Clerk

Gary Cookson
KLINGER South Africa

Technical Sales 
Representative

Alvin Abdrabu
KLINGER South Africa
Workshop Supervisor

Pablo Diez
KLINGER Saidi Spain

Technical Sales

Ahmet Erdem
KLINGER Fluid Control
Production Group Leader

Uwe Grabbert
KLINGER A. W. Schultze

Production

Nkosinathi Xolani Sydney 
Hlalukana

KLINGER South Africa
Assembler

Ajith Gunasekera
KLINGER Australia
Finance Director &  

Company Secretary

Yvonne Maduna
KLINGER South Africa

Director

20 YEARS 
ANNIVERSARY 
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Andreas Becker
KLINGER Schöneberg

Sales Manager & Member of 
the Management

Johan Huisman
KLINGER The Netherlands

Sales Department Fluid 
Control

Maruwane Simon 
Kgwetiane

KLINGER South Africa
Team Leader

Mlungisi Mthokozisi 
Mncwango

KLINGER South Africa
Operator

Ingrid Kraus
KLINGER Fluid Control

Technical Consultant 
& Sales

Isaac Ramonyai
KLINGER South Africa

Forklift Driver

Ellie Steyn
KLINGER South Africa

Depot Manager

Anita Suhonen
KLINGER Finland

Sales Assistant

Kim Westerlund
KLINGER Finland

ICT Manager

Olli Turtiainen
KLINGER Finland

Product Group Manager

René Arnold
KLINGER Fluid Control

Technical Support & Sales

José Bispo
KLINGER Brazil

Calender Machine Operator

Ann Dixon
KLINGER Australia

Credit Officer

Herminia Garijo
KLINGER Spain

International Logistic

Francisco Fernandez
KLINGER Spain
Project Manager

Tero Hänninen
KLINGER Finland

Sales Representative

Vusi Reginald Kuzwayo
KLINGER South Africa

Grinder

Moses Mahlatse Lebyane
KLINGER South Africa

Calender Operator

Henrik Mahla
KLINGER A. W. Schultze

Production

Markku Lönnqvist
KLINGER Finland

Sales Manager

15 YEARS 
ANNIVERSARY 

10 YEARS 
ANNIVERSARY 
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Andreas Mainka
KLINGER A. W. Schultze

Production

Thabo Timothy Mankge
KLINGER South Africa

General Worker

Thabo Joseph Motaung
KLINGER South Africa

Supervisor

Raul Montero
KLINGER Spain

Warehouse Employee

Fani Moses Ntsimbi
KLINGER South Africa

Operator

Cheryl Debbie Pelser
KLINGER South Africa

Purchasing

Jose Peris
KLINGER Spain

Warehouse Employee

Patricia San Isidro
KLINGER Spain

Quality Department

Ilaria Saita
KLINGER Italy

CFO & IT Manager

Phuti Alpheus Sebatjane
KLINGER South Africa

Storeman

Yrjö Sjöholm
KLINGER Finland

Area Sales Manager

Laura Soriano
KLINGER Spain

Product Specialist

Lawrence  
Nkosinathi Twala

KLINGER South Africa
Driver

Michael Tomlinson
KLINGER Australia

Metal Cutting Shop Operator

Lukas Van Der Merwe
KLINGER South Africa

Security Manager

Belen Vega
KLINGER Spain

Backoffice Manager

Joseph Fanile Zondo
KLINGER South Africa

Grinder

Siyabonga Cyril Zondo
KLINGER South Africa

Operator

Lazarus Mailula
KLINGER South Africa

Operator

10 YEARS 
ANNIVERSARY 
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Sana Ahmed
KLINGER UK

Marketing Manager

Talita Cristina Alves
KLINGER Brazil

Accounting Assistant

Enes Aslan
KLINGER Fluid Control

CNC Technician

Nele Amerijkcx
KLINGER Belgium

Accountant

Ryan Bueno
KLINGER Brazil

Multifunctional Operator

Ahmet Dal
KLINGER Dichtungstechnik
Calendering Shop Employee

Kristy Dawson
KLINGER UK
Sales Ledger &  

Accounts Assistant

Silvan de Jesus
KLINGER Brazil

Expedition Assistant

Cristovão de Carvalho
KLINGER Brazil

Operational Assistant

Benny Dehert
KLINGER Belgium

Warehouse Supervisor

Jaqueline Camargo
KLINGER Brazil

Purchaser

Thiago Cunha
KLINGER Brazil

Apprentice

Baris Cay
KLINGER Fluid Control

Apprentice

Matheus da Silva
KLINGER Brazil

Apprentice

Otto Enho
KLINGER Finland
Service Technician

Walner Ferreira
KLINGER Brazil
Sales Executive

Nick Garner
KLINGER Advantage

Regional Sales  
East Baton Rouge

Andreas Franke
KLINGER Kempchen

Project Supervisor CNC

Carmelo Eliecer González
KLINGER Spain
Backoffice Sales

Viktoria Heiermann
KLINGER Kempchen

Sales & Application Support

Bastian Heming
KLINGER Kempchen
Work Preparation & 

Calculation 

David Heiling
KLINGER Dichtungstechnik

Maintenance

Robert Herring
Thermoseal

Production Supervisor

OUR 
NEW HIRES

Stian Hilde
KLINGER Westad

Sales Manager Marine

Anika Holers
KLINGER A. W. Schultze

Office Manager
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Grecia Resendiz
KLINGER Mexico

Project Leader

Gert Reyneke
KLINGER South Africa

Stock Controller

OUR 
NEW HIRES

Maria Ibarra
KLINGER Thermoseal

Customer Service

Shaun Holthaus
KLINGER Thermoseal

Maintenance

Andreas Iluca
KLINGER Fluid Control
Mechatronics Engineer

Kai Krüger
KLINGER Kempchen

Sales Director

Eduardo Lamas
KLINGER Peru

Warehouse

Charne Manuels
KLINGER South Africa

Internal Sales Representative

Jose Miguel Lopez
KLINGER Spain
Administration

Pasquale Marino
KLINGER Schöneberg

Sales

Darko Jakic
KLINGER Dichtungstechnik
Mixing Department Employee

Annete Jarillo
KLINGER Mexico

Logistics

Ebru Kondul
INTERMETALFLEX

Sales Engineer

Jenna Kallio
KLINGER Finland

Warehouse Employee

Yolandi Kriel
KLINGER South Africa

Internal Sales Representative

Guillermo Martinez
KLINGER Mexico

Inside Sales

Nihad Mesanovic
KLINGER Dichtungstechnik

Packing Department 
Employee

Harbil Murati
KLINGER Fluid Control

Apprentice

Helga Murai
KLINGER Holding
Group Accounting

Mai-Loan Nguyen
KLINGER Kempchen

Sales

Trine Tilsted Nielsen
KLINGER Denmark

Sales Coordinator

Carlos Oliveira
KLINGER Portugal

Logistics

Mitar Pantic
KLINGER Dichtungstechnik

Topchem Department 
Employee

Antonio Pacca
KLINGER Australia
Warehouse Manager

Elena Paraschiv
KLINGER UK

Order Administrator
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Bugujevci Safet
KLINGER Fluid Control

CNC Technician

Gerardo Rodriguez
KLINGER Mexico

Sales Engineer

Serdzan Sakirov
KLINGER A. W. Schultze

Warehouse

Michael Striegel
KLINGER Schöneberg

Quality Control

Amelia Torralba
KLINGER Spain

CFO

Melissa Swart
KLINGER South Africa

Technical Sales 
Representative

Brandon van Niekerk
KLINGER South Africa
Front Desk Coordinator

Kirsten Sander
KLINGER Schöneberg

Sales

Lea Stassler
KLINGER Fluid Control

Apprentice

Sharon Spedding
KLINGER UK

Order Fulfilment Team

Robson Stefani
KLINGER Brazil

Calender Machine Operator 

Frank Vanwynsberghe
KLINGER Belgium

Key Account Manager

Stefan Weintögl
KLINGER FLuid Control

CNC Technician

Jeff Waldrop
GPI

Sales Manager

Manuel Wonisch
KLINGER Fluid Control

CNC Technician

Uriel Suarez
KLINGER Mexico
Finance Controller

Mohammad Sherzad
KLINGER Schöneberg

Assembly Worker

Diego Velasco
KLINGER Spain

Outsourcing

Durmus Yalcin
KLINGER Fluid Control

Painter

Filippo Zanone
BUROCCO Industrial Valves

Technical Design

Thomas Zhang
KLINGER Shanghai

Sales Manager

KLINGER INSIDE
Welcome

OUR 
NEW HIRES

Tom Pierre Weidermann
 KLINGER Fluid Control

Apprentice
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