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From inaugurating a new plant to charting a route for our future: 

2016 has already been quite an eventful year for ElringKlinger 

as a whole. The twelfth issue of our staff magazine  pro-

vides an overview of all the latest news and headlines within 

our Group.

China remains the world's biggest auto market. More 

than 20 million vehicles were sold there last year – a new record. 

Committed to operating in close proximity to our customers, 

while also keeping abreast of dynamic growth within the 

Chinese market, we took the decision to relocate to a new site 

in Suzhou. This site spans an area of 67,000 square meters 

and is now home to an operating facility with which we will 

be looking to set new standards. This issue of  includes 

highlights of the official opening. 

Our 111th Annual General Meeting gave us the opportu-

nity to look back on a solid 2015 financial year. Despite some 

challenges, we managed for the first time in our corporate his-

tory to push revenues beyond the threshold of 1.5 billion euros. 

As members of the team, you were instrumental in making this 

possible. I would like to take this opportunity, also on behalf 

of my Management Board colleagues, to thank you for your 

valuable contribution. 

We have already attended a string of trade shows and 

events this year. In Eastern Europe, for example, a number of 

colleagues set out to present our extensive range of Aftermarket 

products. In China, meanwhile, we held three TechDays at var-

ious venues over a period of just seven days. Find out about 

some of the highlights of these events from page 24 onwards.

Batteries and fuel cells are the drive technologies of the future. 

They are also of immense importance to our advancement 

as a company. Armin Diez has been in charge of this area 

since July 1, 2016. An interview with him can be found in the 

“Technology” section of this magazine.

Europe is widely seen as the home of soccer, while Asia 

tends to prefer table tennis. And in the United States? Foot-

ball (of the American kind) reigns supreme. Bastian Nau and 

Marius Klostermann, who work together at our site in Sevelen, 

took things further when they became professional footballers. 

Read about their passion for the game from page 48 onwards.

As you all know, our problems within the Shielding 

Technology division have not yet been solved in full. We are 

on the right track, but there is still some work to be done in 

this area. It is essential that we make savings in order to min-

imize the impact on earnings in fiscal 2016. Cost awareness is 

already an essential part of our culture. But regardless of this 

I would like to ask you to identify and unlock further potential 

for cost streamlining wherever possible. 

I hope you enjoy the latest issue of .
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Excellent performance

Acknowledged 
for first-class quality

Our Langenzenn site has recently been honored by Dutch 

truck manufacturer DAF for the excellent quality of the 

products it supplies. Since 1996, DAF has been part of 

the PACCAR Group, one of the largest truck makers in the 

United States. In presenting the award, the company rec-

ognizes the work of suppliers who meet a defi ned quality 

standard – recording a fi gure of no more than ten PPM 

(Parts Per Million). PPM is a standard assessment method 

used in the automotive industry and refers to the defects or 

faults per million. Our Langenzenn plant met the target of 

ten PPM – ten defects per one million parts.

The award bears testimony to ElringKlinger's reliabil-

ity and consistency when it comes to delivering best-in-

class quality. “We are extremely delighted to have received 

this award, as DAF/PACCAR is an important customer for 

us – today and in the future,” said Thomas Tiefenbach, Key 

Account Commercial Vehicles. ElringKlinger products such 

as thermal shielding systems, lightweight plastic modules, 

and cylinder-head gaskets are fi tted to DAF and Leyland 

vehicles in Europe, two brands from the PACCAR Group. In 

the United States, they are used in Kenworth and Peterbilt 

trucks.

Until 2009, no sales had been generated with the 

PACCAR Group. Now, by contrast, revenue is expected to be 

around 20 million euros up to the year 2020.

Elring Klinger do Brasil Ltda. (EKBR) was recognized and 

rewarded for Quality Excellence Performance by Toyota on 

April 27, 2016, – the second year consecutively.

The event was part of the annual meeting of Toyota 

with its main suppliers in Brazil, which also served as the 

occasion for the presentation of results, goal alignment 

and Brazilian economic scene.

“We are proud to be recognized for the second year 

consecutively. This award refl ects the high level of com-

mitment and dedication of our work team.”, said Fernando 

Petrolino, EKBR General Manager.

The coveted award was given to our 

Brazilian subsidiary on April 27, 2016.



John Kapcoe (2nd from left) and Günther Fermenta (2nd from right) accept the award from 

Daniel E. Nicholson, Vice President General Motors Global Propulsion Systems (left), and Beverly Gaskin, 

Executive Director Global Purchasing (Powertrain).

“Supplier of the Year 2015” 
of General Motors

ElringKlinger was again named a General Motors (GM) 

“Supplier of the Year” during its 24th annual Supplier 

of the Year awards ceremony held March 10, 2016, at 

Cobo Center in Detroit, Michigan, USA. GM recognized 

110 of its best suppliers from 17 countries who have con-

sistently exceeded GM’s expectations, created outstanding 

value, or brought new innovations to the company.

“We are proud to have the distinction to be a 2015 

Global Supplier of the Year award winner recognizing 

ElringKlinger as one of the “Best of the Best”. This award 

refl ects the highest customer appreciation and honors mul-

tiple years of cooperation in the fi eld of lightweight plastic 

components for the powertrain. It motivates and encour-

ages us further to continuously search for new innovative 

lightweight solutions,” said Günther Fermenta Director 

Global Account GM of ElringKlinger. Winning suppliers 

were chosen by a global team of GM purchasing, engi-

neering, quality, manufacturing, and logistics executives. 

Since its debut in 1992 GM annually honors and celebrates 

the Supplier of The Year Award with its “Best of the Best” 

Suppliers. “We are focused on building positive supplier 

relationships, bringing new, customer-centric innovations 

to GM, and being the OEM of choice among suppliers,” 

said Steve Kiefer, GM vice president, Global Purchasing 

and Supply Chain. “The companies we recognize tonight 

not only have brought innovation, they delivered it with the 

quality our customers deserve.” 

ElringKlinger has obtained the award for the sixth time.



Another success story from ElringKlinger (Great Britain) 

Ltd. (EKGB)! Once again, our British subsidiary has been 

honored as a fi rst-class supplier to Caterpillar. As a sup-

plier, we made quite an impression not only due to our 

world-class process management but also on account of 

our commitment to continuous improvement processes. 

What is more, we were acknowledged for our consistent 

efforts to supply Caterpillar with high-quality products.

This was the sixth time that we received this coveted 

award. Having been given Bronze status in 2011, EKGB 

took things to the next level in the following three years 

and achieved a Silver. In 2015, we fi nally received Gold sta-

tus. We managed to emulate this outstanding performance 

in 2016 – another case of continuous improvement!

Another award 
from Caterpillar!

Gold status confi rmed!
Bruce Binns, Sales Manager (left), and Philip Morgan, Quality Engineer (2nd from right), at the 

presentation of the award by Christopher Taylor, Category Buyer at Caterpillar Inc. (2nd from left), 

and Robert Wordsworth, Supplier Development Engineer Caterpillar Perkins.



Klaus Bendl 

Wolfgang Rieger 

assumes the management of the  

Elastomer Technology/Modules division.

will promote standardization and  

process orientation across all divisions.

Organizational changes

Restructuring  
for the future

Klaus Bendl has taken over the management of the Elastomer 

Technology/Modules division; previously he was responsible 

for the development of this area. He succeeds Reinhard Müller, 

who was appointed General Representative of the Management 

Board with effect from February 29, 2016; at the same time he 

took charge of Original Equipment sales.

In his capacity as Head of Corporate Standardization Manage-

ment, Wolfgang Rieger will aim to promote standardization 

and process orientation across all divisions. Among other 

things, this will involve the management of strategic projects 

initiated within the ESOM program as well as corporate audits 

aimed at safeguarding the effectiveness and sustainability 

of those projects. In addition, the ESOM program will be 

expanded with a view to realizing operational excellence (an 

all-embracing program of optimization for the company that 

aims to align all processes according to customer require-

ments, quality, and efficiency).

Armin Diez 
will focus on heading the New Business Areas 

and Battery Technology divisions.

As of July 1, 2016, Armin Diez relinquished the management 

of the Cylinder-Head Gaskets division. In future he will focus 

on heading the New Business Areas and Battery Technology 

divisions. Reiner Drews will take on the management of the 

Cylinder-Head Gaskets unit in addition to his present role as 

Head of the Specialty Gaskets division.

Reiner Drews 
now leads both the Cylinder-Head Gaskets and 

Specialty Gaskets divisions.

ElringKlinger continues to grow and evolve. Ressort 2, for example, will be introducing a new organizational structure. The key 
rationale behind restructuring is to provide divisional heads with a suitable platform from which they can pursue their global remit for 
assigned areas even more effectively. Our plants in Runkel and Langenzenn will no longer report directly to Theo Becker but rather to 
Reiner Drews and Andreas Baumann. Bernd Schneider is to become plant manager in Gelting. He will also report to Reiner Drews. At 
our site in Dettingen/Erms, the respective divisional heads are no longer responsible directly for the local plant. Instead, the respec-
tive plant managers will report to them. In , we also provide details of other personnel changes within our company.

09

GROUP



Reinhard Müller
Appointed General Representative of the Management Board 

on February 29, 2016.

What do you enjoy most of all about your job?
Dealing with people, customers, and engineer-

ing issues all over the world. I also get a kick out 

of creating clear organizational structures that 

everyone can relate to and feel a part of.

What are the biggest challenges you face 
in your work?
Preparing our company for a global future – with 

the right technology, products, customers, and 

locations.

Who would you like to swap places 
with for a day?
I can think of two people there – either Valentino 

Rossi at MotoGP in Spain or perhaps an entire 

week with Chancellor Angela Merkel.

Car or bike?
For sport I get out the mountain bike, but when 

I’m traveling I use the car.

What do you fi nd is the best way 
to relax after work?
Adrenalin – whether it’s surfi ng, freeride skiing, 

motor cycling on and off road, sailing a 

sport catamaran, diving, or mountain biking. 

Obviously, I love relaxing with my family, too.

General Manager of recently founded ElringKlinger Hungary Kft. 

in Kecskemét since February 1, 2016.

What’s a typical day at work for you?
Getting to work takes a good hour by car and 

I use the time to already plan my day. Because 

ElringKlinger Hungary Kft. is still in its infancy, 

I have to get my head round a lot of things. I like 

to start my working day with a short tour of our 

production facilities. Then it’s down to my daily 

business – staff planning, audits, quality assur-

ance, and much more. We’re currently planning 

a new facility and there’s lots that needs to be 

agreed on. Nevertheless, my job is interesting 

and varied. Once my day’s work is done, I try to 

switch off.

How many days a year are you away on 
business?
That’s still hard to say at present. I was on the 

road a lot at the start of the year. Later on, I can 

see myself spending about 10 to 20 percent of 

my working time on business trips.

What couldn’t you do without?
Defi nitely my family and my girlfriend. They 

keep me grounded and help me get through the 

occasional stresses of everyday life.

Soccer or theater?
Theater! I’m not a massive soccer fan – though 

I enjoy watching the World and European Cham-

pionships, of course.

Your chance to recommend a book …
That’s quite tricky. I’m currently reading a 

book by Ashlee Vance about Elon Musk, who 

founded Tesla. There are only a few people that 

have managed to bring about a revolution in 

several industry sectors. All what he’s managed 

to achieve at 45 is really quite remarkable.László Frank
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New to ElringKlinger management

5 questions for … 



Jorin Preuß

What do you do after a hard day at work?
Have dinner with my family and hear about what 

my children have been doing during the day.

My favorite holiday destination is ...
France. I love the food, the wine, and the 

language.

I am a fan of ...
Werder Bremen and Quentin Tarantino.

Describe yourself in three words ...
Diplomatic, resolute, and with a good 

sense of humor. 

Mountains or the sea?
Defi nitely the sea and sailing.

Head of the newly created Global Logistics unit since May 1, 2016.

Matt McKinnon
General Manager of ElringKlinger USA, Inc. 

since February 22, 2016.

What I have always wanted to do:
Be the GM of EKUS ... (seriously, what could 

be more fun than that ... lol).

Jazz or rock music?
Rock, particularly 70’s and 80‘s.

Which car would you like to drive with?
Hennessey Venom GT.

What are the most challenging 
aspects of your work?
Buford is a physically large production complex 

occupying two buildings with a third building 

currently under construction. We also have a fair 

degree of process complexity as we manufacture 

parts representing four different divisions.

Who inspires you?
I owe a large debt to my parents for both the 

values they instilled in me and the opportunities 

that I enjoyed as I was growing up.
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News ticker

June 7, 2016  

ElringKlinger has received a high-volume serial-production 

order from German automotive supplier Brose. The contract 

covers the supply of door module carriers made of organo 

sheets, which are to be fi tted to compact-class vehicles 

manufactured by a global car maker. Running until the year 

2024, the order is worth more than EUR 100 million in total. 

Production in Europe is scheduled to commence in Hungary 

at the end of 2017, which will be followed by the start of 

serial production in China and Mexico in 2018. While the 

production sites in Hungary and Mexico are to be expanded, 

a new plant is to be established in China.

April 19, 2016

ElringKlinger AG and Sensor-Technik Wiedemann GmbH, 

Kaufbeuren, agreed to collaborate on the development 

and production of lithium-ion battery modules and systems. 

The two companies presented their fi rst products at 

HANNOVER MESSE 2016.

April 28, 2016

On “Take our daughters and sons to work day” children of 

staff members across the USA are invited to see where their 

parents work and get involved in a program of information and 

entertainment specially devised for the open day. Naturally, 

ElringKlinger North America, Inc. (EKNA) took part in the 

event. For 15 shy and retiring boys and girls aged between 

four and twelve years the day began with breakfast together. In 

the next item on the agenda, it didn’t take long for the children 

to break the ice by playing getting-to-know-you games and 

making collages. This was followed by a child-oriented intro-

duction to the company courtesy of John Kapcoe, Engineering 

Manager for the Elastomer Technology/Modules division. The 

kids then found out more about ElringKlinger by forming into 

teams and embarking on a treasure hunt through the offi ces, 

tracking down various objects, and asking employees ques-

tions about the company and the work they do. In this way, 

the children got to know the company in an enjoyable way. 

For a fun fi nale, EKNA invited Clown Trixie to make balloon 

animals and paint the children’s faces and transform them into 

Ninja Turtles, Captain America, and Hulk as well as dolphins, 

dogs, and princesses. Last but not least, the employees and 

their kids got together for a tasty barbeque. A fantastic time 

was had by all, and we are already looking forward to the next 

children’s day.
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July 10, 2016

Once again, we organized two predictor games for 

UEFA EURO 2016. This time we also set out to see who among 

the ElringKlinger Group employees was the best at prediction, 

with the top fi ve performers winning the soccer shirts of their 

favorite clubs. The Aftermarket division also offered workshop 

clients the chance to win great prizes by correctly predicting 

results. Our soccer experts are shown in the list below.

Staff 
predictor game
 1. Tanja Meyer, Dettingen/Erms

 2. Filipe Monteiro, Dettingen/Erms

 3. Benjamin Rill, Dettingen/Erms

 3. Steffen Holl, Runkel

 5. Bruce Binns, Redcar

 5. Heike Pischulti, Dettingen/Erms

July 11, 2016 

The traditional breaking of ground for a new logistics center 

took place in Dettingen/Erms. The new building on the 

Vogelsang industrial estate will provide additional capacity 

for the production of plastic housing modules. “We urgently 

need to create more space for production, the capacity of 

our facilities has been exhausted,” said CEO Dr. Stefan Wolf. 

Logistical operations will be accommodated in a separate 

building.

The centerpiece of the new logistics center will be 

a modern high-bay warehouse some 21 meters in height, 

52 meters wide, and 69 meters long; storage capacity will 

amount to 14,000 pallet spaces. “The southern end of the 

facility will be embedded seven meters deep to make the 

structure less imposing,” revealed Dr. Wolf. The logistical 

area at the front of the high-bay warehouse will provide 

an additional 7,200 square meters for the receipt of empty 

containers, dispatch handling, and fully automated links to 

the production area. “The total construction site spans more 

than 11,000 square meters,” confi rmed the CEO. Completion 

is scheduled for the summer of 2017.

To prevent the new logistics center from appearing too imposing, 

the southern end will be embedded seven meters deep.Elring 
predictor game
 1.  Szilard Sebo, AutoNet

 2.  Kai Mende, WM SE

 3.  Markus Pscherer, Knoll GmbH

 4.  Ioan Lenghel, AutoNet

 5.  Rafal Filipski, Interia Polen

 4.  Ioan Lenghel, AutoNet

 5.  Rafal Filipski, Interia Polen 5.  Rafal Filipski, Interia Polen
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ElringKlinger is expanding, and nowhere more rapidly than in China.  

To ensure we remain close to our customers in future, we have completed  

a new factory on a 67,000-square-meter site in Suzhou. The formal opening  

of the facility on June 6, 2016, was a clear sign of commitment to China,  

the world’s biggest automobile nation.

New  
 dimensions

GROUP
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ElringKlinger has been active in the Middle Kingdom since 1993. The company only pro-

duced cylinder-head and specialty gaskets for its first few years in the country, but now 

manufactures the full range of products. Suzhou, the city close to Shanghai, has been one 

of our 45 global sites since the acquisition of the SEVEX Group, Switzerland, in 2008. We 

commenced construction work in the city as early as 2009; seven years on, in response 

to vigorous growth within the Chinese automobile market, we found ourselves obliged 

to relocate and expand capacity. Now we have established an ultra-modern factory on a 

site spanning 67,000 square meters, 27 kilometers from our former location. “China is 

the most important market in the world for the automobile industry. The new building 

in Suzhou will enable us to meet the high demand and serve customers as quickly as we 

can,” explains CEO Dr. Stefan Wolf.

In true Chinese style
Pu Rong Gao, representative of the city of Suzhou, and Dr. Stefan Wolf used a paintbrush  

to give a lion the symbolic gift of sight in an “eye-dotting” ceremony aimed at ensuring  

good fortune.

The factory opening was attended by numerous divisional heads 

and General Managers of various ElringKlinger subsidiaries.
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Management Board member Theo Becker, Pu Rong Gao, representative of the city of 

Suzhou, CEO Dr. Stefan Wolf, and Humphrey Chen, General Manager of EKCI (from left).

Dr. Stefan Wolf emphasized the importance 

of the Chinese market in his address. 

Production and innovation

The new building spans approximately 30,000 square meters, with the production area accounting 

for three-quarters of that space. Among other things, our innovative structural components will be 

series-produced here from now on. Components made of the high-performance plastic PTFE, thermal 

shielding systems, and lightweight plastic components and modules will also be manufactured at the 

new site. Local capacity has also been created for research and development. “ElringKlinger regards 

Suzhou as more than a production site – for us the facility is a genuine innovation center,” says Wolf. 

Offices and conference rooms, a staff restaurant, and changing rooms for the 370 current employ-

ees occupy another 700 square meters. The staffing level is set to reach 500 by 2020, which will be 

another cause for celebration. The highlights of the factory opening are reproduced in .

More pictures can be found on the service pages of corporate communications on the intranet.
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These were the words used by our CEO Dr. Stefan Wolf at the Annual General Meeting on May 31, 2016, to 
emphasize that the ElringKlinger Group is well prepared to meet the challenges of the future and will remain 
on a healthy growth trajectory. Addressing around 800 shareholders, shareholder representatives, and guests 
at Stuttgart’s Liederhalle Culture and Conference Center, he presented a review of 2015, a difficult but never-
theless successful fiscal year for the company. 

For the first time in its history, ElringKlinger broke through the EUR 1.5 billion revenue mark with an increase of 

nearly 14 percent. Earnings before interest and taxes stood at EUR 135 million compared with EUR 154 million in 

fiscal 2014. This fall was mainly due to a disproportionately large increase in demand in the Original Equipment 

segment, resulting in a capacity shortfall and substantial extra costs, especially in terms of additional shifts and 

shipments. Despite this, the dividend remained at EUR 0.55 per share as in the previous year. The dividend ratio 

(i.e., the total dividend as a proportion of consolidated earnings) was therefore 38 percent. The shareholders 

approved all motions presented by the Management Board with large majorities. 

        111th Annual General Meeting         

  Pure partners: The motto for this year’s Annual General Meeting         

  was taken from the 2015 annual report. It reflects the different  

  aspects of partnership both within and outside the company.  

 “ElringKlinger is  
  and will remain  
  a strong company.” 
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ElringKlinger continues to focus on megatrends in the automo-

tive industry: emissions reduction, lightweight construction, 

and alternative drive concepts. To this end, it has invested 

heavily in research and development. The amount spent on 

investment in 2015 was EUR 71 million, nearly 5 percent of 

consolidated revenue. “We will continue to develop innovative 

solutions and launch them successfully. Our goal is to achieve 

lasting success rather than short-term profit maximization,” 

explained Wolf with regard to the company’s strategy, which 

is designed to generate above-average profits by harnessing 

growth in the automotive industry.

Outstanding loyalty
As at previous Annual General Meetings, Wolf and his Manage-

ment Board colleagues Theo Becker and Thomas Jessulat were 

keen to thank ElringKlinger’s 8,000+ employees for their tre-

mendous commitment. “Our employees have always stood out 

on account of their culture of innovation, exceptional commit-

ment, cost awareness, and outstanding loyalty to the company,” 

said Wolf.

Shareholders and visitors were able to see for themselves 

what ElringKlinger’s workforce is capable of in the foyer of 

the Liederhalle Culture and Conference Center. The exhibits 

encompassed  ElroTherm™ and ElroCoustic™ shielding systems, 

a commercial vehicle engine complete with ElringKlinger prod-

ucts, front-end carriers and cockpit cross-car beams made of 

polymer-metal hybrids, a variety of sealing systems for turbo-

chargers and other applications, Metaloflex™ and metal-elas-

tomer head gaskets, and a diesel particulate filter from the 

mobiclean™ R dynamics range. Turning to battery and fuel cell 

technology, the display included a 24V lithium ion module, cell 

contact systems, an SOFC fuel cell stack, and a power trailer 

made by our subsidiary new enerday providing an indepen-

dent source of electricity that can be used, for example, on 

building sites and for outdoor events. As always, one of the 

main highlights was the apprentices’ project. Our engineering 

apprentices helped various Formula Student racing teams to 

develop and produce the components they needed. Formula 

Student is the world’s biggest design competition for students, 

who construct their own racing car subject to very strict rules. 

At the Annual General Meeting many visitors took the oppor-

tunity to inspect one such vehicle close-up.

Expressing their satisfaction at the Annual General Meeting (from left):

Dr. Stefan Wolf, Theo Becker, and Thomas Jessulat.

Guiding the company to further success: 

the Management Board and Supervisory Board of ElringKlinger.
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: Mr. Willers, you’ve been in charge of the Aftermarket 
division since 2015. How would you sum up your first year?
Willers: Very positive! For me, it was the right decision to 

embrace a new challenge at ElringKlinger. The first year has 

been very intensive: a new company, new colleagues, and a new 

culture – it has been and still is very exciting. 

I received a warm welcome  

when I arrived, and all my team  

were open to new ideas. 

Obviously, that made it much easier for me to find my feet. So 

the right conditions were already in place when I took up my 

post, and that’s one of the reasons why we have had a success-

ful first year.

You came here from a major German car maker. Can you 
describe the differences in approach between the two  
companies?
There are undoubtedly some differences between working at 

the head office of a classic large-sized corporation on the 

one hand and working as part of an operating division on the 

other. The hierarchy is certainly flatter here and the struc-

tures simpler. That makes it easier to take decisions quickly –  

and implement them! That’s one of the things that I really like 

On course!
Dirk Willers took over as head of the Aftermarket division in April 2015. Since then, he 

and his team have transformed the way it works, working out a new strategy and  

a range of personnel initiatives. In 2015, the segment again made a positive contribu-

tion to the company’s earnings and delivered an increase in revenue. Looking ahead, 

the Aftermarket division still faces some exciting challenges.

about ElringKlinger. The sheer range of tasks involved is fasci-

nating, too. In our division we are responsible for six different 

areas – from sales through to quality control. There’s no time 

to get bored! 

What are your division’s objectives?
We want to carry on growing, and we have systematically ana-

lyzed what we need to do to achieve that. In those areas in 

which we are already number one, we want to retain our posi-

tion. In others, where we identify further upward potential, we 

need to improve our performance. 

How will your strategy underpin this process?
To begin with, we conducted a thorough review in many areas 

and introduced new business strategies and structures span-

ning every aspect of the way the division is organized. Our cur-

rent focus is on those regions where we believe there is con-

siderable potential for growth. In Asia – particularly in China –  

we are completely rebuilding our position. We have estab-

lished our own aftermarket organization, and our new team in 

China is busy developing a product portfolio and establishing 

a customer base.

We also want to keep on expanding our portfolio. Elring 

is a strong brand in the automotive aftermarket, and we have 

a great deal of expertise in the area of vehicle engines. We 

need to make effective use of that expertise if we are to deliver 

broad-based growth.
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What are the challenges we currently face in our markets? 
The main factor here is the economic situation in some coun-

tries. There are trouble spots all over that we need to deal with. 

For a start, countries that depend on the oil price have been 

badly hit. Many of our customers are seeing their business 

falling away. If you add in growing transparency with regard to 

prices and the trend towards consolidation in our key markets, 

that doesn’t make it easier for us. 

We have to avoid contracting any more than those 

crisis-hit markets. Of course, it isn’t always easy, because we 

have no influence over geopolitical and economic factors. We 

will do everything we can to meet those challenges.

It sounds like a lot of work ...
Absolutely, but we have laid the foundations and are heading 

in the right direction. In China, for example, we’ve restarted 

pretty much from scratch, and we are already seeing the first 

fruits of our endeavors. That says a lot about the hard work of 

all those of my colleagues who have been involved. 

What do you see as the key success factors?
In my view there are three keys to success. First of all, the 

product portfolio that we want to keep on expanding, as I men-

tioned before. It’s also very important that we focus really hard 

on quality. The whole Elring brand can benefit here from our 

OE expertise. Finally, the service we offer our customers has 

to stand out from the rest.

So once again it’s down to the people who work here …
That’s right. The emphasis on service has to be integrated into 

all our dealings with customers. Our products and the service 

we offer are excellent, and we need to put that message out 

in our face-to-face contacts, too. Here, and in all our other 

activities, we have to constantly ask ourselves how what we 

are doing will benefit our customers.

Are you planning changes to your 
customer service strategy?
We already have a very strong record in this area. As soon 

as I started here, I was struck by the absolute commitment 

to meeting our customers’ every request. That made a big 

impression on me. 

I see personal contact and  

customer retention measures  

as a crucial success factor. 

With that in mind we plan to maintain a presence at a large 

number of major trade shows and smaller events such as 

in-house trade fairs. We will invite customers to come and visit 

us, and show them what makes Elring special, how we work, 

and who we are. We’ll give them a tour, show them around the 

Aftermarket division, and organize a program of joint cultural 

events. We also aim to put together a large package of addi-

tional services such as technical training, and we’ll try to meet 

individual customer requests at our events.

I am confident that all these measures will keep us on 

the road to success. 

 would like to offer you its best wishes for your continued 
success.

Maintaining a steady course along with the Aftermarket team
Dirk Willers, Head of the Aftermarket Division (IAM).
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As our CEO Dr. Stefan Wolf has made clear on several occasions, one contributory factor 

in ElringKlinger’s future growth could be acquisitions of interesting companies. One such 

recently completed strategic purchase will now boost our expertise and capacity in the 

fi eld of tool production. With effect from June 1, 2016, ElringKlinger AG took over the 

operations of the toolmaker Maier Formenbau GmbH, which is based in Bissingen/Teck. 

To this end, ElringKlinger acquired all the assets of the company that were needed to 

maintain business operations. This type of transaction is known as an asset deal. Maier 

Formenbau GmbH specializes in the production and repair of technically complex injection 

molding tools and currently employs 42 people. In the fi nancial year 2015, the company 

generated revenue of six million euros.

Ideal location

The reasons for the takeover are obvious given that ElringKlinger is keen to expand its 

know-how in the area of tool production. “After our acquisition of Hummel-Formen GmbH 

in 2011, this new acquisition is entirely logical. It is a great way for us to build on our 

existing expertise, and it allows us to maintain our technological edge in the area 

of toolmaking,” says Jürgen Weingärtner, who is responsible for tooling across the 

ElringKlinger Group in his position as Head of Technical Service. The location of our new 

Group company in Bissingen/Teck is another reason for the purchase. It is just under 

ten kilometers away from our plant in Lenningen, 25 kilometers from ElringKlinger’s 

headquarters in Dettingen/Erms. ElringKlinger aims to use these new resources pri-

marily for the development and production of tools in the Shielding Technology division.

Group adds new 
tool production 
expertise

ElringKlinger AG takes over Maier Formenbau GmbH

Jürgen Weingärtner is confi dent 

that the strategic acquisition of 

Maier Formenbau GmbH will 

further strengthen our technolo-

gical leadership in the area of 

tool production.  
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The seventh Leadership Forum was held in Dettingen/Erms 

on Saturday, April 9, 2016 – and this year was dominated by 

the world of soccer! In his talk, former FIFA referee and cur-

rent TV pundit Urs Meier emphasized how important it is to 

take responsibility while also acting quickly and decisively. He 

shared numerous examples of how certain situations in a soc-

cer game could also be applied to your day-to-day work and 

how you had to react under pressure.

Why it’s important 
to make decisions

Seventh Leadership Forum

It’s all about the networking
Exchanging ideas and experiences  

was also a key part of the event.

 
“When 60,000 fans are against you,  

players are against you, and you still have to  
make split-second decisions, that’s pressure.”  

(Urs Maier) 

A number of executives from ElringKlinger also provided some 

input to the event once again. Our CEO Dr. Stefan Wolf posed 

the question: “ElringKlinger: fit for the Champions League?,” 

while Reinhard Müller explained what steps Original Equip-

ment Sales would be taking in future. Dirk Willers and Andreas 

Baumann provided an insight into the strategy being pursued 

by the Aftermarket and Shielding Technology divisions respec-

tively, and Thomas Jessulat gave an expert talk on the new 

impetus being provided by integrated communication.
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Successful 
debut

Automechanika Birmingham

With personnel support from Dettingen/Erms, Elring Parts Ltd. 

attended, for the very first time, Auotmechanika in Birmingham 

from June 7 to 9, 2016, the aim being to draw attention to its 

end-to-end portfolio of products and services. Overall, more 

than 12,000 visitors took the opportunity to consult around 

600 exhibitors and find out about the latest innovations. At 

our 35 square meters stand, we presented Elring as a strong 

gasket brand. Our team informed trade and workshop cus-

tomers about the expanded range of Elring products and new 

services. Our hot-off-the-press main catalogue went down 

extremely well and our recently developed Sealants Adviser 

tool, which helps users navigate our website to find the right 

product in three easy steps, also made a strong impression. 

In addition, the trade fair was a great opportunity to field ideas 

from customers for new additions to our product range and 

pass on tips and tricks for installing particular engine types. As 

a result of our collective experience, it was clear even before 

the event ended that ElringParts Ltd. will be returning to Auto-

mechanika in Birmingham next year. Due to popular demand, 

the tradeshow will be expanding to include some extra exhibi-

tion halls in the coming year. (Andreas Gärtner)

Celebrating their successful debut in Birmingham
Andreas Gärtner, Mark Ventre, Michael Owen, Paul Gardiner, 

Garry Waite, Andy Lewis, Roy Welch, Gerald Davies,  

and Neil Masterman (from right to left). 

Not shown: Peter Veysey and Mike Knowles.

Our exhibition stand was well attended on all three days.

ElringParts Ltd. is a wholly-owned ElringKlinger sub-

sidiary based in Gateshead, England (near Newcastle). 

As an independent aftermarket business, it supplies 

Elring, AMC, BERU, BF, Borgwarner, Kolbenschmidt, 

Pierburg, Siemens/VDO, TRW, and Wahler branded 

parts to wholesalers and engine reconditioners in the 

United Kingdom and Ireland. 

24



Our newly designed booth won many plaudits.

A strong presence 
in Eastern Europe

From Budapest to Zagreb 

in the Elring colors,” reveals Mischa Bauer, Elring’s Regional 

Sales Manager for South-East Europe. 

In terms of our products, visitors showed most interest 

in our new sealants, which meet all the relevant requirements 

in terms of reliability, temperature stability, media resistance, 

and convenience in use. The Elring Academy, our online train-

ing tool, was also well received. All the trade shows were very 

well attended, something that was undoubtedly down not least 

to the professional concept and design behind the booth. We 

were ultimately rolling out the red carpet for our customers ...

The Eastern European market is key to our Aftermarket divi-

sion meeting its growth targets. This is precisely the reason 

why Elring has been exhibiting at numerous trade shows in 

the region. From Romania to Poland, Macedonia to Serbia, and 

Croatia to Hungary – the diary for April to June was packed 

with events. The booth team almost always ran a competition to 

entice visitors. These included “Elring’s Quest for the Fastest 

Mechanic,” where people had to change the cylinder-head 

bolts on an engine as fast as possible. A Porsche show engine 

and a range of other exhibits also proved hits. “Keeping in the 

spirit of UEFA EURO 2016, visitors loved our table soccer set 

A magnet for visitors
Our demonstration engine drew crowds of visitors to the Elring booth.
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There are now 1.4 billion people in China as urbanization accel-

erates; the front-running city is Shanghai, which has 34 million 

inhabitants. As this process continues, the issues of clean 

energy, electromobility, and air pollution control are com-

ing to the fore. At the Asian Hydrogen Fuel Cell Technology 

and Equipment fair, which took place in Shanghai between  

May 31 and June 2, 2016, some 400 exhibitors showcased 

their contributions to energy efficiency and new technologies. 

ElringKlinger also had a booth at the event, where it intro-

duced its full range of energy converters and storage systems. 

These included a high-temperature fuel cell system from our 

subsidiary new enerday for the network-independent supply 

of power (and optionally heat), a low temperature fuel cell for 

integration in vehicle systems in the form of a fuel cell/battery 

hybrid system or range extender, and a 48V lithium-ion battery 

module that can be used as stand-alone variant or combined 

with several modules to form a high-energy storage device. In 

the area of vehicles and industrial applications, ElringKlinger 

offers solutions tailored to precise customer needs – solutions 

that are dependable, efficient, and emission-free. 

Focus on fuel cells  
and battery technology

Asian Hydrogen Fuel Cell Technology and Equipment Exhibition

The ElringKlinger trade show team was highly satisfied with the 

response (from left): Darren Qiu, Dr. Michael Götz, Ulrich Sauter, 

Dr. Mohsine Zahid, and Halley Hui.

Interest from 
trade audience

Shanghai International Auto Parts and 

Service Exhibition (SAPE 2016)

The slogan for the SAPE fair  “Intelligent techs light up the future 

way” mirrored the ElringKlinger manifesto. At the exhibition 

taking place at the Shanghai New International Expo Center 

from June 28 to 30, 2016, we presented forward-looking pro-

duct solutions with a focus on downsizing, lightweight design, 

e-mobility, thermal management, and exhaust gas after-treat-

ment. The ElringKlinger teams in Suzhou and Changchun also 

used the opportunity to hold an in-depth dialogue with clients 

and establish new contacts.
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On March 3, 2016, ElringKlinger performed a TechDay at the Fiat Chrysler 

Automobiles (FCA) US Headquarters in Auburn Hills, MI, USA. Excellent 

organization and a perfect setup at the heart of the Tech Center made this 

TechDay a successful event. We showcased around 30 exhibits representing 

all major business units. Technical experts from our Plymouth Sales and 

Engineering office, as well as from European ElringKlinger locactions were 

supporting the TechDay and provided comprehensive technical expertise 

to the customer. 

Throughout the day we saw around 600 visitors from 

cross functional teams and had a crowded start at 7.30 am 

followed by consistent huge interest until 3.00 pm, which is a 

proof of a strong customer attention and response. Especially the 

interest in lightweight products and our core business units 

shielding systems, lightweight plastic components, speciality- 

and cylinder-head gaskets was huge and indicates good pros-

pect and growth for the years to come! Let’s go for it – we’re 

ready! (Florian Bosler)

Perfect venue
TechDay at Fiat Chrysler

The TechDay booth team was pleased 

with many interested visitors.

The “Technology Center” was a perfect venue.
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The team headed by Steffen Authaler, Director Sales Global Account Truck, put in a 
sterling effort to complete a tight schedule from April 13 to 19, 2016. 

“We are extremely proud to have been given the opportunity by diesel engine manufac-

turers Yuchai and Weichai as well as major truck producer Dongfeng (the world's sec-

ond-largest truck maker) to showcase our entire product portfolio. The TechDays proved 

extremely popular and I think we were able to establish a benchmark for future events 

of this kind. We made the conscious decision to focus on these three customers, as we 

believe they hold the greatest potential,” says Steffen Authaler, who also expressed his 

gratitude to all those involved in the event for their committed contributions. “Given the 

excellent feedback we have received, we are confi dent that we are in with a chance when 

it comes to being nominated for future projects,” said Jeff Weng, Head of Sales China. “At 

present, we are working closely in specifi c fi elds with all three customers and are already 

in advanced negotiations regarding cylinder-head gaskets.” This is excellent news, all 

the more so when considering that our company has had no previous business dealings 

with Yuchai, for example.  

 Roadshow debut for Truck team in China     

 Three TechDays 
 in one week! 

The development engineers gave 

their presentations in Chinese.
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ElringKlinger China Ltd., Suzhou

ElringKlinger AG, 
Dettingen/Erms

Changchun ElringKlinger Ltd., Changchun

The ElringKlinger team and our 

exhibition equipment traveled 

2,300 kilometers in total during 

the roadshow. 

The People's Republic 
of China compared to 
Germany. 
The vastness of the 

country is impressive.

Wuhan

Weifang

Nanning
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In 1998 ElringKlinger won its fi rst prototype order for a plastic cam cover, 
and numerous series production orders followed. We have been deve-
loping and refi ning our products ever since. For now, the highpoint of 
these improvements in technology is a new cam cover that will be incor-
porated into the diesel engines of many new Mercedes-Benz vehicles. 
Our hard work has paid off.

The development process for the cam cover lasted four years from the initial 

inquiry up to the start of series production in 2016. “It has been a really 

exciting period, with both ups and downs, and we're very happy – and so is 

our customer – with the fi nal result,” explains Peter Laichinger, a develop-

ment engineer in the Elastomer Technology/Modules division. Initially, the 

cam cover will be integrated into the new E-Class and then gradually into 

other four-cylinder diesel-engine vehicles made by the Stuttgart-based car 

maker. 

A host of additional functions 
The cam cover is made at Plant 2 in Dettingen/Erms. On the technical side, 

it has been designed with a host of new features. For example, it is the fi rst 

component of its kind with a new, variable, and therefore more effi cient 

oil separator that removes tiny oil particles from the crankcase blow-by 

gas. Another important feature of the cam cover is its lightweight construc-

tion. “This is the fi rst-ever cam cover with aluminum screws. Using lighter 

screws alone allowed us to cut the weight by around 170 grams,” explains 

Laichinger. Another factor in reducing the component's overall weight is 

the reduced wall thickness, which is approximately two millimeters. One of 

the challenges was to integrate two mounting brackets to support the fuel 

rail, through which fuel fl ows to the injectors. “After a lot of development 

“State of the Art” category
Innovative cam covers for Daimler

work we found a solution here, too. We supply the cam cover together with 

the brackets straight to the production line, so our customer can just pre-

mount the fuel rail. That's straightforward and doesn't require any tools,” 

says Laichinger. 

Production sites working together as a team
To provide the additional thermal protection needed in this very compact 

space on account of the heat emitted by the turbocharger, Peter Laichinger's 

team also integrated a shielding component. Naturally, this component will 

also be manufactured in-house, at ElringKlinger's Langenzenn factory. 

The innovative plastic cam cover yet again highlights the company's 

core expertise in the fi eld of lightweight vehicle components. The variable 

oil separator and the fuel rail bracket are just two of the additional functions 

integrated into the new cam cover.

The integrated shielding component 

is made at ElringKlinger's Langenzenn site.

30

TECHNOLOGY



Series: Patented Solutions

tional coatings, it does not burn but is transformed into a ceramic when 

exposed to high temperatures,” explains Magnus Reichert, development 

engineer at the Specialty Gaskets division. From a temperature of 500 °C 

the pre-ceramic element gradually achieves a solid state and as a result 

develops an even greater sealing function. 

“We can no longer test how heat-resistant the coating actually is. But 

at any rate it can withstand a temperature of more than 1,200 °C,” says 

Reichert proudly about his research team's patented solution. Work on the 

specially funded “HotCoat-Seal” project will continue into 2017. Until this 

time further tests are set to be carried out to improve the coating even more. 

Prototypes should also have been developed by that stage. Reichert high-

lights the benefi ts of the coating: “Exhaust gas manifolds, for example, can 

expand a lot at high temperatures. Our coating has the effect of reducing 

friction. Because the pre-ceramic polymer does not burn like a conventional 

coating, but turns into a ceramic, it also helps prevent leaks.” 

It is generally known that the main function of a gasket is to seal and 
at the same time protect engine parts. But what happens when tempera-
tures get so high that standard coatings combust and cause leaks? Our 
development team from the Specialty Gaskets division at our Geretsried-
Gelting and Dettingen/Erms locations have found a solution specifi cally 
for this problem; the coating with a pre-ceramic polymer was patented 
by the research team in April 2016. 

Although ElringKlinger already offers a coating that provides a relatively 

tight seal up to 1,000 °C, this coating does begin to burn through and dis-

integrate from temperatures above 300 °C. This is why, as temperatures 

rise, conventional coatings do not provide as tight a seal as when originally 

installed. Within the scope of the specially funded “HotCoat-Seal” project, 

Maximilian Hoffmann, Magnus Reichert, and two external researchers have 

been working to fi nd a specifi c solution to this problem. Using a pre-ceramic 

polymer the team managed to develop a fascinating invention. “What is 

distinctive about the element is that it is a ceramic precursor. On instal-

lation the coating is an elastomer-like element. However, unlike conven-

Transformation 
beats combustion
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: Mr. Diez, in future you will have overall responsibility 
for the New Business Areas and Battery Technology divi-
sions. How did this decision come about and what do you 
hope to achieve by it?
Diez: Over the last eleven years we have mainly been working 

on fuel cell development in the New Business Areas division. 

In the process, we have become acknowledged for our techni-

cal expertise in this area. It all started in 1999, when we were 

commissioned by a major premium car maker in Germany to 

undertake a development project for an SOFC (solid oxide fuel 

cell) to power on-board electrical systems. This marked the 

start of our work on these new technologies at ElringKlinger. 

The SOFC project was transferred to the New Business Areas 

division when the latter was established in 2005. PEM fuel cell 

technology was then added in 2010. 

I am convinced that both the fuel cell 
and the battery will play a significant 

role in our automotive future.

There is a close association and numerous interfaces between 

these two divisions and several areas where we can pool our 

expertise and exploit synergies.

What changes will there be for personnel in the respective 
divisions? Is there even a possibility that the workforce 
could grow?
In the New Business Areas division we are also going to be 

exploring other developments as well as our fuel cell projects. 

For ElringKlinger there are many other interesting compo-

nents relating to alternative drive systems apart from batteries 

and fuel cells. It is our job to identify them and develop them 

into marketable products. I would like to emphasize at this 

point that we are going to be much more application-driven in 

future. When developing new technologies and products the 

focus from the very outset is on product development that is as 

cost-effective and market-driven as possible. To this end, we 

need to establish an industrialization team with appropriate 

expertise in value creation analysis, process engineering, and 

production techniques, which will allow process, quality, and 

economic aspects to flow into the development projects at an 

early stage. 

Naturally, we have to align our organization to these 

requirements. Within the framework of a matrix structure we are 

going to distinguish in future between fundamental develop-

ment and application-specific development. This is intended 

to ensure that the respective teams can concentrate on work-

ing towards their goals. We have excellent people on our team 

and are ideally placed to manage all future tasks and chal-

lenges involved.

Both fuel cell and battery are believed to have good chances 
of becoming the drive technology of the future. Can you 
give us a brief overview of the main benefits associated 
with the respective technologies?
Each technology has distinct advantages in its favor. Compared 

with conventional vehicles powered by combustion engines, 

electric cars offer lower running and maintenance costs. 

Because they do not emit exhaust gases, they are also a means 

of travel that is completely environmentally friendly and above 

all emission-free. Of course, when looking at the bottom line 

you have to also consider the cost of producing the electricity. 

But in this area too there is going to be significant progress 

in the coming years and decades. In addition, electric motors 

require less maintenance than combustion engines. At the 

moment, apart from the high cost, the greatest drawback to 

the electric car is still its inadequate driving range. However, 

the development of more powerful battery cells is advanc-

ing continuously. It can be assumed that in the next three to 

five years, new electric cars will be able to cover a distance 

of 400 to 500 km and will also be capable of being charged in 

less than 20 minutes. During the same period, battery prices 

are going to fall by around half. This will without doubt lead 

to a much greater acceptance of electric cars among potential 

customers. 

“Help shape the drive  
technologies of the future”
Since July 1, 2016, Armin Diez has been in charge of the two divisions Battery Technology and New Business Areas. These 
divisions will play a crucial role in the ongoing development of our company, because the coming years will see huge chan-
ges in the area of vehicle drive concepts. In this interview, Diez provides some insights into his road map and talks about 
the benefits of batteries and fuel cells and the current challenges that the technology needs to overcome.
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Cars powered by fuel cells can already manage long distances. 

The technology package consists of a fuel cell that converts the 

hydrogen in the tank into electricity. This electricity is used to 

drive the car's electric motor and charge the traction battery 

that is also necessary. As a result, long ranges can be achieved 

without producing harmful emissions. Filling up with hydro-

gen takes just minutes and is comparable to fueling conven-

tional vehicles. However, the high costs of fuel cells are still a 

talking point.

This sounds convincing. So why is the technology not man-
aging to break into the market?
At the moment, the cars are simply still too expensive, regard-

less of any incentives for buying them. And as mentioned pre-

viously, the problem of the driving range of electric cars is still 

an obstacle at present. But the biggest problem for both fuel 

cell and battery, as I see it, is the non-existent infrastructure.

There are filling stations for gasoline and diesel everywhere. 

But if you are driving an electric car and need to recharge 

somewhere between Berlin and Frankfurt, for example, you 

could be unlucky. In Brandenburg there is only one public 

charging station for roughly every thousand square kilome-

ters. And where charging stations do exist, the number of 

different suppliers and tariffs is a real shambles. There is an 

urgent need for government to get involved in this area. A fill-

ing station offering hydrogen has recently been established 

near our headquarters in Dettingen/Erms. And our Plant 2 will 

soon also have its own hydrogen filling station for our forklifts, 

which will of course be fitted with ElringKlinger fuel cells and 

lithium-ion batteries. 

We keep reading that it is going to take years or even 
decades before we are actually going to see widespread use 
of electric cars on our roads. How do you view the situation? 
There is no question that the combustion engine will still be 

dominating our roads for quite some time yet. In many regions 

of the world, where people have to drive mainly longer dis-

tances and the infrastructure is even more difficult to establish, 

there will be no other option for a long time to come. But it 

is also the case that there will only be a few fundamentally 

new features in gasoline- and diesel-powered vehicles. All 

major automobile manufacturers are already announcing pub-

licly that their development budgets are being substantially 

restructured, in some cases by as much as 50 percent, in favor 

of the development of alternative drive systems. The hybrid 

drive train is the ideal combination of conventional combus-

tion engine and all-electric drive. Admittedly, due to the extra 

costs of the second drive train, it is generally only possible to 

market these vehicles in the higher price segment. Already, 

there is a trend towards the use of all-electric vehicles in large 

cities in particular. This could be substantially reinforced, for 

example, by providing special car parks with charging stations 

reserved for electric cars only. 

And will this trend become even more prev-
alent?
Definitely! There are some countries in Europe 

that are already showing the way. The Nether-

lands is set to ban the sale of cars with com-

bustion engines from 2025. And Norway is 

intending to do the same. No other region can 

match Scandinavia for providing government 

incentives to buy electric cars. Even in Germany, 

the Federal Environment Ministry is proposing 

that combustion engines should be prohibited 

in cars within the next few decades. I person-

ally cannot see this happening. Due to huge 

government subsidies, the majority of electric 

vehicles will probably be sold in China. And if 

you consider the level of pollution in Chinese 

cities there is actually no other option. 

In Europe in particular, the public and the automobile 

industry have been preoccupied for some time with the real 

driving emissions of cars, trucks, and buses in daily use. It can 

be assumed that due to a tightening of the test cycles for exist-

ing engines, up to 30 percent higher exhaust gas emissions as 

well as higher fuel consumption will be recorded. Consequently, 

the thresholds enshrined in law, particularly for nitrogen oxide 

and CO
2 emissions, will be even more difficult to achieve. More 

and more expensive exhaust gas purification systems for die-

sel engines will be the result, which will reduce the difference 

in cost between diesel and electric cars. The increasingly 

stringent emission regulations are basically compelling us to 

press ahead with e-mobility. 

What will ElringKlinger contribute to this development?
First of all, it is worth noting that electric cars still need acous-

tic shielding technology and lightweight thermoplastic com-

ponents. And gearboxes in electric drive systems continue to 

need gaskets. Lightweight construction in particular will play 

an even greater role and we have already established a strong 

position in this area. Moreover, we are already an approved 

supplier for cell contact systems and will be extending this 

product range in the future. We want to build our own battery 

modules for standardized applications. We have already 

agreed to collaborate with Sensor-Technik Wiedemann GmbH 

in Kaufbeuren, Germany, on the development and production 

of lithium-ion battery modules and systems. We are currently 

holding discussions with cell manufacturers and would like to 

have decided on a strategic partner by the end of 2016. 

Thanks to these fields of activity and of course other 

new development projects, the New Business Areas division 

will help ensure that ElringKlinger has a strong position on 

the market in future and can continue to enjoy sustainable and 

profitable growth. 

Thank you for talking to us.

Armin Diez intends 

to actively pursue 

the development 

of battery and fuel 

cell technology at 

ElringKlinger.
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Economical, 
flexible, 

and highly efficient.
ElringKlinger not only produces various components but also all-in-one solutions, for instance, 

a 48V module or fl exible 24V module with circuitry allowing voltage levels of, for example, 80V, 

400V, or 800V. Our battery module is based on lithium-ion cells. The integrated components 

can be designed to meet customer specifi cations and the cell can be selected depending on the 

application, which is why they are also used outside of the automotive sector. 

The electrical output of a PHEV-2 module 

(plug-in hybrid) supplied by ElringKlinger 

would be suffi cient to watch all European 

Championship matches on TV from 

the quarter-fi nals to the fi nal – with ample 

reserves for extra time and penalties.

Did you 
know??!

In the coming issues of  we will be taking a look at the various product groups that 
Armin Diez and his team are working on. Let's start by looking at battery modules.
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ElringKlinger is well aware of the social responsibility that 
companies have. The training workshop at our corporate 
headquarters in Dettingen/Erms supplies an example of what 
this means: during the Whitsun holidays, an Eritrean refu-
gee arrived here to complete a two-week work placement/
internship, getting involved in small-scale projects and 
gaining insights into working processes. 

Not many roads are paved in Eritrea; the road network has 

been almost completely destroyed by the long-running war 

of independence. “Despite this, I’ve always been interested 

in cars and engines,” says Tesfalme Zereu, who spent most 

of his time driving a taxi in his northeast African homeland. 

After spending time in Mannheim and Reutlingen, the 22-year-

old Eritrean has been living in shared accommodation in 

Dettingen/Erms for eight months. He has also passed a Ger-

man language course with flying colors. “The safety briefing 

had to been given in Eritrean through a volunteer interpreter, 

though,” notes technical training supervisor Giuseppe Vernaci. 

Trainee acts as personal mentor 
Aside from Mr. Vernaci, the intern was mainly supported by 

Lukas Bröckel. The prospective toolmaker demonstrated vari-

ous production methods such as milling, turning, filing, and 

drilling for the refugee, accompanied him to breakfast and 

lunch, and helped him construct a model go-kart for his final 

exercise. The young man from Eritrea was delighted to have 

the chance to complete a work placement. “It was great fun,” 

says Zereu, who also became the first refugee to be employed 

by ElringKlinger. 

“This was a conscious decision because both parties 

benefit in the ideal case: not only does the placement student 

gain an insight into the everyday operations of a manufac-

turing company, but we are able to determine the technical 

and linguistic capabilities of the intern and see whether they 

meet the entry-level qualification standard,” explains Chief 

Executive Officer Dr. Stefan Wolf.

“It was great fun.”
Refugee completes internship at ElringKlinger

Indeed, mastering the various manufacturing 

techniques was on the agenda throughout 

the internship.

Done it!
The internship concluded with the construction 

of a model go-kart.
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On June 2, 2016, several of our colleagues from ElringKlinger Canada, Inc. took part in 

the “Big Bike” race in aid of Canada’s Heart and Stroke Foundation. Having entered 

under the team name of ElringKlinger Kool Katz, we rode on a giant fun bike for about 

30 minutes around Leamington. In the process we collected 1,500 Canadian dollars, 

which we donated straight to the Heart and Stroke Foundation. But taking part in “Big 

Bike” not only supports the work of the foundation fi nancially. It is more about raising 

people’s awareness about the need to review their own lifestyles and take practical steps 

to prevent such diseases. The public are also given advice on how to save lives in an 

emergency and how to recover from a heart attack or stroke as quickly as possible.

The aim of the event is to help reduce the risk of heart and cardiovascular dis-

orders by ten percent by the year 2020 and also to lower the Canadian mortality rate 

attributed to heart attacks and strokes by a quarter. All participating colleagues agreed it 

was a great event for a good cause that was also a lot of fun! (Annabelle Battaglia)

Biking to raise 
awareness!

“Kool Katz” support foundation

PEOPLEPEOPLE
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Andy Balogh, Sales Manager for the Ford team at ElringKlinger 
North America, Inc. (EKNA), explains his love for comedy and 
how it all started with his own stand-up comedy shows. 

“I started doing comedy in January of 2011. I’ve always had a 

knack for making people laugh while we hang out in groups 

and so friends and family had been urging me to try my 

hand at stand-up for several years. The thought of getting on 

stage was intimidating but intriguing. I decided that I would 

start writing material down that seemed to make people 

laugh in groups and if I could get enough material together 

that I would try going on stage. When I finally decided that 

I wanted to go on stage, I started digging through my old 

notes of things I had written down for years. A lot of it didn’t 

make sense anymore, but I had some bits that had always 

made people laugh.”

“How often have you been on stage over the years?” 

“What was your first experience on stage like and how did 

your early comedy career progress?”

“Why do you love being a comedian and how does it make 

you feel when performing on stage?”

“My first night on stage I was so nervous that it all seemed 

like a bit of a blur. I got some laughs and also some blank 

stares, that’s just how it goes for everyone’s first time. 

It took me a couple months of going on stage once 

a week to work out a five minute set that was pretty solid. 

Five minutes doesn’t sound like much, but it is an eternity 

to a young comedian! From there I stretched my set to ten 

minutes and eventually to 30.” 

“Andy, when and how did your comedy career get started?”

“I would say I’ve been on stage ~50 times in the last 5.5 years 

at comedy clubs around Michigan. I used to do it quite often 

but now, with young kids at home, far less often. I still do 

work for comedy fundraisers and am tied into the social 

media world of local comedians that are always putting 

shows together. I even had an opportunity to open a show 

for Rob Schneider (former cast member of Saturday Night 

Live), but unfortunately, the show was cancelled at the last 

minute!”

“The reason that I do it is because everyone loves to make 

people laugh. It makes you feel really good when you’re in 

a group and people are getting enjoyment and laughter out 

of what you are saying. Now multiply that feeling times a 

million when you are on stage in front of 250 people and 

they are all laughing hysterically. It fills you with a unique 

type of adrenaline and is just an incredible feeling. Quite 

empowering and quite addicting to have that microphone 

in your hands. And it helps you get rid of any stage freight 

you might have when you are presenting to a customer. ;-)”

  “An incredible feeling”  

37



healthy 
all-rounders

Superfoods are – or at least should be – literally on everyone’s lips at the moment. Goji berries, quinoa, 
and matcha tea featured in the last issue of . But not all superfoods are exotic (at least from a European 

point of view), as various foods with a particularly high concentration of valuable nutritional, effective, 
and vital ingredients are also grown right here in Europe. The best idea is to include them in your daily meal 

plan as part of a balanced, varied diet. Enjoy!

Superfoods, Part 2

PEOPLEPEOPLE
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Blueberries
These blue super-berries are packed full of vitamins, minerals, and plant 

nutrients – and taste really good too. Blueberries belong to the heather 

family of plants and are also known by other names such as bilberries, 

huckleberries, mulberries, and even hay berries. Their deep blue color is 

explained by the fact that they are rich in anthocyanins. These secondary 

plant substances have an antioxidant effect and also help the body harness 

and neutralize free radicals. This means blueberries can help prevent such 

things as heart disease, varicose veins, diabetes, glaucoma, and stomach 

complaints. They also improve memory function. A further plus is that blue-

berries are mini miracle workers for the skin, (combatting wrinkles, acne, 

and cellulite problems), thanks to the collagen-boosting vitamin C and pectin 

they contain. Studies have also shown that blueberries help keep blood ves-

sels clear and unobstructed, thus reducing the risk of arteriosclerosis. 

Blueberries are perfect in muesli, fruit salads, shakes, and smoothies. 

They are best eaten fresh (the main season is from July to September), but 

can also be benefi cial in frozen or dried form. 

Linseed
The saying “good things come in small parcels” is particularly applicable to 

fl ax seeds, as they are full to the brim with nutritional and health-promot-

ing substances and are especially well known for their digestive qualities. 

The seed pod contains mucus substances that swell in the bowel and thus 

stimulate the digestive system. But the little brown or yellow fl ax seeds do 

much more than that. High-quality fats account for about 40% of linseed, 

and it is also an excellent source of poly-unsaturated Omega 3 alpha linole-

nic acid, which has a positive effect on many medical conditions, including 

asthma, migraines, osteoporosis, rheumatoid arthritis, coronary diseases, 

cancer, and diabetes. In addition, linseed also contains roughage, protein, 

vitamins B1, B2, B6 and E, folic acid, and minerals like magnesium, phospho-

rous, manganese, and copper. Linseed is credited with strengthening the 

immune system and reducing high blood pressure. In addition, it also helps 

improve cholesterol and blood sugar levels. 

Crushing the seeds (i.e., coarsely grinding them) before use is rec-

ommended, as this allows the nutrients to be absorbed in the best possible 

way. Please note: It pays to always drink plenty of fl uids with linseed, as 

the digestive properties of the swollen mucus substances also tend to draw 

water away from the body. Linseed is good in muesli, salads, quark, and 

smoothies or even on its own.

Broccoli
Broccoli is a superfood no matter how you eat it – whether steamed or 

stir-fried, raw or in the form of tasty broccoli sprouts. This close relative 

of caulifl ower (and member of the brassica family) is one of the healthiest 

of all vegetables. Broccoli contains large quantities of potassium, calcium, 

phosphorous, and iron, plus vitamins C, K, B1 and B2, and pro-vitamin A. 

The plant nutrients it contains are thought to inhibit the growth of cancer 

cells, which means it can not only prevent cancer but halt the spread of 

existing cancerous cells, at least according to a study by Ohio State Univer-

sity. In addition, broccoli helps fi ght infl ammation and support eye health. 

It has antioxidant and detoxifying effects, stimulates the immune system, 

improves bowel health, provides energy, and, on top of all that, is one of 

the lowest calorie foods, with only 34 kilocalories per 100 grams. So there 

are many good reasons for ensuring the little green fl orets make regular 

appearances on your dinner plate.

Peppermint
This popular medicinal and herbal plant has a particularly high menthol 

content compared to other mints and a stronger fl avor (hence the name 

peppermint). Its special properties activate all kinds of cellular processes in 

the body, so the plant is used to alleviate various complaints. The essential 

oil, menthol, has an expectorant and antibacterial effect, which is why it is 

recommended for respiratory diseases such as head colds, bronchitis, and 

sinusitis. But the high menthol content also has a calming, anti-cramping 

effect, which makes it helpful for treating digestive problems, cramping, 

convulsions, and fl atulence as well as stress or anxiety. The fact that men-

thol is capable of “outsmarting” the cold receptors of the skin and throat 

passages can be put to good advantage in summer in particular. The body 

is tricked into thinking it is cool, so it tends to sweat less after a (warm) 

shower with fragrances or shower gels containing menthol. Peppermint can 

also be enjoyed as an iced tea beverage when combined with black tea and 

lemon. When peppermint oil is dabbed on the forehead, it has an immediate 

invigorating effect, and simultaneously prevents headaches. Please note: 

peppermint oil and other essential oils can cause severe allergic reactions 

in babies and small children. 

As well as menthol, peppermint contains several vitamins (A, C, E, 

and B) and minerals (potassium, calcium, iron, manganese, and magnesium). 

So add some peppermint leaves to your summer salads, drink an invigo-

rating peppermint tea, or try inhaling a few drops of peppermint oil in hot 

water. Please note, however, that peppermint oil should only be used inter-

nally and externally in small quantities or in heavily diluted form.
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classic vehicles
Jens de Buhr, key account manager at the Swiss site in Sevelen, usually spends 

his time selling our products for vehicles made by Jaguar and Land Rover. At home, 

however, his passion is fi rmly of the two-wheeled variety. Specifi cally, classic 

motorbikes, which he devotes a lot of time and attention to detail on restoring – 

even if it means risking the odd telling-off from his wife … 

The mother of all motorbike brands
A Harley-Davidson. Shown here: the XL 1000 Ironhead.

Born out of a passion for
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Jens de Buhr is currently working 

on a 1981 Yamaha XV 750 SE.

His passion for “tinkering”

began with a 1956 NSU Max.

Similarly stunning
A Laverda 750 SF1.

The BMW R50/5 dates from 1972.The BMW R50/5 dates from 1972.

His passion for “tinkering”

began with a 1956 NSU Max.

Jens de Buhr is currently working 

on a 1981 Yamaha XV 750 SE.

Whereas most learner drivers start with a compact or subcompact car, 

Jens de Buhr went straight for a motorbike when he set out on the road. 

As his chosen steed was not particularly trusty and money was short, he 

was frequently forced into doing his own repairs, during which he discov-

ered his love of “tinkering.” His fi rst restoration project in 1995 involved a 

1956 NSU Max.

Originally from eastern Friesland in the north of Germany, he has 

been living and working in Switzerland since as long ago as 2004. “To fi nd 

some way of fi lling what are often long winter days there, I was on the 

lookout for something to do that would keep me occupied in addition to my 

job,” de Buhr says. So he started work on getting his motorbike at the time, 

a 1972 Laverda 750 SF1, into shape. This involved converting it entirely in 

line with his own preferences. And it was not long before a second model 

followed: a 1980 Harley-Davidson XL 1000 Ironhead, which the project 

manager had spotted in a newspaper. The ad – “will only sell to those tak-

ing leave of their senses” – did not bode well, something borne out by the 

condition the machine was in. But Jens de Buhr remained undeterred and 

got stuck in. Today the “Töff,” as motorbikes are known in Swiss German, 

really catches the eye.

His original plan was to sell his restored motorbikes on for a profi t. 

“However, the further you get into the restoration process, the more deeply 

in love with a model you fall and the harder it becomes to tear yourself away 

from it. So far, I’ve yet to manage it,” de Buhr explains. This has already led 

to the occasional run-in with his wife, because their garage ran out of space 

long ago to store all their cars and all the restored motorbikes, forcing them 

to rent a second one. This also holds a 1972 BMW R50/5, which de Buhr has 

also gotten back up to scratch.

“I’m only interested in unusual
                   motorbikes”

Classic cars, on the other hand, have never held much appeal for Jens de 

Buhr: “They’re simply not as accessible as a two-wheeler.” As with his other 

models, he does his tinkering in the evenings or at weekends. Once he has 

bought the spare parts he needs, he gets stuck in, only requiring help 

to give his machines a fi nal coat of paint. He is currently working on a 

1981 Yamaha XV 750 SE, another classic that is to be transformed into a 

more aesthetically appealing version. The project manager has no great 

desire to restore motorbikes that are any more recent: “It’s the classic mod-

els that get my pulse racing – those with carburetors, with no electronics 

and without much in the way of gimmickry. This is something I’ve devel-

oped a real passion for that I’ll never give up.” Much to the chagrin of his 

wife, who can now at least console herself with her very own retro car – a 

1969 Triumph Spitfi re. Not bad!



What is the connection between Ukrainian firefighters and 

ElringKlinger? Not a great deal at first glance, but look again 

and the link becomes clear … around two years ago, the vol-

unteer fire department of Dettingen handed over a decommis-

sioned fire engine to their colleagues 2,000 kilometers away in 

Tarutino, a small town on the Black Sea in what was formerly 

Factory tour in Dettingen/Erms

Firefighters from Ukraine 
welcomed to ElringKlinger

The firefighters from Tarutino on the Black Sea learned a great  

deal about ElringKlinger technologies, processes, and products 

from Mario Rauch (4th from left). 

Bessarabia. At the same time, ElringKlinger donated a suitable 

set of gaskets as other companies in the region supported the 

campaign with cash contributions and donations in kind. The 

whole initiative was the brainchild of Simon Nowotni, a fire ser-

vice member and local councilor from Dettingen/Erms whose 

grandmother was a Bessarabia German. The fire service in 

Tarutino has to operate over a radius of 50 kilometers, and has 

often found itself unable to render proper assistance because 

of lacking or inadequate equipment; since its delivery, though, 

the old Dettingen fire engine has performed outstandingly. 

At the end of May 2016, a number of firefighters from 

Tarutino duly paid a return visit to Dettingen, where they 

were delighted to have an opportunity to learn more about an 

innovative German industrial business. Mario Rauch, Head 

of Technical Marketing/Aftermarket, gave the seven-strong 

delegation a full tour of Plant 1. The fascinated guests were 

particularly impressed by the automated production processes, 

the robot-controlled small parts warehouse, the development 

departments, and the training area. “I’d seen these kind of 

things on the television a few times, so I was grateful for the 

opportunity to witness them all in real life,” said the highest 

ranking commander on behalf of his colleagues at the conclu-

sion of an exceptional tour. 

Looking back:

Murat Kutlu (left), Technical Customer Advisor for  

the Aftermarket division, handed over a set of gaskets 

to the Dettingen volunteer fire department on behalf  

of ElringKlinger. 
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ElringKlinger Korea  
celebrates Arbor Day

April 5, 2016, was a day with the focus very much on trees for employees at ElringKlinger 

Korea Co., Ltd. (EKKO). A total of 40 trees were planted – 20 magnolias and 20 Chinese 

fringe trees – in Dongrak park, close to the company site. An experienced landscape 

gardener was on hand to provide support as many EKKO colleagues had never planted 

anything before. “The day represents another important event in helping to strengthen 

our team spirit and to reinforce each individual’s commitment to protecting the environ-

ment,” explained EKKO General Manager, Stefan Spreu. 

Many were astonished by the fact that around 1,000 trees would be needed to 

compensate for the CO2 emissions of all employees at the Gumi site. All were agreed that 

an initial important step towards climate protection had been taken. The activity was also 

welcomed by the Mayor of Gumi, who supported the initiative. Stefan Spreu was pleased 

with the outcome, adding “this activity has helped us to further improve our relations 

with the local city hall”.

Arbor Day

The origins of International Arbor Day can be traced back to the work of the journalist Julius Sterling Morton. In 1872, he proposed the Arbor Day 

resolution to the government of Nebraska, which would be accepted by all US states within 20 years. Trees have been planted ever since on this 

day – originally April 10. Ceremonies to mark Arbor Day take place each year in April with the aim of maintaining awareness of the importance 

of woods for people and for the economy. It was adopted by the United Nations on November 27, 1951, and is celebrated today at different times 

around the world. In New Zealand, the day is observed in August, while in Australia, the official Arbor Day is on the last Sunday in July. The day is 

celebrated in July in Brazil, and in April in Germany.
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Blowing your nose in Japan, placing chopsticks upright in a 

rice bowl in China, and using your left hand to eat in India 

are all inadvisable. Indeed, things that are commonplace in 

our own countries may be regarded as major faux pas else-

where. In Japan and China, for instance, blowing your nose 

in the presence of others is seen as decidedly rude, and if you 

wish to do so you should find a bathroom; on the other hand, 

sniffing is commonplace. Placing your chopsticks vertically in 

a bowl of rice is an absolute no-go: Since it is reminiscent of 

the incense sticks used at funeral ceremonies, the image is 

associated with death. Across much of Asia – but especially in 

India – the left hand is regarded as unclean because it is used 

Why you 
ElringKlinger is an international technology group serving clients across the world from 45 sites in Europe, Asia, North 
America, South America, and Africa. That is reason enough for us to take a closer look at the different customs and practices 
of various countries in a new  series – and highlight some of the biggest cultural pitfalls. We start the series in China, 
the world’s largest automobile market; it is key to the future of ElringKlinger. 

should never give clocks  
as a gift in China

when visiting the toilet; for this reason, the right hand must 

be used for everything else (eating, shaking hands, and so 

on). It is also important to remember that pointing the soles of 

your feet directly at others may be taken as an insult in many 

Middle Eastern and Asian countries; as the feet are the lowest 

part of the human body, they are regarded as impure. By cont-

rast, the head is the highest part of a person in the truest sense, 

the seat of the soul and therefore sacred; for this reason, you 

should never pat a child on the head in an Asian country.

Different countries, different customs

44

PEOPLEPEOPLE



How to behave in China
Greetings and Dining 
While a short bow and light handshake are usual, forceful eye contact is not; 

looking into someone’s eyes for a long time is generally perceived as intru-

sive in China. As a conversational rule of thumb, make eye contact with your 

opposite number around one third of the time in any meeting.

People set great store by punctuality in China; being more than five 

minutes late would be unacceptable. At meetings, the most senior person is 

greeted first and always enters the room before the others; moreover, older 

persons outrank their juniors and men take precedence over women. A man 

will only greet a woman with a handshake where the woman visibly offers 

her hand.

Business cards play a significant role: never produce a business card 

from a trouser pocket or wallet and always present the card with both hands 

in such a way that the recipient can clearly read the lettering. If you are 

presented with a business card, always study it straight away; failure to do 

so is impolite.

The person who is invited allows the host to place the order. It is court-

eous to sample every dish and express satisfaction with the choices. If there 

is something you prefer not to eat or drink, always give a reason (vegetarian, 

medication, allergy, etc.). Eating noisily is acceptable, but blowing one’s 

nose at the table would be seen as very coarse and must be avoided. Do not 

refill your own drinks, and do not forget to make a toast in honor of the host. 

When eating with chopsticks, never use your own chopsticks to take 

food from a shared serving plate; instead, you should place them on the 

small china rest next to your bowl or plate. As mentioned at the outset, never 

insert chopsticks upright in rice. It is also advisable not to eat everything 

presented as this would suggest you are still hungry. Chinese business lun-

ches end suddenly: fresh fruit is offered as a sign of new beginnings, and 

everyone stands up.

It goes without saying that public drunkenness would be frowned 

upon as uncultured and weak. Tipping is not customary in China, and may 

even be perceived as insulting.

Communication 
Since harmony and “saving face” are critically important, you should not 

get to the point straight away in a business meeting; seek to establish an 

harmonious atmosphere first with small talk. Personal questions (which 

may well include the level of your salary) and a search for common ground 

(places you have visited often, children, etc.) are customary. Good personal 

relations are therefore the basis of successful business dealings.

Chinese people generally eschew direct criticism, which is seen as 

uncultured. It is very rare for someone to say “no” or “I don’t know.” These 

are expressed indirectly through polite euphemisms. A smile can indicate 

not only pleasure but also frustration and uncertainty or even pain and sor-

row. Problems are consistently approached in their entirety, examined from 

a range of perspectives, and tackled step by step. A speaker may talk round 

in circles, only getting to the point at the end. 

A “yes” indicates only that the listener has heard what was said; agreement 

should only be presumed where the statement is repeated after a “yes.”

An excessively assertive and outspoken attitude is not welcome; reti-

cence and purposeful but polite questions tend to be more effective.

Never point at someone with your fingers, and if you cross your legs, 

never point the soles of your feet towards your partners (see above); both 

are regarded as highly discourteous.

Dress 
To be taken seriously in business circles, formal dress (dark suit and tie) is 

essential. Women should dress modestly, not revealingly. Please note that 

white is the color of mourning in China. Smart, clean, and closed-toe shoes 

are also essential, even when it is hot.

Gifts 
When you are invited somewhere in China, you will generally bring a pre-

sent for the host. Do not bring timepieces, however, as this means “your 

time is up” to a Chinese. The number four is regarded as unlucky; chrysan-

themums are inadvisable because they are generally given when somebody 

dies; Chocolates, sweets, specialty spirits, fountain pens, and ballpoint pens 

are usually well received.

As a rule, the recipient of the gift will take a little time to be “con-

vinced” before accepting the gift. Incidentally, a gift should always be wrap-

ped. White wrapping paper (the color of mourning, as mentioned previ-

ously) is not recommended, while red is a good choice as it stands for good 

fortune and prosperity. It’s worth knowing that gifts are never opened in the 

presence of the giver as this may be construed as greedy.

Conclusion:
In other words, the old saying “when in Rome, do as the Romans do” still 

holds true. Anyone traveling to another country would do well to find out 

about the culture, mentality, and conventional ways of behaving ahead of 

time; leave your preconceived ideas at home and – most importantly – res-

pect the rules of the country you are in. To ensure (virtually) no prospect of 

pitfalls and misunderstandings, those who have dealings with visitors or 

business partners from abroad should always bear in mind the potential 

effect of their own conduct.

This guide to etiquette only scratches the surface of Chinese customs 

and conventions. The ElringKlinger AG personnel development 
department can provide more detailed information as well as training 

sessions.
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What does the Frisbee-based sport of disc golf have in com-

mon with a vocational training course? A surprising amount, 

as ElringKlinger can demonstrate. The aim in disc golf is 

to complete a course of usually 18 holes in the fewest pos-

sible throws. Players stand in a designated teeing-off zone 

and throw their disc toward a metal basket. “The discs 

have to meet many more specifications than a standard 

Frisbee and are made using a complex manufacturing pro-

cess that we can handle completely ourselves,” explains 

Giuseppe Vernaci, who is in charge of technical training in 

Dettingen/Erms. 

Instigated by management

The project was launched by Reinhard Müller, General Repre-

sentative of the Management Board, and the Achalm disc golf 

ElringKlinger is an established automotive supplier. Time and again, we surprise our customers with some innovative 

product ideas. We also place great importance on that well-known strategy, thinking outside the box, when it comes to 

training and studying a dual study program. An ongoing project offers the best possible proof. 

club in Eningen. ElringKlinger’s extensive expertise in plas-

tics makes manufacturing disc golf discs child’s play. They 

may well soon be put into series production and sold, for 

instance via online mail-order companies. 

The corresponding tool was developed at our state-of-

the-art training workshop in Dettingen by second- and third-

year trainees and dual study program students. Their project 

also involved liaising with other areas of the company such 

as purchasing, work preparation, and corporate communica-

tions. What made the project unique was the fact that the 

finished parts did not then disappear under a car’s hood or 

body but were there for everyone to see and touch. “Disc golf 

is also all about values like fairness, respect, and politeness 

and about supporting one another,” says Vernaci. “These are 

all values that we hold dear, another reason this project is 

such a great fit for us.”

ElringKlinger
     goes disc golf

Catching an on-trend sport

Our General Representative of the Management Board, Reinhard Müller (left),  

was impressed by the quality of our discs on his round of disc golf. 
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A highly motivated group from ElringKlinger Kunststoff-

technik GmbH in Heidenheim took part in the 14th Heidenheim 

Sparkasse City Run on June 5, 2016 – with some success. 

Perfect weather helped to boost the number of people signing 

up, with the 3,000 barrier being broken for the fi rst time ever 

this year. A grand total of 3,065 runners took to the starting 

line, making it hardly surprising that there were large crowds 

as everyone set off.

Fortunately, the runners were quick to spread out over 

the newly designed course through Brenzpark, with some able 

to improve on their winning time from last year. The quickest 

member of the EKT team over the ten-kilometer course was 

David Mercadal, who fi nished in 46 minutes and 4 seconds. All 

in all, we had a whole lot of fun once again and will certainly 

be back next year! (Sigrid Egetenmeier)

Large crowds and a whole lot of fun!
Heidenheim City Run

The successful run team
From left: Waldemar Leipi, David Mercadal, 

Sigrid Egetenmeier, Georg Rill, and Roland Latocha.

The “Steps for life” charity run took place for an impressive 

eleventh time in Würtingen. As in the past, 2016’s event focused 

on a specifi c social project, in this case the construction of a 

well in the desert of northern Kenya. A total of 716 runners 

took to the starting line, including nine from ElringKlinger. 

“It’s never been easier to help people,” sums up Mathias 

Reicherter, team leader for cylinder-head gasket design. “You 

get a special kind of motivation when you know that every 

mile you run and every euro this earns is going fully to a good 

cause.” Colleagues at ElringKlinger became aware of “Steps 

for life” thanks to Susanne Nau, who coaches the Dettingen 

runners’ group and organizes the annual charity run. So all the 

participants lined up full of motivation – and are keen to do it 

all again in the future.

A special kind of motivation
ElringKlinger runners’ group supports “Steps for life”

Supporting a good cause while having fun
Back row (from left): Mathias Reicherter, Markus Hartlieb, 

Udo Hönle, Helmut Heinlin, Tobias Gruhler, and Matthias Herzel. 

Front row (from left): Dieter Coconcelli and Nancy Just.

Not in the photo: Markus Baur. 
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:  How did you fi rst get into American football? 
Bastian Nau: When I was 15, a school friend asked if I wanted to 

go to (American) football training with him. He thought I had the 

right kind of build for the sport. By the end of the fi rst training 

session I was hooked.

Marius Klostermann: I used to play soccer, but then 

when I was 16 I went to school in the USA for a year, so I also 

began to kick the “egg” around. As the kicker for the high 

school football team, I really got into the sport and have never 

lost my love for it.

When did you fi rst get to know each other? 
Nau: During training in 2009 when we both played for the 

Cineplexx Blue Devils in the Austrian Football League. That 

year we were also at the same training camp for the friendly 

match between the German and French American football 

teams in Valence. 

Kickoff, Blind S i de H it, 

Touchdown!

Americans just love their football. Highly paid superstars play to sold-out stadiums, and the fans' obsession with the 
sport reaches fever pitch every year with the Super Bowl. This is a sport where everything comes down to tactics – 

it’s even been called “chess on grass.” American football is also steadily attracting fans in Europe. Bastian Nau and 
Marius Klostermann from ElringKlinger Abschirmtechnik (Schweiz) AG (EKAB) love the sport and have also enjoyed 

success as national league and national team players. And one of them has just coached his team to runners-up 
in the Swiss championships. 

How have things gone since then, and what have been your 
main achievements?
Nau: I was with the Marburg Mercenaries in the German fi rst 

division for 14 years as a player and for three years as a 

coach. In 2005 we won the European Cup. I was also a mem-

ber of the German team for six years and won the European 

Championship with them. I've just had my fi rst season with 

the Calanda Broncos in Chur, Switzerland, as player-coach. We 

ended up fi nishing the 2016 season as runners-up in the Swiss 

league. 

Klostermann: I've played for a number of different teams 

in Germany, Austria, and Switzerland. I fi nally called time 

on my career this summer after playing my last season with 

the Calanda Broncos. Looking back, I would say my biggest 

achievements were winning the Swiss Bowl twice and being 

called up for the German national team.
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What is it about this sport that particularly appeals to you? 

Nau: I love the fact that every player is totally committed to 

training and playing. The idea that a team is only as strong as 

its weakest member and that you can only succeed as a team 

is especially true of American football. I think these principles 

can also be applied to our working lives and to ElringKlinger in 

terms of working as a team to ensure top quality and customer 

satisfaction. As a coach, I love passing on my experience to the 

younger players and being part of their development. 

Klostermann: I love the fact that you have to give your 

very best and push yourself to the limit in order to succeed as 

a team! Every time you get knocked down, you have to learn to 

pick yourself up, carry on and give everything you've got from 

one play to the next. You also have to learn to deal with the fact 

that you may have to accept draw-backs because of other team 

members and to soft-pedal so that the team can be successful. 

As Bastian said, I think there are parallels here with working 

life. Success is all about preparation, planning and then per-

forming. Football is a great example of how you can win as a 

team if everyone gives their all.

Marius Klostermann

Height: 193 cm

Weight: 109 kg

Born: 1983

Position: defensive end 

Position at EKAB: 

Global Key Account Manager Tier 1

Marius KlostermannMarius Klostermann

Bastian Nau
Height: 195 cm
Weight: 120 kg
Born: 1983
Position: offense, tight end/offensive line coachPosition at (EKAB): Quality Planner

Is there anything else that you really like about American 
football?
Nau: I think it's awesome that you can make some really last-

ing friendships through the sport, even with people from other 

countries, and even if you're not always in regular contact with 

each other. And when you do get to meet up, there's always 

plenty to reminisce about.

Klostermann: The biggest highlight for me is defi nitely 

my friendship with Bastian. We became friends through play-

ing the sport together and now we're work colleagues as well. 

We got on really well from the get-go, never gave an inch on 

the training fi eld, and when we were professional players we 

were regular visitors to the local outdoor swimming pool in our 

free time. I don't think there was a single day when we didn't 

go to the pool. Winning the European Cup was one of the high-

lights of my playing career. At the Swiss Sports Awards after-

wards, I had the chance to have a beer with Gianluigi Buffon, 

the goalkeeper for the Italian national soccer team – that was 

an unforgettable experience.

Position at (EKAB): Quality Planner

  Marius Klostermann (left)  

  with the Swiss-Bowl-Trophy.  

Marius Klostermann "sacks" the opposing quarterback.

  Coach Bastian Nau with his team,  

  the Calanda Broncos.  
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May the force 
be with you

Axel Freisinger is chairman of the Works Council of Polytetra GmbH. Since his 

early childhood, the 41-year-old has been a huge fan of the STAR WARS fi lm 

franchise. And his enthusiasm is by no means limited to watching the movies at 

the cinema or on TV. He is what you would call a true super fan.

With a reference photo from the fi lm
In the courtyard of Luke Skywalker’s home.

Axel Freisinger has his own YouTube channel 

on everything to do with Star Wars:

“The original 1977 to 1983 trilogy in particular still thrills me 

the most even today. You see, that was where it all began,” 

says Freisinger. He has become one of the hardcore super 

fans who not only collect anything remotely connected to the 

Star Wars franchise but also visit the fi lming locations. “The 

original scenes of the movies are obviously something really 

special for any fan. You actually feel as you are on one of the 

planets in the Star Wars universe, so of course we take the 

obligatory photos to remember them by,” says Freisinger. But 

that’s not enough for this fan. He also collects certain orig-

inal props from the fi rst fi lms. “That makes my hobby not 

only expensive but also incredibly exciting. I am always on the 

lookout for something special I can spot in the background of 

a fi lm sequence,” admits the Works Council chairman.
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Kitted out in his authentic model costume in 

front of the cupola on the desert planet of 

Tatooine, known as “Lars homestead”…

… or  at the home of young Anakin Skywalker from 

Episode 1, Axel Freisinger likes nothing better than 

visiting the original locations of the Star Wars movies. 

Tunisia, Djerba – and soon the USA

It goes without saying that he is a member of the 501st Legion, the largest 

offi cial costume club in the world recognized by Lucas Film/Disney. This 

allowed him in 2014 to visit various locations from the very fi rst Star Wars 

movies of 1977 as part of a 20-person group. The one-week promotional 

trip through the desert of Tunisia was organized by the local tourism minis-

try. “That really was a unique experience. And as the icing on the cake, we 

had our authentic model costumes with us on the journey. For a moment 

there, it really felt as we were on planet Tatooine”, says Freisinger.

In the same year, he went with a smaller group to visit other back-

drops in Tunisia and on the island of Djerba, which he had been unable to 

see on the previous trip. The courtyard of the house of Luke Skywalker, (one 

of the main protagonists), was one of the highlights awaiting fans there – 

which naturally included lunch in the very place where Luke once dined 

with his aunt and uncle in the fi lm. 

This year Freisinger has a trip to the USA ahead of him, where he and 

other Star Wars fans will visit various original fi lm locations. His hope is to 

“perhaps fi nd yet another piece of the original set there”.
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The high-bay warehouse at the 

new logistics center in Dettingen/Erms 

currently under construction has a 

storage capacity of 14,000 pallet bays.

14,000

Elring spare parts have made their way into the new 2016 main 

catalog for automobiles. It will hopefully enjoy rampant demand yet 

again at the many trade shows scheduled for the fall.

6,146
Over 20,000,000 new cars were registered in China last year, 

a world record! The opening of our new plant in Suzhou will 

enable us to keep up with strong demand from the country.

A pre-ceramic polymer coating 

from our Specialty Gaskets 

division is between 0.005 and 

0.03 mm thick as standard.

20,000,000

people work at Maier Formenbau GmbH, 

which we acquired on June 1, 2016. 

Welcome, everyone, to the ElringKlinger Group. 
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0.005 - 0.03
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