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We are all looking to the future expectantly because 
it is here that changes will take place. The past, in 
contrast, we can no longer change. We are planning 
for the future and gearing our company up for it. 
Innovations are the new products of tomorrow. To 
develop them with the desired result, we need to 
know what tomorrow’s world will look like.

Predictions of the future come with uncertainty and 
are often wrong. Hence they fail to provide any valid 
basis for fundamental developments. It is not the 
planner’s job to forecast the future but to prepare 
for it. This is why we are working with several future 
scenarios to identify which major trends are likely 
to infl uence the future. But we are also defi ning the 
changes today that need responding to fl exibly in 
the future. This fl exibility is a key design criterion in 
our innovations.

Instead of predicting the future, we are developing 
future-proof product lines that can adapt to 
tomorrow’s demands. And we have done precisely 
this with the innovative ArciTech drawer platform. 
Offering the greatest possible design fl exibility based 
on an all-embracing platform with the unmatched 
performance of the Actro runner provides the ideal 
springboard for meeting the future demands of our 
customers and end-users.

Being ready for the future is the most important 
aspect of the innovations of today. Our customers 
can rest assured that with us they will reap success 
in shaping their future.

Being ready for the future

Dr. Andreas Hettich
Chairman of the Management
Hettich Holding GmbH & Co. oHG
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The kitchen is becoming increasingly important as 
the ‘hub of home’. It is the centre of attraction for 
the whole family: a place to eat, relax, socialize and 
interact with multimedia. The kitchen will continue 
to evolve in many different ways in line with the 
varied personal wishes of consumers. It will cater 
to different cultural groups, changing design trends, 

The new ArciTech drawer system has been developed to give kitchen and 

furniture manufacturers the capability of creating perfect drawers for different segments 

and every consumer need. Providing unique silky smooth running action and 

high stability, this drawer system sets new standards.
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changing ergonomic demands and a desire for a 
focus on nature. 

Kitchen manufacturers must be prepared for these 
developments. At the centre will be exacting de-
mands on quality, personal fl exibility, differentation 
and effi ciency. One key to this will lie in a distinc-

Made
for the 
future
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tive and innovative drawer system which is fl exible 
enough to meet the varied needs of the future. 
ArciTech has been developed precisely to meet these 
demands. ArciTech is an innovative drawer system 
with diverse characteristics and qualities which 
take account of both current and future market 
and design trends. The product is based on a single 
platform which delivers a broad product range and 
a unique running action which provides unequalled 
drawer stability: ArciTech is made for the future.

In the course of developing ArciTech, extensive market 
research tests were carried out on the basis of 
prototypes and competitor products involving con-
sumers, kitchen retailers, industrial manufacturers 
of kitchens, cabinet-makers and kitchen fi tters. 
The results of these tests were channelled into the 
development process, playing a key part in defi ning 
ArciTech’s functional properties and design. 

Luxurious running action
The luxurious action of the Actro runner is nothing 
short of impressive: unique running smoothness, 
stability and soft-closure are combined to create 
a perfect system. The unique prism principle sets 
the benchmark. This is where profi le geometry 
guarantees exceptional lateral stability. Synchro-
nised control guarantees coordinated runner 
action that’s second to none, even for very wide 
pull-outs. The perfectly balanced Silent Sys-
tem for soft-closure gently shuts drawers and 
also gives them maximum loading capac-
ity. Opening with effortless ease, they enhance 
convenience for the kitchen user. 

Maximum stability 
Pull-outs are getting larger and wider. Heavy, large-
format drawer fronts are being used. Featuring 
runners in the 40, 60 and 80 kg loading categories 
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as well as using the same carcase drill-hole pattern 
throughout, ArciTech can meet even tomorrow’s 
demands. The Actro runner’s prism principle ensures 
high lateral stability and minimal sag, even for wide 
and heavy drawers.

Effi cient platform concept
The ArciTech platform concept provides the 
capability of quickly responding to customer 
preferences and market trends as well as drawing 
the perfect distinction between different kitchen 
lines while guaranteeing to rationalise production 
and keep it lean. Using one and the same side 
profi le, drawers and pull-outs can be produced 
in different heights and design forms to leave 
kitchen buyers wanting for nothing: all in a choice 
of white, silver and anthracite. 
Providing a broad standard line-up, ArciTech offers 
the basis for creating numerous options: two drawer 
profi le heights, six rear-panel heights, railings, steel 
TopSides and DesignSides, each in two heights, as 
well as a low side-profi le and rear-panel height for 
special applications. What’s more, all elements can 
be combined. 
ArciTech can be used for setting different kitchen 

lines apart while keeping processes lean because 
the range a piece of furniture is intended for is 
only decided at the end of production. This makes 
it easy to integrate additional elements, such as 
the DesignSide. The platform concept also provides 
a quick and easy means of refl ecting design trends 
and different qualities in showrooms.

Design fl exibility
Sleek and timeless in design, the ArciTech drawer 
system harmonises perfectly with the kitchens it is 
used in. In addition to the standard components, the 
way in which the system is confi gured permits the 
creation of customised pull-out and drawer designs, 
enabling manufacturers of exclusive kitchens to use 
ArciTech as an absolute mark of distinction. 

Effi cient production
A new facility has been constructed at the company’s 
site in Kirchlengern/Bünde, Germany, for manufac-
turing drawers with extreme effi ciency. New tech-
nologies, a fl exible machine concept as well as short 
set-up times will ensure rapid response to changing 
demands. ArciTech will be available straight after its 
debut at the “Interzum” trade fair. 

Effi cient 
platform concept

Maximum
stability

Luxurious
running action
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Sustainable building 
for innovative products

The new production facility at Kirchlengern/Bünde, Germany, is a 

further milestone in sustainability management at Hettich. It makes the 

drawer system for tomorrow: ArciTech.

Covering some 13,500 square metres of fl oor 
space and with a gross volume of 165,000 cubic 
metres, a new production facility committed to the 
targets of sustainability has been constructed for 
the ArciTech drawer system at Kirchlengern/Bünde, 

Germany. Planning also included fi ndings from 
the Hettich Forum at company headquarters 
in Kirchlengern, Germany, for which the Group 
received the European Union’s national “Green 
Building Award 2009”. 
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What were the aspects behind the 
particular demands on planning the 
production facility?
Martin Palmer, Head of the Environ-
ment Department/Industrial Safety at 
Hettich: As part of Hettich‘s brand 
values, we are not only committed to 
quality but also in particular to innovation, 
reliability and closeness to customers. 
Many of our clients attach huge impor-
tance to products manufactured in a 
way that is shown to ease strain on the 
environment. Alongside our principles 
of environmental protection, this is 
where the “Energy and Material-Flow 
Management” process comes to bear 
that governs our approach to reducing 
environmental impacts. Within our long-
standing involvement in the world‘s 
most stringent eco-management system 
(EMAS), we are committed in particular 
to identifying and assessing aspects 
in our sphere of action that affect the 
environment most. This assessment tells 
us exactly what impact the energy we 
use as a business activity has on the 
environment.

What is the connection between the 
structural demands on the new produc-
tion facility and the Hettich Forum that 
attracted the European Union‘s fi rst 
national Green Building Award in 2009?  
Martin Palmer: In view of the well 
above-average resource and energy-
saving properties achieved in the Hettich 
Forum as a “zero-energy building”, it 
was now important to show which 
sustainable construction standard can 
be reasonably attained with this new 
build. Given its internal heat loads, 
a production shop must be planned 
differently to an exhibition and offi ce 
building. Yet despite all this, the same 
planning principles apply here too.

What distinguishes your innovative 
approach to planning?
Dietmar Riecks, Architect: As architects 
we don’t see ourselves as “Architectural 
Designers” but as facilitators between 

the technical disciplines of building 
construction. Within the integral plan-
ning process, this provides the key to 
fi nding the right design. Right from the 
initial concept ideas, we work as part of 
the planning team with the specialised 
engineers involved in the technical 
disciplines of building, such as planning 
the supporting structure, power engineer-
ing and construction physics through to 
fi re protection. Bringing together the 
various disciplines in this way ultimately 
gives rise to a more effi cient result. This 
is why we see the greatest innovative 
potential in building construction at the 
points of contact between the technical 
disciplines.

Which particular signifi cance does the 
production facility’s sustainable building 
concept have for you?
Martin Palmer: Buildings have a useful 
life of well over 40 years. So, over such 
long periods, a building’s unnecessarily 
high building running costs also rep-
resent a drain on profi ts with every 
year that passes. Particularly in view 
of the way energy costs are expected 
to develop over such a time-span, this 
aspect harbours an economic time 
bomb. Let me remind you here of the 
much-discussed “peak-oil effect” that 
will be accompanied by a drastic rise in 
energy prices. In the foreseeable future, 
buildings constructed today merely in 
compliance with the requirements of the 
law (energy-saving regulation – EnEV) 
will turn into a dramatic cost trap for 
their owners!

In terms of running costs, where exactly 
does this building concept score?
Sven Oßenbrink, Head of Facility 
Management at Hettich: To answer 
this question, we need to look at 
the latest calculations based on the 
energy-saving regulation (EnEV). In this 
specifi c instance, it permits a maximum 
annual primary energy consumption of 
310 kWh/m2. The new building has an 
annual primary energy consumption of 

74 kWh/m2. This is 75 per cent less than 
the law requires. With a building size of 
14,000 square metres, this reduces 
annual running costs by € 264,000 on 
the basis of 8 cents/kWh in the mix 
of electricity and thermal energy. Used 
for 40 years, a building then saves 
€ 10,580.000 in running costs, without 
interest and rising energy costs. And 
now think about the way energy prices 
could rise.

Aren’t buildings that save resources in 
this way far more expensive to build than 
conventional structures?
Dietmar Riecks: We develop energy-
optimised projects on the basis of 
simple technical design principles with 
top-effi ciency technical installations. 
Constructing energy-optimised build-
ings fi rst means using high-performance 
heat insulation to reduce the heat they 
lose in winter. In turn, reducing the 
outer skin’s glazed component cuts heat 
build-up from the sun in summer, bring-
ing down the amount of energy required 
for cooling the building. On top of 
this, shading systems can also be used, 
resulting in less heating energy being 
required for heating in winter and less 
energy in summer to cover the cooling 
requirement. Reducing heat loads also 
produces advantages in terms of the 
energy-generating systems required as 
they can be kept smaller and confi gured 
for greater cost effectiveness. Supplying 
energy-optimised buildings with energy 
– as the result of an integral planning 
process – can be done at no more cost 
than on the basis of the normal building 
cost parameters.

Where are the options for realising 
sustainable building concepts of this kind?
Sven Oßenbrink: This is where facility 
management plays a key part. Sustain-
able facility management focuses on a 
building’s entire life cycle and assesses 
the investments that will be necessary 
over the long term. Optimisation can be 
achieved in respect of costs, benefi ts, 

INTERVIEW       
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ecology and value retention by taking an 
integral approach to structural compo-
nents and technical installations over all 
phases of their life span. This results in 
an overall optimum for all sustainability 
pillars (ecological quality, economic 
quality, socio-cultural and functional 
quality, technical quality, process quality, 
site quality) instead of a framework of 
sub-optimums.

How do you intend applying these concepts 
to the buildings you already have?
Sven Oßenbrink: We produce a buildings 
register in which we include assessments 
that provide us with a basic guideline 
for renewal and repair while taking the 
whole picture into account. As a result, 
we can be exact in systematically inte-
grating even minor measures into the 
overall concept. Individual measures are 

not only viewed in relation to energy 
effi ciency but also with regard to the 
savings a solution can make in comparison 
to the usual technical standard, and 
assessed on the basis of their effi ciency. 
Measures implemented on a targeted 
basis also achieve a high level of work-
place comfort.

How do you see the prospective devel-
opment in industrial and commercial 
construction?
Dietmar Riecks: The central question 
of our time focuses on the fi nite nature 
of energy availability. Buildings are the 
chief consumers of energies in our so-
ciety which unfortunately is very often 
slow to respond to social challenges. The 
architecture is always geared towards 
familiar patterns which is why innovative 
approaches are initially only marginal 

issues. For us, this is where the primary 
professional challenge has been since 
1994. As buildings are extremely long-
lived assets, everything must be done to 
avoid the defi cits of the past. The task 
lies in fi nding answers to questions of the 
future from a constructional point of 
view. Reducing the levels of energy 
consumed, and thus also building running 
costs, as well as meeting the demands 
on the workplaces of highly qualifi ed 
staff, is the mission of building strategies. 
This is where we see ourselves as pioneers 
of tomorrow’s building standard in 
industrial and commercial construction.

Martin Palmer, Head of the Environment Department / Industrial Safety at Hettich, Dietmar Riecks, Architect, and Sven Oßenbrink, Head of Facility Management at 

Hettich (from left to right)



In a fusion of harmony created by the open-plan, 
spaciously designed living and home scenarios 
at the exhibition stand, visitors were able to see 
for themselves that Hettich has the right product 
for every target group. The newly devised show 
concept refl ected the openness, freedom and 
individuality of today’s home. New products as 
well as tried and proven product solutions were 
masterfully showcased, highlighting the fact 
that fi ttings provide an excellent means of giving 
furniture a mark of distinction, allowing furni-
ture producers to use products from Hettich to 
structure their ranges in line with the demands 
of specifi c target groups. Architects and planners 
were taken on guided tours geared specifi cally 
to their interests.

The kitchen segment was presented from various 

Interzum 2011
This year at the world’s leading trade fair for furniture production 

and interior design, visitors to the Hettich stands were able to experience 

a completely new type of product presentation.

aspects: three kitchen worlds embodying different 
qualities and values demonstrated how kitchen 
manufacturers can use a drawer system to set 
product lines apart with the aim of addressing 
different consumer segments while still ensuring 
production effi ciency. Stand highlight was the 
special show introducing the new ArciTech drawer 
system. Visitors fi rst witnessed an exceptional 
3D show presenting the benefi ts of the system 
before they were given the chance to experience 
ArciTech fi rst hand with all its options. The 
“Premium Kitchen” with ArciTech was an absolute 
looker both on the outside and behind the frontages.

The offi ce domain clearly showed that offi ce 
furniture is losing its hitherto sober, functional 
character in favour of more homeliness, quality 
and design. Workplaces are becoming smaller and 
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more ergonomic. Paper organisation is on the 
retreat whereas the signifi cance of personalised 
organisation is right up front. Providing an 
effective basis for sorting and storing different 
offi ce utensils, intelligent organisation can have a 
positive effect on work productivity. 

On the living-room front, adjustable fi ttings from 
Hettich revealed how they bring greater comfort, 
convenience and a wealth of other additional 
benefi ts to upholstered furniture. The power-
assisted Mosys bed adjustment system provided 
the basis for presenting different functions in the 
bedroom segment. Displaying the new platform 
concept for TopLine sliding-door fi ttings, Hettich 
showed applications for all market segments and 
quality levels – from practical to high-quality 
home landscapes. 

Hardware solutions for added functionality and 
design were also shown for the bathroom segment. 
Here it was clear to see that as the various parts 
of the home coalesce, similar functions are fi nding 
their way into all types of furniture. 

A further focal point at the show stand was the 
Hettich trend forum showing the latest results of 
ongoing trend research and how these trends can 
be applied to furniture using the ProDecor handle 
collection or drawers. Showcasing Hettinject tech-
nology, Hettich also demonstrated its expertise in 
addressing the current trend towards lightweight 
construction. With HettPlan, SelectionProfes-
sional, HettCAD and the online catalogue, Hettich 
also presented its broad range of services and 
advisory competence in the fi elds of e-business 
and e-marketing.



Hettich has been supporting students, universities 
and colleges world-wide with the International 
Design Award for as long as 16 years. At the same 
time, the biggest student design competition provides 
new impetus for the furniture industry and the 
process of innovation at Hettich. “The designs provide 
an excellent discussion base for innovation workshops 
as well as in talks with visionary customers looking 
to the future”, says Oliver Schael, Project Manager of 
the International Design Award at Hettich.

“Design Your Living Space”
The eighth International Design Award’s assignment 
brief focused on the three areas of living rooms and 
bedrooms, kitchen and food preparation as well as 
offi ce workplaces. The adjudicators were looking for 
innovative, multifunctional and creative designs that 
stand apart from classic applications. In terms of 

International Design Award 2011
“Design Your Living Space” – it was under this banner that Hettich and Rehau 

invited design and architecture students across the globe to create 

furniture concepts and systems that will best meet the demands of the next decade.

both design and technical intelligence, the solutions 
entered were to resolve the ‘tug of war’ in tomorrow’s 
home and work environment.

The judging panel
The panel of high-profi le expert judges, made up of 
Mal Corboy from New Zealand, Bankim Tarun Dave 
from India, Paul Epp from Canada, Karl Malmvall 
from Sweden and Andreas Struppler from Germany, 
assessed the students’ entries on 1 and 2 March 2011. 
For the fi rst time in the history of the International 
Design Award, the winners were announced directly 
after the judging panel’s closed meeting. The panel 
was impressed by the innovative and creative designs 
submitted by the architecture and design students. 
The International Design Award 2011 attracted 
entries from over 50 countries. On account of the 
design competition’s international fl avour, there was 
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Mae Shaban from the 

University of Toronto, Canada, 

designed “Algeoli”, a concept 

that recycles spent and dirty 

As part of a group project assignment set by Ontario College Arts & Design, 

Canada, students designed “Wave”, a clever and interactive unit for storing, 

refrigerating and freezing food. 

Students from the Academy of Fine Arts in Gdansk, Poland, 

designed “DisKee”, a complex system of kitchen furniture 

devoted in particular to persons with disabilities. 



Students at Chulalongkorn University, Thailand, designed 

“Fish”, a dishwasher that imitates the natural water cycle. 
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a Livestream on the competition’s offi cial website 
allowing entrants to watch the announcements as 
they were made and see whether their design had 
received an award. 

The prize winners and their designs
Students from the Academy of Fine Arts in Gdansk, 
Poland, designed “DisKee”, a complex system of 
kitchen furniture devoted in particular to persons 
with disabilities. This system removes all obstacles 
from the fl oor, allowing a wheelchair, for example, 
to move freely and unassisted through the kitchen. 
Instead of base units, as in standard kitchens, a group 
of drawers is installed below the worktop. Mobile wall 
units provide fast, safe and easy access to drawers.  

Students from the Academy of Fine Arts in Gdansk, 
Poland, designed “DisKee”, a complex system of 
kitchen furniture devoted in particular to persons 
with disabilities. This system removes all obstacles 
from the fl oor, allowing a wheelchair, for example, 
to move freely and unassisted through the kitchen. 
Instead of base units, as in standard kitchens, a group 
of drawers is installed below the worktop. Mobile wall 
units provide fast, safe and easy access to drawers. 

Bohyun Hwang from Sangmyung University in Korea 
designed “Shelf Luggage”, a piece of luggage that 
turns into a shelf unit. Two shelves are baskets that 
can take lightweight objects. The bottom shelf is 

intended for heavy items. Transforming in this way, 
the piece of luggage provides the user with maximum 
fl exibility while keeping contents in perfect view. 

A group of students at Chulalongkorn University, 
Thailand, designed “Fish”, a dishwasher that imitates 
the natural water cycle. Used water is purifi ed by a 
process of condensation. Imitating nature like this, 
the design provides an effective way of conserving 
water without interrupting the cycle. A by-product 
are healthy fi sh and additional natural surfaces.

Mae Shaban from the University of Toronto, Canada, 
designed “Algeoli”, a concept that recycles spent and 
dirty air as well as dirty water in small membranes in 
the user’s direct surroundings. The recycling process 
is visualised by different light intensities. The LEDs 
become brighter as system activity increases.

Awarding ceremony
The fi ve best designs will receive the International 
Design Award sculpture. The students will also be given 
prize money at a ceremony organised at the university 
or college of those winning the award by Hettich and 
Rehau in conjunction with the educational institution. 
So far, the awards have regularly been presented at 
the Interzum show in Cologne. Moving the presentation 
to the winners’ countries underscores the competition’s 
international fl avour. The best 50 designs will also 
receive a certifi cate.

Bohyun Hwang from Sangmyung University in Korea designed 

“Shelf Luggage”, a piece of luggage that turns into a shelf unit. 

air as well as dirty water in 

small membranes in the user‘s 

direct surroundings.
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Mal Corboy from New Zealand has been a desig-
ner for over 16 years, holding the qualifi cation of 
Certifi ed Kitchen Designer in New Zealand and 
Australia. He not only designs prize-winning kitchens 
but also bathrooms and furniture all over the world. 
Mal Corboy moved to New Zealand in 1988 where 
he worked as a cabinet-maker for a few months 
before setting up his fi rst design and manufacturing 
company in the same year.

Bankim Tarun Dave from India is a multi-faceted, 
practising architect and interior designer from Surat. 
The philosophy behind his design work is sincerity 
and commitment which is also refl ected in the 
creative output seen from his studio. He is partner of 
M/s. Ramanlal Dave & Sons, the fi rst architectural fi rm 
in Surat, and is also guest lecturer at the Department 
of Architecture, S.C.E.T. and School of Interior Design 
in Surat. 

Paul Epp from Canada opened the “Epp Atelier” in 
1995. Continuing to work as instructor and depart-
ment head at Sheridan College School of Crafts and 
Design to this day, he is also an instructor at The 
School for American Craftsmen at the Rochester 

Institute of Technology in New York and guest 
lecturer at the University of Tasmania. Paul Epp 
has been professor at the Ontario College of Art & 
Design since 2004. He has received several awards 
for his work, such as the “Design Canada Award”, 
“Best of Canada Design Award” and the “IIDEX 
Innovative Product Award”, and has taken part in 
several high-calibre exhibitions.

Karl Malmvall from Sweden is an industrial designer 
who, in this role, is well aware that the objects 
he designs must not only satisfy aesthetic and 
practical demands but also be suitable for produc-
tion. Karl Malmvall has been working with Ikea for 
over a decade, giving him a wealth of knowledge 
in the fi eld of mass-producing furniture.

From Germany, Andreas Struppler and his team 
focus on new materials, technical developments 
and intelligent functions. Having become the hall-
mark of Struppler Industriedesign, the studio designs 
clear and unambiguous products for numerous 
well-known companies. Andreas Struppler has also 
attracted an impressive list of awards, including the 
“red dot Award” and the “IF Design Award”.

Karl Malmvall has been working 

with Ikea for over a decade, giving 

him a wealth of knowledge in the 

fi eld of mass-producing furniture.

Bankim Tarun Dave is a 

multi-faceted, practising 

architect and interior 

designer from Surat.

Andreas Struppler and his 

team focus on new materials, 

technical developments and 

intelligent functions.

Mal Corboy has been a designer for 

over 16 years, holding the qualifi ca-

tion of Certifi ed Kitchen Designer in 

New Zealand and Australia.

Paul Epp opened the 

“Epp Atelier” in 1995. 

He has received several 

awards for his work.

THE JUDGING PANEL
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Makes technology for furniture 
appetising: www.hettich.com

Clearly structured and sporting a new, appealing outfi t, Hettich’s 

website is available in 15 languages, giving the user an interesting blend 

of information, entertainment and interactivity.

www.hettich.com

The new website focuses on Hettich products, 
services available to partners as well as company 
news. Clear menu navigation quickly and conven-
iently takes users to the content they are looking 
for. The “Service” domain is structured on a target-
group basis and provides valuable information, 
solutions and tools. It also comes with an extensive 
media library and a newly installed newsletter tool 
that gives business partners up-to-the-minute 
information on whatever they need to know about 
Hettich. The established on-line catalogue remains 
the medium for planning and ordering Hettich 
technology for furniture. 

“Discover how Hettich brings your furniture to life” 
is the invitation on entering the Virtual Home, one 
of the website highlights. The user can navigate 
through the various rooms – from the kitchen, 
through the living room and on to the offi ce – and 
get an idea of where Hettich products are used.

“Internet technologies are rapidly advancing all 
the time. The Internet’s no longer a presenter of 
static content – it’s entered the age of Web 2.0. 
Consumers can respond to the content shown and 
swap their impressions and experiences with like-
minded individuals on-line. This is why a company 
always needs to adjust to new developments on the 
Web. Particularly as a company’s on-line presence 
is of great importance in terms of branding”, says 
Wolfgang Steib, Managing Director of Marketing 
and Sales, stating the reason for the approach 
behind the new homepage.

Hettich has also expanded its marketing activities 
in the fi eld of social media to seize the opportunity 
even today of utilising the interactive potential that’s 
available. Hettich presents a large number of new 
product and training videos on YouTube whereas it 
uses Facebook to provide information on the latest 
new products, trends and events with the capability 
of direct interaction. 

ThThe new webbsitite ffocuses on HH tettiti hch proddu tct
services available to partners as well as compan
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DELUXE

NEW MODERN

Inspired by Life
The ProDecor handle collection from Hettich rigidly focuses on market preferences 

and makes it just as easy for furniture buyers to identify with their own particular style as 

it does to individualise furniture in line with the latest trends. 
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Technology, transparency and down-to-earth 
structures defi ne modern life and the modern 
home. Futuristic design and clear, reduced shape 
make these handles unmistakable. Their design 
results from the technical means of producing 
them and creates exciting, visual statements. This is 
where sleek style is combined with lined, print-like 
compositions: rediscovering dogtooth, herringbone 
as well as hypnotic patterns. 

High-quality surfaces, magnifi cent patterns or 
majestic shapes – the Deluxe trend combines 
elements of many cultures and creates a fascinating 
atmosphere that speaks splendour. Shining metals, 
combinations with black, white or gold as well as 
linear or dynamic shapes defi ne the exquisite design 
of handles just as much as lavish ornamentation in 
expressive, metallic colours.

Intensive research into markets and tomorrow’s 
world as well as watching and analysing relevant 
streams and consumer wishes are central aspects 
of Hettich’s innovation management activities. 
Implementing the latest results of its research in 

developing, selecting and presenting ProDecor, the 
Hettich trend forum currently defi nes the four trend 
styles of New Modern, Deluxe, Organic and Folk to 
which the handles belong.
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The idyll of untouched nature is defi ned by amor-
phous structures, soft shapes and diversity of 
colour. These handles feature organic shapes that 
embody this trend. Curved forms borrowed from 
the natural world or rough surfaces are the further 
mark of an honest home ambience that’s in harmony 
with nature and expressed in the well-balanced 
combination of soft contours and straight lines.

Where do you see the general trends in 
international architecture at the moment?
Steven Williams, Architect: As one of 
the general trends in international archi-
tecture, we see architecture being used 
as a form of urban marketing. Architec-
ture is being used more and more as a 
marketing tool. Many of the big cities are 
building large and, in some cases, public 
construction projects designed by inter-
national “star architects” as part of their 
PR concept. This approach also justifi es a 
less than perfect functionality, spiralling 
costs and completion delays because it’s 
not primarily about architecture. 
Fragmentation into niche markets is 
another trend at the moment. Whereas 
past decades have been defi ned by one 
particular direction and language of 
design, such as in the architecture of 
the post-modern or in 70’s pop style, we 
are now seeing different, specifi c trends 
running alongside each other, with each 
addressing niche markets. The situations 
people live in are becoming increasingly 
individual-based and specifi c, and that’s 

also the way it is with trends. Current 
buzz words, for instance, are authentic/
vintage design, eco-design, digitally 
generated design.

What’s your own personal feeling about 
these trends?
Steven Williams: Trends are mostly 
expressed in material, design and colour 
styles – that’s to say in what the eye 
sees. But this is never the starting point 
of our work, and, because this is so, our 
projects don’t bear any trend-specifi c 
signature either. We don’t follow trends 
but develop architectural structures and 
concepts from a deep understanding of 
society and of human needs. The design 
is secondary, it’s a response to location, 
usage, client, budget etc.

What do you think: Which trends will win 
favour in the long term?
Steven Williams: Long term, I can see the 
mega “ecology” trend predominating – in 
all its facets. The awareness for sustain-
ability, careful use of resources, saving 

and generating energy will have an even 
greater impact in the manufacture of 
building products in the next few years. 
Today, everybody focuses on the energy 
and resources a building consumes, in 
other words, on running costs. No-one 
at the moment asks how much energy 
it takes to construct a building. You only 
have to think about the costly process of 
manufacturing and recycling insulation 
systems. I believe and certainly hope that 
a return to long-term thinking and last-
ing quality will be increasingly embraced.

What effects do trends have on furniture 
for the kitchen, bathroom, bedroom, 
living-room and offi ce?
Steven Williams: Ecology, as the meg-
atrend, along with a fragmentation into 
niche markets will demand long-lasting, 
genuine quality from all furniture. The 
diverse and short-lived nature of trends 
that also comes with the individualisation 
of society and the blurring of boundaries 
means buying furniture is being seen as 
a longer-term matter again, in contrast 

INTERVIEW
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Traditional shapes and colours as well as opulent 
patterns enrich the everyday world of modern 
objectivity. The design of the Folk handle collection 
skilfully picks up on the colourful combination of 
styles and materials of the retro look. Strikingly 
different and expressive in shape, surface and 
material, in used look for example, these handles 
give the home a personal touch that underscores 
the character of those living there. 

to the “throw-away” mentality. Added 
to this is a greater awareness for lasting 
quality. Furniture must be durable and 
fl exible and be able to adapt to different 
living situations. The transitions between 
uses are fl uid.

How long does it take for a trend to be 
refl ected in furniture?
Steven Williams: I would go as far as 
to say that social trends fi rst manifest 
themselves in furniture and interior 
design before they do in architecture. In 
furniture and interior design, new ideas 
and trends can be translated into prac-
tice relatively quickly and autonomously. 
Architecture, on the other hand, always 
evolves in a highly complex construct 
and needs to respond to the different 
parameters, such as town planning, 
usage, building legislation, preservation 
orders, structural engineering, building 
design, budget, deadlines, investment 
models, fi nancing plans.

What part do handles play in 
this context?
Steven Williams: Handles 

play a key part in the 
perception of a space, 
of a piece of furniture, 

of a building, because 
in most cases they 

are the fi rst point of contact between 
individual and property. The front door 
is often the fi rst thing people see and, 
through the style, functionality and feel 
of handles, provides a central medium 
for the designer to get across what the 
architecture is saying.

You are familiar with the Hettich trend 
forum and its four trend styles of New 
Modern, Deluxe, Organic and Folk. Which 
of these trends do you tend to see yourself 
in, and why?
Steven Williams: Our projects would 
allow us to use handles from every 
category. Some of the handles from the 
Folk range appeal to me particularly on 
account of their feel and materiality, 
such as the handles in leather that are 
visibly screwed to furniture. 



“The ‘Working Worlds in 2030’ project brings 
together discernible trends and available studies, 
produces visions of tomorrow’s workplaces, classify 
workplaces, creates concepts for future workplaces 
and also defi nes business ideas and specifi c 
project proposals”, says Johannes Kurzknabe, 
marketing expert from the Offi ce division at 
Hettich, explaining the project objective. In ad-
dition to advancing today’s conception of future 
offi ce environments, it is also about breaking up 
and realigning classic, commercial workplaces and 
work processes. Particular prominence is given to 
people in their situations at work and their work 
relations. What are the main driving forces behind 

Working Worlds in 2030
The future_bizz innovation network has taken a long hard look at 

the question of what working worlds will look like in 2030. In an 

Open Innovation Workshop, the scenarios have now been assessed 

by experts from industry and science.
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the changing face of workplaces? How will work 
take place? Who is the employee of the future? 
These are the issues at the centre of the network 
project that is being jointly conducted by Bayer 
Material Science, Hettich, Rehau, Swisscom AG and 
Vodafone. “For Hettich, the main focus is on the 
actual ‘workplace’, with the offi ce workplace playing 
a central part”, Johannes Kurzknabe says. 

The project follows the stringent four-phase 
future_bizz process. The fi rst phase, visions of the 
future and analysing the work environment, was 
completed in a two-day Open Innovation Work-
shop involving some 30 experts from industry and 
research institutes. The participants were in agree-
ment that the aspect of “work and the individual” 
will see major changes. Technology and changing 
work contents were the determining factors. 
Working together in project groups through media 
as well as through personal contacts would 
represent a particular signifi cant aspect. In future, 
working environments will also differ signifi cantly 
from conventional concepts. The experts were 
divided in their opinions on the question of future 
work environments. From the idea of a globally 
applicable solution to the concept of specialising 
workplaces – there was some lively discussion 
resulting in valuable approaches. 

Future markets will be segmented in the second 
phase of the project. This is where the working 
world will be structured in relation to employees, 
corporate structures and work processes, with 
careful thought being given to values, cultural 
aspects, everyday situations, needs, requirements 
and general framework.



Allowing the user to decide what level to position 
the oven runners at makes cooking and baking 
even more of a pleasure. Quickly and easily, the user 
can attach the new clip-on runners from Hettich 
directly to the side rails at the required level. 
Removing them for cleaning or fi tting at another 
level is just as simple. The clip-on system also 
scores by providing full fl exibility when there‘s no 
need to use runners at all.

To fi t the runner, the retaining bracket attached to 
the end is simply positioned on the side rail, with 
the front bracket being hooked in and clipped on. 
Removal merely involves pressing on the front-
bracket tab while simultaneously pulling the runner 
forward and to the side. 

There‘s also a slide version with a surface fi nish 
suitable for steam ovens. The qualities of the 
Quadro runner remain unchanged in all versions: 
They support the baking tray or oven shelf every 
inch of the way, preventing cooking from rolling 
over as it’s pulled out. Particularly smooth runner 

Clever clip-on system for oven runners
In developing a new method for mounting oven runners, Hettich once 

again places the focus on maximising user-friendliness. The result: 

full fl exibility and maximum convenience combined with the tried and 

proven qualities of Quadro technology.

action prevents liquids from spilling over when 
moving the baking tray in and out.

The oven runners are fi tted in seconds fl at.
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Established in 1970, Hanssem is now one of the 
leading producers of kitchen, bedroom and living-
room furniture. With a market share of over 20 
percent, Hanssem not only dominates the kitchen 

Focus on quality and design
In Korea, Hanssem symbolises kitchen, living-room and bedroom furniture. 

The company has been committed to technology for furniture from Hettich since 2006.

market in Korea but is also a strategic market leader 
in the bedroom and living-room furniture segments. 
Beyond Korea, Hanssem’s activities extend from the 
USA to Europe. Focusing on modern technologies 
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Hanssem
·
Company headquarters: 
Seochu-Ku, Seoul, 
Korea
·
Established in: 1970
·
Over 1,135 members 
of staff world-wide
·
Turnover in 2010: 
approx. € 398 million 
(602,300,000,000 KRW) 

and innovations, the company’s aim is to offer 
its customers fi rst-class quality and outstanding 
service. 

Business relations between Hanssem and Hettich 
are marked by a close partnership. Hanssem has 
been using Quadro runners from Hettich since 2006 
and has every confi dence in their established and 
proven properties. After Hettich presented the new 
Sensys hinge generation with integrated gentle 
closing function in 2009, Hanssem decided to use 
no other type in its furniture. Because in addition 
to superior quality, the company also sets store by 
the attractive design of the hinge that has won 
numerous awards. 

Hanssem uses scenarios embracing all parts of the 
home to present its co-ordinated furniture range in 
three spacious showrooms in Korea and will open 
one more in Busan in November 2011. 



“We can look back on a long company history in 
the ironmongery sector”, says Marc Hippomène, 
Managing Director at Sider, “but the competitive 
edge we once had by stocking rare spare parts 

and components is fading. Today, it is necessary 
to be in a position to guide and advise all business 
customers wanting all-in solutions instead of just 
fi nding replacement parts or components for them. 
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Sider
·
Company
headquarters:
Bordeaux
·
Field of business: 
Hardware
wholesale
·
Established in: 
1990
·
Employees:
approx. 400
·
Turnover: 
€ 100 million (2010)

Showroom at 
the service of customers

Sider’s new showroom aims at presenting to appeal while 

also putting the spotlight on product benefi ts to give customers 

even more guidance and service.
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For about 15 years now, Hettich has been providing 
us with support that only few manufacturers can 
offer: highly detailed technical documentation and 
sales catalogues as well as videos and software that 
assist planning”.

Sider belongs to the Bricodeal Group that supplies 
some 25,000 customers with the entire spectrum 
of all technical products for interior fi nishing. 
A logistics network system comprising a central 
platform and eight regional warehouses is capable 
of supplying customers throughout France within 
24 to 48 hours off the shelf.

Sider opened a new showroom in October 2010. 
Hettich products for the kitchen, bathroom and 
offi ce are presented on 80 square metres in the 
entrance area of the display facility. Five kitchen 
modules designed in line with the Intelligent Kitchens 
concept show innovative technology for furniture: 
InnoTech drawers in various options, different 
ways of organising furniture interiors, the new 
Sensys hinge system with integrated soft-closing 
mechanism, the Easys electromechanical opening 

system for drawers and hinged doors, hardware 
solutions for wall and corner units as well as 
handles from the ProDecor collection. A show 
bathroom also demonstrates the possibilities for 
using InnoTech, Sensys and ProDecor in this part of 
the home. Systema Top 1000, Systema Top 2000 and 
Selekta show the sheer breadth of Hettich products 
for different demands and expectations in the offi ce 
segment. Different sliding door applications, a wall 
presenting the different InnoTech options and 
explaining how the platform concept can be used 
for making marks of distinction, displays of the 
ProDecor handle collection as well as a Blue Max
machine demonstration and marketing materials, 
such as fi lms, posters and information charts, 
complement the presentation of products. 

“We are expecting further growth on the new 
markets that diversifi cation in our company has 
allowed us to tap into. And our partner Hettich 
is also contributing to this way forward”, Marc 
Hippomène says.



With group turnover at over € 270 million and 
employing some 1,800 members of staff, Zarges is 
Europe’s leading manufacturer of access technology 
and logistics equipment. Its products unite innova-
tive technologies and over 75 years of experience 
with the high-quality material of aluminium. The 
Medical Systems market segment is part of the 
Logistics Equipment business unit. Zarges Medical 
Systems is regarded as an experienced full-range 
supplier in the domain of hospital logistics. Provid-
ing expert advice for professional and tailor-made 
logistics equipment, Zarges is the right address 
for all aspects involved in customising overall s
trategies concerning the fl ow of goods.

One product from this segment is the Modular Care 
and Organisation trolley (MPO). The demands on 
ward or doctor’s trolleys in the healthcare sector are 
manifold. To optimise equipment for each particular 
application area, the modular care and organisation 
trolleys from Zarges can be tailored exactly to 
specifi c wishes and requirements. This is where a 
modular system comprising a few basic components 
permits numerous options that can be confi gured 
in terms of both functionality and design to meet 
the particular needs and expectations in hand. 

Zarges trusts in technology 
for furniture from Hettich

In the healthcare sector, ward and doctor’s trolleys need to meet exacting demands 

and offer practical fl exibility. This is why Zarges Medical Systems, the reputable 

full-range supplier in the hospital logistics segment, sets store by a fl exible partner 

when it comes to product development.

Providing unrestricted mobility, 
all MPO models also offer fl ex-
ibility and are ready for use when-
ever they are needed – whether as 
medication trolleys, storage-room 
trolleys or mobile IT workstations.

Long-term, Zarges wants to 
make sure the newly developed 
model is successfully positioned 
in the fi eld of modular care 
and organisation trolleys and 
plans to expand the business area 
further. The company was looking 
for a competent supplier of drawer 
runners for the new MPO’s. Hettich 
was shown to be a fl exible partner 
that develops solutions for various 
requirements in close cooperation 
with the customer. 
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You needed a custom-built solution for 
your Modular Care and Organisation 
trolley as well as for a tall unit. What 
were the demands?
Erkan Soytürk, technical product 
manager for Medical Systems at 
Zarges: A key demand was for the 
drawer runners to be modular in de-
sign so we can reduce the number of 
types we use. At the same time, it was 
important to ensure fl exibility in the 
mounting system. The drawers also had to 
provide easy, smooth running action and 

come with soft-closure. And 
although our overall aim 
was to improve qual-
ity and functionality, 
we also had to ensure 

compatibility with old 
systems.

The product solutions were developed in 
a joint project. The result is the Quadro 
Compact that was tailored to meet your 
needs. Which properties of the product 
leave you with no margin of doubt?
Erkan Soytürk: The Quadro Compact
demonstrates very good running proper-
ties and also impresses with its very low 
weight. It has been possible to improve 
the quality and functionality of the 
runners in our products signifi cantly. 
We also see further potential uses for 
the Quadro Compact,
in base units, for 
instance. 
Samples are being 
produced right
now.

How important for you is the factor of 
customer focus, particularly the fl ex-
ibility of a supplier and its willingness 
to develop customised solutions?
Erkan Soytürk: A high degree of fl ex-
ibility is very important to us. Telescopic 
slides are used in an area that demands 
individually tailored solutions all the 
time. Hettich’s fl exibility played a huge 
part in the decisions we made on the 
way to selecting a new supplier.

What’s your conclusion after working 
together with Hettich? What other pro-
ducts or services would you like to see 
from Hettich?
Erkan Soytürk: For us, working with 
Hettich so far has been a huge success. 
We’re certain we’ve found the right 

partner in Hettich and are looking 
forward to new projects. We 

can well imagine using various 
fi ttings and components for 
the offi ce segment.

Christian Geppert, sales representative 

at Hettich, Sören Beumler, developer at 

Hettich, and Erkan Soytürk, technical 

product manager for Medical Systems 

at Zarges



Alongside a product portfolio that excels in quality 
and function, Palmberg offers professional expertise 
in workplace organisation and design, creativity, the 
power to innovate, green and modern production 
as well as a diverse package of services. Palmberg 
resolutely follows the philosophy that working 
environments should be designed to foster inspiration 
and meet the needs of those working there. Doing 

“Customer focus is key”
From planning and developing products to assembling the furniture it produces, 

offi ce-furniture manufacturer Palmberg focuses on the customer. 

so, the company sets store by the expertise of 
innovative system suppliers. Palmberg has been using 
organisational systems for pedestals and cabinets as 
well as single-pivot hinges from Hettich from the 
outset, in other words for over 20 years. This way, 
the company benefi ts from high quality as well as 
numerous innovations, such as soft-closing drawers 
and doors.
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Caddy from the “Select” range
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Palmberg 
Büroeinrichtungen 
& Service GmbH
·
Established in: 
1991
·
Company 
headquarters: 
Schönberg, 
Germany
·
Members of staff: 
approx. 420
·
Turnover (2010): 
€ 60.4 million

The “Select” range unites design and convenience

What’s brought Palmberg more success 
than most others in this market?
Uwe Blaumann, Managing Director 
at Palmberg: Focusing your own work 
on customers and their specifi c require-
ments is all-important. We can offer our 
clients a professional package of services 
ranging from analysing needs on site as 
well as developing and designing modern 
work environments right through to an 
after-sales service covering repairs, up-
grades or alterations. Our offi ce solutions 
are sold exclusively through a broad net-
work of specialist dealers across Germany 
as well as in the Netherlands, Belgium, 
Luxembourg and Switzerland. Most of 
the time, communication with our clients 
takes place at personal level. A committed 
team of sales representatives provides 

our retail partners and customers with 
direct local support and assistance.
To keep the varied organisational struc-
tures running smoothly in offi ces, we 
adapt our furniture to suit the customer’s 
specifi c situation, premises and prefer-
ences. Our own planning department 
allows us to draw up quotes that 
are tailored to needs. Our specially 
trained consultants plan customised 
offi ce landscapes using cutting-edge, 
computer-aided tools. And when it comes 
to entering orders or product details, 
customers can rest assured our competent 
offi ce staff are quickly at hand with all of 
their expertise. 
The company-owned fl eet of vehicles 
ensures our offi ce furniture is never 
delivered late. But for us, business 

doesn’t end on handing over the goods 
but covers many other services too. 
Operating a fast-response and fl exible 
factory service centre, we guarantee 
expert support in connection with 
assembling, upgrading, altering or repair-
ing our offi ce solutions. Trained service 
staff at our customer-service department 
coordinate the handling of customer 
complaints. It also organises the return 
of damaged furniture and takes care of 
sorting the various components before 
they are recycled. This is just one of the 
ways we help our customers after they 
decide to buy. As you can see, service at 
Palmberg is not just an empty promise 
but business policy that’s also actually 
practised, making it one of the main keys 
to the success our company enjoys.
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Uwe Blaumann, Managing Director at Palmberg

The laser edge is a good example of your 
new quality awareness. How else can you 
set yourselves apart?
Uwe Blaumann: Given the close and 
partnership-like contact we have with 
our suppliers as well, we are quick to 
learn of new trends or new production 
technologies. We constantly endeavour 
to optimise the quality of our products 
and the way they’re manufactured. 
All Palmberg furniture is produced in 
compliance with quality management 
standard ISO 9001:2008 in conjunction 
with environment management standard 
ISO 14001:2004 and the EC Eco Audit 
Regulation.
The Palmberg brand wouldn’t be as 
popular were the other factors not up 
to scratch. We not only make well-
designed products that last but, with our 
deliberate practice of production sustain-
ability, also give our customers the peace 
of mind that our work in no way harms 
the environment.

Offi ce furniture sales are highly cyclical. 
How do you respond to these volatile 
fl uctuations?
Uwe Blaumann: To give an answer to 
this question, there are basically two 
different ways of looking at it. One is 
from the aspect of marketing and sales, 
the other from the aspect of production. 
The way I see it, though, primarily relates 
to the production side. To even out 
cyclical fl uctuations, we have four differ-
ent regulative options. Firstly, to apply the 
conventional method of a “multiple-shift 
work-time system” (1-3 shifts a day and 
weekend shifts). Secondly, the working-
time account (building up a credit of 
to 40 hours of working time). Thirdly, 
optimising work processes (particular 
with regard to preparing data in production 
scheduling) provides a way of working 
with fl uctuating order receipts. And 
fourthly, to hold production capacities for 
spontaneous or last-minute purchases 
within the “Express Orders” project. Our 
answer to cyclical fl uctuations is ‘variable 
capacity planning’! 

At Orgatec, you put on an impressive 
show by presenting a whole series of new 

products. Often though, it would seem it’s 
hard to fi nd acceptance for new products 
of this type on the market. Is this the case 
and, if so, where do you see the reasons 
for this supposed lack of interest on the 
decision-makers’ part?
Uwe Blaumann: We constantly endeav-
our to add appropriate new products to 
our line-up. The new systems we present-
ed at Orgatec aim to cover new market 
segments we have so far excluded or only 
served in part. As Palmberg does much of 
its turnover on a ‘day-to-day business’ 
basis, the launch of our new products is 
soon likely to bear fruit.

Where do you see the main trends in the 
offi ce of tomorrow? 
Uwe Blaumann: We feel mobility and 
open communication will move more 
and more into the focus in tomorrow’s 
offi ce. One major trend is seen in work-
places staff can sit and stand at, but 
also in new communication furniture, 
such as our new KIT range that provides 
ample space for intensive dialogue and 
creative working by integrating function 
and multimedia elements.

Small offi ce/home offi ce – concepts are 
in place at groups, like Siemens, that 
are encouraging this form of work. How 
do you see this trend? Is this a market 
segment you serve or reach?
Uwe Blaumann: The furniture systems 
from Palmberg have been developed for 
the professional work environment with 
its different user groups while adapting 
to all workplace demands. This also goes 
for the small or home offi ce, particularly 
in respect of today’s more homely-looking 
offi ce furniture. 
Although the “home offi ce” trend arrived 
in Europe some ten years ago, it failed to 
gain much acceptance. We at Palmberg 
base our assumptions on the fact that 
the majority of offi ce furniture used in 
Germany and elsewhere in Europe still 
focuses on classic working structures in 
view of personal communication among 
staff being an important factor in deter-
mining most companies’ success. 

Given their design, it is easy to imagine 

your new product lines, such as Select 
in particular, being used in the private 
domain. Is this your intention? 
Uwe Blaumann: The new production 
facilities have had a huge effect on im-
proving fl exibility in production. And this 
also comes with the advantage of being 
able to give customers exactly what they 
want on an increasingly tailored scale. 
The trend in many businesses is to create 
a pleasant working environment for their 
staff. This also makes the modern offi ce 
world a homelier place. But Palmberg 
has no designs on entering the home-
furniture segment.

How do you see your work with Hettich? 
Having worked together now for 20 years, 
what have been the deciding factors 
during this time?
Uwe Blaumann: We can look back on 
a long-standing work relationship that 
has worked well from the word go. This 
is not only down to Hettich’s technical 
expertise but also the respect we have 
for each other and the way we work as 
partners. Over the years, we have also 
come to appreciate Hettich’s approach 
to developing products the market wants. 
With the launch of innovative products, 
like the soft-closing Silent System, we 
have been able to make our products 
intelligent while also giving our customers 
a competitive edge.

Are there any aspects Hettich can improve?
Uwe Blaumann: We see no specifi c room 
for improvement. Instead, the system 
supplier should remain focused on 
preserving its high, self-imposed qual-
ity standard and on continuing to push 
ahead with its approach to developing 
products that give consumers precisely 
what they want.



Designed for 50,000 inhabitants, the new “Al Falah” 
quarter is to be a green oasis, a place for families 
while also providing an attractive location for 
business. Five villages are planned, each with their 
own centres, schools and mosques. A hospital, hotel 
and leisure facilities, shopping areas as well as 
public authorities will form the heart of the entire 
city district. Fifteen schools for all age groups also 
make “Al Falah” an interesting place for families to 
live and call their home. 

New paths have been trodden in planning the 
project: away from the traditional grid layout and 
towards an open and community-focused style 
of urbanisation. This clearly shows that the Emir-
ate sees the creation of a living infrastructure at 
the centre of its strategy for economic and social 
development. Total project costs are put at 2 billion 
US dollars. The fi rst phase will get underway in 
summer 2011 with the construction of 2,080 villas. 

Al Falah – The green oasis
The “Al Falah” project is an element of ambitious and future-focused urban 

development within the plans for Abu Dhabi of 2030. The fi rst set of villas 

will be constructed in summer 2011 – with technology for furniture from Hettich.

A further 2,020 villas, schools, trade offi ces, shop-
ping areas, mosques and hospitals are being built in 
a second phase in 2012. 

With headquarters in Abu Dhabi and one of 
the largest company groups, the Al Jaber Group 
is involved in developing and constructing in-
frastructure, buildings and industrial sites. Close 
collaboration with Hettich and intensive product 
training activities have resulted in a successful 
business relationship between both companies. 
In the furniture hardware domain, Hettich is the 
preferred supplier to the Al Jaber Group which also 
won the contract for fi tting out the villas in the 
“Al Falah” project. Of the products being fi tted 
there, the particular focus is on Intermat hinges, 
Quadro runners as well as handles from the 
ProDecor collection.

32



November 2010 saw the regional branches open up 
in St. Petersburg and Novosibirsk with an in-house 
exhibition. The new showrooms gave customers and 
visitors the chance to experience technology for 
furniture fi rst-hand. Hinges, drawer systems, sliding 
and folding door systems as well as other products 
could be explained and tried out directly on 
furniture. But processing machines, jigs and gauges 
also have a place in the showrooms. It was also 
possible to take part in seminars organised by 
the Hettich Academy on “kitchens”, “processing 
machines” and “home furniture”. These gave visitors 
the chance to fi nd out about the hardware solutions 
from Hettich directly on the spot. Information 
material, such as the “Furniture Fittings and 
Applications” catalogue complemented the seminars.

Denis Diulin, head of the branch in Novosibirsk, 
draws a positive balance from the in-house show 
and summarises the benefi ts of the new branch: 
“One of our main advantages is the large product 
warehouse that today stocks about 800 different 
items. Our customers can seek professional advice 
and guidance from our experts and see all new 
Hettich products. Now we can offer a better quality 
of technical service, visit our customers more often, 
and we are also planning to organise seminars and 
special campaigns on a regular basis. I am certain 
that by opening our new branch, we are now closer 
to our customers.” Denis Kapitanov, head of the 
St. Petersburg branch, agrees because he sees the 
opening of the new branch there, which has its 
own warehouse and showroom, as an important 
contribution to practising Hettich’s brand value 
of focusing on the customer. “Being in customer 
proximity is key to success in our competition-
orientated market”, Denis Kapitanov says. However, 
Alexander Terjochin, Sales & Marketing Manager at 
Hettich Russia, stresses that the regional branches 
are not intended to substitute the dealers and 
that Hettich Russia is still keen to expand the 
dealer network.

Customer focus in practice
With its own subsidiary, two regional branches as well as a specialist hardware outlet 

in Russia, Hettich is never far from its customers there, providing them with fi rst-hand 

insight into the world of its products.
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The specialised hardware outlet in the Moscow 
region was also opened with an in-house exhibi-
tion. Visitors were able to gather an impression of 
the new showroom, the warehouse as well as the 
electronic terminals that speed up product retrieval. 
“Convenience and speed of the new service provides 
the core of the new Cash & Carry concept”, says 
Alexey Markov, head of the specialised outlet. 

The new showroom at the 

Novosibirsk branch, Hettich 

RUS. Denis Diulin, Director 

of the Novosibirsk branch, 

Hettich RUS, with customers 

at the in-house fair.

The new showroom at the 

Saint Petersburg branch, 

Hettich RUS. Alexander 

Borodin, Area Sales 

Manager, Hettich RUS, 

demonstrates Hettich 

fi ttings at the in-house fair.

The new Cash and Carry 

showroom. 



“We see Turkey as a hub between the Middle East 
and the Turkish Republics. Our company in Turkey 
will allow us to adopt an even more targeted 
approach in the way we respond to the requirements 
and needs of customers and also meet market 

Hettich subsidiary 
in Turkey

September 2010 saw a further Hettich Group 

subsidiary open in Istanbul, Turkey. 
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demands”, says Wolfgang Steib, Managing Director 
of Marketing and Sales at the Hettich Group. 
“Turkey is a very important market for kitchen/
bathroom products, living-room/bedroom solutions 
as well as for the offi ce segment. In addition to 
market signifi cance, it was of course the positive 
trend in business that also prompted us to open 
the subsidiary.”

The company is located in Istanbul’s Dudullu 
district. Kemal Bayram, Managing Director of 
Hettich Turkey, currently employs 20 members of 
staff. Opening in November 2010 in the presence 
of some 150 guests, offi ces, conference rooms as 
well as a generously sized showroom are accom-
modated on approximately 1,000 square metres 
of fl oor space spread over six storeys. The display 
area showcases the product portfolio in real-life 
situations, demonstrating the Hettich brand’s 
practical values. In addition to providing space for 
training retail partners and the company’s own 
staff, the showroom is also used for events. 
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The new headquarters at Buford in Gwinnett 
County were offi cially opened in January 2011 with 
numerous guests. The administration department, 
warehouse from Alpharetta and production facility 
from Baldwin have been brought together on the 
14,000 square-metre (150,695 square feet) site. 

“Constantly launching new products, we are ex-
panding our business activities more and more. 
This is why we needed new premises that will give 
us room to grow over the next few years while also 
being easy to reach for the staff at our Baldwin and 
Alpharetta works”, said Thomas Ginschel, President 
of Hettich America. “We also wanted a location 
that will allow us to recruit talented skilled staff 
and build up a qualifi ed workforce. And it this 

Hettich America at new premises

Hettich has been operating in the USA for over 30 years. Two former sites have been 

amalgamated at new company headquarters ready for the future.

respect, Gwinnett couldn’t be better at meeting 
our needs.” Merging the two sites also helped to 
improve communication and create a common 
corporate culture.

In line with the Hettich Group’s world-wide 
sustainability activities, measures have also been 
implemented at Hettich America to save energy. 
An energy-effi cient lighting concept, for instance, 
has cut the offi ce electricity bill by 19 per cent 
while taking 30 percent off warehouse power 
consumption. The use of waste compressor heat 
in winter is a further measure. Amalgamating 
the two factories, Hettich America will not least 
contribute to cutting CO2 emissions because in 
future there will be no need for staff to commute. 



Oversea Building – 
A unique building project 

The “Oversea Building” in Chioggia, Italy, combines striking and sustainable 

architecture with top-class comforts and convenience. 

Highly acclaimed architect Simone Micheli impressed visitors to the “Abitare il Tempo” 

exhibition in Italy with a 3-D cross-sectional model of the building.
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Architect: Simone Micheli/Photographer: Jürgen Eheim

Developed by the Ghirardon Group, the “Oversea 
Building” is an exceptional, ecologically innovative 
and practical residential complex aimed at the very 
top end of the international real-estate market. The 
building complies with energy effi ciency class A 
and, benefi ting from photovoltaic and geothermal 
technology, meets the “passive house” ultra-low 
energy building standard. One of the most notable 
architectural features of the six-storey building 
providing 2,500 square metres of fl oor space is its 
multi-ring balconies.

Simone Micheli was responsible for planning the 
project as well for designing the interior of the 
“Oversea Building”. Key parts of the building were 
presented at the “Abitare il Tempo” exhibition from 
16 to 20 September 2010 in Italy. Covering just 
under 1,200 square metres, the stand showed the 
conceptual plan of an apartment consisting of a 
living-room, a kitchen, a bathroom and a bedroom. 
The ladybirds on the external walls symbolised 
the sustainability approach behind the “Oversea 
Building”. No fewer than 31 companies were involved 
in producing the exhibition stand. Technology 
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from Hettich was used for the high-quality, purist 
furnishings in the kitchen, bathroom, living-room 
and bedroom. InnoTech drawers and pot-and-pan 
drawers with DesignSide and co-ordinated internal 
organisers impressed the architect in terms of func-
tion as well as their wide range of design options. 
Simone Micheli was particularly taken with the 
Touch-in handle from Hettich’s ProDecor handle 
collection. Modern LED lights from Halemeier GmbH 
& Co. KG provided illumination to create the perfect 
mood and atmosphere.

Simone Micheli set up an architecture fi rm 
named after him in 1990 to be followed 
by the “Simone Micheli Architectural Hero” 
design company in 2003. He teaches at 
various universities, in particular at the 
Polidesign Faculty in Milan and at the 
Scuola Politecnica di Design in Milan. All 
of them unique, Simone Micheli’s works 
are not only marked by their sustainable 
qualities but also carry a strong personal 
signature.

© Maurizio Marcato



Combined with cooking demonstrations and a 
presentation of the latest product innovations as 
well as the Intelligent Kitchens planning tool from 
Hettich, the guests were provided with compre-
hensive insight into the subject of kitchen design. 
Ralf Müterthies, head of product and innovation 

management for kitchens 
and bathrooms at Hettich, 
was on hand to answer 
questions on the subject of 
“tomorrow’s kitchen” put to 
him by guests from the fi elds 
of kitchen manufacture, 
architecture and interior 
design. Proceeding from the 
Kitchen Concept 2015 study, 
he explained what kitchen 
environments could look 
like in 2015 from the aspect 
of design, convenience, 
ergonomics, electrifi cation 

as well as multimedia networking. Attention also 
turned to road-mapping at Hettich up to the year 
2020. The market roadmap describes the kitchen 
market’s possible alignment on the basis of identifi ed 
future needs. These are embedded in the global arena 
of the world economy, the driving forces acting on it 
and the resultant fi elds of action for Hettich.

Intelligent kitchen concepts
Numerous guests were provided with an insight into kitchen design of today and 

tomorrow under the “Kitchen Concepts – Virtual & Reality” banner in September 2010 

at the Hettich showroom in the heart of London. 
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During the cooking shows that were staged in the 
fully functional kitchen at the London showroom, 
the guests were able to see for themselves that 
intelligently planned kitchens, confi gured for example 
using the Intelligent Kitchens concept from Hettich, 
and intelligent kitchen appliances, produce a 
perfect alliance. The kitchen presents a wide range 
of storage solutions and modern fi ttings from 
Hettich and is fi tted out with equipment from De 
Dietrich Kitchen Appliances. “De Dietrich was the 
fi rst brand to include intelligence in its appliance 
range. Working together with Hettich means we 
can pass this service on to our retailers as part of a 
kitchen concept that’s intelligent in every respect”, 
says Richard Walker, Sales and Marketing Manager 
at De Dietrich. Deborah Leader, head of Business 
Development and Training at De Dietrich, was in 
charge of the cooking events and noted: “As a cook 
or chef, you need instant and direct access to all 
elements for storing, cooking and serving food. The 
incredibly broad range of products from Hettich 
makes everyday kitchen routine much more of a 
pleasure.” Live cooking events clearly and effectively 
demonstrated the benefi ts of a kitchen planned in 
line with ergonomic aspects.
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Spiralling demand for high-quality fi t-
tings and constantly growing furniture 
production in Bulgaria over the last 
eight years were the reasons for the 
company to set up a sales offi ce of its 
own. “Furniture production in Bulgaria 
accounts for 2.8 per cent of gross 
domestic product and provides jobs for 
over 40,000 people. The positive trends 
in Bulgaria’s furniture exports also 
prompted us to open the offi ce, with 
quality becoming increasingly important 
in this fi eld too”, says Wolfgang Steib, 
Managing Director of Marketing and 
Sales at Hettich.

The Bulgarian sales offi ce is currently 
staffed by a team of three: Tzanimir 
Ivanov manages the offi ce, Anatoliya 

New sales offi ce in Bulgaria
Optimising support on the Bulgarian market, the new Hettich sales 

offi ce in Sofi a opened on 1 June 2010. 

The Hettich team in Bulgaria: Tzanimir Ivanov, Anatoliya 

Rakova, Ilian Krastev (from left to right)

Rakova is is responsible for co-ordinating 
retailer and customer orders as well 
as for providing customer advice, and 
Ilian Krastev attends to sales as well 
as technical support in the fi eld. The 
sales offi ce’s activities mainly concen-
trate on building up and supporting 
Hettich retailers, on gathering market 
information and identifying potentials 
as well as on continuing to cultivate 
the success of the Hettich brand on the 
Bulgarian market.

The offi ce is situated in the city’s 
Stodentski Grad district, directly next to 
the University of Forestry, the only one 
in Bulgaria to concentrate on training 
specialists in the fi eld of furniture 
production and design. It is planned to 

The rapidly growing furniture market 
in Romania, with its population of 22 
million, offers huge potential because 
it is here too that Hettich’s customers 
include the furniture industry, the trades, 

Hettich in Romania
Following several years of indirect presence on the market, the 

Hettich’s Bucharest sales offi ce was opened in August 2010.

business-to-business wholesale as well 
as the do-it-yourself segment. Given its 
good geographical location, a high level 
of automation in the furniture industry 
and membership in the European Union, 
Romania is increasingly turning into 
one of the leading furniture-producing 
countries in South-Eastern Europe. This 
is resulting in a high and constantly 
growing expectation on quality and 
design as it is on supplier services, 
including advice.

To meet these rising demands from 
customers, a Hettich sales offi ce has 
been set up in Romania that is run by 
Alexandru Creanga. Situated in the heart 

Alexandru Creanga, manager of the sales offi ce in 

Romania

hold seminars and open days at Hettich to 
familiarise the young furniture designers 
with its products.

of the capital, the offi ce with its new 
showroom provides the ideal platform 
not only for communicating Hettich’s 
brand values but also for experiencing 
them fi rst-hand.

The new “Furniture Fittings and Applica-
tions” catalogue for Romania presents a 
wealth of innovative new products from 
various segments ranging from hinges, 
sliding-door fi ttings, drawer profi le 
systems to fi tting systems for the offi ce, 
kitchen and bathroom. Hettich’s standard
reference work with its straightforward 
navigation feature provides detailed 
product information for planning, 
designing and producing.



Hettich in Australia has been practising a policy of 
intensive marketing communication in the retail 
trade for many years, allowing it to generate a high 
level of brand familiarity in this segment. Extending 
communication to the domains of architecture and 
design, Hettich has also been able to make a name 
for itself in the construction planning sector. 

After analysing the consumer market in depth, a 
strategic communication plan was fi nally developed 
that focuses on the end user. The specifi c aim is 
to pull consumers into Hettich’s Endorsed Show-
rooms. The attention-grabbing “I want to Hettich 
my …” campaign was launched in November 2010 
with print advertisements and radio commercials. 

“I want to Hettich my …”
It was with this catchy slogan that Hettich Australia launched a 

comprehensive consumer advertising campaign to demonstrate how 

Hettich products can be used in all parts of the home.
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Billboards have also been developed to extend the 
campaign in 2011. Consideration is also being given 
to extending the campaign to other traditional 
media, such as TV and cinema. The “I want to Hettich 
my …” campaign centres on the many possible uses 
of Hettich products in all parts of the home. The 
response has been huge, producing a rise in the 
number of visits to Endorsed Showroom websites 
that have proven to be a successful element in 
Hettich’s marketing strategy. Given this success, the 
campaign will be launched into the New Zealand 
market.

… kitchen
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… bedroom

… livingroom

… bathroom
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BSH awarded the accolade to 36 of its suppliers which number no fewer than 750. The factors appraised were 
quality, reliability, fl exibility, innovative content and price. The K08 refrigerator hinge from Hettich scored 
particularly well in the innovation category.

The development teams from Hettich-ONI and the group’s die-casting and injection moulding operation, Druck- 
und Spritzgusswerk Hettich GmbH & Co. KG, have managed to integrate a soft-closing system into the K08
hinge while keeping it virtually the same size. The result is a new feel of luxury for the user because the K08
hinge makes refrigerator doors close quietly and gently. An integrated spring system also ensures that doors 
reliably stay shut all the time. “We are delighted to have received this award and are proud of the quality 
partnership we have with BSH”, Dr. Dieter Wirths said after being presented with the certifi cate. 

Hettich-ONI GmbH & Co. KG received a supplier award on 12 July 2010 from domestic appliance 
manufacturers BSH Bosch und Siemens Hausgeräte GmbH for the K08 refrigerator hinge with integrated 
soft-closing function. Dr. Dieter Wirths, member of Hettich Group’s management board, and Jürgen 
Werner, Managing Director of Hettich-ONI, were presented with the certifi cate in Starnberg.

Recognition for innovative hinge

Winfried Seitz, Managing Director of BSH GmbH, Jürgen Werner, Managing Director of Hettich-ONI, Dr. Dieter Wirths, member of the Hettich 

Group’s management board, and Jürgen Ihmsen, head of central purchasing at BSH GmbH (from left to right) at the award presentation on 

12 July 2010. Photo: BSH
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Dr. Andreas Hettich, the Hettich Group’s managing 
partner, and Saroj Poddar, Chairman of Hettich 
India’s supervisory board, presented the book and 
the architects featured in it to guests from the 
architecture, hotel and building industries. “We are 
delighted to pay tribute to and honour the achieve-
ments of these great architects by presenting ‘Icons 
& Refl ections of Architecture’ to the public. It’s 
the fi rst coffee-table book of this type that’s as 
exclusive and opulent as the architectural master-
pieces are themselves”, said Saroj Poddar, welcoming 
the guests. 

The book spotlights a collection from ten selected 
architects. The reader can also discover facts worth 
knowing about the architectural fi rms and their 
work philosophy. Photographs of the projects and a 
list of awards they have attracted complement the 
handbook. It provides portraits of Brinda Somaya, 
C.N. Raghavendran, C.P. Kukreja, Gopi Bhawnani, 
Manit Rastogi, Mohit Gujral, Ranjit Sabikhi, Ratan J. 
Batliboi, Shakti Parmar and Sonali Bhagwati.

The “Icons & Refl ections of Architecture” compendium was presented for the fi rst time on 16 June 2010 in New 
Delhi, India. It portrays ten Indian architects who have made outstanding contributions in their fi eld.

Icons & Refl ections of Architecture

Saroj Poddar presenting the “Icons & Refl ections of Architecture” 

compendium

The annual trade show and conference provides a national forum for attendees to network with suppliers and regularly 
participates in industry events and awards programs. In 2010, IIDEX/NeoCon Canada garnered more than 15,000 interior 
designers, architects, facility managers, business executives, developers and manufacturers.

Hettich Canada fi rst showcased their products at the IIDEX/NeoCon Canada Show in 2008 as their fi rst year actively promoting 
the “Hettich Project Business” department within the market. Hettich was received with great success and walked away 
that year with a Bronze “IIDEX/NeoCon Canada Award” for the Easys under the category of “Furniture systems”. The following 
year then saw Hettich Canada take a Bronze Innovation award for the Hettinject VB Insert fi tting under the category of 
“Innovative Products”.

Alongside their Project Business presentation that had recently won Best booth award at the BuildEx Vancouver trade 
show, the Kitchen Concept 2015 was also presented in 2010. The Kitchen Concept 2015 had received astonishing press leading 
up to the show and was one of the event’s best highlights. Regular presentations of the future kitchen every 15 minutes 
attracted a full crowd every time. Hettich Canada was proud to accept the IIDEX/NeoCon Canada Innovation Award at a Silver 
Level for the “Best Booth” category as well as the coveted IIDEX/NeoCon Canada Innovation Award at a Silver Level for the 
Sensys hinge in the “Furniture Systems” category.

Hettich Canada celebrated their third successful year in succession at IIDEX/NeoCon Canada Show in 
September 2010.

Successful show presentation in Canada
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Last September at the 2010 IFA trade show in Berlin, 
Germany, Liebherr presented visions of the future, such 
as smart-grid appliances that utilise phases of cheaper 

Liebherr and Hettich: on the road to the future

Modern refrigerators and freezers are not only veritable multi-talents in terms of optimum cooling 
and energy effi ciency – user convenience is becoming increasingly important too.

electricity, as well as its latest product innovations. 
These include refrigerators with the “BioFresh” tem-
perature zone that keeps many food items fresh for up 
to three times longer than under normal refrigeration. 
The “BioFresh safes” in the built-in PremiumPlus range 
are equipped with soft and self-closing full-extension 
runners. This is where Hettich comes into play with its 
new Quadro Compact runner system.

The Quadro Compact runner line-up not only provides 
full, convenient access to refrigerator and freezer 
compartments but also closes drawers quietly and 
under perfect control. Designed for supporting loads 
of up to 45 and 80 kg respectively, the discreetly 
concealed runners satisfy design expectations as well. 
This means that alongside kitchen furniture, Hettich 
now brings the benefi ts of soft-closing runners to 
household appliances as well – for luxurious conven-
ience throughout the kitchen.
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Achieving 96.5 per cent in the management 
system and order fulfi lment process audit, Hettich 
received “certifi ed” supplier status for its outstand-
ing performance. Peter Kuppen was delighted with 
the accolade: “The award confi rms our business 
processes, which have evolved and undergone 
optimisation over many years, and also refl ects 
Hettich’s brand values of quality and reliability.” 

The Sedus Stoll Group names the Hettich Group best supplier. Bestowing this title for the fi rst time, 
the “Sedus Supplier Award” was presented to Peter Kuppen, Managing Director of Division Offi ce, and 
Eckhard Meier, Managing Director of Paul Hettich, at the Hettich Forum on 18 August 2010.

Hettich awarded best supplier status

Michael Lehmkuhl, Head of Quality Assurance, Offi ce and White Goods, at Hettich, Johannes Kurzknabe, Marketing Coordinator at Hettich, 

Eckhard Meier, Managing Director at Paul Hettich, Thomas Pierenkemper, Key Account Manager, Offi ce, at Hettich, Peter Kuppen, Managing 

director of Division Offi ce at Hettich, Dimitri Görzen, offi cial in charge, Offi ce, at Hettich, Günter Dören, Head of Purchasing at Sedus, Martin 

Döller, Head of Group Purchasing/Logistics at Sedus as well as Olaf Horn, Area Sales Manager at Sedus attending the presentation of the 

Sedus Supplier Award on 18 August 2010. 

Hettich supplies Geseke-based Sedus System with 
the Systema Top 2000 organisational system. 
The full-range supplier of offi ce furnishings and 
workplace concepts regularly appraises its suppliers 
for the purpose of being able to offer top-quality 
products to its customers, these being specialist 
retailers. Turning over € 140.3 million (2009) and 
employing more than 1,000 members of staff, the 
Sedus Stoll Group is one of Europe’s leading manu-
facturers of offi ce furniture. 
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Against the backdrop of some ten million kitchens in Germany being over 15 years old, Hettich’s stand set 
out to raise consumer awareness for the benefi ts of a kitchen equipped with modern fi tting systems and 
sensibly organised to satisfy ergonomic principles. The focus was to be placed on the inner values, making 
kitchens something to desire. This was also about arousing interest and wants. The Kitchen Concept 2015 
study provided the ideal platform for getting visitors interested in the subject and entering discussion.

Visitors were particularly impressed by the options available from Hettich’s drawer systems and the Sensys
hinge with integrated soft-closing feature. It emerged that people looking into buying a kitchen at the time 
of the show wanted more information from retailers on the possibilities of planning and equipping the 
perfect kitchen. But the Hettich stand was also the place for kitchen retailers and cabinet-makers to discover 
interesting ways of upgrading their kitchens and standing apart from competitors. Then again, they provided 
valuable inspiration in terms of marketing and development.

For the fi rst time, kitchen manufacturers, producers of electrical appliances and component suppliers 
presented their products and services at one show. The event was a complete and utter success as all 
participants contribute to adding value and providing benefi ts in the kitchen.

Hettich at Living Kitchen
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