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Why are there two project managers for every project?

We rely on a well-coordinated dual leadership. As “technical project 
manager” I concentrate primarily on the technical implementation and 
achievement of the technical project objectives whereas the “sales 
project managers” keep an overview of the “big picture”. They plan, 
control and initiate corrective measures if something gets “out of con-
trol”. Moreover, they are in constant contact with the customer. This 
creates transparency, both internally and externally, and forms the 
basis for a trusting customer relationship. Naturally, I am also always 
at the customer’s disposal for technical questions. 

Thomas Joos, Technical Project Manager Design

How is the quality of project management processes ensured? 

For the past year or so, Harro Höfl iger has been offering project managers an 
extensive qualifi cation program. The certifi ed project manager training is carried 
out in accordance with the guidelines of the German Society for Project Manage-
ment (GPM, Deutsche Gesellschaft für Projektmanagement) and the International 
Project Management Association (IPMA). Building on experiences gathered, after 
completion of a project I always invite everybody involved to a so-called Lessons 
Learned Meeting. In this review, we refl ect on the entire project in order to iden-
tify strengths and weaknesses from an organizational and technical point of view. 
These fi ndings provide a perfect source of information for my colleagues for future 
projects. Our goal is to avoid the same mistakes in new projects. Although 
mistakes are “permitted”, they are not to be repeated.

Markus Hänle, Project Manager Sales

Reliability 
creates trust

Customized machines are the core business of Harro Höfl iger. Our customers not only 
expect us to come up with elaborate technical solutions, but also with seamless project 
implementation and ongoing transparent overview of the project. Professional project 

management provides the basis. How exactly this is handled within the company, and what 
specifi cs need to be considered is explained by individuals responsible for the respective area.

What are the responsibilities of a project manager?

First and foremost, I am the direct contact for my 
customers. Additional core tasks include project 
planning, conducting design reviews, managing 
project processes and regular reporting. During the 
planning phase I prepare a schedule defi ning the 
sequence of required work activities which I coordi-

nate internally and also with the customer.
  I clarify open points, answer questions on require-
ment specifi cations and make sure that the order 
is clearly defi ned for all parties involved. That way 
everyone gets the information they need. When a 
project is close to the Factory Acceptance Test 
(FAT), it is my job to perfectly plan the forthcoming 
customer visit so that customer acceptance and 
dispatch can proceed according to schedule.

  Caroline Mildenberger, Project Manager Sales

Why is project management so 
important for Harro Höfl iger?

Our orders are technically very de-
manding and time frames are usually 
tight. Therefore, it is necessary that 
everything is structured and transpa-
rent. Consequently, at Harro Höfl iger 
project management means that all 
individuals responsible for a project 
work together in a team. To this end, 
across all divisions, we clearly defi ne 
responsibilities and tasks within the 
project. This enables project teams 
to work effi ciently without compro-
mising our most precious asset, the 
creativity of our emplo-
yees. Professional pro-
ject management is 
a solid pillar for us, 
because it assures 
the reliability of 
process opera-
tions and thus the 
high quality of our 
products. This is 
what our custo-
mers rely on.

 
Günter Ziarnetzki, 
Head of Project
Management

Why are there special 
project managers for foreign 
customers?

Many customers speak Eng-
lish well, however, discus-

sing questions in their mother 
tongue is still a major advantage. 

Cultural differences – for example 
differences in etiquette – and 
people’s mentality are also to be 
considered. I myself am Chinese 
and therefore responsible for our 
customers from China. I know what 

conduct is expected of me, how I 
have to react to diffi culties and how 

I can avoid misunderstandings in 
advance. The same applies to my 
colleagues whose mother tongue is 
Russian or Arabic. Through correct and 
clear communication, we avoid diffi -
culties and save time. In addition, this 
creates a very special relationship of 
trust with our customer.

Yuan Su, Project Manager Sales

How do customers respond to the 
international project management at 
Harro Höfl iger?

“When Chinese companies undertake in-
vestments with German suppliers, they 
expect language barriers and different 
ways of thinking. Harro Höfliger, 
however, convinced us otherwise. 
During initial meetings, we were quickly 
assured that language would not be 
a stumbling block for the project. We 
have worked very well together with 
Ms. Su and with a focused approach. 
She is Chinese, speaks our language 
and knows our ways of thinking. This 
has had a very positive effect on the 
course of the project. If I had questions, 
she could quickly provide answers or 
clarify issues. I had the feeling of being 
understood, and this is important for 
the safe implementation of the project 
and for me personally.”

Dabing Hu, Production Manager, 
Respirent Pharmaceuticals

Dabing Hu and Yuan Su after the successful 
machine acceptance at Harro Höfl iger.


