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NEWS FROM HARRO HÖFLIGER NEWS FROM HARRO HÖFLIGER

Harro Höfliger has developed a completely new process for the 
water sealing of water-soluble pouches filled with cleaning 
agents. Print heads, such as those used in ink jet printers, with 
pinpoint accuracy and in a controlled manner moisten the film 
made from polyvinyl alcohol (PVOH) with water to begin to  
dissolve it. Contact with the second film produces a very homo-
geneous, dense and extremely resilient sealing seam, which is 

significantly narrower than with conventional heat sealing. The 
same film width allows more packs to be produced with any 
desired contour and with shorter production times. Cameras 
continuously monitor all processes and provide 100% quality 
control of all pouches. The contactless water application does 
not cause any contamination and thus reduces the cleaning 
and maintenance efforts and expenses for the system.  

Printing instead of heat sealing

New cleanroom facilities
At the Allmersbach im Tal site, ten ultra-modern ISO class 8 
cleanrooms offer customers additional capacity for testing 
originator products with an optimum of practical relevance, and 
for machine acceptance tests (FATs). Two of the rooms have 
special air locks and are therefore also suited for certain highly 
potent substances. Throughout the entire system, ventilation 
technology allows individual control of temperature and humid-
ity conditions in accordance with the latest standards. A new 
laboratory has also been installed – giving Harro Höfliger 60 
square meters of laboratory space. 

Since May 2017, Harro Höfliger has been operating a branch office in Singapore.  
Simone Stoiber, Regional Marketing Director, and Zein Albahar, Regional Sales Director,  
explain the added value for customers.

“Providing proximity” 

Why did Harro Höfliger decide to 
establish a branch office in Southeast 
Asia? 
Albahar: Southeast Asia is one of the 
so-called “Pharmerging Markets”, the 
emerging markets for pharmaceutical 
and medical products. Countries such 
as Indonesia, Malaysia or Thailand are 
going through a phase of industrializati-
on. This is why the demand for machines 
is rising, also in pharmaceutical and  
medical technology. Workers used to 
pack medicines by hand, but more and 
more frequently automated cartoning 
machines are taking over this task, just 
to name one example. We want to be a 
part of this growth and are therefore ex-
panding our activities in Southeast Asia. 
Stoiber: In the past, our colleagues in 
Germany were responsible for this  
market, but due to the distance and time 
 difference, it took longer to respond to 
inquiries. Now we can look after our 
customers much more thoroughly and 
quickly, both on the phone or directly on 
site. Customers are very relationship- 
oriented here and appreciate us being 
close by for consultations.

Which technologies are in demand in 
the Southeast Asian market?
Stoiber: Web converting machines are 
very popular. They can be used to manu-
facture traditional medical products, 
such as heat therapy patches with herbal 

ingredients to relieve muscle tension. 
Assembly and packaging technologies 
for insulin pen systems are also in great 
demand, since diabetes is on the rise in 
Southeast Asia. Innovative products 
such as the XStraw® are also very well 
received. In addition to existing solu-
tions, we also offer new ideas for niche 
applications. 

Why did you choose Singapore?
Albahar: Singapore has an ideal geogra-
phical location. Our markets are only one 
to three hours away by plane. In addition, 
we work closely with colleagues from our 
Excellence United partners Uhlmann 
and Fette Compacting, with whom we 
share an office. Together we can offer our 
customers complete turnkey solutions 
from a single source that cover all their 
needs; with blister machines from Uhl-
mann, tablet presses from Fette and 
capsule filling machines from us. 

What are your goals for the future?
Stoiber: We would like to make Harro 
Höfliger even more popular in this region, 
establish new contacts and strengthen 
the existing ones. The next step is to  
implement our on-site service in order to 
provide optimum support for customers 
in the area. Our colleagues in the sales 
and service offices in India and China are 
setting an example for us to follow.  

“Now we can look after 

our customers much 

more thoroughly and 

quickly.”
Simone Stoiber, 

Regional Marketing Director

Simone Stoiber and Zein Albahar support our customers in Southeast Asia.

500  m2
Large-scale

Several hundred square meters of cleanroom space for the 
processing of active substances and sensitive products.

From four to ten: Expansion in several 
construction phases. 

Substantial

10

60  m2 
More space for product studies and tests 
thanks to a new laboratory equipped to the 
latest standards.

Ultra-modern
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