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MANAGEMENT
CHANGES AND IMPROVEMENTS 
CONTENT: MARTIN PLÜSS

Dear employees,

To begin, I would like to start with two 
projects that illustrate our dedication to 
our customers: the new Hall 6 at Thun-Ex-
po, and the work we have completed for 
the new Bürgenstock Resort. In this edition 
of GCM, we offer you a closer look at both 
of these projects.

Since the year is quickly coming to a close, 
let’s take a first look back at the past few 
months. One highlight was the launch of 
the SL drive unit on our full value chain 
markets. In the ADP segment, we have 
also successfully completed projects in 
Hong Kong, Toulouse and Rennes, and 
established a service organisation in Stock-
holm. Furthermore, in July we acquired a 
minority holding in the door manufacturer 
Access Entry on the Australian market – a 
partnership that we are looking to develop 
further.

We have welcomed two new members 
to the management team: Jörg Mazoner, 
our new CTO, and Kikuo Omura, our new 
Head of Business Development. With these 
two additions, the management team is 
complete. On an international level, the 
Global Group Meeting will now be held 
to allow all subsidiaries to make decisions 
together.

Another topic that management is con-
sidering is the culture of leadership at the 
company. We want to lead Gilgen Door 
Systems in a way that is based on respect 
and trust. On this basis, we have made 
it our aim to develop a distinct culture 
of feedback and conflict resolution that 
will help us work together to find the 
best solutions. We also place great value 
on the mutual exchange of information, 
because a smooth flow of information in 
all directions creates a solid foundation for 
processes to run just as smoothly. 

When talking about making improve-
ments, process optimisation is also a 
key aspect. The ISO certification of our 
integrated management system on the 
basis of quality, environmental, and safety 
standards was certainly one of the high-
lights of the past few months. We have 
also launched a new error management 
system with a view to making our working 
processes even more efficient. A new 
electronic application tool will also help 
make our HR department run smoother 
and more efficiently. In the UK, alongside 
a number of organisational improvements, 
we also introduced the Gilgen Solution 
Designer for the SL sliding door line. 

We have also been able to optimise and 
harmonise the procurement process in 
Switzerland. In future, in order to reduce 
on-site installation times, drives will be 
pre-assembled in Schwarzenburg, which 
will make them quicker and easier to install 
on location. Furthermore, the SAP tool was 
introduced in Germany.

I anticipate that in the coming year we will 
be able to reap the rewards of our new 
product developments: the SL 45 drive unit 
for heavy doors and the FD 10 revolving 
door drive unit. Moreover, we have also 
begun offering the PST profile system 

with an RC3 resistance class and increased 
anti-burglar protection, and the PSH profile 
system is now available with improved 
noise protection (–38 dB). This means we 
are also ready for BAU 19 in Munich.

We have set ourselves a number of goals 
for the coming months as well to ensure 
that we can continue our track record of 
success. We will be taking a look at our 
profitability, which we want to increase by 
means of a customer-focussed culture and 
further optimisation of our processes. At 
the moment, I see potential for improve-
ment in the way our various divisions 
and departments work together, and in 
the coming months I will be focussing 
on this area in particular. Taken together, 
these two aspects will form the basis for 
the long-term national and international 
growth of Gilgen Door Systems. 

Finally, I would like to thank you all for the 
open and constructive input over the past 
months. The hard work and dedication 
that you invest in our company makes a 
significant contribution to our custom-
ers’ satisfaction. At the same time, I am 
personally very pleased that you have wel-
comed all of the changes that a company 
like Gilgen is subject to with an open mind 
and a positive attitude. 

I am already looking forward to the op-
portunity to meet Gilgen employees from 
around the world face to face.

Thank you very much!
Martin Plüss

PEOPLE
A DAY IN THE LIFE OF NICK STEINER, FITTER, BERN REGION
CONTENT: NICK STEINER | PHOTOS: MANUELA STOLL

« He is one of the wizards that bring Gilgen Door Sys-
tems doors to life. Nick Steiner has worked as a fitter for 
Gilgen Door Systems for four years. In this article, he tells 
us about his everyday routine... or not, in fact, because for 
fitters, there’s no such thing as an ‘everyday’ routine. »

My alarm goes off at half past five. Then I 
need to wake up, get out of bed and have 
breakfast. I’m the kind of person who has 
to eat in the morning. I don’t mind waking 
up early. Especially when I think about all the 
people who have to wake up even earlier.

My work day starts when I leave my home. 
Normally I arrive at the warehouse in Bern 
around 7 am – sometimes a bit earlier, 
depending on how much I have to load into 
the truck. It also depends on the delivery 
time that was agreed with the customer. 
Sometimes it makes more sense to load the 
system on the previous day, depending on 
how far I need to drive.

While loading up the truck, I have a look at 
the order file so that I can get started more 
quickly when I arrive. There are different 
types of assembly: with pre-assemblies 
(mechanical assemblies), commissioning and 
hand-over to the operator takes place at a 
later date. This is most often the case for 
new buildings with multiple doors.

At a construction site, you have to work 
together with a lot of different people, 
such as electricians, metalworkers or ceiling 
installers, for example. That’s what makes 
my work so interesting. If I’m installing a 
door and I need a hand, I just ask someone 
else at the site for help. We work together 
and support each other. First, I set up my 
work station. Then I start with the actual 
assembly. Measuring, marking out, drilling, 
bolting, maybe separating or adapting some 

parts, mounting and installing components. 
The internal and external cabling makes the 
system ready for connection. If a drive unit 
needs to be commissioned on the same or 
the next day, then prompt ‘service’, especial-
ly on the part of the electricians, is required.

When everything goes well, sometimes I am 
finished with work in the early afternoon. 
This might be the case, for example, when 
I’m installing a garage door drive unit in a 
private residence. As long as I’m not needed 
elsewhere, I can call it a day! Of course, 
everything doesn't always go according to 
plan. Fitters need to react quickly to chang-
ing situations. If things get to be too much 
to handle, even with an extra hand here and 
there, then we contact the office so that 
we can find a solution together. Sometimes 
we have to stay past normal working hours. 
After all, you can’t leave a mess behind for 
your co-workers who are coming to finish up 
a different part of the job the next day. 
I’m not the kind of person who needs to 
finish work at the same time every day. I’ve 
never really had that kind of job. The work 
needs to get done, and then you can go 
home.

I don’t have a problem with that – other-
wise, this wouldn’t be the right job for me. 
Sometimes I get annoyed if there are in-
house errors that could have been avoided 
and result in more work for me. Consulting, 
planning and assembly are all very impor-
tant. For me, the best part of my day is the 
upbeat atmosphere at the construction site. 

Quick and easy assembly, the system up and 
running – that’s the perfect day! Installations 
for private customers are also always enjoy-
able. You often get to enjoy a nice moment 
over a cup of coffee, or you get invited to 
have lunch with the customers. Any com-
pliments or praise that I get is also always a 
highlight for me.

When I go home in the evenings, I like to 
lie down and relax immediately. My hobbies 
change from day to day, week to week. I 
spend my evenings with my family. I have 
two children – one is 11 and the other is 
14. In the summer, I spend my weekends 
camping. I also want to try to do a bit more 
sport in the months containing the letter ‘r’. 
If it fits into my ‘everyday’ life.
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PEOPLE
INTERVIEW WITH RETO STEINER, COO
CONTENT: RETO STEINER | PHOTOS: MANUELA STOLL

Mr Steiner, you have been COO (Chief 
Operations Officer) of Gilgen Door 
Systems since March. Have you settled 
in to your new role a bit?
Absolutely. I’ve had a great start because 
I’ve been warmly welcomed from the be-
ginning. I feel very comfortable here.

What is your main responsibility?
I am responsible for global manufactur-
ing, strategic and operative procurement, 
logistics, production technology, and the 
entire quality control process. I am also in 
charge of apprenticeships and building 
responsibility.

What does a normal day as COO of 
Gilgen Door Systems look like? Is there 
such a thing?
No, there’s no such thing as a ‘normal’ 
day. My daily routine is very dependent 
on what needs dealing with at any given 
time. For example, when I have a man-

agement meeting, my day is very different 
than when I’m travelling. In general, I 
have a lot of meetings. There are a lot of 
areas in which we want to improve. I am 
working to actively support the project 
managers in these efforts. 

What do you like best about your job?
As COO, you can bring a lot of ideas to 
life. You have a lot of freedom to act, and 
there is still a lot of potential that can be 
explored. Furthermore, I am able to directly 
identify problems. 
As COO, you can get the necessary people 
to the table, meaning you can tackle solu-
tions efficiently.

As COO, you are responsible for 
operations. What has made a positive 
impression on you so far?
I am impressed by the collegial, fair 
working atmosphere, and the strong sense 
of loyalty to and identification with the 

point of contact for people. Now I have a 
new role with new products, new people, 
and new markets. I have to ask about 
things, find things out. It’s energizing and 
stimulating.

How is your current job different from 
your last?
At my previous company, the process qual-
ity standards were very high. There wasn’t 
much room for improvement. At Gilgen 
Door Systems, we can achieve a great deal 
with a reasonable amount of effort. There 
is still a great deal of potential in a number 
of areas and there’s a lot we can do.

How did you get to where you are 
today: the COO of such a large, inter-
national company? Tell us about your 
career path. 
First, I completed training as a multi-dis-
cipline mechanic while also getting my 
vocational ‘Matura’ diploma on the side. 
That gave me a good foundation. Then I 
went to university and studied mechanical 
engineering, and afterwards I completed 
a post-studies programme in business 
administration. I also held a number of 
different jobs, which were very important 
in terms of my development. Comet AG 
grew rapidly, which allowed me to grow and 
evolve in turn. 

You are one of the younger members 
of the management team. To what do 
you attribute your rapid ascent?
Ambition, certainly, but you also need a 
certain kind of open-mindedness in order to 
grasp new concepts and approaches. You 
have to be motivated to learn new things 
and introduce changes. But you also need 
superiors who encourage and support you. 
It’s important to make mistakes. That’s how 
you learn. I’ve certainly made a lot.

Were you a good student?
I didn’t really like going to school. I liked 
going up until year four or five, but then I 
had teachers who spoiled it for me. I didn’t 
really develop a passion for learning until 
my apprenticeship and when I was earning 
my vocational diploma. Up to year nine 
I was a pretty average student, but I got 
much better marks at university. 

Gilgen Door Systems is an internation-
al company. Do you have experience 
working abroad?
Yes, I managed parts of a subsidiary in 
North America near Boston. I’ve never lived 
abroad for more than a month at a time, 
but I have travelled to a large number of 
locations. That was a major challenge for 
me at first: managing people who I would 
speak to once a week on the phone or in 
a video conference, but who I would only 
see three or four times a year. 

How would you describe your man-
agement style?
Situational. You have to manage each 
person individually because everyone is dif-
ferent. Some people like to have a certain 
amount of freedom and can handle that. 
Others need more intensive coaching. 

In my first management role, I was in 
charge of a team of five employees. 
Through that experience, I learned that 
people don’t like to be micromanaged. 
You have to trust people and delegate 
tasks. This is something that takes some 
getting used to, of course. At Gilgen Door 
Systems, I want to encourage my team 
in particular to think for themselves and 
to bring their ideas to the table. After all, 
every employee is an intellectual resource 
and their ideas should be heard and 
implemented. In this way, I fully support 
the culture of leadership that has been 
adopted by management.

How do you work best? With lots of 
noise in the background, or quietly on 
your own?
For me personally, it depends. I need a cer-
tain amount of pressure, and I like it when 
things are a bit hectic from time to time. 
But there are also times when I need to be 
alone so I can focus. I’m currently working 
on an operations strategy that I want to 
publish. For that I need quiet.

What makes you so angry that you 
need to slam the door?
I am generally not the kind of person who 
slams doors. It takes a lot to get me really 
angry. I get annoyed when people are 
disloyal or when they lie. I also don’t like it 
when things get political and people stop 
caring about what really matters and only 
care about what happens on their own 
patch. When that happens, I tend to give 
pretty direct feedback. You can also use 
your words to slam doors (laughs). I also 
hate when people talk in circles about 
the same thing over and over again just 
to waste time. It’s a strategy used to wear 
people down and I really can’t stand it. But 
I don’t think anyone likes that really.

You must be extremely busy. Do you 
have any free time? If so, how do you 
like to spend it?
I make sure to find time in my schedule for 
my children. Work-life balance is important 
to me. I spend my free time with my family 
– I have three kids, and a dog. That already 
fills up my free time pretty well. If possible, 
I also like to spend time sailing, biking or 
even flying model planes. 

Where do you see the greatest challeng-
es for the future – both for Gilgen Door 
Systems and for yourself?
For Gilgen Door Systems, it is definitely 
our goal to increase profitability. We have 
to take a close look at all of our processes 
and boost efficiency. In the short term, 
this means we have to stabilise our supply 
chains and ensure that our suppliers are 
reliable and that we aren’t missing material 
time and time again. We also need to en-
sure that the quality meets our standards.

In terms of strategy, we need to think 
about what our core strengths are in 
Schwarzenburg, and what makes sense 
for other subsidiaries. My personal goal 
is to better integrate operations into the 
organisation as a whole. Once again, this is 
a matter of cooperation. If we want to ap-
proach new products or projects, we have 
to include all of the areas involved from 
the beginning. We need to work together 
to find solutions, also on a global level. We 
need to build the bridge to take us from a 
local SME to an international corporation.

company on the part of the employees. 
Furthermore, thanks to its interesting 
and highly sophisticated products, Gilgen 
Door Systems has been able to corner a 
large share of the market. I am also very 
impressed with the willingness on the part 
of the employees to change and evolve, 
and that many of them are happy to pitch 
in and are not resisting these changes.

What were some of the first things 
you noticed? 
I was surprised to find that the supply 
chain was somewhat less than optimal in 
parts. There are stock-outs, or bottlenecks. 
Demand must be precisely planned out 
from the order to in-house production all 
the way to the supplier so that we can 
deliver on time to the customer. There is a 
lot of room for improvement there. 

You were at Comet AG for 16 years. 
Then you decided to come here. What 
was the reason for the change? 
I started out at Comet AG as a developer, 
and afterwards I had a number of exciting 
positions. I knew the company very well. 
So I thought to myself: you’re 42 now, and 
you can try something new. Now I want to 
take everything that I’ve learned from all 
my years at Comet AG and use it here at 
Gilgen Door Systems.

Was it difficult for you to leave your 
previous company after so many 
years? 
It was a difficult decision. But it’s exciting 
to dive into a new topic. I’ve noticed that 
it’s done me a lot of good. After 16 years 
at a company, you know a lot, you’re a 

Personal info
Born: 07/02/1976
Place of residence: Wohlen bei Bern
Marital status: Married
Family: Three children  
(17, 14 and 10 years old)
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CUSTOMIZED GILGEN DOORS FOR THE NEW BÜRGENSTOCK RESORT 
CONTENT: MARKUS JOACHIM | PHOTOS: BÜRGENSTOCK RESORT

Four hotels, eight restaurants, a confer-
ence centre, and a large spa and wellness 
area – the new, car-free Bürgenstock 
Resort is comprised of 30 buildings in 
total. This makes it the largest integrated 
hotel and resort in Switzerland. But the 
most impressive part might be the view: 
at a height of 874 metres above sea level, 
guests can enjoy the picturesque scenery 
of Lake Lucerne. 

There’s a reason why, in the past, the 
world-famous hotel complex was a top 
destination for the international jet set. 
For example, in 1964, the entire crew of 
the James Bond movie Goldfinger, includ-
ing Sean Connery himself, spent a month 
at the Palace Hotel, which is part of the 
Bürgenstock complex.

« The historical Bürgenstock spa, perched high above 
Lake Lucerne in the canton of Nidwalden, has been 
converted to a luxury resort over the past few years with 
funds invested by Qatar. As part of the renovation works, 
Gilgen Door Systems installed a large number of doors 
that meet the most exacting demands. »
Complete renovation for CHF 550 
million
The Bürgenstock first opened in 1873. 
After changing hands a number of times 
over the years, it was purchased in 2011 
by a subsidiary of the Qatar Investment 
Authority, the Emirate of Qatar’s sovereign 
wealth fund. The new owners invested 
around CHF 550 million in the complete 
renovation of the resort. The foundation 
stone was laid in March 2014, and the 
new Bürgenstock Resort finally opened at 
the end of August 2017 after thorough 
renovations. One of the companies in-
volved in this renovation work, along with 
many others, was Gilgen Door Systems.

Within the scope of the contract, Gilgen 
was tasked with installing 39 automat-
ic doors in various parts of the hotel 
complex, including in the Waldhotel, the 
Bürgenstock Hotel, the spa with its garden, 
and in the Bürgenstock-Bahn, the resort’s 
funicular railway. The first offer for the 
contract was made in October 2016, and 
work began shortly thereafter. The entire 
construction phase lasted around a year, 
which was a bit longer than planned. One 
reason for the delay was that the building 
owners wanted to open the entire complex 
at the same time, rather than in stages.  

Custom designs provide that special 
something
For the Gilgen employees, the Bürgenstock 
project proved to be truly special. There 
were a number of highlights throughout. 
The new Bürgenstock funicular railway, 
which tourists and hotel guests use to 
reach the resort, was particularly impres-
sive. The new means of transport was built 
on the basis of the existing railway but 
equipped with state-of-the-art technology 
– including sliding doors from Gilgen. ‘In 
principle, it’s still the old railway, it just got 
a makeover, and our sliding doors play a 
key role,’ explains Gilgen project manager 
Markus Jocham. This is because the doors, 
which were installed by Gilgen, are not 
simply standard products, 
but rather custom designs that were de-
veloped by Gilgen’s in-house department 
for Custom-Made Solutions (CMS). 

The refurbished Bürgenstock railway, 
which is fitted with Gilgen doors, togeth-
er with the new boat connection from 
Lucerne to the valley station, ensures that 
the resort is wonderfully easy to reach: 
thanks to these transport links, visitors 
can arrive at the resort in just under an 
hour.

Custom designs by Gilgen in other areas of 
the complex also offer that special some-
thing. For the entrance to the Bürgenstock 
Hotel, for example, the company installed 
a four-metre-high revolving door with a 
passage height of three metres – a rarity, 
even for door specialists. The installation 
of a door in the spa area also presented a 
unique challenge for the Gilgen team: this 
is also a special design that was custom 
made specifically for the resort, where it 
stands partially submerged in the pool,  
and also offers guests access to the out-
door area. 

Strict technical and aesthetic 
requirements 
The extreme weather conditions at the 
Bürgenstock place high demands on the 
installed doors. On the one hand, they 
must close as tightly as possible in order 
to prevent the cold from seeping in during 
the winter months, and at the same time 
they must also stand up to the strong 
winds and heavy rainfall on the mountain. 
That is why Gilgen paid close attention to 
heat insulation and waterproofing at every 
stage – from sales all the way to installa-
tion. Only drained bottom guide rails or 
bottom guide rails in a trough were used. 

Along with the technical requirements, 
the doors also had to meet exacting 
demands in terms of aesthetics as well. 
Because these types of strict requirements 
require correspondingly complex planning, 
there was a great deal of communication 
with the architects and the metalwork-
ers throughout the entire project phase, 
according to Jocham. As a result, the team 
also needed more time to find solutions 
for the many custom designs. This set the 
project apart from those in which standard 
models are simply used ‘off the peg’, such 
as for supermarket entrances.

Sales:  Bruno Gürber
Back office:  Remo Hellmüller  
 Bernhard Schüpbach
Door project managers: Marc Vogel  
 Manuel Pierazzo
Head of project:  Markus Jocham
Assembly: Marcel Lüthi  
 Peter Seidler  
 Beat Unternährer

In the opinion of the Gilgen team, the 
Bürgenstock Resort project was a success 
from both an architectural and a structural 
engineering perspective. ‘The entire project 
phase was extremely exciting for us, de-
spite or perhaps because of the customer’s 
considerable demands. I think the end 
result is a tremendous accomplishment in 
every respect,’ says Markus Jocham. And 
it’s true: with its combination of location, 
size and high standard in every regard, the 
new Bürgenstock Resort is a unique hotel 
complex that is truly second to none. 
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CUSTOMIZED DOORS FOR THE NEW HALL 6 AT THUN-EXPO 
CONTENT: URS SIEGENTHALER / GERHARD ENGEMANN | PHOTOS: PATRIC SPAHNI

With a floor area of 2,600 m2, a length of 
64 metres and a width of 40 metres, the 
new Hall 6 at Thun-Expo is an imposing 
structure. But its dimensions are not the 
only impressive aspect of the building; it 
also boasts a unique architecture: Hall 6 is 
not really a ‘hall’ in the traditional sense, but 
rather an open structure consisting of 21 
pillars and 21 doors without any fixed walls. 
Instead, the doors themselves form the 
façade of the building, and can be raised on 
three sides at once. This means the hall can 
be used as an open or closed structure – as 
a concert hall or as a car park. 
This unique, hybrid door design is the re-

« From dog shows to rock concerts, the new Hall 6 
at Thun-Expo is a multifunctional building with an open, 
extremely versatile design. The many double-leaf doors 
from Gilgen Door Systems play a central role in the buil-
ding’s construction. »

sult of ambitious plans that had to comply 
with a variety of usage requirements and 
official regulations. Gilgen installed the 
doors in the hot summer months of 2018.

Too difficult and too dangerous
The starting point for the construction 
of Hall 6 was Thun-Expo’s desire for an 
additional, weather-resistant building for 
events. The tent that they had been using 
up to that pointhad to be assembled and 
dismantled every time, which required a 
great deal of time and energy, plus it was 
dangerous in the event of strong winds.  
A hall with a fixed façade would over-

whelm the small exhibition grounds, and 
would no longer allow for flexible use of 
the space, so an alternative solution was 
needed.

After a long offer phase, Gilgen Door 
Systems was finally awarded the contract 
for the installation of the numerous doors 
in 2015. One of the decisive factors in this 
decision was that other suppliers were not 
able to meet the exacting demands that 
were placed on the design of the doors, 
which included, among other things, dou-
ble-leaf doors within the sectional doors 
as emergency exits. In order to keep the 
incidence of light to a minimum during 
concerts, the owners requested that the 
interior sides of the door blades be dark 
in colour, rather than the standard white 
finish. Together with Bothe Hild, Gilgen 
was able to design doors with a clear 
width of just under seven metres and a 
clear height of nine metres, as well as 
with double-leaf emergency doors. The 
new hall was designed by the architec-
ture firm Werren Architekten (Liebefeld), 
who were already familiar with Gilgen’s 
approach from earlier projects.

Sales:  Roman Wüst
Back office:  Reto Streit
Planning: Flavia Ronchi
Head of project:  Christian Marti
Assembly supervisors: Pascal Nessier  
 Andreas Haasch
Sub-contractor: Bothe Hild

Installing doors under challenging 
circumstances
The construction of Hall 6 was originally 
planned to take place in three stages and 
be completed at the end of July 2019. 
However, in order to avoid complicated 
temporary measures for an upcoming 
exhibition – the Oberländische Herb-
stausstellung (OHA) – the installation of 
the doors was pushed up by a year, which 
increased the time pressure considera-
bly. In order to meet this deadline, six to 
10 Gilgen employees worked at the site 
around the clock for five weeks. Thanks to 
their dedication, the installation work was 
successfully completed in time for OHA 
2018 at the end of August. 

Despite the challenging task of working 
through hot summer days at heights of 12 
metres, everyone involved was extremely 
satisfied with the project. Or, as project 
manager Urs Siegenthaler puts it: ‘The best 
part about installing the doors was that 
we had the feeling that we were the most 
important people at the construction site. 
I was very impressed with the speed, calm 
and cleverness of our fitters.’

A satisfied customer: the Managing Director of Thun-Expo, Gerhard Engemann

In future, Hall 6 will host everything from 
trade fairs of all sorts to concerts, right 
through to company parties and a wide ar-
ray of other events. Furthermore, the space 
can also continue to be used as a car park, 
which was one of the owner’s require-
ments. After all, in the events business, 
flexibility is priceless.

The assembly team after a job well done: Artan Bezhi, Micha Kuttning, Andreas Haasch and Mario Tanushaj
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PLATFORM SCREEN DOORS FOR ROUTE 2020 IN DUBAI 
CONTENT: EDIN CATIC | PHOTOS: MATTHIAS GYGI

« Last year, Alstom awarded Gilgen Door Systems  
the contract for the installation of platform screen doors 
for seven new metro stations in Dubai – a major contract 
with a volume of EUR 17.5 million. The challenging  
project is being carried out as part of the preparations  
for Expo 2020. »

Expo 2020 is a prestige project for the 
Emirate of Dubai: between October 2020 
and April 2021, around 25 million visitors 
are expected to attend this event. Up to 
135,000 guests are anticipated on an 
average day, and according to estimates, 
more than half of those attendees will 
arrive on the metro. In order to ac-
commodate this enormous passenger 

volume, the Red Line of the Dubai Metro 
is currently being extended by just over 15 
kilometres on behalf of the RTA, the local 
transport authority. Seven new stations 
are being built, and two of them will be 
underground. 

Swiss quality with local 
support
In future, the extended line, which is also 
referred to as Route 2020, will connect 
the existing Nakheel Harbour and Tower 
station with the Expo 2020 grounds, 
which are located a good 10 kilometres 
north of the international airport. All 
seven new stations will be equipped with 

Project director:    Edin Catic
Project managers:  Martin Hanks  
  Matthias Gygi
Head of installation:  Andreas Oppliger 

secure Gilgen platform screen doors (PSDs). 
The complete system, which Gilgen is 
manufacturing for the new metro stations, 
also comprises extremely stable façades 
with safety glass constructions. 

The automatic doors and façades will be 
designed and manufactured in Switzer-
land, primarily in the Schwarzenburg 
plant. For the on-site installation work, 
Gilgen has partnered with United Trans, 
a local company in Dubai. They will be 
providing fitters for the installation of the 
new stations, and will be responsible for 
transporting the material from their own 
leased warehouses to the construction 
sites. The work will be carried out under 
the supervision of an experienced team 
from Schwarzenburg and Hong Kong.
The complete railway infrastructure – con-
sisting of an elevated railway, a second 
tunnel, the stations and the tracks – will 
all be built simultaneously, which means 
a large number of companies will have to 
work together closely. The time windows 

for each individual company are limited, 
and any interruptions could jeopardize the 
timely completion of the entire project. 
Small delays, which are a common prob-
lem, continuously test the flexibility of the 
parties involved. 

Exacting demands on personnel 
and materials 
The environmental conditions in Dubai pose 
their own challenges, both for the person-
nel and the materials used. Temperatures 
of up to 50°C are possible between June 
and September. Dust, sand and salty air 
are also ubiquitous. That is why Gilgen’s 
technology has been optimised for these 
extreme conditions where necessary. Key 
components, which need to comply with 
strict safety requirements, are made of 
high-alloy chrome steel, for example, while 
the aluminium profiles are treated with a 
thicker anodised layer than normal. 

To ensure the safety of the new PSD sys-
tems, they are also subjected to extensive 
testing. In November 2017, a prototype 
was put into operation that would have 
to go through one million opening and 
closing cycles over the course of nine 
months without a single error while being 
monitored by cameras and sensors. If the 
test operation proved successful, the plat-
form doors would immediately be installed 
in the platform façades of all the stations. 
This is because test operation on Route 
2020 with the new Alstom trains is already 
scheduled for autumn 2019. The approval 
of the new stations for passenger travel is 
expected to take place in April 2020. 

A photo taken under the blazing sun at a temperature of 40°C: Simon Langhart, Dominique Meyer, Armin Hostettler and Bernhard Nägeli



1514 1514

PROJECTS
WEST KOWLOON STATION, HONG KONG 
CONTENT: ANDREAS BRECHBÜHL | PHOTOS: ANDREAS BRECHBÜHL

West Kowloon station opened on 23 
September 2018 and is the largest railway 
station in Hong Kong. Thanks to the 
new Guangzhou–Shenzhen–Hong Kong 
Express Rail Link, passengers can reach 44 
Chinese cities from here at speeds of up 
to 200 km/h in the Hong Kong section, 
while the maximum speed on the Chinese 
railway system is more than 300 km/h. 
As a result, a trip to the metropolis of 
Guangzhou, for example, will only take 
48 minutes, rather than two hours, as was 
previously the case. But the new high-
speed rail line is a major milestone not only 
in terms of speed, but also in terms of the 
exacting technical standards. The first 26 
kilometres of the line from West Kowloon 
station to the Chinese border are com-
pletely underground.

Gilgen supplied a total of 102 doors with 
128 drive components for the new main 
station. The installation work was planned 
and carried out by Gilgen’s partner 
company AUB Ltd., which will also be 
responsible for maintaining the systems in 
the future.

« West Kowloon station, which opened just a few 
weeks ago, is the terminus of the new Express Rail Link 
connecting Hong Kong with the Chinese mainland. The 
impressive structure is fitted with automatic slide and 
swing doors from Gilgen Door Systems. »

A 10-year construction phase 
A number of hurdles had to be cleared 
before the first train could depart from 
West Kowloon station. According to 
Andreas Brechbühl, Managing Director 
of AUB Ltd., the greatest challenge when 
it came to realising the project was the 
lengthy construction phase of around 
10 years, as well as the costs that this 
entailed. The excavation work for West 
Kowloon station began way back in 2009; 
it would be nearly 10 years before the first 
train journey could commence. There were 
a number of factors at play here – from 

EVENTS 
ASIA-PACIFIC EVENT IN HONG KONG
CONTENT: NICOLE HIRS | PHOTOS: DAVID LAI

The first-ever Asia-Pacific Event offered 
our partner companies in the region an 
opportunity to learn more about Gilgen 
products and also to showcase their pro-
jects and products – a welcome occasion 
for all parties to get to know one another 
and strengthen existing relationships. 

Hong Kong was chosen as the location 
for the event, which was held from 13 to 
14 September 2018, because the city is 
centrally located, making it convenient for 
Gilgen’s partner companies in the region. 
Gilgen has also completed a number of 
projects in the city, a few of which were 
visited during the event. 

The first day was devoted to product pres-
entations. Gilgen presented a number of 
innovations and highlights from their prod-
uct portfolio to the interested audience. 
The partners in attendance also had their 
chance to present: each one was provided 
with space to showcase their company, 
their partnership with Gilgen, as well as 
their own projects.

Gilgen projects meet with interest 
from partner companies
After an informative and instructive day, 
the evening’s events were a chance to 
network and strengthen relationships. 
The boat trip to Lamma Island and the 

« We want to thank Gilgen for their hospitality  
in Hong Kong. The event was organised perfectly  
and served as the ideal platform to learn more about  
Gilgen products and exchange ideas and stories  
with other partners.»      
Richard Whitfield, Managing Director of Access Entry 

dinner on the beach there provided the 
perfect opportunity to swap stories and 
experiences. 

On the second day of the event, partici-
pants showed a keen interest in the variety 
of projects that they visited around Hong 
Kong. For example, they had a chance to 
see the 360° curved sliding doors that Gil-
gen installed at St. Paul Hospital ‘in action’. 
The group also travelled to The Landmark, 
an office and shopping complex in which 
Gilgen installed a large number of swing 
doors. The platform screen doors in the 
Hong Kong Metro, which were also real-
ised by Gilgen, likewise received a great 
deal of attention. 

The following six partner companies took 
part in Gilgen’s Asia-Pacific Event: 

 Access Entry Australia

 AUB Limited Hong Kong

 Dormatics Singapore

 Kayo Group Co. Ltd. Thailand

 Kin Long China

 Swissmamatic Malaysia

We would like to take this opportunity to 
thank all partners and speakers for attend-
ing the event. Your tremendous contribu-
tions helped to make the Asia-Pacific Event 
a success. 

Our partners from the Asia-Pacific region and the Gilgen team

the challenging political process to the 
feasibility of the plans, which were a bit 
tricky at times, right through to issues with 
the ground water, geology, etc. Among 
other things, the countless delays caused 
the cost of the project to skyrocket, with 
the overall construction costs for the sta-
tion itself ballooning to around CHF 10.7 
billion – almost double the initial estimates. 
This has made it one of the most expensive 
infrastructure projects ever to be complet-
ed in Hong Kong.
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GILGEN ATTENDS SEMINARIO DE INGENIERÍA HOSPITALARIA
CONTENT: LARA SCHAFER | PHOTOS: MARCOS FRANCOLI

Seminario de Ingeniería Hospitalaria is the 
most important industry trade show in 
Spain for engineering and technical de-
velopments in the hospital and healthcare 
sector. It is held every year in the city of 
Zaragoza in northern Spain – this year for 
the 36th time. Naturally, when there is an 
event at which all major suppliers from 
the industry showcase their products and 
services, Gilgen Door Systems is sure to 
be there. 

Together with our Spanish partner compa-
ny, Soluciones Integrales de Acceso (SIAC), 
we presented our products to an interest-
ed audience of participants at this year’s 
‘Seminario’ from 17 to 19 October 2018. 

The Seminario attendees showed a keen 
interest in Gilgen and SIAC’s shared 
booth. ‘Once again, we have seen that 
the quality of our products and our many 
years of experience are excellent argu-
ments that are well received by industry 
experts and specialists,’ said Marcos Fran-
coli, Head of Gilgen’s Spanish subsidiary, 
looking back on the positive event.

BAU 2019, which takes place in Munich 
every two years, is the world’s leading 
trade fair for architecture, materials and 
systems. 

SUBSIDIARIES 
GDS FRANCE IS EQUIPPED FOR THE FUTURE
CONTENT: FABIEN POULARD | PHOTOS: FABIEN POULARD

« Growth requires changes in terms of both organisa-
tion and structure: taking over Gauvineau, moving head-
quarters, changing processes and new management has 
now set GDS France on the path towards growth. »

In 2018, our growth ambitions on the 
French market took shape in the form 
of a number of major projects. In 2017, 
we took over Gauvineau, which has its 
headquarters in Parçay-Meslay, near Tours. 
Now Gilgen Door Systems France is its 
own company with 22 employees and a 
local production facility. Today, nearly 90% 
of the supply for our regional subsidiary 
is manufactured at our location in Tours, 
200 km south-east of Paris.

In order to further encourage this integra-
tion and set operative standards, Gilgen 
Door Systems France is switching to Clip-
per. This ERP system is tailored for smaller 
companies whose main area of activity is 
project-based. Clipper is an easy-to-use 
solution. It makes it possible to manage all 
operations from marketing right through 
to monitoring maintenance contracts. 

Gilgen Door Systems France has also 
moved headquarters. The team in the Île-
de-France region has left its previous loca-
tion in Anthony and moved to Massy. The 
new office provides the team there with 
a modern, pleasant working environment 
that reflects the Group’s character. The 
new location is also perfectly situated near 
the Massy-Palaiseau TGV and RER station. 
In just a few years, thanks to the Grand 
Paris project, a new metro station will open 
that will make it possible to quickly reach 
Orly airport as well as the centre of Paris. 
New high-speed rail lines, which will con-
nect a large number of cities in the area 
surrounding the capital, will make it easier 
to reach Gilgen Door Systems France.

Growth is only possible with a competent, 
motivated team. In 2018, Gilgen Door Sys-
tems France gained some new employees: 
three new engineers joined the company 
in June. Saad Helassa, Remy Messager and 
Kevin Pouillaude are the newest members 
of the technical team, which is responsible 
for product installation, maintenance and 
customer service. Now the focus is square-
ly on training the new employees, all three 
of whom are experienced engineers from 
Tours and Paris. They have also spent time 
working in the company’s production fa-
cilities to help with the construction of the 
systems that they will later install. In Octo-
ber, all of Gilgen Door Systems France’s en-
gineers will complete an in-depth technical 
training course in Schwarzenburg. Along 
with developing their technical skills, this is 
a good opportunity for the team to get to 
know and develop closer relationships with 
their Swiss colleagues.

Fabien Poulard came on board as Man-
aging Director at the end of August. 
He has tackled the ambitious growth 
targets with a great deal of motivation, 
which is also shared by his new team. 
The 46-year-old Poulard has more than 
20 years of experience in operative and 
sales management of French subsidiaries 
of German and Swiss companies. Now, 
together with his team, he will draw 
on that experience to turn Gilgen Door 
Systems France in to one of the leading 
suppliers of automatic sliding doors on 
the French market.

PREVIEW OF BAU MUNICH 2019
CONTENT: LARA SCHAFER

Showcasing doors 
In 2019, visitors to the Gilgen booth will 
have the chance to digitally explore the 
world of automatic doors through 3D ani-
mation. The booth is offering attendees 
of the fair an analogue and digital experi-
ence across two storeys and 200 m2. The 
company will be presenting its full range 
of automatic doors as well as the latest 
innovations such as the SL 45 drive unit 
for heavy doors, the FD 10 revolving door 
drive unit and the PST profile system with 
resistance class RC3.  

The new positioning, with Swiss values 
such as precision, reliability and interna-
tionality at the forefront, which Gilgen 
puts into practice every day, are reflected 
in the design of the booth as well as its 
colours and materials.

From 14 to 19 January 2019, around 
2,000 exhibitors from 42 countries and 
250,000 visitors will assemble in Munich – 
and naturally Gilgen Door Systems will be 
there, too. 
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AUTOMATIC DOORS IN JAPAN
CONTENT: NORAH LI | PHOTOS: NABTESCO

« Automatic doors are part of daily life for people 
in Japan, and most people rarely realize how frequently 
they use automatic doors every day. Automatic doors are 
often installed in entrances to apartment buildings, office 
buildings, restaurants, supermarkets, in hospitals, acces-
sible toilets, and in many other places. »

The market for automatic doors in Japan 
represents more than 140,000 units per 
year – which is quite a large number for 
an archipelago country roughly the size of 
Germany. One main characteristic of au-
tomatic doors in Japan is that over 99% 
are sliding doors. Swinging automatic 
doors are extremely rare and most Jap-
anese people have probably never seen 
one. One explanation for this phenome-
non is that sliding panels – as known as 
fusuma in Japanese – were widely used in 
traditional Japanese architecture to rede-
fine spaces within a room or act as doors. 
Manual sliding doors have thus existed in 
Japanese culture for centuries, so when 
automatic sliding doors were introduced 
into the market, they were widely adopted 
and spread quickly across the country. 

High-quality automatic doors with different 
designs and functionalities are already 
available on the market, and our major 
challenge in recent years has been how 
to push the automatic door to the next 
level. Nabco released its new base model, 
NATRUS, last year, which is equipped with 
new features such as failure prognosis, 
data output for individual management 
and data collection. These features allow 
the door to self-diagnose its errors and 
store its operational history and main-
tenance records. We are still developing 
the IT system necessary to utilize these 
new features and exploring their business 
potential, but we believe the rise of IoT 
technology and machine learning will 
provide us with new opportunities in terms 
of what the automatic door can offer our 
customers beyond simply open-and-close 
functionality.

Platform screen doors
Alongside automatic doors, an increasing 
number of platform screen doors are also 
being installed in Japan. The first platform 
screen door was a full screen door installed 
in Tokyo by Nabco in 1991. Installation 
was initially limited to new stations, but 
in response to the increasing numbers of 
fatal accidents and the promotion of a bar-
rier-free city, a rapidly increasing number of 
platform doors are being installed in sta-
tions with high passenger traffic, especially 
in busy cities like Tokyo and Osaka. 

The design of platform screen doors has 
also evolved in recent years to meet the 
various different demands. Platform doors 
with wide openings were developed to fit 
trains with different numbers of carriages 
and designs that share the same platform. 
Another recent trend is to include LED 
displays on the fixed side of doors that 
show the latest travel information, weather 
updates, news and adverts. Although the 
market is highly competitive, Nabtesco has 
established a unique position and contin-
ues to develop market-leading products. 

MISCELLANEOUS 
ANTI-BURGLAR PROTECTION THANKS TO RC3 RESISTANCE CLASS
CONTENT: MARC NIEDERHÄUSER | PHOTOS: MANUELA STOLL

« Due to increased security requirements and the 
legal requirements for energy efficiency, demand for 
burglary protection for thermally insulated sliding doors 
is growing. As a leading manufacturer, Gilgen Door 
Systems is expanding its product range through corres-
ponding safety testing. »

The safety level of doors is measured in 
resistance classes. The doors are tested by 
independent experts, and different criteria 
apply for the different resistance classes. 
Gilgen’s single- and double-leaf thermally 
insulated sliding doors successfully passed 
the test for the resistance class RC2 in the 
past year. This year, they were to be tested 
for compliance with resistance class RC3, 

which is much stricter, and not only takes 
longer, but also involves coarse tools such 
as crowbars in addition to pliers and screw-
drivers. The RC3 safety test was carried out 
by ift Rosenheim, a testing institute in Ba-
varia which specialises in testing products 
in terms of their fitness for use. 

A break-in in five minutes – 
an in-depth look at the RC3 safety test
1. Static test: As part of a pressure test, all 
four corners and the centre of the door are 
exposed to loads of 600 kg

2. Dynamic test: All four corners and the 
centre of the door are struck by a pendu-
lum weighing 50 kg and dropped from a 
height of 750 mm 

3. Manual break-in test: Two ‘burglars’ 
have five minutes to take turns trying to 
break in to the locked sliding door. They 
are allowed to study the blueprints and 
discuss a plan of attack in advance, and 
can also take breaks as needed.

Test successfully passed
The secret to passing the RC3 safety test 
is to reduce accessibility for the burglars’ 
tools. The PSXP standard profile system has 
been tested and successfully installed for 
many years. By passing the RC3 safety test 
with the thermally insulated PST profile 
system, Gilgen Door Systems can now 
offer a successful combination of energy 
conservation and burglary protection. 
At the same time, Gilgen Door Systems 
passed the PAS 24 safety test in the UK 
with the classes SR1and SR2 (UK stand-
ards). Having these products in its product 
range offers Gilgen a decisive competitive 
advantage.



2020

MISCELLANEOUS
GILGEN HERMETICALLY SEALED DOORS
CONTENT: MARIANNE BEYELER | PHOTOS: MANUELA STOLL

« 
In the next few years, hospitals in a number of 

countries are planning the construction of new buildings 
as well as renovation projects. The need for specialised 
hospital and laboratory doors is increasing accordingly. 
With the new PSH profile system kits, Gilgen is reacting 
to this growing demand. »

Gilgen hermetically sealed sliding doors 
– a combination of the existing Gilgen 
SLX-D door drive unit and the new PSH 
profile system – are extremely reliable and 
easy to operate. The single-leaf doors’ 
characteristics allow for controlled sanitary 

conditions, making them ideal for special 
environments such as operating and 
treatment rooms. They are also particularly 
well suited for use in laboratories in the 
pharmaceutical and food and beverage 
industries. 

Versatile and easy to install
The doors are equipped with the PSH 
profile system, close very tightly and offer 
a high degree of noise protection. Gilgen’s 
patented pivoting/drop seal mechanism 
and the specially developed, all-round 
silicone seals prevent the exchange of 
internal and external air and keep foreign 
particles from entering the room. At the 
same time, the doors’ excellent sealing 
and sliding characteristics ensure a long 
service life without wear or stress marks. 
The seals, drive unit and door leaf surfaces 
are also resistant to the standard cleaning 
products used in the healthcare sector.  
If required, touchless operation of the 
doors is also possible.

The unique kit system 
Gilgen’s new, TÜV-certified PSH system 
is available either as a complete system 
or – for international customers – as a kit 
in many different versions that customers 
can assemble themselves, which reduces 
costs. This allows for a wide variety of leaf 
designs such as, for example, fillings made 
of sandwich panel or insulated glass. Last 
but not least, the system is easy to install, 
which makes special processing of the 
profile components and the use of special 
tools unnecessary. Gilgen is the only 
supplier on the market with this type of 
kit system. 


