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Innovation 
starts here



Uniting four divisions – Flexible Packaging, 
Envelopes and Stationery, Direct Marketing,  
and Digital Services – the Wipf Group serves  
its customers with an extensive portfolio of 
deliverables. Quality and innovation guarantee 
success: for the customer and for us. The Wipf 
Group is fit for the future and committed to  
the motto “Innovation starts here”.
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Overview



The supermarket is a place filled  
with magic moments. Incredible – a 
supermarket and thousands of products 
that make everyday life easier. 
The products of the Wipf Group encompass stationery  
by Elco AG and direct marketing campaigns by Swiss Direct 
Marketing AG. Flyerline Schweiz AG and Christinger+Partner 
AG produce displays, posters, and signage in the digital 
domain. Flexible packaging for food, non-food, and pharma 
products is manufactured by Wipf AG.

Wipfgroup





The Wipf Group has posted continuous growth across 
the past five years. Last year, despite the still difficult 
market environment, it amounted to 3.9% and consoli-
dated sales reached CHF 164.7 million.

The economic scenario
After the global economy had advanced in the second 
half of 2016, the momentum weakened again at the be-
ginning of this year. This was due in particular to the 
business trend in the USA and the United Kingdom 
where growth lagged behind expectations. Conversely, 
the other major economic regions posted reassuring 
gains. The eurozone is still in an upswing phase. The 
reasons are the exceptionally positive monetary policy, 
the continued prevalence of negative interest rates, 
 attractive oil prices, and improved lending. Overall eco-
nomic output has vigorously expanded in Germany, 
France, Spain, the Netherlands, and Portugal.

The Swiss economy will benefit from the global up-
swing. Despite the strong appreciation of the Swiss 
franc in the prior year, the economy has gained steam 
again, returning to moderate growth. Additionally, the 
companies that were affected most by the strong franc 
have largely adapted to the new baseline conditions. 
With systematic interventions, the Swiss National Bank 
(SNB) was able to prevent a renewed appreciation of 
the franc in the first half of 2017. 

Review of financial year 2016/2017
Unfortunately, due to higher raw material prices and 
heavy pressure on margins, the profit generated by  
the Wipf Group could not keep up with sales growth. 
EBITDA closed lower than a year ago. Net income of the 
Wipf Group declined slightly. Writeoffs on new acquisi-
tions and goodwill encumbered the result. Investments in 
fixed assets, at CHF 6.8 million (PY CHF 9.9 million), 
were wholly financed by cash flow from operations. In 
the year under review, net financial assets increased by 
CHF 0.7 million to CHF 2.9 million. The equity ratio was 
further boosted to 66.1%. Due to acquisitions, the head-
count increased to 602 employees (PY 553).

Outlook for financial year 2017/2018
As regards the foreign investment in RC-Film Co. Ltd. 
(joint venture 50/50%) in Thailand, we expect a noticeable 
improvement in the coming financial year. 

To further strengthen our position in the domain of digital 
services, we acquired Christinger+Partner AG in Schlier-
en during the report year. This acquisition entailed in-
creased expenditures, but it will pay off in the coming 
year thanks to growth and a positive sales trend. Certain 
strategic acquisitions are also conceivable in the course 
of the next financial year to round out the portfolio of the 
Wipf Group.

Sustained positive growth within the Group 
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Report of the Board of Directors

Board of Directors (from left): Dr. Rudolf Wehrli, Christian Wipf, Chairman, Philipp Sutter, Markus Diggelmann



By region 2016/2017  2015/2016

Wipf Group CHF m EUR m CHF m EUR m

(avg. rate 1.0801) (avg. rate 1.0872)

Net sales 164.7 152.5 158.6 145.9

Switzerland 100.8 93.3 95.1 87.5

EU/EEA 51.6 47.8 53.5 49.2

Other countries 12.3 11.4 10.0 9.2

By division 2016/2017  2015/2016

Wipf Group CHF m EUR m CHF m EUR m

(avg. rate 1.0801) (avg. rate 1.0872)

Net sales 164.7 152.5 158.6 145.9

Flexible Packaging 73.9 68.4 74.8 68.8

Envelopes & Stationery 56.7 52.5 61.6 56.7

Direct Marketing 16.5 15.3 15.2 14.0

Digital Services 17.6 16.3 7.0 6.4

Turnover by division

(100% = CHF 164.7 m)

 Flexible Packaging 45% (PY: 47%)

  Envelopes & Stationery 34% (PY: 39%)

  Direct Marketing 10% (PY: 10%)

 Digital Services 11% (PY: 4%)

Turnover by region

(100% = CHF 164.7 m)

 Switzerland 61% (PY: 60%)

  EU/EEA 31% (PY: 34%)

 Other countries 8% (PY: 6%)
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Report of the Board of Directors

A glimpse of the future
The export industry will be able to slightly improve  
its margins in the wake of the most recent softening of 
the Swiss franc and the positive impact of the good 
global economy.

The Swiss economy is certain to gain momentum and to 
generate short- to medium-term growth. A positive eco-
nomic outlook combined with a more tolerable EUR/
CHF exchange rate will have a positive impact on our 
export earnings. In general, prices are set to rise again, 
not least due to import effects. 

The more optimistic sentiment in the processing in-
dustries is primarily a result of the noticeably improved 
order situation in June 2017. It is also reflected in the 

assessment of the business trend and of competitive-
ness factors. 

After a financial year that failed to meet our expectations, 
we are now looking forward with greater optimism again. 
And while the overall economic framework is still influ-
enced by considerable political and macroeconomic un-
certainties, we will systematically pursue our objectives 
with an innovative spirit and a strong commitment.

Brugg, 11 September 2017

Christian H. Wipf
Chairman

Group Management (from left): Hans-Jörg Aerni, Head of Envelopes & Stationery, Direct Marketing, Digital Services Division (ESD),  

Bernhard Feusi, Head of Finance (ESD), Christian Wipf, CEO, Hans-Rudolf Schafflützel, Head of Flexible Packaging Division (FP),  

Werner Werder, Head of Finance (FP)





Hmmm: I like it best when it’s really 
crunchy.Mom always says that breakfast 
is the day’s most important meal.    
We achieve the best possible result for high-barrier 
packaging films and pouches with multi-ply laminates.

Wipf AG

Wipf AG, Flexible Packaging



Hans-Rudolf Schafflützel

2016/2017  2015/2016

Flexible Packaging CHF m EUR m CHF m EUR m

Net sales (avg. rate 1.0801) (avg. rate 1.0872)

Flexible Packaging 72.4 67.0 74.8 68.9

Food 45.2 41.8 46.2 42.5

Pet Food 12.6 11.7 12.8 11.8

Non Food, Pharma, Medical 14.6 13.5 15.8 14.6

For the year under review, we had defined ambitious 
goals. We wanted to harvest the yield of our extensive 
investments and achieve profitable sales growth with 
new projects. Unfortunately, we did not succeed on both 
counts. While the procurement of a lamination line, a 
pouchmaking machine, and an automatic valve sealer 
was largely on schedule, the complexity of the process-
es presented formidable challenges and drove both ma-
terial and personnel costs to unplanned levels. In Eu-
rope, production capacities in the flexible packaging 
markets are still too high. The result is heavy pressure on 
margins. In spite of the difficult circumstances, we 
 succeeded in safeguarding our customer bases and to 
some extent secure long-term commitments.

Sales development
We had expected sales growth of 5.5%, also backed  
by projects. Unluckily, a number of projects were 
 spontaneously postponed or even cancelled, which  
resulted in stagnating growth with flexible packaging.  
On the other hand, we were able to post strong growth 
with our valves. Mainly, we succeeded in holding off low-
cost Chinese competition with our premium products. 
The long-term perspective shows that a functionally un-
reliable imitation cannot beat the WICOVALVE® original.

Goals only partially attained despite great efforts

Turnover Flexible Packaging

(100% = CHF 72.4 m)

 Food 63% (PY: 62%)

  Pet Food 17% (PY: 17%)

 Non Food, Pharma, Medical 20% (PY: 21%)
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High-speed production line for stand-up pouches

Earnings trend
The high cost involved in commissioning the new lamina-
tion line and the lack of sales during that period left their 
mark on the earnings side. For this reason, the defined 
 objectives could not be achieved. 

Wipf Doypak in Istanbul
In Turkey, we have identified a growing demand for 
 retortable pouches and rolls. It is reassuring to be a 
trusted contender in one of the most competitive mar-
kets. Our effort resulted in double-digit growth again.

RC-Film Thailand (Joint Venture 50/50%)
During the year under review, after a difficult first produc-
tion year, we were able to finalize regular contracts with 
several customers who had participated in the trials.  
The demand for sterile films is growing significantly both 
in Thailand and China. The timing of our market entry 
was certainly optimal. However, we are still lagging 
 behind our optimistic business plan, although the growth 
trend is encouraging.

Future outlook
Our business success is based on genuine motivation,  
a strong commitment, and the professional competence 
of our staff members. With their dedication, they 
 systematically and successfully pursued the implemen-
tation of the strategy. The Board of Directors and the 
Executive Committee thank them cordially for their 
 exemplary achievements, flexibility, and loyalty. But all 
customers and business partners also deserve our 
 gratitude for their constructive attitude and the trust they 
have long been vesting in Wipf. We will be able to contin-
ue to grow with our loyal customers. Moreover, with our 
unique technical competence, we will also be able to 
leverage our role as a development partner. This will 
 secure new orders in the short to medium term. Our 
dedication is going to bring us back on track for growth 
in the coming financial year. Additionally, we intend to 
further intensify new business with valves.

Hans-Rudolf Schafflützel
Head of Flexible Packaging Division



Every line in a love letter breathes.  
Its words make me dream and  
evoke emotions.   
We have paper and envelopes for lofty expectations  
and colourful messages. A broad selection for office,  
research, and school activities.

Elco AG

Elco AG, Envelopes & Stationery





John Zöllin 

2016/2017  2015/2016

Envelopes & Stationery CHF m EUR m CHF m EUR m

Net sales (avg. rate 1.0801) (avg. rate 1.0872)

Envelopes & Stationery 56.7 52.5 61.6 56.7

Key accounts 23.7 21.9 25.1 23.1

Retail 18.1 16.8 20.1 18.5

Graphic arts industry 10.0 9.3 11.5 10.6

Export 4.9 4.5 4.9 4.5

Forging the future with innovation
The market for envelopes and stationery remains chal-
lenging. According to surveys conducted by the Europe-
an Federation of Envelope Manufacturers (FEPE), vol-
umes declined by 4% last year. Swiss Post also 
communicated a 3.8% decline in the number of letters 
handled in 2016. This significant downtrend is due to  
a decrease in the number of invoices and account 
 statements sent to customers by the financial and 
 telecommunications industries. However, we continue to 
see solid activity in direct marketing: It suggests that 
high response and conversion rates cannot only be 
 generated with online activities but with printed mailings 
as well. We were able to hold our market share in this 
tough competitive environment. Elco has a solid financial 
footing that was further improved in the year under 

 review. All investments were financed with cash flow. 
Our financial situation and independence were strength-
ened yet again. 

Category management in the retail market
Reduced domestic customer frequencies due to shop-
per tourism have negatively impacted the Swiss retail 
market. Growing online sales are serious challenges for 
brick-and-mortar stores. Major retailers and department 
stores are responding to reduced demand by cutting 
prices. We support our customers in category manage-
ment and advise them as regards optimized product line 
and merchandising design. Additionally, we will intro-
duce new products in complementary areas and contin-
uously expand our competence as a leading provider of 
stationery.

Linking tradition with modernity

Turnover Envelopes & Stationery

(100% = CHF 56.7 m)

 Key accounts 42% (PY: 40%)

  Retail 32% (PY: 33%)

  Graphic arts industry 18% (PY: 19%)

 Export 8% (PY: 8%)
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Investments bolster performance 
We will further invest in the expansion of our infrastruc-
ture and our machinery to broaden our capabilities, in-
crease our productivity, and strengthen our competen-
cies at the same time. Our innovative thrust will be 
deployed not only for new products. Beyond that, we are 
developing new services for web-based shops that will 
further automate our processes and can be systemati-
cally reconciled with customer benefit parameters.

Positive look forward
Declining volumes in the stationery market are becom-
ing an ongoing challenge. We see growth opportunities 
in the online market and with new services. This is why 
we are putting the emphasis on product innovations and 
the expansion of digital business models. Our commit-
ment and our quality awareness will remain integrated 
elements of our corporate philosophy. With this approach, 
we can generate added value for our customers and 
evolve our business in a positive direction. 

John Zöllin, COO
Division Envelopes & Stationery 

ELCO Ordo – the colourful way to get organized

Globalization strategy
With our added-value strategy, we are still making pro-
gress in exports. By positioning ourselves as a premium 
provider, we can sidestep pure pricing competition. With 
our premium products, retailers can set themselves 
apart from the masses and generate better margins. We 
are also successfully appealing to a quality-conscious 
clientele on international online platforms. Thanks to 
many positive ratings, we are continuously rising in the 
rankings; this has a positive impact on clearance sales. 

Online competence picking up
In the past years, we have invested in new online shop 
software and employees with the requisite know-how. 
This is now paying off. We were able to noticeably 
 leverage our competence in the online domain. More 
and more customers are now buying their envelopes 
via our closed shop system. In particular, companies 
with several subsidiaries or decentrally organized  
units can optimize their procurement processes with 
our system.





Great! The date for the trade show is 
reserved. I save time with companies that 
know how to inform prospects online  
quickly and personally.  
Linking classic direct marketing with online media opens up 
innovative communication options that generate response. 

Swiss Direct Marketing AG

Swiss Direct Marketing AG, Direct Marketing



Multichannel direct marketing solutions provider
For several years now, Swiss Direct Marketing AG has 
lived up to its claim “Creating Response” by developing 
and implementing personalized, cross-media marketing 
campaigns. In this context, our experienced specialists 
deliver everything needed for successful campaigns, 
from the underlying concept and data management  
to production.

During the year, we revised our corporate presence and 
intensified our sales communication across all channels. 
This resulted in clearly better visibility and greater aware-
ness in the market. 

The deliverables of Swiss Direct Marketing AG were 
broadened by industry- and theme-specific personal-
ized multichannel communication solutions, for instance 
with a focus on event management or fundraising. 
 Further specific solutions will be launched in the course 
of the coming year.

Extremely high market volatility
Direct marketing has always been a project business. 
But for some time now, we have been identifying greater 
volatility in the advertising market. The time windows for 
planning marketing and communication measures are 
shorter than ever, and the speed of implementation is 

Well positioned in a challenging environment

Thomas Ziegler

2016/2017  2015/2016

Direct Marketing CHF m EUR m CHF m EUR m

Net sales (avg. rate 1.0801) (avg. rate 1.0872)

Direct Marketing 16.5 15.3 15.2 14.0

Key accounts 11.8 10.9 9.1 8.3

Converters 1.3 1.2 1.9 1.8

Agencies 2.3 2.1 2.2 2.0

Service providers 1.1 1.0 2.0 1.9

Turnover Direct Marketing

(100% = CHF 16.5 m)

 Key accounts 72% (PY: 60%)

  Converters 8% (PY: 13%)

  Agencies 14% (PY: 14%)

 Service providers 6% (PY: 13%)
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growing. The result: considerable fluctuations in de-
mand. For us, this means that we have to act extremely 
flexibly. In this respect, we want to change the pace by 
acquiring more repetitive mandates that allow us to 
achieve a better balance in capacity utilization.

Investments and innovations
The unabated pressure on prices forces us to keep pro-
ductivity at ever higher levels. Here, we are looking for 
the best possible solutions to optimize and coordinate 
our processes with the circumstances. Relevant invest-
ments were initiated in the year under review. In the first 
half of the coming financial year, we will be leveraging 
new production resources that allow us to continue  
to offer high-quality, innovative solutions at market-com-
patible prices and to remain competitive. 

Western Switzerland posts growth
Swiss Mailing House SA, an affiliated company of Swiss 
Direct Marketing AG, is developing very well and in the 
past year achieved a record result in a highly competitive 
market. The change of the company’s name from PP 
Mailing to Swiss Mailing House and the redesign of its 
visual identity as at 1 May 2017 were very well received 
by customers and partners. With further investments in 
production infrastructure as well as in the digital printing 

and enveloping operations, the market in Western 
 Switzerland can now be served even more efficiently. 
Here too, processes were further optimized, alongside 
intensified collaboration within the group. Our customers 
in Western Switzerland now have local access to a 
 provider of latest-generation multichannel direct market-
ing campaigns.

Sound financial standing
We were able to further strengthen our financial basis. 
As regards the intended increase of the equity ratio,  
we remain on track and are ready for new investments 
that will help us generate growth looking forward.

In the past years, we invested heavily in qualified 
 employees, in processes, in infrastructure, in digital 
printing, and in online operations. This allowed us to 
accrue considerable know-how. Today, we feel opti-
mally positioned to successfully master the challenges 
that lie ahead and are confident that we can attain our 
goals in the long term. 

Thomas Ziegler, COO 
Division Direct Marketing

High-speed digital printing: highly individualized and personalized



It’s a well-known phenomenon: you’re on  
the go in the city or in a store and suddenly,  
a poster captures everyone’s attention. It talks  
to you with a message and an image that 
touches you emotionally.    
We’re more than online printers. We develop and design, produce  
and print a broad range of advertising media 

Flyerline Schweiz AG

Flyerline Schweiz AG, Digital Services





Print under pressure
Although growing sales have been forecast for the online 
print market, Swiss printing houses are exposed to 
tough predatory competition. They are struggling with 
lower margins and competition from abroad. From the 
customer’s perspective, an attractive offer is just a 
mouse click away. As regards products such as flyers 
that can be quickly and cost-effectively mass-produced, 
the price war is almost hopeless. Here, quality and fast 
delivery are no longer sales arguments, they are now 
standard. Additionally, online giants like Amazon are en-
tering the market and will further disrupt price structures. 

Change as a mandate
In the year under review, we were able to reduce manu-
facturing costs by systematically upgrading our produc-
tion resources. The ongoing pressure on prices is mak-
ing it necessary to continuously boost productivity.  
We want to achieve that with better processes, more 
extensive automation in certain areas of production, and 
with leaner structures. To secure capacity utilization and 
growth potential, we plan to expand our distribution ac-
tivities. More than ever before, we will align ourselves 
with the requirements and needs of our customers and 
develop individualized and cost-effective solutions. As 
long as our customers attain their marketing goals with 
our products, higher margins are feasible.

Distinctive brand positioning
A clear-cut branding approach is needed to survive in an 
environment of predatory competition and to avoid the 
threat of interchangeability. For years, Flyerline has stood 
for customer-centric services and products that fulfil the 
highest expectations with respect to quality and func-
tionality. The distinction “Large Format Printer of the 

Year” underscores the competence and quality of our 
company. In large-format applications such as displays, 
counter cards or trade fair booths, we successfully com-
bine quality printing with top-tier service and responsive 
flexibility. This attitude opens opportunities for us and 
lets us look forward to successful growth. 

Customer centricity
To this very day, the Internet has been our growth en-
gine. The relaunch of our website made Flyerline more 
refined and improved the navigability of our online shop. 
Additionally, we are transporting more information and 
emotions. With over 500,000 product variations, we 
 offer a broad, creative, and qualitatively persuasive 
range of deliverables. Now, with targeted marketing 

One hundred percent Swiss and sustainable

Steffen Tomasi
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measures, we are focussed on winning new customers. 
Standardized offers will be replaced with customer-cen-
tric communication. Business with closed shops for 
customers in the B2B domain is also a growing market.

Production site as a driver
Once again, with the “Truly Swiss” label, Flyerline is de-
livering a clear statement. The label is not just a declara-
tion of origin, it reflects an attitude. It bypasses discus-
sions about mandatory minimum requirements and 
instead is a commitment to Switzerland as a production 
site. Many companies, political parties, and associations 
consciously work with partners in Switzerland because 
they directly benefit from added value, speed, flexibility, 
and quality.

Steffen Tomasi, CEO 
Flyerline Schweiz AG

HP 12000 digital press



I’m passionate about being a bus.
I’m different from the others. Some look  
at me, others smile at me. Yes, I’m quite  
remarkable. And I’m always unique.
We impress the world with outdoor advertising, point-of-sale,  
building, and fleet signage, and spaces that stand out with  
ambience-building colours and images. 

Christinger+Partner AG

Christinger+Partner AG, Digital Services





Fresh inspiration within the Wipf Group
Christinger+Partner AG joined the Wipf Group in 2017. 
The acquisition took place within the scope of a succes-
sorship plan and was an ideal solution for our company. 
As a solidly anchored and sustainably operating Swiss 
company, we are an exceptional match for the Wipf 
Group portfolio. This assessment is supported by the 
positive feedback from our customers and employees. 

Quality and innovation since 1965
Christinger+Partner AG is a player appreciated in the in-
dustry. For over 50 years, we have been defining bench-
marks in visual communication. As regards professional 
competence, industrial prowess, and flexibility, we oper-
ate at the highest level. Customer-oriented attitudes and 
actions made us one of the leading service providers for 
signage and advertising on buildings, vehicles and 
points of sale. We handle all projects with passion, inno-
vative ideas, and devoted attention to detail. Regular 
customers throughout Switzerland rely on the quality 
commitment of our approximately 50 staff members.

Focus on an agile market environment
Our market environment has changed and become 
 tangibly more complex and volatile. More and more 
 specialists with specific skills in decision-making roles 
 contribute to projects and campaigns. This increases 

the complexity of administrative, technical, and sales 
processes. The more quickly we can find answers  
to these challenges, the better our perspectives in the 
marketplace. Quality and customer trust – we attach 
great importance to these two aspects. Beyond that,  
we want to convince customers with an attractive price/
performance ratio. 

Individual solutions versus  
industrial capacities
Our daily challenge is to devote the utmost of attention 
to the project and product businesses. Many of our 
 projects run along the entire internal value chain, i.e. 
from data management, production, and completion to 
on-site assembly. Especially when comprehensive pro-

Evolving the Christinger brand

Stephan Koch, Martin Blättler
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jects are concerned, for example within the scope of  
a rebranding process involving signage for vehicle fleets 
and buildings, many different steps have to be seam-
lessly orchestrated. 

Conversely, in the product business, automated and 
standardized processes are more important. We place 
great emphasis on time- and cost-effectiveness. This 
applies particularly to the production of show window 
stickers and displays. Our priority is on the continual 
 development of in-house processes. The sum of these 
efforts ultimately culminates in interesting offers that 
 address the needs of our customers. 

Intensive and promising transformation phase
In the course of our integration in the Wipf Group, we 
restructured our organization and harmonized production. 
We continue to rely on our proven strengths but are open 
to new concepts. Our way of thinking and acting is still 
inspired by our strategic market alignment. With this in 
mind, we want to steadily evolve while continuously ex-
panding and improving our competencies in consulting, 
production, assembly, and complementary services.

Synergies and diversification
With Christinger+Partner AG, the Wipf Group is involved 
in a process of diversification and has reiterated its 
 commitment to Switzerland as a production site. In its 
broader configuration, the entire group of companies is 
faced with exciting synergies that give us new long-term 
opportunities for successful developments. We antici-
pate the future with optimism and look forward to 
 handling exciting and impressive new projects with our 
existing and new customers. 

Stephan Koch, CEO 
Martin Blättler, COO
Christinger+Partner AG

Large-format digital press 
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Research & Development
Daniel N. Zuber

Sales
Stefan Hodel (Graphic arts industry)
Dölf Sturzenegger (Direct business)
Stephan Zehnder (Export)
Stephan Zwick (Trade)
Gregor Gross (Sales office)
Peter Schraner (Sales office)

Marketing & Product Management
Barbara Buchegger

Production 
Etienne Meyer

Printing
Heinz Acklin

Retailing 
Marcel Flury

Governance and senior management

Swiss Direct Marketing AG
Wildischachen
CH-5201 Brugg
Tel. +41 56 462 85 00
Fax +41 56 462 85 58
info@mysdm.ch
www.mysdm.ch

Board of Directors
Christian Wipf, Küsnacht ZH, Chairman
Hans-Jörg Aerni, Brittnau AG

COO Swiss Direct Marketing AG
Thomas Ziegler 

Sales
Daniel Winter
Christian Riziotis (Sales office)

Marketing 
Nadine Krienbühl

Production
Daniel Huber

Information Technology
Daniel Huber

Swiss Mailing House SA
Route André-Piller 33D
CH-1762 Givisiez
Tel. +41 26 466 82 82
Fax +41 26 466 78 26
info@mysmh.ch
www.mysmh.ch

Board of Directors
Christian Wipf, Küsnacht ZH, Chairman
Hans-Jörg Aerni, Brittnau AG

Executive Committee
Jonathan Picco

Sales
Jonathan Picco
Marc Boesch

Processes/PPS
Albion Berisha

Production
José Ferreira

Christinger+Partner AG
Grabenstrasse 11
CH-8952 Schlieren
Tel. +41 44 738 10 20
Fax +41 44 738 10 28
office@christinger.ch
www.christinger.ch

Board of Directors
Christian Wipf, Küsnacht ZH, Chairman
Hans-Jörg Aerni, Brittnau AG

Executive Committee
Stephan Koch, CEO
Martin Blättler, COO

Finance and Controlling, HR
Susanne Löffler

Sales
Stephan Koch

Marketing
Giuliana Ambrosio

Production and Information Technology
Martin Blättler

Flyerline Schweiz AG
Landstrasse 30
CH-8595 Altnau
Tel. +41 71 686 84 70
Fax +41 71 686 84 99
info@flyerline.ch
www.flyerline.ch

Board of Directors
Christian Wipf, Küsnacht ZH, Chairman
Hans-Jörg Aerni, Brittnau AG
Steffen Tomasi, Tägerwilen TG

Executive Committee
Steffen Tomasi, CEO
Christian Manser, CFO
Christoph Bühner, CPO

Finance and Controlling, HR
Christian Manser

Sales and Marketing
Steffen Tomasi

Production
Christoph Bühner



Your Packaging Innovator 

Wipf Holding AG

Wildischachen

CH-5201 Brugg

Switzerland

www.wipfgroup.com


