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WE HAVE PIONEERED 
THE CONSTRUCTION INDUSTRY FOR

In a couple of old writings, the longtime chair-
man of the board of Det Danske Trælast-
kompagni, Christian Kampmann, mentions a 
conversation with the then director, the com-
mercially trained Simon Schleicher: 

”Isn’t it difficult for you to travel around sell-
ing timber when you don’t have any knowl-
edge about it?” Kampmann asked. ”Oh, yes,” 
Schleicher replied, ”but I have learned that I 
must charge a little more for the goods than I 
have paid.” 

Our strategy may have developed a lot since the 
1900s, but the thinking has remained the same; 
we source in large quantities so we can...  

”Break pallets at scale” - Søren P. Olesen, CEO 
of STARK Group, 2016-present.



23 April 1896 was the beginning of what we 
today know as STARK Group. Our history began 
when two timber yards, Jørgensen & Stilling and 
Petersen & Matzen, merged under the name 
Aarhus Trælasthandel A/S. 

The merger came about because the owners saw 
advantages of ending the competition between 
the firms and instead benefit from joint econo-
mies of scale. 

The first report of the merged company, from 
1896, describes how it achieved a great result 
under the new favourable circumstances. The 
report also concludes that the merger slightly 
increased the costs:

”The expenses over the past year might be 
somewhat higher than they will be in the future 
and have been increased by establishment 
expenses of about DKK 4000, which have con-
tributed to new books, printed material, office 
supplies, telephone wiring, legal fees, etc. These 
expenses have been posted as trade expenses, 
while the costs of the transfer and purchase of 
various properties have been posted as property 
expenses and expenses related to the Sawing & 
Planing workshop.”

THE START 
OF A NEW ERA 

1896

Unloading of timber in Copenha-
gen around 1900. Drawing by Tom 
Pedersen.
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Balance sheet from the first financial year.

Excerpt from the handwritten agreement of 23 April 1896, 
which founded Aarhus Trælasthandel A/S.

1896
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The 1900s started quietly. This was not by any 
means a sign of what was to come in the subse-
quent decades. 

The most significant change in the industry 
was a change in the timber trade. Previously, 
almost all timber was brought to Denmark by 
independent captains of small Norwegian ships, 
who traded the wood for grain, butter or pork. 
However, at the turn of the century and in the 
early 1900s, large sawmills were built along the 
Swedish coast, which meant that timber imports 
from Sweden and Finland came to constitute a 
larger proportion of Danish imports. 

THE QUIET 
1900S 

Frederik Thykier Trælasthandel, Grenå 1908.

Advertisement from the 
opening of Varde Trælast-
handel in 1901, where 
good parking conditions 
in the form of stable 
space are mentioned.

1900 - 1909

The workforce in Odder Trælast.

The salary of a timber yard 
employee in 1903 was just 
as restrained as the decade. 
The salary for an employee 
was DKK 500 plus food and 
accommodation. The employ-
ee was later in his 50-years 
employment appointed branch 
manager.

STARTING SALARY
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Surprisingly, the outbreak of the First World War 
(1914-1918) did not bring any significant disrup-
tion to the timber business. The annual accounts 
for the financial year 1916/17 even made history 
as the company’s best year. Imports remained at 
a steady level throughout the war. 

Aarhus Trælasthandel A/S was run both as 
a wholesale and retail business until 1918. 
However, on 1 January 1918, a long-held dream 
of Gerhardt Stilling, the then director of the 
company, came true: The retail division was split 
into two independent limited companies, while 
the wholesale company, which also became the 
main shareholder in the two new retail compa-
nies, changed its name to Det Danske Trælast-
kompagni A/S (DDT). 

DDT was listed on the Copenhagen Stock 
Exchange, and an office was set up in Copen-
hagen.  

Unlike the war period, the post-war period hit 
DDT hard.  By the end of the 1910s, the Copen-
hagen branch was in particularly bad shape. 
Price increases and a three-month strike in the 
construction industry had had negative impacts 
on the revenue. At the same time, railway traffic 
from Sweden suffered extreme price increases.

In August 1919, the price of freight increased by 
as much as 50%. This was in addition to previ-

THE YEARS OF 
WORLD WAR I  

Price list from 1911. The price of timber may seem low, but in 
comparison, a pound of coffee had a cost of DKK 1.5

ous increases, which meant that freight costs 
were 250% higher than before the war, making 
sales dependent on railway freight unprofitable. 
The company, therefore, had to switch to ship-
ping and let the smaller sales (sales by railway) 
be distributed from the Port of Copenhagen, 
albeit with severe delays due to the temporary 
strike. 

Skanderborg 
Trælasthandel,
1918.

1910 - 1919
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Share from 1919 with dividend vouchers.

1910 - 1919

Vesterbro Trælasthandel, 1918.

Vesterbro delivery department, 1918.
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The hectic post-war period brought wild eco-
nomic cycles in the 1920s and a worldwide re-
cession in the 1930s, during which inconvenient 
and time-consuming measures such as import 
controls, a currency board and high unemploy-
ment came to play a major role. 

In 1932, when the economic crisis in Denmark 
was at its highest level, the construction indus-
try faced unemployment rates of 47% and 49% 
among carpenters and bricklayers, respectively. 

The financial crisis of the 1930s also made it dif-
ficult for customers to pay for goods. Customers 
were required to provide a guarantee for larger 

THE ROARING 20S 
AND TROUBLED 30S

construction projects as a way for companies to 
protect themselves against non-payment. These 
guarantees came in all shapes and sizes.

One of the more unconventional guarantees 
occurred in 1931 when a typographer at the Dan-
ish newspaper Horsens Avis wanted to build a 
summer house with materials amounting to DKK 
700. The typographer’s editor agreed to provide 
a guarantee for his employee in exchange for a 
three-month credit on his employee’s salary. The 
editor could then simply withhold the typogra-
pher’s salary if he did not pay for the materials. 

1920 - 1938

In 1924, the company bought its first car, 
a used open-bodied Willys Overland, for 
the director of the Vesterbro branch. The 
car was used a few times a year to travel 
around the country.

In 1927, the company purchased its first 
truck, one of the first company trucks in 
town. A major step forward. 

RISE OF THE AUTOMOBILE

Newspaper clip from 1935 with a photo of the company’s noble headquarters near the 
Copenhagen Town Hall Square. 
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1920 - 1938

DDT first started trading plywood in the 
1930s. Initially, the business was limited to 
Copenhagen, as the director Schleicher was 
not particularly interested in a product he 
thought had no future.

NO FUTURE FOR PLYWOOD

Newspaper Børsen, 1932.

Frederiksbjerg Trælasthandel, 1920.
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In the late 1930s, trade conditions improved, and 
the tax-free import of foreign Coniferous trees 
was expected to become the big saving grace, 
because when the Second World War began in 
1939, the Danish timber warehouses were well-
stocked all around the country. 

The good times were short-lived as the years 
of the German occupation (1940-1945) and the 
years after the war brought renewed uncertain-
ty. Rising material prices, falling bond yields, 
inflation and commodity shortages all became 
important obstacles in the construction industry. 

In addition, trade was so tightly controlled by 
currency allocation, maximum prices and price 
controls that independent merchants were left 
with hardly any room to manoeuvre. The Direc-
torate of Commodity Supply decided how much 
currency they would be allocated, the govern-
ment how much they should pay for goods, and 
the Price Control Board decided their selling 
prices. 

The 1940s proved to be a harsh decade with 
extreme restrictions. 

After the war ended, the stage was set for 
regaining lost market shares. At the time, the 
import of Parana pine from Brazil was a great 
success, which had come to the company’s 
attention by chance. The then director, Niels 
Kampmann, first travelled to London to see the 
goods and then to Brazil to arrange a shipment. 

In order to keep revenue up, a 
branch in Horsens, Denmark, 
sold poor quality and defunct 
goods to the German army, 
keeping the quality goods for 
their regular Danish customers. 

HIDDEN PRIORITY

In 1947, the demand for building materials was very high - but 
the timber companies could not deliver. Material shortages 
pushed prices up like never before: From 1932 onwards, the 
price of shuttering boards increased by almost 700% - from 
DKK 1 to DKK 7.20 per cubic foot.

700% INCREASE

WORLD WAR II - 
MERCHANTS IN CHAINS 

1939 - 1949

Holbæk Trælast in fire, 1937.
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As the years passed after the wars, the Danish 
currency situation improved, and so did the 
demand for less regulation. In the early 1950s, 
demand for timber was still high. Alleviating the 
housing shortage became a political priority, and 
the construction industry began to flourish like 
never before. 

Back in 1934, the Group acquired A/S Carl Røn-
now, whose main business areas included Polish 
timber, plywood and lumber. In 1950, the com-
pany decided to cease its lumber business and 
concentrate on planks and hardwood. The Carl 
Rønnow division grew, and in its heyday, it had 
purchasing departments in the USA, England, 
Germany, the Netherlands, Malaysia, Indonesia 
and the Philippines.

However, the timber industry was still subject 
to strict restrictions on imports, and with the 
majority of timber imports coming from Sweden 
and Finland, it was difficult to meet the high 
demand. Fortunately, the last restrictions on 
imports from Sweden were lifted in 1952 and 
from Finland in 1958. By the end of the 1950s, 

THE FREE 50S 
AND THE LEGENDARY 60S 

1950 - 1969

restrictions on practically all of the industry’s 
imported goods had been lifted, allowing the 
boom to continue through the 1960s, a decade 
in which Denmark experienced unprecedented 
growth in construction.

Over the years, the timber industry has proved 
to be unrelenting and difficult to rationalise. Old 
traditions and working methods were stubbornly 
preserved for generations. In the years lead-
ing up to the Second World War, almost every 
timber yard used horses – a tradition that even 
bounced back during the war when petrol was 
limited. In fact, horses even graced many of the 
timber yards around the country throughout the 
1950s.

In the start 50s the state loaned up to 90% of 
all construction at 2.2% interest while paying a 
5-6% interest rate on its own loans.

INTEREST RATES
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The 1960s was also a decade of innovation, 
which led the company to the bright idea of 
adding building-related hardware to the product 
range. These products were needed by crafts-
men, who were already customers. 

Unfortunately, it turned out to be a bad gam-
ble. The lack of turnover meant that the large 
handling costs could not be paid, just as the 
large stock could not be financed - but the idea 
of this type of DIY store did not disappear so 
easily...

In 1960, the number of residences built was 22,000. 
Ten years later, the number had almost doubled to 
more than 40,000. 

HOUSING EXPLOSION IN NUMBERS

1950 - 1969

In May 1966, DDT took over the timber yard 
Silvan in Slagelse. This quickly led to a merger 
of the two DDT-owned timber yards in Slagelse: 
Slagelse Trælasthandel A/S and A/S Trælast-
handelen Silvan. 

The merger laid the foundation for what we to-
day know as Silvan. With the increasing number 
of detached houses fuelling the DIY movement, 
the company now sought to try its luck with a 
DIY store once again. 

Live radio broadcast from the opening 
of Silvan Slagelse in 1968.

In 1968, DDT established the first Silvan Building 
Centre in a newly constructed building of ap-
proximately 3,000 sqm - the largest of its kind 
in Northern Europe. A new form of large-scale 
retail business for hardware, painting products, 
timber and building materials was thus born. 
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The 1970s was another decade plagued by un-
certainty, unrest and political debate, which the 
timber industry did not escape. 

The prospects for 1980 are described in the 1979 
annual report: ”(...) But we have to recognise that 
all planning is hampered by a lack of confidence 
in the will and ability of the politicians to solve 
Denmark’s serious economic problems. Our 
plans and budgets could be shattered by exter-
nal influences. During a period of uncertainty 
such as this one, it would be irresponsible to try 
to expand existing businesses or enter into new 
ones.” 

The crisis continued into the 1980s, and the 
stagnation in the construction sector had a 
serious negative impact on the financial results. 
A large number of the Group’s customers faced 
payment difficulties due to loss of earnings, and 
the collateral provided by debtors as a condition 
for granting credit often turned out to be worth-
less. In 1980, the Group suffered unprecedented 
losses. 

THE POLITICAL 70S AND 
THE CRISES-RIDDEN 80S 

Fortunately, conditions improved later in the 
decade as the economy improved and the idea 
of becoming more oriented towards internation-
al markets took hold. As thoughts turned into 
action, DDT acquired the English trading Group 
S.H Montgomery Limited through its subsidiary 
A/S Carl Rønnow in 1987. 

This became the starting point for a series of 
international acquisitions. At the end of the 
decade, in 1989, DDT was again on the move 
outside the Danish borders. This time it pursued 
the acquisition of a Dutch company in order to 
expand its international activities. At the same 
time, DDT formed a new parent company, CR 
International Ltd., allowing all foreign activities 
to be consolidated.

1970 - 1989

In 1910, the metric system was introdu-
ced in Denmark. Nevertheless, it would 
be 60 years before the timber industry 
replaced the familiar and trusted units 
of measurement, cubit and inch, with 
the meter system.

CUBIT AND INCH

Board members at a general meeting in the 70s.

Silvan’s very first delivery truck.
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1970 - 1989

1989 was a big buyout year for DDT. Several 
years of acquisitions culminated in the merger 
of two of the country’s largest Groups in the 
field: DDT acquiring Superbyg A/S. The Group 
now had a total turnover of DKK 4 billion and 
employed around 2,000 people. This meant that 
DDT had gained a large market share. The acqui-
sition gave DDT a market share of between 20 
and 25% in goods supplied to the construction 
industry and DIY enthusiasts in Denmark. The 
acquisition of Superbyg also opened the door to 
the Greenlandic market through its first store in 
Nuuk. 

Just when you thought 1989 was coming to an 
end, DDT turned its gaze to the other side of the 
Sound, where the Group acquired Sweden’s larg-

Carl Rønnow, Malaysia 1989.

The headquarters in Teglholmsgade, Sydhavnen.

est timber yard chain, Beijer Byggmaterial. That 
added a total of 1,300 employees, 37 branches 
and a turnover of SEK three billion to the Group. 

After the acquisition of Beijer Byggmaterial AB, 
Beijer Byggvarer A/S in Norway also followed 
suit with its 29 branches. However, the oper-
ations in Norway did not lead to satisfactory 
results and the following year, in 1990, the Nor-
wegian company was wound up. 

The 1980s become the most expansive year in 
the company’s history. 
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The company’s main business at that time was whole-
sale trade in imported timber, mainly from Sweden, 
Finland and the USSR. 

WITH DDT AT 
THE HARBOUR

AARHUS IN THE 70S
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The 20th century was characterised, for better 
or worse, by one eventful decade after the other. 
Heading towards a new century, only the 90s 
remained. It is a decade that has often been de-
scribed as the parenthesis of the 20th century, 
but it certainly wasn’t an uneventful decade in 
the construction industry. 

The pace was fast in Denmark in the early 
1990s, and DDT took over 33 timber yards from 
Calkas A/S in 1990. In Sweden, however, the 
construction crisis was far from over. DDT felt 
the full impact of this. The Group ended 1991 

THE PARENTHESIS OF THE 
20TH CENTURY: THE 90S.  

with a pre-tax loss of DKK 57 million compared 
to a profit of DKK 124 million the previous year. 
The poor result meant that, for the first time, no 
dividend was paid to its shareholders. 

In 1993, DDT was in the midst of its worst 
crisis ever. Management announced that it 
was expecting a loss in 1992 of DKK 70 million 
before tax, of which DKK 50 million was due to 
securities and currency movements. That led to 
selling-off international businesses, and the ac-
tivities of Carl Rønnow were wound up in 93/94 
due to the lack of profitability. 

From April 1992, DDT’s Import and Distri-
bution division offered next day delivery 
to all of Denmark’s approximately 600 
timber yards and builders’ merchants. The 
entire timber trade could now order goods 
by phone or fax and have them delivered 
the next day or with guaranteed delivery 
within 20-29 hours.

INDUSTRY SUPPLIER

1990 - 1999

In 1997, Danske Trælast was 
awarded a price for its 1996 
annual report. It was later 
used as a case in accounting 
textbooks.

ACCOUNTING PRICE

The crisis and the recent currency turmoil al-
lowed the company’s stocks to trade at a sell-off 
price. Nevertheless, the Group’s shares were still 
considered a good long-term investment, which 
turned out to be true as the following year the 
Group’s fortunes turned once again. 

At the company’s 100th birthday in 1996, the 
name changed to ”Danske Trælast (DT)”.  
The 90s were not just one long crisis. In 1997, 
the Group was again on the hunt for new acqui-
sitions, and it set its sights on Norwegian Neu-
mann Bygg with its seven branches. In the same 
year, the Group launched the SILVAN chain in 
Sweden. 
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1990 - 1999

100 YEARS ANNIVERSARY
The anniversary was marked with a reception for external partners in the timber yard in Teglholms-
gade. Here, the company received Simon Debel’s wooden sculpture ”The 12 cities of culture” as a 
gift from the employees. In the local branches, the 100 years were also celebrated. Internal events 
were held for the employees, who, besides receiving a gift bag, had the opportunity to buy shares in 
the newly named Danske Trælast A/S at a favourable price. DT donated DKK 1 million on the same 
occasion to the Det Danske Trælastkompagnis Jubilæumslegat (today the STARK Foundation).
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The company got off to a good start in the 
2000s. In 2000, Danske Trælast bought the 
Finnish builders’ merchant chain Starkki, which 
at the time included 16 branches. This would 
turn out to be the first step in developing what 
would later be known as the STARK chain. 

The 2000s was also a decade of trying out new 
concepts, and the low-cost DIY chain Cheapy 
was launched in 2002 in the south of Sweden. 
The aim was to be the cheapest and thus to beat 
the competitors on price. 

In 2003, significant changes took place that 
caused a stir. The equity fund CVC Capital Part-
ners bought Danske Trælast for approximately 
DKK 6 billion after it had been listed on the 
Copenhagen Stock Exchange for 85 years. The 
three largest shareholders, Codan, ATP and LD 
held about 47% of the shares. 

The sale to CVC certainly did not go unnoticed, 
and not everyone was happy about the devel-
opments before the sale at the 2003 General 
Assembly. Some were alarmed that a well-run 
Danish company would come under foreign 
ownership, and several thought that it was being 
sold too cheaply. Most notable, however, was 
a clearly agitated Finn Sehested, a former CEO 
of DT. With phrases like ”I was not present at 
the 2002 General Assembly... by which I mean 
there’s no shame in staying away when you’re 
not invited”, there was no doubt that the tone 
had been set. 

THE TURBULENT 
00S 

Critical and complicated questions were 
raised to the Board – questions that could not 
be answered, for one reason or another. The 
former CEO resented the fact that the well-run 
business was being sold to, in his words “the 
visionless CVC”, which he expected to slaughter 
the company with divestments and exit with a 
billion in profit. 

”A sell-off; not a sale” - Finn Sehested, former 
CEO. 

2000 - 2009

In financial terms, the Group sailed 
through the 00s with one good 
annual report after another, helped 
along by the skyrocketing prices in 
the housing market and the country’s 
construction boom. This culminat-
ed in 2006, when Danske Trælast’s 
operating result exceeded DKK 1 
billion for the first time, and the total 
revenue reached DKK 17.5 billion.  

THE BILLION
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In autumn 2004, the ribbon was cut and DT 
launched the STARK chain. To attract profes-
sional customers in particular, a new chain of 
timber yards and builders’ merchants, former-
ly known as DDT Detail, was established. 75 
branches around the country were given a new 
common identity under the name STARK. 

The 2000s were all about being dynamic, 
because change was ubiquitous. On 31 Janu-
ary 2006, the parent company Danske Trælast 
A/S changed its name to DT Group A/S. The 
name change resulted from the fact that the 
Group had not been exclusively Danish for many 
years. At the time, the company had operations 
throughout the Nordic region and purchasing 
offices in the Baltic States and South-East Asia. 

The Group is now such a big international player 
that it is important to have a name that everyone 
can pronounce and write. 

However, the changes did not stop there and 
in 2006, just three years after the sale to CVC, 
DT Group was sold to the listed British Group 
Wolseley (now: Ferguson plc.). 

Under the ownership of Wolseley, DT Group 
expanded into Central and Eastern Europe. In 
2006, Wolseley acquired Woodcote, which be-
came part of DT Group in 2008. At this time the 
Group has a total of 45 branches in the Czech 
Republic, Slovakia, Poland, Hungary, Romania 
and Croatia. 

2000 - 2009

The launch of the STARK chain saw an improvement in the 
services directed at professional craftsmen, including the 
introduction of a discount card that allowed customers to 
enjoy benefits in all STARK branches and not just their local 
timber yard. 

NATIONWIDE SERVICE

Newly built head office at
Gladsaxe Møllevej, Søborg.
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Woodcote was not the only company to be 
incorporated into DT Group under the ownership 
of Wolseley. In 2010, CEE, with branches in Italy, 
Austria, Switzerland, Luxembourg, the Nether-
lands, Belgium and Denmark also became part 
of DT Group. CEE’s main focus was “light-side” 
building materials, including plumbing supplies.
 
DT Group was also on the hunt for new acquisi-
tions in the Nordic countries. Enemies became 
friends when DT Group acquired the Finnish 
competitor Puukeskus. Together, Starkki and 
Puukeskus accounted for almost a quarter of the 
Finnish market. With Puukeskus on board, the 
new Finnish chain was named: STARK Suomi Oy. 

However, it wasn’t all plain sailing in the 2010s; 
in 2014, after 12 years of development and 
expansion, DT Group’s low-cost adventure 
came to an abrupt end. The Cheapy branches 
were wound up. The 11 branches that generated 
the highest profit were converted into Beijer 
branches, 18 branches were sold to Jem & Fix in 
Sweden and two branches were closed. 

The accounts seemed to be moving in the wrong 
direction over the decade, and in 2015/2016, DT 
Group announced its worst annual report in 20 
years – although the numbers were still in the 
black. However, this development led the Group 
to consider its options carefully in order to put 
an end to the trend. 

THE ADVENTUROUS 
2010S

It was decided that DT Group should focus on 
becoming the preferred supplier to the profes-
sional craftsmen. Therefore, Silvan was sold to 
the German private equity firm Aurelius Group 
in 2017.

On 10 November 2017, Wolseley sold STARK 
Group to the US private equity firm Lone. 
The adventures continued with big purchases 
south of the Danish border in 2019. 

In a multi-billion deal, STARK Group acquired 
Saint Gobain Building Distribution’s activities 
in Europe’s largest market for building materi-
als. The deal doubled STARK’s annual turnover 
from DKK 16.5 billion to DKK 32 billion and 
added 5,000 employees to the Group. The 
STARK Group now had 10,000 employees in six 
countries, with more than 400 building centres 
in Northern Europe. The German subsidiary was 
named STARK Deutschland GmbH.

2010 - 2019

In the summer of 2017, DT Group 
changed its name to STARK Group. 

NAME CHANGE
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2020, it sounded so good. Unfortunately, the 
year quickly became defined by phrases such 
as: “pandemic”, ”covid-19”, ”lockdown”, “quaran-
tine”, ”infection rate” and “herd immunity”. These 
were all linked to the virus that started spread-
ing in 2019 and turned into a global pandemic in 
2020. A pandemic that we are still fighting at the 
Group’s 125th anniversary in April 2021. 

From STARK Group’s perspective, the pandemic 
has been a bit of a rollercoaster ride. For us, as 
for so many others, the outbreak of coronavirus 
in March 2020 led to office workers and anyone 
not performing business-critical functions being 
sent home. With fears and uncertainty about the 
future, the Group kept a low profile throughout 
March. However, this proved to be unnecessary. 
Sunshine and blue skies combined with lock-
down conditions and limited opportunities for 
travel or simply going out to eat led to a flurry of 
activity among craftsmen, initiating a renovation 
and construction boom. With efficient logistics, 
a dedicated sales force ready to work and a 
good strategy, 2020 turned out to be a record 
year on several parameters. 

THE UNPREDICTABLE 
YEARS 

2020 was also the year we implemented a great-
er visual coherence across national borders. The 
logo in each market was adjusted and Anton 
the ’caveman’ featured as a common element, 
uniting the Group under the same umbrella with 
a common style to emphasise the international 
presence and overall strength as a Northern 
European market leader. 

In 2021, Lone Star put STARK Group up for sale 
and an old friend returned when CVC Capital 
Partners bought the company. The sale meant 
a reunification between the STARK Group and 
CVC, who previously owned the Group from 
2003 to 2006. 

STARK Group turned 125 years on 23 April 2021. 
Today, the Group is a leading B2B distributor of 
heavy building materials, services, and advice to 
the construction industry in the Nordic countries 
and Germany, with a strong focus on profession-
al craftsmen. STARK Group serves a portfolio of 
around 235,000 customers and works with more 
than 10,000 suppliers in over 420 locations. 

2020 - 2021       
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1896-1909	 Jens Marius Stilling  (b. 1838) 

1909-1919	 Gerhard Stilling  (b. 1876)

1919-1942	 Harald Jensen, Copenhagen division  (b. 1882) 
		  Simon Schleicher, Aarhus division  (b. 1877)					   
		  Equal standing. 

1942-1948	 Harald Jensen  (b. 1882)

1948-1982	 Niels Kampmann  (b. 1914) 

1982-1999	 Finn Sehested  (b. 1937)

1999-2012	 Steen Weirsøe  (b. 1948)

2012-2015	 Ole Mikael Jensen  (b. 1970)

2016-now	 Søren P. Olesen  (b. 1967)

PAST EXECUTIVE 
DIRECTORS 

Jens Marius Stilling Gerhard Stilling Harald Jensen

Finn Sehsted Steen Weirsøe

Ole Mikael Jensen Søren P. Olesen
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Every day, you work hard to build other people’s future, so every day we 
work hard to build yours.

We are 10.000 people working across more than 400 branches in 
Northern Europe. We are your local builders’ merchant.

We empower each other with industry insights and product knowledge 
to guarantee you sound advice. Our united strength enables us to 
source products internationally, so you can build value locally. On top 
of that, our superior logistics ensure that you get the right products, on 
time, exactly when, where and how you need them. 

We have built trust since 1896 and have overcome challenges and pio-
neered our industry for more than 120 years. And we continue to do so.
Today, environmental challenges require our focus, as we listen to you 
and pay attention to the world around us. Based on decency, passion 
and pride, we stand by each other, share ambitions, and go out of our 
way to achieve them. That is what it takes to find better solutions for 
you and for the planet.

Whether you are designing, constructing or renovating, we equip you, 
support you, and help you set the standards for trusted work.  

Trust builds the future.	

Today, STARK Group is 125 years experiences richer and stronger than 
ever. It has been a long, impressive and eventful journey with both ups 
and downs. Fortunately, the journey does not end here: Large quantities 
of products and materials are bought, broken down into small parties 
and made available to customers at the right prices – exactly where, 
when and how they need them.

Throughout our history, we have pioneered the construction industry, 
and today we are one of Northern Europe’s leading distributors of heavy 
building materials, services and advice to the industry. Then as now, it is 
values such as decency, passion and pride that shape the company: A 
market leader in the industry – created by the industry’s most dedicated 
employees and loyal customers. 

The future looks bright, but if there’s anything we’ve learned from our 
history, it’s that things can turn quickly. However, one thing is certain. 
Together with our new owners, CVC, we will continue to execute our 
strategy with a strong focus on both organic growth and acquisitions in 
the Nordics and Germany. We will continue to improve customer satis-
faction with our product range, services and advice, with an employee 
engagement in top.
 
”When you get up to speed, it’s all about keeping the pace without too 
many distractions” - Søren P. Olesen, CEO, STARK Group 

A GAZE INTO 
THE CRYSTAL BALL
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