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COMPANY
PRESENTATION

WE BUILD OUR
FUTURE BY
HELPING OTHERS
BUILD THEIRS
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TRUST BUILDS
THE FUTURE
Every day, our customers - the professional builders across
Northern Europe - work hard to build other people's future.
They are passionate about their craft and committed to
designing, constructing and renovating the places where
we live, work and play. For them, setting standards for
trusted work is the only option.
At STARK Group, we share our customers' commitment to
building the future, and every day we work hard to reach
our common goal.
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OUR VALUES
Our core values reflect what we stand for and help our customers and partners
understand and appreciate what it means to do business with us.
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DECENCY

PASSION

PRIDE

We act with decency
towards customers,
colleagues and partners

We care deeply
about people and
society

We take pride in
delivering what we
promise

BRIDGING THE GAP
IN THE VALUE CHAIN
Our united strength lets us source products
and building material internationally, to deliver
value in the local communities across our
seven Northern European markets.
As a leading heavy building materials
distributor in Northern Europe, we bridge the
gap between our suppliers and customers Northern Europe's professional builders.
We add value through quality products and
materials, sound advice, and superior logistic
solutions and distribution.
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WE ARE AN INTERNATIONAL GROUP
WITH A LOCAL ATTITUDE
Our vision is to be the most trusted business-to-business distributor of heavy
build materials in Northern Europe. We take responsibility for the entire value
chain in our industry by providing the best terms possible for our customers
and suppliers.
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Branches and
distribution centres

Employees

EURm net sales

Company in DK

B2B Customers

Deliveries per day

FINANCIAL HIGHLIGHTS
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BUSINESS UNITS
STARK Group consists of five
business units. Each business unit
has its own autonomous, national
management team.
All STARK Group business units are
chain concepts, with products and
services visibly marketed under a
single name in the market in which
they operate.

STARK NORDICS
DENMARK

STARK GERMANY
Market
position

GERMANY AND AUSTRIA

#1
SWEDEN

#1
FINLAND

#2
NORWAY

*

#1
* Regional champion in Bergen and Tromsø.
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Market
position

#1

HOW WE ARE ORGANISED
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STRATEGY

7 PILLARS OF OPERATIONAL EXCELLENCE

Leadership and operational excellence

STARK Group has organised and
operates to win the attractive market
for heavy building materials in the
Nordics and Germany.
The Group competes in the
marketplace from leading market
positions and with a decentralised
operating model that leaves decisionmaking powers with local operators
close to the customers.
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STARK Group’s strategy builds on seven pillars of operational excellence

1.

SME focus – preferred partner
to SME customers

2.

Customer promise –
committed to offering a
superior customer service
experience

3.

4.

Smart pricing – customised
systems and processes to
optimise pricing dynamics
Better sourcing – shared
sourcing function with local
business unit anchor points

5.

Stronger network – further
improve efficiency and
density of distribution
network

6.

Digital leadership –
strengthen customer
relationships through
digitalisation of services

7.

Excellent operator – strong,
local decision-making and
accountability supported by
group-wide strategy and
sharing of best practice

STRATEGY
Focus on attractive market segments
STARK Group does business in a geopolitically stable region with limited exposure to long distance supply chains
and focuses its business on a highly attractive market segment: Professional craftsmen working in small and
medium-sized enterprises (SME) in the market for renovation, maintenance, and improvement (RMI).

Geography

The geographical footprint is in the Nordics,
Germany and Austria, all of which exhibit
robust market fundamentals including stable
GDP growth, a stable regulatory environment
as well as compelling structural growth
drivers. These include urbanisation,
population growth and a push for improved
energy efficiency and sustainability in the
existing housing stock.
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Market

Customers

Gross profit est. split by end market segment

Net sales split by customer type

The key market is the RMI end-market, which
has relatively high cyclical resilience
compared to the newbuild market. The RMI
market benefits from the increasingly
important market for energy efficiency, the
EU Green Deal stimuli package and private
investments to improve the existing housing
stock through more energy efficient and
sustainable solutions.

Customers are craftsmen in the market for
small and medium-sized enterprises that
mainly engage in small and medium-sized
RMI projects or as subcontractors to large
building companies in large renovation
works.

Products

The products are heavy building materials that
by nature are large (e.g., timber, plasterboards
and doors), heavy (e.g., steel and cement) and
fragile (e.g., roof tiles and windows). Hence,
the products are complex to distribute and
require specialist skills and utilities when
craftsmen procure different mixes of materials
for delivery within a short timeframe. To meet
craftsmen’s needs, the Group also keeps a full
assortment of power tools, fasteners,
workwear, insulation, paint, etc.

BUSINESS MODEL
KEY RESOURCES
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BUSINESS ACTIVITIES

VALUE CREATED

SUSTAINABILITY IS
A TOP PRIORITY
As a leading business-to-business distributor of heavy
building materials in Northern Europe, we believe that
doing business responsibly and sustainably is the
right course of action.
We are well-positioned to play an instrumental role in
the shirt to a low-carbon economy, and together with
our customers, suppliers, and society, we can help
build the cities of tomorrow with zero emissions.
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OUR APPROACH
Our approach to sustainability is about
creating a long-term perspective with a
relentless focus on sustainable business
development.
We operate in the construction industry
that accounts for 39% of all global carbon
emissions and a significant waste from
demolition. Therefore, we work relentlessly
to mitigate our adverse impact on the
planet that STARK Group and its industry is
accountable for.
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OUR ROAD TO NET ZERO
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SUSTAINABILITY HIGHLIGHTS
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We are committed to accelerating our
sustainability journey by being instrumental
in building the cities of tomorrow with zero
emissions. Our commitment to investing in
sustainability has never been firmer, and our
pipeline of initiatives has never been
broader.
We continuously work with our suppliers and
customers to increase the assortment of
eco-labelled products and to promote energy
efficiency, life-cycle thinking and circularity.

SØREN P. OLESEN
CEO STARK GROUP
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RESPONSIBLE SOURCING
Responsible sourcing of our products has a
massive impact on a global scale, and securing
future materials in the supply chain is an integrated
part of running a sustainable business.
To ensure a relevant assortment of products that
continuously meets market expectations and
follows product development, STARK Group
consistently offer a broad range of eco-labelled
products.
We also supply materials to satisfy public
procurement policies and the requirements of
sustainable construction certification schemes
(i.e. DGNB, LEED, BREEAM).
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UN GLOBAL COMPACT
STARK Group is a proud signatory of the UN Global
Compact, and our sustainability framework is built on the
ten principles of the UNGC, taking into considerations how
we can contribute to the Sustainable Development Goals
(SDGs).
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STARK GROUP AWARDED
A TOP RATING FOR ITS
SUSTAINABILITY PERFORMANCE
STARK Group has achieved a platinum rating by
EcoVadis, placing them in the top 1% of companies
assessed by EcoVadis globally. As a result, STARK Group
takes place among the 3% of Danish companies that
have obtained a platinum rating.
This is the first time that the Group is rated by EcoVadis:
The world’s largest and most trusted provider of
business sustainability ratings, creating a global network
of more than 75,000 rated companies.
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HOW IT STARTED
One small local timber yard in Aarhus, Denmark.
That is how it all started.
Fast-forward to today, and we have grown into an
international Group and a leading supplier of
products and materials to professional builders
across Northern Europe.
Our story began in 1896 when two local firms,
Jørgensen & Stilling and Petersen & Matzen,
merged under the name Aarhus Trælasthandel A/S.
This local merger turned out to be the beginning of
a long and eventful journey. The journey has
included organisational and geographical growth
and expansion.
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HISTORICAL HIGHLIGHTS
2021
BEYOND THE NORDICS
Upon completed turnaround and solid performance,
acquires SGBDD in Germany.

Acquired by CVC in 2003 in a public-to-private deal
and divested to Wolseley in 2006.

Wide organic and M&A expansion to the rest of
Denmark, and name changes to Det Danske
Trælastkompagni A/S.
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B2B AND LONE STAR FUNDS
Silvan is sold, name changes to STARK Group, and
Lone Star Funds acquires STARK Group from Wolseley.

2003-2016
SWEDEN, NORWAY AND FINLAND

1989-1997
DENMARK EXPANSION

CVC Capital Partners acquires STARK Group from
Lone Star Funds.

2019
2017-2018

CVC AND WOLSELEY

CVC CAPITAL PARTNERS

Expansion to Sweden (Beijer Byggmaterial, founded
1866), Norway (Neumann Bygg, founded 1839), Finland
(Starkki, founded 1868).

1900-1970
FOUNDED

1896

The Danish parent company is founded, on the back
of merging firms ‘Jørgensen & Stilling’ and ‘Petersen
& Matzen’.

THANK YOU
STARK Group A/S
C. F. Richs Vej 115
2000 Frederiksberg
info@starkgroup.dk
www.starkgroup.dk

