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ARVALIS - Institut du végétal

ARVALIS - Institut 
du végétal 

3 rue Joseph et Marie Hackin
75016 Paris
France

Phone: +33 1 44311000
Fax: +33 1 44311010

contact@arvalis-infos.fr
www.arvalisinstitutduvegetal.fr

Similar to a nonprofit society, 
our corporate goal is not the 

maximization of profits.

“ARVALIS is a company un-
der private law,” explains CEO 
Jacques Mathieu. “Similar to a 
nonprofit society, our corporate 
goal is not the maximization of 
profits. We are funded by two 
sources, partly through the 
contributions of cooperatives 
and federations and partly with 

the help of specific private sec-
tor jobs in the industry.” 
Every year, the institute has 
a turnover of 50 million EUR, 
15% of which is realized 
through private contracts. 

These private offerings include 
experiments and research 

It was agriculture which long ago allowed people to abandon their migratory life 

and settle down. But since the first humans put seeds into the ground, much 

has changed. Science and technology have played a major role in this area of 

business for a long time. ARVALIS is a French institute for farmers who grow 

grain, potatoes and corn. As a tool for farmers to increase productivity and 

competitiveness, the nonprofit company covers the entire chain of needs.

Farming smarter
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projects for the industry 
and whose results are only 

available to the client, training, 
lectures and seminars, tools for 
decision-making like satellite 
images, publications in the me-
dia and expert reports. “Every 
year we invest six million EUR 
in new equipment and techno-
logies,” Mr. Mathieu adds.

The cooperatives give ARVALIS 
a standing order for research. 

“In France, there are currently 
350,000 farmers in cultivation,” 
clarifies Mr. Mathieu. “70 % of 
them fall into our in our area of 
responsibilities, which inclu-
des potatoes, corn, grain and 
animal bedding.“ 

ARVALIS was founded in 1960 
as part of a state initiative to 
help farm-ers in France. “A 
single farmer alone does not 
have the financial resources 
to commission a study or new 
research,” Mr. Mathieu points 
out. “The entire profession 
does, though. The results of 
our work benefit everyone, and 

we conform with the needs of 
our customers.” To be helpful 
for everyone, 400 employees 
work at 27 locations in France. 
“This is necessary for the con-
sideration of the different soil 
characteristics, climate zones 
and so on,” explains Mr. Ma-
thieu. “This way, the results are 
adjusted to nature.”

Every year 
we invest six 
million EUR 

in new equip-
ment and 

technologies.

www.arvalisinstitutduvegetal.fr
ARVALIS - Institut du végétal
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ARVALIS - Institut du végétal

But not only the farmers are 
among the customers of the 

institute. The food processing 
industry and equipment manu-
facturers benefit from its work, 
too. Indirectly, it is an asset to 
the entire population. “Agricul-
ture is a growth market,” Mr. 
Mathieu points out. “There is 
steady and increasing demand 
due to the every-growing world 
population.”

What does not increase at 
the same rate are the areas 
available for cultivation. On the 
contrary, the agricultural area 
is gradually reduced by urba-
nization. That is why the gui-
ding principle of ARVALIS is to 
increase production under the 
condition of cultivation impro-
vement. “Many say that this is 
impossible and that every in-
crease in the amount is always 
done at the expense of qual-ity 
or the environment,” Mr. Mathi-
eu discloses. 
“We say that it does not have 
to be the case. An example: 
There is a disease in potatoes 
that can destroy an entire crop. 

We inform our subscribers eve-
ry morning by SMS how great 
the danger of an outbreak of 
the disease is on that particular 
day. This way they only have to 
use preventive means if there 
really is a risk. This approach 
not only saves money for the 
farmer, but also protects the 
environment. The performance 
is enhanced by the benefits of 
technology.” 

Because of these kinds of con-
siderations, ARVALIS monitors 
one million hectares of land via 
satellite. Also in other aspects, 
the environment plays an 
important role in the research 
of the institute, for example 
when with regard to ensuring 
the water quality despite fer-
tilization. “Anyone who uses 
modern means of technology 
and researches intelligently can 
implement the guiding principle 
in real life,” Mr. Mathieu em-
phasizes. “Innovation is there-
fore an answer we definitely 
count on.” The performance is enhanced by 

the benefits of technology.



6

www.internationaltradenews.com

witrainlrdcly

In
te

rn
at

io
na

l T
rade News ePaper 2014March

2014
Advertisement www.hrforce.at

HR Force EDV Beratung GmbH

the company’s human resour-
ce and human capital ma-
nagement specialists work on 
temporary secondment at the 
customers’ premises. Someti-
mes, the clients only call on the 
company’s consulting services 
after the implementation of 
SAP ERP HCM when support 
is needed. “It is ideal when our 
customers buy the software 
from our parent company, scc 
EDV-Beratung AG which acts 
as a system provider. 

In Austria,
we are the undis-
puted market lea-
der and the big-
gest company in 

our industry.

“Indeed, the competition in 
the SAP consulting market is 
tough,” confirms Managing 
Director Peter Hawle. “Yet, in 
the human resources sector 
there is manageable number of 
players. In Austria, we are the 
undisputed market leader and 
the biggest company in our 
industry.”

The projects of HR Force last 
between two months and two 
years. For this period of time, 

Worldwide, SAP is acknowledged as THE leading enterprise 

software. The company scores with a unique offer of business 

applications, with individual and reliable support. HR Force EDV-

Beratung GmbH from Vienna specializes in project solutions 

for SAP users in the human resource sector. Despite the chal-

lenging economic environment and increasing competition, the 

company is continuously realizing growth rates.

Human resource solu-
tions with added value HR Force EDV 

Beratung GmbH

Wambachergasse 10
1130 Vienna
Austria

Phone: +43 1 87041-0
Fax: +43 1 87041-555

office@hrforce.at
www.hrforce.at
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We cooperate closely with 
scc. This cooperation is an 

important advantage for our 
clients, too, as it enables us to 
offer them all services from a 
single source.”

Companies from different in-
dustries and of different sizes 
as well as public institutions 
rely on the competence of the 

ago, we started to offer human 
resource outsourcing services 
on the basis of SAP ERP HCM. 
With SOURCE UP we take on 
the complete wage and payroll 
accounting for our clients. This 
sector is developing very well 
and we expect further growth 
potential here in the coming 
years.”

HR Force specialists. Today, 
the company focuses on the 
domestic market. Of course, 
the SAP specialist supports its 
clients outside of Austria, too.
“HR Force came to life through 
the fusion of two companies in 
1999,” explains Mr. Hawle who 
founded the business together 
with Michael Homole and scc 
EDV-Beratung AG. “Today, scc 

EDV-Beratung AG is our major 
shareholder, owning 66% of 
our shares. Michael Homole 
and I, we own 17% each.”

The managing director is opti-
mistic about the future. 
“Since we established HR 
Force, we have continuously 
grown with our customers,” Mr. 
Hawle explains the success of 

HR Force. “We do not hesitate 
to enter new markets together 
with our clients. Of course, 
the selection of the right staff 
is crucial to our success. Our 
employees need the required 
know-how, but they also have 
to integrate well into our team.”

 The company has much on 
its future agenda. “Three years 

Of course, the selection of 
the right staff is crucial to 

our success. 

www.hrforce.at
HR Force EDV Beratung GmbH

Peter Hawle Founder & Managing Director Michael Homole Founder & Managing Director
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Urbaco SA

Urbaco is specialized in the 
design and production of auto-
matically retractable bollards, 
removable bollards, and fixed 
bollards and posts. Founded in 
1986, the company is known 
worldwide as the inventor of 
the retractable bollard. It is a 
leader in the market for access 
control systems that use ret-
ractable bollards. “Since 2004, 
we have been a member of the 
Italian Came Group, a leader in 
automation, barriers and au-

tomatic doors,” explains Ma-
naging Director Renato Berto. 
Urbaco’s flagship product is 
the Generation 6 retractable 
bollard, which perfectly unites 
high technology and attractive 
aesthetics. The comprehensi-
ve bollard range also includes 
high-security bollards enginee-
red to provide maximum secu-
rity against ram-raid vehicles. 
In addition, Urbaco supplies 
customized access control 
systems, complete  

with remote controls, inter-
coms, electronic detectors and 
dedicated software for the cen-
tralized management control 
of accesses. Besides constant 
product development, Urbaco 
is focused on shaping its brand 
image as a supplier of safe 
and easy mobility solutions. 
“We are committed to making 
people’s mobility safe and 
easy, and bollards can make a 
vital contribution to this objec-
tive,” concludes Mr. Berto.

Bollards in various forms, from fixed to removable through to 

automatically retractable, are effective access control solutions 

used in pedestrian zones, commercial premises and many other 

public and private places. The pioneer and leading supplier in 

this market is Urbaco SA. The French company is more than an 

internationally recognized manufacturer of high-quality, innova-

tive bollards. It is a service-oriented business that makes a vital 

contribution to safe and easy mobility.

Safe and easy
Urbaco SA

Z.A. du Couquiou 
457 avenue du Clapier
84320 Entraigues-sur-la-Sorgue
France

Phone: +33 4 90480808
Fax: +33 4 90480088

urbaco@urbaco.fr
www.urbaco.com

Renato Berto Managing Director
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EnterCard Sverige AB

We make it simple to
secure easy access for

customers and increased 
customer loyalty for

partners.

“We are a young company 
with a wealth of experience,” 
says Managing Director Ca-
rina Björkefors. “EnterCard 
was founded in 2005 as a joint 
venture between Sweden’s lea-
ding bank, Swedbank, and the 
British bank Barclays, issuer of 
Barclaycard and a successful 
player in the credit card market. 

Today, we are one of the lar-
gest credit card issuers in the 
Nordic region with a staff of 
220 in Sweden, 200 in Nor-
way and 30 in Denmark, and 
a turnover of 140 million EUR. 
At present, we have about 
two million customers across 
Scandinavia.” EnterCard has 
about 50 card products such 
as Re:member and cards in 
cooperation with independent 

banks, British Airways, the 
Swedish Golf Association, the 
Swedish Labor Union, Me-
cenat, Coop, Joors, KLP and 
many more. “We are passiona-
te and innovative,” underlines 
Ms. Björkefors. 

“We love what we do, and we 
want to create new solutions 
that meet individual demands. 
We make it simple to secure 
easy access for customers and 
increased customer loyalty for 
partners. Over the past five 
years, we have grown strongly 
in the Nordic region, and we 
are looking forward to contin-
ued growth. Our cards are 
safe, reliable and easy-to-use, 
and we continue to create new 
products in accordance with 
new technologies.” 

Over the past years payment has undergone dramatic changes. 

Cards are playing an increasingly important role. Card readers 

are replacing coin-operated systems, and they are available in 

almost every store. The Swedish company EnterCard Sverige 

AB has contributed greatly to this development. Founded eight 

years ago, EnterCard has experienced an impressive success 

story in Sweden and across the Nordic region. 

Keeping it 
           simple

EnterCard Sverige 
AB

Klarabergsgatan 60
111 21 Stockholm
Sweden

Phone: +46 8 7371400
Fax: +46 8 205749

info@entercard.com
www.entercard.com                             

Carina Björkefors
Managing Director
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Justus Grosse GmbH

period, which greatly 
contributed to fighting 
the housing shortage.” 

Today, the private-
ly owned company, 
headed by the ma-
naging partners Joa-
chim Linnemann and 
Clemens Paul, ranks 
among the top three 
project developers in 
Bremen and is the 

Justus Grosse 
GmbH

Langenstrasse 6-8
28195 Bremen
Germany

Phone: +49 421 308060
Fax: +49 421 15760

immobilienmanagement@
justus-grosse.de
www.justus-grosse.de

One of the largest urban development projects in Eu-

rope is under way in Bremen: Überseestadt, the over-

sea town, a modern district covering an area of some 

300 ha in the historic waterside location of the refilled 

transatlantic port. For ten years now, the Bremen-based 

property development and real estate management 

company Justus Grosse GmbH has been actively en-

gaged in the project, realizing new buildings as well as 

restoring historic warehouses.  

A unique
       location

“We are a traditional proper-
ty developer and real estate 
manager, and we also have a 
holding company for our own 
real estate properties,” says 
Burkhard Bojazian, managing 
director of property develop-
ment at Justus Grosse. 

“In 1943 Justus Grosse found-
ed the real estate business and 
became the first project devel-
oper in Bremen in the post-war 
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biggest private real estate 
manager in Bremen with 

some 13,000 residential and 
commercial units. “At present 
we have a staff of 60,” explains 

We are experiencing stable 
development with ongoing 

organic growth.

gly active for institutional inves-
tors, a major growth sector.”

At present Justus Gosse is 
engaged in three major de-
velopment projects: Entrée, a 
project of three buildings with 
40 exclusive barrier-free con-
dominiums of 65 to 130 m² in 
the district of Horn; Stadtter-
rassen, a residential project in 
the historic city center of Bre-

men with 120 condominiums of 
50 to 140 m² for rent; and the 
largest project Überseestadt.

“Since 2003 we have been ac-
tive in this unique urban devel-
opment project with a number 
of new building projects and 
rehabil-itations. For example, 
we restored the historic Wein-
kontor wine warehouse into 
11,000 m² of high-quality 

Mr. Bojazian, “and we are ex-
periencing stable development 
with ongoing organic growth. 
We have been active solely in 
Bremen thus far, and we rea-

lize residential and commercial 
projects at first-class locations 
for private and commercial 
customers. Over the past five 
years, we have been increasin-

www.justus-grosse.de
Justus Grosse GmbH



12

www.internationaltradenews.com

witrainlrdcly

In
te

rn
at

io
na

l T
rade News ePaper 2014March

2014
Advertisement

office and loft space. Loft 
houses is another commer-

cial project on the river with 
5,000 m² of office space with 3 
m high rooms and floor-to-cei-
ling windows, and Green Living 
is a sustainable project on the 
river with extremely high ener-
gy efficiency encompassing 45 
residential units.” 

Mr. Bojazian is looking forward 
to future growth. “In contrast 

with other large towns, the real 
estate market in Bremen is a 
stable market with extreme-
ly low vacancy rates in both 
residential and commercial 
buildings. As a traditional pro-
perty developer, we know the 
market, and we are well-known 
as a competent and reliable 
partner for building projects. 
Moreover, we are engaged in 
assessing possibilities for fu-
ture projects.”  

As a traditional proper-
ty developer, we know the 
market, and we are well-

known as a competent and 
reliable partner for buil-

ding projects.

www.justus-grosse.de
Justus Grosse GmbH
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Søstrene Grenes Import A/S

is an experience for all the sen-
ses and a very special feeling 
to walk through the shop. 
Of course, people come to us 
for the products and the IKEA-
level prices, but also 50% for 
the shopping experience. We 
generate a lot of footfall that 
way. Customers do not just 
come because they need so-
mething.”

The 
atmosphere 

in our shops is 
truly unique.

“Our mission is to offer our 
cus-tomers unique shopping 
experiences,” confirms Ma-
naging Director Mikkel Grene. 
“The atmosphere in our shops 
is truly unique. The shops are 
rather dark with spotlights – 
something you will not find 
elsewhere. We have classical 
music on, you can touch all the 
products, and it smells nice. It 

Once upon a time, shopping was about buying the goods you needed. Those times are long gone. 

Today, shopping is about having fun, being inspired by the products you want and the good feeling 

of spoiling yourself. This trend perfectly meets the mission of Søstrene Grenes from Aarhus, Den-

mark. The company unites a chain of franchise shops where the shopping experience is almost as 

important as the act of buying itself.

A shopping experience 
for all senses Søstrene Grenes 

Import A/S

Strandvejen 90
8000 Aarhus C
Denmark

info@grenes.dk
www.grenes.dk
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The product program of 
Søstrene Grenes is huge 

and varies depend-ing on the 
season. It boasts toys, gift 
items, interior decor, hobby 
products, accessories, kitchen 
articles, candles, stationery pro-
ducts and nonperishable food 
products. 

rica. In addition, the company 
has a team of Scandinavian 
in-house designers – another 
unique aspect about the com-
pany. All the products designed 
in-house are marketed under 
the Søstrene Grenes brand. 
Today, Denmark still is the core 

“Our food range includes trendy 
goods such as olive oil, pesto, 
chocolate, candy, spices and 
jams,” says Mr. Grene. 

“Our product portfolio is well-
balanced, and every store is 
divided into different depart-
ments. Gifts and interiors are 

major product groups in all our 
stores. To stay up to date, we 
change colours four times a 
year, depending on the season. 

The colour concept is essential 
for our success. Of course, we 
adapt to the latest fashion and 
furniture trends, and our desig-

ners also bring in their ideas. 
All our products fit very well 
with each other.”
 
Søstrene Grenes buys its pro-
ducts from suppliers all over 
the world in Europe, Asia, the 
Middle East and South Ame-

Our product portfolio is well-balanced, 
and every store is divided into 

different departments.

market of Søstrene Grenes. In 
addition to this, the company 
oper-ates shops in Norway, 
Iceland, the Netherlands and 
Sweden. “I definitely see our 
future growth outside of Den-
mark,” says Mr. Grene. 
“Last year, we already 

www.grenes.dk
Søstrene Grenes Import A/S



Mickel Grene Managing Director

achieved half of our turnover 
outside of Denmark. Our goal 
is to have as many shops in 
Norway as we have in Den-
mark. Norway is a very promi-
sing market for us. In general, 
all European countries are 

interesting for us, especially 
Germany, which is close to us 
and where people like Scandi-
navian products. At present, we 
are looking for new franchise-
es to expand our network. We 
decided for a franchise system 

as we want people to own the 
shops. We believe that owners 
are much more motivated than 
employees. In fact, our shop 
owners love our concept and 
our products. It is fun working 
with our concepts. Some of 

them even handed over the 
shop to their children.” Søstre-
ne Grenes is not going to rest 
on its laurels in the coming ye-
ars. After a 35% increase in tur-
nover in 2012, the goal for 2013 
is to have over 70 shops and to 

open two more markets by the 
end of this year. In 2014, there 
are around 20 to 30 new shops 
on Mr. Grene’s agenda, as well 
as several new countries.

www.grenes.dk
Søstrene Grenes Import A/S
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Tanko AS

Tanko has
become one 

of the leading 
Norwegian LPG 

supply and
logistics 

companies.

Tanko is a specialized LPG 
supply and logistics company 
providing LPG and services to 
customers throughout Norway. 

As a former logisitics com-
pany within LPG and other 
oil-related products for the 
big Norwegian oil companies, 
Tanko has good knowledge of 
how to operate in this deman-
ding service market and has its 
own vehicle fleet. “This gives 
us total control of logistics,” 
explains Area Manager Tor 
Olafsen, responsible for supply 
operations.

Tanko was established in 2007 
by three partners with pro-
found experience in the oil in-
dustry both inside and outside 
Norway: Svein Romøren, Arne 
Svalestad and Tor Olafsen. 

Since then, Tanko has become 
one of the leading Norwegi-
an LPG supply and logistics 
companies. “After six years, 
we have 14 to 15% of the LPG 
market in Norway,” states Mr. 
Olafsen. “The goal is to reach 
25 to 30% within the next three 
to four years,” the area mana-
ger describes the company’s 

ambition to be the fastest-gro-
wing LPG company in Norway. 

Market share is not everything, 
however, in further advancing 
Tanko’s leading position. “It 
also means entering new mar-
kets with new energy prod- 
ucts,” says Mr. Olafsen. 

From 2014, therefore, Tanko 
will be trading sec-ond-gene-
ration, environment-friendly, 
sustainable biofuels. For this 
purpose, the company plans 
to set up Tanko Biofuels as a 
subsidiary.

Liquefied petroleum gas (LPG) is used as a fuel in heating appliances and vehicles, in industry, 

as a refrigerant and for cooking. One of the main suppliers of LPG in Europe is Norway. A leading 

supplier of LPG and related logistics in the Norwegian LPG industry is Tanko AS. Within a mere six 

years, the privately owned enterprise has developed into a significant player in the Nordic market.

Norway’s fastest-
   growing LPG supplier

Tanko AS

Valløveien 2
3118 Tønsberg
Norway

Phone: +47 952 59000
Fax: +47 647 65490

post@tanko.no
www.tanko.no

Tor Olafsen Area Manager
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Directa SIMpA

related to brokerage activ-ities. 
In fact, from 1997 to 2012, 
Directa succeeded in closing 
with a profit every single year, 
which is a rather unusual feat 
for a pure broker operating in a 
cyclical market which has seen 
the demise of most competi-
tors.

Through Directa, customers 
can trade on many European 
and US exchanges. 

Today, we
have more

than 17,000
European
customers.

Directa is the pioneer and 
leading broker in the Italian on-
line trading industry. “We offer 
our European customers the 
possibility to carry out financial 
transactions on the European 
and US markets from any de-
vice with Internet access,” says 
Mario Fabbri, Directa’s CEO 
and one of its three founders. 
“Our software allows them 
one-click high-speed trading 
for PCs and one-touch trading 

for iPads and iPhones on the 
most liquid financial instru-
ments in the world.” 

Directa was founded in Turin in 
1995, one of the online trading 
pioneers worldwide. “We had 
a vision of private investors 
dealing in stocks from their 
computers at home. In those 
times it was a difficult idea to 
explain to most people,” says 
Mr. Fabbri. “But we were de-

veloping the first non-Internet 
software for it already in 1994 
and won the first few clients 
in 1996. Today, we have more 
than 17,000 European custo-
mers.” 

Besides its headquarters in 
Turin and a German helpdesk 
in Munich, the company counts 
on about 90 employees, gene-
rating annual reven-ues of little 
more than ten million EUR, all 

Directa, based in Turin, Italy, was among the first online bro-

kers worldwide. Through the safe and solid online system the 

firm developed, it is possible to trade on the financial markets 

at home and on the go, carrying out fast transactions with low 

fees, suited even to very active traders. 

Online trading      
since 1996

Directa SIMpA
Via Bruno Buozzi, 5
10121 Turin (TO)
Italy

Phone: +39 011 530-101
Fax: +39 011 530-532

Rosental 5
80331 Munich
Germany

Phone: +49 89 189 32 80
Fax: +49 89 189 32 828
directa@directa.it
www.directa.com

directa@directa.it
www.directa.com
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At the beginning only the 
Milan stock exchange was 
avail-able, but now there are 
also XETRA, NYSE, NASDAQ, 
AMEX, BATS US, BATS Chi-X 
and TLX as well as the future 
markets EUREX, CME, IDEM, 
LIFFE and Forex through LMAX 
Exchange. 

Directa’s main strength is its 
technical IT expertise, which 
after enabling it to start online 
service even before the Inter-
net came of age, allowed it to 
offer the worldwide first mobile 
trading platform in 1999 and 
today has provided it with a 
totally built in-house and rock 
solid IBM mainframe-based 

system with main servers in 
Milan and real-time backup in 
London. 

“Our business concept of 
giving private investors fast 
and reliable access to finan-
cial markets at prices so low 
to remain workable even for 
quite active traders has proven 
itself successful, but now we 
strive to expand that business 
into new geographical regi-
ons,” states Mr. Fabbri. “Our 
next target country will be the 
Czech Republic, which seems 
to be an ideal test area for our 
new LMAX true market Forex 
offering.”

www.directa.com
Directa SIMpA

Mario Fabbri CEO & one of the three founders

Our next target country will
be the Czech Republic, which 
seems to be an ideal test area 

for our new LMAX true market 
Forex offering.
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Apis Logistic Kft.

including delivery within 24 
to 48 hours, direct delivery to 
the end customer, an online 
store and campaigns to sup-
port retailers – everything that 
a modern wholesaler normally 
offers. Beyond that, Apis 

The Apis portfolio covers 
paper, stationery and office 
equipment such as copiers and 
printers in addition to other 
machines for document de-
struction or archiving, yielding 
a total of 10,000 to 11,000 

products. “We have to maintain 
a universal inventory because 
that’s what customers expect 
of a wholesaler,” says Péter 
Vitkovics, CEO of Apis Logi-
stic. “We offer strong brands, 
including Zebra. In fact, we are 

the largest distributor of Zebra 
writing instruments in the entire 
EU, and we have the exclusive 
distribution rights for Central 
Eastern Europe.”
As a wholesaler, Apis offers 
its partners great services, 

Although many companies strive to go paperless, it will take 

some time to make that dream come true. Until that day comes, 

firms need paper, copiers, printers, writing utensils and other of-

fice supplies. These can be purchased from office supply stores, 

but who do they turn to to stock their shelves? Hungary and its 

neighbouring countries can count on Apis Logistic Kft. to fulfill 

their stationery needs.

Hungary’s 
    paper people

Apis Logistic Kft.

Óradna utca 5.
1044 Budapest
Hungary

Phone: +36 1 288 5800
Fax: +36 1 288 5811

info@apis.hu
www.apis.hu
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provides an office equipment 
line where it sells not only the 
products but also related servi-
ces: rental, operation, mainte-
nance, and service of copiers 
and printers. “Today, it is not 
just the product but the servi-
ces that matter,” Mr. Vitkovics 
says.

Apis sells office supplies to 
resellers such as retailers, 
company suppliers and online 
stores. “We support our resel-
lers with marketing material so 
that their stores can be suc-
cessful,” Mr. Vitkovics notes. 

The company has initiated 
a promising new program to 
build up a nationwide network 
of dealers. It is designed to 
create closer contact between 
wholesalers and retailers under 
the motto ‘We bring buyers to 
our partners’ stores.’

its market, particularly in its 
home country and then with 
increasing numbers of resellers 
abroad. Over the next three ye-
ars, Apis would like to establish 
a marketable company with 
the help of outside capital or 
perhaps a listing on the stock 
market, depending on how 
the owner decides.

“Product and brand promotion 
at the point of sale are the fo-
cal point for us,” Mr. Vitkovics 
explains. “We generate a need 
for the product, creating a win-
win situation for producers and 
retailers. It’s a model that is 
unique in Hungary.” Retailers 
and wholesalers have not al-
ways been mutually supportive 
and have even competed in 
the past. “With our model, we 
see results, and the retailers 
profit from it, as well,” the CEO 
says. 

In its current form since 2012, 
Apis has been able to count 
on the quality of its employees 
to stay strong in its market. “A 
lot of them have been in this 
sector for a long time and have 
good contacts,” Mr. Vitkovics 
reports. “Our products are 
in high demand, too, and we 
have the surrounding services 

for them: inventory, delive-
ry, financing. We support our 
partners.” In addition, Apis is 
flexible and can react more 
flexibly to its resellers than 
the competition. It meets the 
individual demands of resellers 
and responds quickly to pro-
duct changes. 
“We also have more capital, 
stocks and machines than a 
smaller competitor but are 
more flexible than a large com-
pany,” the CEO adds. 

Sustainability is not a topic that 
has passed Apis by. “We have 
to find our own solutions to 
secure sustainability: collecting 
waste, recycling packaging, 
means of delivery,” Mr. Vitko-
vics discusses the topic. “From 
year to year, the products 
themselves are also beco-
ming environmentally friend-
lier, and we prefer those, such 

as biodegradable paper and 
products from FSC-certified 
forests.” The CEO also knows 
that sustainability cannot be 
achieved overnight, and the 
company is taking small steps 
forward to do its part. 

Apis’s 105 employees work in 
Budapest, where the company 
has a 6,500 m² warehouse. It 
supplies all of Hungary from 
this location and organizes 
exports to neighbouring coun-
tries, as well, which account for 
10% of sales. Last year, Apis 
earned turnover of 18 million 
EUR; an increase to 20 million 
EUR is expected for 2014. 

Mr. Vitkovics still has big plans 
for Apis Logistic. “I would 
like to make Apis the leading 
wholesaler in Hungary,” he 
begins. To reach that goal, the 
company has to grow within 

We support our resellers with 
marketing material so that their 

stores can be successful.

www.apis.hu
Apis Logistic Kft.

Péter Vitkovics 
CEO of Apis Logistic Kft.
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