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LEADERSHIP

Expertise that drives trust.

Since its founding in 1989, K-FLEX® has
grown into the world market leader in
the production of elastomeric insulation
and plastics. With Europe’s largest and
most advanced manufacturing site and
21 production facilities worldwide, the
company combines technical depth with
the capacity to deliver consistently high-
quality solutions.

INNOVATION

Setting the pace

in insulation technology.

K-FLEX® invests around 5 % of annual
net sales in research and development,
working with leading institutesto ensure
independent audits andCE compliance.
Proprietary  production technologies
and the company’sinvolvement in
various EU projectskeep K-FLEX® at the
forefront of performance, efficiency, and
sustainability.

PARTNER ADVANTAGE

Making every project run smoother.
Global reach, multilingual technical
support, and tailored sales and marketing
resources make K-FLEX® a strong
partner for wholesalers and installers.
Reliable logistics and responsive service
help ensure that each project is delivered
in time and to specification.

K-FLEX® - INNOVATION
FOR BETTER LIVING

K-FLEX EUROPE OFFICE
IK-Germany@kflex.com
+49 (0) 7520 20593 0

corporate.kflex.com www.kflex.com

K-FLEX® - TOMORROW'S
INSULATION. TODAY.

PRODUCT PORTFOLIO

K-FLEX® designs and manufactures a broad range of insulation
and complementary products:

Tools & accessories

(pipe supports, adhesives, and more)
Acoustic insulation

Multilayer pipes

Beverage tubing

Thermal insulation

(FEF, PE, PU, mineral wool)
Firestopping products

Floor Heating Systems

Tapes (ALU, DUCT, and more)

QUALITY ASSURANCE
From eco-labels to the EU-recognized KEYMARK seal, K-FLEX® products

undergo regular third-party testing by accredited European institutes.
Certifications and audits confirm compliance with the strictest technical, safety,
and Green Building requirements.
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SUSTAINABLE RESPONSIBILITY

Reducing carbon emissions across the entire value chain is at the core of the K-
FLEX® sustainability strategy. The company integrates social and environmental
responsibility into every decision - protecting people, improving safety, and
enhancing quality of life.

K-FLEX® materials are designed for durability, immediate and long-term energy
savings, and healthier, more comfortable indoor spaces.

www.kflex.com



Michael Holter

Reiner Habermann

We look to the future

with confidence

The sanitary, heating and air conditioning industry has
gone through tumultuous times in recent years — marked
by profound changes, but also by significant opportuni-
ties. The effects of inflation and war led to a massive
slump in the construction industry. Many projects were
put on hold, which had an immediate impact on the
sanitary sector. At the same time, the heating market
experienced a remarkable upswing. The societal and
political focus on sustainable energy sources resulted in
many people switching to future-proof heating solutions
— particularly heat pumps, which went through a real
boom. Currently, an economic stabilization is becoming
evident. The market is beginning to recover — construc-
tion, renovation, and refurbishment are happening again.
Especially the renovation sector will gain importance in
the coming years and will strongly challenge our indus-
try. The heating sector remains a cornerstone, while the
field of climate technology is gaining increasing relevance.
Our industry represents sustainability, efficiency, and
future viability like few others. As part of the energy tran-
sition, we actively participate, drive innovations forward,
and focus on resource-conserving technologies. The EDT
closely monitors these developments, acts swiftly and
purposefully — with the clear aim of strengthening its

EDT4/

Editorial

members and giving them all support. In recent years, we
have come even closer together as a group. We have
consistently expanded our position in the HVAC sector
and established ourselves as an internationally operating
global player. Together, we are committed to the sustai-
nable quality of the craft, pursue clear goals, and will
continue to strengthen our concept products in a targe-
ted manner. We look to the future with confidence —
well-positioned, determined, and strong together.

Yours sincerely,
Michael Holter (Chairman of the Board)
Reiner Habermann (Managing Director)
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We are the Cooperation of family
wholesale companies for professional
sanitary and heating producers.
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GROUP

fember Owned, Memb

Algorel brings together 164
members in the tile, sanitary,
plumbing, electricity and heating
markets. The Group operates in
France and in overseas depart-
ments throughout 800 retails.
Algorel is the French representa-
tive for EDT, the largest organisa-
tion in Europe in the field of san-
itary, installation and heating
products. We share the same im-
portant values with the other
members and Europe is an
attractive market to do business
with.

Dimitri Both
Managing Director
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EVA-SAT was founded in 1989 by
local Latvian businessmen. Up un-
til today it has remained property
of its original founders. The main
activity of the company is retail
and wholesale of high-quality san-
itary, heating and ventilation
equipment. During its existence,
the company has become one of
the leading plumbing and heating
dealers in Latvia and the Baltics.
EVA-SAT has 8 stores in Latvia and
2 stores in Lithuania. The company
expects to further increase its ex-
posure in the Baltic market by
opening more stores, further deep-
ening and improving existing rela-
tionships with customers and at-
taining a wider range of products
to supply the market. Simultane-
ously the Company puts considera-
ble focus on actively educating its
employees in order to create the
best heating, plumbing, ventilation
solutions for end customers. Join-
ing the EDT group has made a
positive contribution to the devel-
opment of EVA-SAT. It helps to
refine procurement strategies and
further improve the company’s ca-
pabilities.

Lidija Neimane
Owner

In 2004, GéP&SZ Holding Kft
was founded out of two compa-
nies that were established on the
Hungarian market since 1982.
Both companies decided to cen-
tralize their acquisitions and be-
come more competitive on the
HVAC market. With a common
strategy and a centralized market-
ing GéP&SZ Holding Kft decided to
join the EDT group in 2006. This
important step led to more pres-
ence in Europe and after almost 20
years, bonds grew stronger be-
tween members of EDT. Now, as
EDT turned into a global player, still
following the strategy of fami-
ly-owned companies, we, as long-
time members, are happy to face
the future in difficult times togeth-
er as a group of reliable business
partners and friends. Supporting
each other and our valued custom-
ers is the idea to serve the custom-
er's needs in the best possible way.

Sandor Sziladi
President

With 650 independent plumbing
and HVAC/R distributors operat-
ing 1,330 locations nationwide,
IMARK Plumbing has the largest
membership of any cooperative
marketing group in the industry.
With our diverse network of mem-
ber distributors, IMARK Plumbing
specializes in creating member-
ship experiences that are best in
class for wholesalers of all sizes.
Our unique and innovative market-
ing programs and resources are
designed to spur greater collabora-
tion between our member distribu-
tors and IMARK Plumbing suppli-
ers to increase sales and profits as
we outpace the competition. Our
mission is to provide a combina-
tion of marketing solutions and
superior financial returns to our
members while delivering above
average rates of market share
growth for our supplier partners.
The IMARK Plumbing membership
works closely with over 150 of the
plumbing industry's leading sup-
pliers. In many cases, the collec-
tive spend of IMARK Plumbing
members makes us the largest
customer for our preferred suppli-
er partners.

Put this clout to work for your
company.

John Aykroyd
President
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LPG is dedicated to serving entre-
preneurs by bridging the gap be-
tween manufacturers and inde-
pendent showrooms. When you
become a member of the group,
you will be able to sharpen your
competitive edge against big-box
stores and online competitors
while maintaining your business.
Working in a showroom is chal-
lenging. We understand. We have
created something different. Some-
thing special. A training program
just for showrooms. With the sole
goal of helping independent show-
rooms close more sales, drive reve-
nue, and be the best they can be,
LPG X TEACH is the premier train-
ing tool for plumbing showrooms.
Be a part of something curated,
definitely for showrooms: The Lux-
ury Products Group Member +
Vendor Portal is curated for show-
room people. Resources that di-
rectly benefit showrooms and
showroom staff are available
here. From marketing programs,
sales tools, vendor news, and
more, you will find what you need
to run a better showroom in the
Member + Vendor portal.

We are our members: It's about
small  businesses learning and
growing together. It's about keep-
ing the legacy of independent
showrooms alive. We are a family,
here to make each other better.

Jeff MacDowell
Director LPG

Innerhofer was founded in
1898 and is today the market
leader in its core regions: the lta-
lian provinces of Bolzano, Trenti-
no, and Belluno. Our headquar-
ters are located in San Lorenzo,
supported by a network of ten
branches.

We live and work in German and
Italian, reflecting the unique cul-
tural and geographic identity of
our region. With steady growth
over the decades, we now emp-
loy 270 people and run a central
warehouse with Autostore, an
advanced automated picking
system. This system enables us to
save up to 75% of storage space
when stocking over 11.000 diffe-
rent items in this area.
Operating in @ mountainous re-
gion brings daily logistical chal-
lenges — challenges we have
turned into strengths through
innovation, adaptability, and ex-
perience.

Our business is equally divided
between the sanitary and tile
segments (50%) and the techni-
cal sector (50%). As a member
of the EDT network, we benefit
from direct access to internatio-
nal market developments, ena-
bling us to act with foresight and

agility.

Gunther Waibl
President Chairman
of the Board

Instal-Konsorcjum was found-
ed in 1996 and is a group of inde-
pendent, family-run  wholesale
companies with now 30 share-
holders, 152 sales points and ap-
proximately 1900 employees. We
entered EDT in 2012 and together
we have grown and supported
each other in the best possible
way. Heating and installation is
our core business and we have
been market leader for years. We
permanently monitor the market
to always be on the cutting edge
and create a business advantage
for our members. Instal-Konsorc-
jum and EDT have specially fo-
cused on private label, exclusive
products and common strategies
with all EDT members. We are
happy to be part of a powerful
group of business partners and
friends now on a global level.

Ryszard Jedrzejewski
Chairman of the Board

ISG together with GSE (France)
and Dansk Jerncentral (Denmark)
founded EDT to take account of
the increasing internationaliza-
tion in the procurement market
at an early stage. The exchange
of experience and the coopera-
tion with the wholesalers in now
16 countries are a valuable addi-
tion to our work and strategic
orientation which contains the
growth of the existing sharehold-
ers and growth through new
members.

Together, we are strong in the
global market and we appreciate
the exchange with our col-
leagues.

Dietmar Moch
Managing Director

EDT2025 5
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IXOS Cealco. An extensive net-
work of stores, leaders in their
segment, for the distribution of
sanitation materials, plumbing, air
conditioning, heating, and electri-
cal materials.

Our brand’s purpose is: To make
installers become and feel like
better professionals.

We help professionalize installers
and empower our human team by
offering innovative solutions and
high-quality services.

Our integration is now fully oper-
ational — a transformation driven
by the various partners who have
joined the IXOS project, which to-
day is already a reality. Together,
we have consolidated this path
toward excellence in industry
standards.

Jordi Ferrer
Business Director
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Lemvigh-Miiller is the leading
supplier of technical equipment
for the Danish installation con-
tractors, industrial  companies,
supply companies and constructi-
on sites. We offer everything that
installers need and we provide
the logistics, services, and more
than 175 years of experience to
go with it! We run +20 stores, de-
liver to our customers on a daily
basis or take care of the warehou-
se management for them.

With our numerous services, cus-
tomers can grow the profitability
of their business. We help them
optimize their purchasing, inven-
tory control and administration
and more than 50% of our sales
happen online. Thanks to EDT, we
can turn the strength of commu-
nity into competitive advantage
— for us and our customers.

Christian Segaard-
Christensen

LUK is your premier wholesale
partner in Bosnia and Herzegovi-
na's thriving heating, air condi-
tioning, and sanitary industry. At
LUK, we pride ourselves on being
a cornerstone in the heating, air
conditioning, and sanitary indus-
try of Bosnia and Herzegovina.
Our  comprehensive inventory
boasts an array of cutting-edge
equipment, premium HVAC sys-
tems, and top-tier sanitary prod-
ucts sourced from leading manu-
facturers worldwide.

Partnering with LUK means gain-
ing access to a wide range of
exceptional products combined
with excellent customer service.
It is different with LUK — your
trusted wholesale provider in the
realm of heating, air condition-
ing, and sanitary solutions.

Zlatko Adzovi¢
Board Member

PTACEK - velkoobchod was
founded in 1992 and from a
small company of 3 employees
gradually became the largest
wholesaler for heating, gas, wa-
ter, utilities and bathrooms in the
Czech and Slovak Republics.

An important milestone for long-
term development and strength-
ening of our market position was
2004, when we became a mem-
ber of EDT association.

This helped us not only to get
better conditions in cooperation
with leading European suppliers
and access to the European pri-
vate label concept, but also al-
lowed us close cooperation and
know-how sharing with other
members of the EDT group.

Zdenek Ptacek Sr
Founder of the company




£ TERMOTEHNIKA

PART OF PETROKOV GROUP
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Petrokov: Innovator in heating,
cooling, and sanitary solutions

Founded in 1990, Petrokov has
swiftly risen to prominence as a
leading player in both wholesale
and retail spheres, specializing in
heating, cooling, and sanitary
solutions. Headquartered in Za-
greb, Croatia, the company offers
an extensive array of top-tier
products, catering to everything
from installations to cutting-edge
innovations.

With an impressive three-decade
presence in the industry, Petrokov
has left an indelible mark on Croa-
tia's commercial landscape. Earn-
ing a distinguished place among
the top 250 successful companies
in Croatia, Petrokov's brand signi-
fies excellence and continuous in-
novation.

Simona Zavratnik

Co-Owner and Managing
Director
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Termotehnika has a long-
standing tradition established in
1990, the company has grown
from a small business in Novo
mesto into a dynamic enterprise
with a broad network of collabo-
rators, installers, and traders
across Slovenia in the fields of
heating, plumbing, bathrooms,
and ventilation.

The company strives for high
quality and comprehensive solu-
tions that meet the needs of its
clients and partners. It fosters
excellent relationships among
customers, business  partners,
and employees. Additionally,
with new employees in key posi-
tions, the company has gained
fresh energy and new business
ideas that will further strengthen
its successful development path.

Ziga Fic
Managing Director

Samios Plumbing Supplies is
a proud, family-owned business
and member of the BGW Group
of companies. Since our estab-
lishmentin 1947, we have grown
to become Australia’s largest in-
dependently owned plumbing
wholesaler, boasting an exten-
sive network of over 35 loca-
tions, including 19 with retail
showrooms.

Our commitment to delivering
quality products and personal-
ised service defines our brand.
Partnering with EDT provides us
the exciting opportunity to col-
laborate with a group that shares
our core family values. We eager-
ly anticipate the exchange of
market trends and experiences
with fellow members, fostering a
collective growth within the

group.

John Webb
CEO

Van Walraven (The Netherlands)
was founded in 1968 and started
with selling PVC pipes and fittings.
From there more and more prod-
ucts were added and the company
kept expanding in the Netherlands.
Nowadays we supply almost
everything that has to do with
(waste)water, air and gas from
supply of drainage to valves, sani-
tary, HVAC, PPE, tools and we of-
fer services like pre-fabrication
and rental. Recently we have also
added products for electrical engi-
neering. Our products are used for
civil, commercial, industrial, infra-
structural, marine & offshore and
residential applications. Van Wal-
raven, family owned, has 15 loca-
tions across the Netherlands with
more than 425 employees. Our
headquarters and main warehouse
are in Mijdrecht, located in the
middle between Amsterdam, Utre-
cht, Rotterdam and The Hague.
Our focus is on quality, therefore
we work with renowned producers.
We maintain an open and innova-
tive no-nonsense approach and are
respectful to our employees, busi-
ness partners and the environment.
Van Walraven is a proud member
of EDT. Collaborating with the
EDT members provides us with
valuable insights into develop-
ment in our respective markets
and makes us all stronger. We can
leverage this strength to serve our
customers even better.

Henk van Walraven
Managing Director
and Co-Owner
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Tackling the new challenges

Reiner Habermann has been the new Managing Director of EDT, based in Miihlheim an der Ruhr, for over half a year.

He has thus assumed the leadership of what is now one of the world's largest cooperatives representing independent

wholesale companies. In an interview with the RAS editorial team (the German business journal for building

technology with international distribution).

Reiner Habermann summarizes EDT's developments and activities and looks ahead.

RAS: Congratulations, Mr. Habermann, on your successful start
as Managing Director of EDT. You recently met many of your
members at your annual meeting in Riga (see RAS article on
page 20). How would you describe the mood among your
members in light of the uncertain global situation?

RH: Of course, our members are following the current situation very
closely and with some concern. On the one hand, there are, of course,
the crises surrounding the war of aggression instigated by Russia and
the resulting military activities in Ukraine, but also the military conflicts
in the Middle East and between Iran and Israel. On the other hand,
there is the persistently poor general global economic situation, parti-

The new EDT-Managing
Director Reiner Habermann.
He is tackling the new
challenges of his time
with great motivation

and looks forward to
further collaboration

with the EDT
shareholders.

8 EDT2025

cularly in European residential construction and renovation. Both of
the above-mentioned factors directly and indirectly influence the eco-
nomic activities of our industry and, due to rising raw material prices,
high interest rates, and rising construction costs, lead to uncertainty
and reluctance among private and institutional investors in residential
or building construction or renovation.

RAS: As an experienced sales expert and industry insider
with management experience, please briefly explain the
challenges of working at the top of a retail association com-
pared to working at a HVAC manufacturer?

RH: After more than 30 years of sales experience at a manufacturer in the
HVAC industry, the challenges on the retail side are, of course, not entirely
unfamiliar to me. Nevertheless, even in my short time at EDT, | have already
discovered several aspects that can influence cooperation between indus-
try and trade. Of course, it is now more important to coordinate the inter-
ests of all our shareholders, whereas previously only the sole objectives of
one manufacturer were in the foreground. The strong interest of our EDT
shareholders in working even more closely together in the future and de-
fining new goals through mutual exchange is certainly advantageous. Ho-
wever, the success of these activities will naturally also be determined by
commitment and speed of implementation.

RAS: Not so long ago, EDT was "only" based in Europe. Now
it is active worldwide? Which countries have been added,
and how strong is the community currently in the respective
home markets?

RH: That's correct, and we currently also have shareholders in the USA
and Australia. The requirements of these countries are, of course, part-
ly different in terms of product technology, but the tasks are largely
identical for all shareholders in these countries. Many of our partners
are still family-run and, thanks to their medium-sized business structu-
res, have quick and short decision-making processes. They are therefo-
re also leaders in their respective markets and want to leverage the
advantages of a strong community through collaboration within EDT.

RAS: Is EDT open to additional partners? Which companies
are a "fit" for EDT?

RH: EDT typically has one partner in each country, enabling it to esta-
blish a strong focus on market activities through collaboration within
our community. We are currently conducting initial exploratory talks
with another candidate. As mentioned above, our EDT shareholders
focus on family-run businesses with quick and efficient decision-ma-
king and a willingness to work together with the other shareholders in
other countries to advance things.
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RAS: One of EDT's core tasks is managing its "private brand"
(concept). How successfully are these brands being used by
our globally active members?

RH: The private label concept offers our shareholders the opportunity to
independently market selected products from leading brand manufactu-
rers together with us and through their own product advantages and
attractive price positioning. We are not dissatisfied with this develop-
ment, but we also see potential for further expansion. This will also be
part of my future responsibilities, and | am already looking forward to
the exciting discussions with the shareholders in the countries.

RAS: And what role does this brand name play in general in
Europe/worldwide, as well as in the EDT stores in Germany?
RH: Concept has been a very successful label for many years. Our
customers, the skilled plumber, associate it with quality products,
great design, ease of processing, and an attractive price-perfor-
mance ratio. In Germany and Austria, we obviously have an advan-
tage and higher shares, but the shareholders in other countries are
experiencing the benefits of marketing concept and want to expand
on them.

RAS: What about the "young talent" in general and specifi-
cally in your members' stores? How do you support the next
generation?

RH: The EDT shareholders launched an international "young talent
program” years ago, and this has now led to the young talent partici-
pating in this program "taking the helm" in many companies. We will,
of course, continue this program and continue to focus on mutual,
trusting networking and the exchange of information.

RAS: In your opinion, how has the wholesale landscape chan-
ged in Europe and worldwide in recent years? How has pur-
chasing changed? There are plenty of keywords: digitalizati-
on, multi-channel, shortage of skilled workers?

“What makes EDT unique is the worldwide distribution of our private label concept, which
outstanding advantages in terms of the product, markefing, and processing” says ReinerHabermann. Shown here is the
concept 300 bathroom series, which is characterized by a successful combination of aesthetics and innovative technology.

offer all parties

RH: In recent years, structures have certainly changed and were
and continue to be characterized by consolidation activities among
wholesalers. But the needs of customers — our skilled tradespeople
— are also changing, and the supplier that is successful here is the
one that offers the best solutions, including through digital proces-
ses. Manufacturers are also responding and have begun to support
our mutual customers through pre-assembly or simple assembly
steps.

RAS: What distinguishes EDT in terms of its offerings/delive-
ry capacity/display, etc.? What makes EDT unique?

RH: EDT is merely the "bracket" of the activities here; essentially, it is
the shareholders who can leverage their advantages as mostly family-
run companies with rapid decision-making and a strong desire for sus-
tainable marketing. What makes EDT unique is the worldwide distribu-
tion of our label concept, which can offer all parties outstanding
advantages in terms of the product, marketing, and processing. The
intensive exchange of new developments in the markets of the various
countries through best practices is certainly a unique advantage of our
cooperation.

RAS: What are your goals for EDT in the coming years? What
tasks must or can it perform for its members as a priority?
What challenges do you personally face in successfully ex-
panding EDT International?

RH: My initial impressions from my discussions there were characteri-
zed by the shareholders' willingness to work very openly and construc-
tively with EDT and the other shareholders. The interest here was truly
tangible and palpable, and that motivates me greatly. The focus of my
tasks will, of course, be the further expansion of our private label con-
cept in the various countries and even better digital processes. I'm re-
ally looking forward to it.

RAS: Mr. Habermann, thank you very much for the interview.

EDT2025 9



Sustainability Becomes a Driver of Innovation

A presentation by Steffen Erath attracted considerable attention from the shareholders and guests at the EDT
Convention in Riga. The graduate industrial engineer, guest lecturer, and author is committed to advancing pioneering
innovations and technology-driven business models. His particular focus is on sustainable solutions and green tech
that create real added value for the economy, society, and the environment. In his keynote speech in Riga, he illustrated
how sustainability is becoming the true driver of innovation of our time.

Using his approach of Planet-Centered Innovation, he illustrates that ~
companies should not only solve user problems, but also understand SOURCE

the major ecological and societal challenges as a starting point for OF INVOVATION
innovation. Erath presents a clearly structured four-phase model — Sus- inkecnad exlernal

tainability, Feasibility, Desirability, and Viability — that supports compa-
nies in systematically developing sustainable ideas and successfully

bringing them to market. Using Hansgrohe as an example, he illustra- Ventu

tes how this approach can be implemented in an established industri- BU U S:L
al company. RSD Clien “3
Twin Transformation

A central idea here is twin transformation: digital transformation and
green transformation can reinforce each other. With the help of Planet-
Centered Al, complex data sets can be used to develop sustainable
solutions faster, more precisely, and more effectively. At the same time,
Erath demonstrates that planet-centered venture capital also plays a
crucial role in integrating external innovation ecosystems and harnes-
sing the best ideas of startups and founding teams for change.

The message of his keynote: Sustainability is far more than compli-
ance or climate neutrality. It provides orientation, creates focus, and
can make the economy the engine of green transformation.

Y
S| nolab CVE/
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When it comes to innovation, just as with traditional new
product developments, you are faced with the make-or-buy
decision.

Steffen Erath has been
intensively involved with
the topic of sustainability

s,
e,

for many years. ; y 3 ;

The graduate industrial ) b : :
$ PEORE PEOAT, -~

engineer is Head of H ?ﬁﬁ“gﬁg ;Eouqf vezay %

Innovation & Sustainability
at Hansgrohe SE, where
he has headed various
product and innovation
departments for the
bathroom specialist since
2016.

If we consider planetary problems as the starfing point of
our innovation journey, we can use the power of innovation
to do good while simultaneously securing the future viability
of our companies.
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The book “Planet Centered Innovation”
can be ordered directly from the
Maximilian Verlag website.

Steffen Erath

PLANET CENTERED
INNOVATION
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EDT-Development

EDT looks back on more than 30 successful years. We as a group have continued to develop and
continue to face the events of the time. This is an important building block of our success! But the real
reason for our community is the cooperative, friendly and sometimes even almost familial relationship
between our members. A lot has happened in the world in the last few years, Covid dictated actions for
a long time, crises and wars mean that our daily business is no longer what it once was. This means
that we have to come together as partners on equal terms and pool our strengths, work on the

market together and look towards a common future! The timeline on these pages also underlines

ISG
the positive development of our cooperation and we look to the future with great confidence! Algorel
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Germany is the soccer
world champion, there
is war in Eastern
Ukraine, and Ebola is
raging in Africa

2014
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The world population
exceeded the 8 billion
mark for the first time.
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We are
continuing
our growth

path.
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The three-tier distribution channelin the
plumbing, heating, and air-conditioning (HVAC)
industry - no chance of survival... oris there?

Hardly any topic is debated as persistently in the plumbing, heating, and air-conditioning industry as the future of the

three-tier distribution channel. Since the 1980s, the industry has been repeatedly plagued by dire predictions:

“The DIY market will destroy everything." - "The internet will make everyone redundant.” - "Specialist wholesalers

have no future."”

The reality, however, paints a different picture: Specialized wholesalers
are stronger today than ever before. EDT is an international cooperati-
ve of independent, family-run wholesalers for plumbing, installation,
and heating technology and, according to its own statement, “the
largest association of specialist retailers within the HVAC industry
worldwide." EDT pools the purchasing volumes of numerous members
and represents common interests vis-a-vis suppliers. An important part
of its business model is the development of its own product lines un-
der the "concept” brand, which are established and expanded world-
wide.

From Consolidation to Strength
How EDT Leverages the Strengths of the Three-Tier System

EDT leverages many of the advantages offered by traditional specialist
wholesalers — and strengthens them in a targeted manner:
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Joachim Stiicke has been working in the field
of building technology for more than 35 years.
For almost 10 years, he has been supporting
execufives in various advisory hoard member
roles and through his own company, Sanbrain
- www.sanbrain.de - he also coaches C level
Management and is involved in a wide range
of roles in projects within the sanitary, heating
and air conditioning technology industry.
Joachim Stiicke was previously a long-standing
member of the board and later managing
director of Hansametallwerke AG, now Hansa
Armaturen GmbH, Stuttgart.

\

1. Purchasing Advantages Through Bundling
Through the cooperation of many independent wholesalers, EDT can
pool large purchasing volumes, negotiate better terms with manufactu-
rers, and thereby reduce costs — to the benefit of its members. This way,
the product portfolio remains competitive even for smaller members.
2. International Focus with Regional Proximity
Even though EDT operates globally, the individual member compa-
nies have a local presence, are familiar with local market conditi-
ons, and can react quickly. This provides flexibility and customer
proximity that pure online giants often cannot achieve.

3. Branding and proprietary products ("concept")

as a differentiator
With "concept” products, EDT develops a strong proprietary brand.
This not only reduces dependence on third-party suppliers but also
creates a product identity that helps members differentiate them-
selves in the market.



4. Synergies in Logistics, Data Management, and Service
Coordinated logistics, processes, and standards — components of
the service package that EDT offers its members. This increases
efficiency in availability, delivery, and service.

Local Roots, International Strength

Many companies today operate internationally without losing sight of
their regional roots. Medium-sized specialist retailers, in particular,
benefit from purchasing associations and international collaborations,
as demonstrated by EDT.

Through these structures, even smaller companies gain access to
modern, coordinated logistics solutions, professional data manage-
ment, pooled purchasing power, and digital tools for the trades.
Services that would be virtually impossible for individuals to finance
alone.

Large suppliers from outside the industry may gain market share in
certain areas. However, the holistic expertise of the specialist whole
sale trade in the building services engineering sector remains unique.

The next challenge: Artificial Intelligence
Currently, attention is turning to the topic of artificial intelligence (Al).
As in previous decades, doomsday scenarios are emerging. However,

EDT4/

the decisive factor is not the fear of change, but the constructive ap-
proach to it. Al can simplify processes, improve data quality, and free
up capacity for other tasks — if it is sensibly integrated. Here, too, EDT
is already working on future-proof concepts for its members.

Conclusion

As long as EDT continues to invest in digitalization, innovation, and
sustainability and maintains a balance between the global and the
local, the end of the specialist wholesale trade will remain a theore-
tical debate — not reality.

Here's to the next 100 years!

Joachim Stiicke
CEO / Founder
Sanbrain UG

[deas for beautiul bathrooms for over 50 years.

concept stands for a harmonized range of quality products for bathrooms and house technology.
Thanks to modern production processes, concept products guarantee a quality that meets the
highest demands. All of this in a contemporary design and at a reasonable price.

www.mein-concept.de




EDT, the cooperation that

thinks and acts /

EDT has been a strong community for 25 years and is a reliable partner worldwide. Our suppliers and our members
have a common base of trust and support. This makes sure, we can face the future together. Even if the winds blow
strong, we all can set our sails to travel the seas in a solid boat.

Contments 1 ;

G @ O COUNTRIES

Outlets
>1700 I

Turnover Europe S/H/I

Global turnover S/H/I
4,4bn

>500

COMPANIES

>8bn
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Successful eventin the Pearl of the Baltics

Riga, the capital of Latvia, is often referred to as the "Pearl of the Baltics" or the "Art Nouveau Capital."

This is where the EDT shareholders met for their annual convention in June 2025.

This venue was chosen for good reason: Riga is also the headquarters
of EDT member EVASAT, which invited the cheerful participants of this
year's EDT Convention to a tour of its headquarters. The two additional
days of the event featured several roundtable discussions, strategy
talks, reports from shareholders, and various guest lectures. For exam-
ple, Steffen Erath's keynote speech demonstrated how sustainability
can become the true driver of innovation in our time (see the double-

Impressive: The Freedom Monument

in Riga, a 43-meter-high obelisk, is

one of Latvia's most important
a monuments and was one of the
i sightseeing highlights of an
5 entertaining city tour.

In a good mood: The EDT Convention
participants in front of their hotel in the Art
Nouveau district of Riga's city center.

page spread inside this magazine). From the EDT supplier network,
Clemens Rapp (Head of Geberit's European Sales Division) and Kai-
Hendrik Joswig (Head of Global Key Account Management at Reflex
Winkelmann) provided information about new developments in their
companies.

Entertaining Supporting Program

The convention was rounded out by a culinary and cultural supporting
program. These included, for example, a city tour of Riga with explana-
tions of Art Nouveau architecture, a canal boat tour to the Ola Foun-
dation building complex, and an entertaining beer tasting course ac-
companied by Latvian music and traditional dancing.

BN b,
Informative: The shareholders met in the hotel's spectacularly located
conference rooms for presentations and discussions.
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Review of the
past EDT events
in recent years

In 2019 (look at
the program)
our meeting fook
place in Hamburg

NTION
EDT-EONVE
Az'ﬂﬂﬂ i STRASBOURG

“\WE ARE THE LARGEST
FAMILY GROUP N EUROPE
1N OUR BUSINESS

JOGETHER ONA
EUROPEAN LEVEL

2022: Budapest

2024: A Glimpse into the Future Against
‘s’.’""{“_f‘-!'*‘-\: .

§ Lran s B Cre a Historic Backdrop

n n ﬂ u n The global wholesale trade asso-

ciation EDT, based in Essen, invi-

ted its members to its 6th con-

‘: vention in 2024 in Gdansk
=" (Danzig). The event was a re-
sounding success and offered
numerous cultural, culinary, and,
above all, business highlights.

Participants of the 6th EDT Convention
against the picturesque backdrop of the
reconstructed and rebuilt historic Old
Town of Gdansk (Danzig/Gdansk).

EDT GmbH has met again in Budapest October
13th — 15th, 2022 for the first Internal Conven-
tion after the long period of travel restrictions.

Successful event at the Pearl of the
Baltics

Riga, the capital of Latvia, is often referred to as the "Pearl of the Baltics" or the
“Art Nouveau Capital." This beautiful city is also the headquarters of EDT
member EVASAT, which invited the cheerful participants of this year's EDT
Convention 2025 to a tour of its proncipal office. The two additional days of the

event featured several panel discussions, strategy talks, several guest lectures,
and, of course, a culinary and cultural program.

Please note:

\We are already looking forward

to the upcoming international EDT
Convention, wich will take place
to 15.-16. Juni in Zagreb 2026.
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With GF Silenta Acoustic System

With GF Silenta, we bring acoustic performance, durability, and reliability together so wastewater flow doesn’t disrupt comfort in
busy buildings. By combining robust materials with proven noise-reducing design, Silenta helps create quieter living and working
spaces without compromising performance. Precision-engineered pipes and fittings support fast, confident installation and long-
term quality in every connection, delivering quicker installation and fewer service calls. Designed for both residential and commercial
projects, Silenta pairs dependable noise control with fire-resistant solutions for apartments, hotels, hospitals, offices, and more.

drainage systems for every building type.
Visit our website for more information.

www.uponor.com | www.georgfischer.com



B GEBERIT

SURPRISINGLY
AFFORDABLE

GEBERIT AQUACLEAN. THE SHOWER TOILET,

KNOW
HOW

INSTALLED

The new standard in the bathroom: the Geberit AquaClean Alba combines timeless design, premium
workmanship and an innovative spray functionality in a high-quality toilet —all for an attractive price.
It's the perfect basic model for newcomers to the world of shower toilets. For more information on
our extensive range of shower toilet models, visit geberit.co.uk/aquaclean.
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