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Director International Business Development ID: SHK 8315

His core: opening markets and multiplying sales channels. With P&L responsibility, the candidate built
a German building products group's industrial business in China from 0.5 to over 50 million euros in
revenue within five years and grew its sales organisation from 2 to 8 locations. More than 20 years
of leadership experience in heating, installation and building technology groups, most recently as
Global Head Multichannel and Key Account Management of a heating and climate technology
group with P&L responsibility for over 150 million euros in revenue. Business graduate, MBA (Hong
Kong); postings in Shanghai, Singapore, Switzerland and Germany.

His pattern: analyse the market, build the structure, then scale. For a group with over 3 billion euros
in revenue he built the global multichannel strategy from scratch: one or two traditional channels
(wholesale, installers) became four to six active sales channels, backed by go-to-market
guidelines and CRM processes. In parallel he set up International Key Account Management
(revenue influence over 1 billion euros) and repositioned the photovoltaics business from product
sales to a system and turnkey provider; revenue rose from 60 to over 180 million euros within two
years. Earlier he ran two business units (30 and over 110 million euros in revenue), one of them
turned from losses back to profit.

Target: an international leadership role as Director International Business Development,
Commercial Director / Head of International Sales or, where the task fits, Managing Director
Sales with manufacturers of heating, climate, plumbing and building technology or photovoltaics that
are opening foreign markets or reorganising their sales channels. Equally relevant: Asian, in particular
Chinese, manufacturers entering the German and European market. He knows both sides: he built a
German group's business in China from scratch, speaks Mandarin and knows how German
wholesalers, installers and key accounts decide. Not a loud hunter but a calm, analytical leader of
substance who argues with depth, wants to be challenged and values a clear task, vision and good
leadership. Available at short notice across Germany and Europe.

Your direct contact at RSC — Executive Search | Construction and Building Technology

On request, we will gladly send you an anonymised short profile of this candidate. For any questions,
Mr Leihbecher is available at any time for the HVAC business area (Plumbing | Heating | Air
Conditioning | Ventilation | Building Services | Installation).

Heiko Leihbecher

Senior Partner | Executive Consultant

@ +49 171-9402010 P Besuchen Sie uns auf unseren
Social Media-Kanalen:
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www.resus-consult.de ' '

Hinweis Datenschutz:

Wir stellen lhnen gerne qualifizierte Experten aus lhrem Branchenumfeld vor. Sofern Sie dies nicht wiinschen, bitten wir um eine kurze Mitteilung. Im
Allgemeinen erhalten Sie dann alle Profile ohne die persénlichen Kontaktdaten des Kandidaten. Diese stellen wir Ihnen gerne zu Vertragszwecken
rechtzeitig und nach konkreter Einwilligung des Kandidaten separat zur Verfiigung. Unseren weiteren Umgang zum Datenschutz nach der DSGVO
entnehmen Sie bitte unserer Datenschutzerkldrung sowie der Datenschutzbestimmung RSC.



