
Vendor presentation Adveo 
Communications  plan  2013 

 

Deinze, January 2013 



CONTENT 

PART I: Corporate strategy/figures 
PART II: Communication tools 2013 
 
 



European leader in office supplies  
and services 

1.300 
MILLION EUROS 
 
ADVEO is the leading office supplies 
distributor in Europe offering the broadest 
range of products and services in the 
market. 

37.000  
CUSTOMERS 
 
ADVEO offers comprehensive solutions to 
office supplies dealers and retail stores 
and chaines. 

8 
COUNTRIES 
 
ADVEO operates a logistics network of 20 
distribution centers and 25 sales offices in 
Spain, Germany, Italy, the Benelux and 
Portugal. 

2.000 
PEOPLE 
 
ADVEO employs Europe’s top 
professionals to offer the best service to 
our customers. 



Vision, mission and values 

Our vision is to be a global leader in office supplies 
distribution exceeding the requirements and 
expectations of our shareholders, customers and 
employees. 
 
Our mission is to support our customers and 
manufacturers enabling them to focus on their core 
business and develop their full potential by providing 
them with the most advanced products and services.  
In this way we can become your best ally. 

 
Our core values are proactiveness, responsiveness, 
integrity and collaboration. 



Acquisition 
of Adimpo 

2009 
1944 
1957 
1963 

1976 

Stock 
market 
listing 

“Industrias 
Papyrus” 
“Segundo Moreno” 
“Vascongada de 
Sobres  y Bolsas” 

1986 

Unipapel 
is born 

Sale of 50% 
stake in 

Ofiservice 

35 years of leadership in 
manufacturing and distribution of 
Traditional Office Supplies in Spain. 

33 years of leadership in wholesale 
distribution of Electronic Office Supplies and 
hardware in Spain. Since 2001 present in 
Europe. 

A strong and long lasting track record of leadership 

Acquisition of 
Spicers CE 

2011 2013 

Adveo 
rebranding 

Merge 
companies 



European ranking 2012, sales Mio €  

The combined entity is the undisputed leader 
with sales almost 2x times ahead of its nearest competitor. 

1.285 

ADVEO VOW 

320 
180 115 140 140 

54 

Alpha  
Intl. 

AC 
Adam 

PBS  

Holding 

745 

499 

201 

Buro+    Quantore     Majuscule    Rouge Papier Soen- 
necken 

370 

Spicers 
UK-Irl. 

Undisputed Pan-European leader 
 



financial highlights of the Combined Entity 
€ million 

(1) Data corresponding to Full year 2010 for Unipapel Group and Fiscal year April 2010-April 2011 for Spicers CE 
(2)  EBITDA before one-off restructuring charges of € 2.1mn corresponding to 2010   
(3) In-house estimates 

842 

26,3 (2) 31.0 

443 

34.3 29.0 

Sales EBITDA Cash Flow before 
investments and 
debt payments 

Spicers CE 

Unipapel Group 

EBITDA/Sales 
4.7% 

1,285 

60.6 (2) 60.0 (3) 

Cash conversion  
of c. 100% 

• Acquisition financed with Adveo Cash  

(€ 67mn) and syndicated bank loan of €150mn. 

• Group financial strength preserved with Net Debt/EBITDA 
of 2.8x. 
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 24h delivery: dealers want to reduce working capital and 
costs whilst offering broader product ranges with high service 
levels. 
 

 Drop Shipment: fulfilment at lower cost and higher speed 
reduces costs and amplifies the radius of action of the dealer. 
  
 

 E-commerce: supporting dealers from master data to turnkey 
webshops and integrated supply chain solutions as a 
complement to traditional sales models. 
 

 Marketing support: understanding and triggering the end-
user market for the benefit of the independant dealer. 
 

 Business coaching: supporting and designing dynamic 
business models for our customers is our mission.  
 

Way to market:  
DNA with 5 chromosones 



 History of Spicers BNL 
1954         Timmermans  wholesale Gent  founded 
 
1980 Moving to site Deinze 
 
1993 Set up sales office NL 
 
1996          Acquisition of Unzel België 

 
1997         Acquisition of Lammers Nederland 
 
2005        Integration of Timmermans in Spicers 

 
2008        Spicers Benelux  
 
2011          Spicers CE acquired by Unipapel 

 
2013          Adveo Benelux 

 

1954 

2013 
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Key Figures Benelux 

 
 Deinze (BE): 100 people employed  
 Almere (NL): sales office, 4 people 
 Deinze warehouse 16.000 m² 
 25.000 sku 
 100.000 Benelux catalogues 750 pages 
 92 % customer electronic ordering ratio 
 24 hours delivery and 98,6% line fill rate 
 >330 vendors 
 >30% op shipments are drop shipments 
 



Distribution channels BNL 

Vendors 
 

 

END-USER 

 

 
 

 

Independant 
Dealers & 
Retailers 

FOOD  
RETAIL 

 

CONTRACT  
STATIONERS 

 

 
RETAIL  

CHAINS  
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BUYING 
GROUPS 

PAPER 
MERCHANTS 

EOS DISTRIBUTORS 



Marketing: end-user & dealer 



  White box Web solution OSCARnet 
 

  Calipage Web shop FTU 
 

  Office Deal Web shop 
 

  E-content for other e-platforms 
 

  Fulfilment for stockless web only dealers 
 

E-commerce: fast growing 



Growth Strategy (1) 

Building partnerships with our 
customers: 

 
 Offering the widest range of brands with the highest service 

level of the local market 
 Supporting dealers/retailers in their struggle for end-users 

market share 
 Reducing costs on dealer/retailer level 
 strengthening their business 

 
 



Growth Strategy  (2) 

Building partnerships with our vendors: 
 
 offering a unique interface to the complexity of the Benelux 

office supplies & stationery market 
 Full Benelux market coverage 
 The N° 1 distributor in Europe 
 Experienced wholesaler since 1954 
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• TOOLS FOR BOTH DEALER AND END USER 
• TOOLS FOR DEALER COMMUNICATION 
• TOOLS FOR END USER 
 
 
 
 

Communication tools 2013 



General catalogue 

Reflects Adveo strategy: 

• Meeting the needs of both dealer & end user  

 ‘Bible’ of the sector B2B & B2C 
 Most complete range: 14.000  
    refs Benelux range 

• Reducing costs on dealer/shop level through: 

 Centralisation  

 Benefit of scale 

 

Catalogue with 
Adveo cover 
(for dealers) 



General catalogue 

 
 
 
 

 

• Specifications: 
 French and Dutch version 
 Edition of +750 pages 
 Format A4  
 Customisable by own cover or logo 

• Focus for 2013 version: 
 Category management 
 ‘Green’ products 
 Cross-references 

• Available on AdveoNet & OSCARnet 

• Advertising possibilities  

 

Catalogue with 
Adveo cover 
(for dealers) 



 
 
 
 

 

Customisable cover  

Neutral cover 

Calipage cover  Personalised cover Office Deal cover 

CHOICE BETWEEN 
2 VERSIONS 



 
 
 
 

 

Inner pages 

> 1.200 NEW 
REFERENCES 

SHOWING APPLICATIONS OR 
ATMOSPHERE 

REFERRING TO  

OTHER PAGES 

ECO 
LABEL 



• ALSO INCLUDING:  

  USER GUIDE 

  REFERENCE TABLE 

• FREE PDF FOR WEBSITE & 

   E-COMMERCE 

 

Inner pages 

ICONS 



 
 
• TOOLS FOR BOTH DEALER AND END USER 
• TOOLS FOR DEALER COMMUNICATION 

 
       > E-mailing + central promo space on AdveoNet 
 > Side bar on AdveoNet 
 > Adveo New Deals  
 > Delivery action 
 > School portfolio  
 > Adveo World 

 
• TOOLS FOR END USER 
 
 
 
 

Communication tools 2013 



Brand e-mailings 

ADVEONET:  

• 85 % of order lines 

• 800 unique visitors/day 

• 3.500 customer keys 

• 23.000 SKUs 

+ 

    1 html e-mailing/week +  
   1 week central position on AdveoNet homepage 

E-MAILING:  

• Sent to > 2.000 dealers 

• Direct link to AdveoNet 

  or order form 

 



Theme e-mailings  

• 1 html e-mailing/week  
• Themes: 

• Paper 
• Facility 
• EOS 
• Hobby 
• 4-5 references 

THEME E-MAILING:  

• Sent to > 2.000 dealers 

• Direct link to AdveoNet 

  or order form 

 



Sidebar AdveoNet  

1 week sidebar AdveoNet: 

• Right column 

• With click-through to  

        reference on ordering site 

 

 



Adveo New Deals  

• Focus on new products & promotions 

• Products combined with editorial attention  vendor 

• B2B & B2C section (separated) 

• with link to AdveoNet to order 

• 6x/year  

• Distribution by email and on paper 

• Equivalent on www.adveonet.com 

 

http://www.spicersnet.com/


Delivery action  
 
 

• Add your flyer or product to dealer deliveries 

• Dealers 

• 1 package (fulfilment by vendor) 

• Only on Adveo valid range 

• Belgium/Netherlands  

• 1.000 samples 

 

 Optimise sales by 
combining a delivery 

action with an 
another action! 



School portfolio  
• Unique platform to reach over 1.000 dealers  

• Most comprehensive BTS ordering tool in the market 

• +150 pages 

• +2.000 specific BTS references 

• Online tool & incentive (user-friendly & automatic 

  upload) 

 
 

 



• Unique platform to reach  

 +1.000 dealers 

• Introduction new range  

  general catalogue  

• Interesting sales deals  

• October 

• Extra budget 

 

 

Adveo World 



• TOOLS FOR BOTH DEALER AND END USER 
• TOOLS FOR DEALER COMMUNICATION 
• TOOLS FOR END USER 

 
> Adveo Mail 
> School catalogue 
> Technology catalogue – NEW!  
> Facility e-actions – NEW!  
> End user drop shipment delivery actions 
> Office Deal package 
> Calipage package 
 

 
 
 

 

Communication tools 2012 



Adveomail   

E-mailing tool 
for dealer 
towards end 
user 

Direct link to 
OscarNet 

Fixed banner at 
fixed price 

Personalisation 
dealer 

Prices 
customisable by 
dealer  

• Professional 
  template with 
  max. 6 products 
• Choice of 
  products out of 
  Adveo New Deals  
•  Sent 2x/months 
• Potential to 
  reach 10.000 
  customers  



SCHOOL  CATALOGUE 

• Towards schools  

• 200 pages 

• Print run: 10.000 

• Advertising possibilities 

• Timing: February 

 

 



•  B2B 

• 24 pages 

• Latest products in the picture 

• 2 editions/year  

• Timing: Jan – April  

            May - Aug 

• Print run: 13.000 

• Advertising possibilities 

 

 

Technology catalogue  



• B2B 

• E-mailings towards dealers and + 12.000 end customers 

• Banners on AdveoNet towards dealers  

• Banners on OSCARnet towards end customers 

 

Facility e-actions  



Delivery action  
 

• Add your flyer or product to end user deliveries 

• Dealers 

• 1 package (fulfilment by vendor) 

• Only on Adveo valid range 

• Belgium/Netherlands  

• 1.000 samples 

 

 Optimise sales by 
combining a delivery 

action with an 
another action! 



Office Deal Marketing program 
 
 

www.officedeal.be 
www.officedealnet.nl   

A. OFFICE DEAL PRINT B. OFFICE DEAL 
WEBSITE 

Mini Catalogue 
 2 editions/year 

 96 pages 

+ Office Deal Promo 
4 editions/year  

8 pages 

Direct mail program 

+ Office Deal Promo 
+ accompanying letter sent 
directly to 5.000 end user 

addresses 

http://www.officedeal.be/
http://www.officedealnet.nl/


The Calipage B2B2B model 

 
Marketing Tools 

= 
Regional brand awareness 

+ 
Direct mails 

+ 
Advertising 

 

MAILORDER 
SALES 

STOCKLESS OFFICE 
SUPPLIES DEALERS 

 
Modular business model  

to grow the active  
office supplies dealer 

 OFFICE SUPPLIES 
DEALERS WITH STORES 

E-COMMERCE 



Calipage program 
Calipage Business folder/direct mail:  
• 48 pages 
• Dealer personalised cover & backcover 
• Fulfilment by Adveo– delivery guaranteed 
• Reach of +15.000 end users 
 

Sent with a  
personalised letter  
with additional 
action that is 
repeated on cover 
of folder   
 



Calipage program 

Calipage Business folder  
supported by 3 emailings:  
 
• 1 reminder emailing 
• 2 ‘Calipagemails’ – same concept  
  as Adveomail: flexible choice 
  of products present in the folder  
• Folder (promo) prices 

Enhanced result 
by multi-channel 

approach:  
‘E’ loves ‘P’ 

 
E=e-channel 
P= post channel  
 
 



Publications 2013 

18/02/2013-
30/04/2013 

Calipage  
Business folder 1 

Fixed emailing: ± 5 days after post mailing  

Calipagemail:   1. ± 20 days after post mailing 
                     2. ± 1 month after post mailing  

CALIPAGE PROGRAM 

2/05/2013-
31/07/2013  

Calipage  
Business folder 2 

19/08/2013-
15/10/2013  

Calipage  
Business folder 3 

16/10/2013-
31/12/2013  

Calipage  
Business folder 4 

Timing  
Business folders Calipage 



CALIPAGE WELCOME  BOX 

• 1x/ year 

• 750 boxes/year 

• Extra budget + samples 

 

Calipage program 

• High visibility 
• Actively used by Calipage dealer 
  at presentations and prospection 
• Personal delivery 



Overview 2013 



Contact us if you have 
 further questions 
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