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Everything we do,  
we do to create a 
better day for the 

craftsmen 
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Hultafors Group collects leading 
brands… 

 
Unique brands with future potential 
 

Hand-picked category offering 
 

Overlapping operating models 
 

 
And creates unique value… 
 

 For our end-users 
 
 for our customers 
 
 for our business 

Hultafors Group strategy 
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Our Brands and Products 
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Our Brands and Products 



We drive end-user demand that gives  
us natural space on the retailers shelf 

HULTAFORS GROUP 

Create pull: Brand and product. Communication, 
events & testing. Digital promotions etc. 

END USERS DISTRIBUTORS 

Craftsmen 
 

Tradesmen 
 

Service 
trades 

Small retailers 
to large retailers 

 
 

Professional/ 
consultative 

resellers 
 
 

Wholessalers Construction/ 
industrial 

companies 
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Digitalization 

External                        Internal 

iScala ERP 
System 

OCR order 
scanning software 
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European expansion of Shoes under the Solid Gear brand 

Development 2011-2014 

• Successful European expansion 
• Present in 14 countries 
• Top brand in EU 

• Planning European expansion 
• Focused introduction to selected countries 

European expansion of Shoes under the Solid Gear brand 
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Hultafors Group 
Financial performance 
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Klicka här för att ändra format 

Hultafors Groups Focus 

ORGANIC INTIATIVES 
• Drive end-user demand 
• Tailored go to market 

models 
• Internal and external 

digitalization 
• High customer value 

offering (premium 
product+ service) 

 

ADD-ON ACQUISITION 
• Premium brands with 

future potential 
• Overlapping end-users 

and customer segments 
 
 

GROWTH 
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