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INTERIM GENERAL MANAGER 

INTERIM SALES & MARKETING DEVELOPMENT MANAGER 
           

INDUSTRY- CONSTRUCTION - RETAIL       Expertise in driving subs for international groups        French-German-English 

 
02.20 – 12.21 PROJECT MANAGER – STRATEGY, SALES & MARKETING DEVELOPMENT (INTERIM)  

• Mission Developing marketing and sales strategy around a new water filtering device. 

• Mission for a Japanese tooling group - VESSEL- Introducing hand tools brand in Europe. 

 

2017 - 2019: HEAD FRENCH SUBSIDIARY + SALES-MARKETING MANAGER 

         HOPPE France - Switzerland- #1 worldwide in door-& window handles, mechatronic devices. 

• Auditing and defining new business strategy for France, French Territories and Africa. 

• Implementing new adapted organization and management sub. : 40 M€ - 40 employees. 

• Key accounts listed, national & international - Distribution, Industry, DIY stores... 

• Launching innovative and strategic products + new brands. 

➢ Turnover “distribution channel” +10% after 12 months. 
➢ +30% after 6 months with the French leading hardware dealer. 
➢ Reorganization of French BU: total internal approval and signature new 

additional working clause within 5 months. 
➢ 2018 France: sole European market to progress and to reach targets. 

 
2016 - 2017:  SENIOR CONSULTANT  

         CADRES en MISSION – Interim management and consulting.  

• Structuring and organizing 3 sales departments for 2 companies. HR problem by the 3rd. 

• Improving sales performance and solving HR issues. 
➢ Reaching commercial target, as only 20% sold 3 months before year closing 

and my arrival.  
➢ Data of 5000 qualified clients set up in 2 months. 
➢ Reporting and sales objectives follow-up tools created in 3 weeks. 

 
2010 – 2015:  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
INTERIM 
 

VICE-PRESIDENT SALES & MARKETING  GROUP + GM GERMAN PLANT & DACH AREA 
 

HOLDING TECHNIMA SOPPEC - Chemistry – #2 worldwide in marking sprays for 

construction, public work, industry, harvesting / 6 companies in France, Germany, Sweden. 
 

• Defining new Group organization, creating international subsidiaries and implementing 
strategy. Managing key accounts and driving harvesting/ forestry business tenders in 
France and export: distribution, OEM, government organization and European states 
incl. Russia. 

• French and international sales development (EMEA Asia Pacific). Direct management of 
area managers + subsidiaries abroad. 

• At the same time (2013-2015), diagnostic audit, management, organization, purchases 
for our German plant. 

➢ Group turnover +22 % (+49 % export). EBIT+3 points. 
➢ Sales areas and plants turned into subsidiaries. 

2009 – 2010 : 
 
 
 
 

GENERAL MANAGER (INTERIM MANAGEMENT) 
 

LEICA HEXAGON Group – Switzerland/Sweden -  Laser tools for topography & construction 
 

• Mission   After purchasing a French group, auditing and studying best change and 

integration opportunities into Leica-Hexagon+ sales development. 
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2003 – 2007 : 

 

 

 

 

 

 

 

 

 

2002 – 2003 : 
 
 
 

 

 

 
➢ Successful integration and restructuration achieved. 
➢ Export turnover +30%. 
➢ Debts reduced about 80%, stocks -30% in 10 months. 

 
GENERAL MANAGER (INTERIM MANAGEMENT) 

GEZE – Germany – Door closers, automatic mechanisms, escape routes and safety devices, 
biometry  

 

• Mission   Perpetuating French sub. Auditing, organizing, change management. Setting 

up management, new processes and control systems. Upgrading the local performance. 
 

➢ Turnover +40 % over 3 years. Market share increased from 20% to +33 %. 
➢ New organization: internally, for the sales force and service. 
➢ Losses absorbed within 3 years (3,5Million€ for 14Million€ turnover) and 

return to an account in credit, only generated with own profits. 
 

PRESIDENT, GENERAL MANAGER + MARKETING MANAGER (INTERIM MANAGEMENT) 

HANSGROHE GEBERIT SAS – Germany/Switzerland – Sanitary wares. 
 

• Mission Studying and monitoring opportunity over long term partnership or merging 

between 2 firms. Testing teams’ synergy and possibility of growing turnovers. 
 

➢ Turnover +12 % and +1% of net profit vs budget objective. 

1994 - 2002 : DEVELOPMENT DIRECTOR - Professional & public sector products (Strategic Marketing) 
 

GROHE – Germany -  Taps manufacturer and  #1 sales in Europe 
 

• After merging DAL with GROHE, defining and implementing new coherent marketing 
and sales strategy for the Group. 

• Creating and designing for the future, new markets/products and selling to OEM 
industrials – France becomes « test & best practice market » for group. 
EX. I initiate the « dual flush » mechanism that remains an outstanding market today! 
 
➢ Turnover= 40% from French Subsidiary and margin over 60% after 5 years. 

 
1991 - 1994 : GENERAL MANAGER FRANCE «Sanitary ceramics» 

 

LAUFEN OSTARA – Switzerland/Germany - #1 in Europe for ceramic goods 
 

• Starting, developing and managing a new office including 2 show-rooms in Paris. 

• Defining and implementing commercial-, marketing- & communication strategies. 
 

➢ Turnover reached 53 Millions FF, gross margin > 45%. 
 

1986 - 1991 : SALES MANAGER / Co-founder and partner 
 

MORE - Import - Export ; Export counseling for small and medium-sized firms 
 

• Importing/distributing sanitary ware products to retail and DIY stores over 3 warehouses 

• Consulting and supporting firms in international development: food, luxury goods, 
materials, chemistry, industry. 

 

➢ Turnover increased + 4 Millions FF; cast-iron bath-tube market remains the 
same 5 more years (Stabilized market despite major crisis). 
 

EDUCATION 

 
1996 :  ESSEC Paris : Professional qualification Marketing  

1984 :  ESCE Paris : Master’s Degree International Business & Administration 

  
 


