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PRESS INFO
“The next crisis after corona?”

MHK Group reports most successful business year in company history / Growth of 16.4 percent / Record dividends of 180.9 million Euros paid out to shareholders / Clear view of the future 

Dreieich, 23 May 2022: Like the previous year, the business year 2021 was once again influenced by the corona pandemic. The associated disruptions in the worldwide delivery chains and the increasing scarcity of raw materials also led to delivery bottlenecks and price increases. Conversely, there was a further strengthening and consolidation of the homing trend that had begun in the previous year. The MHK Group and its affiliated retail companies and tradesman's businesses also had to hold their ground in this trade-off between increasing demand for individually planned kitchens and bathrooms as well as increasing building activities on the one hand and increasing costs and delivery times on the other.
This was achieved in impressive fashion by the Europe-wide purchasing and service group around the topic of home and living. At the financial results press conference, MHK CEO Werner Heilos was able to announce the best figures in the company's history. Turnover[footnoteRef:1] grew in 2021 by 16.4 percent to 8.914 billion Euros. The result was achieved by the 3,633 companies (+161) throughout Europe that belonged to the group as of 31 December 2021. [1:  Gross turnover of the MHK partners, incl. delivery and installation] 

[bookmark: _GoBack]Growth impetus came from home and abroad alike. While group turnover in Germany increased by 15.5 percent to 5.924 billion Euros, the MHK foreign companies in Belgium, Great Britain, the Netherlands, Austria, Switzerland and Spain contributed 2.99 billion Euros to the total result with an increase in turnover of 18.5 percent. With this result, the growth of the MHK subsidiaries was once again well above the market level. 
The very good results are also reflected in the dividends paid to the shareholders. The MHK Group paid out record dividends totalling 180.9 million Euros (+ 20.0 percent). 
Power through a strong community 
The lockdown increased the already high value of the kitchen still further. A kitchen in the studios of the MHK partners (except for REDDY) cost 15,147 Euros on average in 2021 (+ 3.83 percent). At REDDY Küchen the average sales price increased by 6.32 percent to 8,988 Euros. The continuing boom in demand and the zero interest strategy of the European Central Bank played into the hands of the retail and skilled trade partners once again in 2021. “Nevertheless”, said Werner Heilos, “the result was by no means a matter of course”. Especially the lockdown at the start of the year, which lasted almost six months, and the corona measures that were in some case even more restrictive demanded quite a lot of the dealers in particular. In addition to the creativity and commitment of the entrepreneurs – REDDY Küchen and musterhaus küchen were once again crowned Service Champions in Gold by the daily newspaper DIE WELT – the power of the community played a major role in overcoming the challenges. “Together we were able to leverage synergies and avoid weaknesses”, said Werner Heilos. This pays off especially in difficult times, as the figures prove in very impressive fashion compared to the rest of the industry. A further magic spell for success is diversification – for the partners and the association alike. The group offers a broad range for differentiation to its partners in the kitchen segment with its five private labels DESIGNO, elementa, neola, selectiv and xeno, their franchise subsidiary REDDY Küchen and the umbrella brand musterhaus küchen Fachgeschäft. In addition to the core segment, the kitchen industry, with its associations interdomus Haustechnik, Deutscher Wohnbauverbund and TOP Malermeister Deutschland, the MHK Group has also been successful in the trades for more than ten years. With almost 1,500 partners, interdomus Haustechnik is now the association with most members in the plumbing, heating and air-conditioning industry. 
Power through a strong economy and a family-like backbone 
In addition to the power of the community, the Chairman of the MHK Supervisory Board Prof. Rainer Kirchdörfer had already referred to the strong family-like character of medium-size businesses in his welcoming speech. Like the MHK Group, these companies take responsibility – for the people working in their businesses and society as a whole. In addition, Prof. Rainer Kirchdörfer pointed out the challenges facing our economy. From the changing delivery chains to the new trend towards nationalisation to the development of the prices for raw materials and energy: “Germany is well armed, in particular due to the strong economy, high diversification and the strong family-like character of our medium-size companies.” 
Power through cooperation between retailers and industry 
The topic of responsibility was also the main focus of MHK director Dr Olaf Hoppelshäuser, who highlighted the triumvirate of MHK Group, retail and industry as one aspect of the MHK success story. “Especially at the present time we don't need confrontation, but more than ever before appreciative cooperation”, he emphasised. He said that the situation can only be mastered together. At the same time, the industry should also be aware of the worth of their partner from specialist retail and skilled trades. “Happily, that is mostly the case”, Dr Hoppelshäuser emphasised, adding that, last but not least, the MHK figures show that cooperation with industry works in difficult times.
Looking back over the changes in recent years, the Sales Director noted that the triumvirate that has held good for so many years has in the meantime been extended and revolves around the end customer. “Digitisation offers ground-breaking possibilities here in cooperation.” 
Power through digital change 
Kirk Mangels, who is responsible for Digitisation, Marketing and Corporate Communication, picked up on this theme, saying that it would be successful “if we also consistently leverage the possibility of digital change.” “The task for us as an association is to accompany the digitisation as best we can along the value added chain.” He added that there is still quite a bit to do, for example with regard to the improvement of networking and standards between association, industry and retail in order to get up to date in terms of error avoidance. Or also with regard to the branding of the individual retailers and the greater competition in the Internet. “This is where the wheat is separated from the chaff. That's why we have to offer optimised, goal-oriented marketing.” In order to fulfil this task and support its partners in the best possible way, the Dreieich-based group has already taken gigantic steps last year with the “digital association” project on the one hand and the founding of the digital communication agency MIYU on the other.
Power through overview: calculation and foundation
However, the present directly noticeable challenges are currently the most crucial issue for the MHK partners. “Among other things, incomplete kitchens, more journeys, price increases in the course of the year, higher energy costs, inflation and the associated wage increases, as well as the intensifying labour market with the shortage of skilled labour are everyday occurrences”, said MHK director Wolfgang Becker, adding that, as a consequence, most partners have for the first time recalculated their prices several times during the year and are no longer able to give price guarantees. “This is new territory and demands both a good overview of one's own situation and a strength for calculation.” This is also urgently required, because it was no rarity for partners to end 2021 with a record turnover, but not with a record profit. “Even in the midst of everyday stress, the calculation during the year must not be overlooked”, stressed Wolfgang Becker, adding that it is essential for the sustained successful development of the company. “With the pooled payment we can offer our partners valuable support in this area, too.”
Power through financial strength and hedging 
Finally, Frank Bermbach, who is responsible on the Executive Board for banking services among other things, emphasised that those who concentrate on their business in these troubled times will be successful: “That applies with regard to both finances and the insurance status and to one's own employees, because it will be particularly challenging for those who lose good workers.” For that reason it will also be increasingly important for smaller medium-size retail and trade businesses to invest in employer branding too. “And together that is not expensive, either – which, again, is an advantage of a large group”, said Frank Bermbach. With employee retirement plans or programmes such as the company bicycle, entrepreneurs can simply and inexpensively increase the satisfaction of their employees and in this way promote long-term company loyalty. The same applies to topics such as sustainability, with which one can address new customer groups in addition to old and new employees. Especially in this respect there will be several new items from MHK in the second half of the year.

Power through a clear view of the future 
At the end, Werner Heilos hazarded an outlook on the current business year, noting that demand to the present day is relatively high. “Of course, that is also due to the fact that high inflation coupled with low interest rates destroys people's savings and it is therefore well worth investing in one's own home.” However, it is currently uncertain whether this trend will continue and how the challenges previously outlined will affect the delivery situation. “At any rate, these are volatile times in which MHK – as my colleagues have illustrated in impressive fashion – will certainly be able to support its partners like hardly any other in the industry”, said the MHK boss. To that extent one cannot say with certainty how it will pan out, “but there is one thing that we can say for sure: for kitchen dealers and the plumbing/heating/air-conditioning trade or painters, there is no better home than MHK.”
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