Interview with André Hendriks, Managing Director

of Lemar BV

Above and beyond distribution

Companies in the EU have had the benefit of an integrated European market for decades
now. It has provided many opportunities to take products that have been successful in one
market, and transplant them in new, untapped markets. To make this happen, you need a
company willing to help you break in, like Lemar BV, a distributor of responsible food brands
in the Netherlands.

HIGH PROTEIN BAR

Grenade is a top UK brand and has great
success with its range of low sugar,
high protein bars

Managing Director André Hendriks
has been with Lemar BV for six
months, and is beginning to imple-
ment his vision for building on the
success of the last 20 years. “The
portfolio of brands that we have
introduced to the Netherlands

has taken off,” begins the direc-

Eat Natural is famous for its hand-rolled cereal bars. The
breakfast cereals have heen developed with Lemar

tor of the company whose partner
brands include Eat Natural, Ana
Luz and Grenade. “The key chal-
lenge of this role was ensuring we
introduce all our brands with great
focus and emphasizing where we
add value to our customers.”

For Mr. Hendriks, this has been a
satisfying move. It is not surprising;
after all, he is working with a team
that was awarded, by Dutch retail-
ers, the ‘golden partner award’

in 2017 and 2019. “As a team of
thirteen at Lemar, we distilled our
vision into two key aspects: firstly,
knowing our market inside out and
helping our clients adapt through
product development, and sec-
ondly key in this business knowing

that customers value a one-stop-
shop. By that | mean, being their
exclusive commercial partner for
the Netherlands and taking full

responsibility for marketing, sales
and logistics as a point of contact
in what might be an unfamiliar

market for them,” he says.

The director first turns to prod-
uct development: “For example,
we helped to prepare a range

of breakfast cereals here in the
Netherlands that would work for
marketing the brand ‘Eat Natural’.
As one team we developed a great-
tasting range of breakfast cereals,
and it helped them maximize their
contact with Dutch customers,
who love breakfast. The second of

The brands that we have introduced to the Netherlands have
taken off due to their brand strength, quality, and our help
with marketing, logistics and product development.

Lemar has also become a key distributor of jack-fruit, which is
genius considering the demand for meat-like vegan foods

these steps is implementing great
commercial services to increase
sales for our customers in retail
and out-of-Home. As a full service
distributor, Lemar takes care of
brand activation, account man-
agement, customer service and
logistics. We aim to make it easy to
sell healthy, out-of-home snacks in
the Netherlands so that customers
continue to see us as their go-to
partner.” For Mr. Hendriks, this is
summed up in a single keyword:
relevance. “Our aim with eve-
rything we do now is relevance.
Whether it is product development,
brand activation or logistics, we
want each one of our brands to be
the most relevant brands on the
Dutch market,” he sums up.
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