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Partenaire de votre maison éco-confortable

DEPUIS 1766

OF BRANDS
A FAMILY

1988
The company is taken over in 
a management buyout (MBO). 
The Dumont Investissement 
holding company is set up, with 
the management as majority 
shareholders.

2007
Senior management duo: 
Olivier Malfait and François Bériot.
New registered office in Grenoble.

2014
Samse signs a deal to work with 
CRH France Distribution, the 
French subsidiary of the Irish 
group  
CRH plc, which has the option to 
become a majority shareholder by 
2020.

2016
Christaud, the oldest of the 
Group's brands, celebrates 
250 years in business and creates 
the French Water Specialists' 
Network.

2016 
t

1920
Société Anonyme des Matériaux 
du Sud-Est (S.A.M.S.E.), a 
subsidiary of the Vicat cement 
works in Grenoble, is founded.

1925
Stock market flotation.

1949
Samse becomes an independent 
company.  
It is bought by the descendants of 
Joseph Jehl (Managing Director 
of Vicat from 1945 to 1952), 
who include the Joppé family. 
Bernard Joppé is appointed Chief 
Executive Officer.

1960
In 10 years, from 1950 to 1960, the 
number of Samse outlets doubles.

1970
Senior management duo: 
Patrice Joppé and Paul Bériot.

1974
The first La Boîte à Outils DIY store 
opens in the Isère département.

A few key dates 

in our history
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We are a French DIY and building materials
and equipment retail group with an extensive network

of 343 sales outlets all over France.

Supplying both the building trade and home DIY
customers, we offer two complementary ranges

of goods and services from approachable, helpful staff
 at local stores.
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The Ancient Greeks used the word crisis ('krisis') to mean 
something very different to the way we use it today.
Whereas for us this situation means we are going through a 
very difficult time, a period characterised by deep malaise and 
imbalance in the order of things, for the Greeks a crisis was an 
opportunity, a chance to take decisions, make choices and take a 
long hard look at things.
The tough times that the building and civil engineering sector has 
been going through in recent years has been put to good use by 
the Board of Directors. We have not sat on our laurels, resigned 
to waiting things out; on the contrary, we have used this time 
to grow and make progress. Progress in terms of governance, 
management, marketing, sales and in the attention we give to the 
Group's customers and employees.
Over the last ten years, growth, both organic and external, 
has remained an objective and a reality. We have grabbed 
opportunities with both hands, prospecting and winning new 
territory.
And now, during the past year, the long-awaited recovery has at 
last shown signs of life. Our performance in 2017 does of course 
reflect this improvement in the market.
But in the view of the Supervisory Board, which has steadfastly 
encouraged and supported the actions of the Board of Directors, 
what is most important is not the figures published in this annual 
report. Today, Samse and all the Group companies benefit from 
an operational impetus, management, senior management and 
more generally a workforce of the highest quality.
Ultimately, the 'crisis' has enabled us to progress in every respect. 
The coming years will bear this out.

Patrice Joppé

Paul Bériot
Vice-Chairman of the 

Supervisory Board

Patrice Joppé
Chairman of the Su-

pervisory Board

CRISIS
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2017 will prove to be a decisive stage in our 
company's history, one when we have come to 
see – with growing realisation over the years – 
the importance of continuing to change how 
we manage the Group. Providing even better 
training for our employees. Listening even 
more closely to the people on the ground. 
Giving everyone more ownership of what we 
do. Because achieving as a team, building 
for the future together, that is where our 
strengths lie. 

We all of us need to find what it is that gives 
our working lives meaning. What is the 
purpose of our work as managers? Each one 
of us must be able to express their talent, their 
full potential. Do their bit. Each one of us must 
feel valued in the contribution they make. 
Be part of our endeavour. Be responsible for 
their contribution. Hence our ongoing efforts 
to provide training, particularly when it comes 
to encouraging internal promotion, which is 
so important to us.   

"Our mission is to train all of our em-
ployees to be  

the conduit between  
our experience and our future."

François Bériot

The ro le  o f  the  company  boss 
has  changed.  They  used to  be  
'the one who knows best'. Today, they are 
the one who listens, sums up, assesses and 
decides. Our employees are ready – we think 

– to be given trust, autonomy, the means 
to work as a team and permission to make 
mistakes. Because having permission to 
make mistakes elicits wise words and wiser 
ideas. Creativity. 

It is this philosophy that makes our employees 
want to join the Samse Group in the first 
place. The humanity and warmth that go 
hand in hand with 'efficiency' and 'economic 
performance'. 

"As in a family, each of our brands is 
different, but it is our values that unite 

us and give the Group its strength."
Olivier Malfait

We have taken a big step forward with our 
'COPs', the inter-brand meetings that enable 
the various members of the Samse Group to 
come together and reflect, find inspiration 
and influence each other for the better. 

But listening is also about paying attention 
to the youngest among us at the time 
when we come to write this annual report. 
And what a breath of fresh air it is! What 
they have to say gives us pause for 
thought, for all the right reasons. Makes 
us stop and think. Our young people are 
the ones who will show us the way forward. 
They tell us which direction to take, and  
give us purpose. 

"Finding purpose, sense, and direction"

Olivier Malfait
Chairman of the  
Managing Board

François Bériot
Vice-Chairman of the 
Managing Board
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THE EXECUTIVE COMMITTEE

Marc Cointepas: Logistics Director, Arnaud Bériot: Managing Director of La Boîte à Outils  
Christian Rossi: President and CEO of Christaud, Christophe Lyonnet: Samse Regional Director,  
Yannick Lopez: Purchasing Director, Serge Roux: Vice-President of Simc, Alain Renard: Chairman of the Managing Board of Doras,  
Benoît Bréchignac: Human Resources Director, François Bériot: Vice-Chairman of the Managing Board, 



Olivier Malfait: Chairman of the Managing Board, Jean-Jacques Chabanis: President of La Boîte à Outils,  
Philippe Gérard: Sales Director of Samse, Olivier Bis: Information Systems and Methods Director,
Jérôme Thfoin: Marketing and Innovation Director, Didier Zambon: Managing Direction of M+ Matériaux,  
Antoine Siboul: Real Estate Director, Laurent Chameroy: Managing Director and Chief Financial Officer. 
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YESTERDAY ... TODAY ... TOMORROW

FROM A BAG OF CEMENT ON THE 
HEAD TO A SMARTPHONE IN THE 
HAND,  

70 YEARS HAVE PASSED...

… and almost everything has  
        changed... except what counts.

Pompée Casagrande was 22 years old when he opened the first Samse store in Barcelonnette, capital 
of the Ubaye Valley. That was 70 years ago... Everything had to be rebuilt after the terrible years of 
the German occupation. 
A new market was opening up for the Samse company's sixth retail outlet...

Pompée had arrived from Venice with his parents at the age of 11, and five years later he was taken on 
as a runner for the Samse store in Gap. He received his first Samse payslip at the tender age of 16.

Opened in 1947, his first store was very spartan: a small rented warehouse on the edge of town, no 
delivery lorry or forklift truck, some 20 products in stock, and a tiny office just 3 m2  with a counterfoil 
order book, a Bic pen and a Facit mechanical calculator sitting on the table. Pompée was a one-man 
band: store manager, salesman, warehouseman, accountant... and he had no car.
But he was keen. Every now and again he would mount his road bike and set off to see his customers on 
site, huffing and puffing his way up stiff climbs through the mountains in his adopted Southern Alpine 
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YESTERDAY ... TODAY ... TOMORROW

homeland.
He had to wait four years for his 
first delivery vehicle: a green 
2CV mini van. 
In those days everything was 
done by hand.
Lorry loads of 50kg Vicat cement 
sacks arrived from Voiron and 
had to be unloaded into piles 
of 15 under shelter... The easiest 
and least tiring way of carrying 
them was on his head, with no 
protection other than his hair.
And that lasted for 20 years, be-

cause Pompée didn't get his first 
forklift truck until 1968!
Pompée continued to work as 
branch manager, increasing his 
store's turnover significantly in 
the 1960s and 70s thanks partly 
to the fact that five ski resorts 
were built in the area during this 
time. In 1982 he took his well-
earned retirement.
How many tonnes of cement 
had he shifted in his 40-year ca-
reer with Samse? Impossible to 
say...

Bruno Richard
Elie GilletPompée Casagrande

What we can say is that 
Pompée is still around today 
and as fit as a fiddle, with his 
big Italian smile... proud of 
what he achieved.

Today he is 92, summing up his 
career in just a few words: "My 
customers were my friends."
Between Pompée and Elie, 
the latest branch manager at 
Barcelonette, there have been 
a few different people at the 
helm, including Bruno, who in 
January 2017 was appointed 
Regional Director.
The story continues... These 
days, Elie confirms his 
customer-friends orders by 
SMS.
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2017 project
BEAUMONT-LES-VALENCE SCHOOL
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A shared future...

WELCOME
WORLD!to our

THE SAMSE GROUP MAGAZINE

BATI’DAYS AT THE SAMSE VIF BRANCH
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aquamotion courchevel
2017 PROJECT
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Folie Divine Montpellier
2017 PROJECT
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HEAD OFFICE 10TH BIRTHDAY CELEBRATION – JULY 2017

A shared 
future
We asked a journalist to interview three young female 
Samse Group members of staff and two young male 
employees to find out how they view the company.  
And what they expect of it, too. 
Each of them told us the same thing: “One of the Group's 
strengths is being able to say what you think! You’re allowed 
to speak your mind. Even when you don’t agree." We have 
deliberately not edited their comments, leaving them in their 
own words. Read our main feature.
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"This young  
generation will  
show us the way forward" 

This was the Marketing and 
Innovation Director’s conclusion 
after five days meeting the Samse 
young generation. 
Five young people, five different 
jobs but one shared vision: that 
of a large company still run as a 
family business (with all the qualities 
and failings that are part of it),  
where people work together, with 
the same team spirit and never-say-
die attitude. Whatever generation 
they belong to. 
T h e  E x e c u t i v e  C o m m i t t e e 
commented on these heartfelt 
accoun t s ,  see ing  them as  
“a reflection of the solidarity, openness 
and commitment that characterise 
Samse" said Logistics Director Marc 
Cointepas. "These are the values that 
I myself was looking to embrace when 
I started work here," he continued. 
"Our Group can sometimes cling to 
the past a bit, and needs a shake-up. 
We need to follow the example set 
by this young generation. To take 
risks. Even if that means messing up 
sometimes. Then starting again and 
doing it differently."
Yoan describes how he’s proud to have 
learned, with the help of his boss, the 
“meaning of the word ‘responsibility’”. 
Meaning is a word that crops up 
often. Everyone looks for "meaning in 
their work". What part does my little 
contribution play in the great scheme 
of things?" The answer might be:  
"I'm building the Samse Group”, 
and my line managers trust me and 
listen to me. Here we meet our 
interviewees. 

<
Addressing head office employees, Patrice Joppé, Chairman of 
the Supervisory Board (on the table). To his left,  
Olivier Malfait, Chairman of the Managing  Board, and to his 
right, François Bériot, Vice-Chairman of the Managing   Board
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Emmanuelle Letizia
SALES STAFF MEMBER
MAURIS BOIS
SEYSSINS
Aged 28 

"I wanted to continue study-
ing That's not proved the case 
so I'm a bit disappointed, but 
one of Oddos’s strengths is the 
fact that it has a a large Group 
behind it. I can see myself 
getting on here, and that moti-
vates me. When I attended the 
team-building day, I understood 
the Group’s vision. 

The hardest thing, in a large 
Group, is knowing who to 
talk to. I’m not afraid to speak 
my mind, but you need to 
find out who is the person 
who can help. Training is a 
real expectation among my  
generation. We are always curi-
ous and we want to be trained 
in a variety of different skills. 
Our career paths are often 
unconventional. Young people 
are starting out down one route, 
then branching off in a different 
direction. 

"We’re hungry to learn. 
Our generation is con-

stantly on the lookout."

We’re bombarded with job 
offers. A modern company 
understands that when you 
have good people on the pay-
roll, you want hang on to them. 
Even if that means taking 
risks, and daring to do things 
differently. Our generation has 
heard our parents expressing 
regrets… spending 40 years in 
a company then simply being 
made redundant… We want to 
try everything, so we won't have 
any regrets.
Customers know what they 
want. What we are about at 
heart is offering the right prod-
uct at the best price. Advice 
is our added value. The more 
complicated the problem, the 
happier I am. I'm not some-

one who enjoys haggling over 
prices. I like finding solutions. 
We young people like to feel 
part of a team. We have a 
vision: teamwork = shared 
results. Either you're a team or 
you’re not. If you are, then you 
share both what’s good and 
what’s bad.
Some people find it difficult to 
share knowledge. The most 
experienced ones sometimes 
regard this sharing as a burden 
and say we know nothing. We're 
here to learn on the job. Know-
how must have been passed on 
at some point, when one per-
son has in-depth knowledge of 
a subject. We hear people say:  
"We want to train our young peo-
ple". Line management must 
ask for this to happen during 
time set aside specifically for 
this purpose. Older colleagues 
think that because we've 
been recruited, we're ready to 
start work and we know what 
we're doing. But that’s not the 
case – first we have to learn. 
Obviously, we lack product 
knowledge because we've 

never done their job before… 
And what’s the main thing 
we give older employees in 
return? Tips on how to use  
"technology." 
The old saying "Show us what 
you can do" no longer works 
with our generation. We don't 
want to be held back. And we 
want people to be honest with 
us. The Samse Group tells you 
straight. There's a climate of 
clarity. Do I want to spend my 
entire career working for one 
company? No, that’s not for me. 
But within the same Group, why 
not? Forty years in the same 
job? I’d find that depressing. 
That's how things were for my 
parents. There’s no such thing 
as the ideal company. It can 
feel like working for your ideal 
company for a while. 
The main thing is to enable 
people to grow. The values 
your company projects, every-
thing to do with moral values, 
ethics and codes of ethical 
behaviour. That’s why I like the 
Group’s corporate culture. It 
focuses a lot on its people. 

The company has a “Live my 
life" job taster scheme. When 
I wanted to go on it, they were 
very helpful. I want to do 
one with Olivier or François  
(ed.: Board members Olivier 
Malfait or François Bériot). I'm 
going to make my own little con-
tribution – they’ll see! 
The key to it all is communi-
cation. We learn that at school. 
But you don't appreciate it at the 
time. But in real life, you get it 
immediately. A company that 
COMMUNICATES is a success-
ful company. Internal commu-
nication, with employees, is 
something that really has to 
be worked at. That's what will 
make people feel they belong in 
a company. A young employee 
who feels part of the company 
will get on; but we need guid-
ance. We want freedom, but 
we need a framework too. We 
need clarity. We need to know 
where we’re going. 
There are some areas where 
we're a long way behind. For 
example, digital technology. 
I'd like to have an internal mes-
saging system, like they do 
in banks. We communicate 
a lot with each other but the 
messages get lost among our 
emails: we discuss margins, 
prices, discounts and confi-
dential matters. But we have 
landline phones on our desks, 
too! Do people realise that?! If 
I’m with a customer and I have 
to go and check a price, I have 
to leave him on his own… Per-
sonally, I use my smartphone 
to do everything. I don't have 
a computer.
The company must also 
understand that there are 
some things it has to do.  
Accept the fact that we may 
want both to have a life outside 
work, with time for ourselves 
AND devote ourselves to our 
work, and do well. Our genera-
tion doesn't want to mix work life 
and personal life.
If I had to improve anything, I'd 
say “Ask us what we want more 
often". At a seminar, Jérôme 
(ed.: Jérôme Thfoin, Marketing 
and Innovation Director,) asked 
us for our opinion on digital 
technology, and that really moti-
vated me.

“Knowledge has to 
be passed on: we're 
here to learn on the 
job, thanks to older 
employees who are 
willing to share their 

experience."

My View
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Olivier Malfait:
Chairman of the Managing Board

Young people have opportu-
nities to do lots of thing within 
the Group. Management must 
let us get on with it. it would be 
a pity to lose top-quality staff 
over minor things. Especially 
when we're not asking for the 
earth…"   ●

Yannick Lopez: "I think Emman-
uelle's comments reflect what I 
perceive among the young in 
general: they are inquisitive 
about everything, and very 
attentive. Our view of the world 
was fashioned by that of the vil-
lage we grew up in. They live 
in a global world. The world 
belongs to them."
Olivier Malfait: "She’s uncom-
promising when it comes 
to values and demanding 
in her expectations of man-
agement. In essence, what 
she’s saying is "It's our bosses’ 
job to spot who has potential"  
She wants both to be guided by 
us AND to be left alone to get on 
with things."

 "At Samse, the only 
things holding people 
back are the ones they 

impose on themselves." 

Y.L.: "She wants to separate 
personal and work life, and 
if we go along with that, she's 
prepared to commit herself. 
The 35-hour week has raised 
lots of questions about the way 
work is organised and the place 
of home life. These days, it's 

clear: the culture of being seen 
to work excessively long hours 
is over." 
O.M.: "It's all about line manag-
ers trusting and listening to the 
people working under them. 
Personally, my main frustration 
is the feeling I can’t be as avail-
able as I’d like to be. We want to 
be transparent, but there are 
still expectations to be met in 
terms of communication."
Y.L.: "She needs to get to know 
the processes better to prog-
ress. Young people join a com-
pany and only stay a short while. 
Or if they are to stay, they need a 
variety of responsibilities."
O.M.: "All the younger ones talk 
about your career, Yannick, 
because they learned about it 
on induction day: you started 
out as a driver and you're now a 

Board member. We're so proud 
of that. To give the youngsters 
the mobility they want, we have 
to remind them that internal 
promotion is part of our DNA. 
It’s our leitmotif. That’s how the 
Samse Group works. 
People often have to start work-
ing at a very young age. Which 
means that their education falls 
by the wayside. Our strength 
lies in our training. Because 
we recruit based on people's 
potential, even if they have had 
little education, we have a very 
large budget for training (ed.: 
four million euros). 
We must make progress in 
terms of sharing skills among 
generations. At Doras and La 
Boîte à Outils, we've set up a 
young people’s group. They 
really put us on the spot. The 
management team isn't thin-
skinned. We’re can take nega-
tive feedback. It helps us move 
forward. I'm going to do a “Live 
my life” day with Emmanuelle!"
Y.L.: "Young people are very 
money-orientated. They also 
want us to talk money. They 
want the truth. Their outlook is 
ruthless but straightforward: 
they’re prepared to say any-
thing and hear anything."
O.M.: “We’re always looking for 
new ideas, and we're prepared 
to commit resources, take risks 

Yannick Lopez:
Purchasing Director

“One way in which the Group is 
a bit unusual is that here you can 
end up managing a subsidiary 
even if you left school at 16." 

"I understand 
the constant 

need for further 
training. And 
the appeal of 
a large Group 

that offers 
prospects."

"I need to 
find meaning 
in my work. I 

like the Samse 
Group because 
it respects its 

people."

"When we want to learn,  
we put our minds to it!  

A young employee needs to have several 
different tasks. What I like is the fact that 

my company is part of the Samse Group," 
says Emmanuelle, who has a BTS diploma in 

Business Management.

Management's  
Comments

and try out new things, that's 
what's good about being a 
large group."
I also like what she says 
about the days of "Show us 
what you can do” being over. 
Today, the buzz phrase is  
"Trust me". We're aware of 
these new ways of working. 
We’re eager to listen to what 
people are saying and we've 
started to adapt."  ●
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Thomas Challan Belval 
DORAS FORKLIFT TRUCK 
OPERATOR  
AT CHENÔVE CAREO
Aged 22 

"After my degree in applied 
foreign languages, I worked 
for a bank for a while. My boss 
didn’t even know my first name. 
There's a good atmosphere 
here at Doras, and we’re 
a team. All the employees 
are treated with respect. 
Regardless of what job they do. 
I’m interested in everything, so 
there’s lots of jobs I can do, but 
the way my boss treats me is 
really important to me.
At the bank, the day they 
asked me to sign a permanent 
contract and called me Rémi, I 
said "No, I’m not interested" and 
left. 
Here, you feel valued. People 
thank me for my hard work. 
That’s important to me. What we 
give to the company, they give 
back to us. We’re not sidelined. 
There’s communication. We 
don’t have to know everything, 
but I feel part of the team. We 
work in an atmosphere where 
people don’t put you under 
pressure all the time. In the end, 
what I’m looking for is simply to 
be happy.

"We're not just num-
bers, each one sitting 

in their office. We work 
together."

We give of ourselves. As for 
attitudes like “There’s no excuse 
for being late!”, there’s none of 
that here. At the same time, I 
try to be efficient and to work 
quickly, because I need time 
for myself. In the warehouse, 
the average age of our team 
is 23. We all get on really well. 
We're motivated by the fact 
that our bosses started at the 
bottom and worked their way 
up. They’re role models for 
us. We're motivated because 
our line managers keep us 
motivated. They make us 
feel we're going somewhere. 

"The company’s aims, 
how goes about 

achieving them, the 
ethos... I like everything 
about this company."

Benoît Bréchignac
Human Resources Director

That's vital. You get the outcome 
you deserve. 
At the bank, there was no point 
going the extra mile because 
it wouldn't get you anywhere. 
All that counted was your CV. 
From a boss’s point of view, it's 
a pity not to make use of such 
potential. I can't bear to see 
human talent wasted, whether 
it’s my own or other people’s. 
Some criteria are difficult to 
judge from appearances. 
Creat ivi ty for example… 
But there's an easy way to 
detect talent… and that’s to 
open your eyes! [He laughs.] 
When a director goes into 
the warehouse, he knows the 
people working for him and 
what they’re capable of. 
They give us freedom. They let 
me manage my own work. And 
that means I get more done. 
Because I like to do things 
well, they congratulate me and 
that motivates me more. If they 
did the opposite, if they put 
pressure on me, I'd do my hours 
and no more. We try to do our 
best, for the boss. My regional 
manager connected with me 
too. He bought me a beer after 
the discount sales, because I 
had gone the extra mile. Here, 
we have a traditional approach. 

It's a still a family business, in 
the positive sense of the term. 
On the  negat ive  s ide , 
sometimes people don't 
acknowledge the work you 
do. We're at the bottom of the 
ladder, and that means some 
people don’t treat us with 
the respect we deserve. You 
might hear comments like “A 
warehouseman can’t count," 
and that hurts…
The other irritation is digital 
technology. The Group is far 
behind. We’re 10 years behind 
the times! It’s as if we were in 
Romania, back in the old days. 
Which means we waste time 
doing things that we needn’t. 
We’re ticking off lists with 
pencil and paper, which isn't 
productive. We could do with 
an app. It's annoying, but the 
boss is the one who decides. 
If they say I’ve got to work with 
flint tools, I’ll do it. I think it's a 
question of habit. Even so, it's 
a pity not to make use of time-
saving tools. That said, when 
it comes to communication, 
the best way is face-to-face. 
Keeping it real. Eye to eye. 
Human contact. 
Here, everyone's treated like 
a person, which is why I feel 
very attached to this company. 
Doras hired me. They've 

“invested in me.” They paid for 
me to get my operator's licence. 
I feel grateful for that. 
Here, you have the impression 
you’re working towards a 
goal. Work isn't just about 
money. I need to work with 
an aim in mind. I work for the 
satisfaction of a job well done. 
And for my boss. At Doras, 
"well-being at work" is about 
the atmosphere created by the 
people in charge. It's having 
a boss who smiles at you, is 
approachable, says hello, trusts 
you, and leaves you to get on 
with it. Everyone knows what 
they have to do. This company 
proves it’s possible to have 
a big turnover and still keep 
your employees happy.  ●

Benoît Bréchignac: “Each 
generation tells us that 
everyone – young or 
experienced – wants a 
job that is meaningful 
and interesting, and to fit 
into the team. It is often 
said (wrongly) that the 

“For the 
Samse Group, 
a CV shows a 
journey, tells 
a story. It’s 
not a list of 

qualifications."

My View

Management's  
Comments
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"Here, plans 
don’t emerge 
from an ivory 

tower. Everyone 
can play their 
part in writing 

the story."

"We're 
motivated by 

the fact that our 
bosses started 
at the bottom 
and worked 
their way up. 
They’re role 

models for us."

Benoît Bréchignac
Human Resources Director

Marc Cointepas
Logistics Director

younger generations are 
individualists. Here at 
Samse, you can tell that 
the communal is really 
important." 
Marc Cointepas: " I like 
Thomas’s common sense. 
What he says about the 
respect shown by the boss. 
It's a "give-give back” 
relationship. Anything else 
is unthinkable. If the boss 
doesn’t set a good example, 
people don’t put in the hard 
work. "I need to work quickly, 
because if I do I’ll have time 
for myself," he says. What's 
the message here? “If I'm 
ultra-efficient, I can enjoy 
other aspects of my life." 
We need to accept that, 
otherwise we’re going to lose 
a lot of good staff." 

"Thomas is a  
"digital native".  

The relationship the young 
have with efficiency will 
impact us. They have a 
demanding relationship 

with time." 

B.B.: “Whatever their role, 
staff need to be inspired by 
what they do. What’s the 
meaning of my work? What 
am I a part of, and what 
extends beyond my day-
to-day work? People feel a 
genuine sense of pride in 
being part of the team, of a 
collective endeavour. The 
ground is very fertile; our job 
is to sow the seed." 
M.C.: "Thomas mentions 
one of our core values, 
which makes us stand out: 
internal promotion. Plus the 
autonomy everyone has in 
their work, including the 
branch manager, who is a 
proper boss." 
B.B.: “A manager no longer 
has to be an expert in their 
profession. Instead, they 
give their staff direction. 
They inspire us, and make 
us want to follow them. They 
support the team working 
on a project. And where 

does his or her talent lie? 
In picking up on skills and 
aptitudes. Being able to do 
that without judging requires 
a lot of managerial maturity. 
Our training courses in 
change management for 
branch managers allow us 
to grow, precisely in terms of 
management."
M.C.: "I spent 10 years 
at a company where I 
received no vocational 
training whatsoever, only 
management training. The 
real issue here is being able 
to bring people together, 
leading from the front."
B.B.: "The Group's values 
are about having a shared 
power, knowledge and 
culture.  I  would add 
shared motivation to the 
list. The notion of taking 
responsibility and wanting 
to achieve. In our Group, 
there’s a sense of inheriting 
an ethos and passing it 
on. The longest-standing 
employees paved the way. 
Colleagues who’ve worked 
here for a long time can 
be proud of what they’ve 
created. We've joined a 
Group that didn’t build itself. 
At Samse, there’s a traditional 
way of thinking, that of 
entrepreneurship. For those 
who say “A warehouseman 
can’t count!", here are two 
phrases that were on the 
company’s business cards 
in the 1980s: "The way I 

treat others changes how 
they feel about themselves” 
and "My colleague is my best 
customer.” But you don’t tell 
your customers that."
M.C.: “We often think young 
employees have “left before 
they’ve even arrived". We 
have to change that view, 
leave our prejudices behind: 
Thomas is moving forward 
with us."
B.B.: "Thomas feels grateful. 
This is a long way away from 
the younger generation 
cliché of wanting everything 

on a plate. A phrase we 
often hear is: "We’re joining 
a company but saying 
goodbye to having a boss”. 
It clearly shows how much 
excellence in the working 
relationship can mean to 
an employee. A company is 
simply about the people in 
it."  ●
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My View
Alexandra Glemarec
ATC TRAVAUX PUBLICS 
SIMC SOLLIÈS-PONT
Aged 27 

" I 'm fu l ly  commit ted to 
everything I do. Featuring in the 
annual report is one way for me 
to show how much I value the 
company I work for. 
I've always worked, ever since 
I was 14. I did an internship 
at Veolia, whichwhetted my 
appetite for civil engineering. 
I have a DUT diploma in 
Corpora te  Management 
(HR and Quality), and I've 
always worked for companies 
specialising in civil engineering. 
Our working environment is 
all about building long-term 
working relationships with 
people. What we're doing 
now, we’ll still be doing in 
ten years. We work a lot with 
local authorities, and a lot of 
lobbying goes on. Here, I'm 
not a machine that spits out 
quotes. 
A lot of detailed work is required. 
We have a sales manager 
who is always approachable. 
That's where our strength lies. 
I value his technical support. 

“My ideal company? It 
would be me!  
What’s really  

great about Simc is that  
it's almost our own 

business!" 

We've been involved in civil 
engineering for a year. What's 
struck me is the degree of 
versatility that’s expected. I 
have to do my stock figures, 
my quotations, negotiate my 
purchase prices, etc. I have 
lots of tasks, and at first I 
found it difficult to cope, but 
now I prioritise. I now look at 
business in a different way. I 
do things differently. I try to 
optimise both my own and 
other people’s time. 
But it took me 9 months to be 
able to tell you that. Before 
that, I found it frustrating that 
I couldn’t give everyone the 
answers they needed. But 

now I've come to realise I much 
prefer to focus on quality rather 
than volume. On the quality 
of relationships. I've had a 
big sort-out, and I focus on 
relationships that are stronger 
and more honest. We provide 
support, and have to have 
credibility. That increases my 
added value. But I'm telling you 
that because I've stood back 
and assessed things. I can 
accept things now. These days, 
I'm able to say no.
There’s more to life than work; 
you need to be able to switch 
off. I also have a little boy who 
is two. The sales manager 
taught me how to let go. He 
made me think of questions a 
man would ask. He’s very into 
“personal development". He 
told me: "You need to be able 
to protect your colleagues". 
He’s really into civil engineering, 
from a technical point of view. 
He knows a lot of people. It’s 
all about networking. He does 
yoga, martial arts and 360° 
thinking. He taught me how to 
organise my work. To prioritise 
things. And I enjoy it more now. 
He improved my work hugely. 
And then there’s my boss. He 
taught me to have an overview 
of things. You need to accept 
that you’re dependent on 
others. Our branch manager 
creates the right atmosphere 
and brings everyone together. 
I have to show I believe in 

my team 100%. And their 
customers are mine too.
My branch manager isn't 
above operating the forklift 
truck. He's the first to arrive 
and the last to leave, him and 
the warehouse manager. I like 
that he sets an example. He's 
very human. When you want 
to do something, this Group 
supports you all the way. 
On the induction day, I said to 
Serge Roux, Vice-Chairman of 
Simc: "I need you". He replied, 
“OK!". It's easy to speak to line 
management. When I saw how 
approachable they were, I was 
amazed!
I couldn't do the haggling. On 
the other hand, if a customer 
is looking for a product that 
he can’t find, I’ll find it for him. 
I’ve taken a pay cut but I’m 
going along with it because I 
know that I can develop here. 
I’m building my career. I love 
working at Simc. I found it 
hard to accept the increased 
responsibility along with the 
drop in salary. But something 
tells me I've everything to gain 
by staying here. Because they 
believe in us. They believe in 
the people they take on. At my 
interview, I told them: "Two days 
a week when I have my son, I 
can’t do more than 9am-6pm. 
But the rest of the time I won't 
be clock watching." I don’t look 
for arguments, but sometimes 
I can't stop myself, I just come 

out with things. We work the 
American way here. It’s not 
about working long hours 
for the sake of it. It's about 
getting the job done. They'll 
give you whatever you want. 
As long as it works. 
Everything's on my phone... 
my diary, my files and all my 
quotations. And everything is 
shared with my job share. I do 
business the old-fashioned 
way but with new-generation 
tools. It's as if this was our own 
branch. We have autonomy 
coupled with a team spirit.  
It’s great! In any case, there are 
no bad companies. Either the 
company matches your needs, 
or it doesn’t. 
One problem though – they lag a 
long way behind in lots of ways. 
They haven't invested millions in 
programmes like Saint-Gobain 
and others. Placing an order 
isn't the easiest thing in the 
world. However, they  do listen 
closely and monitor things. And 
you're not censored here. I’m 
never afraid to have my say with 
people, even senior managers. 
I'm going to grow with them. 
We feel that we can create a 
movement and be part of it. 
There is a real energy in 
this company, even among 
management. 
I'm also going to grow with the 
business (we’ve been in civil 
engineering for just over a year). 
I’m counting on this company, 
just as it’s counting on me! 
I’m taking the long view 
because it's a good outfit. I left 
where I used to work because I 
no longer felt motivated.
Here, they let us get on with it 
as if we were in charge.  I feel 
I’ve experienced personal 
growth through this job. 
I'm full of hope.  ●

“We're left to our own 
devices but not  

left high and dry. 
We feel like a team. We're 
all winners. And we're all 

nice people."

 

"I’m banking on this 
company, just as it’s 

banking on me.” 
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success. You sense the respect 
and admiration. 
A . B . :  " T h e  b o s s  i s 
approachable. He has a name. 
The approachability so dear to 
the Samse Group."
L.C.: "We like people like that 
in our teams. Versatile and 
accessible. It’s a quality we 
cultivate. It's amazing how much 
feeling there is in Alexandra's 
account. That's something I'm 
wary of, communicating at an 
emotional level. I find it a bit 
facile usually, but in Alexandra's 
case it's not really filtered, it's 
how she feels, it's genuine. You 
can't help but feel proud." ●

Arnaud Bériot: "I like what 
Alexandra says about being 
out there on the ground, “all in 
it together". You can sense it: 
a team spirit means you’re 
destined for success. A 
manager has to be in touch. We 
complement and can rely on 
one another. This company 
ethos is very Samse. People 
are left to get on with it." 
Laurent Chameroy: “Her words 
ring true. They are uncensored. 
Not policed. Alexandra, who is 
a new arrival in the company, 
is already very much part of 
it. People on the ground tell 
us the same thing I sense in 
my team, at head office. The 
feeling of commitment and 
reciprocity. Each time, there's 
an "AND". Versatility AND 
speciality. Autonomy AND 
solidarity. I'm in charge AND I 
share a lot. I'm an expert AND 
I don’t keep my knowledge to 
myself. I'm very transparent. 
It's striking a balance. We 
can rely on a combination of  
“person"  +  " team" +  
"company". I love the fact that 
she is so committed: it means 
we must deliver too. We have 
an obligation not to waste our 
potential."
A.B.: “This theme keeps 
recurring in our companies: 
people coming together is 
essential to our success." 

A.B.: "What matters to her is 
being all in it together. The 
journey her branch is going on. 
Her first thought is for her team."
L.C.: "The Samse Group is 
a family of companies. You 
can't rely on your family for 
everything. However, it does 
feel like we have a shared 
foundation, a culture. I think the 
Group is quite right not to seek 
to have too much influence. 
The Group provides resources 
but leaves everyone their 
freedom. It gives us legitimacy 
because behind each company 
– big or small – is the strength of 
the Samse Group."
A.B.: "It also strikes me that we 
need flexibility. How modern 
is the company’s outlook? 
Being able to tie in with 
people's personal plans. The 
company isn't ready yet but we 
need to get on with it."
L.C.: "We've already seen some 
examples. A member of staff 
who left for a year to learn yoga 
but then came back to take on 
a responsible job. We have a 
long way to go with these new 
approaches. You need to be 
consistent and keep everyone 
onside."
A.B.: "The culture is different 
today to what it was in our time. 
Business is global now, and this 
is where the Group comes into 
its own: the common thread 
uniting all our companies is 
management quality. We’re 
banking heavily on it because 
we need a modern approach to 
management. The operations 
director has to meet the different 
expectations of all staff, 
whether they’re 50 or 20." 
L.C.: "The different generations 
get on well. The challenge our 
managers face is to create a 
community. They are often 
called the "boss". We like that. 
The boss. Like the craftsman. 
It's their branch, and their 

Arnaud Bériot
Managing Director  
La Boîte à Outils

Laurent Chameroy
Managing Director and Chief 
Financial Officer.

L.C.: "At Samse, when they say 
it's all about the people, that 
couldn't be more true. Our 
staff come first."

"When you read what 
Alexandra says, it makes 

you feel good inside. 
Our staff are worth their 

weight in gold."

A.B.: “Values are unspoken. 
You can’t dictate what makes 
people invest their heart and 
soul."
L.C.: “We don’t set down our 
values, we prefer to live them. 
We often talk about "goodwill" in 
the company, and this story is a 
prime example of that. Behind 
her freedom to say what 
she wants, we can sense her 
goodwill: Alexandra isn't afraid 
to speak out."

"The word 
‘boss’ often 

crops up. I like 
that. Here, it's 

the branch 
manager who 
holds the keys 
to success."

"I love what she 
says because it 
really strikes a 
chord in me!"

"My sales manager improved my 
work hugely. 

Here, we're all about ability.  
Not appearances. And we’re all in 

the same boat!"

Alexandra recalls: “One thing surprised me at the 
beginning. We had these supplier challenges for prizes. 
My boss won everything. At the end, he divided it all up 

between us. He shared it out. I really appreciated that. It was 
great. He showed us what teamwork meant.  

A manager can do anything…"

Management's  
Comments
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Yoan Danezan 
DRIVER 
SUD APPRO  
SAMSE GARD
Aged 22 

"After gett ing a Bac in 
Warehouse Management, 
(transport logistics), I worked 
as a temp in a factory for two 
years. I didn’t really settle to 
anything… I decided to train 
as a lorry driver, get my goods 
vehicle licences. It was hard 
to find somewhere to do my 
apprenticeship. My current 
boss, Emmanuel Bourtguize, 
contacted my school, looking 
for people. I got an interview and 
they gave me my opportunity: 
I’m so grateful. 
So I did a year as an apprentice 
with Sud Appro. I’ve been on 
a permanent contract for 18 
months now. I'm proud they 
chose me. Here, they give 
young people a break. I'm 
proud to have got where 
I am. Initially, things were a 
bit tricky, and I made some 
stupid mistakes. Even so, they 
never put me under too much 
pressure. You work a lot better 
when the bosses leave you to 
get on with it. 

"Here, they give us time 
to learn. They encourage 
us to progress. I need to 

develop, for my own sake. 
I need to feel good about 

what I do."

So I've been able to improve, 
and now I feel I’m one of their 
best drivers. Well that's how it 
feels. It's a way for me to thank 
them. 
Initially, I couldn’t cope. I was 
completely bogged down. 
Jérôme Vigne from recruitment 
and training was always there 
for me. He made me want to 
GIVE SOMETHING BACK. 
They TRUST me. 
Now, they trust me with 
operating large loaders. They 
asked me to train a guy. They 

asked me to help out. I'm 
happy to return the favour. And 
it makes me feel valued. I think 
a good company is all about 
trust. I'm not just an employee. 
The more they give to me, the 
more I’ll give back. 
I'm not in it just for the money. 
For me, it's about enjoying my 
work. 
Feeling happy at work means 
being able to discuss things 
with my boss. And not just 
work. Life in general, too. 
The atmosphere is the most 
important thing. I’ve been 
offered jobs elsewhere but I’ve 
turned them down. 
We’re taking delivery of some 
new equipment. That’s great; 
more modern lorries will make a 
huge difference. Liking work is 
also about the equipment you 
use. I'm not really into digital 
technology, but I have to admit I 
do spend time on my phone (on 
Facebook mainly, in terms of 
social media, and apps to make 
life easier). There’s a GPS app 
specially for HGV drivers that I'd 
love to have, but it’s not cheap. 
Well-being is also and mainly 
about having good working 
relationships. We're given 
time to learn. And it's not just 

me. Lots of others would say the 
same. 
They give us room to improve. 
I need to get on, for my own 
sense of worth. When I do 
something, I try to do it well. 
What’s missing? To be honest, 
in the 2½ years since I joined, 
everything's changed. There 
used to be 15 of us. Now, 
there’s 70. Things have only got 
better. Honestly, I can't think 
of a criticism. If I had to pick a 
down side, it’s that we work long 
hours. But that's the transport 
business for you. There’s more 
to life than work. Getting home 
late… Well… it's my choice. My 
decision. To be honest, I didn’t 
expect to be here this long. But 
I’m doing my best and I keep 
getting better. 
If I had one piece of advice 
for the company, about young 
people, it would be to try to 
adapt to the fact that we have 
different needs and desires. 
We’d like to have flexibility in 
our jobs, but still do our best 
for the company when we’re 
working. Tailored more to 
people's individual lifestyles, 
private lives and personal 
plans. 

My second bit of advice – it 
always comes down to the 
same thing – keep putting your 
trust in young people. To start 
with, we make mistakes, we 
have lots to learn. Give us time. 
After that, it's a win-win. When 
I feel at home in a company, I 
do my very best, To help my 
colleagues, do people favours. 
A sense of solidarity is what 
counts. 
I help out whenever I can. On 
the other hand, if it’s Friday 
evening and I’m off skiing, I say 
no and nobody holds it against 
me. 
I'd like to use this interview 
to deliver a message: to say 
thank you to Sud Appro and 
especially Emmanuel. This 
isn't me “sucking up to the 
boss", it’s genuine: I don't 
know what my work life would 
have been without them… 
They’ve given me a trade. 
They’ve made me believe in 
my own abilities. I've matured 
hugely with this company. It’s 
taught me the MEANING of 
RESPONSIBILITY."  ●

Philippe Gérard: "Yoan is a per-
fect illustration of the key Samse 
Group saying: it's ok to make 
mistakes. But not one mistake 
after another (he smiles). The 
support, trust and responsi-
bility we extend to colleagues 
and place in them, his relation-
ship with his boss, the Group 
is working on all the aspects 
that Yoan talks about. Bringing 
our employees on, despite 
the risk they will make mis-
takes. We try not to put the 
pressure on because the con-
text already creates plenty. I 
know that Yoan’s job is stressful 
and dangerous. I've done all 
the sales and marketing jobs 
and worked alongside drivers 
every day. The responsibilities 
are sometimes huge, like oper-
ating loaders and unloading in 
very awkward positions. Not to 
mention being out on the road: 
there's a constant risk when 
you’re driving. We organise a 
lot of training courses, with a 
strong emphasis on safety. 

"Here, they’ve given 
me my chance, trusted 

me. They've made 
me want to give 

something back."

My View

Management's  
Comments
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Listening to our 
employees, supporting 
them and allowing them 
to make mistakes are all 

essential. 

The idea that it's ok to make 
mistakes is essential. Seeing 
beyond that Spotting people’s 
potential. The Samse Group is 
a commercial company that has 
to be demanding at all times but 
also keeps a close eye on its 
staff. This isn't written down, but 
it is a company philosophy. Our 
customers, our suppliers and 
we too find it difficult to recruit 
good staff. I feel very strongly 
that having this philosophy 
is an asset. What I perceive 
in Yoan’s words is the close 
relationship we must to have, 
as managers, with our staff, 
whatever job they do."
Jean-Jacques Chabanis: 
"I’m lapping up Yoan’s words! 
I'm absolutely delighted to hear 
how he feels about working for 
us. Everything he says, is what 
I’ve been saying for a long 
time. "They made me want to 
give something back". I love 
the feeling of trust that he has 
at just 22. The fact that he is 

offering us advice shows he is 
full of self-confidence. That he 
feels a sense of responsibility. 
It's excellent. He mentions 
money but that isn't the key. He 
mentions modern lorries, and 
they’re important for us. When 
he talks about going skiing, he’s 
telling us to respect his leisure 
time. These days, it’s essential 
to take people's personal 
plans into consideration. 
Can a 50-year-old manager 
really think that? Managers 
have to adapt to this new way 
of thinking."
P.G.: “He also says we need 
to keep a dialogue going, and 
that’s extremely important I 
think."

"The Internet won't solve 
everything. People will 
continue to value face-

to-face transactions and 
human contact."

J-J.C.: "I too was struck by 
this idea of solidarity. We help 
each other out. He’s only 22 but 
he’s offering us advice, I love 
that. Flexibility will become 
the norm. That's why we’re 
looking at the issues involved 
in teleworking. Although it won’t 
apply to all jobs of course." 
P.G.: "The Internet won’t solve 
everything, as we can see 
from his comments. People 
will continue to value human 
relat ionships, physical 
trading." 
J-J.C: "The evidence – and it’s all 
very encouraging for us – is here 
in these interviews. It’s clear that 
the younger generations won’t 
stay in humdrum jobs.

If the branch is not going 
places, they’re not interested. A 
company with plans. You need 
to have a dream. A vision."  ●

Jean-Jacques Chabanis
President, La Boîte à Outils

Philippe Gérard
Samse Sales Director

“We need to 
create a kind 
of community 

within the 
younger 

generations. 
Tomorrow, they 
will be the ones 

deciding."

"The idea that it's ok to make 
mistakes is essential. Seeing 

beyond that Spotting people’s 
potential. "The Samse Group 
is a company that has to be 

demanding at all times but also 
keeps a close eye on its staff."

"We use tablet computers to record our 
delivery times, stuff like that. It’s useful to 

have this traceability. They don’t watch our 
every move. Far from it. But it does means 

that people become aware of certain 
things," says Yoan. 
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around my plans. That’s true 
now, and will be in the future. 
Here, I'm getting positive 
"vibes". It's essential you enjoy 
your work. To feel good about 
starting work every day. Rather 
than dreading it. 
Our parents always used to 
say: "I haven't got time". But 
that’s not how we are! We want 
to enjoy ourselves. You need to 
create a work-life balance. To 
enjoy life outside work, with 
your family and the people 
close to you.  ●

Olivier Bis: “Élodie is full of 
enthusiasm and spontaneity, 
and is proud to work for us. 
In essence, the company is a 
brand name. Leaving aside 
their day-to-day concerns, you 
can see that people like to work 
here. I see little criticism, but 
that doesn’t surprise me.  The 
rest of the team might think 
she’s only doing the job to 
pay the bills. She might be 
sidelined, but she's still very 
much part of the team. It’s 
interesting to see how much 
she feels involved and how far 
the team involves her, without 
discriminating."

Jérôme Thfoin: "We feel 
strongly that we need to remain 
closely connected here, even 
if we also need to improve our 
“processes", because that's 
how it is when you're part of a 
large Group. We’ve become a 
large Group, a huge machine, 
but we’re still a family busi-
ness, with all the benefits of 
approachability and involve-
ment that implies. 
It's this involvement that makes 
employees feel the sense 
of belonging and attach-
ment they need. Compa-
nies have to be able to nur-
ture this to motivate people. 
This "sense of belonging" 
enables us to avoid carrying  
“passengers" who are not pull-
ing their weight.
I recently had a sharp-tongued 
young woman in my depart-
ment. She didn’t mince her 
words. This generation is not 

Élodie Ordonez
CHECKOUT OPERATOR  
L’ENTREPÔT DU 
BRICOLAGE 
BASSENS
Aged 22 

"I signed my first contract with 
L’Entrepôt in 2013. I’ve been 
on a permanent contract since 
2014, and  I’m studying psy-
chology at the same time. My 
aim is to move into HR, either for 
this company or at head office. 
I’d be happy to stay here, it fits 
in with my plans. 
The reason I am staying? My 
job is so varied. I only work on 
Saturdays, but I get to work in 
Building, the Drive-Through 
and the info point, on reception. 
Little by little, I'm given more 
responsibility. I'm one link in 
the chain. Not just a student who 
fills a gap. I’m an integral part 
of a team. That's gratifying.

"For me, work is part of a 
healthy lifestyle… when 
work's going well and 
you're enjoying it!"

I've had several line managers 
and I’ve always felt very well 
looked after. We've had man-
agers who were less good too, 
there’s no point in denying it. 
But that person was dismissed, 
proving that certain behaviour 
isn't acceptable here. You have 
the reassurance of other staff 
being there, when something 
goes wrong. We share things 
and communicate, move for-
ward together. That's what I like: 
there are values here. We need 
that. We share our thoughts 
on trust, goodwill and com-
munication. If someone does 
something badly, we tell them. 
Everyone makes mistakes. 
When you don’t get on with a 
manager, that's down to poor 
communication. 
At one time, nobody was in 
charge on the checkouts. 
It was a total disaster. The 
department managers did what 
they could to help, but it was 
chaos. I told the manager and 

he thanked me later for doing 
so. The company is fine with this 
direct approach and doesn't 
judge or punishing people 
afterwards. I couldn’t work for 
a company that doesn't ask 
for my opinion and doesn't let 
me speak out.  
It may sound a bit naïve, but 
my ideal company is this one. 
It’s allowing me to develop. I 
can’t imagine a better company 
because it will have seen me  
grow. It’s ideal because it 
doesn’t confine me to one role 
and lets me see everything else 
transparently. The "Live my 
life" days give us an insight into 
other people’s jobs, always in 
a spirit of goodwill. "Before you 
criticise, remember what it was 
like when you were doing my 
job." I've learned things about 
the world of work and about 
myself.
The checkouts are the last link 
in the chain. Having said that, 
we do of course come face to 
face with customers. I know 
some of the checkout girls 
would love to the Sommet du 
Bricolage shows. To have a bit 
more of a challenge. 
Some of the equipment is out-
dated, too. I’m always online, 
and use a lot of apps. But there 
have been some big changes: 
customers can at last use their 
loyalty cards at the checkouts. 
This is a big step forward. 

Admittedly, it was a long time 
coming but… The new check-
out software makes life much 
easier. As far as IT is con-
cerned, we sense that man-
agement are making an effort. 
We sense that the company is 
trying to keep up. It makes life 
easier for us and the customer. 
The flow of customers is con-
tinuous. Always trying to save 
time is in our genes. I go home 
at the same time, but I’ll feel 
more valued if our customers 
are satisfied. 
This is how we (Generation 
Z, they call us) think of work: 
interesting job + wages + time. 
When I leave work, I focus on 
other things. I work six days a 
week, but I need my Sunday for 
me-time. People often regard 
us as “lazy shits” (excuse the 
expression). They often say to 
me: "I couldn’t live my life the 
way you do", but I love being 
in an environment where work 
is part of a healthy lifestyle. 
We know why we’re working. 
I’m working to get a place on a  
sandwich course in HR. 

"When you don’t get on 
with a manager,  

that's down to poor 
communication."

I’d like to do the induction day. I 
think head office opens up new 
horizons. My work has to fit 

"I'm working for  
my future. I have a 
long-term plan."

My View

Management's  
Comments
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afraid to tell it like it is. But it 
makes us stop and think when 
we should. The younger gen-
erations are changing the way 
things are done. For example, 
their ability to do everything 
so fast, being able to find the 
information they need quickly 
for example because it's all dig-
ital, that saves so much time!"
O.B.: "Yes, that's the main crit-
icism I picked out in Élodie’s 
feedback: how long they’ve 
had to wait for some of the IT 
equipment. The interviewees 
are unanimous: they think we're 
lagging behind, from a digital 
viewpoint. This is a good point 
at which to explain how we 
do things. Unsurprisingly, our 
employees don't really grasp 
the extent of the constraints we 
face in introducing changes in 
our field. When it comes to IT, 
we’re not starting from scratch 
Every time we introduce an 

and incubate novel projects, 
but not too quickly (what with 
data security, confidentiality, 
legislation, etc.). We also have 
to maintain the stability of the 
existing structure. 
We have to help people through 
the changes we make. I recently 
heard that high-tech companies 
accounted for 15% of resources 
in new technology but just 5% of 
resources in change manage-
ment. So what's important here? 
We don’t want to leave anyone 
behind. How can we ensure 
that each of our 5,000-strong 
workforce keeps up with the 
changes? And will embrace 
them? That’s why we need the 
support of the younger gen-
erations, our go-betweens on 
the ground. They're the ones 

innovation, we have to rede-
sign the entire existing sys-
tem. And all of our employees 
– who are going to be using 
these tools – must be able to 
keep up. There is an extremely 
wide range of abilities among 
our users (and that isn't neces-
sarily down to age). For some, 
digital technology is completely 
intuitive. Others, however, feel 
very threatened by the changes 
it brings. For example, we intro-
duced a new CRM system in 
sales that involved managing 
your diary on your smartphone. 
It took a while for some people 
to adapt.
We’re setting up a department 
called “La Fabrique", like a 
little internal start-up, that will 
nurture a culture of innovation 

“I'm reminded of what made me 
join the company 16 years ago. 

These youngsters are showing us 
the way forward! It's refreshing 
to go out and meet them. By 

choosing to give this theme to 
the annual report, we’re sending 

out a strong, positive signal to the 
younger generations:  

we're listening." 

“I think, when 
something's not right, 
you have to talk about 
it. Every problem has a 
solution,” says Élodie. 

"Digital technology has 
to be organised across 

the board, without 
asking staff to work 

longer hours. We have 
to respect all the other 
generations and move 

steadily forward so 
that everyone stays on 
board," says François 

Bériot.

Olivier Bis
Information Systems and 
Methods Director

Jérôme Thfoin
Marketing and Innovation  
Director

who help our older employees 
from day to day. Knowledge 
has to be shared. The ones “in 
the know" are not necessarily 
the ones with years of experi-
ence in our field." 
J.T.: “Experience and know-
how in a trade is passed 
on from older employees 
to those who’ve joined us 
more recently. But at the 
same time, expertise in digi-
tal technology is passed the 
other way, from the younger 
generations to the older ones.  
Clearly, the future that lies 
ahead of us is a shared 
future!    ●

“It takes a long time to create an 
IT system:  

things have to be intuitive 
and easy to use. We don’t just 
say, “Oh, I’m sure the staff will 

manage”, says Olivier Bis with a 
smile.  

“We talk about robustness too:  
the new system has to work all the 
time and have as few bugs in it as 

possible."
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“Every single employee matters to 
us, from the youngest to the most 

experienced.  
We don’t want to lose anyone,  

but the pace of change in digital 
technology is ever growing." 

“We’re out there with our staff,  
we know what we’re talking about  

and we can help them.  
Who cares about our grand-sounding job titles!"

"When it comes to digital technology, we sense that 
the company is keen to catch up.  

We have new software that makes life easier, and we 
really needed it”, says Élodie. 

François Bériot
Vice-Chairman of the Managing Board

“Most of these interviews high-
light the issue of communica-
tion. We all pass on informa-
tion but we know an enormous 
amount gets lost along the way. 
I don’t sit in my office waiting 
for people to call, but the com-
pany is growing, and we need 
to communicate more effec-
tively. But we should be wary 
of fighting the wrong battles: it 
isn't my job to communicate on 
Twitter. 
We've introduced COPs, 
operational committees made 
up of Board members and 
Group company bosses. This 
enables the ideas the differ-
ent companies come up with 
to be shared more widely and 
allows better communication 
at Group level. We’re working 
hard to avoid a two-speed 
Samse business. 

“After one of the COP 
meetings, Damien, the 

Célestin boss, asked me:  
"Can I put ‘Samse Group’ 

under the logo  
on our frontages?  

 This shared sense of pride 
is fantastic!"

The other thing that struck me 
was the question of well-being 
at work. Clearly, this is very 
important to our employees. 
In this particular feature, it's 
youngsters who are highlighting 
it, but everyone has the same 
aspiration. I want everyone to 
feel this sense of well-being. 
And not just talk about it.  
After one manager retired, I 
appointed a branch manager 
aged just 27. He had worked 
for us for four or five years. I’m 
delighted with the outcome! 
His outlook is wide-ranging and 

innovative. In the world of work, 
young people like to shake 
things up a bit. They challenge 
the received wisdom, enabling 
us to progress together.  
These interviews all emphasise 
the importance of management 
quality. We’re working very hard 
on the issue of team leader-
ship. At Samse, a manager is 
a team captain. He or she gets 
stuck in, establishing his or 
her authority by demonstrating 
competence. Not by having a 
certain job title. Leadership is 
crucial. We don’t allow man-
agers to throw their weight 
around. And our young people 
certainly won’t stand for it.
To create a sense of attachment 
with these generations, we real-
ise we have to build bridges 
with them. We need to be bold! 
Here’s an example of what I’m 
talking about. A branch man-
ager told one of his employees, 
who wanted to move on: “No, 
I can't manage without you." 
The next day, he changed his 
mind: "I can't stand in your way. 
It’ll leave me very exposed but 
that's tough." We take a lot of 
gambles  like that. In the Savoie 
region, we played “musical 
chairs”, with three internal pro-
motions at the same time. But 
that’s how we succeed. Our 
own career paths have been 
like that. It comes down to 
connections between people. 
That's what we're about."    ●



Emmanuelle

Thomas

Alexandra

Yoan 

Élodie





JOHN AND LAURENT AT BATI’DAYS 2017
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14%

8%

7%

3%

20%

17%
PLASTERBOARD
INSULATION
PARTITIONS
CEILINGS, FLOORS

SELF-SERVICE
TOOLS AND 
EQUIPMENT

9%
ROOFING
PROOFING

12% TIMBER
PANELS
FLOORINGS
MOULDINGS

10%

CIVIL ENGINEERING
WATER CONVEYANCING
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STORAGE
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BY DISTRIBUTION CHANNEL

FOR DIY BUSINESS
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12%
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TIMBER &
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& FINE ARTS
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& HARDWARE

ELECTRICITY
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HEATING
& INSULATION

BREAKDOWN OF GROUP 
TURNOVER
2017 TURNOVER: €1,340M 64%
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7%

2%

1%

21% MULTISPECIALIST
 WHOLESALE BUSINESS

CIVIL 
ENGINEERING

TIMBER

TILES

JOINERY
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343
SALES OUTLETS

5,580
EMPLOYEES

55
DEPARTEMENTS
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TOWN CENTRE - BRIANÇON

2017 project
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THE GROUP 
IN FIGURES

1.3 million          
sacks of cement

tonnes of 
roof tiles

more than 
more than 

more than 

cement

3 million

         drills
2.7 million

more than 

692 km  
of PVC

drainage pipes

110,000 
trade customers  

on our books

more than 
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more than more than 
250 km 110,000 m3 

of girders
of timber

2 million

more than 

 
m2 of floor/wall tiles

21 million m2  
of plasterboard

more than 

more than 

1.7 million 
hits on our website

more than 
2,000  
warehouseman/forklift 
truck operators

600 trucks with  
hydraulic loader

more than
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SUPPLIERS

UPSTREAM
TRANSPORT
The Samse Group's transport 
organiser, tasked by the sup-
plier or directly by the Group. 
Manages the goods flows from 
suppliers.

Products listed on plat-
forms and in branches

MANAGING 
THE 4 TYPES 
OF FLOW 

DELIVERY TO 
ALL 
SALES OUTLETS

DELIVERY
TO CUSTOMERS

Express delivery within 24 or 48 hrs

CROSS DOCKING TRANSIT STANDARD  
PROCUREMENT

Rotation time:  
2 to 5 days

Rotation time:  
5 to 10 days

Rotation time:  
approx. 60 days

> Delivering large quantities  
to branches, with no storage  
on the platform

> Can come from a supplier or a Group 
platform

> Products not in the platform stock 
plan but in the sales plan of some 
branches

> small quantities

> Delivery for storage  
on the platform

- Acceptance
- Ventilation
- Shipment
- Operations involving 20 to 40 lorries

- Acceptance
- Storage
- Preparation
- Shipment

- Acceptance
- Storage
- Preparation
- Shipment

Stores,
Branches

Stores,
Branches

CustomersCustomers Customers

Weekly delivery

Stores,
Branches

SUPPLIERS1 SUPPLIERS 2 SUPPLIERS3

THE GROUP'S SUPPLY CHAIN...

T R A N S P O R T S  &  L O G I S T I Q U ET R A N S P O R T S  &  L O G I S T I Q U E

OUR PLATFORMS

DELIVERY DIRECT 
TO WORKSITES 
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THE GROUP'S SUPPLY CHAIN...

... SERVING OUR CUSTOMERS
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ALWAYS THERE FOR OUR 
CUSTOMERS AND REACTING TO 
THEIR NEEDS
Samse has always been first and foremost about our people on 
the ground. Distributing building materials and tools since 1920, 
Samse boasts 81 branches in the regions of Auvergne-Rhône-Alpes, 
Provence-Alpes-Côte d'Azur and the Gard département.
Our dense network, supply system and growth all stem from our desire 
to be a listening ear at local level for building and civil engineering 
contractors, trade customers and domestic clients. Our commitment 
to our region is of direct benefit to our customers. The fact that we 
recruit locally, promote internally and have a very low staff turnover 
gives us an in-depth knowledge of every aspect specific to the region, 
along with the construction methods, local materials and contractors 
and self-employed tradesmen that live and work here.

THE 4TH SALON SAMSE 
INNOVATIONS ENTRE PROS 
EXHIBITION IS A FRIENDLY 
AFFAIR!
On 2 and 3 February 2017, the brand 
was in the spotlight at the Savoiexpo 
exhibition centre.
Manufac tu re r s ,  se l f -employed 
tradesmen, entrepreneurs, employees, 
in fact every player in the building and 
civil engineering industry was there. The 
exhibition was a runaway success, 

with lots of visitors 
praising the warm, 
friendly atmosphere 
and Samse's industry 
expertise.
" T h a n k  y o u  t o 
all our staff who 
worked hard at the 
exhibition, setting 
up and welcoming 
and assisting our 

customers. And a big thank you to 
our industrial partners."

www.samse.fr

MULTISPECIALIST

employees

1 501 439
branches turnover

81

Executive Management 
Olivier Malfait - François Bériot

Regional Directors

Isère
Alain Volle

Haute-Savoie
Valéry Gadré

Savoie
Christophe Lyonnet

Grand Lyon - Ain - Bresse
Pascale Courand - Fabrice Lauricella

Drôme-Ardèche
Bertrand Gauthier - Stéphane Rougeaux

Hautes-Alpes
Stéphane Sambain

Alpes de Haute-Provence
Bruno Richard

Gard
Gérard Brakha

www.samse.fr

AfficheSalon2017 420x594 V2.indd   1

19/09/16   17:45
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A family business of 3 branches established 
in 1965 in Alpes de Haute-Provence. It 
joined us in 2005.

Established in 1985, this company boasts 
a network of four branches in the Loire and 
Haute-Loire départements.

Founded in Bourg-de-Péage, Drôme, 
in 1911, the family-run business Didier 
Matériaux became part of the Group in 
2008 and has five branches around Drôme.

SAMSE-AFFILIATED BRANDS

FOREZ MAT
At the end of March, Samse acquired 
the materials merchant Forez Mat.
With its multispecialist offer, Forez Mat 
is particularly well positioned on the 
structural work, plasterboard, insulation, 
waterproofing and wall-render markets. 
This deal adds to the Group's network of 
local stores in an area where it previously 
had little presence.

FRANÇOIS 

"Samse had a good year in 2017 
and is kicking off 2018 full of enthu-
siasm and with good prospects as 
it continues to play its role as the 
Group's 'locomotive'.
We shall continue to invest on all 
fronts.
In nationwide growth, with our ac-
quisition of Forez Mat in the Loire 
and Haute-Loire départements. 
In ensuring customer and employ-
ee satisfaction, a daily preoccupa-
tion, by involving all our staff and 
carrying out a fast-track refurbish-
ment of some of our branches.
In the digital transformation of our 
customer relationship and offer, 
with online services and a sales 
force that is itinerant, mobile and 
connected.
In 2018, the market's leading brand 
for nearly 100 years will continue to 
be ready to challenge and pursue 
its drive to conquer and innovate!"    
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AN INSTINCT FOR SERVICE AND 
DEMANDING REQUIREMENTS
Exacting customer service requirements, high-performance sustainable 
products and a reactive approach: the fundamental quality requirements of 
Doras, Eastern France's leading construction materials company.

employees
916

turnover
251

branches
62

DORAS GROUP

www.doras.fr

MULTISPECIALIST

employees branches turnover

660 18148

Chairman of the Managing Board
Alain Renard

Sales and Purchasing Director
Olivier Million-Picalion

Marketing, Communication  
and Sales Promotion Director

Jean-Christophe Drouot

Administration and Finance Director 
Claude Moisand

Logistics Director 
Alexandra Bloch

ICT and  
Investment Director 

Brigitte Biju-Duval

Database  
and Methods Director

François Grivet

Regional Directors 
North: Alain Painault

South Burgundy & Bresse: Ludovic Lejeune
Centre: Benoît Debruycker

North-East: Jean-Michel Vieille Petit

Brand Directors 
Les Comptoirs du Bois: Sébastien Wojka

Careo: Thierry Laborey
Socobois:  Eric Boichot - Karl Chauvet 

PRESENTATION OF CQP 
CERTIFICATES
On 6 June, Doras celebrated its branch 
management, sales engineering 
and sales Professional Qualification 
Certificate (CQP) 'graduates'.
Managers congratulated the 30 or so 
certificate holders and thanked them for 
completing the training.
Training manager Stéphanie Lavie also 
gave a speech in which she underlined 
their commitment and hard work.

WITH CO-OPTION, YOU
ARE THE RECRUITER!
HR innovation
Co-option is a way of involving 
employees in the staff recruitment 
process. Who can co-opt a new recruit?  
Since the start of 2017, any Doras 
network employee can co-opt a 
new recruit. The co-opting employee 
receives a bonus if the 'co-optee' 
is subsequently employed on a 
permanent contract.

1OO%
Un dépannage

IMMÉDIAT

1OO%
Un accueil

PROS

1OO%
Un stock

PERMANENT

1OO%

NOUS,

VOUS !
AVEC

C’EST
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ALAIN

SALON DORAS, 100% PROS 
1 and 2 February 2018 in Dijon.
This trade fair featured 280 exhibi-
tors in 6 domains encompassing 16 
trades, from structural work to exterior 
landscaping and not forgetting join-
ery, floor coverings and tools. The fair 
is open only to construction industry 
professionals and attracted more than 
5,000 visitors, making it a huge success.
The Trophées de l'Innovation were 
awarded during the fair in recognition 
of the most innovative manufacturers.

A MOBILE, CONNECTED 
SALES FORCE
In early 2018 all of Doras's 60 sales 
engineers were given tablet computers 
enabling them to enter sales on their 
customers' premises and construction 
sites. They now have real-time stock 
availability, price information and 
their quote history at their fingertips, 
benefitting their customers and 
enabling them to be more reactive 
than ever before. 

"In 2017, we took a long, hard look 
at our values to turn ourselves into 
a more tight-knit team for the ben-
efit of all.

The commitment that everyone 
had shown from day to day has en-
abled us to turn around the gener-
al decline in business and build a 
strong base from which to take on 
2018 with a new lease of life: Do-
ras is out to re-conquer all its sales 
territories!

We approach each day with a 
smile, the desire to get the job 
done and the interests of our staff, 
customers and partners at heart to 
ensure that Doras remains the re-
gion's leading local DIY and build-
ing supplier.
 
We are completely transforming 
our business with innovative ser-
vices such as the Drive-Thru, our 
'online' sales channel for trade 
account customers, and our 100% 
connected itinerant sales force 
who can enter orders on their tab-
let at our clients' premises and 
construction sites.
 
We are anticipating the demands 
of the new generation of custom-
ers and employees. 

We are heading into 2018  
brimming with enthusiasm!
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Ever since it was founded, M+ Matériaux has done everything in its 
power to serve the building trade, never tiring in its efforts. Today, our 
high-tech solutions are industry-leading. Specialists in plasterboard, 
roof frames and roofing, thermal insulation, tiling, timber and panels, 
at M+ Matériaux we have an expert for every requirement. We are a 
fast-growing multi-specialist company.

SOCOBOIS: A NEW 
BRANCH IN TOULOUSE
At the end of 2017, we opened a 
new Socobois Sud-Ouest branch in 
Castelginest to serve the joinery 
and fitting trades throughout a large 
catchment area including Greater 
Toulouse and the Montauban, 
Albi and Castres conurbations.  
Benefitting from synergies with the 
original Socobois company based in 
Troyes and the strengths of the Samse 
Group in this field, Socobois Sud-Ouest 
offers a wide range of products: posts, 
square-edged and planed timbers, 
decking boards, panels, internal doors, 
walk-in wardrobes, flooring, laminates, 
work surfaces and decorative panels.
To market this extensive range, the 
company now benefits from a team 
of 9 staff, 3 lorries, plus a CNC saw 
and edge bander. With 10,000 m2 
of combined store surface area and 

5,000 m2 of warehousing,  along with a 
showroom and specialist tool outlet, 
Socobois Sud-Ouest enjoys a position as 
both a respected specialist timber and 
panels distributor to the entire building 
trade and a logistics platform for the 
network of M+ Matériaux branches in 
the South-West of France.

EXPERTISE ON THE UP

www.mplus-materiaux.fr

MULTISPECIALIST

emplyees branches turnover

507 17547

President
Laurent Chameroy

Executive Management
Didier Zambon

Executive Managing Director, South-West
Hubert Daccord

Executive Managing Director 
with Finance Portfolio

Philippe Thomas
Executive Managing Director, South-East

Erwan Toussaint

Sales Director
Jean-Claude Malod

LAURENT

"This year M+ Matériaux is cel-
ebrating ten years since it joined 
the Group.
What a long way we have come in 
those ten years!
In 2008, the company's turnover 
was €80m. Ten years later, in 2017, 
turnover stood at €175m.
This strong growth is mainly 
down to the commitment and 
unrelenting effort of all the staff 
at M+ Matériaux over the years, 
and I cannot thank them enough. 
I would particularly like to thank 
Didier Zambon and Jean Claude 
Malod, the founders of M+ Matéri-
aux, who have continued to play a 
full part during that time. I know 
that, for us three executive vice 
presidents, this example is key 
to the continued success of M+ 
Matériaux in the future."
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LOOKING SOUTH FOR CONTROLLED 
EXPANSION
A local presence and expert advice are the building blocks of this 
construction materials specialist that has diversified into public works, 
tools and plants, joinery, floor coverings, kitchens, bathrooms, timber 
and timber frames. Originating in Manosque, Provence, Simc today 
has branches in six départements in the PACA region and Corsica. 
The network's expansion is backed by its own staff and their in-depth 
product knowledge and by the might of the Samse Group.

MS MATÉRIAUX
In October 2016, Corsica became 
the second region in which we 
have a presence. By joining forces 
with a local partner, Jean-Louis 
Mocchi, to set up our new store 
in Corsica, we have taken a bold 
step by expanding into the Isle of 
Beauty. 
The brand's first branch there is in 
Propriano, offering the full range of 
building and renovation products to 
both trade and DIY customers. 
Backed by the expertise of our local 
staff and the logistical, sales and 
management tools used by Matériaux 
Simc in the PACA region, a year's work 
has culminated in this new store. The 
new entity and the two partners are keen 
to build on this success in the future...

www.materiaux-simc.fr

MULTISPECIALIST

employees

branches

turnover
570 158

27
4
DIY

Supervisory Committee
Michel Chaumeton

Alain Jean

Executive Committee
President 

Stéphanie Saint-Martin
Vice-President

Serge Roux

Sales and Marketing Director 
John Crayston

Regional Directors
Djillali Benharrats
Olivier Jourdan

Mathias Grumberg
Xavier Colls

Gilles Peisson
Jean-Louis Mocchi

Purchasing and Logistics Director
Claude Arbaud

Administration, Finance and HR Director
Seydou Diallo

Management Control Director
Adrien Enoc

STÉPHANIE
&

SERGE

"Since it was founded in 1945, 
SIMC has endured by building on 
the values of the women and men 
who make up the company. Right 
from the start, the founders were 
keen that every employee should 
be part of a team and feel they 
are a stakeholder in this family-
run company. In the meantime the 
little company has grown up, but 
its philosophy remains unchanged.
We continue in this vein every day, 
encouraging training for those staff 
who want to get on, promoting 
internally and allowing time off for 
training to help them prepare for 
the future. Our company is also all 
about encouraging participatory 
management and using our on-
the-ground staff to oversee our 
projects.
This approach helps ensure that 
every member of our staff has 
room to grow and feels at ease 
in his or her work. It also ensures 

our customers feel valued, receive 
the right advice and are fully 
satisfied. For more than 70 years, 
our staff have had fulfilling careers 
with SIMC whatever their starting 
point. What counts is the desire to 
succeed."
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"My predecessors never tired of saying that there were three things 
fundamental to our family group: first and foremost our people, our 
people and our people." This is how President Jacques Plattard 
explains the success of this family-run French group with 130 years of 
industry expertise. Since 1885, Plattard has drawn its strengths from 
its experience and the handing down from generation to generation 
of its industry trades and construction materials wholesale business.

PUTTING PEOPLE FIRST

PLATTARD BETON ADDS TO 
ITS DISTRIBUTION CENTRE 
NETWORK
Charles Plattard, President of Plattard 
Béton, recently purchased the company 
Rhône Ain Béton, based in Certines 
near Bourg-en-Bresse, which operates 
a distribution centre serving mainly 
construction sites in the region. This 
acquisition enables the Group to extend 
its network of distribution centres, 
bringing it closer to its customers' sites 
and adding to the network at its disposal 
in the Ain département.

PLATTARD CARRELAGES 
THINKS BIG!
Through an exclusive partnership 
with Ariostea, Plattard Carrelages has 
opened a new showroom in Lyon's 6th 
arrondissement dedicated entirely to 
the latest innovations and most recent 
trends from the prestigious Italian 
manufacturer.
Here, architects, tiling professionals 
and DIY enthusiasts will find a range 
of impressive XXL tiles and one of the 
country's finest collections of marble-
effect porcelain tiles.

www.plattard.fr

MULTISPECIALIST

employees turnover

branches475 161
32

5
concrete
centers

5
industriel
sites

President 
Jacques Plattard

Managing Director 
Pascal Gasparian

Administration and Finance Director 
François Le Guyader

Industrial Director
Dominique Rosier

Sales Director 
Christophe Chabert  

REFURBISHMENT 
PROGRAMME FOR 
PLATTARD NEGOCE TP
Two brand spanking new sites for the 
end of 2017: the Meythet store is moving 
to Annecy and the Villefranche store is 
relocating to Arnas. Their customers 
will now be served in more modern, 
functional surroundings.
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DOING OUR BIT TO IMPROVE 
PUBLIC UTILITIES
Managing drinking water resources sustainably is one of the key issues 
of our time. Christaud, Vaudrey and BillMat, distributors of materials 
and solutions for drinking water conveyancing, are confident in their 
ability to serve the industry players.

CHRISTAUD: A MOBILE, 
CONNECTED SALES FORCE
CRM PILOT, in operation since 2008, 
has proved a great success for 
our sales teams. This modern tool 
collates calls for tender, customer 
records and quotations, providing 
our sales force with the connected 
mobility they need to serve our 
customers better. 

SPECIALIST IN WATER CONVEYANCING SYSTEMS

employees branches turnover

54 11 23

Predident and Chief Executive Officer
Christian Rossi

Operations Director
William Giuseppin

Purchasing and Marketing Director
Nicolas Morel

Management Control Director
Xavier Puel

Regional Director  
Auvergne-Centre-Val de Loire

Dominique Robin

Regional Director  
Rhône-Alpes

Pierre Perrachon

Regional Director  
Aquitaine

Jean-Claude Lasserre

CHRISTIAN
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Aquitaine
Jean-Claude Lasserre

Auvergne - Centre - Val de Loire  
Dominique Robin

Rhône-Alpes   
Pierre Perrachon

Claude Arbaud

Olivier Kleinmann
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The French  
Water  

Specialists  
Network

"2017 has ended with a noticeable 
upswing in business, restoring 
enthus iasm to the ent i re 
profession.  It looks as though 
2018 will continue in the same 
vein, with increasing political 
awareness of the funding issues 
relating to drinking water systems. 
In the context of increased 
confidence that the Assises de 
l'Eau conference will result in 
concrete decisions, clarifying the 
position for years to come, the 
French Water Specialists Network 
is restructuring, developing 
effective shared marketing tools 
and a suitable logistics capability."

www.christaud.fr
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This fast-growing company offers more than 6,000 product references 
in civil engineering and drinking water conveyancing, including 
wastewater and rainwater drainage, roadways, cabling and other 
networks, and urban development.

BTP Distribution supplies products for roads, networks, drainage and 
water conveyancing, complemented by tools, safety equipment and, 
since 2015, a full range of timber exterior construction products.

KNOWLEDGEABLE STAFF AND A 
SENSE OF SERVICE

SPECIALISING IN CIVIL 
ENGINEERING... AND TIMBER!

President
Damien Cugnet

Deputy Director
Christophe Mallière

Head of Sales
Bruno Oliger

www.celestin-materiaux.fr

CIVIL ENGINEERING SPECIALIST

employees branches turnover

60 11 25

employees branches turnover

70 5 39

President 
Hubert Ingwiller
Sales Director 

Sébastien Martz
Administration and Finance Director

Martine Coulomb
Structural Work Business Director

Jacky Habich

www.btpdistribution.fr

DAMIEN

"2017 has been a very positive 
year, marked by a turnaround in 
our stores in the South region and 
a new lease of life for the company.
In 2018 we are stepping up our 
sales presence and taking on more 
cabling and other networks busi-
ness.

HUBERT

"Buoyed by a growing market, we 
have reorganised ourselves into 
5 main business areas: civil en-
gineering, water conveyancing, 
structural works, worksite equip-
ment and timber exterior construc-
tions. We have also opened a new 
store in the Doubs département, 
in Etupes, near Montbéliard.
Our new website will go live in 
March and in the future will feature 
new online services available to 
our customers."

NEW WEBSITE
We have updated our website to offer 
more of what our customers want. 
The new-look site features a design 
that responds well to all browsing 
media, a clearer, ergonomic layout 
and more user-friendly browsing.
Online, our customers and prospects 
will find comprehensive information 
about all our branches, our catalogues 
and also photos from construction sites.
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FOR YOU, WE STOCK TIMBERS FROM 
ALL OVER THE WORLD
Henry Timber is an expert timber merchant that also keeps all the 
Samse Group companies supplied with timber. 

BOIS
THE TIMBER PLATFORM 
SPREADS THE WORD
Opened on the Henry Timber site in Saint-
Hilaire-du-Rosier in 2006, this platform's 
purpose is to supply all our Group 
companies with timber.
It has a regularly updated catalogue. 
The catalogue, already used by Samse,  
M+ Matériaux and Simc, will soon also be 
used by Doras and Les Comptoirs du Bois. 

A WIDE RANGE OF 
BOARDS  

AND DECKING

www.sotimber.fr

Watch the video 
on

www.henry-timber.com

TIMBER SPECIALIST

employees branches turnover

66 2 66

Chairman of the Managing Board
Patrick Faure

Platform Director
Florent Gérard

Trade Business Director
Alexandre Guillery

Sales Director
Laurent Parisse

Administration and Finance Director 
Sabine Reboul

Operations Manager
Karl Jeannenez

ONE OF THE LEADING 
FRENCH TIMBER 
IMPORTERS
We import sawn timber and processed 
products (including planed, brushed 
and treated timber) from all over 
the world. On our sites in Isère (the 
Grenoble département) we manage a 
permanent stock of 35,000 m3 of timber 
with an annual distribution of more than  
110,000 m3.
We have a presence all over France and 
in Switzerland too through our business 
managers, who are backed up by our 
office-based sales team who respond 
quickly to sales queries regarding stock 
and consignments, take orders, draw 

PATRICK

NEW BOSS FOR  
HENRY TIMBER
"I have spent my whole career 
in the wholesale trade and have 
been a timber specialist for more 
than 35 years. With my team, I 
shall be working flat out for our 
merchant retail business and the 
platform."

up quotations and keep our customers 
informed about due deliveries.ASIA

NORTHERN
EUROPE

EASTERN
EUROPE

AFRICA

SOUTH
AMERICA

NORTH
AMERICA
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AIMING TO BE THE GO-TO TIMBER 
MERCHANT
Regional specialist in the distribution of timber, panels and derivatives, 
Mauris Bois offers an extensive range of products and services: massive 
stocks, logistics to match, a constant supply of new products, an online 
catalogue and prices, and now complementary engineering design 
services.

MAURIS BOIS
In addition to our product offering 
and its constantly evolving sales 
plan, this year at Mauris Bois we 
have added to our service offering to 
continue to support our customers, 
providing more of what they want.
2017 saw the launch of various new tools, 
among them the Pro Space added to 
the website, and our online catalogue. 
With the pace of business constantly 
increasing, we are keen to be there 
for our customers 24/7, helping them 
grow their businesses. Our services 
expansion has also included logistics, 
with additional delivery resources added 
in renewing our objective of delivering 
to our customers at their premises and 
their construction sites by the next day. 
Lastly, we have made a major change 
to our processing workshop with the 
addition of a new machining centre 
complementing our existing stock of 
machinery and tools. 
In recent decades we have worked 
closely with a number of companies with 
a great reputation in their respective 
territories, including Oddos and 
Armand. To improve the facilities at our 
new outlets and step up our visibility, we 
have now joined forces under a single 
brand – Mauris Bois – and a new-look 
logo.

Follow us on Facebook – Mauris Bois!

President
Laurent Ouvrier-Buffet

www.mauris.fr

TIMBER SPECIALIST

employees branches turnover

117 5 40

LAURENT

"In 2017, we began our digital 
transformation and continued to 
develop our services. In 2018, our 
brand will grow with a new store 
in Voiron, and our staff will remain 
as approachable, committed and 
passionate about what they do as 
they have always been."
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TIMBER AND SO MUCH MORE

FROM MASTER CARPENTER  
TO DIY NOVICE

Ollier Bois is a Plattard Group entity specialising in the wholesale trade 
and industrial transformation of raw timber and panels. With planed 
timber, reclaimed timber and girders available, our extensive product 
range offers the full range for exterior constructions and interior 
fittings.

Whether they are joiners, shopfitters or DIY enthusiasts, our customers 
are sure to find a vast choice of products at Les Comptoirs du Bois. 

OLLIER BOIS HAS BEEN 
BUSY INVESTING
Sébastien Thomas and Jean-Paul 
Jacquet's teams have been making 
some significant investments at the 
Limas workshop.
The production team has made changes 
to the machining centre, adding 
a numerically controlled spindle-
moulding machine. 
Ollier Bois also installed a new 
laminating press at the end of the year.
Using this hydraulic press with heating 
plate, the company's joinery customers 
will be able to apply laminates onto 
panels measuring up to 3200 x 1400 mm.

LES COMPTOIRS DU BOIS
LAUNCHES NEW ONLINE 
ORDERING SERVICE
Last March, the Les Comptoirs du Bois 
branch in Montmorot (Jura) launched 
its online ordering website for trade 
customers.
This service is designed to help 
them save time and give them more 
transparency
on pricing and stock, as well as offering 
a service worthy of their valued B-to-B 
relationship. Customers can now check 
stock levels and place orders 24 hours 
a day, as well as checking their order 

President
Jacques Plattard

Managing Director
Pascal Gasparian

Business Manager
Sébastien Thomas

www.plattard.fr

TIMBER SPECIALIST

employees branches turnover

40 2 19

employees branches turnover

45 3 13

Director 
 Sébastien Wojka

www.lescomptoirdubois.fr

history at any time, while still benefitting 
from personalised prices and deliveries 
on their usual round.

MY ONLINE 
ORDER
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A NEW TIMBER BRAND

AT THE CUTTING EDGE OF  
ECO-CONSTRUCTION

A household name not only in the region but further afield in France, 
Socobois stepped up the Group's presence in the timber industry 
when it became a Doras subsidiary in 2016.

The joinery specialist Remat selects only the best branded products 
that meet the requirements of the RT2012 thermal regulation for every 
kind of house, both conventional and timber-framed. Our trade and 
home DIY customers love our service-first ethos: site advice, renovation 
installation, after-sales workshop, and more...
FROM ADVICE TO FITTING 
–TRUST US!
With more than 40 years' experience 
in building enclosures and interior 
and exterior construction, Remat 
has completely reorganised itself 
to offer personalised advice, fitting 
services for new constructions and 
renovations, and after-sales follow-
up.
By creating Remat Services, the joinery 
specialist stands out from the crowd: 
with our own RGE-qualified fitting 
teams now in-house, we can monitor 
the development of each project in real 
time, ensuring the fitting work is of the 
highest quality.  

UNRIVALLED CHOICE AND 
SERVICE
With its 85-strong workforce led for more 
than 25 years by Éric Boichot, Socobois 
supplies an extensive range of timber, 
panels, joinery products, plasterboard 
and more, mainly to the trade: fitters, 
joiners, carpenters, builders, floor 
specialists – the list goes on.
Socobois delivers over an vast area. 
Holding an extensive stock and 
organised like a logistics platform, the 
company delivers more than 90% of its 
orders the next day!

Executive Management
Éric Boichot - Karl Chauvet

www.socobois.fr

TIMBER SPECIALIST

employees branches turnover

87 1 25

employees branches turnover

28 2 7,3

President 
Frédéric Vespignani

www.remat.fr

ÉRIC

FRÉDÉRIC

"With an outstanding product 
choice and customer service 
reputation, we shall continue 
to grow, backed by our two 
long-standing strengths."

"Our motivated team are 
commit ted to  ensur ing 
customer satisfaction from day 
to day."

MY ONLINE 
ORDER
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THE TILING SPECIALIST
Leader Carrelages serves both the trade and domestic customers, 
offering an extensive choice of tiles, bathrooms, flooring and exterior 
fittings.
The company also employs its own team of tilers.

BUILDING, FITTING AND 
RENOVATING FOR ALL
Founded in 1930 by master journeyman apprentice Roger Cléau, this 
Doras-owned company sells a wide range of products and services 
to both trade and DIY customers: cladding, frameworks, joinery, air-
tightness solutions, tools and hardware, wall coverings, bathrooms 
and more... 

NEW WEBSITE 
The new Leader Carrelages website 
went live on 1  November 2017.  
More comprehensive, more modern 
and more attractive, the new site 
is an excellent way to promote the 
company to new customers. Featuring 
predominantly ambiance artwork, it 
showcases the company's exhibition 
facilities and displays, along with the 
expertise and help on offer in the biggest 
tiling showroom in Haute-Savoie.

Director
Laurent Jacquet

www.leader-carrelages.com

employees turnoverbranches

17 1 3,3

President 
Jean-Christophe Drouot

www.cleau.fr

JOINERY SPECIALIST

employees branches turnover

60 3 15
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EXTENSIVE COLLECTIONS AND 
SHOWROOMS FOR INDIVIDUALS AND 
THE TRADE
The tiling, flooring and bathroom expert, Careo stocks an extensive 
range of products, offering both trade and DIY customers the style 
that's right for them: smart, classic, contemporary or natural, we have 
something for every taste!

NEW PERPIGNAN 
SHOWROOM AND 
21ST  STORE OPENS IN 
CASTELGINEST
In May and June 2017, we opened 
two new showrooms in the South.
In addition to showcasing our tiling, 
f looring, bathrooms and walk-
in wardrobe offering, these new 
showrooms are a fabulous resource 
offering no end of bathroom décor 
inspiration. The roomy layout gives the 
new displays a pleasing perspective and 
flow. This 'interior design' approach is a 
great way to show off the different trends 
and product choice available. 
In addition to acting as a sales and 
advice centre for individuals, the 
showrooms are also designed to 
provide professionals with ideas and 
inspiration for their projects. 
DORASTILING & 
BATHROOMS FORUM
This forum was an opportunity to 
present our new tiling and bathroom 
collections to Careo and Doras staff.
It took place on 26 January at Dijon's 
Parc des Expositions, with 75 suppliers 
attending.
At the end of the day, the forum was 
opened up to trade customers to give 
them a sneak preview of the new ranges.

C A R E O  C E L E B R AT E S 
10 YEARS IN THE ALPS.
In late 2017 and early 2018, our 
Grenoble, Gap and Digne stores 
invited their trade and domestic 
customers along to a drinks buffet to 
celebrate the brand's 10th birthday 
with some special offers.

TILING SPECIALIST

employees branches turnover

86 21 23

Careo Executive Management 
Samse network: Denis Barberoux
Doras network: Thierry Laborey

M+ South-East network: Erwan Toussaint
M+ South-West network: Hubert Daccord

www.espace-careo.com

www.espace-careo.com
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GAP 91, avenue d’Embrun 04 92 51 81 61

ÇA SE FÊTE !

Offres
Anniversaire

DU 11 AU 21 OCTOBRE

carrelages
salle de bains

parquets

9830-CAREO Gap-Anniversaire Presse Le Dauphiné 128x108.indd   1 26/09/17   16:24



60_ SAMSE GROUP_ANNUAL REPORT 2017

L’ENTREPÔT DU BRICOLAGE: THE 
BRAND FOR DIY ENTHUSIASTS
The very best in DIY
Offering a very comprehensive product line, spacious, clearly laid out 
stores, permanently low prices guaranteed, and trustworthy advice, 
at L’Entrepôt we work hard to stay ahead of the game. Our stores are 
customer service-focused, which is what creates the brand's added 
value. 

www.la-bao.fr - www.e-brico.fr

DIY

employees

2 023 36 385
TTC

stores turnover

President
Jean-Jacques Chabanis

Managing Director
Arnaud Bériot

Sales Director
François Boudon

Assistant Sales Director
Thierry Simon

Purchasing and Sales Directors
Lionel Sayen and Nicolas Joly

Merchandising Director
Denis Philip

Marketing and Communication Director
Philippe Oustalet

Project Manager
Emmanuel Bernard

Finance and Management Control Director
Régis Delaval

Human Resources Director
Franck Ougier

Information Systems  
and Methods Director

Frédéric Dufau-Joel

Director of Strategy and Organisation  
Development

Frédéric Rebollo

Regional Directors
Philippe Castello, Guy Frizon

Christophe Lavoux, David Gayot
Gilles Puissant

PREPARING FOR THE 
FUTURE: COLLECTIVE 
THINKING TO CREATE THE 
COMPANY OF CHOICE
On 13, 14 and 15 June 2017, 350 brand 
employees got together in Alpe d'Huez 
to meet, discuss and bounce around 
ideas on the theme of the Company of 
Choice for 2022.

Step 1: 
preparing the ground
Several years ago we launched a clever 
initiative to prepare the ground to 
become the Company of Choice of our 
staff, customers and suppliers.
In this approach it is our staff who play 
the central role. 
For three months, our employees were 
asked to reflect on their vision of the 
Company of Choice in three-way staff/
customer/supplier workshops to come 
up with a view of what the company 
could become by 2022. 

Step 2:  
Base Camp in Alpe d’Huez
Following these workshops, last June 
350 La Boîte à Outils staff got together in 
the ski resort of Alpe d’Huez to complete 
a key step in our Preparing for the Future 
initiative: inventing the Company of 
Choice.
For three days, our staff focused on 
getting to know each other better 
and enjoyed the exciting feeling 
of Belonging. This was a great 
opportunity to unite everyone and cut 
to the core of our company DNA: our 

people. There were discussions about 
the preparatory work done, juices 
flowed in the different workshops 
and different themes were worked 
on to create what we are now calling  
'Preparing for the Future'.

Step 3:  
striking for the summit: what now?
Alpe d’Huez generated various key 
ideas favoured by our staff.
These were grouped into four main 
themes: 
Our ethics and footprint: 
 being a socially responsible company 
Our vocation:  
the future of our industry  
Our community:  
digital transformation to serve our 
customers, staff and suppliers better
Our happiness:  
how do we improve our staff's 
wellbeing? 

TWO BRANDS AS ONE
On 6 April 2018, the La Boîte à 
Outils stores are being rebranded as 
L’Entrepôt du Bricolage! 
For more than 20 years, our two brands 
La Boîte à Outils and L'Entrepôt du 
Bricolage have existed side by side, to 
their mutual benefit:
- La Boîte à Outils
focusing on a local presence, services 
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and customer relations, this company 
has helped bring on and bring out the 
human side of L’Entrepôt du Bricolage.
- L’Entrepôt du Bricolage
with its dynamic sales approach, 
'worksite' image and customer project 
focus, this company has made a big 
contribution to La Boîte à Outils' 
competitiveness. 
The two brands have now combined 
forces in a single brand: L’Entrepôt du 
Bricolage.
The brand will continue to grow and 
develop, enabling the company to 
pursue more projects and incorporate 
new tools and new practices in its 
business.
We must prepare today for 
tomorrow's business world, where 
the pace of things will only increase.
An omnichannel approach must now 
lie at the heart of everything we do. In 
a context where ever-spreading digital 
technology is fast gaining ground, we 
are convinced that the bricks-and-mortar 
store will more than ever be an essential 
part of the customer relationship. We are 
heading into the realm of 'humanised 
digital' business.
 We have found our new vocation:
To be by our customers' side to see 
through their projects, forming with 
our staff and suppliers a united, 
ecoresponsible community in which it is 
people who count.
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We work alongside the 
Grenoble Association for 
Down Syndrome Research 
and Social Integration 
(ARIST). 
For the 12th World Down Syndrome 
Day, which took place in Grenoble 
in 2017, we supported ARIST with 
the event organisation. This fun, 
family-friendly event open to all was a 
tremendous opportunity to highlight 

Patronage
Involved at local 

level.  
 

We support social welfare 
and environmental 

initiatives that are local to 
our sales outlets.

But as a major player in 
the construction industry, 
we also help sustainable 

and welfare housing 
associations both in France 

and abroad.

For the last two years, 
we have supported 

Aide Médicale et 
Développement (AMD) in 

building medical centres in 
Africa.

Thanks to our donations, AMD has been 
able build a health centre in the village 
of Ethiolo in the remote Bassari region of 
Senegal. Designed to serve a catchment 
of 7,000 people, the centre has been 
operational since June 2016.
In 2017, we worked with AMD to 
refurbish the dilapidated maternity 
centre at Mandiana Hospital in north-
eastern Guinea.  The centre now has a 
guaranteed water supply provided the 
pipework installation carried out. 

scientific progress, promote how 
local bodies can work together 
and demonstrate how companies, 
athletes, associations, local 
authorities, elected representatives 
and healthcare professionals in the 
département share the same social 
values.
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For several years we have 
partnered the Négobois 
Action Fund for Sponsorship.
This brings together manufacturers 
and merchants in a shared ambition: to 
pool their donations to build for good 
causes of benefit to society as a whole. 
In 2017, we supported the Fondation 
Abbé Pierre in building a 24-bed family 
hostel and two independent homes for 
female victims of domestic violence 
in Lodève (Hérault département).  By 
the end of the year, the building work 
was well under way and had begun 
the finishings phase, with application 
of external render, tiling, painting 
and the final electrical and plumbing 
installations.

Working on construction 
projects with the French 
Federation of Alpine and 
Mountain Clubs (FFCAM):
The Group also supports projects in the 
areas where we have stores, including 
in mountainous regions.
We get involved in construction 
projects to build and renovate 
mountain huts. Following the 
renovation of the Refuge du Goûter 
mountain hut in the Mont Blanc Massif 
and the Refuge de l’Aigle in the Ecrins, 
in 2017 we supported the FFCAM in 
rebuilding the Refuge Temple Ecrins. 
The work, which was completed in 
October, consisted of constructing the 
drinking water drainage and supply 
system from its source to the hut.

Ronald McDonald houses: 
bringing families together
The Ronald McDonald Foundation helps 
families cope with difficult situations 
by building Houses that enable the 
families of hospitalised children to stay 
close by. This provides sick children with 
emotional support from their families, 
which is essential to their recovery. 
Already a Foundation partner when the 
Maison de Parents de Grenoble was built 
in 2012, we again rose to the occasion 
when the Foundation asked us to help 
build additional rooms in 2014. Since 
then, every year we have supported an 
event that enables the association to 
keep going and provide accommodation 
for more than 300 families a year.

For more than 15 years, the 
Group has partnered the 
Maison de la Culture 
in Grenoble, thereby playing a part 
in local cultural life and enabling 
as broad a public to go and see 
productions there.
With the same aims in mind, we also 
support the city's 'Musée en Musique' 
event. For the 2017/18 season, the 
Musée de Grenoble is hosting a rich 
programme of musical performances.

©  JM Aufauvre-Use of helicopter permitted by derogation scheme subject to special and concerted authorisation



64_ SAMSE GROUP_ANNUAL REPORT 2017

©
: S

yl
va

in
 S

au
va

ge

DFCO
Doras supports DFCO, a 
football club that plays in 

France’s Ligue 1.
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BRÛLEURS DE LOUPS
For 17 years, the Group has sponsored Les 

Brûleurs de Loups, Grenoble’s ice hockey club 
which competes at the top level.
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THE TOUS COUREURS TEAM
Our sporty employees take part in various events over 

the year, such as the Grenoble Ekiden relay marathon, the 
Cross des Enfants Malades in aid of sick children, and the 

Group’s own social cycle meet.

SIMC, SPONSOR OF PAYS D’AIX UNIVERSITÉ  
CLUB HANDBALL

Matériaux Simc supports Pays d’Aix UC Handball in its 
new Arena and on its way up the national ranking!

Sponsorship
Committed and driven  

In sport, we see reflected the excitement and values so close to our hearts: individual and collective 
commitment, sharing success, pushing beyond the limit, teamwork...  

We are ardent supporters of a variety clubs and events in the areas we cover.
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LA PIERRA MENTA
For the sixth year in a row, Samse and L’Entrepôt du 

Bricolage are sponsors of the legendary Pierra Menta ski-
mountaineering race in Arêches-Beaufort, Savoie.

FCG GRENOBLE RUGBY
Samse is one of the major sponsors of FC Grenoble 

Rugby, who play in the Pro D2 league.

SPRINTER CLUB OLYMPIQUE DIJON
For more than 10 years, Doras has sponsored the 
French amateur cycling team established in 1993, 

which competes in the Nationale 1 Division.

CHAMBÉRY SAVOIE HANDBALL
This handball club, which the Group has sponsored 

for the last 20 years, plays in the French First Division 
Championship and counts members of the French 

national squad among its members.
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FRENCH SKI FEDERATION 
Since 2005, Samse and L'Entrepôt 

du Bricolage have supported 
the French Ski Federation as a 
sponsor of young French skiing 

hopefuls on the  
Samse Speed Ski Tour.  

They also back future stars of 
nordic skiing: biathlon, cross-

country, ski jumping and nordic 
combined. Samse is also the title 
sponsor of the Federation Cup 
(alpine skiing) that is again this 

year taking place at Alpe d’Huez, 
on 7 and 8 April.

TEAM GRENOBLE ISERE NORDIQUE
Samse and L’Entrepôt du Bricolage 
have been supporting this nordic 
ski team for the last three years. It 

includes athletes who excel at the top 
level of biathlon and cross-country 
skiing, such as Marie Dorin-Habert, 
Simon Fourcade, Robin Duvillard, 
Jean-Guillaume Béatrix and the 

very promising young skier Emilien 
Jacquemin.
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UT4M
Samse is a sponsor of this ultra trail race (169 km long with 11,000 

vertical gain) in Grenoble's four mountain massifs.
 

TOUR CYCLISTE LA PROVENCE
Since its beginning, Matériaux Simc has sponsored  
the leader's blue jersey of this cycle race. The 3rd 
edition will again take place in Provence, passing 
by many Simc branches in the Bouches du Rhône, 

Vaucluse and Var départements.

THE SAGA OF SAMSE GROUP AND SPORT!
In 2017, the Group published its first book.  

180 pages recounting the story of the Group's 30-
year commitment to sport.

TROPHÉE ANDROS
Samse and L’Entrepôt du Bricolage are partners of a new team 
competing on the Trophée Andros ice-driving circuit: Bertrand 

Balas, Franck Lagorce and Gérald Fontanel.

SAMSE .  AU COEUR DU SPORT_1

100 ANS D’HISTOIRE
Le Groupe SAMSE d’hier à aujourd’hui

LE SPORT DANS NOTRE ADN
L’engagement sportif de l’entreprise n’a rien d’un hasard

PARTENAIRES TOUS TERRAINS
FC Grenoble, Brûleurs de loups,Trophée Andros :  
Samse s’engage aux côtés des plus grands acteurs  
du sport de haut niveau.

EVENEMENTS
Pierra Menta, triathlon de l’Alpe d’Huez,  
trail des Passerelles...   
L’entreprise est présente aux côtés des pratiquants.

NOTRE PLUS BEAU LIEN

 4  //

 20  //

 34  //

114  //

129  //

AU CŒUR
DU SPORT
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AU CŒUR DU SPORT
TRENTE ANS DE PARTENARIATS 
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ZANON - MAT APPRO - SUD APPRO

L’ENTREPÔT DU BRICOLAGE - LA BOÎTE À OUTILS

CAREO - LEADER CARRELAGES - CLÉAU - REMAT - SWEETAIR

MAURIS BOIS - LES COMPTOIRS DU BOIS - OLLIER - SOCOBOIS - HENRY TIMBER

CHRISTAUD - VAUDREY - BILLMAT - CELESTIN - BTP DISTRIBUTION

SAMSE - DORAS - M+ MATÉRIAUX - SIMC - PLATTARD 
FOREZ MAT - DIDIER MATÉRIAUX - BLANC MATÉRIAUX 
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