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Oscar Arostegui Lejarza

48010 BILBAO- 28140 MADRID 
Teléfono:+34 619.73.67.38   

E-mail: o.arostegui@gmail.com
PERSONAL PROFILE

I am a professional with over 20 years of successful experience, developing business activities in the field of General Management and Commercial Management, working for industrial and trading companies with large distribution networks at national and international levels. 
Extensive experience of industrial companies in international flow markets.

Deep knowledge of the various business areas (sales, marketing, financial management...) with a global business perspective. Advisor to the BoD of my different groups of companies, in terms of Strategic Planning, Trade Policy and Marketing, Development and Innovation.

I highlight my experience in implementing and developing strategic plans as well as opening development of new markets and the creation and management of sales teams. Simultaneously, I have been complementing this Management experience with a strong financial background.
This experience has enabled me to hone my skills as a professional with a strong leadership, initiative, organizational and working skills who likes challenges; communication and empathy skills. Strategic vision and business vision, customer-orientated, focused on results and the continuous improvement, strongly committed to the company, with negotiation and team-working skills.

PROFESSIONAL OBJECTIVE


General Management of a small or medium-size company or Commercial Management of a medium or large-size company, either trading or production companies.

PROFESSIONAL EXPERIENCE


VITILLO SPA (ITALY) 2017-…
European manufacturer of Hydraulic components: high pressure hoses and fittings.

Position: Advisor and Consultant to the President of the company for the markets of France, Spain and Portugal.

Responsibilities: Comprehensive management of yeh company´s commercial policy in these markets. Analysis of the competition and the market in general. 

Reporting to the General Management on the group in Italy. Preparation of budgets and strategic plans of the company. Direct dialogue with main clients. Direction of the commercial policy together with the supervision and direction of the technical and commercial teams. 
JATORMAN S.L 2017- 2020 (INTERIM)
Turnkey engineering: Manufacturing and installation automation of industrial processes.

Position: Managing Director

Responsibilities: Comprehensive management of all areas of the company. Reporting to the board of directors. Preparation of budgets and strategic plans of the company. 
Direct dialogue with the main clients: Siemens-Gamesa, Acciona, Vespas, G&E, Alstom… 

BOSADO GROUP.., 2014 –2017 (INTERIM)
Hydraulics, aeronautics and industrial….
Position; General Manager

Responsibilities: Management of the three companies at all levels. Answering to the board of directors. Direct attention and management to our clients and strategic suppliers.
ACCIAIRIE VALBRUNA IBERICA                     2009-2014

Subsidiary of the manufacturer of stainless steel and Nickels Alloys worldwide, Acciarierie Valbruna Spa. Multinational company located in 4 continents with 3 manufacturing facilities and positioned in the principal markets with affiliate branches and own resources. 25MM€.

Position: General Manager for Spain and Portugal
Responsibilities: To achieve sales targets and the company´s profitability efficiently, leading the sales and technical teams, developing the company business and product portfolio. To develop the national trade policy. To be part of the Group Management team to work on the development and implementation of the corporate strategy worldwide.

Achievements:

· Double-digit growth in the last 3 years as General Manager; in a mature and highly competitive market (14% 11 vs. 10, 12% 12 vs. 11, 17% 13 vs. 12, 16% 14 vs. 13……)
· Business growth in Spain , improved profitability (+3.5 points)

· Start-up of high added value new projects that have allowed us to enter competitive sectors such as automation, aerospace, military ... among others. 

Structure: 3 work centers: Bilbao, Barcelona and Madrid.

27 people in the Spanish team 

LAMBORGHINI CALORECLIMA ESPAÑA S.A (Grupo FERROLI) 
 2004 - 2009

Leading manufacturer of industrial burners (oil and gas) as well as large low-temperature and condensing boilers, wall boilers and air conditioning equipment. Belonging to the Italian Industrial Group Ferroli. Business Volume: 35MM €

Position: General Director, reporting to the Chief Operating Officer and the Chairman.
Responsibilities: To achieve sales targets and the company´s profitability efficiently, leading the sales and technical teams, developing the company business and product portfolio. To develop the international trade policy.
Achievements:

· Double-digit growth in the last 3 years as General Director; in a mature and highly competitive market (12% 07 vs. 06, 21% 06 vs. 05, 12% 05 vs. 04), being the subsidiary that obtained the best results for the entire Group.

· Business growth in Spain , improved profitability (+2/4 points)

· Reorganization of the Sales team and the SAT team in the market.

· Start-up of 2 new production lines of new products in the Spanish and Italian work centers.

Structure: Financial and Internal Commercial Coordination Dept.: 5; Regional Managers: 3; Territorial delegates: 12; SAT and spare parts technicians: 6. Burgos work center: 6 people. Italian factory: 9 people. In both cases, teams composed of technical personnel, product developers, corporate marketing and logistics.

LASTER INDUSTRIAL  (Spain)
     




 2000 - 2004  
Industrial Laster is a benchmark company in Spain regarding Engineering, Air Conditioning, industrial and domestic Heating and auxiliary plumbing material. Its activity is focused on the production, trading and distribution of the main and most important brands in the sector. Business Volume: 25 MM €

Position: General Director
Responsibilities: In Laster Industrial I managed the company at all levels, reporting directly to the Board of Directors. Communicating and managing directly with the clients and strategic suppliers. Managing the company´s commercial policy and supervising the technical and sales teams in our 8 workplaces throughout the country.

Achievements:

· Double-digit growth for the whole period. Commercial margin improvement (+4 points), inflow of important benefits. Company´s growth.

· The introduction in Spain of the main sector brands. Exclusive agreements for Laster.

· Business growth in Spain, structural improvement for the delegations. Investment plan focused on fixed assets.

· The renovation, creation and improvement of the Sales and Technical teams.

· The creation of 2 new societies for Laster Group´s constitution.

Structure: Delegations: 7 workplaces; Headquarter: 75 people in total. 

Delegation average:  Delegates: 1; Sales support technician: 1; Storekeeper: 1; Coordinator: 1. (Delegations such as Biscayne ones had over 18 people); Product Managers: 3; SAT team: 3; Rest: Financial and Logistic warehouse, etc.. 

GRUPO YVAN BÉAL (France) 





1990- 2000   

Position: General Director for Spain and Portugal
Yvan Béal Group is a leader company in Europe for the distribution, commercialization, and production of construction machinery for public works, mountain and gardens. Business Volume: 20 MM €

Responsibilities: Reporting to the BoD of the Company in Clermont- Ferrand (France), being responsible for the creation, implementation and development of the company ‘strategic policy in Spain and Portugal, as well as for the company´s business planning and for all materials, technical and human resources.
Achievements:

· Company business digit growth for the whole period. Profitability improvement. Benefits maintenance and improvement. Company´s growth.

· The introduction in Spain of new products and brands from leading sector companies (origin: Japan..) 

· The stat-up of production lines for new products in Spain and Portugal (production center in France)

· The renovation and creation of the Sales and Technical teams.

· Opening (exporting) new markets: Morocco, Guinea, Cuba and Mexico.

Structure: The situation changed exponentially during my time managing the company. By the time I finished this project, the company was composed by: Company Sales Delegates: 3; Representative Delegates: 4; Warehouse storekeepers: 2; SAT and spare parts technicians: 3; Finance: 3; Marketing: 1.

ACADEMIC QUALIFICATIONS


· Degree in Economics and Business 1992 – Deusto University (Bilbao)

· Degree in Marketing and Communication1986 – Basque Country University (Bilbao)

· Master in Business Administration (MBA) – 1994 – Deusto University (Bilbao)

COURSES and SEMINARS


· Financial and Economic Analysis – CEPYME & CEOE (Bilbao and Madrid)

· Strategic Marketing - CEPYME & CEOE (Bilbao and Madrid)

· International Trade and Export Program – (Paris)

· Production Methods and Systems Seminar – (Paris)

· Communication and Development Seminar – Complutense University (Madrid)

· Human Resources Management Course – Madrid Autonoma University (Madrid)

LANGUAGES


· FRENCH – High Level

· ENGLISH – High intermediate Level

· ITALIAN – High Level

· SPASINH and EUSKERA – Native (bilingual)

COMPLEMENTARY PROFESSIONAL EXPERIENCE


ARBONIA FORSTER GROUP (Switzerland- Germany)
               2004 - 2005
AFG Group (Arbonia Forster Group) is a holding company whose parent company , Arbonia AG is one of the most important factories in producing all kinds steels , steel profiles for the construction industry automobile industry… . Along with other companies of the Group, Forster Group is emerging as one of the most important worldwide. Business Volume: 680 M CHF. Spain 15MM €

I combined this task then while leading other responsibilities, until I assured the creation of the necessary structure for their own progress. It was a personal request from the President of Ferroli Group, who was as well senior partner of this Swiss Holding.

Position: Country Manager – Operations Director for Southern Europe (Spain and Portugal)
Responsibilities: Defining and implementing the Group strategic plans in Spain and Portugal. Among these guidelines, to process and manage the commercial policy and industrial development of the company in these markets, to create new distribution networks in both countries and creating and training technical and sales teams.

