


BIGMAT GROUP
BigMat is the leading Group in Italy and Europe of 
independent retailers for the distribution of 
materials for building, renovating and refurbish 
homes.

1981 YEAR OF FOUNDATION

Stakeholders
Point 

of sales
Turnover

2023 577 1008  ᶱṣᶲᶯᶮ ¶ȺǱ ặ
2024 586 1036   ᶱṣᶱᶷᶮ ¶ȺǱ ặ



BIGMAT IN ITALY  2025

Global Turnover 2024: ặᶯṣᶮᶮᶮṣᶱᶵᶮṣᶲᶷᶷṞᶲᶶ 

Global Turnover 2025 (July): +0,35%



BigMat Services



Purchased through referenced suppliers 2024:  331 mln ặ

Trade Agreements
international, national and regional level : 262 Contracted suppliers 

Transparent framework commercial agreements:

BUY

Å Discount conditions
Å Net Price 
Å Deductibles New price lists
Å Payment conditions
Å Delivery conditions
Å Year-end bonus

Private label BigMat and co -branding
Over 400 BigMat brand products

Best value for money

Developed in numerous product categories :
from construction to painting, from hardware to tools

Purchasable only in BigMat Points of Sale
(customer loyalty both on the product and on the store ) 

Purchase conditions with extra discounts

45 Suppliers
Purchased 2024: 23,8 mil. (+15%vs. 2024)

(7,2% of total purchased )



BUY Two -days fair for stakeholders and supplier 
to create relationships and take advantage of commercial offers 
dedicated only to BigMat members present.

Two main goals: purchasing and relationships

Eleventh Edition

Purchased ᶰᶮᶰᶲṝ ᶯᶯṞᶳ ¶Ⱥặ
96  Suppliers 

115 Suppliers More than 1000 people per day



INTERNATIONAL
LEVEL

NATIONAL
LEVEL

REGIONAL
LEVEL

Specific and bespoke projects and activities for each target audience, defining the 
ideal mix of digital and traditional tools and channels

COMMUNICATE



BUILDERS OF 
SPORT

5th  Edition

Å Over 850 
registered clubs 

Å 140 sponsored 
clubs

BMIAA
INTERNATIONAL AWARD

7 th  Edition

Å Prize money 
ᶶᶰṣᶳᶮᶮặ

Å +500 projects 
submitted

COMMUNICATE



TRAINING
BigMat School : 63 dates 35 courses offered

6 tematic areas

Course location:
Milan ẙRome ẙCalabria -Sicily

Total investment: +150k

Master : 

508 persons (entrepreneur and employee) attended the course (half year) 

New training program (which joins the BigMat School)  and which aims 
to enhance the new generation of entrepreneur towards a path of 
personal and professional growth preparing them for the 
intergenerational transition

14 titles done in 11 monthly sessions

From November 2025 to November 2025



IT
Extranet : 

Web Site: 

Platform available for our members 
Where they can find all the information that 
they need regarding our activities (agreement, 
events, contacts, training program, 
communication materials eccṟṶṣ

Institutional web site 
of BigMat Italy, 
Habimat  and Big Rent  
But also singular web 
site of our members 

Rewards
Platform: 

Geo 
analysis : 

Platform available to the central office 
and members to monitor  the progress 
of purchases  from suppliers and 
rewards

Platform available to the central office 
and members to support the business 
decisions on the study of the economic 
potential of the territory 



SELL
Activities and initiatives to generate new contacts and increase sales with all target 
customers: construction companies, craftsmen, designers and private

Big Promo

5 promotional flyers per year 11product of the month ñǸȺȺ ȡɅṝ ᶰṞᶷ ¶Ⱥặ

BigMat Contest : 

On the web app with quizzes, token earning, daily instant win ,...

Five four -week waves with daily, weekly prizes and final super prize

Easy for customers 

Interactive game experience for customers 

1,000 registered customers
+50,000 tokens earned
ặᶲᶮṞᶮᶮᶮ ɳɶȡʽǸ ɳɐɐȺ



Big Card : Loyalty Program

Goals retain  customers and reward  them with prizes 
from the catalog that is renewed every year

Cost for the members: less than 1%

SELL

40 registered members

ặᶰᶮᶮṞᶮᶮᶮ ȡɅ prizes awarded

1,000 loyalty cards activated



BigRent is a BigMat trademark  (registered at European 
level) that identifies the service dedicated to the 
professional rental  of construction equipment and 
machinery.

Verificare cartina
49 rental point

+7 new opening in the  2025

gȺɐǩǍȺ ʌʔɶɅɐʬǸɶ ᶰᶮᶰᶲṝ ᶯᶯṞᶳ  ¶Ⱥặ

Global Turnover 2025 (July): +13,5% Rental fleet: +19 Mlặ

Key point to start:

People
Spaces
Service Center
Rental Fleet
Forms
Communication

SELL
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SELL
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habimat.it

STARTING POINT

HABIMAT  brand  has  been   
internationally  registered  in  2008  as 
BigMat  brand  dedicated  to  interior  
finishing  materials .



CCF CCF 18LUGLIO2025

uʌẏɾ a natural  extension  of  BigMat  strictly  connected  with  it

The  main  aim  is to  offer  the  highest  professional  services  
even  in  interior  finishing  solutions  

CONNEXION

- CRAFTSMAN

- CONSTRUCTION  COMPANY

- BUILDERS

- PRIVATE

- INTERIOR  DESIGNERS

- ARCHITECTS
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Del Monaco - Lorenzoni

IN 2018 THE BRAND HAS 
BEEN RENEWED WITH 
THE SUPPORT OF A HIGH 
QUALIFIED 
ARCHITECTURE STUDIO
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placecase

peopleproducts

HABIMAT  HAS CHOSEN TO 
START FROM PEOPLE WITH A 
PLACE WHERE DIALOGUE AND 
IDEAS ARE FUNDAMENTAL TO 
CREATE A NEW MODEL OF 
BUSINESS

EVOLUTION
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SHOWROOM
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SALE

DESIGN

TOOLS

DIGITALCOURSES

SUBJECT

10

4

DATES IN 2025

SUBSCRIBED

17

148



SALE

DESIGN

TOOLS

DIGITAL

The showroom shopping experience
Showroom sales ritual

Veronica Verona тAccademia dello showroom

Focus on sales techniques and neuromarketing

TRAINING

Active courses

Speaker

Objective

1° LEVEL 2° LEVEL 3° LEVEL



HABICOLOR collection and use of colour
Trends for 2025 and new directions in living

HABIMAT project manager with PPG speaker
Marina del Monaco, Paola Lorenzoni тStudio DML

SALE

DESIGN

TOOLS

DIGITAL

Active courses

Speaker

TRAINING



Complete course of Domus3D

Gianluca Gaetani тMatiCAD

How to use design tools correctly

SALE

DESIGN

TOOLS

DIGITAL

Active courses

Speaker

Objective

TRAINING



SALE

DESIGN

TOOLS

DIGITAL

How to manage a social media PED and create video content

Anastasia LeshenkoтSpazi Belli

Guide to creating effective social media content and managing 
your profile appropriately

Active courses

Speaker

Objective

TRAINING
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flexibility

timecost

FLEXIBILITY The  format  adheres  to  the  specific  reality  of  the  
partner,  starting  from  their  specific  needs  and  
with  the  aim  of  enhancing  their  strengths .

Furthermore,  ȡʌẏɾ important  to  consider  that  a 
new  opening  (or  a total  renovation)  requires  a 
different  approach  compared  to  integration  
within  a structured  reality .

READY TO USE We  can  minimise  response  times   (design,  built,  
set -up)  in  order  to  be  ready  to  use  for  the  
potential  of  the  project  without  slowing  down  
daily  work  activities .

LOW COST We  are  able  to  keep  costs  down  thanks  to  
agreements  with  our  suppliers .

3 N
E

E
D

S
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COMPLETE 
SOLUTION
9 modules

Powerful in cases of 
NEW OPENINGS or 
TOTAL RENOVATIONS

LABORATORY
3 modules

Enforcement of the 
sales format within a 

structured 
organisation
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HABITREND METROWALL

HABILAB

BRAINSTORMING Ṿ EMOTIONS Ṿ DIALOGUE
These keywords build the concept and bring the laboratory to life.

You can sit around a table to understand and discover the value of matter, to design your own space, to become a 
consulting  and sales space for architects too.
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THE TREND  AREA HAS CAN  
ORIENT  >ĆñÿÃ¶Méẏñ REQUEST 
AND  GUIDE  THEM  TOWARDS  A 
CHOICE  THAT INTERPRETS 
THEIRSTYLE.

IN EACH  TREND, STYLES, 
COLOURS  AND  MATERIALS  
ARE COLLECTED  AT A GLANCE .

THE RESULT?

GUIDING  THE CUSTOMER  IN  
CHOICE  OF ALL MATERIALS  
SAVING  TIME .

IT IS ALSO A SPACE MUCH  
APPRECIATED  BY ARCHITECTS  
BECAUSE  IT IS A SMALL  
EXTENSION  OF THE STUDIO .

THE LABORATORY  AREA IS 
DEFINED  BY TABLES WHERE  
YOU CAN WORK  WITH  
SAMPLES  OF MATERIALS  AND  
COLOURS ... AND  THE 
CUSTOMER'S  IDEAS . 

uÿẏñ>!¬¬ME LAB  BECAUSE  IS 
WHERE  THE PROJECT  TAKES  
SHAPE  AND  THE BUYER 
DECIDES,  TOGETHERWITH  THE 
SELLER.

THE RESULT?

BETWEEN  THE TREND  AND  
THE MATERIALS  IT WILL  BE 
YOUR MAIN  ALLY TO GUIDE  
THE CUSTOMER  BETWEEN  THE 
IDEAS TO CLOSE THE SALE.

IN SUPPORT  OF WHAT  IS 
PROPOSED  IN THE TREND  
THE TILE LIBRARY  WALL  IS 
SET UP.

THE TILE LIBRARY  IS A VERY 
IMPORTANT  TOOL TO 
COMPLETE  THE ẎæéÃ¦M>ÿ 
æ!¬MÿÿMẏ. 

IT ALLOWS  YOU TO EASILY 
CREATE A PROPOSAL  FOR 
THE CUSTOMER  BY HAVING  
ALL THE COLOUR  AND  PRICE 
OPTIONS  AVAILABLE .
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A WALL

A GRID

A STORY

MADE OF COLOURS, 
MATERIALS AND STYLES.

ALWAYS DIFFERENT 
BECAUSE IT CAN BE QUICKLY 
UPDATED..

COLOURS  ARE ONE  OF THE FIRST THINGS THAT 
ATTRACT THE CUSTOMER'S ATTENTION . 

HERE YOU CAN  FIND  LOTS OF INFORMATION  ON  
HOW  THE CHOICE  OF COLOUR  INFLUENCES  
THE ENVIRONMENT  THAT WILL  BE CREATED.

THE RESULT?

YOU HAVE  PRACTICAL  SUGGESTIONS THAT YOU 
CAN  USE TO GUIDE  THE CUSTOMERS

HABIMAG : THE POCKET  MAGAZINE .

A REAL POCKET MAGAZINE . AN  INCENTIVE  
TO COME  BACK  FOR THOSE WHO  BUY. ARE: 
IMAGES, WORDS,  DRAWINGS  AND  MENTAL  
NOTES FOR THE CUSTOMER . IF THEY DON'T  
DECIDE  IMMEDIATELY,  THEY CAN  DO  IT 
MORE  CALMLY  AT HOME . 

BUT WITH  THE SUGGESTIONS  YOU HAVE  
GIVEN  THEM .
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IT IS A SYSTEM TO SHOW  THE WORLD  
OF WALLPAPER  AND  RESINS IN AN  
APPELLING  AND  INTUITIVE  WAY .

THE SYSTEM IS VERY VERSATILE  AND  
EASY  TO RESET, uÿẏñ QUICK  AND  
ECONOMICAL . 

THE LOWER  PART OF THE CABINET  IS 
DESIGNED  TO HOLD  VARIOUS  
CATALOGUES  OR FOLDERS  TO 
SUPPORT  THE DISPLAY .

uÿẏñ SOMETHING  THAT IS NOT 
NECESSARY, BUT CAN  BE USEFUL . 

HERE IT IS CALLED  PROBLEM?  
SOLVING!

TRANSFORMING  THE PHYSICAL  
PROXIMITY  OF THE HABIMAT  AND  
BIGMAT  SALES POINTS  INTO AN  
OPPORTUNITY  FOR THE CUSTOMER .

IT IS THE AREA WHERE  YOU CAN  PICK UP  
OPPORTUNITIES . 

YOU CAN  FIND  PRODUCTS  AVAILABLE  
IMMEDIATELY,  THE CUSTOMER  CAN  PICK 
UP AND  TAKE AWAY . 

THE PRODUCTS  SHOWED  IS PROMOTE  TO 
ACCELERATE SALES AND  ARE THEREFORE  
OFFERED  AT SPECIAL PRICES.


