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JOIN THE GMV 
NETWORK

Become a Dealer!

GMV S.p.A. 
Strada per Briandrate, 110/112- 28100 Novara 
Tel. 0321 677611 - info@gmv.it - www.gmv.it/en

Contact us at: 
+39 335 87 95 019



EFFECTIVE 
MARKETING

A winning support throughout all steps of 
the sale
Unlike many competitors, GMV produces 100% of the 
product it offers on the market. For the dealer, this 
means better support in all steps of the sale:

/ Pre-sale, with a price configurator that allows the 
dealer to develop the offers independently. Therefore 
more offers and more sales opportunities. 

/ After-sales, with a single toll-free number to request 
support and assistance from a single contact. Without 
having to call multiple suppliers for a single order. 

/ All this translates into a better service to the end 
customer. Therefore, more profitable maintenance.

More sales and visibility thanks to AdWords 
and Facebook campaigns managed by GMV /
/ A team of social media managers, specialised and 
up to date, at the service of the dealer. Advertising 
in social channels on a targeted and measured 
audience, to find new customers in new works and in 
refurbishments. 

Take advantage of customer acquisition 
campaigns via
/ Linkedin Sales Navigator on the local market, 
generating new contacts with architects, designers, 
companies, administrators of the area.

A completely new website. A dealer website. 
/ The possibility for the dealer company to have an 
attractive, modern, responsive website full of content. 
Created in collaboration with a technical partner 
on modern templates and reliable and performing 
hosting, a fully customisable website so that the 
dealer can independently upload all updates and 
create their own offers. 

50% advertising shared with GMV 

/ Are there local fairs or magazines in which the 
dealer wishes to invest to increase their visibility? 
GMV offers support in local advertising with a 
share of up to 50% in expenses. 

Marketing Agreements
GMV has activated a series of agreements dedicated 
to the dealer. Immediate savings for increased 
competitiveness: 
/  Communication agency (up to 40% average savings 
with respect to other subjects)  

/  Brochures, business cards, graphics (up to 70% 
savings with respect to the average competition)  

/  Web agency (up to 50% in terms of direct cost and 
work time) 

Greater focus on assembly and maintenance 
/  GMV plans to start a school and some webinars 
dedicated to the world of installation and maintenance. 
This grants the dealer and their employees a significant 
growth in terms of professional quality at no cost, 
continuous and quality training.

A Team dedicated 
to your company

*For details on Glocal sales policy, please contact our sales department.



INCREASE THE VALUE 
OF YOUR COMPANY 
WITH GLOCAL
The increase in sales means a 
larger range of systems and, 
therefore, greater capitalisation 
of your company. 
Thanks to Glocal’s exclusive strategy, the Dealer lift 
operator becomes competitive, present, leader of their 
local market. Of new buildings and refurbishments. 
This way, they can grow their system range and 
enhance their company. And furthermore, thanks to the 
exclusive GMV10 warranty extension, more value is 
added for each individual complete maintenance and, 
therefore, more income in the present and more value 
for the future.

For example, together with GMV, up to 250 new 
systems in 10 years for the dealer and, therefore, up 
to 900,000€ of added value for the company. *



FINANCIAL  
benefits

/HVV�ƬQDQFLDO�FRPPLWPHQW�DQG�JUHDWHU�
competitiveness in customer payments
Thanks to exclusive services such as: 

/  The option to provide your customer with financing 
solutions for up to 10 years thanks to agreements 
with leading credit institutions  

/  The option of transferring part of the credit, on 
agreed customers, to GMV 

/  The option, only at the request of the Dealer, only 
on significant negotiations, to leave the sale of the 
material to GMV, leaving the transport, assembly, 
testing and maintenance stages to the Dealer.

Better payment and 
currency conditions. 
Thus more liquidity.

/RZHU�ƬQDQFLDO�ULVNV�WKDQNV�WR�LQIRUPDWLRQ�
on the riskier clients
/ GMV has the ability to obtain targeted and timely 
information on companies on the market, information 
that advises on the reliability of an end customer 
company. At the request of the Dealer, GMV can 
provide extremely reliable reports that can offer 
quality information. This way, the Dealer is supported 
in the choice of their customers and can enjoy 
greater peace of mind. 

More revenue from maintenance 
As each system sold can lead to significant earnings 
in the future of the Dealer company. Thanks to GMV, 
the Dealer can win on the new and refurbishment 
market thanks to simple and complete maintenance 
contracts, including GMV10 and thus spare parts. 
With revenue up to over 800,000€ over 10 years. *

A complete product range from a 
single supplier
Continuous innovation thanks to cutting edge research 
and development:
/ Lifts for new buildings and refurbishments,
/ Hydraulic and battery powered lift platforms,
/ Goods and Vehicle Lifts for the need for greater 
capacities.



Advantages in the  
SALE OF SYSTEMS
A more competitive selling price on 
the final market.

Thanks to the option of purchasing at a more competitive price:

1/ Materials - 2/ Transport - 3/ Installation - 4/ Testing 

All this, paired with a unique proposal strategy on the 
market, allows you to enter the market where «standard» 
often means competitiveness. To enter as a leader, 
without fear, in a challenging market thanks to the 
synergy between a Global manufacturer that locally 
implements the best strategy through a strong network 
of independent installers/dealers. 

A greater discount on the purchase of GMV 
products 
/ The dealership allows the lift operator to enjoy a greater 
discount on purchases, which translates into greater 
competitiveness on sales to the final market or – in 
case of not overly pressing negotiations – in greater 
immediate return on a single sale.

In 10 years, this means – on average – around up to 
over two million in turnover.*

Transport with dedicated price list 
/ GMV has set up agreements with Italian carriers, with 
dedicated price lists, which allow for a discount of 15% 
with respect to the prices normally recognised on the 
market. 

Assembly with a dedicated price list 
/ Up to 35% savings on a standard system installation. 
Trained, updated and, above all, available teams affiliated 
with GMV. 

Test at a competitive price  
/ Thanks to agreements with primary notified bodies, 
dedicated to the dealer.

 
GMV10 as a unique competitive advantage
/ Dealers have GMV10, the exclusive GMV warranty 
extension, at their disposal. A unique advantage both at the 

time of system sale and during its maintenance. 

/ Of the system as it shows quality. Only those who sell 
quality can provide a warranty extension of 10 years or 
more. 

/ Of maintenance. Because certain and transparent 
costs can be shown over 10 years, including spare parts. 
A policy that only those who are 100% sure of their product 
can adopt.

$�VXSSRUW�LQ�ƬHOG�VDOHV
/ On the field. The availability of GMV area managers, 
sales agents, consultants on apartment building 
administrators who support the commercial 
development of the dealer. 

A dedicated call centre and a constantly 
updated customer database 
/ GMV provides the dealer with a call-centre and a 
constantly updated database relating to new works in 
the area (new and refurbishment). Tools that allow a 
much wider coverage to the dealer and the ability of 
knowing contacts useful for closing important sales. 

A unique and distinct message to bring to 
the market 
You can offer your customer a non-proprietary, open source 
product with no planned obsolescence. A lift that is worth 
30+30+30:  

/  certain and low management costs up to 30%  

/  a better and more efficient service up to 30% 

/  quality of the product, confirmed by the ten-year extended 
warranty, estimated at 30% of the value of the system.
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