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INTERVIEW

Between Quality, Regulation,

and Speed

German small and medium-sized enterprises (SMEs) are under pressure. Growing requlation, international
competition, rising customer expectations, digitalization, a shortage of skilled workers—the list goes on. And yet
they possess competitive advantages that large corporations can hardly replicate: speed, customer proximity,
technical expertise, flexibility, and pragmatism. Philipp Leiding, Head of Sales for Germany, Austria, and
Switzerland (DACH) at IDT, and Matthias Mtihl, responsible for international business development at the sealing
technology specialist, discuss how these advantages must be leveraged today and where SMEs reach their limits.

Mr. Miihl, you lived abroad for many years, built your
own company in New Zealand, worked for large
corporations, and then made a conscious decision to
move to the German SME sector. What motivated you
to do that?

Matthias Miihl: The decision was based on several
factors. New Zealand is a beautiful country, but it's on the
other side of the world; you really feel that over time.
Moving closer to Europe again and switching to the SME

sector was a conscious decision, not a stopgap measure.
I was already familiar with IDT from my time in New
Zealand. What convinced me was the combination: a
technically strong company, manageable structures, and
genuine freedom to shape things. In a large corporation,
you have reach and budget—but decisions take time.
In a small-to-medium-sized business, you can make
a difference.

Mr. Leiding, you've been with IDT since 2013. What
has changed the most in recent years—for example,
in terms of customers, the market, or requirements?

Image 1: Philipp Leiding, Sales Manager for Germany, Austria, and Switzerland at IDT.
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Philipp Leiding: The response time isn't what it used to
be. In the past, you might have had a week to prepare a
quote. Today, customers want a reliable answer within 24
hours—not just on price, but also on availability and
delivery time. This isn't an isolated phenomenon. It's a
structural shift in expectations that affects the entire
industrial SME sector. At the same time, what customers
expect from suppliers is changing: they no longer just
want someone who delivers products, but someone who
understands technical problems and thinks proactively.
That requires different skills than it did five years ago.
Matthias Miihl: On the international front, another
factor is that customers today come to meetings much
better informed. They've done their research, obtained
competitive quotes, and compared specifications. Anyone
who doesn't offer real added value very early on will be
reduced to nothing more than a price comparison portal.

That sounds like a balancing act between efficiency and
personal connection.
How do you resolve that?

Leiding: Yes. Efficiency is important. But the major danger
with streamlining and efficiency programs is that you lose
that personal connection. Our customers and contacts are
a diverse mix: technicians, buyers, and managing
directors of medium-sized companies. They want a person

who understands their problems, not an anonymous
system in the background. Digital processes are a tool, not
a substitute for real relationships. Small and medium-
sized businesses would be well advised not to confuse the
two. Muhl: Internationally, it's even more complex. A
customer who buys in Germany, Poland, and France
doesn’t want three different points of contact with varying
terms and response times. The challenge is to maintain a
local presence despite centralized management. And
cultural differences come into play: In some markets, a
personal visit is still crucial, while in others, almost
everything is done digitally. Any medium-sized business
that wants to grow internationally must be flexible
enough to accommodate both—without losing its own
identity in the process.

What role does digitalization play for industrial
SMEs, and what does that mean for the people in
the company?

Leiding: The more digital processes become, the more
important personal consultation becomes—that is my
firm conviction. We actively use digital channels to
generate customer contacts. But the actual relationship-
building still takes place through conversation. What has
changed is the skill set required of the people who do this
job. Today, they must be both technically savwy and
digitally proficient. Data inter-

Image 2: Matthias Miihl is responsible for international business development at IDT.
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Image 3: “Made in Germany” as a door opener.

ABOUT THE PEOPLE

Philipp Leiding has been with IDT since 2013. The 34-
year-old is a trained office administrator and, at the
beginning of the year, took over the newly created
sales management position for the Germany, Austria,
and Switzerland (DACH) region at IDT.

Matthias Miihl (44) has been with IDT since early 2026

and is responsible for international business
development. The graduate engineer (FH) worked in
New Zealand for many years, where he built up his
own sealing company together with a business partner.

You have to be able to present yourself well, handle
various platforms, and still be persuasive on the phone
or during customer visits. That combination isn't easy
to find.

Mr. Mihl, you've worked as an entrepreneur in New
Zealand, as an employee in a large corporation, and
now in a small-to-medium-sized business. What really
sets these worlds apart?

Miihl: The difference becomes apparent as soon as you
have to make decisions. In a large corporation, there are
clear processes, large budgets, and a high degree of
specialization, but also long decision-making processes
and little room for deviation. In a small-to-medium-sized
business, the opposite is true: you can present an idea in
the morning and start implementing it in the afternoon.
As a small business owner in New Zealand, I experienced
firsthand how quickly SME suppliers respond, while large
corporations let the same inquiries sit for weeks. Speed
and customer focus aren’t just empty promises in SMEs—
they're a living reality.

Leiding: The buzzwords “fast, pragmatic, decisive” are no
myth. They very accurately describe the flat hierarchies in
SMEs. If the arguments are convincing, a decision can be
made on the very same day. In a large corporation, you
would have needed a committee for that. SMEs also
support customers where large corporations stop. We
also help customers break out of their “specification
bubble”"—not to water down standards, but to
pragmatically find the best solution. That's a skill you can't

simply copy.

By international standards, Germany is seen as
rule-driven and sometimes slow to act. Is that a
structural disadvantage?

Muhl: In some respects, yes, but that's just complaining
from a position of privilege. When you return from
abroad, you realize: Germany works. The infrastructure,
the reliability, the quality standards. The problem is that
our adherence to standards sometimes leads to rigidity.
Abroad, certain issues are resolved more pragmatically
and quickly. When markets become more volatile, speed
is a real competitive factor—and that's where we in
Germany sometimes struggle.

Leiding: I'd add this: Small and medium-sized businesses
can cushion that well internally. If the external
environment remains complex, you can't create
additional complexity internally. Clear processes, quick
feedback, and good data—these aren't just nice-to-haves
anymore; they're prerequisites.

Is “Made in Germany” still

international business?

a door-opener in

30 Industrial Valves 3|2026



<

INTERVIEW

Mihl: Yes, but you have to put it into perspective.
Perhaps “Made in Germany” doesn't carry quite the
same appeal as it did twenty years ago. In the industrial
sector, German products still stand for reliability,
technical expertise, and high standards. That's a real
advantage that we should confidently highlight. The real
issue is something else: Customers are no longer willing
to pay double just because the product comes from
Germany. Quality must therefore prove itself in terms of
value for money, not just through the label.

Many small and medium-sized enterprises
technologically strong but lack Vvisibility on
international stage. How do you explain that?

are
the

Miihl: There are cultural and structural reasons. Large
corporations have different budgets, different marketing
departments, and a different reach. In the SME sector,
marketing is often an afterthought. Here, companies rely
on performance and word of mouth. On the one hand,
that's endearing, but in international competition, it can
become a disadvantage. Visibility doesn’'t happen on its
own, even when the substance is there. Today, you have
to be active online, be discoverable via Al, and establish a
presence. Americans do this better—sometimes to
excess, but with results.

Leiding: Yet small and medium-sized businesses have a
genuine unique selling point: they truly take care of their
customers. Where large corporations stop responding
personally once a certain volume is reached, small and
medium-sized businesses are still there—with a real
point of contact, technical advice, and a close
relationship with customers. That's what needs to be
communicated to the outside world.

The shortage of skilled workers is ubiquitous among small
and medium-sized businesses. How acute is this problem
for you, and what really helps?

Leiding: Good employees are rare, and competition for
talent is fierce. What helps us is that we place a strong
emphasis on internal development—hiring people from
technical backgrounds who are new to sales and training
them in sales. It takes longer, but we can be sure that
these people will ultimately embody the IDT DNA, truly
know the company, and understand what they're selling.
Plus, as an employer, you have to be attractive—not just
on paper. The traditional sales force with company cars is
no longer enough as an incentive.

Mihl: What many people underestimate is that
international sales today means being present on a wide
variety of channels simultaneously. WhatsApp, WeChat,
local platforms. This is a nightmare for German IT
security, and internally, clear structures are needed to
ensure these various strands don't descend into chaos.
On top of that, language skills are essential—English is a
minimum requirement, and additional languages
are a real advantage. And a willingness to travel
remains indispensable, no matter how much can be
done digitally.

How do you lead a team through a phase in which so much
is changing at once?

Leiding: Through open communication—and in both
directions. I don’'t make a distinction based on who I'm
talking to. Anyone who wants to give me honest
feedback will find an open door, and whoever receives it
should be able to handle it. The fact that I started as a
staff member and worked my way up through several
levels helps. I can still remember what it's like not to be at
the very top. In my view, top-down leadership doesn't
work. What does work: leading by example. Passion is
contagious. When you're fully committed yourself, it
inspires others to follow.

Miihl: Flat organizational structures help here, too. If
someone has a good idea, there's no need to convene
a discussion group. Employees appreciate that—
the feeling that their contributions can really make
a difference.

What are the most important skills that small and medium-
sized enterprises need to develop in the coming years?

Miihl: Speed and adaptability. Medium-sized companies
must stay fast and become even faster. That's only
possible if processes are designed for flexibility, not
rigidity. Those who aren’t willing to change will be
replaced by others in the medium or long term. That
sounds harsh, but it's the reality.

Leiding: Stay close to customers, despite all the
digitalization. Technology is a tool, not a substitute for
real relationships. And be open to change within your
own organization as well.

In closing: Are there any companies or individuals whom you
look up to with particular admiration?

Miihl: What fascinates me are companies that
consistently reinvent themselves. Specifically, Rocket Lab
in New Zealand comes to mind. A company that builds
rockets and now collaborates with NASA. Back when the
founder was asking about sealing solutions for his
rocket, hardly anyone took him seriously. Today, the
company is headquartered in Los Angeles, and its
development has been a success story. That reminds me
of IDT's founding story: Someone starts out alone, with
an idea and the courage to take a risk, and over the
decades, something sustainable emerges from it.

Leiding: What I admire in entrepreneurial personalities is
the combination of long-term thinking, a sense of
responsibility, and the willingness to remain steadfast
even during difficult times. These are the values that lie
at the heart of small and medium-sized businesses and
that must be nurtured, even as pressure mounts.
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Market Overview: Ball Valves

Ball valves are among the most important shut-off valves in industry. Their primary function is to safely open and shut off
the flow of material in piping systems. Maximum tightness, minimal pressure loss, and reliable operation even under
demanding operating conditions are crucial. When open, ball valves allow for virtually unimpeded flow, thereby
contributing to energy-efficient plant operation.

Company

AMG-PESCH

AMG-Pesch GmbH
DE-50996 Cologne

info@amg-pesch.com

www.amg-pesch.com

ARTES
VALVE & SERVICE

ARTES Valve & Service GmbH
DE-16727 Velten
info@artes-valve.de
www.artes-valve.com

FLR.S.T.
SOCIETY FOR TECHNICAL-
SCIENTIFIC SOFTWARE APPLICATIONS MBH

F.I.R.S.T. - Society for Technical and Scientific
Software Applications GmbH

DE-42929 Wermelskirchen
Info@FIRSTGmbH.de

www.conval.de

iHV
IHV Dipl.-Ing. Bghreits Benkbhs GmbH 1§
DE-60437 Frankfurt

info@ihv-behrens.de

www.ihv-behrens.de

£

MULLER BALL VALVE
A Bray Company

Miiller Ball Valve GmbH
DE-47877 Willich

sales@kh-m.de

www.kh-m.de

Description

AMG-Pesch develops and manufactures custom-made industrial valves

for demanding process applications. With the AbK powder valve,

the company offers a ball valve solution specifically designed for powders and
bulk materials

ball valve solution. The specially developed sealing system reliably prevents
and blockages, increases process reliability, and

significantly extends service life. DA-compliant materials and

suitability for automated processes make it the ideal solution for

numerous industries.

The ARTES control ball valve performs all the control functions of a conventional
valve. Advantages include controllability with minimal pressure

losses, a high control ratio, and a straight-through, non-deflected

flow pattern. In addition to the control function, it also ensures reliable shutoff
of the medium. The separation of the seat and control functions

inevitably results in a longer service life for the valve seat. Also included in

the ARTES

portfolio: conventional control valves, steam conditioning stations,

Injection coolers.

Today, software is the key to efficient and reliable Arma

solutions. CONVAL® optimizes the design of ball valves:

Based on process data, the required nominal diameter, KV value, and
characteristics are determined. KPIs for reliability and control quality help
in selecting the appropriate ball valve. The growing CONVAL®

device database also ensures ISO 5115-compliant configuration

of the valve and actuator (electric, pneumatic, hydraulic) for open/

close applications.

ADR/RID ball valves with type approval according to ADR/RID
and EN 14432:2014, Directive 2010/35/EU (TPED), in-house
Inspection Service (BeP-IS).

Approved: Type BCK Compact Ball Valve and Type DUO
Chemical ball valve (two-piece).

Muller GmbH, based in Willich, has been developing and manufacturing
1979, high-quality ball valves and custom valves “Made in Germany”
for demanding industrial applications. The flanged ball valves

meet the requirements of NAMUR NE 167 and are suitable for

the chemical and petrochemical industries, the pharmaceutical and food industries

(FDA-compliant materials), as well as for applications involving hydrogen,
oxygen, and in water and wastewater treatment. Featuring a blowout-proof
shafts, PTFE packing, and optional versions such as Fire-Safe or
high-temperature versions, the valves offer maximum safety,
excellent corrosion resistance, and a long service life with minimal
maintenance requirements. Mller Ball Valves has been part of Bray
International, Inc.
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Materials/
Linings /
Special Features

« Stainless steel housing

. Application-specific
sealing system
Spigot-mounted

* Special ball
FDA-compliant materials

* Antistatic design

« Can be automated in accordance

« with DIN
ENISO 5211 and manufactured
in accordance with PPE Directive
2014/68/EU

« pressure-bearing components made of
rolled or forged steel

" Bidirectional flow
possible

* Multi-stage pressure relief
possible

« Manufactured in accordance with
international standards
(EN, ANSI/ASME, ...)

* Leak rate: A.
* H2ready tested by DVGW/DBI

* Stainless steel 1.4404
/1.4408

(ADR/RID)

« Carbon steel (EN 1.0619)

« Stainless steel (EN 1.4408)

* Duplex stainless steel (EN
1.4462)



