Where Trading Continues
When Conditions Shift

Demand shifts without warning. Pricing moves quickly.
Routes open and close with little notice. Black Dragon
Distribution has built its position by working through

that uncertainty rather than trying to avoid it.
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‘ When demand drops, we find
products that still move and
build new partnerships. ”’




Eduard Winkler, CEO and Founder of Black Dragon
Distribution, describes the business in direct terms.
What began with a strong position in gaming now
spans mobile, IT hardware, consumer electronics
and home appliances. The expansion was not driven
by scale alone. It came from recognising where
exposure sat and adjusting the portfolio to reduce it.

Gaming remains important, but it brings uneven
demand. The decision to introduce product lines
that sell throughout the year, including brands such
as Ninja, Shark, Karcher and Xiaomi Eco, reflects a
deliberate move to stabilise revenue and

reduce reliance on seasonal peaks. Product selection
is not about coverage. It is about balance.

That same thinking defines how the company
approaches international trade. Europe remains
the core focus, supported by aligned currency,
regulation and tax frameworks. Beyond that, the
picture becomes less predictable.

Other regions are always more difficult due to
exchange rates and logistics. When global issues
appear, it can become almost impossible to trade
into markets like the Middle East.

Rather than forcing expansion into unstable routes,
Black Dragon Distribution keeps those channels
open and re-engages when conditions improve. It is
a measured approach that prioritises continuity over
short-term volume.

Supplier relationships follow the same principle.
Black Dragon Distribution works mainly with direct
vendors and official suppliers, focusing on long-term
cooperation to maintain product quality and pricing
discipline.

When demand softens, the response is immediate.
Product focus changes. New partnerships are
formed. The objective is to keep goods moving
without increasing exposure.

This approach has been built over time. Since its
launch in 2013, through rebranding in 2016 and a
full move into wholesale in 2018, the business has
developed under pressure rather than stability.

The business has not followed a smooth path. It kept
improving and stayed focused on the long term.
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That clarity of direction carries into how the

business is run internally. Adjustments are frequent.
Expectations are clear. Delivery matters.

If commitments are met, both within the team

and across trading partners, confidence holds. In
wholesale, reliability is measured in execution rather
than messaging.

The same principle applies to how Black Dragon
Distribution approaches ITC Malta. The value comes
from direct conversation. Existing relationships

are reinforced. New ones are tested in person. For

a business built on supplier confidence, partner
judgement and repeat cooperation, the event gives
those relationships a practical setting.

As sponsor of the 2026 Networking Cruise, the
company's presence reflects that same approach.
It supports the kind of informal, relationship-led
conversations that often sit behind long-term
trading confidence.

Looking ahead, e-commerce initiatives are being
introduced alongside the existing B2B model,
creating additional routes into new regions. Al is also
being integrated into operations to improve how
information is processed and decisions are made.

These changes extend the current model rather
than replace it. The core remains unchanged.
Decisions are made based on demand, timing and
exposure.

People remain central to that process. Judgement,
experience and accountability sit behind every
transaction.

In a trading environment where conditions shift
quickly, that approach allows Black Dragon
Distribution to keep moving without overextending.
It also ensures its conversations at ITC Malta are
grounded in real trading decisions rather than
theory.

BLACK DRAGON

DISTRIBUTION




