From Bucharest
to the World

How evomag'’s Stefan Radoi Built
a Business on Trust and Tenacity
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A Ground-Up Perspective on Global
Trade

Stefan's start in a GSM shop still shapes the way he
approaches international trading. “You've got to

know the full cycle - data, sourcing, sales, logistics.
Only then can you make smart decisions,” he says.

Experience matters, but so does instinct. “To be

a premium buyer, you have to know who you're
working with. You need to understand the pricing,
the source of the goods, the client type. When
you've got that, you can say yes or no instantly.”

Balancing B2B and B2C with Agility

evomag's ability to work across both B2B and B2C
is all about adaptability. “We tailor everything to
the channel - logistics, pricing, stock availability,
financing,” Stefan explains.

But it's not just structure. “Customer perception is
everything. In a business where everything’s just
a click away, people need to feel they're getting
something of real value,” he says.

Automation Meets the Human Touch

evomag's tech-driven logistics are key to staying
competitive, but for Stefan, relationships still come
first.

“Margins are small. Automation helps reduce

effort - but human relationships are the glue that
holds it all together,” he says. “Without automation,
we couldn’t function in this market. But without
people, nothing works.”

Built for Speed, and Loyalty

With over 4,000 square metres of warehouse space
and in-house systems built from the ground up,
evomag doesn't wait around.

From real-time stock, XML integrations, SMS
updates, to a 30-second checkout, everything

is designed for responsiveness. “We built it all
ourselves,” Stefan notes. “It's what keeps us fast and
in the customer’s recommendations. Speed isn't
optional - it's expected.”

Eyes on New Horizons

evomag already has reach across Europe and
the Middle East, but Stefan’s always open to new
regions. What wins him over?

“The product - if it's hot. The price and incoterms.
And always, payment after delivery,” he says. ‘I
believe in giving people a chance, wherever they're
based. That's why | come to ITC. It connects us all.”

ITC Malta: More Than Just Business

This year marks Stefan’s fourth ITC Malta - and
for him, it's never just about doing deals. “It's

a moment to celebrate what we've built, see
what's held us back, and figure out how we grow
together,” he says.

And the T-shirt? “I'll definitely be wearing the 2025
one after the event. It always reminds me of the
good vibes - and the people | met.”

Advice for the Next Generation

Thinking of getting into trade? Stefan’s advice is
blunt but honest: “Trading can make you a lot of
money - or cost you a lot.”

He offers two routes: “Either work for a company
where you can learn every part of the business, or
hire someone brilliant and learn from them. That's
how you avoid expensive mistakes.”

Stefan’s Mindset:

Adapt. Improve. Accelerate.

“That’s not a slogan,” explains Stefan. “It's how | like
to build business, and results are coming.



