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compartments. Our fridges are often 
installed in spaces where access is 
restricted and the idea came out of 
discussions both with our OEM cus-
tomers and our end users.  
For our OEM’s, apart from ease of 
use, the technology also reduces the 
number of parts they need to stock, 
including spare parts - benefits all 
round in fact. 

Aboutcamp BtoB: Can you tell us 
about any new exciting projects 
you have with RV manufacturers?
Peter Kruk: This is a tricky one be-
cause, although we are of course 
working on a number of exciting 
things, most are under confidenti-
ality agreements. What I can say is 
that a key driver within our industry 
is weight and we have a number of 

projects designed to bring about weight savings.
Bernd Löher: We are working on a number of new generation plat-
forms covering important product lines that are extremely exciting for 
the future and that will be launched in the coming years.

Aboutcamp BtoB: What trends do you see in the industry? What 
do you discuss with your OE customers when you meet them?
Peter Kruk: I think one significant trend is an increasing expectation 
from end users to experience the same levels of convenience and com-
fort as they do at home. This is constantly evolving and so things like 
connectivity are becoming very important.
Bernd Löher: Another trend we see is the different speeds in how 

With innovative new fridges, advances in connectivity, company acquisitions and much more, Dometic 
is at an exciting stage of its development as a global industry supplier. Aboutcamp BtoB caught up 
with Peter Kruk, Head of EMEA, and Bernd Löher, Head of Sales RV OEM Europe, to find out more.
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Aboutcamp BtoB: Dometic’s dual swing door arrangement for 
mobile fridges is proving very popular with OEM’s and end us-
ers alike. It is a Dometic patent?
Peter Kruk: I think it’s a great new technology we’ve brought to the 
industry, appreciated by both the OE manufacturers and end custom-
ers alike and yes, within this solution, Dometic has a number of patents 
relating to the technology.

Aboutcamp BtoB: Which markets currently have these fridges?
Peter Kruk: We’ve started with EMEA but other markets will be in-
cluded in the next year or so.
Bernd Löher: The technology was recently presented at the RVX trade 
show in Salt Lake City and our customers in other geographical regions 
have samples they are testing. In Europe we are selling it to all the ma-
jor manufacturers, who are introducing it model by model, range by 
range. Some customers want to have a special layout with the fridge 
next to the entrance door, giving easy access from outside the caravan 
as well as inside. It’s something you will see more of in the upcoming 
autumn shows. 
Last year we did a trial at the Dusseldorf show where we offered this 

fridge to the public as a replacement 
for their current unit. Many liked the 
new fridge so much and wanted to ex-
change it immediately.

Aboutcamp BtoB: Where did the 
dual swing idea come from?
Peter Kruk: Dometic has always been 
an innovator in a number of different 
industries including the RV industry. 
You may remember that, in our previ-
ous generation of fridges, we brought 
in technology such as removable freezer 
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the markets for motorhomes and touring car-
avans are developing. Panel van conversions 
now have around 40% of new registrations 
and, together with coachbuilts, this section of 
the market is growing quite quickly.  The mar-
ket for touring caravans has stabilised but it 
is not going down, indeed in some areas, we 
see something of a renaissance of demand.
One factor driving panel van conversion sales 
is older people wanting to downsize but still 
retain many of the comforts they had previ-
ously. Compared, even just to two years ago, 
this sector of the market now has a much 
wider segmentation, with products aimed 
at specific groups. For example, some of the 
smaller products built on Citroen platforms, 
and the increasing appearance of 4x4 models.

Aboutcamp BtoB: You launched Dometic 
IoT (Internet of Things) control system 
recently in Salt Lake City. Is it similar the 
Smart D control panel you supplied to 
Kabe a few years ago? Will it become 
available to the aftermarket? 
Peter Kruk: It can be seen very much as an 
evolution of the Smart D system. Dometic, as 
you may know, has been a driving force in de-
veloping connectivity for the industry within 
Europe and also creating some of the stan-
dards. Since the Smart D we also launched 
‘Dometic Connect’ a few years ago and now 
we’re preparing for the future with this new 
IoT platform, which will offer additional ben-
efits and be more scalable.  It will be available 
to OEM’s and potentially also, the aftermar-
ket. In Europe it will be called ‘Dometic Con-
nect 2.0’. 

Aboutcamp BtoB: When will it become 
available to OEM’s and will we see it at 
Dusseldorf?
Peter Kruk: It will become available to OEM’s 
in America this year and we will launch it in 
EMEA in early 2020. Yes, it will be at Dussel-
dorf, but not ready for immediate sale. 
Bernd Löher: When we started down this 
road, everything was based on LIN bus tech-
nology. Then the market fragmented with 
various technologies being employed. This 
was potentially making dealer servicing quite 
a problem so we started co-operation with 
one big OEM, and also Hella became involved. 
As Peter has intimated, we were very much 
in the driving seat in development terms to 
bring the technology to an industry standard. 
This was finally achieved through the German 

Caravan Federation (CIVD) in the form of CI-
BUS (Caravanning Industry-BUS).
There was a big discussion about whether it 
should be CAN or LIN bus based but LIN won 
out because in our opinion it is simpler and 
easier to maintain. The backbone for this was 
the Smart D but now CI-BUS has been wide-
ly accepted as a standard by the industry. It 
makes life easier for the OEM’s as well as for 
the dealers. 

Aboutcamp BtoB: Following Dometic’s 
recent acquisition of Kampa in the UK do 
you see Kampa products being marketed 
in new countries?
Peter Kruk: Yes, Kampa already had a foot-
hold in continental Europe and Dometic now 
provides a great home for its products. We 
therefore anticipate that we will help Kampa 
to expand and grow the business beyond the 
UK. We are now looking for opportunities to 
develop markets outside Europe and have al-
ready seen great interest. Kampa is a great fit 
for our two companies and we see it having a 
very bright future. 

Aboutcamp BtoB: Are the tariffs being in-
troduced by the Trump administration in 
the US causing you any problems?
Peter Kruk: As a true global company, 
Dometic is in a good position to handle 
changes in trade regulations. We pride our-
selves in being an agile company and believe 
that, by leveraging our global infrastructure, 
we will be able to serve our customers in a 
good way.

Aboutcamp BtoB: Dometic has just won a 
coveted Red Dot award with its new por-
table battery pack.  What can you tell us 
about it?
Peter Kruk: The PLB40 is engineered to sat-
isfy outdoor and mobile lifestyles with high 
electrical demand. It is the lightest and most 
powerful battery in its category and uses lith-
ium iron phosphate technology to provide 12 
volt and USB power. It can be recharged from 
the mains, direct from the vehicle, or by solar 
power. 
We are delighted it has won such a prestigious 
award, one that is only given to products fea-
turing outstanding design. It’s yet another ex-
ample of the innovations we are bringing to 
the market. The PLB40 is proving very popular 
with our end customers. A good example is 
powering our mobile cooling boxes, which it 
can do for a whole weekend.  

Aboutcamp BtoB: What is the one piece 
of tech you wouldn’t want to be without 
and why?
Peter Kruk: The one Dometic product I really 
like is a mobile cooling box. I find it extremely 
versatile, either when travelling in the car, or 
even just putting it in the garden. I haven’t 
had it a long time but it’s growing on me and 
I really appreciate the benefits it brings. 
Bernd Löher: For me it has to be my smart-
phone but that brings me back to the Internet 
of Things. We are all addicted to information 
and to being able to access almost anything 
from anywhere. I think this is the key for our 

industry, making things more understandable 
and accessible for our end users. I would say 
connectivity is the missing link in today’s value 
chain. I see tremendous opportunities for our 
products going forward. 

Aboutcamp BtoB: Do you own or use an 
RV?
Peter Kruk: Unfortunately not. I grew up 
on the Swedish west coast, spending all my 
childhood summers on a small island north of 
Gothenburg. I’m now a boating man, devot-
ing most of my leisure time there.   
Bernd Löher: With my contacts in the indus-
try I’m lucky in the respect that I can borrow 
or hire an RV whenever I want. I also work 
from a fridge factory where we have two 
company-owned RV’s. As well as using them 
for testing purposes we make them available 
for use by employees. So yes, I use an RV on a 
regular basis, even when in South Africa.

Company profile

Founded in 2001 from the sale of 
Electrolux’s Leisure Products division, 
Dometic has since become a global 
market leader in products for mobile 
living. It now has manufacturing/as-
sembly sites in 12 countries and sales 
offices in 30 countries. These reach 
out to approximately 100 countries 
worldwide. The primary markets are 
recreational vehicles, pleasure boats, 
work boats, trucks and premium cars. 
A global distribution and dealer net-
work serve the aftermarket. Dometic 
employs approximately 8,000 people 
worldwide and is headquartered in 
Stockholm, Sweden. It had net sales 
of more than SEK 18.0 billion (USD 
2.0 billion) in 2018.
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