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CO\IP,A.N|Y PROFILE
Foturded 35 y'ears 2S,.. irmpania Tecnico Industrial S.A.IC,T.I. S.A., continues to

be a specialtyimanufacl*::r.: company delivering quality indusfrial and engineenng

to a variety of rndustnr :aJes Capabilities and services of CTI available

tlroughout South and C:r:al \merica include:
- cooling tou er s\ st3ms. including application sizing, cell design and

equipment (complete Lr.r.rl-i 1. rrell as knock-down engineered OEM components).
- environmental s\ st.ms. rncludin-e technical and engineering consultation on

rvater and waste\\ ater riarment s\ stems with design engineers, industrial clients
and end-users;

- biological proce ss desrgns rncluding aeration and mixing systerns for munici-
pal ald industrial apphcatrons.

- air related pollutron prt-'blems inciuding industrial gas pollution, respirable

particle removal, acid gases and heaw.dust environments

Wth oier 100 succe-T-\/,r/ nr,lu.stnttl ancl residential inststl*tions in es brottcl
,o€Ctt Lttn of proc'ess apphc'ctrrr)itj, ()ur lmall engineering pcrtnsrship has hesvrl..

--rytbracecl a promotional tlrtv€ to tctttr lbr regionat industrial users. Depentlirt.t
,: :uitabilily, equipment con erther be mttrulfachcrett in ourf*cilities tlntl or
.,rnlementecl sourced vts v'orltl-letttltng, prtme mokers on * se{ectetl pro1t.r-;'. -

-'" ,'Jc't base.
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PRO SPECTIVE C US TOMER DATABASE DEYELOPhdENT INCORPORATIhIG
HIGH RECORD ACCURACY, EXTENSIVE COVERAGE
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l:rt'I,,1{A\ETING pLA}i

r''*""rii'i'-":g cian : written doc.lnnen: rrat expresses the firm's ma:kea-g srru*5, -ai.;rir:!ul*' :;--Iiet, sales and revenue goais. narketing budget, and markeuns 
-=.r 

B:ccr .ljir
,-[-,"eiing mix : combinaion o: a :lrm's product, pricing, disrriburion. F1i *:.,r-,.r.atrr]iL
,,r-:;gres focused on selected cons:_rnier segments.

i \IARKETING OBJECTI\-ES

3:oad statement:
- maintain local leadershrp rn cooling tower products (35 years)
- "duplicate" local oppomrnities by continuing to expand on environmental engineen:g;rpertise (6 years)

almost identicar industrial market plus municipal apps (new);
- break-even international expansion, initially funded by sales'income re-investment (3"1-ears")

- maintain two (2) business related instances/phone calls a day plus weekly medium,
environmental or international request for input/quotej

- expected growth of anyrvhere from two io three sizable requests on a weekly basis;
- projected combined qales growth for diversified (i.e. ww and/or international) businessopportunities anywhere from thirty to one hundred thousands in u.S. dollars

WHY are we doing it? Because:
- our own internal market may be the smallest in S.A
- industrial sales are long-cycled at times, and we want

both to spread the market AND the product portfolios
- our skills are highly portable
- we have earned a tremendous user list
- we have been able to harvest quite a few good associates
- our (office/technicar) processing platform tan handle

three extra requests per day (current average ca.2_3)
in all three Spanish/portuguese/English

- preliminary market feedback has been piomising, including
an unexpected 4% brand recognition in Brazil

- because it's much more affordable ior us to promote; and this
includes print advertisement, postage costs, yet

- the markets are so much bigger
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F.{\il--{]{ TARGET NIARKETS
- - -: -- ,i\IPANY/BRA\D R.ECOGVTION, EVEN BE\-O\D $-rffir[3.!

R.OCK SOLID E\GhTER.NG PROPOSALS A.\D S\-ST:].IS
INTENSI\ I "{\D CONTINUOUSLY UPDATED
INVEN-TC}R.':- I-II 16;9R SOUTH AMERICA.S

hDUSTRIAL PLANTS

. FIELD-PROVEN EX?ER,TI SE

- 4OO+ LOCAL UMTS NSII-.{]-LED
INCLUDING:

DAIRIES
TANNERIES
SLAUGHTERHOUSES
BREWERIES
SUNFLOWER OIL

REPEAT CUS TOMER S N C LLDE : NABISCO/FLEI SCHMANN, PRAXAIR,
NESTLE, COCA COLA GE\ERAL MOTORS, CITROEN, FIAI, DINERS

,4LL THESE CREDE||TI,{S PROI,TDE A SOLID PLATIIORM TO
ACTIVELY SCOUT AA'D DEIELOP BUSWE.SS OPPORT(INITIES

Sorth kr ica

S--''CESSFUL INSTALLATIONS IN OVER SEVEN S A COL\TR.IES
E \ C O U RAGE FURTFIER INTERNATIONALIZATION OF P.{RT\E R S HlP
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T iGET MARKFTq

,r,".i[:. ili],,: ail 'sizable' South .{::ff:.n- -rri"r:anal plants are aimed at.
,ii rii::'l.td ': - *,ruld volunteer the f'_.L,:-*:e! l-:-p"C.t TARGET AUDIENCE

T:' r:r'-l;s
TR{:5

n,!:E

'-: r'9u'19 a food processor. a.::.r.r-
irlii:I :: rct you."

sfi.;s sa)' over u$ 150 million, located anr:x.hrI: :- !.n r- r.=:,,-.r

:!:{: "0oaring,, annual sales level selection critera
will adjust to country-specifics, thougl

The Nestld factory locarici '=raJ' _r:..:s arr idea of why instead of specific countries, mart=mg ; r_-"- i*' ;rrected by plant locatiou. \\'; l:n:"l );-si-: fucilities will Lave the needs for both evaporad\-e :i:r:,;.:! . !::'r-rlfug towers) AND environmend nr:Ffrtrr i\.ery likelybiological treatmenttrains). The same co,ulc br g:;
::rut almost mY major food procrssus ],1-\T s-u;h as Fleischmani, Nabisco, Kmft, parmalat, Danone. Cr6a C:.;
;1us any of the larger -m-*l-: imit.' ii.tch as Argentina's Arcor/Sancor/Molinos/SOClv{A. Biaar Itsrahma/Sadia/Perdigdoisanrisa -L-|l::tr!:,.5. Chile's Cervicerlas Unidas/Eperva, Colombia,s Bavaria Gr,:r:Postobon,Ecuador'slngaseosa-s.{zu;r:-i'aldez.peru'sAlicorp/BackusJohnston/GloriaandVenezuela,sClsrer:s

-oup/Cerveceria y Alimentos p:.r:
Most industri3l meior p'^ai ri-s it :a;h country have been or are in the process of being identified quire::asonably, frequently including a :,:r!iaf: n2rne or entry point. To sum up, the following trades would be oi:rghest interest in our conti-oem:t x-ri:
large food processors. ln;tr.l;:rs

canned goods

diary products

brewed aod dl<ni:c .Ei.erages
meat and F,oulxr:u pr:rJu;ls
yeast/indu-mia.l hai:;n:s
fish processing

soft drinkstonirng
edible oil

oore: haring both 'refrigeration' and 'treatment of liquids, (minimally!)
(this last because of the organic and biological correlation)

There would be quite 
1 few qlhEr iodrsu]' trades which would provide truly sizable opportunities for industrialsales. The following, in no particular order, is just a partial su;mary:

large textile
leather processors : ulnenes
pharmaceuticar/chemicar and petrochemical industries
pulp and paper
r1"s1 mils
refineries
power plants

cement/glass
detergent/fertilizers

l:: puip and paper industries and the tanneries Eay be perhaps one of the most offending wastewater generators.::" lasfy wastes. oo *" other hand, cement/glass, flower plants, steel mills and any tosiil-based burning faciliry'" ' :J require air pollution co-ntrol equipment to remove respirable particles, ash, acids forming vapors to Daffi ai:'; 
---'jronmental 'issues'" Solids/hazardous material hanoiing *d noal disposal is not even mentioned to keep-:-' :.;l mrnagsafls, yet oppornrnities exists for the knowledgiable.

* :'=er-based and/or end-use based rather than geography_based MARKET SEGMENTATIoN is aime,l at



- *dPECTED SALE,S

:*.'::19 lnto account 3ia'":it,-s ",ia:s performance, it is be.le,.e.d i:^:.:;;1:::ri:-tr_ -rs

rrrcir-- :aieswill graduallr- la-(;,ti;:.rcal sales. Attimes, non-local sales:a',; a-,;a!:"i l. :r

:r i::":so.ldated year sales, Bec.a;s ;: -:; smallnessof the current numbers r.;s :r ,:,.1;-:-:i ,::
;-:::rr saies compositiorupaner:s : g. single orders amounting to ca. 40t c.: ttr:.,:x; sE*:s.
;-::-size unit order clustering, .i :s ,,ia' difficult to extrapolate from past p€riomar;:e FLt,,_l
;.-.i: we would call YEAR i--l ':," -9y9r. it is not thought unachievable a projectec ia*ei g.u_
':: :lon-local oncoming business m:,,:r:ilties anywhere between thirty to one hundrec r;.!usa:lc---.S' dollars. This lack of :::r::::e:-o: reflects the company's transition from singie-p:N-;:,
'-ngle-country manufaffurer lo :u-:--lroduct, multi-country knowledge-based engineenng r.:::.
Horvever, some figures for ]-E.\R ^ ri.e.2001) and yEAR Z (ZWI) are developed in sone
detail. Please refer to s€crro:. II 3. for break even analysis.

3. PROFIT EXPECTAT]O\S
Taking for considetrairol a :oken, "BIG JOB' straight commission of about 10% expected

profit would result from ge:e:aied sales commissions less operating expenses, now greatly
shared/pro-ratedamongsere:al'dlrisions":coolingtowerdepartmentardenrironmentaldivision
(all three phases: gas, liqurd and solids). Although there has been an almost lW% (intentional)
increase in overall markedng erpenses particularly in advertising and specialized training, it is
now spread over a much s':cer ra:lge of potentials for engineering. Office platforms' .*[.rr.,
are being gradually decreasec c1 major shifts in communicationi rates (shift from local phone
to callback to e-mail); fuller a:d ruller use of PCs; HQ office relocation to safer, smaller iented
space; and tremendous techruca-l tnformation syntheses. Vehicle expenses are being phased out
as company becomes more and more desktop oriented in new role bf engineering 6roker.
Please refer to section II.B. for break even analysis.

Right now, ollr current. u orkrng definition of BIG JOB includes anything involving dollar
amounts between u$ 30,000 and uS 2.500,000.
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0rili1n$'riu-yr lii:Im?rotr and coverage r. *tirotiluy noaogao*, across so wirje a :r*:ir: ilrc Furm :uruusr ::1,,#*r,*li.:''f;:H;':;;:.:J:i* #q,'il, ;;L*, ;*r*b,il- *o i:,r ;u,r *n;mr.
'**irura i:n'ever' there are some prrhaps uaorthodox ui,"-o pi.."o^rffiffiff*T ffiff,H,#H:marmrulq"iisibility and/or achieved *.."rr. Aaalysis has to proceed piecemar rs f:rl:,rys:

- -rl"dl- MARKET/LOCAL UliTfS ,COOLING TOWERS): It can clearly be said thry mr"-:m :r:mrrrl siu.tr{ rxil*i:nt hurt by the aggregaF of ss'eral factors: wioespread *"a*irry,'Iocar ecom,r qn'o,r-m.s ruius i:m*:r':r'f,rtionAl unethical behavior b1' sore otog .o*ort ot".-pd;;;;#r* r*.i't'.'r;"*o i:m ,,ur _r,"r:': *it minute' can't posq>one s,,n,er amroalhilg 
l'utr. ]h.ffi;;rocessors (under 10 chiiler mms sur:h &tr s'.:* 

.;''a-"ac shops, ice cream maksrsi ,r. uoo ra*t *a taaa. rta.a t"r-d"ro ,o increased mm6.r of mh;m rmnr $::: 95 chilIer ton units) for selocted t"d;; Parmarat, riro, iioppani, Nestl6 and a coupre of Lulm ;e. c!.;hiller tons)' revamp jobs for rmar pn-'rx G, ar.rd;;I;i:1" Despite a crear rank readerstoip,. :._= a,,n-stallarions' it is expected tbat sales *iI .*aou, ilrcr#; --;ysis based on smaller than one reetr .-:n:1 :inprove greatly misleading' local performancr t"r 
"*pri"r.-' th-ltypical, cyclical swINGs of hdusrnd sul,t_*.

ae had a3-year row of s'stad:-soollrage increase rrr., *o.two very irregular, summer+rustgraj ,:r-cr;eriods. Cateora,s words [Careon._rsOi 
"rL;,votatitiiy "riro*"r"r dsmand, are truer than ever.

LocAL MARKETAMASTE*ATER -{PPLICATIoNS: There has been an increased participation in municipal a,nJi'ndustrial 'request for tecbnical P"p"*l b";cet quotarion. " rypiJty lone-.teg.activities, it is fert that progres-sis has been done reasonaury' t+ol"uil.t -*i*"i"g potertirtr'ilil1 * suitability of the various product rines.As with the previous entry' local t*og-.i* ;t ,-p....i"* e;il been furthered by graduate student informalmentoring' technical publications' il 'fr"q*r" yolorsnio iolr..r, ,happenings, 
such as locar chemicatiX:ilH.:fftfi#Jr* o'-r'o*o,i:*"*i," fair. rt i, irt"."rtirg to note that perhaps because or our

3-?1ri"=ir!;H,ffi LTtrffi ffi::ffi '#H,f '#'ffinf "#iffi ,ffiy?*i'tr:'"H:'-** 
engineering jobs lireralll'made the neaoines-c-ouil'* z wwrp *Jn'*i r, Barra/Aguas de ra

NoN-LocAL MARKETicooLNG 
'o*11. sole of our early inhouse estimates indicated rhat our firm,sinvolvement in the River Plate area o oJo rrp..."nt less than 2vo of cooting ,o*.. ,." r",ior. Although by nomeans performance can be considered satisfact'ory, we look forward to more and more commitment to internationarbusir:ess developments' a database *t"."*;;proach being tne neart ortne lrivg. Although we have been working

L-ffi ::11##f i"J;;;T,'3'-";5,:,,::il_!;t,ffi ;i;;^,thero,rowing?.,ooopositi,erypoi,i

ircluding monetary gains:
- we were able to se, equipment to South.America,s largest dairy processor;- we were able to have a repeat customer in per6

:rcludi ng varuable information/*rrk;; ;-;Giooli"*giures/other gains:- design/present quotation to renne-ry expansion in Manaus, Amazonas- design/present quohtion to therm_electric plant r" G;;i;- present quoo 
:-o:: 1"orrylog Argentinian t.. roiioUi Cnil"- present quotation to Argentinian firm for jou in mainrJrJ cni*- start develop customer-initiated business talls with ,uouioo prospects in Argentina- start develop customer-initiated business talks with ru"rt io proqpects in Argeutina- 4% brand recognition in Brazil; o* of SO possibte;lrh; L top l0- among top five preferred brands in recent witer & wrrtr*"to Treatmetrt survey (Spanish I:tin Ameri;a r
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-lllftm mumuso t'n:r'r immediately folloxs: is fu cn:(lthl is it worth? We betiere so Temho* -nrcfls" - j5 ryu cilis
tttltttt luttu *r mr:rt 4 ro 6 months to s fu rcmks of fu adv'ertising campaign-' Om €r:,[ e*milEF* :qH[ wrimg
llllunrmtr m: lr mrds to make a deal. Frrfur- xs sfu rrr-n drc, TI{ERE'S AN AT-FLI- I_OT @ SIG}EERI{G
1,,,F'i,MdION/BUILD IrP beiry mqi.lndlrrlFd he. mchievable if restric6d m tml cgqm,,mmrq, .Im fu
{lllurtr@E ffiormation processed qoriifrE* m rs rerhq'logy transfer in an Informtfum Agg furcil" IiMthcr.
EurE E8l:istic who's who are det'elopod Er.rir*ngc occurs typically fax-based, we corfinr ddwq.r. trsirrrn-
mlrms. rcal concact, other) plus sme 'n mrrr( rhfrrgtt' learning occrus. Finelly, nm fue"s o0 rBI me lm tr
ir,rcd out of big numbers. Carcfol rdmeuse rnerteting, individualized mailing, indugrial cryipffiir s:d6$ 16J
muuonship marketing have proved &fr lli' &Fd ueruls o each other without stressing the hrQa of r srlrtn finm! hus rime to reach good cusoms. ir tr&'s rin"rr 1e select proper product lines, it tates time ; cfu rffiIl6r -
s: mher way that to give it a ry.

\ON-LOCAL MARKETIENVIRO\UATAL APPS: Although launched relatively recently, slightly ur'tr a yeer
l]I promotion, market feedback has ,gz,n tm ercouraging and we arc seeing requests foi proposafs ad tildget
guotes steadily rising. We're apph:ng &e sa.me re+ycle approach, industrial useis have SOTH needs for rmer
;ooling equipment AND wasterarer pihmion clean up/remidial systems.

Due to the TRANSITIONAL cturent scage it is difEcult to put forward a formal market penetration and coverage
pi$ure. The following closing reurrts. plus the market development information inciuded in promotion Mix
section may furnish a somem'bat 8turine reflection of INCREASn{G martet involvement/degree of developmem
as well as provide some sort of smcsrel frame for furure internationalization endeavors:

- right now, requesE for prapomlslguotes rather than sales seem to be a better measure of what's going
on and how well we're condtrting hrsiness expansion, a relative valid measure of success;

- tather than raw populatim criteria. market share, per capita or other measure of audience rcach, marketing
promotions and marketing targtts Eay be better assessed by thJ number of large industries over u$ 150 millioi
anaual sales contacted, a9lss cffIofiies, using information readily available by way of country specific export
guides, America Economfa's enruel 500 ranking, country specific business r"rti"g 'special issue; magazines (zuch
as Chile's Gestidn, Colombia's I: Semma, Brazil's Gazeta Mercantil Relatdrios and annual Balango);
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,i\,'){ STRLIL STRE\\GTT-{ r_, ,
O i E R 1 OO - D,{STALLAIIO.r.i
.4 W-ORK HOR_\E.SEruES S() _ -t. -t

KFT SERIES were found to be just rvhat
SAI,ICOR Argentina needed for their new
butrer plant in Devoto.

KST-N were the right answer for
Pr.rnta del Este's newest shopping.

S tate-of-the- art environmen tai
systems made COLTSA pick
our offer when assemblrng
an IS0- I 4000, half-a-million
U.S. dollar wastewater plant
for their sunflower oil
operations.
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r r'; : - l"T ADAPTATiO\ IIODtrFICATiONS NEEDED C{:rR.i [l:'!fi": ]-; *[5

-.,!-{CTERISTICS OF I\DUSTRIAL PRODUCTS: A USEFL-L F:-:]E :'. -!]-[S
::,u - r,ir ::oceeding, we must make sure we review what we can safell' deg::r ,r.l ::,ai?;-i- $:: i
" -,::strial goods [Boone.485]:

- : -s:nal products that are long-lived and usually involve large sums of monel- art ;L *: lffr -:-
.:.s capital goods. Purchase frequency may once be every five, eight years.

.:-ere are five main categories of industrial/organizational products [Boone.485]:
installations
accessory equipment
component parts and materials
raw materials
supplies

Installations: major capital items such as new factories, heavy equipment and machinery, and

custom made equipment. Insullations are tlpically for the production of other items. Medium
to large cooling towers would be placed here. Belt filter presses, a complete aeration system and

gas scrubbers would be other examples, very often channeled directly to customer and/or large

engineering groups.

Accessory equipment: capital items that are usually less expensive and shorter-lived than

installations.

Component parts and materials: industrial goods that become part of a final products. We would
place here replacement part marketing for existing equipment such as membranes for aeration

diffusers, replacement belts for BFPs, replacement axial fans for large cooling towers.

Raw materials: would typically include farm products such as cotton/wheatlcattlelmilk and

natural products such as iron ore/lumber/coal used in producing other, final goods. Aside from
fie need to have an idea of the various productive processes, business involvement is marginal.

Supplies: items needed for a firm's daily operation but not in part of the final product.

,: agreement with Cateora's textbook "there are more similarities in marketing industnal
::cducts across country markets than there are differences." [Cateora.379] Thus, rather than

.\)APT product lines, the task is to SELECT PRODUCT LINES suitable to qpecifics such as

"-,u^able capital funds (vs. operating costs), available/desired technical manpower, availabie

.:::c. emissionlevel/governmentregulations, other. Attimes, particularlyinenvironmenal apps.

.: lee:ns purchase decisions are based on available funds rather than end requiremenls. sa) ajl

:,::leiator polluter will probably spend X money, many times disregarding the assc€tai;c.
: --:::.r1 health/environmental consequences: too bad if you breath it, too bad if 1'ou d::r-t i:. :o0

:.: .: rou live in the nearby.
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ilonqp'n mili' 6urcatl, ma*eted E'r-$fofis rd serriccs fall under the folloriry- brcnd m:masrial cooling tower aod sFnE puns, o.e.m componentsmrurr and wastewaEr polkmic,n ;ilczm ry equi?meni

en.'gas pollution redufii(@rmrC a?ff#
ryecialty engineering in rjl frE rtrorr

5're;rfic product line-up/pordolio io;hde ee fouCIwitrg itemsrkey terms (partial rist):

cooling towers (corylec E@fos. ffEmbled, knocke.d down)cooling tower fill (fiIm. 4{a55 16r,
Iarge axial fans (rry tg 40:di*nn*ret1
water distribution sysems
gear reducers
transmission shafu

biological wastewarer Eearrrieu( t.rrobic/anaerobic)
diffirsed aeration equipar
activated sludge
aerated lagoons

trickling filters
anaerobic filters
rotating biological conurfiors (RBG)
submerged biological co{lrrrors 

f SnCg

thickening equipmenr
clarifi erlsettling equrprm

dewatering equipmem
sludge handling equiprem
belt filter press
centrifuges

airlgas scrubbers
dust/pa*icle removal cyclones
electrosatic precipitators
baghouse filters
random packing

Paftial 

Tffi'ffi'trftffiiflY**or"tt'e companies/individuars incrude, in no particurar order:
Parag Glocon, India
Brentwood Industries, U. S.
Environmental Dynamics, U. S.phoenix process Equipment, U.S.
Epic International, U.S.
Hydro_Sonic, U.S.
"{dvanced Industrial Technology, U.S.
Walker process Equipment
Chinom International, U. S.
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t.rrtrnoN ux
e Fuotion mix is a oodrirmfun d personal selling (pe uEtllrrnal selling (such as drrErrising)

!"-d selling is a promaiml prcstrtation made on a person{o1eru l* 5 e ltlid
@er. [Boone.555]

I{m personal selling inclu&:
advertising
sales promotion, to irctude trade shows
public relations

Sales promotion: form of promotion designed to increase sales through one{ime selling efuts
such as displays, trade sows, ryecial erents, and other methods. [B-oone.56g] -

Public relations: organization's communications with its various publics, frequently with a
marketing purpose [Boone.570]
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::R,SONAL SELLISG

" :E--srrn who sells a highll' technica.l product may do 55 percent missro:a_r ,€ :{ r." :r::;:.:
. -:.::,,'e selling, and 5 perc€nt order taking." [Bobne.557]

N.l'SSIONARY SELLING: indirect form of selling in which the sales represen:a::rr :;.:n:.:-{ -.-,:
;--'r'cwill of a company and provides technical oioperational assistance. In our case ,.:.":,.:
:-rmal and/or informal comms, we frequently have to do it in written." [Boone.55l

t-REATIVE SELLING: persuasive type of promotional presentation used when the be:ei:s -::' good or service are not readily apparcnt or when the purchase is based on a caretui a:; ., r i
of alternatives. In our e.se, we alio frequently have to oo it in written., p;;.;;,r
All these data confirms our findings. we also find that many of our prospective cusromerslmanagers, plant engineers) hardly have time, skills and relevant information to do what q.oulc
be called VALUE ENGINEERING and/or accurate alternative analysis. At times "abstract", ali
these comparisons/what if 's/calculations involve a HANDs OFF approach, which explains our
general trend to stay away from acrual field involvements. try concent*iirg on this, we canprovide key feedback/input frequently sent via fax as informal "technical memos,, underscoring
company good will and expenise.

Because personal contact is considered an important component, plant visitation and/or office
interviews are scheduled say every two weeks. However, raw information transfer not being thegoal but a more relaxed, technical sharing atmosphere. 

'So 
rather than sales pitches, plant visitare considered of a more QUITE VALUABLE "public relations" and further "TRUST

GARNERING" nature.

Because of the nature of-our business, personal selling may well be internationally optimized in
the context of industrial trade fairs - there's no *iy *l .un so massively/peisonally reach
prospective customers otherwise.

Ii has been particularly difficult in Uruguay to do personal selling in a trade fair. our currentiles show that there may be about ten (10) years beiween major industrial shows (INNOVE 'g9,
Camara de Industrias '98)- Fortunately, this is not the case of, say Argentina where industrial
!:ows are featured annually or every two years.
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: ,-::D PRINT AD\-ERTISI|{G / SPECIALTZED il\D[_ STRt-rt rrf DL{
-'- sroM-TAILoRED To REACH SPECIFIC ALDIE\CE s;,J]i-r{.:SI,\D SUPPORTIE\}IANICE COMPANY RECOGMTI0\

tlecffi]ffir]:\E1:I1@
W^EMl&lu

CO\IP,1.\i{ ITSiICO INDUSTRIAL S.A
TOF-R.ES T E\TR],TT'E\"TO DE AGIJA

ECGr\.cE\r-Bl{ .D€ UQUIDOS, GASS y SOIIDOS
C&4ICIIE\TES O E-V

TR TM:C T ETI IBE IMUSNIALES
MTM:D DI 

=-ILEATES 
MUMCIPALES

RL4,lGil:, If, crr <tMSIOITES
R:-{4.- ;rE R-S[D{OS SSID(E/FtUGRGG

EElAilI.IS-U
PRG-ES } Xtr:cI}DryR ECUPERACIOI{
. D6Ci:aCDi :€ F<-tD clrro PR@ucR)

covp {i-l \ TECNlco INDUSTRIAL s.A
:}tr]CIO IERMINAL PLAZA

A\€LI\O !{I{A\DA 2471 - PISO I t" - ESC I 102
vrJ.\TE\ IDEO (1 1600) IEUTAX 4E0O-42?

rut Cr]@ADINET.COM,IIy

Audience : Chemical Englncrs
Readership: 3,000 copies
Coverage: Uruguay

Audi ence : Environmental/Civil Engineers
Readership: n/a distributed in 24 chapters

Coverage : Argentina, P ent, Colombia

Audience: Industrial Users
Readership: 45,000 copies
Coverage . Brazil

Audience : Industrial (Jsers

Readership: 40,000 copies
2-4 average reader per cop):
Coverage: S.A. & C.A.

m

{*aDvs-E!@&]E

Balesti6 & Balestid
lngeni.ror

arr.cg-aimrdrrEr I I

-Lr-]-
'r"hl-
! rJG
ii*\l I

:;#4j;i 'c,-4iD
*ra' redn:.ai

l*hto.&ffi.
[d@

rle..Bapnlrr
l,,dklr-ffi@4

.-,
EIII:+rgaq::llsf*ffi,1mLJ

ToiEcS DE 
'iEIFEIAIEITmI 

DE  Gu 
T6t Dnto d. Etrua(B

. J^ dcdes Com@cros . Groncters Floiet-m. (oTponentes C)€^"4
pata projetos prsliminalB

e oT€mtrtos @ntaDe_noe aFav6s do
"E r&fErr.lorE

^& h&.*-Moa 
.fr.(ELo*.,

-iffi
__5!%

Fjes!6 {!alest6 tnpnieros
u I I - uta- tecntco hdustrial Ltda.

lrEitl=l DE El.FnIAllIErlTO DE^.liUA
Tiraamiafto d. Efr u.n{.j

. :i -:rm(tos .GrondesptouecLos
. -racolerfes O(M

: :- c.oyectos preliminares: : -*-:EslG mmuniquese DOr el
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*,"_.1{-peRSO** rrrar*o
llllili '" 'iur";f agproaches, to various deurggS, are being used for prolncloirE .-1r1fr!ff::ar 

lilrr@uffisl rtuf ilr.. .*,:_ .. 
; dualized_ direct mail/databie marketing, systemad creralized industrial media, systematic

;lar advertising, systematic
iocal yellow pages, systematic
rrade show/trade fairs, systematic

{.,ERTISING

-.::ta-;'SfrJlr' n"o' nonpersonal sales communication usua[y directed at a large nursnr:r :,r n:*:r-u

: Objectives

\{ost our IPRINTEDI ADVERTISING is meant to:_ promote tbe goodwiX of the company
- get people to know rhat we exist
- remind people that we,re here
_ elicit request for proposals/input/quotes

Most our [continuing DIygT MAIL] promorion is meanr as well ro- 
_be frobins reminders/eli.it G*rt for proposal

- build up/earn trust
- briefly let them know how can we can BOTH mutually benefit- fac,itate rhe process of "peopre phoning u." io rffirl.Lo, -oo.- ftature some "interesting; piece ir irroirr,io, ;;;;&" industriar applong copy recommended for industriut gooO. 

"'--''

note: direct mail ,,vas Ogilvy,s ,favorite 
secret weapon,

Individualized *to'Y^n]:vides an oppornrnity for authoritative compar-ative advertising: prospective customer;rn read about the various pro/cons ,t ,oiff _ no sales.nrn hovering around.

llffit##ffi:rT}T"iJil'r};#:1"'" an ideal backbone ror our expanded promotionar errorts as we,
- every move is accountable
- there's a "limited" amourt of key acco,nts needed to rcach in each country- it can be sophisticated as seen ni* oo" goes along- it's vrithin our crurent budget
- it fits wirh tne idea of relatjoosnip marketing
- 

lecord keeping is relatively easy
- it has proven 

-1lcce,ssfirl 
il etci'ting request for proposal from various peopre- it provides/fosters hard copy oiGyoiog said or promised,

l:: veryrfeary,?"T,""rffCT MARKETTNG (Welts .522) makeit quite atrractive:

b. it provides a mechanism for the consumer to respondc. location is not an issue
d. response is measurable
e. constitute, per sei, a daabase of consumer information/profile
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-trLll" ,",,i, !iiri.:g f,-i a country sparfrc contact summary as of today:rL--mdna 

-i00 industrial en-triesi,*ia ,SftHffin*;*"
3nzil l,:0 hdustrial entriesColombia 

_< - will increase to 60_70 soon (Jan ,99)
Chile :ir r-odustrial entriesEcuador I _, -paraguay 

1 l*pen6 
5 - will increase to 6_70 soon (Jan ,99)

Uruguay l_:rl-

lle databases for Argentina' chrle' colombia and 
-uruguay 

can be considered to be reasonabry comp,i-r - i-.tsnore work on colombia an'd a tnl: b'ir further for chil;(e;. *#*"0 contacts, market permanence r. B:u, -sbehg updated although mosr of oe ,:searcni, o.rr..l--iii;;u., peru is schedule fbr intensire resea:: ,-*le next weeks as more spetifi; ;rr[3fam' irror.atio, i, .ro"-.riable. Ecuador, Bolivia and paragual-srJ :,:processed as some as more rel-rahl: iniormation i, r..*.J, *, o, way of export handbooks. Mcri,-o a-slVenezuela' quite interesting eon:ojr. are trot seen so easily develtped for various reasons, sheer distance im.olr.ecperhaps a major physical resrair Ce rrral Le.ica aad caribbean woulo pose similar sinrations, especially ir rhetight of goods/services producal x'f-=' tourism. ,o*. *-,rr".**l and perhaps better served by close to markerfirms. Please refer ro Exhibir : S 'p"-G Expon products"

il?ili3rY*i3:i#ffiiiffi:].;H,'],ff"t approach to ericit specinc requests ror input and quote

Ih|;1i]r'Jffiif,irff ffi$ff" pnvrd':ra,ized campaign with serected pRrNr ADvERrrsrNG and

***TSffi:: f #,IfT"Ti:i,*1ffiflfr';L1.' be the better vehicre to reach the nineteen Spanish-

Because of the need to grarluallv go country-specific, a printed advertising mix was scheduled for the nextrwo to three years.

The following provides a printed adrerrising sumrury:
I^a Tecnica del Frio
Revista peroqurmica lffi:lf#iIngenieria Sanis6x y Ambientai (Argentina)
fsenda Ingenierla eulmica (Uruguay)
Revisia de Ingenierfa
Pdginas Amarillas (1 aviso anual uruguay)

Noticiero de Equipamentos rndustriais lyrXff,Noticiero de Equipamienros rndusrriales ( Hispa;Am€rica)
ict:re we bumped intoglobal-bpnding problems, non_local ads feahred both the names of the principal engineersi": ;'ll as the company's legal denomi-nation. Some ..r** r*-,n"ln*g.,- it fits better with the image aimed at,. iote.nationat .rri**r, partnership- early records show existence ofpossible conflicts:

CompaflIa Tecno Industrial (Chile)
T6cnica l"l*riq Uruguaya (Uruguay)
T€cnica Industrial
Companra r6cnico rnternacional [ff;#ffL.orr,,CTI (Argeutina/phone company)
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Sm,il.US PRoMoTIoN & TNDLSTRI,{L TRADE FAIR

.ti'cer some moderate amo{lnr of research and completed $ages _ t*E r,?m( ec{pfie ro readmmw ,* BEFoRE any persooal mee-clng.- we may ue reaay ,o morE or! srypkl,e'r cuo' dnre*{Tnt participation in too. suo*i ana inoustriai 
-eJiuitions. 

Ir;, E' *.j*r *ar w:ew' acknowledge *: "* posshir meet peryle on a ,urri* scale, comparahle me fu mmnahersu:dled by routine individ,alized *"iling.^ Anywhere i.o, one to two sow appeanreE perim-n for the next ffio years - counries to be decided, possible Argentina firs in lirE.
As we have said before' sales promotion by way of industrial trade tairs har,e na beena developed strategy largell'uu.""* ,[.y have u..i, urilort absent, nationaily, and we, ber.oodour control. Apparently rhis may be changing, 

"iU.[,f"*fy.
Because of this' we lmk forwardigticipate participation in selected, regional indusrrialrrade fairs. we're currentry .t"ruutir[ fair profilei, required funding, other.

i_
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- hm selection

a. Original port: rypfozll_v O.E.M. sryplied, e.g. Miemi, Kcrlmg
b' Destination porr prospecth'e customer dependent, e.g. Sarrm" h -riuer" Cunryrryul

L Mode selection
a. Air carriErs, for selected items such as small order aeration diffrses, ndcs
b. Ocean carriErs, for knocked down equipment such as cooling towers, hrtrc EE" BFp[

3. Packing
3. lv[arking and rabeling regulations, as per international standards
b. Containerization, either 20' or 40' and/or export crates
c. costs: about u$ 4,000 to 5,000 u$ from u.s. to say Buenos Aires

about u$ 6,900 for 8 foot wide flat racks
about u$ 8,500 for 12 foot wide flat racks

4. Documentation requirements
a. Bill of lading, typical
b. Dock receipt, typical
c. Air bill, typical
d. Commercial invoice, typical
e. Pro forma invoice, typical
f. Shipper's export declaration, typical
g. Statement of origin, fypical
h. Special documentation,

5. Insurance slaims, typically wired into original documentslproposal
6. Freight forwarder, about u$ 150 per shipment

Channels of distribution
1. Straight ftom HQ+o-prospective customer approach

t,

E.
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:fi ,q[M ]&IR}IINATION
l;m of goods, set from fu-tnrr r-irh sore stight tuing wAocal iryrm

I Iryortation, handled case*'y.case by rrusted Sipping agctrts
! i{dling expellss (pier chmges,\rharfage feesiload unload charges), re rs drccr
f fryort taxes and va]w-eddcd ax

cooling towsr eguiptrEm, e.g. non-Mercosur to Mercosur, 4%
plastic media e.g. PVC ower frll, L6Vo import duties
aeration equipmt, unavailable at this time

f Trms of sale
1. ex works, fob, fas, c&f, cif

l-:Lrminary quotations would typically be ex works and F.O.B. Purchase quotations mostly C&F, C.t-F- mt u
:mss F.O.B. depending on prospective buyer's exim infrastructure.

2. adyantages and disadvantages
fudget ex-works/FOB quotes, hcreasingly handled via s-mail, have the advantage of relatively quick respome rirne

";':t may be misleading when doing "fineln comparison shopping.

i{. Method of payment
1. Cash in advamc
2. Open accourts
3. Consignment sales
4. Sight, time or date drafu
5. ktters of Credit

Preferred mode irrEvocable ktters of Credit. Electronic fund transfer an option. Some EXIM financing available
for selective projects available.
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E *,[(lr{UIilSSTf,C THE MARKETD{G PL{{

hrui rr"na PrM : level of sales ftrt will cor"cr all the company's costs, bo& fr'.d d v-**. [Bo[GJii6]

'lltmrc trdr o section II.B. for breat ar-en anatysis.

*- Ttrq,RKETING BUDGET
[ ' $slling expenses' tbose re$lring from marketing and distributing the products or serrises d fu fr'm
2. Advertising/promotion expense, the bulk of our company
3. Disuibution experce, hrlk panially handled by prospective customer
4. Product cost, hrrYlled by HQ
5. Other costs, admiristrative, resulting from the overall operation of the business irctudiry rtnrr'rrnninisuative salaries, accCIming; maintaining the working infrastmcturc/pratform

P'ease refer to section tr.B. for projected break even figures. For simplicity, selling and administrative eq)egsestr.e been dumped in a single entry.

j, h forma annual pro6t and loss statement (first and fifth year)
n-e'll borrow the followirg profitability objective for break even analysis and target/goals:

profit : reverrues - expenses

For our puq)oses, break even calculation will dictate projected sales. please refer to the TWO yEAR
\{ARKETING BUDGET for very broad calculations.

lII. Resource requirements
A. Finances

funds for Trryl"*t expansion wilr be iritiany provided by partnership
incrementar q"dt"g is expected to occur with supportive o.E.M.s

for big ticket trade fair exhibitioos, soch as per0 & Colombia
a fraction of domestic sales win go for the low cost promotion

B. Personnel
please refer to opening Company profile

C. Production capaciry
is NoT an issue as each O.E.M. enjoys world level manufacturing facilities
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S-}{MARY

-u ;r-;eding marketing plan has very briefly outlined the various crpemmm m{E m p-'* &* ,n:*
'rllIluilllll)rrulr i,Er n-':.orl gngiasering partnership to make the various SIMULTANEOUS trmsns:ms rFqrqc m iun-, 

=,r:ru:*:),ilui l,Hsffiur:es *-hile fostering economic growth, and which include:
- Jiminish the impact of chronic industrial swings
- increase rnd 6ssimilsls the information flow
- ryread business risks over a much wider product & services platform
- exploit to the optimum level, already exiiting skills, processing capacities & brckgrr'Eilr$
- move away from intensive "hands on/materials, to ,knowledge_based, 

company profi.Ie

To such exte-ntja-T,ryland continuing MARKET RESEARCH has enabled to select a combirnf,icu ,:,r"*rc
'*:'urifiable MARKET TARG-ETS,.promoting a very high qualiry pRoDUCT MIX while Jail*"* .;;r*r:'iia the budget of a small business. The carefrrl 

"omtioaio, 
of related products provides for syrryrarr

=lffii?fift 
fosters periodic prospective customer contact, somerhing very difficult to 

".h]rr. 
if handting a sior_te

The cumulative, seasoned basic engineering expertise easily transfers to a wide array ofapparently disparare
'el of 'hardware' and prwides f91 multirle oppo.n-iti". for experience sharing anlong prlspective cusiomers a,'r
;racricing engineers' Readily available, outstanding support fromleading o.E.M. ergi;e.ing oepan rents warnurserlswers to almost every possible technical concern - something normally beyond the-means Jrr*"tt business infra-s{ructures.

A meticulous assessment of the various messagedelivering vehicles, its potentials and limitations, providefor a portfolio of promotional strategies, each invesdent g.uouuriy rupporting each other.
The proposed actual fabrication by worldJeadinf miro iartia enabies co.fi, personnel to focus ontechnical issues, oppornrnity scouting and overall promotioi. The focialized sti[s of intema]onal pricing, specificproduct designy'manufacture, freight forwarding and terms of sale/payment are all handled by qpecialized departmentsi:r the various O.E.M. sources.

The future looks very promising. The most immediate market feedback made available, i.e. sustainedrequests for technical input/quote, tend to confirm that the response eliciting mechanisms - individualized mailing,i-nstiturional print advertising, trade promotions - are efEciently achieving a very positive prospective customerresponse aggregate by way ofphone calls, fax communications and personal r"qo"sts. 
!

As stated in the opening pages' our small engineering partnership has earned over the yelrs a significant$are of market trust, essential requirement for any type or eipansion considered.
while banking on a consolidated reputation, 

-our 
firm has ana will continue to embrace a very ,ambitious,,

professional development program to ensure that customer satisfaction, technicalities, and other challenging nissues,,
are dealt with in the most professional fashion - all within the realms of responsible engineering, business andruv'ironmental areas.

By scheduling carefully budgeted marketing efforts IN A GRADUAL MANNER management and requestha'otllittg to n'me a few, business o'pportunities wili turn to effective economic growth.
To close with our informal slogan: "They may never have heard from us ... but they'll nwer forget us once:hev give us a chance to zubmit our engineering proposal., To a very small company, that,s a big enough marketa;hievement.
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ffiffiffiffii ffiffi-
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Brand Preference in major marhem *rf Spanish Latin .{merica
Top Seventeen Brands llentioned

eroduct: WATEH e
Numberof responde-ts -a- -: a :ra-:
Number of responder,:s :l-:: s2 : :-er lstrlroqucts in tn",

-

Total mentions
242

Number of different bra-ds 772
Other brands cited 155

-

Average mentions other.s _ rra
Pornanlaa^ ^{ +ki^ ^Percentage of this a,,,e.aae

4,45%

Brand Total
Mentlonc ToResp

1"t Choice
llilentlona 7"Resp

2'd Choice
Mentlone 7"Reep

3'd Choice
Mentlons ToResp

NALCO
12 8,21 I 6,16 2 1,36 1 0,68

DEGREMONT 6 4,10 6 4,10 0 0,00 0 0,o0
US FILTER

OSMONICS
6 4,'t0 2 '.1,36 3 2,05 't 0,68
5 3,42 3 2,O5 1 0,68 1 0,68

tr,Al-trSIIE A BALESTIE 4 2,73 3 2,05 1 0,68 0 0,00
CULLIGAN 4 2,73 2 1,36 2 1,36 0 0,00
REPICKY 4 2,73 2 't,36 , 0,68 1 0,68
MATTSON

AGUASIN
4 2.73 2 1,36 0 0,00 2 1,36

3 2,O5 3 2,05 0 0,00 0 0,00
il\\a 3 2,05 3 2,05 0 0,00 0 0,oo

Dtr II. UTAHBON

-

CALGON

-

LIACH

-

ICTILOD

-

=TA

-

-:1 5

-

: ] -IAJET

3 2,05 2 1,36 1 0,68 0 0,00

3 2,05 2 1,36 1 0,68 0 0,00
3 2,05 2 1,36 1 0,68 0 0,00
3 2,05 1 0,68 1 0,68 1 0.6s
3 2,05 1 0,68 1 0,68 1 0.68
2 1,36 2 1,36 0 0,00 0 0.00
2 1,36 2 1,36 0 0,00 0 0.00

:- I I'relerence Stud1, _ 1gg7l1t9g
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TWO YEAR MARKETING B-L?GET

liumnis* ma:r:::nq/individua-:::: nail exnenses Irouohlv three tiu:r : -r-:i:

iear 2

i'l

..:

,l:

.::

::

:i;

ir--r:i
l-:."

- : - :[D].4

3:,: ador

i a:aguay

!erri
Jruguay

Year 1

300 entries
100 entri:;
30 entri::

230 eni:::s
15 eni:::..
80 eii::::
10 e::::::
10 ar'.':r

E .,-,- -,
tlA ----- --

Year 1 r

4,500

1,500

450

3,450
1aE

1,200

150

150

t5
3,450

- in0

:, 550

?50

?,500

i,500
2,250

?50

750

900

3,500

l,a Tecnica del Fli:
i.evisla Pelroquim:::
-:genieria Saniia::: r LUJ-e::i
.t::nda Ingenieria i"::r:i
i.:;:sta de InEei::::i
i1;:nas Anarilias
5::::::ro de !i::;:ur::; -:J:.J,::-l-:
i:::::::: i: !;::;:r:::::I ---::-: :;

l-----.-.

l---,-.--

.-"",t ti

,--.-t

,::iLii

. Tl:+';rfit- +-

15,150

i50
. ,:4

:1:

i:i
- :'i

27,150

750

1,450

840

150
t:.

" :::

:--i----- ::-:: ------. -.3.-: :a--:
Ir: i::::-:::::::-:

I;t''- :--:-';3 ::-:-:::
@

.::::: ;-i::::x, rs!:, u::.iilies, ainor lares
I;:iil::n3,' iiscal/legal f ees

0ffice erpenses insurance, photocopies,
ink, Iocal posl

Leading edge/lechnological expenses

seminars, subscriptions, eng. Iibrary

i 1{tr

:i Ii:

10,000

7,000

7,000

3,000

i !{:

:: :::

10,000
,7,000

i,000

3,\000

27,000

BREAK BVBN FOR YBAR 1' 15,150 + 9,940 + 10,000 + 27,000 =.1 t D0ttAR SALBS

-> TARGET G0Ai, YEAR 1 D0LLAR SALB$ ca. u$ 520,900

BRBAK EVBN FOR YEAR 2

27,150 + 9,940 + 10,000 + 27,000 = .1 * DOttAR SATBS

-> TARGBT GOAL IBAR 1 D0LIAR SAIBS ca. u$ i40,900

(i) = figures are based on a u$ 5 cost per individual mail piece

27,000
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FREeUENTLY USED COUNTRY_SPECS 
-: : 5:,_}:I;

ilfl!ffiffiihTliA

;"ra-4: irv'estor's Guide, Ministerio de Economfa de la Reptblica Arge,um iu$:r:rm.r ,:s :xr nrry,,'a;eri

r*r:** 
Investment Update' volume 1 Number 1, published by the MidsEl- of &r,mrm,,n -rn-nnr:sn-![j1;fo

: Prensa Econ6mica: e.g. ranking de exportadores

-l \fercado: e.g. un determinado sector, e.g. alimentos

5' base de datos cTIo 1*'65'fiIe, roughly 220+ industrial plants and ca. 100 wastewater related firms. *,j.i-r,,g :rro about 400 contacts; fundamental.Lt. ori"rt a, ".*prl**d, perfil industrial, e.g. alimentos, frignu.f6;rs.bebida' petroquimicos: pft!:g, ,.. .o opo.i.ioo u irrtini.ioor.l*.rri"r, hospitares, comercios) prus &ficac,Jcompany folders C_555, C_555b and C_55Sc (basically newspaper clippings).

gi#ffil[': I: Naci6n (€nfasis en aspectos agropecuarios: girasol, rodeo), clarrn (en menor escala), obsenador.

7' Industria & Qulmica' Revista de la Asociaci6n Quimica Argentina

8. Gas & Gas. pubtcaci6n para la industria gasffera.

9' Gufa de la Industria Qulmica y Petroqufmica, 8o edici6n. published by the cdmara de Ia Industria Quimica yPetroqulmica Argentina, there's ,io, , ,ilI, trace as when the edition was printed!.

l0' Revista Mercado octubre 1997' cover story on food industries. Areally nice 9-page, sector-by-sector walk-through covering drry industries irrr^*[o*/Danone, i;;;r, y]k*, wiuiner, Nestl6, parmarat),sweets/candy/bakeries 
!ATo', cadbury/stani,- Kraft srJio, NJuisco/Tenabu.i, irrlr"ru.rilcanare, Bagley,Granix' Fargo, Granix), food (Molinos ffi o" Ia prata, a".it."'crr.ral Dehera,Refinerias de Mafz), meatprocessing (Molinos' Pa]adini, Rafaela, ooi*rooo, ro*t", grr;an sadia, swift Armour, Rioplatense, cepa),poultry (San Sebasti{n, Rasic/Cresta R;ja:Granja T.r, A;y;.;, ;;er (Cargill, Lever, Bonduelle).

BOLIVIA
1' Export Directory lgg4-lgg5' As with most export guides, incrudes information on popuration, rabor force,exports, imports, external debt, reserves, GDp roO^""Oa"p*ol.r.'"

2. CTI@ database (in progress; 29 companies)

BRAZIL
1' The Brazilian Investment Guide 97198, American chamber of Commerce, s6o paulo, Braal.

i"'#:0" 
Anual 1998 (nacional) "A Ddcada do consumo,' published by GazetaMercantil o/l3olggyear XXII

;:tr?y;i:H$ [?ffiH|} -ffaequent 
reading, especiauv the first harrorthe year, as corporate fimnciar

;""'ffi"#irir#r(published in cD format), includes data for Brazil and Mercosur partners: Argenrina.

: Erame Julho 1997 special Annual Edition "1, jffi maiores empresas do Brasil., Includes ,,a m^iores" as *.e,
'r--' melhores' by sector; published Uy Cr"po aUrif.

k
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"r {,[ il.;*lisill ,:r: ?rufissional de Refrigerag6o. Guia de compras igg- ,_ 
mr.[nr:r :ri]:,j:r: Jts ::r:re;trj::es erurriiurrnrinilllt i{ti iirxi:,r *ne refrigeragao e ar condicionado)

- iffni:nT l:a;r' June 1998' 'will Brazil Strive?" Special informadon on FrE$,eeff ;:ura:u.: i :rlr.i rn, i:,=l sIlfluu:", _.:\fr story and country report)

i ir s Petrolerrm Industry' Published by the Ministry of Mines and Energy. A-ndrr:rngr. srirn *.r, ;;:qEL:rris Iffi #-:i:l#m'JH^*;HH:;f ',"',:*';;;;';ercrsvpattems,olrm**",ps:rqu,.qu
: F-rame Agosto 1996 special Annual Edition "As.500_maiores empresas do Brasil., Includx "a r,irr,:,rrs, as r:"r.i
"as 

melhores" by sector; published by Grupo Abril. Can be ur"d io coqiunction with item 5. m r,:,]-L:"r f,:mr{.'. arious companies ups and downs, otier.

i0' Balango Anual 1997 special Issue: state of P.ard, Published by GazntaMercantil, includes sap spacnfr; ,r*-*s-uch as: investmenE' go,ernment' banks, sector leaderr, ,r"n oto-gy, forest industries, tranqlortion, and ,o'rnsm.
1l' Balanqo Anual 1997 Special Issue: State of Mato Grosso. pubrished by Gazeta Mercantil, includes state spu,*ificdata zuch as: investments, agriculnrral proou"tioo, 

"rargy, 
,rt"ao*,"a"ur, industry, rubber production, banks, foresrindustries, meat processing (bovine/sriirJ.

12' unavailable: There's a special edition for each of Brazil's siates conveying similar, in-depth research.

13' base de datos 

^cJT@,j1'o* 
entries 

.and glowing) plus dedicated, unnumbered sector folders onenergy/pollution/engineering, economy/growih, pi"r,irri petrochemicals/gas separation, steelindustry/cars/aluminum tmJt;at irooli.iirl."."rri--',.rtitrrlp-urp. & paper mills, tobacco,sugar/chocolate/sweets/juice/alcohol, diary products, meat/oil f.J"ro (bovine, poultry, swines, edible oil, agri-
BT:T:'' 

pharmaceutical/detergent/.t.uoirg-rgrots/cosmetics, t"r.rrg, (beer, sorla, uoitrersl; also folders c-56g,

COLOMBIA
1' l: semane Ranking de las 100 empresas m6s grandes de C0LOMBIA. Edicidn especial Abril de 1ggg.
2' Latin Trade' March 1998' Special informati-on on Bogotd-based Santo Domingo Group, coLoMBIA,S largestconglomerate (cover story fearuring group profile ,"d _;;;;;;;lpproa"n;
3' Guide to Foreign Trade Exporters CoLoMBTA lgg1 - 1ggg. proExport Colombia.

CHILE
1' Gesti6n Ranking de Exportadores. Edici6n Especial. Abrit r99g N" 277.

:. ?X?ffi|;H:?-fr?1ee7' 
Publicado por el Ministerio de Relaciones Exteriores y la Direcci6n de promoci6n

3' base de datos CTr@ (about 40+ contacts) plus dedicated company folder c_765

'1' Amdrica Economla: .HILE Las Grietas der Modelo. 23 de abril de 199g.

5 Estrategia RANKING DE EMPRESAS 1996. Incrudes the following secrors:electricity' telecom, construction, *i",lg, ror.r"v}.n i.r,'u*io..., manufacturing, services. It,s hasr:t been easy to get the more recent issues but ir;r , gooo'rorrirg ioirt ,roog with contemporary paper rearring.
: Esrrategia El Diario de Negocios de chile. Good on-and-off reading.

P.ARAGUAY
- srrrell CTI@ database, about l0 contacts and to-be_revamped soon

k
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WfiIT
, .uuru11m jnlg1gry of Peru/Directorio Industrial del Per6 - 196. pgblbsfuad t'-{ :fu S'ruefuJ 5a;rooal de

j@rum@11c, :ms*udEs general information on Per(r: basic, agriculture, fisheris. mtualg" UfOurasrm:ms- wmnrrrE*'tur-ing

our@m[rm. :r:u[ism, plus quite a few economic data.

,l nrrm Trade May 1998. 'Per['s Mixed Outlook" (cover story and country report-rnrtmcm guur u: k!r'ur.

f llryomIryort Directory - 1998 Edition. Peruvian Exporters' Association - ADEX. I irnr- kmi-

-.RUGUAY

- Uemoria y Balance de la Cdmara de Industrias del Uruguay
:_rrrcicio 1997-1998

l. Uni6n de Exportadores de Uruguay (UEU *.dbf file)

-t. base de datos CTI@ (*.dbf file, about 230+ contacts; fundamentalmente orientada a empres:ls de perfil hdusuial'

e.g. alimentos, frigorfficos, bebida, petroquimicos, pl6stico, vs. en oposici6n a instituciones bancarias, hospitales.

comercios)

4. Gufa de Ingenierfa 1998. Publicada por la Asociaci6n de Ingenieros del Uruguay.

U.S. I

1. FORTUNE 1998 500 AMERICA',S LARGEST CORPORATIONS. April27, 1998

2. FORTUNE 1994 The I:rgest Industrial Corporations in the World. July 25, 1994
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1., r11flilil"fl,,uliilr *d{;Ja :r. genelal y ediciones especiales

*ElHTLi :;': up61'Tpowjones special edition. Latin America's 500 krgtsr [:":gnar* r;r,;hr:r ].:.,;mberlrrL- -ILi ;i a 'must have' annual issue.

-' *ir:f. r:ade/nflmeros especiales/good on-and-off selective reading
perspectivas para 199g
Top 100 Publicly trade companies
Peni
Brazil
Venezuela

: Gaznta Mercantil (s6o Paulo edition); excellent year-round readirg newspaper, if you can afford it ru-$ - 5 prrra1'-after copy in Montevideo; u$ 3.5 newsstand in Buenos ei..r; ,6 g00 annual subscription).

1 Am€rica Economfa' Depends on what you're after. For us, very limited use - we,re not after banks, telecom.inoney markets, tourism.

5' Fornrne 500 (annual issue) helps you build the world picture, as many south American companies are owned b1,world corporations.

s' D*-gaBuyer's Guide'- Published by APLA l^atinAmerican Chemical Industry. Basically a directory of latirAmerican chemical industries/manufacturers/products. At times, some companyiaddress is dated.

7' FoRTUNE 1994 The largest 500 Industrial corporations in the world. July 25, 1994. Same usefirlness as item5.

8' FORTUNE 1995 The Forhrne Global 500/!vorld's I-argest Corporations. August 17,lgg5. Roughly, sameusefirlness as items 5. and 8.

9' FoRTUNE 1996 The Fornrne Global 500AMorld's I-argest Industrial and Service Corporations. August s,1996.Roughly, same usefulness as the other issues.

10. Anuario Peroqulmico Iatino-americano 1997r9g. simirar to item 6.

11' 1998 commercial Report Industria Qulmica & Petroqulmica. Misleading title. It's actually a paid advertisingdirectory of various players in the petrochemical arena.

(September 1998)
(May 1998)
(June 1998)
(February 1998)

r-
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i,ilrllllliii'1,*'liil,, 'hqlifi:-*j€ AdvertiSing/Other 'FOrmal' SourCes fOr State 'c PLa--::J

riu 'r-.:- 3,;l:Err & Moriarty 'Advertising: principles and practice,' third od.. }-::::; F-L :i,ij

-. irrrtl:ff.& Kurtz, "Contemporary Busiless,, seventh ed., Dryden 1993.

: I'ml;ls & Radebaugh, 'Internationel Business/Environments and Operations,' sixth alir:3r* -.\ol-q::-tr\'xl;';
:r: ]

r careora & Graham, 'International Marketing,' 10th edition, McGraw-Hill rggg.

?C-based informarion. either *.dbf files or CD media

i. Balango Anual 95/96. One-time publication by Gazeta Mercantil, contains a wealth of information about the-maiores 
emptesas do Mercosul e do Brasil". Never again published in CD format it's the closest thing to a best.

single file collection for a reasonable price, less than u$ 100.

2. Industrial Directorio of Rio Grande do Sul/Cadastro Industrial do Rio Grande do Sul Edi96o lgg1 tgl. published
by the Federag5o das Industrias do Rio Grande do Sul is a welcome addition to anyone involved in RS.

3. Uni6n de Exportadores del Uruguay. Lists all UEU members.

4. CTI@ databases, developed and fully maintained in-house, contains a growing number of confirmed contacts in
most industry branches deemed targeteable and include

most food processors

breweries
industrial bakeries
soda bottlers
tanneries
slaughterhouse/packing plants

bovine/ovine/swines/fi sh
edible oil/agro-industrial

sunflower,
petrochemical and chemical plans
dairies/milk by-products (cheese, yogur, butter)
gas separation plants
wAter/wastewater engineers/groups/contractors

contact summary by country:
Argentina

Bolivia
Brazil
Chile
Colombia
Paraguay
Peru
Uruguay

mixed bag

220 industrial plants
100 wastewater related firms
29 industrial plants

230 industrial plants
42 industrial plants
4 industrial plans -> to reach ca. 60-70 soon (Jan'99)

11 industrial plants
5 industrial plants -) to reach ca. 60-70 soon (Jan '99)

230 industrial plants/field conracts

90 (South and Central America mix)


