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Moldova: Project for Enterprise Restructuring ("PER") - Capacity Building 

EXECUTIVE SUMMARY 

The Moldova Private Enterprise Restructuring ("PER) Capacity Building task order managed 
by the East West Management Institute ("EWMI"), an fliliate of the Soros Foundations 
network, began November 1, 1995 and was completed on August 31, 1996. The original 
seven month task order was extended under a no-cost extension to allow EWMI's in-country 
team of expatriate and Moldovan consultants to complete the first collective farm restructuring 
as well as prepare for a roll-out of this pilot task order. 

EWMl's expatriate consultant team, led by Vincent Morabito, quickly established an 
operational project office in early November 1995 known as the Center for Private Business 
Reform ("CPBR ). Throughout the task order Mr. Morabito's leadership and management of 
complex issues and relationships ensured the success of this pilot task order. 

CPBR immediately established a management structure based on the skills of the senior 
expatriate consultants, the restructuring needs of Moldovan enterprises, and the training needs 
of prospective Moldovan consultant trainees. The CPBR long-term expatriate consultants and 
their skills are as follows: Florin Patriciu, corporate finance, accounting, and investment 
banking, Eugene Moore, management, industrial relations, and industrial engineering, Charles 
Jelinik-Francis, law and investment banking, Val Sibirsky, industrial engineering, marketing 
and foreign trade, Derek Wilson, industrial relations and accounting. 

The Moldova PER Capacity building task order seeks to train Moldovan consultants in the 
skills necessary to continue enterprise restructuring after donor assistance has ended. "Capacity 
building" is intended to build the capacity of local consulting firms and business service 
providers and to develop a group of trained Moldovan professionals to continue restructuring 
Moldova's 1,500 medium and large enterprises after USAID assistance ends. 

CPBR moved quickly to identify and recruit qualified Moldovan professionals to work directly 
for CPBR's expatriate consultants in four functional teams. In addition, CPBR issued a request 
for proposals from Moldovan consulting firms to subcontract with CPBR to develop their 
enterprise restructuring skills. CPBR hired 29 Moldovan professions and subcontracted with 
four Moldovan consulting firms with each flrm contributing eight consultants for a total of 61 
Moldovan trainees. In turn, each of the consulting firms and the Moldovan professionals were 
assigned to one of the four functional teams created by CPBR based on the skills of the 
expatriate consultants and the enterprise restructuring needs of Moldovan enterprises. 

CPBR expatriate consultants together with the Moldovan consultants designated a "career path" 
for each consultant to focus their on-the-job training during the task order. The following 
career paths were designated for each consultant: accounting, financial analysis, industrial 
engineering, marketing, law and labor relations. The choice of career path was based on the 
Moldovan consultants education and their needs to build specific skills. During the task order, 
each Moldovan consultant also received on-the-job and formal training in the other career paths 
to create an inter-disciplinary learning experience. Prior to their on-the-job training on 
engagements at Moldovan enterprises the Molodvan consultants received a one-week training 
course designed and taught by the expatriate consultants to teach them basic consulting, 
business, and analytic skills. 

Following the selection of the Molodvan professionals and the consulting firms, CPBR set 
about the task of identifying and selecting Moldovan enterprises for restructuring. Following a 
call for applications, 17 enterprises were selected to participate from among 41 applicants. 
Selection criteria were developed by CPBR and vetted with USAID and the Ministry of 
Privatization of Moldova (CPBR's Moldovan counterpart organization). Primarily, selection 
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was based on the enterprise's willingness to restructure; industry and regional diversity; 
privatized enterprises versus state-owned or new private enterprises; the training benefits 
derived by the Moldovan consultants posed by different enterprise problems and other criteria. 
These enterprises were then evenly distributed among the four CPBR consulting teams led by 
the long-term expatriate consultants with the fifth team focused on the legal issues at all of the 
enterprises. 

Following enterprise selection, the CPBR teams of expatriate and Moldovan trainees conducted 
a detailed diagnosis of each enterprises' condition and restructuring needs and prepared an 
action plan for each enterprise. Each Action Plan (see report Annex) followed a common 
outline and addressed the specific concrete steps to be taken by CPBR consultants. Following 
approval of the Action Plans by the Molodvan Ministry of Privatization and USAID 
implementation began immediately. 

A summary of the concrete steps of each Action Plan and the tangible results achieved at each 
of the 16 Moldovan enterprises is summarized below in Section IV as well as in greater detail 
in the attached annexes. A few highlights, however, of several of CPBR's accomplishments 
include the following: 

Restructuring of the Nisporeni collective farm, the first ever, and highly significant both 
politically and economically in Moldova's agribusiness dominated economy. Due to this 
successful pilot effort this model is being replicated in a national roll-out of this task order. 

The first private placement of common shares in Moldova for Ungheni-Vin a winery 
enterprise. Ungheni-Vin has substantially increased working capital, purchased a bottling line, 
which increased capacity and competitively positioned the enterprise for a larger share of the 
domestic and foreign market. 

The successful implementation of a market research and market development program for 
Bucaria, a candy manufacturer, leading to a 30% increase in sales. 

The development of computer software for cash management, cash flow forecasting, and 
accounting that dramatically reduced the time spent by Cupcini-Cristal on accounting while 
focusing attention on the firms costs and profitability which led to a targeted marketing 
strategy. 

The development of a legal proposal for amending a National Bank of Moldova regulation 
regarding repatriation of export earnings, which affects many enterprises. 

Similarly at the conclusion of this pilot task order 61 trained Molodvan professionals and four 
consulting firms skilled in enterprise restructuring techniques are now able to continue this 
work for the benefit of many more Molodvan enterprises. Most of these Moldovan consultants 
will continue to develop their skills and many will lead new teams of Moldovan consultants 
being recruited for the current national roll-out of this task order. 

There are have been many challenges and problems in executing the task order but most 
notably among them were managing tight deadlines and overlapping tasks and the constraints 
in the enabling environment at the enterprise level (e.g. laws, regulations, finance). 

The project kept to the original schedule, expanded the scope of some activities, and achieved 
results largely as a result of the dedication of both the expatriate and Moldovan consultants but 
also as a result of the collaborative working relationships developed between CPBR's 
management and USAID, the Ministry for Privatization and many others in the Moldovan 
Government and private sector. 
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For all parties involved it has been a gratifying demonstration of the effectiveness of U.S. 
foreign assistance because of the unwavering commitment to transferring the know-how of 
Americans to Moldovans and that shared learning experience. In that context we believe that the 
capacity building objective of the project has been accomplished and will continue to be 
deepened during the roll-out task order now underway. Because the simple principle of how to 
engage the problems facing Moldovan privatized enterprises was ultimately viewed as creating 
a Moldovan solution of trained Moldovans the U.S. will be able to successfully disengage its 
assistance. 
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11. TASK ORDER OBJECTIVES AND SPECIFIC PROBLEMS THE TASK 
ORDER ADDRESSES 

a. Objectives 

The dual objectives of this task order were to develop Moldovan enterprise restructuring capacities 
and to provide models of successful enterprise restructuring. The task order focused on the 
restructuring problems of Moldovan enterprises, standardizing and documenting successful 
approaches to restructuring, and on the successful transfer of restructuring know-how and skills to 
Moldovan managers and consultants. The task order also entailed capacity building initiatives in 
land sales, land titling and the organization of initial public share offerings. 

b. Problems Addressed by the Task Order 

This task order is one of a variety USAID-financed activities designed to foster Moldova's 
economic transformation. Other task orders support broker dealer operations, use of third-party 
registrars, Initial Public Offerings (IPO's), accounting, land registration and sales, general capital 
markets development, and public education. A requirement of this task order was that the 
contractor collaborate with the other USAID-financed activities. For example, enterprises selected 
for assistance under this task order also had to be eligible and/or active participants in other USAID 
assisted programs, thereby combining and leveraging various forms of USAID assistance to 
maximum effect. 

This task order was specifically designed to address the critical issue of "capacity building," as part 
of a USAID strategy for ensuring that the economic restructuring process in Moldova will be 
capable of continuing without donor assistance. Rather than engaging U.S. consultants in long- 
term consulting projects with individual enterprises, therefore, the task order sought to develop 
institutions and a legal and regulatory framework that would facilitate the restructuring of privatized 
enterprises and sustain their commercial viability and that of business start-ups The pilot 
restructuring initiatives with privatized enterprises were designed to provide on-the-job training for 
Moldovan professionals and counterpart professional and other business service firms that support 
the private sector. Since neither USAID nor the international donor community have the resources 
to implement enterprise restructuring for thousands of enterprises, this training component was 
understood to be critical to the long term success of economic restructuring in Moldova. The task 
order required a market-driven approach led by local market participants rather than donors and 
consultants. These local participants, having been trained under the task order, are to provide the 
expertise and financing for broader restructuring activities in the roll-out phase of this USAID 
sponsored program and thereafter, once donor supported activities are terminated. 

This task order therefore focused on three segments of the Moldovan private sector: 

1) Moldovan individual professionals, 

2) Moldovan counterpart professional service firms; and 

3) Moldovan privatized industrial enterprises. 
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111. DESCRIPTION OF TASKS, THE CONTRACTOR'S WORK PLAN AND THE 
ACHIEVEMENTS OF DELIVERABLESIBENCHMARKS AND RESULTS 

Task 1: Selection of Moldovan Professionals and Counterpart Professional 
Service Firms 

This task was completed by January 1996. Moldovan professionals were drawn from the financial, 
accounting, consulting and academic sectors and thereafter were trained by the Contractor in 
enterprise restructuring modalities. Counterpart Service Firms were identified and placed under 
subcontract to assist in enterprise restructuring. These firms developed a range of skills typically 
found in Western firms that assist businesses to become more competitive and profitable in an ever 
changing international marketplace. 

Task 2: Selection of Privatized Industrial Enterprises. 

This task was completed on schedule. The enterprises participating in this task were selected 
through a tender process based upon a number of key criteria. The program was publicized and 
application forms were made available to enterprises. Enterprises were required to submit their 
applications to the Government of Moldova ("GOM). The Center for Private Business Reform 
("CPBR, the name given to the project offlce of the East- West Management Institute), upon 
initiation of the task order, worked with the Ministry of Privatization ("MOP") and USAID to 
develop a "ranking of relevant and important agreed upon selection criteria." Once completed, 
collected and collated, the applications were reviewed by a selection committee of the MOP and the 
CPBR, and an initial short list of enterprises was established. The managements of these 
companies were invited to discuss their proposals with the MOP, USAID, and CPBR. Enterprises 
were finally selected by the MOP, USAID, and CPBR after a site visit to each enterprise. Initially, 
a group of 15 enterprises were selected by MOP, USAID, and CPBR. With the agreement of 
USAID and MOP, two enterprises were added to the task order for a total of 18 enterprises. 

Task 3: Develop and Implement Brief Training of Moldovan Professionals and 
Counterpart Professional Service Firms. 

The 29 Moldovan professionals and four firms (each contributing eight professionals) identified 
for participation under this project were trained by the Contractor in the course of carrying out 
enterprise restructuring activities. As such, on-the-job training was a key focus of this task order. 
A Work Plan detailing training plans, procedures and programs was submitted to the MOP and 
USAID within three weeks of the project's start date. 

The 29 trainees consultants were divided into four equal groups comprising accounting, financial 
analysis, industrial engineering, marketing professionals; law and labor relations formed a fifth 
unit. Each of the first four groups was assigned to a selected Moldovan consulting company which 
provided an additional group of eight consultants to form an integrated team of 14- 15 persons (for 
a total of 16 trainees). All five units were headed by a highly skilled expatriate who selected a 
"local team" from among the Moldovans. Each expatriate is a mentor in one of the designated 
career paths or skill areas while having line responsibility for their particular consultant unit. 

Following a call for applications, 16 enterprises were selected to participate from among 41 
applicants. The selections were based on perceived enterprise enthusiasm for reform and 
restructuring, industry and territorial diversification (to provide the necessary variety for training 
purposes) and other criteria. All enterprises were privatized and special attention was paid to avoid 
selecting more than one or two "hard case" or "hopeless" consulting projects. The selected 
enterprises were uniformly distributed among the four operational groups which then provided on- 
going enterprise specific restructuring assistance over the life of the project. Short term consultants 
(e.g., in marketing, production or a particular industry such as food processing, candy or furniture 
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manufacturing) were recruited in the U.S. and served as both specialized mentors and leaders for 
specialized teams at enterprise level. 

With the end formal training in early January 1996, Task 3 was completed on schedule. 

Task 4: Develop Business Plan as Appropriate for Each of the Pilot Enterprises 
(Action Plan) 

After selection of an enterprise for technical assistance, the assigned team of consultants worked 
closely with the enterprise management, representatives of the workers' collective and, where 
applicable, significant outside shareholders and/or creditors. Together they developed an Action 
Plan detailing the restructuring activities needed to improve management and overall performance 
of the firm while identifying worthwhile areas for investment. 

Performance of Task 4 (development of Action Plans), which was the first substantive task 
performed by the trainee consultants, proceeded smoothly and was completed on schedule. The 
USAID/COTR approved the Action Plan for each enterprise which detailed the areas of 
restructuring CPBR's consultants (expatriate, Moldovan professionals and Moldovan consulting 
firms) would undertake over the life of the project. The highlights of the Action Plans for each 
enterprise are summarized below in Section IV. 

Task 5: Business Plan Implementation 

Based on approved business plans developed in Task 4, implementation was begun in the second 
quarter (February-April 1996) of the task order. Business plans were drafted and approved by 
USAIDIWashington by mid-February 1996. These plans were structured to clearly define the 
consulting services to be provided to the cooperating enterprises. Implementation proceeded on 
schedule with no particular problems encountered by the consultants or the counterpart consulting 
firms. The deliverables under each plan are detailed below in Section IV. 

Task 6: Development of LegaYRegulatory Framework and Documentation 

CPBR has continuously assisted the MOP with reviews and recommendations on a variety of draft 
legislation and regulations including foreign investment laws, bankruptcy and restructuring laws, 
joint-stock company law and regulations for the national bank of Moldova regarding repatriation 
export earnings. CPBR's lawyers reviewed all business legislation, coordinating their efforts with 
other USAID projects having the same mandate so as to avoid duplication of effort. In addition 
CPBR legal staff advised each of the Center's restructuring teams regarding legal and regulatory 
issues encountered throughout the various phases of the project. Legal staff were actively engaged 
in providing assistance to all 17 enterprises, resolving issues of land sales, corporate governance 
and preparations for annual share holders meetings. 

Task 7: Develop Strategy for Replication of the Program Nationally 

At the end of the task order period, a strategy was submitted to USAID and the MOP to replicate 
the project's enterprise restructuring and capacity building program at the national level. A plan 
was accepted and, on September 1, 1996, the roll-out task order began. 
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IV. RESTRUCTURING TEAM'S COMPLETION REPORTS 

The original level of management consulting skills of CPBR's Moldovan trainees was inadequate 
by Western standards. The trainees' own skills, background, work experience, leadership and 
language abilities were diverse. The group included recent graduates of the Moldovan Academy of 
Economic Studies, professors at the same institution, former engineers, physics researchers, 
journalists and others. The CPBR selection process was effective in selecting highly motivated 
trainees of an unusually high level of intelligence, but, not surprisingly, no former management 
consultants or Western-level professionals were in the group. 

This situation created special challenges for the CPBR's management in terms of achieving 
coherent teams where all participants possessed' at least a minimum of knowledge in each 
discipline. An attempt was made to balance each group with trainees in different skill areas as 
follows: financial analysis, accounting, marketing, industrial relations and industrial engineering. 
Over the longer term, however, the diversity of trainees' backgrouinds contributed to the 
effectiveness of our consulting work with enterprises. The groups were welded, gradually, into 
coherent and effective units by intensive interaction with their respective senior expatriate 
consultants and other short term expatriates. 

In this context, the one-week formal training seminar at the beginning of the program represented 
an important first step. To provide a common knowledge base for our consulting trainees, the 
CPBR expatriate consultants organized the training program as a structured walk-through of 
expected events or problems in typical consulting assignments. Training materials were selected for 
presentation and group discussions were conducted, sometimes with case studies and other 
practical demonstrations. 

In addition to the brief management seminars attended by the entire CPBR group of trainees, the 
senior expatriate consultants gave many informal seminars on matters having to do with Western 
financial accounting, cost accounting, marketing, as well as advertising, organization, human 
resources, capital markets, production management, and industrial engineering. These seminars, 
which were open to all CPBR trainees, usually took place on Saturdays when a l l  trainees gathered 
at the Center from their enterprise field trips. 
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1. GROUP 1 (Led by Senior Expatriate Consultant Florin Patriciu) 

A. Description of Consulting Teams 

Group 1 comprised seven Moldovan consultant trainees (an eighth, Sergiu Botezatu, was detailed 
as coordinator to the special land pilot-project in Nisporeni). The list of consulting trainees and 
their detailed performance evaluation is below. The list contains the trainees' original professional 
specialties, e.g., financial analyst, accountant, marketing, industrial relations or industrial 
engineering. These specialties were assigned after taking into consideration trainees' educational 
and work background, their aptitudes and preferences as well as the project's needs. 

In addition to CPBR direct hire Moldovan professional consultants, Group 1 received eight 
consultants from the Moldovan consulting firm AGB IS, specializing in services to agricultural 
and food processing concerns. Together the 15 trainees acted as a unit under the leadership of the 
senior expatriate consultant Florin Patriciu, who was assisted by a capable Moldovan deputy, 
Valeri Cebotari. The consultants were also divided in client-oriented task sub-groups with one 
consultant trainee responsible for liaison and coordination of activities with each client enterprise. 
The coordinators also participated as ordinary members in other sub-groups, when available and 
needed. 

B. Development of the Skill Levels of Consultant Trainees and Moldovan 
Consulting Firms 

The attached, confidential evaluation form describes the progress achieved by each of our 
consultant trainees in terms of specific skills, as graded in relation to acceptable Western 
management consulting levels of proficiency. While some trainees advanced farther than others, 
the overall increase in their proficiency level was impressive. We are confident the great majority of 
our trainees will be able to provide the needed human resource foundation for a professional 
Moldovan management consulting industry, to enter the executive ranks of medium and large scale 
enterprises, or to become successful private entrepreneurs. 

AGBIS also benefited greatly, not only from the increased proficiency level of their own 
consultants but also from expanding their expertise to new industrial segments, developing new 
potential clients and learning to manage multiple teams in complex consulting assignments under 
tight quality and timing requirements. 

The following chart summarizes the evaluation by the team leader of the different skill levels of 
each consultant in their specific area of expertise "before" and "after77 the Moldovan PER task 
order. 
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3. GROUP 3 (Led by Senior Expatriate Consultant: C. Eugene Moore) 

A. Description of Consulting Teams 

Following brief formal training, the 14 members of Group 4 developed a structured approach to 
their consulting work by drafting outlines for discussions with their four enterprise-clients to 
clarify problems in sales markets and products; manufacturing, quality, costs, capacity, 
management control information; utilization of people, and motivation and supervision. As 
questions arose, special seminars with additional materials were undertaken throughout the period. 
A condensed sequence of the subjects covered and questions for early visits with clients were also 
developed. 

Special assistance was received from the short term senior consulting experts, Greg Vaut, Bob 
Marenek, Marek Stawitski and others; their specific knowledge helped buttress those subjects 
which could not be covered in formal training except in a cursory way. 

It is a real tribute to all our trainees, as individuals, that they became able to tackle the consulting 
problems and understand the appropriate possible interventions by management that could change 
the enterprise performance. They were energetic, enthusiastic and had a keen desire to acquire new 
information. 

Most important is that they became aware quickly of the social economic implication of the shift in 
economic goals as they came into focus. They worked enthusiastically in discussing the need for 
change in organizational emphasis and searched for new ways to productively use resources. 

The trainees' skill levels were increased to the point where they can approach their clients' 
problems in an organized manner, analyze and offer profitable solutions to client companies. 
Several different skill areas were identified and consultants were classified according to these skill 
areas which are as follows: Financial Analyst (F.A.), Marketing (M), Industrial Relations (I.R.), 
Industrial Engineering (I.E.). The chart below summarizes the evaluation by the team leader of the 
Moldovan consultants by different skill areas and on a before the project and after the project basis: 
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STRICTLY CONFIDENTIAL 

GROUP 3 - MOLDOVAN PERSONNEL EVALUATION 
(Grading between 1 - 10, with 10 maximum) 

CPBR Consultants 
Valerii, Efimov 
Viorel Ursu 
Oleg Calistru 
Victor Groza 
Nina Cuzetsove 
Ludmila Nesterova 
Igor Gorashov 

MOBIAS-TRUST 
Consultants 
Elena Ciornaya 
Stefina Poberejnik 
Sergiu Ciobanu 
Andrei Rocotov 
Eugeniu Gluhenkii 
Vitalii Iovitsa 

CPBR Consultants 
Valerii, Efimovs 

Viorel Ursu 
Oleg Calistru 

Victor Groza 

Nina Cuzetsove 

Ludmila Nesterova 

Igor Gorashov 

MOBIAS-TRUST 
Consultants 
Elena Ciornaya 

Stefina Poberej nik 
Sergiu Ciobanu 

Andrei Rocotov 
Eugeniu Gluhenkii 

Vitalii Iovitsa 

Skill 
Area 

(I.R.) 
(F.A.) 
(I.R.) 
(F.A.) 

(A) 
(A) 

(I.E.) 

(I.E.) 
( A )  

(F.A.) 
( A )  

(F.A) 
(I.R.) 

Financial 
Analyst 
before after 

5 7 
1 4 

6.5 8.5 
6.5 9 
2 5 
3 4 
6 7.5 

Accounting 

before after 
5 7 
2 5 

6.5 8.5 
8 8.5 
3 6 
2 5 
6 7.5 

COMMENTS 

Marketing 

before 
6 

4.5 
4 
5 

NA 
4 
5 

3 
3 
4 
2 
4 
4 

after 
8 
7 

6.5 
7 

NA 
6 
7 

6.5 
6 

5.5 
3 
6 
7 

FORM 

Industrial 
Relations 
before 

5 
3 
4 
4 
2 
3 
4 

5 
5 
4 

NA 
4 

4.5 

after 
8 
6 
6 
7 
2 
4 

7.5 

7 
7 

6.5 
NA 
7 
7 

Highly recommend as leader, solid management and problem solver 
skills. 

Industrial 
Engineering 
before 

7 
5 

5 

5 

NA 
NA 
7 

6 
5 

Quick learner, solid individual, energy, good team player. 
Excellent financial analytical, and computer models, good teacher, needs 
experience in supervision. 
Considered for additional leader, tops financial analysis, computer 
models. Management problem solving. 
Studious, limited experience, best working alone, will advice on career 
alternatives. 
Limited accounting, most interest in organization and human relations- 
translating. 
Learned general management consulting well. Excellent marketer and 
teacher. Can run small group. 

Tops in finance and accounting, excellent teacher, leader in small group. 
Problem solver. 
Excellent in finance and accounting, can teach, a fine team member. 
Mature engineering manager, solo engineering skills, finance skills good, 
owns own engineering firrn. 
Very young, inexperienced, will advise on career alternatives. 
Excellent industrial engineering consultant, very good marketing 
understanding, quality programs. 
Excellent computer training skills and modeling, can teach marketing. 
New masters degree. Will provide assertiveness training. 

after 
9 

7.5 

9 

7 

NA 
NA 
8.5 

7 
6 
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B. Development of the Skill Levels of Consultant Trainees and Moldovan 
Consulting Firms 

Our team consisted of seven consultant trainees directly hired by CPBR from the best Moldovan 
applicants, albeit with low skills in consulting and limited experience in private enterprises. The 
deputy team leader, Valeri Efimov, had been employed as the chief of private business 
development at the Moldovan Chamber of Commerce. He mastered the new skills well, which, 
combined with his native general management skills, provided optimum day-to day leadership to 
the group. The others had university and post-graduate degrees. The skills most had studied were 
primarily finance, accounting, economics and physics. They had limited English language skills at 
the start which in some cases improved greatly over the course of the project. Two of the seven, 
Messrs. Gorasov and Groza, served as team leaders each with seven employees (mixed 
consultants and CPBR trainees). They accepted their responsibilities very well and exercised good 
teaching skills and leadership; this was remarkable given that the concept of management as an 
active and participatory experience was new to .them (most were familiar only with top-down 
management in their previous careers). 

The seven members of MOBIAS-TRUST consulting firm were older and more experienced. They 
worked cooperatively and enthusiastically, and expanded their original set of skills which grew 
proportionally higher from their initial higher level of experience. Their accounting knowledge was 
superior and the two mature industrial engineers demonstrated their skills and became creative in 
providing solutions to their client companies. The leadership of MOBIAS-TRUST (Petru Tisacov) 
provided competent and enlightened guidance. 

C. Enterprise Restructuring Reports 

"ZETO" J.S.C. 

C.9.a. The Objectives in the Original Action Plan for Consulting Services 

1 . A marketing plan with a three-year horizon for analysis and forecasts of sales by product 
sectors. The present objectives and strategies must be completely adjusted for the lack of any 
market for the present products; to provide viable sales and profits in the future; 

2 . Selection of the most satisfactory existing buildings for reduced production; demobilization of 
unused space and its associated overhead cost; 

3 . Organization of machinery and equipment to support new strategic products more efficiently; 
and 

4 . Organization of programs for more economic materials in the supply chain; and 

5'. Reorganization of the management structure and procedures for a detailed strategic plan. 

C.9.b. Consulting Engagement Implementation and Results 

1 . A new marketing and sales program for home heating boilers and products for small buildings 
was initiated to replace existing hi-tech industrial products. New marketing personnel have 
been assigned and are in the field selling the new products which are being placed into 
production now. New, stronger distributors, have been selected. Good progress has been 
achieved as shown by market results in sales of Zeto's products. 

2 .  The production areas are being rearranged offering more efficient manufacturing of the new 
products. New machinery is being procured for installation into the new plant layout as it is 
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implemented next year to satisfy new product sales and increase factory productivity. These 
activities and expenditures were approved at the special meeting of the stockholders, May ,, 

17,1996. 

3 .  The management organization structure has been revised and new duties assigned to provide 
concentration on a new, more economical, supply chain for direct materials. This will improve 
incoming goods quality, lower costs and improve the timeliness of delivery to control work in 
process inventory levels. 

4 .  Management has been trained in a more stringent quality program that measures the actual 
production against the intended designs and offers training and technical assistance to 
employees and supervisors for improvement when the product is non-conforming. 

5 . The installation of these new administrative programs is being controlled by monitoring the 
series of management tasks outlined in sequence in detailed critical path charts (CPM) for each 
program showing the major events required to complete their implementation. 

6 . We provided new cost accounting models, break-even cost analysis, and trained employees in 
their use in accounting which has provided improved price planning for all product sales. 

Summary: 

The enterprise has been strategically re-planned using a new market paradigm which offers the 
only realistic prospect of avoiding closure and returning to prosperity. Zeto forecasts increases in 
profits from this boiler shop project starting in 1996 of approximately L 500,000 annually through 
1999 on product revenues of L4,000,000 per year. 

C.lO. "NORD-MOBILA J.S.C. 

C.1O.a. The Objectives in the Original Action Plan for Consulting Services 

1 .  Participation in the analysis of economic feasibility to divide Nord-Mobila into five self- 
supporting economic units: new consumer and business furniture, truckslauto service, 
commercial shops, food processing and metal fabricating. 

2.  Assistance in the improvement of production planning, planning of cost accounting, and 
pricing policy, along with a study of capital structure, and reduction of debt. 

3 . Assistance in enterprise's marketing strategy development, informational flow development 
and advertising activity. 

4 . Consulting in improving manufacturing process, quality control systems and up-to-date 
measuring devices, reducing energy loses, information on new technologies. 

5 .  Development of 3-5 year business plan, which will serve as a guideline for current activity. 
This will be also a good basis for raising additional capital. 

C.1O.b. Consulting Engagement Implementation and Results 

1 .  The consultants analyzed the request to split Nord-Mobila into five business units and 
estimated the costs to be L 1.5 million without beneficial results. We successfully 
recommended this plan be dropped. 
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2 .  Training was given in methods of preparing financial plans as a data base for production 
schedules, direct materials requirements and a real cost model, all of which provide for 
monitoring actual performance in the operating departments. These procedures also facilitate 
new pricing policies and visibility in cash flows. 

3 .  A new marketing department was established with 4 persons (2 consumer and 2 industrial 
specialists); procedures have been set-up, markets identified and already people have been 
actively selling in the field. Field activities have provided increases from L 9 million sales in 
1995 to L 14.6 million in 1996 and up to L 24 million forecast in the year 2000. Profits will 
increase in 1996 from L 897,000 (6% of sales ) to L 2,397,000 (10% of sales) in the year 
2000. 

4 . Increases in advertising and expositions are planned immediately and will keep pace with future 
market requirements. Increases in sales have used up the available production capacity, 
requiring a new factory layout and additional equipment, which has been planned and ordered. 
New (1996) regulations allow for restructuring funds to be available from Value Added Taxes 
(VAT) by memorandum with the Council of State Creditors; an application is being submitted. 

5 .  More than 30 new procedures have been planned that will enable the company to achieve 
international standards of quality and be competitive in regular production. Increases in costs 
for these activities will be compensated by lower total costs by reducing losses, errors and 
defects. 

6 . In close cooperation with the Nord-Mobila purchasing department, we have developed a direct 
materials data base to be installed on new computers in July; it monitors the quality and cost 
performance from current suppliers to improve performance in each category. A manufacturer 
in Italy has extended an offer of cooperation and may provide assistance with specialized 
materials. 

7 . The consultants have made an assessment of the additional sales and profit from newly signed 
contracts for more than L 5 million in furniture sales. The growth is projected to double the 
plant by the year 2000 and a business plan has been proposed in accordance with Western 
accounting standards, now available from our cost model. It will be completed and available to 
search for new capital to support the growth of Nord Mobila. 

8 . The factory processes were reviewed by Robert Mareneck, a senior expatriate consultant and 
furniture industry specialist and executive from the U.S. He also reviewed and made 
recommendations for adjusting the company's marketing plans. He shared his experience in 
Western markets and assisted the consultants to use the new cost information supplied by 
experts in translating Moldovan accounting norms into Western style "cost of goods sold" 
information for improved pricing. 

Summary: 

The consulting team worked closely with a progressive management team to open up significant 
new markets, develop new products, and the capacity for a qualitative and quantitative jump on 
enterprise economic activities; Nord-Mobila will prosper in the increasingly competitive free market 
environment 

C.11. ELCAS Joint Stock Company 

C.1l.a. The Objectives in the Original Action Plan for Consulting Services 
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Consulting activities will focus primarily on the development of a 3-5 year Business Plan 
aiming at a new product introduction and related rationalization of present facilities and production 
processes. While working on the Business Plan (see Annex 111), the consultants will offer some 
programs for immediate improvement, such as: 

1 . Quality Program (to analyze present performance and provide training to management to lower 
defects and improve product performance); 

2 .  Marketing and Sales Development Program (to immediately review present programs and 
personnel in order to expand consumer goods distribution and sales); 

3 . Program for Development of Financial Analysis and Cost Accounting Practices; and 

4 . Consulting assistance on utilization of existing manufacturing facilities for new products. 

C.1l.b. Consulting Engagement Implementation and Results 

1 .  Our consultants observed many apparent product defects in the factory, reviewed their 
frequency and examined data on field repairs whose costs were charged to the factory's 
account. A variety of remedial steps were initiated and managers trained as consultants installed 
quality monitoring programs. 

2 .  As the Company's former export markets shrank, a new marketing program was developed. 
Managers were trained to develop regional agents and minimize credit risks in their sales 
programs. A European directory and one for CIS areas yielded many opportunities for sales 
and service warehouses in other countries with existing "Elcas" installed bases and satisfactory 
prior performance reputation. CPBR located and applied field pedormance test results to new 
product designs from most manufacturers who compete with "Elcas" in the European Union 
("EU"), Commonwealth of CIS and Russia. This yielded an important reference data base and 
benchmarks for factory quality monitoring. 

3 .  A new data base for suppliers of electric motors, non-ferrous metals and plastic resins will 
enable the Company to reduce its dependence on previous suppliers of deficient materials and 
finished components. 

4 .  "Elcas" managers were trained in all "cost of goods sold" categories of expense; adapted the 
new chart of accounts, and procedures to improve management decisions and pricing of 
product from April 1996. New sales effort and new pricing provide guides to the most 
profitable products in the line which had been overlooked. 

5 .  The new accounting system has focused management's attention on forecasting sales, 
controlling costs and restructuring debt. Because of this training and their installation of 
CPBR's new accounting cost models, "Elcas" received a memorandum on relief from budget 
payment penalties from the Council of Creditors, designed to help enterprises involved in 
restructuring programs 

6 .  These improvements provide sufficient detailed information to enable Elcas to make more 
reliable forecasts and develop a new strategy. A program to determine the most helpful infusion 
of capital and the search for the longest term debt must be combined with a business 
reorganization plan to survive. 

7 . Detailed consultations on the best way of moving to contractual recruitment of employees were 
conducted with the company. Specimen employment contracts were developed for three levels 
of employees: 
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- heads of departments, shop, section (two versions) 

- engineer, worker. 

Summary: 

"Elcas" has huge debts and current washing machine sales have filled less than 20% of former 
volumes which were directed to CIS; current products fit the rural conditions of Moldovan markets 
(water, sewage and electric current). CPBR Group 3 made a significant contribution to spur 
marketing activities for sales growth. Significant quality assurance programs will support sales 
activities. Introduction of new products at realistic prices will further aid revenue growth and cash 
flow. CPBR's focus on sales enhancement is now part of the company's management philosophy. 
We have added new tools to the enterprise management and provided a focus for creating broader 
international markets for similar rural areas in all the CIS. 

C.12. RADA Joint Stock Company 

C.12.a. The Objectives in the Original Action Plan for Consulting Services 

1 . Develop an integrated management strategic plan with sales, marketing, and product 
manufacturing sections based on a three-year planning horizon. It will include model reviews 
and forecasts. 

2 . Outline changes in accounting procedures to provide tracking of changes, giving opportunities 
for management of costs. Recommend appropriate changes in pricing policies. 

3 . Develop a Quality Control Program for Production focused on setting standards and measuring 
actual performance by statistical control procedures. 

4 . Against a background of a detailed strategy it is possible that such control will provide cash 
flows and guidance for improving working capital levels-leading to improved debt 
management. 

5 . Outline an improved supply chain and the investigations required to locate and negotiate with 
dependable suppliers. 

C.12.b. Consulting Engagement Implementation and Results 

1 .  In order to develop a properly integrated strategic 3-year strategic management plan for 
"RADA", it was necessary to prepare a detailed Marketing Program, Production Program for 
manufacturing schedules, a 3-year Financial Plan, a Complete Quality Management Program 
and a Supply Chain Improvement and Inventory Management System. The RADA factory 
management staff thus had an opportunity to be trained in the preparation of an important 
segment of a Western-style strategic management plan. The plans have organized all the 
significant actions, procedures and events into a critical path sequence. Management therefore 
has the skills needed to make future revisions to its plans as appropriate in the light of 
prevailing circumstances. 

2 . Special assistance in the field of cost analysis from two experts, Mr. Marek Stavitsky and Greg 
Vaut, was extended to RADA followed by intensive training to the RADA key employees. Cost 
Flow Model and Contribution Margins for all the products shipped by the factory in 1995 were 
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prepared and calculated. Additional calculations were completed for all products produced in 
the first quarter of 1995 and in 1996. These data formed a base for the installation of new 
managerial accounting systems at RADA. This will enable management to change pricing 
policy, select the most profitable products and select better productionlprofit dynamics. 

3 . A thorough analysis of product designs, production process, technical controls, raw materials 
and component parts quality, including the auxiliary departments has been performed. All the 
normative technical documentation on Quality Management at RADA has being revised to meet 
European Standards and competitive requirements. Short and long term programs for 
modernization of equipment are in process. CPBR completed a Critical Path (CPM) Program to 
monitor remedial actions and implementation of 35 recommendations for improvement. These 
activities made it possible to increase productivity and to decrease cost by 4-5% at some 
manufacturing stages. 

4 . The consulting team prepared a short term Financial Projection for the first half of 1996 to help 
the company in restructuring its huge debts. Four activities have been formulated to avoid 
further increase in debts in 1996. The four include production of more goods for sale in 
Russian markets, disposal of "sub-standard" inventory at a discount, a forum to arbitrate 
claims to Moldresources for remedy of poor quality and arbitration for restoration of working 
capital taken by state agencies. We have proposed solid claims for negotiation with the State 
Creditors Council and some progress is under way. A long range forecast (1 996 to 1999) has 
been completed; it incorporated the Sales and Market Programs required for eventually retiring 
all debts. Marketing Programs and Quality Programs now in progress are designed to 
overcome shortcomings and promote success. 

5 .  Successful manufacture of products depends first on the appropriate level of quality of raw 
material, and components. CPBR consultants have developed a Program of Inventory and 
Supply Management, to monitor and control a number of deviations and weaknesses revealed 
in the work of the supply department. Until our intervention, communication among workers 
in the supply department was poor and their qualification for their tasks was inadequate. The 
following additional assistance has been extended to RADA: 

CPBR consultants instructed RADA in the appropriate scheduling policy for raw materials, 
materials and components purchases and overcoming problems because of previously untimely 
decision-making. 

CPBR consultants arranged that during contract negotiations for materials supply, 
specifications for quality of the materials are to be included and remedies for non-conformity 
understood by the Parties; 

CPBR consultants trained the supply manager to develop and introduce methods for procuring 
raw materials, materials and components at lower cost. 

CPBR consultants provided a system for obtaining new suppliers, based on the availability of 
new materials and accessories in the market. 

CPBR consultants introduced a computerized system of inventory management, to create an 
integrated data base on all kinds of the necessary materials suppliers in the Republic of 
Moldova, the CIS and Western countries, and also to create a data base of the recipients of 
similar materials in the Republic of Moldova. 
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Summary: 

Having recognized the inadequacy of cost information in bidding for volume contract sales, a 
completely new system of cost accounting was installed and employees trained to use and apply it. 
Low quality in manufacturing retarded Rada's sales, for which the remedy was implementation of 
a quality control program designed to significantly reduce losses, errors and defects with the dual 
objective of restoring retail stores' confidence in RADA and improving productivity. Expert 
guidance and better accounting are leading to recovery of significant cash for working capital 
improvement. 
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4. GROUP 4 (Led by Expatriate Consultant Derek Wilson) 

A. Description of the Consulting Teams 

Group four consisted of 13 individuals from the CPBR and the consulting wing of the investment 
fund, DAAC Herrnes (DAAC). The age of the consultants ranged from 22 to 48 years. The team 
was divided into two groups, with one partially worlung at the offices of DAAC. The two groups 
interacted closely, with daily information exchanges. 

The combined group had members with the following skills: financial analysis (3 people), 
accounting (2 people), industrial relations (4 people), and industrial engineering (3 people). Legal 
issues were covered by the lawyers from the CPBR and by one lawyer (1) from DAAC. 
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STRICTLY CONFIDENTIAL 

GROUP 4 - MOLDOVAN PERSONNEL EVALUATION FORM 
(Grading between 1 - 10, with 10 maximum) 

Skill 
Area 

CPBR Consultants 
Filimon, Pave1 (A) 
Aksentyk, Viktor (I.E.) 
Roshkovan, Miahi (F.A.) 
Demchenko, Marianna (I.R.) 
Rotaru, Stefan (A) 
Vulpe, Dan (F.A.) 

Financial 
Analyst 
before after 

3 6 
4 8 
5 8 
3 6 
4 7 
6 9 

Accounting 

before after 
5 7 
3 7 
4 7 
2 .  5 
3 6 
4 7 

Marketing 

before after 
4 6 
5 7 
4 7 
5 7 
4 6 
5 7 

Industrial 
Relations 
before after 

3 6 
5 7 
5 7 
4 6 
4 6 
3 6 

Industrial 
Engineering 
before after 

3 5 
7 9 
6 7 
4 5 
5 6 
4 7 

DAAC Consultants 
Gerbovets, Valiery ( 1 . )  5 7 4 5 5 7 5 7 6 7 
Dubendo, Petru (I.R.) 4 5 3 5 3 6 3 5 3 5 
Cerbari, Cornel (F.A.) 3 5 2 4 3 5 2 4 3 5 
Sirtinsky, Natalia (M)  3 6 3 6 4 7 2 6 3 6 
Vakarik, Eduard (MI 4 7 4 6 4 8 4 7 4 7 
Dilion, Vladimir ( 1 . )  3 3 3 4 3 4 3 5 2 4 

COMMENTS 
CPBR Consultants 
Filimon, Pave1 Good analytical skills, strong accounting background 
Aksentyk, Viktor Future team leader, strong analytical, computer and leadership skills, 

engineer by profession, needs English ability to work on special tasks i.e. 
cost models as instructor. 

Roshkovan, Miahi Future team leader, strong communication, analytical, computer skills, 
needs English 

Demchenko, Marianna Gained most in marketing areas, needs improvement in analytical skills. 
Good people skills. 

Rotaru, Stefan Good analytical abilities, communication skills need improvement 
Vulpe, Dan Good analytical computer and marketing abilities, personnel selling skills 

still developing. Potential to work on special tasks i.e. cost models as 
instructor. 

DAAC Consultants 
Gerbovets, Valiery Good leadership skills, former company manager, could be team leader in 

future. 
Dubendo, Petru Has improved substantially since start of program. Presentation skills 

need improvement. 
Cerbari, Cornel Only moderate participation in program. 
Sirtinsky, Natalia Needs work with analytical skills, people skills are good. 
Vakarik, Eduard Showed significant interest in marketing, has made strong contribution to 

client company. 
Dilion, Vladirnir Only moderate participation in program 
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B .  Development of the skill levels of consultant trainees and Moldovan 
consulting firms 

An internal survey was performed to determine which skills were still missing for each person. 
Based on these results, a list of minimal skills was designed, which included areas such as 
marketing, management, financial and management accounting, and engineering. Then, the 
trainees themselves organized cross-training to improve the skills of other team members under the 
guidance of theexpatriate consultant. By the end of the project, all consultant trainees had gained 
basic knowledge in all fields. In addition to technical skills, development of communication, 
negotiating and personal selling skills, were also covered. 

Computer skills were also developed. The more experienced consultants provided advice for 
beginners on use of computers and applications. At the end of the project, all consultant trainees 
were able to use computers in their professional activity. 

One of the consultants attended a seminar organized by Carana Corporation in Moscow on 
enterprise restructuring in Russia. Information from the seminar was shared with other center 
employees highlighting solutions found by restructuring projects in Russia. The CPBR distributed 
among consultant trainees the manual "Financial Management in Russia", written during another 
USAID project, a helpful tool to financial analysts and accountants at the center. 

An engineering expert worked with Team IV at the client dairy, Inlac, and made a significant 
contribution to the training of consultants assigned to this company. The consultants became 
familiar with real cost estimation and were able to design a daily real cost model for the company, 
which is being used by management. Team IV designed and applied real cost models for all four of 
its client companies. 

Specific skills developed by each trainee included; for: Pave1 Filimon: skills in financial analysis, 
cost accounting, marketing; Valeriu Gherbovet: marketing and cost accounting; Mihai Roscovanu: 
financial analysis, cost calculation, market research, communications; Dan Vulpe: cost accounting, 
management structures, market research; Stefan Rotam: market research, management, computing; 
Petru Dubenco: market research, management; Eduard Vacaric: market research, cost analysis, 
milk processing technology, computing; Victor Aksentyuk: financial analysis, client relations, cost 
calculation, marketing, MIS; Cornel Cerbari: cost accounting and computing; Natalia Sirotinski: 
Western accounting, computing; Mariana Cerneatinschi: financial analysis; Mariana Demcenco: 
financial analysis, marketing, computing. 

C. Enterprise restructuring reports 

C.13. Artima SRL 

C.13.a. The Objectives in the Original Action Plan for Consulting Services 

The initial diagnosis determined that Artima required assistance in the following areas: 

(1) development of a marketinglmanagement information system; 

(2) fmancial management; 

(3) development of a daily reporting system; 

(4) new organizational structure; 

(5) investment plan; and 
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(6) long term partial liquidation plan. 

C.13.b. Consulting Engagement Implementation and Results 

The consulting team assigned to Artima: 

(1) conducted a survey of the leather products market. Management was informed about fashion 
trends, and was given options for segmenting the current range of products into several brand 
names. Changes in the sales force were also suggested. The consultants conducted an internal 
survey among sales people on which products sell better, on their attitude to work, and on methods 
to increase sales. The results show the company had neglected its sales people's suggestions. 
Stressing the need to change this attitude and use all the information available to improve sales, 
consultants made recommendations, which were implemented, for improvements in the 
commercial department, including the separation of sales and purchasing sections. Information was 
given to the personnel of the commercial department for developing better product designs, 
including data developed during visits to shops, the use, as samples, of better competing products, 
and closer internal cooperation between the design and commercial departments. The consultants 
designed and installed spreadsheets for accounting of receivables and trained personnel in their use; 

(2) with the CPBR lawyers, a standard sales contract was designed giving better payment terms to 
customers which had historically made timely payments and encouraging delinquent customers to 
pay a portion of outstanding amounts to secure future supply. The terms of credit were arranged by 
product to reduce inventory turnover time. In an effort to avoid lengthy court proceedings to collect 
unpaid debts, new contractual arrangements were suggested collateralizing Artima's accounts 
receivable against real assets of buyers. 

(3) after studying information flows within management, daily reporting forms were designed 
which enhanced management's access to operational data. The consultants recommended that 
information be gathered from key departments: sewing, fixtures, commercial department, 
warehouses, and maintenance. Each department now has one individual who will report a number 
of key statistics on a daily basis to a person in the accounting department, such as labor and 
material usage, purchases, and energy consumption. The daily reporting should prevent a build up 
in inventories and receivables as has occurred previously. Better accounting procedures of 
receivables and payables resulted in decreases of $25 thousand (14 %) and $40  thousand (9 %) in 
the respective Balance Sheet accounts. 

(4) based on a survey among administrative staff aimed to assess strengths and weaknesses of the 
existing infrastructure, a new organizational structure was suggested. Since the current structure 
has a high ratio of administrative/production workers, the consultants recommended that managers 
be assigned to profitjcost centers, with the exception of the general manager, personnel 
department, and legal department. Consultants advised letting several profitlcost centers, such as 
transport, dormitory and canteen be autonomous business units, which would take external orders. 

(5) since the installation of water treatment facilities will allow initiation of production of 
galvanized accessories, consultants examined the company's application for a government grant 
worth $250,000 and helped write supporting documents. The consultants re-wrote an internal 
business plan and designed a presentation for external investors, preceded by detailed analysis of 
assets and liabilities, including an estimation of the real value of inventory and fixed assets. 

(6) recommended territorial consolidation of activities and selling or leasing of all non-used parts of 
the plant and equipment. The company rented two of the floors of its administrative building to 
private businesses. Renting unused buildings contributed $50,000 revenue for the current year. An 
aspect of this plan is the estimation of the liquidation value of the enterprise's unneeded assets and 
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their sale in order to settle previous debts. The consultants referred Artirna to the USAID project, 
managed by Booz Allen & Hamilton, for the assessment of its land. 

(7) in addition, our consultants, who are experts in spreadsheets and word processors, trained two 
of Artima's managers on cost accounting (plant accounting, contribution margin, break even) and 
designed a real cost model, to be used in contract bidding; provided legal advice on contracts, 
constituent documents, bond issues amongst other areas. 

Summary: 

In the last four months, Artirna has been able to return to its normal mode of operating. The 
transactions account has been unfrozen and the chief manager is able to delegate a wider range of 
administrative and marketing tasks. Inventories were reduced by $90,000, which is a 30% 
reduction since the beginning of the year. Company debt has been reduced by 30% from $300,000 
to $210,000. Artima is now in a position to retake the domestic market for leather ~roducts from 
importers by using its new sales structure, marketing strategy and information sys~ems provided 
by CPBR. 

C.14.a. The objectives in the original Action Plan for Consulting Services 

The consultants proposed the following: 

(1) find new freight and passenger services; 

(2) optimize investment decisions for vehicles; 

(3) optimize the sales department and pricing procedures; 

(4) improve the management information system; 

(5) suggest to the Government a new tariff structure;and 

(6) provide legal advice. 

C.14.b. Consulting Engagement Implementation and Results 

(1) Passenger Traffic: our consultants studied passenger traffic on all routes, fleet requirements to 
meet demand; design of controls for bus drivers; designed spreadsheets for sales and demand 
analysis for passenger traffic. Study results show that: demand for passenger traffic exceeds the 
current capacity of the company by 1.5-2 times; at least two days a week and in rush hours 15-20 
% of demand is not met; 20-27 % of revenues were not reported by the drivers previously; 24-28% 
of passengers benefit from government regulations on lower tariffs, but the government only 
reimburses 40% of the cost; to meet demand, the fleet capacity could be doubled with profitability 
being maintained. 

(2) Investment Planning: consultants designed a model for making investment decisions for the 
bus fleet. Based on inputs such as tariffs, prices, transportation volume, market capacity and 
others, the model determines additional fleet additions, capital investment needed and time range 
for recovering investment. Management has initiated talks with Hungarian bus manufacturer Ikarus 
to buy second hand buses for profitable routes. 
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(3) Sales: consultants suggested that company start selling passenger tickets itself rather than only 
via drivers and sell more company produced soft drinks. Given overcrowding at Chisinau bus 
station and delay in payments from the bus station in Orhei, suggestions were made to negotiate 
new contracts with these organizations, to improve conditions for ticket sales and prevent delays. 
A CPBR market study showed a need for a new bus station in Criuleni, and work has already 
started. 

(4) Training: consultants taught employees financial analysis of BS and P&L in Western formats; 
keeping registers for each route; analysis of traffic trends; analysis of company's performance. The 
new controls on the drivers have resulted in 30% more gross revenue for the company. 

(5) Soft drink manufacturing: consultants supported management's decision to launch into this 
area. Consultants tested water quality and compared it to international standards, being able to 
determine requirements vs. equipment required. Based on the consultants' recommendations and a 
sales contract with the airport, management initiated negotiations to buy a bottling line. 

(6) Legal advice: consultants wrote a standard sale contracts, rewrote title on land ownership, 
prepared application documents for Land Reform project of USAID. 

Summary: 

The impact on enterprise consisted in increased performance and more skilled management: 
compared to the same period of last year, in January-May 1996 freight increased by 21%, 
passenger traffic-by 42%, and productivity per driver by 33% and 42% respectively. Bus fleet 
utilization ratio rose from 0.88 to 0.92, or by 4%. In the first quarter of 1996 net profit rose by 
37% and profitability by 13% vs. the same period of last year. The growth trend is expected to 
increase in the second half of the year. 

C.15. InLac SRL 

C.15.a. The objectives in the original Action Plan for Consulting Services 

Problems faced by the company: diminishing supply of raw milk, lack of modem packaging, an 
inefficient accounting system and lack of timely management information. The consultants chose 
the following areas of intervention: 

(1) set-up a better information system in order to establish the daily costs for manufacturing each 
finished or semi-finished products; make prompt management decisions on manufacturing process; 
improve cash flow; determine which customers are more profitable customers; establish a better 
link among departments. 

(2) assist in market /product mix analysis, advise on shifting the future product mix through: 
market studies; examination of competing products; establish company's market share in each sales 
region; feasibility study for new products. 

(3) financial advice; 

(4) technical advice, by bringing to management attention the need for: maintaining clean 
technological lines; replacement or repair of all gauging devices; maintaining the permanence of 
technological regimes; and 

(5) legal advice. 
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C.15.b. Consulting Engagement Implementation and Results 

(1) designed a daily reporting model for real costs incurred during the manufacturing process. The 
model consists of five daily reports for each main product and seven monthly reports that aggregate 
daily reports. The model also includes an aggregate monthly report that combines all monthly 
reports. 

Each daily report has two sections, for input and output data. Since 75-85% of costs at InLac are 
accounted by raw materials, energy, cleaning and labor, the model used these items as main cost 
items. Energy consumption per product is determined by energy consumption of each unit of 
equipment involved in the manufacturing of this product based on amount of raw material 
processed. The model can be changed to account for the introduction of new equipment. To put it 
to best value, the model requires input of all source information for each manufactured product. 
The source date are divided in daily inputted data (raw material consumption, its price, number of 
workers) and regularly inputted data (prices per 1 kwh, 1 ton of cold water, 1 ton of steam, 1 ton 
of simple water, output ratios for each product and drivers for cost distribution). The daily data 
input requires from heads of production departments no more than 4-6 figures per product. The 
source data are inputted into template spreadsheets. The time range from data gathering to output 
reports takes does not exceed an hour. The model allows: prompt establishment of daily costs per 
finished and semi-finished product; separate determination of cost for raw material, energy, labor, 
and cleaning; comparison of real output with planned output; determination of real cost and losses 
per ton compared to planned cost; determination of total costs, including cleaning costs. 

The cost model showed that in manufacturing of sour cream from own cream, the cost per ton 
varied significantly depending on quantities processed. Focusing on larger-run manufacturing (as 
opposed to daily quantities) will save the company around $40 thousand yearly. The cheese 
manufacturing now uses skim from butter department that costs $40/ton rather than from sour 
cream department that costs $180/ton. In March, 14 tons of more expensive skim from the sour 
cream department were used; by stopping this process, annual savings of $24 thousand can be 
achieved. The cost model calculations show that changing output structure will result in savings of 
$264 thousand per year. Consultants recommended use of own cream, which, after 
implementation, will bring $200 thousand in yearly savings. 

(2) performed a market study establishing the main competitors for each product, their prices and 
consumer preferences. A survey was conducted regarding new products. Since existing accounting 
could not establish which customers made payment more reliably, consultants implemented a new 
form of receivables accounting document showing amounts due, and days until product spoilage. 
It also allows measurement in changes of customer behavior, such as payment delays and increases 
in order. Consultants recommended urgent creation of a marketing department and presented a 
possible structure. 

(3) helped start cash flow analysis at the company. The cash flow model will help the company 
determine cash inputs for covering operating expenses; forecast sales and cash inflow in the short 
and long run; determine cash at the end of accounting periods and prevent misuse of liquid funds. 

(4) made a detailed study of technological process and equipment. Consultants found that many 
gauging devices did not meet the technical requirements, which led to low quality output. 
Consultants recommended a replacement or repair of all inadequate devices. Given that steam 
supply from an adjacent company was intermittent and led to halts in technological processes, 
consultants advised the company to build its own boiler. Since production departments did not 
meet sanitary norms, consultants suggested: daily cleaning of all parts of equipment and adjacent 
areas; increase concentration of chemicals in cleaning solutions; buy new filters for dry milk 
manufacturing; clean packaging area; discard of low-quality bottles. Mac has implemented a wide 
range of the sanitation program and is looking to buy a new boiler in the coming months. 
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Summary: 

Presently, Inlac management has an understanding of how its operations should be managed in a 
free-market economy. Real information is used versus the old norms dictated by the government. 
Inlac is now positioned to become one of the few dairies which will survive the consolidation 
period in the Moldovan milk industry. Whereas previously the company believed that butter was 
unprofitable and dry milk profitable, a key result of the efforts of the CPBR was to show that the 
opposite is the case. Such a fundamental shift in the production of the company will ensure 
survival and, in turn, speed up the payments made to farmers. Thus, a strengthening of local dairy 
farmers may result. 

C. 16. Speranta SRL 

C.16.a. The Objectives in the original Action Plan for Consulting Services 

Problems confronting Speranta were lack of liquidity, lack of sales and poor management. 
Accordingly, the CPBR offered assistance with (I) creation sales and marketing function, (2) 
changing and retraining management, and (3) financial restructuring. In addition, consultants 
proposed analyzing alternatives for (4) consolidating the company's activities onto one site. 

C.16.b. Consulting Engagement Implementation and Results 

(1) Sales and marketing: consultants recommended concentration on the housing market, where 
the company can use its own composite materials panels. Consultants assisted in licensing this 
product. Since the company was selling only from the plant, a retail distribution system was started 
using stores owned by the investment fund DAAC Hermes. The consultants assisted in the 
opening of a shop in Chisinau. Sales are expected to be 30% higher this year as a result. 

(2) Management restructuring: the consultants recommended replacing the general manager due to 
previous marketing problems. The consultants suggested a new management structure, which was 
approved at the Supervisory Council's Meeting on June 13th 1996. 

(3) Financial restructuring: consultants recommended sale of assets and designed a plan which 
included the sale of $180,000 in fixed assets, privatization and consequent sale of land; lease of 
plant and equipment (estimated revenue in 1996, $30,000), procedures for cost control, collection 
of receivables and cash flow accounting; preparation of document for freezing of debts owed to the 
state, expected to be signed at end of current year. Following partial implementation of 
restructuring plan, company succeeded in covering debt for utilities ($15.000), and 50% of wages 
payable. The company has signed building contracts with public organizations worth $35,000 to 
cover state debt. 

(4) Investment planning: consultants designed an investment offering including description of 
assets, liabilities, restructuring plan and investment plan. A Czech investment fund is now 
considering a joint venture. 

(5) Legal advice: consultants succeeded in bringing several of the Company's statutory 
documents in 1ine.with legislation; rewrote title on use of land; prepared application for Land 
Reform project of US AID. 

Summary: 

New markets for existing products have been found within Moldova, with continued experiments 
into new tile products, the company will be able to regain lost market share. 
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The debt restructuring will result in the unfreezing of the company's account. With the replacement 
of the company management, Speranta is able to service the construction market more effectively. 
In all, a company which would have normally been a liquidation candidate will now be able to 
survive in a market with large growth opportunities in the mid-term future. 
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5. LEGAL TEAM ACTIVITY (C. Jelinik-Francis) 

Enhancing Enterprise Viability 
(See: Legal Materials Annex to Completion Report, Sections 2 and 5, Employment and Marketing 
Contracts; Staff Inquiries) 

Throughout the course of the Enterprise Restructuring Project, the lawyers' team concentrated on 
concrete improvements in enterprises' business capacity. The underlying rationale was to aid 
enterprises in becoming commercially viable by remedying deficiencies within their own 
structures, in their interaction with governmental authorities and in relations with their shareholders 
and business partners. 

Certain issues repeatedly emerged as obstacles to be addressed by the legal department as it worked 
with individual enterprises. These factors were (and remain): 

insufficient development, generally, of legislation in Moldova; 

specifically: inconsistency in existing laws pertaining to entreprenuership, corporate 
governance, banking, and foreign investment ; 

slowness of company management to intellectually respond to altered economic conditions and 
related legal responsibilities; 

disruptive political interference with enterprise activity and instability of business relationships 
for lack of effective legal recourse. 

These factors created conditions in which we solved problems which had not been anticipated 
during the initial phases of the project and which therefore were not necessarily reflected in the 
Task Order or Action Plans. We were therefore forced to develop, on an ad hoc basis, broadly 
applicable solutions to practical problems. 

Successful implementation of the Program was conditioned upon each enterprise's interest in 
participation, i.e. management's awareness of the practical significance of the Program and its 
commitment to implementation of Program recommendations. With regard to legal issues, this 
awareness and commitment varied. Initial perceptions of issues requiring legal consulting service 
were frequently enlarged to encompass resolution of issues relating more directly to the daily 
operations of the enterprise. These ranged from matters as ostensibly uncomplicated as procedures 
for opening bank accounts to proposing to Parliament changes in regulations of the National Bank 
regulating the repatriation of export generated profit. 

Other projects undertaken by CPBR's legal group include: 

Contracts were drafted and delivered regarding employment, distribution, and investment; 

Alternative financing methods were analyzed and presented; 

Statutes of all client enterprises were reviewed for compliance with current law and for 
implementation of proper corporate governance. 

Development of Legal and Regulatory Framework 

(See: Legal Materials Annex to Completion Report: Sec. 3, Legislative Analysis and Commentary) 

Additionally, we carried out: 
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Analysis of proposed amendments to the Joint-stock Company Law and a structural comparison 
with the Delaware General Corporation Law. 

Our proposals and observations on this draft were discussed with Mr. V. Peremienco. Deputy 
Chairman of the Parliamentary Commission on Economy, Industry and Privatization, with a view 
to providing a context for further legislative amendment. 

Work with the enterprises to complete Shareholder Registries. 

Preliminary steps to aid enterprises in issuing new stock and bonds. 

A considerable volume of work on issues in corporate governance and management. There was 
extensive consultation on shareholder rights and participation; management accountability and 
corporate structure. 

Cooperation with Ministry of Privatization 

The work of the Legal Team in other areas has been carried out in close cooperation with the 
Ministry of Privatization. In particular: 

This Ministry has contributed to the promotion of our proposals for amendment of the regulation of 
the National Bank of Moldova regarding the repatriation of funds generated by export transactions, 
which was significant for the majority of the project enterprises. (See: Annex, Sec. 3, Legislative 
Analysis and Commentary) 

We participated in drafting the Instruction on the Alienation of Assets, regulating sale of those 
assets not used in the technological processes of the enterprises. This regulation was a 
collaborative effort with the staff of the Ministry of Privatization and the Legal Team's local 
counsel. 

A critique of the Foreign Investment Act has been submitted to Mr. Ceslav Ciobanu, Minister of 
Privatization, with the goal of stimulating efforts to improve the legislative framework for 
investment in Moldova. (See: Annex, Sec.3, Legislative Analysis and Commentary) 

Legal Consulting Services Provided to Enterprises 

(See: Legal Materials Annex to Completion Report, Sec. 6, Working Papers and Issue Analysis) 

The primary issues addressed at each particular enterprise were the following: 

Bucuria S.A. 

Action Plan provisions: 

- conclusion of the enterprise's Shareholder Register; 
- preparations for a secondary share emission; 
- support of the enterprise's interest in increasing its employees' share in ownership 

through transfer of a portion of the "lease product" share belonging to the state; 
- improvement of land legislation provisions and recommendations on its application; 
- opening, when necessary, settlement accounts in different banks. 

Completed tasks: 
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Attempts have been made to settle certain issues which remained unclear under Law # 642-XI1 1. 
These included procedural difficulties in concluding compilation of the Shareholder Register and 
uncertainties relating to increases of enterprise staffs allocation of the share capital. The latter issue 
was raised in a meeting with the Vice Minister of Privatization, Mr. A. Cucu, during his visit to 
Basarabia Nord S.A.. Discussion was thereafter repeatedly pursued at the level of Head of 
Department at the Ministry of Privatization and our position set forth on this matter. 

Incorporation documents of each enterprise have been analyzed and recommendations made 
regarding their amendment to reflect legal requirements. Other recommendations have been made 
on: 

(1) the implementation of a contract based hiring system (also a model management employment 
contract has been developed and presented); 

(2) the holding of shareholders' General Meeting; . 

(3) secondary issues of shares; 

(4) issuance of bonds. 

Ungheni-Vin S.A. 

Action Plan provisions: 

Improvement of land legislation provisions and recommendations on their application; 
assistance in optimization of land-plot usage, pending land legislation changes. 

Completed tasks: 

Incorporation documents of the enterprise have been analyzed and recommendations made 
regarding their amendment to reflect legal requirements; written and verbal recommendations have 
been made: 

(1) on the implementation of a contract based hiring system (also a model management employment 
contract has been developed and presented); 

(2) regarding the holding of the shareholders' General Meeting; 

(3) on carrying out a secondary issuance of shares; 

(4) on the issuance of bonds; 

(5 )  on rationalization of usage of land plots of the enterprise in compliance with the current 
legislation; 

(6) on the application of labor and land legislation; 

(7) a model contract for joint enterprise with a Canadian company, Garling Enterprises Inc., was 
drafted and presented; 

(8) legal documentation for preparation of a secondary issue of shares for covering the cost of 
technological equipment, supplied by Garling Enterprises Inc., in an amount of US$360,000; 
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(9) a draft agreement was developed on the acquisition of enterprise shares by Garling Enterprises 
and a draft resolution of the General Meeting of the shareholders regarding the issuance of a 
second class of shares. 

Bere-Cahul S.A. 

Action Plan Provisions: 

Improvement of land legislation provisions for facilitating possible purchase and sale and 
simplification of land privatization. 

Completed Tasks: 

Incorporation documents of the enterprise have been analyzed and recommendations made on their 
amendment to reflect legal requirements; 

written and verbal recommendations have been made: 

(1) on application of contract based hiring system and a model contract with the manager has been 
presented; 

(2) on holding the General meeting of the shareholders; 

(3) on carrying out a secondary issue of shares; 

(4) on the issuance of bonds. 

Basarabia-Nord S.A. 

Action Plan Provisions: 

Possible resolution of problems attending the application of Law No. 642, pertaining to the 
"lease product"; 

opening of settlement accounts with different banks; 

improvement of land legislation provisions and recommendations on their application, in order 
to facilitate possible purchase and sale; simplify the land privatization; 

modification of the instruction of the National Bank of Moldova, regarding the repatriation of 
export-generated funds. 

Completed Tasks: 

Attempts have been made to settle issues related to the effects of Law # 642-Xl11 upon the 
inability to conclude compilation of the Shareholder Register and on possible increase of the 
enterprise staffs share in the share capital. Discussion initiated in this matter with the Vice-Minister 
of Privatization, Mr. A. Cucu, at the enterprise as well as repeatedly at the level of Head of 
Department at the Ministry of Privatization with elaboration of our position on this matter. 
Incorporation documents of the enterprise have been analyzed and recommendations made on their 
amendment to reflect legal requirements; 

Recommendations, verbal and written, have been made: 
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(1) on contract based hiring system and a model contract with the manager has been presented; 

(2) on holding the shareholders general meeting (a proposed resolution of the General Meeting has 
been drafted regarding the introduction of alterations in the incorporation documents and 
implementation of contract based hire); 

(3) on implementing a secondary issue of shares in exchange for non-cash investment; 

(4) on the application of land legislation; 

(5 )  on bonds issuance; upon enterprise transferring operations to the free economic zone created in 
the Town of Balts; 

(6) on the application of additional privileges, granted by the Government Resolution No. 82 On 
additional measures on enterprise restructuring. 

Elcas S.A. 

Action Plan Provisions: 

origination of settlement accounts in various banks and simplification of banking procedure; 

improvement of land legislation provisions in order to facilitate the land privatization process; 

alteration of the National Bank of Moldova instruction on the repatriation of export- generated 
funds; 

simplification of customs procedures; 

recommendations on shifting the enterprise to contract based hiring system. 

Completed Tasks: 

Recommendations, written and verbal, have been made: (1) on the application of a contract 
based hiring system and a model contract with the manager has been presented; and (2) on 
carrying out the general meeting of the shareholders; 

On our proposal, amendments have been introduced into the Instruction of the National Bank 
of Moldova regarding the repatriation of foreign exchange generated from exports, with a view 
to enabling enterprises to recover funds confiscated as a penalty for unintentional non- 
repatriation of foreign exchange; 

Given that the staff of Elcas S.A. has been holding the enterprise on lease from the state since 
1990, attempts have been undertaken to resolve the matter, in the light of Law No. 642-XIII, 
the interpretation of Art. 19 of the Law on Lease, the conclusion of the Shareholders Register 
and the possible increase of the enterprise staff's share in the share capital. To this end this 
question has been raised at the meeting with the Vice-Minister of Privatization Mr. A. Cucu, 
during his visit to the enterprise Basarabia-Nord S.A., and it has also been discussed 
repeatedly at the level of Head of Department at the Ministry of Privatization with an 
elaboration of our position on this issue. 
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Rada S.A. 

Action Plan Provisions: 

Origination of settlement accounts with different banks and simplification of banking 
procedures; 

Simplification of customs procedures and their adjustment to international standards; 

Alteration of the Instruction of the National Bank of Moldova, regarding the repatriation of 
foreign exchange generated by exports; 

Improvement of land legislation provisions in order to facilitate and simplify the land 
privatization process. 

Completed Tasks: 

Verbal and written recommendations have been made regarding: (1) taxation policies of local 
public authorities; (2) reconsideration by financial authorities of a directive freezing company 
cash assets since 1991, and subsequent application of these funds to the discharge of penalties 
on tax debts of the enterprise; (3) initiation of a lawsuit in breach of contract to terminate a loss- 
making contract with the concern Moldresurse, accounting of damages and submission of 
claim; this action should enable the enterprise to save more than $700.000; 

Recommendations have been made regarding the possibility of the enterprise joining a Free 
Economic Zone in the Town of Balts; all enabling documents drafted and presented in this 
matter. 

Zeto S.A. 

Action Plan Provisions: 

origination of settlement accounts and simplification of banking procedure; 

improvement of land legislation provisions in order to facilitate the purchase-sale possibilities 
and simplification of land privatization process; 

alteration of the provisions of the National Bank of Moldova instruction, pertaining to the 
repatriation of export generated funds. 

completed Tasks: 

Verbal and written recommendations have been made on: ( I )  application of contract based 
hiring and a model contract with the manager has been presented; (2) holding the general 
meeting of the shareholders (a resolution for the shareholders7 General Meeting has been 
drafted regarding the introduction of amendments in the incorporation documents and on 
election to the management bodies of the enterprise); (3) on the application of the current land 
legislation; (4) on the re-organization of relationships with commercial agents of the enterprise 
(draft agreement has been presented for marketing service); (5) on carrying out concrete 
commercial transactions; 
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Based on our proposal, amendments have been introduced into the Instruction of the National 
Bank of Moldova on repatriation of foreign exchange generated from export transactions with a 
view to grant a possibility to the enterprises to remit the cash confiscated for non-repatriation of 
foreign exchange. 

Nord-Mobila S.A. 

Action Plan Provisions: 

Origination of settlement accounts with various banks and simplification of banking procedure; 

Simplification of customs procedures and their adjustment to the international norms; 

Alterations of the Instruction of the National Bank of Moldova, concerning the repatriation of 
funds generated by the export transactions; 

Improvement of the land legislation provisions for making easier possible and simplification of 
the land privatization process. 

Completed Tasks: 

Recommendations have been made on: (1) application of contract based hiring system, a model 
contract sample with the manager has been presented; (2) procedural aspects at the shareholders 
general meeting; 

Based on our recommendations alterations have been introduced into the instruction of the 
National Bank of Moldova regarding the repatriation of foreign exchange in order to grant the 
enterprises a possibility to remit the funds confiscated for non-repatriation of foreign exchange. 

Romanitsa S.A. 

Action Plan Provisions: 

Consulting on issues relating to contract based hiring system; 

Consulting on issues of the taxation law application; 

Consulting on matters of customs law application; 

Consulting on matters regarding the origination, structure and scope of work of enterprise's in- 
house counsel; 

Completed Tasks: 

Recommendations have been made on: (I) application of contract based hiring system, a model 
contract with the manager has been presented; (2) procedures for holding the shareholders' 
general meeting; 

Written recommendations have been submitted on the application of the Art. 28 of the Law on 
Joint Stock companies regarding remuneration parameters for the Director of the enterprise; 

Recommendations have been made regarding the interpretation of taxation legislation, in 
particular, the Budget Law of the Republic of Moldova for 1996, as well as regarding current 
customs legislation; 
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Recommendations have been made on the need and re-organization of the activity at the 
enterprise of its in-house counsel. 

Cupcini-Cristal S.A. 

Action Plan Provisions: 

Assistance in drawing up contracts; 

Consulting regarding the possibility of increasing the share of the staff in the share capital and 
improvement of the relationship among the shareholders; 

Consulting regarding the matters of rights and obligations of the shareholders and creating 
awareness of rights of ownership; 

Consulting on the matters of: foreign economic relations, land legislation, activity of the stock 
exchange. 

Completed Tasks: 

An analysis has been made of the incorporation documents of the company and 
recommendations made with a view to adjust them to the current legislation; 

Rights and obligations of the raw materials suppliers, who are shareholders of the enterprise, 
have been explained in order to raise their sense of responsibility for the fate of the Enterprise 
(which resulted in favorable re-negotiation of some provisions in supply-contracts for raw 
materials); 

Consultations have been made, including in writing: (1) on the issues of redemption by the 
enterprise of its own shares in order to increase the share of its employees in the share capital; 
(2) on the registration of shares with an independent registrar; (3) on holding the General 
Meeting of the shareholders. 

Molditel S.A. 

Action Plan Provisions: 

Improvement of the land legislation provisions for facilitating the simplification of the land 
privatization process; 

Shifting to contract based hiring system at the enterprise; 

Completed Tasks: 

Recommendations have been made regarding privatization of the land on which the enterprise 
operates, in conformity with current legislation; 

Recommendations have been made: (1) on the application of a contract based hiring system for 
employees and a model contract with the manager has been presented; (2) on the creation of 
branches and representative offices; on mutual relationship with the investment funds, which 
are shareholders in the enterprise; (3) also written recommendations have been presented on 
procedures to be followed at the General Meeting of shareholders. 
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Galanta S.A. 

Action Plan Provisions: 

Consulting on the issues of contract conclusion; 

Simplification of customs procedures; 

Improvement of land legislation in order to simplify the land privatization process; 

Shifting to contract based hiring system at the enterprise. 

Completed Tasks: 

Incorporation documents of the Enterprise have been analyzed and recommendations have been 
made on their adjustment to the requirements of law; written and oral recommendations have 
been made: (1) on the application of a contract based hiring system and a model contract with 
the manager has been presented, as well as a contract for hire of employees for full or part time 
jobs; (2) on the application of the land legislation, (in particular: we achieved the cancellation of 
an unlawful resolution of the local public administration obliging the enterprise to privatize its 
land at an arbitrary, unreasonable price); (3) on the application of financial legislation; (4) 
regarding procedures of the General Meeting of the shareholders. 

Inlac S.A. 

Provisions of the Action Plan: 

Adjusting the incorporation documents of the enterprise to conform to the requirements of the 
current legislation; recommendations on the conclusion of mutual agreements between the 
enterprise and suppliers of raw materials and electrical power; 

Recommendations on the implementation of the contract based hiring system. 

Completed Tasks: 

Incorporation documents of the enterprise have been analyzed and recommendations made on 
amendment to conform to the requirements of the law; 

Provisions have been improved in the contract for raw milk supply from collective and private 
farms; 

Recommendations have been made: (1) regarding issues attending implementation of the 
contract based hiring system and a model contract with the manager was developed; (2) on the 
improvement of the mutual relationship with the suppliers of thermal and electrical power; (3) 
on holding the General Meeting of the shareholders; (4) on the application of current labor , 
corporate, land civil, ecological legislation. 

Action Plan Provisions: 

To adjust the incorporation documents of the enterprise in compliance with current legislation; 

To contribute to the conclusion of the enterprise Shareholder Register. 
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Completed Tasks: 

The incorporation documents of the enterprise have been analyzed and recommendations made 
on their amendment to meet requirements of law; 

Recommendations have been made: (1) on the preparation of documents for presentation of the 
shareholders list to an independent registrar and conclusion of enterprise Shareholders' 
Register; (2) on convocation of the General Shareholders' Meeting. 

Artima S.A. 

Action Plan Provisions: 

Adjustment of the incorporation documents of the enterprise in compliance with current 
legislation; 

Shifting the enterprise to contract based hiring system. 

Contribution to the conclusion of the Shareholder Register. 

Completed Tasks: 

Incorporation documents of the enterprise have been analyzed and recommendations made on 
their compliance with the current law; 

Recommendations have been made: (1) on the preparation of documents for presentation of 
shareholder list to an independent registrar and conclusion of the shareholder list of the 
enterprise; (2) on drawing up model contracts on joint and purchase-sale activity; (3) on 
conclusion of bank lending agreements and Memorandum-Agreement with the State Creditors 
Council; (4) on holding the General Shareholders' Meeting; and (5) on application of law 
regulating issues of corporate, labor, land and civil law and procedure. 

Sperantsa S.A. 

Action Plan Provisions: 

Adjustment of incorporation documents to make them conform to current legislation; 

Consulting on issues associated with an increase in fixed assets. 

Completed Tasks: 

Incorporation documents of the enterprise have been analyzed and recommendations made on 
their amendment; 

Recommendations have been made: (1) on issues relating to the Memorandum Agreement 
concluded with the State Creditors Committee, concerning issues of enterprise restructuring; 
(2) on issues of possible adjustment of the Share Capital in accordance to the stipulations of the 
incorporation documents; and (3) on organization and procedure of the General Meeting of the 
shareholders. 
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OBJECTIVES OF THE NISPORENI A.G.A 

The principal objective of the pilot project is to effect the complete structural reorganization 
of this ex-collective farm by distributing its agricultural land and physical property to 
eligible employees and retired persons. This distribution of land and property is to be 
carried out in accordance with the laws in Moldova, in a systematic, transparent and ethical 
manner. An additional objective is to adapt a reogranizational model that could easily be 
implemented in a future roll-out program and to make recommendations to Parliament 
regarding possible improvements in current legislation. 

The CPBR Project picked Nisporeni as a pilot project for such a deep reorganization based 
on the following criteria: 

a) Nisporeni management community leaders and the General Assembly agreed to 
undertake the reorganizational process in accordance with the objectives stated 
above, 

b) Local government officials agreed to support and facilitate the reorganisational 
process, 

c) The Association agreed to undertake the reorganistional process within the time- 
frame of the project, 

d) Relevant officials of the Moldovan Government, both in Parliament and at the 
Ministerial level, agreed to support the Nisporeni reorganization in principle and to 
give practical assistance where possible. 

Enabliny Environment 

Although the legal framework governing rural land issues in Moldova is relatively complex 
and difficult to implement, it does allow the reorganisational objectives to be met. The basic 
statutes are very similar to those adopted in Russia. Central to both is their reliance on the 
issuance of land and property shares to eligible "sovkhosniks" and their ability to 
reconstitute them into individual holdings and new enterprise forms, including private 
farms and service enterprises. 

Nisporeni pilot project 

The Nisporeni action plan spells out in detail the reorganisational steps leading to the break 
up of the present Association into numerous private farms. Since the legal framework of 
Moldova is similar to Russia, the reorganisational process is an adaptation of the Russian 
experience in Nizhny Novgorod and with USAID. Although there has been some 
adaptation of these experiences to Moldovan realities, the processes are fundamentally 
similar and based on the following principles: 

a) There are many village residents who are trusted leaders and valued 
members of the community, who want to become independent 
farmers and possess the skills and experience to do so. Rural villages 
have definite leadership patterns that are not exclusively political but are social and 
economic. Each community therefore knows instinctively who is most trustworthy 
and capable. This principle enables the community to logically and efficiently 



reconstitute land and property shares around proven leaders who are the most able 
and willing to become future entrepreneurs. 

b) The local community and its leadership are able to make rational 
decisions about land ownership and agricultural production. The 
agricultural economy across the whole region is in chaos. When the command 
economy in agriculture ceased to function large voids were created. There is now 
little or no Government policy or national resources directed to the agricultural 
sector. For instance the absence of credit disrupted has severely disrupted 
marketing channels. This chaotic situation is not likely to change in the short term. 
The most viable alternative is to allow farming communities to reorganize 
themselves on the local level, on the premise that they will know best how to 
confront current realities with new, flexible and realistic economic structures. 

c) Not all current employees of kolkhoses and sovkhoses want to be 
farmers. Indeed, most are not directly involved in production agriculture, but are 
retired people, office workers, social sphere workers, machinery operators and 
other tradesmen. The Nisporeni reorganization system nevertheless allows those 
who do not want to participate directly in agriculture to have alternatives which 
heretofore did not exist. 

What has been developed is a reorganisational process that is transparent, relatively easy to 
implement, ethical and democratic. The essence of this process is that each holder of land 
and property shares is able to freely buy, sell, trade, contribute, or otherwise negotiate land 
or property shares. In this way, the existing organizational structures of kolkhose or 
sovkhose can be reorganized into numerous smaller business or farm units that are 
independently owned by individuals or small groups. Individuals not wishing to participate 
as owners can realize some benefits from the transfer of their shares and either exit entirely 
or return as workers to the new enterprises. 

Roll-Out 

The successful completion of the Nisporeni project will produce a reorganisational method 
adapted to Moldovan legal, social and economic realities. It is proposed that the Ministry of 
Privatization ("MOP"), as part of its Post-privatization strategy, should be the Government 
Agency responsible for the broad application of this reorganisational method to the 
Moldovan rural sector. 

Based on the 11 territorial agencies of the MOP, each office should have a team of 5 to 6 
locally recruited individuals (one lawyer, three public relations, two 
economists1accountants). This team would provide direct technical assistance (like the 
assistance provide to Nisporeni) to up to 7 farms, aiming to complete the reorganisational 
process by 1 April 1997. These teamslcadres would be trained in all aspects of the 
reorganisational process before beginning their work in the regions. Each territorial 
agencylteam would be supported by the core team of experts that undertook the Nisporeni 
reorganization, supplemented by short term Moldovan specialists. The core team would 
reside at MOP in Chisinau. The overall supervision of all the teams and the project would 
be undertaken by two or three expatriates and local staff from the CPBR and the core team 
that will come from the Modovan sub-contractor AGBIZ:. 





ANNEX I 
MOLDOVA PER TASK ORDER (SCOPE OF WORK) 



MOLDOVAN PROJECT FOR ENTERPRISE RESTRUCTURING (PER): 

CAPACITY BUILDING 

I. SUMMARY 

The following is a seven month task order for the "Program for Enterprise Restructuring 
(PER) Capacity Building" in support of enterprise restructuring activities in Moldova. The 
plan reflects the Ministry of Privatization's intent to develop, refine and implement a 
restructuring program for medium-to-large scale enterprises in Moldova. The overall 
objective of this task order is to develop the capacity to carry out selected restructuring 
activities. If the seven month pilot effort is successful, a six month roll-out is envisioned. 

Moldova, the second smallest country in the former USSR, with a population of 4.5 
million, declared its independence in 1991. Since then, it has ambitiously started to pursue 
a course of economic reform. The political will behind the reform began in 1991, but it 
was not until 1994 that a concerted effort was initiated. The 1993-1994 State Privatization 
Program was approved by the Moldovan Parliament on March 12, 1993, indicating its 
general support for the process. In November 1994, the GOM created the Ministry of 
Privatization (MOP). 

Under the leadership of the Minister of Privatization, the government has moved very 
quickly to resolve outstanding privatization issues and work with oEcials at the highest 
level to implement the mass privatization program, thereby transfemng some 1,550 
enterprises to private ownership. Enterprises are being privatized through auctions for 
National Patrimony Bonds and some cash auctions. Housing privatization is through 
bonds andlor cash. 

National Patrimony Bonds (NPBs) have served as the only means of payment for 
enterprises and housing under the State Privatization Program. They were distributed to 
the general populace during 1992-1994. Bond value is in direct proportion to the length 
of employment service of the bondholders within Moldova as well as to the length of 
education and military service. Children were issued NPBs with a value equal to five 
years of service. The total amount of NPBs was 910,500 million units and 3.6 million 
bonds were distributed. 

For the purposes of the privatization program, enterprises have been placed into one of 
two categories: medium and large enterprises (defined as having a book value of at least 
1,000,000 monetary units) and small scale enterprises (defmed as having a book value of 
less than 1,000,000 units). Unlike many countries, Moldova started with the medium to 
large scale enterprises through share subscriptions and republican auctions before 
beginning small scale privatization through the "open outcry" auction system. 



To date, although the State Privatization Program has fallen somewhat short of its specific 
objectives of privatizing 1,550 enterprises', great strides have been made toward national 
economic restructuring. With a supportive legislative framework, training and re-training 
of Ministry staff, a modem system of mass privatization has been under implementation. 
On March 15, 1995, the Parliament a m e ~ d d  the State Privatization Program to speed up 
mass privatization and allow as well for an extension to September of this year. Mass 
privatization is scheduled to end on September 15, 1995. 

The dual objectives of this task order are to provide for "capacity" development within 
Moldova to undertake restructuring activities and to support Moldova following mass 
privatization by providing models and successes in enterprise restructuring. The task order 
will addrekon a limited, but significant scale, restructuring problems of Moldovan 

\ \  

enterprises, to document successful and "standard" approaches and solutions to 
; restructuring and to transfer such skills to Moldovan managers and consultants. Key 
\ factors in evaluating the success of the pilot phase will be the numbers of Moldovan 

professionals and firms trained in enterprise restructuring modalities; demonstrated 
successes with the initial 'pilot' enterprises; and other capacity building initiatives such as 
enterprise land sales, land titling, start of initial public share offerings and other initiatives 
that may be identified and implemented during the pilot phase. 

IV. SPECIFIC PROBLEMS THIS TASK ORDER ADDRESSES 

This task order is one of many USAID-financed activities designed to foster Moldova's 
economic transformation. Other task orders support broker-dealer operations, use of third 
party registrars, Initial Public Offerings (IPOs), accounting, land registration and sales, 
general capita1 markets development, and public education. It is a requirement that the 
Contractor collaborate with the other USAID-financed activities. For example, enterprises 
selected for assistance under this task order should also be eligible and/or active 
participants in these other programs, thereby leveraging the assistance into a unified whole. 

Capacity building is aimed at developing the institutions and IegaVregulatory framework 
that will enhance the commercial viability of privatized enterprises as well as promote and 
develop new business start-ups that can compete in the international marketplace. This 
effort will focus on developing many systems and local institutions that will promote 
business development and restructuring instead of engaging U.S. consultants in long-term 
initiatives with specific enterprises. The pilot restructuring initiatives with privatized 
enterprises will be the vehicle to provide on-the-job training for Moldovan professionals 
and counterpart professional service f m s  and other business service f m s  which support 
the private sector. This is due to the fact that neither USAID nor the donor community 
have the resources to realize enterprise restructuring for thousands of enterprises. This 
process must be market-driven and led by local market participants as opposed to donors 

At the end of 1994, 708 state-owned enterprises were legally transferred [reorganized] into joint-stock 
companies. 205 medium and large scale enterprise and 204 small scale enterprises were auctioned and sold. 



and consultants. The trained market participants will provide the expertise and financing 
for broader restructuring activities in the roll-out phase of this program and will continue 
these functions once the donor supported activities are terminated. 

Therefore this task order will focus on three segments oi' ii;z Moldovan private sector: 1) 
Moldovan individual professionals, 2) Moldovan counterpart professional service firms, 
and 3) privatized industrial enterprises. 

V. TASKS/WORK REQUIREMENTS 

TASK 1: Select Moldovan Professionals and Counterpart Professional Service Firms 

A) Moldovan Professionals 

Moldovan professionals will be drawn from the financial, accounting, consulting and 
academic sectors and will be trained by the Contractor in enterprise restructuring 
modalities. These individuals will become consultants to the USAID contractor for the 
duration of the task order. These individuals will be selected by the contractor utilizing 
the following illustrative criteria: 

i) Moldovan citizenship, 
ii) Advanced degree training; where applicable and relevant, 
iii) Prior exposure to the private sector or demonstrated interested therein, 
iv) Ability to travel to remote sites for extended periods, 
v) English language skills is desirable but greater emphasis will be placed on 

the individual's technical skills and ability to effectively interface with the 
Contractor and the management of privatized enterprises, and, 

vi) Relevant prior work experience. 

B) Moldovan Counterpart Professional Service Firms 

Counterpart f m s  will be identified and placed under subcontract to assist in enterprise 
restructuring. These enterprises are expected to emerge with a range of skills typically 
found in Western firms that assist businesses to become more competitive and profitable in 
an ever changing international marketplace. Illustrative skills that are expected to be 
developed within these enterprises are: 

- techniques in international accounting 
- credit analysis and financial restructuring 
- international procurement skills such as the use of letters of credit, 
international bidding and tendering, development of procurement specifications 
- in-plant technology 
- finance, business unit analysis 
- production and quality control skills 
- restructuring of product lines, enterprise departments (i-e. R&D), 
- business plan development 
- marketing and sales departments 



These skills will be developed through on-the-job training at the pilot enterprises as 
opposed to long term academic classroom training. The firms will be selected utilizing a 
competitive tender process based on the following illustrative selection criteria: 

i) Moldovan nationality, 
ii) Mission statement, 
iii) Prior exposure to or involvement with the emerging private sector, 
iv) Relevant expertise and experience in enterprise restructuring, or recognized 

capacity to rapidly reach a suitable level of expertise, 
v) Financial solvency, 

vi) General management, accounting and financial management, and, 
vii) Professionals which can and will be committed to the spirit of the task order 

objectives. 

TIMEFRAME & DELIVERABLE: Task 1' should be implemented within the first three 
weeks of the task order. The Contractor will have entered into subcontracts with four 
professional service firms and will have the 25 independent professionals under direct 
contract on this task order. 

Task 2. Selection of Privatized Industrial Enterprises 

Steu 1 : Develov Enterurise Selection Criteria and Tender Documents: 

The enterprises participating in this task order will be selected through a tender process 
based upon a number of key criteria, such as: 

1) The interest of the enterprise managers to accelerate the restructuring of 
the enterprise as documented in their application; 

2) The agreement of the enterprise to commit resources to the technical 
assistance process in the form of cash, management time, access to 
information and managers in the enterprise, working space and other support 

f o r  advisers (communications, secretarial help, transportation). The 
commitment of the enterprise to change as manifested by their willingness 
to provide co-financing is an important criterion for participation in the 
program. There will be no concomitant budget line item; 

3) The specific project requiring technical assistance formulated by the 
enterprise as detailed in their application for assistance; 

4) The agreement of the enterprise to participate in public awareness 
programs designed to highlight successful restructuring activities; 

5) The enterprise must employ at least 300 employees; 

6)  The enterprise must not be able to finance restructuring from alternate resources 
(e.g. joint venture capital, outside investors, domestic lending, etc.); 



7) The enterprise, as determined by the consultants and MOP, must exhibit good 
corporate governance (as measured, inter alia, by outside representation on board, 
equitable distribution of ownership, shareholder meetings, etc.); 

8) The enterprise must have demonstrated domestic and/or international make% for 
the product(s) that it produces; and, 

9) The enterprise must exhibit (a) an ability to become more commercially viable 
as a result of the technical assistance being provided and (b) the willingness and 
interest to participate in related activities (i.e. land sales, IPOs, etc.) which can 
further foster the enterprises' development. 

See the Appendixes for illustrative application documents. 

S t e ~  2. Conduct The Tendering Process 

The program will be publicized and application forms made available to enterprises. 
Enterprises will be required to submit their applications to the GOM2. The Contractor, 
upon initiation of the task order, will work with the MOP and USAID to develop a 
"ranking" and "relevant importance"of the agreed upon selection criteria3. Selection 
criteria may be modified to include other variables such as geographic location, economic 
sector, etc., as determined by the Contractor and MOP. An agreed upon approach to elicit 
applications will be considered. This may include, inter alia, newspaper advertisements, 
radio solicitations, working with branch offices of the Ministry of Privatization, and the 
use of the USAID financed public education contractor. 

Once collected, collated and completed, the applications will be reviewed by a selection 
committee of the MOP and Contractor, and an initial short list of enterprises will be 
established. The management of these companies will be invited to discuss their proposal 
with the MOP, USAID and Contractor. Enterprises will finally be selected by the MOP, 
USAID and the Contractor afler a site visit to the enterprises. Cooperation agreements 
between the selected enterprises and the consultants will be signed and work is expected to 
commence in November, 1995. The Contractor will develop a sample agreement to be 
approved by USAID and the USAID contracting office. 

TIMEFRAME & DELIVERABLE: Task 2 should be implemented simultaneously with 
Task 1 and be completed within five weeks of start-up. The Contractor shall submit to the 
MOP and USAID the list of pilot enterprises selected for this project. 

Task 3: Develop and Implement Brief Training of Moldovan Professionals and 
Counterpart Professional Service Firms 

Appendix 1 is a draft application form for use by the Consultants and the MOP in finalizing the 
application process. 

The finalization of the selection criteria has been left to after initiation of the task order to enable the 
MOP and USAID to take into consideration the experiences of the contractor. 



The 25 Moldovan professionals and four firms identified for participation under this 
project will be trained by the Contractor in conjunction with carrying out the enterprise 
restructuring activities. As such, on the job training is a key focus of this task order. A 
Work Plan will be submitted to the MOP and USAID within three weeks of initiating 
implementation to lay out the plans, procedures and programs for training. These require 
concurrence by the MOP and USAID. 

The main objectives of the training are (a) to train the counterpart staff and firms to ensure 
that all team members are capable of participating in enterprise restructuring activities and 
(b) to identify critical specialties (e.g. accounting, finance, in plant technology, etc.) and 
select professionals to be trained more specifically in these areas while recognizing the 
importance of generalized training. 

Once the Moldovan professionals and firms have been selected, three training related tasks 
are planned. 

Limited course work or formalized training is envisaged. Training will cover a spectrum 
of relevant areas. These may include, for example: 

-- Strategic Planning: Business Unit Analysis, Competitive Positioning Analysis, 
Industry Maturity, Core Competencies, Visioning, etc.; 

-- Marketing: Research, Segmentation, Brand Management, Sales, etc.; 

-- Finance: Capital Budgeting, Corporate Treasury Functions, Working Capital 
Management, et.; 

-- Accounting: Cost Accounting, International Accounting Standards, Cost 
Management, Internal Costing Controls, etc.; 

-- Corporate Governance: Proper Roles of Boards of Directors, Shareholder Rights, 
Listing, Management Linkages, etc.; 

-- Management Behavior: Delegation, Leadership, Team Building, Conflict 
Resolutions, Management Information systems, etc.; 

-- Operations and Production: In plant technology, Manufacturing processes, 
Supply Chain Management, Quality Control, etc.; and, 

-- Human Resources Management: Personnel Policies and Procedures, 
Compensation, Labor Relations, Succession Planning, etc. 

The mix of these, or other topics, will be determined by the Contractor and 
presented in the Contractor Work Plan for review and approval by the MOP and USAID. 

An important aspect in the training and development of the Moldovan professionals is their 
"pairing" with expatriate professionals who will provide on-the-job training during the 
pilot enterprise restructuring phase of this task order. The Contractor will develop plans 



for the key areas of restructuring, undertake discrete training and then "field" the 
Moldovans together with the Contractor's core staff in enterprise specific teams to begin 
implementation. 

TIMEFRAME & DELIVERABLE: By the end of the first month the Contractor will have 
developed a Plan for Brief Training for the Moldovan Professionals and Professional 
Service Firms and will have begun to implement the Training Plan. 

Task 4: Develop Business Plan as Appropriate for Each of the Pilot Enterprises 

After selection of an enterprise, the team of consultants will work together with the 
management of the enterprise and relevant representatives of the workers' collective and 
where applicable significant shareholders andfor creditors, to develop a restructuring plan 
which aims at improving management and overall performance of the firm, as well as 
identifying areas for worthwhile investments. It is recognized that the selected enterprises 
will receive a range of services, ranging from brief support to more full in-plant 
conversions (i.e. accounts conversion versus plant and technology layouts) depending on 
the critical needs of the enterprise and areas where assistance can have the greatest impact. 
In.this manner, a wider range of firms can be supported and a larger number of 
Moldovans professions can be trained. 

The Contractor will work with up to 15 enterprises, depending in part on the enterprises 
selected, degree of complexity, duration of assistance, etc. The type and amount of 
assistance to be provided can only be determined following the selection of enterprises. 

The Contractor shall assist at least two enterprises with the necessary preparation required 
to conduct an initial public offering, as directed by the USAID Capital Markets 
contractors. 

The Contractor shall brief the MOP and USAID on the personnel assigned to a particular 
enterprise so that there is coordination between this project and that being provided in the 
Enterprise Land Sales Project and the Broker Dealer project. The Contractor shall closely 
coordinate work under this task order with efforts under these two other USAID projects. 

Below is a list of potential areas in which enterprises may receive technical assistance 
from the consultants. This list is illustrative for the purposes of preparing each Work 
Plan. It is broken into "Financial Management Assistance" (i.e. back office) and "Other" 
interventions at the Enterprise level (i.e. fiont office and plant). 

Understanding overall urofitabilitv (Financial and Management Accounting), i.e. restating 
financial accounts, analyzing profitability and cash flow to facilitate costing and pricing, 
devising systems for managerial accounting, and accounting for inflation, subsidies and 
return on capital. 

Managing cash flow (CashEinancial Management), i.e. producing financial memorandum 
accounts, purchasing and inventory monitoring, payable management, receivables aging, 
development of cash flow statements and collection procedures. 



M a n a ~ i n ~  costs with the enternrise system (Management Accounting and ~uerational 
Imorovements), i.e. developing a wider definition of production, performing product line 
profitability analyses, analyzing and reducing overhead costs and developing and 
implementing costs reduction measures. 

Restructuring of cornorate organization and management structures, i.e., define the role of 
the corporate center and the appropriate financial, meagerial relationship and asset 
allocation between the center and the individual business units. As a result, senior 
management should be able to design and introduce performance measurement and 
incentive systems for units and corporate center and introduce profitability analysis of 
individual product lines and independent 'business units', including line reporting, 
staffing structures and corporate organization. 

In-plant Technolow: A primary objective is to facilitate enterprise restructuring to 
compete within the market place. The Contractor should focus on in-plant technology, 
uses and misuses, and on restructuring of the implant technologies so as to improve 
production at internationally comparable levels, promote potential domestic and foreign 
investment and otherwise rationalize the production at the enterprise level. 

Build organizations and strategies for sales. marketing and distribution and service: 
i.e. analyze the current sales, marketing and distribution structures with regard to likely 
future requirements and, in line with the overall strategic restructuring plan for the 
company, develop an appropriate new structure and assist the management of the company 
with actively implementing such a structure. 

Establish market and competitor analysis capability, and teach senior management the 
techniques of marketing. Senior management should thus be in a position to continuously 
assess their relative market position and establish a system of generating market analysis as 
input for their in-house formulation of company strategy. 

Social assetsls~here: The Contractor may be required to work closely with the relevant 
staff members of the MOP in evaluating the need for or more likely disposal strategies for 
social assets retained by the company, to devise efficient management structures and 
identify areas of cost savings in ongoing operations, assist the company in identifying 
alternative funding scenarios and efficient internal cost allocations for remaining social 
assets. 

Design. and where a ~ ~ r o ~ r i a t e .  im~lement changes in ca~ital  structure and strategies and 
promams to raise ca~ital, This should normally improve the fmancing costs and general 
management of financing sources within the company substantially. The Contractor is 
expected, as applicable, to work closely with other USAID-funded activities relating to 
share listings, initial public offerings, land sales, etc. 

Technical audit of Droduction facilities and im~lementation of o~erational and Droduction 
management im~rovements at the In-Plant Location. Typically enterprises are hampered 
by a few bottlenecks in crucial production stages due to work flow management, 
inefficient use of key equipment items or lack of such items. Where appropriate, 
consultants will investigate operational improvements in the actual production, production 



planning and steering processes, and then support companies in the implementation phase 
of such suggested changes. 

The Contractor may assist enterprises by developing joint management and emulovee 
training uroerams (Management techniques, Quality Control, etc.) in coordination with 
MOP staff to identify additional suitable resources outside the scope of this project. 

Business Plan Develo~ment for Investment Proiects to obtain resources for investments 
from investors and lending organizations. 

The Contractor will produce and submit to the MOP and USAID a finalized Work Plan 
for each pilot enterprise(s) participating under the task order, outlining any diagnostic 
assessments which may be required. The work plan will clearly outline the skills required 
by the team leader and all team members. Each should bring sufficient clout that will 
enhance their acceptability by old line managers. Romanian or Russian language skills in 
some team members is desirable. 

TIMEFRAME & DELIVERABLE: Task 4 will be implemented during the second month 
of the Task Order period. The Contractor shall submit to USAID and the MOP a Work 
Plan for each of the enterprises. 

Task 5: Business Plan Implementation 

Based on approved business plans developed in Task 4, the contractor shall then 
implement the restructuring assistance in each of the enterprises while simultaneously 
providing on-the-job training in the specific areas to the local professionals and counterpart 
firms. This task should begin at approximately the sixth week of the task order period. 

TIMEFRAME & DELIVERABLE: This task should begin at approximately the sixth 
week of the task order period and be completed by the end of the seventh month. Up to 
I5 enterprises will receive restructuring assistance. At least 2 enterprises will be ready to 
conduct IPOs. 

Task 6: Development of LegaVRegulatory Framework and Documentation 

Each of the objectives of the Tasks under this Task Order may be inhibited by existing 
laws, regulations and practices. Therefore, each of these inhibiting factors or the absence 
of such legal factors, should be examined with the goal of modifying or drafting new 
legislation, decrees, and standard practices that will enhance the free market environment 
for privatized enterprises. 

The Contractor shall produce draft legislation, regulations and practices as necessary in 
collaboration with the Ministry of Privatization, the private sector and other entities, as 
appropriate. Task 6 shall be on-going throughout the entire task order period. 

TIMEFRAME & DELIVERABLE: Task 6 shall be implemented throughout the entire 
task order period. Draft legislation and policies will have been given to the MOP before 
the end of the task order. 



Task 7: Develop Strategy for Replication of the Program Nationally 

Each of the tasks will test practices, operating procedures, and standards that can be 
replicated on a national basis. All such activities will be documented for replication in the 
roll-out phax and such documents should be both practical and simple for self-learning 
purposes. Use of pamphlets and other documentation developed during other USAID 
projects in the NIS (i.e. McKinsey work in Russia) should be used and expanded. 

TIMEFRAME & DELIVERABLE: By the end of the task order period, the Contractor 
will submit to USAID and the MOP a strategy for replicating this program nationally. 

VI. DELIVERABLES 

The period of performance for this task order is seven months, within which specific 
enterprises will begin and complete the restructuring activities planned for under the Task 
Order. No individual enterprise will receive assistance which takes longer than six months 
without prior written approval of USAID4. After discussions with the MOP, the 
Contractor will agree with USAID on dates for likely realization and achievement of the 
following deliverables as part of finalizing the Work Plan for submission, review and 
approval under the Task Order. 

1. Moldovan Professional 

25 Moldovan professionals will be identified, "teamed" and trained in restructuring 
activities, relevant for continued work upon completion of this task order. 

2. Moldovan Counterpart Firms 

4 Moldovan professional services firms will have been trained in restructuring 
techniques and can begin to charge a fee for such private sector services. A minimum of 
thirty-two professionas from the 4 firms (approximately 8 per fmn) will be trained. 

3. Moldovan Enterprises under Restructuring 

15 Moldovan enterprises will have completed enterprise restructuring and sufficient 
evidence is available to ensure future commercial viability. 

4. Documentation 

All materials (e.g. case examples, training modules, 'self-help tools', handbooks, 
documented methodologies, speeches, articles) will be developed and available for roll-out. 

5. Legal & Regulatory Reform 

Enterprises which require more than six months of technical assistance are considered requiring assistance 
in excess of that which can be provided under this task order. It is anticipated that many of the enterprises will 
achieve results within 120 days of initiation of work by the contractors. 



A range of draft legal and regulatory laws will have been presented to the GOM which 
resolve the inhibiting factors that will be determined during the period of implementation. 

VII. PROJECT ORGANIZATION 

The Contractor's personnel and activities will be a part of a consortium of technical 
assistance contractors and policy advisors being provided to the Government of Moldova 
and the Ministry of Privatization to foster economic transformation. The Contractor shall 
work with a counterpart within the Ministry of Privatization and report to USAID. 

VIII. ISSUESICONTINGENCY MANAGEMENT 

Programmatic flexibility will continue to be a part of the overall task order objective. The 
Contractor may be called upon to deal Mth unpredictable issues on a contingency basis, 
using the regional and national infrastructure developed in previous task orders to 
disseminate complicated information quickly and accurately to a broad section of the 
population. 

IX. ESTIMATED LEVEL OF EFFORT 

The level of effort for this task order is estimated to be 1,235 expatriate (Expat) work-days 
and 3,600 third country national (TCN) and local hire national (LHN) work-days. 

Project Manager, Level I 
Corp. Finance Advisor, L I 
Corp. Finance Advisor, L I 
Corp. Finance Advisor, L I 
Investment Banker, L I 
Corporate Finance, L 111 
Industry SpecialistEngineer, L I 
Industry SpecialistEngineer, L I 
Attorney, Level I1 
Marketing, Level I1 
Accountant, Level I1 
Procurement/Logistics IV 

Total Fxpat 

B. Hannon 
V. Morabito 
F. Patriciu 
TBD 
TBD 
D. Wilson 
TBD 
V. Sdirsky 
C. Jelnik Frances 
D. Calleo 
TBD 
A. Hantyk 

10 days 
170 days 
165 days 
75 days 
75 days 
165 days 
165 days 
85 days 
165 days 
75 days 
85 days 
10 days 
1,235 days 

Local St& & TCN TBD 3,600 days 

Any changes idadditions to the personnel or change in person days within the budget total 
must be approved by the COTR prior to employment under this Task Order. Any 
increase in the total number of person days will require an amendment which has been 
approved by the Contract Officer. 

Full approvaYexecution of this task order serves as authorization for initial travel of all 
expatriates named in the task order budget. It does not however, provide approval for the 



positions where the individuals are yet to be determined. These individuals will require 
project officer approval, prior to deployment. 

X. COORDINATION REQUIREMENTS 

To avoid duplication of effort, the contractor will utilize, to the extent possible, both 
materials and methodologies proven successful in institutional development by other 
consultants serving on USAID-funded projects in the NIS. Additionally, the contractor 
will refer to materials made available through the efforts of other members of the 
international donor community and shall work in a collaborative spirit with these 
consultants to achieve efficient completion.of selected activities. 

XI. MANAGEMENT RELATIONSHIPS 

The Contractor will coordinate with USAID/Kiev and Washington on an as-needed basis 
on programmatic, contractual, and financialladministrative matters, as designated by the the 
Kiev Mission Director and AIDIWashington. The Contractor will work closely with the 
Moldovan Minister of Privatization to implement this task order. Should the MOP request 
the Contractor to perform a task which is not in the task order or which is inconsistent 
with the terms of this task order, the Contractor will so notify USAID and all three parties 
will meet to resolve the issues. The Contractor will also provide brief weekly updates to 
the U.S. Embassy in Moldova on all activities. 

XU. REPORTING REQUIREMENTS 

Technical assistance needs to be implemented with considerable flexibility and pragmatism 
to reflect the changing environment. However, significant shifts in approach and changes 
in work plans will require written approval by USAID. The form of reporting and 
communication with client personnel shall be tailored to the needs of the work program 
and facilitate project monitoring on the part of USAID. 

The Contractor is required to provide the following reports to USAIDKiev and 
Washington: 

1. Work Plan 
a) The contractor will provide within 30 days of the beginning of the period of 
performance a detailed written working plan for this project. The working plan will be 
based upon this scope of work and will highlight the methods, and the schedule anticipated 
by the contractor, for obtaining the deliverables stated in the deliverables section of this 
task order. 

b) The contractor will also provide within 30 days, a brief (one page) memo highlighting 
the analysis of any decisions primary to the success of this project. Some decisions 
considered to be primary include development of the tender documentation, identification 
of fm(s) and local nationals who may participate under the project, selection of the 
enterprises. Any question of what is considered to be primary to the success of the project 
should be addressed to the task manager. 



2. Weekly One Page Reuorts - summarizing the project's main activities of the week. 
This may be submitted in bullet format. 

3. Monthlv Reuorts will be comprehensive but precise in detail and report on only that 
information which is crucial to the success of the project. Each report will contain an 
update to the working plan and will highlight at a minimum the following: 1) completion 
of, or progress to date against, deliverables as stated in the deliverables section of this task 
order, 2) proposed changes or refinements to the scope of work or working plan, 3) 
problems encountered during the reporting period if any, 4) significant lapses in 
coordination, if any, that have adversely affected the contractors work progress, 5) issues 
of importance from previous report that remain unresolved, 6) changes/revisions of 
forecasts fiom previous report and reasodcause, 7) forecast of next six weeks . The 
report should be submitted to USAIDJKiev and Washington within five business days after 
the end of each month. 

4. Quarterly Reuorts - the quarterly reports shall follow the same approach as the monthly 
status reports but be cumulative for the quarter. 

4. Comuletion Reuort - At the completion of the task order, the contractor will prepare a 
completion report which highlights accomplishments against workplans, the success in 
attaining states deliverabledbenchmarks and tangible results. This should include a line 
item comparison of the deliverables stated in the scope or work and approved Work Plan. 
The report may provide recommendations for M e r  refinement, enhancement, logical 
extension, or expansion of the completed work. Any perceived problems, vulnerabilities, 
or weaknesses in the systems developed. The report should also provide any 
recommendations the contractor has to address the identified weaknesses. 

XIII. COUNTRYICOUNTERPART CONCURRENCEICLEARANCES 

The counterpart for this task order is the Moldovan Ministry of Privatization (MOP), 
headed by Minister of Privatization. Liaison for the task order will be designated by the 
MOP and USAIDIKiev and Washington upon initiation of the task order. The task 
manager will reside within USAIDIKiev and be identified as well. 

XTV. SPECIAL INSTRUCTIONS 

1. In the course of implementation, the Consultant will produce documentation and 
guidelines which may be used for replication by other institutions. These should be 
instructive, streamlined and adaptable to various environments in different regions of 
Moldova and will not require extensive foreign expertise but utilize local expertise for 
implementation. 

2. Equipment to be purchased is for the purpose of jumpstarting the program. This 
procurement will be a pilot effort and will demonstrate efficiency and cost effectiveness. 
Under further activities, including the development of new institutions, these institutions 
will be required to bear the cost of further equipment procurement. The procurement must 
demonstrate efficiency, cost effectiveness and must conform with USAID procurement 
regulations. 



3. Consultants will make a firm commitment to stay on site for the duration of the 
project. Consultant travel off site should be limited to essential trips related to the project. 
International travel must be approved by USAID with the exception that each consultant 
assigned to a project will be allowed one international roundtrip without prior approval. 
All international travel beyond one international roundtrip per consultant m ~ t  receive 
prior approval of the COTR. 

4. The Contractor shall obtain the approval of USAID before making any changes in 
personnel assigned to the Project. In addition, the Contractor shall obtain the approval of 
USAID if personnel assigned to this Project shall be out of Moldova working on other 
projects in the NIS or another country at any time during the Project implemented under 
this Task Order. 

5. The Contractor shall make a fm effort to recruit and train Moldovan staff for 
operating roles in the post privatization program so that the role of foreign contractors can 
be diminished. 

6 .  Prior to having interviews with foreign or local press, making press releases, holding 
news conferences, or other communications with the news media regarding activities under 
this Task Order, the Contractor will consult with appropriate officials of the host country 
entity receiving assistance as well as USAlD personnel concerning any such proposed 
communications. The Contractor agrees to coordinate such communications with the host 
country entity and USAID as necessary to ensure that the role of the host country entity is 
accurately explained and described. 

7. Official country clearances for experts to Moldova will be requested no less than one 
week prior to mobilization. Request will be made to USAIDIKIEV. 

8. The following language is taken directly from the Prime Contract: 

In no event will any understanding, agreement, modification, change order or other matter 
which modifies the terms of the Contract between the Contractor and any person other 
than the Contracting Officer be effective and binding upon the U.S. Government. 

XV. BUDGET 

The contractor shall be held accountable to the summary budget listed below. The 
contractor may exceed any line item by up to 15% provided that the ceiling price of the 
order is not exceeded. The COTR must approve any line item flexibility above 15% and 
the Contract Officer must approve any increase in the ceiling price. The latter increase 
must also be authorized by an amendment to the Task Order. 



ANNEX 11 
CENTER FOR F'FUVATE BUSINESS REFORM (CPBR) 

ORGANIZATION CHART 



GOM,USAID & SOROS 
I GENERAL L ADM~NISTRATION 

PERSONNEL I 
I DIRECTOR I I FINANCE I ACCOUNTING I 

+ t t t * 
I T R A I N I N G  1 

Fl DmEC;TOR r, DIRECTOR 'DEl-  D m ( c T o R  D i m m o R  DIRECTOR DEPUTY t 

* 
INDUSTRIAL 
RELATIONS 

1 1 1 1 

I 1 

INDUSTRIAL 
TECHNOLOGY 

CORPORATE 
REGULATORY FINANCIAL 

ANALYSIS 
AND ACCOUNTING 

1 
t 

CORPORATE 
FINANCE - 
BANEJNG 

MO WOVAJV 
PROFESSIONAL 

5 

MOLDOVAU 
PROFESSIONAL 

SERVICE 
FIRM 

1 

. I 1 I 

MO WOVAN 
PROFESSIONALS 

4 

MOLDOVAY 
PROFESSIONALS 

1 

MOLDOVAN MOLDOVAN MOLDOVAN 
PROFESSIONAL PROFESSIONAL PROFESSIONAL 

SERVICE SERVICE SERVICE 
FIRM FIRM FiRM 

2 3 4 + + 1) 4 
I MOLDOVAN PRIVATIZED INDUSTRIAL ENTERPRISES 

.c + .) .) 
I 

12 

MOLDOVAN 
PROFESSIONALS 

2 

MOLDOVAN 
PROFESSIONALS 

3 



ANNEX 111 
"GANTT" CHART/~CHEDULE FOR USAID "PER" TASKS 
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Consultancy Training Agreement 

This Agreement, is made and entered into as of the day of 
199, between East-West Management Institute, Inc., 520 Madison 

Avenue, 38th Floor, New York, N.Y. USA, hereinafter referred to as '%WMI" or 
"Sponsor" and 

Name: 

Address: 

whose domestic passport number is: , 

hereinafter referred to as the "Consultant Trainee". 

The parties to this Agreement hereby agree as follows: 

1) Sponsor agrees to instruct and Consultant Trainee agrees to be instructed by E M  in 
the position described in paragraph 2 below in connection with the Moldova Project for 
Enterprise Restructuring, Task Order No.EPE-0014-1-02-5076-00, under Contract 
No.EPE-0014-1-00-5076-00, between EWMI and USAID, hereinafter referred to as the 
'Troject". The Agreement between the parties is subject to EWMI securing any necessary 
USAID approval and the approval of the Ministry of Privatisation of the Republic of 
Moldova. 

2) The Consultant Trainee accepts the training position, , 
with the following duties (describe as appropriate): 

3) The Consultant Trainee agrees to accept instruction in said duties faitfilly and to the 
best of his or her ability, and to comply with local laws and customs. 



4) The Consultant Trainee shall report to Mr. Vincent F. Morabito, the Project leader, his 
delegate or such other person as he or his delegate may designate during the term of this 
Agreement. 

5) The Consultant Trainee shall be available from the period beginning: 
through , and shall be 

subject to a continuing condition of satisfactory performance as determined by the 
Sponsor in its sole discretion. 

6) The Consultant Trainee shall receive a stipend at a rate of United 
States Dollars, or its equivalent in Moldovan currency, per day, paid monthly, and shall be 
expected to be present for instruction as many as, but not more than, six days per calendar 
week. 

7) Consultant Trainee's instruction day shall commence at 9:30 a.m. and continue through 
6: 30 p.m., daily. The Consultant Trainee agrees to conform his availability for instruction 
to a modified schedule as determined from time to time by the Sponsor in its sole 
discretion. Consultant Trainee shall be daily entitled to one hour for lunch. 

8) It is understood and agreed that the Consultant Trainee is solely responsible for the 
payment of all applicable taxes, if any, imposed by the Republic of Moldova. 

9) While on assignment outside the city of Chisinau, the Consultant Trainee shall be 
reimbursed for allowable expenses including travel; actual lodging expenses, to a 
maximum of USD 15.00 per day; and food expenses to a maximum of an additional USD 
10.00 per day. 

10) The Consultant Trainee will submit time sheets as a record of instructional courses 
attended and training exercises performed, as well as expense reports reflecting allowable 
expenses which shall be provided in blank to Consultant Trainee by the Sponsor who shall 
have the right to review such reports and require supporting documentation for claims 
made. 

11)This Agreement may be modified by mutual consent in writing of the Sponsor and 
Consultant Trainee. EWMI may, however, terminate or suspend this Agreement at any 



time, in which case Consultant Trainee may claim only such stipend attributable and 
expenses incurred, to the date of actual termination or suspension of the Agreement. 

12) The Consultant Trainee hereby acknowledges and agrees that all information, 
communications, data and analysis in any format, relating to the Project are confidential. 
The Consultant Trainee agrees that during training with EWMI and during a period of two 
years immediately succeeding the termination of such training that the Consultant Trainee 
shall hold all information relating to the Enterprise Restructuring Project in confidence 
and, fixther, shall not disclose any such information to anyone other than employees of 
EWMI or USAID. The Consultant Trainee hereby agrees to use all appropriate caution 
and care to protect such information against unauthorised disclosure and m h e r  agrees 
not to use such information for personal gain. The Consultant Trainee agrees to act at all 
times in good faith in accordance with the conditions and spirit of this clause and fbrther 
agrees that any violation of its terms shall be cause for immediate termination of training 
and instruction. 

13) The Consultant Trainee will not engage, during the term of this Agreement, in any 
business, profession or occupation that is in direct or indirect competition to the Project or 
any enterprise which the Project may assist. This includes loans or investments to or in any 
business in Moldova which the Project may assist, and extends to direct or indiiect 
employment either in the Consultant Trainee's own name or through the agency of another 
person or entity. 

IN WITNESS WHEREOF, the parties have executed this Agreement as of the , day 
of 1995, evidencing their intention to be bound hereby. 

East-West Management Institute, Inc. 

. . By: 

name: 

title: 

By: 

name: 
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S,A."Fabrica de conserve din Glodeni" 

I .  General Inforfiation according to 81.87.94 

Old name Fahrica de conserve din Glodeni 

Tel . 
Address 279281, or,[iludeni, str.Stefan cel Ware, I 

Branch Agricul turii 

Wain lines conserve din legwe s i  fructe, fructe usrate, vin 
of act.ivities 

Land square 

hodw tion square 

Auction coefficient 
of daandlsuppl y 

Statutory capital 

Share price 

I The structure of 
I stdtutary capital 

/ state  property 

11. Technical-financial characterist.ics 

2B521320 le i  

1 0 . 1  lei 

Lei Shares X 
I 

0 0 0.0 

! The quota of ewloyees 8138520 873@52 42.5 

Another share holders 1179W 11790M 57.4 

Volume of output 2407.8 r i i  le i  

Net profit per 1 le i  11 fro. statutory 
A capital 1 0.M leulleu 

Accounts pa able b 
received d d t s  per 
I lei from statutory I I capital i ? . ~  leutleu 

The d reciation level 
of J i n e r y  of 
equipment 0.08 % 

Risc factors Capacitatea joasa de cumparare a populatiei, lipsa piet i i  de desfacere. 

T AVAILABLE C 



S.A."Fabrica de conserve din Cahuf" 

1. General Inforsation according to Eil,07.94 

Old name Fabrica de conserve din Cahul 

Tel. 2-82-55 

Address 27W3, or.Cahu1, str.Gunarii, 1 

Branch Agriculturii 

Main lines conserve piruiilegui 
of activities 

Land square 

Production square 

Auction coefficient 
of demandlsuppl y 

Statutary capital 

Share price 

The structure of 
,statutory capital 

State property 

cole, vegetale s i  din came 

11. Technical-financial characteristics 

15977W lei 

15.00 lei  

Lei Shares 1 

a B 0 . ~  

The quota of eyloyees 17734M 118232 11.1 

bother share holders 14283845 946923 R8.9 

Total 15977M 1865155 100.0 

Volw of output 6023.0 r i i  lei 

tkt profit per 1 le i  
from stabutary 
capital 0.00 leullw 

Accounts payable & 
received debts per 
1 le i  from statutory 
capital 1.000 lw/leu 

The d reciation level 
of maxinery of 
q u i p w t  5fi.11 X 

Riw factors Prefurile inalte la productia gata din c m a  preturilor m r i  pentru 
resursele fnergetice. Nivelul malt  a1 uzarii utilajului, 



S.A.'Fabrica de conserve din Cupcini" 

1. General Inforffiation according to 01.01.94 

Old name Fabrica de conserve din Cupcini 

Tel. 2-24-46 

Address 2795b8, rl.Edinet., s.Cupcini 

Branch Agriculturii 

Main lines conserve, pectin, fructe congelate 
of activities 

Land square 

Production square 

Auction coefficient 
of desandlsuppl y 

Statutory capital 

Share price 

The structure of 
statutirry capital 

State property 

11. Technical-financial characteristics 

2 8 ~ 8 5 7  lei 

15.00 lei 

Lei Shares X 

a 0 0.a 

The quota of eaployees 5704174 380280 20.0 

Another share holders 22816693 1521128 88.8 

Total 28520867 198140U lM.0 

V o l w  of output 1327'7.0 mii lei 

b t  profit per 1 lei 
fros statutory 
capital 0.00 leullw 

Accounts payable L 
received debts per 
1 lei from statutory 
capital 0 . w  leullw 

The d reciation level 
of raXinery of 
equipvient 33.00 % 

Risc factors Majorarea rateriei p r i q  resurselar econoaice. Posibil teaporar esirea 
din f ~ c t i e  coapresorul mstalatiei frigorifere. Intrerupere din cauza 
loculu~ spre demelare. 



S.A.'Fabrica de conserve din Cantemir' 

I. General Information according to 01.B7.94 

Old naae Fabrica de cunserve din Canteair 

Tel . 
Address n8597, or,Canhir, str.Stefan Voda, 2 

Branch Agriculturii 

Hain lines conserve din legume si fructe 
of activities 

Land square 

Production square 

Auction coefficient 
of daandlsupply 

Statutory capital 

Share price 

The structure of 
st.atutory capital 

State property 

11. Technical-financial characteristics 

20114910 lei 

58.00 lei 

Lei Shares # 

0 0 uf.0 

The quota of qloyeee 4023010 8iYl60 20.0 

Another share holders lb091908 321838 88.0 

Total 20114910 402298 1 1 . 0  

Voluae of output 8219.0 aii lei 

Net profit per 1 lei 
from statutary 
capital 8,00 IeuJle~l 

Accounts payable & 
received debts per 
1 lei frog statutory 
Capltal 0 . M  leu/leu 

The d reciation level 
of aaxinery of 
equipent 44.00 % 

Risc factors Intreruperea achizitionarii materiei prire in legatura cu conditiile 
nefavorabile a tirapului. 



SAUFabrica de conserve din Causeni' 

1, kneral Information according t.o 01,07,94 

Old naae Fabrica de conserve din Causeni 

Tel. 2-32-b5 2-34-37 

Address ?7812!3, or,Eaumi, sos.Tighinei, 5 

. Branch Agriculturii 

lair1 lines. conserve din carne, fructe 5i legme 
of activities 

Land square 

Production square 

W e r  of 
employees 

Auction coefficient 
of de~andlsuppl y 

Statutury capital 

Share price 

The structure of 
statlitmy capital 

State property 

11. Technical-financial characteristics 

22174050 le i  

36.N le i  

Lei Shares X 

0 0 0.0 

The quota of wgloyees 246133 a2544 11.1 

Mother share holders 19712671( 657089 88.9 

Total 2217411118 73913 1U.B 

Volwe of output 6255.8 a i i  lei 

Net profit per 1 le i  
from st.atutory 
capital @.I leulleu 

Accounts pa able h 
rece~ved deits per 
1 1e1 from statutory 
capital 0 . m  leu/leu 

The d reciation level 
of aaxinery of 
equipment 8.00 X 

Risc factors Reducerea bazii de materia prima. Nivelul inalt de uzare a1 utilajului 
tehnologic. 



S.II."Fabrica de conserve din Cosnit.aU 

I. Gmeral Information according to 01.07.94 

Old name Fabrica de conserve din Cosnita 

Tel. 

Address 278304, rl.Dubasari, s.Cosni ta 

Branch Agriculturii 

Main lines conserve din legume si fructe 
of activities 

Land square 

Production square 

N h e r  of 
employees 

Auction coefficient 
of deflandfsupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

18889082 lei 

11.H lei 

Shares X Lei 

b 0 0.0 

The quoh of er#)loyees 2264791 205890 11.9 

Another share holders 16b24212 1511292 88.1 

Total 1 8 8 8 W  1717182 18111.8 

Volufie of out.put %0,3 n i i  lei 

Net profit per 1 lei 
fros stabtory 
capital 8.80 leulleu 

Accounts payable b 
rereived debts per 
I lei from statutory 
capital 0.W lwllw 

The d reciation level 
of m a k e r y  of 
equipment 0.1 'A 

Risc factors Criza platilor si problena cu aprovizionarea cu mat~rii prime: Uzura 
fizica inalta si invechirea twrala a utilajului tehnologic. Lipsa de 
instalatii pentru curatirea gazelor. 



S.P. 'Faconis" 

I. General Information according to 01.07.94 

Old naae Fabrica de conserve din Nisporeni 

Tel . 
Address 27EN4, or.Nisporwi, str.lndu5triala, 1 

Branch fqr icul tur i i 

lain lines conserve rfin legwe si fructe, fructe uscate 
of activities 

Land square 

Production square 

Nupber of 
employees 

Auction coefficient 
of dewandlylply 

Statutory capital 

Share price 

The structure, of 
statutory capital 

State property 

11. Technical-financial characteristics 

1437M88 lei 

20.00 lei 

Lei Shares X 

0 5 0.0 

The @a of employees 26312M 1 3 1 M  18.3 

bather share holders 1174Mll 587340 81.7 

Total 14378000 718900 1M.5 

Volume of output 1624.8 eii lei 

k t  profit per 1 lei 
from statutory 
capital 0.M lwllw 

Accounts payable k 
received debts per 
1 lei from statutury 
capital 5.10 leullw 

The d reciation level 
of saxinery of 
equipaent 0.00 X 

Rix factors Ecsorarea zonei materiei prim, caderea ofertei la conserve. Nivelul 
inalt a uzurei utilajului. Nea~uns a1 capacitatilor retelei de 
purif icare. 



S.A.'Fabrica de conserve henii-No)' 

I. Cieneral Infomation according ta 01.18.94 

Old naae Fabrica de conserve din h e n i i - k i  

Tel. 2-25-53 2-25-53 

Address 278210, or.Anenii-Noi, str.C.Mationale, 2 

Branch Agriculturii 

Main lines conserve s i  S U C W ~  de legume s i  fructe 
of activities 

Land square 

Production square 

Auction coefficient 
of deaandJsupply 

Shatutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-f inancial characteristics 

F a 4 0  lei  

48.M le i  

Lei Shares X 

0 0 0.0 

The quota of employees 1174blW 29365 13.8 

Another share holders 7860641 196516 81.0 

Total 9135240 m881  1W.0 

Volume of output 1951.0 a i i  lei 

l e t  profit per 1 le i  
from statutory 
capital O . I  leu/leu 

kcounts pa able h 
received delis per 
1 le i  from statutory 
capital 0.00B leulleu 

The d reciation level 
of u#inery of 
equipr~ent 59.3 X 

Risc factors Cresterea sinecostului product.iei, scaderea nivelului de cuparare. 
Gradul inalt de uzura a utitajului. Lipsa instalatiilor de purif icare 
propr i i .  



S,A.'Fabrica de conserve din 0lanest.i " 

1. General Inforpation according b 81.18.94 

Old name Fabrica de conserve din Olanesti 

Tel. 2-35-87 2-35-87 

Address 278164, rl.Stefan Voda, s.01anesti 

Branch Agr iculturi i 

b i n  lines conserve din legume si fructe, sucuri 
of activikies 

Land square 

Production square 

Auction coefficient 
of demandlsupply 

Statutury capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-f inancial characteristics 

15337705 lei 

18.80 lei 

Lei Shares X 

a 0 0.0 

The quota of qloyees 49297H 49297@ 32.1 

(hother share holders 1845W5 184W 67.8 

Total 15337705 1533710 1BB.B 

Volwe of out.put 3521.0 mii lei 

Net prof it per 1 lei 
from sOatutary 
capital 0.88 l w l l w  

Accounts payable h 
received debts per 
1 lei fro@ statutory 
capital 0.m leu/leu 

The d reciation level 
of ?a%nery of 
equiprent 51.50 X 

H ~ K  factors Majorarea senicostului productisi, scaderea cy/tatil@r de 
cumpararea. lnalta uzura fizica a utilajului. urificaria ~n coaplecta 
a opelor renduale. 



S.L.'Fabrica de conserve din Orhei' 

I. General Informtion accvrding to 01.07.94 

Old nane Fabrica de conserve din Orhei 

Tel . 2-29-92 2-13-78 

Address 278400, or ah-hei, str.St.ejarilor, 20 

Branch Agriculturi i 

tiain lines conserve din fructe s i  legume, uscaturi, sucuri concentrate 
of activities 

Land square 

Production square 

Auction coefficient 
of demandlucpply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11, Technical-f inancial charact.eristics 

384f835 lei 

15.86 lei 

Lei Shares X 

0 0 080 

The quuta of eaployees 138WEB 926552 45.6 

Another share holders 16432755 109ti517 54.3 

Total 3241035 20lbBb9 100.8 

Volume of output 7999.2 mii le i  

Net profit per 1 le i  
from statutory 
capital 0.00 leu/leu 

Accounts payable h 
received debts per 
1 lei from statutory 
cap~ta l  #.am i l ~ m  

The d reciation level 
of eazinery of 
equipment 8.00 X 

Risc factors Ridicarea sinecostului, lipsa pietei de desfacere. 



S.A. 'Fabrica de conserve Lhgheni 'Hozaiar" 

I ,  General Infursation according to 8l.87.94 

Old naw Fabrica de conserve din lhgheni 

Tel. 3-22-61 

Address 279188, or.lhgheni, str.Gh.Crestiuc, 1 

Branch Agricul turii 

b i n  lines conserve, fructe congelate rapid, fructe uscate, baut.uri spirtoase s i  
of activities nealcoollce 

Land square 

Production square 

Number of 
eqloyees 

Statutory capital 

Share price 

The structure of 
statutary capital 

State property 

11, Technical-financial characteristics 

19713698 lei 

1 0 . 1  lei 

Lei Shares X 

0 19 0.0 

The quota of employees 3792570 379257 20,2 

Another share holders 14921120 1492112 79.7 

Total 

Volw of output 12143.5 e i i  le i  

Net profit per 1 le i  
from statutory 
capital 0.08 leutleu 

Accounts payable & 
received debts per 
1 lei  from statutory 
capital 0.050 Iw/leu 

The d reciation level 
of raXinery of 
equipment 13.70 X 

Rix  factors Reducerea pietii  de desfacere a productiei finite. Utilajul tehnologic 
rnvechit tphnic (cu 42 X )  s i  moral. 



S.A. 'Fabrica de conserve din Floresti' 

I. General information according to 01.07.94 

Old nare Fabrica de conserve din Fioresti 

Tel. 2-23-19 2-23-79 

Address 219888, or .Floresti , str .Hihai Vi teazul, 3 

Branch Agriculkrii 

Hain.1 jn? conserve, fructe uscate, sucuri, pasta de rosii, compoturi, magiun 
of activities 

Land quare 

Production square 

Auction coefficient 
d demandlsupply 

Statutory capital 

Share price 

The st.ructure of 
statutory capital 

State property 

11. Technical-financial characteristics 

9218552 lei 

40.00 lei 

Lei Shares X 

0 0 8.0 

The qu0t.a of erylloyees 1856510 46413 20.1 

Mother share holders 7354042 183851 79.8 

Total 921fl552 230264 1813.8 

Volw of output 2943.3 mii lei 

Net profit per 1 lei 
fror statutory 
capital B.!M leulleu 

kcounts payable h 
received debts per 
1 lei fror statutory 
cap1 tal 0 . M  leulleu 

The d reciation level 
of aa%nery of 
equipmt 25 .1  X 

R ~ K  factors Ecsorarea tapacitatii de cumparare a populatiei. 



S.CI.'Fabrica de conserve Calarasi " 

1. General Information according ta 01.87.94 

Old name Fabrica de conserve din Calarasi 

Tel . 

Wain l i n ~  producerea conservelor din fructe si legme 
of activities 

Land square 

Product ion square 

tiumber of 
employees 

Auction coefficient 
of deaandfsuppl y 

Statutory capital 

Share price 

The structure of 
statut.ory capital 

State property 

11. Technical-financial characteristics 

15785200 lei 

50.00 lei 

Lei Shares X 

B fl 0. I  

The quota of qluyees 1 8 4 W  35937 11.7 

hother share holders 13938350 278767 88.3 

Total 15785268 315704 100.8 

Volufie of output 1996.6 eii lei 

Net profit per 1 lei 
from statutory 
capital 1.00 lwllw 

Ckcounts payable & 
received debts per 
1 lei from statutory 
capital 0.0013 lw/lw 

The d reciation level 
of  !arl(inery of 
equlpmt 68.19 X 

Risr factors nicsorarea realizarilor. Sfationarea evidentuala a producerii din cauza 
lipzi de apa. Uzura fizica a utllajului. 



S.A. "rococservit" 

I, General Information according to 81 -07.94 

Old n w  Fabrica de conserve din Chisinau 

Tel . 47-12-43 41-71-85 

Wdress 277023, or Lhisinau, str .Uzinelor, 19 

Branch llgriculturii 

flain lines conserve din fructe si legume 
of activities 

Land square 

Production square 

hction coefficient 
uf dwandlsuppl y 

Statut.ory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

13410630 lei 

15.00 lei 

Lei Shares X 

0 0 8.8 

The quota of qloyees 2109495 141633 15.7 

Another share holders 1191135 755349 84.2 

V o l m  of out.put. 4618.2 mii lei 

Net profit per 1 lei 
from statutory 
capital 0.M lwllw 

Accounts payable & 
received debts per 
t lei from statutory 
capital 0.800 leullw 

The de reciation level 
of WcRinery if 
equipuent 7.M X 

Risc factor5 Criza platilor si probleua cu aproviziortarea cu materii prime. Uiura 
fizica inalta si invechirea wrala a utilajului. 



S.A.'Compania bugeac' 

I. General Information according to 01.01.95 

Old naae 'Coopania bugeac' SAL 

Tel. 2-26-98 

Address 278816, or.Vulcanesti, strAagarin, b2 

- Branch Aqriculturii 

Hain lines producerea, prelucrarea, col~tarea si desfacerea productiei agricole 
of activities 

Land square 

Production square 

Auction coefficient 
of demdlsupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

Stab property 

11. Technical-financial characteristics 

4057462 lei 

11.00 lei 

Lei Shares % 

0 B 8.8 

The quota of eapioyees 564t85 51335 13.9 

hother share hoiders 3492797 31727 8t,8 

Total U574E2 366862 1M.0 

Volluee of output 1538.1 aii lei 

Net prof it per 1 lei 
fron statutory 
capital 8.H Iwlleu 

Accounts payable & 
received debts per 
1 lei froa statutory 
cap~tal 0.001 lw/leu 

The de reciation level 
of aacRinery of 
equipment 70.28 X 

Rix factors Scaderea capacitatii de p1at.a a clientilor. 



SUB. 'Teraotransauta' 

1. General lnforaation according to 01.10.74 

Old naae Intreprinderea de transport auto nr.4 din Straseni 

Address 278258, or , l t raswi,  s t r  .Orheit 18 

tiain lines servicii de transport auto 
of activities 

Land square 

Production square 

Nunber of 
employees 

Auction coefficient 
of demandlsupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-f inancia! characteristio 

5h6M lei 

20.88 lei 

Lei Shares X 

The quota of eaployees 1111280 55564 19.6 

Another share holders 455EcX!kf 227926 80,4 

Total 5t69800 283498 100.0 

Voluae of outgut 3125.6 mii lei 

Net profit per 1 le i  
from statutory 
capital 0.1 lwlleu 

Accounts payable 4 
received debts per 
1 le i  from statutory 
capital 0.000 Iwlleu 

The de reciation level 
of nxRinerY of 
equipsent 75,70 P 

R i x  f a c b r s  tlicsorarea volmului servicii de transpnrt.. Nivelul inalt a uzurii 
t.ransportului . 



S.A.'Co&inatul de vinuri din Taraclia' 

I. General Information according to 01,10.94 

Old name Coabinatul de colectare s i  prelucrare a strugwilor din Taraclia 

Tel. 2-54-80 

Address 218140, or .Taraclia, s t r  .Voczalinaia, 74 

Branch Agriculturii 

b i n  lines vinuri imbutiliate, de butoi, prelucrarea vinurilor hrut.e, sa&panizat.e, 
of activities bautur i nationale alcool izate 

Land square 

Production square 

lruction coefficient. 
of demand1r;upply 

Statutory capital 

Share price 

The structure of 
s t a t u t ~ r y  capital 

State property 

11. Technical-f inancial characteristics 

161233;10 le i  

10.00 lei  

Lei Share5 X 

0 0 II.0 

The quota of eyloyees 10266448 1821644 b2.8 

Another share holders bB2733a 682133 31.1 

Total lbm77I 1623377 11.0 

Volure of output 2884.2 r i i  lei 

Net profit per 1 le i  
fror statutory 
capital 0.06 leullw 

kcounts pa able h 
received de6ts per 
1 lei  from statutory 
capital 0 . W  l w l l w  

The d reciation level 
of aacqlinery of 
equipam t 33.7@ X 

Riac factors Insolvabilitatea cwiiparatorilor . Defectarea instalatiilor de 
purlf icare. 



S.A.Yaleerviceauto' 

I. General Inforration according to 51.11.94 

Old name Intreprinderea de transport auto nr.9 

Tel. 

Address 27W2, or, laloveni , str .Alexandru cel Bun 

Branch Agr icul tur i i  

Rain lines servicii de transport 
of activities 

Land quare 

Fmduction square 

Number of 
erpployee~ 

Auction coefficient 
of de~andlsupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

535038d lei 

10.W lei 

Lei Shares X 

The quota of employees 754488 75448 14.1 

Another share holders 459598H 459598 85.9 

Total 5358% 535838 188.8 

Volume of output 1274.1 mii lei 

Net profit per 1 lei 
from statutory 
capital 0.88 lwlleu 

kcounts pa able & 
received dd t s  per 
1 lei from statutory 
capital 0.W leulleu 

The d reciation level 
of maxinery of 
equiprent 85.60 Z 

Risc factors Scaderea c acitatii de plata a populatiei. Gradul h a l t  a uzurii 
utl~alulul%~. 



S.A.'Carfiezb 

I. General Inforfiation according to 01.10.94 

illd name Coahinatul de came din Chisinau 

Tel . 55-04-41 55-43-31 

Address 27'7018, or.Chisinau, s t r . h c e s t i ,  121 

Branch Agr icul tur i i  

Nain lines came 5i produ~e d i n  came 
of activities 

Land square 

Production quare 

kction coefficient 
of d~mandlsupply 

Statutory capital 

Share price 

The structure of 
sfatut,ory capital 

State property 

11. Tethnical-financial charact.eristics 

41609050 lei  

10.00 lei  

Lei Sham X 

653748 65504 1.5 

The quota of employees 19704480 1970440 47.3 

Another share holders 21249618 2124961 51.0 

Total 41609058 4161985 100.0 

Volusle of outgut 45542.0 nii lei 

kt profit per 1 lei 
frofi statutpry 
capital 0.M lwlleu 

Ikcounts pa able & 
received d d t 5  per 
1 le i  fron statutury 
capital 0.BBPI l w / l w  

The d reciation level 
of J i r i e r y  of 
equipsent 67.00 X 

Risc factors Deplnderea direct.a de ca1aanita)ile natrii  s i  de starea.firwelor 
agricoie. Uzura f m c a  inalta SI invechirea rwrala a utilajului 
tehnologic. Starea nesatisfacatoare a instalatilor de pur~ficare, 



S,A. "lug' 

1. General Information according to 01,04.95 

Old n a ~  Cohinatul de carne din Ciadir-Lunga 

Tel. 2-lb-71 

Address 278700, or.Ciadir-Lunga, st.r .Dzerjinskii, 1 

Branch Agriculturii 

Hain lines prelucrarea si cowrcializarea carnii 
of activities 

Land square 

Produc tion square 

Auction coefficient 
of deaandlsupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

I I. Technical-f inancial characteristics 

12775180 lei 

1B.00 lei 

Lei Shares X 

0 0 0.5 

The quota of eaployees 6bBW 663548 51.9 

Another share holders 6139100 61397fl 48.0 

Total 12775180 1217518 100.8 

Volume of output 3248.9 ~ i i  lei 

Net profit per 1 lei 
fro& statutory 
capital 0.1 leullw 

Accounts payable & 
received debts per 
1 lei fror statutory 
capital 0 . m  lwllw 

The d reciation level 
of .aXinery of 
equipaent 58.11 X 

Risc fact-ors insolvabili tatea clientilor. Uzura pi jloacelor f ixe. 



S.R.'Frigoa 

I .  General Information according to Y11.87.94 

Old name Cobinatul frigorific din Chisinau 

Tel. 55-23-21 

Address 277018, or.Chisinau, str,Valea Bicului, 9 

Branch Rgriculturii 

b i n  lines producerea seaifabricafelor,din carne arnhalat.a, produse de aezeluri, 
of activitier, inghetata si brinzetur~ toplte 

Land square 

Pruductiun square 

Auction caeff icient 
of derandlsupply 

Statutory capital 

Share price 

The structure of 
stdtcltrlry capital 

State property 

11. Technical-financial characteristics 

7468248 le i  

20.00 l e i  

The quota of er~ployees 1492064 74683 20J 

hother share holders 59681M 298489 B0.B 

Volume of out.put 25.35.1 aii lei 

Net profit per I le i  
from statutory 
capital @.I leul lw 

Accounts payable & 
received debts per 
1 le i  from statltbry 
capital 8.01 lwlleu 

The de reciation level 
of aacRinery o f  
equipaiat 52.40 X 

Risc factars Scaderea numarului de anirale dofiestice in urra s e c ~ t e i  1994, cresterea 
preturilor de achizitie l a  aateria prima, cresterea pret.ulu1 de cost. 
d in  cauza ~ c ~ y l i r i i  resurselor ener etice. Este necesar schruul 
utilajului de m n i a c  in volum capi?ai. Uzarea fizlca s i  wrala  inalta 
a1 aasinilor s i  utilajului. . 



S.A. 'SperntaY 

I. 6eneral 1nforrat.ion according to 81.19.94 

Old name Cuoperativa "Speranta' din Lnduseni 

Tel. 2-32-49 2-28-82 ' 

Branch Qricul turii 

Nain lines c a m ,  ~eze lu r i  
of activities 

Land square 

Product ion square 

Auction coefficient 
of derandlsuppl y 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

15688451 le i  

50.M lei 

Lei Shares X 

0 0 0.0 

The quota of eyloyees 4575M0 91512 29.3 

Another share holders 1103m 220651 10.6 

Total 1560E!458 312169 l00.I 

Volume of output 638.2  oii  lei 

kt profit per 1 lei  
fro# statutory 
capital 8.00 leulleu 

Accounts payable t 
received debts per 
1 le i  froa statutory 
capital 0.000 leul lw 

The d reciation level 
of mginery o f  
equiprent 41.20 X 

R i x  factors 



S.L.'Lapb1 

I. Gwteral Inforsation according to 01.07.94 

Old name hciatia de productie a industriei laptelui din Chisinau 

Tel . 55-89-48 
Address 277032, or.Chisinau, str.Saraizegetusa, 90 

Branch Flgriculturii 

tlain lines dezvoltarea producerii de prelucrare a laptelui si produselor lactate 
of activities 

Land quare 

Production square 

Number of 
mployees 

Auction cueff icierrt 
of daandlsupply 

Statutory capital 

Bare price 

The structure of 
statutory capital 

%ate property 

11. Technical-financial characteristics 

la'h6450 lei 

50.M lei 

Lei Shares X 

0 0 6.0 

The quota of eqloyees 3471688 69432 19.2 

Another share holders 14544858 290897 B0.7 

Total 1116458 360329 U6.0 

V o l w  of output 181115.4 eii lei 

Net profit per 1 lei 
fror statutory 
capital 6.1 lwllw 

Accounts payable & 
received debts per 
1 lei fror statutory 
capi t.al 14.W leulleu 

The d reciation level 
of eaxinery of 
equipment 44.08 X 

Risc factors Problwle realizarii productiei. Reutilarea tehnica pmtru largirea 
awrtiwntului. 



S.A.'Co&inatul de industrializarea laptelui din or.BaltiM 

I .  General Information according to 81.17.94 

Old naae Combinatul de produse 1act.at.e din Balti 

Tel. 3-23-76 

Mdress 27W, or.Balti, str.Calea Iesilor, 188 

Branch kjriculturii 

kin lines unt, lapte uscat, inghetata, prodilse lactate 
of activities 

Land square 

Production square 

Nusber of 
employees 

Auction coefficient 
of deaandlsupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11, Technical-financial characteristics 

23134288 lei 

50.11 lei 

Lei Shares X 

0 0 C.1 

The quota of elaployes 483293 96659 20.8 

Another share holders 18381250 366U25 79.1 

Total 23134200 W684  100.8 

Voltme of output 7315.8 iaii lei 

k t  profit per 1 lei 
from statutory 
capital 8.00 leullw 

Accounts payable b 
received debt.5 per 
1 lei fro& statutory 
cap1 tal 0 . M  Iwlleu 

The de reciation level 
of RacIinery of 
equipmt 48.00 X 

Risc factors Hicsorarea voluului de furuizare. Uzura tehnicii. Poluarea aediului 
ambiat. 



S.A.'Co&inatul de industrializare a laptelui din Cupcini YnLaC' 

I. General Inforaation according to 01.01.94 

Old name Coobinatul de produa lactate din Cupcini 

Tel. 2-20-56 

Address m 0 ,  rl.Edinet, s.Cupcini 

Branch Agriculturii 

Hain lines lactate, unt, lapte-praf degresat 
of activities 

Land square 

Production quare 

Auction coefficient 
of deaand/supply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

14422100 lei 

58.1 lei 

Lei Shares X 

The quota of e~~loyees 1777758 35555 12.3 

bother share holders 12b44350 252881 81.6 

Total 14422188 288442 11.0 

Volu~e of output. 5610.1 aii lei 

Net profit per 1 lei 
from statutory 
capital B.BB lw/lw 

Accounts payable & 
received debts per 
1 lei from statutory 
capital 0.W lwlleu 

The d reciation level 
o f  raEqlinery of 
equipaent 31.1 X 

Risc factors Scaderea puterii de cumparare a populatiei, lipsa pietii de desfacere. 
Uzura roorala a utilaiului, lipsa surselor de energie proprii: Sroparea 
procesului de pruducbie din cauza lipsei cererilor la deseurile 
secundare. 



S.l.'Eucurial 

I. General I n f o r ~ t i o n  according to 81.07.94 

Old na%e Societatea pe actiuni a indust.riei de cofetarie "curia' 

Tel. 24-61-88 

Branch kgriculturii 

hain lines producerea produselor de cofetarie 
of activities 

Land square 

Product.ion square 

W e r  of 
employees 

Auction coeff icient. 
of denandlsupply 

Statut.ory capital 

Share price 

The structure of 
statutory capital 

St.ate property 

11. Technical-financial characteristics 

35167002 lei 

15.M le i  

Lei Shares X 

0 0 0.0 

The quota of wployees 94897L15 940970 31.4 

bother share holders 28677291 26b7730 M.5 

Total 

Voluroe of output 34761.3 mii lei 

Net profit per 1 lei 
f roe s tahtary 
capital 0.00 leulleu 

Accounts payable ti 
received debts per 
1 lei from statutory 
cap1 tal O.W lwlleu 

The d reciation level 
of ?Xinery of 
equipment 0.88 X 

Hisc f a c t a s  Cerintele de consum aazute, impunerea impovarata dependents de 
importarea rateriei prime 51 eaterlalelor. ~ i v e l u i  h a l t  de uzare a1 
utilajului. 



S.A,'Alexandreni-Zaharm 

I. heral Inforration according to 01.07.94 

Old naw Coabinatul de zahar din Alexandreni 

Tel. 

Address 279244, rl.Singerei, sAlexandreni, fliruinta, str.lndependentei 

Branch Agriculturii 

Main llnes zahar-to5 din sfecla, melasa si burnota 
of act~vities 

Land square 

Production square 

Auction coefficient 
of deaandlsupply 

Statutory capital 

Share price 

Th2 structure of 
statutory capital 

State property 

II. Technical-financial characteristics 

24611165 lei 

10.00 lei 

Lei Shares X 

h 0 0.5 

The quota of eqloyees 1159698 115971 7.1 

Another share holders 22851467 2285146 92.8 

Total 24611165 2461116 188.8 

Volume of output 8954.1 oii lei 

Net profit per 1 lei 
fror statutory 
capital 0.H leulleu 

kcounts payable & 
received debts per 
1 lei from statutory 
capital 8.W lw/lw 

The d reciatim level 
of maXinery of 
equipwt 32.M 1: 

Risc factors F$aderea capacitatii de plata a populatiei. Nivelul inalt de uzura 
~ijloacelor f ixe. 



S.A. Yabraca de zahar Briceni' 

1. General Information according to 01.07.94 

Old nw Fabrica de zahar din Briceni 

Wdress 279620, or .Eiriceni, st.r .Uzinei, 38 

Branch hgriculturii 

Hain lines zahar, lielasa, burnot.a uscata s i  luseda 
of activities 

Land square 

Production square 

W e r  of 
employees 

Auction coefficient 
of dersandlsuppl y 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

Ml761410 lei 

10.00 lei 

Lei Shares X 

0 0 0.0 

The quota of etnployees 1925310 192531 -2.8 

hother share holders 66836100 b683618 97.2 

Total 68161410 6876141 188.8 

Voluae of output 8983.4 fiii lei 

Net profit per 1 lei 
frop statutory 
capital 0.H leulleu 

Accounts pa able k 
received degts per 
1 lei from statutory 
~apital  0.M0 leu/lw 

The d reciation level 
of !aXinery of 
equipment 4.20 X 

Rist factors Lipsa d e  aaterji prim, s c y  irea aaterialelor, ,resurselor, energet.ice. 
Uzura f w c a  51 mrala, pos~%ilitatea de regIan1 a u t~ l a lu lu~ .  



S.A.'Fabrica de zahar din Ghindesti" 

I. General Infornation according b 01.07.94 

Old name Fabrica de zahar din Ghindesti 

Tel. 2-3-29 2-2-0i3 

Address 279820, rl.Flaresti, s.Ghindesti, str.Fabricii, 1 

Branch Agriculturii 

Kin lines zahar-tos 
uf activities 

Land square 

Production square 

kction coefficisf 
of derandlsupply 

Statutory capital 

Share price 

The structure of 
statutory Capital 

State property 

11. Technical-financial characteristics 

204530M lei 

3.811 lei 

Lei Shares % 

0 0 0.0 

The quota of esployees 2415500 120775 11.8 

Another share holders 18837540 901677 80.1 

Total B453048 1022652 100.0 

Volme of output 407b.0 olii lei 

Net profit per 1 lei 
froa statutory 
capital 0,00 Iwlleu 

Accounts payable L 
received debts per 
1 lei from statutory 
capital 0.000 lwlleu 

The de reciation level 
of naclinery of 
equipwrit 0.M X 

Rix factors In stabilitatea preturilor. kartizarea fizica si norala a utilajului. 
Poluarea. 



SApentru producerea zaharului s i  acidului c i t r i c  'Frunza' 

I. 6eneral Inforrplitiiln according to 11.81.94 

Old nw Fabrica de zahar din Girbova 

Tel. 

tlain lines producerea zaharalui, sar i i  de lamie,t.aibel@r uscati s i  acri, nelasei 
of activities s i  cowrcializarea lor 

Land square 

Production square 

W e r  of 
employees 

hct.ion coeff icient 
of deeandlwpply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-finmcial characteristics 

19439820 le i  

15.00 lei 

Lei Shares X 

# 0 0.B 

The quota of egloyees 2332770 155518 12.5 

Another share holders 17107ev50 1140470 88.8 

Volume of output 2604.2 mii lei 

Net prof i t  per 1 lei 
fror statutory 
capital 0.00 l w / l w  

Accounts payable h 
received debts per 
1 lei fror statutory 
cap1 tal 0.M0 leu/leu 

The d reciation level 
of PaXinwy of 
equipment 56.00 X 

Hisc factors Scwi rea  saterii ,prine, resurselor energetice. Utura f izica s i  morala 
a utilajului. Pericol exploziv, inpurificarea mediului Aiant. 



S.A,"Fahrica de zahar din Donduseni" 

I. b e r a l  Inforreation according to 81.87.94 

Old naee Fabrica de zahar din Donduseni 

Tel. 2-27-62 2-28-62 

Address 279458, or.l)anduseni , st.r.Karl tlarx, 1 

Branch Agriculturii 

k i n  lines zahar din sfecla, conserve din fructe s i  leguoe 
of activities 

Land square 

Production square 

NuPher of 
eeployees 

Auction coefficient 
of decandlsupply 

Statutory capital 

Share price 

The structure of 
statut.ory capital 

State property 

11. Technical-financial characteristics 

14343764 lei  . 

10.00 lei 

Lei %ares X 

0 0 0.8 

The quota of eqloyees 1695434 169543 11.8 

hother share holders 12648330 1264833 88.1 

Total 14343764 1434376 100.0 

Volume of output 6385.0 r i i  le i  

Net profit per I le i  
fror statutory 
capital 8 . 1  leulleu 

kcounts payable & 
received debts per 
1 le i  fro1 st.atutory 
cap1 tal 0,888 leullw 

The de reciation level 
of !acRinery of 
equlpwnt 3El.M X 

Risc factors Scupirea aaterii prime a ricole s i  a resur~elor energetice s i  
combujtibului. Uzura moraqa a utilajukui. Iylurificarea sediului 
inconjurator , 



S.A. 'Glodeni-Zahar ' 

1. General Inforeation according to 01.#7,94 

Old name Fabrica de zahar din Glodeni 

Tel. 

Address 2 7 W ,  or .6lodeni, str Stefan cel Hare, 48 

Branch IIgriculturii 

nain lines zaharul-tos din sfecla 
of activities 

Land square 193.0 ha 

Production square 1296352 m.pt, 

Nuher of 
employees 

Auction coefficient 
of demandlsupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

30322000 lei 

50.@ lei 

Lei Shares X 

The quota of el~ployees 3517350 70'347 11.6 

Chot.her share holders 268046% 53893 88.4 

Total 3833W A46440 100.B 

Volune of output 11936.8 mii lei 

Net profit per 1 !ei 
from statutory 
capital 8.H Ieu/lw 

Accounts payable & 
received debts per 
1 lei from statutory 
capital 0.000 lw/leu 

The d reciation level 
of ?aXinery of 
equipment 8.m X 

Risc fattars Cresterea semicostului a productiei, scaderea capacitatii de plata a 
populatiei. Posibilitatea poluarii aerului. 



S.A. "Drohia-zahar' 

1. General Informtion according to 01.07.94 

Old name CoPlbinatul de zahar din Drochia 

Udress 279400, or.Drochia, str.27 august., 1 

Branch Qricultur i i  

k i n  lines zahar-fos, conserve de legune s i  fructe 
of activities 

Land square 

Production square 

Auction coefficient 
of demandlsupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

11258048 lei 

10.00 lei 

Lei Shares # 

The quota of elapluyees 2251618 225161 3.8 ) 

Mother share holders 90064% 900643 86,8 

Total 11258140 112EW 100.0 

I 
Volum of output b616.0 nii le i  ,. '//flW 1 
Net profit per 1 le i  
from statutory 
capital 0 . 1  leulleu 

kcounts payable k 
received debt.5 per 
1 lei from statutory 
capital 0 . H  lwlleu 

The de reciation level 
of nacIinery of 
equipment 67.80 X 

R i ~ c  factors Scaderea posibili t a t i i  platilor a populatiei. Nivelul inalt uzurei a 
utilajului. Ilspurif icare. 



S.A. 'Cupcini-Cristal " 

I. 6eneral Information according to 01.07.94 

Old nane b~binatul de zahar din Cupcini 

Tel . 
Address 275'5b8, rl.Edinet, s.Cupcini, str,fienasterii, 3 

branch Agririllturii 

tlain lines zahar , bauturi alcoolice si fara aicool 
of activities 

Land square 284.8 ha 

Production square 38765 ie.pt, 

Number of 
etiployees !' 854') 

Auction coefficient. 
of demandlsuppl y 4 0 0 6 0 

1.160 0 . W  8.000. 0.888 O.W 1.161 

11. Technical-f inancial characteristics 

Statutory capital 19?14201 lei 

Share price 10.M lei 

The structure of Lei Shares X 
statutory capital 

I 

State property B 0 0.0 I 

The qwta of eeployees 1 W } 3  13913 7.1 

Another share holders 17848871 1'184887 92.0 

Total 19214281 1921420 10B.6 , 

Volume of output 1$!59,7 rii lei ,' I ; 4 
Net profit per 1 lei 
from statutory 
capital 0.M lwlleu 

Accounts payable 6 
received debts per 
1 lei from statutory 
cap~tal 0.000 leulieu 

The de reciation level 
of NacRinery of 
equipment 51.W X 

Risc factors Scumpirea ~ateriei prima, resurselor energetice. Uzura fondurului fixe. 



S.A. "Fabrica de zahar Fa1est.i" 

I. General Information according to 01.07.94 

Old name Fabrica de zahar din Falesti 

Tel. ' 

Address 279150, or .Falesti , s0r. lasi, 19 

Branch Agriculturii 

tlain lines zahar, bwnot, melasa, conserve din legme si fructe 
of activities 

Land square 

Production square 

Number of 
employees 

Auction coefficient 
of demand/suppl y 

Statutury capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

22192572 lei 

2040 lei 

Lei Shares X 

The quota of eaployees 4438512 221926 20.8 

hother share holders 177540M 887103 BO.0 

Total 22192572 1109629 100.0 

V o l w  of output 13293.8 ~ i i  lei 

Net profit per 1 lei 
fro0 statutory 
capital 0.00 ledleu 

h u n t s  payable 
received debts per 
1 lei from sbatutory 
capital 0.000 l w l l w  

The d reciation level 
of oaXiner y of 
quipaen t 52.M Z 

Rist factors Scaderea capacit.atii de p1ata.a populatiei. Nivelul inalt de uzura a 
fiijluacelor fixe. Puluarea~led~ului incunjurator. 



SA'Floarea soarelui" 

I. 6eneral Information according to 81.07.94 

Old n w  Combinatul de uleiuri s i  grasimi din Balti 

Address 2792B0, or.Balti, str.31 August, b 

Branch hr icu l tu r i i  

lain lines ulei vegetal s i  sapun de rufe 
of activities 

Land quare 12.4 ha 

Production square Wi4b m.pt, 

Auction coefficient 
of demandkuppl y 4 0 0 0 fl 

2.390 0.000 0.000 @,a0 0 . M  2.392 

11. Technical-financial characteristics 

Statutory capital 11899580 lei 

Share price 29,00 lei 

The structure of Lei Shares X 
statutory capital 

State property 0 0 0,0 

The quota of e g l o y e e  32211940 161847 21.b 

finokher share holders 11678640 583932 78.3 

Total 1489PjBB 744979 100.0 

Volue of output 7Xi4.9 mii lei 

Net profit per 1 le i  
from statutory 
capital 0.00 l w l l w  

Accounts payable h 
received debts per 
1 lei  from statutory 
capital 0.W leu/leu 

The d reciation level 
of mazinery of 
equipment. 57.00 X 

Risc factors Lipsa aateriei prime, majorarea pretului de cost. Uzarea utilajului. 
Pericol de influare. 



S.A.pentru producerea uleiului vegetal WEEX' 

I .  General lnforaation according t.o C1.01.94 

Old naiae Fabrica de extractie a uleiurilor din Otaci 

Tel. 

Address 219588, r l .kn i t a ,  or.Otaci, str.Stefan cel Mare, 116 

Branch Agriculturii 

llain lines uleiul veget.al , uleiul raf inat 
of activities 

Land square 

Roduct.ion square 

W e r  of 
eaployees 

Auction coefficient 
of dewndlsupply 

Stdt~.~tilry capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

7041W lei 

18.130 lei 

Lei Shares X 

% I C.6 

The quota of employees 148950 1465% 20.8 

Another share holders 575 5140 557514 79.1 

Total 7641096 704109 1PI0.0 

Volume of out.put 4283.8 mii le i  

Net profit per 1 lei 
from statut.ory 
capital I.@ lwlleu 

Accounts payable 6 
r ~ e i v e d  debts per 
1 le i  from statutary 
capital 0,000 leulleu 

The de reciation level 
of sacRinery of 
equipaent 37.M X 

Risc factors Lipsul materiei price. Utilajul invechit. Exploziv. 



S.A. W a l a j '  

I ,  General Inforfiation according to 81.07.94 

Old naw CorPbinatul experimental de ambalaje din Drochia 

Tel. 2-P-98 2-3-67 

Address 2794118, or.Drochia, str.Lermontav, 8 

Branch Aqriculturii 

Rain lines confectionarea arnbalajului de lew s i  polimer 
of activities 

Land square 

Production quare 

Nuhber of 
employees 

tluction coefficient 
of d~andlsupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

Stabe property 

11. Technical-financial characteristics 

MI51885 lei 

50.80 lei  

Lei Shares X 

0 8 0.8 

The quota of employees 12103% 24207 8 . 8  

Another share holders 4841535 968% 811.8 

Total M51885 121037 1118.8 

Volume of output 930.0 r i i  lei 

Net profit per 1 lei 
from statutory 
capital 8.00 leo/lw 

&counts payable h 
received debts per 
1 le i  from statutory 
capital 8.BBB lwlleu 

The de reciation level 
of sacIinery of 
equipiuent 59.56 X 

Risc factors Cresterea sinecost.ului, capacitatea joasa de cwparare a 
consursatorilor, Uzura inalta a utilajului. 



S.A.'Fabrica de sticla din Chisinau" 

I. General Infor@ation according t.o 81.07.94 

Old nane Fabrica de s t ic la  din Chisinau 

Tel . 41-39-26 48-98-95 

Address or.Chisinau 

Branch fkjriculturii 

Main lines hutelii si borcane d in  sticla 
of activities 

Land square 

Froduction square 

W e r  of 
employees 

kction coefficient. 
of dernand/supply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

1752X!R0 le i  

B.00 lei 

Lei %ares X 

0 0 0,5 

The quota of eaployees 3'784668 185233 21.1 

Another share holders 138186B 690931 78.8 

Total 17523288 816164 100.0 

Voluae of output 9481.9 mii lei 

Net profit per 1 lei  
from statutory 
capital 0 . 1  l w l l w  

Accounts pa able & 
received d e k  per 
1 le i  fro& statutory 
cap1 tal 0.000 l w l l w  

The d reciation level 
of wxinery of 
equippent 0.M X 

Risc factors 



S.A. 'Dacia-Universal" 

I ,  General Information according to 81.87.44 

Old name lntreprinderea raiunala de reparatia si deservire a tehnicii din Awnii-Noi 

Tel. 2-24-34 2-24-34 

Address 278238, rl.Anenii-Noi, s.Bulboaca, str.Stefan cel Mare, 1 

Branch Agriculturii 

tlain lines repararea si deservirea tehnicii agricole,,utilajului electric, 
of activities utilajului feraelor si coqlexelor zootehnm 

Land square 9.8 ha 

Production square 9308 a.pt. 

Nuplber of 
mployees 

345 
Auction coefficient 
of dmdlylply 3 7 15 0 0 

0.770 #.b7# 0.#00 f i  0.W 

Statutory capital 

Share price 

The structure, of 
statutory capital 

State property 

The quota of egloyees 

bother share holders 

Total 

Volue of output 

let profit per 1 lei 
from statutory 
capital 

Accounts payable & 
received debts per 
1 lei from statutory 
capital 

The de reciation level 
of nac!inery of 
equipment 

306244 lei 

10.M lei 

Lei Shares 

0 a 
ma m 
294wea 294988 

3w44 w 

519.0 mii lei 

Risc factors Folimentut societatii, regis tmporar a descresterii econnmiei in 
rezultatul perepuf. si owder. productiei. Situatia de avarii , care au 
adus la ineptivitatea folosiri~ de mai departe a fondurilor fixe. In 
rezultatul cataclizoelor naturale inundatiilor. 



S.A. 'Niscon" 

I. General Inforeation according bo 01.07.95 

Old n w  Clwciatia inbergospodareasca de constructii nr.1 din Nisporeni 

Tel . 2-36-88 2-33-96 

Address 27H60, or.#isporeni, str,lndustriala, 1 

Branch Agriculturi i 

b i n  lines lucrari de constructii 
of activities 

Land square 

Production square 

W e r  of 
employees 

kction coefficient 
of dwand/suppl y 

Statutory capital 

Share price 

The structure of 
statutory capital 

Stat.e property 

11. Technical-financial characteristics 

231784 le i  

12.M lei  

Lei Snares X 

0 0 8.0 

The quota of e~ployees 1088188368 9M38 45.9 

Another share holders 1211424 16952 54.1 

Total 2351784 195982 100.0 

Voluee of output 97.4 mii le i  

kt prof i t  per 1 lei 
from statutory 
capital 1.1 leufleu 

Accounts payable & 
received debts per 
1 le i  fron statutory 
capital 0.W l w f l w  

The d reciation level 
of aaXinery of 
equipaent 92.60 X 

hisc factors Scaderea capacit.atii de plata a intieprinderilor s i  populatiei. Uzura 
inalta f izica r;i wrala a utilaiului. 



S,A.'Construckrul' 

I. General Inforeation according to 8l.'&t.% 

Old name Awciatia intergos.cooper.de stat de proiectare si constructie 'Con~tructorul' 

Tel. 2-2?-19 2-08-50 

Mdress 219888, or.Floresti, str.Hihai Viteazul, 31 

- Branch Clgriculturii 

Main lines constructii , montaj, proiecbare si reparatii 
of activities 

Land square 

Production square 

kction coefficient 
of deoandlsupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

1981750 lei 

18.00 lei 

lei Shares X 

0 0 0.0 

The quota of eqloyees 771870 7187 38.9 

bother share holders 120988EI 120W bl.0 

Total 1981750 190175 1M.0 

V o l w  of  output 507.9 mil lei 

Net profit per 1 lei 
from statutory 
capital 0.1 lw/lw 

&counts pa able k 
received ddts per 
1 lei fror statutory 
capital 0.101 lwlleu 

The de reciation level 
of aaclinery of 
equipcent. 75.00 Y, 

Hisc factors Inrautatirea capacitatilor de plata, cresterea vaduta a pretului de 
cost, Uzura fizica a utilajului, rijloacelor de transport 5i 
aecahizaelor. 



S.A.'Co&inatul de ccjnstructie a caselor 'Zidarul" 

I. General Inforslation according to 01.07.95 

Old name Coabinatul de constructie a caselor la sate din Cahul 

Tel. 

Branch Agriculturii 

b i n  lines: constructia caselor 
of activltles 

Land square 

hoduction square 

Number of 
eqloyees 

Auction coefficient 
of dwdlsuppl y 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

The quota of eapluyees 

hather share holders 

Total 

V o l w  of output 

Net profit per 1 lei 
from statutor~ 
capital 

11. Technical-financial characteristics 

13549215 lei 

5.00 lei 

Lei Shares X 

584.7 sii lei 

Accounts payable & 
received debts per 
1 lei fror statutory 
capital 0.W leullw 

The d reciation level 
of aa%nery of 
equipment 39.48 X 

Risc factors Insolvabilitatea curandatarilor. Uzura mijloacelor fixe. 



S.A.'HidroiwexU 

I. General lnfor~ation according to 01.10.94 

Old n w  Uzina 'Ehidroprivod" 

Tel. 2-32-82 2-65-37 

Address 2?W, or,SProca, str.Vasi1e Stroiescu, 118a 

- Branch lndustriei 

k i n  lines hidrofiotoare, paneuri electrice 
of activities 

Land square 

Production quare 

Guction coefficient 
of deaandisupply 

Statutory capital 

Share price 

The stricture of 
statutory capital 

State property 

11, Technical-f inancial characteristics 

11441400 lei 

20.00 lei 

Lei Shares X 

0 0 0.0 

The quota of eerployees 1681880 04094 14.7 

hother share holders 975920 487976 05.3 

Total 11441400 572070 lM.0 

Volw of output 293.0 ilii lei 

Net profit per 1 lei 
fro8 statutory 
capital 0.00 leulleu 

Accounts payable & 
received debts per 
1 lei fro8 statutory 
capital 0 . W  leullw 

The d reciation level 
of maxinery of 
equi~iaent @.I X 

Risc factors Cresterea che!tuielilor, lipsa pietelor de desfacere, incapacitatea de 
plata, Posibi!it.a$a s u s y d a r l i  activitatli  de producere, din cauza 
uzur 11, d e t ~ r  lorarll utl ajulul, a l l m t a r l l  cu wrse energetlce. 



SApentru producerea aparatajului de joasa tensiune 'ELCOM' 

I. General lnfornation according to 81.81 -94 

Old naw Uzina de aparate de joasa tensiune 

Tel. 2-16-45 2-14-65 

Address 278408, or.Chhei, str.Nihai hinescu,l8 
d 

Branch Industriei 

Rain lines fabricarea productiei de m i r e  tehnica 
of activities 

Land square 

Production square 

W e r  of 
employees 

Auction coefficient 
of demandlsupply 

Statutory capital 

Share price 

The structure, of 
statutory capital 

State property 

11. Technical-f inancial character istics 

2189528 lei  

20.00 lei 

Lei Shares t 

0 0 8.0 

The quota of rreployees 73W48 36912 33.7 

Another h a r e  holders 1451288 m64 66.2 

Total 216952d 109476 100.8 

Voluae of output 150.8 oii lei 

Net profit per 1 le i  
fror statutory 
capital B.00 l w t l w  

kcounts pa able b 
receJved d&s per 
1 lei  fror statutory 
capital 8 . M  lwlleu 

The d reciation level . !aZinery of 
equ~paent 54.20 Z 

Risc factars Cresterea sinecostului productiei fabricate, scaderea puterii de 
cuqarare a populatiei. Sto area procesului de productie din cauza 
uzuri +lte,a u~i1aj"lui. 1 toparea procesului de productie din cauzaa 
wluari i  med~ului ambiant. 



S.A.'Electrot.ehnica' 

I. General information according to 8l . f l l .E 

Old naue Uzina electrotehnica din Balti 

Mdress 279200, or.lalti ,  str.St.efan cel Hare, 160 

Branch Industriei 

k i n  llnes producerea si repararea stivuitoarelor elect.rice, carucioarelor, a l h r  
of activities masini s i  utilaje 

Land square 

Production square 

Auction coefficient 
of deaandlstipply 

Statutory capital 

Share price 

The structure of 
statubry capital 

State property 

11. Technical-financial characteristics 

6855468 le i  

10 . I  lei 

Lei Shares X 

0 % 0.8 

The quota of employees bn7lB 62371 10.3 

Another share holders 5431158 543175 89.7 

Total b05W 605516 lM.0 

Volw of output 1406.0 mii lei 

Net profit per 1 le i  
from statutory 
capital 0.88 leulleu 

Accounts pa able b 
received deits per 
1 lei fro8 statutory 
capital 0.M leullw 

The d reciation level 
of baXinery of 
equipaent. 88.40 X 

R ~ K  factors Capacitatea redusa de pfata a consuaat@rilor~ lipsa unor praduse 
concurente. Gradul inalt de uzura a utilajulLi, lipsa bazei tehnice. 



S.A."Flaaingu' 

I. General Information according to 01.07.95 

Old n a  Uzina de a ra tu ra  electrica 

Tel. 244-81 2-42-29 

Address 27W, or.Balti, &.Stefan cel bare, 146 

Branch Industriei 

k i n  lines fabricarea articolelor din s t ic la  s i  ceraeica 
of activities 

Land square 

Production square 

Auction coefficient. 
of deeandlsuppl y 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-ficlancial characteri5t.i~~ 

9578662 lei 

1.60 le i  

Lei Shares X 

0 8 8.0 

The quota of eqloyees 1914132 1914132 28.0 

hother &are holders 7656530 7656538 80.0 

Total 9578bb2 9570bb2 10b.8 

Voluae of output 4839.0 a i i  lei 

kt profit per 1 lei 
fron statutory 
capital 0.88 leullw 

kcounts payable & 
received debts per 
I lei from statutory 
capital L.881 ledleu 

The d reciation level 
of s a x i n e q  of 
equipmt 8.75 X 

Riec factors 



S,AaDPRUT' 

I. General Inforeation according to 01.18.94 

Old name Uzina construcbare de masini din Falesti 

Tel . 
Ckldress 275'150, or.Falesti, str,Hihai Eminescu, 63 

Branch Indmtriei 

tiain lines utilaj pentru spalatorii, marfuri de larg consua 
of activities 

Land square 

Production square 

Nwber of 
eaployees 

Auction coefficient 
of demandlsuppl y 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11, Technical-f inancial characteristics 

1%161840 lei 

18.00 lei 

Lei Shares X 

8 0 8.0 

The quota of eylloyees 1811130 181113 18.8 

hother share holders 825B710 @Ed71 82.8 

Total IHb1840 1%0blM 105.5 

V o l w  of output 1644.0 aii lei 

Net profit per 1 lei 
fro@ statutory 
capital 0.l lwlleu 

Accounts payable h 
received debt.5 per 
1 lei fror statutory 
capital 8.000 leulleu 

The de reciation level 
of macRinery of 
equipment 42.U X 

Riw factors Hajorarea preturilor la aateria prima, materialele si energie. 



S.A."Nistrua 

1. General Inforfiation according t.o 81.18.94 

Old naae Uzina de utilaj tehnillogic din %rota 

Tel. 2-37-90 2-21-85 

kidress M, or.%roca, str.Egorov, 5 

Branch lndustriei 

Hain lines producerea aarfurilor de larg consum, a utilajului tehnologic 
of activities 

Land square 

Production square 

hction coefficient 
of derandlsupply 

Statutory capital 

Share price 

Tha structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

134Bul951 lei 

30.00 lei 

Lei Shares !4 

The quota of employees 2696190 89813 20.8 

Another share holders 10784761 359492 80.0 

Total 13485951 449365 11 .0  

Villw of output 1666.7 nii lei 

Net profit per 1 lei 
from statutory 
capital 0.00 leullw 

kcounts payable h 
received debts per 
1 lei froa statutory 
capital 8 . W  lwllw 

The de reciation level 
of aaclinery of 
equipment 42.88 X 

Rix factor5 Dificultati cu materii priae. 



S.A.'Cmtru tehnic comerciala 

I. General Infor8at.ion according tcl 01.18.94 

Old name 1nt.reprinderea republicana gestionara 'C~ntrul M n i c  de comrt' 

Tel. 24-01-56 

Mdress 277028, or.hisinau, str.Calea Urheiului, ll0a 

branch Industriei 

llain lines servicii de reparare a automobilelor s i  realizarea pieselor auto 
of acbivities 

Land square 3.5 ha 

Production square 7165 a.pL 

Number of 
wylloyees 3% 

liuction coefficient 
of deraand/supply 5 0 0 0 0 

1.168 0.000 8.000 0,008 8.5M 

Statutory capital 

Share price 

The structure, of 
statutory capital 

State propert.y 

The quota of eaployees 

Mother share holders 

Volw of output 

Net profit per 1 le i  
from statutory 
capital 

kcounts pa able h 
received d d t s  per 
1 le i  froa statutory 
Caplkl 

The d reciation level 
of raginery of 
equipwnt 

11. Technical-financial characteristics 

2828824 lei 

lb.00 lei 

Lei Shares 

0 0 

628536 39284 

2199488 137468 

2 ~ 2 ~ 4  i 7 6 m  

2869.1 raii le i  

0.000 lwlleu 

Risc factors Scaderea capacitatii de plata a populatiei s i  a .intreprinderilor. 
Procentul malt de uzura tehnica si wrala. 



S,A.'Nonolit' 

I. h e r a l  Inforration according to 01.10.94 

Old na6e Uzina 'hnolit' 

Tel. 2-36-87 2-34-26 

Address 279900, or.Soroca, str  Lalea bal tului, 35 

Branch lndustr iei 

Kin lines producerea s i  realizarea marfurilor de larg cansurs 
of activities 

Land square 

Production quare 

Auction coefficient 
of deaandlsupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

7937622 lei 

19.00 lei 

Lei Shares I 

The quota of etnployeer 1652852 165285 28.8 

Mother share holders b284770 b28477 79.1 

Total 7937622 793762 100.0 

Voluhe of output 17M.8 mii lei 

Net profit per 1 lei 
frar statutory 
capital 0.00 leulleu 

kcounts pa able h 
received dd t s  per 
1 lei fron statutory 
capital 8.501 leullw 

The d reciation level 
of !aXinery of 
qu1paent O . I  X 

Rix factors 



S.A."Uzina de aasini de salubrit,ate din Falesti' 

I. h e r a l  Infaraation according t.o 01.04.55 

Old naae Uzina de aasini de salubritate din Falesti 

Address 279158, or Ja1est.i , str.Emiriescu, 61 

branch Industriei 

Rain lines producerea fiasinilor de salubrit.ate 
of activities 

Land square 

Production square 

lhmber of 
employees 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

The quota of mployees 

Another share holders 

Total 

Volw of output 

Net profit per 1 lei 
fren statut.ory 
capital 

Accounts payable b 
received d ~ b t s  per 
1 lei from statutary 
capital 

The de reciation level 
of )acRinery of 
equipment 

11. Technical-financial characteristics 

14827777 lei 

1.81 lei 

Lei Shares X 

B B 0.0 

674839 874839 5.9 

13952938 1395BXJ 94.1 

14827177 14827777 100.0 

510.6 mii lei 

Ri~t factors Solvabilitatea joasa a conandatarilor. Uzura inalta a aijloacelor f ixe.  



S. A. "ELCLS" 

I. General Information according to 01.1C.94 

Old name hwciatia de productie 'Chisinauelectro~as' 

Branch Industr iei 

Main lines masini de spalat, centrifugi de uz cawic, rasini de gatit electrice s i  
of a c t i v i t i a  cu gaze 

Land square 

Production square 

Number of 
employees 

Auction coefficient 
of demandtwpply 

Statutory capital 

Share price 

The structure of 
statutory capital 

%ate property 

I I .  Technical-f inancial characteristics 

24137960 lei 

l 0 . l  le i  

Lei Shares X 

0 % 0.0 

The quota of elsployees 11485786 1148578 47.5 

Another share holders 12652lW 1265218 8 . 4  

Total 24137960 2413796 188.0 

Volume of output 8813.5 r i i  le i  

Net profit per 1 le i  
from statutory 
capibal 8.H leuliw 

Accounts pa able k 
received d d t s  per 
1 lei  from statutory 
capital 0.000 l w / l w  

The d r ~ i a b i o n  level 
of maxinery of 
rquipaent 45.1 X 

Risc factors Scaderea capcitatii de cumparare a opulatiei, criza platisor. Gradul 
inalt de uiura fizica (72%) s i  swrafa a oasinllor utilajelor. Uzina 
uraeaza a f i  evacuata din zona sanatara a orasului. 



S.A.'INTEH' 

I. General Information according to Bl.l8.?4 

Old n w  Uzina experiwtala de utilaj tehno1ogic a ASP 'Tehnologia' 

Tel. 17-22-11 

Address 2778&, or.Chisinau, str.\est.erul bole, 14 

Branch Industriei 

tlain lines utilaj tehnulogic pentru intreprinderile Ninisterului Industriei si 
of activities marfuri de larg consum 

Land square 

Production square 

Auction coefficient 
of daandlsupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

bpY454 lei 

1B.W lei 

Lei S h a m  # 

The quota of eaployees 813078 80072 13.3 1 

hother share holders 5219734 521973 Bb.7 

Total 6820454 602045 109.8 

Volume of out.put 1iM.B aii lei 

Net profit per 1 lei 
fro# statutory 
capital 8.00 lwlleu 

Accounts payable h 
received debts per 
1 lei from statutory 
capital 0 . H  leufleu 

The d reciation level 
o f  ra%nery of 
equipwn t 31.55 X 

Rise factors Dificultat la d~ontarile banesti din alte tari scaderea put'erii de 
cuslparare a clientilor. Uzarea fizica a utilajuiui. 



S.t'i.'ikldagrotehnica' 

I. General Information according to 01.P14.95 cj 
Old name Asociatia de productie 'Noldagrotehnica' (-l.c? .\,I-. &,,e~ f 

' 1  
'V 7 

Tel. 2-02-20 2-15-22 

Branch Industriei 

Hain lines producerea masinelor de prelucrare a productiei agricole 
of activities 

Land square 

Product.ion square 

Nuaber of 
employees 

kction coefficient 
uf demandlsuppl y 

Shatutory capital 

Share price 

The structure of 
statutory capital 

State property 

The quota of e~loyees 

Pnot.her share holders 

Total 

Voluae of output 

Net profit per 1 lei 
from statut.ory 
capital 

11. Technical-f inancial characteristics 

15948511 lei 

1.00 lei 

Lei Shares X 

0 0 0.0 

797826 7VPh 5.0 

15143491 15143491 95.0 

15940517 15940517 1M .0 

356.2 rii lei 

0.H leulleu 

Accounts payable h 
received debts per 
1 lei frob statutory 
capital 0.11 leullw 

The d reciation level 
of aaXinery of 
equipaent 36.1 X 

Risc factors Solvabilitatea joasa a clientilor. Uzura inalta a ~iiloacelor f ixe. 



I ,  General Information according to 11.01.94 

Old n w  Societatea pe actiuni %ldavhidromasU 

Tel. 47-37-78 

Address 277036, or .Chisinau, st.r ,Nesterul #anole,7 

Branch Indudriei 

ilain lines producerea potipelor ermtice, spec~ale, de fecalii? circulare, de sare, 
of activities pentru transfornatoare, de suspensle 51 de uz casnic 

Land square 8.8 ha 

Product,ion square 3458 m.pt. 

5 ,  

2388 
Ciuction coefficient 
of d~and/supply I 0 0 0 1 

a . 3 0  0 . w  0 . 0 ~  0,m a . 0 ~  0.196 

11. Technical-financial characteristics 

Statutory capital 51854956 lei 

Share price 1.I lei 

The structure of Lei Shares S 
st.atutory capital 

State property 0 0 0.8 

The quota of employees 34512862 34512W bb.5 

hother share holders 17342894 17342894 33.4 

Totdl 51854956 518549% 100,0 

Volume of out@ 17216.0 e i i  lei 

Net profit per 1 le i  
from statutory 
capital # . I  leu/lw 

A c ~ u n t s  payable & 
received debts per 
1 lei from statutory 
cap1 tal I.BH leullw 

The d reciation level 
of mazinery of 
equipaent 57.M X 

Risc factors Scaderea brusca a puterii de cwara to r i  a intreprinderilar. 



S.B. 'Hidropoqa' 

I. General Inforaation according to 81.81.94 

Ofd nw lntreprinderea de armda - uzina de poinpe dsubeersibile 

Tel. 

Address 277M1, or.Chisinau, bdn6agarin,2 

Branch Industriei 

Rain lines pompe, centrif igi 
of activities 

Land square 

Production square 

Nuaber of 
employees 

Auction coefficient 
of de~andlsuppl y 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

II. Technical-financial characteristics 

11141?60 lei 

18.W lei 

Lei Shares % 

0 0 0.B 

The quota of wployees 6842032 679707 61.4 

bother share holders 4299928 429993 3.5 

Volume of output 11418.0 mii lei 

k t  profit per 1 lei 
frole statutory 
capital 0,00 leulleu 

Atcounts pa able h 
receJved delis per 
1 lei froa statutory 
capital 0.000 lleuilw 

The d reciation level 
of ra%nery of 
equipmeri t 48.78 'A 

Risc factors Statifnai-i posibile din cauza neachitarii latii. liari (48.7%) uzarea 
utlla~ului. Cumplicatii cu reconstructia f!indca se afla in centrul 
orasului . 



S.A. 'Agroaa5ina' 

I. General Infornation according to 81.16.74 

Old nare Asociatia de productie 'PAJroaasina" 

Tel . 41-51-69 

Address 277036, or.Chisinau, str.Uzinelor, 21 

Branch Industriei 

Hain line5 proiectarea, producerea si repararea ~asinilar agricule 
of activities 

Land square 

Production square 

Number ~f 
eroployees 

Auction coefficient. 
of denandlsuppl y 

Statutory capital 

Share price 

The structure of  
statutory capital 

State property 

11, Technical-financial characteristics 

13913518 lei 

10.00 lei 

Lei Shares X 

0 8 0.8 

The quota af eqloyees 928188 92818 6.6 

hother share holders 13044730 131r4473 93.3 

Total 13973510 1397351 l l . O  

V o l w  of output 2117.5 mii lei 

Met profit per 1 lei 
from stdtutory 
capital 0 . 1  leullw 

&counts payable & 
received debts per 
1 lei fran statutory 
capital 8,000 l w l l w  

The d reciation level 
of ra%nery of 
equipment 39.70 X 

Risc factors Stationari posibile din cauza neachitarii platilor la ti@. 



S.B,'ICM" 

I. General Information according to 01.10.94 

Old n a ~ e  Intreprinderea colectiva 'Ican' 

Tel, 22-92-92 22-89-63 

Wdress 2nI1, or.Chisinau, str.Tighina, 65 

Branch Industriei 

tiain lines wbila capitonata, repararea aobilei capitonate 
of activities 

Land square 6.0 ha 

Production quare 8620 m.pt. 

Nurober of 
eaployees 

h c t  ion coefficient 
of demandlsupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11, Technical-f inancial characteristics 

15942600 lei 

1H.M lei 

Lei Shares X 

0 0 8.0 

The quota of employees 9734486 1946888 61.0 

bother share holders 6208208 1241M 38.9 

Total 15942688 3188528 109.0 

Volwe of output 1BSBB.B eii lei 

Net profit per 1 lei 
from statutory 
capital 0.8111 lwlleu 

kcounts payable & 
received debts per 
1 lei froa statutory 
cap1 tal 0.BB0 leulleu 

The d reciation level 
of maXinery of 
equipwnt 73.88 X 

Risc factors Cresterea sinecostului~productiel scaderea capacitatii de piaka a 
populatlei. Uzarea rldlcata a utl\a]ului. 



S.B."Stejaur9 

I. General Inforsation according td 81 .l0.94 

Old name Intreprinderea colectiva 'Flurica" 

Tel . 24-67-68 
Bddress 277012, or.Chisinau, str.Stefan cel tlare, 196 

Branch lndustriei 

kin' lines garnitura de mbila pentru sufragerie 
of activities 

Land square 6.9 ha 

Production square 23948 m.pt. 

Auction coefficient 
of deraandlsuppl y 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

16514486 lei 

100.00 lei 

Lei Shares X 

0 B 5.0 

The quota of eiepluyees 10579900 105199 64.0 

Another share holders 5934500 59345 35.9 

Total lb5144M 165144 1M.0 

V o l w  of output 8440.3 aii lei 

Net profit per 1 lei 
from statutory 
capital 0.00 leu/leu 

Accounts payable h 
received debts per 
1 lei from statutory 
capital 0.M leu/leu 

The d reciation level 
of naginery o f  
equipment 68.90 X 

Hisc factors tlicsarayea cerintei de piata de desfaceri in legetura cu scaderea 
posib~l~tatii de plata a cuaparator~lor. 



S.A.'Co&inatul de wbila din Balti' 

1. General Information according to 81.10.94 

@ld name bpbinatul de wbila nr.3 din Balti 

Mdress 27?20#, or.Balti, str.Stefan cel Rare, 128 

- Branch Industriei 

bin lines mobila, organizarea carertului 
of activities 

Land square 

Production square 

Auction coefficient 
of deaandlsupply 

Statut.ory capital 

Share price 

The structure of 
stdtutory capital 

State property 

11. Technical-financial characteristics 

13824298 lei 

18.00 lei 

Lei Shares X 

0 fl 8.6 

The quota of employees 569234fl 569234 43.7 

Anot,her share holders 7 3 3 l W  7331% jb.2 

Total 13824298 130242'3 188.0 

Value of output 4227.6 aii lei 

Net prof it per 1 lei 
fror statutory 
capital 8.00 lwlleu 

Accounts payable b, 
received debts per 
1 lei fror statutory 
capital 8.980 lwlleu 

The d reciation level 
of naxinery of 
equipeent 48.88 X 

Risc factors 



S.R.'Fabrica de u b i l a  Viitorul' 

I. General Inforration according ta 81.01.95 

Old n m  Fabrica de mbila de arenda 'Viitorul' 

Tel. 

Branch Industriei 

Uain lines wbila 
of activities 

Land square 

Production square 

hct.ian coefficient 
of demandlsupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11, Technical-f inancial characteristics 

3655904 lei 

50.00 lei 

Lei Shares X 

8 0 0.0 

The quota of wloyees 22Lui254 44885 61.2 

Another share holders 1451 650 29033 39.7 

Total 3655904 73118 100.8 

Vulwe of output 5598.0 e i i  lei 

Net profit per 1 le i  
fro8 statutory 
capital 0.00 leulleu 

Accounts payable & 
received debts per 
1 lei from statutory 
capital 0 . W  leullw 

The de reciation level 
of nacflinery of 
equipment 29.90 Y, 

Hisc factors Neachitarea in t e r m  a documentelor de decontare, capacitatea de 
cumparare juasa a pupulatiei. 



S.A. *COwdY 

I. General Inforntation according to 01.51.95 

Old name Intreprinderea de arenda colectlva 'Fabrlca de wbila nr.8' 

Tel. 2-22-34 2-15-31 

Address 278400, or.Orhei, str.lhirii, 57 

Branch lndustriei 

lain lines mbiia 
of activities 

Land square 

Production square 

W e r  of 
eeployees 

Auction coefficient 
of dereandlsuppl y 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

3622271 lei 

18.50 lei 

Lei Shares X 

The quota of eqloyees 11EfX30 118858 30.6 

hother share holders 2513775 251377 69.4 

Total W 0  362227 100.8 

V o l w  of output 5653.6 mii lei 

Net profit per 1 lei 
fror statutory 
capital 0.00 leullw 

Accounts payable & 
received debts per 
I lei from statutory 
capltal 0.000 lwllw 

The d reciation level 
o f  raxinery of 
equipment 8.1 X 

Risc factors Scader~a capacitatii de plata a populatiei, preturile inalte pe raateria 
priaa. Gradul halt de uzarii a utilajului tehnologic. 



S.A. 'brd-Hobilan 

I. General Information according to 03.01.95 

Old naae Intreprinderea de arenda '31 August' din Drochia 

Tel . 2-22-71 

hanch Industriei 

Hain lines producerea @obi lei 
of activities 

Land square 

Pruduction square 

Auction coefficient 
of df~landlsylpl y 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

-;l~b6a lei 

10.00 lei 

Lei Shares X 

The quota of qloyees 1W 1M5 27.2 

hother share holders 27Wl0 27@001 72,B 

Total 3708660 37W6 100.8 

Volune of output 7666.4 aii lei 

Net profit per 1 lei 
froa statutory 
capital 0.00 Iwllw 

kcuunts payable b 
received debts per 
1 lei from statutory 
capital 0.$00 leulleu 

The d reciation level 
of raxinery of 
equipmt 72.18 X 

Risc factors Solvabilitatea j@asa a cliwtilor. Gradul inald a uzurii rijloacelor 
f ixe. 



1. Emera1 Infor~ation according to 81.10.94 

Old name Intreprinderea de arenda - coabinatul de articole din carton 

Tel . 
Address 277836, or.Chisinau, str.Transnistria, 16 

Branch Industriei 

b i n  lines producerea cartanului ondulat si ambalajului de carton 
of activities 

Land square 5.6 ha 

Production square I n.pt. 

Auction coefficient 
of demand lsuppl y 8 0 5 0 0 

2.250 0.580 0.W 0.050 0.055 2.253 

11. Technical-financial characteristics 

Statutory capital t47%400 lei 

Share price %.0B lei 

The structure. of Lei Shares X 
statutory capital 

State property 5 5 0.0 

The quota of wqloyees 858103 171Kl 58.1 

hother share holders 61733% 123467 41.8 

Total 14754488 2W 1PW.B 

Volune of outpuf 16479.8 eii lei 

Net profit per 1 lei 
from statutory 
capital I,05 leulleu 

Accounts payable h 
received debts per 
1 lei fro# statutory 
cap1 tal 0 . M  l w / l w  

The d reciation level 
of maXinery of 
equipwnt 85.00 X 

Risc factors Scaderea mlvabilitatii consunatorilor de articole din carton. Gradul 
inalt (85%) e uzura fizica utilajului si masinilor. 



S.A. 'Leanar' 

I. General Information according to 01.H.95 

Old name S.A.'Lemar8 

Tel. 47-04-50 

Address 217Elb6, or.(Xlisinau, str.Haria Dragan, 11 

Branch Industriei 

k i n  lines producerea mobilei 
of activities 

Land square 

Production square 

timber of 
employees 

Cluct.ion coefficient 
of dsandlwpply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

b569bM lei 

15.00 lei 

Lei Shares X 

fl 0 0.0 

The quota of eolployees 3 4 9 M  233104 53.0 

kuther share holders 39312fl 2hb208 46.9 

Total 6589688 439312 1118.0 

Voluae of output 2589.0 r i i  le i  

kt profit per I lei 
from statutory 
capital I.# leulleu 

Ikcounts payable & 
received debts per 
1 lei from statutory 
cap1 tal 0.001 leullw 

The d reciation lwei  
of J i n e r y  of 
equipaent 48.50 X 

R15c factors 



S.A. 'Artizana' 

I. General Information according t.o 01.10.94 

Old naw Clsociatia eestrrilor populari 'Artizana" 

Tel , 73-70-0b 73-54-07 

Address 271828, or.Chisinau, str.kaderniei, 13 

Branch liarfconsurn 

bin lines proiectarea, producerea si desfacerea aarfurilor de larg consu si a 
of activities colectiilor 

Land square 

Production square 

Auction coefficient 
of demandlsupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

1845621 lei 

30.86 lei 

Lei Shares X 

0 0 0.0 

The quota uf euiployees 3b2040 12068 19.6 

Another share holders 1483581 4943 80.3 

Total 1845621 61521 100.0 

Volusle of output 1283.0 tii lei 

Net profit per 1 lei 
from statutory 
capital 0.00 Iw/lw 

Accounts pa able & 
received d e h  per 
1 1 ~ i  from statutory 
capital 0.000 leullw 

The d reciation level 
of sa%nery of 
equipment 80.00 X 

Hix factors Neasiguraea cu rewse circulante proprii, situatia financiara 
nefavorabila, lipsa resurselor banesti la cumparator i . Uzura ut.ilajului 
(60% 1. 



S.A. '%CCE" 

I. General lnforuation according to 01.10.94 

Old name Awciatia raionala de pruductie 'Succs' 

Tel. 2-23-b2 2-23-25 

Address M 8 ,  or.Basarabeasca, str,Putilovskaia, 103 

Branch Mar fconsua 

lain lines producerea pinzei de bubac, articolelor de cusatorie, confectionarea 
of activities raterialelor de constructie 

Land square 17.2 ha 

Production square bbB e.pt. 

W e r  of 
employees 

441 . ~. 

Auction coefficient 
of demd/wpply B 1B 12 14 15 

8.11 1.120 0.1U 0.450 8.W 0,155 

11. Technical-financial characteristics 

Statutory capital 73500M lei 

Share price 18.00 lei 

The structure tlf Lei Shars X 
statutory capital 

State property 0 0 0.0 

The quota of eaployees 1470W 1470M 28.1 

Another share holders 5880000 Whl MA 

Total iX40bfd mBBB 101.8 

Voluae of output 39.C aii lei 

k t  profit per 1 lei 
from statutory 
capit.al 0.00 leulleu 

kcounts payable 6 
received debts per 
1 lei from statutory 
capital 0.W leulleu 

The d reciation level 
of aaxinery of 
equipment 9 ? \> 

Hisc factors Scaderea lncapacitatii de plata a populatiei. Gradul inalt de uzura- 
utila~ulu~. Y -- - 
- - --- - 



S.A. "hloai t '  

I. Eeneral Information according to 01.07.74 

Old name Awciatia oraseneasca de produitie 'Colornit' 

Address 2?92BB, or.Balti, str.Stefm cel Hare, 115 

Branch narfconsua 

Hain lines textile, tesaturi din bumbac 
of activities 

Land square 

Production square 

Auction coeff ic imt 
of deiand/supply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

8582338 lei 

20.88 lei 

Lei Shares % 

0 C 0.0 

The quota of employees 36069J 188346 42.4 

hather share holders 4895400 244770 57.5 

Total ffiC330 425116 100.0 

Volume of output 844.2 s i i  lei 

Net profit per 1 lei 
from statutory 
capital 0.H leullw 

Accounts payable & 
received debts per 
1 le i  from statutory 
capital 0.000 leulieu 

The d reciation level 
of raXinery of 
e q u i p ~ t  0.M X 

Risi f achrs  Lipsa rateriei priw. Uzarea sasinelor de cusut. 
- - -  



S.A. 'Tricon" 

I. General Inforsation according te 01.10.94 

Old naae Asociatia oraseneasca de productie 'Triton' din Cahul 

Tel. 2-07-46 2-21-72 

Address 278838, or.Cahu1, str.Stefan cel Mare, 20 

Branch brfconsum 

Hain lines confect,ii, articole tricotdte, caraida 
of activities 

Land square 

Production square 

W e r  of 
employees 

kction coefficient 
of de~andlsupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

141222M lei 

38.00 lei 

Lei Shares X 

0 0 0.0 

The quota of ereployees 5 3 m 0  177640 37.7 

Another share holders 879W 293108 62.2 

Total 14122288 470746 188.8 

Voluw of ou$ut 3176.7 mii lei 

Net profit per 1 lei 
from statutory 
capital 8.M leullw 

Accounts payable L 
received debts per 
1 lei from statutory 
capital 8.W llwlleu 

The de reciation level 
of racIinery of 
equipment 71.98 % 

Riu: factars Lipsa de materie prima, dificultati financiare. Starea rparala si fizica 
xazuta a masinilor si utilajelor. 



S.A. 'Ischiin' 

I. Eeneral Inforration according to 01.fi7.94 

Old naa2 Asociatia intreprinderilor chiaice "Aschimu 

Tel. 62-25-64 62-25% 

Address 278276, or.Chisinau, s.hrlsti,str.Vl&dirire~u,70 

Branch larfconsua 

rain lines aarfuri de larg consuol 
of activities 

Land square 

Production square 

Auction coefficieot 
of demandfsqpl y 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

26&20 lei 

10.00 lei 

Lei Shares X 

0 0 0.0 

The quota of eroployees 485BY 485m 20.3 

bother share holders 1894334 1894320 79.6 

Total 23796020 2379682 1M.B 

Voluue of output 2754.6 aii lei 

Net profit per 1 lei 
fro8 statutory 
capital 0.H lw/lw 

Accounts payable & 
received debts per 
1 lei froa statutory 
capital 0.W lwlleu 

The d reciation level 
of oaZinery of 
equipnent 0.M X 

Risc factors 



S.A.'Konolitu 

I. General Inforaation according to 01.07.94 

Old name S.L. 'bnolit" 

Tel. 

Address 2'i70!d5, or.Chisinau, str.Renasterii, 2211 

Branch Brhitecturii 

nain lines Efecharea lucrarilor de construct.ii-stontaj, prelucrarea aaterialelor 
of activities de construc ti i 

Land square 

Production square 

Nuaber of 
employees 

Auction coefficient 
of dmandlsupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

llt42033 lei 

15,M lei 

Lei Shares X 

0 fi 0.0 

The quota of eiyloyees 5101599 340048 43.0 

Another share holders b541434 436095 8.1 

Total 11642033 776135 100.0 

Volune of output 5386.7 ffiii lei 

Net prof it per 1 lei 
fron statutory 
capital 0.00 l w l l w  

Accounts pa able & 
received d d k  per 
1 lei from stahtory 
capital 0.M leu/feu 

The d reciation level 
of na$inery of 
equip~enent S.88 X 

Risc factors Scaderea cerintelor la constructia cawlor si micsorarea investitiilor 
in conetrucfia capitaIa ,.seaicostul pruductiei merw in creeterea. 
Uzura cofra~ulul mrala si fizica pana la 17%. 



S.A. Thisinau-Coninvest" 

I. General Inforilation according to 01.07.95 

Old name S.A.'ChisinauU 

Tel . 41-34-36 41-b3-92 

nain lines lucrari de constructii a spatiului locativ 
of activities 

Land square 

Production square 

Auction coefficient 
of desrandlylply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

362028 lei 

35.00 lei  

Lei Shares X 

The quota of e~~ployees 743498 21240 28.4 

hother share holders 2lMb20 8253 19.5 

Total 3632828 103772 iM.0 

Net profit per 1 le i  
froa statutory 
capital 0.84 Iwlleu 

Accounts payable & 
received debts per 
1 le i  from statutory 
capital 0,002 leullw 

The d reciation level 
of aaginery of 
equipmt 79.21 14 

Risc factors Scaderea capacitatii de plata a populatiei. Uzura inalta fizica s i  
mrala a utilajului. 



S.A.pentru constructii si awnaiari "Consam' 

I. General Information according to 01.01.94 

Old name S.A. 'Consam' 

Tel. 56-15-85 

Address 277B43, or.Chisinau, str.Teilor, 712 

Branch Arhitecturii 

Bain lines lucrari de constructie si nontaj 
of activities 

Land square 

Production square 

Auction coefficient 
of desand/supply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

5927464 lei 

1.00 lei 

Lei Shares X 

b 0 l .0  

The quota of q l o y e e s  2454962 2454962 41.4 

Another share holders 3472502 3412502 Y.5 

Total 59274b4 5927464 100.0 

Volume of output 3b64.9 rii lei 

Net profit per I lei 
fror statutory 
capital 6.1 leu/lw 

Accounts payable b 
received debts per 
1 lei froa statutory 
capital 0.000 leu/lw 

The d reciatian level 
of aa%nery of 
e q u i p w t  8.80 X 

Risc factors Scaderea vnlueului de lucru. Urura eijloacelor fixe. 



S. A. YuaeconS 

I. h e r a l  Inforaation according to 01.01.55 

Old naa Trustul 'Spetstroimehanizatia' nr.1 

Tel. 

Address 277005, or,Chisinau, st.r.Henast.erii, 2211 

Branch floldovaconstr 

Hain lines constructia retelelor exteriaare de alimentare cu apa si cu gaz, de 
of activities canalizare, a tramrilor tehnice 

Land square 

Production square 

Auction coefficient 
of deaandlsupply 

St.atubry capital 

Share price 

The structure of 
statutory capi t.al 

State property 

11. Technical-financial characterist.ics 

13058231 lei 

58.00 lei 

Lei Shares !4 

3917478 78349 30.0 

The quota of eqloyees 5878553 101571 38.8 

bother share holders 466221 01244 31.1 

Total 13058231 261164 lM,6 

Volume of output. 149#1.b ~ i i  lei 

Net profit per 1 lei 
from statutory 
capi t.al 0.m leulleu 

Accounts payable 6 
received debts per 
1 lei froa statutory 
cap1 tal 8.888 Iw/lw 

The d reciation level 
o f  na%nery of 
equipnrent 52.08 X 

Risc factors Hicsorarea volwului de lucrari de consfructie, lipsa beneficiarilor 
salvabili, utilizarea capacitilor disponibile cu 20%. Invyhirea mrala 
si fizica a parcului de m i n i  necaniz~. Functionarea aasinilor 51 
mec$izoelor dis onibile in parcul de masini ce dqajeaza ramasite 
nicive de la codustibilul si lubriiantl. 



S.A.'Con5kuctii industrialeu 

I. General Infirreation according to 01.10.94 

Old name S.A. 'Consindservice' 

Tel . 
Address 2775h8, or.Chisinau, str.1iron Costin, 25 

kanch hldovaconstr 

llain lines iuirari de construct.ie-wntaj, fabricarea 
of activit.ies articolelor 

15.7 ha 

16958 e.pt. 

Land square 

Production square 

Auction coeff iciertt 
of demndlsuppl y 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-f inancial characteristics 

91712913 lei 

l8.M lei 

Lei Shares % 

1391836 139183 15.1 

The quota of qloyees 5459768 545976 59.5 

Another share holders 2319708 231970 25.2 

Total 9171298 917124 1M.8 

Volume of outgut 8921.0 r i i  lei 

Net profit per 1 lei 
fro# statutory 
capital 0 . 1  Iw/lw 

kcaunts payable & 
received debts per 
1 lei from statutory 
cap1 tal 8.811 leu/lw 

The d reciation level 
of raxinery of 
quipaent 56.1 X 

Risc factors +lvabilitatea inwficienta a benef iciarilor, coaandi tarilor. Uzura 
inalta a utilajului. 



I. 6eneral Information according to 01.01.95 

Old name Trustul 'Promstroi - 2' 

Tel. 22-32-61 22-92-29 

Mdress or.!3isinaul str.Industriala, 7 

Branch tioldovaconstr 

k in  lines const.ructii si mantaj 
of activities 

Land square 3.2 ha 

Production square 1151 fi.pt. 

Number of 
eqloyees 349 

Auction coefficient 
of demandlsupply 10 12 15 0 0 

0,480 0.000 0,000 0.800 0.088 0.297 

11, Technical-financial characteristics 

Statutory capital 1 Y 5 3  lei 

Share price 10.00 lei 

The structure of Lei Shares X 
statutory capital 

State property 0 0 0.0 

The quoka of ersployees 400718 48877 20.4 

bother share holders 15574U 155746 79.5 

Total 1958238 195823 100.0 

Volume of output 138.8 inii lei 

Net profit per 1 lei 
from statutory 
capital 0.00 lwlleu 

Accounts pay& le k 
received debts per 
1 lei from statutory 
cap1 tal 0.00% lwlleu 

The d reciation level 
of oaxinery of 
equipment 15.60 X 

Risc factors Lipsa posibilitatilor de achi t.are a bineficiarilor. Necospl~t.area,cu 
aijloace recanlzate de constructii-montaj. Lipsa mijloace de curattre a 
deIwrilor la baza de productie. 



S.A. 'Constructorul' 

I. General Inforration according to 01.10.94 

Old naiw Trustul de constructii S.A."Constructorul' 

Tel. 2-53-38 2-63-16 

Wdress 219286, or.Balti, str.Stefan cel Hare, 196 

Branch k~ldovaconstr 

Main lines constructia si  mnt.aj 
of activities 

Land square 

koduct ion square 

W e r  of 
employees 

Ikrctiun coefficient 
of dmandlsuppl y 

Statutury capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-f inancial characteristics 

194bBBbfl lei 

30.05 lei 

Lei Shares X 

0 0 9.0 

The quota of employees 4864600 135486 20.8 

bother share holders 15395460 513182 79.1 

Total 194605bB 648b68 100.0 

Voluae of output 9365.7 nii lei 

Net prof i t  per 1 lei 
fror statutory 
capital 0 . 1  leulleu 

Accounts payable h 
received debt5 per 
1 lei from statutory 
capital fl.W leullw 

The d reciation level 
of Ia%nery of 
equipuent 64.00 X 

Risc factors Gradul sic de plata a clientilor. Gradul ha1 t de uzare a mijloacelor 
fixe. 



S.A. 'Intercons' 

I .  General Infornation according to 01.04.95 

Old name Trustul interraional de constructii din Balti 

Tel. 2-25-71 2-73-26 

Address 279i30, or.Balti, str.Hihai Viteazul, 10 

Branch tbldovaconstr 

Hain lines lucrari de wntare s i  reglare 
of activities 

Land square 

Production square 

Auction coefficient 
of denand/supply 

Statutory capital 

Share price 

The structure of 
statutory capit.al 

State property 

The quota of employees 

Another share holders 

Total 

Voluw of output 

Net profit per 1 le i  
from statutory 
capital 

11. Technical-f inancial characteristics 

7416490 lei 

5.00 le i  

Lei Shares X 

566.1 s i i  lei 

Accounts payable & 
received debts per 
1 le i  fioa statutory 
capital 8.M iw/Ieu 

The d reciation level 
of !aXinery of 
Equipment 50.1 X 

R i x  factors Lipsa resurselor financiare, ricsorarea solvabilitakii. Uzura inalta a 
nijloacelor fixe. 



S.d.'Fahrica de conserve din Cantemir' 

1, General Information according to 01.07.94 

Old name Fabrica de conserve din hteair 

Address 278597, or,Canhir, str.Stefan Voda, 2 

Branch Agricultwii 

tlain lines conserve din lrguse si fructe 
of activities 

Land square 

Production square 

Auction coefficient 
of demd/suppIy 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

20114918 lei 

50.00 lei 

Lei Shares !4 

8 0 0.0 

The quota of etqloyees 4023010 88460 28.8 

Another share holders 16091980 321838 00.0 

Total 20114?10 4R25Q 108.8 

V o l w  fif output 8219.0 mii lei 

Net profit per 1 lei 
fro1 statutory 
capital 0.00 Iw!leu 

Accounts payable & 
received debts per 
1 lei fro& statutory 
capltal 0 . M  lleu/lw 

The d reciation level 
of naXinery of 
equipmt 44.08 X 

Risc factors lntreruperea achjzitionarii eateriei priae in iegatura cu conditiile 
nefavorabile a timpului. 



S.A."Fabrica de conserve din Causeni' 

I. kneral Information according to 01.07.94 

Old name Fabrica de conserve din Causeni 

Tel. 2-32-65 2-34-37 

Address 270120, or.Cauwi, sos.Tighinei , 5 

Nain lines conserve din carfie, fructe s i  legume 
of activities 

Land square 

Production quare 

Ruction coefficient 
of deeandlsuppl y 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Teihnical-financial characteristics 

22174000 lei  

30.00 lei  

Lei Shares # 

0 0 0.0 

The quota of qloyei ls  2461W 11.1 

hot.her share holders 19712670 651889 88.9 

Total 2217M0 739133 lM.0 

V o l w  of output 6255.% mii lei 

kt profit per 1 lei  
fros statutory 
capital 0.00 leulleu 

Accounts pa able h 
received degts per 
1 iei fro@ statutury 
cap1 tal 0 .W leu/ieu 

The d reciation level 
of saXinwy of 
equipment 8 . 1  X 

R ~ K  factors Reducerea bazii de aateria prima. Nivelul inalt de ware a1 utilajului 
tehnologic . 



S.A."Fabrica de conssrve din Cowita" 

1. b 3 ~ a l  Infomatian according to 0\,@7.94 

Old nanie Fabrica de conserve din Cosnita 

Tel. 

Address 278384, rl.l)ubasari, 5,Cosnita 

Branch Agriculturii 

lain lines conserve din l egw s i  fructe 
of activities 

Land square 

Production square 

Number of 
employees 

Ruction coefficient 
of demandlsupply 

Statutory capital 

Share price 

The structure of 
statubry capital 

State property 

11. Technical-financial characterist.ics 

1BB89002 lei 

11.00 lei 

Lei Shares X 

The quota of eiyloyees 2264790 205890 11.9 

Another share holders 16624212 1511292 88.a 

Total 18889M2 1717182 1M.P 

Volulae of output 3960,3 aii lei 

Net profit per 1 lei 
from statutory 
capital 0.00 leufleu 

Accounts payable & 
received debts per 
I lei from statutory 
capital 0.W leulleu 

The d reciation level 
nf naginery of 
equipment 0 . 1  X 

Risc factars Criza platilor si probleea cu aprovizionarea cu raaOerii prime. Uzura 
fizica inalta s i  invechirea m a l a  a utilajului tehnologic, Lipsa de 
instalatii pentru curatirea gazelor. 



S.A. 'Faconis" 

I. Gwleral Informatian according to 01.07.94 

Old n w  Fabrica de conserve din Nisporeni 

Tel . 
Address 2 W ,  or.Nisporeni, str.Industriala, 1 

Branch Agriculturii 

Rain lines conserve din legume si fructe, fructe uscate 
of activities 

Land square 

Production square 

Number of 
employees 

tktion coefficient 
of dmandlsuppl y 

Statutory capital 

Share price 

The structure, of 
sktutory capital 

State property 

11. Technical-financial characteristics 

143E#00 lei 

20.1 lei 

Lei Wares X 

0 0 0.0 

The autlba of eaployees 2631258 131W 18.3 

bother share holders 11746806 587340 81.7 

Total 14378808 718900 11.0 

Volume of output 1624.l eii lei 

Net profit per 1 lei 
fror statutory 1 

capital II.00 leulleu 

kcounts payable & 
received debts per 
1 lei fro& statutory 
capital 0 . l 0  leullw 

The d reciation level 
of ba%nery of 
equipuent 0.88 X 

Rix facturs Ecsorarea zonei aateriei priml caderea ofertei la conserve. Nivelul 
inalt a uzurei utilajului. Nea~uns a1 capacitatilor retelei de 
purif icare. 



SAUFabrica de conserve henii-Nois 

I. lieneral Inforraation according to 01.l0.94 

Old name Fabrica de conserve din Anenii-Noi 

Tel. 2-25-53 2-25-53 

Address 278210, or.Anmii-lui, str.C.Nat.ionale, 2 

Branch Agriculturii 

Hain lines conserve s i  sucuri de l e g w  s i  fruct.e 
of activities 

Land square 

Production square 

Auction coefficient 
of derandlsupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11, Technical-financial characteristics 

q1135240 . . le i  

40.00 lei 

Lei Shares X 

0 0 0.0 

The quota of eroployees 1174b00 29365 13.0 

Another share holders 7860h40 19h5lb €7.0 

Total 903524 m881 1M.0 

Volurne of output 1951.0 ilii le i  

kt profit per 1 le i  
from statutury 
capital 1.00 leulleu 

&counts pa able & 
received de%ts per 
1 le i  fro@ statutury 
capital 0.0W leulleu 

The d reciation level 
of aaXinery o f  
equipment 59.50 X 

Risc factors Cresterea sinecostului productiei, scaderea nivelului de cuaparare. 
Gradul, h a l t  de uzura a utilajului. Lipsa instalatiilor de purificare 
proprii. 



S.AmUFabrica de conwve din Olanesti' 

I .  General Informtion according b 01.10.94 

Old name Fabrica de conserve din Olanesti 

Tel. 2-35-87 2-35-87 

Addrss 276164, rl.Stefan Voda, s.0lanesti 

Branch Agricul tur i i  

Hain lines conserve din legume si fructe, sucuri 
of activities 

Land square 

Production quare 

W e r  of 
ersployees 

Auction coefficient 
of demandlsuppl y 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteriskits 

15337705 lei 

10.00 lei 

Lei Shares X 

The quota of eetployees 4929700 492970 32.1 

hother share holders 104818085 1 0 4 W  67.8 

Total 15337705 1533770 100.0 

Volwe of output 3521.0 mii lei 

Net prof i t  per 1 lei 
froe statutory 
capital 0.00 Iwllw 

Accounts payable & 
received debts per 
1 lei from statutory 
capital 0 . W  leutleu 

The d reciation level 
of aa%nery of 
equipaen t 51.50 X 

Hix factors flajorarea eenicastului productiei, scadereacayl t+t i l~r  de 
cumpararea. lnalta uzura fizica a utilajulul, urif~carla ~n coaplecta 
a opelor reziduale. 



S,h."Fabrica de conserve din Orhei' 

I. &era1 Inforsation according to 01.07.94 

Old n w  Fabrica de conserve din Orhei 

Tel. 2-29-92 2-13-70 

Wdress 27848(3, orJrhei, str,St.ejarilor, 20 

Branch Agr icultur i i  

tiain llnes conserve din fruct* si legume, uscatur i , sucuri concentrate 
of activities 

Land square 

Production square 

Auction coefficient 
of dwndtsupply 

Statutory capi hl 

Share price 

The structure of 
statutory capital 

Shate property 

11. Technical-financial characteristics 

3&i24f035 lei 

15.M lei 

Lei Shares X 

0 0 0.0 

The quota of employees 1381Yd288 W552 45.b 

Another share holders lMm 19r15517 54.3 

Total 3241835 2016069 11.0 

Volwe of output 1999.2 aii lei 

Net profit per 1 lei 
fror statutory 
capital 8.88 leulleu 

Accounts payable h 
received debts per 
1 lei fro# statutory 
capital B.B@ lwllw 

The d rwiation level 
of razinery of 
equipment 1.80 X 

Risc factors Ridicarea sinecostului, lips pietei de desfacere. 



S.Ci.'Fatrica de conwve Lhgheni 'Rozriar' 

I. Geneial Inforration according to 01.07.94 

Old n w  Fabrica de conserve din hgheni 

Tel. 3-22-61 

Address 279100, or.Ungheni, str.Gh.Crestiuc, 1 

- Branch Agriculturii 

bin line5 conserve, fruck congelate rapid, fructe uscate, bauturi spirtnase si 
of activities nealcoolice 

Land square 

Production square 

Number of 
egloyees 

Auction coefficient 
of deeandlsuppl y 

Statutory capital 

Share price 

The structure, of 
statutnry cap~tal 

State property 

11, Technical-financial characteristics 

18113690 lei 

10.80 lei 

Lei Shares X 

0 L3 0.0 

The quota of employees 3792570 379257 20,2 

Another share holders 14921120 1492112 79,7 

Total 18713690 1871369 188.8 

Volu~ne of output 12143.5 mii lei 

Net. profit per I lei 
from statutory 
capital 0.08 lw/leu 

Accounts payable & 
received debts per 
1 lei from statutory 
capital 0.M leulleu 

The d reciation level 
of naxinery of  
equipment 13.78 X 

RIK factors Reducerea pietii de desfacere a productiei finite. Utilajul tehnologic 
invechit M n l c  (cu 42 XI si moral. 



S.A,"FFabrica de conserve din Floresti' 

I .  General Information according to 01.87.94 

Old naae Fabrica de conserve din Floresti 

Tel. 2-23-79 2-23-79 

Aildress 279EM, or.Floresti, 5t.r .Hihai Vi teazul, 3 

Branch Agricul turii 

Nain lines conserve, fructe uscate, sucuri, pasta de rosii,  coqoturi,  aagiun 
of a c t i v i t i ~  

Land square 

Production square 

Auction coefficient 
of denand/supply 

St.atutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characterist.ics 

9211552 lei  

4 0 . l  lei 

Lei Shares X 

8 b 0.0 

The quota of eaployees 1856510 46413 20.1 

bother share holders 7354042 183851 79.8 

Total 9211552 230264 100.8 

Volw of output 2943.3 r i i  lei 

Net profit per 1 le i  
fror statutory 
capital 0.H leulleu 

Accounts payable & 
received debts per 
1 lei fror statutory 
capltal 0 . M  Ieulleu 

The d reciation level 
of na8inery of 
equipment 25.H X 

Risc factors Ecsorarea capacitatii de cumparare a populatiei. 



S.CI.'Fabrica de conserve Calarasi" 

I. General Information according to 01.81.94 

Old naae Fabrica de conserve din Calarasi 

Tel. 

- Branch Agriculturii 

bin lines producerea conservelor din fructe si legwe 
of activities 

Land square 10.2 ha 

Production square 600W s.pt. 

kction coefficient 
of derandlsupply 4 7 0 0 0 

1.120 1.350 0 . M  8.888 0.0BB 8.689 

11. Technical-financial characteristics 

Statutory capital 151852116 lei 

Share price 58,013 lei 

The struct.ure of Lei Shares X 
statutory capital 

State property 0 0 0.8 

The quota of eqluyees 184&0 3937 11.7 

Another share holders 1393ER0 218767 88.3 

Total 15785268 315704 1b0.0 

Volu~e of output 1996.6 aii lei 

kt prvfi t per 1 lei 
from statutory 
capital 0.00 leullw 

Accounts payable h 
received debts per 
1 lei from statutory 
cap~tal 0.W lwlleu 

The d reriation level 
of J i n e r y  of 
equipmt 48.1 X 

Risc factors tlicsorarea realizarilor. Stationarea evidentuala a producerii din cauza 
lipsei de apa. Uzura fizica a utilajului. 



S.A. "Agroconservi t "  

I. General Inforration according to 01.07.94 

Old nm Fabrica de conserve din Chisinau 

Tel. 47-12-43 47-71-B5 

Address 277023, or.Chisinau, str.Uzinelor, 19 

Branch Agr icul turii 

Hain lines conserve din fructe si legme 
of activities 

Land square 

Pruduc tion square 

Auction coefficient 
uf dmand/supply 

Statut.ory capital 

Share price 

The structure of 
statubry capital 

State property 

11. Technical-financial characteristics 

13410635 lei 

15.00 lei 

Lei Shares X 

0 8 0.B 

The quota of qiluyees 2109495 140633 15.7 

Another share holders 11301135 753459 84.2 

Total 13418630 894042 100.0 

Voluee of output 4610.2 aii lei 

Net profit per 1 lei 
fror statutory 
capital 8.50 Iw/lw 

Accounts payable & 
received debts per 
1 lei fro& statutory 
capital 0.004 leu/lw 

The de reciat.ion level 
of %cRinery of 
equip~ent 7.00 X 

Risc factors Criza platilor si p b l e m a  cu aprovizio?area cu aateri i p r i m  kura 
fizica inalta si invechirea wrala a ut~lajulu~. 



S.A.'Cofipania bugeac" 

I. Gwieral Inforiaation according to 01.01 '95 

Old name 'Coopania hgeac' SRC 

Tel. 2-2&90 

- Branch Agricultur i i  

Rain lines producerea, prelucrarea, c o l ~ t a r e a  s i  desfacerea product.iei agricole 
of activities 

Land square 

Production square 

Auct~on coefficient 
of demdlsupply 

Statutory capital 

Share price 

The structure of 
st.atut.ory capital 

S t a k  property 

11, Technical-financial characteristics 

4057482 lei 

11.88 le i  

Lei Shares X 

0 d l.fl 

The quota of efiployees 346% 51335 13.9 

bother share holders 3492797 317527 Bt.0 

Total 4057482 3hSRh2 l l . 0  

Volurne of output 1538.1 e i i  lei 

kt profit per 1 le i  
fron statutory 
capital 0.86 lwlleu 

Flccounts payable & 
received debts per 
1 le i  from statubry 
capital 8.0U leulleu 

The de reciatian level 
of aacRinery of 
equipment 70.2B X 

Rix factors Scaderea capacitatii de p1at.a a clientilor. 



S.A. 'Teraotransautoa 

I .  General inforeation according ta 01.18.94 

Old nare Intreprinderea de transport auh  nr.4 din Straseni 

Tel . 2-21-54 2-24-54 

Address 278258, a.Straseni, str.Orhei, 18 

Branch Ilgriculturii 

Main lines servi t i i  de transport auto 
of activities 

Land square 

Production square 

W e r  of 
eaployees 

Auction coefficient 
of derandlsuppl y 

5t-atut.ory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

5bbW lei 

20.00 lei 

Lei Shares X 

0 0 0.0 

The quota of eqloyees 1111280 55564 19.6 

Anot.her share holden 455BcW 227926 80.4 

Total 56698M 283490 11.8 

Volume of outgut 3125.6 mii le i  

Net profit per 1 lei 
fro8 statutory 
capital 0 . 1  leulleu 

Accounts payable h 
received debts per 
I le i  from statutury 
capital 8.m l w l l w  

The de reciation level 
of  aacRinery of 
equipment 75.78 X 

R ~ K  factors nicsorarea volueului servicii de transport. Nivelul h a l t  a uzurii 
trancportului. 



S.b.'Co&binatul de vinuri din Taraclia' 

I. General Inforaatien according to 01.10.94 

Old naae Coabinatul de colectare s i  prelucrare a strugwilor din Taraclia 

Tel. 2-54-88 

Address 278148, or .Taraclia, s t r  .Voczalinaia, 74 
e 

branch Agriculturii 

blain lines vinuri iabutiliate, de but.oi, prelucrarea vinurilor brute, saqanizate, 
of activities bauturi nationale alcwlizate 

Land square 17.0 ha 

Production square 20567 cn.pt. 

W e r  of 
eoploy ees 

318 
Auction coefficient. 
o f  deisandlylply 5 0 0 0 0 

2.44B 8.W #.OM B.W 8.000 2.4& 

11, Technical-f inancial characteristics 

Statutury capital 1 k d l 7 0  lei 

Share price lfl.88 le i  

The structure of Lei Shares X 
statutory capital 

State property 0 fl 0.8 

The quota o f  ewloyees 10266440 1020644 b2.8 

bother share holders 60273% 602733 37.1 

Total lbm770 1623377 1M.B 

Volune of  output 2884.2 mii l e i  

Net profit per I le i  
from statutory 
capital 0.M leulleu 

kcounts payable b 
received debt.5 per 
1 lei fro@ statutory 
cap~ta l  8 . M  I w / l w  

The d reciation level 
of sa%nery of 
equipaent 33.70 % 

R ~ K  factors Insolvabilitatea cuparatilrilor. D e f ~ t a r e a  instalatiilor de 
purlf lcare. 



S.A. "Ialserviceautom 

I. General information according to 01.11.94 

Old name Intreprinderea de transport auto nr.9 

Tel . 
Address 218212, or.Ialoveni, st.r.Alexandru cel Wm 

h-anch Agriculturii 

Rain lines servicii de transport 
of activities 

Land square 

Nunber of 
employees 

Auction coefficient 
of denand/supply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

5350'W lei 

10.1 lei 

Lei Shares % 

0 0 0.0 

The quota of eeroployees 75441 75440 14.1 

hother share holders 459591 459548 85.9 

Total 5350386 535$38 188.0 

Voluae of output 1274.3 eii lei 

Net profit per 1 lei 
froa statutory 
capital 0.88 l w / l w  

Accounts pa able b 
received d d t s  per 
1 lei froa statutory 
capital 0.000 lwlleu 

The d reciation level 
of PaXinery of 
equipment 85.60 % 

Risc factors Scaderea c acitatii de plata a populatiei. Gradul halt a uzurii 
utilajului%%. 



S.A.'Careezu 

I. General Inforration according ta 01.15.94 

Old naae ColPbinatul de carne din Chisinau 

Address 277018, or Lhisinau, st.r .#uncesti, 121 

Branch Clgriculturii 

lain lines carne si produse din carne 
of activities 

Land square 

Production square 

Auction coefficient 
of decoandlsuppl y 

Statutory capital 

Share price 

The structure af 
statutory capital 

State property 

11. Technical-financial characterist.io 

41609a58 lei 

10.00 lei 

Lei Share X 

655541 b5584 1.5 

The quofa of employees 19704400 1570440 47.3 

bother share holders 21249610 2124961 51.0 

V o l w  of outgut 4'r542.0 eii lei 

Net profit per 1 lei 
fror statutory 
capital 0.00 lw/lw 

Bcounts pa able h 
received d d t 5  per 
1 lei fror statutory 
capital 0 . 0 ~  lwllw 

The d reciation level 
of iaxinery of 
equipment 6 7 . l  Z 

Rix factors Depinderea direcka de calaanitatile natrii si d~ starea firwlor 
agricoie: Uzura fizica inalta si invethirea iwrala a utilajului 
tehnologlc. Starea nesatisfacatoare a ~nstalatilor de puriflcare. 



S.A. 'lug' 

I. General Information according to 01.04,95 

Old nam Cohinatul de carne din Ciadir-Lunya 

Address 278788, or.Ciadir-Lunga, st.r.Dzerjinskii, 1 

Branch Qriculturii 

Hain lines prelucrarea s i  cowrcializarea carnii 
of activities 

Land square 16.0 ha 

Production square 22050 r.pt. 

Auction coefficient 
of deaand/suppl y 15 fi B 0 0 

B.0M 8.6M 0 . 0 I  I . 0 I  6.M 

11. Technical-f inancial character istics 

Sktutory capital 12175180 lei 

Share price 10.0@ lei 

The structure of Lei Shares X 
statutory capital 

Sfate property 0 a 0.0 

The quota of eqloyees b635400 b63S49 51.9 

hother share holders 6139768 613910 48.0 

Total 12715100 1217518 108.0 

Volume of output 3248.9 mii lei 

Net profit per I lei 
fror statutory 
capital 0.00 Ieullw 

kcounts payable & 
received debts per 
1 le i  fror statutory 
capital 0 . m  f w l l w  

The d reciation level 
of aaXinery of 
equipamt 58.18 X 

Risc factars Insolvabilitatea client.ilor. Uzura nijloacelor fixe. 



S.A.'Frigon 

I. General Inforsation according to 01.87.94 

Old name Coehinatul frigorific din Chisinau 

Tel. 55-23-21 

Address 277010, or .Chisinau, s t r  .Valea Bicului, 9 

Branch Agr icul tur i i 

b i n  lines producerea sesifabricafelor ,din carne akbalata, produse de wzeluri, 
of activities inghetata si brinzeturi toplte 

Land square 

Production square 

Ruct.ion coefficient 
of de~land Isupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

S ta t .  property 

11. Technical-financial characteristics 

7468240 le i  

20.00 lei  

Lei Shares !4 

0 0 0.0 

The quota of q l o y e e s  149360 74603 20.0 

bother share holders 5968180 BB409 88.0 

Total 74bfl240 373012 lM.5 

Volume of out.put 235.1 mii lei 

Net arofit per 1 Lei 
fro@' statutory 
capital I.00 l w l l w  

Accounts payable h 
received debts per 
1 le i  from statutory 
capltal 0.0H leulleu 

The de reciation level 
of racfliner y of 
equiprent 52.40 X 

Risc factors Scaderea nuaarului de anifaale doeestice in uraa secetei 1994, cresterea 
preturilor de achizitie la rnateria piiaa, cresterea pretului de cost 
din cauza scup i r i i  resurselor ener etice. Este necesar schiuul 
u t i l a~u lu i  de raniac in ~ o l u a  capi?al. Uzirea f i r ica s i  wrala inalt.  
a1 easinilor s i  ut i la julu~.  



S.R. 'Sperata' 

I. General Information according to 81 .l8.W 

Old name Gwperativa "Speranta' din Lnduseni 

Tel. 2-32-49 2-24-fE 

Address 219450, or.Donduseni, str.Voczalinaia, 1 

Branch Qriculturii 

Hain lines c a m ,  mezeluri 
of activi t i s  

Land square 

Product ion square 

Auction coefficient 
of dewandlsuppl y 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

15688450 lei  

51.00 lei 

Lei Shares X 

0 0 0.0 

The quota of employees 4575tM 91512 29.3 

Another share holders 11032H 220657 70.6 

Total 15688450 312169 100.0 

Voluse of output 6SB8.2 mii lei 

kt profit per 1 l e i  
fro& statutary 
capital 0.00 leu/leu 

kcounts payable h 
received debts per 
1 lei  fro^ statutory 
capltal 0 .W leullw 

The d r ~ i a t i o n  level 
of mXinery o f  
equipwnt 41.20 X 



Old name Ckociatia de productie a industriei laptelui din Chisinau 

Tel , 55-83-46 

Address 277632, or.Chisinau, str.Saraizegetusa, 90 

Branch Agr iculturii 

flain lines dezvoltarea producerii de prelucrare a laptelui si produselor lactate 
of activities 

Land square 

Production square 

Auction coefficieot 
of deaandlsupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

Sbate property 

11. Technical-financial characteristics 

18&'450 lei 

58 .1  lei 

Lei Shares # 

The quota of esployees 3471M b9432 19.2 

Another share holders 14544858 290897 fl0.7 

Total 18016458 368329 100.0 

Volume of output 1115.4 mii lei 

Net profit per 1 lei 
from stahtory 
capital YI.00 Iw/leu 

Accounts payable & 
received debts per 
1 lei from statutory 
capital 0.880 leulleu 

The d reciation level 
of aaXinery of 
equipment 44.00 % 

Risc factors hableaele reaiizarii productiei. Rwtiiarea tehnica pmtru largirea 
awtimtului. 



S.A.'Corhinatul de industrializarea laptelui din or.Ba1t.i' 

I. General 1nforplat.ion according to 01,07.94 

Old navle Corbinatul de produse lactate din Balti 

Tel. 323-76 

Address 27W, or,Balti, str.Calea Iesilor, 180 

Branch Agriculturii 

B in  lines unt, 1apt.e uscat, inghetata, produse lactate 
of activities 

Land square 

Production square 

Auction coefficient 
of detsandlsytply 

Statutory capital 

Share price 

The structure of 
statutory capital 

5t.at.e pr0pert.y 

11, Technical-f inancial characterist-ics 

23134286 le i  

55,08 le i  

Lei Shares X 

0 0 C.0 

The quota of elaployees 4832950 9bb59 20.8 

Another share holders 1 M l M  366825 79.1 

Total 2313430 Wb84 100.d 

Volue of output 73'75.8 a i i  le i  

kt profit per 1 lei 
from stdtatsry 
capital 8.M leullw 

Accounts payable 6 
received debts per 
1 le i  from statutory 
caprtal 8 . W  lwlleu 

The de reciation level 
of lacpinery of 
equipwnt 48.Y X 

Risc factors Nicsorarea volumului de furuizare. Uzura tehnicii. Poluarea sediului 
ambiat. 



S.A."Coabinatul de industrializare a laptelui din Cupcini "InLaC' 

1. General Information according to 01.01.94 

Old naw Coabinatul de produse lactate din Cupcini 

Tel. 2-21-33 

Address 2'79560, rl.Edinet, s,Cupcini 

Branch Agriculturii 

nain lines lactate, unt, ligte-praf degresat 
of activities 

Land square 

Pruduc tion square 

Auction coefficient 
of deuandlsupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

14422100 lei 

50.08 lei 

Lei Shares X 

0 0 0.0 

The quota of q l o y e s  17777% '15555 12.3 

Another share holders 12644350 252881 81.6 

Total 14422188 288442 llW.0 

Volurae of output. 5610.8 raii lei 

Net profit per 1 lei 
froa statutory 
capital 0.00 leullw 

Accounts payable & 
received debts per 
1 lei from statutory 
capital 0 .W leulleu 

The d reciation level 
of aaXinery of 
equipment 31.M X 

factors Scaderea puterii de cumparare a populatiei, lipsa pietii de desfacere. 
Uzura oorala a utilajului, lipsa surselor de energie proprii. Sroparea 
procesului de produchie d m  cauza lipwi cererilor la deseurile 
secundare. 



S.A. 'Bucurias 

I. General Inforfition according to 81.07.94 

Old name Sycietatea pe actiuni a indust.riei de cofetarie %curiaa 

Tel. 24-67-88 

k i n  lines producerea produselor de cclfetarie 
af ackivi ties 

Land square 

Production square 

hMer of 
epployees 

Auction cilefficient 
of denandlsuppl y 

Statut.ory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

38167002 lei  

1 8 . 1  lei 

Lei Shares X 

% 0 8.0 

The quota of euqloyees 9489705 948978 31.4 

bother share holders 2Ylbm91 2861730 68.5 

Total 

Volunre of output 34761.3 mii lei 

Net profit per 1 le i  
from statutory 
capital #.I l w l l w  

Accounts payable & 
received debts per 
1 le i  from statutory 
cap1 tal  0.M lwlleu 

The d reciation level 
of maxinery nf 
eijuipnent 0.10 X 

R i a  factors Cerintele de consu~ scazute, impunerea impovarata dependents de 
importarea sateriei priae sl isaterlalelor. ~ i v e l u l  inalt de uzare a1 
utllajului. 



S.A.'Alexandreni-Zahar' 

I. General lnforaation according to 01.07.94 

Old name Coabinatul de zahar din Alexandreni 

Tel . 

Address 279244, rl .Singerei, s.Alexandreni, biruinta, str.Independentei 

Branch Agriculturii 

Hain lines zahar-tos din sfecla, melasa si burnota 
of activities 

Land square 

Production square 

Auction coefficient 
of de~andtsupply 

Statutory capital 

Share price 

Th2 structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

24611165 lei 

10.1 lei 

Lei Shares X 

The quota of employees 1759698 175976 7.1 

hother share holders 22851467 2285146 92.8 

V~lune of output BW.1 mii lei 

Net profit per 1 lei 
from statvtory 
capital 0.M leulleu 

Accounts payable 6 
received debts per 
I lei from statutory 
cap1 tal 8.888 l w l l w  

The d reciation level 
of maXinery of 
equipwnt 32.1 Y, 

Risc factors Scaderea capacitatii de plata a populatiei. Nivelul inalt de uzura 
mi jloacelor fixe. 



SATabraca de zahar Ericeni" 

I. General Inforration according to 01.07.94 

Old nm Fabrica de zahar din Briceni 

Tel. 

Address 279620, or.Bricmi, str.llzinei, 38 

Branch 4griculturii 

Fain lines zahar, tielasa, burnota u5cat.a s i  ulaeda 
of activities 

Land square 

Pruduction square 

Auction coefficient. 
of deaandlstipply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characterirtics 

bB761418 lei 

10.80 lei 

Lei Shares X 

0 0 0.8 

The quota of mployees 1925310 19m1 -2.8 

Another share holders bM136100 6683618 97.2 

Total 68761418 6876141 10b.0 

Voluree of output 0903.4 fiii le i  

k t  profit per 1 le i  
fro1 statutory 
capital 0.00 leulleu 

Accounts pa able & 
received d e k  per 
I lei from statutory 
capital 0.W leu/leu 

The d reciation level 
of maxlnery of 
equipment 4.20 X 

Risc factors Lipsa de aaterii prima, scum irea raterialelor, resurselor energetice. 
Uzwa f i r ica 5i morala, posi!ilitatea de reglarii a rrtilajului. 



S.A.'Fabrica de zahar din Ghiniiesti" 

I. General Information according to 81.07.94 

Old naee Fabrica de zahar din Ghindesti 

Tel. 2-30-29 2-22-08 

Address 279820, rl.Floresti, s.Ghindesti, str.Fabricii, 1 

Branch Agricul turii 

kin lines zahar-tos 
of activities 

Land square 

Production square 

Auction coefficient 
of demandlsupply 

Statutory capital 

Share price 

The structure of 
statutory capi kl 

State property 

11. Technical-financial characterist.ics 

2045340 lei 

20.00 lei 

Lei Shares X 

0 0 0.0 

The quota of efiployees 24155P18 120775 11.8 

Another share holders 18037548 901871 86.1 

Total 2&530U 1022652 188.8 

Volume of output 4076.0 mii lei 

Net profit per 1 lei 
fro8 statutory 
capital 0.M l~ullw 

Accounts payable & 
received debts per 
1 lei from statutory 
capltal 8 . W  lwllw 

The d reciation level 
of mazinery of 
equipawt 0.00 X 

Hi= factors In stabilitatea preturilor. hortizarea fizica si narala a utilajului. 
Pduarea. 



S.A.pentru producerea zaharului s i  acidului cit.ric "Frunza' 

I. General Information according ts 81.07.94 

Old nam Fabrica de zahar diri Girbova 

Tel . 

Branch Nriculturii 

Kain lines producerea zaharalui, sarii de lamie,tait.elor uscati s i  acri, melasei 
of activities s i  coroercializarea lor 

land square 214.3 ha 

Production square 1484800 rapt .  

W e r  of 
employees 

Auction coefficient 
of demandlsuppl y 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characterist.ics 

19439828 lei  

15.1 lei  

Lei Shares X 

The quota of erployees 2332776 155518 12.8 

Another share holders 171117050 11404791 88.91 

Total 19439828 1295988 18d.B 

Voluue of output 2684.2 mii lei 

kt. profit per 1 lei 
fror statutory 
capital 0.00 Iw/leu 

Accounts payable h 
received debts per 
i le i  frou statutory 
capital B.MB leulleu 

The d reciation level 
of laXiriery of 
equipaent 56.68 X 

Hisc factors Scumpirea aaterii prime, resurwlor energetice. Uzura fizica s i  morala 
a utilajufui. Pericol exploziv, inpurificarea aediului a&iant. 



S.1. "Fabrica de zahar din Donduseni" 

I ,  h e r a l  Information according to 01.07.94 

Old name Fabrica de zahar din Danduseni 

Tel, 2-27-62 2-28-62 

Ckldress 279458, or.Donduseni, s t r  .Karl Harx, 1 

Branch Agriculturii 

k i n  lines zahar din sfecla, conserve din fructe s i  legume 
of activities 

Land square 

Production square 

Niuaber of 
employees 

Auction coeff ic imt 
of deleandlsupply 

Statutory capital 

Share price 

The structure of 
5tatut.ory capital 

State property 

11. Technical-financial characterist.ics 

14343764 lei  , 

10.00 lei  

Lei Shares X 

e B 0.8 

The quota of euployees 1695434 169543 11.8 

Another share holders 12648330 1264933 88.1 

Total 14343764 1434376 11.0 

Volw of output 6385.B a i i  lei 

Net profit per 1 lei 
fror statutory 
capital @.I leulieu 

Accounts payable & 
received debts per 
1 le i  frota statutory 
cap1 tal Z.W leullw 

The de reciation level 
of ?acRinery of 
equipsent. 38.813 L 

Risc factors Scuuipirea eaterii prime a r i d e  s i  r rewrselor energetice si 
c o ~ u s t i b ~ l u i .  Uzura niaraja a utilajukui. Impurificarea mediului 
inconjurator . 



S.A. 'Glodeni-Zahar' 

I. General Information according to 01.07.94 

Old name Fabrica de zahar din Glodeni 

Tel , 

Address 27%%, or.Glodeni, str.Stefan cel Mare, 48 

Branch Agricultur ii 

rtain lines zaharul-tos din sfecla 
of  activities 

Land square 193.8 ha 

Production square 129632 r.pt. 

Auction coefficient 
of deplandlsupp l y 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

322040 lei 

9.00 lei 

Lei Shares X 

0 0 0.0 

The quota of eyloyees 351735% 70'347 11 .b 

hother share holders 2680469 536073 93.4 

Total 3022800 bebwlfl 100.0 

Volume of output 11936.8 rii lei 

Net profit per 1 lei 
from stat.utory 
capital 5.00 leutlw 

kcounts payable L 
received debts per 
1 lei fron statutory 
capital 0.050 leutleu 

The d reciation level 
of laxiwry of 
equipment O.M P 

R ~ K  factors Cresterea sefiicostului a productiei, scaderea capacikatii de plata a 
populatiei. Posibilitatea puluarii aerului. 



S.LUBrohia-zaharu 

I. General Inforration according to 01.07.94 

Old na&e Codinatul de zahar din Drochia 

Address 279400, or.Drochia, str.27 august., 1 

Branch Agriculturii 

Main 1 ines zahar-fos, conserve de legwe s i  fructe 
of activities 

Land square 0.0 ha 

Production square 15192 m.pt. 

Auction coefficient 
of dereandtsupply 2 0 C 0 0 

6.520 0 . W  0.1488 0.000 0.888 b . 2 1  

11. Technical-financial characteristics 

Statutory capital 11258840 le i  

Share price 10.M le i  

The structure of Lei Shares X 
statutory capital 

State property 0 0 0.0 

The quota of elliployees 2251610 225161 3 . 0  ) 

Total 11258140 1125904 lM.0 

. . ! 
Volupe of output bbl6.0 r i i  lei ,. ' 1 (&J " 

kt profit per 1 lei 
from statutory 
capital 0.00 leutleu 

fucounts payable k 
received debt.5 per 
1 lei  from statutory 
capital 0 . m  l w l l w  

The d reciatien level 
of u x i n e r y  of 
equipment 67.08 X 

Risc factors Scaderea posibilitatii  platilor a populatiei. Nivelul inalt uzurei a 
utilajului. Iitpuriflcare. 



S.CI.'Cupcini-Cristal" 

I. General Information according 01.17.94 

Old n w  Cutabinatul de zahar din Cupcini 

Tel . 

branch Agririllturii 

tlain lines zahar, bauturi alcoolice si fara alcoal 
of activities 

Land square 284.8 ha 

Production square 31765 a.pt, 

11. Technical-financial characteristics 

Statutory capit.al 19F14201 lei 

Share price 10.00 lei 

The structure of Lei Shares X 
statutory capital 

State property 1 fi 0.0 

The quota of ewloyees 1%,)30 134613 7.1 

Mother share holders 17548071 3184857 92.8 

Volume of output 1!259.7 nii lei ,1 , ; @3 
Net prof it per 1 lei 
from statutory 
capital 0.00 leu/leu 

kcoits pa able & 
received d%s per 
I lei froa statutory 
capital 0.600 leullw 

The de reciation level 
of mcIinery of 
equipaent 51.98 X 

R~SC factor5 Scuapirea sateriei prima, resurselor energetice. Uzura fondurului fixe. 



S.A. Tabrica de zahar Falesti" 

I. General Information according to 81.07.94 

Old name Fabrica de zahar din Falesti 

Tel. ' 

Address 279158, or Jalesti ,  str. Iasi, 19 

Branch Agr icul tur i i 

Ain lises zahar, hornot, melasa, conserve din legwe s i  fruct.e 
of activities 

Land square 

Productiun square 

Nuker of 
employees 

Fluction coefficient 
of demandlsuppl y 

Statutury capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

22192572 lei 

28.00 lei 

Lei Shares X 

0 I 8.0 

The quota of employees 4438512 221926 20.8 

bother share holders 177548bB W703 80.8 

Volwe of output 13293.8 r i i  lei 

Net profit per 1 lei 
from statutory 
capital 8.00 lwlleu 

Accounts payable b 
received debts per 
1 lei from statutory 
cap1 tal 0.W lw l lw  

The d reciation level 
of ma8inwy of 
quipsent 52.M X 

Rix factors Scaderea capacitatii de plata a populatiei. Nivelul inalt de uzura a 
rijloacelor fixe. Poluareadiulu~ incunjurator. 



SA'Floarea soarelui" 

I. General Information according to 01.07.94 

Old n m  Combinatul de uleiuri si jrasimi din Balti 

Tel. 

Address 2192, or.Balti, str.31 August, 6 

Branch Agriculturii 

Rain lines ulei vegetal si sapun de rufe 
of activities 

Land square 

Production square 

Number of 
employees 

Cluction coefficient 
of demandlsupply 

Statutory capital 

Sttare price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

14899588 lei 

8.88 lei 

Lei Shares X 

The quota of egloyees 322Y1948 161047 21.6 

Another share holders ll67Bb48 583932 78.3 

Total 148995M 744979 188.8 

Volue of output 7354.9 mii lei 

Net profit per 1 lei 
fror statutory 
capital 0 . M  leullw 

Rcounts payable & 
received debts per 
1 lei fro4 statutory 
capital 0 . W  leu/lw 

The d reciation level 
of aa%nery of 
equipreen t 57.M X 

Risc factors Lipsa materlei p r i ~ ,  rajorarea pretului de cost. Uzarea utilajului. 
Pericol de inflaaare. 



SApentru producerea uleiului vegetal 'WEX' 

I. General Inforration according to 01 .@I -94 

Old n w  Fabrica de extractie a uleiurilor din Otaci 

Tel. 

Address 279588, rl.knita, or.Rtaci, str.St.efari cel Hare, 116 

Branch Flgr icultur i i 

k i n  lines uleiul vegetal, uleiul rafinat 
of activities 

Land square 

h-oductiun square 

Auction coefficient 
of demandfsupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

7041W lei 

l 0 . l  lei 

Lei Sharer, X 

0 0 0.0 

The quota of eqloye~s 1465950 14b595 26.8 

hother share holders 5575140 557514 W.1 

Total 7641890 704109 180.0 

Volw of out.put 4283.8 nii lei 

Net profit per 1 lei 
from statutary 
capital 0 . l  lwlleu 

Accounts payable & 
received debts per 
1 lei from statutory 
cap1 tal 0.W leulleu 

The de reciation level 
of aacRinery of 
equipment 37.80 X 

Risc factors Lipwl nateriei priise. Utilajul invechit. Exploziv. 



S.A. 'Aabalaj' 

1. General Information according to 01.87.94 

Old n w  Cobinatul experimental de ambalaie din Drochia 

Tel. 2-32-98 2-32-67 

Address 279400, or.Drochia, str.Lerwmtov, 0 

Branch Agr icul turi i 

Hain lines confectionarea aabalajului de lew si poliaer 
of activities 

Land square 

Production square 

Nuaber of 
euqloyees 

Auction coefficient 
of daandlsupply 

Statutory capital 

Share price 

The structure of 
statutory capital 

State property 

11. Technical-financial characteristics 

68518I15 lei 

58.00 lei 

Lei Shares X 

0 0 0.0 

The quota of eq~loyees 12183% 24287 20.@ 

Mother share holders 4841535 9M3l  88.6 

Total 6051885 121037 188.8 

Voluee of output W.0 aii lei 

Met profit per 1 lei 
fro8 statutory 
capital 0.00 leullw 

Acounts payable & 
received debts per 
I lei from statutory 
cap~tal 0.H0 lleulleu 

The de reciation level 
of rtacRinery o f  
equipment 59.58 X 

Risc factors Gresterea sinecastului , capacitatea joasa de cumparare a 
consuaatorilor. Uzura inalta a utilajului. 



POST-PRIVATIZATION RESTRUCTURING PROJECT Signatures: MOP CPBR 4 

ENTERPRISE SELECTION 

2 Nod Moblla Drochla 5  4  5  0  4 5 5 0 4 5  4 5  

3  InLac Cupclni ' 5 3  5  0  5 5 5 0  5  4  5  5  

4 BASARABIA-NORD, BALTI 5  5  5  0  5 0 5 0 5 4  4  5  

' A , ,  

6 ROMANITA Hllnceat! . '"I' 5  4  5  0 3 5 5 0  5  4  3  5  

6 Oarant Impex 5  3  5  o 5 5 0 0 5 5  3  5  

7 Bucutla 5  2  5  0  5 5 5 0  5  5  5 5  

13 MOLD-ITEL 5  5  5  0  5 5 5 0 5 5  4  0  

14 COLOMIT , BALTI 3  3  5  0  4 5 5 0  5  4  4 4  

15 RADA BALTl 5  4  3  0  3 5 5 0 5 5  4  0  

I 6  +ETO C.Lunga 
I 5 ~ 3 1  I I 3 ~ 3 ~ 2 ~  I 5 1 4 1  I = -  

O O 

_ I +  , I w .  , 

&: I 
*r  I r  D 

'"4 Approved 88.00 
.b. , 

83,@0 .' , ' , 2 Approved 

k o o  , ' ' Approved 
, '?+. . 

81.58: .> A . Approved 

$8:6q "t 5 Approved 

I " 
77;00 . : Helped by CORANA (USAID) 

77.00 , 17 Approved provisionally (in reserve). 

76.50 Nord Drochla chosen instead. 

75.60 , 6 Approved 

74.50 7 Approved this or other Colchoz 

72,OO Not approved (Rada chosen instead) 

71.10 36 ~pproved 

Center for Private Business Reform i u r r u o s . 4 1 ~ ~  Page 1 
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POST-PRIVATIZATION RESTRUCTURING PROJECT 

ENTERPRISE SELECTION 

A 

18 

'@ 
20 

21 

22 

23 

33 CA 2830 ORHEI 

34 t Hidrolmpex Soroea 

Center for Pnvate Busmess Reform 

I , /  
B , : .  

BTA-18 S.A criuieni 

MATERIALE d? 
CONSTRUCIIE, B a T I  ' 

. " .  
Argon 

2 

Pnrt-80 FalesU 

' l'. -,% ' 'V 
Elcorn Omei 

Bere Cahul 

25 

28 

27 

26 

29 

Signatures: MOP 

ASPA, Orhel 

Dar C.Lunga 

Agrotehnica Cahul 

Artizana 

lahny C.Lunga (lup) 

CPBR 

Page 2 





Center for Private Business Reform 

POST-PRIVATIZATION RESTRUCTURING PROJECT 

Selected enterprises 

Page 1 

NQTW -, 
. ' ""7. . "i 3-x- 

Approved 

Approved 

Approved 

Approved 

Approved 

Approved 

Approved this or 

PLANKING 
. , ,'* < " p 
88.00 

83.80 

83.00 

81.50 

78.60 

75.50 

74.50 

Fair 
, ! . t  ,, , 

(373-235) 2-35-101 
2-35-01 

(252) 2-30-001 
2-22-63 

(373-239) 2-50-511 
7-1041 

(373-231) 3-1 1-811 
312-86 

(373-234) 3-43421 

(3732) 62-07-791 
63-07-81 

(373-264) 2-23-691 

blvd., Chishinau, 

Manager 

" 

Bezmenov, 
Valentina 

Lisu, Mlhal Semion 

Cibotaru, Ion 

Chirtoca, A.A. 

Musteatsa, Grigorii 
ion 

Kan, Alexandra 
Gavril 

Lazar, Mihail Ion 

:ll 

18 

hddtPn% ' ?;A, , 
( 8  * ,. " 

w I '  . '  Fl "" 
No. 171, Vasile Lupu 
str., Orhey, Moldova. 

No. 33,31 August str., 
Town of Drockia, 
Moldova. 

Village of Cupchlni, 
Edinets District. 

No. Boa, Victoria str., 
Baltsy, Moldova. 

No. 72,31 August str., 
Town of Hyncheshty, 
Moldova. 

No. 6, Calea Eshilor str., 
Chishinau, Moldova. 

No. 73, Stefan cel Mare 

Industry . 
.* t^'  ' "C 

Ladies' Textiles 
garments 

Furniture a Fixtures 

Milk Processing 
Enterprise (Powder 
milk, butter, etc.). 

Meat Products and 
Technical Goods 

Footwear Factory 

Fine leather goods 
and accessories for 
ladies. 

Collective Farm 

No 

8 
'l 

2 

'1 

4 

5 

6 

7 

,.I: x * *., 
f ' i  

,f-;- 
% c . . .: G% . ,; 

*a ~ ~ ~ ~ @ l ~ f $ i l . & " ~ ~  ' : * 

I i .  , 

~ i ~ i '  2. . -;~&7riZ~q$F~~ -I-- , . 

, . -. .. 
:. , 

X I  ' I  

&nw!)flq 
, ; i ,J, ;. ! * rp;* *.  ' ' '.. 

G~~~~~ !c ' . s~  w. 4b:ip&.. '*Us ,. - ' f 
L t I.+- ., 

i i . , . : . ,  
Nard ~ol)@;d'M@# ' :* 

, , 

6 . .. 
i 

l n ~ a c  C~pci$  ' ' ' ' 7  

B A S A ~ ~ ~ ~ R ~ ~ : ~ ~ ~ Y  " * ' 
a ,  I 

~ ~ ~ ~ ~ l f & ' ' i f f ~ $ p & f @  '';: ' ' ' 

ARTlMA + " 

Nlsporenl (~odpAgr.) ' 

Construction of 
Communications 
Objects) 

Thermal1 Heating 
Equipment 

Washing-Machines 
and Cooking Stoves 
Manufacturer 

Moldova. 

No. 2, Gorky str., Town 
of Chadyr-Lunga, 
Moldova. 

No. 77, Petru Raresh 
str., Chishinau, 
Moldova. 

Nedeoglo, Nikolai 
Teodor 

Baban, Serghei 

(373-261) 2-26-9U 
2-02-761 2-26-92 

(373-2) 22-64-9U 
22-93-35 

70.10 

69.00 

Approved 

Approved 
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&# 
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/' 

!p.ES - I1 
C S  ., .' . -* ... . s i c  - 1 ' .  " 

- 

NOTES - 1  
' . r  . 2$.* A. 

Approved 

Approved 

Approved 

. . , u 'r  

! fr f:-';::.; '::.; ":' 5. Undemear Clothes No. 12, Eminescu Blvd., Babnanova, (373231 2 71.10 Approved 
, , : . . : . ".' 2::: Producflon Town of Balby, Valsntina Egor 342-21 

t. Moldova. 

No. 162, Columna str., Tarlev, Vasrlle (373-2) 24-67-281 77.00 Approved 
24-66-20 provisionally (In 

TOTAL 
R C I N ~ l ~ ~  
' ' 

67.80 

67.40 

63.90 

Td.! F a  
. . *r=''* < '  

(373-248) 22643 

(373-231) 2-24-391 
2-6444. 

(373-239) 2-24-00! 

Manseer 

. % "  ., Q 
Panfilll, Mlhall V. 

Buzlnkevlchl, 
Caqzemlr Vladlmlr 

Constantlnlca, 
Grigorli Teodor 

.Addmar 

*':'<I "" 
No.l.31 August str., 
Town of Crlulenl, 
Moldova. 

No. 178, Stefan cel Man, 
str., Baltsy, Moldova. 

No. 22, Pacll str., Town 
of Cahul, Moldova. 

Industry 

'a ‘.': ' a . 
Tanspo~lServlces 

Building Materials 

NO Enbrpdcle 

, . . + '  

a 
13 

14 

" b  a " 

B T A . ~ ~  54  Uy/ulml I" 5. ' . 

, * ,tr ' , ' ,% 

Mt#@flCla g@'$dti$w&: BWfl' r.', "' 
L: 

1 



ANNEX VII 
CPBR REQUEST FOR F'ROPOSALS FROM MOLDOVAN CONSULTING FIRMS 



Oliali fiine Ouestionnaire for Selection o f  Consultiire Firms 

I) General Company Information 

a. Name of Company ? 

b. Legal Status (stock company, partnership, sole proprietorship ?); 

c. Names of owners ? 

d. Number of Years, Months, in Business ? 

e. Date of official regstration ? 

f. Computers used ?, model or type ?; rented ?, owned ? 

y. Offices, rented ?, owned ? 

k. Commercial bank account established, if yes: 

1. how long account open ? 

2. name of reference(s) at bank ? 

11) Area of Specialization? Please indicate if your firm has experience in any 
of the following areas: 

Standards and techniques of international double-entry accounting: 
yes / no ? Skill level: advanced / intermediate / basic / no exposure 

Credit analysis and financial restructuring: 
yes / no ? Skill level: advanced / intermediate / basic / no exposure 



Procurement of letters of credit: 
yes / no ? Skill level: advanced 1 intermediate / basic / no exposure 

Techniques of competitive bidding and tendering: 
yes / no ? Skill level: advanced / intermediate I basic / no exposure 

Development of procurement specifications: 
yes / no ? Skill level: advanced / intermediate 1 basic I no exposure 

In-plant technologies (production and manufacturing processes, materials 
conversion processes): 

yes / no ? Skill level: advanced / intermediate / basic 1 no exposure 

Financial or business unit analysis: 
yes I no ? Skill level: advanced I intermediate I basic I no exposure 

Quality control techniques: 
yes / no ? Skill level: advanced / intermediate I basic / no exposure 

Restructuring of product lines; enterprise departments: 
yes / no ? Skill level: advanced I intermediate 1 basic I no exposure 

Business plan development: 
yes / no ? Skill level: advanced / intermediate / basic I no exposure 

Marketing and sales in private enterprise: 
yes 1 no ? Skill level: advanced / intermediate 1 basic 1 no exposure 

Please Note: If yourjirm has experience in any of the above listedfieids 
of expertise please attach to this application a brief description of the 
experience and in what type of project it was gained 



111) General Company Experience 

Pmjects completed 

a. Private industry or business 

1. description of project or assignments your firm performed; 

2. brief description of solutions suggested; 

3 .expertise of members of staff participating in the project; 
3 

4. brief description of their role in the project team; 

5. attach copy of business plan, if any, devised during project. 

b. State industry or government 

I. description of project or assignments your firm performed; 

2. brief description of solutions suggested; 

3. expertise of members of staff participating in the project; 

4. brief description of their role in the project team; 

5. attach copy of business plan, if any, devised during project. 

IV) Employee Qualifications: 

(applicable only to those consultants proposed by your firm to 
work on with the CPBR) 

a. Narne(s) ? 

b. Citizenship ? 



c. Academic Qualification(s): 

1 .  school(s) attended, degee(s) achieved, area specialization ? 

2. Iayage(s)  spoken; working knowledge ? fluently ? 

3. work experience or study abroad ? 

d. Computer Skills: 

(please describe program known; degree of familiarity with each 
program: excellent, good, fair) ? 

1. Word ? 2. Excel ? 3. Other ? 

Please submit answers to this questionnaire on separate sheets of paper along 
with any additional information you can provide about your firm (annual 
financial reports, prospectuses,) and an official copy of your firm's 
registration with the appropriate state authorities. 

Please also provide us with the names of two business references, 
preferably clients of your firm Please indicate in writing whether the 
CPBR nzay contact these persons for a recommendation of yourjirm? 

Please return the questionnaire completed and signed by an authorized officer 
of the applicant company by the th of December, 1995 to the: 

Center for Private Business Reform 
Moldova 27700 1 Chisinau 
str. Kogalniceanu 22/ 1 

Attn: Mr. Vincent Morabito, Director 





Cooperation Agreement 

Whereas the Center for Private Business Reform, hereinaffer "CPBR", is a project 

funded by the United States Agency for International Development, hereinafter "USAID", based 

in Chisinau, Moldova to train Moldovan business consultants in the shlls of enterprise reform 

and support the restructuring ofprivntised businesses to render them more commercinlly viable, 

and 
Whereas it is desired by the management of the enterprise: (name and address) 

hereinafter: "Enterprise", 

that the Center for Pnvate Business Reform, Moldova 277001, Chisinau, str. Kogalniceanu, should 
provide it with consultancy services in certain matters affecting its restructuring, hereinafter the 
"Assignment", therefore it is agreed between the CPBR and the Enterprise that the services shall be 
provided in accordance with this agreement as follows: 

A. Terms of Reference 

The staff of the CPBR and its affiliated consultants shall during the period from 

undertake with the c ~ p e r a t i o n  of the Enterprise Management to develop jointly an action plan 
that will be based on diagnosis and evaluation of the problems faced by the enterprise (completed by 
February 10, 1996). The enterprise will work closely and co-operate fully with the "CPBR" to implement 
the plan prior to May 3 1. 



B) Enterprise Obligations 

1) In order to further prompt and efficient completion of the task(s) set forth in (A) above the 
Enterprise hereby agrees to provide. in good faith. to the staff of the CPBR such working 
conditions and aid on site as shall be reasonably deemed necessary by the staff of the CPBR to 
further the completion of the Assignment. Such con&tions and aid may include and are not 
necessanly limited to provision of: 

a) transport between the Enterprise site and the offices of the CPBR in 
Chlsinau; 

b) office space, support st& and telephone (secretary: translator: others as 
necessary) at the Enterprise site: 

C) access to Enterprise managers, and all documentation and financial records 
deemed necessary by the staff member of the CPBR assigned to the Enterprise 
for the informed and efficient completion of the task(s) set forth in (A) above; 

d) a General Duector or his designate from the Enterprise management team to work 
as permanent member of the CPBR consultant team; 

e) any other physical or technical conditions necessary to the effective 
completion of the task(s) set forth in (A) above which may be identified by 
the CPBR during the course of the Assignment. 

2) The Enterprise hereby further agrees to consider paylng a cash contribution or 
services in kind to an extent reasonable and possible given the financial condition of 
the Enterprise. for services provided to it by local consultants or local consultant firms 
acting as subcontractors to the CPBR in accord with the Assignment. It is understood 
and agreed that failure to provide such contribution, if in the opinion of the CPBR 
reasonably justified. will not result in the termination of the Assignment 

3) The Enterprise hereby agrees to participate in a public awareness program to advertise its 
cooperation with the CPBR and its participation in the CPBR Enterprise Restructuring 
Program. 

4) The Enterprise agrees to participate in other restructuring-related and capacity building 
programs sponsered in Moldova by USAID: including but not limited to the: land sales program, 
land titling program, initial public share offering program, capital markets development 
programs, accounting and public education programs. 

C) CPBR Obligations 

1) The CPBR hereby agrees to provide to the Enterprise a consultant team, including local 
consultant firms and local consultant trainees, with skills and expertise in those aspects of business 
restructuring appropriate to the spedic needs of the Enterprise. The choice of consultants provided shall 
be determined, at the sole discretion of the CPBR, by preliminary analysis of the needs of the Enterprise 
undertaken by the CPBR in cooperation with Enterprise management. The CPBR shall provide the 
consultants to the Enterprise until such time as, in the sole judgement of the CPBR, the Assignment shall 
have been, in good faith and to the best of the ability of the staff of the CPBR, completed 



2) The CPBR will provide its services as project organizer without charge to the Enterprise; it 
may, however request that the Enterprise make a contribution in cash to the local consultants or 
consultant firms providing senices to the Enterprise. NO ENTERPRISE SELECTED FOR 
PARTICIPATION IN THE CPBR PROGRAM SHALL BE EXCLUDED FROM THE PRO- 
GRAM FOR REASONABLE INABILITY, AS DETERMMED BY THE CPBR, TO MAKE 
SUCH CONTRIBUTION. 

D) Termination of Agreement 

1) Th~s Agreement may be terminated by mutual written agreement of the parties or upon 
written notice of either of the parties to the other. Termination may be without cause or for 
nonfullillment by either of the parties of its obligations to the other as they are set forth in the 
foregoing paragraphs of this Agreement. ~ermination shall extinguish all rights, claims and 
obligations arising out of this Agreement which either party may have against or to the other. 

IN WITNESS WHEREOF, the parties have executed thls Agreement as of the , day of 

, 1996. 

Enterprise: Center for Private Business Reform 

By: By: 
name: Vincent F. Morabito, Director 

title: 



Agreement for Subcontractor's Services 

This Agreement, is made and entered into as of the day of 
199 , between East-West Management Institute, Inc., 520 Madison 

Avenue, 38th Floor, New York, N.Y. USA, hereinafker referred to as "EWMI" or 
alternatively as "Contractor" and the Consultancy Firm: 

Name: 

Address: 

whose business registration number is: ? 

hereinafter referred to as the "Sub-contractor" 

The Contractor and Sub-contractor, jointly referred to hereinafter as the "parties", hereby 
agree as follows: 

1) Contractor shall contract with the Sub-contractor for consulting services and Sub- 
contractor shall provide consulting services to the Center for Private Business Reform, 
Chisinau, Moldova, hereinafter:TPBR"; or at the sole discretion of the CPBR, to selected 
Moldovan Enterprises, all according to the terms and conditions described herein below 
and in accordance with the Moldova Project for Enterprise Restructuring, Task Order 
No.EPE-0014-1-02-5076-00, under Contract No.EPE-0014-1-00-5076-00, behveen 
EWMI and USAID, hereinafter referred to as the 'Troject". Validity of this Agreement is 
subject to the approval of it terms by Contractor's counsel and, if contractor deems it 
necessary, the approval of USAID and of the Ministry of Privatisation of the Republic of 
Moldova. 

Sub-contractor's obligations and conditions of engagement 

1) The Sub-contractor shall: 



A) provide to the CPBR, for the duration of the Project, a consultant-group 
acceptable to the CPBR and having, to the satisfaction of the CBPR, 
knowledge of the techniques of, or professional experience in the fields of 

a) international accounting; 
b) credit analysis; 
c) financial structuring; 
d) international procurement skills; 
e) in-plant technology; 
f) finance and business unit analysis; 
g) production and quality control skills; 
h) restructuring of product limes and enterprise departments; 
i) business plan development; 
j) marketing and sales; 
k law 

as well as any other professional consultancy skills which the CPBR may from 
time to time, in its sole discretion, deem necessary to the successll progress 
and completion of the Project; 

B) assure that its consultant-group shall consist of up to eight members who, upon 
approval and secondment by the CPBR to an internal CPBR consultant team, 
shall be continuously available, either individually or as a group, to the CPBR 
for the duration of any task assigned by the CPBR to the internal consultant 
team; 

C) provide written project status reports, as required by the Contractor or USAID, 
both during and upon conclusion of the Project; 

D) assure that for the duration of the Project the consultant-group shall perform its 
assigned duties faithfully and to the best of the ability of each of its members, 
and shall comply with local laws and customs. 

E) hereby certifies that all of its employees assigned to work on this project shall 
be bona fide Moldovan nationals. 

2) The Sub-contractor understands and agrees that the site of work shall be Chisinau and 
other locations in the Republic of Moldova; firther, that it shall be necessary for the Sub- 
contractor's consultant-group to travel form time to time outside of Chisinau and remain 
for indefinite periods of time at the sites of various enterprises to which the CPBR shall 
provide its services, therefore: 

A) The Sub-contractor hereby agrees to provide for its consultant-group, at its 
sole cost, an office in Chisinau, support staff, and technical equipment, as well 



as transport to and fiom work sites outside of Chisinau, all to the satisfaction 
of the CPBR; and, if not otherwise provided for, meals and lodging for its 
consultant group while at such locations. 

B) The Sub-contractor hereby hrther agrees to maintain for its employees all 
legally required insurance and to pay for them all social taxes levied upon 
employers by the Government of Moldova. 

3) The Sub-contractor shall be compensated at a rate of United 
States Dollars, or its equivalent in Moldovan currency, per madday per for each day 
actually worked by a CPBR approved member of its consultant-group on a Project-related 
task. Provided, however, that the Sub-contractor shall not bill the Contractor for more 
than a maximum of eight maddays for each day actually worked by a its consultant-group 
on a Project-related task assigned by the CPBR. Sub-contractor billings shall be submitted 
to the CPBR bi-weekly, and shall be paid by the CPBR within one month after submission. 

4) The Sub-contractor will be paid in accordance with completed, submitted time sheets 
which shall be provided in blank to Sub-contractor by the Contractor who shall review 
such claims for payment and require, to its satisfaction, supporting documentation for 
claims made. Contractor shall not be required to pay claims which it, in its sole discretion, 
finds not to be reasonably made and supported by such documentation as it shall require. 

5) The Sub-contractor shall be available from the period beginning: 
through , and shall be 

subject to a continuing condition of satisfactory performance as determined by the 
Contractor in its sole discretion. A consultant-group's work day shall commence at 9:30 
a.m. and Continue through 6:30 p.m., daily, to a maximum of six days per calendar week. 
The consultant-group may be required to work according to a modified schedule as 
determined fiom time to time by the Contractor in its sole discretion. The consultant- 
group shall be entitled daily to one hour for lunch. 

6) The Sub-contractor shall report to Mr. Vincent F. Morabito, Director of the CPBR, his 
authorised delegate or such other person as he or his delegate may designate during the 
term of this Agreement. 

CPBR Obligations 

7) The CPBR hereby agrees to provide on-the-job training to the Sub-contractor and its 
consultant-group, as well as access on a reasonable, as needed basis, to the experts and 



offices of the CPBR in Chisinau. The CPBR shall provide the Sub-contractor's personnel 
with such training the CPBR st& deem necessary and appropriate to equip them with 
skills and expertise in kndamental aspects of enterprise restructuring so as to enable them, 
as far as practically possible, to be better qualified to continue work in the field of financial 
and business consulting on an professional level with knowledge of standard international 
techniques after the conclusion of the Project. 

8) The choice of consultant teams provided to an Enterprise shall be determined, at the 
sole discretion of the CPBR, by preliminary analysis of the needs of the Enterprise 
undertaken by the CPBR or an authorised Sub-contractor in co-operation with Enterprise 
management. The Sub-contractor shall be, however, at all times supervised in its duties by 
CPBR staff and within the organisational framework of a CPBR consultant team. The 
CPBR shall provide a consultant team to the Enterprise until such time as, in the sole 
judgement of the CPBR, provision of consultancy services shall not be fbrther efficacious 
or the tasks set forth in the Project shall have been completed. 

9)The CPBR will provide its services as project organiser and expert resource to the Sub- 
contractor and assure provision of expert training to the Sub-contractor's consultant- 
group. 

Termination of Agreement 

10) This Agreement may be terminated or suspended, at any time, by mutual written 
agreement of the parties or upon one week's written notice of either of the parties to the 
other, in which case Sub-contractor may claim only such remuneration earned to the date 
of actual termination or suspension. Termination or suspension may be without cause, or 
for nonfulfillment by either of the parties of its obligations to the other, as they are set 
forth in the foregoing paragraphs of this Agreement. Termination shall extinguish all 
rights, claims and obligations arising out of this Agreement which either party may have 
against or to the other. 

11) It is understood and agreed that the Sub-contractor is an independent contractor and 
solely responsible for the payment of all applicable income taxes imposed by the Republic 
of Moldova. The Sub-contractor fbrther understands and agrees that the Contractor, if 
required by law, shall provide to the appropriate Moldovan governmental authority a 
roster of all its consultants and the amounts of their remuneration. The Contractor shall 
moreover, if required by law, deduct taxes from the Sub-contractor's gross remuneration 
and pay such amounts to such authority as appropriate in accordance with the law. 



12) The Sub-contractor hereby acknowledges and agrees that all information, 
communications, data and analysis in any format, relating to the Project are extremely 
sensitive and confidential. The Sub-contractor agrees that during the term of this 
Agreement and during a period of two years immediately succeeding its termination that 
the Sub-contractor shall hold all information relating to the Enterprise Restructuring 
Project in confidence and, further, shall not disclose any such information to anyone other 
than employees of EWMI or USAID. The Sub-contractor hereby agrees to use all 
appropriate caution and care to protect such information against unauthorised disclosure 
and M h e r  agrees not to use such information for personal gain. The Sub-contractor 
agrees to act at all times in good faith in accordance with the conditions and spirit of this 
clause and further agrees that any violation of its terms shall be cause for termination of 
this Agreement. 

13) The Sub-contractor will not engage, during the term of this Agreement, in any 
business, profession or occupation that is in direct or indiiect competition to the Project or 
any enterprise which the Project may assist. This includes loans or investments to or in any 
business in Moldova which the Project may assist, and extends to direct or indirect 
employment either in the Consultant's own name or through the agency of another person 
or entity. 

14) This Agreement shall be governed by the law of 
(?). 

15) This Agreement constitutes the final and complete agreement between the parties. No 
change to this Agreement shall be valid unless in writing and signed by both parties. 

IN WITNESS WHEREOF, the parties have executed this Agreement as of the , day 
of , 1995, evidencing their intention to be bound hereby. 

East-West Management Institute, Inc. 

By: 

name: 

title: 

Sub-contractor 

By: 

name: 

title: 





Cooperation Agreement 

Whereas the Center for Private Business Reform, hereinafter "CPBR ", is a project 

.funded by the United States Agency for International Development, hereinafter "USAID", based 

in Chisinau. Moldova to train Moldovan business consultants in the skills of enterprise reform 

and support the restructuring ofprivatised businesses to render them more commercially viable. 

and 
Whereas it is desired by the management of the enterprise: (name and address) 

"ELCAS" Joint Stock Company, 
77, Petru Rares str. , Chisinau, Moldova 

, hereinafter: "Enterprise", 

that the Center for Private Business Reform, Moldova 277001, Chisinau, str. Kogalniceanu, should 
provide it with consultancy services in certain matters affecting its restructuring, hereinafter the 
"Assignment", therefore it is agreed between the CPBR and the Enterprise that the services shall be 
provided in accordance with this agreement as follows: 

A. Terms of Reference 

The staff of the CPBR and its affiliated consultants shall during the period from January 26. 
1996 toMay 31, 1996. 

undertake with the co-operation of the Enterprise Management to develop jointly an action plan 
that will be based on diagnosis and evaluation of the problems faced by the enterprise (completed by 
February 10. 1996). The enterprise will work closely and co-operate fully with the "CPBR" to implement 
the plan prior to May 3 1. 



. - - ;-. : z - : .  - - -  -.. -, - - 
B) Enterprise Obligations 

1) In order to further prompt and efficient coiqletion of the task(s) set forth in (A) above the 
Enterprise hereby agrees to provide, in good faith, to the staff of the CPBR such working 
conditions and aid on site as shall be reasonably deemed necessary by the staff of the CPBR to 
further the completion of the Assignment. Such conditions and aid may include and are not 
necessarily limited to provision of: 

a) transport between the Enterprise site and the offices of the CPBR in 
Chisinau; 

b) office space, support staff and telephone (secretary; translator; others as 
necessary) at the Enterprise site; 

c) access to Enterprise managers, and all documentation and financial records 
deemed necessary by the staff member of the CPBR assigned to the Enterprise 
for the informed and efficient completion of the task(s) set forth in (A) above; 

d) a General Director or his designate fiom the Enterprise management team to work 
as permanent member of the CPBR consultant team; 

e) any other physical or technical conditions necessary to the effective 
completion of the task(s) set forth in (A) above which may be identified by 
the CPBR during the course of the Assignment. 

2) The Enterprise hereby further agrees to consider paying a cash contribution or 
services in kind, to an extent reasonable and possible given the financial condition of 
the Enterprise, for services provided to it by local consultants or local consultant f m s  
acting as subcontractors to the CPBR in accord with the Assignment. It is understood 
and agreed that failure to provide such contribution, if in the opinion of the CPBR 
reasonably justified, will not result in the termination of the Assignment 

3) The Enterprise hereby agrees to participate in a public awareness program to advertise its 
cooperation with the CPBR and its participation in the CPBR Enterprise Restructuring 
Program. 

4) The Enterprise agrees to participate in other restructuring-related and capacity building 
programs sponsered in Moldova by USAID; including but not limited to the: land sales program, 
land titling program. initial public share offering program, capital markets development 
programs, accounting and public education programs. 

C) CPBR Obligations 

1) The CPBR hereby agrees to provide to the Enterprise a consultant team, including local 
consultant firms and local consultant trainees, with skills and expertise in those aspects ofbusiness 
restructuring appropriate to the specific needs of the Enterprise. The choice of consultants provided shall be 
determined, at the sole discretion of the CPBR, by preliminary analysis of the needs of the Enterprise 
undertaken by the CPBR in cooperation with Enterprise management. The CPBR shall provide the 
consultants to the Enterprise until such time as. in the sole judgement of the CPBR, the Assignment shall 
have been, in good faith and to the best of the ability of the staff of the CPBR completed. 



1) The CPBR will provide its services as project organizer without charge to the Enterprise: it 
may. however request that the Enterprise make a contribution in cash to t k  local consultants or 
consultant firms providing sewices to the Enterprise. NO ENTERPRISE SELECTED FOR 
PARTICIPATION IN THE CPBR PROGRAM SHALL BE EXCLUDED FROM THE PRO- 
GRAM FOR REASONABLE INABILITY. AS DETERMINED BY THE CPBR. TO MAKE 
SUCH CONTRIBUTION. 

D) Termination of Agreement 

1 )  This Agreement may be terminated by mutual witten agreement of the parties or upon 
written notice of either of the parties to the other. Termination may be without cause or for - 
nonfulfillment by either of the parties of its obligations to the other as they are set forth in the 
foregoing paragraphs of this Agreement. Termination shall extinguish all rights. claims and 
obligations arising out of this Agreement which either party may have against or to the other. 

26 IN WITNESS WHEREOF. the parties have executed this Agreement as of the . day of 

.. 
, . . /-- r- , ., . Enterprise: Center for Private Business Refo~m 

,., ~ 

)! I. -.+ i..;. ' 
t. ..:-, . \ , . a ,  5 42g&p. 

By: - I  : ' .  ,.,, ,-., b-v.. 
. .  

, - . ,  . . , ( . . -- name: , . . , . - . . : :, C,,\' - . . - - .-- --:. 3. . Vincent F. * ; 
title: 



Luind in considera.$e faprul, ui Centrul Reformelor Businessului Privat, numit 
ulterior "CRBP", este un proiect finanfat de &re Agenfia SUA pentru Ded tare  
Intemafionalii, numitii ih contimare "USAID", cu sediul in or. Chi$i&, Republica 
Moldova, pentru a pregiiti Consultar$ ai Moldovei fn Domeniul Businessului cu 
deprinderi de refomare a htreprinderilor #i suspnere a htreprinderilor privatizate, cu 
scopul de a Ie face mai viabile din punct de vedere comercial, gi 

fntrucit conducerea intreprinderii : (numele gi adresa) 

"ELCAS" S.A. 
Reoublica Moldova, or. Chisiniu. str. Petru Rarq - 77 

numiti ulterior "htreprinderea", Qi exprimi dorinp de a primi servicii consultative din 
partea Centrului Reformelor Businessului Privat, Republica Moldova, 2777001, or. 
ChiginTiu, str. Kogihceanu - 22, in domeniul anurnitor probleme ce pn de restructurare, 
numiti ulterior "Sarcina", intre CRBP gi htreprindere se inchee un acord, ca serviciile sii 
fie prestate in conformitate cu prevederile dup5 cum urmeazii: 

(A) Termeni de Referin*: 

Personalul CRBP gi consultanyii afrliayi, pe perioada de la 26 IQ tl V Q ri4 

a n .  M96 ping la 3 4 m u i Qn. 1996 
vor efectua, in cooperare cu conducerea intreprinderii, mhuri pentru elaborarea In comun 
a unui plan de activitate pe baza unei diagnosticiiri gi evaluiiri a problemelor cu care se 
confiunt5 intreprinderea (termen limit5 - data de 10 februarie 1996). htreprinderea va 
lucra in strinsTi colaborare gi va coopera pe deplin cu "CRBP in vederea implementhii 
planului pin5 la data de 3 1 mai anul curent. 



(B) Obligafiunile h p r i n d e r i i  

(1) Pentru a indeplini prompt gi eficient sarcin(a)ile relatate in paragdid (A) 
mentionat rnai sus, prin prezentul Acord htreprinderea i-gi dii consim@mktul de a acorda 
personalului CRBP, intr-un mod demn de incredere, condi0i de munci gi acea asisten* 
care va fi considerati rezonabil necesarii pentru D-lor, pentru indeplinirea de rnai departe a 
Sarcinii. Aceste condifii gi asistenp pot include, dar nu se limiteazii numai la, prevederile 
dupii cum urmeai5: 

(a) transportare intre locul d&ii htreprinderii gi oficiile CRBP din Chiginiiu; 
(b) spa0u pentru oficiu, personal de asisten@ gi telefon in localul 

htreprinderii (secretar, translator g.a., dupii necesitifi); 
(c) acces la conducerea htreprinderii gi toate registrele documenta$ei ~i cele 

financiare considerate necesare de citre membrii echipei CRBP desemna0 
la heprindere pentru a indeplini cu succes gi eficient sarcin(a)ile expuse 
in paragrafid (A) de rnai sus; 

(d) un Director General sau desemnatul siIu de la htreprindere w e  va lucra 
permanent cu echipa de consultan0 ai CRBP; 
oricare alte condi@i tehnic sau finc necesare pentru hdeplinirea efectivti 
a sarcinei(1or) descrise in paragrafbl (A) de rnai sus, care pot fi 
identificate de citre CRBP pe parcursul duratei Acordului; 

(2) Prin acordul prezent heprinderea cade de acord de a pliti o contributie in 
bani sau in servicii intr-o miisurii rezonabili gi posibilii, reegind din condiHle financiare ale 
!ntreprinderii, pentru serviciile acordate ei de citre consultanfii locali sau firmele locale de 
consultan@ care activeazi in calitate de Sub-contractanfi ai CRBP in conformitate cu 
"Srcina" preconizati. Se subinlelege gi se convine, d imposibilitatea achitfuii unei atare 
contribu@i, justificati rezonabil dupii piirerea CRBP, nu va cauza terminarea "Sarcinii". 

(3) Prin acordul prezent htreprinderea cade de acord sii participe intr-un program 
de informare in mas5 pentru a da publicit50i cooperarea ei cu CRBP gi participarea ei in 
programul de restructurare a htreprinderilor sub egida CRBP. 

(4) heprinderea cade de acord sii participe in alte programe de reshructurare gi 
consolidare a capacitii intreprinderilor, sponsorizate de USAID in Moldova; care vor 
include, dar nu se vor lirnita doar la: programele de vinzare a pimintului, pr~gramul de 
confirmare a titularilor, programul de ofertii ini@alii a a@unilor, programeie de dezvoltare 
a pietilor de capital, programe relative la contabilitate gj instruire in mask 



(C) Obliga$unile CRBP 

(1) CRBP prin acesta cade de acord s3 prezinte htreprinderii o echip3 de 
Consultanti, inclusiv firme consultative locale gi consultan$ stagiari, cu priceperi $i 
experienp in acele aspecte de restructurare a businessului care corespund necesiti$lor 
specifice ale heprinderii. Alegerea consultanflor desemna$ va fi determinatii la propria 
discreoe a CRBP, in urma unei analize preliminare a necesitiflor htreprinderii, efectuate 
de citre CRBP In cooperare cu conducerea acesteia. 
CRBP va desemna consultanti pentru fntreprindere pin3 la momentul cind, la propria 
discretie a CRBP, "Sarcina" descrisl in paragrafbl (A) va fi indeplinitii de citre personalul 
CRBP, intr-un mod demn de incredere $i cel mai bine posibil. 

(2) CRBP va acorda servicii pentru htreprindere ca orl;anizator a1 proiectului, far3 
platl din partea heprinderii; ins3 CRBP ii poate cere Intreprinderii o contributie 
biineasc3 pentru consultan$i locali sau firmele de consutanti care acordl senicii 
fntreprinderii. NICI 0 ~NTREPR~NDERE INCLUSA h PROGRAMUL CRBP NU VA 
FI EXCLUSA DIN PROGRAM DIN CAUZA UNEI EVENTUALE IMPOSIBILITA-FI, 
DUPA P ~ R E A  CRBP REZONABILE, DE A PLATI 0 ATARE CONTRIBUTE. 

(D) Rezilierearea Acordului 

(1) Acordul prezent poate fi reziliat printr-o inlelegere reciprocg ale celor doul 
pi@, in urma unui aviz in scris a oricireia din pi%$ ciitre cea de-a doua parte. Rezilierea 
poate fi motiv sau din cauza neindeplinirii de ciitre una din pwi  a obliga@unilor fat3 
de ce-a de a doua parte, stipulate in paragrafele anterioare ale acestui Acord. Rezilierea va 
anula toate drepturile, reclarnatiile gi obligatiunile care rezulti din acest Acord gi pe care 
una din pSlrfi le poate avea fat3 de alta. 

CA IMhTURIE A CELOR RELATATE MA1 SUS, p w l e  au incheiat prezentul Acordul 
pe data de 

Din partea Centrului 
Reformelor Businessului 
Privat : 

Director 



Tak2ng  into c ? o n s f d r x a t i o n  t h e  difffculr financial s l t u a t l e n  
of t A p  f ' a c t ~ t r y ,  3 - S C  'rRada c a n n o  g i v e  a n y  ag reemen t  c ~ f i s i d e z -  
~ y l ? ~  a , -ash , - a f i t r i , k j~ : t fon  f o r  3 e r ; v f c s s  ~ ~ . s y ' l i f d g b  h;? C P E E ,  

2 .. 

F a c  tor-y: ,,-, ..entez- for P r i v a t e  E u s f n e s s  ReForm: 

B y :  tma 

e c  t 



Cooperation Agreement - % 

Whereas the Center for Private Business Reform, hereinafter "CPBR", is aproject 

finzded by the United States Agency for International Development, hereinafter "USAID", based 

in Chisinau, Moldova to train Moldovan busin'ess consultants in the skills of enterprise reform 

and support the restructuring ofprivatised businkses to render them more  commercial^^ viable, 

and 
Whereas  it is desired by the management of the enterprise: (name and address) 

, hereinafter: "Enterprise", 

that the Center for Private Business Reform, Moldova 277001, Chisinau, str. Kogalniceanu, should provide 
it with consultancy services in certain matters affecting its restructuring, hereinafter the "Assignment", 
therefore it is agreed between the CPBR and the Enterprise that the services shall be provided in accordance 
with this agreement as follows: 

A. Terms of Reference 

The staff of the CPBR and its affiliated consultants shall during the period fiom 

undertake with the co-operation of the Enterprise Management to develop jointly an action plan 
that will be based on diagnosis and evaluation of the problems faced by the enterprise (completed by 
February 10. 1996). The enterprise will work closely and co-operate l l l y  with the "CPBR to implement 
the plan prior to May 3 1. 



- -- 
B) Enterprise Obligations 

1) In order to further prompt and efficient completion of the task(s) set forth in (A) above the 
Enterprise hereby agrees to provide. in good faith, to the staff of the CPBR such working 
conditions and aid on site as shall be reasonably deemed necessary by the staff of the CPBR to 
further the completion of the Assignment. Such conditions and aid may include and are not 
necessarily limited to provision of: 

a) transport between the Enterprise site and the offices of the CPBR in 
Chisinau; 

b) offiice space, support staff and telephone (secretary; translator; others as 
necessary) at the Enterprise site; 

c) access to Enterprise managers, and all documentation and financial records 
deemed necessary by the staff member of the CPBR assigned to the Enterprise 
for the informed and efficient completion of the task(s) set forth in (A) above: 

d) a General Director or his designate fiom the Enterprise management team to work 
as permanent member of the CPBR consultant team; 

e) any other physical or technical conditions necessary to the effective 
completion of the task(s) set forth in (A) above which may be identified by 
the CPBR during the course of the Assignment. 

2) The Enterprise hereby further agrees to consider paying a cash contribution or 
services in kind, to an extent reasonable and possible given the financial condition of 
the Enterprise, for services provided to it by local consultants or local consultant fums 
acting as subcontractors to the CPBR in accord with the Assignment. It is understood 
and agreed that failure to provide such contribution, if in the opinion of the CPBR 
reasonably justified, will not result in the termination of the Assignment 

3) The Enterprise hereby agrees to participate in a public awareness program to advertise its 
cooperation with the CPBR and its participation in the CPBR Enterprise Restructuring 
Program. 

4) The Enterprise agrees to participate in other restructuring-related and capacity building 
programs sponsered in Moldova by USAID; including but not limited to the: land sales program, 
land titling program, initial public share offering program, capital markets development 
programs, accounting and public education programs. 

C) CPBR Obligations 

1) The CPBR hereby agrees to provide to the Enterprise a consultant team, including local 
consultant f m s  and local consultant trainees, with skills and expertise in those aspects ofbusiness 
restructuring appropriate to the specific needs of the Enterprise. The choice of consultants provided shall be 
determined, at the sole discretion of the CPBR, by preliminary analysis of the needs of the Enterprise 
undertaken by the CPBR in cooperation with Enterprise management. The CPBR shall provide the 
consultants to the Enterprise until such time as, in the sole judgement of the CPBR, the Assignment shall 
hdve been, in good faith and to the best of the ability of the staff of the CPBR, completed. 



7) The CPBR will provide its services as project organizer without charge to the Enterprise: it 
may, however request that the Enterprise make a contribution in cash to tk local consultants or 
consultant fi:m providing senices to the Enterprise. NO ENTERPRISE SELECTED FOR 
PARTICIPATION M THE CPBR PROGRAM SHALL BE EXCLUDED FROM THE PRO- 
GRAM FOR REASONABLE INABILITY. AS DETERMINED BY THE CPBR. TO MAKE 
SUCH CONTRIBUTION. 

D) Termination of Agreement 

1 ) This Agreement may be terminated by mutual written agreement of the parties or upon 
written notice of either of the parties to the other. Termination may be without cause or for 
nonfulfillment by either of the parties of its obligations to the other as they are set forth in the 
foregoing paragraphs of this Agreement. Termination shall extinguish all rights. claims and 
obligations arising out of this Agreement which either party may have against or to the other. 

217 IN WITNESS WHEREOF. the parties have esecuted this Agreement as of the - , day of 

. 1996. 

Center for Private Business Reform 

By: 
Vincent F. Morabito. Director 



Cooperation Agreement - L 

Whereas  the Center for Private Business Reform, hereinafter "CPBR", is aproject 

j h d e d  by the United States Agency for International Development, hereinafter "USAID", based 

in Chisinau, Moldova to train Moldovan business consultants in the skills of enterprise reform 

and support the restructuring of privatised businesses to render them more commerciall~~ viable. 

an'd 
Whereas  it is desired by the management of the enterprise: (name and address) 

, hereinafter: "Enterprise", 

that the Center for Private Business Reform, Moldova 277001, Chisinau, str. Kogalniceanu, should provide 
it with consultancy services in certain matters affecting its restructuring, hereinafter the "Assignment", 
therefore it is agreed between the CPBR and the Enterprise that the services shall be provided in accordance 
with this agreement as follo~vs: 

A. Terms of Reference 

The staff of the CPBR and its affiliated consultants shall during the period from 

undertake with the co-operation of the Enterprise Management to develop jointly an action plan 
that will be based on diagnosis and evaluation of the problems faced by the enterprise (completed by 
February 10. 1996). The enterprise will work closely and co-operate fully with the "CPBR to implement 
the plan prior to May 3 1. 



1) In order to further prompt and efficient compietion of the task(s) set forth in (A) above the 
Enterprise hereby agrees to provide, in good faith, to the staff of the CPBR such working 
conditions and aid on site as shall be reasonably deemed necessary by the staff of the CPBR to 
further the completion of the Assignment. Such conditions and aid may include and are not 
necessarily limited to provision of: 

a) transport between the Enterprise site and the offices of the CPBR in 
Chisinau; 

. -  b) office space, support staff and telephone (secretary; translator; others as 
necessary) at the Enterprise site; 

c) access to Enterprise managers, and all documentation and financial records 
deemed necessary by the staff member of the CPBR assigned to the Enterprise 
for the informed and efficient completion of the task(s) set forth in (A) above; 

d) a General Director or his designate from the Enterprise management team to work 
as permanent member of the CPBR consultant team; 

e) any other physical or technical conditions necessary to the effective 
completion of the task(s) set forth in (A) above which may be identified by 
the CPBR during the course of the Assignment. 

2) The Enterprise hereby further agrees to consider paying a cash contribution or 
services in kind, to an extent reasonable and possible given the financial condition of 
the Enterprise, for services provided to it by local consultants or local consultant fums 
acting as subcontractors to the CPBR in accord with the Assignment. It is understood 
and agreed that failure to provide such contribution. if in the opinion of the CPBR 
reasonably justified, will not result in the termination of the Assignment 

3) The Enterprise hereby agrees to participate in a public awareness program to advertise its 
cooperation with the CPBR and its participation in the CPBR Enterprise Restructuring 
Program. 

4) The Enterprise agrees to participate in other restructuring-related and capacity building 
programs sponsered in Moldova by USAID; including but not limited to the: land sales program, 
land titling program. initial public share offering program, capital markets development 
programs. accounting and public education programs. 

C) CPBR Obligations 

1) The CPBR hereby agrees to provide to the Enterprise a consultant team, including local 
consultant f m s  and local consultant trainees, with skills and expertise in those aspects ofbusiness 
restructuring appropriate to the specific needs of the Enterprise. The choice of consultants provided shall be 
determined, at the sole discretion of the CPBR, by preliminary analysis of the needs of the Enterprise 
undertaken by the CPBR in cooperation with Enterprise management. The CPBR shall provide the 
consultants to the Enterprise until such time as. in the sole judgement of the CPBR the Assignment shall 
have been. in good faith and to the best of the ability of the'staffof the CPBR, completed. 



-.- - - 
2) The CPBR will provide its services as project organizer without charge to the Enterprise: it 
may. however request that the Enterprise make a contribution in cash to tk local consultants or 
consultant firms providing sewices to the Enterprise. NO ENTERPRISE SELECTED FOR 
PARTICIPATION IN THE CPBR PROGRAM SHALL BE EXCLUDED FROM THE PRO- 
GRAM FOR REASONABLE INABILITY. AS DETERMINED BY THE CPBR. TO MAKE 
SUCH CONTRIBUTION. 

D) Termination of Agreement 

1 ) This Agreement may be terminated by mutual written agreement of the parties or upon 
written notice of either of the parties to the other. Termination may be without cause or for 
nonhlfillrnent by either of the parties of its obligations to the other as they are set forth in the 
foregoing paragraphs of this Agreement. Termination shall extinguish all rights. claims and 
obligations arising out of this Agreement which either party may have against or to the other. 

d4 IN WITNESS WHEREOF. the parties have executed this Agreement as of the . day of 

name: 

title: 

Center for Private Business Reform 

Vincent F. Morabito. Director 



ACORD DE COOPERARE 

.. 
- < 

fntrricft Centrul Reformelor Businessului Privat, nsntit ulterior "CRBP", este un ' 
+ 

proiect finan/at de ccitre Agen!ia SUA pentru Dezvoltare Interna!ionalii, nmit f i  In 
- continuare "USAID': cu sediul in or. Chi~incizi, Repzrblica h4oldova, pentru a pregiiti 

Conszdtanri ai Moldovei in .Domenid Busillesszrlui cu deprinderi de reformare a 
Intreprinderilor ji sus/inere a intreprinderilor privatizate, cu scoptll de a le fice rnai 
viabile din punct de vedere comercial, gi 

h r u c 2  conducerea lntreprinderii : (numele gi adresa) 

p CQ M & f&c/e~ numiti ulterior "htreprinderea", igi  exprimi 
doridfa de a primi servicii de consultanfii in domeniul anumitor probleme ce tin de 
restructurare din partea Centrului Reformelor Businessului Privat, Moldova 277700 1, or. 
Chiginiiu, str. Kogilniceanu - 22, numit ulterior "hsircinarea", intre CRBP pi 
htreprindere se inchee o infelegere, ca serviciile s i  fie prestate in confornlitate cu 
prevederile dupi cum urmeazi: 

(A) Termeni de Referinfk 
Personalul CRBP gi consultanfii afiliati, pe perioada de la 

vor efectua, in cooperare cu conducerea ktreprinderii, rnburi pentru elaborarea in coniun 
a unui plan de activitate pe baza unei diagnosticiri gi  evaluiri a problemelor cu care se 
confiunti intreprinderea (finisat pin5 la data de 10 februarie 1996). htreprinderea va 
lucra in s t rks i  colaborare gi va coopera pe deplin cu "CRBP in vederea implementirii 
pianului pin5 la data de 3 1 mai anul curent. 



(B) Obiigatiunile f ntreprinderii 

(1) Pentru a indeplini prompt gi eficient sarcin(a)ile relatate in paragraful (A) 
mentionat mai sus, prin prezentul Acord htreprinderea i-gi dB consirn@mintul de a acorda 
personalului CRBP, intr-un mod demn de incredere, condifii de munci gi acea asistenfi 
care va fi considerati rezonabil necesarii pentru D-lor, pentru indeplinirea de mai departe 
a Sarcinii. Aceste condifii gi asistenfa pot include, dar nu se limitead numai la, 
prevederile dup8 cum urmeazi: 

(a) transportare intre locul aflirii htreprinderii gi oficiile CRBP din Chi~iniu; 
(b) spafiu pentru oficiu, personal de asisten$ gi telefon in localul 

htreprinderii (secretar, &slator ?.a. dupi necesitiifi); 
(c) acces la conducerea btreprinderii gi toate registreie docurnentafiei gi cele 

fmanciare considerate necesare de citre membrii echipei CRBP desemnati 
la htreprindere pentru a hdeplini cu succes gi eficient sarcin(a)ile expuse 
in para&aful (A) de mai sus;- 

(d) un Director General sau delegatul s9u de la htreprindere care va lucra 
permanent cu echipa de consultanfi ai CRBP; 
oricare alte condifii tehnic sau fizic necesare pentru indeplinirea efectivi 
a sarcinei(1or) descrise in paragraful (A) de mai sus, care pot fi 
identificate de ciitre CRBP pe parcursul Acordului; 

(2) Prin acesta htreprinderea cade de acord de a pliti o contribufie in bani sau in 
servicii intr-o misurii rezonabili .$ posibil8, reesind din condifiile financiare ale 
htreprinderii, pentru serviciile acordate ei de citre consultanfii locali sau finnele locale 
de consultanfi care activeazi in calitate de Sub-contractanfi ai CRBP in conformitate cu 
"hs5rcinarea" preconizati. Se subinfelege gi se convine, c i  imposibilitatea achitirii o 
atare contributii, dup2 pirerea CRBP rezonabil justificati, nu va cauza terminarea 
"~nsiircinirii". 

(3) Prin acesta htreprinderea cade de acord s i  participe intr-un program de 
informare in mass pentru a da publicitifii cooperarea ei cu CRBP gi participarea ei in 
programul de restructurare a htreprinderilor sub egida CRBP. 

(4) htreprinderea cade de acord s i  participe in alte programe aliiturate 
restructurfirii gi de consolidare a capacitifii intreprinderilor, sponsorizate de USAID in 
Moldova; care vor include, dar nu se vor limita doar la: programele de vinzare a 
pimintului, programul de confirmare a titularilor, propamu1 de ofertii inifialii a cotelor 
(de pgmint), programele de dezvoltare a piefilor de capital, programe de contabilitate ~i 
instruire 21 mask 



. . 

(C) Obligafiunile CRBP 

(1) 
Consultan! 

CRBP prin 3c&a cade de acoid sii prezinte htreprinderii o echipi 
[i, inclusiv firme locale de consultan?i ~i consultanti stagiari, cu pricepe~ 

de - . - -  

i si 
experienfii in acele aspecte de restructurare a businessului care corespund necesitifilor 
specifice ale htreprinderii. Alegerea consultanfilor desemnati va fi determinati la 
propria discrefie a CRBP, in m a  unei analize preliminare a necesitiifilor hreprinderii 
efectuate de ciitre CRBP in cooperare cu conducerea htrepMderii. 
CRBP va desemna consultanfi pentru htreprindere pin2 la momentui cind, la propria 
discreiie a CRBP, %sircinareaw descrisii in paragrafil (A) va fi indepliniti de ciitre 
personalul CRBP, intr-un mod demn de incredere 8i cel mai bine posibil. 

(2) CRBP va acorda servicii pentru htreprindere ca organizator a1 proiectului, 
far8 platii din partea htreprinderii; ins3 CRBP ii poate cere, htreprinderii o 
contribufie bineascii pentru consultanfii locali sau firmele de consutanti care 
acordii sewicii htreprinderii. NICI 0 ~TREPRINDERE INCLUSA fN 
PROGRAMUL CRBP NU VA FI EXCLUSA DIN PROGRAM DIN CAUZA 
UNEI EVENTUALE IMPOSIBILITA~, DUPA PAREREA CRBP 
REZONABILE, DE A PLATI 0 ATARE CONTRIBUP. 

(3 
(4) 

@) Terminarea Acordului 

(1) Acordul prezent poate fi terrninat printr-o infelgere reciproci ale celor dou5 
piici, in urma unui aviz in scris a oricireia din pi@ ciitre cea de-a doua parte. Terminarea 
poate fi far5 motiv sau din cauza neindeplinirii de citre una din piai  a obliga?iunilor fati 
de ce-a de a doua parte, stipulate in paragrafele anterioare ale acestui Acord. Terminarea 
va opri toate drepturile, reclamirile ~i obligatiunile care rezulti din acest Acord pe care 
una din pix$ le poate avea fati de alta. 

CA ~ R T u R I E  A CELOR RELATATE MA1 SUS, picile au incheiat prezentul 
Acordul pe data de 

Din partea htreprinderii: Din partea Centrului 
_-.I- Reformelor Businessului 

& @-trry& 4. ~&d*ka&':-: Privat : 
'. . < .  

. ,  . . 
(numele) . . .  .-- . -. 

. . - - Vincent F. Morabito, 
C .' -r_ - .- - .  Director . -. 

(funcpa) - 



ACORD DE COOPERARE 

. . 
- L 

h r u c i t  CentruI Rejormelor Btisinessului Privat, nzrmit ulterior "CRBP ", esfe un 
proiecf jnan~at  de care Agentia SUA pentrzc Demoltare Internn$onaifi, ntmiffi in 
continzcare "USAID", cu sediul in or. Chijinn'zi, Reprrblica Moldova, pentrti a pregiiti 
Consultan@ ai MoIdovei in .Domeniul Brisinesstrlzii cti deprinderi de reformare a 
intreprinderilor qi suslinere a intreprinderilor privatizate, czr scopul de a ie fnce mai 
vinbile dinpunct de vedere comercial, qi 

h r u c i t  conducerea htreprinderii : (numele 8i adresa) 

gp,r9r,&.e(,'e17 /\/l&h~/~n numiti ulterior "htreprindereaW, izi exprimi 
dorihia de a primi servicii de consultanti in domeniul anumitor probleme ce tin de 
restructurare din partea Centrului Reformelor BusinessuIui Privat, Moldova 2777001, or. 
Chi~iniu,  str. Kogilniceanu - 22, numit ulterior I%-sircinarea", intre CRBP +i 
htreprindere se lnchee o intelegere, ca serviciile s i  fie prestate in conformitate cu 
prevederile dupi cum urmeae: 

(A) Termeni de Referintii: 
Personalul CRBP gi consultantii afiliati, pe perioada de la 

vor efectua, in cooperare cu conducerea htreprinderii, m5suri pentru elaborarea in coniun 
a unui plan de activitate pe baza unei diagnosticiri ~i evaluiri a problemelor cu care se 
confruntii intreprinderea (finisat pin5 la data de 10 februarie 1996). htreprinderea va 
lucra k strinsi colaborare gi va coopera pe deplin cu "CRBP" in vederea implementarii 
planului ping la data de 3 1 mai anul curent. 



. - - .  - . . 

(B) Obliggiunile f n&rindcrii . 

(1) Pentru a indeplini prompt qi eficient sarcin(a)ile relatate h paragraful (A) 
meniionat mai sus, prin prezentul Acord htreprinderea i-gi d2 consim$imintul de a acorda 
personalului CRBP, htr-un mod demn de hcredere, condifii de munci gi acea asistenti 
care va fi  considerati rezonabil necesari pentru D-lor, pentru hdeplinirea de mai departe 
a Sarcinii. Aceste condifii gi asistenia pot include, dar nu se l i m i t e d  numai la, 
prevederile dupi cum urmeazi: 

(a) transportare htre locul aflirii htreprinderii gi oficiile CRBP din Chiginiu; 
(b) spafiu pentru oficiu, personal de asistenp gi telefon h localul 

htreprinderii (secretar, translator g.a. dupii necesitifi); 
(c) acces la conducerea htreprinderii gi toate registrele documentafiei pi cele 

fmanciare considerate necesare de cstre membrii echipei CRBP desemnaii 
la htreprindere pentru a indeplini cu succes gi eficient sarcin(a)ile expuse 
in paragraful (A) de mai sus; 

(d) un Director General sau delegatul s iu  de la htreprindere care va lucra 
permanent cu echipa de consultanti ai CRBP; 
oricare alte condiiii tehnic sau fizic necesare pentru indeplinirea efectivs 
a sarcinei(1or) descrise in paragraful (A) de mai sus, care pot fi 
identificate de ciltre CRBP pe parcursul Acordului; 

(2) Prin acesta htreprinderea cade de acord de a pliti o contributie in bani sau in 
servicii intr-o misuri rezonabili gi posibili, reegind din conditiile fmanciare ale 
htreprinderii, pentru serviciile acordate ei de citre consultanfii locali sau firmele locale 
de consultanti care activeazg in calitate de Sub-contractanti ai CRBP in conformitate cu 
"insircinarea" preconizatk Se subintelege gi se convine, c l  imposibilitatea achitarii o 
atare contributii, dupl plrerea CRBP rezonabil justificatl, nu va cauza terminarea 
"~nsiircin8rii1*. 

(3) Prin acesta htreprinderea cade de acord sB participe intr-un program de 
informare in masi pentru a da publicitiitii cooperarea ei cu CRBP gi participarea ei in 
programul de restructurare a htreprinderilor sub egida CRBP. 

(4) htreprinderea cade de acord s i  participe in alte programe aliturate 
restructurilrii gi de consolidare a capacitifii intreprinderilor, sponsorizate de USAID in 
Moldova; care vor include, dar nu se vor limita doar la: programele de vinzare a 
plmintului, programul de confinnare a titularilor, programul de oferti initial5 a cotelor 
(de pimint), programele de dezvoltare a pietilor de capital, programe de contabilitate yi 
instruire in mask 



: ' .  

(C)  Obligatiunile CRBP 
- - -  . 

(I)  CRBP prin acesta cade de 3c& sii prezike htreprinderii o echipi de 
Consultanti, inclusiv firme locale de consultanti gi consultanfi stagiari, cu priceperi gi 
experientfi in acele aspecte de restructurare a businessului care corespund necesitifilor 
specifice ale htreprinderii. Alegerea consultantilor desemnati va fi determinati la 
propria discretie a CRBP, in urma unei analize preliminare a necesitifilor htreprinderii 
efectuate de citre CRBP in cooperare cu conducerea htreprinderii. 
CRBP va desernna consultanfi pentru hreprindere ping la rnomentul chd, la propria 
discrefie a CRBP, "hsZircinarea" descrisi in paragraful (A) va fi indeplinitii de ciitre 
personalul CRBP, intr-un mod dernn de incredere ~i cel mai bine posibil. 

(2) CRBP va acorda servicii pentru htre6indere ca organizator a1 proiectului, 
Gr i  plat5 din partea htreprinderii; ins5 CRBP ii poate cere, htreprinderii o 
contributie biineasci pentru consultantii locali sau firmele de consutanfi care 
acordii servicii htreprinderii. NICI 0 ~TREPRINDERE INCLUSA h 
PROGRAMUL CRBP NU VA FI EXCLUSA DIN PROGRAM DIN CAUZA 
UNEI EVENTUALE IMPOSIBILITA~, DUPA PAREREA CRBP 
REZONABILE, DE A PLATI 0 ATARE CONTRIBUW. 

(3) 
(4) 

@) Terminarea Acordului 

(1) Acordul prezent poate fi terminat printr-o intelgere reciproci ale celor doui 
pir$ in urma unui aviz in scris a oricireia din pirfi citre cea de-a doua parte. Terminarea 
poate fi Grii moth sau din cauza neindeplinirii de citre una din pirfi a obligaiiunilor fati 
de ce-a de a doua parte, stipulate in paragrafele anterioare ale acestui Acord. Terminarea 
va opri toate drepturile, reclamirile gi obligatiunile care rezultii din acest Acord pe care 
una din piirfi le poate avea fati de alta. 

CA ~ R T U R I E  A CELOR RELATATE MA1 SUS, piqile au incheiat prezentul 
Acordul pe data de 



Yrramarr Tpypme @i~a~cnsoe nonoxel-rue npepnpprtTsR, AO"PanaW 
H e  MoxeT pam cornacue Ha ~ a ~ p n ~ 6 o  onnaTy 3a n ~ a s a ~ ~ ~ e  ycnyra 

Vincent  F - l o r a b i t o ,  



q e ~ ~ p  P e a o p ~  Yacr~oro  b m ~ e c a ,  ~axomurlrfics no anpecy: 27700 1 Pecny6nnh-a Monnosa, r. 
Kuruu~eB yn. K o ~ ~ I J I H H ~ ~ H Y  - 22, O ~ R ~ Y ~ T C I I  IIPeLlOCTaBJLRTb " ~ ~ ~ A ~ P ~ I R T I I I O "  KOHCYJIbTaUlIOHHble 
ycnyrn no onpeneneHHblM BonpocaM Kacammlrscx p e c r p y ~ ~ y p n 3 a u ~ n ,  nhieHyehib1e B nrurb~eiiruehi 
"3anaaneW, "UPY6" N "Ilpennpn~rne" s a ~ l o q a r o ~  cornarueHne o TOM, s ~ o  ycnyrri 6 y n y ~  
npenOCTaBnRTCS4 B COOTBeTCTBMM C HaCTO5llllliM LlOrOBOpOM B CJle.QylO~ebl nOpR3Ke : 



2) H a c ~ o R ~ a M ,  llpennpwmie naeT cornaclle H a  paccMoTpeHMe Bonpoca 06 

ynna-re B ~ H O C ~  B mine neHexHbrx CYh1h.I MnIf yCnyraMI1. B npueMneMbIx: 

&ID3 npennpM5ITMR o6behle MCXOA5l M3 el-0 @ I I H ~ H C O B ~ I ? ;  B O ~ M O X O C T ~ ~ ~ ,  38 YCnYrM OKaSaHHble 

€?My KOHCYJIbTaHTaMII MJIN MeCTHbIMtI KOHCy~bTaUIIOHHbIhlH @ H ~ M ~ M M  KOTOPbIe A~GCTBYK)T 
B KaYeCTBe C Y ~ - ~ O A P [ P I I H Z ~ M K O B  4 P q 6  B COOTBeTCTBIlIl C 3anaHMeM. 060Io~H0 IlOHIlMaeTCR H 

COrJIaCOBblBaeTCR, ST0 HeB03hfOKHOCTb YIlJIaTbI norro6soro B3HOCa, eCJII1 no MHeHMO q P q 6  
TaKosoe onpannaHo, H e  npmene-r K npelipaulemm 3ana~aa. 

4) npennpliawe coranamaeTca yyacrBosaTb B npyrm nporpamax u3 06nac~tf 

peCTpyKTypH3aUHH IIpennpMXTMfi M CO3naHlIIo KOHCYJIbTaUIIOHHblS B O ~ ~ ~ O X H O C T ~ ~ ~ ,  

@ H H ~ H C H ~ ~ ~ M ~ I X  areHCTBOh1 USAID B Momose: BKJIIoYaSl HO H e  Ol-paHlirBa~ulllXCn 

ronmo: nporpa~hiofi no nponame 3eain11, non-mepmema npaB seh~nesnane~~ls,  
nporpame no ny6~1?iY~ohfy nepBoHasanbHo&zy npemoxeH1rm a~ueii ,  nporpaMMahi no 
~ ~ ~ B P I T M O  (POHAOB~IX P ~ I H K O B ,  no 6yxranrepr111 11 nporpamrahz o 6 y ~ e ~ ~ a  O ~ U ~ C T B ~ H H O C T I I .  

2) UP96 oKaxeT CBOH ycnyrn M B Kasecrse opra~maropa npoewa 6e3 ~ a ~ o f i - n u 6 0  onnam 
CO CTOpOHbl ~ ~ ~ A ~ P I ~ I R T M I I ;  OJlHaKO U ~ H T ~  MOXtX noT@oBaTb, YT06b1 npeAnptlRTMe 

BHeCJIO neHeXCHb1fi BKnan AlDl MeCTHblX KOHCYnbTaHTOB I.1JllI AlDl KOHCYJIbTaUMOHHblX (PNPM 
o ~ a s b ~ ~ a m ~ u n x  ycrryru n p e n n p ~ a ~ k ~ m .  HM OAHO llPEAllPkl5ITME MI3EPAHHOE 
An9 YyACTkiX B lTPOrPAMME 4PYE HE EiYAET OTCTPAHEHO OT YYACTMEI 
B ITPOEKTE M3-3A. no IIPMYMHAM IIOHEITHbIM UPYE, OlTPABAAHHOfl 
HEB03MOXHOCTM YIIJlATMTb lT0~0Ei~b1fi B3HOC. 

1) AaHHblfi AOrOBOP MOiKff 6b1Tb PaCTOPrHYT nyTeM o6olon~oro nMCbMeHHOr0 CornameHns 
CTOPOH unu nocne nucb~~eHHor0 yBe20MneMHHR on~ofi 1i3 C T O ~ O H  npyroro. P a c r o p m e ~ ~ e  
AOrOBOpa MWjKeT MhltXb MeCTO U3-3a HeBblnOJIHeHBII 0nH0fi M3 CTOpOH CBOMX 06'bs3a~~omejl 



Vincent F. Morabito, Director. 



nocK0JIbICy UeHTp Pe@opM % ~ C T H O ~ O  &i3Heca, MMeH~eMblfi B ~ZLJIb~efiuleM "UPqE;" ' 

SBJIXeTCR npOeKTOM @ ~ I H ~ H C I . I P Y ~ M ~ I M  ~ ~ H T C T B O ~ ~  C O ~ A U H ~ H H ~ I X  UT~TOB n0 Me)li9y~ap0;1~ohi).' 
Passl~l~nm, B ~anbHefiLLIeM "USAID", C r0nOBHblhi O @ ~ I C O M  B T. KHIUMH~B, Pecny6nma Monxosa, 
.I(efi~TByloIUkifi C LWIbH, o 6 y ~ e ~ n s  KOHCYJIbTaHTOB B 06nac~n peCTPYKTYpIi3aIlWi I.1 noJJepjtcKn 
npFIBaTM3NPOBaHHbIX npe~npn~TMfi, C ~ O C O ~ C T B Y R  TaKklM 06pa30h1 MX K O M ~ ~ ~ P Y ~ C K O ~ ~  

X H ~ H ~ C ~ O C O ~ H O C T ~ ~  

M 

nocrconb~y   TO TO Tenam ~YKOBOACTBO npennpuaTwr ( ~ a s s a ~ b r e  k~ a ~ p e c )  
Ao ' 

.- - .- - - . -.-- . -  - - &.$- . 7 ,  ;" .,: " 7 ,. I:.:.<, , LiL,: $ .~?"..'.,-!:-::..! V l  !l .: .& : ;: ". eM*- -. 

Ue~-rp Pe@opst L I a c ~ ~ o r o  I jm~eca,  ~axoxxul~i ica  no anpecy: 277001 Pecny6n11~a Monnoaa. r. 
K u u u ~ e e  yn. K~rb ln~klYa~y  - 22,0693yeTc~ npeAOCTaBNlTb "npeAnpMaT1llo" KOHCyJlbTaUIiOHHble 
ycnyrn no onpeneneHHbIM BonpocaM Kacamulrxcs pec~py~~yp113aun1*, uhletfyealbre B ~ n ~ b ~ e f i m e ~  
"3ana~we", "IJPqE" n "Ilpennpnx~se" sa~nloqaror cornaruewie o TOM, YTO ycnyrn 6 y x y ~  
npeaocTannsTcx B COOTB~TCTBI~II  c HacToauml ~ O T O B O P O M  B cnenyrouehl nopaxe : 

nep~0~2lJ l  "uPq6" k1 nO+XOT4eTHbIe eMy KOHCYXbTaHTbl, B nepMOiI C 

no B COTPY~HMYeCTBe C PYKOBOACTBOM " ~ p e ~ n p l l a ~ t l x "  
O ~ X ~ Y H ) T C X  pa3pa60TaTb nJIaH Ae5lTeJIbHOCTM O C H O B ~ H H ~ ~ ~ ~  Ha aHaJISI3e H OUeHKe npo6nehi C 

~ o ~ o p b 1 ~ 1 . 1  manmBaeTca n p e n n p ~ m i e  ( 3 a ~ e p ~ l e ~ ~ e  no 10 a e s p m ,  1996 r.) npennprianle 6yner B 

non~ofi  Mepe corpynsnrarb c "UPYE" no BbInonHeHm nnaHa no 3 1 Max cero rona. 



2) UPYE; 0Kaxe-r caoa ycnyrll n B Kaqecme o p r a ~ m a ~ o p a  npoena 6e3 ~ a ~ o i i - m i 6 0  onnanr 
CO CTOpOHbl ~ p e i I n p 1 1 ~ ~ 1 1 ~ ;  OAHBKO U ~ H T ~  M O X e T  noT''e60BaTb, r1~06bl IIpennpuRTne 
BHeCnO neHeXCHb1fi Blirra,L( ,QWl MeCTHbIX KOHCYnbTaHTOB IlJW ,QWl KOHCYnbTa~CIOHHblX @MPM 
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PRELIMINARY OUTLINE FOR CLIENT PROBLEM REVIEW 

PROCEDURES FOR THE FIRST VISITS 

CONSULTANT MANAGER 
DEPUTY CPBR 

1. GET ACQUANTED - PRESENT BREW RESUME FOR EACH ENTERPRESE'S 
MANAGER 

SCOPE OF WORK AGREEMENT WORK 

2. REMEW CLlENTS APPLICATION - "HIS PROBLEMS" 
HAVE HIM RESTATE THEM 

3. CONSULTANTS DISCUSS WITH THEM - TO CONFIRM 
THE CONSULTANT'S UNDERSTANDING OF ENTERPRISES INTERESTS AS 

HE KNOWSTHEM 

4. REVIEW THIS EXAMINATION PROCESS WITH ENTERPRISES 

PROBLEM DEFINITION WILL INCLUDE REVIEWS IN THE FOLLOWING AREAS: 

SALES REVENUE 
PRODUCTS 
PLANNED NEW PRODUCTS - THIS YEAR - LONGER TERM 
MARKET - SIZEISHARE - SALES PLAN 
PRXCING PROBLEM CURRENT 

PRODUCT 
PRODUCT FIT TO COSTUMER NEEDS (CURRENT) 
REENGENIERING PLANS NEW OR DESIGNS FOR 

MANUFACTURING 

QUALITY 
PRODUCTION CAPACITY RELATED TO MARKET 
COURSE MATERIAL - MANUFACTURABILITY 

COST - 
COST OF GOODS SOLD 
MANAGEMENT PLAN FOR MAR~INIPRICE (CURRENT) 
CHANGES POSSIBLE 
MANUFACTUIUNG PROCESSES - CURRENT 
NEW PLANNED 
NEW POSSIBLE 
USE COURSE CHECI(LISTS 



SCHEDULING 
MANUFACTURING CAPACITY REVIEW AND DATA LIMITATION - 
COURSE MATERLAL 
REVlEW PLANNING PROCESS 

1 MASTER SCHEDULE - ANNUAL UNITS SHARES 
DESCRIBE 

LEAD-TIME-INVENTORY 
INTERNAL 
SUPPLIER 

1 TOTAL SUPPLY CHAIN 
2 TRANSPORT PROBLEMS 
3 VENDOR DELIVERY PERFORMANCE 

FACTORY PRODUCTION CONTROL PROCEDURES 

MAINTENANCE 
ASSET UP TIME PROBLEMS - COURSE MATERIAL 
ENERGY PROBLEMS 
CONSURVATION POSSIBLE 

UTILIZING PEOPLE 
TRAINING - TASK DEFINITION - ALL JOBS 
MOTIVATION 
SUPERVISION - QUALITY OF SHARING PROGRAME ( INCENTIVES, 

ATTITUDES ABOUT ) 

INFORMATION SYSTEM 
CUSTOMERS EXCHANGE INFORMATION 
SUPPLIER 
PRODUCTION CONTROL SHOP DISTRIBUTION 
FOLLOW UP EXPEDITE PROBLEMS 

WHAT CAN WE DO IN 5 MONTHS? 



Memorandum 

Date: February 1, 1996 

To: Derek Wilson, Val Sibirsky, 
Florin Patriciu, Charles Jelinek Francis, 
Vince Morabito 
QL.. %, ckorysv ~'i 'sz7S 

From: C. Eugene Moore 

. In preparing a review for Action Plan I have been using some of the training materials 
checklists and new information. I am taking the liberty of supplying copies of 
information that may be helpful for you also. 
I will briefly describe this material herewith. 

1. Sales and Marketing. This group is a sequence of consideration of the competition. 
The analysis of the competitors strength and a logical diagram analysis considering a 
profitability of the product increasing market share and lowing costs.The diagram 
produces basic items requiring analysis. 

2.Design and Manufacturability. Many enterprises are considering new products and 
may wish procedures for orderly development of the new products. And for reasonable 
procedures to be sure that they are starting the new products with the lowest cost of a 
product. 

3.Value Analysis for Competitive Dominants. This paper is the logical process for 
analysis that controls material cost and helps successll process improvements. I have 
successfUy used Value Analysis and introduced new product during my weer. The 
best description I can give in a summary is to disassemble your product down to basic 
parts: existing product, proposed new product and if it's possible secure competitive 
product and do the same thing. e.g. case cover, power supplier, control, hnctional 
area etc. 
Use the enterprises' own cost and estimates and apply them to the existing new 
product and the competitors product grouping by hnctional area and forecast new 
product cost and competitive position. Of course, you take the steps for 
amendmentdchanges to the parts to win the competitors position. 
This could also suggest alternative suppliers, materials or commercial substitutions. 

4.Process Design. Is simply a list of sequence of goals for the factory processes. It 
does contain case study usual results of 7 companies who have followed similar 
procedures. 
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How Market 
Leaders 
Keep Their E 
Instead of trying to do all things well, they pick just one discipline-best price, best product, 
or best solution-and execute like crazy. by Michael Treacy and Fred Wiersema 

w HY CAN CASIO sell a calcu- 
lator more cheaply than Kel- 
logg can sell a box of corn- 
flakes? Does corn cost that 

much more than silicon? 
b Why does it take only a few minutes and 
no paperwork to pick up or drop off a rental 
car at Hertz's # 1  Club Gold, but twice that 
time and an annoying nameladdress form to 
check into a Hilton hotel? Are they afraid 
you'll steal the room? 

Why is it that Federal Express can "abso- 
lutely, positively" deliver a package over- 
night, but Delta, American, and United Air- 
lines have trouble keeping your bags on your 
plane? Do they think you don't care? 
b Why does Lands' End remember your 
last order and your family members' sizes, 
but after ten years of membership you are 
still being solicited by American Express to 
join? Don't the people at Amex know you're 
a customer? 
b Why can you get patient help from a 
Home Depot clerk when selecting a $2.70 

package of screws;but you can't get any ad- 
vice when purchasing a $2,700 personal 
computer from IBM's direct-ordering ser- 
vice? Doesn't IBM think customer service is 
worth the time? 

Why do some companies endear them- 
selves to us while others just don't seem to 
know how to please? Don't the latter see 
what they are doing-and not doing? How 
long do they think they can get away with it? 
No one goes to work in the morning intend- 
ing to fail. But managers at a great many 
companies, for all practical purposes, have 
chosen failure. Don't they see that the world 
has changed? 

Customers today want more of those 
things they value. If they value low cost, they 
want it lower. If they value convenience or  
speed when they buy, they want it easier and 
faster. If they look for state-of-the-art de- 
sign, they want to see the art pushed for- 
ward. If they need expert advice, they want 
companies to give them more depth, more 
time, and more of a feeling that they're the 

This article is adaptedfiom The Disci- 
pline of Market Leaders, a new book 
by Michael Treacy and Fred Wiersema. 
management consultants at CSC Inder. 

only customer. That's precisely why compa- 
nies like Kellogg, Hilton, American Express, 
United, Delta, and IBM are on a slippery 
slope. One or more companies in their mar- 
kets have increased the value offered to cus- 
tomers by improving products. cutting 
prices, or enhancing service. By raising the 
level of value that customers expect from 
everyone, leading companies are driving the 
market, and driving competitors downhill. 
Companies that can't hold their own will be 
pushed off a cliff. 

Today's market leaders understand the 
battle they're in. They know they have to re- 
define value by raising customer expecta- 
tions in the one component of value they 
choose to highlight. Casio, for instance, es- 
tablishes new affordability levels for familiar 



products; Hertz makes car rental nearly as 
convenient as taking a cab: Lands' End 
shows individuals that they're not just a 
number: and Home Depot proves that old- 
fashioned, knowledgeable advice hasn't 
gone the way of trading stamps. 

But wait a minute. These companies don't 
shine in every way. X successful company 
like Wal-Mart doesn't peddle haute cou- 
ture; Lands' End doesn't sell clothing for the 
lowest possible cost; and Starbucks, the 
Seattle coffee chain, doesn't slide a cup of 
java under your nose any faster or more con- 
veniently than anyone else. Yet all of these 
companies are thriving because they shine in 
a way their customers care most about. They 
have honed at least one component of value 
to a level of excellence that puts all compet- 
itors to shame. 

UR RESEARCH shows that no 
company can succeed today by 
trying to be all things to all peo- 
ple. I t  must instead find the  

unique value that it alone can deliver to a 
chosen market. We have identified three 
distinct value disciplines, so called because 
each discipline produces a different kind of 
customer value. Choosing one discipline to 
master does not mean that a company 
abandons the other two, only that it picks a 
dimension of value on which to stake its 
market reputation over the long term. 

The first value discipline we call opera- 
tional excellence. Companies that pursue 
this are not primarily product or service in- 
novators, nor do they cultivate deep, one-to- 
one relationships with customers. Instead, 
operationally excellent companies provide 

middle-of-the-market products at the best 
price with the least inconvenience. Their 
proposition to customers is simple: low price 
or hassle-free service, or both. Wal-Mart. 
PriceiCostco. and Dell Computer epitomize 
this kind of company. 

The second value discipline we call prod- 
uct leadership. its practitioners concentrate 
on offering products that push performance 
boundaries. Their proposition to customers 
is an offer of the best product. period. 
Moreover, product leaders don't build their 
positions with just one innovation: they con- 
tinue to innovate year after year, product 
cycle after product cycle. Johnson & John- 
son, for instance, is a product leader in the 
medical equipment field. With Nike, the su- 
perior value does not reside just in its ath- 
letic footwear, but also in the comfort cus- 
tomers  can t ake  from knowing that  
whatever product they buy from Nike will 
represent the hottest style and technology 
on the market. For these product leaders, 
competition is not about price or customer 
service (though those can't be ignored), it's 
about product performance. 

T h e  third value discipline we have 
named customer intimacy. Its adherents fo- 
cus on  delivering not what the market 
wants but what specific customers want. 
Customer-intimate companies do not pur- 
sue one-time transactions; they cultivate 
relationships. They specialize in satisfying 
unique needs, which often only they recog- 
nize, through a close re la t ionship  
with-and intimate knowledge of-the 
customer. Their proposition to the custom- 
er: We have the best solution for you, and 
we provide all the support you need to 

achieve optimum resulth. or ~ a l u e .  or hoth. 
from whatever products you huy. Lonp-dis- 
tance telephone carrier Cable k Wireless. 
for example. practices customer intimacy 
with a vengeance. achieving \UCCSSS in 
highly competitive market by consistently 
going the estra mile for its selectively cho- 
sen. small-business customers. 

Note well: Choosing to pursue a \slue dis- 
cipline is not the same as choosing a htrate- 
gic goal. A value discipline can't he grafted 
onto or integrated into a company's normal 
operating philosophy. I t  is not a marketing 
plan, a public relations campaign. or a way 
to chat up stockholders. The selection of a 
value discipline is a central act that shapes 
every subsequent plan and decision a com- 
pany makes. coloring the entire organiza- 
tion, from its competencies to its culture 
(see table). The choice of value discipline. in 
effect, defines what a company does and 
therefore what it is. t 

Such thinking leads to ideas that will sur- 
prise you. They seem out of step with the 
current, widely held notion that to identify 
core competencies and to reengineer a com- 
pany's business processes is to assure its 
competitive future. Sick or not. if a company 
is going to achieve and sustain dominance. it 
must first decide where it  will stake its claim 
in the marketplace and what kind of value it 
will offer to customers. Then it can identify 
core competencies and reengineer the pro- 
cesses that make up the operating model re- 
quired to get the job done. The success of 
these exercises depends entirely on whether 
and how well they are channeled toward the 
pivotal issue of increasing customer value, 
year after year. cotrrinued 
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'.ow prices a d  smart merchandising help Rice/Cartco attract customers to its warehouse stores. 

Winning Through Cost 
Operationally excellent companies 
deliver a combination of quality, 
price. and ease of purchase that no 

one else in their market can match. They are 
lot product or service innovators, nor do 
they cultivate one-to-one relationships with 
xstomers. They execute extraordinarily well, 
md  their proposition to customers is guaran- 
eed low price or hassle-free service, or both. 

Price/Costco, the chain of warehouse club 
-tares, doesn't provide a particularly rich se- 
ection of merchandise--only 3,500 items. vs. 
50.000 or more in competing stores. But as a 
xstomer, you don't have to spend much time 
jeliberating over what brand of coffee or 
iome appliance to select. PriceICostco saves 
rou that hassle by choosing for you. The com- 
>any's Consumer Repons mentality leads to 
.igorous evaluation of leading brands and 
-hrewd puichasing of just the one brand in 
3ach category that represents the best value. - 
1 o add excitement to the shopping experi- 
snce-that is, to get the customer to come 
igain and again-new items are constantly 
;prinkled into the assortment to build antic- 
pation and a value-of-the-week atmosphere, 
rhi!e the on-premise bakery wafts a delicious 
me11 of fresh bread and pastry. 
: Behind the scenes, PricetCostco foliows 
:n operating model in which it buys larger 
quantities and negotiates better prices than 
,:ornpeting stores. It carries only items that 
ell well. The company's information sys- 
ems track product movement-and move it 

does. These data drive stocking decisions 
that optimize floor space usage. The place 
hums. It runs like a well-oiled machine, and 
customers love it. 

Dell Computer is another master of oper- 
ational excellence. Dell has shown PC buy- 
ers that they do not have to sacrifice quality 
or state-of-the-art technology to buy person- 
al computers easily and inexpensively. In the 
mid-1980s while Compaq concentrated on 
making its PCs cheaper and faster than 
IBM's, college student Michael Dell saw a 
chance to outdo both companies by focusing 
not on the product but on the delivery sys- 
tem. Out of a dorm room in Austin, Texas, 
Dell burst onto the scene with a radically 
different and far more efficient model for 
operational excellence. 

Dell realized that he could outperform 
PCcomputer dealers by cutting them out of 
the distribution process. By selling to cus- 
tomers directly, building to order rather 
than to inventory, integrating his company's 
logistics with its suppliers', and creating a 
disciplined, extremely low-cost culture, Dell 
undercut Compaq and other PC makers in 
price while providing high-quality products 
and services. 

Businesses like PriceJCostco and Dell 
Computer, which have vigorously pursued a 
strategy of operational excellence, have built 
an operating model based on four distinct 
features: 

Supply chains and basic services that have 
been optimized and streamlined to mini- 
mize costs and hassle. 

Operations that are standardized. simpli- 
fied. tightly controlled.  and centrally 
planned. leaving few decisions to the discre- 
tion of rank-and-file employees. 

Management svstems that focus on inte- - 
grated. reliable, high-speed transactions and 
compliance to norms. 
* A  culture that abhors waste and rewards 
efficiency. 

Winning With 
Great Products 

Companies pursuing product lead- 
ership continually push products 
into the realm of the unknown. the 

untried, or the highly desirable. Reaching 
that goal requires that they challenge them- 
selves in three ways. First. they must be 
creative. More than anything else. being 
creative'means recognizing and embracing 
ideas that may originate anywhere-inside 
the company or out. Second, they must com- 
mercialize their ideas quickly. To  do so, all 
their business and management processes 
are engineered for speed. Third and most 
important, they must relentlessly pursue 
ways to leapfrog their own latest product or 
service. If anyone is going to render their 
technology obsolete, they prefer to do it 
themselves. Product leaders do not stop for 
self-congratulation. They are too busy rais- 
ing the bar. 

Johnson & Johnson meets all three of 
these challenges. It brings in new ideas, de- 
velops them quickly, and then looks for ways 
to improve them. The president of J&J's Vis- 
takon, a maker of specialty contact lenses, 
heard in 1983 about a Copenhagen ophthal- 
mologist who had conceived a way of man- 
ufacturing disposable contact lenses inex- 
pensively. At the time. Vistakon generated 
only $20 million in annual sales. primarily 
from a single product, a contact lens for 
people with astigmatism. 

Vistakon's president got his tip by tele- 
phone from a J&J employee who worked 
for Janssen Pharmaceutical. a Belgian drug 
subsidiary. Instead of dismissing the oph- 
thalmologist as a mere tinkerer. these two 
executives speedily bought the rights to the 
technology, assembled a management team 
to oversee development, and built a state- 
of-the-art facility in Florida to manufacture 
disposable contact lenses called Acuvue. 

By the summer of 1987, Acuvue was ready 
for test-marketing. In less than a year, Vis- 
takon rolled out the product across the U.S. 
with a high-visibility ad campaign. Vista- 
kon-and its parent, J&J-were willing to 
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incur high manufacturing and invento- 
ry costs before a single lens was sold. 
Vistakon's high-speed production fa- 
cility helped give the company a six- 
month head start over would-be rivals 
such as Bausch 8L Lomb and Ciba- 
Geigy. Caught off guard, the competi- 
tion never caught up. Vistakon also 
took advantageof the benefits of de- 
centralizati0"-autonomous manage- 
ment, speed, and flexibility-without 
having to give up the resources, finan- 
cial and otherwise, that only a giant 
corporation could provide. 

Vistakon's sales topped $225 million 
worldwide in 1991, and the division 
had captured 25% of the U.S. contact 
lens market. This success resulted part- 
ly from directing much of the market- 
ing effort to eye-care professionals to 

'explain how they would profit if they 
prescribed the new lenses. In other 
..fords, Vistakon did not market just to 
consumers. It said, in effect, that it's 
not enough to come up with a new 
product; you have to come up with a 
new way to go to market as well. 

J&J, like other product leaders, 
..-rks hard at developing open-mind- 
edness to new ideas. Vistakon contin- 
ues to investigate new materials that 
.!auld extend the wearability of the 
contact lenses and even some technol- 
ogies that would make the lenses ob- 

Shonmaker Nike competes not on price but on product. 

iolete. Product leaders create and maintain 
an environment that encourages employees 
to bring ideas into the company and, just as 
important, to listen to and consider these 
ideas, however unconventional. Where oth- 
.ers see glitches in their marketing plans or 
threats to their product lines, companies 
that focus on product leadership see oppor- 

- - 

tunity and rush to capitalize oiit. 
Companies excelling in product leader- 

;hip do not plan for every possible contin- 
gency, nor do they spend much time on de- 
tailed analysis. Their strength lies in reacting 
to situations as they occur. Fast reaction 
times are an advantage when dealing with 
the unknown. Vistakon's managers, for ex- 
ample, were quick to order changes to the 
,Acuvue marketing program when early 
market tests were not as successful as they 
had expected. They also responded quickly 
when competitors challenged the safety of 
'the lenses. They distributed data combating 
the charges, via Federal Express, to some 
17,000 eye-care professionals. Vistakon's 
speedy response engendered goodwill in the ... irketplace. 

Product leaders have a vested interest in 
protecting the entrepreneurial environ- 
ment that they have created. To that end, 
they hire, recruit, and train employees in 
their own mold. When it is time for Vista- 
kon to hire new salespeople, for example, 
its managers do not look for people expe- 
rienced in selling contact lenses; they look 
for people who will fit in with J&J's cul- 
ture. That means their first question isn't 
about a candidate's related experience; it's 
more likely to be, "Could you work coop- 
eratively in teams?" or  "How open are you 
to criticism?" 

Product leaders are their own fiercest 
competitors. They no sooner cross a frontier 
than they are scouting the next. They must 
be adept at rendering obsolete the products 
and services they have created. They realize 
that if they don't develop a successor, an- 
other company will. J&J. Nike, and other in- 
novators are willing to take the long view of 
profitability, recognizing that extracting the 
full profit potential from an existing product 
or service is less important than maintaining 
product leadership and momentum. These 

corn 
own 

are I 

ises. 
1eb.er blinded h!. their 

Not 5urprisingly. the operating 
model of the product leader IS very 
different from that of a company like 
PriceiCostco or Dell that's focused on . 
cost. Its main features include: 
*A focus on the core processes of in- 
vention, product development. and 
market exploitation. 

A business structure that is loosely 
knit, ad hoc, and ever-changing to ad- 
just to the entrepreneurial initiatives 
and redirections that characterize 
working in unexplored territory. 
b Management systems that are re- 
sults-driven, that measure and reward 
new product success, and that don't 
punish the experimentation needed to 
get there. 
>A culture that encourages individ- 
ual imagination, accomplishment. 
out-of-the-box thinking, and a mind- 
set driven by the desire to create the 
future. 

Winning Through 
Customer Intimacy 

A company that delivers val- 
ue via customer intimacy 
builds bonds with customers 

like those between good neighbors. 
Customer-intimate companies don't 

deliver what the market wants but what a 
specific customer wants. The customer-inti- 
mate company makes a business of knowing 
the people it sells to and the products and 
services they need. It continually tailors its 
products and services and does so at reason- 
able prices. Its proposition is: "We take care 
of you and all your needs," or "We get you 
the best total solution." The customer-inti- 
mate company's greatest asset is its custom- 
ers' loyalty. 

Customers  don ' t  have to  be resold 
through expensive advertising and promo- 
tion. Customer-intimate companies don't 
pursue transactions; they cultivate relation- 
ships. They are adept at giving the customer 
more than he or  she expects. By constantly 
upgrading offerings, customer-intimate 
companies stay ahead of customers' rising 
expectations-expectations that, by the way, 
they themselves create. Cable & Wireless. a 
long-distance carrier, is a good example of 
a company that is better than most at build- 
ing relationships that pay off in repeat sales 
from loyal customers. 

Cable & Wireless Communications, 
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by providing the best customer sup- Cable & Wirelerrgs W s t a  wins through customer intimacy. getting the support of not just 'the 
port in the industry, along with direct sales force but of the entire company. 
sales consultation that gives salespeople in- choosing the customers it can serve Top management empowers all employ- 
timate knowledge of what makes its custom- best-small to medium-size businesses with ees who work with customers to make so- 
ers successful. The result is that Cable & monthly billings of $500 to $15,000. In such phisticated decisions. Pricing was once the 
Wireless has turned itself from a mundane small businesses, Cable & Wireless's 500 domain of corporate pricing gurus. No long- 
commodity business peddling long-distance U.S. salespeople, working out of 36 regional er. Now it's in the hands of the 50 local man- 
service into a sophisticated telemanager, a offices, can act like telecommunications agers. The same thing goes 'for promotional. 
' partnerwith its customers. Does the custom- managers. Corporations too small to hire advertising, and trade-show money. Local 
er need an 800 service that routes calls, their own telecom gurus value the advice managers allocate it as they see fit, preparing 
blocks calls, or captures data? Cable & and expertise Cable & Wireless people can budgets and sending them up the corporate 
Wireless supplies the expertise and informa- offer. ladder to keep supervisors informed. 
tion systems. "The product is conceived at The key is to segment the market verti- Do managers run amok with so much au- 
the customer's office," says the president cally. This enables the company to pitch thority? It can happen, executives concede. 
and chief operating officer, Gabriel Battista. specific customers with specialized services But they figure the occasional screw-up is 

Cable & Wireless pins its success on that no other company can begin to pro- worth it. Executives go on to audit all deci- 

WHICH DISCIPLINE Market leaders Dick one of these disci~lines and then 

SHOULD YOU CHOOSE? build their orgakzations around it in ;he following ways. 

Operational Excellence Product Leadership Customer Intimacy 
Core business Sharpen distribution systems and Nurture ideas, translate them Provide solutions and help cus- 
processes that ... provide no-hassle service into products, and market them tomers run their businesses 

skillfully 

Structure that... Has strong, central authority and Acts in an ad hoc, organic, loose- Pushes empowerment close to 
a finite level of empowerment ly knit, and ever-changing way customer contact 

Management Maintain standard operating Reward individuals' innovative Measure the cost of providing 
systems that ... procedures capacity and new product suc- service and of maintaining cus- 

cess tomer loyalty 

Culture that... Acts predictably and believes Experiments and thinks "out-of- Is flexible and thinks "have it 
"one size fits all" the-box" your way" 

n r  C fi ..I I, .I L .-rrr. . . r.. r .nnr 
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sions and practices to catch blunders and 
help the front lines learn From them. 

All these practices help Cable & Wireless 
people build tight relationships with custorn- 
ers. The result is extremely high customer- 
retention rates: Cable & Wireless loses only 
2% of long-distance minutes billed each 
month. vs. an industry standard of 3 5  to 5%. 

The company holds out a big carrot to 
keep everyone focused on customer reten- 
tion: It pays salespeople based on how long 
a customer remains with the company. 
Salespeople thus don't hesitate to suggest 
that customers switch to more appropriate 
services, even if these bring in less money. 
Result: happier, more loyal customers. 

Again, the operating model of the cus- 
tomer-intimate company is quite different 
from that of businesses pursuing other dis- 
ciplines. Its features include: 

An obsession with helpingxhe customer 
understand exactly what's needed and en- 
suring the  solution gets implemented 
properly. 
*A business structure that delegates deci- 
sion-making to employees who are close to 
the customer. 

Management systems that are geared to- 
ward creating results for carefully selected 
and nurtured clients. 

A culture that embraces specific rather 
than general solutions and thrives on deep 
and lasting client relationships. 

D ESPITE the specialization re- 
quired of market leaders, we reg- 
ularly come across managers who 
don't buy the idea of having to nar- 

row their operational focus. "What you're 
saying about making hard choices doesn't 
apply to us," they say. "We're good at all 
three disciplines." 

Yet when we look at  these managers' 
businesses, we invariably find companies 
that don't excel but are merely mediocre in 
the three disciplines. Sure, as the ante has 
risen in their markets, they've improved 
their cost structure and become more aware 
of their customers. They've added new 
products and line extensions over the years. 
They've kept up with rising parity levels to 
stay in the game. What they haven't done is 
create a breakthrough in any one dimension 
to reach new heights of performance. They 
have not traveled past competence to reach 
excellence. To these managers we say that if 
you decide to play an average game. to dab- 
ble in all areas, don't expect to become a 
market leader. Choosing a discipline is the 
choice of winners. 0 



OUR 
CUSTOMER 

He determines the successful 
yet, most businessmen act as if they are 
full command with c.r;stomers taking wh. 

company off era, 

KNOW THEM / 



NOSTRU 

El determinl strategia de succes, qi totqi eel mai mare numlr de 
businessmani actioneazii ava, de pare5 ei ar dicta cump5riitoriior sri 
cumpere ceia ce oferii compania. 



' . ' CAN THEY BE CLASSIFIED ? 

WHY DO THEY BUY ? . 

WHAT COULD CHANGE HIM ? 

WHAT ARE IMPLICATIONS OF HIS 
CHANGES ? 

' 'WHAT THEN ? 



CINE SUNT EI ? 

' POT EI FI CLASIFICATI ? 

DE CE EI C U M P ~  ? 

CE - AR PUTEA sA-I SCHIMBE PE EI ? 

CARE ESTE SENSUL S C H I M B ~ O R  LOR ? 

CE URMEAZA APOI ? 





DENUMIREA JOCULUI 
Scenii competitivii 

Participantii 
Tipurile 
N u m h l (  Nivelul de concentrare) 
M h e a  
Localzarea 
Eqirile 
Concurenpi noi 
Alte regiuni 
Industriile asociate 
Cumpiirtorii 
Furnizorii 
Integrarea orizontalii 
Conglomerarea 
Diversificatorii 
Alte forme de concuren@ 
Substituirea hc$onal5 
Inovatorii 
Dolarii discre~onari 
Dolarii investitorilor 
Om-puterea 

I Caracteristica industriei 

Reglorii diicfiei 
Distribuirea 
Negustorii 
Serviciile 
Garancie 
Capacitatea 
Valorile 
Fumizorii 
Caracteristicile financiare . 



OUR 
COMPETITORS 

Get ting - to h o w  

ARE TBY 

all about you, 

DIRECT 

INDIRECT 



CONCURENTII 9 NOgTRI 

-. 

SUNT EI 

0 DIRECT1 9 



KNOW THYSELF 

WHAT ARE OUR RESOURCES ? . 

CONCEPT / DESIGN / PRODUCT 

MFG. / PRODUCTION 

MARKET 

FINANCE 

MANAGEMENT 



CUNOASTE -TE PE SINE 

CARE SUNT RESURSELE NOASTRE ? 

&: 

CONCEPW I DIZAIN I PRODUS 

PRODUCTIE 

PIA@ 

FINANTE 

MANAGEMENT 



Manap 

Kev people 
Objectivslr a d  

priorities 
Values 
Rewsrd sys- 

terns 

&cision making 
Coca t ion 
T V P ~  
Speed 

T Y P ~  
Emphrsis 
T h e  soen 

Lorigevlty rnd 
lurnouer 

E xpariencr 
Re~lecement 

policies 

OrganIra lion 
Cantrslizrtlon 
Functions 
Usa o l  r t e l l  

to compmnyl mnd iesourcas wv1d.d by p u o n l  com- 
a of government ownerdrip; supporx  u4 incsntiuos; home- 

Finance --- 
Long-term 

Dabt/equify rrtia 
Cost o f  d e b t  

Short*te/m 
Cine o f  c r d  
Type o f  deb t  
Cost 'of dull4 

L iquidiry 

Gosh flow 
Days o f  rmei n b t e s  
Inventory lul novsr 
Accoundng 1 rmctices 

Humrn rdrourcs. 
Kay people 0 rd skills 
Turnover 

S,,st~mr 
Budgating 
Forecast ina 
Controll irrg 

- 

Summrry of C o m p d l f o r  Anrlyr lsm 

Concsivs/L)as i#n Produce Merks t 

T" 3r5/mic.I mf ource~ 
Concepts 
P#tents and copvriphfi 
Tschnologh/ r ophistkr ti0n 
Technjcd in tsprr tion 

'iuman rsrources 
Kay people end skills 
Urn o f  swternrl technical 

groups 

Sundinq 
TOUI 
Pstcsntagl  o f  u l r s  
Consistsncy over timr 
Jntrrnmlly p n e r r t s d  
Govsrnmsnt-supplied 

Physical rrsourcrs 
t h p r c l t y  
P b n  t 

Size 
Coca t ion 
Aqa 

Equipment 
. Au tomr t i on  

Mdntsnanca 
Flewibiliry 

Processes 
Uniquenau 
F lax ib i l i ty  

D6grm of intogdon 

Humn rerourcas 
KW P O ~ P ' ~  8 '  'kills 
Workforce 

Skl l l r  mix 
Unions 
Turnover 

-. . 
% 

, 

S. ks force 
S k i h  
S iza 
TVW 
Coca t Ion 

Distribution network 

R4rearch 
Skil ls 
TYPO 

Service and M kt polidrs 

Adverfisinp 
Skills 
TVP@ 

Human r w u r u r  
Key people and skills 
f urnovr r  

Fundinn 
Tat e l  
Consitlancy ovac t lms 
Parcentmga 04 sales 
Rewrrd svstams 



SUMARUL ANALJZEI COMPETITORULUI' 

Concepereal Dizainul 
Resurse tehnice 
Concep fii 

Patente $i drepturi de 
autor 
Sofisticare tehnologid 
Integrare tellnologicH 

Resurse de fort5 de 
muncH 
Oameni cheie $i 
experienlele lor 
Utilizare grupelor tehnicc 
cxterne 
F i n a n m  
in total 

Procentul v i d i  
Consecvenp 
suplimentarH 
GeneratH in interior 

Producerea 
Resurse fizice 
Capacirate 

UzinH 

Mgrimea 
Localizarea 

Utilajul 

Gradul de integrare 
Resurse de forla de mum& 

Oameni gi experimp de 
baA 
Fo* de muncll 

Experienji v a i d  
Asociatii (sindicate) 
Beneficiul 

I Piata 
Foqa de vinzare 
Experiente 

Tip 
Localizare 
Reliaua de distribuire 
Cercetari 
Tactici de desewire gi vinzare 
Publicitate (reclamH) 

I Experienp 

I Resurse de fo@ de muncH 
Oameni cheie $i experienta lor 

I Beneficiul 
Finantarea 

Ih total 

Procmtul vi&i 
Sisteme de remunerate 

Finantele 
De termen lung 
Coeficientul datorie I capital 
propriu 
Suma datoriei 

De termen scurt 
Linia de credit 

Tipul datoriei 

MBrimea datoriei 

Lichidarea datoriei 

Anuxul de bani 
Zilele primirii conturilor de 
la debitori 
Fluctuatia inventarului 
Practici de contabilitate 

Resurse de f o N  de mund 

Dameni cheie gi 
:xperientele lor 
Fluctuape 
Sisteme 
Bugetarc 
De prevedm 
De control 

Conducerea 
Oameni de b a a  
Obiective gi prioritati 

Valori 

Sisteme de remunerare 
Luarea deciziei 

Localizarea 

Tipul 

Viteza 

Planifme8 
ripul 

Accentul 
Durata de timp 

hgajarea personalului 

Longevitatea gi 
tchimbarea 
Experienp 
Politica de substituire 
3rganizarea 
Zen tralizarea 
Funcliile 
[Itilizarea personalului 

f-zate de compania mami. In cuul und concurent strain, examinafi prioritarile nationale a lgrii proprii, gradul de proprietate de stat; sustinerea 
gi stirnula@; mediul piepi interne. 



Summary of Resource Analysis 

Design 
basic research 

Concepts and 
studies 

Emotions 

Key people and 
skills 
Ability to 
convert to 
appiication 

Applied research 

Findings 

Emphasis 

Use of external 
vs. internal 
research 
Key people and 
skills 
Ability to 
convert to 
;prototypes 

1 
Basic 
Engineering 
Prototypes 
Emphasis 
Key people and 
skills 
Ability to 
convert to 
product designs 

'roduce 

vlatenals 

Ley people and 
;kills 

Sources 

Substitutes 

=low planning 
md 
ransportation 

Physical 
resources 

Capacity 
utiliition 
T i e /  cost of 
adding capacity 
Plant 

Size 

Location 

Age 

Equipment 
Automation 

Maintenance 
Flexibility 
Processes 

Uniqueness 

Market 

knowledge oi 
Customers 

Forecasting 
needs and 
expectations 
Market research 

Response to 
customers 
Products' quality 
and scope 

Distributor 

Locations 
Size by volume 

Warehousing 

Transportation 

Influencing 
Customers 
Sales force 

Key people and 
skills 
Size 
Type 

Location 
Advertising 
National 

Regional 

Finance 

Cost ot 
forecasting 
( Estimating) 
Total cost 
Analysis 

Accounts 
receivable 
management 
Credit 
collections 
Financial 
analysis 

Obtaining long- 
term financing 
Auditing 
Flexibility of 
accounting 
policies/ 
proceduses 
Expense control 

Monetary 
management 



Sumarul Analizei Resurselor 

1 haginarea 1 Producere 
/Modelarea 
Cercetiixi de 

I studii I experienp lor 

Materiale 
Ba2.5 
Conceptii ~i Oameni cheie qi 

.I experienp lor I 
Emotii 
Oameni cheie gi 

I Capacitatea de Planificarea 
a preschimba I fluxului ~i 

Surse 
Supliitori 

Piav 

Cunoqerea 
cumptkiitorilor 
Prevederea 

aplicarea 
CercetZlri 

ofertei gi 
a@epWe 
Studierea Pietii 
Ribpuns la 
cererea 

transpo&ea 

cump=torilor 
Calitatea ~i 
scopul 
produsuiui 

1 Distribuitorii 

Fonduri Conducere 

aplicate 
Descoperiri 
Accent 

Utilizarea 

Resursele fizice 
Utilizarea 

cercetirilor 
externe contra 
celor htme 
Oameni cheie gi 
experienta lor 
Capacitatea de 
a schimba 
prototipurile 
Inginerie de 
ba25 
Prototipuri 
Accent 

Oameni cheie gi 
experienta lor 
Capacitatea de 
a schimba 
modelul - 
produsului 
Ingineria de 
modelare 
Modele 

Localizkile 
Mirhea 

capacitatQii 
T i p u l  / 

volumuiui 
Depozitarea 

cheltuieiile 
capaciwi 
suplimentare 
Uzina 

Mfimea 

Locaiizarea 

Virsta 
Utilajul 

Automatizarea 

Men@erea 

Flexibilitatea 

Procese 

Transportarea 

Iduenprea 
cump~torilor 
Forp de vAlllzare 

Oameni cheie qi 
experienD lor 
M&imea 

Tipul 

Localizarea 

Publicitatea 
Reclama 



lesign 
ingineering 
Iesigns 
'atents and 
iopyrights 
imphasis 

Ley people and 
kills 
4bility to design 
or production 

Size 

Consistency over 
t i e  
Sources 

Own 
organization 
Parent 
corporation 
Government 

Other external 
source 

'lexibility 
Iegree of 
ntegration 
/lanufacturing 

Ley people and 
kills in process 
nd tool design, 
most 
mprovement, 
ime standards 

wity control 

Cey people and 
kills 
itandards and 
ipecifications 
hpplies 
nspections 
)roduct 
nspections 
4udits 

Vendor 
:valuations 

Shop operation 

Key people and 
skills 
Work 
requirements 
Workforce 
Skills mix 
Utilization 
Ability and 
turnover 
Costs 
Unionization 
Productivity. 

Corporative 
Promotion 
devices 

Service Policies 
Before- sale 

Credit Policies 

Long-term 

Short-term 

,ocation 
2ontingency 

kiteria used 



Patente gi 
/dr epturi de 
1 autor 
Accent 
Oameni cheie gi 

Capacitatea de 
a modela pentru 

I Fondul 

Intreprinderea 

Corporatia 

Guvemul 

Unitatea 

- 

Flexibilitatea 
Gradul de 
intergrare 
Producerea 

Ingineria 

Oarneni cheie gi 
experienp lor la 
modelarea 
procesului gi a 
uneltelor, 
micgorarea 
cheltuieiilor gi 
standardele de 

Controlul 
calitiitii 
Oarneni cheie gi 
experienw lor 
Standarde gi 
specificatii 
Inspec~ile 
£im&kilor 
Inspecfiile 
produsului 
Audituri 
Evaluirile 
v-Ulzatorului 

Activitatea 
magazinului 
Oameni cheie ~i 

variate 

Poiitici de 
deservire 
Jnainte de 
deservire 

Dupii deservire 

Planuri de 
promovare 

Politici de I I I 

I 

creditare 
De tennen lung 

de tennen s cm 
- 



Utlizarea 
Disponibilitate 

Cheltuieii 
Unionizare 

- 

Productivitate 

Cheltuieli 
. . 



Seriorrrr mny into t)n 
markat - 
Opponunistic position 
to test growth 
prospects; withdraw 
if indications of 
su'stainable growth 
am lacking. 

withdrawal 

Look for ways of 
achieving expansion 
without high risk; if 
unsucceuf ul, withdraw 
before involved too 
derrplv. 

Prewnt losses before 
they occur by avoiding 
investment and by 
lowring fixed costs; 
when loss is unavoid- 
able, withdraw. . 

Low 

Select areas where 
strength can be 
maintained, and 
concentrate investment 
in thoie areas. 

Concentrate invest- 
ment, and expand only 
in segments where 
profitability is good 
and risk is relativeiy 
low. 

Promote switch from 
fixed to variable costs; 
emphasize profitability 
through VA and VE o i  
variable costs. 

Medium 

Coneentrata entire 
effort on maintaining 
strength; if necessary 
maintain profit 
nructure by 
investment. 

Maintamno of 
umriority 

Build up abiiity to 
counter competition, 
avoiding large-scale 
investment: emphasize 
prof itabiii ty by raising 
propluctivity . 

Limitd humiq 

Reduce degree of risk 
to a minimum in 
several segments ; 
emphasize profit by 
protecting profitability 
even if loss of market 
position is involved. 

High 

Corporate strengths *-* 

figure 12-2 Nine specimen standardized strategies. 
0 



Nous modele de strategii standard 

StabiIifi o pozitie oportunisticii de 
a controla perspectivele de 
avansare; retrigeti-VH in caz dac5 
indicatorii confirmap ai avansHrii 

Avansarea se1ectivH 

Selectafi sectoarele unde s-ar 
putea menwe puterea qi 
.concentrap investime h aceste 
domenii. 

-- 
y ( Extinderea limitati ori retraeerea I Extiaderea selectivl 

2 4 CIutati rji de atingere a extinderii 
., far5 un mare risc; in caz de 

,d l Minimaliizarea derderilor 

\ x' 
5 
CJ x - 

Concentrap investiwe gi 
extindeti-vH numai pe sectoarele 
in care aveg profit qi riscul este 
reiativ mic. 

insucm retriigeti-vl inainte de a fi 
implicap prea mult. 

, Roada totalii 

Concentrafl toate eforturile 
menperea puterii, dacl es 
necesar, apoi rneneep 
volumul profitului prin 
investire. 

Mentinerea sumrioritltii 

Creap o capacitate de a 
fnfimta concurenp, mitin 
investiwe pe scar5 largH; 
accentuap rentabflitatea 

Roada limitata 

I ScHzut Mediu ha i t  

Reduce@ gradui de risc pjr 
minimum in dtcva sectoar 
accentuaq profitul protej? 
rentabiiitatea cbiar dac5 
pierderea pozipei pe piap 

Promova@ schimbarea de la 
premri fixe la prepri variabile; 
accentuafl rentabilitatea prin VA 
gi VE a prepriior variabile. 

I Prevenifi pierderiie inainte ca ele * sH se intimple evitind investirea qi 

bl 

' 
)u 
Q 

fn joc. 

miqorind preprile fire; atunci 
chd pierderile runt inevitabile 
refrageti-vB. 



Can the 
ptofitability at 
Ptoducr A bs 
incraased? 

rnarbt segment 
be raised abows 

Can the sales 
d u m e  be 
incrassed? . Figwe 

factory price 
be raised? 

(C) 
Profit = (P-CIV 

See 

.- l The starting point of a profit diagram. 



rentabiiitatea 
Produsului A sii 

- 

Poate fi oare 

Poate fi oare 
ridicat volumul 

Vezi 
. Fignr 

Figura 1- 6 Punctul de pornire a1 schemei profituiui. 

Vezi 
Figur 



Crn Jr market 
shrrr ol 
Producl A ba 
incrrard in 
mrrkr 
uarnrnt m? 

Can conrumrr 
rwuanru o l  Ptoducl 
A br improwd Iby 
aduminhe. ralri 
prqmorion. urd public 
rrlrtionil? 

Cur ihrrr tw incrrrud 
by r clrwrgp in pticina 
policy? 

Cur tho mrrkrt lw 
Ptoduct A ba rwpmdrd 
boyond irgmrnt m) 

Will rhr rorrl mrrlrrl 
U grorru? I* 

- -r -----b--L-- -- -*-A- 
. . 

Basic consumer needs 

Analysis 04 vdtw [real and pr?rc~ib*-4~ n t h - 4  hy cornyeling 
pr oducr s , . . 

Trends in sales chinnel and gaoyaphi rl EovaraDe 

Comparison of seruicing' car3abilit y , dr livery rime 

~ u r v r y  o l  customer awareness in bran 1 and product 

Analysis of purchasing decision-makir 1 process 

Price elasticity 

lnfluenca of payment te rm anti rradb in conditions 

Possibility of aeographical expansion 

Fossibilir y of owpansion in final cu r to rw s our side lhe 

segment 

Cost-benofit analysis o l  awpa~sion . 

Anticipated demand 13-6 ahead) 
conrtitutina the toml markrc M 

for product 

Will tho ihrrr ol 
uwrnr m in rho cola4 
rnwlrr~ M WOW) 

F actars dettrmlning the siza al seomer 
markat 6.4 



Poate oare 
fi mikit 
volumul 
vinzllrii ? 

?oare fi milritil , , } 
- rodusului A 

n sectorul 
'de piafll m? 

Poate fr miritll L .. puterea refelei 
de vinzare ? 

cunoagterea 

. 
' 

1 promovarea vinziriif 

miri t i  cota 
prin schimbarea 
politicii de prefuri ? 

- 
1 1 

4 s  .ti oare Exemple de -robleme ce necesitfi analizg r 

imbun3tiifit3 
leglitura produsului A 
cu sectorul m? 
( a d i d  cit de bine 
ele rlispund necesitllfilo 
cumpiiril torului) 4 

Cerintele de bazii ale cumpiriitorului 

r Analha valorii (reale ji observate) oferite de c3tre produsele concuren 

* 

Tendinfe En canalul de vinzfiri gi diapazonul geografic 

Cornpararea capacitilfii de deservire gi a timpului de furnizare 

Poate oare fi 
extinsii piafa 
pentru produsul A 

Examinarea nivelului de pricepere al cump3rlitorului in marc3 g i  prod11 

Analiza procesului de ha re  a deciziei d e  a cumpfira 

Elasticitatea prefului 

Influenfa termenilor de vinzare ~i come4 En diferite Pmprejur3ri 

Posibilitatea extinderii geografice 

Posibilitatea extinderli 9n final apre cumpiritorii de dinafara seetoruh 
- ___C_ 

-.. .-.. 
--' 

Cererea anthipati (3-5 anl Pnalnte) pentru produsul ce constituie piat. 



In (I almple Incrru~ In 
thr l iar pricr porriblr? 

Would in~rgrrrion of 
r r l d  oullrb rnrbla 
muglnr ro Ir roducrd? 

t 

Could woluma br - mrin~dnod il only 
low-mrigin channelr 
wra  urrcl? 

> - 

4 Price elar t i c i  t y  
., : 

Pnssibil itv df price rises d i l l e ren t i awd  bv 
geographical areas, moda!~, or by d atribution channels I 
flasults achieved by ~ q r n ~ e t i t o r r , ( ~  ~ s s i b i l i t y  o f  " lo l low- 
the-leader" price incr6arr.l 

Bask consumer needs in each rnarb a t  segment 

0 Price rhscicclt y 

a .Cost-benefit analysis 

a Basic economic analysis o f  disrr ib l  t j c n  system 

Analysis on economies of scale 

Correlat ion between number o i  sa es ourlets and 
mar ka t cover age 

Flawibi l i ty in physical (low of qbo IS by distribution 
channels 

Pegrea o f  mo t i va t i on  a w l  sales e f t m s . e x e r t e d  by 
dil lerent channels 

Analysis o f  l ong .~e rm strategic d.. c t  



Poate omre prttul 
de la intrcprinder 
sP fie ridicat ? t 

Este oare posibilll 
o simpli cregtere 
En lista prtprilor ? 

Elasticita tea prefurilor 
Posibilitatea rididrii prefurilor Fn dependtnfl de teritorii geografice, 
modele o n  de canale de distribuire 
Rezultatelc obfinute de concure~fi (posibilitrtea cregterii prefului de 

tipul" urmeaza liderul") 

Este o a n  ~osibil 1 
de ridicat breful 
rcbimbhjd modelul Ceriae de bazi a* cumpirltorilor b fiecare sector al piefii 
produsului asttel ca Elasticitatea preturilor 

I 8s s t  acopcre 
- 

Analiza ~heltuieli - Profit 
cheltuielile crmetnde 
produae ? 

1 .  

Va permlte oare 
integrarca pietilor 

.- .- 
de dmfacere cu 

amHnuntul8ii redoes 
limitele ? 

;. Analizn economfcif de bazif a sistemului de distribuire 
Analiza ecanomiei de balantii 
Corelapa diatre numHrul piefilor de desfacere gi 

piefii 
I 

L 

8-ar putea 
menfine volamd 

L 

Fledbilitatea Pn W u l  fizic a1 bunurilor prh canale de distrib*ire 
d a d  ar Zi foloslte Grrdul de m~tivare pi eforturile depuse la vhzare de catre diferi*e 
caaale de limitt canale 
faguste ? - - 

I . ---- 
7 

I 

Ar putea arm A n a h  e f b ~ t ~ l u l  ihrt@e de lung ternen t 

o aclmbarc rpm 
flnzrrea directs Analia Cheltuieli - Profit de scurt termen 
$6 r e d d  limitde Poaibihtea m~nflnetii erperienfei de vfnran 



Acliona to be t r k rn  --..----- 
Itturt a 
_CI 

* 140 
1 fl &tip rnd utr VA rnd VE t. rnalvaat 

I s  8hr der~gn V.r Arr lhm conrumrrs 
h n  Producl A'l COII  

-v 
sprc~lrcatlon lo0 . - ltkrly lo ~wor  a .) 

b IOHAIC~Z qurlicy ptoduct t 
fl lbct qurlity in rnarlrt~rlg 

1 

Vw Cvt down on indirrcl prrronnrl, 
Am tho l i r rd C O I ~  cc r ~ t d  ~ccountr rrcm~vahlm n r d  
loo h ~ & ?  pt yabla, rrducr lrwrd rtrro 

- - - - 

\I 
El0 Vw lwprovr purchming mrthodr. * ..c lac. 1uppll.l~ 

L 
lnrpruw productton procrrt . Arr (ha vrrlrblr cocm 

100 hlQlb1 

lmprovr rmployor rducrllon md 
tr .inmu; in r~ r l l  inun~~wr ryttrrnr 

Am thrn  many 
trworkd 

Pf i tm y d i t y  control 

Ir t h m  loo much 
clow .time? 





Design fix annfactnra 

Design Rules 

Design rules can be an excellent way to communicate the capability ef rnanufac- 
turing processes, but they can also be abused. 'The semicmduc:or industry has 
been successful at communicating process requirements to circui: designers with 
desigr, rules. As a further step, these rules must be incorporated into the CAD 
systems that arc used for circuit design s t  the chip ievel or for the priated wiricg 
assembly. It mlist not be assumed, however, that the software designers who 
develop a CAD system know enough about specific process-.design shops or 
printed circuit board shops. The owner of the CAD tools should understand the 
internal parmeters of the design system. in this way, designers know that when 
their design is complete, it will be manuhcturable in their shop or a: their 
suppliers. 

On the negative side, design rules can be written that attempi to overly 
constrain the designers. For example, complacent or unimaginative manufactur- 
k g  ~rgaiiizatioas caii easifq. write desig:: rdes !k t  reztr i r t  designers to the capa- 
bilities of outmoded processes. 

Effective design rules should be the result of an agreement between manufac- 
tnring and design groups on what is possible in the process and what is required 
to produce competitive products. Limits should not be set arbitrarily The pur- 
pose is to get more competitive products, not to make manufacturing so easy that 
the company fails to satisfy the customer. 

The following are samples of simple representative design d e s :  



REGULILE DE PROIECTARE 

Regulile de proiectare pot s5 fie un excelent mijloc de a comunica posibilititile 
procesului de prelucrare, ins5 se poate face abuz de aceste regului. Industria 
semiconductoarelor a reuyit s i  comunce cerintele fafa de regulile de proiectare 
utilizate in procesul de prelucrare la proiectanfii din acesti ramuri. Pasul urmitor ar 
fi includerea acestor reguli in sistemele CAD care sint utilizate pentru proiectarea 
circuitelor la nivel sau pentru . Nu rebuie sii credem ins5 , 
ci? proiectantii de software, care elaboreazi sistemul CAD cunosc suficient despre 
proiectarea atelierelor de prelucrare specific5 sau a atelierelor de 
Proprietarul uneltelor CAD trebuie s i  hteleagi parametrii interni ai sistemului de 
proiectare . hi acest fel proiectanfii $iu, c i  atunci cind proiectul lor este finisat, el va 
fi realizat in atelierul lor sau de citre furnizori. 

Partea negativi a regulilor de proiectare este hcercarea de a constringe 
proiectanfii. De exemplu, intreprinderile produciitoare ce nu manifesti dorinta de a se 
perfecfiona ~i f i r i  spirit de imaginatie cu mare uyurini5 pot crea reguli care ar reduce 
posibiltilfile proiectanfilor la niyte procedee invechite. 

Regulile efective de proiectare trebuie s i  fie rezultatul acordului intre grupele 
de producere yi proiectare asupra posibilit8filor de prelucrare qi cerinfelor fat; de 
producerea produselor competitive. Limitele nu se vor stabili in mod arbirar. Scopul 
este de a produce cit se poate de multe produse competitve yi nu de a simplifica 
procesul de producte pin5 intr-atit, incit claitatea s i  inceteze de a satisface 
cump8ritorul. 

UrmZitoarele exemple sint modele simple de reprezentare a regulilor de 
proiectare 



-- - . -  
- - IMPROVE QUALITY - 

. - .  - . . -  

' REDUCE BURDEN - DIRECT & INDIRECT 

ELIMINATE WIP AND FINISHED GOODS INVENTORIES 

SHORTEN SYSTEM DESIGN & IMPLEMENTATION LEAD TIME 

A FASTER PRODUCT INTRODUCTION 

CAN ADJUST/MODIFY/REDESIGN SYSTEM 

A QUALITY AT LOW COST 

CAN DESIGN SYSTEM TO BUILD 

A ANY PART 

ANY SEQ.UENCE 

A ANY VOLUME 

A NO/MINIMAL SET UP 

A NO/MINIMAL DIRECTS 



UZINA DE PIC FLEXIBILE 

REDUCEREA POVEREI - DIRECT& INDIRECT 

ELIMINAREA PP $1 VALORILE DE EXPLOATARE ALE PRODUSELOR FINALE 

SISTEMUL REDUS DE PROIECTARE & LEAD TIME DE IMPLEMENTARE 

~NTRODUCEREA RAPIDA A PRODUSULUI 

POATE AJUSTAIMODIFICNREFACE SISTEMUL 

CALITATEA LA UN PRET REDUS 

POATE MODIFICA SISTEMLTL PENTRUA PRODUCE 

ONCE COMPONENT 

hi ORICE SECVENTA 

fNORICEVOLUM 

CU 0 PERIOADA DE PREGATIRE M I N I M  

CU UN N l M k  REDUS DE ANGAJATI 



. -- -- - - - . - - - d 

FLEXIBLE CIM PLANT 

ESSENTIALS 

ADOPT KEY PRODUCT/BUSINESS CHARACTERISTICS 

A ZERO DEFECTS 

A LIMITED MODELS/FEATURES 

A BUILD TO PLAN 4 

USE MOST COMPETITIVE MFG. METHOD 

A VERTICAL INTEGRATION 

A FLEXIBLE ASSEMBLY SYSTEMS 

A MINIMIZE INDIRECTS 

IMPLEMENT CIM STANDARDS 

A DESIGN FOR AUTOMATION/REDUCE PART COUNTS 

A COMMON TOOLS & PROCESSES 

A APPLY FLEXIBLE AUTOMATION 

A USE. SIMPLIFIED LOGISTICS SYSTEM 

A DIRECT COST 

. 
DISTRIBUTION STRATEGY 

A MINIMIZE IN HOUSE INVENTORY 

A SHIP DIRECT TO DIST. CENTERS 



ADOPTAREA PRODUSULUI CHEIEICARACTERISTICILE BUSINESSULUI 

CU DEFECTE MMIMALE 

MODELEITFL~SATURI LIMITATE 

ELABORAT PENTRU PLANIFICARE 

FOLOSIREA CELOR MAI COMPETITIVE METODE DE PRODUCERE 

INTEGRAREA VERTICALA 

SISTEME FLEXIBILE DE ASAMBLARE 

REDUCE NUM&UL DE ANGAJATI 

STANDARDELE DE IMLEMENTARE A PROCESULUI DE PIC 

DESIGN PENTRU AUTOMA'l'IZARE/REDUCEREA NUIVL&ULUI DE PIESE 

MIJLOACE $1 PROCESE C O M W  

APLICAREA AUTOMATIZ&UI FLEXIBILE 

FOLOSIREA SISTEMELOR LOGISTICE SIMLIFICATE 

CHELTUIELI DIRECTE 

STRATEGlA DE DISTRIBUIRE 

MINIMALIZEAZA VALORILE DE EXPLOATARE INTERNE 

TRANSPORTA DIRECT CENTRELOR DE DISTRIBUIRE 



INLINE - HIGH VOLUME 
- L 

.- . . - - - - - . . 2 - . . . . . ... -- 
- .  - . .  : . . -'. - - .:-. - - . ---.......-.-. - 

, . . . -- . . - . . .... .. . -- 

CHARACTERISTICS 

ONErrWO TASKS PER WORK STATION 

LESS.. INTELLIGENT ROBOTS 
4 

EXTENSIVE MATERIAL HANDLING~OOLING 

SENSING BUILT INTO TOOLING 

HARD AUTOMATION INTERMIXED 

MULTIPLE (GENERIC). PRODUCTS 

MAJOR UP FRONT CAPITAL INVESTMENT 

DEMANDS QUALITY PARTS 

C.. 



ASAMBLAREA f~ PARALEL A YOLUMULUI 
SC~~ZUT/MEDIURIDICAT 

-. - - - - - 

CARACTERISTICILE 

SARCINILE MULTIPLE PENTRU STATIA DE LUCRU 

ROBOT1 FOARTE RECEPTIVI INTELEGENTI 

ASIGURAREA COMPLEX MI[NLMAL~ CU INSTRUMENTE 

AUTOMATIZARE PUTM STABILA 

 STATION^^ PQINEIMANUALE 

ROBOTUL-COMPUTER CONTROLEAZA LUCRUL STATIEI 

CHELTUIELI DE CAPITAL PE ETAPE 

ENERGIA PROGRAMATA = SE ADAPTEAZA LA.. . . . . 

ACUMLTLAREA DTELOR 

EVIDENTA PRODUCTIEI 

REFUZA~NCEARCA DIN NOU~~INDE 

ACOMODAREA SCHIMT~&II PRODUSULUI 



PARALLEL-LOWIMEDIHIGH VOLUME ASSEMBLY 

CHARACTERISTICS 

MULTIPLE TASKS PER WORK STATION (2-10) 

VERY INTELLIGENT SENSING ROBOTS 

MINIMAL LESS COMPLEX T0OLIN.G 4 

Ll l7LE FIXED AUTOMATION 

FEW/NO MANUAL STATIONS 

ROBOT COMPUTER CONTROLS WORK STATION 

PHASED CAPITAL EXPENDITURES 

PROGRAMMING POWER = ADAPT TO OFF SPEC. 

DATA GATHERING 

A PRODUCTION COUNTS 

A REJECTS/RETRYS/TRENDS 

PRODUCT CHANGE ACCOMMODATION 



Product Performance Profile 
Checklist -.- 

PACKAGING 
Visual ana tact~le aesrgn 
Auoearence 
Basic mecnanrsms 
S ~ a c e  iavout 
Size. cuanxy 
Geomevic inrerference 
Components, modules 
Requlrec actessorles 
Framewor~ 
Ccm~czer,r  packaging 
Stviin; 

PERFORMANCE 
Baslc iunc:lon 
Speeo 
G o a c m  
Payoac 
Size 
r'iexiciikv 
P ~ r i o r - a ~ i ?  vs .  csnsrr31nt 

:ccwer!welgn:, c3sac;:';: c s x  

. . - - 
FUTURES 

SOCIAL 

31 SECT 

Durability. life 
U ~ t i m e ,  aownrirne 
Fatigue. wear, corrosion 
Maintainabiliry 
%rviceabili ty 
Camponant l i fe 
Back-up 
Qualiry 
Mmrror~nl;, zrevenrative measures 
Otxocwmce 
Upward csrnsaribiliry 
Stanaaraization 

CC)STS (often "hidden czm") 
Pollution 
Heaith 
Noise 
Efferrs of fariure 
Legal concerns 
Government requ larrons 
Use o f  resnurces 
Safety. proauc: ~raoiiity 
Environment 
Cuzroms. ta2ocs 
Related manuiac:urrng 

C3STS 
Initial c a n  

(depencs on aestqn. : x m o ~ o q y ,  materials 
~ r o o u c ~ o n  metnoas. scrao, invenrory, 
scneduling, erc.) 

Occraring suoolres 
E2ergy efficiency 
Traming cost 
A4ainrenance c o n  
Financial cons 

AVAILA81 LITY 
Markering 
Sales 
Oisrribution 
Stock 
Lead rime 
Ordering 
Geograohy 
Quaniriry, packaging 
Seccnd sourcrng 
Seiecnon o i  forms 
O ~ t m a l  equipment 
Awareness 
Pricmg 



LISTA DE CONTROL A DESCRIERII PERFORMANTEI PRODUSULUI - \ 

AMBALAJUL P E R S P E C T m L E  
-- Dizainul tactil $i vizual Durabilitatea, via$ - - - - - - , -.------ -,, .-. 
.-- - -  - -- La . 

infifiqarea Valabilii / nevalabil5 pentru lucru 

Mecanizmele de baz2 Extenuarea, uzares, griparea 

Planificarea spafiului Abilitatea de a se p5stra 

Mgrimea, cantitatea Durabilitatea 
Interferenta geometric5 Durata componentului 
Componen(ii, modulii Sustinerea 
Accesoriile necesare Calitatea 
Reglarea Verificarea, m5surile peventive 
Ambalarea componenfilor invechirea, ieqirea din uz 
Oformarea Compatibilitatea ascendent5 

Standardizarea 
PERFORMANTA CHELTUIELILE SOCIALE( adeseori "cheltuieli 

ascunse") 
Functia de bazH Poluarea 

.- Viteza Asistenfa medical5 
t Capacitatea Zgomotul 

Capacitatea util5 Efectele de e$ec 
M5rimea Probleme legate de legislafie 
Fleribilitatea Regulamentele Guvernamentale 
Performanta contra constringerii Utilizarea resurselor 

( puterea / greutatea, capacitatea / cheltuielile) 
Siguranp, garantia produsului 

FACILITXTILE DE UTILIZARE Mediul ambiant 
Controlurile, prezentsrile, diagramele Obiceiurile $i taboo-wile 
Ergonomia ( biotehnologia) Producfia relatats 
Factorii umani CHELTUIELILE DIRECTE 
Instruirea Cheltuielile initiale ( depind de model, 

tehnologie,materiale, metode de producere, degeuri, 
inventar, grafic, etc). 

Corelatia dintre om $i m a ~ i n 5  Cheltuielile la furnizarea materialelor necesare 
pentru productie 

Manualele, documentafia Cheltuielile la utilizarea eficient5 a energiei 
Conditiile nefavorabile de munc5 Cheltuielile pentru instruire 
Manipularea Cheltuielile pentru menfinerea oficiului 
FIABILITATEA ( siguranja) Cheltuielile financiare 
Siguran!a DISPONIBILITATEA 
Toleranta Marketingul 
StabiIitatea Vinzarea 
Calitatea Distribuirea 
Integritatea structural5 Stocurile 
Sisteme inutile Timpul de avansare 
Detectarea vi corectarea greqelilor Orinduirea 
Efectele sarcinilor neobiqnuite Geografia 
Efectele greqelii operatorului Cantitatea, ambalajul 

Dublicarea surcelor 
Selectarea formelor 
Utilajul opfional 
Conqtientizarea 
Stabilirea pretului 



EXHIBIT A5.6 

Concurrent Engineering Tasks 
. - . . 

Phase Product activities Process activities 

Concept - 

Prototype 

Product definition 
Customer analysis 

Hardware 
Electronics 

' Software 

Design verification . 
Serviceability 
Reliability 

Early manufacturing Final tooling assessment 
Reliability review 
Regulatory approval 

Production 

Process definition 
Customer analysis 
Components plan 
Assembly plan 
Test plan 
Supplier requirements 

Quality verification 
Methods/process 
Supplier network 
Capacity planning 
Cost analysis 
Training 

Quality verification 
Supplier process capability 
Customer critiques 
Cost analysis 

Review performance Continuous improvement 
"Lessons learned" Costlyield analysis 
Ongoing performance upgrade of product Ongoing performance upgrades 

Next product plan Obsolescence plan 
Next processlproduct 

131 Manufacturing's Early Role 

When the design team is ready to release a prototype product to manufacturing, 
it is too late to determine that it is not manufacturable. In fact, it is probably too 
late when the design is documented on paper or in a CAD system. At this point, 
redesigning the product for manufacturability creates extra work and will delay 
market introduction. 

With early manufacturing involvement, as the product designer is formu- 
lating ideas, the manufacturing engineer is ready to discuss those ideas and to 
assist, constructively criticize, and provide alternatives. When a company 
develops a new product concept, it must assess how it will be manufactured, 
how components will be purchased, how the product will be shipped and 
distributed, and how the product will be serviced. The design team must 
become a "cross-functional" group. ~ l l  critical functional elements of the 
value chain must be represented and involved, not just those from the prod- 
uct design function. 



-. 
Sarcini de Inginerie Corespunzitoare 

- - 
Faza Activititile produsului Activititile procesului 

Conceptul . Definirea produsului 
Analiza cumpiritorului 

Hardware(tehno1) 
Electronics 
Sohare(prog) 

. Prototipul Verificarea proiectului 
Capacitatea deservirii 
hcredere 

Etapa inifiali de productie Aprecierea instalirii finale 
Revederea increderii 

Aprobare permanenti 

Producfie Revederea performanlei 
"Leciiile invifate" 

Modernizarea 
performasniei continu a 
produsului 
Urmitorul plan a1 
produsului 

Definirea procesului 
Analiza curnpiritorului 
Planul componentilor 
Planul de asamblare 
Planul de testare 
Cerinfile fbmizorului 

Verificarea calititii 
Metode / Proces 
Aprovizionarea retelei 
Capacitatea planificirii 
Analiza cheltuielelor 
Instruirea 

Verificarea calitsfii 
Posibilitatea procesului de 
aprovizionare 
Critica cumpiiriitor. 
Analiza cheltuielelor 

imbungiifirea continui 
Analiza cheltuiel. ~i a 
venitului 
Modemizarea performaniei 
continuu 

Plan i e ~ i t  din uz 

3 Rolul etapei inijiale de producfie 
Cind echipa de proiectanti este gata de a lama prototipul produsului, este p e a  

tirziu de a determina c5 acest produs este neproductibil. De fapt, este deja prea tirziu 
atunci, cind proiectul este docurnentat pe hirtie sau cind se afl5 in sistemul CAD. 
aga caz, reproiectarea produsului cu scopul de a-1 aduce la starea de productibilitate 
creaz5 probleme gi refine lansarea produsului pe piaf5 . 

faza initial2 de producere proiectantul produsului formuleaz2 ideile, 
inginerul de prioducere este gata s i  discute aceste idei, sB ofere ajutor, s i  le supuni 
unei critice construcvtive Si si ofere alternative. Atunci cind compania elaboreazii 
concepiia uniu produs nou, ea trebuie s i  considere gi procesul de fabricare a acestui 
produs, cum vor fi pro curate pBqile componente, cum va fi transportat, distribuit gi 
deservit produsul. Grupul de proiectare trebuie sB devinii un grup " multifunctional". 
Trebuie si fie reprezentate $i itrcluse, toate elementele hc?ionale critice ale lanplui 
valoric ~i nu doar cele din funciia de'-proiectare a produsuiui. 



EXHIBIT A5.1 

Deslgn for Manufacturabllity and the Value Chaln 

~ustomers of concurrent englneerlng: 
Functional needs 

Inbound Manufacturing: 
loglstlcs production 

Product design 

Concurrent 
engineering 

Fast cycle time Supplier's processes Assembly ease 
development Ease of purchase Low part count 

Material handling Ease of test 
incoming receiving Modular options 

Repeatable processes 

I I I 

- 
Ease of service End users I Ease of shipping 

Labeling clarity Reliability Intermediate : 0 
Vibration resistance Accessibility distributors 

Ease of configuration . Documentation 
change Reliability , 

Ease of use . 

5 
n 

Sewice response P 
'Tl 

- Outbound 
logistics 

engineering 

Manufacturlng 
engineering 

Test 
engineering 

I 

- Afler-sales 
services and 
field service 

-b Customers 



EXHIBIT A5.1 
Proiectarea pentru Productabilitate qi Valoarea Retelei - 

a terenului pentru 

I 

Logistici 
obligatorii t 

Cumpiritori ai ingineriei simultane 

Producerea 
productiei t Logistici 

neobligatorii 

Projectarea 
produsului ' 
- 

Inginerie 
simultans 

necesititile functionale 

I I 

I 

0 Asamblare ugoara 

I I I 

a Procesele 
aorovizionarii ' Fast cycle time 

development Consurnatorii sfirgesc 
distribuitori intermediari 
Documentarie 

fncredere 

a Folosirea u$oarH . Rezultatul deservirii 

expedierii ] 
r Ugor de procurat 4 N u m t u l  sckut de r Claritatea , piese marcbii 
& Minuirea materiei i Ugurarea testului 

r Rezistenta 

fncredere 

9 Accesibilitate - 
ises 

Obtiuni vibrapei 
0 Caplitarea venitului modulare - 

Ingineria 
r. U~urarea schirnbhrii 

configurafiei Procese repetabile 

Ingineria 
producerii 
Ingineria 
testgrii 



DESIGN FOR MANUFACTURABILITY - L A5.03[2l[b] 

-. Therefore, DFM designers must be familiar with the production--- 
operations and process to be used for the product. 

In this stage of DFM implementation, the design team selects some-triil 
conceptual design to be assembled. The team must then decide whether the 
production process will be by (for example) manual methods, semiautomated 
assembly, or some form of robotic assembly. These processes vary in how com- 
ponents are handled and presented to the partially completed assembly. The 
DFM process then makes a series of computations of the assembly efficiency 
factor for each of a variety of component shapes, materials, and configurations. 
The choice of these configurations depends on the ingenuity of the design team 
and its adherence to several pivotal DFM guidelines (which are described later). 

Because a detailed understanding of cost is so important to the implementa- 
tion process, the design team must include the following projections in its model: 

1. Some estimation of the product volume to be produced on an annual 
basis; and 

2. The payback period for the financial investment of the production tooling 
and machinery. 

The DFM model includes such elements as cost estimations for the product 
system being designed, a trial conceptual design, and a targeted production pro- 
cess as well as the projections described above. The DFM implementation pro- 
cess is now ready to be executed. 

[b] Executing the Design Iteration 
The next stage is the implementation of the DFM process. Typical steps for a 

DFM approach to a mechanical subassembly might include the following steps, 
which are simplified here for purposes of illu~tration*~: 

1. Characterize the assembly to be analyzed from component drawings, 
assembly drawings, an actual sample, or a prototype sample. 

2. Disassemble the product, and assign a part index number to each unique 
component. 

3. For each part, prepare a worksheet with information about the number of 
times the part is used, the handling difficulty, the handling time, the 
insertion difficulty, the insertion time, and an estimate of the likelihood 
of eliminating the part in a subsequent design iteration. Complete the 
worksheet in the sequence that a production assembler would use to build 
the product. (The worksheets are replaced by more comprehensive soft- 
ware models in the better commercial approaches.) 

4. For making judgments about whether a part can be eliminated, use the 
following types of criteria: Does the part move relative to its neighbors? - 



Deaceia, proiectantii PP trebuie sa fie la curent cu procedeele si procesul de -- -- -- - . -  - -- .. . - - - -  -producere care vor fi utilizate la fabricarea produsului in cauza. - 
La aceasta faza de implementare a PP, grupul de proiectanti selecteaza pentru 

asamblre un proiect conceptual experimental. Apoi grupul trebuie sa decida cum va fi 
procesul de fabricare - manual (de exemplu), semiautomatizat sau intr-o anumita 
masura robotizat. Aceste procese variaza in functie de felul in care sunt minuite 
partile componente si de felul in care sint pesentate ele in asamblarile completate 
partial. Apoi in procesul PP se fac o serie de calcule ale factorilor de asamblare 
eficienta pentru fiecare varietate de forme, materiale si configuratii ale 
componentelor. Alegerea configuratiilor depinde de ingeniozitatea grupului de 
proiectare si aderenta lui fata de citeva principii de baza ale PP (desrise mai jos). 

Deoarece pentru irnplementarea procesului este foarte importanta intelegerea 
profunda a costului produsului, grupul de proiectari trebuie sa includa in model 
urmatoarele prevederi: 

1. Unele evaluari ale volumuli de productie anual ale produsului; 
2. Perioada de recuperare a investitiilor fnanciare pentru utilajul 
si echipament. 

Modelul PP include asa elemente ca estimarile de cost ale sistemului de proiectare, un 
proiect conceptual experimental si procesul de productie definit, si de asenenea 
prevederile descrise mai sus. Acum procesul de implementare a1 PP este gata pentru 
executare. 

b. Executarea proiectului 

Faza urmatoare a implementarii proceuslui PP. Interpretarea PP ca o 
subasamblare mecanica poate sa includa urmatoarele masuri, descise mai jos intru-un 
mod simplificat din considerente de ilustrare: 

1 .Caracterizati analiza asamblarii dupa desenele tehnice ale 
componentelor, desenele tehnice ale asamblarii, un model adevarat sau 

un model a1 prototipului. 
2. Dezasamblati produsul si numerotati fiecare con~ponent unical. 

3. Pentru fiecare piesa pregatiti o lista cu informatii despre fiecventa 
utilizarii piesei, dificultati de minuire, perioada de utilizare, dificultati 

de ajustare, timpul de ajustare, si evaluarea posibilitatilor de eliminare a piesei 
respective in variantele ulterioare ale proiectului. Completati lista in asa feI incit 
asarnblorul sa s-o poata folosi la procesul de asamblare a produsului. (In 
interpretarile modernizate listele de informatii vor fi inlocuite cu modele de 

software mai sofisticate ). 

4. Pentru a lua hotarirea poate sau nu fi eliminata o parte sau alta, utilizati 
urmatoarele criterii: se misca oare aceasta parte relativ la piesele vecine? 



(If not, they might be combined.) Must the part (e.g., an insulator) be 
made' from a different material than its neighbors? Must the part be 
separate to allow access or servicing? 

5. When the worksheet has been completed for. each component, add the . .  - 

columnsof total operation time and total ope&tion cost. Calculate the - : 
design efficiency for the particular configuration trial. 

. . - .  

6. At this point, conceptually redesign the assembly, if necessary (e.g., the 
part shapes can be changed to make them easier to handle, parts can be 
combined, and the part count can be reduced). 

7. Repeat steps 3-5 to develop a new worksheet to calculate a new design 
L: eficiency. 
8. Compare the two worksheets to determine if progress has been made. 
9: Repeat the redesign process in steps 6-8 as many times as necessary. 

As an example of using DFM method with a commercial analysis package, 
Exhibits A5.4 and A5.5 show a mechanical assembly for a video cassette that has 
been modified and improved.26 

The two drawings show the results of an exercise that (1) eliminated screws 
by replacing them with snap fit covers, (2) eliminated torsion springs, and (3) 
redesigned ratchets to eliminate asymmetry so that the same part could be used 
in either the left-hand or the right-hand side. As a result, the total assembly time 
was reduced 42 percent, to 92 seconds, the total part count was reduced from 
eighteen to twelve, and the number of standard parts (those most easily made or 
purchased) rose by 20 percent. 

13) The Application Guidelines 

Manufacturable designs should reduce confusion, compiexity, and variability 
, in the production process. They should also have the same effect on the end 

customer. The specific design guidelines that must be applied to achieve this 
objective must be developed by each vmpany and vary depending on spe- 
cific product technology. There are. wvever, some useful general rules for 
producing manufacturable designs. 1 he following general guidelines can be 
adapted to satisfy those companies interested in designing specific manufac- 
turable products. 

[a] Reducing the Number of Parts 
Perhaps the most important single DFM application guideline is to reduce 

the number of parts in a product. Each part represents an opportunity for a 
quality defect in fabrication and assembly. With increasing part count, the prob- 
ability of producing a perfect product decreases geometrically. Reducing the 



'(Daca nu, atunci ele pot fi combinate). Trebuie oare piesa ( de ex. un 
termoizolator) sa fie facuta din alt material decit piesele vecine? Trebuie oare piesa 

---. ---- sa fie detasata ca sa asigure accesul sau desewirea ei? . 

5. Cind se completeaza lista de informatii pentru fiecare component, 
adunati timpul de productie total si cheltuielile totale. Calculati eficacitatea 

de proiectare pentru un anumit model de incercare. 

6. La acest moment, in caz de necesiatate, reproiectati asamblarea din punct 
de vedere conceptual (de ex. forma pieselor poate fi shimbata pentru a fi minuite mai 
usor, piesele pot fi combinate si nurnarul pieselor poate fi redus). 

7. Repetati masurile 3-5 pentru a elabora o noua lista de 

8. Comparafi cele dou5 liste pentru a determina dac5 s-a obfinut progres. 

9. Repetafi procesul de proiectare a misurilor 6-8 de cite ori este necesar. 

Ca exemplu de folosire a DFM cu un pachet de analizi comerciali, exponentele A5.4 
gi A5.5 demonstreazi asamblarea mecanici pentru o casetfi video careb a fost 
modificatii gi imbun5tifiti. 

Cele doui desene demonstreazi rezultatele unui exerci@u, care ( I )  au eliminat 
guruburile inlocuindule cu capace simple corespunzitoare, (2) eliminind arcwile de 
torsiune, gi (3) a reproiectat roiile din!ate pentru a elimina asimetria in aga mod, ca 
una ~i aceiagi s5 fie folositi atit in partea st^tngi, cit gi in partea dreapti. Ca rezultat 
timpul total de asamblare a fost redus cu 42%, pin5 la 92 secunde, numirul total a1 
pieselor a fost redus de la 18 p h i  la 12 gi num5rul pieselor standarde (celor mai ugor 
facute ori cumpirate) a crescut cu 20%. 

3 .  Indicafiile principale de Aplicare d 

proiectirile de producfie ar trebui s i  reduci confkia, complexitatea gi variabilitatea in 
procesul de producfie. Ele deasemenea ar trebui s i  aibi acelag efectgi in scopul 
cumpiiritorului. Indicafiile principale specifice de proiectare care trebuie aplicate 
pentru a atinge acest scop trebuie s5 fie dezvoltate de fiecare companie qi s5 difere de 
tehnologia specifics a produsului. Dar exist5 tot+ citeva reguli generale utile pentru 
producerea proiectiirilor de producfie.UrmZitoarele indicafii generale principale pot fi 
pentru a satisface companiile cointeresate in proiectarea produselor specifice. 

a Reducerea NumGrului Pieselor 

Probabil, c i  aceasta este cea mai importanti directivs (ind. princi.) de aplicare DFM, 
Fiecare piesi reprezinta o posibilitate de defect ai caIitSifii la fabricare ~i asamblare. 
Cu cregterea numirului pieselor scade geometric probabilitatea producerii unui produs 
perfect. Reducerea 



. . DESIGN FOR MANUFACTURABILITY 

. , 

EXHIBIT A5.4 

Cassette Exploded View Before Design for Manufacturability Analysis 
* -  Copyright @ 1991 by Sapphire Design se~ices /nc. A.!/ fi@s resenred. Used with permrssion. - 

Torsion spring 

I 

I 
\ 

Ratchet 



EXHlBfr A5.5 . 

New Cassette Exploded View After Design for Manufacturability Analysis 

Copyright O 1991 by Sapphire Bsrgn Servrces Inc. All nghts reserved. Used wtth pennrsaon 

Ratchet with 
flexure 

Ratchet with 
flexure 



DESIGN FOR MANUFACTURABILITY 

number of parts by combining the function of several parts often yields a more 
- reliable design. One example of the application of this guideline can be found in - 

the semiconductor industry. Large, complex integrated circuits tend to have 
lower failure rates than comparable circuits made from many simpler discrete 
components. (There are, of course, exceptions. For example, a computer system 
with a redundant backup system built in may fail as a system less often than a 
computer system without a redundant backup system.) 

The effect of fewer parts on total product cost can be dramatic: Part count is 
frequently proportional to assembly cost. In automated factories, for example, 
part count influences capital cost, because an assembly mechanism must be 
supplied for each part. 

The effect on overhead cost is even more significant than the effect on 
assembly labor cost. In many manufacturing companies, manufacturing over- 
head costs exceed direct production cost, sometimes by as much as 5 or 10 
times. This disparity offers a large opportunity for cost reduction. When 
combined with DFM analysis, techniques such as process value analysis can 
be very productive in overhead areas, such as incoming receiving, scheduling, 
purchasing, inventory management, moving parts, and internal tracking of 
part movement. 

It is in this area that a thorough understanding of "overhead cost drivers" 
can contribute substantially to improving the effectiveness of design teams 
engaged in DFM processes. If the key contributions to overhead cost (e.g., 
rework or inventory handling costs) can be communicated to design teams, these 
costs can then be reduced through specific actions in a DFM analysis. 

Even simple tasks (e-g., reducing the number of components, such as fasten- 
ers and washers) can have a dramatic effect on cost reduction. These reductions 
not only lower the handling complexity on the production floor but also have a 
significant effect on the number of "overhead" activities that must be performed 
to (for example) purchase, receive, and count. All these unnecessary activities 
contribute to costs in "the hidden factory."27 

In electronics assemblies, this simple principle of reducing the number of 
parts has profound effects. A dominant trend is to use advanced design and 
production techniques to combine a large number of discrete electronic circuit 
components such as integrated circuits (ICs) into a much more complex (and 
often higher-performance) device, the application-specific integrated circuit 
(ASIC). The parts reduction in this case can be dramatic. A single 50,000-gate 
ASIC may perform the function of 100 individual ICs, with a fraction of the 
solder joints and handling costs, and occupy a fraction of the board space of the 
individual components. However, toooling costs for the custom-made ASIC can 
be substantial ($100,000); additionally, a design error can be both costly and 
time consuming. The trade-offs and their effects on company strategy must be 
considered carefully.** 



num2rului pieselor prin combinarea funciiilor a citorva piese adeseori produce un 
proiect rnai de incredere. Un exemplu de aplicare a acestei directive poate fi giisit in 
industria semiconductoarelor. . - -. 

-*,=-*-.---.%-L-"L--. :.- - _ _-.,-- - - - -  - - =  --I.. -&.- --.-.-- . Ijl-...CL&4. i-C 

- - 
Circuitele mari complex integrate tind s2 aib2 un coeficient rnai sc2zut de faliment 
decit circuitele facute din rnai multi componenti, rnai simpli, rnai discreti. Desigur c i  
exist: exceptii. De exemplu, un sistem de compiuter cu un sistem de susJinere 
suplimentarii montat hiuntru poate da faliment ca sistem rnai rar decit it sistem de 
computer far8 sistem suplimentar de sustinere 

Efectul unui numiir mai mic de piese la cheltuielele totale a produsului poate fi 
dramatic: Num2rul pieselor este adeseori propoQiona1 cheltuielelor de asamblare. La 
uzinele automatizate de exemplu, numml pieseior influenteazii cheltuielele capitale, 
deoarece trebuie asigurat un mecanim de asamblare pentru fiecare pies;. 

Efectul asupra cheltuielelor globale este chiar rnai important decit efectul asupre 
cheltuielelor muncii la asamblare. La multe intreprinderi producitoare, cheltuielele 
globale de producfie depiigesc cheltuielele directe de producfie, citeodatg de 5-1 0 ori. 
Acest decolaj oferii o posibilitate mare de a reduce cheltuielele. Atunci cind 
combinim cu analiza DFM metodele de felul analizei procesului pot fi foarte 
produczive in aga sfere globale, cum ar f i  obtinerea venitului, planificarea, 
cumpiirarea, managementul stocului de miirfuri, schimbarea pieselor gi urmiirirea 
intemii a migciirii pieselor. 
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PROCESULUI 



COMPETE BETTER 
WITH 

PEOPLE ARE MOST IMPORTANT 
But They use 

TOOLS AND EQUIPMENT 

SIMPLIFY - AUTOMATE .- INTEGRATE 



CONCUREAZA MA1 BINE 
CU 

CIM 1 FMS 

OAMENII S ~ N T  MULT MA1 IMPORTANT1 
DAR EI FOLOSESC 

UNELTELE DE MUNCA $1 UTILAJUL 

SIMPLIFICARE - AUTOMATIZARE - INTEGRARE 



THE PATH TO FUTURE FMS 
Flexible Manufacturing Systems 

POLICY 

1.WHAT PRODUCT TO MAKE 

Market Differentiation 
Market Innovation 
Market Quality 

2 DESIGN CRITERION 

IMPLEMENTATION 

(From 

3.VALUE ENGINEERED DESIGN 

Cost/Vaiue/Profit by Feature 

4.SELECT DESELEMENTS to MAX. 

Strategic Plan) 
! 

CUSTOMIZE 

Universal 'Lego-Blocw Components 

5.SELECT EQUIP.PROCESS TECH. 

Economy of Scale 
Single Minute Change - over 

6.PROG. AND SOFTWEAR DESIGN TO INTEGRATE 
I 

Materials 
Processes 

. . Training 



CALEA SPRE VIITOARELE SFD 
SISTEME FLEXIBILE DE PRODUCERE 

POLITICA 

1. CE SA PRODUCETI ( CONFORM PLANULUI STRATEGIC) 

DIFERENTIEREA PIETII 
INOVAREA PIETII 
CALITATEA PIETII 

IMPLIMENTARE 

3. VALOAREA PROIECTULUI ELABORAT 

COSTULNALOAREAPROFITUL h DEPENDENDA DE 
PARAMETRII DE PROIECTARE 

4. SELECTAREA ELEMENTELEOR PROIECTULUI 
PENTRU MAXIMALIZAREA DEPRINDERILOR 

COMPONENT1 
UNIVERSAL1 LEGO-BLOC 

5. SELECTAREA TEHNOLOGIEI UTILAJULUI PENTRU 
PRODUCERE 

ECONOMIE DE BALANTA 
SCHIMBARE BRUSCA 

6. PROGRAMAREA $1 PROIECTAREA SOFTWEAR PENTRU 
INTEGRARE 

MATERIE PRIMA 
PROCESE 
INSTRUIRE 



$NAFU/by Bruce Beattie 



Glossary of Terms 

NC - 'NUMERIC CONTROL MACHINERY 
' CONTROLLED BY DIGITIZED 

OR COMP. INPUT .. 

CAM - COMPUTER AIDED MACHINING 
(OR ' MANUFACTURING) 

CAD COMPUTER AIDED DESIGN 

CAD/CAM - COMPUTER DESIGN DATA 
TO NC MACHINE 

! 

TAPE 

TRANS 

CAT - COMPUTER ASSISTED TEST 

CAI - COMPUTER ASSISTED INSPECTION 

CAE - COMPUTER ASSISTED ENGINEERING 

CIM - COMPUTER INTEGRATED MANUFACTURING 

CIM .ENTERPRISE - HOLISTIC ' CONCEPT 
SBU- STRATEGIC BUS.' UNIT 

GT - GROUP TECHNOLOGY"=.- FAMILY -CLASSES 
. . OF CONFIGURATIONS OF 

PARTS, ;MATERIALS,ETC. 



SLOSAR DE TERMENI 

MCN -MECANEM DE CONTROL NUMERIC 
CONTROLAT DE 0 CASETA NUMERICA 

PCDIMCN - PROIECTAREA COMPUTERIZATA A DATELOR 
$1 TRANSFERAREA LOR h MECANIZMUL DE CONTROL 

NUMERIC 

VC - VERIFICARE CU COMPUTERUL 

CC - CONSTRUCT11 COMPUTERIZATE 

PIC - PRODUCEREA INTEGRATA A COMPUTERILOR 

CH - CONCEPTIE HOLISTICA (TENDIN@ SPRE UNITATI 
~NTREGI) 

UBS - UNITATE DE BUSINESS STRATEGICA 

GT - GRUP TEHNOLOGIC - FAMILIE - CLASE 
DE CONFIGURWII 
DE PARTI, MATERIE ETC. 



SIMPLIFY 
PRODUCT DESIGN 

PART OR ITEM DESIGN 

PROCESS TOUCHLABOR 

HANDLING AND TRANSPORT 



PROIECTUL PRODUSULUI 

0 PARTE SAU DENUMIREA PROIECTULUI 

PROCESUL DE MUNCA DUR 

CONDUCEREA $1 TRANSPORTUL 



AUTOMATE 

USE BACKLOG OF TECHNOLOGY 

SUBSTITUTE HI-OUTPUT MACH 

PROVIDE MECHANICAL ASSISTANCE 



AUTOMATIZATI 9 

I FOLOSITI 9 REZERVELE TEHNOLOGIEI 

SUBSTITUITI 9 UTILAJUL CU RANDAMENT ~NALT 



INTEGRATE 

MACHINERY CONTROLS 

TRAVEL -PEOPLE & MATERIALS 

REPORTS TO INFER DECISIONS 



INTEGRATI 5J 

CONTROLUL UTILAJULUI 

CHELTUIELELE PERSONALE IN DEPLASAFU A 
OAMENILOR 

SOFTWARE 

RAPORTARE ASUPFM LUARII DECIZIILOR 



WHY POSSIBLE NOW. ? 
DIGITALIZED INFORMATION 

RANDOM ACCESS 

LOCATION ABILITY 



DE CE ESTE POSIBIL 

INFORMATIE 9 f~ CIFRE 

ACCES ~NT~MPLATOR 

ACUM? 

POSIBILITATEA DE LOCALIZARE 





WHY DON'T WE DO IT? INVEST . 

! What are the Barriers and Issues 

Lack of Management Follow-up 

Disinvestment as a Policy 

Object to Data Accumulation 

Organization Resists Any Change 

Lack of Knowledge or Training 

Engineers Resist Change 

Absence of Priorit-ies 

Fear of Uncertainty 

No Accurate Costing Methods 

We've Always Done It This Way! 



DE CE NU FACEM INVESTITI? 
CARE S ~ N T  OBSTACOLELE'SI PROBLEMELE 

LIPSA DE PERSEVERENTA 

8 NEINVESTIREA CA POLITICX 

OBIECTII LA 1NFORMqI.A ACUMULATA 

ORGANIZAW SUPORTA ORICE SCHIMB&U 

LIPSX DE CUNOSTINTE $1 INSTRUIRE 

INGINERII SUPORTA SCHIMBARILE 

ABSENTA PRIORIT~~TILOR 

TEAMA NESIGURANTEI 

NU EXISTA METODE EXACTE PRECISE A 
PRE-OR 

NOI TOTDEAUNA PROCED- IN ASA MOD 



RESULTS FROM CIM 
Case study results 

General Electric -- Dishwasher 

Piece Count for l ine - 5600 Red. to 850 

60% Inventory reduction 

53% Reduction of Customer Service Calls 

Reduced WIP time from 6 days to 18 hours 
\ 

Increased employee productivity more than 

Capacity increased more than 20% 

Installed with no shutdown of existing mfg. 

All parts made a n d  plastic molded at pt.01 

Entire process run by 34 G.E. programmable 
controllers, DEC PDP 1 1 /44,MIURIX,Graphic 

IBM - Chip manufacturing 

5000 new designs per year. 

100 automated tools in 8 lines 

Full automated transportAVG 

Revamp being considered after 5 

New product for Cust. in 18 days 
3 days expedited 

Hlgh lbchnology Mag. May 85 

yrs. oper. 

normal 

Dis. 



REZULTATELE PRIMITE DE LA PIC 
Rezultatele studierii cazului 

' I *  . "  Magina de spiilat vesela 

NumPrul de buciiti pe linie - 6500 d t r e  850 

60% reducerea inventarului 

53% Reducerea Chemiirilor pentru Servicii a Clientilor 

A fost redus WIP timpul de lucru de la 6 ore la 8 ore 

A crescut productivitatea angajatilor cu 25% mai mult 

A crescut capacitatea cu 20% mai mult 

Toate p5rtile confectionate ~i modelate palstic pentru folosire 

Procesul Pn total ajunge la 34 EG sisteme de control programate 

[BM - producerae microschemelor 

5000 articole noi pe an 

100 de instrumente automate la 8 linii 

Transport automatizat pe deplin 

Renovarea fiind considerat5 dupii 5 ani de activitate 

Noul produs pentru clienti pregiitit in 18 zile normal fiind 3 zile 
mai repede 

Tehnologie inalta Revista dm Mai 1985 



Case studies (Continued) 

WESTINGHOUSE -- Electronic Assy- Boards I 

I 
Kitting Raw Materials I 

I 
I 

All automatic insert and finish 
I 

99% pass Final test i 
I 

WIP cut by 65% i 

Cycle time reduced by 80% 

Reduced 75% touch labor 

Reduced losses in mat'l 90% 

Reduced floor space requirement 60% 

APPLE - MACINTOSH PRODUCTION LINE 

Paperless environment 

All instructions via computer 

Bar code data collection 

Inventory turns 25 times per year 

HARLEY - DAVIDSON 

Raw and WIP inventory turns from 

Reduced 75% set-up time 

Reduced in-process Inventory .costs 

Returned to market Leadership/profitability 



CAZ DE STTJDIU (CONTINUARE) 

WESTINGHOUSE - MONTARE  ELECTRONIC^^ - PLACI 

lllPROVIZIONAREA CU MATERE P- 

rOATE ~NTRODUCERTLE AUTOMATE $I AU TRECUT TESTUL FINAL CU 99% 

3ROCESUL DE P R O D U C P  S-A REDUS CU 65% 

r m u L  DURATEI DE P R O D U C ~  S-A REDUS cu 80% 

MUNCA MANUALA A FOST REDUSA CU 75% 

4U FOST REDUSE PIERDERILE MATERIEI PRIME CU 90% 

4 FOST REDUS SPA'$WL CU 60% 

APPLE - MACINTOSH LIMA DE PRODUCERE 

NU FOPLOSESTE H~KT"TE 

TOATE INSTRUC'FIUNEE LE PRIMESTE DE LA COMPUTATOR 

CIRCUITUL STOCURILOR 25 ORVAN 

HARLEY - DAVIDSON 

ROTAWE MATERIEI PRIME $I A PROCESULUI DE PRODUCERE DE 5.9 P ~ A  
LA 15 

A FOST REDUS TIMPUL ADECVAT CU 75% 

AU FOST REDUSE CHELTUlELELE PENTRU INVENTARIU DE PRODUCERE # 
23M P ~ A  LA $8.5 

AU DEVENIT LIDERTI A1 PIEW/ RENTABILITA~I 



Laser Magnetic Storage International 
JIT/TQG/TEI/CIM 

Product - Several discrete 'assembly lines were 
integrated into a single mixed model line 
accommodating over 175 models of the Keystone 
tape drive. 

80% Cycle-time Reduction 6096 Yield lmprovm't 

; 50% Space Red. 94Y0 Defect Reduction 

70% Inventory Red. 82% WIP Reduction 

93% Daily Schedule Lin. 100% Cust. Del'y Comm. 

Quality now 'Drop Ship' certified to major cust. 

Mixed model line makes something for every 
cus torner, everyday. 

Ino. all Administrative Processes and Prod. Design 

4 
AME Workshop 



LASER MAGNETIC STORAGE INTERNATIONAL 
JIT / TQC I TEI / CIM 

PRODUSUL - C~TEVA LINII DE ASAMBLARE DIFERITE AU FOST INTEGRATE 
~NTR-0  SING^ LINIE DE MODEL MIXED ACCEPT~ND PESTE 175 MODELE DE 
BENZI PENTRU KEYSTONE 

80% REDUCEREA 60% ~MBUNATATIREA 
TIMPULUI DURATEI DE PROFITULUI 
PRODUCTIE 
50% REDUCEREA 94% REDUCEREA 
SPATIULUI DEFECTELOR 
70% REDUCEREA 82% REDUCEREA 
INVENTORIULUI TIMPULUI PROCESULUI 

DE PRODUCTIE 
93% GRAFICULUI 100% FURNIZAREA 
ZILNIC CONSUMATORULUI 

ACUM MAJORITATEA CONSUMATORILOR GARANTEAZA CALITATEA. 
LINIA DE MODEL MIXED ~NDEPLINESTE CEVA PENTRU FIECARE 
CONSUMATOR, i~ FIECE 21. 
INCLUZ~ND TOATE PROCESELE ADMINISTRATIVE 81 PLANIFICAREA 
PRODUCTIEI 



JIT/TQC CHANGES AT NCR-lthaca 

Mfg. cycle time reduced 

Inventory reduced 77% 

Production space reduced 60% 

Assembly process time reduced 77% 

Quality levels at 99% plus 

99% + On-Time product deliveries 

Product - - Printer peripherals for retail 
point of sale, auto tellers, banks 

Three year program 

AME Workshop 



JIT I TQC CHANGES AT NCR - lthaca??????? 

TIMPUL DURATEI DE PRODUCERE A FOST REDUS CU 85% 

INVENTORIUA FOST REDUS REDUS CU 77% 

SPATIUL DE PRODUCERE A FOST REDUS CU 60% 

TIMPUL PROCESULUI DE MONTARE A FOST REDUS CU 77% 

NIVELUL CALITATII MA1 MULT DE 99% 

99% + LIVRAEA PRODUSELOR LA TIMP 

PRODUSUL - ??????????? 

PROGRAM DE TREI AN1 



LC. 

focused factory" 



ESTE 





OUTLINE 

I .  BRIEF DESCRIPTION OF ENTERPRISE 

PA112 A. HISTORY WHEN IT WAS FORhlED. PRODUCT EVOLUTION, PRE AND 
+ANNE% POST-PRIVATISATION BENCH \ l . W  ST-ATISTICS (SALES, 

, 
vhl PROFITS. EMPLOYMEYT. ETC.) 

B. HISTORICAL ROLE OF ENTERPRISE IS THE COMMUNITY (SOCIAL 
AND ECONOMIC). 

C. PRIVATISATION PROCESS: DATES. OifXERSHIP. C O W .  
GOVERNANCE. STOCK REGISTRY. DISPUTES IF ANY, ETC. 

D. QUALITATIVE AND QUANTITATIVE DESCRIPTION OF BUILDINGS, 
LAND. MACHINERY EQUIPMEYT OWXED BY ENTERPRISE. 

. E. BRIEF SUMMARY FINANCIAL OVER\'IE\t' 

F. MAJOR POSITIVES AND NEGATIYES FAXING THE ENTERPRISE 
TODAY (COMPARATIVE ADVANTAGE AYD DISADVANTAGE). 

11. SUMMARY DIAGNOSTIC OF PROBLEMS OF ENTERPRISE AND 
ITS CURRENT POSITIONS: 

1'2 A. ANALYSIS OF FINANCIAL POSITIOY 
+ANNEX 1 PROFIT AND LOSS STATEMENT: BALANCE SHEETS, SUMMARY 
FPIDW INCOME STATEMENTS 

2 SUMMARY RATIO'S (IE. CURRENT RATIO. QUICK RATIO. 
LIABILITIESITOTAL ASSETS. SHORT TERM LIABILITIES, 
CAPITAL EQUITACY. TRADING PROFIT. MATERIAL 
COSTS/REVENUES. LABOUR C0STS;REVENUES. OPERATING 
COSTSIREVENUES. TRADING PROFIT1 REVENUES, ACCOUNTS 
RECEIVABLE AND PAY.4BLE ANhLY SIS. ETC .) 

3 DETERMING THE ADEQUACY OF XCCOLiNTING PRACTICES 
AND ALL FINANCIAL REPORTING MECHANISMS 

4 CONCLUSIONS. COMMENTS .AND RECOMMENDATIONS T O  
IMPROVE FINANCIAL PERFORUQ!CE. 



P 1 B ANALYSIS OF MANAGEMENT AND PERSONNEL ISSUES 
VS 1 QUALIFICATION OF MANAGEMENT 

2 MANAGEMENT AND PRODUCTION ORGANISATIONXL 
STRUCTURES 

3 MANAGEMENT AND PERSONNEL TRAINING PROGRAM 
4 EMPLOYEE OWNERSHIP ISSUES 
5 THE ROLE OF THE LABOUR UNIONS 

P7 1/2 C. COMMENT AND ANALYSIS OF MANUFACTURING CAPACITY AND 
Ghl PRODUCTION EFFICIENCY REVIEW 
. 1. ANALYSIS OF SALES REVENUES BY : 

A. PRODUCTS 
B. PLANNED NEW PRODUCTS-THIS YEAR-LONGER TERM 
C. MAKET-SIZEISHARE-SALES PLANT 
D. PRICING PROBLEM CURRENT 

2. PRODUCT ANALYSIS 
A. PRODUCT FIT TO COSTUMER NEEDS (CURRENT) 
B. TRADE ANALYSIS 
C. REENGENIERING PLANS NEW OR DESIGNS FOR CHANGES IN 

THE FUTURE 

3. ANALYSIS OF MANUFACTURING PROCESS 
A. QUALITY CONTROL 
B. PRODUCTION CAPACITY RELATED TO MARKET DEMAND 

4. COST ANALYSIS 
A. COST OF GOODS SOLD 
B. MANAGEMENT PLAN FOR MARGINIPRICE (CURRENT) 
C. CHANGES POSSIBLE IN PRODUCTION COST 
D. CURRENT MANUFACTURING PROCESS. COST EFFICIENCY 
E. PLANNED CHANGES TO INCREASE MANUFACTURING COST 

EFFICIENCY 
F. POSSIBLE CHANGES TO INCREASE MANUFACTURING COST 

EFFICIENCY 

5 .  PRODUCTION SCHEDULING 
A. REVIEW PLANNING PROCESS. MASTER SCHEDULE 

6. INVENTORY MANAGEMENT ISSUES 

A. REVIEW TOTAL SUPPLY CHAIN 
B. IDENTIFY TRANSPORT PROBLEMS OR CONCERNS 
C. REVIEW FACTORY PRODUCTION CONTROL PROCEDURES 
D. INVENTORY TURN OVER RATES 



7 .  REVIEIV h,IXKTES.ASCE ISSL-ES .AS THEY EFFECT PRODUCTION 
EFFICIESCY 
A. PRODUCTIOS DO!\?iTIh.lE 
B. ENERGY PROBLEMS . 
C. CONSURVATIOS POSSIBLE . 

PI B4 CONTINGENT LIABILITIES 
VS 

. I  

PI 
CJF 

P3 

1. SOCIAL ASSETS 

2. LE-ASES AND OTHER FORM OF ASSET TRANSFERS ETC. 

3 .  OBLIGATIONS TO PENSIONERS ETC. 

Ill. LEGAL OR REGULATORY ISSUES 

I .  ARE THERE . A n  LEGAL ACTIONS PENDING OR PROTEST 
AGAmST THE EXTERPFUSE 

2. ANY REGULATIOSS OR LA\VS THAT EMPEED THE COMPANY 
FROM OR PREVEKT THE ENTERPRISE FROM IMPLEMENTING 
PLANS (IE: LAND SALES) 

IV. ANALYSIS OF PURPOSED CONSULTING INTERVENTIONS AND 
THERE PROJECTED IMPACT ON THE ENTERPRISE. 

1. DESCRIPTION OF THE PROPOSED CONSULTING ACTIVITY 
+ANNI:S INCLUDING TIME TABLE PIND CONSULTING PERSONNEL 
VM REQUIRED. ( ACTION PLANS) 

2. PROJECTED IMPACT ON THE EYTERPRISE 

A. FINANCIAL ( NCLLD OBJECTIVES AND BENCHMARKS) 

B. POTENTIAL ISCREASE I 3  OPERATIONAL EFFICIENCIES 

POSSIBLE 11P 
+ ANNEXES 



OUTLINE 
"ZETO" SA 

I. BRIEF DESCRIPTION OF THE ENTERPRISE 

A. Historv, Product Evolution. The Thermal Power Equipment Works from the 
Town of Chadyr-Lunga was created on March 16, 1959, on the Decision of the 
Soviet of the Public Economy of Moldavian S.S.R. 

The basic assortment of the products is as follows: electro-thermal 
resistance stoves, gas mixing equipment, drying ovens, consumer goods (water 
heating boilers, electrical converters for housing heating, electrical ranges, gas 
heating boilers for house heating). 

They are now also planing the production of new convection heaters. 

B. Historical Role o f  Enterprise in The Community. In its field of activity 
"ZETO" is a monopoly. The nearest competitors of the enterprise are in Russia, 
such as "Zil" (but the cost of Zil's production is higher). This enterprise 
furnishes employment of 200 people of Chadyr-Lunga. The Joint-stock 
Company "ZETO" satisfies the needs in industrial equipment of the machine 
building industries of Moldova, the Ukraine and Russia. Some production is 
also exported to Western and Eastern Europe. 

C .  Privatization Process. The enterprise was privatised in 1994 at the republican 
auction for subscription of shares. From 11/21/1994 ZETO is a Joint-stock 
Company having a share capital of Lei 1,860,500. As on the date of Q 1.0 1.1996 
the paid-in share capital constituted 88.18%. 

The structure of "ZETO" S.A. is as follows: 

The 

~d shares 6.323 1 1.79'0 
Total: 53.157 1 00° o 

enterprise signed a contract with an independent registrar "Grupa 
Financiara" concerning the creation of a register of bondholders and 
shareholders. In March 1996 there's scheduled the ordinary meeting of the 
shareholders of ZETO S.A. 

D. Oualitative And Quantitative Description q f  Buildinns, Land . Machinerv 
Equ@ment. The production areas occupy buildings which are situated on the 
territory of the factory comprising 2,5 hectares and include all departments and 
offices. 

In addition within 2km. distance from the factory location "ZETO" has a 
1.5 hectares area of land which is outside of city limits. Raw materials are 
placed there. 

All of the buildings for production and the administrative buildings are 
satisfactory, their age is less than 20 years. 

The land on which the factory buildings are housed is a plane surface 
with firm soil and deep underground waters. 



Depreciation of buildings and machinery according the accounting 
department's report at 0 1.0 1.95: buildings- 70%; machinery - about 7590. 

The list of machine-tools of the factory and depreciation of buildings and 
machinery details are presented in annex I. 

E. Brief Summarv Financial Overview. Currently, the primary activity of the 
company is the sale of old inventory at non-inflation adjusted prices. The 
company appears to be profitable but little actual production occurs. The cost 
of goods sold is an inaccurate representation of what it would cost to 
manufacture today. The company has almost no liquidity with funds from the 
bank accounts being immeadiately taken by the government for back taxes. The 
market for ZETO equipment has decreased over 50% in recent years. Their 
products are used in all heavy industries, who are also experiencing similar 
decreases of production volume. There is limited information about the 
commodity markets for their infant consumer products business at ZETO. 

The production volume decreased 78.1% in 1995 compared with 1993 
period. At the same time the income statement(annex 111) shows ZETO's 
revenue increased 3 times and profit from operations- 3.1 times within the same 
period. This does not reflect a real situation because inflation effect that took 
place in Moldova economy during these years was not properly considered in 
their  calculation^. 

Without considerable auditing and adjusting to the present accounting 
statements and the further allocation of cost between industrial and consumer 
goods it is difficult to state the real operating health of this enterprise. It is quite 
apparent now that our estimate is that they are using up the corporate assets. It 
is probable that a one year of continuing operations without a complete change 
in forward planning will result in ultimate demise of the enterprise. 

The enterprise reduced the staff from 284 employees in 1993 to 204 
employees in 1995. The number of working day per employee decreased in 1995 
by 18.7% and production utilized only 12O/b of capacity in 1995. 

Because of insolvency of their clients the accounts receivable increased. 
At the end of 1995 the debts - 1 18,2 thousand Lei. Thus the cash flow decreased. 
In 1995 Agroindbank granted a loan of 150 thousand Lei for a customer order. 
The credit was used but the product was not sold. The loan, it has been 
extended for a few months period. 

The enterprise cannot pay its current liabilities in near future, which 
totals in 1995 the amount of 703,4 thousand Lei. The debt structure requires 
long term arrangement for continuing operations. 

F. Major Positives And Negatives Facing The Enterprise Toda-v 
Advantages: 
1. The enterprise maintains the position of a product manufacturing monopoly 

in specialized industrial machinery in the CIS market. 
2. There is a new building with an area of 2500 m2 at the enterprise, in which 

production of new products could be organised. 
3. The enterprise owns a large and a varied stock of machine- tools as new 

products might demand. 
4. There are also some reserve lands which could be sold for profit. 

1 Inflation increased prices which resulted in overstatement of revenue and understatement of 
depreciation and material expanses that were considered at their acquisition prices and not 
indexed to market prices of 1994,1995. 
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5. The enterprise has taken all possible actions to maintain the qualified 
specialists. 

Disadvantages: 
1. Abrupt decrease of demand for industrial thermal machinery in the capital 
tools market, general decrease in industry of CIS countries and the insolvency 
of the majority of potential clients, whose industries are at 50°/0 or less of 
capacity. 
2. Too much building space for production. 
3. Lack of qualified specialists in the field of marketing. 
4. A high share (7 1°io) of overhead expenses in the production costs. 
5. There is no system for planning analysis of production cost and sales. 
6. Irrational allocation of production costs by products. 
7. Large inventory of unsold products at the end of 1995. 
8. The management structure of the enterprise is imperfect and does not 

correspond to the new conditions of their market economy. 

11. SUMMARY DIAGNOSIS: PROBLEMS OF ENTERPRISE 
AND ITS POSITION 

A. Analysis Of Financial Position 
1. Profit And Loss Statement, Balance Sheets, Summary Income Statements 

Balance Sheet(annex 11) and Summary Income Statement(annex 111) 
shows that the profit from production activity of S.J.C. "ZETO" increased 
from Lei 119,5 thousand in 1993 to Lei 374,4 thousand in 1995 (3,l times). As it 
was mentioned before in Brief Summary Financial Overview the absolute index 
of profit change do not reflect the real situation because the inflation index has 
been ignored. At best, the operating margin of profit decreased from 49.490 in 
1994 to 36,2% in 1995, at worst, if inventory costs had been adjusted for 
inflation, the company would have realized a loss equivalent to its gross sales (see 
annex I1 and 111- inflation adjusted Balance Sheet and Income Statement). The 
following analysis are based on non-inflation adjusted numbers and represent a 
best case situation for the firm. 

Operational expenses on each Lei of product sold increased by 26.1% 
during this period. 

The production efficiency decreased. The net profit ratio of 
J.S.C."ZETO" decreased by 8 points (33,1% in 1994, 25,4% in 1995). So, in 
1995 J.S.C. "ZETO" received for each Leu of the sold production 25 bani net 
profit, that means by 8 bani less, than the prior year. 

The annual amount of the net profit was 263,4 thousand Lei, in 1995. 
From this amount 59,l thousand Lei (22,4O/) were reserved for employee 
bonuses, 43.2 thousand Lei for the payment of the dividends, 59,9 thousand Lei 
(22,7%) according with the Law about the Joint Stock Companies were for the 
formation of the reserve capital and 6 1 , l  thousand Lei (23,2%) for production 
development. These funds except dividends were distributed in 1995. The 
company has no means to pay these dividends(Ba1ance Sheet 1995 Cash- Lei 
777). 

The analysis of the current assets at the J.S.C. "ZETO" shows that during 
the last year the current assets increased by 371,l thousand Lei or by 43,2% 
because the inventories increased. The turnover of the inventories decreased in 
this period from 1,8 timelyear much to 1,1 time/ year. 



Last year the accounts receivable for the goods, work and services 
increased by 83,3 thousand Lei, or 3,4 times because of the insolvency of their 
clients. Besides that, the accounts payable to suppliers for the goods and 
services increased in 1995 by 73,l%. 

The interrelations with the State budget became complicated, debt to the 
State of Moldova at the end of 1995 was 173 thousand Lei and increased in 
comparison with 1993 4,5 times. This way the current liabilities of the J.S.C. 
"ZETO" at the end of 1995 were 703,4 thousand Lei, while the quick assets were 
only 120,9 thousand Lei (quick assets ratio is equal to 0,17). 

Plan for Profit Distribution and Changes in The Elements of Working 
Capital Statement are presented in annex IV. 

2. Summarv Ratios (see annex V ) .  

3.The Adesuacv O f  Accountinn practices And All Financial Reporting 
Mechanisms. The accounting methods at the J.S.C. "ZETO" do not allow 
calculation many indices, which are used in analysis of the financial situation 
and in determining of the financial results. 

They do not furnish analytical managerial reports. There is so little 
activity. There is no a separate method for presentation of the production costs 
on each product. That is why financial results are difficult to interpret. 

4. Conclusions, Comments And recommendations to Improve Financial 
Performance. The financial report is made manually, only the report of the 
wages and the report on the inventory is made at the computer. The methods 
used on wages and inventory are not reliable. 

Their system of the overall financial planning at the enterprise requires 
review for improving management control. 

B. Analysis of Management And Personnel Issues 

1. Qualification O f  Management 
Advantages: 
-A long lasting professional skill (1 5-30 years) of the managers. 
Disadvantages: 
-Only 40% of all specialists from the management have high education. -. 
-The management is not experienced in market economy nor computers and 
their use. 
-Marketing as a management activity must be installed. 
-Management and staff skills for improvement is missing, in computer usage and 
the functions of the security market operations. 

2. Management And Production Organisalional Structures 
Adminiszrazive organisazional structures (see annex VI) 

Privatization brings with it a concept of individual accountability and 
responsibility requiring changes in the modes of existing management behavior 
to engage all levels of employees. 
A dvantages: 
- The structure of management covers all necessary services for production 
process. 



Disadvantages: 
-Delegation of accountability to the basic production and engineering staff is 
poor. 
-Decisions making in the management structure is too centralized 
-Duties and responsibilities must be developed and clearly assigned to all 
managers. 

Production organizational structure 
Advantages: 
-The connection between basic production and services is only at the level of the 
department managers. 
Disadvantages: 
-The connection between basic services and secondary services functions only on 
the level of the chiefs of services. 
-There is missing a functional connection between the material supplies 
department purchasing and production dept. 
-The legal service is not involved in the organisational structure. 
-Technical inspection is provided only on the level of supplied materials and 
delivery of finished products and not during work process. 

3. Mananement And Personnel Training Program Nothing has been done in the 
last three years to improve the skills of the staff as there is not a training 
program. 

4. Emplovee Ownership Issues. Ownership: employees-14.7%,the Director- 
0.3%,undistributed shares-1 1.7%. Funds own 56% of shares. Any problems 
related to ownership have not arisen yet. The first owners meeting is scheduled 
for March, 1996. 

5. The Role o f  the Labour Issues. There is only one person, who is not full time 
and combines jobs involved (he is chief of the technical inspection department). 
He doesn't take part in hiring and dismissing the employees. 

C. Comment And Analysis Of Manufacturing Capacity And Production Efficiency 
review 

1. Analysis o f  Sales Revenues 
Products: The major products of the enterprise are used in all branches of the 
general machine- building industry, as well as in military industry, motor-car 
industry, tractor -building industry, agriculture and other industries. 

ZETO's products and their quantitative and qualitative volume changes 
are listed in annex VII. 

Planned New Products: In 1996 the factory plans to start manufacturing new 
products, although no budget or outlines or approved projects exist which show 
potential benefits. New products proposed are: 

Three new modifications of gas preparing devices 3KOB; 
A gas distributing system for district gassification; 
A new type of an electric heater; 
Production of activated carbon; 
Production of gas firing existing boilers; 



Plan For Out~u t  O f  New Products Designed in 1996: 

1 Gas Distribution Station 1 100 .- 1 500000 (5000 each) 
I Electrical Heater 3KYC 1 12000 1 480000 (40 each) I 

Action will not be taken about the output production of salt thermal 
pools with treating temperature 1300 Celsius degrees until a customer order. 

The enterprise has the possibility to export its production in 
Romania, Bulgaria on the condition of design improvement. Proforma 
analysis of all new products is required4n future. 

Market Size/ Share Sales Plant The sale by market in 1995 were: Russia - 
56,92%; Ukraine - 24,20%; Belorussia - 7,05%; Moldova - 17,83%. The sale 
volume in 1995 increased by 8% in comparison with 1994. 

During the soviet period the enterprise exported its production in 36 
countries of the world (most of them were the third world countries, Cuba, 
Mongolia, India). The principal competitors of the enterprise were: "Aihelin" 
(Germany), "Degussa" , "Naber" , "Holkroft" . 

The principle products are competitive and in some instances better. The 
enterprise still produces directly for prior customers while contacts are limited to 
correspondence with former clients. 

The enterprise is seeking new clients at different exhibitions (in Minsk, 
Moscow, Chisinau). The products that were displayed had a great success. The 
enterprise uses advertisements at a low level. However the enterprise can not 
now participate at the exhibition, because of its difficult financial situation. The 
sales of the house hold consumer goods will directly relate to the commercial 
contractors and house builders from Moldova. 

Pricing Problem Current. The main pricing problems in "ZETO" are high cost 
for inputs; materials; fuel; components imported from outside and also a 
permanent increase in tariffs for electrical energy in Moldova. In 1994 tariff for 
electrical energy equalled 10 bani per 1 kwlhour, in 1995 - 22 bani per 1 
kW/hour. 

A considerable influence on price level is exerted also by high taxes for 
the budget. In 1995 payments to the budget accounted for 312,3 thousand Lei 
(47,3% in relation to production expenses and sales of the product). In 1994 - 
304,9 thousand Lei (54,6%), in 1993 - 6 1,5 thousand Lei - 29,3%. 

Taxation system needs to be perfected, and reconsideration of 
"normative" in prices calculation is necessary to be realistic. 

Lack of information about seller's market and world prices for similar 
products presents a serious problem. Special investigation of the of the market 
is required. 

The control over actual production cost accounting of each product 
should be improved. 

2. Product Analvsis 
Product Fit To Customer Needs (Current). The factory has not investigated 
whether their product meets customers requirements in the past. All Union 
Scientific Research Institute of Electrothermy had been the owner of the design 
and technological specifications (including technological process before 1990). 



Trade Analvsis "ZET0"'s factories were rationalized for industrial customers 
including: plane manufacturers, vehicle producers, machine, tools, chemical 
plants, metallurgical, tractor construction, shipbuilding, ball-bearing, oil and 
gas industry, coal mining, light industry, military industry, atomictnuclear 
energy industry, agricultural industry, health protection, public education etc. 
The index of activity of heavy machinery industries is forecasted down by 25Oh 
more in the near future. There fore now 80% of the enterprise production are 
low priced consumer goods; 78.65% are being sold in Moldova; 10,160/0 are 
exported to Russia and 3,27% to Ukraine. 

80°/b of materials for products comes from Russian enterprises. 
The characteristic of ZETO's product life (period of exploitation) is 10 

or more years. Purchased material demands are now directly related to spare 
parts sales. 

Reengineering Plans, Designs For Change In The Future. The plans for product 
change are related to changes in consumers products demand: home heating 
boilers, electric convectors with better consumer features; salt pools with higher 
temperature range and modernisation of gas preparatory devices of 3KOB type 
and digital controls for ovens. 

3. A nalvsis qf Manufact urina Process 
qua lit^^ Control. The quality control in the complete process is fulfilled by the 
Department of Technical Control. 

The scheme of organisational structure and quality control system do not 
exist now but should be established in order to provide management decision 
making related to the improvement of quality. 

Now a few persons of the Control Department (previously consisted of 
16 officers) are able to control only the incoming materials and quality. 

In the past the All-Union Institute of Electro-Thermo Industry reviewed 
the quality of the industrial products through the periodical testing at its 
laboratory. The Institute does not exist any more. 

In order to meet world-wide Standards and market demand a new system 
for periodical and certification testing should be established with the 
participation of the Department of Standardisation of Moldova. 

Production Capacity Related To Market Demand At present time the production 
capacity of "ZET0"SA exceeds much the volumes of orders for industrial 
machinery and consumer goods. As in 1995 the production facilities were used 
at a level of only 12 % of their capacity. 

The list of finished goods accumulated at were house is presented in 
annex VII. 

4. Cost Analvsis 
Cost O f  Goods Sold The analysis of goods cost for each item during the 1995 
shows that for 1 Lei of goods sold cost increased from 86 bani in 1994 to 87 bani 
in 1995. 

The budget part in the structure of cost for 1995 consists the 
manufacturing costs which increased by 119,4 thousand Lei, including here 
bank interest which increased also by 55,7%, the T&L by 40,1%, 
communication by 60,796, unexpected liabilities by 31,9%. 

The share of manufacturing cost in the total cost of production increased 
from 29,4% in 1994 to 42,6% in 1995. Other incomes increased from 2,5% - to 



4,12O/b. Thus the share of raw materials, suppliers and work in process changed 
from 36,1% in 1994 to 28,2O/0 in 1995. This is result of the production changes to 
consumer goods, and decrease in more industrial goods. 

In 1995 the enterprise salaries has decreased by 5950 Lei. The share of 
this expenses in total cost of production decreased from 7% in 1994 to 5,4% in 
1995. 

Mananement - Plan For Margin/ Price (Current) The products of ZETO are 
specific and have different profitability, that is why management needs current 
plan for margin/ price. For example, such kind of ovens as: CHO-3.2, CHO- 6, 
AKOB- are unprofitable. The policy is to cover the loss of these products with 
higher profitable as large consumer goods. The current strategy is: 
1. To keep the specific capacity to produce these ovens. 
2. To keep the existing image of ZETO. as metallurgical specialists. 
3. The production process will be improved and floor space used will be 
reduced. 
4. The possibility to supply with spare parts the permanent existing clients. 
At the moment, the margins of the following products are: EH - 30 
- 47.15%; Spare parts - 86.4%; Converter EBPC 0.75 -1.4%; CTO A 

8% 
The main problems: 
1. There is no information about margin policies of ZETO's competitors nor 
market prices of products. 
2. There is no stable approach (revenue) in which to manoeuvre price/ margin. 

Changes Possible In Production Cost. In Cost structure of manufactured 
products in 1995 overhead expenses made up 70 % and more. That is why the 
main direction of activities must be to reexamine the total manufacturing 
facility and organization. 

Currenr Manufacturinn Process, Cost Efficient-v. The existing production process 
of the main items is carried out without chronological consistency, 
technological, production and control process due to the fact that buildings for 
production shops and facilities are dispersed in widely separated places. The 
manufacturing of items parts and components is carried out on universal 
equipment without any automatization of process. The handling and 
transporting of parts and units from one production section to another is being 
done by means of electro and motor cars The overhead cranes are used for 
loading and unloading operations. Such scheme of production links requires 
extra time and labour. 

Possible Changes To Increase Manufacturing Cosl Efficiencv. When the managers 
make the decision on production volumes at a higher level it could be suggested 
to rationalise and to relocate production sections or to concentrate the 
production of some commercial goods in one building. 

5. Producrion Scheduling The annual plan is drawn up by planning and 
economic department. The plan includes the following: the list of products 
(profile, type, amount) and the cost of products. The revenue is not shown in the 
plan, but it could forecast revenue. 

On the basis of the general plan labour costs and the number of 
personnel for the projected period are estimated. 



The products nomenclature is defined intuitively most frequently and this 
demonstrates the administration's striving to maintain the factory's 
specialisation in the field of electrical and gas thermal machinery. 

With new organization of the factory Quarterly and monthly reports of 
the production shops turn out to be more realistic, as they will be projected on 
the basis of the signed contracts, or on the basis of better market research. 

The estimation of the number of employees in the annual plan is 
provided proceeding from expectations of output equivalent of 1600 hours for 
one employee annually. 

6. Inventorv Management Issues 
Total Supplv Chain. Russia supplies 80 % basic materials. Minor suppliers are 
Ukraine and Byelorussia. Practically the enterprise has no constant demand in 
the supplier chain. There is an incomplete study of their supply market as a 
result of the absence of qualified specialists in purchasing. In many cases 
materials are bought on the basis of barter contracts, which complicates price 
and delivery. The enterprise doesn't use intermediate companies for 
transportation because it requires additional expenses. 

The Supplier Department of the enterprise has only one person who lacks 
a special training in purchasing. 

Only 40 O/O of raw materials come from direct producers and 6090 from 
intermediate distributors/ brokers at higher than market prices. 

At the present time 70% of supplies are insured by the established 
contacts, and 30% it has to be found when orders are received. 

Transport Problems Or Concerns. 17 vehicles are available at the enterprise. 5 of 
them because of need to be repaired are not available. 

Factory Production Control Procedures. Strict production control existed in the 
past. However recently an order required a 10 days schedule for delivery of 
large variety of unique industrial equipment. Delays in performance or in raw 
materials supply became an object of special attention for the Government 
authorities. The project was successfully completed. 

Now the extra efforts of the managers are applied to co-ordinate the 
operation of production divisions and departments when orders for products 
come or new agreements are signed. In other cases the production process is 
controlled (conducted) at such an extent so as to engage the employees into the 
process and to give the job to the most qualified personnel. 

As the consumer goods production is developed and when production 
volumes increase we will examine the production control practices at the 
enterprise which has experience of working under such short term scheduling 
conditions. 

Inventorv Turnover Rates. Finished goods and production stock went up to 
1097 thousand lei in 1995, that is 90% of present working capital. 

Inventory turnover without merchandise in commercial trade decreased 
from 2 times in 1994 to 1.2 times in 1995. All inventory turnover decreased from 
1.8 times in 1994 to 1.1 times in 1995. 

7. Maintenance Issues As Thev 4ffect  Production 
Production downtime. Energy-mechanic Department is responsible for the 
equipment maintenance at the factory. 



At present one maintenance team consisting of 12 people was organised 
to serve all facilities. There should be a maintenance stock room for spare parts 
for essential equipment. 

At present it is not feasible to assess losses of time in the production 
process due to operations downtime in the whole factory. 

Buildings and structures maintenance is carried out by the construction 
group which is responsible for current repairs. 

Energy Problems. The enterprise is mostly equipped with machinery to make big 
parts. Current orders are for small parts and small quantities. This makes the 
existing equipment wasteful for energy and inappropriate for orders. 

Conservation Possible. The enterprise has the possibilities of more rational 
energy consumption for the manufacturing of goods. For these purposes the 
enterprise should have such lists to minimise equipment in use and to avoid the 
use of a compressor (40 cubic m /hour) consuming 37 kwh, when they need 
only 5 cubic m /hour. 

D. Contingent Liabilities 

1. Social Assets Joint-stock Company "ZETO" S.A. possesses the following 
facilities for social uses: 2 shops for different food stuffs and consumer goods; a 
dispensary that serves the employees and inhabitants of the surrounding districts 
of the Town of Chadyr Lunga; there are also shower-baths for the employees of 
the enterprise. 

At present the construction process has been frozen on an unfinished 
block for flats. There is only - 4,5% complete (foundation pit and layout of the 
substructure). 

I (Lei) I 

The ~ x p n s &  of Social Fund 

2. Leases And Other Form O f  Asset Transfers. The enterprise neither gave nor 
took on lease any manufacturing, non-manufacturing objects or land. 

Year 
Social Development Expenses 

3. Obligations to Pensioners. The enterprise has no commitments towards 
pensioners. There aren't foreseen any charity or other helping actions towards 
pensioners. 

111. LEGAL OR REGULATORY ISSUES 

1993 
1735 

A. Legal actions pending or protests against the enterprise: 
1 .  The enterprise has not been prosecuted by creditors, agencies or banks. 

There are no pending legal actions from the creditors' side. 
2. The enterprise has only a part time lawyer. This leads to problems in 

relationships with other enterprises, especially those situated abroad. 
The main problem is the fact that the enterprise cannot refer a matter to 

arbitration and enterprise officers are poorly informed about legislation. 

1994 
24582 

1995 
15249 



Regulations or laws that impede the company: 
The administration needs training about the work of independent registrar 
and about the share market. In the nearest future there will be activity of 
their shares on shares market. 
The land on which the enterprise is situated belongs to the State and is 
released to the enterprise for usage. Privatisation of land is important for the 
enterprise for future tax problems and assets sale. 
The ministry of Health Services imposed restrictions on pollutant emissions 
in the atmosphere. Gas and dust pollution is high, but the figures do not 
exceed the limit of tolerance at present. 
The enterprise exports 80% of its products into CIS countries and are many 
stipulations of the law, which influence the enterprise's income including: 
customs duties: 0.25% of contracted sum; 
Transit of goods through Ukraine costs $40/load export or import(inc1uding 
declaration execution and registration). . 
would be helpful to Initiate decisions between the enterprise and the 

appropriate ~ o v e k m e n t  Agencies regarding: permission for enterprise to open 
accounts in several banks and simplification of the procedure of opening 
accounts; changes in Law on the normative price of land in order to define the 
acceptable mechanism of buying- selling of land and reduce the exclusively high 
normative price of land; Changes in the Regulations of the National Bank 
concerning the repatriation of proceeds from export of goods to attempt to 
facilitate the return of payments by the enterprise. 

IV. ANALYSIS OF THE PROPOSED CONSULTING INTERVENTIONS 
AND THEIR PROJECT IMPACT ON THE ENTERPRISE 

A. Description O f  The Proposed Consulting Activitv. When ZETO was 
organized, it was the principle supplier of supplementary (heat treating1 
metallurgical) processes to heavy industry for precision machine parts such as; 
internal combustion engines, transport equipment, machine tools, rail roads, 
earth moving, agricultural and armament for defense manufactures. These 
industries were 50% from the GDP until 1990. ZETO was a monopoly with high 
competence in supplying this market. 

The primary problems are, that activities in these industries have dropped 
by 5O0/0, the company is only selling from existing inventory, ZETO does not 
know the real cost of sales, the company is practically illiquid with all funds 
received going to pay either taxes or previously announced dividends. Therefore 
the facilities must be re-planned against a new market paradigm, floor space must 
be reduced, most machinery and equipment relocated to avoid unnecessary 
movement of materials in plant and to improve efficiency in manufacturing. 

A significant amount of floor space probably 50% should be demobilized 
saving associated overhead cost. Remaining operations should be completely 
rationalized. 

The present objectives and strategies must be completely adjusted to the 
reduced industrial sales market and increased consumer sales to provide viable 
annual sales and profits. 

We propose therefore to  gather all internal resources and external 
assistance to organize a complete new strategic plan at ZETO. The plan will 
include: 
1. A appraise and estimate the market for a three year horizon for analysis and 

forecasts of sales by product sectors; 



2.  Locate the most satisfactory existing buildings for reduced production; 
3. Organize machinery and equipment to support the new strategic forecasts 

levels of sales most efficiently; 
4. Organize programs for the most economic supply chain of materials; 
5 .  Install newly arranged management staff and procedures. 
We will use 4 CPBR consultants and 3 consultants from "Mobias Trust" to 
prepare the complete detailed plan by May, 31. It will be appropriate for use as 
a guide for implementation. 

B. Projected Impact On The Enterprise 
1 .  Strategy plan will give the opportunity to the management to focus the 
activities of all enterprise divisions for the period of restructuring process. The 
operation of the whole enterprise will be concentrated along the core task, 
avoiding unimportant and wasteful activities. That will increase the productivity 
of the management staff by 20%. 
2.  The analysis of technological processes will enable reviews and offer solutions 
for products cost reduction and higher efficiency. It will make possible to 
reduce cost of goods sold by 10%. 
3. The restructuring of financial practices will offer the enterprise management 
more detailed and adequate information for better decision making in 
inventories, disposal of unused assets and long range rational use of buildings. 
4. A complete break- even analysis of the new strategic plan will enable 
enterprise management to make a decision on further production policy. 

Break - even analysis of existing company and operations will completely 
justify a whole mew strategy and reorganization of facilities. 
5. Marketing program will lead to an essential increase in sales: 25% for 
consumer goods (Lei 150 thousand); 25% for industrial goods (Lei 200 
thousand). 



ANNEX I .  

The list of machinery-tools of ZETO factory 

machinery ( co&s, winches, 
convevors. etc.1 

Depreciation of buildings and machinery at 1 .O1.95. 
(Booked Data) 

I. Buildings 
including: tool-making divisi~n&nd 
energy- mechanic department 

- 70% 
- 100% 

11. Machinery 
1. Purveying machinery 
2.Sledgge- pressing machinery 
3. Lathes 
4. Drilling machines 
5. Grinding machines 
6. Milling andplaning machines 
7. Welding machines 
8. Woadworlcing machines 
9- Transnort means. 

- 95.4% 
- 78% 
- 7090 
- 79.8% 
- 70% 
- 81.4% 
- 64% 
- 90% 
- 7 1 -9% 



ANNEX Il. (pagel) 

"ZETO" SA 
Balance Sheets 

Assets: 
Cash 5,538 23,103 777 
Accounts Receivable 37,261 34,875 118,164 
Inventory 433,859 790,271 1,097,075 
Other current assets 14,306 10,266 13,642 

Tota 0,964 858,515 1,229,658 

Property, Plant & Equipment 190,811 1,148,938 1,150,198 
Less Accum. Depreciation (5,583) (1 3,541 ) (1 36,318) 

Net Property, Plant & Equipment 185,228 1 ,I 35,397 I ,013,880 

Capital work in progress 78 1 864 20,154 

Total Fixed Assets 186,009 1 ,I 36,261 1,034,034 

Other Assets 0 0 505,722 

Liabilities and Equity: 
Accounts payable 135;195 59,Ol I 102,123 
Taxes Payable 38,401 144,298 172,988 
Short-term borrowing 0 32,200 140,000 
Other current liabilities 181,052 226,929 288,248 

Total Short-term Liabilities 354,648 462,438 703,359 

Long-term borrowings and 17,200 5,500 0 
Liabilities 

Equity 305,125 1,526,838 2,066,055 



ANNEX Il. (page21 

"ZETO" SA 
Inflation Adjusted Balance Sheets 

Assets: 
Cash & Short-term Investments 2,495 9 -99.7% 
Accounts Receivable 3,767 1,294 -66% 
Inventory 85,349 12,013 -86% 
Other current assets 1,109 149 -87% 

Total Current Assets 92,720 13,465 -85% 

Property Plant & Equipment 124,08 12,595 -90% 

Less Accum. Depreciation (1,462) (1,493) 2% 

Net Property Plant Equipment 122,62 11,102 -91% 
3 

Capital work in progress 93 221 137% 

Total Fixed Assets 

Other Assets 0 5,538 

Liabilities and Equity: 
Accounts payable 6,373 1,118 -82% 
Taxes Payable 15,584 1,894 -88% 
Short-term borrowing 3,478 1,533 -56% 
Other current liabilities 24,508 3,156 -87% 

Total Short-term Liabilities 49,943 7,702 -85% 

Long-term borrowings and 594 0 -1 00% 
Liabilities 

Equity 



ANNEX Ill. (page I) 

"ZETO" SA 
Summary Income Statement 

Revenue 

Cost Of Goods Sold 

Gross Margin 
Selling & Admin. Expenses 
Depreciation 

income From Operations 

Financial and joint venture income 
Minus Interest expenses 
Profits from Sale of Other Assets 
lncome from financial and non 
operational activities 

Profit before taxes 

Provision for taxes 



ANNEX Ill. (page2) 

"ZETO" SA 
Inflation-Adjusted lncome Statements 

Revenue 119,110 11,337 -9O0/0 

Cost Of Goods Sold 60,319 7,237 -88% 

Gross Margin 58,791 4,100 -93% 
Selling & Admin. Expenses 0 0 
Depreciation 0 0 

Income Fro ,791 4,108 -93% 

Financial and joint venture (1,290) 138 111% 
income 
Minus Interest expenses 0 0 
Profits from Sale of Other Assets 0 0 

Income from financial and non- (1,290) 138 111% 
operational activities 

Profit and profit based taxes 18,044 1,355 -92% 

Net Income 39,456 2,884 -93% 



ANNEX IV. 

PLAN OF PROFIT DISTRIBUTION FOR 1995 

For the enterprise development 
For the social development 
Employee bonuses 
Dividends 
For a charitable purpose 
Expenses for paying economical sanctions in the 

CHANGE IN THE ELEMENTS OF WORKING CAPITAL in 1995 

Cash 
Inventories 
Accounts receivable 

- 22326 
+ 306804 
+ 83289 

Other current assets 
Total: 

/ Taxes payable 
, 

1 + 28690 

+3376 
371143 

Current liabilities changes: 
Accounts ~avable  + 431 12 

Shot term borrowing 
Other current liabilities 
Total: 

+ 107800 
+ 61319 
240921 



ANNEX V 
"ZETO" SA 
Financial Ratio Analysis 

Short-Term Liquidity: 

Working Capital (Lei) 396,077 526,299 

Current Ratio 

Quick Ratio 

Accounts Receivable Turnover 31.6 8.8 

Inventory Turnover 1.8 I .I 

Accounts Payable Turnover 9.5 6.5 

Capital Structure and Long-Term 
Solvency: 

Total Debt to Total Capital 0.2 0.3 

Debt to Owner's Equity 0.3 0.3 

Operational Efficiency and Profitability: 

Operating Margin of Profit 49.4% 36.2% 

Operating Profit to Sales 

Pre-tax Income to Sales 

Net profit Ratio 

Return on Total Assets 

Return on Equity 39.9% 14.7% 

Sales to Total Assets 0.6 0.4 



ANNEX VI. 

Management Structure of "ZETO" JSC 

I Director I 
I rl Engineer Fl 

Group 

Technological 

Storehouse r-l 

Planning 

Storehouse i-i 

k - 4  Outline "ZETO" SA Printed: 0211 9/96 3:2 1 PM 

Accounting Production 

Preparing - I shop 

Mechanical - FI 
Welding -I Shop 

Assambling 
Shop I 

Control 

Dept. 

Office 



ANNEX VII. (page 1) 

ZETO's Products: 

- resistor furnaces of the type CHO of three modifications, for thermal treatment 
of manufactured articles up to a temperature of 1000 Celsius degree, with a 
capacity of 14.6, 25 and 58 kilowatt; 

- electric furnaces of the type CHZ of three modifications for warming up the 
manufactured articles in a protective atmosphere under a temperature of 1000 
Celsius degree, with a capacity of 14.25 and 56 kilowatt, with a corresponding 
output of 16, 30,60 and 125 m 3/ h; 

- a gas preparing device A A X  for obtaining a protective atmosphere of nitrogen 
-hydrogenous mixture from ammonium hydrate with a capacity of 37 kilowatt 
and an output of 4Om3/h; 

-a gas preparing device 3KOB- 125- kll for obtaining exothermic gas with a 
capacity of 52 kilowatt and an output of 125 m3/h; 

-salt electric baths of the type CBC of three modifications for warming up the 
manufactured articles under thermal processing with a capacity of 40, 82.3 and 
125.5 kilowatt, with a temperature regime of 900, 600 and 900 Celsius degree 
and an output of 130, 270 and 300 kW/h; 

- a gas heating device with a water outline AOGB- 1 1.6, for local hot-water 
heating of buildings with an area of 75 m2 under a rated gas expenditure of: 

natural gas - 1.18 m3/h 

liquefied gas - 0.86 m3/h 

-steel multi-purpose boilers KCT- 16 for heat supplying of buildings, and 
dwelling houses with an area of 100-1 20 m2, which function on gas and steam 
fuel.; 

-electric convectors " Budjak" 3 B n C  1.75- 2.70 for additional heating of 
dwelling houses and consumer service buildings; 

- electric stoves; 

- activated carbon; 

- spare parts for manufactured products; 

-experimental models of gas distributing stations. 

The list of finished goods accumulated at were house: 
I ovens of various types - 209 units, 
I gas preparing equipment - 23 units, 

salt pools - 12 units, 
heating boilers - 4 10 units, 
other industrial and consumer goods - about 3000 units. 



ANNEX VII. (page 2) 

CHANGES OF "ZETO" JSC PRODUCTION VOLUME 
(Prices of 1992) 

plan 

Year 
Production Volume (lei) 

QUANTITATIVE CHANGE OF PRODUCTION VOLUME 

1993 
27000 

1994 
9200 

1995 
5900 

1996 plan 
15000 



ANNEX VII. (page31 

QUALITATIVE CHANGES OF PRODICTION VOLUME 

Industrial Goods: 
1 Electric Stoves 64600 48529 30260 48100 
2 Electric Pools 2042 4557 0 0 
3 Gas Preparatory Plants 160993 19080 1997 10 1 185 
4 Tobacco Dryers 16156 113022 0 0 
5 Gas Control Box- 0 0 0 500000 

Consumer goods: 
6 1 Electric Converter 184824 1 104090 168730 10 

EVPS 
7 Electric Converter EPS 162 112117 30850 0 
8 Electric Fire ECUS 0 0 0 480000 
9 Heating Boiler 99592 190285 183378 618000 
10 Heating Boiler AOGB- 0 2157 16585 0 

11.6 
Spare Parts: 

1 1 I Spare Parts for Electric 1 6817 1 100369 1 136466 1 150000 
Equipment 

12 Sundry Spare Parts 7760 56912 159047 250000 



ANNEX Vlll. 

THE CALCULATION OF THE GOODS COST BY ITEMS. 

I Lei I Share O/b I Lei ( Share 

1. Raw materials 
2. Recycle wastes 
3. Salaries 
4. Social insurance 
5. Workshop expenses 
6. Manufacturing 
expenses 
7. Manufacturing cost 
8. Other expenses 
9. Total cost of goods 
1 0. Selling price 

78026 
125278 
1550 
38908 
161 13 
123795 

306529 
690 195 
7 19867 
825027 

10,8 
15,5 
0,2 
5,4 
2-3 
17,l 

42,6 
95,8 
100 

9957 1 
130725 
394 
44858 
21591 
137312 

90 
15,l 
2 0 3  
0.1 
7 
3,4 
21,5 

187126 
62 1577 
637550 
74085 

29,4 
9 7 3  
100 





From: Eugene C. Moore 

To: All the consultants 

Greg Vaut has developed in his fist seminar the clear concept that Moldova's companies 
have not recognized the need for action oriented programs to persuade and encourage 
Moldovans to purchase their products.. 

He reminded us that marketing requires : 
value control 
price - they can or will pay to satisfj their perception of their need 
availability - product must be able to be procured at known places customers should 
find easily. 

In response to the groups interest in how to introduce a new product were included the 
following management activities and interests that have to be organized: 

What are the cost benefits of value with new or revised product? 
What is the plan for discontinuing present product? 
Does new product expend total market or share for your company does it simply 
substitute for a portional existing market? 
What are new features, color, attractiveness, what is the difference for the customer to 
consider? 
What is the forecast of requirements? 
What are the technical considerations? 
A market locations, geographical and economical 
Risk - what and how things can go wrong risk analysis technology, muity color 
similation etc. 
Market testing - Pilot lots 
Man power - Special skills 
Capital and expense cost define. .a C . 

Impact on raw material and purchased items in the supply chain and timing. 

The initial training program presented some in debt and you have reading material that you 
can enlarge you understanding of these various management activities. 

I remind you of the following items: 

How to forecast : depth analysis of various methods their effectiveness and time cost 
to do. 



... 
. . . 

0. How r~srket I r . ~ . d ~ ~ ~ q j , ~ ~ ~  ;hei e ~ ; ~ ; ?  :,::,;:er.mar!::e~ ic ;s& the CTS rdls:h -mcll~o&'- -7 - - . . . 

, Fortune magazlne article. 
Product life cycle analysis :related management interests in the phases. 
Consultants course material. 

Our cwtomer series. 

Strategy. 
Competitive analysis. 

0 Decision trie diagram to consider price cost volume etc. 

Product design section of consultants training including: 
design for manufacturing 
product performance profile checklist 
design 



MEMORANDUM 

TO TEAM 3 MEMBERS 

SALES AND MARKETING PROBLEMS OUTLINE AND CHECK LIST 

I have attached topics and questions to be answered in planning improvements in the 
sales and marketing functions for our clients' enterprises. Some may not be 
applicable to all the enterprises. Disregard them. 

If you are planning interviews, please review statistical sampling techniques to 
determine if you can get enough data. Look up and review a 25 pc. lot size probability 
for example 

Let's see where we are on this Monday March 18. 

Good Luck! / 



We have just started/completed the designJdeveloprnend testingiintroduction of 
(produdservice) - a novel and proprietary X X X  (example: soap for cleaning vinyl, retail 
store, construction tool, etc.). 

Compared to competitive products (or the closest product available today) our 
(productlservice) canlwill XXX. 

The ability to XXX is a capability unique to   company)'^ productdservices. 

f] H a t  u ~ o ~ d d m r  nrstomers compare your prodkct with those of competifors? 

[ j  Advantages prodrrct or service has - its improi~emerrts over existing prodzrcts or 
services. 

Our strategg for meeting/dominating the competition is XXX (lower price, biggerhetter - 
your unique selling proposition). 

  company)'^ target market includes XXX (types of customers). 

(Company) is rapidly moving into its XXX (marketing phase). 

This approach is generating a tremendous amount of interest throughout our industry. 

In addition to our existing products/services we have developed/pian to introduce XXX 
follow-on productdservices, (product) is a XXX and is especially usehi to XXX (prospective 
customers) who can now easily MCX. 

Other productdservices include XXX.  

All products from (Company) are protected by the trademark and copyright laws, and XXX 
(Patents, etc.). 

Responses from customers indicate that our XXX (product/service) is enjoying an excellent 
reputation. Inquiries fkom prospective customers suggest that there is considerable demand 
for it. Relationships with leadins OEMs (Original Equipment Mfgs.), retailers, Fortune 
500/1,000 companies, major accounts, manufacturers and distributors substantiate the fitness 
of (Company) for considerable growth and accomplishment in our industryjarea. 

Objectives 

f Near term and long term. 



Present situation 

[ I  Briefly take stock of yoin present .~ituatiot? regarding all of these areas -just one page 
here shozrld he srrflcienf. 

Market Environment 

The marketplace is undersoins rapid changedhas been stagnant for XXX years. We are 
poised now to XXX. ' 

Products And Services 

The present stage of XXX (product/service) is in the design, flexibility, early development, 
test, test market, mature stage. 

Product Life Cycle 

Our current product linehervice is X X X  (needs extending reorganization, paring down). 

/] Tinre factors irflr~emiirg your ability to make money with cz~rrer~t products i~enicrs. 

Pricing And Profitability 

Current prices are XXX (holding, eroding, increasing) and profits are (holding, eroding, 
increasing). 

Customers 

Current customers are using our XXX for XXX (uses). They are requesting that we .XXX 
(make improvements, introduce a new model). 

Distribution 

We have XXX service centers, retailers, manufacturer's representatives, sales people working 
out of X X X  offices, territories in XXX states, countries. 

Management 

Most of our management is in place, however, we require a XXX (Finance, Production) 
manager to complete our team. Also. we are currently hiring XXX employees to XXX (jobs 
to fill). 



Product / Service Description -p .. 

Proprietary information is available to investors upon signature of Non-disclosure Agreement 

[] How do they drfferrfiom sin~ilarproJ~tct.s or services? 

[] Whac customer reactions mqr be anticipated due to these characcerMcs? 

XMC, our principal product/service, consists of XXX. 

[] How the prodtrcr works or hmv the service is med 

[] How haw these prodz~cts and smrices evolved oser the past two years? 

(Company) currently offers XXX productdservices. Development of other products/services 
is in progress and fbture products/services are planned. All productdservices from 
(Company) have XXX (particular characteristics unique to your company). 

This capability for .XXX is a unique feature enjoyed by (Company) and our customers. 

Current Products/Services 

The first product/service developed by (Company) is called XXX. 

Through advanced features including XXX. 

[j Describe any zrhpe i~ahe-added characreriflc ptrr prodt~ct.~~process provides to ?he 
arstomer aitd how this rra??s/n!es to competitiw adixzirtffge for your contpaIy. 

Proprietary Technology 

Our product(s) idare protected under the following: 



[j  Cbrrracr the CIS. Dtyczrtnrent of Conmlerce Paten1 and Trademark Oflcc', Washittgroi 
, D. C. 2023 I for more i?tfomation. 

(1 Gmerai Patent and Trademark I~lformattiun: (703) 3.5 7-INFO. 

[ Smtlrs Itflormatiotr for a Particular Trademark: (703) 557-5249. 

[] General Ct~-yright I@wmation: (202) 479-0700. 

Pay Back . 
For most customers, .XXX will pay for itself in terms of XXX within X X X  months. 

[] Fewer rejects or breakdmuns. 

fl Advuntages leading to a betterGz~a~ity ettdprodt~ct. 

[] Faster turwver of inve~tory. 

I ]  Improved eflciettcy. 

/J AJvantnges it1 opportmity costs saved in other arms. 

Regarding cost savings, (product/service) will save our customers money in terms of XXX. 

f J Re Jtlced lahw costs. fowered reject rate, redlced Jowttirnr. louvre J ittiwtmy co.sts, 
improved com~enie~~cc and dispiaced empiqee actii&y. 

Our customers can generate more profits in terms of XXX. 

[J Heightened productiviry, improved product perj%rmance, increased prodz~criw cr~pacirv 
and conce~ttrati~tg on their bz~si~zess. 

Some non-monetary benefits of owninglusing (productlservice) include XXX. 

[j Entertaittment, improved appearance, better hedth, overlnad redztiort, stress relief: 

Useful Purpose And Benefits 

(Produckhewice) provides XXX (featureshenefits) that XXX (specific customer benefits). 



'These combined capabilities provide XXX (specific customer benefits). This, in turn, can be 
used to XXX (more specific customer benefits). 

In addition, XLY. 

[] WhJ' ~csttomers will b t y  it from you. 

[] Proves that sales will be made. 

/ j  Proves that you can convince people to buy. 

[] Qz~rnttzfi where possible. 

Features Highlights 

(Product/service) is an extremely XXX, requiring XXX. 

For example: one of (Product/service)'s features is its ability to XXX.  

(Product/service) allows users to XXX. 

XXX is another powefil feature. This includes XXX. 

XXX saves a tremendous amount of time when XXX. 

Under conditions when XXX -- instead of XXX. 

One very strong capability is (Product/service)'s ability to XXX. 

Because of its extreme XXX, (Product/service) can XXX 

Compared to traditional XXX, (Product/service) is approximately XXX. 

In addition, (Product/service) does not require .W. 

Key Benefits of All Products/Services 

The major benefits of the combination of dl products/services are improved through 
XXX, and XXX. 

Tests 

Completed tests have shown that -XXX (results). 

Additional tests plannedkequired will enable us to XXX.  



, 
[] Describe test objectives. 

Economies Of Sclale 

(1 D~SCZISS how you plat1 to take advantage of podz~ctioii r~ciencies whet1 zi?lif qia~~tities 
are ramped zip. 

[J See also Mamrfacttrring section for more details. 

'[l For service orgmiization - lower management-to-labor ratio. 

Product/Service ~ i f e  Cycle 

[ j  The time factors itfl1~etrcing your ability to make money, and the effects of economic 
cycles. Itdude cottti~rgetrcies. 

fl ,ExpIni~r life cycle of product/sehice. For greatly increased trniderstanditg. it is 
recomrne~tded that yoz4 create a simple chart coveritzg the life cycles of pzrr 
prodtrcts/m~ices. 

[ mere are your prud~~cts un this chart? ifseivralproJtic*ts are in difleretrt lve cycle 
pmitions, indicate each separately. 

What coriclmiotis. do yolr ukuu~from Iltc? life cycle positions? 

Planned Products/Services 

(Company) pians to continuaily develop new products and enhance existing products. New 
products/services to be developed in the near fbture include a XXX and a XXX. 

Concepts for follow-on (next generation) products or services include XXX. 

/I Discr~~s plansfor your next generation ofpro&cts.'services. 

[] Discrrss add-on sen~iccs forfuttn-e customer needs. 

Exhibits 

[/ Drawings ofthe prodzrc*~ to he matnzjiactlrred or a detailed description qf fhe service to 
be oflered 

[j Tests made, the &a am' resitlts, 



. . 
worldwideinationwide marker for XXX (pr-odun/servi&) to be appro&ateiy $XM[ by the 
end of 19XX. Conservative estimates suggest (company)'s market share, with our intensified 
and accelerated marketing plan, product/service development, m a n u f a k g  and customer 
seyice would be about =% - generating $= by the end of 1 9 n .  
1) 

fl Descrih the projeciions ruld trenak for the ind11.sIry or bl i~i~lessf ir~~.  

The fixndarnental thrust of our marketing strategy consists of XXX (appealing to walk-in retail 
customers, reaching executives by direct mail, demonstrating X x X  in manufacturing 
facilities). A 

fl Describe briefly how you ulill make sales hqper. 

We intend to reach XXX (a ciass/type of customer; market segment) by XXX (piacing a 
variety of classified ads, mailing a full-color catalog every 3 months, a full-scale telemarketing 
campaign - marketing/sales/prorno tactics). 

Overall, our company can be characterized as a XXX (high-profile retail merchant. aggressive 
distributor of XXX, qualiry mamfacturer of XXX - the business and image for your 
customers to see). 

// Who are your customers? mere & they mrd how do you reach them? 

[I Are they bzrying your product/servicefiom someone else? 

fl Hml willyou edi~ca~e customers to h'yfrom vot17 

A partial list of [actual] customers includes: 

Also, XXX prospective clients presently evaluatin~ X X X  (produnlservice(s)) for use are 
XXX (actual customers). 

Our objective. at this time. is to propel the company into a prominent market position. We 
feel that w i t h  XXX years (Company) will be in a suitable condition for fkther expansion an 
initial public offering or profitable acquisition. To accomplish this god we have developed a 
comprehensive plan to intendfy and accelerate our marketing and sales activities, product 
development, services expansion, engineering, distribution and customer s e ~ c e .  To 
implement our plans we require an investment of S X X X  for the following purposes: 

[I Choose the activities pertinent to your goals: 

.[] Build mmtllfucturing facilities atxi romp up production ond inventory to meet customer 
demands, wt+b-i y u  R & \ ~ E ,  

[I Maximize safes with an extensive campaip to promote our producsriervices. c< L Ci kc'-' 

[] Add retail outlets, regional marketing'sales offices, prird o direct-mail catalog. z I 

Z :I 



Market Analysis 

Market Definition 

Key points in defining the market segme'nt for (product/service) are XxX, XXX, and XMC. 

[ j  hcIuJe charts where appropriate. 

Currently, the market distribution is shared by XXX participants. 

[] How is share of market di.wib~~zed among major participants? 

[] What are the share gain and loss trer~ds? 

[] Sztmmarize your view ofthe trends and implied opportmzries. 

XXX (product or service type) Market 

Users of XXX (product/service) are looking for quality and productivity improvements. - 
XXX (past/current/recent/lack of) development of XXX (product/service) has resulted in the 
need to X X X  (changes, corrections, applications of new technolo@es). This innovation is 
called "XXX", and allows XXX (product) to operate efficiently (or more efficiently) as XXX. 

The (product/service)'s ability to operatdpefiordprovide XXX (benefits) is unique to L 

  company)'^ products. 

Independent market research indicates that there is currently only XXX (quantity) 
(product/service) for every XXX customers. The XXX (markethndusby), as a whole, is 
looking toward XXX (manufacturers/suppiiers/retaiiers/expes) for use in the expansion of 
existins applications/product lines/services. 

[] Fur an existing B ~ I S ~ ~ ~ L ' S S  (YOttr OWPI or a recalf acqrrisitiorI) revie\v: 
Sales history 
Market Share & Posztio~t 
I~rdtrstry Trendy ' 
Projits 
Mnrkethg methods 



The stability of this market se,oment is XXX (volatile, uncertkn, etc.), based on XXX product 
' category performance over the past two years. 

[j What do illdusty forecasterspredict for the next two? 

The XXX market is growing at a rapid rate. The market for XXX (similar products'services? 
amounted to $XXX million* in 19XX - representing a XXXOA growth over $XXX million* 
in I9XX. 

Referenced sources agree that the major trend is for XXX. The trend has been toward,the 
heve~o~ment of XXX (other productdse~ces) and, hence, the latest development of 
distributed or shared resources. 

The overall 2 E X  market for the XXX industry is projected to be $MCX billion* by the end of 
19XX. The overall market potential for @roduct/service category) is estimated to be $XXX 
billion by 19% and the (additional products/services) portion of this market is estimated to 
be XXX million. * 

The area of greatest growth in the XXX market is in the area of ")(XX". 

* Source: X X X  (industry analysts, census, trade journal studies) 

Possible Retail and Wholesale Outlets Include: 

Store w e  - Total SIC Code 
Department Stores 23,275 5311 
Garden Supply Stores 16,496 526 1 B 
Hardware Stores 40,140 525 1 
Giftware Wholesalers 3,524 5 199G 
Electrical Equipment Whlse 41.313 5063 

Total 124,748 
@.comments@[l Collect mailing list catalogs - look for all the possihie outlea for yaw 
product!service. 

[] Look in your telephone book clasnfied advertising z~nder Mailing Lists. 

[] Complete the chart ahow - the list may st~rprise you as well asprow to be a vaIt~ahie 
resuzme for re seller.^. 

The major market segments are: 

List, by broad cateyr?: the types of arstomers yo11 are likely to sell to. 



[] Retailers, Electrical C'orztractors, Mail-order catalogs, etc. 

XXX (Specific Market Area) Segment 

This segment of the market is generally based on XXX (prbductdservices) and XXX 
(productdservices) with retail prices in the range of $ X X X  to $XXX. The vast majority of 
sales in this category wilI be handled by OEM's, Retailers, Manufacturer's Representatives. 
The minority of sales will be through direct channels. 

'over the past X X X  years, XXX (similar product manufacturers or service providers) 
companies have proven that meaningfid features can be developed for this class of XXX 
(productlservice) (eg., XXX, XXX, and XXX). These companies have primarily focused on 
the use XXX (manufacturing technique, special materials, recipes, chemicals, machinery) to 
improve the quality of XXX in a @roduct/service). These products have been successfblly 
distributed in many areas of the industry. Competitive products/services in this market are 
producedprovided by XXX, XXX, and XXX. 

In the next XXX to XXX years it is estimated that there will be more than X X X  million of 
XXX (product/service)s distributed. * 

* Source of Statistics: XXX (industry analysts, census, trade j o u d  studies) 

Of the XXX customers, approximately XXX% will buyhse want/expect XXX to help them to 
XXX (deliver their work, maintain their XXX, expedite their production, reduce costs). X X X  
of these (products/services) (actually about MM) will have a XXX capability, and abo& 
XXX of those (products/services) wilI require XXX (other features). 

The market potential for a (product/ser?rice) in these quantities - with a current retail price of 
SXXX per unit - is approximately $XXX million. 

0 Repeut the above informatiw~ for as many market segments as me required. 

Strengths 

[ j  Itz coveringyozrr strt.rzgth.r, be mre to place at l e d  as mzwh emphasis on marketing ar 
OH your product, if not more. 

In terms of productlservice strength, X X X  (produdservice) has several distinct advantages 
over the competition. First is its marked advancement in .XXX technology. 



[] Ir~qzralipa~rdreiiability? 
L 

[] lrn prodt~ctioiz efficiencies? 

[] In breadth ofliizr and/or options? 

In marketing, our most powefil assets are XXX. 

[] 111 categorysharr leadership? 

In the corporate arena, (Company) is supported by XXX. 

f] m a t  are 2ize corporate stretzgths? 
Size 
Financial resotrrces 
People res0urce.s 
Reputation 
Rt~siitess ReZatio~iships (expand on this in the Bzr.~ii~es.s Rrlntio~~ships sectiotl) 

Weaknesses 

There islare XXX handicaps inherent in our product. 

The oniy notable marketplace disadvantages are XXX and those are because XIXX 
(explanation). 

By 19XX we should be able to position ourselves in order to XXX and thereby reduce this 
weakness considerably. 

Corporate weaknesses, at this time, consist oniy of XXX. However, we are taking steps to 
XXX which we feel should alleviate this problem. 

Environmental threats (declining markets, trade baniers, consumer trends, changing economy) 
include XXX. 

Other known threats inciude XXX. 



, Opportunities 
, 

The upside potential for XXX and XXX (our products/services) in XXX (each of the 
currently addressed markets) over the next two years is XXX. 

Based on XXX (existing conditions), introduced in the Present Situation and 
StrengthslWeaknesses analysis, it is apparent that XXX (just@ potential with logical 
rationale). 

Unexploited Opportunities 
# 

An altogether new application for this productkervice would be tapping XXX markets. 

Further opportunity for our product exists in XXX market(s). 

[] Can the current line of products/services and technoZogical cqabiiitxes be leveraged 
eflectively ? 

[] What is the estimated cost of entry, t i m  m e ,  and risk? 

Still another possibility for development involves XXX. 

. 
[] Alternative Jistrib~rtio)~, techno lo^ licensing, creatzng 1p2own market brands, etc. 



Customers 

[J Who is buying products or services in this category? 
By Demographics: age, income, sex, family, Zocationz, occupatiotz 
By Psychogmphics: lifestyle, motives, nee&, interests ($ports, etc.), purchase histov (rece?~ 

buyers of XXY) 

[J U Y ~  i~Iformatio~z@om industry reports, census data, trade journal sttidies, etc. 

J] Include Titles of people who: 
INInA i'E the inq~tiry for your product/service, 
INFLUENCE the decision(s) to buy ( d h o w  they inft~ence it), 
DECIDE which product or service to btry, and 
PERMIT the prrchose to be made (sometimes the decision maker and the permitter are the 

same persotz, but ofrerztimes, for example, the CFO will sign the paperwork @er 
another manager has submitted higher recommendbtion). 

[I fizowing exactZj who you 're sefling to is crucial to obtaining favorable response from 
your investors - they know that all the sales talent in the world is wcw'ted z~nZess it's 
directed to the proper person. 

The most typical customer for our product/service is someone who is in the XXX fieid, and 
who currently uses (producthenrice) for XXX (application, purpose). 

It is Iikely that potential customers are going to be familiar with XXX (similar 
products/services, products that your new one will replace, your type of product) and thht 
they will readily accept our new XXX, provided that we XXX (approach/educate/contact). 

Complementary products/services already in use by our customers are XXX (other 
products/services that work with yours) and are seen as a tremendous help in XXX 
(compelling customers to acquire our productluse our service). 

It is easy to understand why the principal buying motives are XXX because XXX. 

What are the principal hying motives for your productsisen~ices (practical h 
emotinnaI/ ? 

Ask your customers - telemarketing, warranv car&, ad inquiries, etc. ! 

HOW are the key competitors perceived? 

How do these people perceive your company and products~sen~ices? 
Atzd/or how W7LL they receive your ('a,) product!sen~ice? 

Harp sensitive are they to pricing dz#erences? 



' Corpornte E~ecrhpe 

Title 

Power: 

Viewpoint: 
Position: 
Emotional Influences: 

*Practical Influences: 
Education: 

Limitations: 
@sub head I @Housewife 

Age: 
Income: 
Sex: 
Family: 
Geographic: 
Occupation: 
Attitude: 
@subhead 1 @ Yoiina Pmfe.ssionals 

Age: 
Income: 
Sex: 
Family: 
Geographic: 
Occupation: 
Attitude: 
@subhead 1 @. Ymna Married CmpIes 

Age: 
Income: 
Sex: 
Family: 
Geographic: 
Occupation: 
Attitude: 
@subhead I @. Wealtho Rural FnmiIies 

President, VP Finance, VP Manufacturing, 
Office Manager,. Advertising Manager 
Permitter, Decision Maker,Influencer, Technical 
Consultant,Initiator 
Big Picture, Financial, Department, Personal 
(Responsibilities - daily activities) 
Status, Power, Empire building 
Saving money, efficiency 
Ph.D., MBA, College,TechnicaI School, High 
School 
Geographical, Purchasing Approval 

35-55 
Fixed 
Female 
Full nest 
Suburban 
White collar / Blue collar family 
Early majority 

25-3 5 
Medium to high 
Male or Female 
Bachelor or married 
Suburban 
White collar 
Innovator 

35-55 
Medium to high 
Male or Female 
Married or no children 
Suburban 
White collar 
Early adapters 

Age: 
Income: 

35-55 
High 



, Sex: 
, Family: 

Geographic: 
Occupation: 
Attitude: 
@subhead I @Older Couole 

Age: 
Income: 
Sex: 
.Family: 
Geographic: 
Occupation: 
Attitude: 
@.subhead 1 @.EZtierIv 

Age: 
Income: 
Sex: 
Family: 
Geographic: 
Occupation: 
Attitude: 
@,subhead l@Case Study 

Male or, Female. 
Full nest 
Rural 
White collar 
Early majority , 

55-70 
High or fixed 
Male or Female 
Empty nest 
Suburban 
White collar or none 
Late majority 

70+ 
Fixed 
Male or Femafe 
Empty nest 
Suburban 
None 
Late majority 

[ Where possible, mccinct~v document Customer Case Histories of their se/ectim, . 
application and x~cccss with your company andprorr'rct 0. 

[] PURPOSE: itn~estors and new customers 1sd1 feel reassred abozrr doing h~rsiness with 
yorr. 

[] C~tsfomer Cme Histories are excei'lent sales tools for yow sales force. I h f t  t~eg/ecr 
this simple andpowerjid asset. 

Customer List 

[] On a separate page, list your customers a@habetica/ly. 

[] I f  appropriate, state their applicatzurz of your prodr~ct/sen?ice. 



Competition 

[] Look in your telephone hook!s yellow p0ge.s. 

[] Look it? the industrial directories a t y o ~ ~ r  local libray. ' 

[] Read industry rnngc~zines atzd look for ad~wtisers. 

(Company)'~ product/service(s) offer XXX in XXX situations. 

Competitive threats today come fiom XXX (other companies, industries, new/entrenched 
technologies, foreign co.untries), and XXX. 

  company)'^ products/services perform in virtually all situations where XXX (your features. 
benefits, your customers are likely to be). 

The ability to XXX (what it can do) with hll capability on XXX (Iist of appiications, 
machinery, people) is unique to ( ~ o m ~ h ~ > ' s  productdservices. 

The ability to XXX (what it can do) is unique to this product/service, and our research 
indicates its performance is superior to anything else on the market today. 

In all comparisons,   company)'^ products/services provide more features and have superior 
performance than competitive products/services. In most cases, the number of differences is 
substantial. A complete technical comparison is available. 

[] Put all comparisons and test r emh  it1 the Appendix of this brisiness plan. 

XXX ProductIService 

Companies that compete in this market are XXX, XXX, and XXX. All companies mentioned 
charge competitive prices (list examples). d 

XXX's (competitive) product/service does not provide the same capabilities in a situation 
where XXX (describe circumstances). 

This is the only way XXX (your product/service) and XXX (their producthervice) compete. 

XXX (competition) advertises in XXX, XXX, and XXX publications. 

[] Discuss rendts - if they advertise consistently, contit~tiously there, it must be worhtlg 
for them. . 

Companies with competitive productdservices in this market are XXX. 



' XXX (competitor) products only operate in a XXX (limited, etc.) way. , 

This market segment is not shared with any competitors. Competition does exin, however, in 
the XXX (industries, countries). Competitors in this area are XXX, XXX and XXX. 

fl Do not deltcde yotcrself (or your investors) regarding competitzo?t. 

.Competitive Roundup 

The foIlowing chart ihstrates how   company)'^ product/service compares to the competition 
in several different key areas. 

Competitive Roundup -- Company 

Price 
Size 
Capacity 
Ease of Use 

XXX XXX XXX 

Produdsexvice 
Company 
Estimated 19XX Sales (000) 
Estimated Share of Market 
Estimated Advertising Budget 
Rank: l=Weak to 5=Strong: 

Product Line 
Quality 
Technology 
Advertising Effectiveness 
Sales Force Excellence 
Distribution 
Manuhcturing Efficiency 
Standing in Industry 
Future Potential 
Seriousness of Competition 

Number of Employees 
Greatest Strength 
Key Weakness 
How we should react to them 
@body@ 

Competitive Roundup - ProductBervice 

XXX X X X  XXX 



Installation 
* Range 

Appearance 
Quafity 
Design 
Usefii Life 
Trade-in Value 
Technology 
Responsiveness 
State-of-t he- Art 
24 Hour AvaiIabiIityfSupport 
Technical Expertise . 
Repair Service 
Efficiency 
Guarantee/Warranty 
Complete 
On-Time Capability 
Upgrades 
@subhead I@Observations and Conclusions 

It appears, fiom the above information, that XXX. 

// Are fhere market niche opport~rnitics rue have owrIookcd? 



Marketing Strategy 

"He who excels at resoltiztg d~flculties does so before teey arise. He who excels in 
cot~peting his enemies tri~tmphs before threats materialize." - Sun T . ,  The An of War 

[/ Sfrateg,?: Xbe .sczence of plmnzng gmrd directing imge-scale operations, ~ e c ~ c a l i y  of 
mu?~errveri~g forces itzfo the most adrxnztagems position prior to taking action. 

(1 it is importatzt that your thinki~lg in this sectionfoZZow.~ close& to the &$?nition of 
Strategy because it will help you spec$caI& dejne your business acfiviilip, strengths 
c8'd direction. Carejidly designing this portion of ymtr business plan will enable you 10 
appropriate& respond to btfsi~fess conditions and opportunities - it wifl make the 
dzflerence beween mediocdty and superiority. ZJiuf's why you 're here, isn't it? 

  company)'^ marketing strategy is to enhance, promote and support the fist that our 
products/services XXX (your unique f~twes,  benefits, establish market positiodpresence). 

Comprehensive Plan 

The overall marketing plan for our producrlservice is based on the following fundamentals: 
- 

[ j  Type of hrsittessyott wum to he in. 

] Segment of the rnarket(s) pfm~zed lo reach. 

[] ~istributio~t chartne/pI~it~trJ to be used to reach mmket segment: reta4 jobbers, 
wholesalers, brokers. dour to door, mail order, party pimt, etc. 

/] Share c7f thtr marker qrcred to capttrre versus time. 

To prove the value of ,XXX (product/service) we can XXX. 

N A& credibility with scirnt ffic reports and smdies. 

The void of XXX (product/service featuredbenefits) in every day XXX ( s p d c  business/ 
professionaV manufacturing/ shipping/ living household situations) is demonstrated by XXX. 

Based on stl~dies rrf.WX 

Most of /he c o u ~ y  (and world) me ,XXY (describe their sitt~ationdcir~~rnstances). 



XXX should be treated as a X X X  (Iong-tendshort-term) producthervice. 

[] If more than one, indicate for each long or short-term. 

[I Important! How long befoe product pays for itselfr 

& such, the target market segments to focus on are XXX (specific customers). Because of 
p product)'^ special market characteristics, XXX (seasonal, geographic, as mentioned in 
Market Analysis) our strategy incIudeshcorporates XXX (how you will address specific 
market/environmental conditions). 

Positioning 

/] HOW mstorners perceive ymr compaiy andprodztct, rdative to competition, Read this 
slutemen2 again. And again, 

. 
[] Recommended reading Pi>.sftiortiitq hy A2 Ries h Jack Trotit. 

Our (productlservice, or similar/competition's product/service) is seen by the consumer as 
XXX. (Customer's perception of your producthervice. Ask THEM. See also Focus Group 
Research section.) 

Its unique advantages (technical, quality, performance) can be exploited to arrive at a winning 
position in the consumer's mind. 

In terms of market segmentation advantages, we can use XXX (upscale consumers, ethnic 
appeal, etc.) to arrive at a winning position here. 

Reposition (product/service) as XXX (example: from a cost to an investment, vacation 
becomes an "escape fiom civilization, " etc.). 

XXX (other products, services, people), to be effective, depend on the presence of our XXX 
(product/service). 

Reposition the Competition 

We can reposition our competitors by XXX. 



The resulting Selling Basis for our product, then, is XXX. * 

[l Kbis is yorrrjtndamental strategy for all of the aa'vertM~g you do. 

[J Test the U!licpe Selling Basis to make sure that it is: 
Meaningfid 
&lievable 
Mutiva ting 
Memorable 
Simple 
Logicnl 
~ ~ i I f l p !  

Up to this our Selling Basis has been XXX. 

fl In close afiprmei~~ to Selling Basis? 

j Cmtrary to Selhg Basis? 

[] Lrrchng aiy cleur defji1itim at ail? 

International Market 

[] It is importairt to cotwider your worldwide oppi~rttrilitie.s@om the start. 

/ j  See Advertisina and Promotion. Sell~it~ Tactics and Disrrihtrtion sectionsfor detailed 
plans of actio)~. 

Outside Suppliers 



Marketing Responsibilities 

Selling Tactics 

Advertising and Promotion 

Company Positionins (identity within market) 

Promotional Tools 

Advertising 



Pricing and Profitability 

fforv do we set prices? I s  there a yoliqv? 

Is  there perct'i\wi ~nlzrc! (it costs more thereforcr it mz~.st he hettcr) inherent in higher 
prices? 

Art. prices bascd un CO.~Z.Y - s~uttdard markup? 

Cyhy nrc they higher or Iower thun competitors? 

How eiastic (the f?ffcct cfpricirrg on demand for product) is the market for these 
pr.udr(cts? How does consrimer positioning a#ecl elnsfici f)?? 

The prices for our products/services are determined first and foremost by XXX (competition, 
costs, suppliers, manufacmrers, package deds). 

It is important to know that X?(IY (sliding scales, volume, reguiated, competitive, perceived 
value), pricing is inherent to our market profile. 

Compared to the competition, our prices are XXX. 

Different seasonal aspects of our market affect our pricing because ?OC?C (what happens as 
your selling seasons change). 

We feel that our customers wiil pay $XXX because XXX (purchasing rationale, see also "Pay 
Back" in Product/Service Descriution section.) 

Margin Structure 

/ Ask friends c~isiomer.~ in reruii marzagernertt regizrditrg qtranrities they are likely to buy 
a d  disconnrs h w  worrid enricc them lo order more. 

Distributor I 



Manufacturer's Representative 

I] ' l4%at percet~tage commissiom to they make? U.wai[v henwen 5 and 20%. 

Direct Sales 

*{,J Determine cosr #f each sale - time and expense imohvd puckage deals. 

Discounts 

We can take advantage of volume purchases by XYX. 

fj Place ~Chedt~id orders (100 wtirsper mcmh - 1,200 rmits ordered mar u war -just 
place the order rip frmt). 

Cooperative advertising - manufacturer pays 2- 20% of purchases toward your advertising of 
their product. 

We pian to review our pricing and productkervice margn every XYIY (months). 

Costs 

Estimated cost of manufacturing product XXY. 



Selling Tactics 

Current Selling .Methods 

(1 Methods to promote product or semice: drect cnlhg, telepho~le, adyertising, mail 
radio, televisiott. or other. 

[ I  Margins uf sqfep trllowd in sales forecasts. 

  company)'^ marketing strategy incorporates plans to sell our line of produnslservices 
through severai channels: 

Executive SeiIing 
Direct Sales Force 
Manufacturers' Representatives 
Distributors 
Retailers 

National Chains 
Regional Chains 
Independents 

Mail-Order/Direct Response 
Catalogs 

Telemarketing 
Joint Marketing Relationships 
OEM's (Orrgitrd Eqr~ipmctrr Abn!fwrrrrers) 
International Distribution 



Feedback Loops 

[I liformntiot~ gathering and Jisserninatiort. 

Executive Sales 

( I  This type qf .se/2i11~ is tu~~aiiy must appropriate for veg9 expensiir products or senices 
(execzrfiw jets, yachts and large estates come to rninJ) where it is in'portat~t to dcd 
principal to prii~cipai when negotiating the sale. 

Beczuse our customers tend to be top corporate managers, it is important that our company 
president and senior managers preserit our product/service to our customers. 

Direct Sales 

The majority of saies will be thou@ direct sales by the (Company) saies staff (Company) 
anticipates hiring XXX additional saies representatives to (cover additional temtories, 
retailers, distributors, markets, sell specific products/services). 

We have chosen to use a direct sales force because our products/services require considerable 
customer education and post sales support -- directly fiom the company. Our price point. 
pricing structure and profits are such that our costs of saies warrants a saIe to be handIed on 
an individual basis in this manner. 

Manufacturers' Representatives 

Because manufacturers' representatives cany several product lines compatibie with ours. we 
feel it would be appropriate to select manufacturers' representatives carrying .KY. XXY, and 
XXX (complementary and compatible products - automotive products to parts stores. marine 
supplies to boat dealerships. etc.). 

Also. manufkturers selling XCY (dissimilar products yet appropriate to their customers' 
customer - publishers selling computer software to bookstores, etc.). 



One of the key elements designed into the (Company) marketins #an is the targeting of our 
distributors. It is important to select distribution channels already in existence and staffed 
with professionals possessing appropriate backgrounds and clientele. 

, (Company) products are pertinent to the nature of the distributds business and to the 
well-being of their customer base. Also, it is significantly less difficult for us to reach 
distributors and educate them as to the benefits available in using XMC (product). 

This strategic marketing approach takes 111 advantage of the tremendous momentum inheren: 
in the fact that these professionals are already involved with p d e l  products and s e ~ c e s .  
They already have expertise and have been practicin,o in their tield for a length of time. 

By operating within these distribution channels in this manner, we feel we can maintain 
control of our market. In addition, we can senerate growth at a reasonable pace and obtain 
excellent sales results. 

[/ Be .wre to consid~~r the additiorral rtd~~ction in sales reivntte to allow distribntors their 
prtflr margin - they rnrrst murk your prices 15 - 30% to their retailers. 

OEM's 

With Original Equipment Manufacturers we can incorporate our XXX (product) into their 
product line by XlXX (explain how your product can be included within theirs - they sell your 
outboards with their boats, your windshieid wipers with their cars). For man-ers of 
XXY (their biggest system/praduct) we can sell XXX (product) as part of their XXX. 

it is also possible to provide a private-label line as an additional product for XXX distributors. 

Retailers 



Teiemarketing 

[I Luok in your telephone directon r~nder Direct Mnii for mai/i~tg homes. Some a h  
hairdie iitqtriries, and others provide arz 8OOt .  . 

Outside sales support . 
* Literature mailing 
* Follow-up calls 
* Order entry 

inquiry Response 
* Order entry 
* Literature maiIing 
* 800# Order/Support Hotline 
* Marketing research 

New Business Development 
* Contact distributors, retailers, customers 
* Schedule appointments 



Distribution 

(Company) will use several different distribution channels. 

The determining factors in choosing these channels are XXX. 

Key competition uses the same channels by XXX. 

Method 

The primary means of distribution will be ?CXX. 

Additional channels planned are XIU. An important advantage to these alternate channels is 
flexibility. 

By using more than one method. (Company) will have more control and also more options 
with which to respond to special needs and circumstances. 

Other features of our secondary channels are low cost, quick start-up, increased capacity. 

Coverage 

Regional target areas are .Y;?(X (where you will begin sales). 



Reports indicate the highest level of consumer interest in these area. 
, 

Because our distribution network is XXX ((already set up or in use, easy to implement. 
cost-efficient, etc.) we can enjoy nationaVintemationa1 deliyery immediately. 

This. in turn, will reduce shippins time and increase customer satisfaction. 

To date, ,YXY (many of, of, none of) our competitors are able to achieve this. 

Roil-out Program . 
We have selected from 'XXX key market areas. 

Manufacturers' Representatives we have chosen are: 

Name Territory I Y E  
ABC Sales Western U.S.A. Marine Supplies 

@body@Distributors we have chosen are: 

Name - Customer Base DE 
DEF Distribution 4,500 Sailboat Dealers 

@body@.Retailers we have chosen are: 

Name - Number of Outlets Tvue 
GHI Stores 3 1. So. California Sailboat Dealer 

@body@There are XXX number of dealers in each resion. 

International 

Trade Incentives 



X.XX (customers) rnanasers emphasize that support is one of their major concerns. They a: 
constantly impressed with the support provided by (Company). Hot-line service is currentl! 
available to all customers enrolled in a maintenance/support p r o p .  

We intend to provide free pickup and delivery for customers in the XXX areas by using (our 
own trucks/couriers). The purpose for this senice is to assure customer satisfanion and 
' loyalty, and in addition, allow us to increase sales as well as maintain a high profile wirhin ol: 

service area. 

Another service to add value is to provide warehousing of customer inventory. This dows u 
to book larger orders and provide faster order response. 

Support to manufacturers' representatives is provided as required. This dows them to 
perform efficiently as a sales force. We intend to treat the manufacturers' representatives as 
an extension of the (Company) direct sales force, and they will be aven the same suppon as 
the (Company) internal sales staff. 

Techniwl backup support to OEMs' support groups is currently supplemented by (Company). 
The OEMs' staff5 respond to the needs of their customers, and when they encounter a suppon 
issue that requires more information, they may direct their customer to (Company) or t h y  
may contact (Company) to obtain the necessary information. 

Technical suppon to marketing and sales functions will be strengthened. Pre- and post-sales 
situations involving the application, presentation, and demonstration of XXX produns will be 
supported by (staff). 

Returns and Adjustments Policy 

At this time, general trade customs for handling returns are XXX (describe how returns are 
generally handled). " 

"If for some reason XKY(tm) is not right for your business you may return it for a fidl refund 
within 30 days of receipt of product. You must call (XXX) X X X - r n  for a R e m  
Authorization number ( R M )  Refunds are made only on the price of the package + applicable 
taxes and do NOT include shippin, u costs. 

Credit card refkds are credited to your account and cashicheck payments are refbnded within 
30 days of receipt of returned merchandise in good condition with R M . "  

We intend to (followldepan from) industry custom by implementing a returns and adjustments 
policy whereby XXX (explain vour plan and how it will work). Our reasons for , 



(followin/depming from) customan. procedures are XXX (give reasons - advantages. 
benefits for you and your customers). 



Advertising and Promotion 

[I Rmmher:  ddrrr is i t~g and prc~moiort is an irnvstmer~t, not a cost. 

/] Rwomn~~.ildeii reading: Ofihv 017 Ahertisinp by Dmid Ogihy. . . 
(Company) recognizes the key to success at this time requires extensive promotion. This 
must be done aggressively and on a wide scale. To accomplish our sdes goals, we'require an 
extremely capable advertising agency and public relations firm. (Company) plans to advertise 
in major trade magazines such as "XXX", "XXX, and "XXX." Upon funding, an agency 
selection shall be made and, with their assistance, a comprehensive advertising and promotion 
plan will be drafted. Advertisins will be done independently and cooperatively with 
Distributors, OEMs, retailers and com'panies with whom (Company) has joint marketin&ales 
relationships. 

Advertising and Promotion Objectives 

Position (Company) as the leading XXX (maker, servicer) in the market. 

Increase company awareness and brandhame recognition among business managers and . v X  
retailers, buyers, customers. 

Generate qualified sales leads for field sdes organization action. 

Develop. through market research, si3nifikint information to develop immediate and 
long-term marketing plans. 

Create product advertising programs supporting the "X.W" (better taste, lower fat, more fun) 
position. 

Coordinate sales literature. demonstration materials, telemarketing programs, and direct 
response promotions in order to XXX. 

Media Objectives 

Gain awareness of company among X?CY groups. XXX engineers, .YXX buyers, and XXX 
customers and owners. 



, Establish an image of (Company) as a .a organizarion that is vely professional. cornpiere 
, reliable, and highly XXX (position in market). 

Maximize efficiency in selection and scheduling of publications to cover XXX and XXX 
mancets. 

Media Strategy 

Position (Company) in a quality editorial environment consistent with creative objectives. 

5klect primary business publications with high specific market penetration. 

Schedule adequate fi&quency to impact market with corporate image and produdservice 
messages. 

Select specific media to reach dual markets. 

Where possible, position advertising in or near XXX (articles on industry, producthervice 
reviews, front cover, center spread) and appropriate editorials. 

UtiIize U.S. editions of ?XX, XXX, and XXX (consumer, trade. specialty publications). 

Employ special high-interest issues of major publications when possible. 

Maximize ad life with monthly and weekly publications. 

To get: the most out of our promotional budget, our media coverage will be to focus on a 
XXX audience. 

// Recap ~ N N '  ~71.sromw proJilc. 
> 

{ J  SC'IL'CI .pcxrfic group hat h ~ y . s  your prodttct or S ~ W ~ C L ~ .  

We will develop an advertising campaiun built around ?LYX (product/service innovation. 
high-performance, competitive advantages), beginning with a "who we are" position and 
supporting it with ads that reinforce the .XXX message. Importantly, we will develop a 
consistent reach and frequency throug~hout the year. 

Due to the nature of our product/service, it is necessary to run (hll-page 4-coior adsioniy 1/4 
page B&W ads). 

Advertising Campaign 

The best way to reach our potential customers is to develop an intense advertising campaign 
promoting our basic premise -- "m" (your selIing basis. theme, position in market). 



. To maintaidestablish our company imap. the delivery and tone of our statements wi1 
be (understated elegance, hard driving excitement, excellence, damour, reality, 
slice-of-life). 

Ads will convey the look and feel of a XXX (describe youi. image) company. 

Research indica~es that XXX (direct mail, direct response, TV, radio) w e  of advertising has 
nor yet been used by any of our competitors. 

The consumer mindset, as described in "Marketing Strategies" is XXX (see also Customer 
k5tion). 

Ideally, after becoming familiar with our produdservice, the consumer will XXX 

[/ Spccr& actmi corrs~mer action - call 011r iofZ-pee 800 number andplace their or& 
witrg therr Visa card ca/l for a hrochtfre, attet~d our tradeshow booth, ere. 

N Beitrg 3peciJic hrrc ivifi ser rhr smge for developing appropriate a&. 

To eliminate the biggest objections to immediate action, our advertisements must address 
X7CY (knowdanticipated objections, difficulties with product/service acceptance, how to 
ownhse product or service immediately). 

Because XXX (product/service) is so innovative/uniqudetc., it is important to develop a * 

promotional campaign that is consistent and easy to understand. 

Accordingiy. (Company) has created a system of research and response to insure the 
rnauimurn benefit of our advertising dollm. 

Preliminary Media Schedule 

Circuiation Budget Ad Size 
XXX (Magazine. TV, Radio) 50,000 $1,500 1/4Page 
X X X  450,000 $4,400 112 Page 

Total 500,000 $5,900 314 page 
@body@Anticipated Response (ex: 1 / 1,000) 500 $11.80each 

// List prrhlicmiom. 



We expect to achieve a reach ofXXX (total circulation/audience), and to maintain that for 2 

period of at least X X X  (months). 

Due to the X X X  (seasonal, geographical, etc.) nature of our audience, we plan to .XXX (ha1 
you will counter these issues). . 
in  regard to competitor's advertising, it is necessary to XXX. 

[/ E~pfuin how yotrr mcssage will contrast with theirs. 

[] War rfthqy r11t1 similar ads? 

Promotion 

In addition to standard advertising practices. we will gain considerable recognition throush 
m. 

(Product/Se~ce) has already been installed at XXS and XXY (companies. customers. stores. 
government agencies). Our productdsenices will be placed/offered in additional XYXs at 
substantial discounts. 

The number of trade shows attended will be increased from XXX to XXX each year. These 
shows will be attended both independently and with companies with which (Company) has 
joint marketing/saies or OEM agreements. 

Repons and papers will be published for trade journals and technical conferences. 

XYX (product/service) will be provided as a service in a .LYX (retail store, manufacturing, 
professional) environment -- a showcase for   company)'^ products/services and an ongoing 
%YX (test, market test, product development, promotional) environment. 



L 

Ideal consumer actions would be .%YX (call 800#, clip the coupon, come to store, c d  for L 

demo). 

Incentives 

[/ Look it7 jwrrr Telephotw C.'lassflrh mJtr ')Advertising Specialties" and request some . cnta1og.s for ideu.~. 

Direct Mail 

[/ Go to yozrr local Post Office and reqziest copies of The Mailer's Guide. It contains 
abridged iiforrnmiutr on hulk mailing permits, mail classification zitems, customer 
srrr,ice programs, and orher facts basic ro mailing me&. 

[] ColZect mailing lisr  catalog^ - look for all the possible outlets for your product. 

f J Look in jwrr TL'/L'~~OIIL' Book CTIass@ed Arh~ertisiczg ~rixier "Mailing Lists. t" 

/ j Cimplett. the churt heiow - the li.st mqv .wrpri.se yorr as well asprove to be a valziahkc 
resotrrce for resellim. 

StoreKom~anv tvpe Total SIC Code 
Department Stores 23,275 531 1 
Garden Supply Stores 16,496 526 1 B 
Hardware Stores 40,140 525 2 
Giftware Wholesalers 3,524 5 1996 
Electrical Equipment Whlse 41.313 5063 

Total 1 24,748 
@subhead 1 @.Corporate Ca pabiiities Brochure 

To portray (Company) as the leading supplier of state-of-the-art dynamic XXX. 



Facilities 

Company profile 

fj Marketing -present marketing department in their toke of marker research, prochrct 
der?rloprnet~, new prodt~cz management, etc., providing impral~edprud~rcr ideas to the 
11scr. 

High-Tech Companies 

(J Mmzzrfac~~~ri~~g - in-depth view of sophisticated mamIfactz~rrilg with special emphasis 
ml prrfi)rmailcc, impectiort. ath?anced methus, capacity. 

Sales Support Coihterai Materiais 

Attract and Support Distributors 



Help Distributors Sell XXX 

' '[/ Pre.wnration Format - I -on- 1. Grorrps. 

[ J Pttotze Scri~~r. 

List items that will assist the communications process 

Ads 
Brochures 
BuIletins 
Business Cards 
Catalogs 
Charts 
Data Sheets 
Direct Mail 
Financial Reports 
Forms 
Handouts 

Newsletters 
Post Cards 
Presentations 
Price Lists 
Promotions 
Proposals 
Questionnaires 
Reports 
Resumes 
Stationery 
Telephone Scripts 

invitations Videos 
Letters 

@subhead I@.Investment In Advertising And Promotion 

For the first ,LXX rnonths/years of our project. advertising and promotion will require SXYX 
(figure about 20% of sales $$$ the first year). On an ongoing basis we feel that we can budge 
our advertising investment as XXX?/o of total sales. 

This figure is necessary because of XXX (the specific goals you must meet). 

[I  W7at is the oprimtirn speirding level for ctdiwtisirtg ~~tdpromotion? 

Our Spending vs. Industry Average 

Advertising 
Sales Promotion 



Trade 
Consumer 
Other (specify) 

Compared to industry average we are investing (morelless) in (Trade, Consumer, erc.) 
promotion because .W. 
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FERROFRAME CORP. 

Executive Summary 

This section is an abstract of your company's present status midfiture direction. 

It is zis7iaIZy written after all the other sections of your business plan are completed 
because it gves readers an ovenkw of your biisiiiess and it iridzcates how your business 
plan is organized. 

Edit the Executive Summary to about 2 pages. 

In 19XX, XXX (your group, company, product developers) was formedfcreated to XXX 
(produce and distribute XXX, take advantage of XXX, fill the void of .. . -- describe the 
purpose of your activities). 

[I Company mission statement covering your line of products and services - What krnd of 
company do you u~ant to be? 

Now, (Company) is at a point where XXX (what you need or want to do next -- take 
advantage of a specific opportunity or one in your marketplace; build your business to the 
next level, etc.). 

Background 

For many years people have XXX. 

[] How people managed to do without [your prodzrct/service]. 

[] How and where a similar product or service is nou~ being used 

The "state of the art"/condition of the industry today is such that m. 

[I Explain your place in the idustry vis-a-vis competition or technology, eet. 

Our operation was producing $XXX (sales, units, products) by 19XX, and has operated at 
(financial condition -- profitable, break-even, etc.) ever since. Revenue projected for 

fiscal year 19XX without external ibnding is expected to be $XXX. Annual growth is 
projected to be X X X O !  per year through 19XX. 

Concept 

[I Description of product or service. 



[] Desirability of your product or service. 

We have just startedkompleted the designldevelopment/ testinghroduction of 
(product/service) -- a novel and proprietary XXX (example: soap for cleaning vinyl, retail 
store, construction tool, etc.). 

Compared to competitive products (or the closest product available today) our 
(produdservice) can/will XXX. 

The ability to XXX is a capability unique to   company)'^ products/services. 

[] How wouldyour customers compare your product with those of competitors? 

[I Advantages product or service has - its improvements over existing products or 
services. 

Our strategy for meeting/dominating the competition is XXX (lower price, biggerhetter -- 
your unique selling proposition). 

  company)'^ target market includes XXX (types of customers). 

(Company) is rapidly moving into its XXX (marketing phase). 

This approach is generating a tremendous amount of interest throughout our industry. 

In addition to our existing products/se~ces we have developed/plan to introduce XXX 
follow-on products/services, (product) is a XXX and is especially usefil to XXX (prospective 
customers) who can now easily XXX. 

Other products/services include XXX. 

All products fiom (Company) are protected by the trademark and copyright laws, and XXX 
(Patents, etc.). 

Responses fiom customers indicate that our XXX (product/service) is enjoying an excellent 
reputation. Inquiries from prospective customers suggest that there is considerable demand 
for it. Relationships with leading OEMs (Original Equipment Mfgs.), retailers, Fortune 
50011,000 companies, major accounts, manufacturers and distributors substantiate the fitness 
of (Company) for considerable growth and accomplishment in our industrylarea. 

Objectives 

] Near term and long term. 



Our objective, at this time, is to propel the company into a prominent market position. We 
feel that within XXX years (Company) will be in a suitable condition for hrther expansion, an 
initial public offering or profitable acquisition. To accomplish this goal we have developed a 
comprehensive plan to intensify and accelerate our marketing and sales activities, product 
development, services expansion, engineering, distribution and customer service. To 
implement our plans we require an investment of $XXX for the following purposes: 

Choose the activities pertinent to your goals: 

Build manufacturing facilities and ramp up production and inventory to meet customer 
demandr. 

Maximize sales with an extensive campaign to promote our products/services. 

A& retail outlets, regional marketing/sales ofJices, print a direct-mail catalog. 

Reinforce Customer Support services to handle the increased demands created by the 
influx of new orders and deepened penetration into existing accounts. 

Augment company staff to support and sustain prolonged growth under the new 
marketing plan. 

Increase Research & Development to create additional follow-on products/services as 
well as to Jirrther Brie-tune our competitive advantages. 

Management 

Our management team consists of XXX (how many) men and women whose backgrounds 
consist of XXX years of marketing with XXX (Fortune 500 company names look great here), 
XXX years of corporate development with XXX (more Fortune 500 company names look 
great here too), XXX people with XXX years of engineering and design with XXX 
(company), a chief financial officer with XXX years of accounting, adrnini~trative,~.merger & 
acquisition, banking experience with XXX (company). 

[] Actually, any good company backgroznb pertinent to your management team's 
jknctions are good references to demonstrate a solid background and assure a higher 
probabili@ offitwe success. 

Additionally, our outside Management advisors provide tremendous support for management 
decisions and creativity. 

In-House Management 

XXX 
President 



XXX 
VP Marketing & Sales 
XXX 
Controller 
XXX 
Operations Manager 

Outside Management Support (hourlylproject basis) 

XXX 
AccountantKPA 
XXX 
Attorney 
XXX 
XXX Consultant 

Marketing 

XXX (research firm, industry report, trade journal study) research projects a 
worldwide/nationwide market for XXX (product/service) to be approximately $XXX by the 
end of 19XX. Conservative estimates suggest   company)'^ market share, with our intensified 
and accelerated marketing plan, product/service development, manufacturing and customer 
service would be about X7CX% -- generating $XXX by the end of 19XX. 

[] Describe the projections and trends for the industry or business field 

The fkndamental thrust of our marketing strategy consists of XXX (appealing to walk-in retail 
customers, reaching executives by direct mail, demonstrating XXX in manufacturing 
facilities). 

[] Describe briefly how you will make sales happen. 

We intend to reach XXX (a classhype of customer; market segment) by XXX (placing a 
variety of classified ads, mailing a hll-color catalog every 3 months, a full-scale telemarketing 
campaign -- marketing/sales/promo tactics). 

Overall, our company can be characterized as a XXX (high-profile retail merchant, aggressive 
distributor of XXX, quality manufacturer of XXX -- the business and image for your 
customers to see). 

[] Who are your customers? Where are they and how do you reach them? 

[] Are they buying your product/servicefrom someone else? 

[] How will you educate customers to buy from you? 



A partial list of [actual] customers includes: 

XXX 
XXX 
XXX 

Also, XXX prospective clients presently evaluating XXX (productlsenke(s)) for use are 
XXX (actual customers). 

Finance[] 
List customers in Customers subsection ofthe Market Analvsis section. 

[] Briefly forecastjnm~cial expectations. 

[] See Income Statement, Budget, Cas&flow, Balance Sheet (w/ratios), etc. attached 

In XXX years we will have XXX (achieved goal) and our investors will be able to XXX 
(collect their return on investment). 

Conclusion 

(Company) enjoys an established track-record of excellent support/service for our customers. 
Their expressions of satisfaction and encouragement are numerous, and we intend to continue 
our advances in the XXX marketplace with more unique and instrumental XXX 
(productslservices). 


