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ECUADOR PROJECT REPORT

November 1, 1986 - July 31, 1988

I. SUMMARY OF THE PROJECT

A. Backpground

The implementation of USAID project, Ecuador: Nontraditional
Agricultural Exports, was initiated June 12, 1985, between the Agency
for International Development (AID) and Devres, Inc., in collaboration
with FEDEXPOR (the Ecuadorian Federation of Exporters). The objectives
of the prnject were:

0 To increase the level of nontraditional agricultural based
exports; and

0 To increase investment in productive, export-oriented
agribusinesses.

Devres, working with FEDEXPOR, has provided Ecuadorian nontraditional
agribusiness exporters with:

o Access to US market and technology information;

o} Assistance in the provision of support services to export-
oriented agribusinesses, including distribution and
marketing;

o Promotion of planning that favored export development: and

o Assistance in the identification of export opportunities,

Carrying out these objectives successfully has led to:

o Increased export of new products:;
o Development of new markets;
o) Expansion of contacts between individual exporters and

importers; and

o Strengthentag of the institutio: of FEDEXPOR, through
expanded membership, revenues, infrrmation, data bacw.
capabilities and knowledge of international export market
potential.



B. Experiences to date

1. Successes

Examples of the successes and valuable experiences gained
through the end of project include the following:

o

Export to and marketing of haricots verts (French string
beans) in New York;

Export and marketing of snow peas;
Export and marketing of okra;
Successtul trial shipment of fresh artichoke samples;

Successtul exhibivion of fresh asparagus leading to
orders for product;

Successful exhibition of fresh pineapple leading to
orders tor product,

Successful exhibition of fresh cut flowers leading to
orders for product:

Coordination and assistance for export and marketing of
over 150,000 cartons of honevdew melons for each of two
consecutive marketing seasons;

Transfer of project operations from Washington to Miami
completed;

Generation of over 1,000 new marketing contacts for
FEDEXPOR members;

Very successful overall showing at the United Fresh
Fruit and Vegetable Association’s 83rd Annual Convention
and ifxhivition in Orlando, Florida;

Avtendance as observers at United Fresh . ~uit and
Vegetable Association’s 84th Annual Convention and
Exhibirion in Houston, Texas, during which five FEDEXPOR
representatives made over 100 m-rketing contacts;

Over 600 informational requests documented and
successfully responded to;

Additional investment contacts cstablished;

Continued publication of FEDEXPOR'S monthly newsletter;



o} New members added to the Federation, strengthening it as
an institution;

o Publication of "Trade Update”, informing FEDEXPOR
membership of pertinent news and legislation affecting
exports from Ecuador (See Annex 11);

o Full attrendance at Post Harvest Handling Conferences in
Quito and Guayaquil; and

o Industrialized Products Seminar conducted in Manta
during which a majority of the attendees received
certificates.

2. Problems/constraints

Some problems constrained the execution of the Ecuador
Nonrraditional Agricultural Exports Project during this period. The
following difficulties encountered are worthy of note:

o

lmportant problems in export products were quality
control and poor coordination of logistical details;

[nsufficient service from airline companies continued to
create difficulties in increasing the level of
nontraditional agricultural exports;

Slow follow-through in Ecuador on investment and trade
leads by FEDEXPOR staff and individual members; this
prevented realization, as well as inhibited development
of, further trade and investment opportunities;

Selective dissemination of project-generated information
to the membership; FEDEXPOR management only distributed
information to those members they felt would benefit,
not to the membership as a whole (See Annex 12);

Periods during which support from AID was not available,
in particular the period from July 1987 until December
1987; and

Incomplete utilization of the Miami office by FEDEXPOR,
including failure to provide a trainee who would have
been able to contiuue the work after the end of the
project.



II. ACTIVITIES DURING THE PROJECT

A. General

1. Project office in Miami

The first full semester of operation nf the Miami office was
completed in April 1987. The office, opened at the request of
USAID/Quito and FEDEXPOR, placed project personnel much closer to ports
of entry for most imports from FEcuador and the rest of Latin America.

2. Project administration and records

Invoices =26 to #47 were submitted to USAID/Quito for
payment, and payment was received for invoices #22 to #46. Project
expenditures to date have followed very closely a straight time-
expenditure line for the life of the project. (See Table 1.) Overall
spending has been kept well within the original budget limits. 1In
fact, project funds were so judiciously managed that a budget surplus
resulted, allowing the project to be extended for three months with no
additional funding from USAILD.

A contract amendment was approved to shift spending between line
items early in the fourth semester. The most significant changes were
a decrease in expenditures for Subcontracts and increase in spending
for Other Direct Costs and Salaries, due principally to the shifting of
priorities for project activities and opening of the Miami office.

Table 1 provides a listing of major activities during the period.
B. Task Related Activities

1. Planning

A——— D

Work plans covering the period between November 1986 and
April 1988 were submitted to AID. (See Tables 2 and 3.)

2. Trade missions

a. United Fresh . ruit and Vegetable Association Convention
in Orlando, Flcrida.

FEDEXPOR participants visited local area wholesalers
such as Red’s Market and participated in a supermarket tour to see the
most recent quality and display standards for produce in the US market.
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Ecuador;

Date

FOURTH SEMESTER:

November 14

November (6 -19

November

December 1

December 8

Dacember 29

January 9

January 13-25

February 3

February 13-19

April 23

April 24

Nontraditional Agricultural Export Project

Activitics During the Period

November 1, 1986 - .Tu:ly 21, 1988

Major Activity

November 1, 1986 - April 30, 1987
Initial data transfer of flower prices

Assisted flower exporters in Miami, Pablo
Ruiz, Francisco Saenz, M. Davalos, Ernesto
Ribadeneira

Coordinated planning and execution of Manta
Conference on Canning and Processing

Set up cooling and receiving facility for
Ecuadorian imports at Tavilla Sales facility
in Pompano.

First snow pea shipment to New York City.
Prevor Marketing

Assisted Mr. White of Rosas del Cusin making
trade contacts

First shipment haricots, sample shipment
artichokes

Project Director in Ecuador to develop
commodities for export, work on FEDEXPOR
institutional development and plan for UFFVA
Trade rair in February. (See Annex 2)

Assisted representatives of CLASA, a FEDEXPOR
member, in sourcing equipment for an IQF
freezing plant

Exhibition and participation in 83d Annual
United Fresh Fruit and Vegetable Association
Convention and Exposition.

Serena Flowers (Neptali Bonifaz) - investment

Meeting at LAAD with Lucho Davalos and Robert
Ross



Ecuador: Nontraditional Agricultural Export Project

Table 1: Activities During the Period {continuad)

FIFTH SEMESTER: May 1, 1987 - October 31, 1987

May Quinoa marketing

May 6 Assistance in marketing grapefruit sections
May Okra marketing

May Planning for post harvest seminar

May 18 Pigeon Pea marketing

May 18&-27 Avocado 0il study

May 27-28 Angora Wool

June 1-11 Project Director trip to Ecuador (See Annex 8)
June 3 Re-definition of role of Miami office

July 22-24 Post Harvest Handling Conference - Quito
July 27- August 3 Coordination in developing honeydew melon

regulations between APHIS and Ecuador

August 3 Berry plants shipped to Ecuador from Nourse
Farms

August 13 Sent mango budwood to Guayaquil (AGRIFIM)

August 28 Meeting between LAAD (Robert Ross), CLASA
ECUADOR (Luch»n Davalos), Devres (E. A.
Villasenor)

September 1 Second shipment of budwood to AGRIFIM

Septcmber 9 Distribution to US clients of fresh ginger
samples

September 12 Meeting in Miami planning Post Harvest

Handling Conference (Guayaquil) Fernando
Correa, William Boltou, George Wilson, Devres.

September 12 Meeting in Miami with delegation from Ecuador.
Fernando Correa, Gabriel Espinosa and
Francisco Saenz.



Ecuador: Nontraditional Agricultural Export Proiect

Table 1: Activities During the Period (continued)

October 1-3 Post Harvest Handling Conference (Guayaquil)

October 19-25 Berry technical assistance from Will Garroutte
in Ecuador

SIXTH SEMESTER: November 1, 1987 - April 30, 1988

November 2-7 Visit of Dr. Leo Hamburguer to Chile.
November 9-14 Visit of Andres Duenas to Chile

December Establi.hment of Bi-Weckly Trade Newsletter
February . UFFVA Convention, Houston, Texas

February Ing. Eduargo Egas replaces Ing. Lincoln

Paredes as FEDEXPOR Regional Director in
Guayaquil.

February 23 Submitted detailed mavket profile for Lilies

May Ing. Fernando Correa replaced by Ing. Marcelo
Ruiz as Fedexpor Executive Director

June Tim Yeaney trip to Ecuador

June Paul Hoover trip to Ecuador
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Table 2:  PLAN OF ACTION — JANUARY TC' JWRE OF 1987 :

JANUARY rEERUARY MARCH AMRIL HMAY JNE
Interview Project Directc to  Prepecation of
sacretaries Ecuslor Sezmi—aryual report
Submit budget
amnendment
Assessment of
project
deliveratles
Resolve Mismi costs
with ATD- FEDEXFOR
Mothly Product
status developnent
repcrt >

Crpanize trading
contacts concurrent

Exporter/custauver with UFT&aVvA
conoacts on an as coavention
needed basis >
Contiruation. Attend exhibit st Follow-up results Plan
plenning for UFFaVA UETRYA comention of corvention attendance/exhibit

comvention in
COrlando, FL

activity and trade
contacts

Pronct ® __1data ransmisiod®

at PHA corwetion

for Qctober

Flower prices ©. Tdata transmision®
Irplenentation of Initiate customer
FRSYS (redesign of  end product
inputting datateses
procedures)

Inforimation system
evalustion Devres,
AID, FEDEXKR in
Quito

Prepare techrical
assistance for
Asparagus and
berries

Techmical
assistance in the
field

BEvaluation of
Technical
Assistance Reports

Assist in sales
contacts and
consumation of

trade denls Ton—30irg®:.

Identify/ analyze
current UY Ecuador
tradirg

relation hips————Yon—goirg®.

Contimed work in
identification of

investa@s———————Yon—poirg®

Locate and
facilitate traimirg

programs Ton-goirg®.






b. United Fresh Fruit and Vepetable Association Convention
in Houston, Texas.

FEDEXPCR parricipants visited the two local markets. Two
members, Santiago Aguirre cnd Josc Puga went on a supermarket tour,
while a third, Jose Fabara, visited with ‘ocal area flower wholesalars.
A fourth member, Adolfo Brinkman, purchased equipment for his bottling
operation.

c. Mission by FEDEXPOR members to Guatemala and Costa Rica.

FEDEXPOR membevs Ing. Fernando Correca (FEDEXPOR), Ing.
Francisco S enz (AGROTECH), Ing. Gabriel Espinosa (ARCINOE), Sr.
Vicente Riofr!o (CARAGURO), Sr. Victor Hogo Rodriguez (PROEXPOFLOR)
participated in a Trade Mission to Costa Rica and Guatemala. The
Mission focused on production and cultural practices of snow peas and
strawberries. The participants visited govevnment and other farms.

d. Mission to California production area bv Santiago
Apuir-e of CLASAGRO,

Devres stvaff arranged for Sr. Apguirre to tour California
production areas courtesy of Driscoll Strawberry Associates, Naturripe
Strawberries, R. A. Glass Co. and other California grower-snippers.

e, Mission to_California asparapus production areas by Dr.
Jaime Verpgara.

Devres staff coordinated visits by Dr. Vergara to the
University of California at NDavis, The Trvine Ranch Co. and All State
Packing Co.

f. Three trade missions to Chile visiting with Sr. Rodrigo
Gonzales the different fruit and vepetable production
areas.

These missions took place = the tull and early winter
of 1987. FEDEXPOR participants were Dr. Lev Hamburguer, Sr. Santiago
Aguirre and Jacobo Steiner. In the company of Sr. Rodrigo Gon:zales they
toured the central part of Chile, concentrating on production, packing
and exportation of asparagus, artichokes and bervries. Among facilities
visited were Fru-Agro, Co-Export, David del Curto, Sierra Nevada and
Frutandes.

g. Trade missions to Miami by Srs. Fernando Correa,
Francisco Saenz, Gabriel Espinosa and Gaston
Burgaentzle

The above-mentioned, all active in FEDEXPOR, visited
Miami on three different occasions. These trips involved sourcing
materials not available in Ecuador, contacting potential customers
directly from the Miami office and visiting both customers and
suppliers.

L1l



3. Trade fairs

a. United Fresh Fruit and Vegetable Association

Attendance by FEDEXPOR staff and members at the United
Fresh Fruit and Vegetable Association Convention in Orlando, Florida,
February 1987. See Annex 1l for a detailed report of activities
realized.

b. Prayduce Marketing Association

Planning for participation, rather than exhibition, in
the PMA Trade Fair scheduled for October, 1987 in Anaheim, California,
vas begun in late 1986. Due to budgetary constraints participation in
chis trade fair was canc. iled,

C. United Fresh Fruit and Vegetab'¢ Association, Houston

Attendance by FEDEXPOR staff and members at the Uniced
Fresh Fruit and Vegetable Association Convention in Houston, Texas,
February 1988. See Annex 7 for a detai.ed report of thz activities.

. 4, Information svstem

a. Data transmission to Ecuador

Beginning in November 1987, transmission of product
prices and other m~rket information was established on a weekly basis
to Ecuador. This was accomplished through INFORDE, an organization
which is located in the same building as FEDEXPOR. The absence of a
dedicated telephone line made direct transmission to FCDEXPOR offices
cumbersome and inefficient.

Devres made the recommendation that FEDEXPOR install a dedicated

line for telecommunications. This line, along with a fax machine, was
' &

purchase’. and installed, greatly facilitating transfer of information

between Quito and Miami. In June 1988, the modem was connected to this
dedicated line, and a link to a wide network of international
electronic data bases was established. (fee Annex 10.)

b. Request/Response system

Modifications of the request/response system (RRSYS)
were completed, and information was transferred using WordPerfect
Library notebook files. A complete report of activities to the end of
the project is included in /nnex 9. Annex 3 provides sample
information requests from rEDEXPOR.

c. Product/Customer database

Work was completed in designing and installing a
Product/Customer database in Rbase 5000 System V. Information for the



customer and product database was originally loaded into a WordPerfect
Library software program called Notebook by the Project Director. The
difficulties which surfaced regardi.g inputting information into
earlier versions of the Rbase software led project staff to this
alternative method for capturing data. The data manipulation and
report generating facilitiec of Rbase should make access to this
information by FEDEXPOR's membership much easier. See Annex 10 for a
complete report of Market Information Systems installed at FEDEXPOR's
offices.

5. Investment missions

Various investment missions were planned but not executed. Of
particular note are the following contacts with potential investors:

o Mr. Herbert Fiss of International Agro and Food
Products, Bradenton, Florida, wanted to meet with
Ecuadorian producers of fruit pulps and concentrates.
FEDEXPOR was unable to confirm meetings and Mr. Fiss
lost interest.

o} Mr. Roberr Kosglow, a former Simplot vice-president,
worked for some time with Ing. Fabian Solis on a potaro
export project. His visit to Ecuador was discouraged by
FEDEXPOR's Executive Director.

o Mr. Martin Gohn, president of MGC, a horticultural
marketing company, scheduled vavious trips to Ecuador.
All were postponed for to various reasons such as the
political clinate, national holidays, etc. His final
attempt to hold meatings in Ecuador was cancelled by
FEDEXPOR's Executive Director.

6. Seminars

a. Manta conference on industrialized products

Devres collaborated with USAID/Guito and FEDEXPOR in
planning for a conference on Food Processing to be held in Manta,
Ecuador, in November 1986. Arrangements were made to bring an FDA
(Food and Drug Administration) official to Ecuador for the conference
sc¢ that participants could receive approval for exporting. A team of
professionals from the University of Puerto Rico was contacted for the
Seminar on Food Proces¢’ng  The conference generated good publicity
for FEDEXPOR as well as being . source of revenue for the Federation.

b. Raspberry production seminar and technical assistance

William Garroutte of Garroutte Farms in Soquel,
California, travelled to Ecuador to evaluate raspberry production
potential and conduct seminar for Ecuadorian producers. See Annex 6
for a report of Mr. Garroutte's activities.
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c. Post harvest handling seminar--Quito

Devres initiated efforts to conduct a Post Harvest
Handling conference in Ecuador. The United Fresh Fruit and Vegetable
Associaticn was contacted as a potential source of consultants.
However, United was unable to provide specialists for the seminar and
two of Devres staff, William Bolton and George Wilson, conducted the
seminar. See Annex 4 for detailed reports of the seminar by Mr. Wilson
and Mr. Bolton.

d. Post harvest handling seminar--Guavaquil

The success of the Quito Post Harvest Handling Seminar
lead to requests for a follow-up seminar in Guayaquil. Mr. William
Bolton and Dr. George Wilson agreed once again to led the seminar,
which was very well received bv oversubscribed participazion. See
Annex 5 for detailed reports of the seminar.

e. Industrialived products seminar--Guavaquil

Devres was contacted vo identify specialists to conduct
a seminar for processing and marketing of industrialized products for
FEDEXPOR members and other exporters. After rejection of several
proposed candidates, FEDEXPOR contracted directiy with other Devres
suggested candidates to conduct the seminar.

7. Commercialization (prcduct activities report)

The period from Novemb=r 1, 1986 through July 31, 1988
demonstrated a marked increase in export activity. Each succeeding
"winter window” saw increases in the volumes of non-traditional
agricultur-l exports. The following is a description of these
activities on a per-product bhasis.

a. Achiote

In February 1987, contact was established with Steibel
Industries, a firm based in Tampa, Florida. Steibel is an
importer/exporter of chemicals, food additives and related products.
Mr. Paul Hubbard, Vice President of the company, expressed an interest
in contracting for the production and purchase of achiote (commonly
known as annato). He stated that due to increased governmental control
and limitations in the use of artificial ingredients, this natural food
cclorant was becoming more and more popular. The current market for the
seed at that time was $1500 to $1600 per metric ton. Traditional
producing countries, such as Kenya and Nigeria, were no longer able to
satisfy world demand. Production has been increasing in Brazil,
Guatemala and Peru. Hubbard wanted to contact someone in Ecuador who
could provide product and also commit production on a long-term basis.

14
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FEDEXPOR was contacted and advised of the opportunity for
production and marketing of achiote. Devres was advised, however, that
achiote was not exportable because the government felt that there was
not enough produced to meet national demand. FEDEXPOR, however, said
that they would petition the government to allow new plantings to be
developed for export,

Correspondence was exchanged between Devres and Steibel
Industries. Steibel requested that seed samples ‘e sent from Ecuador.
If the seed proved to be adequate, a technician from Steibel would go
to Ecuador to assist in establishing the plantings. 1If not, Hubbard
agreed to provide high-quality seed from Kenya.

Several groups were approached and organized by FEDEXPOR to carry
out this planting, including APROCICO in Quevedo. The world market for
this product seems to be strengthening due to the need for more natural
products in the food we eat. Political instability and economic
problems in traditional producing countries are creating other
opportunities for production and export. FEDEXPOR did a study on
achiote which indicates that it is a viable product for Ecuador.

In March 1988, FEDEXPOR requested a detailed profile of achiote,
to include data on world production, availability and marketing. This
profile was completed and presented to FEDEXPOR in Apr1l 1988. As of
this writing, demand remains high for this natural food colorant. If
the exporting hurdles can be cleared, achiote could become a good
source of export revenues for small farmers in Ecuador.

b. Angora

Angora wool production continues to be of interest in
Ecuador. Devres staff has contacted several importers of Angora wool
products, including one, Susan Dille in Blacksburg, Virginia, that
sells hand-made Angora products in fairs throughout the Middle Atlantic
states. She also has high quality Angora rabbits of German origin
available for export and breeding. Several a:tempts have been made by
FEDEXPOR staff in Quito to organize interested farmers, but no real
progress has been made. Devres has responded to several requests for
information, including preparing a budget for a detailed study.
Uncertainty regarding the stability of world prices in the face of
stiong production from Chile and China is the largest single
contributing factor toward development of this industry in Ecuador.

C. Artichokes

In December 1986 samples of Ecuadorian artichokes were
shipped to Prevor Marketing International, New York. Jerry Young,
salesman and buyer for Prevor, stated that by and large the samples
were good and if produced in volume, could be a viable export "deal”
for Ecuador. The primary defects in the samples were a lack of

15



uniformity in grading the sizes and some condition loss due to the fact
that there is not yet an adequate pre-cooling facility in Ecvador.

“yr

In February 1987, several FEDEXPOR participants attending the
United Fresh Fruit and Vegetable Association in Orlando spoke with
Califo.nia shippers and Eastern receivers about the artichoke business.
One California firm, Veg-A-Mix., from Castroville co¢xpressed an interest
in learning more about the potential in Fcuador. Correspondence and
telephone calls were exchanged with Mr. Ben Anguiano, President and
owner of Vep-A-Mix.

Following the convention, Devies vreccived various requests from
Ecuador for technical assistance.  Several qualitied consuliants were
located, including a Mr. Pedro Beas. who vecently rotived af ter prowing
artichokes in California for the past 27 vears. A prower’'s group.
headed by Gabriel Espinosa, planned to contract tor this assistance in
the late summer or earlv tfall of 198/, At the same time, Dovies svaff
contacted Mr. Vinfred de Bernard, manager otf Fisher Piochers:
subsidiarv in Chile. This large Canadian firm wis interested in
developing artichoke production in the Eeuadorian Sicrrs ond promised
to send a representative to Fcuador,

Devres also assisted FEcuador in locating sources for plant stock,
which had been very scarce in California. Plants were located at a San
Francisco nurserv, but a firm ordev was never consummated.

Q. Asparagus

The development and production of asparagus continues as
one of the most active areas of interest. Studies indicate that
because of Ecuador’'s climare and high average luminosity, asparzagus
should do ecxtremelv well. Several groups are organized within FEDEXPOR
for the purpose of promoting and developing this crop.

Seed and transplants have been sourced primariily in California,
with some Eastern varieties available from nurseries in  Massachusetts
and New Jersev. A Janvary 1987 visit to Ecuador bv representatives of
Ball Biotech also provid=d another porential source. Seme seed has
already been purchased and shipped to Ecuador.

Asparagus was one of the “hit” cormoditics displaved by the
FEDEXPOR delcegation at the UFF&VA Coovencion in Orltando, Florida.
Visitors ton FEDEXPOR':. hooth expressed a great deal of interest in the
asparagus that was exhibited. FEDEXPOR brought both white and green
varieties. A number of visitors to the booth wanted to start ordering
the product right awav

Among them were.
J & J Produce, Inc., Salinas, CA - Robert Garsha

Merex Corp., Thornwood, NY - David Blumberg
Sunfruitc, dedley, FL

16



T.D. Agritek, Inc., Monroeville, NJ - Donald Franzen

Florida European Export-Import Company, Miami, FL - M. D.
Sullivan,

Pillsbury Corp., Minneapolis, MN - Dunrith Waund

United Marketing and Sales Int. Corp., Fort Lee, NJ- Pat Estrada
Prevor Marketing, New York, NY - Michael Prevor

Squillante & Zimmerman Sales, Fc-t Lee, NJ - Ed Zimmerman
Western Reserve Specialists, Cleveland, OH - Duff O'Donnell
Venture Vineyards, Inc. Lodi, NY - Melvin Nass

Coosemans Miami, Inc., Miami, FL - Danny Coosemans

U.S.A. Trade, Inc., New York, NY, Pomparo Beach- Albevto Bambach

As a direct resuit of the UFF&VA Convention, contact was
established with the Pillsbury Corporation, particularly with Dunrith
"Bud” Waund. Pillsbury has become active in asparagus with its Green
Giant brand cauned and frozen product line. Thev are at the same time
developing their fresh business, having becught out Lee Brands, a
leading shipper. They ship tresh from Washington Stare, Coachella
Valley, Mexico and Chile. Last year they marketed 30 million pounds of
asparagus They would be verv interested in working with the
Ecuadoriaus in the further development of this vegetable. Mr. Waund
promised to obtain the names of two technical experts available for
travel to Ecuador.

The consultants provided by Pillsbury were Mr. Garnet Rodebaugh
and Mr. Briaan Benson. Both individuals are very experienced in the
field, Mr. Penson being a leading California seed producer and Mr.
Rodebaugh being the person in charge of production for Lee Brands. They
would be available for work in Ecuador once a relationship has been
established with a viable group of growers.

Im March 1987, Miami sraff assisted Dr. Jaime Vergava in obcaining
scarce UC 157 asparagus seed from California. Appointments were also
arranged for Dr. Vergara with growers in the San Joaquin Valley and
researchers at the University of California Davis campus.

During March 1987, FEDEXPOR received a visit from Mr. Robert
Price, 4 consultant with Pillsbury. Mr. Price also works for Phillip
Morris, the parent company. He was in Ecuador assessing the
development potential for new commodities and was very impressed with
the work being done with asparagpus.

FEDEXPOR advised that they have two groups active, one in the
Sierra and one on the coast, with the intention of planting 30
hectares. Requests for seed, plants and market information were
received by the Miami office throughout the balance of 1987. It became
apparent, however, that there was not much actual planting going on.
FEDEXPOR planned ro send a technician to study in the United States and
learn how to reproduce asparagus plants through tissue culture. The
tissue culture laboratory at Rutgers University was contacted and
agreed to provide the training at nominal cost.
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It is known that one FEDEXPOR member, the CLASA group, has been
exporting asparagus with limited success and in small quancities to
trial markets in Canada and Europe. They will have more production to
deliver to these markets in the fall of 1988.

Devres continues to e.aphasize thar asparagus is one of the premier
commodities that could provide a significant impact in the development
of non-traditional erport commoditics.

e. Avocado oil

The Miami office received a telex in early May 1987
from FEDEXPOR requesting:

“Please indicate to us what possibilities exist for the
exportation of crude avocado oil and refined avocado oil for cosmetics.
We need to know the quantity, price, cte. Information requested by a
new member that has the product readv. Answer as soon as possible.”

Over thirty cosmetic companies were contacted, and a listing of
the names, addresses and individuals called was incorporated into a
report delivered to FEDEXIOR. Several companics were interested in
purchasing avocado oil freor ¥euacor, and thev were placed in contact
directly with FEDEXPOR.

{. Baby vepetables

A certain degree of interest has been generated toward
the development of babv vegetables in Ecuador. The Ecuadorians have
seen the success achieved in other countries. parcticularly Guatemala.
FEDEXPOR has made numerous requests for seed catalogues and general
information, but no specific plans for planting have been made.

g . Beans

A visit to Casera Foods in September 1986 indicated the
possibility for producing dry beans in Ecuador and shipping them to
Puerto Rico for processing by Casera, a Campbell's subsidiary.
Variceties discussed were pink beans, large red kidnev beans, small
white beans and pinto beans. Devres was asked to source the seed for
trial plantings in Ecuador. The site chosen was the Yungilla Valley,
where a varictv of microclimates are available in close proximity to
each other

After researching potential suppliers, two firms were chosen:

1. Kelly Bean Co.
2. Gormleyv & Co.

Quotes were requested and received. The growers in Ecuador were

asked to approve expenditure for the seed. This seemed to quash the
interest. Until some alternative source of financing these tests can be

18


http:interest.ed

implemented, dry beans for export will remain just an idea with good
potential. Dry bean production for export could provide a welcome
diversification for farmers in Ecuador.

h. Berries

Almost every study conducted in Ecuador to date has
indicated that the production of bushberries, i.e., raspberries,
blackberries, ollalieberries, etc., should be given a top priority. A
native type of blackberry grows very well in Ecuador, and it is felt
that certain American cultivars such as Heritage and Willamette will
accommodate themselves well to Ecuadorian growing conditions.

Devres has provided much technical information on berries,
including market profiles and production data for both fresh and frozen
product. A group of growers has been organized in Ambato to conduct
test plantings. They initially ordered 1,200 plants from Nourse Farms,
an excellent nursery in Massachusetts. After these plants were well
established, FEDEXPOR requested further shipments of plants, which are
still being expedited. Severe problems in ohtaining import permits,
foreign exchange and agreement on prices wirh all the participating
growers have thus far held up shipping any more plants.

Devres was requested to provide technical assistance to assure
viability, then follow up later with a harvesting and handling seminar.
In Octeber 1987, Mr. Will Garroutte, a leading grower from Watsonville,
California, spent a week in Ecuador with the growers giving them much-
needed technical assistance. His encouragement motivated the growers
and assured them that they were on the way to properly produce these
berries. His report on thac trip is included as Annex 6.

Several firms such as Agro-Tech and CLASA have been exportiag
bushberries to Eurcpe and Canada with some success. Marketing channels
in the United States have been opened up for sale and distribution of
these Ecuadorian berries once they are in production.

i. Cardamom

Several requests for technical and marketing information
about Cardamom were received by the Miami office. Ii.formation was
returned to FEDEXPOR by telex and hard copy. A small group of
producers in the Santo Domingo -Quevedo area has been organized and
should have production available for export in 18 months.

j. Carnations

Neptali Bonifaz, an active member of FEDEXPCR, had been
producing mini-carnations in 5 hectares, planted using Israeli
varieties and technology He had a great deal of difficulty in
starting out his business, but felt that he had overcome the initial
problems and could produce and market successfully. His carnations

were all field-planted, not under cover, though they were all drip-
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irrigated. The total in production amounted to 620,000 plunts. He
stated that Esmeralda farms in Peru was successfully shipping mini-
carnations using the same techniques. He would have liked, how«ver, to
put some carnations under cover, and was looking for a partner with
whom to finish the investment.

The book value of his current operation, according to Neptali, was
§350,000 U.S.

The mini-carnation operation with a partner would consist of:
7,600 square meters under cover, consisting of 108 beds 1 meter wide
and 37.50 meters long.

There was an already existing structure of 18 bays measuring 5.25
X 80 meters (equals 7600 m2). The value of the structure was $9,655.17.

Drip irrigation system was installed, needing only a filter to be
operational. Value $11,034 . 48.

Supports and wires for 108 beds of mini-carnations at 5,000 sucres
per bed. Value $3,724.14.

This deal was discussed with Glen Allen. He said that the project
at first looked promising, if there are not a lot of white Israeli
carnations involved. He said that there was not a good white carnation
to be had from those varieties, the buds being too soft. He said that
if the project had a good amount of red carnations it could be
interesting and he could probably put it together. E. A. Villasenor
was to call Neptali and obtain further information.

Further analysis with Glen Allen indicated that this project had a
high probability of success. He requested the following information
from Neptali Bonifaz:

Total area of greenhouse and:

(1) Proposed plant population

(2) Proposed varieties within color mix
-red
-pink
-white

-assorted

(3) Breakdown of investment costs per ha. including labor to
install

-plants

-covering and expected life of covering at this location
-frame (metal or wood)

-water system
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-other costs
(4) Percent planted space of total area
(5) Travel time from farm to airport
(6) Season of peak production

(7) Estimated production--export quality per year, blooms per
plant

Despite repeated requests from both Miami and Quito, Sr. Bonifaz
was unable to provide the information requested, and the project was
abandoned.

k. Chocolate

Through FEDEXPOR, Quito, a meeting was arranged with
Eduardo Molestina, manager of a chocolate manufacturing plant in

Guayaquil. The company was looking for marketing development
assistance for the introduction of a new line of high-quality boxed
chocolates. Several conversations, meetings and telexes ensued, but no

real business was accomplished.
L. Flowers

To date the most successful non-tradirional exports from
Ecuador have baen fresh cut flowers. 1In spite of the increasing
volume, Ecuado:ian shippers represent only a small fraction of the
flowers imported through Miami. As a result, they feel that they have
not been receiving fair treatment from their brokers and agents.

At a January 1987 meeting in Quito, the following program was
designed and offered as a service to the Flower Exporters Association
by FEDEXPOR and the Devres/FEDEXPOR Miami Office.

a. "Door to door service” to be offered to
the flower exporters

The following is a program for offering useful services
to the flower exporting industry of Ecuador. If enough interest and
participation could be generated it could also provide income for the
FEDEXPOR office in Miami. The activities would be as follows:

(1) Receive via telex or fax a pre-advice of shipment
and alert the flower brokers, warehouses and customs brokers with the
following information:

(a) Final destination/consignee

(b) Possible "breakdown” (manifest) of the
shipment ’
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(2)

(3)

(4)

(c)

Special information

Obtain the following information from the flower
brokers, warehouses, and customs brokers the following information to
be transmitted to the "grower”:

(a)
(b)

(c)

(d)

Reference selling prices
ol

Any changes which should be made in the
distribution of the shipment.

Approval for reception of the shipment with
"collect” terms

Special information

Await and receive via telex or fax a pre-advice of
shipment and then immediately notify the warehouses, carrier, haulers
and customs brokers with the following information:

(a)
(b)
(¢)
(d)
(e)

(£)
(8)
(h)
(i)
(J)
(k)

()

Carrier

Flight and number

Itinerary and Expected Arrival Time (EAT)
Master Air Way Bill

House Air Wavy Bills and amounts of collect
charges due trom each consignee

Final destination/consignee
Exporter

Number of boxes

Invoices

Packing list

Special instructions regarding the
distribution of the load within the aircraft

Remarks and observations

Receive the flight verifyving the following:

(a)

That the jet pallets be separated according to
their respective warchouse destinations



(b) In the event that the flight contains cargo
for another city, assure that cargo is
not off-loaded in Miami

(5) Notify the freight forwarder of origin regarding
the arrival and condition of the shipment, sending the following
information:

(a) Time of arrival
(b) Quantities received
(c) Damages, if any

(d) Average temperatures before entering cold
storage

(e) Observations and remarks

(6) Prepare "clearance” and notify the flower broker
with the information te include confirming the amount due “collect”.
(7) Deliver or ship the product to
its final
destination/consignee,
preparing the forms necessary
for delivery and/or shipment.

(8) Contact the flower birokers and obtain the following
information to be transmitted to the freight forwarder for distribution
to the respective growers:

(a) Conditions affecting the product due to
handling

(b) Reference to the prices at which the product
is being sold

(c) General observations

(9) In the event that it is required, present claims to
the carrier and obtain USDA documents certifying dumping or
incineration of rejected product,

(10) Preparc a report stating prices for transmission to
the freight forwarders and distribution to the prowers

(LD) Obtain liquidations for accounts of sale from the
brokers and prepare a statement of receiving costs to be transmitted to
the freight forwarders for distribution to the prowers,



(12) Receive the accounts sale and deliver them to the
growers according to their individual instructions.

NOTE: INFORMATION WHICH THE GROWER REQUESTS OR RECEIVES WILL
BE CONSIDERED CONFIDENTIAL AND WI'.L BE REMITTED IMMEDIATELY

USS 30.00 for shipment of 0-30 boxes

USS 40.00 for shipment of 31-60 boxes

US$ 50.00 for shipment of 61 or more hoxes

USS 6.00 for confidential telex

These rates are applicable solelv tor shipments from Quito to
Miami. 1In the event that o transter to another city is required, there
will be an additior.al charge of 50%, which will also be the surcharge

for reception at points outside Miami.

Estimated Budget

Salary $ 1,500.00
Overhead and Benefits (@60%) 900.00
Car Expense Allowance 300.00
Telephone 150.00
Telex 500.00
Miscellaneous 500.00

TOTAL $ 3,850.00

Break-even will be handling 133 shipments of 0-30 cartons or:

67 shipments of 0-30 cartons and
50 shipments of 31-ft) cartons; or

44 shipments of 0-30 cartons and

33 shipments of 31-60 cartons and
26 shipments of 61 or more cartons
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Assuming 20 flights per month, the following shipping volume would
be required:

Case 1 7 shipments per flight
Case 2 6 shipments per flight
Case 3 4 shipments per flight

It is also assumed that all the income is applied to paying Miami
expenses. If the income is pro-rated between Miami and Quito, then the
volume required will be commensurately higher.

The individual contracted to fulfill these responsibilities will
be required to be fluently bi-lingual and have a moderate education.
In view of the fact that at times the product has a very high value,
this person must have good references.

Subsequent.y, Devres staff qualified and interviewed several
candidates for the above position. Approval of the project rested with
the FEDEXPOK Bcard of Directors. Unfortunately, the Board was unable to
agree to the idea or provide the necessary initial funding.
Implementation of this plan by FEDEXPOR would have provided an income
stream that would have in large part supported the Miami Office once
the project was concluded.

Another potential project presented by the Miami Office was one
for the establishment of a “clearing house” for flowers in Quito. This
institution would have been financed by an American firm, which would
pay the flower growers on an FOB Quito basis for their flowers.

The following memo, general plan for setting up a clearinghouse
that would purchase/market flowers, was transmitted to FEDEXPOR and the
Flower Growers Association in Quito.

“We have a partner interested in investing in the concept, but
only if he were able to have flowers planted and produced according to
his quality requirements. He would, however, purchase the flowers on an
FOB basis at the clearinghouse. Please review the idea and discuss it
vith potential producers.

(b) Memorandum--Flower clearinghouse
for Ecuador

(1) Background

During visits to Ecuador, we have been looking
at some of fthe cut flower production activities in that country for
opportunities to encourage qualified U.S. marketing entities accustomed
to importing cut flowers from Colombia to consider Ecuador as a source
of production. As a result of these personal visits, we would like to
suggest the possibility of developing a flower clearinghouse entity



that could provide growth opportunities for marketing cut flowers Erown
in that country.

Such an entity would place particular emphasis on the "cool season
flowers”, such as roses, carnations and chrysanthemums, because they
represent approximately 90 percent of the imported cut flower volume
received in the United States with 70 to 90 percent of those flowers
now coming from Colombia, depending upon the species. In our
conversations with several participants in the U.S. flower trade on the
East Coast during the last two vears, we are certain that many of the
wholesalers would be interested in expanding or widening their sources
of supply bevond Colombia because of concerns aver their present
dependence upon producers in that country.

Mearly 70 percent of the cut flowers sold in the Eastern Unicted
States occur during the Januavy-June period when the major source of
supply is production from US greecnhouses or imports. The cost of local
US production is becoming prohibitive relative to the consumer’s
willingness to pay retail prices to support greenhouse grown production
in the United States. Thus, Colombia with ts peak flower production
season geared to the US market has become the dominant supplier for the
retail trade during their busiest scason.

Although prices have been very cowmperitive from Colombia, there
are several commercial practices of the trade that have not been very
attractive to the US wholesale florists. Therefore, most of rhe leading
importers have been looking at various other alternatives including the
Caribbean Pezl . and Ecuador tor possibilities of replacing a part of
the present Colombian supply.

Based upon our experience with rhe US wholesale florist trade and
some exposdre to production of flr.ers by farmers in Costa Rica, we
would have no doubt thac Ecuadorian production is feasible and can be
sold effectively in the United States with proper and adequate
protection of the cut flower (to extend shelf life at retail) between
the time of harvest to the time it enters the port of entry into the
United States. This involves a very careful control of refrigerated
temperatures in order to keep the bud closed or firm as long as
possible so that the retail florist has a useful shelf life in which to
merchandize the cut flower to the consumer.

(2) Clearinghouse activities

Functions of the clearinghouse, as we see it,
would include (1) providing marketing echnology to the Ecuadorian
growers. Such marketing technology would involve information on the
species, colows and grades of flowers require! by the market at various
times of the year in advance of the prowing season so that the producer
could produce the type of flower that could be cxported 17 properly
cared for from the time of harvest to the time of entry into the US
distributive trade. This might be called market intelligence, because



it could also involve information relative to conditions in the
Colombian trade and any other potential participants in the CBI area.

In addition, the clearinghouse would (2) seek qualified buyers
with credit ratings suitable for handling imports. They also would (3)
receive the flowers, grade, package, bunch, sor: and ship the flowers
to the order of US buyers. In addition, they would (4) provide
collection services and could either remit to the farmers at “he time
the flowers were delivered to the clearinghouse or remit to the farmers
upon receipt of payment from the buyer. It is possible that the
clearinghouse might want to take title to the flowers. However, they
may wish to merely operate on a consigninent basis.

It is our opinion that the clearinghouse entity would be most
effective if it would opcrate upon some type of policy such as a seven-
day payment facility or 50% at time of delivery and 50% upon sale.

This would effectively be a combination of the payment at delivery and
payment after remittance by the buyer. The more this entity could act
as a true clearinghouse between seller and buyer, the more effective
would be the development of the Ecuadorian cut flower production to
meet the needs of the US market.

Ecuador has the capability and resources to produce flowers
suitable for the US export market given the knowledge of what that
market wants However, several growers have indicated that their
experience in shipping flowers and receiving payment has not been very
favorable and, consequently, providing clearinghouse functions for the
money involved in the trade would be an important function and benefit
of the clearinghouse company.

(3) Reccummendations

It is our recommendation that a clearinghouse
be established fcr the use of Ecuadorian cut flower producers. Stock
could be offered for sale to local pioducers as well as to possible
foreign buyers. It would L= our judgment that management operations
should be under the expertise of a qualified Ecuadorian but that
technical advice would be solicited from a qualifies US importer to
provide the needed inputs on market. However, if a qualified US
importer wished to provide these managerial and technical services with
a guarantee on the money involved in the transaction, then it might be
feasible to have such an operation under their management and technical
supervision, provided they were a minor equity participant. We are
confident that there would be entities (import wholesalers) in the US
who would be willing to provide these services and be a participant in
the investment opportunity financing and operating a cut flower
clearinghouse.

Glen Allen / E.A. Villasenor, III
Devres, Inc.
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The report was received under advisement by the Ecuadorians, but
no firm answer was ever obtained for the proposal.

Devres staff also passed along an offer from Murdoch Farms to
purchase bouquets for distribution to Safeway Stores in the
Wash'ngton/Landover area. Samples were requested but were never
received.

Other flower-related activities included maintaining the flow of
price information through the use of the project computer system, and
the investigation of several flower importers.

It is very important that FEDEXPOR become active in the flower
business from Ecuador. Other exporting countries have a firmly
established "presence” in the American market, serving to protect their
interests. Ecuador should follow suit and do the same. FEDEXPOR,
through their Miami Office is the ideal vehicle for such
representation.

m. Garlic

At a meeting in Quito in November 1986, Devres and
FEDEXPOR staff met with Eco. Fausto Manuel Pinto G., General Manager of
Pinto & Carces Cia. Ltda. This firm has garlic production in
Tungurahua - Pelileo area. They wanted to export garlic to the US.
Devres agreed to send grade standards. They have 30 MT available per
month. It was explained that initial shipments would have to be made
on consignment until a market and customer relationships were
developed. Mr. Pinto agreed to send a telex to Miami between Nov. 5-10
to confirm the shipment of samples.

Subsequently, the Miami Office received a call from Phillip
Johnson, The Marian Co. (813-855-0032) . He is a partner with Sr. Pinto
in the Ecuadorian business. He was looking for marketing contacts for
the garlic  He already had samples here in Miami. The garlic was of
the purple variety, packed in wooden boxes. It was sugpested that he
contact the PACA and the Blue Book and was given the appropriate nhone
numbers. Devres/Miami staff also said that they would let him know the
reputations of those companies with whom they could trade.

n. Ginger

A proup under the direction of Patrick Bredthauer
planted ginger in the area around Guayaquil. Plans called for initial
production in Septeaber 1987. This planting project was a result of
the technical assistance provided by the project in the fall of 1986,
The Miami Office assisted in providing packaging information and
marketing contacts. Samples of ginger were received in Miami in October
1987 and forwarded to clients, both supermarkets and wholesalers. The
ginger was not well-received by these customers, who stated that the
product was wilted and :lightly dircy. They did state, however, that
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with proper handling it could be a very competitive product. This
information was transmitted to Ecuador.

0. Haricots verts
“French Beans”, also known as haricots verts, were
shipped by FEDEXPOR members on a trial basis during the months of
December 1986 and January 1987. Results were mixed, but very

promising. One shipment of 31 boxes sent to Prevor Marketing in New
York yielded returns of over $5.00 per pound. Prcolems enccuntered
were those of poor grading and condition loss due to improper handling.

The market potential, however, was discovered to be excellent. Due to
its geographical position, Ecuador can produce these beans for shipment
during the "winter window", making these high returns possible.

After the season, a group of interested growers, headed by Gabriel
Espinosa, contacted Devres for assistance in obtaining seed for the
next planting cycle. Le Marche’ Seed Co. was called, and 5 pounds of
haricot seed were shipped to FEDEXPOR for planting trials.

pP. Lilies

Lilies are a colorful and diverse pgroup of perennial
flowers native to temperate regions of the northern hemisphere. The,
are popular as cut flowers, potted plants and in home gardens in many
areas of the world and, therefore, are economically important
commodities in certain countries. Lilies reproduce vegetatively from
hulbs and bulb scales, and there is important international trade in
b:lbs as well as fresh flowers. The flowers cross-pollinate easily
siving rise to innumerable hybrids and new varieties, providing
sardeners and consumers with an endless array of flower colors and
yatterns.

In January 1988, FEDEXPOR requested information regarding lilies.
In February a study was prepared and submitted This study reviewed the
sources, prices and markets for both domestic and imported lilies and
gave a brief overview of production practices for lily bulbs and
flowers. Useful information on importation and inspections, packaging,
transportation, wholesalers and other sources of information was also
included.

q. Honevdew melons

The 1966-1987 honeydew deal from Ecuador was very
successful. Shipments totaled over 250,000 cartons. Prices ranged from
$10.00 to $14.00 during most of the deal. Importer interest was very
high, and major companies are now looking to fcuador for future
supplies.

During January weetings iu Quito and Guayaquil, Devres and
FEDEXPOR staff met with several potential new producers, who would be



starting out for the first time in the 1987-1988 winter window. Plans
were made to provide technical and marketing assistance.

Honeydew melons were exhibited during the UFF&VA Convention in
Orlando, Florida. They were among the most popular items displayed in
the FEDEXPOR booth. Representatives from marketing firms were all
anxious for details on who to contact in Ecuador for future production.
Among the firms interested were USA Fruit, Prevor Marketing, United
Marketing and Seald Sweet.

Further work was being done in attempting to develop new
production. The bottlenccks were transportation and fruic fly control.
In this area, Devres assisted bv coordinating the efforts of several
individuals and agencies. & proposal was received from Allied Trading
in Tampa, reading as follows:

Allied scaves that they have an option to charter up to 4 vessels
to ship honevdew melons for the 1987-1988 wiater window. They would
requive a puarantee of sufficient production before executing the
contracts and committing for the charters. kach vessel would carry
approximatelv 45,000 cartons of melons. There appear to be four
options available:

0 Plant e¢nough melons to ship 45,000 cartons per week
from the port of Manta.

o Obtain alternative cargo such as bananas to finish
the loads in Manta, so that less melons would need
to be planted.

o} Ship 435 000 melons per week, but supply the deal with fruit
from both Manta and Guavaquil, setting up several different
deals, having the vessel load in both ports.,

o Same as 3} above, but also use alternative cargo
such as bananas to finish luaiicg the vessels.

Allied will prepare a cost analysis of the freight, plus a
proposal of how they would want to structure a business relationship.
They would require a puarantee of production capability such as a
letter of credit or a performance bond. The srowers, they understand,
in turn would want a puarantec of transportation and marketing. This
analysis should be available within the next week.

This proposal was forwarded ro FEDEXPOR for consideration. Its
reply was held up pending o decision from APHIS as to what areas of
Ecuador would be pormitved to plant melons for ezport.

A further meeting was held with Allied Trading, Devres staff and

an AID representative, Mr. Ciovanni de Choudens. The results of the
meeting were:
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"Meeting at Miami airport with John Hill and Giovanni deChoudens:
John Hill bas an associate, George Nazzari, who has wide expertise in
chartering freight. Nazzari is the person who will contract the
transportation for the honeydew/banana shipments. Nazzari lives in San
Francisco, California (415-284-2792). The discussion covered the
following topics:

(1) How precisely will the freight be guaranteed? 1f
the growers in Ecuador want the freight guaranteed in writing by the
vessel company, they will have to pruvide o performance boad Tnr Hill
and his associates. This will be prohibitive, if not impossible. Hill,
however, stated that he would give his assurances to provide the
freight, entering the spot market for shipping space scveral months
prior to the season, i.e., instead of now, 6 months before. Hill stated
that guaranteed vessels and rates this far in advance are going to
produce "premium” rates. Giovanni suggested follow-up with shipping
companies currently servicing Ecua.or. Hill will arrange a meeting the
week of May 5 in Orlando with EAV, Nazzari and himself. OK per
Giovanni.

(2) Volume: The tavgeted production will be for
approximately 15,000 to 40,000 boxes per week Sufficicnt growers have
to be organized and motivated to provide this level of olume.

Glovanni will commence the organization on his return to Ecuador May
14, A key tactor in the deal will be a contract for vessel space worked
out between Hill and Banana Supply Co., Orlando, Florida, in which the
banarna shipper would take up a substantial amount of space on each
vessel. Shipping schedule would be approximately every 10 days.

(3) Cost data:
Hill requested as much cost data as is available:

(a) cost of boxes

(b) growing costs

{¢) harvesting and packaging costs
(d) transportation (internal)

(e) incidental export costs

(Many of these costs have been
identified in a study done by Pepe Puga
in Ecuador)

(4) Marketing: EAV is requesting from Hill for the May
5 week meeting a narrative detailing how the marketing is going to be
done, who the principals are, what the expected sales are, what the
commission and expense structure will be, sales reports, market
reports, (requency of account sales settlements, etc,

(5) Hill reports that he i{s in touch with the USDA and
that there might be some relief available for this season from the
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current stricture of landing Ecuadorian honevdews at only North
Atlantic ports. EAV and GdC to follow up.

Conclusion of meeting: Further cost analysis needs to be
developed and a firm plan of action formulated in order to motivate the
Ecuadorian growers. This information should all be in final form no
later than May 14,

Minutes from the meeting were sent to FEDEXPOR requesting their
reply. When FEDEXPOR finally did reply, they stated that business
problems prevented the principals initially interested in the business
from consummating the deal.

r. Mineral water project

A January meeting at FEDEXPOR's Quito office introduced
Srs. Fausto and Diego Fernandez. Their company botctles and distributes
240,000 bottles of HUITIG brand mineral water daily. At a recent board
meeting the companv agreed to investipate and affect the purchase of
more bottling equipment to enable the company to export mineral water,
and in particular to penetrate the US market. Initial investment in new
equipment is estimated av $1.4 million US.

In the conversation, various constraints involved were discussed,
such as the high price of bottles produced in Ecuador, the lack of an
accurate assessment of the US market, the sourcing and purchasing of
the new (or used) bottling equipment and the need to develop a new
bottle and label desipgn.

The Miami office obtained material on the sparkling water market
in cthe United States and forwarded it to Quito. Devres was Later
advised that the bottlers of HUITIG were going to shelve the project
until economic conditions in Ecuador were more favovable. 1t is now
understood that they are going to start exports in September 1988.
They will be dealing with a privately owned Miami trading company.

S, Mushrooms

In November 1986 the Miami Office received the following
request:

(1) Regarding canned mushrooms:
-volumes and prices on a monthly basis from 1985 to
the present.
-types of containers used and their volumes.
-what varieties are used and which ones are
feasible from Ecuador.
(2) Technician:

-must speak Spanish
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-must understand the cultivation process

-must understand the process in the factory

-must be able to differentiate; various varieties,
especially those consumed in foreign markets,
-must be prepared for 30 to 40 day stay

Please send resume including expected cost ASAP.

A further explanation of the telex by FEDEXPOR indicated that the
Villaseca group was looking for some information regarding mushrooms.
If the market, etc., look profitable, they would construct a processing
plant in the Sierru. They want to know about the world market for
mushrooms, where they are produced, what the prices are, what the
market trends are, etc. They would also want to locate a specialist
who could go to Ecuador for a month to six weeks to get them started.

Dr. Lo Christy of Ameritrade was contacted, and he indicated that
he could field the team necessary to do the study requested.

A telex was received from Tradeamerica proposing the feasibility
study.

A meeting was held at the Miami office with Dr. Lo Christy. A
detailed discussion of the mushroom proposal followed. Dr. Christy
said that the mushroom market is growing. The annual US consumption is
increasing steadily. Taiwan is getting out of the market due to costs.
The Taiwanese, according to Dr. Christy, feel that they can get more
return from their labor investment by utilizing it in the manufacturing
of electronics and other goods rather than in mushroom farming and
production. As a result, there is a currently ongoing re-allocation of
production sources in the world mushrocom market. with some of the
production shifting to the Peoples Republic of China and to Indonesia.

Dr. Christy said that the most profitable aspect of mushroom
production stems from the sale of fresh mushrooms. The two largest
production areas in the US are in the Aptos-Monterey area of California
and in Pennsylvania/Delaware. The Taiwanese are strictly canners, no
fresh exports. Fresh exports are perilous due to the delicate
perishable nature of fresh mushrooms. Irradiation, however,
dramatically increases shelf life.

In Latin America there are mushrooms grown in Peru and in Costa
Rica. There needs to be an assessment made in the area where the
mushrooms will be grown to avoid any constraints which may later hinder
production. Examples cited: The straw material available in Costa Rica
was wholly unsuitable for the culture medium. In Indonesia, the
ambient temperature and humidity change from the plant to the point of
embarkation of the finished product caused the cans to sweat and damage
the labels and packaging. An experienced team/individual would need to
evaluate the particular characteristics ot the Ecuadorian Sierra with
respect to the production and exportation needs of canned mushrooms.
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Dr. Christy provided Miami staff with a resume for Dr. Jim Holmes,
the mushroom expert. He also left a copy of a proposal from:

Hogan Associates

Importing Food Technologists
3047 Fillmore Street

San Francisco, California 94123
415-929-1112

Telex 470298

John F. Hogan, Jr.

This firm, one of the leading importers of canned mushrooms, would
do the feasibility study in Ecuador for free in exchange for exclusive
marketing rights in the US. This may not be a viable option in
Ecuador.

Dr. Christy also stated that the current proposal on the table in
Ecuador could be scaled down somewhat, reducing the cost.

After several weeks of negotiation, the Villaseca group decided
that the proposal was too expensive and opted to withdraw from the
project. Two other firms later requested information and were referred
to FEDEXPOR.

t.  Okra

Shipments of this southern vegetable totaled 2,741 half-
bushel crates during the 1986-1987 winter window. The lone exporter
was FRUTEX, a company located in Guayaquil owned by Gunter Chanange. On
the whole the season was successful, but several mitigating factors
would have to be resolved before okra could become a truly viable
export commodity,

By far the most serious problem was the lack of reliable air cargo
service from Ecuador to New York. Due to APHIS regulations , the okra
could only be entered through North Atlantic ports, making logistics
difficult. Ecuatoriana only had two viable flights per week, making
shipping perilous. Eastern Airlines refused to transport the okra
after losing the first container at the Miami cargo terminal. Other
problems consisted of missing documentation, logistical :ccnstraints in
sending settlements to Ecuador and occasional poor communications, all
of which were resolved,

In conclusion, it could be said that to date okra has been the
most successful new vegetable exported from Ecuador. If the
transportation obstacles were to be hurdled, volumes of over 100,000
crates per scason could be shipped.

u. Passion fruit

The popularity of tropical drinks expressed itself in
the form of increased demand for passion fruit juices and concentrates.
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In January 1987 requests were received and forwarded from importers
wanting to purchase substantial quantities of passion fruvit products.
Several of these firms indicated a willingness to enter into joint
venture agreements with Ecuadorian producers. Among the interested
companies were James Kosglow Co. and International Agro Food Products
Co. These requests were coordinated and forwarded to FEDEXPOR. The
Quito staff informed Miami that there was a possibility that they could
organize several production groups.

In late December 1987, Devres was requested to provide detailed
marketing and production information for single strength juice and
frozen concentrate of passion fruit. This report was prepared and
forwarded to FEDEXPOR in January 1988, Subsequently, ECUAJUGOS, a
FEDEXPOR member and NESTLE subsidiary requested marketing contacts for
a volume of single strength juice. These contacts were researched and
forwarded to Ecuador.

V. Pize.n peas

Initial interest in planting pigeon peas was developed
during the CBI Conference in Puerto Rico. A relaticnship was
established with Casera Foods, a Campbell Foods subsidiary.
Correspondence was exchanged between Devres, Casera and FEDEXPOR.
Casera requested samples of raw and finished product in order to assess
the quality of the peas and the Ecuadorian ability to process them.

FEDEXPOR requested assistance in processing the pigeon peas.
Casera was contacted, and the information was sent via telex. Initial
samples were produced in Cuenca, but the quality was substandard, with
too much foreign material being found in the product. Plans were made
to tighten up the processing and produce better samples.

The Miami Office was advised in April 1987 that there would be
approximately 80,000 pounds of pigeon peas produced by Ing. Piedrahita
and the firm "Palmacristi”, starting in June at the rate of 10,009
pounds per week. Devres was asked to assess the fresh market potential
for the peas. Clients were contacted and product was offered. Lists of
contacts were forwarded to Ing. Piedrahita. Due to late harvest and a
lack of processing facilities, the pigeon peas were not shipped frozen
as had initially been intended. Instead, they were dried and prepared
for sale as seed.

The seed market for pigeon peas rose markedly and created an
excellent export opportunity. Through contacts ohtained by Mr. Giovanni
de Choudens, clients were contacted in Puerto Rico and sales were made .
Sr. Gabriel Espinosa brought samples of the seed with him to Miami.
Unfortunately, the pigeon peas had not heen treated and were teeming
with insects. Instructions were immediately sent to Ecuador to have the
seed cleancd and processed, which was never done.

Pigeon peas are a staple in the Caribbean basin. Ecuador has the
good fortune to be able to produce this product out of season. What is



required is a sound plan and some long-sighted investment that will
target the opportunity to sell frozen, canned and seed pigeon peas.

Ww. Pineapple

Ecuador produces two varieties of pineapple. The first
ie¢ a native variety, with a round shape and white flesh. Although this
fruit is very sweet and has an excellent shelf life, its pale color is
somewhat detrimental for fresh market applications. There are also
small plantings of Hawaiian varieties, which should be developed for
export.

During a January 1987 trip, Devres staff met with various
producers and discussed the possibility of developing pineapple as an
export commodity. The growers cited transportation as their greatest
concern, particularly the limited availability of airspace. There are,
however, several firms selling fresh pincapple to other countries,
particularly Chile.

Contacts weve established with potential marketers in both Europe
and the United States. Samples were requested, pending follow up from
FEDEXPOR staff in Ecuador,

FRUTEX provided pincapple for displav at the FEDEXPOR booth at the
UFF&VA Convention in Orlando, Florida. Visitors expres<-d interest in
pineapple, but were uncertain if Ecuador could compete with the
multinationals who were saturating the market wich high quality product
from Hawaii and the Caribbean. There were heavy plantings in the
Dominican Republic by Castle & Cooke, among others. Turbana Banana had
just initiated an operation in the Caribbean that was producing a good
Jet Fresh pincapple, but they were having trouble marketing it. Among
the companies interested were:

Canadawide, Montreal, Quebec - Bill Katsabanis
B.V. Jos VandenBerg, Rotterdam, Holland
Concorde Group, Saskatoon, Saskatchewan, Canada
Waterfield Farms, Chantilly, VA - Gerard V. D’Amore
Tropical Fruits & Vegetables, Inc., Miami, FL
Usa Trade, Ine , Pompano Beach, FL

An excellent marketing opportunity for fresh pineapple fron
Ecuador exists in the Chilean market. The Chileans are heavy fruit
consumers, preferrving fresh fruit above anything else for dessert. They
have little fruit production in the winter, at which time fresh
pineapple from Ecuador, brought in at a higher stage of maturity. could
be a success. It is recommended that a marketing project be developed,
incorporating the coring machines used in US supermarkets. Initial
inquiries in Chile produced a very high level of interest. Two to three
thousand 40 1h. cartons of pineapple could be sold weekly in the
Santiapgo market alone. Chileans pay up to 500 pesos ($2.00 US) for a
no. 10 can of pineapple. They would gladly pay that amount for a fresh,
cored sweet Hawaiian pineapple.
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X.  Potatoes

In November 1986 the Miami Office received a telex from
FEDEXPOR, requesting restrictions and regulations for potatoes. They
wanted to know what possibilities existed for the exportation of
potatoes from Ecuador to the Us. They were advised that fresh potatoes
from Ecuador should not and could not be marketed in the United States
for the following reasons:

(1) Fresh potatoes are not on the current APHIS
admissible products list from Ecuador. [t would be almost impossible
to get them on the list at this time.

(2)  The United States is currently over-producing
potatoes and is actively looking for export markets for this excess
production,

(3) Potatoes are produced heavily in California,
Washington, Oregon, Idaho, Nebraska, the Dakotas, Texas, Florida and
Canada, to name just a few. Becausc of plant hybridization, extreme
mechanization and modern storage facilities, it would be almost
impossible to compete in this market with imported potatoes. Current
prices are relatively low, and a marked change could only be brought
about by some unforeseen production problem.

(4)  The United States Department of Agriculcture is
extremely stringent about the importation of potatoes. Their
requirements are almost impossible to meet. The potatoes must be 100
per cent free from dive, which is almost impossible to do even with the
most modern machinery. The potatoes cannot have anv pesticide or
chemical residues of any kind. Sources have told us that importing
potatoes is almost impossible just due to the USDA requirements.

For the reasons stated above, it was sugpested that the idea of
selling fresh potatoes in the US market be abandoned. Instead, a
potential market for potato products in processed forms was identified.
One possibility is potato flakes. However, for the time being it
seemed the best potential market for Ecuadorian potatoes was pe in the
Caribbean and Central America.

Samples of Ecuadorian potatoes were sent to a client in Trinidad,
who was very satisfied with the quality and condition. The agent, Jim
Kosglow, a former Simplot vice-president, was very anxious to
consummate the business. Kosglow also said that there was also a

potential for exports to Europe. There exists a 2 to 2 1/2 month
period roughly from June to August during which there are no fresh
potatoes 1n Eurepe. He said that the quality of the storage crop at

that time is poor, and as a result the Furopeans would allow the
importation of foreign potatoes. Kosglow asked that FEDEXPOR determine
what transportation services were available to Europe from Ecuador for
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export, the export would be that of a value-added retail item, instead
of grain and flour as a raw material.

z.  Radicchio

Interested members requested seed samples, which were
obtained by Miami Staff and forwarded to Ecuador.

aa. Sardines

During a January 1986 trip to Ecuador, Devres staff met
with Julio Hidalgo Coronel, of lndustria Pesquera Jambeli C.A. They
were marketing canned sardines in the U$, mostly on the West Coast.
They would be willing to offer product for distribution in the East or
Southeast. Received current price list. They were packing the following
two products,

(1) Sardines (Pilchard) in tomato
sauce | 1b, oval 24
cans/box

US$ 11.45/box

(2) Sardines (Pilchard) in hot
tomato sauce, 1 lb. oval, 24
cans/box

US$ 12.00/box
They alto had 18 other products that they can pack.

The Miami Office prepared a mailing offering the product and sent
it to the 50 largest institutional food buyers in the U.S. This list
was also duplicated and sent to FEDEXPOR.

bb.  Shrimp

Although shrimp is not a "non-traditional” export, there
was some project activity associated with this shellfish. FEDEXPOR, as
an institution promoting Ecuador and i:ts exports, appears in various
databases. Companies searching for new shrimp contacts run across
FEDEXPOR and call _he office in Miami. To date there have been various
offers placed by companies interested in purchasing shrimp. These
offers were transmitted to FEDEXPOR, but as yet no direct business has
resulted.

cc. Snap peas

A customer contact thac markets snow peas, snap peas and
baby vegetables from Ecuador suggested calling General Foods and
offering product from Ecuador. Wicthin the last several years General
Foods has entered into joint ventures in foreign countries for the
production of snap peas. Devres staff contacted Mr. Walt Neuburg, a
consultant with General Foods in charge of sourcing alternative
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production in Latin America. Mr. Neuburg explained that snap peas are
similar to snow peas, but are rounder and have an edible pod. They
come in both stringed and stringless varieties. General Foods helped
develop the seed, and they have an exclusive on distributing the frozen
product throupgh the end of 1987. The peas were originally to have bern
harvested mechanically, but the machinery has not worked properly, and
mechanical production has been disappointing.

Working with AID, General Foods had a deal in Guatemala that in
1986 produced one million pounds of peas. The producer in Cuatemala is
INEXA. Their delivered cost Miami for hand-picked peas was very
competitive with the price for machine-picked peas in California. He
was disturbed, however, by an offer from Birds-Eve England to deliver
frozen snap peas to the Us at §$.50/1b. . when the cost is S.70 from
Guatemala. He had not vet scen the product so he could not vet make a
fuli determination.

Meuberpg was at the time work lay, wirh George Truict on an AID
project in Peru for Frozen green beans that has not sone well. They
hav., however, shipped 3,000 1bs. of snap pea seed to northern Peru-
the Trujillo arva. He would be willing to cooperate with Ecuador in
providing inrormation and techunical assistance.

Per instructions {rvom FEDEXPOR, Miami staff sourced and booked 200
pounds of supar snap pea seed from Gallatin Sced Co.  This seea would
have been planted for export during the 198/7-1988 wincter window. Due to
the difficulries in obtaining permits and foreipgn exchange, the sced
was never purchased,

Devres staff in Miami has continued to foster and promote the
relationship between Ceneral Foods and FEDEXPOR.

dd.  Snow peas

The establishment of snow peas as a consistent, viable
export commodity has been a mirked success for the project. Shipments
were initiated in November 1986 to New York. After polling many
potential clients, it was decided to market the peas through Prevor
Marketing International in New York. Arrangements weve made with Agra-
Services, a combination Customs Broker and Freight Agent. Agra-
Services also provided fumigation for the peas, which was required by
APHIS.

Ecuadorian snow peas, although shipped in small volumes, were able
to establish themselves in the marketplace at competitive prices,
There were however, serious constraints. Among them were:

) Irregular and inconsistent flight schedules. This lack
of adequarte transportation caused late arrvivals,
overtime charpes and in several instances complete
product loss. Ecuatoriana's {light schedule does not
coincide with the best market days, so shipments were of
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necessity limited to Sunday and Wednesday flights. Any
delays caused the product to be delivered over a weekend
or after normal business hours.

o Quality control. The first shipments of peas were
not of uniform quality, with a range of sizes and
maturity presented in each box. With time,
however, this did improve. Current shipments are
now well within standards.

o Condition. Due to a lack of adequate refrigeration in
Ecuador, the peas do not have the shelf life that peas
from other countries do. The current facility available
at the airport in Quito is too small, though it appears
that it will be expanrded in the near future.

o Fumigation. AUVHIS regulations require that the snow
peas from Ecuador be fumigated with methyl bromide and
only be imported through North Atlantic ports. This
restriction severely limits the shelf life of the
product and the marketing area. Attempts to modify this
regulation have not yet proved successful. APHIS would
require a lengthy study to be performed in Ecuador. The
small size of the project at this time would not justify
the cost.

o Market. In spite of statistical averages that indicated
a historically strong market in the "winter window”, the
early market proved to be unusually low. In March and
April 1987, however, prices improved. and it arpears
that there will be a strong market for several mouths.
Ecuadorian growers were concerned about prices, since at
the early market levels they were not able to cover
costs.

Further technical assistance to the growers was provided by the
project staff, including an additional visit to Ecuador by Mr. Luis
Valenzuela, an extension agent and snow pea expert from California.

Snow peas made a strong showing at the UFF&VA Convention. Several
cartons of fresh snow peas were displayed each afternoon. Comments from
the visitors to the booth were very favorable with respect to the
condition and appearance of the peas. Orders for product were received
far in excess of volumes immediately available. This demand prompted
the participants to plan an increase in production for the 1987-1988
winter window.

Ecuador’s snow pea growers increased their volume during the last
season. Due to APHIS constraints they did not market much product in
the United States, but made substantial advances selling in Canada and
Europe. One firm, CLASA, marketed quite a few snow peas in England.
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The future for snow peas in Ecuador looks very promising. There
are still some refinements to be made in cultural practices which only
come about with time. Of concern also is the rising volume of this
product from Guatemala. It is a new product that has been introduced
through the auspices of the project. Plans call for a further
diversification of marketing to include other countries in Europe and
increased volume to reduce handling costs.

ve, Strawberries

The current state of the strawberry industry in the

Sierra of Ecuador is {mproving. Producers such as AGROMOD and FRUAGRO,
admit to having problems in production, capitalization and cash flow.
They still feel that with time their companies will succeed, but that
real progress is heing hampered. Thev hope to achieve better results
using some of the newer varievies. Thev would also like to diversify
the operations of rtheir businesscs into other arcas such as
blackberries, raspberrvies and vepctables,

In January, after meecings with cxporters, Devres staff suggested
that with a transfer of new technolopy and an infusion of fresh
capital, successful enterprises could be mounted that would have real
financial worth and a strong developmental impact. Devres staff asked
that AGROMOD and FRUAGRO prepare independent studies indicating the
following:

o Current producticn levels
o Corresponding sales
o Plans for experimental plots to include transfer of

technology
o New capital requirements

o Cash flows indicating rates of return at anticipated future
production levels

Strawherries rom FRUAGRO were exhibited at the UFF&VA Convention.
The berries were medium-size, First vear Tufts variety. Thev arrived
in fairly good condition. in spite of mishandling bv the airlines and a
24 hour delay in arriving at the convention site. There was quite a
bit of interest expressed by visitors to the booth.

The development of strawberries for export from Ecuador is moving
forward on various fronts. Exporters such as FRUAGRO and AGROMOD are
increasing plantings tor the next scason. Another interested company
CLASA Apro, is planning a pilot project to assess the most appropriate
varicties and technolopy suitable to the Ecuadorian Sierra. On the
investment and marketing side, the Miami Otfice staff has contacted
numerous buyers and potential investors interested in Ecuador.
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Ivan Restreppo

Gabriel Espinosa

Gaston Burgaentzle (CLASAGRO, Quito - paid by his company)
DEVRES

Dennis Wood

E. A. Villasenor, III

Timothy Yeaney
AID

Giovanni de Choudens

PRODUCTS EXHIBITED

Green asparagus
White asparagus
Strawberrics

Snow peas

Fresh cut flowers
Quinoa

Honevdew melons
Pineapple
Processed fruicts

special mention should be made for the efforts of Monica Correa
and Novgian Villasenor, who assisted tirelessly in the assembly and
daily decorvation of the display.

CONCLUS[OMS

Successtul Trade Fair participation is proving to be a useful tool
in both institutional and product development. Such activities
reinforce the organizing inscitution as a focus and forum for
development activities. In the case of the 1987 United Fresh Fruit and
Vegetable Association Convention, measurable positive results have
been obrained. Participants have seen that they can produce and compete
in the international marketplace on a par with uore developed
countries. The Orlando Trade Fair clearly demonstrates the value of
these events. FEDENPOR should continue to participate in these types
ot fairs, both for deriving promotional value and establishing trade
contacts,

E. A. Villasenor, III

Project Director
Devres, Inc.

1202 N.W. 72 Avenue
Miami, Florida 33126
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ANNEX 2

Ecuador Trip Reporct--Januarv 1987

ECUADOR TRIP
January 1987

Meeting with Fernando discussing activities in general. Later
meeting with Judy Bustamante and Arq. Galarza reviewing art work
and text for brochure to be used at convention in Orlando.
Discussion of pending issues between Devres, AID and Fedevpor.

Heeting with Giovanni de Choudens at AID Mission. Discussed
preblems within ALD that are atfectivg the project. He states that
morale at mission low. There is a new Financial Divector.
Fedexpor's financial problems in large parc scem from the changes
going on within the wission. Funds will he avallable to continue
the projece. Giovanni dgreed to modification of deliverables.
suggested that moditication be included in Semi-Annual report and
not under sepavate cover. Discussed UFF&VA convention in Houston,
Reviewed budget and proposed budger ammendment,

Heeting with tornando Corves at FEDEXPOR offices. Discussed
current situation with Fedexpor, accivities of Agrotech (a company
in which he has a part interest).

Met with Ing. Solano reparding the deal with Kosglow and the
possible exportation of potatoes from Ecuador to the Caribbean,
It is becoming obvious that the shipping constraints are going to
be too difficulc to overcome.

Meeting with Giovanni de Choudens and Fernando Correa ref. the
UFF&VA Convention. outlined activities and responsibilities of
FEDEXPOR, AID and Devres.

Discussed pending invoices with FEDEXPOT. EAV will take back
check,

Discussed payment of Miami vipenses by FEDEXPOR. EAV will take
back letter to Devres.

Met with Cristian Wohlerman ref. Mora (blackberries), other
Ffruits. He is interested in taking an active role within FEDEXPOR.
Encouraged him to join the "Federacion™.

Met with Mr. Wada of Mitsubishi Trading ref. the potential
exportation of pineapple and ginger. Mr. Wada in growing Hawailian

varieties near Quevedo.
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10.

11.

12.

13.

14,

Met with Ernesto Molestina ref. Chocolate. This company 1is
Set up Weds mtng. with Cristobal Orrantia ref shrimp.

Set up Tues. meeting with flower prowers to propose joint
marketing venture.

Meeting with Huitiyg, Potential TA contract.

Set up meeting with DINA for Tues.
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ANNEX 3

Sample Information Requests From FEDEXPOR

TYPICAL INFORMATION REQUESTS HAVE BEEN:

1.

2.

10.

11.

12,

13.

14,

15.

16.

17.

18.

19.

Canned mushroom study--markets, prices, etc.

Quote prices and source rnspberry plants

Quote prices and source blackberry plants

Quote prices and source aspavagus sced/plants

Research principal species of tropical fish for export
Quote prices and source haricot seed

Obtain chemical pecling agent

Check on admissability of "naranjilla"

Check on admissability of irradiated babaco

Check on admissability of irradiated tomate de arbol
Advise on importation of grapes

Advise on admissability and market of cactus pears
Obtain publications on thermal canning processes

Obtain information ref. importation of lilies

Obtain latest stuandards and regulations for melons, okra,
asparagus, ginger, snow peas, pineapplo. croccoli, avocado,

Pigeon peas, strawbervies, blackberries, raspberries and
artichokes

Obtain information from Federal legister ref. irradiation
Quote cost of a study for dehvdrated fruits
Quote price and source radicchio seed

Quote price and source supar snap seed
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20.

21.

22.

23.

24,

25.

26.

Quete price and source artichoke plants
Quote price and source a "walk in cooler"

Obtain information on mavket, regulacions, etc., for
dehydrated vegetables

Investigate a potential broker for Ecuadorian flowers
Obtain literature for prowing berries
Obtain literature for storing fruits and vegetables

Investigate market potential in US for avocado oil
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IT. QUINOA LETTER

September 15, 1987

Ms. Sarah Holcomb

National Grain Products Co., Inc.
P.O. Box 1469

Minnetonka, Minnesota 55345

Dear Ms. Holcomb:

As agents for a production group in Ecuador, we are pleased to
offer QUINOA. a small golden seced which contains exceptional
nutritional properties. 9uinoca was part of the basic diet of the Inca
culture that flourished in ancient times. [t is still cultivated today
in the Andes and is a staple of the Andean diet, particularly in
Ecuador.

The following are detailed specitications for our product.

Quinoa - Ecuadorian

(Chenopodium quinua willd)

Description: Food grade product, cleaned and dried

Appearance: Natural, uniform off white

Odor: Mild-free of any musty or other off odor

Flavor: Characteristic of quinoa, free of astringent taste due

to excessive saponin content.

Analysis: Chemical Composition Range of Values
Moisture(Percent) 10-13
Protein (Percent) 12-18
Ash (Percent) 1-3.5
Fat (Percent) 2-8
Fiber (Percent) 1.5-7
Physical Test weight (1b/cu-ft) 44.-47
Particle size (per gram) 250-500
Foreign and damaged material:
Damaged Quinoa (weathered) 0.2%  Max.
Danasged Quinoa (insects) 0.2% Max.
Off Color 0.2% Max.
3-3
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Other Plant Material 0.05% Max.

Fecal Material 0.001% Max.
Mineral Material 0.001% Max.
Toxic Plant Material 0.01% Max.

Chemical contaminants:
Naturally occuring mycotoxins and all other synthesized
chemicals, such as chlorimated hydrocarbons,
organophosphates and carbonates - non-detectable at a
detection limit of 1.0 parts per billion.

Price: U.S. $2.00 per kilo in 29 or 50 kile bags
U.S. $1.00 per pound in one pound bags, 24 bags per
ruster container
Above quoted FOB Manta or Guayaquil, Ecuador

*vailability, 52 metric tons per month commencing September, 1987,

Included with this letter please find several brochures further
detailing the attractive and unusual properties of quinoa and several
samples of rthe grain in its seed and {lour form.

We hope that vou will sample the quinoa and be able to incorporate
it into vour producc line. We believe that the many special properties
of quinoa will make it a "best seller" with nutritionally minded
consumers .

Kindly express your interest to our Miami Office via telex or
tel:phone (305) 591-4150,

Sincerely,
E. A. Villasenor, III

Devres/FEDEXPOR, Miami

cc: file
FDXPR
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ANNEX 4

Seminar and Grower/Shipper Consultations,
Quinto, Ecuador: Julv 18-26 1987




Devres, Inc.

2426 Ontario Road, NW
Washington, DC 20009 USA
(202) 797-9610

Cable: DEVRES

Telex: 440184 DEVR UI

TECNICAS DE POSTCOSECHA Y MANTPULEO DE PRODUCTOS PERECIBLES PARA LA EXPORTACION
Seminar and Grower/Shipper Consultations, Quito, Ecuador; July 18-26, 1987

Report bv: Dr. L. George Wilson

Materials and Supplies prepared, purchased and borrowed for this assignment

included the following:
1. Over 3000 35mm slides on postharvest handling (L. G. Wilson)
2, Cassette-narrated slide set on container temperature management
( Univ, of California~ Davis)

. Four VHS video cassettes on:

(€]

a. Refrigerated trailer temperature management (Refrigerated Trans-
portstion Foundation)
b. Marine container operations - 2 (American President Lines)
c. Fresh Tip television fruit and vegetable promotions (United Fresh
Fruit and Vegetable Assoc.)
Reference books (12) on postharvest technology (L. G. Wilson)
Reference literature and files on postharvest technology (L. G. Wilson)
Portable forced air precooling demonstration apparatus (L. G. Wilson)

Electronic digital pulp thermometer (L. G. Wilson)

o ~N O &

Relative humidity measurement equipment:
a. Sling psychrometer (L., G. Wilson)
b. Bendix portable, battery operated hygrometer (L. G. Wilson)

c. Comark portable, electronic humidity kit (L. G. Wilson)

Materials and Supplies taken to distribute to seminar participants included:

1. Handbook on Shipping Perishable Commodities (American President Lines)
2. Linertrain System - containers (American President Lines)
3. Deveres information and premotional literature
<4, Refrigerated truck preloading checklist
5, Stainless steel dial pulp thermometers (17 sold to seminar partici-

pants and FEDEXPOR at my cost; $10.50 each)

o 4
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Visits/Consultations

Mr. William Bolton and [ spent Saturday through Tuesday finalizing lecture’
presentation preparations and materials and visiting fruit, vogetable ani

Flower operatiosn near Quiro. Slide photographs of local operations and fa-
cilities were taken and processed 1n Quito to enhance our seminar pruesentations.
Several seminar participants invited us to visit their operations after the
seminar on Saturday,

Observations and discussions included:

1. Production, handling and/or packaging of such crops as; snow peas,
French beans, asparagus, strawberries, uvilla, tamarilio, babaco,
chrysthanthemums, roses and quinoua.

2. Soil preparation .auwd manawement irrigation, fertilization, spacing
and pest manauement, orc, in relation Lo quality crop “roduction.

3. Precooling and storave 1acrlitios and strurtures, including measure-

ments of relative humidity and temperatures (air and produce),

Seminar presentation purposes and objectives includad the fol'lowing;

1. To gain understanding of realities of world marketplaces and competition.
2. To gain understanding of specific fruit, vegetable and flower postharvest
handling requirements.,
3. To comprehend realities and interactions of agronomic and marketing
factors,
The course participants included 45 producers and/or exporters plus 3 public
sector professionals. Sessions were limited to 14 hours each, including dis-
cussions, which were spontaneous, frequent and complimentary to the information
being presented. The enthusiasm of the participants and FEDEXPOR personnel
contirmed their interest and cacerness Lo tmprove the quality maintenance of
their products and their competetiveness in world markets. Discussions with
individuals and small groups dominated recesses and mealtimes, ete, While Mr,
Bolton and I are contident that we provided substantyal professional assistance

we also a great deal from evervone involved in our seminnr and visits,

The final Friday sessions included small group project designs, discussions
$ ! 8 ’
presentations and evaluations. Simultaneously, | involved the participants

in a demonstration of the benefits of forced air precooling of four popular

h=2 . /{/ .












TROPICAL HORTICULTURAL CROPS DEVELOPMENT FOR EXPORT MARKETING

ASHS COLLOOUIUM
Orlando, Florida
MONDAY, NOVEMBER 9, 1987
1:15-5:00 p.m.

Function Name and Affiliation Topic Time
Moderator: Dr. L. George Wilson, Professor & Extension Specialist,
North Carolina State University
INTRODUCTION & OBJECTIVES (15 min)

To elucidate opportunities and realities of production and
marketing of tropical norticultural crops for a profit. To
gain an understanding of constraints and challenges of main-
taining quality of these perishables. To provide a forum for
discussing the outlook and potential for exports as influenced
by national and international policies,

First Speaker: bDr. Dvanand Raj Kumar, Professor, Univ. of Trinidad & Tobago, W.T.
HORTICULTURAL CROP PRODUCTTION CAPABILITIES AND OPPORTUNITIES

IN THE TROPICS. (30 min.)
Second Speaker: Dr. Carl Ww. Campbell, Professor, IFAS, Univ. of Florida, Home-

Stead.

TECHNIQUES FOR PRODUCING EXPORT QUALITY TROPICAL HORTICULTURAL

CROPS, (30 min)

Third Speaker: L. Antonio Lizana, Dean, Univ. of Chile, Santiago, Chile.

POSTHARVEST QUALITY MAINTENANCE OF HORTICULTURAL CROPS
GROWN IN THE TROPICS. (30 min.)

Fourth Speaker: Mr. James R. Rinella, President, Sun World International, Inc.
Coachella, Calif.

TRANSPORTATION AND MARKETING OF HORTICULTURAL CROPS FROM THE
TROPICS. (30 min.)

Fifth Speaker: Mr. Marcus DeFreitas, Minister of Agric., St. Vincent, W.I.

REALTTIES OF NATIONAL AND INTERNATIONAL TRADE REGULATIONS
AND POLICIES, (30 min.)

Sixth Speaker: Dr. Howard L. Steele, Office of International Cooperation

and Development, U.S. Agency for International Development,
Washington, D.C.

ROLE OF FOREIGN ASSISTANCE PROGRAMS IN THE DEVELOPMENT OF
EXPORTABLE HORTI1CULTURAL CROPS, (30 min.)

Endorsements of ASHS
chairpersons of sponsoring
groups:

Carl W. Campbell, Interamerican Society for Tropical Horticulture
(formerly ASHS-TR); Tom V. Williams, Tropical Horticultural Products
Research & Development Opportunities WG; Max E. Patterson, Post-
harvest WG; Edwin B. Over, International Horticultural Consultants
WG; L. George Wilson, Ad Hoc Commitrtee on Tropical Horticulture. 1\,







WILLIAM E. BOLTON
COMMENTS REGARDING QUITO SEMINAR

JULY 18 THROUGH 26, 1987

Prior to departure preparation could be improved--example: USAID
contact person was never seen although invited to office, seminar site
several times--reason, he is leaving Quito. Other AID representative,
Giovanni de Choudens, was most helpful. Information such as currency
equivalent (received s few days prior to departure) was off by some 757
plus. One additional day in Ecuador for field/plant/office visits and
arrangements prior to seminar, is felt to be indicated. In other
words, a total of at least 3 days, working, (week) days secms required

prior to seminar.

Of materials used, slides, still pictures, audio/video, written
and printed material, pulp thermometers, cooling fan with curtain,
legal/statistical translations plus volumes of printed technical
matter were all supplied by Wilson and Bolton. Large amounts of the

above were left with participants and FEDEXPOR.

FEDEXPOR's cooperation with us was noteworthy. Their arrangements
for seminar site (exceptionall) meals, materials and general assistance

throughout the 9 days was most professional.

Some 45 paid participants plus five or more from FEDEXPOR were an

unusual elite group interested in the entire course., Make-up of

4-8



Sector. Questions by them during Q/A sessions and workshops were
indicative of their high degree of interest (as well as their general

IQ).

Program was revised several times so as to fit the variety of
BTOUps represented, Dr. Wilson is vending a copy of the final program
and principal subject matter. Three full days (8:30am to 5:30pm—~-

sometimes later) ware used. July 22-23-24 for actual seminar,

Some of the high points of ang during the course were the

following:

o} A demonstration with exhaust fan and drape curtain
(experimental small model size) executed by Dr. Wilson to
demonstrate heat reduction-~time, degrees produced (snow
Peas) reduced ang compared against a check group of boxes,
Everyone wasg truly impresseq,

o Workshop session--last day when six tables of some seven

Pérticipants each designed thejr OWn non-traditional export
Projects from planning period, small trial production, market

analysis, in-field classing/packing, transport, etc.

Dropouts during the course were minimal--no more than 2-3 absent

any one day of the total registered and paid group (some 50 plus),

4-9



Three days for the actual seminar period is considered to be
adequate ror subjects outlined in final schedule. However, as
suggested above, pre-preparation time in country (Ecuador) should be at
least (3) three full work (week) days. FEDEXPOR also asked for our
comments and suggestions regarding s repeat program, they want us to
put on at Guayaquil on or about September 18, 1987. FEDEXPOR requested

that this be coordinated by Devres as soon as possible.

It was a real pleasure to work once again with all of the

professionals involved, Dr. George Wilson, the FEDEXPOR team and the

Devres Group.

William E. Bolton

July 27, 1987
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ANNEX 5

Seminar and Grower/Shipper Consultations,
Guavaquil . Fcuador
September 27-October 4. 1987




Devres, Inc.

2426 Ontario Road, NW
Washington, DC 20009 USA
(202) 797-9610

Cable: DEVRES

Telex: 440184 DEVR Ul

TwCNICAS DE POSTCOSECHA Y MANIPULEO DE PRODUCTOS PERECIBLES
PARA LA EXPORTACION

Seminar and Producer/Shipper Consultations, Guayaquil, Ecuador
September 27 - October 4, 1987

Report by Dr. L. George Wilson

Materials and Supplies prepared, purchased and borrowed for this assignment

included the following:

1. Over 4000 35mm slides on pre- and postharvest physiology and handling

a. ALl of these are {rom the slide libraries of L. G. Wilson

b. Specifically for this assignment 1 prepared an additional 168 slides
in spanish, for a total of over 300.

c. The postharvest technology materials procured by Devres, Inc. may
be useful to scmeone with limited knowledge and need in this area,
but were not useful for our presentations.

7. Casserte-narrated slide set on 'Maintaining Transit Temperatures in
Truckloads of Perishables" (69 slides), Univ. of California - Davis.
Sandra Martinez, FEDEXPOR - Quito, prepared an excellent spanish trans-
of this program for our use in Guayaquil.

3. VHS video cassettes (transposed onto one Betamax video for this seminar
- FEDEXPOR has copy)

a."Profits in Circulation'" - refrigerated trailer temperature management
(Refrigerated Transportation Foundation)

b."Corporate Image'" - marine container operations worldwide (American
President Lines)

c."Linertrain' - marine container overland network (American President
Lines)

d."Fresh Tip" - ir store, point-of-purchase fruit and vegetabl~ pro-

" motions (United Fresh Fruit and Vegetable Association)

e."Sweet Potato Savvy" - training for produce managers on specific
handling requirements of sweet potatoes, a medl of available training

programs (preparedfor the North Carolina Yam Commission by United 51

Miami Office: 1202 NW 72nd Avenue, Miami, FL 33126 - Phone (305) 591-4150 - Telex: 497-3994 DEVMI Ul \!’3(
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Fresh Fruit and Vegetable Assoc.)
4, Reference books on postharvest techrnology and related subjects (12)
(L., G. Wilson)
5. Reference literature and files on postharvest technology end related
subjects (L. G. Wilson)
6. Portable forced air precooling demonstration apparatus (L. G. Wilson)
7. Comark electronic dinitval pulp thermometer (L. G. Wilson)
8. Relative humidity measuring cquipment (L. G. Wilsop)
a. Sling psvchrometer
b. Bendix portable, battery operated hyvgrometer
c. Comark portable, electronic humidity kit
9. American Optical portable hand refractometer (I, G, Wilson)
10.Ryan and TSI in-transit temperature recording devices (1. G, Wilson)
11.Catalviic (Ethylene) Generator - fruit ripening equnipment (L. G. Wilson)

Materials and Supplies taken to distribute to seminar participants included:

1. Devres, Inc. information and promotional literature
2. Supply Guide - charts of monthly availability of 70 fruits and vege-
tables (United TFresh Fruit and Vegetable Assoc.) (UFF&VA)
3. The Sixth Annual INTERNATIONAL TRADE DIRECTORY of the Fresh Fruit and
Vegetable Industrvy printed as Fourth Quarrver 1686, Vol.13, No.4 issue
of Outlook, The Manacement Magazine of The Produce Industry (UFF&VA) ¥
4. Guide to Merchandising Sources - produce ipdustry companies listed by
ma jor commodity of trade (UFFAVA)
5. A Handbook on Shipping Perishable Commodities (American President Lines) ¥
6. Linertrain Syvstem - marine container handling (American President Lines)
7. AV0 Publishers 1987 Catalog - books on postharvest handling and processing
8. Stainless steel dial pulp thermometers (2] sold to seminar participants
at my cost from Murcott; $10.50 each)
¥ sample copies enclosed

Visits/Consultations by Mr. William Bolton and I consumed most of our time on

Monday, Tuesday and Wednesday, September 28 - 30. Our past affiliations with
the banana industry provided key contacts in the Guayaquil area, which substan-
tially supplemented rhose of FEDEXPOR., Observations and discussions included;

I. Tardamon production and processing - Quevedo

2. Maracuya (passion fruit) processing and handling -~ Quevedo

3. Production and marketring of tomatoes, watermelon, okra, etc., etc.

4, Production of soybeans, rice, tobacco, etc., etc.

5-2
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5. Banana planting, production and irrigation (l6-filter drip irrigation
system installation reportedly is the largest in South America - Los Alamos
6. Banana production, harvesting, packaging and transport - lLa Julia
7. Fiberboard box design and manufacturing facilities - Industria Cartonera
Fcuatoriana, S.A.
8. FPuerto Nuevo prepping/shipping facilities for containers, roll on - roll
of f tratlers and hreakbulk exports,
Slide photouraphs ot local operations and tfacilities were taken and processed
in Guayaquil to enhaunce our seminar presentations. Evenings were spent in
discussions with local experts and making final preparationa of talks, visual

aids and literature to he shared and distribuced,

Seminar presentation purposes and objectives included the folloving;

1. To gain understanding ot realities of world marketplaces and competition.

2. To gain understanding of specific fruit, vegetable and tlower postharvest
physiology and handling requirements.

3. To comprehend realities and interactions of agronomic and marketing
factors,

Seminar participants represented a broad range of protfessions, including;

1. Producers, processors and exporters of;  bananas, plantains, papavas,

melons, pineapples, ckra, maracuva {(passion fruit), cassava (yuca),
flowers, other highly perishable fruits and vegetables, cardamon, soy-
beans, corn, rice sorghum and several other non-traditional crops.

2. Pubtic and private sector personnel, such as university educators,
researchers, Ministry of Agriculture specialists, financial advisors,
transportation specialists, plus agronomic, civil, chemical and mechan-
tcal enginecers.,

The seminar began with an innaugural address and welcome by Ing. Jose Tamariz,
President of FEDEXPOR, and an exporter of balsa and other Ecuadorian products.
The ten sessions were scheduled for 15 hours each, including discussions,
which were spontancous, provscative, interesting and complimentary to the sub-
ject matter being presented. The enthusiasm of the participants and FEDEXPOR
personnel was even more pronounced than observed in Quito in July. There was
little doubt about their interest and eagerness to improve the quality main-
tenance of their products and enhance their competitiveness in world markets.

Meaningful discussions with individuals and groups dominated recesses and meal
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times, etc. Mr. Bolton and 1 were repeatedly assured that we were providing

substantial professional technical assistance. At the same time, however,

we learned a great deal from evervone involved in our seminar and visits.

The final Saturday sessions included small group project designs, discussions,

presentations and cvaluations. Simultaneously, [ took each small group at

scheduled intervals to a nearby walk-in cooler for demonstrations, The fea-

tured experiment was to demonstrate the benctits or forced air precooling on

boxed bananas. As the enclosed graph ilinstrates, after one hour and 20 min-

utes,

the torced air (aire mane jado) bananas were about 18°F.10°C,) cooler

than those exposcd onlv to room cooling {vuarto frio).  Other equipment demon-

strated inciuaded divital and dral puly thermometors, sling psyvehrometer, bat-

tery operated hvorometer, electronic humidity kit 1n-transit temperature

recorders, hand retractometer and Fthylene Senerator.

Participant evaluation of seminar presentations were made daily on forms [

suggested to FEDEXPOR (copv encloed). The results of these critiques should

assist FEDEXPOR and Devres, Inc. in plans tor future seminars/workshops. Mr.

Bolton and would both appreciate receiving summaries of all evaluations to

assist us in preparing for tuture seminars/workshops/consultations.,

Recommendations 1or future actions and programs include;

1.

Continuing to help producers to systematically analyze production oppor-

tunities and operations in view of world markets and their relative com-

petitiveness,

Helping producers with specific production details - from seed to super-

market - with the primary goal of consistently producing e<portable quality

-— for a profit,

Seminar/consultations similar to these sponsored by Devres, Inc. and FEDEXPOR

in Quito and Guavaquil are highly recommendable, with perhaps greater

emphasis on topics and needs identified by our seminar participants,

Devres/FEDEXPOR should send some of their staff members or producers/

shippers to key programs, such as;

" a. Tropical Horticultural Crops Development for Export Marketing -
Colloquim, Orlando, Florida. November 9, 1987 (information attached)

b. Shortcourse in Postharvest Technologpy, Univ, California - Davis,

June 20 - July 1, 108K,
5~4 \
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EVALUACION DEL SEMINARIO-TALLER

DIA:
For favor circule =1 niumero que indica su opinién. Gracias.
SESION NRO

MALOQ REGULAR _BUENO EXCELENTE
Tema apropiado 1 2 3 4 5 6 17 8 9 10
Contenido atil? 1 2 3 4 5 6 7 8 9 10
Prescntacidn 1 2 3 4 5 6 7 8 9 10
Visuales 1 2 3 4 5 6 7 8 9 10
COMENTARIOS:
SESION NRO

MALO __REGULAR BUENQ EXCELENTE-
Tema apropiado 1 2 3 4 5 6 7 8 9 10
Contenido util? 1 2 3 4 5 6 17 8 9 10
Precsentacidn 1 2 3 4 5 6 17 8 9 10
Visuales 1 2 3 4 5 6 7 8 9 10
COMENTARIOS:
SESION NRO

MALO __ REGULAR BUENO EXCELENTE
Tema awropiado 1 2 3 4 5 6 7 83 9 10
Contenido autil? 1 2 3 4 5 6 7 g8 9 10
Presentacidn 1 2 3 4 5 6 7 8 9 10
Visuales 1 2 3 4 5 6 7 8 9 10
COMENTARIOS:

SESION NRO

HALO __ REGULAR BUENQ EXCELENTE

Tema apropiado 1 2 & 4 5 6 7 g 9 10
Contenido atil? 1 2 5 4 5 6 17 83 9 10
Presentacion 1 2 3 4 5 6 7 8 9 10
Visuales 1 2 3 4 5 6 7 8 9 10

COMENTARIOS:




WILLIAM E. BOLTON
REPORT ON
"SEMINARIO SOBRE TECNICAS DE POST-COSECHA

Y MANIPULEO DE PKODUCTOS PERECIBLES PARA LA EXPORTACION"

ihe seminar team consisted of Dr. George Wilson and W.E. Bolton.
Over five (5) days were required for material preparation (pre-trip)
including time spent in Miami with Devres and FEDEXPOR representatives
(Sept. 11 and 12). VFour (4) days, prior to seminar, were utilized for
field trips to interior points of Ecuador. A variety of crops were
observed--bananas (drip irrigation systems), cardamon, soybeans,
tobacco, melons, pineapples, papaya, and others plus several processing
plants--passion fruit, puree of banana and banana chips plus a box

factory.

The instructors, Wilson and Bolton, furnished all materials used
throughout entire seminar, i.e. audio/video, slides (used over 1400 of
some 3000 plus taken to Ecuador), testing equipment, (valued at
$3,500+) books, folders, manuals, packaging materials including nine
(9) different designed/size boxes, both wood and carton, plus numerous
publications relative to post-harvest transport, cooling, grading,
packaging, storage and handling. Much of this material was left with

seminar participants and/or FEDEXPOR.

Site selected by FEDEXPOR's Guayaquil manager, Sr. Lincoln
Paredes, and the supporting facilities, (audio/visual aid control

center), cold storage rocm for demonstrations, coffee/lunch facilities,

Al



meals and others were more than just adequate as they were outstanding,
A few minor communication problems, mainly between Quito and Guayaquil

offices of FEDEXIOR, were overcome expeditiously,

Number of participants was consistent with 35 to 39 attending all
sessions. Presentations of 90 minutes were broken with brief coffee
rest. Subject matter followed that agreed upon at Miami meetings--see
program attached. Daily programs ran from 8:30am to after 6:30pm.
Diplomas were presented to all participants, at a nicely arranged brief

closing session.

Secretarial assistance by FEDEXPOR was most helpful and
translations of some technical materials were nothing less than
professional. The timely conducting of sessions, breaks, meals, and
other phases of the seminar were noted, This administrative assistance

was most helpful in the professional outcome of the entire program.

Interest and participation were exceptional, noticeably higher in
this seminar than in others presented by this instructorial team.
Speakers and a most warm 'send-off' given by participants ccnfirmed

that presentations were observed and appreciated.

I present a few suggestions:

o Devres/FEDEXPOR programs include an excessive number of

subjects in too short a period. The subject matter covered



in this seminar should have been spread over at least five

days rather than three;

One to two more days in country prior to seminar would assist
instructors whereby more local color/aspects could be
included in presentations. However, for this trip, both
instructors were fortunate to have good contact: in the
agribusiness sub-sector of Ecuador which expedited
acquisitions of some required local material. iven so,

additional time as suggested could be well utilized;

No USAID representative attended opening nor closing
sessions. It is felt tha: a brief appearance would assist

all concerned.

Again, it was a pleasure to work with those of Devres/FEDEXPOR and

a warm thank you for all services rendered.

William E. Bolton

October 15, 1987



ANNEX 6

Report of William Garroutte on
Berry Production Technical Assistance Assignment

October 20-24. 1987




TO: €. Z. Villasenor
Devres Inc.

1202 NW 72 nd Ave.
Miami, Fl.

E. Z.

On the morning of Oct. 20,1987 , I arrived in Miami and went to the Devres
office . [ met with Tim Yeaney to discuss policy in Ecuador and went over
the goals of this project in conjunction with AID and Fedexpor.

Wednesday morningin Ecuador I was picked up at the Los Alpe; Hotel by
Christian Wohlerman of the Agricultural Industrial Corporation: Irubi
and Eng. Agronomist Carlos Trujillo. We spent this day in the San Jose
de Minas zone. Our tour took us to several farms of the local Indian
growers who have established small %-% a-re plots of the nati.e black-
berries called La Mora de Castillio. Some of these plantatiors are
fifteen to twenty years old.

The farm of Camilo Perugacho was the best cared for of all tre plots of
Indian growers. These growers are using ancient cultural practices which
shouid be changed if they plan to improve production. As a grcwer I par-
ticularly noted the practice of tipping canes for new plants, which of course
promotes soil and plant born viruses.

Better trellising techniques would help if they had access to materials
and the proper advice.

Commercial fertilizer has not been used by the Indian growers probably
because of the expense as compared to the present production they are get-
ting. They did however use organic material-chicken manure.

Sr. Wohlermans farm looked very well under control with all the pre-planning
to make a successful farm project in this area. My suggestion toinstall
a weather station in the $an Jose de Minazs zone was well taken by him. I
have found that phosphorus and potassium are extremely out of balancein
the entire highlands area of the Andes Mountains that we visited. manganese
and magnesium are out of balance also. Severe symtoms of powderery mildew
present as well as downey. I had the feeling at times that they were
trying to see if I knew what I was talking about so I invited them to visit
my farm in Ca.

6-1



I had a hard time convincing the Agronomists about, the presence of
nematodes and their effect on minor nutrient deficiencies.. The climqte

iciencies economically.

There is a 2 to 4 hour travel time to the City of Quito which can be a
problem especially with rough roads % to % of the distance from most farms
I visited. Sr. Wohlerman seemed to be the most interested in setting up
d channel for the fruit to be moved freely to the markets and Jssisting
the Indians.

Thursday morning , the 22nd, 1 traveled with Sr. Rodrigo Espinosa |,
Sr. Gabriel Espinosa ,» Jacobo Steiner and Eng. Truillo. First was the San
Golqui zone near Cayambe where we looked at possible sites for planting,
In each instance we discussed the climate With concerns for hai] , wind,
rain, and humidity. The next site was Yaruqui, then Guayllalamba, Oton,
Quiriche in the outer Cayambe zone.

The Indian plantations I saw there were fairly wej] kept free of weeds
and well trellised. My suggestion is that there be some hands on growers
to recieve and then pass along the information ] give to selected individuals
concerning the growing |, packing, and shipping of this very perishable crop
group. I also am very intrigued with the idea of sending the native Mora
to Europe as it dppears to be avery firm frujt,

At the plantation in Guayllabamba there was a Strawberry field destroyed
by hail, which was Okay because i: was doomed to mediocricy anyway .
Most irrigation , for which there isg tlenty of water, is furrow, but the
Strawberry plantation was Irrigated by overhead mini-sprinklers and of course
this is counter productive o tre production of strawberries. Mildew, mold
leaf spot, botritys, etc. the no:+ ceomon results.  They are using four
row beds and only the most proficient Ca and Fl growers try this practice
and only with drip irrigation---someone sold them a bill of goods that is
useless. In conclussion on the strawberries 1 think they have the desire
butnot the know-how or experience to make this project successful with out
assistance. The proper varieties and proper irrigation are essential.

6-2
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On Oct 23 rd with Sr. Wohlerman and Eng. Truillo we drove to the rfarm of
Ivan Restrepo of Leito Plantation in Tungurahua near Patate. Eng. Velasquez
and two other agronomists along with Carlos Restrepo were on hand for the
tour of the recent rlanting of raspberriesand olallie blackberries. An
earlier planting of an Israeli plant, actually European, however;possibly
Malling Exp.a plant that is very easily damaged by two spot spider mite was
doing poorly.

Sr. Restrepo was well aware of the nutrient deficiencies and imbalances
but not aware of the virus extension czused by their process of making plants
and moving them. We discussed several ways to correct these problems.
We went over irrigation methods, pest infestations, climates, changing cul-
tural practices, markets, local or processing and export possibiiities.

The plantation of Sr. Restrepo looked the most promising of all I saw. It
is too early to tell at this time if all will succeed in this venture and a
follow up would be advised in afew monthsto see if we are in the correct cycle
Some farms were weed free yet others were heavily infested which means heavy
pest. infestation and failure.

When the growers decide to fumigate for nematodes and plant virus free
meristem plants, use the proper planting dates, to match weather and export
market dates, to receive proper education, to accept the proper cultural
practices, and do these things agressively they should be able to grow,
pack, ship, and market these non-traditional crops for export. Active,
hands on growers dedicated to the success of this project are needed to
complete what is already started.

We can provide assistance on both ends of this project if they so desire
and please feel free to call me of any progress.

Regards, /
f
V?lligm 1 outte,
U lf Vperiea
4387 Ran .
Soquel, La. 95073

408-476-1122
408-671-0191
FAX 408-722-3409
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ANNEX 7

Report on United Fresh Fruir and Vegetable association:
Annual Convention and Exhibition, Februarvy 21-24 . 1988










LANGE, TOM 0., INC,
MEXICO FRODUCE CO.

NORTH SIDE BANANA O,
SELF, REAY FRODUCE

YASQUE2 FRODUCE 120,

CONCLUSTONS

Although this convention was not as extensive an operation
previous tWa, 1t did provide FEDEXFOR furbther contact with the U.S,
marketplace. The Ecuadorian participants each met their 1ndividual
grals as far as achieving contacts and sourcing materials and
technology. Also, the produce trade in this country 15 now much more
aware of Ecuador as an upcoming producer af frurts and veagetables,
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ANNEX 8

Ecuador Trip Report--June 1987




FEDEXFOR
Trip Notes June { - June 11, 1987

6/1/87

Arrived Quito- meeting with Giovanni de Choudens reviewing current
events and situation and planning activities for the week.

&/2/87

Meeting at USAID/Quitc missicon with Jim Finucane and Gicvanni de
Choudens.,

The purpose of the meeting was to discuss cngoing issues between
Devres, USAID, and FEDEXFOF. Uppermost are the activities aof the
Miami Office. The results will be a plan far direct ng the Non-
Traditicnal Agricultural Exports project and the Miuami Office
through the eleven maonths remaining in the project.

According teo Jim and Hiovanni, the perception that Fedexpar has of
the Miami Office is that it is not doing encugh in the way af
marketing. Lack of sales is the primary complaint. Actually,
there has been very little product available for mar keting. EAV
Broaght up the fact theat the Miami Office has been extremely
active, but mostly in provid i technical assistance, price and
mar.cet information and serving as a communicaticns ink. The
soluvion waould be to pravide more products to sell.

Aft2r Gicvanni expressed his concern aver the long-term viability
of the Miami Office, Jim stated that he did not necessarily see it
as a faillure if the office did nat continue active after the
project was completed. At this point, JF (Jim Finucane! and GdC
(Giovanni de Choudens) discussed the funds still available in the
project and the neccessity of extending the grants to FEDEXFOF and
ANDE to coincide with the Freject completion date of 28 April
1988. EAV menticned that the majority of the FEDEXFOR menbership
comes from the industrial sector, and that the project was really
being targeted to a small pertion of the membership. The fact
that most of the Miami activities have been other than mar keting
further illustrates a potential for providing services ta this
larger sector aof the FEDEXFOF membership.

EAV and GdC reviewed the plans for the week, which will include
rectifying the account balance between FEDEXPOF and Devres,
further planning the July Fost-Harvest and Handling Seminar, and
field visits to growers of strawberries, snow peas, asparaqus and
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Meeting at FEDEXFOF with 040 and Samdra Arewalo

of ANDE and discussing Quinca marketing, and attend.ng a meeting
of AFROEC3A regarding achiote devel opment and marketing. Action
will alsa be taren on all pending 1ssues between Devres and
FEDEXFOR such a= the Eastern Alrlines Claim, purchacce of seed and

pigecn peas. Also on the agenda will be attending a wark meeting

plants, sending of samples, etc. A visit with SNOR .11 also be
set up to discusce the marleting of thelr proudcte on the US,

During the weet there will he & Urip to Buayaquil to visit Bunter
Chanange, some seatang exparters and the FEDEXFOR Buayaquil
office. 0f great mmportance will bes a meeting betweer, EAV, 15d7 and
Albertc Focales, FEDEXFOR precident.

Alsc discussed was the rel > 1onshlp of Fermando Coarrea to the
above 1nstitutione, Gdo ment1onel “hat Ferpnando’s e.tended trip
In Eurcpe has met with disfaver frem the FEDEXFOF board, and that
he will have some probleme wyth them on his return. JFC and Gdo
expressad a desire to find a way to petter communicale with
FEDEXFOF and tre nembere eitner thraugh o around Fernandca.

A, Paspberry/ﬁ!ackberry plant=s:  GdC will take money back next
week,ar 1f not read,;, EAY cn his return.  Advised that speed
was  necesszary. Tim-follew up with Nource.

E. Snap Fea sesed: $621 needed. 3dC or EAV will tale checks.

. International Agro & Frod Froducts: Ouwito needs toa foll .- up.

D. Angora Wool: Fending answsr from company.,

E. Quincar To be discussed with ANDE.

F. Bandules: Fanding appeointment wyth Fredrahita, Fer G3di; they
will heave approaimatzly 25,000 oo, ot p1aecn p=as, Devres
to chech freshy foaren prloes Tor plgecn peas in menths of

Qct., Nowv. and Dec. approvimately 60,000 Jhe, If marbet 19
nat good, they would wart and plant later 1n the year far the
winter martet, Astudille has preparec zample case.

5. Bougquets: Fending action from Agra Tech,

H. Achiote: Settle with meeting at AFFOSICD E/2

I. New Froducts List:  Fecelved from Grovannt new list from AID
of products approved for development and 1oans.

J. FOST HAFVEST/HANDLING i ONFEFENCE Updated activities and
planned for meeting 1 Miaml o/11.

. Specific list of topics-

<. AID funds w1ll pay salaries and per diem
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3. Fedexpor will pay audic visual eqtipment, promotion,
printing, rent of conference site, food for rarticipants,

4. EAV to check on travel costs and if mere ecoromical, will
take funds and purchase ticlkets in Miami. Travel expenses
will be paid by FEDEXFDF with AID funds.

S. Check 1nte avairlaple course materials passibly pravided by
conference instructors.  FEDEXFOR would like to have these
meteriale avallatle at least two weeks 1n advance to alilcw
for prainting and distrioation.

k. Eastern Airlines Claim: Crancicco prepared letter and sent
through Eastern pouch, Eastern has not received same.  EAY to
take copy to Eactern,

L. Missing $1030,00: Awaiting further ward from Ranco del
Facificao,

M. HONEYDEWS:  uayaquil petiticoning AFHIS to allow pranting 1in
Mant a 1f Manta agress 5o 52t traps. Grace du Cabanilla in
charge.  thill  will come to Ecuadar and negotiate if and when
permizsian 1s  recelved from AFHIS.

N. FLOWERS: Nothing o norete yet.

a. SINGER:  Fer GdC- there will be aproximately S¢,000 lbs of
gingev to market 1n Sept. Fatrich Brethauer.

ANDE MEET M

Discussicn of quinoa- progrecs to date, contacts made,
arrangements for samples. [ncisted that the marketing be done in
an crderly fashian, that preparations be made for adequate
storage, and that the price should be set at a reasonably low
levei, allowing for marbet nenctratian =nd wWide distribution.

Dizcussion of "List of Froductz Eligible for Financing” from AID
under "Mon-Traditional Agrycultaral Froducts Fromotion., Lenath of

financing and termz. 5-5 years {or production loans and up to 10

years for equipment, with seversl yearc aqrance.

Discussion of offers of technical assistance and product prixfiles
offered at low prices from CISE. (International Evecutive Service
Carps)

Feview of honeydew deal. Fossible development im yungilla valley,

Send information to Carlas Guzman (Carp. Financiera) ref. costs of
installing an IQOF line,



&/3/87
Reviewed and balanced accounts between Fedexpor and Devres.

Met with Fedrio Fiedrahita and discussed pigecn pea program
tsee file under ‘“prod\pigenn.wp)

Met with mabriel Espinosa csf. show peas, haricaots, sugar snap
peas. ‘'see file under\prod\snowpea. wp, \prodiharicat.wp,
snappea.wpl). Made plans for continuation of above Casewark,
Discussed communications withk Sardra.  Discussed making more
available to FDEXSO0R members the 1naformation that they have
accumul ated 1n thelr ofiices,

Met with Enrigque Escudero and Gias2nn1 da Choudens it SIFIA
affices.  Discussed rale of Miami office 1n aseisting SIFIA ta
penatrate the U3 martet for theyr processed fruits., Set further
mesting for friday. see fi1le \prodisiplra.wp),

&/4/87

Meeting at FEDEXFOF, Guayaquil. Discussicn of how the twe
FEDEXFOFR offices should wark with Miami. Buayaquil would like to
wark dirvectly with the Miami office. Discucssed reglanalism hetween
ceast and sierra and how 1t 1s affecting the aperation of the
project. The two offices are now using separate accounting.
Membership dues are accredited to the affice from Wwhich thez member
15 affiliated.

Discussed onaoing casework with the ccastal office and how it
would be handled: -

1. Ginger

2. Fassion Fruit

2. AFROCICD project

9. Honeydew melons

3. Okra

€. Agricala Buenavista

Suggested ways in which the Miami ~ffice could cperate, such as
purchasing parts and materials for Ecuadorian importers, providing
mar ket and price information, and training a FEDEXFOR emplayee in

doing the abave.

Met with Gunter Chanange, reviewed the akra season and discussed
his plans fur the upcoming year (cee file \prodiakra,wp),
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Discussed current events in FEDEXFOR and new products that might
be planted in the Sierra.

AGENDA FOF FEDEYFOR/DEVFES/AID MEETING

FUNCTIONS OF THE MIAMI OFFICE

A, Discuss financing of operating expences- teleprone, telex,
etc.  and how these costs will be reimbursed te Devres.,
Establish budget o :ame.

B. Fossible move of the oifice 1n August,

. Felationship of the Miami to the Ouito and Guayaquil =ffices,
Establisth lines of communication and responsib. lity,

D. Dissemination and sharing of information between the two
affices and the membership.

1. List of available publicatisns, praofiles, reports, etc.

E. Establish ewact goals and tasks for the cffice.

L. What services does the memberchip want from the Miami
afficer

2 Suggestions Tor Devres Activities:

a Frices

b. Market:ng info-mation

. Direct mui'eting

d Source Forzign Investment

e. Technical Assistance Suppart

f Orqganize and Suppaort Commercial Missicns
~

3. Direct participation in Miami functians by a Fedexpior
employee,

4. Function of office as purchasing agency for Ecuadorian
1mpor e,

6/4/87-6:00 FM
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Met at FEDEXFOR offices with: Albertc Rosales, Jim Finucane,
Giavanni de Choudens and EAV,

Discussed the abcove topics.

Ing. Rosales wants the affice in Miami to be "completely
cperaticnal"., He stressed the fact that he wants the office to
provide direct marketing assistan-e and services, and not studiec
and data. Jim and Giovanni stated that Devres was naot contracted
to do marketing, but to act more as a consultant and facilitator.
Ing. Rocales agreed. EAV then asked what could the Miami office di
that would pravide the kinds of marketing activity that FEDEXFOR
vis locking for® The first topic menticned was giving services to
the flower exporters., EAV discussed the impasse that has occured
In offering these services. Ing. Rosales suggested that FEDEXFOR:
affer these services to the flower exporters an a tr:al basis, and
that if they were satisfied, the services could be lustituted on a
permanent basis, giving the affice a foundation on which te build
ather activities., This expense would be subsidized by FEDEXFOR
directly. Devres would net be 1nvolved in any way 11 the
contracting of this emplayee, ather than training and supervisicn.
EAV suggested that the membership be polled as tao what activities
and services could be provided. This will take place at the annual
congress to be held next weak,

EAV discussed the current prablems faced by Devres and FEDEXFOR

In maintaining accounts. The project was not designed in such a
way as to allow for this activity. AID cannot advance manies
against expenses, but pays FEDEXFOR when vouchers are presented.
EAV suggested that FEDEXFOR set up an account in Miami to be
manaqged by the Quita affice, but used tio pay Miami expenses. Ing,
Fosales saw no prablem with this idea, and said that he would
propose 1t next week to the board far approval. If approved, this
will gretly cut down the accounting burden currently shared hy
both Devres and FEDEXFOF,

The discussion next facused on internal problems within FEDEXFOFR:.
Both Giovanni and EAV explained that the membership is upset with
the current directoar 10 the sense that i1nformation is not being
disseminatead praperly.  Even mare alarming, there exists an
increasing separaticon between the Quito and Guayaquil offices.
Personality differences between the twa directors are making
project development difficult. Giovanni warned that the group
fram the coast will be coming to the general assembly armed with
many complaints. Ing. Fosales promised to get the two directors
together next week and see if these differences can be worked out
and new agreements reached prior to the general assembly.

EAV next mentioned that the Quite office shauld prepare a
bibliography of all the reports, prefiles, reference materials and
documents that are available ina their offices. The membership is
in large part unaware that this information exists. Ing. Rosales
agreed to also bring this matter up at the next board meeting.
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Iv.

VI.

bouquet project. He said that they d= not have the proper greens
in Ecuador and have not yet found an appropriate sukstitute,

Alsc discussed the purchase of seed and plants for next season.
Meeting with Carlas Guzman of the Larpaeracion Financiera.

A. Discussed Devres’ cbtaiming information for the Corporacion
Financiera on cocling, refrigerating, and freezing equipmert.

B. Bave Carlas Guzman appl:cation fearms for membership in
FEDEXFOR. He caid that he would follow up.

C. Buzman stales that the Corporacion Financiera will be
offering bids for a siuoy for egricul tural comeaadi ty
developmeant.  Devees will be notyfied by the end of the
month.  The study will zall for an analys:is of non-
traditiconal products that can be produced 1n the sierra,
abave and beyond those already rdentified by other studies.
The products do neot hawe o oo agricultural,

Meeting with Guallermo buarderas, president of FREOGUINDA, the
qQuinoa producers group.  Discussed current marketing activities
and future plans. He 15 very pleased with the progress made tao
date. 5See file Apradiguinoa., wp

Conversation with Francals Jaccoud of ECUAJUSOS (Nestle
subsidiary), and alsa director of FEDEXFOR. Discussed possibility
of utilizing their plant 1n custom=-packing passion fruit for other
growers.  Set up appointment for Monday 6/8,

&/8/87

Il

Meeting with Francaoils Jascoud:

Francois 15 a director of FEDEXFOR/QUILSLQ

Franccas is the general manager of INEDECA, S.A., the NESTLE
subsidiary in Ecuador. They praoduce and export coffee and
chacolate products. They have recently purchased ECUAJUGOS, a
Jurce pracessing plant.  They currently process single-strength
passian frult juice for export, Demand exceeds supply.

Discussed current projecte with Francois, particularly the
possibilities of exparting passion fruit Julce concentrate and
grepefrult segments. They have pracessed grapefrult segments
befare, with poor results (no pay from their client). They woaald
like more information. A possible Joint venture with Fiss was
discussed (Internaticnal Agro Food Froaucts, Inz., Bradeaton,
Fla.?,
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Next topic was the passion fruit Juice. For this process they
neeed a concentrator with an "aroma extractor”, Th.: equipment
necessary would cost approximately $600,000,00. A | ossible Joint
venture relationcship with Fics, the grower members of APROCTICQO,
and INDECA was discussed. Several financing aptior  were also
discussed, as were marketing alternatives. Since all the
potential principals were not present, it was diffi - ult to reach a
sound canclusion,  However, Francois expressed his continuing
interest in the possibility and took down addresses and phone
numbers for bath AFROCICO and Fiss. They wiuld like for Devres tao
facilitate the project and keep them advised. This would be
handled in part through the FEDEXFOR\GUAYAQUIL offica,

Meeting at CLASA itk Gacton Burgaentzle:

Discussed current activities of CLASA in the areas of snow peas.
They are sending (S0 cases to Europe today. Still kaving troutle
with black spote on the podz.  Gasten believes it 1: a form of
anthracnose.  He zave EAY some 1nfearmation te be ckozked out in

the U5, CLASA has orderec scae bushberry plants froa an English
firm, Micruplants, Ltd. These plants, different va ieties of

blackherries and “aspbervies, will be delivered in :hs fall. Ciost
to CLASA is 3360.00 per theousand.

Discussed pilat strawberry planting project. Explainad that AID
is interested in assisting in the praoject through cne of their
existing "convenios", agreements with FEDEXFOR, ANDE or others.
The project would he limited to ane hectare, consisting of up ta
10 different varicsties, The abject is "o apalyze the productivity
and cost of thess different varieties and extrapclate the data
inta a commercial-zized project., (LAAD could be a possible partner
In this for the !988-198% winter seaccon).

Met with Gaston znd Luls Davalas. Confirmed that relaticnships
between CLASA and Devres are ewcellent and that nothing more be
m2ntioned about the pravious problems with the snow peas.
Discussed the angoing work, including the strawberry project,

Menticoned to Davales that therz ie g possible move in the offing.
He said that his zifice, Arlington Fetroleum, will ke reducing
staff and will nct regquire all the space that they are currently
DCIupying.  He asned that Devres comsult with Jorge Fareja and
determine if the lease should pe continued, whe should cooupy what
Space under what :onditicons, eto.

Meeting at CLASA with faston Burgaentzle and Luchao Davalas.
Discussed ongoing projects with CLASA, snow peas, raspberries,
blackberries and others. Discussed pending pilaot strawberry
project to be partly subsidized by AID.

Davaluos! company has suffered cevere economic lasses due to the
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clesing of the cil pipeline

Lunch with iFaston Burgaentzle, Ing. Mauricio Morena F. and Wilson
Herrera VYasquez:

Ing. Morenu cperates a gold mine which sells gold to the state,
He alsc has ather mining interests. He is a good client of toe
Banco Amazonas, where Wilson Herrera is the credit manager. Ing.
Marenc’s company is seeking to diversify its operations from
strictly mining, porsceibly into the agricultural sector.

The abject of the meeting was to infarm Tng., Morens an the
possiblities that exist in agricultural exports from Ecuador,
particularly the Sierra.

Tupics discussed included: The types of products that seem to have
the best export potential such as asparagus, strawb.vries,
blackberries, raspberries, flowers, etc. Alss giscussed were the
limitations for financing, investment incentives, infrastructure
ansd transportaticon.  In particular, the need for a cold storage
at the airport.

The meeting adjcurned with a promise of continued communicaticn,
Alsz suggested that the mining company join FEDEXFOR.

IV. Meeting with Fernando Correa:
During his trip to Europe Fernands visited wholesalers and
distributors. He did nat find much hope ar market for flowers,
Snow peas «r quinca. He did find demand fer mangos, papayas anu
berries.
Discuss.d casework to include the visits, meetings and plans made
by EAV during the previcous weak. Agreed to meet Weds., €/10 in
the morning.

£/3/87

I. Meeting at [edewpar with Lincoln Faredes and Hugo Caortez ref.

activities of Miami office. Alsa discussed passible products for
export. Lincoln will contact campanies exporting fresh fish and
make appointments faor Thrusday. One of the products menticned was
sesame seed, which wac cnce extensively planteid in the caastal
area around Guayasquil. The firm | hat planted and exparted the
sesame seed became involved in the shrimp business and ceased
producing and exparting.  The Miami office will check wurrent
markets ansd the world production situation and advise if sesame,
"ajonjolit ,is a viable crap.,



II.

Iv.

Meeting at Fedexpor with Lirc. Lara, general manacer ¢/ APROCICO.

During this follow up meeting the idea =f a Juint venture with
INEDECA was discussed in mure detail. Lic. Lara will nrovide more
infarmation ref. praduction velumes, costs, recent prices, etc.
EAY will pruvide more detailed information ref. current and
expected marketes and the world situation.

Lic. ara provided EAV with a "Feasibility Study for “he

Froo ction of Bananas", a p.an devised by AFROQCICO for the
veoopment of over IS00 bka, of bananas for export. If

taplenentoz, tha praoject wouls orovids 2,500,000 cartons of expart

gquality of bananas the first year, 2,750,000 cartons the secand

y2ar, and Z,300,000 carftans from the third year thrauwih the

zeventh year of praduction.  The government basz grver thisg

Tt

assoclaiion the necesszary; peqmits o plant this ares, since

bananz slant:ings are strictly comfrollad. The vantities planned
+ = s

will allcw for the lading af =z !

-2327 ohe vessal 3 weak, This

volume permits the sndependens thectering of vessels, making the

enterprise 1ndependent of Mabos, <42 multinat eonals o the CurvEnT

carriers and conference linos,  ExY' to further study the praoposal,

obtarn more marbeting and cost data, and flech aut the information

contained 1n the AFFOCICO stud,. This venture, for esample, could
di

oe a candidate far & "foreign debi swap".

H

Lastly, the AFROCIZO diversification intc name (yams), yucca,
gainger, achicte (annatc! ansd beanz was discussed. Follew up
activities between AFROCILO, FECCYXFOF and Devres were planned and
schedul ed.

Meetirg 22U Fedexpar with Qscar Yoaza, possible new member
ting 1nformation about papsorn and avpart potential,

Oscar 1s an Ecuadorien vaiszed :nd sducated in Louisiana. He is
urrently producing coffee and cocca, His trees are suffering vom
a fumgus lczally called "munilla", and he 1s having difficulty in
concrzlling the anfestation, e woald like te diversify his
crops. He hias cleo grown rice. Discussed the current activities
of FEDEXFOR on the coast and the alvantages that membership would
provids. He 1o a perconal friend of Gunter Chanange. 0Oscar wo
like the Miami office to provide iafermaticon on coloring popoor s
He has appraocimately 5,000 lbe, of popcorn, and he would like to
find zut how it is colared and distribute it in the local market,
He stated thet Jiffy Fop or McCormack could be possible sources
for information. Oscar has ardered asparagus plants from Chile, UC
157 F2Z to see how they prioduce in the tropical coastal climata.

He has also planted some ainger. Linpcolr Faredes will coordinate
ginger 1nformation between Yoaza and Fatrick Erethauer;.

Meeting with 5ra. Lucha Meriao de Aray, of Agricola Buenavista.
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Discussion of future grapefruit segment business and affiliation
to Fedexpor., Feviewed events regarding the 2,000 pa.ls of
arapefruit segments stored by the Merimos in Miami. Euxplained
again why the product was not salable.  The company will have
approximately 10,000 paile for export this year. E&Y will assist
in contacting and/or contracting buyers.  Alsa suggested that the
grapefruit can be combined with pineapple, adding v.lue to the
product.  The Merinos are friends of Sunter Chanange and will
contact him directly ref. the pineapple.

V. Conversation with Gunter Chanange. Discusced current events and
pranned mesting for £/10.

&€/10/37

I. Meeting with Fernanda Torrea at Fedexpor offices, Quita,
Discussed all angoing and pending casework., Noodif iculties
encountered, Fernandn waz very couperative.  He woul 1 like the

Plami oifice to contact bhe Fillsbury company and follew un the
recent visit of their M, Srice. Collected $1216.00 n partial
payment of Devres'inveices., Daollars not available .- local banks.,

IT. Meeting with Gunter Chanange in Guayaquil.

A. OEFRA: fGunter planz to plant between E£0 and 160 ha. af ckra
for the next seascon, in spite of current problems with
transportation, which he hzpes will be sclved ty the end of
the year. Due to the irreqularity of his shipments this
year, 1t 1s st1ll difficult to assess what his yield would be
per ha. under normel circumscances. He would like te chip
between 1500 and 2000 crates per week, starting early
Dezezmber. He has been unable two shig akya for almost four
weehe - Ecuatariana consistently cancels his space in favar
of other shippers. SAV to aszsist.

B, FINEAFFLE: Sunter has sevaral potential projects, none of
which inclvde fresb Truit for export to the US. He ig
selling in the national market, exporting fresh to Chile, and
negatiating fur the installaticon and coeration of a
proceseing plant with some Spanitards. EAY will chack wibtl
Chilean contacts to assecs expancicn inta Chile,

C. FASSION FFUIT: nunter wants to investigate this possibility
furthier, but on a zmall scale. He cstatec that the area
arcund Milagro produces the fruit abundantly. He has daone
some planting and research. He would like to cbtain
infarmation ref. the purchasze and aperation of a small plant.
EAY to research 1n Chile.

D. SEAFOOD: fGunter wants infarmation ref. aquaculture for
mzxllusks, primarily aoysters and cscallaops.
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E. FEDEXFOR: ' Chanange has been asked to participate on {he
board of directors - considering his cpticns.

&/11/87

I. Mzeting at FEDEXFOR with Linccln Faredes and Hugo Corter. Final
review of cazeawark,

II. Meeting with Sra. Anita Flaton de Largacha, Froductos La Corona,
5. A,
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ANNEX 9

Devres/FEDEXPOR Request/Response Tracking System;
Case Reports--Time and Cost

(A



DEVRES /FEDEXPOR
REQUEST/RESPONSE TRACKING SYSTEM

CASE REPORTS--TIME AND COST

The tollowing report is a summary of all requests made to Devres
from FEDEXPOR via telex. This report format shows how the revised
version of the RRSYS (request/response system) can indicate costs
incurred in responding to requests made by the FEDEXPOR membership.
This format was developed to encourage FEDEXPOR to use the system as a
form of documenting costs. Once true value can be placed on request
for information, a cost structure for fees to charge the membership can
be developed.

The first report is a listing of all cases documented during the
project. Telex traffic was the source of all information in this
report. Therefore, much of the requests from FEDEXPOR Quito and
Guayaquil offices that were made via telephone, or in person, do not
appear in the database.

We are encouraged at the close of the project, that FEDEXPOR will

begin to use a modified version of this database for tracking requests
made of them by their membership.
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DEVRES /FEDEXPOR
REQUEST/RESPONSE TRACKING SYSTEM

CASE REPORTS--TIME AND COST

The following report is a summary of all requests made to Devres
from FEDEXPOR via telex. This report format shows how the revised
version of the RRSYS (request/response system) can indicate costs
incurred in responding to requests made by the FEDEXPOR membership.
This format was developed to encourage FEDEXPOR to use the system as a
form of documenting costs. Once true value can be placed on request
for information, a cost structure for fees to charge the membership can

be developed.

The first report is a listing of all cases documented during the
project. Telex traffic was the source of all information in this
report. Therefore, much of the requests from FEDEXPOR Quito and
Guayaquil offices that were made via telephone, or in person, do not

appear in the database.

We are encouraged at the close of the project, that FEDEXPOR will

pegin to use a modified version of this database for tracking requests

made of them by their membership.
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Este Caso—— Tiempo Tatals 0 Q

Costo Laboral Total: E0, 00
Otros Costos Total: $0.00
Costo Total: $0.00
1646 SEFDOOD--FDA EEGULATIONS
JOEE 10880 O 20100 Fae DV o e () Q
SUL D LTAM MORMAS DE FOUD arl) DREUES -~ FARS TNGRESARE USS.
Eate Tvabagora-— Costo Laboyval s B, 0
Este Caso—— Tiempo Total: 0 O
Costo Laboral Tatal: $0.00
Otros Costos Total: %0, 00
Zosto Totals $0, 00
Este Informe—-— Tiempo Total: 569 hours 52 minutes

Costo Labaral Total
Otros Caostos Total

$ 8,822.80
$ 65.61

Costo Total: $ 8,888.41
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AFFENDIX A

FEDEXFOR FDX SYSTEM Reports

Note: A directory of potential buyer contacts for products
oroduced 1n Ecuador has been compiled, The source of dats

15 bEhe publication Outlook, United Fresh Fr it and
Vegetable Ascsociation. A full copvy of the ‘urrent directory
nas been 1ncluded 1n Appendis A,
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.7

10)

119

12)

FEDEXFOR FDX SYSTEM Reports

Directorio Exportadores——alfabetico, por producto, por sector,
ciudad.

Labels

Emprecses Compradores de productos en otros palses.

Cartas para actualizar datos de sxportadores.

Froductos de prohibida exportacion, licencia previa Vv redimen

Codigos de p

1A=

i

1

Codigos CUCI-NAEBAMDINA-MALADL v descripcion

Capitulos NAE

1]}
Pur
in

tema Demanda de FProductos
Cuentas de Cobrar

Reportes de CUCI v NALADIL sequn Froducto v Fals

Valor agreanado nacional y CAT de empresas aftiliadas
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EMFRESA DIRECCION FRODUCT 3
FONDS TELEX CASILLA

¥ PAIS: PUERTD RICO

J30 Trading Yercedita P.n. 0071 plmlentznes, papas, cebellas
805/836-1197

Caribbean Preduce Exchangs! Inc, Caparra Azights, Zin Juan 00922 a}0s, papas, tomates, rimientones
(B07)793-0750 Tl 1359866 e







EMPRESA
FINDS

i PAIS: COREA DEL SUR

Tnree Pillars Trading Cozpany

776-3082

maltal Interpaticnal Inc.

244-7300

T
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papas, ajos, cebolla, arveja, limonee
pinientones rojos
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ari 128 - Jakarta Pusat
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ENPRESA DIRECCION
CASILLA

t PAIS: DINAMARCA

Gasa Aarhus A, H.B.A, Finlancsqade [7 - DK 8200 Azrhus M.
é

=24 11 60

Lembcke A/S Broenttorvet 226-230 DK 1230, Copenhagen
Valby,
45 1 303822

Lemflora
01 306422 27224 LEFFL







EMFRESA
FONGS

AN Cr T A
coaenitlin

g
sty

Factous 4560 SF-00101

Heisink1 1¢, firiarnc

Facziviandan 128
e
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tenztes, aguacates

frutas y vegetales freccos









§ FAIS: HOLANDA

Nica de Jong 8.V,
03405-561645/63744 47606 NICO NL

B.V. International Fruit co.
(10) 36 40 22 22163 IFC
United Brands Centinantal 2.V,

10-365155 22088

Fud Holland B, V.

(18)ediGal 1B1EL

DIRECCION FRODUC™"S

CASILLS
.......................................................................................... .
|
1
35010 CA Eunnil mangas. selones, tomztes, pizientcnes
72,Schougereant |
destersingel 4% - 3014 57 Aotterdan limones
3000 An Rotterdan bananc
309
Fosthue 8 HL-2200 AR Delft frutac ; vepetales frezcoz




EMPRESH
FONDS AR

t PAIS: PORTUGAL

Loao Ferreira Pinto & Filho, Lda.
31623085 25328 PINTOS
horotading-importacao e Exp, de Fro
Alimentares

52-24-09 2023 AGRIT F

m
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F 4V ) Bt i o HhoiLEk

=, Monteiro ca Cunna

o K roins

c7-47-0¢F SATUERL

Tl I YT Yy <o 5
CUleduesagf ycuitura Lcasscio 2 sLO1aY
Lda,

ac=1 s ENS TSRS
\:"'-31-.“ '- - ELLE

Martins & Sanzoz, Lda,

80=32-8% i3t LOEAN F

rua fouzinho da Silveira, 34 - 4000 Porto frutas

ghoa trutas

—-

Largo do Leac, 12, 4, Dt - [00F L

5 v LA : - 7
Rua d3 Buipey 15, Priar Velho - 2885 trutas
Cama -
JavaVel

M mite il rsharna 00 | s 4 e =
RY i gUsll poRbarda, JAEIC LISEga rutas
AV ioanitnysckomoy 322 =0 - ratas
AV, Saigs Culhoy gyt =t 13001 tritas

.
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EMPRESA DIRECCION FRODUCT 78
FONOS TELEX CRSILLA

Fyties broup Ltd. IS Stratton Strezt - London WIA 2LL frutas v veqgetales, flores naturalec
01-499 3411 25342
John Gibb & 3ons thames House, hirzaite Road - London SE:% alcachceas, esparragos, 2:nahorias,

Skt colitlores, pepiniilos, ckre, cebollas,
papas, :juacates, bznanc, limones,
ranges, melones

01-B55-4454 Thi 836207

B Thompsen Limited 3 23t, Alilsdodn dousz - coliflares, arvziaz
01=794-0477 3525=8

d.0.51as Ltcl AifC saiky2zrougn darket' - Loncon | aguacatis, frutilics
N4 E0T (754 1215 SRS3EA
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FONOS TELEX CASILLA

acen

%alte Ewerman Ab Planteringsvagen ¢ - 75129 Helsingborg frutzs y vegetales
(0)42180310 72047 ERERMAN S |

Ao Citrusfruktre Strandbadsvagen 15 - 282 29 Helsingborg frutas y vegetales
042/

2/120540 712255

Kooperativa Farbundet s-104 85 Steckhelam frutzs v vegetalss, papas, flor
naturyies

m
n

08=743 10 0O€ 19490 KOOP §
3a3b3 Trading Ab 30tnenburg 406132
PRV o
031-640280 21673
as<-Centralen 4p aroornavagen =303 a5 He le1aqborg trutzz v yegeteales
42=357000( 72231 ASKLOE

SiPrukt fen Aronesker AR Selelenhorn i frittsz viveaata ez inarac lores
sSaprry L Sd 2 Eizifiqocrg 22 FUL2SEYEVEQEtales) Datasi piores

natura.ec 1

_"',:-'C:':" s LA INASURE
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AFFEMDT Y B

FEDEXFOR Lotuz 127 Workshests
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AFFENDT Y C

FEDEXFNR MordFzrfect Reporte
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AFFENDIX D

Word Fertect Library Templates



FRODUCTOS

FRODUCTO: ESFARRAGO TEMi: C
DESCRIFCICN: SFEDS LOCALIZACION: F TLX
COMEMTARIO:
TLA Ho FECHA THEMA
e 11/05/86 palL SEFD, ESTABLISHING SEED FRODUCTION
155 12/18/84 JERSEY GIAMT SEED
1as 12/08/8¢8 OLD WHRIETIES
FDY B&68817/19/8& GEEL FRICE RCOUEST
154 10/16/88 FESFOMSE WITH FRICES
o NOTAS -
C = CULTIVO/FRODUCION/FROCES. A-XX = CARFETA XX
o= FPRECIOS F-XxX = FOLIO X/
6 = CULTIVATORES/FRODUCTORES L = LIERO
T = TRANSFORTE
R = NORMAS/RECULACIONES
E = BROFERS/COMFRADORES
FRODUCTO TEMA DESCRIFCION LOCAL
ESFARRAGD c FLANT EREEDING ? ;ﬁv
ESFARRAGO » SEEDS A o
ESFARRAGO F 1986-87 SUMMARY -
ESFARRAGO R GRADE STANDARDS A0
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AFFENDIX E
FEDExFOR Membershaip Trends

and
Member Directory
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Hay-87
FEDERACION ECUATORIANA DE EXPORTADORES -FEDEXPOR-
EMPRESAS AFILIADAS CLASIFICADAS POR CIUDADES Y
SECTORES  INDUSTRIALES
(AL 4 UE SEPTIEMBRE DE 1984)

SECTORES INJUSIRIALES ¢ AMBATO  CUENCA  GUAYAGUIL  MACHALA HANTA  FORTOVIEJD QUITO  SANGOLGUI | TOTALES
1. AGRICOLA ¥ ASROINDUSTRIAL 7 { 5 ! 13
2. FESOUERD ! 5 | ! 4
3. METALMECANICD ! 2 1 - 14
4. GUIMICO Y FARMACEUTICO ! 3 1 b ! 10
S, MADERERQ : 4 8 ? 2
7, TEXTIL Y CONFECCIONES ! 4 : 4
9. 0TROS ! 5 6 ! ¥
TOTALES ! 0 0 2 1 2 0 40 1! 70

FDX259

(AL 19 DE ABRIL DE 1987)

SECTORES INDUSTRIALES i AMBATU  CUENCA  GUAYAGUIL  MACHALA MANTA  FORTOVIEJD  QUITO  SANGOLQUI | TOTALES
1. AGRICOLA Y AGROINDUSTRIAL 2 3 12 2 27 ! 44
2. PESQUERD ! 8 ! 1 ! 10
3. METALMECANICO ! i {3 L 1
4. QUIMICO Y FARMACEUTICO ! 4 1 7 ! 12
5, MADERERD ! 5 10 : 5
7. TEXTIL ¥ CONFECCIONES : 5 ! 5
9. OTROS ! 7 10 ! 17
TOTALES ' 2 3 40 2 2 ! 72 1! 123

Fuente vy Elaboraciun: Fedexpor
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EMPRESAS AFILIADAS
CLASIFICADAS POR SECT. INDUS. (ABR-87)

0TRO (V
TEXT (4.1%)
AGRI (37.4%)
MADE (12.2%) h
QUIM (6.8%) /
PESQ (8.1%)
META (14. ex)
10-44



EMPRESAS AFILIADAS

CLASIFICADAS POR CIUDADES (ABR-87)
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4
- s /4
— ///
)
/‘/ //
50 - /’/‘
v LS
40 o ' /"7 " g //
7, ¥
30 "/ .
d . /’ /
§ 4 v A
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EMPRESAS AFILIADAS
CLASIFICADAS PCR SECT. INDUS. (SEP-84)

i
0TRO V ————_

AGRI (18 3%)

TEXT (5.7%)

PESQ (8.6%)

N
\X,«r\c;%/
MADE (17.1%) \ ///
\

META (20.0%)

QUIM (14.3%)
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EMPRESAS AFI_IADAS

CLASIFICADAS POR CIUDADES (SEP-—-84)
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EMPRESAS AFILIADAS

CLASIFICADAS POR CIUDADES
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EMPRESAS AFILIADAS

CLASIFICADAS POR SECTORES INDUST.
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ANNEX 10

Information Systems Reports

PART II



FEDEXFOR INFORMATION SYSTEM
Trip Report % Recommendations

June 24 - July 1, 1988

Submitted By: Dr. Faul S. Hoover
Date: July Z0, 1938

Purpose of the Trip

The maior goa: of this trip were to provide FEDEXFOR technical
accistance with communications and implementation of new software, and to
review the status of the 1nformaticon sysetem and make recormaendations
concerning 1tz developnent. There were also a number of minor tasks
accaciated with a survey of FEDEXFOR members ond with helping FEDEXFOR
locate and 1dentity bibliographic 1nfarmation.

Trip Description

The afternoon of June 24 and the morning of June 29 were spent 1n Miami
at the FENEX/DVR office reviewing Lhe work plan, the "Customer/Investor®
zoftware decigred in May for FEDEXFOR, and the recent e perience ot
Mr. Yean, who had dosk retorned from worbing with FEDEXFOIR. Feouase direach
connecticl, with the databasze service "ALGRIDATA" was to be attempled from
FEDEY Cuito., time was spent gaining experience wilth accessing the AR TDATA
databhase for price and trade opportoanl by infaormation. Travel to Ouitco
ocoured on June 25,

June T7-7% were spznt at FEDEXFOR, duitoc workirg with the sxisting
modem, installinmg lines to connect the modem to the ane direct external
phone line in the office, setting up RBase System V (replacing RRass S000)
and converting existing programs, 1nstalling software which will permit the
computer techmition (NMelson Navas) 1n Owito to fabe rontrol of the conpoter
in the Guayaquil to nrovide support and training, and reviewing the
information system overall. The afternoom of June 70 was spent in
Guayaquil placing bhe modem 1in bthis offioe 10 nperation, installing support
zaftware and raviewing uwse ot the information system in Guayaqul . Return
to the WS wazs an July L.

Information System Review and Recommendations

Over the f1ve vears that 1T have been involved with FEDEXFOF the
organization has evalved fron one whlch had relatively little information
to offer members, bto one which has hesd to 1mplerent & conputerired
bibliographylto effectiviy accesz and use ite information resources. Ir
addition to auantity, the tyoe of informabion available has altered. In
the pazt, the primary informetion concerned internal Ecuador regulzations
and financing aptions affecting exporters. Infarmation resources today are

1Gee Appendix A: FEDEXFOR' = Automated Eibliographic System
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AFFENDIX Az

AUTOMATED BIEBLIOGRAFHIC SYSTEM

Fedexpor 1s completing a bibliography of reports and other hard copy
information resources which catagorizes information by topic and type. It
al=o gives the file or shelf location of the document. The bibliocgraphy
1s menu driven and written in REase command language.

Sample data entry zcreens are included in this appendii as are a few
sample pages of the bibioagraphy.
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POR = SISTEMA' BIELIOGRAFICO - OBRAS ASRUPADAS POR EL TIFOD DE 0ERA

PO DE 0BRA O DOCUNENTO:

TERIO DE AGRICULTURA Y GANADERIA ORGANTZACION Y DEJETIVOS 1985

0 DE DERA U DOCUMENTO:

TENCISL DEL MERCADD MUNDIAL PARA FRODUCTOS AGRICOLAS SELECTOS

(R

N ECHADOR 191

S DE ENVESE PARS FRUTAS FRESCAS 202

S TN 492 N 2R
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ORGANO DE DIFUSION DE LA FEDERACION ECUATORIANA DE EXPORTADORES ~ MARZ0 - ABRIL — No. 11

OPINION

ANTE LAS ULTIMAS MEDIDAS
.. “"EXPORTAR ES PROGRESO". Este es ¢l lema que ha identificodo @ nuestra Institucion desde
sus inicios y en el se ha pretendido ¢ncerrar una verdad econdmica; la dinamia del sector exportador
esun motor que hace funcionar el desarrollo, el crecimiento ¥ la prospcndad de un pais.

Ante la crists que viven nuestros paises, como consecuencia del alto endcudamxento externo, el
concederle prioridud en « encion al sector exportador constituye una obligacién moral y patridtica
de todo gobierno que se ( de de responspble pare sus conciudodanos. Y es que, el sector exportador
es el unice que en los actue cs momentos puede generar en forma simulténea: divisas, empleos, produc-
cion e ingreso nacional,  La depresion a que se hen visto sometidas nuestras economias hace dificil

crcctmzento - - e

, Ante la pérdida de poderes adquisitivos de nuestros consumidores los sectores industriales de
podido subsistir y crecer praczas ala busqueda deun mercado externo, capaz de sostener un consumo
. estable y crecientr. :

- .
- - amwde

Esta verdad mm_gable justmca cI acluﬁrdcl presento{e & bierno ¥ obhgaru al préximo a mantener
al sector exportador como el sector prioritario de la economia, so pena de enfrentar dificultades
en su balance de pago, deprimir lo industria por la ausencia de dwmaq para las adquisiciones de materiu
prima e insurnos, gencrar maeyores tasas de desempleo v ver disminuidos el ingreso nacional.

D .
! En este contexto resulta mmp[zf ablc las accioites que el presente gobierno ha cmprcnd:do en estos
iltimos meses, generando incertidumbre, desestimulos y pérdida de competitividad en nuestras expor-.
taciones. Si bien es cierto que debemos reconocer al gobierno del Ing, Leén Febres Cordero la autoria -
de haber dado la importancia que merece este sectar y el de haber estimulado sus funcionemientos a
través de cdecuadas medidas de politicas economucas, también es cierto que al final de su gestion ha
remitide contre el sector medidas v actitudes que pueden llevar a la postergacion del sector y a la
paralizacion dc las exportaciones. Medidas como las que se han dado en el sector cambiario, crediticio
y otros de {po cdministrativo que atentan directamente contra los exportadores, posponiéndolas
en beneficio de otroc sectores que estariar nnpoatb:h!ados de dar la contribucion al bienestar nacional
en la intensidad y manera que lo ha heche ! sector exportador.

Medidus coma las de fijer precios oncicles para la exportacion de pesrado en niveles tales que se-
rian mayores a los del mercado internacional atentan contra la superviviencia del sector pesquero e
insitan a la trampa como forma de supervivencia. ‘Médidas como las pretendidas por Ecuatoriana de
Aviacion de incrementar ¢l valo- de los fletes nacionales, amparado en su poder monopolito, y el de
suprimir la frecuencia del carguero que partia rcgu/armcntc los domingos, afecta directamente las
cxportaciones del pais.

pensar en ¢l desarrollo dinamico de otro sector que seq uzpaz de responder a las expectativas dc[ .

comercio y agricola han detenido sus tasas de crecimiento, mientras que el sector exportador ha .

.

QUITO:. EDIFICIO "LAS CAMARASY 410 PI1SO, 4.V, DT LA REPUBLICA ¥ AMAZONAS
FLoex#on TELEFONOS 452 769 452770 CASILLAYB? B . TELEX 2057 FEDEXP ED.
GUAYAOUUIL CHIMBORAZO 203 Y VELEZ PISO 1YY TELEFOANOS 327.056 327 66



http:presento.gA

[

- B e
‘- A

Y - . ' ‘ C .
...Ellevantar ura campena publicitaria vendiendo la imagen que el exportador es un “Pillo”’, como

FEDEXPOR estd siendo investigado por organismos gubernamentales. -

, flensamos que es hora de corregir procedimientos Y enfeques, rectificar actitudes y, en funciéon
del pais cyuder a que ¢l sector exportador quede plenemente simentado en el liderezpo del desarrollo
nacionai, confluyendo hacia el incentivos y medidas que mas que deprimirlos tiendan a incentivar -

su desarrollo.

. resultado del posible mal actuar de unos pocos, que al igual se pueden dar’en ¢l resto de sectores de
la ecoromia, es atentar cohtra el sector. Cabe destacar que hesta el momento ningan miembro de-

° Y

Ing. Eduardo Egas P.
DIRECTOR REGIONAL

At v e o

EXP()H'I‘J{DORES DE FLORES PODRAN PEDIR

REVISION DE LA ORDENANZA “ANTI-DUMPING”

El mes 22 marzo mared ol primer aniversario de
v ordenansa “anti- dumping” sancionada por ¢l
Departament de Comercio  de Fstados
Unidos (DOC) contra la imdustiia de exportacion
de flores de Ecuador, bsta ordenanza impone
un impuesto sobre flores ccuatorianas destinado
a inpedir el “durnpimg”, es decir, la descarga

de las mismas en ¢l exlranjero a un precio infe

for

ricr al aplicado en el pals de origen.” La Admi-—

-

nistracion Internacional de Comercio del DOC
encard una investigacion la cual determind que
ios precios de venta de flores ecuatorianas en
los Estados Unidos eran injustos (compurado
con los precins de venta en el mereda ibterno
de Leoador) v que, en consecucencia, ta industria
de flores estadounidense cstaba siendo conside-
rableniente perudiceda )

Los exporiadores de flores ccuatorianas que ha-
yan sido afectados por este impuesto anti-
dumping” tendiin ¢l derecho de pedir una revie
sion de sus casos. Ll tramite s¢ imeia mediante
¢l envio de una carta de pedido de revie
por parte del anteresado ar MRO GLHLBE T
KAPLAN, DEPUTY ACTING  ASSIST o1
SECRETARY FOR IMPORT ADMINISTRA-
TION, ROOM B OV9, CENTRAL RECORDS,
US DEPARTAENT OF IMMERCE, \WA-
SHINGTON, IXC 20220, 1.4 carta debe aclarar
que ¢l pereionate, como “parte interesada”
sevin la definicion del weeror 771 (V) (C) del
Acta Tarifuria de 1930, pide o fa Comision In-
ternicional  de Coraercio Que conduzea una
revision administrativa de las tlores que ¢l inte-

“por ¢l anteresado a los Lstados Unides,

resado ha exportado a lo largo del ano pr().\'imo

pasado. La revision se basard en la respuesta .

otorgada por parte del interesado a un cuestio-
narto distribuido por el I1TC.  El cuestionario
solicita informacion sobre los valores de las
transacciones  de todos 1os envios realizados
Tam-
informacion  sobre  descuentos,

bién  requiere

rebajas, costos acreditados, costos de transporte, -
el N -
Los precios de las

COStoS "a¢ promocion, ctc.
transacciones  de cada envio serin evaluados
en relacion a los costos de produccién, los
rdrgenes de mercadeo v los precios a los cuales
las mismas flores son vendidas en Ecuador y
,Olros paises.

Basado en la evaluacion de la informacion pro-

LSt por tada nteresado, el 1TC establecera

la tasa de depositos La tasa de depasito refleja
ol margen de “dumping”, es deceir, la diferencia
entre lo que ¢ TTC caleuly ser un precio justo,
Vool precio con el cual ol envio ingresa en el
mercado de Tos Fstados Unidos. Como conse-
cucncia de Jaevaluacion realizada por el 1TC de
cada pedido de revision formulado por el intere-
sado, ¢l deposito requerido serd re—evaluado,
De acuerdo a los resultados de las investigaciones
del TTC el depdsito puede ser retenido al mismo
nivel, merementado o abolido.

Stoexisten preguntas acerca del procedimiento
de pedido de revision, dirigirse al Oficial del
Scrvicio de Comercio Extranjero de la Embajada
de Estados Unidos ¢n Ecuador,
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Los ejecutivos de Maderotecnia conscientes de
la importancia que tiene para el pais el rubro
de la exportacion, realizaron un esfuerzo y la
empresa finalizd recientemente la instalacion
. de una nueva planta industrial ubicada cerca a
la pobiacion de Lazo, provincia de Cotopaxi.

' Esta nueva planta dispone de maquinarijas muy
modernas para trabajar los productos descritos
con anterioridad, con lo cual se puede entregar
al consumidor, tanto nacional como del exte-
rior productos de la mas alta calidad en una
variedad suficiente,

Este afo ha dado inicio ya a exportaciones
dirigidas hacia los mercados de Estados Unidos
y Canada, paises que pes¢ a la gran exigencia
de calidad han aceptado los productos de Ma-
derotecnia debido a su buen acabado y su con-
trol de calidad.

La compaiiia adquiere varjos tipos de madera

en las diversas 2onas del pais, costa, sierra y
oriente, madera Qque en su gran mayoria es
acerrada en su plant, para aprovechar suficien-
temente la materia Prima.  Posteriormente |a
misma, debidamente acerrada, permanecera al
oreo entre dos y seis meses, dependiendo de |a
especie, para luego ser secada al horno y poder
obtener una humedad del 10—-120/p,

Los productos elaborados por Maderotecnia son
el resultado de un plan de produccion donde
existe un extricto control de calidad que se
aplica en las diferentes fases de elaboracion,

Las oficinas de Maderotecnia se encuentran
ubicadas en fa Av. 6 de Diciembre 4619 en la
ciudad de Quito, teléfonos: 436-535 — 210-261
(fabrica) en Lazo. Su principal distribuidor es
EDIMCA (Empresa DURINI C.A.) que cirenta
con vanas oficinas en Quito y Guayaquil, man-
teniendo subdistribuidores en varias otras ciu-
dades del pais.

o _AGRICULTURA Y AGROINDUSTRIA

7 CISE, OFRECE ASISTENCIA TECNICA PARA

- 3 Tt g
costo moderado. o Pl

CI 'sus‘fcxp"crtos-'cé,ﬁ“mu’eh(ie.-nffoe-;-'d‘c -experiencia;la cu
. g . H .

d'.) . L ACIUCUL'I'UI{A\'GANADICRIA

b) Cuiuvo v Control de toda clase de productos
¢) Forestacion y reforestacion.
¢} Cosecha, Post-cosecha » Embalaje de product

1. AGRC! !DUSTRIAS

d) "Tratamicento de Maderas. Produccion de mue
¢) Industrianzacién y Mercadeo de productos av

f

'

Estas dreas tienen actualmente ol apoyo de AID por
ihstitucion. Para mayor informacion Hamar a los 7¢lfs

e

= El CISE,=una organizacion noérteamericana, sin fines de lucro, ofrcce asistencia téc
de AID, cstara disponible’a un’ e

a) Tecnologia de irrigacion y tratamiento de sue

tifruticolas: deshidratacion, congelacién y cnlatado,

-

técnica por medio de.
al ron el apoyo

’ s

Algunas de las dreas en las que ¢l CISE podria ser de gran utilidad son:

los.
agricolas.

Jdy Manejo de haciendas, Control de Enfermedades del Ganado.

os exportables.

qucsos, yogurt, mantcquilla, ctc.

.. 2) Procesamiento de productos hor
-~ b) Procesamicnto de productos licteos: helados,
7€) Seleccibn, Ingralacion y Mancjo de maquinaria alimenticia, =+

bles y productos afincs.
icolas. :

~Piscicultura — su Industrializacion y Mercadceo.

medio de un convenio que ticne CISE con csta
1231-723 - 529-932, -
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- SEMINARIO INDUSTRIALIZACION
 ERUTAS Y VEGETALES ™ ;

t
AW AN T ST PR
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Siendo uno de los objetivos de la Federacion
Ecuatoriana de Exportadores dentro del Conve-
nio suscrito con A.LD. ¢ de orgamizar scmina-
rios con la finalidad de brindar asesoramicnio
téenico a sus afiliados v a todas las personas ya
sean estos de los sectores agricola, industrial,
exportador y ¢n general a todos aquellos que de
alpuna mancra se eruentran vinculados con la
acuvidad exportadora del pais; se realizd of Se-
minario sobre INDUSTRIALIZACION DE IFRU-
TAS Y VEGETALES con ¢l auspicio de la
ALD. -

I'ste evento se desarrolls en el Auditorium
de Filanbanco en Guayaqu -~ del 11 al 13 de
Abrib de 1988 FI Seminario fuc dictado por dos
INSTTUCLOres pucrtonquenos  los  senores Ivan
Hernandes y Dr. José Ramon Cruy,

Este evenco también como con 1a colabors-
c1on del Ing. Isidro Planclla.  Funcionando del
HCA, quien intervino tratando ¢l tema Mercados
de Frutas Vegetales trescas no tradictonaley en
Lstados Uridos v Europa.

AID colabord una vez mas con la presengia”

-

.-
e

del Sr. Thomas A. Benner, que intervino para
cxponer, las expericncias sobre Industrializacion
de algunos productos exotcos, su forma correc-
ta de envasamicnto v experiencias de mercadeo.

El grupo de 60 participantes estuvo formado
por copresarios, técnicos de planta, profesiona-
les, Ingenicros agronomos, cconomistas, delega-
dos de insutuciones afines a Ja actividad expor-
tadora y personas con interés en ol tema del
semnario,

Lucgo de la evaluacion tomada del criterio
de los participantes, se determing la satisfaccion
por ¢l contemdo del Semimario, la versacion
de dos instructores y o ¢l provecho ohtenido,
comentandose que por ser un tema tan amplio
micreceria tratarse en otra oportnmdad en forma
mis especifica alguna parte de mayor rehieve
del programa.

La intervencion del In: Planella fue muy

bien comentada v sausiis plenamente a los
“TTparucipantes, viéndose la necesidad de continuar
organizando cventos para desarrollar con mas
Lropiedad este tema bisico en la comercializa-

¢lon externa.

SEMINARIO SOBRE FAENAMIE&JTO PROCESAMIENTO Y EMPAQUE DE PESCADO

v -

El consumo de productos del mar ha expers
mentado un incremento gradual en los ultimos
anos, cspecialmente en LE UL, Japon y princi-
pales paises curopeos. Estos mercados se carac-
terizan por los altos standares de calidad -
dos a los diferentes productos, a nivel san o
y de procesamiento.

LN cumnplimicnto de los standares de calidad
es Lamejor manera de acceder en forma cstable
Y compeutva a los mercados, ascpurando la
conumuidad y“desarrollo de la actividad,

Con estos antecedentes FEDEXPOR con el
auspicio de A.LD. desarroll)y en fa Gltima scimana
de abril un Seminario que de cumplimicnto a

los objetivos senalados anteriormente. Los ex-
positores del mismo fucron los sefores Ing. Juan
N. Ortiz y ¢l Sr. Radl Toro Guerra, los mismos
que presentaron toda la informacion acrualizada
sobre la manipuiacion y almacenamicnto de las
mavenias primas, teenologia de eluboracion de
productos, et cte Se reahizaron jornadas
pracncas en plantas de procesamiento de pes-
cado v enup puerto pesquero artesanal.

Por los comentarios de los 42 participantcs,
¢cste seminario ha contribuido al fortalecimiento
de sus conocimicntos y abrir nuevas metodolo-
gias en su actividad de trubajo, que sin lugar a
dudas apoyarin a esta actividad de gran impor-
tancia para ¢l pafs.
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Condiciones como ubicacion geografica, variedad de climas en una misma zona, posibiidades de riesgo etc. con las
cuales cuentan la mayoria de nuestros paises de América Latina y el Caribe parecerian garantizar el éxito de la comer-
cializacion de nuestros productos agricolas en el mercado internacional. Sin embargo aun somos paises relativamente
pobres y nuestras exportaciones no tradicionales tienen un bajo nivel de desarrollo ¢n comparacion con las condiciones
prodigiosas que nos ha deparado la naturalezay la histona.

Muchos nos preguntamos que esta fallando? la respuesta es bien conocida por los empresarios; la productividad es
demasiado baja y 1os costos de produccion demasiado altos ambas frases describen el mismo problema pero visto de
diferente perspectiva.

Para ilustrar el problema y las consecucncias de una baja productividad , o sea de un bajo rendimiento alcanzado con un
determinado esfuerzo humano y material, presentamos a continuacion un ejemplo real de tres exportadores costaricen:
ces de melon quienes a pesar de poner el mismo esfuerzo y amor a la tierra oblene resultados diferentes en cuanto ala
productividad.

— Elexportador A, gasta en muchos materiales, no se asesory adecuadamente, trabaja con la mimma inversion.

— El exportador B, gasta en materiales y mano de obra pero no cuidys ios detalles del cultivo y no aplica la 1ecnologia
oportunamente, en sintesis es ineficiente y puse 4 errogdciones no togra rendimientos.

— El exportador C, gasta o justo en materiales y mano de obra, aplica los elementos productivos en su medida vy
oportunamente, euida su cultivo y esto pendiente g solucic ~ar cualquuer anomalia.

L RESULTADOS POR HECTAREA DEMELON - &7, 7. .
R EXPORTADOR A EXPORTADOR B ], EXPORTADCR C
S _ ‘ 0 A X RC )
COSTOS TOTALES POR Ha. ¢ 40.000 ¢ 65000 . { ¢ 65.000 i
PRODUCCION EN - -=-- - - o R : N i
- Kg  EXPORTABLE =~~~ ~|-_ =7~ 3.000 Kg. .5 -~¢~7. -0 3.000.Kg. =it - 2.000 Kg.© 1
PRODUCCION NO . o ‘ LT e
EXPORTABLE | 3.000 Kg. 3.000 Kag. ' 10.000 Kg.'
INGRESOS POR VENTA , - ' . |
NO EXPORTABLE £ 15.000 ¢ 15.000 - | ¢ 10000 ;
EXPORTABLE 30.000 ©30.000 "l 100.000
INGRESOS—EGRESOS ¢  5.000/Ha. ¢ 20.000/Ha. 1 ¢ 45.000/Ha.
UJTILIDAD PERDIDA | UTILIDAD '
¢ = Colones. . s

— Del ejemplo; el exportador A que no utiliza nueva tecnologia e invierta lo minimo, logra un¢ eccaza rentabilidad en
un periodo de 3 meses que dura el cultivo.

— El exportador B, invierte dinero posiblemente prestado det banco, y queda con una pérdids de C 20.000/ha. pese
que considera que trabajo y gasto suficiente; sin embargo su trabajo no fue eficiente ni oportuno.

— Elexportador C, ¢s el modelo de alta produccidn gasto bien dirigido y oportuno, y por tanto alto rendimiento.
Con-ta misma inversion del Exportador B, fogra una ganancia de € 45.000 'ha.

En América Latina existen muchas empresas simidares a los modeios Ay B de Costa Rica y, por cllo nuestro esfuerzo
deberd orientarse a alcanzar una productividad sumlar al modelo C.

Pero si solo ¢l Togro de una alta productividad no e, suficiente para alcanzar la utilidod deseada os necesario que ademads
easta demanda nacional y externa suficientes, de 1o contrario resultan coschas rematadas v un grave castigo para el
caportador cliciente no obstante, 1a alta productividad vs necesaria para la eaportacion.
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. . . r.
TOTAL EXPORTACIONES | 1983 [ ©/o | .1984 Yfo 11985 9/0 11986 (1)] ©/o | 1987 (3)| ©/o 8%787
MILES DE DOLARES FOB S )
. L 2.347,753 100,004 2,620,419 | 100.00] 2,904,746} 105.00{ 2.185,849{ 100.00] 2.020,873{100.00 | -- 7.5
I TRADICIONALES 09,9981 13.20] 422,729 ) 613{ 557,471 19.19{ "640,055| 29.28| su2.986] 2533 | - 6.9
Banano 152,926 6511 135,178 5.16] 219,987 ?.57) 263,402 12.0.! 263,283] 13.03 0.0
Café en grano 148,608 6.33} 174,738 6.671 190,802 6.574 298,917{ 13.68, 184,344 9.12{ -~ 3823
Cacao en grano 8,366 0.36 95,991 3.66) 138,617 4.717 71,063 3.25 80,754 4.00 13.6
- . f .
Azrdcar y Melazas 58 0.00 16,434 0.64 8.270 0.28 6,673 0.31 2,775 0.19) - 434
I PETROLEQ Y DERIV, VI3I04T) 934211834706 1 T0 0211 926,567 ] -6f.32] 082.512| 14.35] 821.2359] ap6al| - 16440
Petielen crudo 16391961 69 8211 678,237 1 cansltvraner!| a2 52 G127 aap V74 739.405] 3689 - 19.0
Urivivados 93 651 400 156 069 5971 101 gus 3491 70,114 21 neose | s 06 16.9
I NO TRADICIONALES JOSG 706 12941 362,972 ] 13.8%] 420,708 14 a8 u63.282| 25.77 6G7 358 13.02 185
A. PRIMARIOS 199 807 51 19v 394 7.34] 192 "30 662 332,097 1519 460,427] 22.78 . 38.6
Camarédn 175,073 7.46 1 159 840 GG 156 486 539 | 287,882 13.17 379,355] 18.77 31.8
. L
Fibras de Abaca 8,928 036 11,822 0.4% 8,796 030 8,003 0.37 8,950| 0.44 [T11.8
' H
Ay :
Madera 7,270 0311 8328 0.32 B,798 0.30 - 236 0.01 541 0.03] " 129.7
. . : R PR oL 4 % T AN RS B .
Atun N 1,558 07 22533 0.10] - L.001 0.17 16,53¢ 076 - 20.281] ~f20 .26 |
Lt :
Pescado congelado 1660 0.07 2,538 ¢C10 4 340 01* 8,948 0 41 15,304 ' 0.76 71.0
Otros primarios [N [T 7,435 VRS BBy [UR17] 10,A90 U ay 35996 178 243
B OINDUSTHIALIZAD LS EN T SATL 170,578 o ora a7 ouo 23185 ] 058" :'uﬁ,gai 10raf-. 105 ()
——— 1 .
‘ -
Manutacturas de metales R ocs 2,712 0.10 2,055 0.07 4,092 0.21 6,968 034 55.1
| . L
Produc Quim. y Farm, 5,262 0.23 7,565 0.79 gooa ! 000 8,580 0.39 11,147 0.5 -29.8B
Caténdusinahizado 159,360 062 27,034 G.H4 1213 06 28,846 1.32 17,634 0.87 |- 18.9
Elab e prod. del mar 27,1034 116 64,011 T 44 NESE; 3.35% 72,016 3.52 51 g7y 2.86 |- 20.2
Harina de pescado 5,810 038 35,531 136 $9.003 203 1e,zha 2.25 22,378 1.35 |~ 4a4.4
Aceite de Pescado &57 0148 1,601 D.09 .00 | —100.0
O1tros elab del mar 1 otva G 78 24,480 100 RENLY) 1.7 21,361 098 30, 49¢ .53 42.8
Elaborados de cacao 26,399 P 50,154 1.2 IR765 271 77.2C9 53 57.0711 "~H2 |- 261
Sombreros de paja toq. 2,057 014 497 016 3,547 W] a 500 02 4,792 0.24 6.5
Articulos Electiodom. 83 001 14 0N b8 | 0w 1591 002 1,8851. 0.09 | 450 .
Otros industriahizados (2} 20 0az 090 1,4 0.4 15,833 0Ge 34,697 1.59 49,557 | "2.45 4z.8 -
b

Notas: -

(1} Valores FOB para Dacivacos de Yetroleo.

(2) Incluyw reexportaziones y despordicics
(3) Datoy provisionaler. (6noro a noviemuen)

Fuenies:

Enlos meses de Mayo

Min‘sterio de Finanzas: Arusrios de Comercio Eatortor 160 0-1981,
Banco Central del Ecuador. 19082 -1437 (boletin estadistico No. 1611 — marzo 15,
CLPL: Potrdlen crudo v derivados,

1088).

y Agosto de T9UG 14 incluyen ex;ici taciones de asfalto.
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L OS REQUERIMIENTOS DE LOS E)(PORTA DORES f' .
La aprabar:/én del Prayecto ce Ley de Comerc;o Exterior por Ia Carrara de Senadores el d/a 26 de’ mayo mo-
trvé una reaccidn de nuestra Institucién para hacer piblico los requerimientos mas esenc. ales e inmediatos de los
. expom)dores Se hicieron conocer fstos en un aviso que d/fund/mo.‘ la semana pasada en d/ferenres medios de
comunicacion y que también insertamos en esta L’dlclén ’ ’ Co
£l P/oyecm agprobado poi el Sc 1ado, quebro las expectativas de los exportadores erf una Ley que podna haber si-
do romotora. Su preconizada estabilidad es relativa, porque alqunos incentivos coma el Certex, el cual también ha
side ecortado para muchas empresas de todos los sectores, tendra una vigencia muy corta sin conocer su sustitu-
torio  ¢éAcaso fuera un tipo de cambio real?, no lo sabemos. El enunciado del Articulo 500. del mencionado Fro-
yecto, récomendando la responsabilidad al réspecto del BCR, no es suficiente. . . p: T
Del mismo /nbdo han sido”elrninados los contratos de exportacidn y el re'girﬁen laboral especial, entre 5([05’
lo gque amérita su objecion y el propdsito de exponer nuestros puntos de vista, ojala, esta vez s/ concertadamente
a los serfores D/pumdos que comenzaran a tratar dicha Ley en la préx:ma Leg/s/a tura. -

.
' : . ~,

Mientras tanto, para hoy—es-imporante la aw/,c/én de las medidas de emergencias que .se han querido difundir
como sefla pars el Gobierno en momento que ¢l nuevo Gabinete M/n/srer/a/ viene estructumndo su programa econo-

mico. . S = R T a Tee e e o

-.\r' LB s e B Vewm o vl L - —_— e e s Ceae - N e

Se hace pues necesaria, para las nxpormc/ones no tradicionales una tasa-de camblo real, el fmanctamlento en intis
equivalente al que tiene otrus sectores, la creacion de un Fondo de onsolidacion de deuda de los exporradores
similar al concedida al sector minero, la creacion de Iineas de créditos promociona/ para incrementar 13 oferta
exportadora, esrab///dud de los Certex dCYUd/PS por cuatro an os y d/spon/b///dad libre de divisas para lcs exporta
dores. N R

Pero ensequida se requiere también una verdadera Ley promotora de exporiaciones porqu—e es tiempo ya de pensar
en el futuro inmediato que, en clcaso Je la aclividad exportadora, debe estar constituida por el incremento de la
oferta expormable, la que se logrard unicamente con ruevas inversiones, las mismas que para concrelarse requieren de
confianza, estabilidad y roglas claras. . )

DIGANOS DONDE, h

NCSOTROS SABEMOS COMO
EMBALAJES - TRAMITES DE ADUANA
" CARGA AEREA - T 3ANSPORTES LOCALES

AV.ARGENTINA 1845-CAL' AD 1-TELFS: 295356 ® 293969 e 651842 e 293453 . P, 0 BOX 352 -
1LLEX 25180 PE-WORLD o CABLE WORLD-CALLADO 1 -PERU . TELEFAX (5114) 654761 /)
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"UNICO ORDENADO DEL IMPUESTO A LA REN-

»

La presente disposicion modifica el Art. 110 del
D.S 097-87 PCM que establece el Régimen de Licen-
cia Previa. ’

3 A\

MODIFICAN EL ARTICULO 15 DEL TEXTO

‘TA, REFERENTE-A-LAS RENTAS DE LA SOCIE-
DAD CONYUGAL-—- Lcy No 24826 ~ EIl Peruano:
28-05-88.—

.

Ha sido sustituido el Texto del Articulo 150 de!
Texto Unico Ordenado del Impuesto a la Renta
(Decreto Legislativo No. 200), en la forma siguien-
te:

Para los efectos del impuesto, la renta de la so-
ciedad conyugal se considerardn como de una
persona natural, acumulandose las producidas en el
ejercicio gravable por los bienes propios de los conyu-
ges y por tos hijos menores de edad que administren
los padres.

Quedan excluidos de lo dispuesto anteriormente,
las rentas que obtengan los conguyes cuando exista
régimen de separacion de bienes, por sentencia ju-
dirial, por escritt a 0 por sentencia de separacion
de cuerpos, asi ¢ no las rentas qus la mnujes abiten
ga poi su trabajo (wsonal las que deberan ser decla-

NOMBRAN EMBAJADORES DEL PERU EN
ESPANA, GUATEMALA Y N LA REPUBLICA
DEMOCRATICA ALEMANA - Resolucion Supre.
ma No. 228-88-RE.— El Peruan 28-05-88.-

Han sido nombrados los siguientes Embajadores:

Emba;ador del Ppru en Esparia don Allan Wagner
Tizon,

Embajador de! Perd en Guatemala 2 don Ricardo
Tcmoche Benites,

Embajador del Perd en la Repdblica DLmocranc«i :
Mlemana don Jaime Cacho Sousa Castro.

AMPLIAN PLAZO DE PRESENTACION DE LA
ENCUESTA ANUAL “ESTADISTICA MANUFAC-
TURERA 1987°'.— Resolucion Ministerial No. 320-
88-ICTI/IND.— El Peruano: 01-06-88.—

Se ha ampliado el plazo de presentacion de la En-
cuesta Anual ‘“‘Estadistica Manufacturera 1987 que
estan obligados a presentar todas fas empresas indus-
triales bajo el dmbito adminisiiativo del Ministerio
de Industria, Comercio Interior, Turismo e Integra-
cion, en las techas siguientes:

~

Departamento de Lima y Provincia Constitucio-
nat del Ca'lao” Hasta el 20 de junio de 1988
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radas independientemente por €sta Resto del pais: Hasta el 27 de junio de 1988.
5 J
r DEPARTAMENTOS ESPECIALIZADOS DE ADEX PARA SU SERVICIO
Central Telefonica: 703745 (se indica al anexo pertinente)
— Gerencia General . .. .. ... ... 13-14 — Departamento de Contabilidad. . ... .. 22
— Centrode Informacion . ... . ... .. --—17.34.35 — Departamento de Publicaciones . ;. ... 18-36
~ Departamento Técnico-Legal y Tramites 21 - Centro Peruano de Envase y :
— Departamento de Asociados . .. .. RS 20-39 - Embalaje . .. .. e e 41
— Gerencia de Comercio Exterior .. -.=xs- 25-26.33. -~ ~ Escuela de Comercio Exterior (ECEX)
— Departamento de Feriasy Exposiciones. 30 o Bienestar Estudiantd 15
— Télex . 41 o Director e e 15
- Seccion CnbranZaS 19 o Jete de Estudios . .. L oL 27
~ Departamento de Fman/as/Caja ..... 2431 o Curso Regular ... e, 27
— Departamento de Administracion . . . . 1642 oCursoExtension .. . ... ...... .. 26
-- Departamento de Relaciones Publicas . . .. 39 OISTECEX . ... .. ... .. . 29
— Gerencia Administrativa Financiera vom3 oCICEX .. ... e 26
.TELEFONQOS DIRECTOS
Z Presidencia L. i e e 728665 — Escuela de Comercio Exterior .. ... .. 717007
— Gerencie General. . ... oo -728171 . Gerencio de Comercio Exterior - CID . . 728182
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RED AICO/AICO NETWORK [=wmor
demandas /demands frchs/ dae 09 /06788 |
NCCA [ DESCRIPCION DEL PROD(LTO/ MFORNACION CONPL BikTARA [ FMPRESA DEMANDANTE = JYEA FRM
NOAGEIRE Y, DURECLION / PAIS / COUNTRY
CCCN GOOO DESCRIPTION COMPLEMENTARY  INFORMATION TNANE ANO ALDRESS T 7
- e
® 03.01 PESCAD) FRESCO COT IZACIDON REGQUERIOA: CIF MIAMI. AMEP ICAN YNTERNATIONAL £STADOS
REFRTGERADO O EMPAQUE Y EMBALAJE: ESTANDARL/ CINTATHCR INC. UNIDOS
CONGELAD] REQUIRED QUOTATION: CIV 4iAMl. 3724 NeWe 73 STREETY
FRESHe CAILLED OR PALKI%. AND PACKAGING: STANDARD. CIUDAD :MIAMI, FL 33147 °
FROZEN F{ SH TELEX :810~-849-8168, FAX:
(305)696-1458
cabLE SAMERIDMILH
TEL. 2(3795)836-8550
ATTN. sFAJSTD DTAZ OLIVER
CHIEF ExtCUTIVE
OFF ICER
R:F. sTOTALBANK, HIAM]
03.03 CAMARONES CONGELADOS COTIZACION REQUIRIOAZCIF STUCKHOLMe STAMAR NARKETINS 4B "SUECIA ™
FROZEN SHRIMPS CO4PRAS ANUALES: USS$6 MILLONES. PE-  PeD. 30X:10226
RIDDICIDAD DE LA COMPRA: MENSUAL./ C1GOAD :5-181 10 LIGINGL
REQUIRED QUOTATION: CIF STICXHOLM. TELEX $10264 SEAMAR S
ANNUAL PURCHASES: USSe MILLIONS. 1S€Le .. . :(8)T6T10%20
PURCHASING SCHEJULE: HONTHLY. ATTNG TTILEYF SAnOERSJOO
... PRESLIDENT
RIF. :NORDBANFEN
- Temye ot : o P . «
03.03 LANGOSTAS CONGELADAS COTIZACION KEQUERIDAZCIF STOTKHOUM.  STAMAY MARKE TING AB < SUECTA
FROZEN LIBSTERS COMPRAS ANUALES: USS6 MILLONES. PE-  P.O- 30X:10326
RIDJOICIDAD DE Li COMPRA: HMERSUAL./ (1UDAD :S-181 1) LTDINCE
REQUTKED QUOTATIONT C(IF STILKHOLHG T5LEX :10044 SrAMAR S
ANNUAL PURUHASES: Usks HILLTONS. Tl (8)YI1572420
PURCHAS ING SCHEIULE® HUONTALY. ISERF JLEVE SA NESJI00
PRE STDENT
Kzfe SNOYDIAMKEN
03.03 JAIBAS COTIZACION REQUERIDA: CIF MIAMI. AMER ICAN INTERNATIONAL ESTADOS
STONE CRABS EMPAQUE Y EMBALAJE: ESTANDARL/ CINTAINER INC. UNIDOS
REQUIRED QUOTATION: CIF HIAMI. 3724 NeW. T3 STREET :
PAZKING AND PACCAGING: STANDARD. CIUDAD :M)IAMI, FL 33147
TELEX :910-863-8158s FAX:
(335)696-T458
CABLE SAHERZUAILH
TEL. :(325)636-8650
AfTNS tFAJSTO OLAZ DLIVER
CHIEF EXECUTIVE
DFFIZER
RIF. :TOTALBANKe NIAML'
i
04.0¢ LECHE CONDENSADA ESPECIFICACIONE, : LECHE ZONUENSADA AAERTCAN INTERNATIONAL ESTADOS
CONDENSED MILK AZJCARADA EN LATAS DE 113 SRAMDS Y CINTATRER INCe . UNTDOS
396 GRAMDS. COTIZACION REQUETIDA: 3724 NeW. T3 STREET .
CIF MIAMIL/ CIUDAD :™IAHI¢ FL 33147
SPECIFICATIONS: SUGARY CONDENSED TELEX :817-849-8158s FAX:
MILK I¥ CANS DF 113 GRAHYES ANO (305)696-7458
3945 GRAMMES. REJUIRED QUITATION: (ABLE SAMERZOMILH
CIF MIAMI. TS0, :(315)B36-8550
ATTN. sFAJSTD DIAZ OLIVER
CHIEF EXECUTIVE
OFF 1% ER
RIFe sTOTALBANKy MIAMI
Ot.D6 !MIEL DE ABEJAS COT IZACI1ON REUUIRIOA: CAF HAMBURGO, BAHNSEN & PRIGGE ALEMANIA
BEE HONEY C U4PRAS ANUALES: US§9°'003.000. PE- HAUP 1S [RABE 4 OCCIDENTAL
R170ICI0OAD DE LA COMPRAZ MENSUAL. pP.0. 30X:1137
EMPAQUE Y EMBALAJE: 1AMBORES DE CIUDAD :D-Z114 HOLLENSTEOT
HIERRQ DE 300 KiLDS NETDS./ TELEX :210862 BAP; FAX:
REJUIRED QUUTATLON: C&F HAMBURG. (4165) 80993
ANYUAL PURCHASES: US39,000.000. Tl {41 65)81021
PURCHAS ING  SCHEDULE:D  AINTHLY. AlTH. :¥R. BAMNSEYN
PACKING AND PACCAGING: [R0DN JRUAS . RIF. VOLKSEANK
DF 300 KG HET. HOLLENSTEDL EoG
06.02 PLANTAS DHMAKENTALES LOS INTERESAODOS EN OFRECER €L PRO- KJWAIT FLOWERS KUNWAIT
ORNAMENTAL PLANTS DUT TO» ENVIAR CONDICIONES DE MEGO- P.0. BOX:20L357
CIACIONS/ CIUDAD :KUWALT
THE INTERESTEO IN OFFERING THE PRO- YELEX sKURFLOA KT 48941
O Ty MAY SEND  NEGOTIATIOR  COw-
DITIONS.


http:335)bob-1.58

RED AICO/AICO NETWORK [sevueak

ofertas/supplies et e 03 soes88 )\
NCCA /|  DESCRIPCION DL PRODUCTO / PEORMACION COMPLEMENTARLA EMPRESA DL TE /SUPPLER FIRM
CCON GOOD DESCRPTION COMPLEMENTARY  BFCRIMATION NO8it Y DIRECCION | PAIS / COUNTRY
- NAME AND ADCRESS
10.05 MAlZ OFRECE: GRANDES CANTIDADES PARA EN- LACLE®*S IMPCRT & EXPORY (CU. Au?xLLAs
MATZE TREGA TNMEDIATA. A GRANELS/ BAKYAL 15 (YOJRD) HOLANDESAS
DFFER: WUANTITIES LARGE FOR CIUDAD  :ARJLA
IMNEDIATE OEL]yERY- IN A HEAP. TELEX :950%4 FN BAR NAy FAX:
. (297-8) 21156
- T€L. ~ :(2971-8)27018
AfTN. :Laf. LACLE .~
12.D1 SOYA PARA MAYDR INFOUMACION FAVOR DIRL~ SICIEDAD AMEKICANA JE . URUGUATY
SOYBEAN CIRSE ALA EMPRESA OFERENTE. RILACIONES PuU3LTCAS Y .
FOR MURE iNFORYATIONs PLEASE WRITE  NIGICIOS INTLINACIONALES
TO THE SUPPLIER FIRM. RIO NEGRD 1Vie Ari0eld01
ClUDAD :wCHIfVIDED
TELEX 122343 SARP-UY
Tl :912158
A . ATTIN. :DANIEL GATYI
= DLt 9dR D& = .
JRSANILACION
12.31 SOYA §1 SE TEQUIERE INFORMACION ADICIO- LACLE'S-IMPORT 8 XPORT (0. . ANTILLAS
- SUYBEAN -~ NALy FAVOR DIRIGIRSE A LA EHPRESA BARVAL 15 (V.JRD) HOLANDESAS
OFERENTES/ ’ o CIUIAD “zARJoA o -
- 1F ADOITIONAL I NFOKMATIIN IS A€~ - TILEX :5034 . FN 8AY Na, FAX:
QUIREDs PLEASE MRITE TO THF SUPS {297-8) 21756-- ol
PLIER FITM. Tii. $(271-8)27218
. _ ATIN. $T .. LACLE 5
16002 CECINA COTIZAZ 10N FOB 3UENOS AJRES./ LALPE 3eRel. ARGENTINA
CORNED BEEF QUITATIUN FO3 SUENOS AIRES. AVENIOA DE “avQ 1168
CIUDAD :BUENDS AIRES
TEILEX  39920-9901
TiLe :3821398
3161565 .
ATTN. tFRenNCISCO JOSE
CAVANILLAS
16.04 CONSERVAS OE PESCADO LA EMPRESA OESEA TENER CONTALTO CON SICIEDAD AMERICANA DE URUGUAY
CONSERVED FISH IMPORTADORES DIRECTAMENTEL/ RILACIONES PUBLICAS ¥ ;
THE FIRM WANTS IO HAVE CINTACT WITH NZGICIO0S INTEINACTONALES
IMPORTERS DIRECTLY. RIO NEGRD 1394 APTO.1301
CIUDAD :MONTEVIDEO
TELEX  :22743 SARP-UY
TSle~ - £91275%8 .. .
ATTN. tDANIEL GATT]
DIYECTIR OE
- . JRIANIZACION
15.04 SARDINAS ENLATADAS MACAS COMERCIALLZADAS: waAR DE ISA- CIHMIND Se Ae CHILE
CANNED SARDINES DORA®. DESPACHO: 30-tD DIAS. FORMA  PRESIOENTE Je A. n13s S8, 6TH ~77 .
DE PAG): (ART. Je CREODITI. t$PAQUE:. F.ODFR . Lo a3 e .
TARROS./ CIUDAD  :SANTIAGO .
BRANDS: “HMAR DE ISADORA®. DELIVERY: "TILEX :34270% CURITR CX. . . !
i 30-60 DAYS. PAYMENT CONDITIORS: T:L, $39T6 6 ) .
LETTER OF CREQIT.PACKING: TN TIN 3197259 } .o
CANS. ° ATIN. sANDREW SCOTT -
GEVENTE GENERAL
18.0) CACAD PARA MAYOR INFOUMACTIONs FAVOR DIRI- I4PCRT EXPOMT ALZAMIRA S« As PERU”
COCOA GIISE A LA EMPRISA UFERENTESL/ EVRIQJE PALACIDS 212-201
FUl MORE INFORMATIONs PLEASE WRITE  ClUDAD :LIMA 18
TO THE SUPPLIER FIRM. TELEX 323202 CP CESAR
TiLe 14438450
413525
ATTN. SMONICA DE ALZAMORA
20007 JUGOS CINCENTRAUDS DE ESPECIFICACIONES: MANZANAS, UVAS, JJGIS CINZENTRAIOS S Ae CHILE

FRUTAS CIIUELASy PERAS, NECTARESs DAMAS-
CONCENTRATED FRULT C0S.PUERTD DE EYBARLUE:VALPARAISO
JUICES Y SAN ANTONID. “ORMA DE PAGD: CAR-

TA UE FREDITD TIREVDCABLE. ENVASE:

TAYBORES 57 GALINES./
SPECIFICATIUNS: APPLES, SRAPESS.

10-82

GEMERAL DEL CANTO 367

PROVIJENCIA
CIUDAY  :SANTTASY
TLLEX 12431806 JUTEX LL
T:Lle 22233024
2232321






COMPANIAEXPORTADORA £
IMPORTADORA LTDA. - CEIBO LTDA
Av. Cnstdbal de Mendcza 478

.Tells. ;47665 / 47666

Télex ; 4247 CEIBOBY

Casila: 991 .

Gerenta Ganoral ; -

* Carlos Krutzloldt Sciarons

SANTA CRUZ

-

COMPARNIA INDUSTRIAL AZUCARERA
SAN AURELIO S.A.-CIASA
Av. San Aurelo Firal
Tell.: 42882
Télox 4235 CIASABY 74325 CIASA BV
Casifla: 94
Cable :CIASA
Gerente General
* Ramén Aurelio Gutérroz Sosa
SANTA CRUZ
Reﬁlr\esenlan!e enelexterion
** Altn, ; Afiredo Montada
1622 South West 21 Sireet
Mamy, Flonda - EE.UU

COMPARIAINDUSTRIAL DE TABACOS S.A
“Vicenta AQuino 456 )

Tells | : 354627 1352173

Télex ; 2406 CITSA BY

Casila; 500 T
- Cablg . DERBY.... ~

Gerente General s

* Raul Adler K

LA PAZ

Representantes en el exterior:

** CRANDOW Bhvd.

hd Keg Biscayne, Fla

EEUU

** Ati. : Pedro Ribosa Espaia
Or. Ferran49 - Barceona 34
ESPANA

.~ » P s

\OMPANIA INDUSTRIAL MADERERA LTDA.
SIMAL

dargue industial PHO

Telts. : 34390/ 37502

Télax ;4242 RODABV

TAX 137502

Sasila ;700

Serente General ;

' Cnstobal Roda Yaca

SANTA CRUZ

COMPANEXLTOA! ©~ ¢
24!, Presencia, Pso 10 0.5
Ted. 377597

Cabla : COMPANEX

Gerente General 1

* Fernando Tomco Rojas
WWPAZ . ~ . .

COMPLEJO AGROPECUARIO
INDUSTRIAL MINERO
Av.Banzer129 , .

Tells. : 25545 / 48085

Gerente General © -
* Holvy Aez Paz
SANTACRUZ

- COMPLEJO INDUSTRIAL MADEDERO
LOS PALOS LTDA.

Carretera al None Km. 6

Tells. 29651 / 34086 /34059

36 - Expontadores

AZUCAR BLANCA CRISTALIZADA
ALCOHOL ETILKCO BUEN GUSTO

n

AZUCAR

. MELAZA®
* ALCOHOL ETLICO

TARACO NEGRO ENHOJA

TABACO RUBIO ENHOJA

CIGARRILLOS DE TABACO NEGRO
CIGARRILLOS DE TABACO RUBIO
FILTROS EN VAQILLAS PARA CIGARRILLOS

RESIDUQS DE MADERA

MADERA ASERRADA (ROB _E MARA, MORADO

LAMINAS DE MADERA

CHAPAS DE MADERA

TERCIADOS DE MADERA CON ENCHAPES DE

DIVERSAS ESPECIES

TABLEROS CARPINTEROS DE MADERA

CON ENCHAPES DE DIVERSAS ESPECIES

“IOLDURAS Y LISTONES DE WMADERA
UERTAS PLACAS DE MADERA

JUEROS VACUNOS SECOS YSALADOS

JMADERA ASERRADA (MARA)

MADERA ASERRADA (MARA
ALMENDRILLO, TAJIBO, SANGRE DF
TORO, OCHQO, OTRAS)

10-84

17.01.0299
22080001

17.01.029

-<17.03.00.00
~2208.0001 )

2401.01.00
.724.01.02.00
24020201
24020202
59.01.0201

44,01.00.9
44,05.0200
44.09.00.00
44140200
44150200

44160000

44.19.00.00
44.23.00.05

© 41.01.01.00

44.05.02.00


http:41.010.00
http:4.09.00.00
http:44.01.00.99
http:2401.01.00
http:17.03.00

IS
GlB

CAMARA DE COMERCIO DE BOGOTA

s
:

RN

La CéAmara de Comercio de Bogoté a través de su Vicepresidencia Comer-
cial ha creado un sistema computarizado de informacién.

~~--Dicho sistema se .constituye en un conjunto de datos que abarca todas
lag formas de consulta para que los usuarios se informen de las ofer-
tas y demandass a nivel nacional e internacional, '

Dentro de los proyectos trazados por esta Vicepresidencia para este
semestre en meateria de servicios sistematizados estén:

Resumen del Comercio Exterior Colombiano (60-87)
Anos importaciones totales - exportaciones totales - variacién %.

Balanza Comercial de Colombia por zonas econémicas del (60-87)

Ejemplo ALADI, GRAN, MCCA, CARICOM, CEE, AELC - resto del

mundo.

Balar.za comercial de Colon Hia - GRAN (60-87).

Principales productos de exportacién d;z Colombia al GRAN,
Principales productos de importacién de Colombia del GRAN.

Volimenes de carga a nivel terrestre, marftimo y aéreo (dentro
del GRAN).

Indices de Inflaci6én (Grupo Andino)., =  —

Principales politicas de cada gobierno (del-GRAN) en-materia comer-
cial, T ) :

Tasas de cambio (evoluciones en el GRAN).

Convenios por posicién arancélaria
GRAN - GATT - ALADI

Estudio acumulado NIT - Posicién.

Importaciones disiias por posicién, NIT, pais, por aduana.

Todos estos programas anteriores los lleviremos en un microcomputador.

Edificio Carrera 93 No 16 21 A artadn Acteo 29220 Connutador 2619900 . 2860511  Triex 45974 CACROCO Bagota, Culombia Sucuna’es Catiera 19 Mo Q3 A
Ferw Internaciomal - Futaqanana ['ataeiq Mumicipal Of 201 jel 2907 Sipaquua Calic 54 No 6 33 Tel Ind (9552) 2493 SorchaCaruca Tranwereal 70 No 1292

10-85









AFFENDIX C:

Agreements with other Grganizations in Ecuador

FEDEXFOR hacs 1nitiated ssveral agreements with cther organmications in
Ecuador for sharing information and providing export intormation services.
An agreement has recently been si1gned with the Minicstry of External
Relations and one 13 heing neqotiabed with the Ministry of Agricul ture.
This appendi: cantaine @ copy of an agreement for coopsration belbtween the
Central Bank of Ecuador and the PMinistry of Exterrnal Relatilons and a copy
of the agrocement with the Mimistry of External Reletions and FEDEXFOR.

10-88 )
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ARTICULO 30- o

] BRanco Coentral  del Ecuadom <o comgrometo d
proparcionar il Minicterio BT Kelaciones Cxteriores
informas ion sote e loc ciguicntce . anpecton:

- -

a) Cetaalotican b e e 3es impor o dane v
Gt bt Lo curtee faandiontoed a b altimos

R R B R | N 1 S
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ARTICULO 4o0.

rl Banco Contral o del Couador  perwit iréd ol
indcto i e Relaciones o Eated oo coree Lar s o T
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Archivo Histdrico

- cucil
- FA1S DE DESTIHND
- ATIT THICTAL
- FILOS PRIMER AQD . o
- UALOIR PRI AR R
- Cllaovn GEGLINDOD A ; e
VAL L GUIED A
FILOs TLRGECK Ab
- VAL DR TERCUT Al '
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- Ve 00 CUARTD Al
La informac iom cort enpornderd a o totales. de los ‘ .

aoumulados reslos anuales.

L) Archivo Actual

\-’/‘\l_ ! 'f\
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5.2.— ° ‘IMPORTACIONES EFECTIVAS

Ere “Impen taciones Cfectivas”, que cot responde a
la informacion cmtadlstica e dimportaciones  de  los cincou
Gt G anterdiores. oo luldo ol dfio viaonte, se ha
o tal b T v Ceacbive Biict e ioo” Que aan upard daton wobre
Tove Q)i i o anios., vonn Taendva o taal T que
alhesc e Jor Choat o Al o ent cir o esdosn o chiivod

Conrprreneens o g enadente:

a) mchivo Histdrico
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5.2.1_~ Cl Panco Contral  del  Eoeaador fav"c.;..ch"j')ram"'Qx]'

Hinistorio B I Relacione:. F> trr' for ey la informacidn
correapondiente ) "Mochive Hictdedco™, monddonado en ol
Articulo precedonto, o g 5.(-1.,1 MET e et b del ano dn
DRI

S.2.2.- I I, Conty o i) Foucedon - centronn d
Mmoo et ol Pooret Ao e Poovar Yo Lot oy e,
Julormac i o] Tar o hivey ot Ty et bado st Sormenit o,

oo mivance v cov e parpdon 0 0 Y ddatees ol i wee W]
T Vj'_hiil':’

5.2.3.- A faradizon ure .- fodky sma L 2l Farnco Condr o)
doel Cooador,  proporcionas ™ o) MEadateria de ReYae jones
Exteriomrens 1o dnformacidr b Toe totaden Ao Joo acumn] ados
Veraless do) oy trancosry ido. '

5.3 DIRECTORIO DE EXPORTADORES

I it biave b RS BERTEN I I de Loportoadoe s
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5.3.1 Y Fare o Copie s 8 Vovraddog, o 2oyt T Tontro
e Fidmpnt o, GO Al st o doe Relacionnee
Caterder me por sy it ooalenires e iralicae i e ol ointe ol
archeivos Jdel Dy e far do chee Topae foedtees "
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1 st S Theneminae PAn e eldioon. wne1
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AFFENDIX D:

Agreements for International Information Sharing with Dther Organizations
FEDEXFOR has participated in meetings which seek tc create commercial
information sharing networks among several South American nations. This

appendix contains copies of several agreements and the program of the
recent JUNAC sponsored mesting 1n lima.
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SFHMINARTO TALLER SOBRE METODOLOGIA DE OFERTA EXPORTARLE

Dentro de 1as actividades del Plan Andino de Promocidn de Exportaciones
PAIE €8, =e ha contemplado brindar apoyo permanente a los Orcanismos do
Promocidn de  Exportaciones de  los Palses Micmbros, organizands cursos
de extensidn v capacitacidn en Arcas especlficas de comercic exterior

para el =arcctor piblico v privado de 1la Subregidn,

En este  contexto, se ha programado la realizacidn de un Seminario
Taller sohre difusidn de informacidn comercial 3y la presenbtacidn de uuna
mcetodologla para el estudio de la Oferta Fxportable,

La reauidn ze desarrollard en Lima entre2 el 20 y el 2t de junio del arno

[F758)

en curso, cn el local de lTa Junta del Acuerds de Cartagena.

1. Nezarrollo de la NRed Andina de Tnformsacidn Comercial,

a, Exponer la experiencia de  la Junta en el dezsarrcllo de asn
baze de dalos de comercio e informacidn comercial v pramover

su ulilizacidn a nivel subregional,
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b. Procurar un mayor intercambio de informacidn enbtre la Red
Andina de Informacidn Comercial (RAIC) con las insbtituciones

piblicas y privadas de los Palses Miembros.

C. Conncer los planes de desarrollo en  los  Scrvicios de

Informacidn Comercial de las entidades participantes.

Metodologla sobre Oferta Exportable

Fsta artividad ha sido programada como un inztrumento de apoyo nl
I'rograma Latinoamericano y del Caribe de Informacidn Comercinl ¥

Apoyo al Comercio Exterior (PLACIEX).

Se expondrd la metodologla para el Estudio de la Oferl: elaboradan

por el Centro de Comercio Internacional - CT,

El objetivo es cl siguiente: capacitar nllos participantes on cl
wso de  los mddulos computarizados del Mark-Match (Marketin<-
Maching), desarrollado para un mejor uso de la oferta exportable,
el mismo que comprende 1la entrada de datos de la oferta,
aprovechamiento estdtico de la informacidn y andlisis dinAmicn de

los resultados de la encuesta que para dicho fin se lleve a cabho.

Resultados

Con este Taller se espera obtener los siguientes resultados:
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Participantes

F1  Seminario - Taller esta dirigido a funcionarios de- loa

siguientes ‘niveles:

1. Divector de DPromocidn de i~sportaciones o Coordinador del

Levantamiento de Ja Oferta Exportable.

2. ResponsAble del Servicio de Informaclidn Comnrcial (SIC) o
Jefe de Informatica responsable de =ziztematisar tanbto 1n
oferla cxporbtable como dar apoyo o los ST,

3. Alto ejecutivo de la Asociacidn Naclonal de TFxportadores,

Cdmara de Industria/Comercio.

Un consultor del Centro dec Comercin Internacional {(CCT)
estard a cargo de la oxpoéicién sobre Mrtodologla

Computarizada de la Oferia Exportable.

Funcionarios de 1la Junta presentardn Ilas bases de datoz , =c
discutird sobre modalidades de intercambio y el dezarrolloe

de la RAIC.
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Personal de Comercio

Funcionarios Internacionales

Funcionarios Locales

ATP

Asistentes

Auxiliares

Secretarias

Conserjes

1989

Junta

Rdgar Viera
Luils Ldpez
Néstor Linero
Gabriel Loza
Angel PRasmuseen
Luis Fraylan
Jorge Olcese

Piedad GCémez

Alfredo Bambarén
Miguel Ramos
Consuelo Giménez

Glancarlo Davila

Edgar Preciado

Ramén Montoya

Carmen Salinas

Marild del Castillo

Mariela Gazzo

Patricia Naranjo

Ernesto Torres
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Cooperacion Técnica

Victor Arteaga

Vacante

Luz Marina Valderran

Juan Carlos Rios

Estrella Schvartzman

Miguel Otero

Mercedes HMenacho

José Vivanco

A

nﬁ"}



HOSTAL LA CASTELLANA

Crimaldo
Teldfono:

Tarifa:

del Solar 222 - Miraflores
413530

UsS$ 20 (incluyve impuestos y servicios)
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ANNEX 11

Sample of FEDEXPOR Trade Update Newsletter
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ANNEX 12

Survey Forms of FEDEXPOR
Membership Information Trace Study




MEMBERSHIP SURVEY
NONTRADITIONAL AGRICULTURAL EXPORTS PROJECT
DEVRES/FEDEXPOR

Name Ing. Frank Muller Firm AGRIFIM
How lcng ago did you join FEDEXPOR?
3 months 6 months 1 year 2 years 3 years x 4+ years
Why did you join FEDEXPOR?
A: Certain aspects of the constitution that interested us. It is
an organized entity to represent exporters interest. We felt it is

better to operate through central body than attempt to do this
individually.

What is your major business activity?
A: Irrigation equipment
What agricultural export products are you interested in?

A: All nontraditional tropical and subtropical fruits and
vegetable that have ready market in the States and Europe.

What agricultural products do you currently produce?

A: melons primarily. planting in august,

How large (# ha) is (are) your farm(s)?

A: Our group agrifim plants 100 ha. 1In total with this program
we are producing on 200 ha.

What is the volume of your production (by product)?

product: melon Volume 260,000 boxes Value fob: 8-10/box

What do your gross sales and net profits amount to(quantify in sucres)?
A: 140,000 boxes at 8 = 1,112,000 gross sales. If we end up

with $§3.00/box, we consider ourselves fortunate.

Where is (are) your farm(s) locuted?
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A: Agrifim's are in Balzar, 90 kilometers from Guayaquil towards
the north.

How many laborers do you employ on your farm? For what types of labor
they employed? Is the labor seasonal or permanent? What are your wage
scales?

A: fixed: 12-15 people, four permanent. Over 130-140. for four
months. 5,000 sucres per week.

Are you a maember of other trade association(s)? If so, describe the
and what benefits you derive from them.

A: No but we pay lots of fees and dues to all sorts of groups
but no other trade association as such. chamber of commerce

What information does FEDEXPOR/Quito or Guayaquil provide Lo you?

A: We receive periodic marketing reports, marketing surveys,
information about new products, US policy changes regarding imports,
restrictions on imports, help with new markets for products,
information on new products of interest, monthly magazine that comes
out. informing on trends in export market directed at nontraditional
products,

How have you utili.:ed this information?
A: In making decisions.
Are you aware that FEDEXPOR has a Miami office? x yes no
If so, how does or could the Miami office better serve your needs?

A: Difficult to answer because what we are looking for is very
definite products that ve could grow during our off season, same period
as window of melons. We are looking to diversifying melon production.
operate on very technical lines have infrastructure in place. What we
want to know specifically is about specific market possibilities--e.g.
who would be interested in a ton of okra; in what period would they
want it--something more specific. We must look at supermarkets
for ourselves. Need some more specific information of what we could
grow here to export to the states.

What market contacts do you have in the U.S. and Europe or elsewhere?

A We use the publicetion International Fruit World primarily,
which provides contacts mainly in Buropean markets. We do not have
names of very many importers. Persian limes with 15ha will be in
product.on next year. We know from Int'l Fruit, for example, that the
Netherlands is very big on this product. We would like more info on
packing materials. I have seen magazine, in form of newspaper [The
Packer] from last year and would like to get a regular subscription.
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(has never receive any Packer articles which Devres has sent to
FEDEXPOR) We try to send for as much info as possible but do not
receive evelrvchiiig.

What successes and problems have you had in exporting your products?

A: The biggest problem is getting serious importer; at the other
end such as a Dole or Calfruit, Transport is a very serious problem,
especially in the volumes that we ship during three months.

What are your sources of financing?

A: The local bank, We draw dollars in advance for exports. no
help from parent company on financing.

What financial needs do you have or services would you like?

A: The banks know us well so we are well covered. We would like
to see lower rates of interest, but would borrow in dollars for 8 to 9
percent,

What are the biggest obs”acles to exporting your products (financing,
production of export quality crops, post-harvest handling, ground and
air transportation, USG regulations, market contacts, othuers)?

A: Every link in the chain is a problems, even from getting the
seed, must ensure that get the right quality and grade of seed. every
link is critical. The main problems have been getting serious company
to market product and take care of transport. We had many heartaches
in europe. cal fruit and european firm really dealt with us poorly.

In what weys/areas would you like to expand your activities?
A: Specifically in fruits like carambola, specialty crops,

tropical flowevs such as antheriums, orchids. We are expanding quite
rapidly in tropical fruit trees,
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Have you been the recipient of any of the following information from
FEDEXPOR's Quito or Guayaquil office?

yes regulations regarding
Achiote market profile irradiation
Weekly cut flower market report n Lily market profile and study
and prices

n Passion fruit juice study
Angora Rabbit wool commodity
profile n LPG gas containers
Asparagus technical assistance n Packer merchandise guide
and trade mission

n Quinoa markering information
Raspberry plants sourcing

n Sheep slaughterhouse cost
Cheese market study proforma
Cooling equipment n SNOwW peas
Chemical and Pesticides News n Spice trade
service

n sport shirts
Chemical peeling agent

n strawberry
Ginger market contacts or
technical assistance n Tea profile
Handbook for Vegetable grovers n Tissue culture laboratory
Hydroponic systems information n tropical fish market and entry

info

ice cream sticks study

Have you any interest in any of the topics outlined above?

A: achiote interested in. cooling equipment interested. ginger
very interested in. handbook for vegetable growers.

Were you aware that FEDEXPOR's Miami office was providing information
such as that mentioned above?

A: no, we were aware that there was certain information coming
from Miami office, and we were aware that if we wanted certain
information that they could tell me whether they could get it.

What kind of information would be most useful to you?

A: specific products, names of buyers, that we could produce in
the tropics. that we could grow and export. We get lots of general
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information, we are looking for specific information. to be put in
contact with them. no one can expect to produce on fixed contract, but
what are best products to produce on the coastal plain. We have our
own nursery and are pretty well organized to handle any new products.

Date and time questionnaire completed: June 17, 1988 at 6:01pm
(Friday)

ADDITIONAL COMMENTS:

We get good service from FEDEXPOR, It must be difficult to pass on
information to membership. The biggest problem they are lacking is
more personal contact where they know there is possibility to produce
and export. no problem with general overview, but is too generalized.
If they want to serve real and potential exports, they need to go to
actual exporter and say, look, there is a good market for this.
FEDEXPOR seems to lack contacts with potential buyers.
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MEMBERSHIP SURVEY
NONTRADITIONAL AGRICULTURAL EXPORTS PROJECT
DEVRES/FEDEXPOR

Name Ing. Marco Fontana Firm ALEXPORT

How long ago did you join FEDEXPOR?
3 months 6 months X 1 year 2 years 3 years 4+ years

Why did you join FEDEXPOR?

A: Because our company will be dedicated to export.
What is your major business activity?

A: Products derived from fruit, marmalades, juices, single
strength and concentrated, frozen. chocolate products, tomato sauce
and the only factory in Ecuador with modern Italian equipment. All
product is vacuum processed without additives or coloratives.

What agricultural export products are you interested in?

A: We are interested in two phases of products: 1. interested in
US markets and other. We can produce marmalades in a completely
automated system. With this one plant we can produce for all of
Ecuador. HWe will have & national market, It will be super product of
all flavors of fruit, because here in Ecuador there are all kinds of
fruit. We have agronomic departments. We have many reception points
where buy fruit from farmers.

What agricultural products do you currently produce?

A: just began production in July, marmalades all flavors

How large (# ha) is (are) your farm(s)?

A: 1,500 ha owned by company, looking at additional 2,000 ha of
contract farming.

What is the volume of your production (by product)?
looking at market at delicatessens and gourmet shops, can look at
specialized market. very important that these markets have

delicatessens. able to produce for the demands ol the market.

product marmalades Volume 23,000,000 jars/month Value depends
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What do your gross sales and net profits amount to(quantify in sucres)?
A: none yet. just begun, want to produce: 1. marmalade for
supermarkets. 2. pulp and jugos for industrialicaticn.
Where is (are) your farm(s) located?
A: coast and sierra
ndow many laborers do you employ on your ferm? For what types of labor
they employed? 1Is the labor seasonal or permanent? What are your wage
scales?
A: various companies, factory: 200 pecple. in farm: 1200 people

Are you a member of other trade association(s)? If so, describe the
and what benefits you derive from them.

A:

What information does FEDEXPOR/Quito or Guayaquil provide :o you?

A: They contact us with people who want products. All have
very specific needs. want to work with private firms. all want to
export and talk about it but none do. must develop private contacts.
How have you utilized this information?

A:

Are you aware that FEDEXPOR has a Miami office? yes no
If so, how does or could the Miami office better serve your needs?

A:

What market contacts do you have in the U.S. and Europe or elsewhere?

A: Europe, and few in US. nothing contractual yet

What successes and problems have you had in exporting your products?

A n/a

What are your sources of financing?

A: own capital, line of credit. separate company in Italy
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What financial needs do you have or services would you like?

A: Joint Venture with US companies, payable with product.

What are the biggest obstacles to exporting your products { financing,
production of export qualily ciups, pusct-hervest ha..dling, ground and
air transportation, USG regulations, market contacts, others)?

A:

In what ways/areas would you like to expand your activities?

A: see above

12-8



n

Have you been the recipient of any of the following information from
FEDEXPOR's Quito or Guayaquil office?

§C regulations regarding
Achiote market profile irradiation
Weekly cut flower market report §C Lily market profile and study
and prices

§C Passion fruit juice study
Angora Rabbit wool commodity
profile §C LPG gas containers
Asparagus technical assistance and §C Packer merchandise guide
trade mission

§C Quinoa marketing information
Raspberry plants sourcing

§C Sheep slaughterhouse cost
Cheese market study proforma
Cooling equipment §C SNnow peas
Chemical and Pesticides News §C Spice trade
service

§C sport shirts
Chemical peeling agent

§C strawberry
Ginger market contacts or
technical assistance §C Tea profile
Handbook for Vegetable growers §C Tissue culture laboratory
Hydroponic systems information §C tropical fish market and entry

info

ice cream sticks study

Have you any interest in any of the topics outlined above?

A: Yes weekly prices. FEDEXPOR has problem that the director.
[former executive director] has his own interest and pet projects,
Information doesn't get Lo the membership. Devres should send these
prices directly,

Were you aware that FEDEXPOR's Miami office was providing information
such as that mentioned abcve?

A: No, did not know. very interested in knowing . recently

received information, the Washingtc.i Trade Update, and knew by this
that fedexpor had contracted with Devres to get information regarding
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prices. FEDEXPOR only contacts us to make contact with Italian market,
We did attended course in Puerto Rico sponsored by FEDEXPOR and
benefited greatly.

What kind of information would be most useful to you?
A:

Date and time questionnaire completed: June 17, 1988 at 1:36pm
(Friday)
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MEMBERSHIP SURVEY
NONTRADITIONAL AGRICULTURAL EXPORTS PROJECT
DEVRES/FEDEXPOR

Name 1Ing. Julio Cesar Crespo Firm BADECA Basicos del Ecuador
How long ago did you join FEDEXPOR?
3 months x 6 months 1 year 2 years 3 ye rs 4+ years
Why did you join FEDEXPOR?
A: First, because activities are moving toward exports; in order
to group with other exports. Second, the services provided by fedexpor

are very practical. The services provided by FEDEXPOR are much better
than any other associaticn.

What is your major business activity?
A: Distillation of essential oils
What agricultural export products are you interested in?

A: Essential oils: cardamon, ginger, anise, coriander, mint,
eucalyptus, more to future, lemon, raiz nelica, lavender, aguacate,

What agricultural products do you currently produce?

A: cardamom, ginger, lemon grass, anise

How large (# ha) is (are) your farm(s)?

A: We only have factory at present and are in process of
importing equipment. We do not yet have land, but are in contract with
farmers to buy products. 40 ha available from one partner, 300 ha.
still in planning stages of product. Once the initial tests are
complete, we can interest other producers to grow necessary crops.

What is the volume of your production (by product)?

product essential oils VYolume 6-10,000 kilos Value 150,000 used in
six months

What do your gross sales and net profits amount to(quantify in sucres)?

A: 6,000 307 profit
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Where is (are) your farm(s) located?

A: Via Adable, cardamon. ginger: Santo Domingo, a peninsula of
Guayas. will be looking at production ;throughout the country.
How many laborers do you employ on your farm? For what types of labor
they employed? Is the labor seasonal or permanent? What are your wage
scales?

A: factory: 15 people. in agriculture: very large. anise 15
people/ha. to harvest; 4-5 people/ha to plant.

Are you a member of other trade association(s)? If so, describe the
and what benefits you derive from them.

A: association de pequena industriales. benefits: very little
practical benefits, it 1is obligation. allows certain state benefits.
What information does FEDEXPOR/Quito or Guayaquil provide to you?

A: much information. market data. cultivation practices.
financing information, addresses. programas de assistencia tecnica
How have you utilized this information?

A: market information to do business plan, to establish which
are the most profitable essential oils.

Are you aware that FEDEXPOR has a Miami office? yes X no
If so, how does or could the Miami office better serve your needs?

Al helping to identify new market contacts. need financing,
technical assistance,

What market contacts do you have in the U.S. and Europe or elsewhere?
A: Spain though spain to other european countries.
What successes and problems have you had in exporting your products?

A: n/a test have been very well received.

What are your sources of financing?

A: credit of Corporacion Financiaera National, FOPEX

What financial needs do you have or services would you like?

A: first phase 60,000,000 sucres. 807 through Financiera
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What are the biggest obstacles to exporting your products (financing,
production of export quality crops, post-harvest handling, ground and
sir transportation, USG regulations, market contacts, others)?

A: financing, technology in the agricultural phase, volumes
sufficient to export, government regulation in Ecuador very difficult

and antiquated.

In what ways/areas would you like to expand your activities?

A: in other products of essential oils
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Have you been the recipient of any of the following information from

FEDEXPOR's Guito or Guayaquil oifice?

Achiote market profile

Weekly cut flower market report
and prices

Angora Rabbit wool commodity
profite

Asparagus technicael assistance and
trade mission

Raspiberry plents sourcing
Cheese market study
Cooling equipment

Chemical and Pesticides MNews
service

Chemical peeling agent

Ginger markaet contacts or
technical assistunce

Handbook for Vegetabie growers
Hydroponic systems information

ice cream sticks study

regulations regarding
irradiation

Lily market profile and study
Passion fruit juice study

LPG gas containers

Packer merchandise guide
Quinoa marketing information

Sheep slaughterhou:e cost
proforma

SNnow peas
Spice rtrade

sport shirts

strawberry

Tea profile

Tissue culture labotratory

tropical fish market and entry
info

Have vou any interest in any of the topics outlined sbove?

A achiote, ice cream sticks, passion fruit, manual for

vegetable producers.

Were you aware that FEDEXPOR's Miami office was providing information

such as that mentioned above?

A: yes, but not such an extensive listing

What kind of information would be most useful to you?

A: continuail report of market prices.

Chemical market report,

Agricultural practices for particular commodities, e.g. anise on new

varieties,

Date and time questionnaire completed:

(Thursday)

16, 1988 at 7:03pm



MEMBERSHIP SURVEY
NONTRADITIONAL AGRICULTURAL EXPORTS PROJECT
DEVRES/FEDEXPOR

Name Sr Francisco Velez Firm BAMBUAGRO S, A.
How long ago did you join FEDEXPOR?

3 months 6 montthis 1 year 2 years X 3 years 4+ years
Why did you join FEDEXPOR?

A: because we believe is an institution which looks for markets,
fight for the interest of the exporter, give good information and base
of data,

What is your major business activity?

A: export nontraditional. tamarrillo, mangos, limon, mango,
yucca fresca, yucca rayada, yucca conjelada, banana regular, banana,
banana rojo, carambolas, guayabas, narajilla conjelada, asparagus,
okra, snow peas, sapote

What agricultural export products are you interested in?

A: yes, lichi, kiwi, chayote, cilantro,

What agricultural products do you currently produce?

A: see above

How large (# ha) is (are) your farm(s)?

A: yucca 1,000 ha. mango, 25 ha. banana baby 200 ha. other
everage of 1.5 ha each

What is the volume of your production (by product)?
product whole group  Volume 20,000 kilos/week Value 1 usd/kilo
product Volume Value

product Volume Value

What do your gross sales and net profits amount to(quantify in sucres)?
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A: relative. some products have margin 40% other 157

Where is (are) your farm(s) located?
A in the providence of Los Rivs, Cotopaxi, part in Ambato,

Cuenca, and in the peninsula

How many laborers do you employ on your farm? For what types of labor
they employed? Is the labor seasonal or permanent? What are your wage
scales?

A: 20 in banana, other 6 per other fruit. fugues= 10

1,000/sucres/day
Are you a member of other trade association(s)? If so, describe the

and what benefits you derive from them.

A: camera de commercio, camera de industria, associaiion of
agriculturalists. benefits: better movement. agriculturis:: the
association selects people in plantas. the camera have same philosophy
of fedexpor

What information does FEDEXPOR/Quito or Guayaquil provide t> you?

A: statistical information, clients, lines of credit. political
intervention on behalf of exporters, profitability of the market

How have you utilized this information?

A: for example canadian statistics for certain products, help
to de.ide where to export, depending on demand.

Are you aware that FEDEXPOR has a Miami office? x yes no
If so, how does or could the Miami office better serve your needs?

A: but, have not been able to use it because have not arrived
andy information about the office. secondly Miami is not a port for
our products, given that we have conpetition of central americans and
we can not compete with the prices of sea freight for example. three
cases: central american .10-.15 per box for perishables. from ecuador
is .45/box. that service should be in canada, because canada does not
have restrictions for any of these perishable products. meanvhile the
US is dependent on product which can enter the country.

does not have great importance in Miami.

most important that fedexpor operate as an institution that the
exporter can use to control quality. but in miami. fedexpor has
obligation to provide the service of control of quality in the port of
debarkation. to determine what actually arrived poorly and document
for the exporters. need to document situation of arrival.
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FEDEXPOR's office needs to be in New York, Canada, Washington or Los
Angeles, or lastly Miami because that is where the products arrive.

What market contacts do ycu have in the U.S. and gurope or elsewhere?

A: los angeles warehouse in association with US citizen. joint
venture partnership. FEDEXPOR help to locate c” ients Miami because of
frequency of air freights. F should fight to get flights to Los
Angeles. 1logistical problems

What successes and problems have you had in exporting your products?

A: problems of US customs reviewing cargo in transit to Canada,
transport. another things in that Canadian pianes come to Ecuador.
why doesn't ecuatorian go to canada

What are your sources of financing?

A: corporation financiera. and private banls

What financial needs do you have or services would you like?

A: yes need more financing with longer terms

What are the bigges. =bstacles to exporting your products (financing,
production of export qualityv crops, post-harvest handling, ground and
air transportation, USG regulations, market contacts, others)?

A: 1. financing, 2. infrastructure, 3. preparation of
agriculture to pruduce top quality, 4. post harvest handling
(packaging, cooling) need to focus on export market not only export
surpluses. agriculturalist has been deceived after large investment ,
always give contracts to farmers to guarantees buyer and give reference
price,

In what ways/areas would you like to expand your activities?

A: to specialize a bit more in nontraditional products, to be
better in packaging, cooling systems, and marketing.
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Have you been the recipient of any of the following information from
FEDEXPOR's Quito or Guayaquil office?

n regulations regarding

Achiote market profile irradiation
Weekly cut flower market report n Lily market profile and study -
and prices

n Passion fruit juice study
Angora Rabbit wool commodity
profile n LPG gas centainer”
Asparagus technical assistance and n Packer merchandise guide
trade mission

n Quinoa marketing information
Raspberry plants sourcing

n Sheep slaughterhouse cost
Cheese market study proforma
Cooling equipment n snow peas
Chemic¢al and Pesticides News n Spice trade
service

n sport shirts
Chemical peeling agent

n strawberry

Ginger market contacts or

technical assistance

Handbook for Vegetable groders

Hydroponic systems information -

ice cream sticks study

Tea profaile
Tissue culture laboratory

tropical fish market and entry
info

Have you any interest in any of the topics outlined above?

A: yes for asparagus, berry plants, cooling equipment, chemical
and pesticide, chemical peeling agent, vegetable handbook, passicn
fruit study, packer merchandising guide, quinoa, snow peas,

strawberries, tropical fish.

Were you aware that FEDEXPOR's Miami office was providing information

such as that mentioned above?
A no

What kind of information would be most useful to you?

A the most useful information is why we cannot enter the US
with all our products. the information of political nature. the
information of Weber, why the have such high freight rates,

Date and time questionnaire completed: June 17, 1988 at 5:00pm

(Friday)



MEMBERSHIP SURVEY
NONTRADITIONAL AGRICULTURAL EXPORTS PROJECT
DEVRES/FEDEXPOR

Name Rodriguez Firm Ecuaceramica
How long ago did you join FEDEXPOR?

3 months 6 months 1 year 2 years 3 years x 4+ years
Why did you join FEDEXPOR?

A: Because it was institution that provided information about exports; to
have knowledge of potentiel export markets:; as secondary market for our surplus
production.

What is your major business activity?

A: Ceramic tiles. Company is 28 years old. Ceramic tiles for floors,
walls and other purposes. Since one year ago, have been in production of high
traffic tiles. We are a Venezuelan owned company group. We are also involved in
the production of fritas (primary material for tiles).

What agricultural export products are you interested in?
none

What agriculturel products do you currently produce?

A: none. Have a friend who is interested in quinoa production. His name
is Rafael Aguirre.

How large (# ha) is (are) your farm(s)? none

What is tlie volume of your production (uLy product)?

What do your gross sales and net profits amount to(quantify in sucres)?

A: to chile 12% exports. good prospects for export, but dollar
overvalued. 1looking at value of 350-370 s/d. national demand remains strong
despite political problems in the country.

Where is (are) your farm{s) located? N/A

How many laborers do you employ on your farm? For what types of labor they
employed? Is the labor seasonal or permanent? What are your wage scales?
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460 people in ecuatoriana ceremica; 150C in all of the group. only one percent
supported by exports 10Z was targei.

Are you a member of other trade association(s)? 1If so, describe the and what
benefits you derive from them.

A: Camera de Comercio, Camera de Industria. Gain information and
political weight.

What information does FEDEXPOR/Quito or Guayaquil provide to you?
A: market opportunities, for customers in other countries or sourcing
equipment. prices, transport lines, laws, custom dutaes,
How have you utilized this information?
A: to make sales and buy equipment
Are you aware that FFDEXPOR has a Miami office? x yes no

If so, how does or could the Miami office better serve your needs?

A: The Venezuelan firm has truading company in Los Angeles, Pan American
Ceramics. All intormation we need is provided through this company. FEDEXPOR
could provide freight fees, customs info, etcetera. It could also provide

information regarding potential clients--that is always helpful.

What market contacts do you have in the U.S. and Europe or elsewhere?

What successes and problems have you had in exporting your products?
A: problem: price., hipgh cost of freight.

success: good quality of the monocema--(the high rraffic tile).

What are your sources of financing?

A: corperation financiera national and reinvestment of profits,

What financial needs do yo. have or services would you like?

What are the biggest obstacles to exporting your products (financing, production

of export quality crops, post-harvest handling, ground and air transportation,
USG regulations, market contacts, others)?

In what ways/areas would you like to expand your activities?

A: in the mineral area, since it is the basic input of ceramics.
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Have you been the recipient of any of

Quito or Guayaquil office?

n

n

Have

Were
that

What

Date

Achiote market profile

Weekly cut flower market report

and prices

Angora Rabbit wool commodity
profile

Asparagus technical assistance
trade mission

Raspberry plants sourcing
Cheese market study
Cooling equipment

Chemical and Pesticides News
service

Chemical peeling agent

Ginger market contacts or
technical assistance

Handbook for Vegetable growers
Hydroponic systems information

ice cream sticks study

you any interest in any of the

A: Only personal interest in

and

the following information from FEDEXPOR's

regulations regarding
irradiation

Lily market profile and study-
Passion fruit juice study

LPG gas containers

Packer merchandise guide
Quinoa marketing information

Sheep slaughterhouse cost
proforma

Snow peas
Spice trade
sport shirts
strawberry
Tea profile

Tissue culture laboratory

tropical fish market and entry

info

topics outlined above?

any of above topics, e.g. quinoa, cheese.

you aware that FEDEXPOR's Miami office was providing information such as

mentioned above?

A: no

kind of information would be most useful to you?

and time questionnaire completed: June 15, 1988 at 10:42am
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MEMBERSHIP SURVEY
NONTRADITIONAL AGRICULTURAL EXPORTS PROJECT
DEVRES/FEDEXPOR

Name Lic Bolivar Pico Firm CETCA
How long ago did you join FEDEXPOR?
3 months 6 months 1 year x 2 years 3 years 44 years
Why did you join FEDEXPOR?
What is your major business activity?
What agricultural export products are you interested in?

Tea

What agricultural products do you currently produce?
Tea
How large (# ha) is (are) your farm(s)?

A: 430 tea, of protection forest that can be developed. leaving a
protective belt.

What is the volume of your production (by product)?

product tea Volume Value

What do your gross sales and net profits amount to(quantify in sucres)?

where is (are) your farm(s) located? palora e

How many laborers do you employ on your farm? For what types of labor they
employed? Is the 1abor seasonal or permanent? What are your wage scales?

15,000 sucres plus benefits = 25,000

Are you a member of other trade association(s)? If so, describe the and what
benefits you derive from them.

A members of all chambers of commerce; receive government benefit,
certification of origin. Cameras de Chile; help in export to other countries.
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What information does FEDEXPOR/Quito or Guaysquil provide to you?

A: not much help. do not need their help. members of other organization
international that provides info on tea. Inch cape group. bangladesh, london,
duncan MacNeil, tea market, varieties, clients, technical assistance,

How have you utilized this information?
Are you aware that FEDEXPOR has a Miami office? x yes no
If so, how does or could the Miami office better serve your needs?

A: sales of packaged tea, retail pack.

What market contacts do you have in the U.S. and Europe or elsevwhere?

A: uruguay, chile, colombia, venezuela, panama, mexico, EEUU, Canada
London, italy, germany. Have colombian contact in Miami to potential contact
with Extra and Winn Dixie. Potential opportunity to market in Puerto Rico.

What successes and problems have you had in exporting your products?

A: Problems——don't have any. Today problem with exchange rate is a
problem. Some problems with drug laws in importing country because someone might
hide drugs in shipment.

successes—-lipton. london tea action.
What are your sources of financing?
A: own. london owned firm. very little bank loans at low rates. rates
too high in ecuador

What financial needs do you have or services would you like? none

What are the biggest obstacles Lo exporting your products (financing, production
of export quality crops, post-harvest handling, ground and air transportation,
USG regulations, market contacts, others)? no problems at all.

In what ways/areas would you like to expand your activities? retail pack

12-23



Have you been the recipient of any of

Quito or Guayaquil office?

n

Have

HWere
that

What

Date

Achiote market profile--no market

Weekly cut flower market ceport
and prices

Angora Rabbit wool commodity
profile

the following information from FEDEXPOR's

Asparagus technical assistance and

trade mission

Raspberry plants sourcing
Cheese market study
Cooling equipment

Chemical and Pesticides News
service

Chemical peeling agent

Ginger market contacts or
technical sssistance

Handbook for Vegetable growers
Hydroponic systems information

ice cream sticks study

n

n

regulations reg.urding
irradiation

Lily market pro-ile and study
Passion fruit juice study

LPG gas containers

Packer merchandise guide
Quinoa marketing information

Sheep slaughterhouse cost
proforma

snow peas
Spice trade
sport shirts

strawberry

yes--have never seen it:

Tea profile
Tissue culture laboratory

tropical fish market and entrvy
info

you any interest in any of the topics outlined ahove?

A: two mentioned above

you aware that FEDEXPOR's Miami office was providing information such as

mentioned above? no

kind of information would be most useful to y

and time questionnaire completed: June 14,
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MEMBERSHIP SURVEY

NONTRADITIONAL AGRICULTURAL EXPORTS PROJECT
DEVRES/FEDEXPOR

Neame Ing Jose Tamariz  Firm COBALSA

How long ago did you join FEDEXPOR?
3 months 5 months 1 year 2 years 3 years 8 years 4+ years

Why did you join FEDEXPOR?Y

A: for internal political reasons, to ecuadorian government; to
collaboration on new political issues; as solution to financial and
export issues; to create the conditions for exports; to succeed in the
world market,

What is your major business activity?

A: Balsa wood for industrial applicaticn (for hobby industry,
pleasure boats, etc.). Do not produce finished products.

What agricultural export products are you interested in?

A no interest. more interest in increasing vertical
integration of production process.
What agricultural products do you currently produce?

A balsa wood

How large (# ha) is {(are) your farm(s)?
A: will develop 700 ha currently 80 ha in production
What is the volume of your production (by product)?
product balsa wood  Volume 800,000 board feet Value 400,000
usd/year
What do your gross sales and net profits amount to(quantify in sucres)?

A undisclosable

Whére is (are) your farm(s) located?
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A: on the coast, guayas , Los Rios provinces

How many laborers do you employ on your farm? For what types of labor
they employed? Is the labor seasonal or permanent? What are your wage
scales?

A: directly 93 people, transportation, export movement,
27,000/month minimum increases for technical people to 300,0G0/month

Are you a member of other trade association(s)? If so, describe the
and what benefits you derive from them.

A: Chambers of commerce, industry, and transportation. It is
required to belong to chambers and the user council for transport.
Transportaion is a very serious problem; looking for solution for
reliabie effective transportation; to maintain port facilities; and
that freight rates become competitive instead of monopolistic.

It is somewhat of a watchdog agency. Transport industry has worked
mostly as monopoly because of littla government control. For example,
the freight rates are more expensive from Ecuador to the USA than from
Chile. That puts us at a great disadvantage.

What ihformation does FEDEXPOR/Quito or Cuayaquil provide to you?

A:

How have you utilized this :information?
A:

Are you aware that FEDEXPOR has a Miami office? x yes no

If so, how does or could the Miami office better serve your needs?
A: nothing.

What market contacts do you have in the U.S. and Europe or elsewhere?
A: Japan, Europe y US

What successes and problems have you had in exporting your products?
A: Competition from other countries. Confidence of the users

that we can be reliable suppliers competitive price at standard of

quality on regular basis. An inelastic market. HWe had to sell at loss
at beginning.

What are your sources of financing?

A: local sour:es. no export credit lines so use local
financing.
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What financial needs do you have or services would you like?

A: none

What are the biggest obstacles to exporting your products (iinancing,
production of export quality crons, post-harvest handling, ground and
air transportation, USG regulations, market contacts, others)?

A: Inflation and valuc of dollar. The new government will iearn
that they must act to change official exchange rate. FEDEXPOR will do
its part to change these policies.

In what ways/areas would you like to expand your activities?

A: no interest
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Have you been the recipient of any of
FEDEXPOR's Quito or Guayaquil office?

Achiote market profile

Weekly cut flower market report
and pcices

Angora Rabbit wool commodity
profile

Asparagus technical assistance and
trade mission

Raspberry plants sourcing
Cheese market study
Cooling equipment

Chemica] and Pesticides News

service
Chemical peeling agent

Ginger market contacts or
technical essistance

Handbook for Vegetable growers

Hydroponic systems information

ice cream sticks study

Have

A: ice cream sticks.
Here
such as that mentioned above?

A: Not really, a listing would

the following information from

n regulations regarding
irradiation

n Lily market prnfile and study

n Passion fruit juice study

n LPG gas containers

n Packer merchandise guide

n Quinoa marketing information

n Sheep slaughterhouse cost
proforma

n SNOw peas

n Spice trade

n sport shirts

n strawberry

n Tea profile

n Tissue culture laboratory

n tropical fish market and entry
info

you any interest in any of the topics outlined above?

you aware that FEDEXPOR's Miami office was providing information

be very useful, complete with

price list which distinguished between members and not members.

What kind of information would be most useful to you?

Date and time questionnaire completed:

(Friday)

June 17, 1988 at 1l:27am
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MEMBERSHIP SURVEY
NONTRADITIONAL AGRICULTURAL EXPORTS PROJECT
DEVRES/FEDEXPOR

Was member of the Federation from the beginning and very ac:ive with all
events of the federation. Since 1979 the company has not exported anything and
have ceased to be active in the Federstion. They do receive the newsletter but
give it scant attention. The chamber of industry provides much useful and
pertinent information to this firm. As they have no plans to export, their
product in not exportable, do not anticipate further activities with the
Federation,

Name Firm iesepa
How long ago did you join FEDEXPOR?
3 months 6 months 1 year 2 years 3 years 4+ years
Why did you join FEDEXPOR?
What is your major business activity?

A: plastic products principally to satisfy the industriai sector. For
example, components for the industry of electric rppliances, sanitary components,
clements for textile industry, pharmaceutical inc .try, componen. s for
electrical appliances, for construction, food stuffs, plastic toos, containers
for injection, or containers of plastic, industrial products bot:.les, etc.
What agricultural export products are you interested in?

A: n/a
What agricultural products do you currently produce?

A: n/a
How large (# ha) is (are) your farm(s)?

A: n/a
What is the volume of your production (by product)?

A: n/a

What do your gross sales and net profits amount to(quantify in sucres)?

A: 500,000,000 sales difficult to convert to hard currency. 275 currency
price. The company has 140 workers, counsumption 800 tons to 1,1200,000 tons.

Where is (are) your farm(s) located?

12-29



How many laborers do you employ on your farm? For what types of labor they
employed? Is the labor seasonal or permanent? What are your wage scales?

Are ycu a member of other trade association(s)? If so, describe the and what
benefits you derive from them. yes see above

What information does FEDEXPOR/Quito or Guayaquil provide to you?

How have you utilized this information?
Are you aware that FEDEXPOR has a Miami office? yes no

If so, how does or could the Miami office better serve your needs?

What market contacts do you have in the U.S. and Europe or elsewhere?

A: We had exclusive license to export remington electric razors, to Latin
American countries principally to Mexico, Venezuela, Argentina, and Brazil.

What successes and problems have you had in exporting your products?

What are your sources of financing?

A: We are without financing. Operate with our own capital resources. We
pay for imports of raw materials before or at arrival. We are able to negotiate
better terms this way. It is better to close our business than take loans from
the financial institutions and let them reap the profits of our labors.

What financial needs do you have or services would you like?
What are the biggest obstacles to exporting your products (financing, production

of export quality crops, post-harvest handling, ground and air transportation,
USG regulations, market contacts, others)?

In what ways/areas would you like to expand your activities?

12-30



Have vou been the recipient of any of the following information from FEDEXPOR's
Quit¢ or Guayaquil office?

n

n

n

Achiote market profile

Weekly cut flower market report
and prices

Angora Rabbit wool commodity
profile

Asparagus technical assistance and
trade mission

Raspberry plants sourcing
Cheese market study
Cooling equipment

Chemical and Pesticides News
service

Chemical peeling agent

Ginger market contacts or
technical assistance

Handbouok for Vegetable growers
Hydroponic systems information

ice cream sticks study

regulations regarding
irradiation

Lily market profile and study’
Passion fruit juice study

LPG gas containers

Packer merchandise guide
Quinoa marketing information

Sheep slaughterhouse cost
proforma

snow peas

Spice trade

sport shirts

strawberry

Tea profile

Tissue culture laboratory

tropical fish market and entry
info

Have you any interest in any of the topics outlined above?
A: We do know about the availability of this information, and the

cooperation with Devres of marketing in the Unite

d States. But also know that

these products focused on agricultural products. We have 450 items that we

produced.
needed by European customers.

We have been looking at producing baskets for strawberry exports that
We have also looked at drip irrigation, but patent

prohibit complicated use of licenses. divisas muy escases. no access assesia

tecnicas.,
to depend on foreign sources.
within the country.

We could produce baskets for strawberries—-—interested so do not have
that is a product that can very easily be produced
Asia is very competitive with this type of product. can

import because product good quality, but to product for export, would require
such investment. that if something happens in fickle export market. industrial

and agricultural products very different game.

Were
that

What

Date

you aware that FEDEXPOR's Miami office was providing information such as

mentioned above?

kind of information would be most useful to you? none

and time questionnaire completed: Junme 15, 1988 at 4:18pm (Wednesday)



MEMBERSHIP SURVEY
NONTRADITIONAL AGRICULTURAL EXPORTS PROJECT
DEVRES/FEDEXPOR

Name Eduardo de Castro Firm Licoresa
How long ago did you join FEDEXPOR?

3 months 6 months 1 year 2 years 3 years x 4+ years
Why did you join FEDEXPOR?

A: As representative of exporters and to help in marketing alcoholic
beverages.

What is your major business activity?
A: Distillation of beverages.
What agricultural export products are you interested in?
A My son is interested in forming group to export asparagus and other
tropical crops.
What agricultural products do you currently produce?

A: None

How large (# ha) is (are) your farm(s)?
A: talk to my son,

What is the volume of your production (by product)?

What do your gross sales and net profits amount to(quantify in sucres)?
Where is (are) your farm(s) located?

How many laborers do you employ on your farm? For what types of labor they

employed? Is the labor seasonal or permanent? What are your wage scales?

Are you a member of other trade association(s)? If so, describe the and what
benefits you derive from them.
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What information does FEDEXPOR/Quito or Guayaquil provide to you?

A: FEDEXPOR should help to eliminate the high taxes on alcoholic beverages
which are exported rather than consumed in Ecuador.

How have you utilized this information?
Are you aware that FEDEXPOR has a Miami office? yes no

If so, how does or could the Miami office better serve your needs?

What market contacts do you have in the U.S. and Europe or elsewhere?

What successes and problems have you hed in exporting your prodicts?

What are your sources of financing?

A: We do provide guaranteed credit to son's undertakings and provide some
direct financing.

What financial needs do you have or services would you like?

What are the biggest obstacles to exporting your products (financing, production
of export quality crops, post-harvest handling, ground and air tLransportation,
USG regulations, market contacts, others)?

In what ways/areas would you like to expand your activities?
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Have you been the recipient of any of the

Quito or Guayaquil office?

n

Have

Were
that

What

Date

Achiote market profile

Weekly cut flower market report
and prices

Angora Rabbit wool commodity
profile

Asparagus technical assistance and

trade mission

Raspberry plants sourcing
Cheese market study
Cooling equipment

Chemical and Pesticides News
service

Chemical peeling agent

Ginger market contacts or
technical assistance

Handbook for Vegetable growers
Hydroponic systems information

ice cream sticks study

n

following information from FEDEXPOR's

regulations regarding
irradiation

Lily market prof.le and study
Passion fruit juice study

LPG gas containers

Packer merchandise guide
Quinoa marketing information

Sheep slaughterhouse cost
proforma

snow peas

Spice trade

sport shirts

strawberry

Tea profile

Tissue culture laboratory

tropical fish market and entry
info

you any interest in any of the topics outlined above?

you aware that FEDEXPOR's Miami office was providing information such as

mentioned above?

kind of information would be most useful to you?

and time questionnaire completed: June 20, 1988

12-34


http:profv.le

MEMBERSHIP SURVEY
NONTRADITIONAL AGRICULTURAL EXPORTS PROJECT
DEVRES/FEDEXPOR

Name Craig Leon Firm Morisaenz Group
How long ago did you join FEDEXPOR?
x 3 months 6 months 1 year 2 years 3 years 44 years
Why did you join FEDEXPOR?
A: For information regarding agricultural and export markets.
What is your major business activity?

A: Importer of cars and jeeps, computers, and exporter of agricultural
products.

What agricultural export products are you interested in?

A: Melons, passion fruit, avocados, processed agricultural products
(frozen or canned)

What agricultural products do you currently produce?
A: Melons

How large (# ha) is (are) your farm(s)? 15 ha

What is the volume of your production (by product)?

product Melons Volume 5 ha (coast) 4,000 boxes exported and local sales
Value 2.70/box

product Melons (sierra) Volume 15 ha 19,000 vValue 2.70/box
What do your gross sales and net profits amount to(quantify in sucres)?

A: Depends on exchange rate given by Central Bank. Minimum at 350
current export exchange rate of 275.

Where is (are) your farm(s) located? Valle del Chota

How many laborers do you employ on your farm? For what types of labor they
employed? Is the labor seasonal or permanent? What are your wage scales?

15 peghanent, 15 seasonal

12-35



Are you a member of other trade association(s)? If so, describe them and what
benefits you derive from them.

A: PMA (Produce Marketing Association).

What information does FEDEXPOR/Quito or Guayaquil provide to you?

A: Very little information, until recently. Currently receiving phone
number of factory producing passion fruit, notifications of conferences, etc.

How have you utilized this information?
A: Phone calls, etc.
Are you aware that FEDEXPOR has a Miami office? x yes no
If so, how does or could the Miami office better serve your needs?
A: We do not export to US at present; only to Europe.
What market contacts do you have in the U.S. and Europe or elsewhere?
Europe: sell to distributors in England, France and Holland.
What successes and problems have you had in exporting your products?
problems: obtaining shipping space, cooling facilities in Guayaquil, obtaining
transport from Valle del Chote to Coast. Exchange rate regulations. cost of
packing materials (cartons). Getting qualified technicians to work on project.
What are your sources of financing?
A: From Morisaenz group,
What financial needs do you have or services would you like?
A: from FOPEX (Fomento de productos para exportacion)
What are the biggest obstacles to exporting your products (financing, production

of export quality crops, post-harvest handling, ground and air transportation,
USG regulations, market contacts, others)?

In what ways/areas would you like to expand your activities?
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Have you been the recipient of any of the following information from FEDEXPOR's
Quito or Guayaquil office?

n Achiote market profile n regulations regarding
irradiation
n Weekly cut flower market report
and prices n Lily market profile and study
n Angora Rabbit wool commodity n Passior. fruit juice study
profile
n LPG gas containers
n Asparagus technical assistance and
trade mission n Packer merchandise guide
n Raspberry plants sourcing n Quinoa marketing information
n Cheese market study n Sheep slaughterhouse cost
proforma
n Cooling equipment
n snow peas
n Chemicasl and Pesticides News
service n Spice trade
n Chemical peeling agent n sport shirts
n Ginger market contacts or n strawberry
technical assistance
n Tea profile
n Handbook for Vegetable growers
n Tissue culture laboratory
n Hydroponic systems information
n tropical fish market and entry
n ice cream sticks study info

Have you any interest in any of the topics outlined above?

Were you aware that FEDEXPOR's Miami office was providing information such as
that mentioned above?

What kind of information would be most useful to you?
Date and time questionnaire completed: June 14, 1988 at 6:22pm (Tuesday)

ADDITIONAL NOTES:

For the first few months after joining FEDEXPOR they received no information
whatsoever. After complaining strongly about a month ago, they have started to
receive information and are quite satisfied with the quality of information
received to date. Commented about the role of Fernando Correa and noted that to
them the AID contract was nothing more that a way for "Fernando and his friends
to get free trips around the world". Very dissatisfied that they were advised of
a trade mission to Puerto Rico the day before the delegation was to depart.

In the last few weeks have been very satisfied with the information supplied
by Ing.-Puga. Unable to complete the interview as had another appointment to
attend to.
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MEMBERSHIP SURVEY
NONTRADITIONAL AGRICULTURAL EXPORTS PROJECT
DEVRES/FEDEXPOR

Name Cristian Proano Firm OCEPA -- Organizacion Comericial Ecuadoriana de
Productos Artesanals, Compania de Economia Mixta,

How long ago did you join FEDEXPOR?
3 months 6 months 1 year 2 years x 3 years 4+ years

Why did you join FEDEXPOR?
A: Because it is easier to get information and export to other countries

What is your major business activity?

A: venta de artesanias--ceramica, paja, cuero, madera, culleria, articolos
de matal, ropa confecionada, alfombras, tapizes, muebles, sombreros, marmol,
masapan, etc,

What agricultural export products are you interested in?
A: see above

What wpricultural products do you currently produce?
A n/a

How large (s ha) is (are) your farm(s)?
A: 8 stores in Ecuador, Quito, Gusyaquil and Cuenca.

What is the volume of your production (by product)?
A: Have 4,000 products. 140,000,000 sucres of production

What do your gross sales and net profits amount to(quantify in sucres)?
A: 110,000,000 s 25,000.000 s

Where is (are) your farm(s) located?
How many laborers do you employ on your farm? For what types of labor they
employed? 1s the labor seasonal or permanent? What are your wage scales?
A 45 personas—-store c¢':rks administrative all year
40,000 s/month on average

Are you a member of other trade association(s)? If sc, describe the and what
benefits you derive from them.

A: Chamber of Commerce--Information about economic conditions, laws,
supply and demand.

What information does FEDEXPOR/Quito or Guayaquil provide to you?
A: The newsletter, possibility of business with other companies, some

potential buyers,

How have you utilized this information? to make decisions.
A: have send information to potential buyers, but no bites.

Are you aware that FEDEXPOR has a Miami office? x yes no
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If so, how does or could the Miami office better serve your needs?

A: It should be contact point between exporters and importers. contacts
and market information. Much of exports of our products are done via contraband
because of difference between official and real exchange rate to the dollar.

What market contacts do you have in the U.S. and Europe or elsewhere?

A: We mostly work with embassies and consular offices. Work at trade
fairs throughout the world. We have a list of trade fairs which we obtained via
Ecuador trade office in New York and another via my sister in Germany via German
consular office.

What successes and problems have you had in exporting your products?

Problems: The undervalued official exchange rate is the biggest problem
right now. Production is a major problem--the industry is not modernized, so we
cannot export quantities that are needed at any one time. There is a problem of
quality--cannot produce consistent high quality product in quan ity.

Successes: In 1981 exports increased substantially due to government three
months after exchange rate change. Now, the same quantity of products are being
exported, but most going via contraband due to exchange rate isiue.

What are your sources of financing?
A self financed.

What financial needs do you have or services would you like?

A: 24 years in operation, all financiel needs met. services: more
information about market in other countries. We need to know what other similar
products are being produced in Africa and Asia and exported to the US. Also need
assistance with export process in Ecuador. There are series of papers to
complete in order to export to Argentina, lots of red tape. It takes a minimum
of 15 days processing very rapidly. Also, serious problems with frequency of air
traffic.

What are the biggest obstacles to exporting your products (financing, production
of export quality crops, post-harvest handling, ground and air transportation,
USG regulations, market contacts, others)?

A: All of the above, except financing.

In what ways/areas would you like to expand your activities?

A: Have plan developed through 1992 to export, focusing on US and the two
Germanies. We are currently searching for information such as trade fairs. Only
a few product have sufficient productive capacity to be able to export.
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Have you been the recipient of any of the following information from FEDEXPOR's
Quito or Guayaquil office?

n

n

Have

Were
that

What

Date

Achiote market profile

Weekly cut flower market report

and prices

Angora Rabbit wool commodity
profile

Asparagus technical assistance and

trade mission

Raspberry plants sourcing
Cheese market study
Cooling equipment

Chemical and Pesticides News
service

Chemical peeiing agent

Ginger market contacts or
technical assistance

Handbook for Vegetable growers
Hydroponic systems information

ice cream sticks study

regulations regarding
irradiation

Lily market profile and study
Passion fruit juice study

LPG gas containers

Packer merchandise guide
Quinoa marketing information

Sheep slaughterhouse cost
proforma

SNOw peas
Spice trade

sport shirts

strawberry

Tea profile

Tissue culture laboratory

tropical fish market and entry
info

you any interest in any of the topics outlined above?

A: sport shirts only, ceramics, masapan

you aware that FEDEXPOR's Miami office was providing information such as

mentioned above?

A: some

kind of information would be most useful to you?

A: ceramics, masapan, trade fair list

and time questionnaire completed: June 14, 1988 at 12:04pm
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OTHER COMMENTS:

There should be a representative of each of the majore sectors of exporters
with greater participation of other exporters and have representation in the
Federation. The Central bank could be involved in controlling export Dby
exacting a fee, with bigger companies pay more because of laws. FEDEXPOR should
give more importance to artisanal trade. People are leaving artisanal sector to
sell chicklets and lottery tickets. They abandon their farms in country side,
Yet there is problem of modernizing the industry and risking additional
investment without security of demand. Ours is a very fickle market which can
shift suddenly when consumers start buying fror Taiwar or Japan. This is very
damaging after tremendous investment has been made.

There is a traditional form to produce for excess supply. We should be focusing
on import substitution instead of export producticn. Ecuador is artesanal
culture. HWe must first focus on internal market, with developnent of production
to meet demand. Once we produce a surplus, we can focus on ax, ort markets. The
costs of imports are rising. For example, vehicles, many are now made in
Ecuador. Necessities of market make 1017 inflation, but still low compared to
imports. HWe can change some of artisanal crafts to meet demands of internal
market such as shirts, bags, etc.--our primary aim is to pbettcr the life of the
people, to modernize design, quality, etc. Artesinal sector .annot obtain
financing, it is just impossible. Yet we have a very able populace. All of the
resources have not been exploited. There is no statistical information
available. The government is not conducting any studies. We :o not know what is
happening in the sector. Ecuadorian government should take striategic interest in
formulating plan for development of the sector. The artisinal sector is very
individual oriented, not cooperative in production, which makes it very
difficult to do business,
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MEMBERSHIP SURVEY
NONTRADITIONAL AGRICULTURAL EXPORTS PROJECT
DEVRES/FEDEXPOR

Name David Montilla Firm USAID/Quito
What agricultural export products are you interested in?

A: Most of the project focuses on the following commodities:
tomate de arbol, mora de castilla, asparagus, quinoa, increased effort
on fish exports, also others: snow peas, wood products, strawberries,
babaco.

How large (# ha) is (are) your farm(s)?

A: There are 1,700 ha. in total project, calculated increase in
acreage that project has produced. labor etc. 5,000 direct and
indirect full time equivalent jobs were created by the project.

What do your gross saies and ret profits amount to(quantify in sucres)?

A: The increase during the total life of project was 3.4 to 3.8
million dollars, (directly attributable via technical ass:stance and
financing). Avocado and shrimp has some indirect input. In fishery,
project helped to repair fishing ship--how does one determine fthe
direct impact that had on exporters of that firm. A diff .cult
evaluative question,

How many laborers do you employ on your farm? For what types of labor
they employed? 1Is the labor seasonal or permanent? What are your wage
scales?

A: 5,000 directly jobs
What information does FEDEXPOR/Quito or Guayaquil provide to you?

A: Devid was looking a ways of bettering credit facility. He
was not involved with total project until Jim and Giovanni left. He
got involved very late in project.

Information provision at Guayaquil office is of some concern. The
director is proceeding to fulfill requests and undertake projects
without concurrence of the Quito office. Eduardo Egas going beyond
code of conduct. T view a potential split of FEDEXPOR into two
organizations sometime in the near fulure.

Date and time questionnaire completed: June 20, 1988 at 3:35pm (Monday)
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MEMBERSHIP SURVEY
NONTRADITIONAL AGRICULTURAL EXPORTS PROJECT
DEVRES/FED cXPOR

Name Sr. Elias Zoldan Firm Vicuna
How long ago did you join FEDEXPOR?

3 months 6 months 1 year 2 years 3 years x 4+ years
Why did you join FEDEXPOR?

What is your major business activity? textile factory, covihas, cubre camas,
alfombras

Wnat agricultural export products are you interested in?
Hortifrutas., frutillas, esparragos

What agricultural products do you currently produce?

frutillas, esparragos
apples, peppers, other for local market all horticultural products for local
market

How large (# ha) is (are) your farm(s)? asparragus 30ha in production, t«
to have 100 in production. 10ha in production, anther 10ha more.

What is the volume of your production (by product)?
(for export period)

product asparagus Volume 30 ha 150,000 kilos Value 500/kilo s.
4.50/kilo usc projection to 5.00-5.30

product frutillas Volume 250 tons Value 400/kilo s. 2.5-4.00/
product Volume Value
What do your gross sales and net profits amount to(quantify in sucres)?
(export covijas a colombia only export)

gross and net: 407 exports depends on dollar

Where is (are) your farm(s) located? san jorge, jerusalem 25kilometro d
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http:2.5-4.00
http:5.00-5.30

How many laborers do you employ on your farm? For what types of labor they
employed? Is the labor seasonal or permanent? What are your wage scales?
(asking for packing equipment, difficult to get assistance for study given, only
money available)

preparation months: 25-35 workers during export months: 120-150 for asparagus

normal: 25 workers, exportation: 100 workers
15,000/ month per worker plus benefits (29,000/month) plus incentive pay

Are you a member of other trade association(s)? If so, describe the and what
benefits you derive from them. camara de agricultura, industris , commerico,

pay quota, dont serve any use. is the law to belong to this associations.

What information does FEDEXPOR/Quito or Guayaquil provide to you?
clients, packing, logistical information.

How have you utilized this information? to prepare exports, to be more
competative and profitable.

Are you aware that FEDEXPOR has a Miami office? . sortof yes no
If so, how does or could the Miami office better serve your needs?

assuring market of clients who will pay. credit check for customers. some
form of quality checking for any claim. 5-10 percent service fee would be

warrented for such servize. Depends on what price able to get in excess of
noraml.

What market contacts do you have in the U.S. and Europe or elsewhere?

Antonio calcones, broker in germany. ABM in balgium. Importer.
Walter Yager,

Zimerman, NYC

What successes and problems have you had in exporting your products?

no problems last year. not enough liquidity for export. more product,
lost sale to beligium because of inadequate financing to buy appropriate
packaging,

What are your sources of financing? privadas

What financial needs do you have or services would you liyae?
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What are the biggest obstacles to exporting your products (financing, production
of export quality crops, post-harvest handling, ground and air transportation,
USG regulations, market contacts, others)?

In what ways/areas would you like to expand your activities? increase acreage.
find a company for joint venture. produce for someone. paid in dollars form

germany
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Have you been the recipent of any of the following information from FEDEXPOR's
Quito or Guayaquil office?

nothing at all provided by fedexpor.

n regulations regarding
Achiote market profile irradiation
n Weekly cut flower market report n Lilly market profile and study
and prices
n Passion fruit juice study
n  Angora Rabbit wool commodity
profile n LPG gas containers
n  Asparagus technical assistance and n Packer merchandise guide
trade mission
n Quinoa marketing information
n  Raspberry plants sourcing
n Sheep slaughterhouse cost
n  Cheese market study proforma
n  Cooling equipment n Snow peas
n  Chemical and Pesticides News n Spice trade
service
n sport shirts
n  Chemical peeling agent
n Strawberry
n  Ginger market contacts or
technical assistance n Tea profile
n  Handbook for Vegetable growers n Tissue culture laboratory
n Hydroponic systems information n tropical fish market and entry
info

n ice cream sticks study

Have you any interest in any of the topics outlined above? very much., also
interest in moras, getting berries plants. frutillas and trade missions. not a
word of information from fedexpor regarding any of above topics. have not
recieved monthly nevsletter or trade update from washingotn offcie

Were you aware that FEDEXPOR's Miami office was providing information such as
that mentioned above? no

What kind of information would bLe most useful to you? tecnica and market
informaiton. also sourcing information and equipment.

other comments:
cotizacidnes de precios. suministros de Precios por comprar por nosotros.
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Date and time questionare completed: June 14, 1988 at 4:35pm (Tuesday)

financing given to few, banco de fomento, given to frienls,

biggest problem irrigation israeli. cutting 20,000,000 tunnel for irrigation,
great demand in germany for esparrago, sept, oct, nov, dec and half of january.

esparagus 1.50/kilo less than cost of 3/kilo.

goud experience, good people at FEDEXPOX, given 1,500,000 loan for oneyear,
provide information when they can. dont have gerencia in banks.
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MEMBERSHIP SURVEY
NONTRADITIONAL AGRICULTURAL EXPORTS PROJECT
DEVRES/FEDEXPOR

Name Luis Bakker III Firm COMNACA

How long ago did you join FEDEXPOR?

x 3 months 6 months 1 year 2 years 3 years 4+ years
Why did you join FEDEXPOR?

A: Our idea is to grow in national market and then export. We are a very
new company in market for one year. We have three lines of product: tomato, jam
and plans; big plans for future to expand market in industrialization of tropical
fruits. What we need is knowledge. Interested in partnership outside of
Ecuador, partner for marketing,

What is your major business activity? .

A: Poultry company.

What agricultural export products are you interested in?

A: Canned and bottled tropical fruits.

What agricultural products do you currently produce?
A: strawberry, babaco, pineapple, blackberry, guayava,
How large (# ha) is (are) your farm(s)?

A: We are buying raw material and processing it in factory; buying from
farmers and middlemen. We have lots of land from poultry operation. We have the
experience in agriculture that specializes in agricultural equipment. We are
representative agents for Asgrow seed and Dekalb sorghum seed. We buy all raw
materials via contract. We know how to get around agriculture sector in Ecuador,
which is difficult. For example, we buy about 207 of corn that is produced in
Ecuador. We own lots of land throughout the country,

What is the volume of your production (by product)?
product jams and other products Volume Yalue 80,000,000

What do your gross sales and net profits amount to(quantify in sucres)?
80,000,000 in first year. no profits in first year
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Where is (are) your farm(s) located? coast and sierra

How many laborers do you employ on your farm? For what types of labor they
employed? 1Is the labor seasonal or permanent? What are your wage scales?

working with 20 farmers, several workers each

40 people in factory operation

18,000/month plus benefits
Are you a member of other trade association(s)? If so, describe the and what
benefits you derive from them.
What information does FEDEXPOR/Quito or Guayaquil provide to you?

A: Nothing yet; since we have been members only for three months. We
attended meeting last month. It is the first thing we have done with FEDEXPOR,
We are looking for market contacts.,

How have you utilized this information? n/a
Are you aware that FEDEXPOR has a Miami office? no
If so, how does or could the Miami office better serve your needs?

A: Give information of markets for fresh fruit, and provessed
commodities, demand for products, and supply. barriers to entry to US and
Europe, what benefits given and opportunities. Market information, demand,
opportunities., what can be developed, contacts with supermarkets and other
importers to develop sometl.ing serious. lot of typical fruits of ecuador, market
study and test in grocery store.

What market contacts do you have in the U.S. and Europe or elsewhere?

A: very few currently. Anugafir in Germany. worked with consultant in
US. Bob Velez. developed banana puree. in New york

What successes and problems have you had in exporting your products?
n/a plan to product high quality
What are your sources of financing?

A: Parent company. looking for financing through banks and finacieras.

What financial needs do you have or services would you like?

What are the biggest obstacles to exporting your products (financing, production
of export quality crops, post-harvest handling, ground and air transportation,
USG regulations, market contacts, others)? n/a
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In what ways/areas would you like to expand your activities?

A: quality and marketing
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Have you been the recipient of any of the following information from FEDEXPOR's
Quito or Guayaquil office?

n  Achiote market profile n regulations regarding
irradiation
n  Weekly cut flower market report
and prices n Lily market profile and study
n Angora Rabbit wool commodity n Passion fruit juice study
profile
n LPG gas containers
n  Asparagus technical assistance and
trade mission n Packer merchandise guide
n  Raspberry plants sourcing n Quinoa marketing information
n  Cheese market study n Sheep slaughterhouse cost
proforma
n Cooling equipment
n SnNow peas
n Chemical and Pesticides News
service n Spice trade
n Chemical peeling agent n sport shirts
n  Ginger market contacts or n strawberry
technical assistance
n Tea profile
n  Handbook for Vegetable growers
n Tissue culture laboratory
n Hydroponic systems information
n tropical fish market and entry
n ice cream sticks study info

Have you any interest in any of the topics outlined above?

A: achiote, anything in regard to agriculture, asparagus for national
market, snow peas, strawberries, tomatoes, passion fruit, others.

Were you aware that FEDEXPOR's Miami office was providing information such as
that mentioned above?

A: no
What kind of information would be most useful to you? see above

Date and time questionnaire completed: June 15, 1988 at 12:48pm (Wednesday)
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MEMBERSHIP SURVEY
NONTRADITIONAL AGRICULTURAL EXPORTS PROJECT
DEVRES/FEDEXPOR

Name Sr. Luis Echeverria Cordova Firm Same
How long ago did you join FEDEXPOR?
3 months 6 months X 1 year 2 years 3 years 4+ years

Why did you join FEDEXPOR?
A: Because: 1. Agriculture, to identify export products. 2, to
identify technical information available regarding papaya and look at

possibilities for export--eg. local varieties and export variety not
the same.

What is your major business activity?

A: Agriculture, rice, sorghum, SOY. Industrial Engineer by
profession.

What agricultural export products are you interested in?

A: Papaya. through this new avenue see new horizon, to expand
production to national and export markets. Went to relate with people
that share interest.

What agricultural products do you currently produce?

A: Papaya, watermelon, cereals.

How large (# ha) is (are) your farm(s)?
A: 200 ha.
What is the volume of your production (by product)?

A: Changing plan because cereals are priced politically, so
looking to produce other products. in rice 150 ha 7,000,000 sack of

200 1lbs.
product rice Volume Value 2,200/sucres/sack

product sorghum Volume 8,000,000 sacks yalue 1,600/sucres

What do your gross sales and net profits amount to(quantify in sucres)?
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A Mostly losses, rice: 4,000,000/s little more perhaps very
subjective to give net profits.

Where is (are) vour farm(s) located?
A: two locations: Milagro for cereals. On the peninsula for

papaya.

How many laborers do you employ on your farm? For what types of labor
they employed? Is the labor seasonal or permanent? What are your wage
scales?

A: 50-60 people. manual labor of machete, five technical
people. 90/hour 20,000. As demand for work rise so does wage scale,
unlike in the city. mostly seasonal workers.

Are you a member of other trade association(s)? If so, describe the
and what benefits you derive from them.

At no

What information does FEDEXPOR/Quito or Guayaquil provide to you?

A: Fedexpor has provided information (regarding papaya)
solutions to political issues of Ecuadorian government to export
products. Has helped to change these policies. Through courses
offered by the Federation, have understood internal politics of export
industry. This information has been very very useful., They have also
provided international prices of products, relation between other
members-~this is very important issue. and technical information
regarding export products.

How have you utilized this information?

A: This information has been very useful to give better picture
of reality.

Are you aware that FEDEXPOR has a Miami office? x yes no
If so, how does or could the Miami office better serve your needs?

A: We have not utilized directly nor do we have a good idea of
what services Miami can provide. As agriculturalist, there is
information which I need which is very difficult to come by. For
example, standards for pesticides, this type of information., I have
noted that what is most missing is technical information.
Unfortunately or fortunately, these products are not well know, i.e.
how to produce these products and specific cultural practices.
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What market contacts do you have in the U.S. and Europe or elsewhere?

A: None directly. Know people here in Guayaquil. 1 am more
interested the production side of things and willing to let the experts
worry about sales and marketing.

What successes and problems have you had in exporting your products?

A: n/a

What are your sources of financing?

A: very difficult, the most difficult. 1In bits, the Banco de
fomento. corporacion financiera, NOTE: do not trust the financiers,
not very close to the agriculturalist. very elitist stance toward
agriculture.

What financial needs do you have or services would you like?

A: Need mostly for infrastructure. second place for
transportation equipment, and post harvest handling equipment.

What are the biggest obstacles to exporting your products (financing,
production of export quality crops, post-harvest handling, ground and
air transportation, US3G regulations, market contacts, others)?

A: n/a but would guess that biggest problems would be to create

an environment where campesinos can produce a product for export
market, and for transportation to meet the stringent needs of export

market .

In what ways/areas would you like to expand your activities?

A: in production and marketing of fresh products.
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n

would very much like

received

Have you been the recipient of any of the following information from

FEDEXPOR's Quito or Guayaquil office?
Achiote market profile

Weekly cut flower market report
and prices

Angora Rabbit wool commodity
profile

Asparagus technical
assistance and trade
mission

Raspberry plants sourcing

Cheese market study

Cooling equipment

Chemical and
Pesticides
News service

Chemical peeling agent

Ginger market contacts or
technical assistance

Handbook for Vegetable growers
Hydroponic systems information

ice cream sticks study

regulations regarding
irradiation

Lily market profile and study
Passion fruit juice study

LPG gas containers

Packer merchandise guide
Quinoa marketing information

Sheep slaughterhouse cost
proforma

snow peas
Spice trade

sport shirts

strawberry

Tea profile

Tissue culture laboratory

tropical fish market and entry
info

Have you any intevesL in uvyv of the topics outlined above?
A: I am verv wuch interest in pesticide and chemical guide,

cooling equipment, uvropical fish market,

Were you aware that FEJEXPOR's Miami office was providing information

such as that mentioned above?

A: specifically no, but did have general knowledge that

information was being sent

What kind of information would be most uscful to you?
A technical information, pesticides, harvest, post-harvest,

Date and time questionnaire completed: June 16, 1988 at 4:58pm

(Thursday)

Appears that all of the information has been very useful. There is
much to do and a ways to go yet. need to continue follow-up activities.
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MEMBERSHIP SURVEY
NONTRADITIONAL AGRICULTURAL EXPORTS PROJECT
DEVRES/FEDEXPOR

Name Freddy Munoz Firm ECUAMARON

How long ago did you join FEDEXPOR?

x 3 wonths 6 months 1 year 2 years 3 years 44 years
Why did you join FEDEXPOR?

A: We didn't really know of devres activities related to
FEDEXPOR. We joined to group together and form a federation which
brings together all [seafood] exporters of country. My company, as
others, decided to join FEDEXPOR, within seafcod sector, we have 30
new members of FEDEXPOR. Everyone want to form groups of small groups
of producers and exporters. However this proliferation of groups
divides rather than unites the sector. We believe that FEDEXPOR is the
strongest organization and want to make it stronger.

What is your major business activity?

A: Fresh fish and other seafood

What agricultural export products are you interested in?

A: Mchi Mahi, Swordfish, Thresher, Tuna.

What agricultural products do you currently produce?

A: all of above

How large (# ha) is (are) your farm(s)?
A: N/A

What is the volume of your production (by product)?
product mahi Volume 2,000,000 1lbs Value 2,500,000
product sword Volume 400,000 1lbs Value 1,800,000 usd

product thresher Volume 600,000 lbs Value 600,000 usd
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What do your gross sales and net profits amount to(quantify in sucres)?

A: percent: 5%

Where is (are) your farm(s) located?

A: n/a
How many laborers do you employ on your farm? For what types of labor
they employed? Is the labor seasonal or permanent? What are your wage
scales?

A: factory: 140 fishermen: 1000

Are you a member of other trade association(s)? If so, describe the
and what benefits you derive from them.

A: no, only Chambcr of Commerce

What information does FEDEXPOR/Quito or Guayaquil provide to you?
A: information of markzt, buyers, technical information, market
studies.
How have you utilized this information?
A:
Are you aware that FEDEXPOR has a Miami office? x yes no
If so, how does or could the Miami office better sevve your needs?

A: Food and Drug Administ-ation relation, profiles of market,
price information, certification of qualityv or inspection of quality,
control of quality. Some mechanism that FLDEXPOR had at its disposal
that could be activated when needed.

What market contacts do you have in the U.S. and Europe or elsewhere?

A: Yes mostly in the United States. Principally in Miami [G&M
Seafood].

What successes and problems have ycu had in exporting your nroducts?

A: Principally in air transport when we export fresh fish. The
other major problem is with the buyers in the US. lack of serious
buyers. However, as ECUAMARON, we huve do not have same experience,
speaking more of problems of the sector.

What are your sources of financiug?



A: very very little, no zero zero financing available. our
company does not have credit from any company.
What financial needs do you have or services would you like?

A: for capital equipment and working capital,

What are the biggest obstacles to exporting your products (financing,
production of export quality crops, post-harvest handling, ground and
air transportation, USG regulatiuns, merket corntacts, others)?

A: see above

In what ways/areas wculd you like to expand your activities?

A: In area of capture of fish, via boats equipped for this kind
of fish. In the area of shrimp, in the exportation of, which we need
certain machines,
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llave you been the recipient of any of the following information from

FIDEXPOR's Quito or Guayaquil office?

Achiote market profile

Weekly cut flower market report
and prices

Angora Rabbit wool commodity
profile

Asparagus technical assistance and

trade mission

Raspberry plants sourcing
Cheese market study
Cooling equipment

Chemical and Pesticides News
service

Chemical peeling agent

Ginger market contacts or
technical assistance

Handbook for Vegetable growers
Hydroponic systems information

ice cream sticks study

regulations regarding
irradiation

Lily market profile and study
Passion fruit juice study

LPG gas containers

Packer merchandise guide
Quinoa marketing information

Sheep slaughterhouse cost
proforma

sSnow peas
Spice trade

sport shirts

strawberry

Tea profile

Tissue culture laboratory

tropical fish market and entry
info

Have you any interest in any >f the topics outlined above?

L]

A: none of above for being a member such a short time

Were you aware that FEDEXPOR's Miami office was providing information

such as that mentioned above?

A: not specifically but generally yes

What kind of information would be most useful to you?

A: prices, markets studies, financing,
[type of information of our trade update]

disposition of FDA,

Date and time qu:itionnaire completed: June 17, 1988 at 7:00pm

(Friday)
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MEMBERSHIP SURVEY
NONTRADITIONAL AGRICULTURAL EXPORTS PROJECT
DEVRES/FEDEXPOR

Name Gunter Chanange Firm FRUTEX
How long ago did you join FEDEXPOR?

3 months 6 months 1 year 2 years 3 years x 4+ years
Why did you join PFEDEXPOR?

A: I was involved in export business, and wanted to join the
group.

What is your major business activity?
A: Electrical equipment and supplies.

What agricultural export products are you interested in?
A: fruits and vegetables, mainly tropical.

What agricultural products do you currently produce?

A: passion fruit, pineapples.

How large (# ha) is (are) your farm(s)?
A: 85 ha
What is the volume of your production (by product)?

product passion fruit Volume 25 ha 1,000 tons Value will
process to increase value

product pineapples Voluue 35 ha 1500 tons Value bulk pack
operation

What do your gross sales and net profits amount to{quantify in sucres)?

A: Because developing new product line (passion fruit) 1little
profits because of investment. Will wait until September when harvest
pineapple, then if market is strong will go to 400 ha. have 4 ha of
purple passion fruit for fresh exports,
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Where is (are) your farm(s) located?
A: Naranjito, 75 kilometers East of Guayaquil

How many laborers do you employ on your farm? For what types of labor

they employed? Is the labor seasonal or permanent? What are your wage
scales?

A: 50-60 people. permanenc; with some jncrease during harvest
and pollination to 80 people. 20,000/month benefits

Are vou a member of other trade association(s)? If so, describe the
and what benefits you derive from them.

A: chamber of commerce, no benefits, none requested.

What information does FEDEXPOR/Quito or Guayaquil provide to you?

A: lately nothing.

How have you utilized this information?

A: n/a
Are you aware that FEDEXPOR has a Miami office? x yes no
If so, how does or could the Miami office better serve your needs?

A: Needs to be part of the Ecuadorian exporters, especially part
of commercial part (marketing). Be representative office, look for
market contacts, pursue credit studies on clients, legal assistance,
etc.

What market contacts do you have in the U.S. and Europe or elsewhere?

A: many, which I got through Devres.

What successes and problems have you had in exporting your products?

A: Many, especially problems. Most because of payments,
marketing problems of pineapple and okra.

What are your sources of financing?

A: self financed.
What financial neceds do you have or services would you like?

. A: services: small scale processing, marketing, agricultural
help, technical assistance at farm level,
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What are the biggest obstacles to exporting your products (financing,
production of export quality crops, post-harvest handling, ground and
air transportation, USG regulations, market contacts, others)?

A: transportation problems, post-harvest and marketing (payment
biggest problem) too few flights for okra.

In what ways/areas would you like to expand your activities?

A: tropical fruits. seafood products,
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Have you been the recipient of any of the following information from
FEDEXPOR's Quito or Guayaquil office?

Achiote market profile n regulations regarding
irradiation

Weekly cut flower market report
and prices n Lily market profile and study
Angora Rabbit wool commodity n Passion fruit juice study
profile

n LPG gas containers
Asparagus technical assistance and
trade mission n Packer merchandise guide
Raspberry plants sourcing n Quinoa marketing information
Cheese market study n Sheep slaughterhouse cost

proforma

Cooling equipment

n snow peas
Chemical and Pesticides News
service n Spice trade
Chemical peeling agent n sport shirts
Ginger market contacts or n strawberry
technical assistance

n Tea profile
Handbook for Vegetable growers

n Tissue culture laboratory
Hydroponic systems information

n tropical fish market and entry
ice cream sticks study info

Have you any intercst in any of the topics outlined above?
A: Yes, achiote, cooling equipment, chemical and pesticides,
chemical pealing, handbook for vegetables, hydvoponics, passion fruit,

spice, tropical fish market.

Were you aware that FEDEXPOR's Miami office was providing information
such as that mentioned above?

A Yes, but not recently. I have never seen a list. Such a
publication would be extremely useful; with a list of prices,

What kind of inforﬁation would be most useful to you?
A: All of the above.

Date and time questionnaire completed: June 17, 1988 at 10:20am
(Friday)
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INTREVISTAS DE LOS MIEMBROS
DEVRES/FEDEXPOR

Nombre Empresa C (—-/’l ;/-\ (/ [)\ \/:)

Hace que tiempo es usted miembro de FEDEXPOR? ’
3 meses 6 meses 1 ano __ 2 anos 3 anos 4+ anos

Por que se hizo miembro de FEDEXPOR?

Cual es su negocio principai? (5 Y P D'\C\\/\ | /g}—{_{/'i ((f‘\[—,/l_

En que productos agricolas para exportacion tiene usted mayor interes?

il mt,ul_/ INio™ ?GA/ IS PAR /Méc;ﬂ‘f XOTICDS

Cuales son los productos agricolas que produce actualmente? LOS

(i TN O

Cuantas hectareas tiene su propiedad o propiedades? {/) H/L§ + JITAS

~

Cual es el volumen de produccion (por producto)?

P % . . -
producto \N\’)b\) fg_ﬂ Volumen{O_()Qg(b{/g.uﬂalor

producto (‘.Lu DA Volumen {()(D T} {/fﬂ 15 Valor
producto ([SF/HU\AQC) Volumen IOs 1A /M Valor

Cuales son sus ganancias brutas y cuales sus ganancias netas?

En donde esta ubicada su propiedad o propiedades? &97—1) [\(‘

Cuantos peones ocupa en su propiedad? l Z—O
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Que tipo de labor realizan? \/Al4 D

Cual es 1la escela de salarios?

Son trabajadores fijos o son temporales? AM(SOS

Usted es miembro de otra asociacion o federacion? §/1

Si es miembro, que beneficios recibe de estas? (M&CORMACROU

Glinif M

Que informacion provee FEDEXPOR/Quito o Guayaquil a usted o a su compeania?
DATOS MeEnc AN /M—VDS Thead ((,QS//FF,MA—( Vavke,
BY (DN (0N 1(RS VAT

Como ha utilizaco esta informacion? TSAS’:‘( “L D/\’\'\)S V/l/L/L
NALOS  JA.07eCiOS

Tiene usted conocimiento de que FEDEXPOR tiene oficina en Miami? /si no

S5i usted sabe, como podria la oficina de Miami servirles mejor?

IXISTE  DECINTERES POR USROS  /Hus A oo
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Que contactos de mercado de negocios tiene usted en los Estados Unidos, Europa o

en otros paises? _f  ono A N AAIOS CamOTACDS Qs
FOMNCION/ Y o D by S 8

Que problemss y jue exitos hes tenido usted en exportar sus productos agricolas?

SO P oblSad A ol AAENCAD D A A S A CHRID
(ﬁH; FrroSANTAILLOS (LS ctA D Do Pas). F’Lc,\)/H‘OLL(V\ND»

(B TLObLaMAS BADKENS . (o LY g e S =roi )

Cuales son sus fucihces de financamiento? Clﬁlb\ll' P>/FNJC.C>S , pi)hv)D(>S—

Toriof

Cuales son su necesidades de financamiento o servicios que usted quisiera?

Cuales son los obstaculos principales para exportar sus productos
(financimiento, produccion de productos agricolos de calidad exportable, post
cosecha, transporte, regulaciones de los gobiernos de Ecuador, Estados Unidos, u
otros paises, contactos con los mercados extranjeros, otros)?

En que areas o en que manera quisiera expander sus actividades?

L CAC A E AR VAL OMERES I N ONTACION
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Ha recibido usted alguna de las informaciones que a continuacion detallamos de
la oficina de FEDEXPOR en Quito o Guayaquil?

Tiene usted interes en alguno de los topicous de arriba?

Perfil del mercado de achiote

Reporte semanal del mercado de
flores y los precios

Perfil de consumo de lana de
conejo de angora

Asistencia tecnica para esparrago
y mision de negocio

Suministro de plantas de mora
Estudio del mercado para queso
Equipo de enfriamiento

Informacion sobre quimicas y
pesticidios

Productos quimicos para pelar

Contactos del mercado para el
genjibre o asistencia tecnica

Manrual para el productor de
vegetales

Informacion sobre sistemas
Hidroponicos

Cuales son?

Estudio de palitos de helados

Regulaciones sobre irradiacion

Perfil y estudio de lilium
Estudio al jugo de maracuya
LPG gas containers

Guia para compradores y
productores de productos

agricolos

Informacion de mercado de
Quinoa

Costos de matadero de ovejas
Arvejas chinas

Mercado de especies
Frutillas

Perfil de te

Laboratoria para reproduccion
meristematica

Tenia conocimiento de que la oficina de FEDEXPOR en Miami estaba enviando

informacion como la que mencionada ep-e1l parrafo anterior?

Que clase de informacion seria de

ayor interes para usted?

e
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UNIWELD ANDINA S. A. EQUIPOS DE GAS PARA SOLDAR Y CORTAR

PANAMERICANA NORTE No, 9637 TELEFONOS: 248-916 - 456-756 - 404-493
APARTADO POSTAL 10529 -54 TELEX: 2472 UASASED
QUITO — ECUADOR FAX 404494

G.G. 263/88

Julio 7, 1988

Sefiores

DEVRES/ FEDEXPOR
1202 N.W. 72nd Ave,
Miami, F1. 33126
U.S.A.

Estimados sefiores:

Acusamos recibo de su atenta carta de Junio 14, por la cual les
agradecemos.

La encuesta enviada por ustedes no ha sido llenada por nosotros,
debido a que la misma tiene relacidén con exportacidén de produc-
tos agricolas, y nuestra compafiia se dedica exclusivamente a la
exportacidn de equipos de soldadura a gas.

Sin mds por el momento, nos suscribimos.

Atentamente,

Aurelia Olarte Y.
Gerente General
UNIWELD ANDINA S.A.

AO/1vdy
Adj. Formulario
cc. file
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INTREVISTAS DE LOS MIEMBROS
DEVRES/FEDEXPOR

Nombre Avesera QMSQTE )/ Empresa VA/N(/E/._D ;JAJD/NA o4,

Hace que tiempo es usted miembro de FEDEXPOR?

3 meses 6 meses 1 ano 2 anos 3 anos & & anos

Por que se hizo miembro de FEDEXPOR? Pop S50 expol72 Do2E S

Ludl es SU Neguclo PrinCipaLll EYXPOoRTBCr/o N DE FZQU/IPOS LP4RL

SoL sl A G 48

En que productos agricolas para exportacion tiene usted mayor interes?

L4

Cuales son los productos agricolas que produce actualmente?

WW

Cuantas hectareas tiene su propiedad o propiedades? —.

Cual es el volumen de produccion (por producto)?

producto Volumen Valor
producto Volumen Valor
producto Volumen Valor

Cuales son sus ganancias brutas y cuales sus ganancias netas?

B e ———

En donde esta ubicada su propiedad o propiedades?

Cuantos peones ocupa e su propiedad?
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INTREVISTAS DE LOS MIEMBROS
DEVRES/FEDEXPOR

Nombre /I/{/O/lfdf %/L/E Empresa \S?W‘//)/FX‘—,(PA.

Hace que tiempo es usted miembro de FEDEXPOR?

3 meses 6 meses 1 ano gjz anos 3 anos 4+ anos

Por que se Nhizo miembro de FEDEXPOR? 7C223>;¢é72{//;¢Z§Q§Zfigv 4;15?
Lo ot 7ae. ,
Cual es su negocio principal? féi?/;a( /izfg’ <£7g?i§lfifaé%ﬁ’éé;if:k’

En que productos agricolas para exportacion tiene usted mayor interes?

Cuales son los productos agricolas que produce actualmente?

Cuantas hectareas tiene su propiedad o propiedades?

Cual es el volumen de produccion (por producto)?

producto Volumen Valor
producto Volumen_ Valor
producto Volumen Valor

Cuales son sus ganancias brutas y cuales sus ganancias netas?

En donde esta ubicada su propiedad o propiedades?

Cnantos peones ocupa en su propiedad?
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INTREVISTAS DE LOS MIEMBROS
DEVRES/FEDEXPOR

Nombre Empresa PONCE YEPES CIA. DE COMERCIC S.A.

Hace que tiempo es usted miembro de FEDEXPOR?

3 meses 6 meses % 1 ano 2 anos 3 anos 4+ anos

Por que se hizo miembro de FEDEXPOR? Es intenci6én de la Empresa incursionar

en el campo de la exportacién

Cual es su negocio principal? Distribuidores de equipos John Deere

para la agricultura y la construccién, Distribuidores de Lubricantes
CEPE

En que productos agricolas para exportacion tiene usted mayor interes?

Extracto de maracuyé, lana de angora, arveija china, endibia, echicoria

Cuales son los productos agricolas que produce actualmente?

Proyectos en estudio

Cuantas hectareas tiene su propiedad o propiedadues?

Cual es el volumen de produccion (por producto)?

producto VYolumen Valor
producto Voluanen Valor
producto Volumen Valor

Cuales son sus ganancias brutas y cuales sus ganancias netas?

En donde esta ubicada su propiedad o propiedades?

Cuantos peones ocupa en su propiedad?
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Que tipo de labor realizan?

Cual es la escala de salarios?

Son trabajadnres fijcs o son temporales?

Usted es miembro de otra asociacion o federacion?

Si es miembro, que beneficios recibe de estas?

Que informacion provee FEDEXPOR/Quito o Guayaquil a usted o a su compania?

La oficina de Ouito nos proporciona informacidén sobre el mercac. v practicas

de cultivo de los productos quc hemos tenido interés, asi como :xigencias en

los diferentes mercados de dichos productos

Como ha utilizado esta informacion?para completar los estudios tanto de fact

bilidad como de mercado de los nroductos de nuestra interés

Tiene usted conocimiento de que FEDEXPOR tiene oficina en Miemi? Si si nc

— ——

Si usted sabe, como podria la oficina de Miami servirles mejor?

12-72



Ha recibido usted alguna de las informaciones que a continuacion detallamos de
la oficina de FEDEXPOR en Quito o Guayaquil?

Perfil del mercado de achiote
Estudio de palitos de helados

Reporte semanal del mercado de
flores y los piecios Regulaciones sobre irradiacion

x Perf: de consumo de lana de
conej ie angora Perfil y estudio de lilium

i

An.slencia tecnica para esparrago X Estudio al jvgo de maracuya
y mision de negocio

LPG gas containers
X Suministro de plantas de mora

Guia para compradores y
Estudio del mercado para queso productores le procuctos

agricolos
Fquipo de enfriamiento

Informacion de mercado de
Informacion sobre quimicas y Quinoa
pesticidios

Costos de matadero de ovejas
Productos quimicos para pelar

X Arvejas chinas
Contactos del mercado para el
genjibre o asistencia tecnica Mercado de especies
Manual para el productor de Frutillas

vegetales
Perfil de te

Informacion sobre sistemas

Hidroponicos Laboratoria para reproduccion
meristematica

Tiene usted interes en alguno de los topicos de arriba? SI

Cuales son? _ lana de angora, mora de castilla, maracuyd, arveid china,ouipoa

sistema hidropdnicos, achpte

Tearia conocimiento de que la oficina de FEDEXPOR en Miami =2staba enviando
informacion como la que mencionada en el parrafo anterior? SI

Que clase de informacion seria de mayor interes para usted?
Mercado mundial d2 los productos mencionados.




INTREVISTAS DE LOS MIEMEROS
DEVRES/FEDEXPOR

ING. ROBERTO PERA DURINI

AGLOMERADOS COTOPAXI S.A,
Nombre Empresa

Hace que tiempo es usted miembro de FEDEXPOR?

3 meses 6 meses 1 ano 2 anos 3 anos X 44+ anos

Por que se hizo miembro de FEDEXPOR?  ACOSA SE HIZO MIEMBRO DE FEDEXPOR PARA
APROVECHAR QUE LA ORGANIZACION REUNIA A LOS EXPORTADORES Y ESTE GRUPO PODIA CONVERTIRSE EN UN

ENTE DE MUCHA IMPORTANCIA PARA BENEFICIOS DE LOS MISMOS.
Cual es su negocio principal? FAZRICACION NE TASLERQS AGLOMERADOS DE "ADERA

En que productos agricolas para exportacion tiene usted mayor interes?

NINGUNQ

Cuales son los productos agricolas que produce actualmente?

NINGUNO

Cuantas nectareas tiene su propiedad o propiedades? B

Cual es el volumen de produccion (por producto)?

producto Volumen Valor
producto Volumen ____ Valor
producto Volumen Valor

Cuales son sus ganancias brutas y cuales sus ganancias netas?

En donde esta ubicada su propiedad o propiedades?

Cuantos peones ocupa 2n su propiedad?
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INTREVISTAS DE LOS MIEMBROS
DEVRES/FEDEXPOR

Nombre  HERNAN CORREA Empresa CORPORACION ECUATORIANA OE ALUMINIO S.A. CEDAL

Hace que tiempo es usted miembro de FEDEXPOR?
3 meses 6 meses 1 ano . 2 anos 3 anos X 4+ anos

Por que se hizo miembro de FEDEXTOR?  EMPRESA EXPORTA Y GREMIO ES UTIL EN LA

ACTIVIDAD.

Cual es su negocio principal? INDUSTRIA MANUFACTURERA

En que productos agricolas para exportacion tiene usted mayor interes?

CAMARONES

Cuales son los productos agricolas que produce actualmente?

CAMARONES

Cuantas hectareas tiene su propiedad o propiedades? 200

Cual es el volumen de produccion (por producto)?

producto  CAMARON Volumen 600.000 LBS valor US$ 2'100.000.
producto Volumen Valor
producto Volum~n Valor

Cuales son sus ganancias brutas y cuales sus ganancias -etas?

En donde esta ubicada su propiedad o propiedades? GUAYAS

Cuantos peones ocupu en su propiedad? 90

12-74



Que tipo de labor realizan? PROPIAS DE CRIANZA DE CAMARON

Cual .es la escala de salarios? 29 000 60_00G SUCRES/ MES

Son trabajadores fijos o son temporales? F1.,108

Usted es miembro de otra asociacion o fedzracion? N

Si es miembro, que beneficios irecibe de estas? VARIOS

Que informacion provee FEDEXPOR/Quito o Guayaquil a usted o a su compania?

MERCADOS POTENCIALES DE EXPORTACION ( NO EN CAMARON )

LEGISLACION PERTINENTE

Conio ha utilizado esta informacion? FDUCACION

Tiene usted conocimiento de que FEDEXPOR tiene oficina en Miami? ¥ si no

Si usted sabe, como podria la oficina de Miami servirles mejor?

INFORMAR PRECTOS ACTUALIZADOS DE PRODUCNTQS QUE NQS INTERESAN CAMARQNES/

ALUMINIO
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Ha recibido usted alguna de las informaciones que a continuacion detallamos de

la oficina de FEDEXPOR en Quito o Guayaquil?

X

Tiene usted interes en alguno de

Cuales son?

Perfil del mercado de achiocte

Reporte semanal del mercado de
flores y los precios

Perfil de consumo de lana de
conejo de angora

Asistencia tecnica para esparrago

y mision de negocio

Suministro de plantas de mora
Estudio del mercado para queso
Equipo de enfriamiento

Informacion sobre quimicas y
pesticidios

Productos quimicos para pelar

Contactos del mercado para el
genjibre o usistencia tecnica

Manual pares el productor de
vegetales

Informacion sobre sistemas
Hidroponicos

T0D0S

Estudio de palitos de helados

Regulaciones sobre irradiacior

Perfil y estudio de 1lilium
Estudio al jugo de maracuya
LPG gas containers

Guia para compradores y
productores le productos

agricolos

Informacion de mercado de
Quinoa

Costos 'de matadero de ovejas
Arvejas chinas

Mercado de especies
Frutillas

Perfil de te

Laboratoria para reproduccion
meristematica

los topicos de arriba? S

Tenia conocimiento de que la oficina de FEDEXPOR en Miami estaba enviando
informacion como la que mencionada en el parrafo anterior? NO

Que clase de informacion seria de mayor interes para usted?
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Que contactos de mercado de negocios tiene usted en los Estados Unidos, Europa o
en otros paises?

Que problemas y que exitos ha tenido usted en exportar sus productos agricolas?

Cusles son sus fuentes de financamiento? CREDITOS BIRF/ BANCO CENTRAL . PARA
INVERSIONES

Cuales son su necesidades de financamiento o servicios que usted quisiera?

NINGUNA EN FINANCIAMIENTQ

Cuales son los obstaculos principales para exportar sus productos
(financimiento, produccion de productos agricolos de calidad exportable, post
cosecha, transporte, regulaciones ae los gobiernos de Ecuador, Estados Unidos, u
otros paises, contactos con los mercados extranjeros, otros)?

En que areas o en que manera quisiera expander sus actividades?

PRODUCCION INDUSTRIAL DF PRODUCTOS QUF UTIL[CEN MATERIAS PRIMAS NACIONALES—
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INTREVISTAS DE LOS MIEMBROS
DEVRES/FEDEXPOR

J.oL. DICAREMP Empresa LaTiNoAMEizicadh D2 J10G ol

Nombre

Hace que tiempo es usted miembro de FEDEXPOR?

1
3 meses *(/6 meses 1 ano 2 anos 3 anos 4+ anos

—

Por que se hizo miembro de FEDEXPOR? (oJTAUos ©A) €L Gy TeIwa?

, , R Ty - - - I
Cual es su negocio principal? !t 7L / S50 DE TRromE

En que productos agricolas para exportacion tiene usted mayor interes?

— e

Cuales son los productos agricolas que produce actualmente?

SIS

Cuantas hectareas tiene su propiedad o propiedades?

Cual es el volumen de produccion (por producto)?

Prﬁdhﬁto“t*:o ﬁ?ULTZA Volumen <o 'O Valor }gIOﬂﬂ-SOCCb 313{

producto Volumen Valor_

producto Volumen Valor

Cuales son sus ganancias .rutas y cuales sus ganancias netas?

En donde esta ubicada su propiedad o propiedades?

Cuantos peones ocupa en su propiedad?

——
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Que contactos de mercado de negocios tiene usted en los Estados Unidos, Europa o
en otros paises?

JAT2 08 N

Que problemas y que exitos ha tenido usted en exportar sus productos agricolas?

q\

o = L4 27 L Koed

-~
. , (1
Cucles son sus fuentes de financamiento? toTnAT

Cuales son su necesidades de rinancamiento o servicios que usted quisiera?

Hnohked T h 0] BNSOTUALGL TELDLL E i AC b

Cuales son los obstaculos principales para exportar sus productos
(finan .‘miento, produccion de productos agricolos de calidad exportable, post

cosecha, transporte, reguleciones de los gobiernos de Ecuador, Estados Unidos, u
otros peises, contactos con los mercados extranjeros, otros)?

Ty o - - T . S - . 2 C e
SO L T dET T, Y e G g ST

COUALA TN ey @ ko IPEL O MGOIAS e AL

Lo o 78 = bl e Coltlo SN Ve hClors v
d

Vhe oo Loyl [oSd Z.Se [ U7 20 Dow ) ToT REATsy

=1l

En que arcas 0 en que manera quisiers expander sus actividades?

(oTTZaT R ) Th i b0 P ULZey  PO2A ONSL TR ind
Cod i UA Dol
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Que tipo de labor realizan?

7 v - . { .
Cual es la escala de salarios? o 7“ N CQ'Q’O b b b0

TUNZTE Q TAILE

Son trabajadores fijos o son temporales?

-y J f‘:, . . \;‘ :“ fems, e
Usted es miembro de otra aso«iacion o federacion? b re s i DI "JA

Si es miembro, que beneficios recibe de estas? tOLDLbbe L e

Crei ™2

Que informacion provee FEDEXPOR/Quito o Guayaquil a usted o & su compania?

Como ha utilizado esta informacion? Td (OWes TLTARLEURIDO

-

A} han Aoy -
LJ.‘»L/\ AR

Tiene usted conocimiento de que FEDEXPOR tiene oficina en Miami? " si no

Si usted sabe, como podria la oficina de Miami servirles mejor?
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Ha recibido usted alguna de las informaciones que & continuacion detallamos de
la oficina de FEDEXPOR en Quito o Guayaquil?

Perfil del mercado de achiote

Estudio de palitos de helados
Reporte semanal del mercado de -
flores y los precios Regulaciones sobre irradiacion
Perfil de consumo de lana de
conejo de angora Perfil y estudio de lilium

y mision de negocio
LPG gas containers

Asistencia tecnica para esparrago ;X( Estudio al jugo de muaracuya
Suministro de plantas de mora

Guia para ccmpradores Y
Estudio del mercado para queso productores de productos
agricolos
Equipo de enfriamiento
Informacion de mercado de
Informacion sobre quimicas y Quinoa
pesticidios
Costos de matadero de ovejas
Productos quimicos para pelar
Arvejas chinas
Contactos del mercado para el

genjibre o asistencia tecnica Mercado de especies
Manual para el productor de Frutillas
vegetales

Perfil de te

Informacion sobre sistemas

Hidroponicos Laboratoria para reproduccion
meristematica

Tiene usted interes en alguno de los topicos de arriba?

Cuales son?

Tenia conocimiento de que la oficina de FEDEXPOR en Miami estaba enviando
informacion como la que mencionads en el psrrafo anterior? =

(.ie clase de informacion seria de mayor interes para usted?
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Clerres de Cuenca S. A

DIRECCIONES:

CUENCA: Casilla H-Teléfono: 824447

GUAYAQUIL: Teléfonas: 352000
Apartado 5888

Guayaquil, julio 12 de 1988

Sefiores
FEDEXPOR
Miami.

De mis consideraciones:

Por favor sirvanse encontrar la encuesta solicitada por ustedes
debidamente 1llenada.

Como la encuesta esta dirigida hacia la parte agricola, y nosotros
no pertenecemos a ese campo, practicamen%e hemos dejado todos 1los
espacios en blanco por no ser esa nuestra 1lS%nea de actividades.

Quedando de ustedes, los saluda.

Atentamente,

< s
Miguel A. Reyes C. —
APODERADO GENERAL ___—

\

\

~

Adj.: Lo indicado

MARC/bvs
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INTREVISTAS DE LOS MIEMBROS
DEVRES/FEDEXPOR

Nombre MIGUEL A. REYES C. Empresa HILOS CADENA LLAVE S.A.

Hace que tiempo es usted miembro de FEDEXPOR?

3 meses 6 meses 1 ano 2 anos 3 anos R 4+ anos

Por que se hizo miembro de FEDEXPOR? Para estar informado sobre lo relacionadc

con el comercio de exnartacizn: Dasicamente por los ci:rres de cremallera, por

una institucidn seria, rcsponsable y &gil.
Cual es su negocio principalf?

Fabricacibén de cierres de cremallera

En que productos agricolas para exportacion tiene usted mayor interes?

Cuales son los productos agricolas que produce actualmente?

Cuantas hectareas ciene su propiedad o propiedades?

Cual es el volumen de produccion (por producto)?

producto Volumen Valor
producto Volumen Valor
producto Volumen Valor

Cuales son sus ganancias brutas y cuales sus ganancias netas?

R E———

En donde esta ubicada su propiedaa o propiedades?

Cuantos peones ocupa en su propiedad?
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—] Ing. Jaime Jaramillo C. Msc. M

GERENTE

MI LICOPEX

DEVRES/ FEDEXPOR

Av. Shyris 2281 y EI Telégrafo
Caslifa 408.A, Suc. No, 3
feléfonce; 430-373 - 430.374

Nombre JAIME JARAMILLO Empresa LICOPEX Tolex 2784 JJARAM ED

Qulto - Ecuador

Hace que tiempo es usted miembro de FEDEXPOR?

3 meses 6 meses 1 ano X 2 anos 3 anos 4+ anos

Por que se hizo miembro de FEDEXPOR? POR LA NECESIDAD DL FORMAR PARTE DE UNA

ORGANIZACION QUE AGRUPE LEGALMENTE A LOS EXPORTAZORES.

Cual es su negocio principal? AGROINDUSTRIAL, PRODUCCION Y PROCESAMIENTC DE

FRUTAS NACIONALES CON MIRAS A LA EXPORTACION.

En que productos agricolas para exportacion tiene usted mayor interes? MO-

——

RAS, ESPARRAGOS, UBTLLAS, MARACUYA, PINAS.

Cuales son los productos agricolas que produce actualmente? MORAS, ESPARRé

GOS AUN EN ETAPA DE FOMENTO AGRICOLA.

Cuantas hectareas tiene su propiedad o propiedades? 20

Cual es el volumen de produccion (por producto)?

producto  MORAS Volumen 70 TM valor §/.21 M,
producto ESPARRAGOS  Volumen 30 TM Valor 12 M.
producto Volumen Vaior

Cuales son sus ganancias brutas y cuales sus ganancias netas? N/A

En donde esta ubic.da su propiedad o propiedades? SALACHE COTOPAXT

Cuantos peones ocupa en su propiedad? 8 AL MOMENTO. CON PROYECCION A 15 EN

LOS PrOXIMOS 6 MESES.
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Que tipo de labor realizan? LABORES DE SIEMBRA, MANTENIMIENTO Y BENEFICIOS

DE LAS PLANTACIONES

Cual es la escala de salarios? 350 a 450 / JORNAL

Son trabajadores fijos o son temporales?  FIJOS

Usted es miembro de otra asociacion o federacion? CAMARA ECUATORIANA AMERICANA

Si es miembro, que beneficios recibe de estas? SEMINARIOS, ACCESO A INFORMA

CION GENERAL Y DE MERCADOS.

Que informacion prcvee FEDEXPOR/Quito o Guayaquil a usted o a su coimpania?

INFORMACION DE PRECIOS DL MERCADQ EXTERTOR, COMPORTAMIENTO DL MERCADO, DE-

TALLES SOBRE LA DEMANDA EXTERIOR DE LOS PRODUCTOS SOBRE LOS QU'E TENEMOS INTE

RES.

Como ha utilizado esta informacion? PARA PRESENTACION DE OFERTAS Y COTIZA-

CIONES DE PRECIOS DE LOS PRODUCTOS, PARA INCLUIR EN LOS ES1 ‘DIOS DE PRE Y -

FACTIBILIDAD.

Tiene usted conocimiento de que FEDEXPOR tiene oficina en Miami? x si no

Si usted sabe, como podria la oficina de hiami servirles mejor?

AYUDANDO A HACLR CONOCER LA OFERTA EXPORTABLE DE ECUADOR EN USA, PROPORCIONAN-

DO CONTACTOS CON POSIBLES COMPRADORES, PROVEYENDO INFORMACION DE PRECIOS Y

FLUCTUACIC* DE LA DEMANDA PARA CADA PRODUCTO. COLABORANDC DIRECTAMENTE EN LA

LABOR L. JVENTAS.
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Que contactos de mercado de negocios tiene usted en los Estados Unidos, Europa o
en otros paises? _CONTACTOS INICIALES CON POSIBLES COMPXADORES DE MORAS, EN LA

ZUNA DE PHILADELPHIA, VIRGINIA Y CHICAGO; IGUAL TRATAMIENTO PARA EL MERCADO ALE

MAN.

Que problemas y que exitos ha tenido usted en exportar sus productos agricolas?

Cuales son sus fuentes de financamientn? 20ORPORACICN FINANCIECRA NACICNAL Y

BANCO DE FOMENTO

Cuales son su necesidades de financamiento o servicios que usted quisiera?

FINANCIAMIENTO A 10 AROS CON INTERES DEL 23 O MAX 257 ANUAL SOBRE SALDOS

LINEAS FOPEX.

Cuales son los obstaculos principales para exportar sus productos
(financimiento, produccion de productos agricolos de calidad exportable, post
cosecha, transporte, regulaciones de los gobiernos de Ecuador, Estados Unidos, u
otros paises, contactos con los mercados extranjeros, otros)?

REGULACIONES DEL GOBIERNO DE ESTADOS UNTDOS

CONTACTOS REALES Y MAS CONFIABLES CON LOS MERCADOS DE ESTADOS UNIDOS Y EUROPA.

En que areas o en que manera quisiera expander sus actividades? UNA VEZ ASE-

GURADO EL MERCADO EXTERNO PARA LOS PRODUCTOS EN FRESCO, EXPANDIRIAMOS LA OPE

RACION HACIENDO UNA INTEGRACION HACIA ADETANTE PROCESANDO LA FRUTA HASTA OB-

TENER- JUGO CONCENTRADO Y/O LIOFILIZADO, TANTO DE MORAS, COMO MARACUYA Y PINAS.

12-86



Ha recibido usted alguna de las informaciones que a continuacion detallamos de

la oficina de FEDEXPOR en Quito ¢ Guayaquil?

Perfil del mercado de achiote

Reporte semanal del mercado de
flores y los precios

Perfil de consumo de lana de
conejo de angors

Asistencia tecnica para esparrago

y mision de negocio

Suministro de plantas de mora
Estudio del mercacio para queso
Equipo de enfriamiento

Informaciun sobre quimicas y
pesticidios

Productos quimicos para pelar

Contactos del mercado para el
genjibre o asistencia tecnica

Manual para el productor de
vegetales

Informacion sobre sistemas
Hidroponicos

Estudio de palitos de helados

Regulaciones sobre irradiacion

Perfil y estudio de lilium
Estudio al jugo de maracuya
LPG gas containers

Guia para compradores Vv
productores de productos

agricolos

Informacion de mercado de
Quinoa

Costos de matadero de ovejas
Arvejas chinas

Mercado de especies
Frutillas

Perfil de te

Laboratoria para reproduccion
meristematica

Tiene usted interes en alguno de los topicos de arriba? ST

Cuales son? REGULACIONES SOBRE IRRADIACION, PERFIL Y ESTUDIO DEL LILIUM, CUIA

PARA COMPRADORES Y PRODUCTORES DE PRODUCTOS AGRICOLAS, MERCADO DE ESPECIES, LA-

BORATORIO PARA REPRODUCCION MERISTEMATICA.

Tenia conocimiento de que la oficina de FEDEXPOR en Miami estaba enviando
informacion como la que mencionada en el parrafo anterior? NO

Que clase de informacion seria de mayor interes para usted?
PRECIOS SEMANALES MORAS, ESPARRAGOS, UBILLAS EN FRESCO Y JUGO CONCENTRADO DE

MARACUYA Y PIRA.




ISKRAEMEC s. A.

ISKRA HERRAMIENTAS ELECTROMECANICAS DEL ECUADOR S. A.
ISKRAEMEC

Quito, Julio 6 de 1.988

No, GG 358-88

Sefior

Timothy D. Yeaney
DEVRES -~ FEDEXPOR
1202 NW 72ND AVE.
Miami, FL 33126

De mis consideracisnes:

Acuso recibo de la encuesta sobre informaciones prcporcionadas
por Devres/Fedexpor.

Lamentablemente 10 puedo proceder a su contestacidn por cuanto
la linea de exportacién de nuestra empresa no es de productos
agricolas sino de productos industrializados. Sinembargo
conozco de los buenos resultados que ha tenido la informacién
proporcionada por Devres, tales como perfiles de mercado,
precios y alin contactos en el exterior; razén por la cual
convidero que la actividad conjunta de Devres/Fedexpor, con
el apoyo de la AID, ha sido muy beneficiosa para el pais.

Atentamente,
ISKRAEMEC S.A.

Econ! Fabién Canelos
GERENTE GENERAL

FC/rv

Panamericana Norte Km. § - Telfs, 533380 533366 - Telex 2453 ISKEM. ED - Apartado 6241 CCI Cable: ISKRAEMEC
QUITO - ECUADOR j)_g3



INTREVISTAS DE LOS MIEMBROS
DEVRES/FEDEXPOR

Nombre Tetsuya Oyama Empresa BUJIAS NGK DEL BCUADOR S.A.

Hace que tiempo es usted miembro de FEDEXPOR?

3 meses 6 meses 1 ¢no 2 anos 3 anos X 4+ anos

e

Por que se hizo miembro de FEDEXPOR? pp c3':dad de exportadores es conveniente perte-

necer a una Institucidn como FEDEXPORT, por tcda la informacidén que nos otorrmn a través de
sus boletines.
Cual es su negocio principal? Peoduccién de hujias de encendido mara todo tipo de mo-

tores a gasolina.

En que productos agricolas para exportacion tiene usted mayor interes?

Cuales son los productos agricolas jue produce actualmente?

Cuantas hectareas tiene su propiedad o propiedades?

Cual es el volumen de produccion (por producto)?

producto Volumen Valor
producto Volumen Valor
producto Volumen Valor

Cuales son sus ganancias brutas y cuales sus ganancias netas?

En donde esta ubicada su propiedad o propiedades?

Cuantos peones ocupa en su propiedad?

12-89



INTREVISTAS DE LOS MIEMBROS
DEVRES/FEDEXPOR

Nombre ING. MARCELO BELTRAN Empresa FRUAGRO S.A.

Hace que tiempo es usted miembro de FEDEXPOR?

3 meses 6 meses 1 ano 2 anos X 3 anos 4+ anos

Por que se hizo miembro de FEDEXPOR? por LA AYUDA OUE PODIAMOS RECIBIR _

_Y LA COLABORAGION OUE PODTAMOS PRESTAR
Cual es su negocio principal? PRCGDUCIR FRUTILLAS PARA LA EXPORTACION

En que productos agricolas para exportacion tiene usted mayor interes?

FRUTILLA, TOMATE CHERRY;GRANADILLA Y MELON

Cuales son los productos agricolas que produce actualmente?

FRUTILLAS Y TOMATE CHERRY

Cuantas hectareas tiene su propiedad o propiedades? 26 HECTAREAS

Cual es ei volumen de produccion (por producto)?

producto FRUTILLA Volumen 240 TON/ANQ  Valor yss 300,000 PROMEDIO
producto TOMATE CHRRRY Volumen 10 ToN/ANO  Valor yss 2,000 PROMEDIO
producto Volumen Valor

Cuales son sus ganancias brutas y cuales sus ganancias netas? [a COMPARNIA

TIENE PERDIDA

En donde esta ubicada su propiedad o propiedades?EN LA PARROQUIA DE EL QUINCHE

Cuantos peones ocupa en su propiedad? _ )50 TRABAJADORES AGRICOLAS
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Ha recibido usted alguna de las informaciones que a continuacion detallamos de
la oficina de FEDEXPOR en Quito o Guayaquil?

NO Perfil del mercado de achiote NO
Estudio de palitos de helados
N/A Reporte semanal del mercado de NO
flores y los precios Regulaciones sobre irradiacion
N/A Perfil de consumo de lana de NO
conejo de angora NO Perfil y estudio de 1lilium
NO Asistencia tecnica para esparrago NO Estudio al jugo de maracuya
y mision de negocio
NO o NO LPG gas containers
Suministro de plantas de mo-~a
NO Cuiz para compradores v
N/AEIst:udio del mercado para queso productores de productos
agricolos
NO

Equipo de enfriamiento

NO

Informacion de mercado de
Informacion sobre quimicas y Quinoa
pesticidios

:

NO Costos de matadero de ovejas
MO Productos quimicos para pelar
NO Arvejas chinas
NO Contectos del mercado para el
genjibre o asistencia tecnica Mercado de especies
NO Manual para el productor de NO Frutiilas
vegetales
NO Perfil de te
NO Informacion sobre sistemas
Hidroponicos NO Laboratoria para reproduccion
meristematica
Tiene usted interes en alguno de los topicos de arriba? SI

Cuales son? SUMINISTRO PLANTAS DE MORA, EQUIPOS DE ENFRIAMIENTO, ARVEJAS CHINAS

FRUTILLAS, LABORATORIO DE REPRCDUCCION MERISTEMATICO.

Tenia conocimiento de que la oficina de FEDEXPOR en Miami estaba enviando
informacion como la que mencionada en el parrafo anterior? NO

Que clase de informacion seria de mayor interes para usted?
INFORMACION SOBRE

SEMIELABORADOS DE FRUTILLAS
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Que tipo de labor realizanypmppa, COSECHA, LIMPTEZA DE LAS PLANTAS FTC.

Cual es la escala de salarios? S/. 15.000 APROXIMADAMENTE EN FROMEDIO POR MES

Son trabajadores fi jos o son temporales? TRBAJADORES FIJOS

Usted es miembro de otra asociacion o federacion? pn

Si es miembro, que beneficios recibe de estas? N|A
L

Que informacion provee FEDEXPOR/Quito o Cuayaquil a usted o a su compania?

RCADOS, CURSOS A REALIZARSE

Como ha utilizado esta informacion? _HA SERVIDO DE_REFERENCIA PARA MEJCRAR LA

GESTION

Tiene usted conocimiento de que FEDEXPOR tienc oficina en Miami? X si no

Si usted sabe, como podria la oficina de Miami servirles mejor?

ENVTAR TNFORMACTON SORRE PRECIOS Y VOLUMNES QUE SE NEGOCIAN SEMANALMENTE

ADTCTONALMENTE INFORMAR SOBRE NECESIDADES DE MERCADO.POR FALTA DE PRODUCCION

EN LOS E.U.(VENTANAS DE MERCADO)

172_a9
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Que contactos de mercado de negocios tiene usted en los Estados Unidos, Europa o
en otros paises? _ BROKERS PARA [A COMERCIALTIACION

1

Que problemas y que exitos ha tenido usted en exportar sus productos agricolas?
NINGUNO

Cuales son sus fuentes de financamiento? CAPITAL Y CREDITOS DE FINANCIERAAS

Cuales son su necesidades de financamiento o servicios que usted quisiera?

SERVICIOS DE INFORM:\.CION

Cuales son los obstaculos principales para exportar sus productos
(financimiento, produccion de productos agricolos de calidad exportable, post
cosecha, transporte, regulaciones de los gobiernos de Ecuador, Estados Unidos, u
otros paises, contactos con los mercados extranjeros, otros)?

TRANS PORTE

En que areas o en que manera quisiera expander sus actividades?

ESTAMOS LLEVANDQ A CABO NUESTRO PROGRAMA DE EXPANSION EN [0S PRODUCTOS YA
—MENCIONADOS
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INTREVISTAS DE LOS MIEMBROS
DEVRES/FEDEXPOR

Nowbre & AV TAL

Enpresa QJ:}<y;5;tf>¢727¢2/ "7FZ?ET4272é;Zr Lr7/7{

Hace que tiempo es usted miembro de FEDEXPOR?

3 meses 6 meses 1 ano 2 anos x 3 anos 4+ anos

Por que se hizo miembro de FEDEXPOR? /WY LeT AV 200770,/ >,
EL YR )L KT A e

Ae? T F N 2

Cual es su negocio principal? 2D rro iy - T Czlb//>g7/ZYD/

T LEIWEIN AN (N DS S e

D FReT as  JSiSrrSea77200%

En que productos agricolas para exportacion tiene usted mayor interes?
J'.1 2oald R 7/7 9 ) e 2, )) - )/)] 2,
A O e A 0 2 R R Vo Wl 5 P oL PP .

Cuales son los productos agricolas que produce actualmente? ;@Aiféﬂ

-

Sl g7 S o = Yot /%'//f’—f < C "“/?Mé/'a)/
ek .4'447(2'%7;:% o LSS
Cuantas hectareas tiene su propiedad o propiedades? /fy//C7 -
Cual es el volumen de produccion (por producto)?
producto Volumen Valor
producto Volumen Valor
producto Volumen Valor

Cuales son sus ganancias brutas y cuales sus ganancias netas?

En donde esta ubicada su propiedad o propiedades?

Cuantos peones ocupa en su propiedad?
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Que contactos de mercado de negocios tiene usted en los Estados Unidos, Europa o
en otros paises?

Que problemas y que exitos ha tenido usted en exportar sus productos agricolas?

Cuales son sus fuentes de financamiento? 7Zﬁ29}>C?TXﬂ

Cuales son su necesidades de financamiento o servicios que usted quisiera?

Cuales son los obstaculos principales para exportar sus productos
(financimiento, produccion de productos agricolos de calidad exportable, post
cosecha, transporte, regulaciones de los gobiernos de Ecuador, Estados Unidos, u
otros paises, contactos con los mercados extranjeros, otros)?

En que areas o en que manera quisiera expander sus actividades?

> (Pmafon g Pcee P (IACE /// Pt 77
DESAME Y7 4
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