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Exhibition Coverage on MERCOPAR website
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The 18th edition of Mercopar – Subcontracting and

Industrial Innovation Show - topped all estimated goals

and closed with excellent deals being sealed, within an

economic scenario that keeps away any remaining image

of crisis. The show indicated a sales volume of over R$ 60

million, 573 exhibitors in an area of 13,500 m² and more

than 31 thousand visitors, what proves that the industry

is stable and that Brazil’s relations with other countries is

getting closer, as long as small and large companies have

the possibility of trading directly, seeking for their growth

within a globalized world.

From October 20th to 23rd, in the city of Caxias do Sul,

Rio Grande do Sul State, Mercopar brought movement to

the halls of the Grape Festival’s Fair and Event Center,

with exhibitors from Brazil (states of Rio Grande do Sul,

Paraná, Rio de Janeiro, Santa Catarina and São Paulo),

South Africa, Germany, Argentina, India and China. The

event, which started optimistically, was promoted and

coordinated by SEBRAE/RS (Support Service for Micro

and Small Businesses of Rio Grande do Sul and by

Hannover Fairs Sulamérica, a company of the Deutsche

Messe AG Group. It was noticed through the words of Mr.

Paulo Tigre, Sebrae/RS and Fiergs’ Board Chairman, during

the opening ceremony: “It is the moment of stating that,

this year, we will be witnesses of the largest Mercopar’s

edition of its 18-year history”.

The extensive program comprised market opening and

expansion, fostering trade and partnership among small

and large companies from Brazil and abroad, the investment

in innovation and the exchange of technologies. India, the

partner country of the 2009 edition, brought 130 exhibitors,

which was an example of the BRIC countries’ partnership

(Brazil, Russia, India and China).

Aman Chadha, President of Engineering Export

Promotion Council (EEPC), the entity in charge of India’s

participation in the event, estimated in approximately

US$ 10 million the total of commercial operations

generated in four days. “It is a very good number,

considering that it is the first time that we come”,

he stated. The transport industry was the outstanding

point of India’s exhibit. With a strong  production in the

engineering industry, the country graduates 400 thousand

 engineers per  year, while the United States have 70

thousand new professionals  per year in this market, he

added. Chadha states that each exhibitor was prepared to

introduce a different item: "we did not bring repeated

products for this trade show", he observed. The India’s

product line was highly varied, from hardware for civil

construction, household devices and several engineering

products.

2008 2009

Number of exhibitors Number of exhibitors

453 companies 573 companies

Number of accesses Number of accesses

29,000 31,068

Exhibition area Exhibition area

11,500 m² 13,500 m²

Purchaser Project

One of the Mercopar’s highlights was the Purchaser Project,

which this year had a segment focused specifically on oil,

gas and energy. The participation of state companies like

Petrobrás, Transport and Eletrobrás fostered new

opportunities and was a space for technicians to find

potential suppliers. The Purchaser Project joined 45

purchasing companies and 172 selling companies, reaching

a total of 960 business meetings performed during two

days, generating an estimate of R$10.5 million in trade

operations accomplished.

The Purchaser Project Rounds of Oil, Gas and Energy, with

a total of 400 rounds and R$ 7 million in business operations,

occurred for the first time during Mercopar and it became

a great business opportunity for 140 companies that offered

their products and services, as well as for the 24 purchasing

companies. The meetings occurred according to the

demands of each area. After each meeting, the businessmen

visited all stands of small companies in which they had

Post show press release issued by MERCOPAR

“ Mercopar tops goals and confirms its vocation for the development “
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special interest. “Many meetings occurred and it can

generate a huge volume of businesses accomplished among

the participants”, stated Ildoir Bolzan Morais, the Mountain

Region project manager.

Representatives from shipyards, refineries, thermal power

plants, hydro power plants, fertilizer and biodiesel

industries, gas distributors and petrochemical and metal

mechanical industries took part. These organizations,

according to Morais, are interested in establishing

partnerships with companies that supply fire-fighting

equipment, hydraulic equipment, filters, piping, safety

equipment, nautical and signaling equipment, among other

products.

Transpetro, a Petrobrás logistics and transport subsidiary

company participated of Mercopar for the first time this

year. Armando Felix, the Purchase Strategy manager,

informed that Transpetro purchases over 15 thousand

different items per year, producing many business

opportunities. The expectation is that it will increase even

more with Petrobrás Fleet Modernization and Expansion

Program – a project to renew the Brazilian naval industry,

which offers different opportunities for suppliers of ship

parts for the shipyard that will build the 49 ships of this

program. “We always need goods and services, at the

terminals, ships or administrative areas in many regions

all over the country”, he highlighted. “But it all depends

on the product quality and the logistic capacity of each

entrepreneur.”

Chart

National and International Purchaser Project/ Mercopar

2009

Selling companies 172

Purchasing companies 45

Business meetings 960

Estimated deals R$ 10,512,000.00

International R$ 1,530,000.00

National R$ 8,982,000.00

São Paulo’s Company Sells Equipment

The International Purchaser Project of Sebrae/RS enabled

the sealing of many deals among companies from different

countries. Unistamp, a company from São Paulo State that

manufactures tools and machines for steel plate works, for

instance, closed a deal of US$ 20 thousand with Provimac

Trac., a company from Bolivia. Specialized in import and

sell of parts for combines and tractors, this Project enabled

Provimac to purchase a piercing press. Provimac’s Officer,

Sergio Morón, said that he came to the show with the

intention to spend at least US$ 150 thousand with equipment

for his company. Unistamp, however, expects to close deals

up to US$ 1 million during Mercopar, as stated by Sales

Officer Wladyslaw Dacewicj.

Reversal Show

Large organizations brought their products and demands

aiming at contracting small-sized companies. “The Reversal

Show schedules meetings with visiting and exhibiting

companies during the whole period of Mercopar”,

highlighted Paulo Tigre, Sebrae/RS and Fiergs’ Board

Chairman. Gerdau (steel and by-products industry),

Mascarello (bus body) and CGTEE (electric Power

generation) tried to meet approximately 50 exhibitors each

one for business meetings scheduled as from the trade

show. Purchases are normally accomplished after the event.

“We select what Gerdau needs and then take it for the

productive industry, so that they can have a feedback. After

that, partnerships are selected and established”, said senior

purchaser of Gerdau, Jorge Francisco Teixeira.

Argentina

Differently from soccer, Argentineans and Brazilians can

speak the same language and walk together, as far as

business is concerned. It is the opinion of the representative

of Fundacion Exportar, linked to Argentina’s Ministerio de

Relaciones Exteriores, Comercio Internacional y Culto,

Javier Saráchaga, who organized the presence of 23

companies at Mercopar.  The delegation came eight times

to Brazil. “And few of them are here for the first time”,

informed Javier.

Due to the great number of companies interested, the

organization committee intends to add an area of 60 m² for

2010, to the 183 m² area available this year.

The Export Promotion Officer of the city of Morón, Javier

Iván Terrani, first time in the event, was surprised with the
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number of contacts that the four companies of his city were

able to establish. "Our business expectation is relatively

small during the show, but the large number of contacts

is encouraging. We observed that Caxias do Sul is an

excellent market for us and some units already have

representatives in Brazil", highlighted Terrani.

Innovation

For the first time at Mercopar, Motoman Robótica do Brasil

(from São Bernardo do Campo/São Paulo state) exhibited

the humanoid robot Motoman SDA10. Unique in the world

and exclusive of this company, the industrial robot with

two arms has flexible movements similar to those from

humans. It has 15 joints – seven of them at each arm and

one at the body – what enables unlimited industrial

applications, like assembly, part transfers, load and unload

of machines, packaging, among other functions. SDA10

can have a view integrated system and its agile movements

allow, for example, the assembly of a picture camera with

24 parts in only two minutes, or the complete assembly of

an office chair in less then three minutes. Its versatility is

another special feature. The robot already showed its ability

to reproduce human movements, with performances that

range from frequency inverter assembly to the cooking of

Japanese dishes.

Still regarding innovation, the last day of the 18th Mercopar

edition was special, because the Local Innovation Agents

(ALI) program was launched, an initiative of Sebrae/RS

and FAPERGS (Research Support Foundation of Rio Grande

do Sul). Its mission will be to involve five thousand micro

companies of the State and, for the next two years, 1,500

of them will receive 30 scholarship students and three

senior consultants, who will visit, provide diagnosis and

propose solutions for products and processes under the

view of innovation. The investment amount is of R$ 7.315

million and it will cover 11 cities. ALI’s institution is inspired

by a methodology applied in India, which is similar to the

Brazilian health agent model.

Research

According to the research performed by Sebrae/RS during

the trade show, the main reasons for the exhibitors

participation are directly connected with the possibility of

learning about new markets and enlarging the number of

customers (57%), company’s and product’s exposition and

new product launching (30%) and increase and

diversification in the number of suppliers (13%). Other

data show that 97 is the average number of contacts

established per exhibitor, with the possibility of closing

deals, and that the number of new deals was 27. For 77%

of the exhibiting companies, this edition of the trade show

met and exceeded the expectations. Therefore, 89% of these

exhibitors already intend to participate of the 2010

Mercopar.




