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Italian market and sales strategies

The Italian market of temperature controls is moving of these directions:

· Many loops are made with PLCs

· Many loops are made with blind controls systems

· Many 96x48 controllers are being 48x48.

· Some customer or market (biotechnologies)  need  special or custom solutions 

· Business through resellers is raising

· Domestic competitors are every day more aggressive in terms of price and new models and solutions.

· Some competitors (ERO and Eurotherm) are moving the factory in China.

· Delivery time has been reduced at 1-2 weeks

We think the Yamatake offering could be good at 70%, to develop the business in Italy.

As explained below, with the implementation of some features, we can develop our business.

Our commitment is no more loose time, and this means that we must to be very aggressive and reactive right now.

If we “loose this train”, Yamatake will never be in Italian Market.
For all these reasons we are moving in this way:

· In terms of markets  we are focusing on Plastic Extrusion, Packaging and Ceramic Kilns

· In terms of controllers we are focusing on SDC 15,DMC10 and SDC25
· In terms of  customer we are focusing on resellers (Ero sales forces)

We are already doing a special action with some resellers and we are pushing on SDC15 and DMC10, with a good promotions and with other tools, such as :

· Contact new sales forces (resellers)

· Training to the sales forces (olds and news)

· Visit to OEM in synergy with the resellers 
· Offers to resellers, System Integrators, and OEM
· Samples to reseller, System Integrators, and OEM

· Visits planning with agents, focused for areas and markets

In this way we think to have a very fast feedback in terms of Invoiced.

The time could be good to get many opportunities, but we need a very flexible and fast support from Yamatake.

As already explained in the meeting, here below our needs to develop the Yamatake Italian Business:
GENERAL NEEDS:

· Reference list of Far East Area (for markets)

· Free of charge samples for one or two peaces

· No cost for fast delivery

· Faster answer when we ask for some quotation

· Faster deliveries 

· Easier deliveries, in terms of  minimum quantity

NEEDS FOR SDC15: 

· Motor drive relay output
· Motor feedback input
· Universal Input

· Price list + discount

· Low price for SCD15 socked 
NEEDS FOR DMC10:

· Low price for DMC10 with motor feedback
· Price list + discount

· Profibus

· Ambient temperature in operating conditions at 60°c.

NEED FOR SDC25

· Low price Vs. Omron, Gefran and ERO (TMS)

NEED FOR SDC35

· More programs and more segments

During the meeting, Mr. Kurasawa said that Yamatake Sales strategy  considers the develop of European area as the mean target. 
Moreover He said that Yamatake will support us as well as possible.

We are happy to know this, and we hope this time will be the right time !

Attached the document of the last meeting of Yamatake in Italy.

The sales manager was Mr.Gianni Cozzi.
He made a relation of the meeting, explaining some needs in terms of commercial support and technical features.

As showed, we are still waiting for some needs, such as:

· A list of international Customer of Yamatake in Europe and W.Wide

· Universal input for SDC15

· Profibus for DMC10
At the end, Terry Ferraris will be very clear and collaborative with Yamatake, making every one or two months a “Funnel document” .

In the “PROSPECT” It will be the “Hot opportunity”, with the up date of old situations and a list of the news.
Attached the first one.
I would like remember the Regis’ commitments:

· Send us a demo to be used in Bias exhibition

· Send us a SDU10 as a samples

· Answer about some Items of the Configuration SW

· Very fast answer to obtain target price for SDC15 socked (30€ cif Milan)

KIND REGARDS

Alberto Milli
