Minutes of Global Marketing Meeting

June 8,2006   1st Day

Place : BOD Meeting Room at YA Head Office

1. Introduction of YA LROP  - Pesident Mr. Onoki

· Summary 0f 2004-2006 Long Range Plan of Yamatake Group(YG)

· Performance of BA/AA/LA business

· Change in Business operations

· Target in 2013:  JPY 300 billion

( Refer to IBNET in detail )

2.  YA・AAC International business summary - Mr. Kurasawa

· Status of Unit Vlolume of DMCA in affiliates

( Refer to IBNET in detail )

3.  Introduction of AAC Product business - Mr Hosoya
· Target :  10% Share of Transmitter in World Wide Market

( Refer to IBNET in detail )

4.  Introduction of AAC Solution Business - Mr. Kaneko/Mr.Kodama

· MainStep : Concept of Solutions & Services(SS) Business

Step by Step in overseas 

( Refer to IBNET in detail )

5. Introduction of AAC CP Business – Mr.Yoshida/ Mr.Hashimukai

· Target : Overseas Sales Ratio of 30% in CP Business

( Refer to IBNET in detail )

6. Presentation by Affiliates
　If you need affiliate’s presentation data, please contact to AAC-IBD(Mr.Kusumoto)

   YAI: 

Key factors Price and Delivery (1-2 weeks)


Need CSA for Canadian market.


Easy to handle if FM and CSA marking are on a name plate

   YEU: 

Lack of Price competition, Brand recognition and Strong features

OEM : Meter Body 

CE Mark,PED,DIN Flange and ATEX are needed

        SIL 2 is coming more and more popular.


Fuji Xmtr: 370Euro(1-5 units)  240Euro(PJ base, over 100 units)

YKC:  

Penetration into EPC Company

        Development non-petrochemical market such as Pulp&Paper

        Technical education and trouble shooting training for customer

Technical & Sales Level-up of YKC salesman

(Request)

- Development of High-Temp transmitter such as ABB(400 Degrees)

- Acquirement of various certification (SIL, ATEX )

- Flange connection, not welding connection, for high pressure manifold valves.

- Standardization for a gold plate and 1/2” remote transmitter.

- Cost reduction of ATT and NWA. 

SYAC:  


S900 has not been changed for long time.


TOKUMI for CV is too expensive.


Standardization for GB flange


Waiting for local manufacturing

YBI:  

Important Factor for replacement from competitor : 

Distributor’s Relationship with EU 


Target

1. Customer who YBI has relationship with.

2. Fertilizer, Sugar and P&P

3. Replacement from competitors (MRO)

4. EPC (New Project)

Many boilers import form china and those boilers use Chinese Xmter. 

YTW: 

Tx Target: 2000 Unit as same level as Honeywell.

Issues and Request

· Hart Protocol Software

· SIL

· Dual Line Display Meter

· Local Zero Setting

Restart to sell Tx : Key Factor for Expansion of Tx

Manpower

Price

YTC: 

Need technical support

Margin policy for Distributors:   They need 10-15% margin.

[Requests]
· Replace kits for competitors

· Small and Compact Housing

YSP:  


Focus on MRO and Marine Business

(Issues and requests)

· Sales information for transplant customers

· Affiliate sales protection

· Specification

· Special price for Special Requirement

· Deliver Issues

Emerson and Yokogawa are two tops in Singapore.  Honeywell is not aggressive.

A delivery period of Emerson and Yokogawa is within 24 hrs.

YSP has 100 units stock for alliance partners.

We don’t have an information of product which import to Singapore.  So that  hard to support a customer who need an urgent support.

YMS:

(Isues and requests)

· Technical Support Documents 

· SIL 2

· Standardization S900 TOKUMI items which are option of Ace+ (Japanese Ver.)

Need to consider Xmtr business without DCS.  In the past, DCS and Xmter are hard to separate for a new project.

7. Production situation by Mr. Kato


Ask a delivery period for control valve to AAC-IBD before ordering.

June 9,2006   2nd Day

Place : Meeting Room at AAC Yokohama Business Center 

Introduction of IAP Development Load Map and New Transmitter Overview             - Mr. K.Nakazawa/ Mr. T. Sento
Details of NPS: Mr. Awa

Market  

Target Units :  100,000 in 2010

Potential and Share:  See Potential Map

[SIL]

SIL is Not Approval, just definition of safety level based on IEC61508.

FMEDA is usually acceptable for USA customers.

Mori-san

Someday in the recent future, we will win against Yokogawa and Omron.

SS business is more difficult than product business, because it needs much more capability, ex. Software, Engineering etc. than product business.

When we can get Tx order, CV orders are automatically coming.

Key product is Tx and MG

To achieve the plan in 2006, we have to expand product business, especially Tx and MG.

[Requirements for new transmitter]

· Self diagnostics, more than current S900 as same as competitors.

· Flange connection for high pressure type

· Display, need engineering units indication

· Have a calculation capability of gravity for level indication.

· External zero adjustment : 

· One push adjustment might be accepted

· External Span adjustment: 

· YEC does not have it and also NewAce does not. Rosemount have it.

· Necessary or not for New S900?

· NECE certificate

· CSA :

· Stability: Just little better than Yokogawa

· Lightning protection

· More powerful sales material and documentation.

· Extension Warranty even in option

· Need more public relationship

· Model selection software

[Comments]

· If a new Xmtr release on a schedule, more than 3 times volume expansion will be possible.

· Promotion:  volume incentive to affiliates

· S900 hit rate against inquiry is around 30%

· Need to consider edges which a customer can detect as their advantage

· To find window customer is one of the ways to expand a business

Action Plan for affiliates

· Pick up target account in each area

· Promotion plan (You can count a sample units and sales documents in March 2007 to consider followings.)

       Necessary documents, give IPMKT idea such as NPS technical presentation material.

       Necessary Support from YA

       Schedule

-   Select global account, ex. Dow Chemical/Shell

2nd Global Meeting

Date: 26th and 27th October, 2006.

Place: T.B.D.

Issued by AAC IAP Market Dept & 2nd Int’l Sales Dept. IBD
Issued on 10th July, 2006
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