Viamed TESS Project Review – Update March 2009
Please note: This report was originally written in June 2008, the UPDATES detailed are as of March 2009.

1.0
Overview
As a small independent British manufacturer and distributor of medical equipment we are experiencing an increasing level of competition from manufacturers originating in the Middle and Far East offering mass production, cheaper alternatives. Although our customers value high quality reliable medical equipment, price is inevitably the deciding factor, therefore making it extremely difficult for British companies, who are manufacturing in Europe, to compete with these cheaper alternatives.

By exhibiting at events such as Medica and Arab Health Viamed is able to maintain and increase awareness of the Viamed brand and its range of high quality, reliable products. These exhibitions give the platform to not only meet and strengthen the relationships with existing distributors but also meet with potential distributors to increase the distribution network to new territories. These exhibitions enable Viamed to launch, demonstrate and gain valuable feedback on new products and gain feedback and ideas on product development for the future. This communication and knowledge is often only captured when face-to-face with a distributor during such events. Failing to participating in these events means this crucial information would be extremely difficult and uneconomical for a small independent company to obtain.
These events also provide a cost effective way of conducting primary research into the changing dynamics of the medical equipment market. This research includes identifying how customer expectations are changing, understanding the strategies and direction of our competition, as well as identifying potential competition and the changing trends of the market place. Failing to participating in these events means this crucial information would be extremely difficult and uneconomical for a small independent company to obtain.
2.0
Results Achieved So Far
1. Medica 2007
Viamed’s main aim for Medica 2007 was to launch various new products that the company has manufactured and generated fresh interest in Viamed throughout Europe. 

Medica enabled Viamed to strengthen its relationship with an existing distributor in Belgium and provided the company with the opportunity to demonstrate one of its larger pieces of equipment to its distributor’s customers. This led to an order for over $60,000, of which the company would not have received if it were not given this opportunity during Medica. It is projected that Viamed will have doubled turnover in this market by the end of 2008. UPDATE – By the end of 2008 we had nearly tripled the turnover in Belgium.
One of the products Viamed recently manufactured and launched during Medica, was introduced to its portfolio in order to replace a declining product. So far, this year, Viamed has generated over £20,000 revenue for this product, which has been more successful so far this year, than the best year of its predecessor.  UPDATE – To date this product has generated nearly £70,000 revenue. 
Viamed has gained 6 new European distributors including France, Sweden, Denmark and Greece.  Viamed projects that by the end of 2008 it will have at least doubled turnover in Germany. UPDATE – We are currently working with our potential distributor for one of the new products launched at Medica, and are currently undertaking intensive test marketing in France, this is in its infancy but the distributor is extremely positive about the potential for this product. By the end of 2008 we had increased turnover in Denmark by 25%. By the end of 2008 we had increased turnover in Germany by 140%. We have now established a new German distributor, as a result of meetings held during Medica. So far in 2009 this distributor has purchased over £12,000 of our new pulse oximetry equipment, which we launched at Medica. 
Viamed gained a new distributor in Sweden for a new disposable resuscitation circuit, of which close to 1000 units have been sold so far this year.
UPDATE – We received interest from a distributor in the Czech Republic during Medica 2007. This was a declining market for Viamed but since this initial meeting, by the end of 2008 we had increased turnover by 158%.
2. Arab Health 2008
Viamed launched various new products into the Middle East with this exhibition. 
Viamed has strengthened its relationship with its distributor in Libya and project an increase in turnover of 100% by the end of the year in this market. Viamed has new distributors in Kenya and Thailand as a result of business meetings during Arab Health. UPDATE – We are still in the early stages of business development with our new distributor in Kenya, however by the end of 2008 we had increased turnover by 60% in this market. We are currently going through the registration process for three of the new products launched during Arab Health with a new distributor in Thailand. 
Arab Health also provided Viamed with the opportunity to strengthen relations with its distributor in India. Prior to Arab Health this distributor only represented one of the company’s products in their home market, after introducing Viamed’s new products to this distributor during Arab Health, this distributor now represents an additional five of Viamed’s new products.  Sales revenue has exceeded that of 2007 so far this year with a projected increase of at least double this by the end of 2008. UPDATE – By the end of 2008 we had tripled turnover in this territory.
Through intense negotiations during Arab Health Viamed now supplies components to a manufacturer based in the Middle East, which has led to sales revenue close to £100,000 so far this year. UPDATE – to date we have supplied over £150,000 worth of components to this OEM, with pending orders in the system.
3. Saudi Arabia 2007
Viamed developed its business relationship with its distributor for this region and visited numerous key accounts and large hospitals to raise awareness of Viamed and its new products. 
As a result of this visit and the planned program of marketing activity, Viamed projects that 2008 sales revenue will be double that of 2007. 

Also, through visiting key accounts and large hospitals during this visit Viamed has supported the distributor in submitting a tender for one of the new products launched during the visit, and expects an order for 50 units in the near future. 

