Viamed TESS Project Review – April 2009
TESS No. TESS/08-09/EX-053
1.0
Overview
A large part of the expenditure for this grant is assigned to exhibitions; Medica 2008 and Arab Health 2009 and associated costs. The grant also includes expenditure associated with developing new business with potential distributors identified during participating at these exhibitions. For example, initial business development meetings and visits to potential distributors in Denmark, the Czech Republic and the Gulf Cooperation Council (GCC) countries.

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 provide Viamed with the platform to not only meet and strengthen 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 Viamed with 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 2008
Viamed demonstrated one of its larger pieces of equipment during Medica 2008, this product has been extremely successful in the UK but has not had the same success internationally. This equipment received strong interest and generated a sales lead for a potential installation of 22 infant resuscitation cabinets into a new build hospital in Belgium by 2010. 
During Medica 2008 we met with a potential distributor for one of the new Viamed manufactured pulse oximeters in Greece. Since then they have purchased over £5,000 of this product and are now looking at marketing other products in our range with initial sample orders being been placed.
We received strong interest from a potential distributor for Russia, for our neonatal range of products. Medica facilitated an initial meeting with this potential distributor where negotiations and marketing strategy were discussed in great depth.  It is an extensive process to successfully launch a product into Russia, however this potential distributor predicted sales of up to 50 units of our Tom Thumb Infant Resuscitation Unit within the first twelve months. We are still in initial negotiations with this distributor but hope to commence the product registration process in the coming months.
Prior to Medica we had initial correspondence with a potential distributor in Japan, who had placed an initial order for samples. Medica then provided a platform to meet with this potential distributor in order to discuss initial feedback from their test marketing and discuss marketing strategy for the launch of our new pulse oximetry range in to this market.  Further to this meeting we are now working together through the product registration process with this potential distributor for this range of products. 
As a result of the new Viamed range of pulse oximeters showcased during Medica, a subsequent visit was conducted to Holland where these new products were discussed at length with two potential distributors, to assess suitability as a distributor and business development opportunities. Initial sample orders have been placed for these new products, and both companies are conducting their test marketing.
The Czech Republic was a declining market for us with one of our previous distributors, however during Medica 2007 we were approached by a new company who subsequently placed a provisional order. We met with this company again during Medica 2008, where they expressed that they would like to meet with us to discuss these products in further detail and would like further support in conducting their test marketing. During this visit and the lengthy discussions that took place, it became apparent the reasons why no subsequent orders had been placed. A great deal of time was then spent discussing each product, sharing our knowledge and expertise in the product application areas and also sharing information on Viamed’s marketing strategy for the UK. We believe that this time spent sharing knowledge and showing support in the early stages of this relationship will now lead to further orders. 
2. Arab Health 2009
Arab Health provided Viamed with the platform to launch various new products into the Middle East.  This exhibition took place at the end of January and so we are still in the early stages of communicating with the potential distributors that expressed interest in our products. However, results achieved so far include:
During the exhibition we met with a potential distributor for Kuwait. Viamed has been finding it difficult to establish a distributor for this territory. However, this company has now placed an initial order for ten of the new Viamed manufactured finger oximeters, in order to conduct their test marketing. Initial feedback has been very positive.
We have done very little business in Egypt; it has been very small and quite sporadic. However, as a result of Arab Health we have now made initial communications with a potential distributor, who has placed an initial order for samples of the new Viamed manufactured finger oximeters, in order to conduct their test marketing.
Arab Health facilitated a meeting with a potential distributor for Thailand, who placed an initial order for a small number of samples for evaluation purposes. We are now working closely with this potential distributor in order to finalize registration of our new Viamed manufactured products.
We received a lot of interest from potential distributors for the various GCC countries. We are still in the early stages of communication with many of these and after completing our initial reflection and evaluation, we are to visit key potential distributors identified. This will enable us to further understand their capabilities and assess suitability of each potential distributor identified. These visits will be conducted in the coming months and we expect initial orders to be placed as a result.

Time outside of the exhibition was spent meeting with current distributors to introduce new products. In particular meetings were held with two Iranian distributors to discuss the new Viamed pulse oximetry range and assess the suitability and capabilities of each distributor.
A meeting was also held with a large equipment manufacturer one evening after the close of the exhibition. As a result Viamed has secured orders for continuing to supply component parts to this company. This continued business has been built upon an initial meeting that was held during Arab Health 2008. To date we have supplied over £150,000 worth of component parts to this OEM. 

