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	Targeted Export Support Scheme

	Project reference:
	     


	Section 1:
	Company details

	1.1
	Company name
	     Viamed Ltd

	1.2
	Company address
	     15 Station Road, Cross Hills, Keighley, West Yorkshire


	1.3
	Postcode
	     BD20 7DT

	1.4
	Contact name
	     Miss Sarah Wilford

	1.5
	Position in Company
	     Marketing

	1.6
	Email address 
	     sarah.wilford@viamed.co.uk

	1.7
	Website
	     www.viamed-online.com

	1.8
	Telephone number
	     01535 634542

	1.9
	Name of your International Trade Advisor
	     Gill Greaves


	Section 2:
	Eligibility details

	2.1
	Company Start date
	22 December 1976

	2.2
	Number of employee (30hrs is one full time equivalent)
	     14

	2.3
	Annual Company turnover (£)
	     £1.24 million


	2.4
	Annual Export turnover (£)
	     £505,001.00
	Date started exporting?
	

	2.5
	Does your business have a parent company?
	     No

	· If your answer to the above question is yes, please complete the remaining questions within this section.

· If your answer to the above question is no, please proceed to ‘Section 3’.

	2.6
	Is the Parent Company an SME?
	     

	2.7
	Name of Parent Company
	     

	Section 3:
	Project details

	3.1
	Project duration 

· Maximum project duration is 12 month.
	12 months     

	3.2
	Please briefly summarise the company’s history and products and /or services

	     Viamed Ltd was established in 1977 and has since built a strong reputation for the design, manufacture and distribution of a range of medical equipment and accessories.  Viamed’s portfolio of products range from oxygen monitoring, pulse oximetry and patient monitoring equipment through to infant and neonatal equipment such as infant resuscitation and phototherapy equipment.

	3.3
	Does the company have any previous experience of exporting?  If yes, please give brief details.

	     Yes, Viamed mainly exports to distributors in various countries throughout the world but is looking at expanding this network and developing the export side of the business.

	3.4
	Project name
	Medica 2007 Exhibition     

	3.5
	Do you plan to:

	Take existing products/services to a new market? (YES / NO)
	Yes
	

	If yes, please state which existing products/services will be aimed at which new markets.

	Existing products/services
	Oxygen Monitoring
	New markets
	Eastern Europe

	Existing products/services
	Pulse Oximetry
	New markets
	Middle & Far East

	Existing products/services
	Infant Resuscitation
	New markets
	Russia

	Existing products/services
	
	New markets
	

	Take new products/services to an existing market? (YES / NO)
	Yes
	

	If yes, please state which new products/services will be aimed at which existing markets.

	New Products/Services
	Microstim
	Existing markets
	Western Europe

	New Products/Services
	
	Existing markets
	

	New Products/Services
	
	Existing markets
	

	New Products/Services
	
	Existing markets
	

	Take new products/services to a new market? (YES / NO)
	Yes
	

	If yes, please state which new products/services will be aimed at which new markets.

	New Products/Services
	Microstim
	New markets
	Middle & Far East, Eastern Europe, Russia

	New Products/Services
	V1000
	New markets
	Europe, Middle & Far East, Russia

	New Products/Services
	
	New markets
	

	New Products/Services
	
	New markets
	

	3.6


	Please identify the specific activities that you wish to undertake within this project and briefly explain how they will contribute to the development of your company’s export business.
(If you are using a consultant to carry out any of the activities, please explain exactly what work they will be carrying out on your behalf)

	     Exhibiting at Medica 2007 will allow us to not only raise awareness of the Viamed brand and our presence in the marketplace but will also give us a platform to carry out various marketing activities in order to improve and develop new business including:
Promoting new products to be launched during the show
Identifying and communicating with prospective distributors/equipment manufacturers of which Viamed’s products would compliment/be used in conjunction with their portfolio- to be targeted during the show, through meetings, product demonstrations/presentations and follow up meetings
Promote new products in the Viamed portfolio to prospective distributors, in potential territories, through meetings, product demonstrations/presentations and follow up meetings, both on and off the stand and after the show has finished
Identify and integrate new products into the Viamed portfolio in order to develop new business and target new market segments not currently serving, through meetings during and after the show has finished

	3.7
	What research have you completed to date for this project? (E.g. desk research, assessment of communications issues in the market).  If no market research or consideration of international communications has been carried out to date, it should normally form part of your application.

	     Viamed has in the past completed other research in order to expand international business, such as desk research to identify prospects along with internet marketing communications. However, Medica, from Viamed’s previous experience of attending the show, has proven the most cost effective way to reach the objectives of its export business (as above) as it is the largest medical equipment exhibition with visitors attending from across the world.  It is however, becoming too expensive for Viamed to exhibit here.

	3.8
	What specific activity do you intend to carry out in order to achieve your aims? (You have up to a maximum of 12 months from the date the application is approved to carry out your activities)

	Please fill in the months in this column:
	Key activities / Milestones

	1st Quarter (by month)
	

	June
	New stand designed

	July
	Medica Online Portal Marketing – product information uploaded etc 

	August
	Identification f potential customers also exhibiting

	2nd Quarter (by month)
	

	September
	Arrange appointments with potential customers (distributors & equipment manufacturers)

	October
	Email & Internet Marketing to raise awareness of attendance 

	November
	Exhibit at the show, meetings, product demonstrations etc

	3rd Quarter (by month)
	

	December
	Email & Internet Marketing to all those leads obtained during show

	January
	Business development meetings with leads obtained during the show

	February
	Business development meetings with leads obtained during the show

	4th Quarter (by month)
	

	March
	Business development meetings with leads obtained during the show

	April
	Business development meetings with leads obtained during the show

	May
	Business development meetings with leads obtained during the show

	3.9
	Which members of staff will be working on these activities?
(Please briefly detail the role of those leading on the project, amount of time they can commit, experience in the market, language skills…)

	Managing Director
Sales & Marketing Director

International Sales Manager

Marketing Manager
	Attending the exhibition
Identifying potential customers and participating in the exhibition

Identifying potential customers and participating in the exhibition

Project coordinator/leader, marketing and participating in the exhibition 

	Section 4:
	Project costs

	4.1
	Quarter 1

(3 months)
	Quarter 2

(3 months)
	Quarter 3

(3 months)
	Quarter 4

(3 months)

	Travel 

· Economy Travel
	     
	     £550
	     £150
	     £300

	Accommodation 

· Capped at £100 per person per night.
	
	£1,800
	£200
	£400

	Subsistence

· Capped at £50 per person per night.

· Under European regulation entertainment and alcohol is an ineligible expenditure.
	
	
	
	

	Exhibitions
	     £3,000
	     £5,500
	     
	     

	Market research
	     
	     
	     
	     

	Website development
	     
	     
	     
	     

	Marketing and promotion
	     
	     £1,500
	     
	     £700

	Translation + Interpreting
	     
	     
	     £1,300
	     £1,300

	Training
	     
	     
	     
	     

	External Consultancy
	
	
	
	

	Others (please specify)
	
	
	
	

	Total Quarterly expenditure
	     £3,000
	     £9,350
	     £1,650
	     £2,700

	TOTAL EXPENDITURE
	     £16,700

	GRANT REQUESTED
	     

	‘%’ of grant requested

· To a maximum intervention of 50%

· Maximum grant £10,000.00
	     


	If necessary please provide clarification / justification for the budgets identified within the ‘Project costs’ table.

	The above costs relate to:
· Exhibition space and stand

· Exhibition marketing materials – posters, leaflets, promotional give-aways

· Translation of user manuals and leaflets 
· Post-exhibition business development meetings



	4.2
	Please specify below if any aspect of this project will also be supported by a grant other than TESS (public funding, UK or EU)

	Source
	N/A

	Value (£)
	

	What will this funding cover?
	


	4.3
	Please state the number of people travelling on activity and for how many nights.

	Number of employees 
	4 members of staff 

	Number of night per person
	Roughly 22 nights during entire project


	Section 5:
	Expected outcomes from project

	Description of outcome
	Amount
	Date to be achieved

	Jobs created 

(Full time equivalent when a post is filled and has a life of 12 months plus)
	     1
	     November 2008

	Jobs safeguarded

(Existing job at time of intervention which would have been lost within 12 months if intervention had not taken place)
	     1
	     November 2008

	Expected increase in Export Sales (£) 

As a result of this project
	     £400,000
	     November 2008


	If appropriate please provide comments with regards to your proposed outputs.
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