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Introduction  
Tigro Industries is a family company from Overpelt (Belgium) that was founded in 1984. There first activity was the sale of household- and cleaning products. From that point on Tigro Industries has been growing heavily since. In January 2009, Tigro Industries has opened their second company complex in Lommel, Belgium of 30.000m2. 

The most important factors behind the strong growth of Tigro Industries were:
· The growing need of customers to focus on their core business and because of that they had to outsource their side-activities to companies like Tigro Industries.
· The trust of their customers in the quality of their service
· The ever changing (and stringent) regulations concerning storage, handling and transportation of dangerous goods.  This led to a constant evolution and improvement of their infrastructure and knowledge.  The customers knew less and less about the changing regulations and therefore, the need for an external professional partner kept getting bigger.
· Their internal desire to continually improve their quality and service.

Nowadays Tigro Industries is specialized in departments as chemicals, pharma, food, cosmetics, agriculture and automotive. Tigro pursuits the offering of qualitative, trustworthy, safe and efficient solutions concerning storage, distribution and the handling of products in whole the world. 

Explanation of the problem
Tigro Industries is a fast growing international company that is only situated in Belgium. They have just opened their second company complex in Lommel, Belgium. Which is already a great success. Now they have a new goal, Tigro Industries want to open a third company complex in the Netherlands. With this research they want to find out if it is possible to build up a third company complex in the Netherlands with the same concept and success as in Belgium.
Tigro Industries want to expand their company to generate a larger turnover.
Research problem
The problem definition of Tigro Industries NV  is :
‘What should Tigro Industries NV have to do to realize the marketing objectives through the activities on the Dutch market.’
In order to come to an answer to this question it is necessary to be answering the following sub-questions:

1. What is Tigro Industries?
2. How is Tigro Industries positioned?
3. What are the strength and weaknesses of Tigro Industries?
4. Who are the competitors of Tigro Industries NV?
5. Is there a ‘growing’ market for Tigro Industries NV in the Netherlands?
6. What is the attractiveness of the Dutch market at this moment and for a longer period?
7. Which places could be a option to situate a company complex for Tigro Industries?
8. How is the legislation in the Netherlands?
9. Are there local authorities in the Netherlands who would like to have Tigro Industries 
Research method and bookmark anchor
To realize the marketing objective of Tigro Industries in the Netherlands, I have used the following method. 

In appendix 1, I started with the position of Tigro Industries. What is its mission, vision and goals. 

Than in appendix 2,  I started analyzing the internal and external factors like the micro, meso and macro environment of Tigro Industries. 

With the macro environment I have considered to use all the DESTEP factors. I have also analyzed the market of which Tigro industries is active. Therefore, I have used the MABA Model. This model shows the product-market combination and market attractiveness  to let Tigro Industries know if they can enter this market successfully. The outcome of this analysis is fundamental for the Ansoff matrix, to describe a right strategy. To give a good indication about the competition analysis, I have also used the Porter’s Five Forces Model 

Appendix 3 summarizes all the information of the internal and external analysis. Therefore, I have made a SWOT analysis, which is resulted in a confrontation matrix. This matrix shows the position on the current market.

In Appendix 4, the marketing plan, I have described the marketing objectives, strategy, target group and the marketing mix. Which is explaining the 4 P’s like Product, Price, Place, Promotion. 

Finally, in Appendix 5 the strategic advice and recommendations will be given.

At the end of this report there is a index of sources. For this thesis, I have used internal and external sources, like desk research ( internet, literature) and field research( questionnaire, local authorities, municipalities, potential buyers, customers and competitors). 



Executive Summary
Tigro Industries is a family company that was founded in 1984, and it has been growing heavily since.  They are specialized in departments as chemicals, pharma, food, cosmetics, agriculture and automotive. Tigro pursuits the offering of qualitative, trustworthy, safe and efficient solutions concerning storage, distribution and the handling of products in whole the world. 

Their organizational objectives are:
· Looking for new techniques and opportunities to make their competition position more solid and to pursuit maximum profit.
· Tigro Industries nv wants to be a "one stop service provider' for its customers on the industrial market.
· Tigro wants to build up  a solid long term relationship with their customers, suppliers and other business partners. 

Their marketing objectives are:
· They want to solid their competition position by opening a new establishment in the Netherlands
· When Tigro Industries has established their company complex in the Netherlands they want to achieve a brake even point in the first year. 
· Within 5 years Tigro Industries wants to have +/- 10 /15% profit. 
Tigro Industries has two company complexes that are situated in North- Limburg, Belgium 
( Lommel and Overpelt). They have the disposal of a favorable position in the middle of the economic heart of Europe. The harbor and airport of Antwerp is nearby, just as the harbor of Rotterdam. There is a good inland navigation with the Albert and kempense channels. 

The number of highways are limit in North-Limburg.  Hasselt and Genk are easily to reach with the E313 and E314 but not the hole province have the disposal of a good connection of roads. Especially the north and the south of Limburg has not a good connection. The E313 and the E314 has only a 2 section road which can be cause file problems.  
Also the infrastructure activities at the A2 in Eindhoven is causing some file problems. The A2 has at this moment only a 2 section road and there is a restricted area. There are also problems in this area with the high quantity of truck drivers. Overall, Tigro Industries is central located at a favorable place with all the infrastructure they need to let their business function. 

A dominant sector in North- Limburg is the distribution sector with a substantial growth of  18%. Because of the large available industrial parks in Lommel, new investors were attracted to this area. The most important sector in this area is the transport sector with its 2.596 jobs. North- Limburg situates for this sector obviously above their provincial level.  
The model of Abel ( Figure 4 on page 24) presents that all the technologies are reached, also the customer needs are almost reached. This means that Tigro Industries can fulfill the customers needs in almost all ways.  Tigro Industries has got a large group of customers all over the world. Most of their customers are situated in Europe. They are doing most businesses with Belgium, fallowed by Germany, the Netherlands, United Kingdom and France. In the Netherlands, the largest group of customers are situated in North- Holland. Fallowed by the regions South- Holland, North- Brabant and Utrecht. 

To get a good view  about the satisfaction of the Dutch customers, a Customer Satisfaction Survey has been used. The most important results of this survey were that the most customers choose to do business with Tigro Industries because of their good services (57%) and quality (43%). According to the customers, Tigro Industries has a good image. They are professional, intern focused, reliable and fast. The customers gave Tigro Industries a average number between a 7 and 8. Thereby, 93% of the customers will recommend Tigro Industries by others.  

There are a few companies in the Netherlands that offer regulatory services. In appendix 6.4 on page 66 there is a list of competitors in the Netherlands. These competitors are all offer in some way the same services like Tigro Industries but the main focus can be completely different. 

Tigro Industries has got five big competitors, these are  Loodet, Katoen Natie, Dow, Vopak and chemiepack. These five competitors are offering in some way the same services as Tigro Industries but non of these competitors are totally similar. In conclusion, Katoen Natie is the number 1 biggest competitor who is the most similar in offering exact the same services like Tigro Industries, they have the most licenses in all the different activities that they are offering. The second biggest competitor is Dow, who is focusing on the same sectors as Tigro Industries and who has also a large number of licenses in all kind of sectors. 

Tigro Industries distinguish themselves from their competitors by having a large number of licenses in all kind of sectors and services. The number of licenses can have a large influence on the competition power. How more licenses a company have, how bigger the competition is. They also distinguish themselves by having 20 years of experience. They have build up an extensive knowledge in various aspects of safety, environment, quality, transportation, logistics, warehouse supervising etc. Their employees can offer the knowhow as consultant and that way they can guide other companies to optimize their business process. Tigro Industreis has the expertise to make their customers feel comfortable. 

Furthermore,  they are spending a lot of time for having personal contact with their customers. They choose for a personal approach. In their opinion, making a phone call or having a short meeting solves more than a formal letter of email. At Tigro Industries their customers are not just a number, they want to built up a relationship of trust and to give a maximum satisfaction among their customers. Their focus is to build up a long term relationship. At this moment the customers have been working with Tigro Industries for many many years. By living up to all their agreements, being flexible and delivering just that little bit more, Tigro Industries succeed in keeping their customers for the long term. 

Appendix 2.2.2 on page 34 contains all extensive explanation of all the macro environment factors. These macro factors can be a opportunity or threat for the activities of Tigro Industries. 

· Geographic: The infrastructure in the Netherlands is passable even divided. It has 135,000 km roads (most of them are national highways and provincial ways) and 2,800 km railways. South- Holland has the highest network density (5,600m/km2 )
· Economical: The chemical industry plays an essential role in the Dutch economy. This industry indirectly contributes 10% to the GDP and is the global leader in sectors such as basic chemistry, food ingredients, coatings and high-performance materials. The industry accounts for 20% of total Dutch exports.
· Political- legal: Tigro Industries are obliged to have a safety license. Thereby, they must prepare a safety report because they handle in very large quantities of dangerous chemical substances. The reason for writing this report is because the company or personnel can face a serious accident. Tigro Industries wants to build up their own company complex, therefore they need to have a building permit. Tigro Industries has to hand in a request form at the municipality where they want to establish. In the appendix of the request form they have to add a building plan, designs of the company complex and the calculations. Because Tigro Industries has their own transportations, they must register themselves at the SIEV ( Stichting Inschrijving Eigen Vervoer). Tigro Industries has also to request a transport license at the NIWO ( Stichting Nationale en Internationale Wegvervoer organisatie). 
· Ecological: Tigro Industries has to have a environment license. This is because they are storage, sample and distribute dangerous chemicals. Tigro Industries are obliged to draft an annual environmental performance report(MJV) and submit it electronically to the Ministry of VROM. Tigro Industries can find all the information conforming the environmental laws in the ‘Activiteitenbesluit’.  For the ISO certivications Tigro Industries can go to the www.Irga.nl. They can certivicate on the ISO 9001(quality), VHCP (safety, environment and health requirements for chemical companies), VCO 
(Safety Checklist Clients) and ATEX Directiva 94/9/EC ( CE norm of explosion safety) 
· Social- cultural factors: The Netherlands has got a Low power distance. This means that everybody is equal, no one is more or better than the other. ( boss – employee), you can give your opinion and you can go into discussion with your boss. They are Individualistic, people looking after themselves and their immediate family only, they are I-conscious, express private opinions and self actualization is important; individual decisions are valued more highly than group decisions.The Netherlands has a feminine culture which means that the people are service oriented. They have a people orientation : Small is beautiful.  Quality of life is more important than winning. Status is less important for showing success. They have a weak uncertainty avoidance because their live is controlled by making rules, laws, agreements. 
· Technological: Tigro Industries is constantly looking for new techniques in the field of improvable machines, distribution and infrastructure.

When Tigro Industries is opening a new company complex in the Netherlands, the main things they are obliged to have are:
I. A building permit
II. Safety licenses
III. Environmental licenses
IV. Transport licenses international/national (NIWO) 
V. SIEV ( stichting eigen vervoer)

A good framework that models the industry is the Five Forces model of Michel Porter. 
By using this model, Tigro Industries will better understand the industry in which they will be operate, by opening a new company complex in the Netherlands. For more information, see appendix 2.2.3.1 on page 37. 

· The threat of new entrance is average (4,9) 
· The bargaining power of the buyers is strong (7,8)
· The threat of substitutes, products and services is low (2,9)
· The bargaining power of suppliers is low (5,8)
· The intensive rivalry is average (4,9) 
The strongest power that is shown in this model is the buyer power (7,8). Because of the economical recession buyers have the power to reduce their costs by transporting less containers and storage and sampling less products.The supplier power is the seccond strongest power ( 5,9). The suppliers have the power to decide their own fixed price. Tigro Industries want to have influence about the price and therefore they does not use suppliers very often. The treat of new entrance is average (4,9) Tigro Industries has to be careful with the threat of new entrance because there is a possibility that competitors can copy the concept of them. Maybe the difficulty to get a license and to find expertise employment will weaken the position of the new entrance. Also the high barriers and the high start up costs for entering this market will weaken them off. 
	           Business assessment 
            Strong          Medium           Weak

	Market Attractiveness
 Low                 Medium          high
               33                66         100
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	            0/100           66               33         0


The Maba analysis shows that there is a high market attractiveness and a strong business
assessment for Tigro Industries, to succeed on the Dutch market. Table 1 (page 40) provides the values of the different factors, which varies the market attractiveness( market size, market growth, competitive intensity, buyer power, price sensitivity and barriers of entry) and the business assessment (image/reputation, knowhow and the communication) These values supply the position of Tigro Industries services in table 2. 

 (
Table 2. Market attractiveness and C
ompeti
tor position of TI on the Dutch market
)In conclusion, this table shows a high market attractiveness of the market (66,3), which considers an establishment on the Dutch market. The value of the business assessment is very strong (78.8). Table 2 shows the circle in the first square this means that Tigro Industries can enter the Dutch market successfully, the poses to succeed in this market is through their business assessments. 

The outcome of the MABA analysis is the basic principle of the Ansoff Matrix, to describe a right strategy. Tigro Industries has got current products and they are going to enter a current market. In the Netherlands there is already a big market. That’s why the Ansoff model shows the Market penetration. Tigro Industries has to adapt to the present needs of the customers. They have to try to go deeper into the market.  Tigro Industries has to use the strategy that is called ‘Marktverbreding’. 
	SWOT -ANALYSIS

	Strength
1. ‘Unique’ all in one service system
2. Having all the licenses for distribution, sampling and storage of dangerous chemicals. 
3. Give advise to other companies
4. Central Located  
5. Good infrastructure
6. Having all security measures in the building. 
7. Delivering on time
8. Having regular contact with their customers ( long term relationship) 
	Weaknesess 
1. There is a possibility for the  competitors to take over the same concept as Tigro Industries. 
2. The prices of Tigro’s  services are expansive 
3. Both company complexes are situated near to each other.


	Opportunities 
1. Expansion of the assortment 
2. Expansion of the company offers new chances and opportunities. 
3. Entering new market
4. Offer new services to their customers to keep their uniqueness 

	Threats
1. There is a possibility for the  competitors to take over the same services as Tigro Industries.  
2. Vulnerable with the recession at this moment
3. Because of the recession customers will short up their costs
4. A new building costs a lot of money and at this moment with the recession it is very difficult to get profit  
5. Growing pressure of the competitors
6. Changing needs and desires of the customers 
7. Entree of new competitors



It will be interesting for Tigro Industries to focus on the potential customers on this market. To increase the market share Tigro Industries has to adapt their promotion policy. Customers has to know that they are new into this market and they can only do this through promotion. 

In order to summarize al the information of the internal and external analysis, the SWOT analysis contains the strength and weaknesses and opportunities and threats for establishing a new company in the Netherlands. 
 (
Figure 10. SWOT –Analysis of TI
)


The Marketing mix ( appendix 4.4. on page 46) gives information about how to position and integrates marketing for establishing a new company complex in the Netherlands. The strategy will be that the investment has to be brake even in the first year. In year 5, the company has to make a profit around 10/15%. This can be realized by having a good central location with good infrastructure so that every customer can easily reach them. They also need to have enough (potential)customers. See appendix 6.4 on page 66. Thereby, they have to hire less employees and focus more on better technologies. Employees are very expensive and with a good technology there can be hired less employment
The product is to establish a new company complex in the Netherlands. The product has to be satisfied with the fallowing important points:
· Good location( at a business park not near to peoples houses)
· Enough available land, 30.000m2
· Under its own control/ management
· Possibility for its own architecture 
· good industrial park with safety and security services
· Central- located
· Good infrastructure ( railway, highways, harbor and airports)
· Co-operation from the municipality 
· Available employment 
· Hire  20 – 50 employees
· Expertise in safety, environmental, building and transport licenses
· Potential customers 
· Financial plan ( costs) 

The bases for building a company is to look for available land. Figure 11 on page 46 shows that the color pink are the best places to build a company complex. Appendix 6.7 Analysis of the Netherlands gives a good view of which places are the best to establish on the activities of available land, the co-operation of the municipality, infrastructure and available employees. This figure shows that Venlo, West-Brabant and Den-Bosch are the best places to establish. These places have the best infrastructure, enough available land and employment with the co-operation of the provincial or municipal government.
With the hand of this figure there is chosen to do a specific research in the fallowing six places : Venlo, Den bosch, Bergen op Zoom, Oosterhout, Oss and Moerdijk. Out of this research became clear that Den Bosch did not have enough available land to establish a 30.000m2 company complex. Venlo, Den Bosch, Bergen op Zoom and Oosterhout did not want to have a company complex who are doing business in storage, distribute and sample of dangerous chemicals.  This is in their opinion damaging the safety and environment of their region. In a conclusion of this research, there are 2 best places to establish for Tigro Industries, namely, Moerdijk and Oss. 


The strength and weaknesses for establishing in Moerdijk
	Strength
	Weaknesses 

	· Co-operation of the municipality and the port authority. 
· The port authority can give Tigro Industries information about the companies who are situated at the industrial park. 
· They can also care for personal contact with Tigro Industries and another company
· There is enough available land
· Posibility for own architecture 
· Central – located
· Open connection with the North sea via the Hollandsch Diep, Dortse Kil, Oude Maas and the Nieuwe Waterweg.
· Situated on the hub of the large European inland shipping courses: the Rhine, the Meuse and Scheldt
· connected to the (inter)national railway network
· accessible via the highways A16, A59 and the A17 
· National pipelines connects the ports of Rotterdam, Moerdijk, Zeeland and Antwerp and is further connected to the most important European industrial centres
· Enough available employments
· Safety around the park with the security service. 
· A great diversity of established companies, whereby related business activities are located in the neighborhood of each other (clustering)
	· There are only properties for lease at the industrial park of Moerdijk
· Every year the lease will be higher
· Tigro Industries cannot sell the land, they can only sell their company complex
· There are requirements before Tigro Industries can alienate their property.
· Tigro Industries has to get an agreement of the port authority before they can alienate their property. 
· After 12 years the value of the land will be reconsidered 


 (
Figure 13. Strengths and weaknesses establishing Moerdijk
)



The strengths and weaknesses for establishing in Oss
	Strength
	Weaknesses 

	· There is enough available land
· Tigro Industries can buy their own land
· The business park Oss- harbor and Oss – centre are via the N329 direct in connection with the highways A50 and A59 
· Oss is central located, nearby Nijmegen - Den-Bosch, Eindhoven
· Good connection with Germany, Belgium and France. 
· On a short distance there is the airport of Schiphol, Eindhoven, Niederrhein and Maastricht and the harbors of Antwerpen, Rotterdam and Amsterdam
· Inland harbor of Oss is central located between Rijnmond, Scheldemond, IJmond en het Ruhrgebied
· The industrial park will be protected by the SBB
	· The N329 will be next year reconstructed 
· There are daily file problems to Oss. There are a lot of trucks on this road.
· There are road reconstructions at the motorway A2 ( Den- Bosch – Eindhoven)
· The municipality wants to have 50 fulltime employees per 10.000m2 land. 
· 6,8% unemployed people in Oss, this is higher than the average unemployment figures in the Netherlands
· Also the education level in Oss is very low. 70% of the people in Oss have the education level VMBO/MBO


 (
Figure 14. Strengths and weaknesses establishing Oss
)

The prices of the available land will be calculated at a surface of 30.000m2. 
	Industrial park 
	Calculations 
	Total 

	Oss 

De Geer Oost
For Sale
	€128,- per m2 land
+19% BTW

+/- 5 % rent per year


	€ 4.569.600 incl. BTW


€ 228.480

	Moerdijk

Havenschap
Lease
	€ 10,- per m2 land per year
+ 19 % BTW 

+ 6.5 % land value

	€ 357.000 incl. BTW


€ 23.205   


 (
Table 6. Costs of Industrial land
)
The industrial land in Oss is for sale. Tigro Industries can buy their own land of a surface of 30.000m2. At the industrial park ‘De Geer Oost’ is enough available land for Tigro Industries to build their own company complex. The costs per m2 available land will be €128,- . This means that Tigro Industries has to pay  € 4.569.600 inclusive BTW. When Tigro Industries is going to lend this money from the bank, they also have to pay a +/- 5% rent per year over the borrowed money to the bank. The costs will be around €228.480 per year. 
At the industrial park in Moerdijk there are only properties for lease. The lease will be during 25 years. The maximum for leasing the land will be 99 years. The lease will be € 10,- , € 11,50 per m2 per year. This means that Tigro Industries has to pay € 357.000 inclusive BTW per year. The lease will be 6,5% of its value of the land. This will be a cost of € 23.205 per year. After 12 years the value of the land will be reconsidered. In the 13th year  there will be new chances for Tigro Industries because of the new value. 

	
	Lease
	Sale

	Positive
	· TI has left more capital
· TI can always alienate from their property
· TI can focus more on better technologies and machines.
· They can sell their company complex.
· The port of Moerdijk has enough connections to find another company that can situate in TI company complex. 
	· When TI sell their company, they get all their money back
· Its TI own property, they can decide what they want to do with it. 
· 

	Negative
	· They have to get a agreement of the port authority before they can alienate their property
· The land is property of the municipality. They can not sell the land.
	· It is difficult to lend money at the bank because of the economical recession. 
· TI has to pay every year around €228.480 to the bank. They don’t get this money back
· It will be difficult for TI to sell their
 company complex because only a chemical company can be placed in this company complex. 
· TI has to pay €4.569.600 only for the land. The machines and the building has to add up with the costs. 


 (
Figure 15. 
P
ositive and negative points for lease and sale
)
[image: ]
When Tigro Insdustries is opening their new company complex it would be interesting to go to the press and write a par in the paper. There are also a couple of trade papers where a lot of chemical companies advertise in. Mostly in industrial parks their will be given information magazine about the companies that are situated in that particular park. For example in Moerdijk they have the Port Handbook. This is a magazine that will spread around all the companies that are situated in the port of Moerdijk and the industrial park. Every company can write their own part about their company and there is also a company list with all the company addresses in the back of the handbook. 
[image: ]
 (
Figure 16. Example advertisement in Port Handbook Moerdijk
)





Advice and recommandations 
Tigro Industries wants to solid their competition position by opening a new company complex in the Netherlands. To achieve this objective, it needs to gain profit and increase the volume of sales. Therefore the marketing objective is to gain 10/15% profit within 5 years. The question is:

 ‘What should Tigro Industries NV have to do to realize the marketing objectives through the activities on the Dutch market.’
The two important sub-questions are: 
· Is it possible for Tigro Industries to establish a company complex in the Netherlands?
· Which area offers the most opportunities for Tigro Industries to establish their company complex?

After analyzing the Netherlands, it became clear that the Netherlands is a very good place for establishing a company that is specialized in dangerous and non dangerous chemicals. The Netherlands has enough available land and industrial parks for the chemical industry, there is a good infrastructure, enough available and qualified employees and there is a good co-operation with the municipalities in the Netherlands.
Brabant became the best place for establishing a chemical company complex because there is enough available land/pawns, good infrastructure, good co-operation with the provincial/ municipal government and enough available and motivated employees.
In Brabant, there has been done a specific research in the fallowing six places, namely: Venlo, Den bosch, Bergen op Zoom, Oosterhout, Oss and Moerdijk. Out of this research it became clear that Den Bosch did not have enough available land to establish a 30.000m2 company complex. Venlo, Den Bosch, Bergen op Zoom and Oosterhout did not want to have a company complex who are doing business in storage, distribute and sample of dangerous chemicals.  This is in their opinion damaging the safety and environment of their region. In a conclusion of this research, there are 2 best places to establish for Tigro Industries, namely, Moerdijk and Oss. These two places have the best infrastructure, enough available land and employment with the co-operation of the provincial or municipal government.
The activities that Tigro Industries wants to have for establishing their 30.000 m2 company complex are:
· Good location( at a business park not near to peoples houses)
· Enough available land, 30.000m2
· Under its own control/ management
· Possibility for its own architecture 
· Good industrial park with safety and security services
· Central- located
· Good infrastructure ( railway, highways, harbor and airports)
· Co-operation from the municipality 
· Available employment 
· Hire  20 – 50 employees 
· Expertise in safety, environmental, building and transport licenses
· Potential customers 
· Financial plan ( costs) 

The industrial park of Moerdijk and Oss has been analyzed with these mentioned activities.

The industrial park of Oss has many of these mentioned activities that Tigro Industries want to have for establishing their company complex, except the fact that:

· The infrastructure is insufficient  because the N329 will be reconstruct next year and at this moment there are road reconstructions at the motorway A2 ( Den- Bosch – Eindhoven)
· There are daily file problems and truck problems to the industrial park in Oss. 
· Tigro Industries can not hire 20-50 employees because the municipality wants to have 50 fulltime employees per 10.000m2 land. This means that they have to hire 150 employees. 
· There are 6,8% unemployed people in Oss. This is higher than the average unemployment figures in the Netherlands. The education level in Oss is also very low. 70% of the people in Oss have the education level VMBO/MBO. This means that Tigro Industries has to educate their new employees.
Tigro Industries has the possibility to buy the industrial land in Oss. The Industrial park ‘De Geer Oost’ is a good place for Tigro Industries to establish. When Tigro Industries will buy the industrial land, the positive points about this will be that they have their own property and they can sell their company complex when they want. The negative points will be that they have to negotiate with the bank account to lend money to finance the land.  The bank account wants to receive +/- 5 % rent per year. It is difficult to finance in this economic recession. The investment of the land is very high. The costs of the building and the machines has to add up with the costs of the land. It also will be difficult for Tigro Industries  to sell their company complex because only a chemical company can be placed in this company complex

The industrial park of Moerdijk has all the mentioned activities that Tigro Industries want to have for establishing their company complex, except the fact that:

· The industrial land in Moerdijk is only for lease. They have to get a agreement of the port authority before they can alienate their property
· The land is property of the municipality. They can not sell the land.
· Every year the lease will be higher
· After 12 years the value of the land will be reconsidered
· There are requirements before Tigro Industries can alienate their property

Even if Tigro Industries cannot buy their industrial land in Moerdijk there are a lot of positive points about leasing a land, for example:
· Tigro Industries can always alienate from their property
· They can invest and focus more on better technologies and machines
· They have left more capital
· The port of Moerdijk have enough connections to find another company that can situate in Tigro industries company complex. 
· Tigro Industries cannot sell their land but they can sell their company complex and their machines. 
· The costs for leasing a land are low, when Tigro Industries will stay there for 25 years they will pay in total over these 25 years +/- € 8.925.580 only for the land. When they buy the land in Oss, they will pay € 10.281.600 and they will lose +/-
 € 5.712.000 for the rent that they have to pay to their bank account. 




After analyzing and researching all these important activities for establishing a company complex in the Netherlands, my advice for Tigro Industries would be to establish their company complex in the industrial park of Moerdijk. This industrial park has all the activities they need to operate successfully. 

The recommendations for Tigro Industries will be:
· Take contact with Mr.  Veas, J.G.J.M. Manager commercie/PR/Communicatie  of the Port Authority of Moerdijk and Mrs. Peters, J. Bedrijvencontact functionaris  of the Municipality of Moerdijk.
· Ask Mr. Veas about the advisory committee on (new) establishment. Tigro Industries will get a questionnaire they have to fill in, which provides an insight into its business activities. For more information see page 49. 
· Hand in a request form at the municipality of Moerdijk. In the appendix of the request form Tigro Industries has to add a building plan, designs of the company complex and the calculations. 
· Fill in an BIBOB form. ( Bevordering integriteitsbeoordelingen door het openbaar bestuur) With this form the municipality can judge if the financing, organization structure and the have a say inside the company are legal. For more information Tigro Industries can go to the website www.vrom.nl/bouwregelgeving to request a building permit. 
· Prepare a safety report. In this report Tigro Industries has to  describe the structure of the company and what measures they are taken to reduce and manage the risks. More information see page 33.
· Register at the SIEV ( Stichting Inschrijving Eigen Vervoer) and request a transport license at the NIWO ( Stichting Nationale en Internationale Wegvervoer organisatie). On may the first, the new law WWG ( Wet wegvervoer goederen) will start. This means that there will be not more regulated than in Europe is prescribed. 
· Hand in an annual environmental performance report(MJV) and submit it electronically to the Ministry of VROM. 
· Read the “Activiteitenbesluit”, here they can find all the information conforming the environmental laws.
· Ask Mrs. Peters from the municipality of Moerdijk for more information about the building permit, the transport, environmental and safety licenses.
· Go to www.Irga.nl,  they can certificate Tigro Industries on the ISO 9001(quality), VHCP (safety, environment and health requirements for chemical companies), VCO ( Safety Checklist Clients) and ATEX Directiva 94/9/EC ( CE norm of explosion safety) 
· More rules for establishing a company in Moerdijk are described in the General Conditions on the website www.havenschapvanmoerdijk.nl
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1. Appendix 1. Tigro industries NV 

1.1.  Introduction
Tigro Industries is a family company from Overpelt (Belgium) that was founded in 1984, and it has been growing heavily since. Tigro is a 'one stop service provider' for its customers on the industrial market, specialized in departments as chemicals, pharma, food, cosmetics, agriculture and automotive. Tigro pursuits the offering of qualitative, trustworthy, safe and efficient solutions concerning storage, distribution and the handling of products in whole Europe

The 4 main activities from tigro are:

1. Storage
Tigro Industries has disposal over accommodation (40.000m²), machines and trained people to live up to all regulations. The professional storage system that Tigro use is a guarantee for efficiency and safety, at all temperatures.  Like cold –storage, deep-freez storage and temperature controlled storage. 
2. Sampling
Sampling is an important value offered by Tigro during the ‘one stop shopping’. Tigro is offering the following services:
· Repacking of divers goods (liquid and solid goods)
· Blending products 
· Formulation
· Grinding
· Micronising
· Drying
· Labelling
3. Distribution
One of Tigro’s specialties is the worldwide Just in Time distribution of dangerous as well ass non-dangerous goods. For transport within Europe Tigro has their own transportation company. They have a fleet of 16 lorries, fully equipped according to the most strict security standards, transports not only particular ADR goods, but also all other freights. 
4. Consultancy
The staff of Tigro are experts in caresystyms. Tigro wants to put this knowledge at the disposal of other companies. Tigro can give companies advise about all regulations concerning environment, safety, quality or for other trainings, such as logistics. 


Tigro’s new company complex Lommel

In January 2009 Tigro has opened their second company complex in Lommel, Belgium of 30.000m². This complex is built according to the most rigid safety norms and it will allow Tigro to handle and storage all liquid and solid goods. The new branch is needed to answer the enormous demand for extra capacity.  
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Tigro can pick up the products with their own transport in Europe and bring the products to the company for storage or sampling of the products. The customer can choose how long the products will be storage at Tigro and to which company Tigro the products has to bring to. 
1.2. Mission and goals
Tigro Industries nv wants to be a "one stop service provider' for its customers on the industrial market, specialized in departments as chemicals, pharma, nutrition, cosmetics, agriculture and automotive.  Tigro pursuits the offering of qualitative, trustworthy, safe and efficient solutions concerning storage, distribution and the handling of products in whole Europe. Customers can outsource these activities at Tigro Industries to focus completely on their core business. 
1.3. Vision
Tigro Industries would like to realize their mission and goals by building up a solid long term relationship with their customers, suppliers and other business partners. For that, Tigro Industries can count on a team of employees who are brilliant in business knowledge and engagement. In realizing their goals, Tigro Industries take full responsibility for the obtained quality level and other indicators of  customer contentment. They are constantly looking for new techniques and opportunities to make their competition position more solid and to pursuit maximum profit.


2. Analysis
This chapter is explaining the internal and the external analysis of Tigro Industries. The internal analysis will describe the Micro Environment and the external analysis will describe the Meso and Macro Environment. 
The competition analysis is also shown in this chapter. To give a good indication about the competition analysis, the use of the Porter Five Forces model and Maba matrix is needful. The outcome of this will be shown in the Ansoff matrix. This model will describe the right strategy. 
2.1. Internal Analysis
The Internal Analysis will explain the micro environment of Tigro Industries. The micro environment includes the organization structure, the company place, the Abell model and the Strength and Weaknesses of Tigro Industries
2.1.1 Micro Environment. 
2.1.1.1.  Organization Structure 
Tigro Industries is a family company. The director Sylvain Moors is the head of the   company.  He is supported by the general manager, Bart Moors. The secretary is Astrid Moors and the production manager is Frank Moors. 

Tigro Industries exist of the following departments: Sales, transport and logistics, Documen-tation, marketing and the production department. The fixed team exist of 49 persons, including the truck drivers. See appendix 6.1 on page 53 the organization chart with the accompanying tasks. 

2.1.1.2 Locations company complex Belgium
[image: ]Tigro Industries has two company complexes, one in Overpelt and one in Lommel. These places belongs to the cluster North –Limburg Belgium. 
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Figure 1. Cluster North- Limburg ( Overpelt and Lommel)
)


	Strength
	Weaknesses 

	· Central located 
· Enough national highways and provincial ways
· The most important highways are E314 and E313
· The harbor and airport in Antwerp is easily to reach within 1 hour
· The harbor in Rotterdam is also easily to reach within 2 hours. 
· Good inland navigation thanks to the Albert channel and Kempense channels 
· Railway is nearby, lines 15 -19
	· Central location is not a unique selling proposition
· Limit number of highways.  This hampers the entry to the cities and municipalities in the north and south
of the province
· Only 2 sections on the highway E314 and E313.
· The limited capacity of the Kempense channels
· Infrastructural activities on a middle long term: A2 Eindhoven – Overpelt/Lommel
· Problems with a number of railroad lines, namely line 18 and 20. 





 (
Figure 2. Strengths and weaknesses of the location
 and infrastructure of North- Limburg 
)Conclusion 
North- Limburg, Belgium ( Lommel and Overpelt) have the disposal of a favorable position in the middle of the economic heart of Europe. The harbor and airport of Antwerp is nearby, just as the harbor of Rotterdam. There is a good inland navigation with the Albert and kempense channels. There are also enough national highways and provincial ways in North- Limburg.
The only thing is that the number of highways are limit in Limburg.  Hasselt and Genk are easily to reach with the E313 and E314 but not the hole province have the disposal of a good connection of roads. Especially the north and the south of Limburg has not a good connection. The E313 and the E314 has only a 2 section road which can be cause file problems.  
Also the infrastructure activities at the A2 in Eindhoven is causing some file problems. The A2 has at this moment only a 2 section road and there is a restricted area. There are also problems in this area with the high quantity of truck drivers.
The problems with the railroad lines 18 and 20 has to be solved. Tigro Industries does not use the railroad so this does not give any problems for them. 
Overall, Tigro Industries is central located at a favorable place with all the infrastructure they need to let their business function. 




2.1.1.3 Sectors in North –Limburg ( Lommel and Overpelt)
An important sector in North- Limburg is the metal sector. Companies like UMICORE, Galva Power Group and Metalim are the main players in this area. The Metal sector is pleased with 26.747 workplaces ( 6,61%). 
The glass industry is also an important industrial sector in North- Limburg with almost 5% of its total jobs. In this sector it is very clear that the competition is growing and the number of jobs is shrinking.  
The distribution sector in North- Lumburg have had a substantial growth with 18%. Because of the large available industrial parks in Lommel, new investors were attracted to this area. 
The most important sector is the transport sector with its 2.596 jobs. Within the period 1998 -2003 the total jobs in this sector has raised sharply with 25,35%. With its specialism of 1,26 and a market share of 9,71% from its total employment, North- Limburg situates for this sector obviously above their provincial level.  
Figure 3. gives a good impression about the dominant sectors in North Limburg ( Lommel and Overpelt). 
[image: ]
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Figure 3. Dominant sectors in North-Limburg
)



2.1.1.4 Business domain
To define the business definition of Tigro Industries, the Abell Model is needful. This model is focusing on 3 dimensions:

· Customer groups, 
· Customer needs  
· Technologies  

[image: ]

 (
Figure 4. Abell model of Tigro Industries
)

Conclusion

The orange area in Figure 4 is showing the business domain of Tigro Industries. The model of Abell shows that almost all the technologies are reached, except for the laboratory. Tigro Industries has chosen not to be active in the laboratory because they only want to focus specifically on the services like storage, distribution, sampling and consultancy.

Also the customer needs are almost reached. This means that Tigro Industries can fulfill the customers needs in almost all ways.  

Tigro Industries has got a large group of customers. They are focusing on 6 Important sectors in the industrial market, namely the chemical, pharmaceutical, automotive, agri-culture, cosmetics and food sector. Tigro Industries has chosen not to be active in the oil industry because of the fixed price. Tigro Industries wants to have influence on the price 
definition and in this industry its impossible. 



2.1.1.5 Strength and Weaknesses of Tigro Industries NV
	
Intern Analysis

	Strength
1. ‘Unique’ all in one service system
2. Having all the licenses for distribution, sampling and storage of dangerous chemicals. 
3. Give advise to other companies
4. Central Located  
5. Good infrastructure
6. Having all security measures in the building. 
7. Delivering on time
8. Having regular contact with their customers ( long term relationship) 

	Weaknesess 
1. There is a possibility for the competitors to take over the same concept as Tigro Industries.  
2. The prices of Tigro’s  services are expansive 
3. Both company complexes are situated near to each other.



 (
Figure 5. Strengths and weaknesses of TI
)Strength 
1. The customer  can always count on a very extended service package, so that they can focus on their core business. Tigro can pick up the products with their own transport-system in hole Europe. They can  bring the products to the company for storage or sampling of the products. The customer can choose how long the products will be storage, what kind of sampling they want to have, in which sizes the products has to be delivered and to which company Tigro Industries the products has to transport to. 
2. Tigro Industries is ISO registered. They have their ISO 9000 (quality), 14000(safety) and 19000 (environment)certification. They have also all the licenses for storage, sampling and distribute dangerous and non-dangerous chemicals, food, pharmacy, agriculture, automotive and cosmetics. They distinguish themselves from their competitors because of the huge number of  licenses they have.  
3. The staff of Tigro are experts in caresystyms. Tigro can give companies advise about all regulations concerning environment, safety, quality or for other trainings, such as logistics. 
4. Both company complexes are central located in North Belgium. The harbors of Antwerp and Rotterdam are very easy to reach by car or by train. 
5. North Belgium has a very  good infrastructure. There are very good roads, there is a train station nearby and the airport and harbor in Antwerp is easily to reach by car within one hour. Also the harbor of Rotterdam is only 2 hours driving by car. 
6. For maximum protection of their employees, visitors, neighbors, the environment and other interested parties, Tigro Industries live up to every legally written regulation. They  are even taking it one step further. They  are laying on requirements which are more strict than needed locally. Being an international player they  also live up to the legal regulations of countries they are doing business with.
7. The delivering just-in-time is very important for Tigro Industries. The customer can tell when they want to deliver their goods. This can be on any time of the day, they are available 24 hours per day, even in the weekends it is possible to deliver the goods.  They will do the thinks how the customer it wanted to have.
8. Throughout the years Tigro Industries built up a relationship of trust with each of their customers. By living up to all the agreements, being flexible and delivering just that little bit more, Tigro Industries succeed in keeping their customers for the long term. Hereby they  choose for a personal touch/approach.  In their opinion, making a phone call or having a short meeting solves more than a formal letter or email.  
Weaknesses 
1. There is a possibility for the competitors to take over the same concept as Tigro Industries. Competitors are always focused to make themselves stronger on the potential market. Tigro Industries has to be careful with this because they have to focus on how they will stay unique. Furthermore, they have to think how to make it more difficult for the competitors to take over their concept. Tigro Industries has all the licenses in a lot of different sectors, they have the expertise, knowledge and experience they need to have to operate in this market. It will be difficult for the competitors to take over the hole concept but when they have the knowledge, expertise to get the licenses they will do it.   
2. Tigro Industries has a good service and quality but the prices are expansive. Especially at this moment with the recession, companies has to make clear what they want to decrease. Most customers choose to stay at Tigro Industries but they don’t follow their contract anymore. They are decreasing in the quantity of storage, sampling, distribution of products. So instead of 300 ton they will be delivering 150 ton. 
3. Both company complexes are situated near to each other. Maybe it would be better for Tigro Industries to have their second company in another city or country. Another city or country offers new possibilities for Tigro Industries like entering a new market with new employees and new potential customers. 



Conclusion
Tigro Industries distinguish themselves because of the many licenses they have for dangerous and non-dangerous chemicals, food, pharmacy, agriculture, cosmetics and the automotive industry. They have their ISO certifications for quality, safety and environment. 
The most important factor for their customers to storage, distribute or sample their products at Tigro Industries is because they have all the licenses they need to have. There are only a few companies with the same licenses just as Tigro Industries. They are unique at this point. Even if a few companies have the same licenses, for example to distribute or storage goods, they might not have the license to blend, formulate, grind, micronise, dry or repacking the goods. Tigro Industries is also offering  the possibility to storage their goods cold, deep-freez  and temperature controlled. Almost everything is possible. 
Even if Tigro Industries has all the licenses, the expertise and the knowledge they need to have to operate in this market, there is always a possibility for the competitors to take over the same concept as Tigro Industries. Competitors are always focused to make themselves stronger on the potential market. Tigro Industries has to be careful with this. They have to focus on how they will stay unique and they have to think how to make it more difficult for the competitors to take over their concept. Luckily, it isn’t that easy to take over the hole concept of Tigro Industries but when they have the possibility, the money, the knowledge and the expertise to get these specific  licenses, they will do it.   


2.2. External Analysis
The external analysis considers the Meso- and the Macro Environment. The Meso Environment includes the buyer analysis and the customer satisfaction research. The Macro Environment explains the DESTEP factors. 
2.2.1. Meso Enviroment 
2.2.1.1 Buyer Analysis
Tigro Industries has a wide range of customers all over the world. Most of their customers are situated in Europe. They are doing most businesses with Belgium, fallowed by Germany, the Netherlands, United Kingdom and France. Appendix 6.2 gives a better view about the customers of Tigro Industries in Europe and the customers all over the world.

Tigro Industries has 21 customers situated in the Netherlands. Most of these customers are in the sector of the chemicals. To get a good impression about the buyers of Tigro Industries, the customers are divided into three categories:

1) Customer A: Using regular the services of Tigro Industries with a high purchase
2) Customer B: Using average the services with a average purchase
3) Customer C: Using sometimes the services  with a low purchase
	Customer A:

M.P.I. Chemie BV  
CPH Chemicals BV 
Vesta Intracon BV  
 Chemtech BV 
 Sappi Maastricht BV 
 Akzo Nobel Functional Chemical 
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	Customer B:

Megatrax Benelux                                          
JPB Logistics BV 
Octa Chemie BV 
Cookson Electronics Assembly 
Rebain International BV 
Intermarc 
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	Customer C:
 
Soylent 
Shin Etsu Silicones Europe BV 
Antonides 
Kommer Biopharm BV 
Van Hees 
Denka International BV 
Rodachem  B.V. 
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[image: ]Locations of the buyers 	 
The largest group of customers are situated in North- Holland. Fallowed by the regions South- Holland, North- Brabant and Utrecht. The rest of the customers are scattered in Friesland, Groningen, Overijssel and Limburg. 

 (
Figure 6. Map of the Netherlands with all the 
buyers of Tigro Industries  colored in green
)To get a good general view about the locations of the customers, figure 6  is showing the places of all the buyers colored in green. How bigger the green dot is, how many customers are situated in that particular place.


2.2.1.2 Customer Satisfaction Survey

To get a good view  about the satisfaction of the Dutch customers, a Customer Satisfaction Survey is needful. With this survey Tigro Industries has a better view if the customers are satisfied with the way of how they are doing businesses with each other. Tigro Industries will find out why the customers have chosen to do business with them, what they think that is good or not good and what can be improved about Tigro Industries, do they have complains about some things and what does they miss in the company?. All these questions are very important for Tigro Industries to know so that they can improve themselves. Tigro Industries has to send this CSS on a regular base to know if the opinion of the customers has changed in a positive way. 

This CSS includes 13 closed questions and has been send to 21 customers in the Netherlands of which 15 customers responded. Appendix 6.3.1 is showing the results of  the customer satisfaction research in the Netherlands. The numbers has been reproduced in per cents. 

Explanation of the results:
· The largest group of customers (79%) are in the chemical branch, fallowed by the pharmacy branch ( 29%)
· These customers make most use of the storage (71%) and sampling (57%)of the products. 
· They have chosen to do business with Tigro Industries because of their good services (57%) and quality (43%)
· According to the customers, Tigro Industries has a good image. They are professional, intern focused, reliable and fast. The average number, the customers has been given to Tigro Industries is between a 7 and 8. 
· Thereby, will 93% of the customers Tigro Industries recommended by others.  


2.2.1.3 competition analysis
There are a few companies in the Netherlands that offer regulatory services. In appendix 6.4 there is a list of competitors in the Netherlands. These competitors are all offer in some way the same services like Tigro Industries but the main focus can be completely different. 

Tigro Industries distinguish themselves because of their large number of licenses. The number of licenses can have a large influence on the competition power. How more licenses a company have, how bigger the competition is. Tigro Industries has got five big competitors, these are  Loodet, Katoen Natie, Dow, Vopak and chemiepack. These five  competitors are offer in some way the same services as Tigro Industries but non of these competitors are totally similar.  

Loodet 
Loodet is a specialist in the storage of hazardous and non- hazardous substances. They can provide the entire logistical process of storage, transshipment and transport for their customers. Loodet can supply a safe storage for the products that complies with the latest statutory requirements relating to environment, fire safety and working conditions. They are also ISO registered.

[image: ]

They are offering the fallowing services:
· Rebanding
· Repacking
· Labeling
· Customization ( making items customer-specific)
· Rush orders

Loodet is certified according to the internationally acknowledged BRC and IFS quality care systems.
-      Import and export declarations and transport documents;
-      Repacking of your goods under customs supervision;
-      Clearing goods for foreign companies (fiscal representation).

Katoen Natie
Katoen Natie is a leader in value-added logistics and high-tech services. They have worldwide 34 terminals in 17  countries. Their worldwide network offers an integrated range of services: logistics, semi-industrial and high-tech operations. Their activities are storage, packaging, distribution, customizing, quality control, assembly, forwarding, customs clearance and transport. They are also carry out design, engineering, implementation and maintenance of entire plants, with or without operational follow-up. 
They are offer integrated, end-to-end service (planning, transport, storage, handling & processing, customs clearance, etc.) in a multicustomer environment, with end-to-end status control and sophisticated yet user-friendly track & trace facilities
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.  


They are offering also the following value adding logistics services for granules/pellets, powders and liquids:
· Blending and mixing.
· Grinding and micronising.
· Packaging and repackagin into all type of packagin materials.
· Flaking and drying.
· Sleving and screening.
· Formulation and compounding.
· Bulk handling and storage, if necessary with inert gas.
· Liquid handling and small packaging.

Dow
The Company delivers a broad range of products and services to customers in around 175 countries, connecting chemistry and innovation with the principles of sustainability to help provide everything from fresh water, food and pharmaceuticals to paints, packaging and personal care products. There products and services are:
· Agricultural and food ( innovative technologies for crop protection, pest, seeds, traits and agricultural biotechnology to serve the worlds growing population)
· Automotive and transportation
· Coating and adhesives (developing quality coating)
· Health and medical ( pharma and biopharmaceutical industry)
· Oil and gas/ chemical processing
Vopak
Vopak is the world’s largest provider of conditioned storage facilities for bulk liquids. Vapak offer a complete storage and transshipment solution at 80 terminals in 32 countries. They can storage liquid or gaseous chemicals, oil products, petrochemicals, biofuels, vegetable oils or liquefied natural gas (LNG). 

Chemiepack 
Chemie-Pack Nederland BV is an industrial company with fifty years’ experience in providing services for the chemical sector. They process and pack chemical products which are exported throughout the globe. Chemie-Pack  can arrange the purchase of the packaging materials and products the customers require. They  take care of the whole transport process, including handling customs formalities.  Their services are employed by companies in the chemical industry, the rubber industry, agriculture and horticulture, offshore supplies, the paint industry, logistical services, shipping and many others. 

They are providing the following services and activities:
· Filling liquids
· Filling powder and granulates
· Mixing powder and liquids
· Air cargo
· Storage
· Assistance with accidents
· Conclusion 
Conclusion
These five competitors are qua volume the biggest leaders of this industry. Most of these competitors are situated all over the world. It is difficult to compare these multinationals with Tigro Industries because Tigro Industries is only situated in Belgium. But even if these competitors are the leaders of this industry, Tigro Industries has to stay focused because these are the competitors they always have to compete with. 
Tigro Industries is active in the sectors of dangerous and non dangerous chemicals, pharma, food, automotive, cosmetic and agriculture, transport. They have all the licenses for  storage (in all temperatures) , sample ( mix, blend, micronise, dry, grind, formulate, labeling) and distribute these products. Non of these competitors are totally the same as Tigro Industries. 
Loodet is active in the sector of hazardous and non hazardous substances, Katoen Natie is active in the automotive, petrochemicals, specialty chemicals, retail goods, customer goods, logistics and engineering. But their main focus is automotive, petrochemicals and logistics. Dow is active in the agricultural, food, automotive, transport, coating, health and medical, gas and oil and chemical processing. Vopak is in the gaseous chemicals, oil products, petrochemicals, biofuels, vegetable oils or liquefied natural gas (LNG). Chemiepack is active in the chemical industry, the rubber industry, agriculture and horticulture, the paint industry and logistical services. 
In conclusion, Katoen Natie is the number one biggest competitor who is the most similar in offering exact the same services like Tigro Industries, they have the most licenses in all the different activities that they are offering. The second biggest competitor is Dow, who is focusing on the same sectors as Tigro Industries and who has also a large number of licenses in all kind of sectors.


Tigro Industries distinguish themselves
Tigro Industries is not only distinguishing themselves by having a large number of licenses of all the different sectors and services they are offering. They  are also distinguishing themselves by having 20 years of experience. They have built up an extensive knowledge in various aspects of safety, environment, quality, transportation, logistics, warehouse supervising etc. Their employees can offer the knowhow as consultant and that way they can guide other companies to optimize their business process. Tigro Industries has the expertise to make their customers feel comfortable. 
Furthermore, they are spending a lot of time for having personal contact with their customers. They choose for a personal approach. In their opinion, making a phone call or having a short meeting solves more than a formal letter of email. At Tigro Industries their customers are not just a number, they want to build up a relationship of trust and to give a maximum satisfaction among their customers. Their focus is to build up a long term relationship. At this moment the customers have been working with Tigro Industries for many many years. By living up to all their agreements, being flexible and delivering just that little bit more, they succeed in keeping their customers for the long term. 


2.2.2 Macro environment
2.2.2.1 DEPEST  Analysis
In the macro environment they mention six factors: Demographical, Economical, Political- legal, Ecological Social and technological. These macro factors can be a opportunity or threat for the activities of Tigro Industries. 

[image: ]Geographic 
Infrastructure 
The economy is in a important way dependent on the infrastructure. Without a good network, employees cannot go to work and suppliers cannot deliver their products on time. 
 (
Figure 7. Infrastructure in the Netherlands
)The infrastructure in the Netherlands is passable even divided. It has 135,000 km roads (most of them are national highways and provincial ways) and 2,800 km railways. South- Holland has the highest network density (5,600m/km2 ), fallowed by Limburg, North-Holland and Utrecht. Flevoland has the lowest network density. 
						      
Economical 
Chemical branche
The chemical industry plays an essential role in 
[image: ]the Dutch economy. This industry indirectly 
contributes 10% to the GDP and is the global leader in sectors such as basic chemistry, food ingredients, coatings and high-performance materials. The industry accounts for 20% of total Dutch exports.

 In 2007, more than 68,000 employees generate a turnover of 50 billion euros a year, which is 3% of the Dutch Gross Domestic Product (GDP). This turnover has continued to grow by between 5% and 6% in recent years. 

Economical recession
In February 2009, the producers trust went down with 2.9 points till a value of - 22.9. This is the lowest level since 1985. 

The entrepreneurs in the industry obtained in December 2008, 16 percent less turnover  than a year before. The average day-production of the Dutch industry was in December more than 
13 percent lower than in December 2007


In January 2009, the turnover in the branches of petroleum, chemicals, rubber- and synthetic industry was strongly lower than in January 2008. The turnover went down  with 36 percent. December 2008 was the worst month for this industry. The turnover and production were strongly lower than in December 2007. The  pharmacy industry obtained in January 2009, 12 percent less turnover than a year before.  			
Political- legal

Safety license
Tigro Industries are obliged to have a safety license. Thereby, they must prepare a safety report because they handle in very large quantities of dangerous chemical substances. The reason for writing this report is because the company or personnel can face a serious accident. In a safety report, Tigro Industries has to  describe the structure of the company and what measures they are taken to reduce and manage the risks. Every five years, or in the event of a major change in a company, Tigro Industries must submit this report to the provincial or municipal government.

Building permit
Tigro Industries wants to build up their own company complex, therefore they need to have a building permit. Tigro Industries has to hand in a request form at the municipality where they want to establish. In the appendix of the request form they have to add a building plan, designs of the company complex and the calculations. The municipality also want to receive from Tigro Industries an  BIBOB form. ( Bevordering integriteitsbeoordelingen door het openbaar bestuur) With this form the municipality can judge if the financing, organization structure and the have a say inside the company are legal. 

The request term of a building permit is maximal 12 weeks. The municipality can extend this term with maximal 6 weeks.  It is also possible to request the building permit in 2 phases. In the first phase the municipality will judge the building plans, are they satisfy on the spatial preconditions, like the development plan? In the second phase the building plans will be tested on the technical requirements of the “Bouwbesluit 2003”. 

On the website www.vrom.nl/bouwregelgeving   its possible to request a building permit. 

Transport license 
Because Tigro Industries has their own transportations, they must register themselves at the SIEV ( Stichting Inschrijving Eigen Vervoer). Tigro Industries has also to request a transport license at the NIWO ( Stichting Nationale en Internationale Wegvervoer organisatie). On may the first, the new law WWG ( Wet wegvervoer goederen) will start. This means that there will be not more regulated than in Europe is prescribed. 

Ecological

Environmental license
Tigro Industries has to have a environment license. This is because they are storage, sample and distribute dangerous chemicals. Tigro Industries are obliged to draft an annual environmental performance report(MJV) and submit it electronically to the Ministry of VROM. This is because Tigro Industries operations could have serious consequences on the environment. In their environmental performance reports, Tigro Industries report their CO2 emission and the amount of waste they have removed and how they respond to complaints about stink and noise.



VROM
The ministry of VROM has changed the environment legislation for the businesses in the Netherlands. The first of January 2008, the twelve national environmental decisions, named as General Measures are replaced by one new national environment decision, namely: The “Activiteitenbesluit”. In this “Activiteitenbesluit” Tigro Industries can find all the information conforming the environmental laws.  

ISO registered 
Tigro Industries is doing business in hole Europe. They are certificated  of  ISO 9001 (quality), 14001 ( safety) and 19001 ( environment) . They are also live up to the legal regulations of countries they are doing business with. In the Netherlands www.Irga.nl can certificate Tigro Industries on the ISO 9001(quality), VHCP (safety, environment and health requirements for chemical companies), VCO ( Safety Checklist Clients) and ATEX Directiva 94/9/EC ( CE norm of explosion safety) 

Social-cultural factors

When Tigro Industries will enter the Dutch market, they have to know how to communicate with the Dutch people, how to behave and also how to lead a business. There are many culture differences between the Dutch and Belgium culture. The most important ones are shown in appendix 6.5, the 5 dimensions of Hofstede. 

	Dimensions of Geert Hofstede

	Dutch culture
	Belgium culture

	· Low power distance
· Individualistic
· Feminine
· Weak uncertainty avoidance
	· High power distance
· Individualistic
· Masculine
· Strong uncertainty avoidance




Low power distance 
Appendix 6.5, ‘low and high power distance’ gives a good view about power distance of all countries. This Figure shows very clear that the Netherlands has a low power distance in contrast with Belgium who has a high power distance. A low power distance means that everybody is equal, no one is more or better than the other. ( boss – employee), you can give your opinion and you can go into discussion with your boss.

Individualistic
Appendix 6.5, ‘individualistic vs collectivistic’ shows that both countries are individualistic. This means that people looking after themselves and their immediate family only, they are I-conscious,  express private opinions and self actualization is important; individual decisions are valued more highly than group decisions. People give priority to the task, low context, explicit, verbal communication. They belong to many specific in groups that they join willingly. There is a strict division between private life and public life/work life, private time and work time. 

Feminine
In Appendix 6.5, ‘feminine vs masculine’ gives a good view about the Dutch feminine culture and the Belgium masculine culture.  Feminine culture means that the people are service oriented. They have a people orientation : Small is beautiful.  Quality of life is more important than winning. Status is less important for showing success. Children learn sympathy for the underdog, the loser. Males can take typically female jobs without being seen as sissy. Caring for others and quality of live are the dominant values in a feminine society. 
For the Belgium people, who has a masculine culture, achievement and success(status) are their most important values. 
Weak uncertainty avoidance
Appendix 6.5, ‘ weak and strong uncertainties avoidance’ shows that the Dutch culture has a weak uncertainty avoidance and the Belgium culture has a strong uncertainty avoidance. The Netherlands has a weak uncertainty avoidance because their live is controlled by making rules, laws, agreements. They have also strict rules to children and there is a structured education. Dutch people are working hard, being punctual and precise. They think like time is money and feelings can be showed. Conflicts and competition are not threatening
Technological
Tigro Industries is constantly looking for new techniques in the field of improvable machines, distribution and infrastructure. They are also looking for new opportunities to make their competition position more solid and to pursuit maximum profit. 
2.2.3. Strategy

2.2.3.1. Porter Five Forces model
A good framework that models the industry is the Five Forces model of Michel Porter. 
By using this model, Tigro Industries will better understand the industry in which they will be operate, by opening a new company complex in the Netherlands. This model gives Tigro Industries a clear impression about their competitors, the power of the buyers and suppliers and the treat of substitutes, products, services and new entrance. 

	
	
	
	
	
	
	

	
	



	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	


Threat of new entrance
The treat of new entrance is average. It is not very high but also not low. Tigro Industries has to be careful with the threat of new entrance because there is a possibility that competitors can copy the concept of them. When they enter this market they have to have expertise employment and all the licenses that is needful to operate in this kind of company. 

Maybe the difficulty to get a license and to find expertise employment will weaken the position of the new entrance. Also the high barriers to enter this market will weaken them off. Business people who are entering this market have to be a specialist and need to have the expertise and knowledge before they can enter this market.
With the economical crisis there are still many people who are starting a business for their own. When they can’t find a job anymore or they are fired they will look for their own business. But the startup costs are very high and at this moment not many people has the ability to start up a new business, thereby the banks will not easily give a mortgage anymore.  The people has to come up with a very good plan before they will get a loan contract. There are also high fixed costs for example machines. 
Buyer power
Tigro Industries is a international company who has customers all over the world. Most of their customers are situated in Europe: Belgium, Germany and the Netherlands. 
Tigro Industries has got several different buyer- groups( abell model page 20) like pharma, food, chemical, cosmetics and automotive companies. 
The buyers of Tigro Industries has got a lot of power. This is because of the economical recession. Almost every company in these buyer- groups has to deal with this recession and they are all economizing.  Especially the chemical branch.  This is not good for Tigro Industries because if every company will reduce their costs in storage, sampling or in transporting less containers, the production of Tigro Industries will also go down.  
At this moment Tigro Industries has a lot of customers who don’t fallow their contract anymore. The companies purchases less volume than they used to do. They will transport instead of 300 containers ,150 containers. Tigro Industries accept the fact that every company has a difficult time and they don’t stick on to the contract of 300 containers because if they will do,  they will lose their customers or the company become bankrupt. The pressure is too high at this moment. Thereby, its also very difficult to find new customers. With this economical recession most customers will stay with the same business partners. They don’t switch over to another company because they are afraid that this company maybe will be bankrupt. At this moment everybody fears for their own company.  
Customers are also very sensitive about prices. When a company offers good quality and services, customers will pay the price but maybe they will be reducing the size of products that has to be transport, storage or sample. This also will be harmful for Tigro Industries.
Threat of substitutes, products and services
At this moment everybody wants to take part of the environment friendly products. They all want to live in a green way for example “groene stroom”. This is also a manner to get customers. Every company sees that this is the present trend and a lot of companies want to join this trend to get more customers. They want the biological way of living. Because of this the need for dangerous chemicals might decrease. In this situation maybe companies don’t want to purchase dangerous chemicals anymore. The already existing product will still be attractive to the customer only the biological part is added to it. 

Even if there are many companies who want it the biological way,  chemicals will always exist and everybody needs them. Tigro Industries don’t have to worry about this because this market will stand for ever. 

Supplier’s power
The suppliers have the power to decide their own fixed price. They can tamper the prices. Tigro industries does not have the influence on this. Because Tigro Industries wants to take their own control about the prices, they does not use suppliers very often.

Rivalry among existing firms
Tigro Industries distinguish themselves from their competitors by delivering good quality and service. The most important factor for Tigro Industries to distinguish themselves is by having a large number of licenses. Not many companies have the same licenses as Tigro Industries. Tigro Industries has direct and indirect competitors but non of these competitors are totally similar as Tigro Industries. Most companies will offer a couple of things like they do but not the hole package. Other companies will do everything the same as Tigro Industries but their services is more expanding than those of Tigro Industries services. 


Most of these companies are situated all over the world and are world leaders of this sector. So it is impossible to compare these companies with each other. Although they are indeed competitors of Tigro Industries. 

This mature industry has a little grow. The companies can only grow by stealing the customers by its competitors. Tigro Industries has to distinguish themselves by being innovative and constantly looking for new techniques and opportunities to make their competition position more solid. The intensive rivalry is at this moment average but Tigro Industries has to be careful with this because competitors always want to be better than their own competitors. 
Conclusion

· The threat of new entrance is average (4,9) 
· The bargaining power of the buyers strong (7,8)
· The threat of substitutes, products and services is low (2,9)
· The bargaining power of suppliers is strong (5,8)
· The intensive rivalry is average (4,9) 

The Porter model has been given a better understanding about the industry in which Tigro Industries will be operating. The strongest power that is shown in this model is the buyer power (7,8). Because of the economical recession buyers have the power to reduce their costs by transporting less containers and storage and sampling less products. When this is happening the production of Tigro Industries will go down. The pressure is very high that the buyers even can’t stick to the signed contract anymore. They will transport in stead of 300 containers only 150 containers. 

The supplier power is the seccond strongest power ( 5,9). This is much lower than the buyer power but it is not less important. The suppliers have the power to decide their own fixed price. Tigro Industries wants to have influence about the price and therefore they does not use suppliers very often. 

The treat of new entrance is average (4,9) Tigro Industries has to be careful with the threat of new entrance because there is a possibility that competitors can copy the concept of them. Maybe the difficulty to get a license and to find expertise employment will weaken the position of the new entrance. Also the high barriers to enter this market will weaken them off. Business people who are entering this market have to be a specialist and need to have the expertise and knowledge before they can enter this market. Also the start up costs are very high and the banks will not easily give a mortgage because of the economical recession. 

The insensitive rivalry is also average (4,9) the explanation of the threat of competitors and how Tigro Industries can distinguish themselves is already described in the competition analysis on page 30.  
The lowest threat is the threat of substitutes, products and services. Tigro Industries don’t have to worry about these threats because there will always stay a need for dangerous and non dangerous chemicals. 

2.2.3.2 MABA Analysis
The ´ Market attractiveness and business assessment´ (MABA) model or McKinsey model analyzes the successfulness to enter attractive markets and the posses to requires business assessment to succeed in those markets. 
For  the market of Tigro Industries services, the market attractiveness varies with the market size, growth, competitive intensity, buyer power, price sensitivity and barriers of entry. The business assessment varies with the image/reputation, knowhow and the communication.  

	
	
	Weight
	Rating 
	Value

	Market attractiveness
	Market size
	0.15
	50
	7.5

	
	Market growth
	0.2
	50
	10

	
	Competitive Intensity
	0.1
	75
	7.5

	
	Buyer power
	0.2
	100
	20

	
	Price sensitivity 
	0.20
	50
	10

	
	Barriers of entry
	0.15
	75
	11.3

	
	Total
	1                                                 
	66.3

	Business assessment   
	Image/ reputation
	0.40
	100
	40

	
	Knowhow
	0.35
	75
	26.3

	
	Communication
	0.25
	50
	12.5

	
	Total
	1
	78.8







	Legenda

	++
+
0
- 
--
	100
75
50
25
0





 (
Table 1. Market attractiveness and business    assessment weight, rating, value
)



Market size
The chemical industry plays an essential role in the Dutch economy. This industry indirectly 
contributes 10% to the GDP and is the global leader in sectors such as basic chemistry, food ingredients, coatings and high-performance materials. The industry accounts for 20% of total Dutch exports.

Market growth
From 2003 till January 2008 there has been a growth of the turnover in the chemical industry. Since January 2008 the turnover went down. In march 2009 the turnover of the chemical industry went down with 30 % in comparison with march 2008. The pharmaceutical industry has had a small turnover growth with almost 1 %. In march 2009 the value of the receiving orders in the chemical industry went also down with 30% and in the pharmaceutical industry the value went down with 6 %. 

In the first quarter of 2009 the value of the receiving orders in the chemical and pharmaceutical industry is almost one-third part smaller than in the same period in 2008. The volume of the average day production of the petroleum, chemical, rubber- and synthetic industry went down with 15%.  In march 2009 the entrepreneurs have had 20% less production than a year before. In foreign countries the production went down with 23% 


	           Business assessment 
                 Strong        Medium     Weak

	Market Attractiveness
Low          Medium      High
          33                66           100
	[image: ]
	
	

	
	
	
	

	
	
	
	

	                 0/100     66               33           0


Competitive-intensity
The Netherlands has got a big market in the chemical industry. There are a lot of different market players divided into different sectors. The competition vary per sector. The competition of the production and sale of the chemical products is very high but companies who are in the services of chemical products is the competition much lower. 

Price sensitivity
 (
Table 2. Market attractiveness and Competitor position of TI on the Dutch market
)Every company tries to survive with the economical recession at this moment. They try to gain customers with their price and quality. The customer will compare the price and quality with other companies as a result that companies has to adapt to the needs of the customers and they are being forced to sell at reduced prices. 
Buyer power
The buyer power is very high. With the economical recession, customers have the ability to deviate from their signed contracts. At this moment the amount of purchase is decreasing. More information is described on page 31 the Porter 5 forces model

Barriers of entry
The barriers of enter the market is high. It is very difficult to enter this market because of the number of licenses, the investments and the high costs. Business people who enter this market has to have the expertise and the knowledge to do business. They have to be specialists. This will weaken the position of new entrance. 
Image/reputation
The image and reputation is in the chemical industry very important. Most customers will go to the familiar companies of which they think are reliable. When a company has a positive image, customers will recommend this company to other business partners. That´s why word to mouth advertisement is very important. 

Knowhow
The knowhow on the Dutch chemical market is very high. Big entrepreneurs like Akzo Nobel, Novartis, Dow and Katoen Natie are one of the chemical branches that people will mention the first when they are operate in the chemical industry. When a customer have to find a chemical company to do business with, they will mention these companies and probably will take contact with them. 

Communication
The communication within the company has to be very good because when customers will recognize that the communication isn´t quite well, it has a big influence on the customer satisfaction. When customers aren´t satisfied about the communication, they will go to find another company to do business with. 




Conclusion 
The maba analysis shows that there is a high market attractiveness and a strong business assessment for Tigro Industries, to succeed on the Dutch market. Table 1 provides the values of the different factors, which varies the market attractiveness( market size, market growth, competitive intensity, buyer power, price sensitivity and barriers of entry) and the business assessment (image/reputation, knowhow and the communication) These values supply the position of Tigro Industries services in table 2. In conclusion, this table shows the high market attractiveness of the market (66,3), which considers an establishment on the Dutch market. The value of the business assessment is very strong (78.8). Table 2 shows the circle in the first square this means that Tigro Industries can enter the Dutch market successfully, the poses to succeed in this market is through good communication, image/reputation and knowhow.   
2.2.3.3 Ansoff Matrix
The outcome of the MABA analysis is the basic principle of the Ansoff Matrix, to describe a right strategy. 
	
	                 Products

	Markets
	
	Current
	New

	
	Current
	Market Penetration
	Product Development

	
	New
	Market Development
	Diversivication


 (
Table 3. Ansoff Matrix- Strategy of TI
)
Tigro Industries has got current products and they are going to enter a current market. In the Netherlands there is already a big market. That’s why the Ansoff model shows the Market penetration. Tigro Industries has to adapt to the present needs of the customers. They has to try to go deeper into the market.  Tigro Industries has to use the strategy that is called ‘Marktverbreding’. It will be interesting for Tigro Industries to focus on the potential customers on this market. To increase the market share Tigro Industries has to adapt their promotion policy. Customers has to know that they are new into this market and they can only do this through promotion.




3. Appendix 3. SWOT Analysis

3.1. SWOT Analysis
As a result, the SWOT analysis with enclosed the confrontation matrix that will summarize all the significant points.   
	
SWOT -ANALYSIS

	Strength
1. ‘Unique’ all in one service system
2. Having all the licenses for distribution, sampling and storage of dangerous chemicals. 
3. Give advise to other companies
4. Central Located  
5. Good infrastructure
6. Having all security measures in the building. 
7. Delivering on time
8. Having regular contact with their customers ( long term relationship) 
	Weaknesess 
1. There is a possibility for the competitors to take over the same concept as Tigro Industries.  
2. The prices of Tigro’s  services are expansive 
3. Both company complexes are situated near to each other.


	Opportunities 
1. Expansion of the assortment 
2. Expansion of the company offers new chances and opportunities. 
3. Entering new market
4. Offer new services to their customers to keep their uniqueness 

	Threats
1. There is a possibility for the competitors to take over the same services as Tigro Industries.  
2. Vulnerable with the recession at this moment
3. Because of the recession customers will short up their costs
4. A new building costs a lot of money and at this moment with the recession it is very difficult to get profit  
5. Growing pressure of the competitors
6. Changing needs and desires of the customers 
7. Entree of new competitors



 (
Figure 10. SWOT Analysis TI
)


3.2. Confrontation matrix
The confrontation matrix is drawn up on the basis of the previous SWOT- Analysis. It shows the position on a certain market. It gives a clear understanding of how the strengths of Tigro Industries could be used to concentrate on the opportunities and defend against threats. It also gives a clear understanding of weaknesses could be strengthen by concentrating on opportunities and defend against threats. 

	
	Opportunities
	Threats

	Strengths
	
	O1
	O2
	O3
	O4
	T1
	T2
	T3
	T4
	T5
	T6
	T7

	
	S1
	++
	++
	++
	++
	--
	+-
	--
	+-
	+-
	+-
	+-

	
	S2
	++
	++
	++
	++
	--
	+-
	--
	+-
	+-
	--
	--

	
	S3
	o
	+
	++
	+
	--
	+-
	--
	+-
	+-
	--
	--

	
	S4
	+
	++
	++
	o
	o
	o
	o
	+
	+-
	o
	--

	
	S5
	+
	++
	++
	++
	o
	o
	o
	+
	+-
	o
	+-

	
	S6
	++
	++
	++
	++
	o
	+-
	+-
	+
	+-
	--
	o

	
	S7
	++
	++
	++
	++
	+
	+-
	+-
	+
	+-
	--
	--

	
	S8
	++
	++
	++
	++
	+
	+
	+-
	+
	+-
	--
	--

	Wks
	W1
	--
	+-
	+-
	+-
	--
	--
	--
	--
	--
	--
	--

	
	W2
	--
	+-
	+-
	+-
	--
	--
	--
	--
	--
	--
	--

	
	W3
	o
	o
	o
	o
	o
	o
	o
	o
	o
	o
	o


 (
Table 4. Confrontation Matrix TI
)

	Legenda

	++
+
- 
- -
O
	Very  favourable 
Favourable 
Less favourable
Not favourable
Has nothing to deal with each other


3.3. Conclusion
There are enough opportunities for Tigro Industries for 
establishing their company complex in the Netherlands. 
O3 Entering a new market shows that they have a lot of strengths for entering this market successfully. This will give Tigro Industries new chances and opportunities. Tigro Industries has to keep their uniqueness by offering new services to their customers. T7 entry of new competitors shows that this is not good for Tigro Industries. When there will be new competitors on the market, it will be more difficult for Tigro Industries to distinguish themselves from their competitors. Tigro Industries their biggest strength is that they have all the licenses they need to sample, storage and distribute dangerous and non dangerous products. There is a possibility that competitors take over the same concept as Tigro Industries but they have to have enough expertise and knowledge will this be happening. 

In conclusion, Tigro Industries has enough strengths and opportunities for entry the Dutch market successfully and to build up a new company complex in the Netherlands. 



4. Appendix 4. Marketing plan

4.1. Marketing objectives 
Tigro Industries has got one company complex in Overpelt that has founded in 1984 and in January 2009 Tigro has opened their second company complex in Lommel, Belgium of 30.000m². The marketing objectives of Tigro Industries on a long term is to expand their company. 
Tigro Industries has the fallowing marketing objectives:
· Tigro Industries want to solid their competition position by opening a new establishment in the Netherlands
· When they have established their company complex in the Netherlands they want to achieve a brake even point in the first year. 
· They also want to make +/- 10/15% profit within 5 years.  

4.2. Marketing Target group
The target group of Tigro Industries are companies on the industrial market, specialized in departments as chemicals, agriculture, food, pharmaceutical, automotive and cosmetics. The target group of Tigro Industries is very large. It can be big companies like Jansen Pharmaceuticals, Novartis or Akzo Nobel but also small companies like Antonides, Kommer Biopharm BV and Van Hees. 
4.3.	Marketing strategy
For establishing a new company complex in the Netherlands, it is important to focus on the marketing strategy. Tigro Industries has to realize this objective by:
· Searching for a good location. This can be found by doing an research in the Netherlands. Which places has enough and available land, good industrial park with all the infrastructure that is needed, the co-operation from the municipality with the safety and environmental licenses and available motivated employment  
· Searching for potential customers. The potential customers are important for  Tigro Industries to know if there is a good market.
· Find out if the expanding is achievable by making an financial plan. What are the costs for leasing or buying a land. Will it give return on a longer term. Tigro Industries has to get profit out of it. 

The strategy will be:
· Tigro Industries wants to achieve a brake even point in the first year. 
· They want to make +/- 10/15% profit within 5 years. They want to achieve in the  second year a profit of +/- 5 %, in the third year they want to make a profit of +/-7%, in the forth year a profit of 9% and in the fifth year a profit of +/- 10/15%. 

This can be realized by having a good central location with good infrastructure so that every customer can easily reach them. They also need to have enough (potential)customers. See appendix 6.4 on page 66. Thereby, they have to hire less employees and focus more on better technologies. Employees are very expensive and with a good technology there can be hired less employment. 


4.4.	Marketing mix
Marketing mix is the combination of elements that Tigro will use to market their service. There are four elements: Product, Place, Price and Promotion. They are called the four Ps of the marketing mix.
Product
The product is to establish a new company complex in the Netherlands. The product has to be satisfy with the fallowing important points:
· Good located ( at a business park not near to peoples houses)
· Safe and thinking of the environment 
· Comply with all licenses and laws 
· With a surface of 30.000 m2
· Between the 20 – 50 employees
· Under its own control/management(architecture) 
·  ISO certificated 

Place
Before its possible to choose a right place to establish a company in the Netherlands there are several important points to focus on, for example:
· Available land/pawns
· Good infrastructure
· Enough available employment
· Co-operation provincial/ municipal government
· Motivation employees
[image: http://www.ruimtexmilieu.nl/images/786_map.jpg]The bases for building a company             
The bases for building a company is to look for  available land. Which places are good to build a company and which are impossible. Where are the nature reserves, the existing buildings, the culture histories and the landscapes. Figure. shows the answers of these questions. 
The color pink shows the best possibilities to build a company complex. The color yellow are reasonable chances but they don’t want to have activities in this area because of the population density. The colors grey, white and black stripes are not good locations to build a company, because of the existing buildings, the nature reserve and culture histoire.  
 (
Figure 11. 
RNMO Chances map for live and work(2008).
)


Analysis Netherlands
Appendix 6.6, ‘Analysis Netherlands’ gives a good view of which places are the best to establish a company in the Netherlands.  This figure is showing that the red stars are the best places to establish a company, the green stars will be an option for establishing and the blue stars are the places where they don’t have to establish a company . 
The best places to establish their company are in Venlo, West-Brabant and Den-Bosch. These places have the best infrastructure, enough available land and employment with the co-operation of the provincial or municipal government. 
With the hand of this figure there is chosen to do a specific research in the fallowing six places: Venlo, Moerdijk, Oss, Den Bosch, Bergen op Zoom and Oosterhout
	
	Venlo
	Moerdijk
	Oss
	Den Bosch
	Bergen op zoom
	Oosterhout 

	Good Infrastructure
	Yes 
	Yes
	Yes
	Yes
	Yes
	Yes

	Available land/ pawns
	Yes 
	Yes
	Yes
	No
	Yes 
	Yes 

	Co-operation provincial/ municipal government
	No
	Yes
	Yes
	No
	No
	No

	Available employment
	Yes
	Yes
	Yes
	Yes
	Yes
	Yes

	Motivation employees 
	Yes
	Yes
	Yes
	Yes
	Yes 
	Yes


 (
Table 5. Brabant analysis
)
There has been take place several telephone conversations with the municipalities of these six places. There has been spoken with the ‘ bedrijvenloket’ of these municipalities . There has been asked the five most important questions, what is shown in table 5. ‘Brabant-Analysis’.  This figure shows very clear that all these six places has a very good infrastructure, available employment and motivated employees. Unfortunately, Den Bosch did not have enough available land to establish a 30.000m2 company complex. Venlo, Den Bosch, Bergen op Zoom and Oosterhout did not want to have a company complex who are doing business in storage, distribute and sample of dangerous chemicals.  This is in their opinion damaging the safety and environment of their region. 
In a conclusion of this research, there are 2 best places to establish for Tigro Industries, namely, Moerdijk and Oss. There has been done an extensive analysis of these two places that will be described fallowing sub chapters: Municipality of Moerdijk and Municipality of Oss. 


Municipality of Moerdijk
Geographical location
[image: ]Moerdijk is the largest municipality in 
the province of North Brabant. Situated in the north west of the West Brabant region. The Moerdijk port and industrial complex is strategically located on the Hollandsch Diep between the international ports of Rotterdam and Antwerp, in the Rhine Scheldt Delta. The Moerdijk port is a seaport that is located the furthest inland in the Netherlands. Moerdijk is approximately 3.5 hours sail from the North Sea inland. The port of Moerdijk has 2,600 hectares gross of industrial and port land divided into thematic sub-parks. In these parks companies with similar interests 
can benefit from each other's products and know-how. 

[image: http://www.rewin.nl/uploaded/IMAGES/kaart/zeeroute.gif]Infrastructure
Ocean-shipping
Moerdijk has an open connection with the North Sea via the Hollandsch Diep, Dortse Kil, Oude Maas and the Nieuwe Waterweg.  Moerdijk is accessible for vessels drawing up to 8.4 metres. An increased drawin in the near future is planned
[image: http://www.rewin.nl/uploaded/IMAGES/kaart/binnenvaart.gif]
Inland-shipping
Moerdijk is situated on the hub of the large European inland shipping courses: the Rhine, the Meuse and Scheldt and midway between the main-ports of Rotterdam and Antwerp. Practically every inland destination in the European hinterland can be accessed from Moerdijk.
[image: http://www.rewin.nl/uploaded/IMAGES/kaart/wegvervoer.gif]

Road-transport
The port and industrial complex is connected to the (inter)national railway network and can be accessed via the highways A16 (Rotterdam–Breda–Antwerp), A59 (Zierikzee–Moerdijk–Den Bosch) and the A17 (Rotterdam–Roosendaal–Antwerp). 
[image: http://www.rewin.nl/uploaded/IMAGES/kaart/spoorwegvervoer.gif]

Rail transport
The port of Moerdijk has a direct connection with the European rail network. Several rail terminals make the rail usage attractive and easily accessible for all users

[image: http://www.havenvanmoerdijk.nl/dynamisch/pagina/pijplmodaliteiten.jpg]   The pipeline
   The national pipeline route runs through the Moerdijk
    port and industrial complex. It connects the ports of 
    Rotterdam, Moerdijk, Zeeland and Antwerp and is 
    further connected to the most important European 
    industrial centres. Large quantities of chemicals can   
    be transported quickly and safely through this 
    underland network of pipelines.


Harbours 
The port of Moerdijk is accessible for ocean-going 
vessels drawing up to 8.4 metres. The port complex comprises five harbours:
1. The Hollandsch Diep Harbour. 
2. The Roode Vaart Harbour. 
3. The Central Harbour Basin. 
4. The Eastern Harbour Basin. 
5. The Western Harbour Basin. 
Establishment Moerdijk 
For this analysis there has been take place several telephone conversations and a qualitative questionnaire meeting with the municipality and the manager of the Commercial/ PR/Communications department  (CPC) of the port authority of Moerdijk. In appendix 6.8, ‘questionnaire municipalities’ there is an overview of the questions that has been asked. The most important facts will be discussed.

Available land
The municipality of Moerdijk gives Tigro Industries the possibility to establish their company at the industrial park, near to the port of Moerdijk. There is enough available land for Tigro Industries. They can establish their company with a surface of 30.000m2. Figure 12 gives an overview of the industrial park in Moerdijk. The area with the orange circle is an option for Tirgro Industries for establishing their company.
[image: http://www.havenvanmoerdijk.nl/dynamisch/pagina/platt._port_handbook5.jpg]











 (
Figure 12. Industrial park Moerdijk, options for establishing
)

Commission for Establishment
There has been take place a meeting with the Commercial/ PR/Communications department  (CPC). The CPC  assist Tigro Industries by providing information about properties for sale or lease or a building plot for long lease. The Commission for Establishment has been formed to see how potential establishments fits in with the Moerdijk Industrial Complex zoning plan. When Tigro Industries decide to establish a company in Moerdijk they have to make an appointment with the Commission for Establishment. 

Advisory committee on (new) establishment
Before Tigro Industries can establish itself in a certain location they must fill in a questionnaire, which provides an insight into its business activities. All agencies who are become involved with the new establishment are represented in the advisory committee for new establishment. They are the Municipality of Moerdijk, the Province of Noord-Brabant, the Directorate General for Public Works and Water Management (RWS), the Brabant Delta Water Board and the Moerdijk Port Authority. 

The advisory committee tests at an early stage requests for advice in the areas of the environment, possible hindrance for the immediate surroundings, spatial planning (zoning plan), Housing Act (planning permission). 

In its assessments, the advisory committee observes the land rent adjustment framework for approval and consent for business establishments, amendments of commercial activities, commercial relocations and the disposal of land. With reference to this investigation, a preliminary report is submitted to the Manager of the Moerdijk Port Authority. On the basis of this advice, a decision will be taken on the sale and/or lease or long-term lease of land.

General conditions and building conditions
· There is only a possibility to lease the land
· The municipality will do an soil pollution before Tigro Industries establish their company complex. 
· Within 2 year Tigro Industries has to build their company. 
· Tigro Industries has to show their designs of the building to the Commission for Establishment. They decide if its possible.  
· More rules for establishing a company are described in the General Conditions on the website www.havenschapvanmoerdijk.nl

Situated companies 
Most of the companies are in the sector of wholesalers and service providers Fallowed by the sector of production, distribution and recycling, transport and storage and the logistics and distribution companies. The port Handbook gives a good overview of all the companies that are situated in the industrial park in Moerdijk. 

The employment and absence to illness
There is enough available employment. The municipality and the port authority of Moerdijk can give educations to people with no work or education. The percentage of the absence due to illness in Moerdijk is 2,49% in 2007. This is below the national average percentage of 4 %. 

Specific licenses 
Tigro Industries has to have all the licenses that are described in the macro analysis, political legal and ecological. For more information about the specific licenses Tigro Industries can go to the V&H loket (Vergunningen- en handhavingloket) of the municipalty of Moerdijk. 



Safety around the park
Companies that are established on the Moerdijk Industrial Complex, as of 1995, are 'obliged' to take part in collective security. This security is organized by the Moerdijk Industrial Complex Security Association (SBIM), in which the Moerdijk Industrial Complex Business Group (BIM), the Municipality of Moerdijk, the Moerdijk Police Team and the Moerdijk Port Authority are participants.

The SBIM carries out preventive security measures and services to prevent risks to the established companies in the areas of criminality and nuisance. The security service operates in a strongly service-oriented manner and aspires to cost reduction for the consumers of the services through efficient performance. 

The safety around the park is very good. During the night the park will be closed. Only people who work their can go in and out. During the day the park will be open. The industrial park will be protected with the camera installations. It is also possible to ask for own camera installations at Tigro Industries for their own security. 

Industrial Complex Business Group (BIM)
Newly established companies can become members of the Moerdijk Industrial Complex Business Group (BIM).This is the commercial association that looks after the interests of the companies established on the Moerdijk port and industrial complex.

Properties for lease
At the industrial park in Moerdijk there are only properties for lease. The lease will be during 25 years. In  24th  year Tigro Industries has to make an appointment with the port authority to discuss about a their new period of time. The maximum for leasing the land will be 99 years. The lease will be € 10,- , € 11,50 per m2 per year. Every year the lease will be higher, this will be shown at the ‘consument index’. The lease will be 6,5% of its value of the land. After 12 years the value of the land will be reconsider. In the 13th year  there will be new chances for Tigro Industries because of the new value. 

For Tigro Industries its possible to sell their company complex. They can alienate from their property but they have to get the agreement of the port authority. There are a couple requirements before Tigro Industries can alienate their property. When this is happening Tigro Industries will give their contract to the new owner. Tigro Industries can only sell their own company complex, the land is the property of the municipality. 

For more information, go to appendix 6.8, municipality of Moerdijk on page 63

Strenghts and weaknesses for establishing a company complex at the industrial park in Moerdijk.
	Strength
	Weaknesses 

	· Co-operation of the municipality and the port authority. 
· The port authority can give Tigro Industries information about the companies who are situated at the industrial park. 
· They can also care for personal contact with Tigro Industries and another company
· There is enough available land
· Posibility for own architecture 
· Central – located
· Open connection with the North sea via the Hollandsch Diep, Dortse Kil, Oude Maas and the Nieuwe Waterweg.
· Situated on the hub of the large European inland shipping courses: the Rhine, the Meuse and Scheldt
· connected to the (inter)national railway network
· accessible via the highways A16 A59 and the A17 
· National pipelines connects the ports of Rotterdam, Moerdijk, Zeeland and Antwerp and is further connected to the most important European industrial centres
· Enough available employments
· Safety around the park with the security service. 
· A great diversity of established companies, whereby related business activities are located in the neighborhood of each other (clustering)
	· There are only properties for lease at the industrial park of Moerdijk
· Every year the lease will be higher
· Tigro Industries cannot sell the land, they can only sell their company complex
· There are a lot of requirements before Tigro Industries can alienate their property.
· Tigro Industries has to get an agreement of the port authority before they can alienate their property. 
· After 12 years the value of the land will be reconsidered 


 (
Figure 13. Strengths and weaknesses for establishing in Moerdijk
)


Municipality of Oss
Geographic Location 
[image: plattegrond 01]Oss is  centrally located and linked to 
national and international economic centres. Oss is also an important infrastructural hub being accessible via road, water and rail. 

Road transport
The industrial parks Oss – harbor and Oss centrum are via the N329 directly linked to main motorways such as the A59 (east-west) and the A50 (north-south). The N329 is at this moment under reconstruction because on the field of environment, energy, infrastructure and the use of space. 

Sea ports
Oss is a short distance from Schiphol, Eindhoven, Niederrhein and Maastricht airports and Antwerp, Rotterdam and Amsterdam sea ports. 

Harbor of Oss
Oss harbour is, next to Moerdijk, the biggest inland harbor in the province of Brabant and is suitable for short-sea links and open to inland shipping and coasters up to 2,500 tons. The container terminal in Oss – the fastest growing in the province - runs regular services to Rotterdam and Antwerp. With a sailing distance of around 100 km, Oss lies centrally between Rijnmond, Scheldermond, Ijmond and the Rhur area in Germany.

Establishment Oss
There has been take place several telephone conversations and a meeting with the municipality of Oss. There has spoken to the account managers of the industrial park in Oss. Appendix 6.8, ‘questionnaire municipalities’ gives an overview of the questions that has been asked to the municipality of Oss.   
Available land
The municipality of Oss gives Tigro Industries the possibility to establish their company at the industrial park that is called ‘De Geer Oost’. The land size is 35 hectares gross and 25 hectares net. There is enough available land for Tigro Industries to establish their company with a surface of 30.000m2.  This industrial park is direct connected with the N329 and also the harbor of Oss is very nearby. 

General conditions and building conditions
· There is only a possibility to buy the land
· The municipality will do an soil pollution before Tigro Industries establish their company complex.  This is included in the contract. 
· Within 2 year Tigro Industries has to build their company. 
· Tigro Industries has to show their designs of the building to the municipality of Oss. They decide if its possible.  
· Tigro Industries has to fill in a form of that is called the ‘Company Establishment’. This form will give the municipality a better view about the activities and possibilities of Tigro Industries. 
· More rules for establishing a company are described in the General Conditions on the website www.oss.nl

Investment Climate
On the economic and employment front the municipality works in close quarters with several
employers’ organizations in Oss: Oss Industriële Kring (OIK), Toekomst in Bedrijven Oss (TiBO) Ondernemers Verbond Oss (OVO). The employers’ organizations organize business in Oss for the municipality and they act as primary discussion partners and advisors for economic policy development.

Situated companies 
At ‘De Geer Oost’ are a lot of pharmaceutical, production and distribution companies. One of the familiar companies that is situated in ‘De Geer Oost’ is the company Organon from Merch Farma

The employment and unemployment figures
The unemployment in the municipality of Oss is higher than the Dutch average unemployment figures. The figures of unemployment people in Oss is at this moment 6,8%. This is a very high percentage. The unemployment is the most under the level of VMBO. 
The quality of the job- market in Oss is:
· MBO en VMBO niveau            70%
· HBO en universitair niveau     23%

The municipality of Oss wants to have 50 fulltime employees per 10.000m2. This means that Tigro Industries has to hire 150 fulltime employees when they have a surface of 30.000m2. 

Specific licenses 
Tigro Industries has to have all the licenses that are described in the macro analysis, political legal and ecological. For more information about the specific licenses Tigro Industries can go to the ‘Gemeente loket’ (Bouwen, milieu en leefomgeving) of the municipality of Moerdijk. 

Safety 
For the safety of the companies at the industrial park there is the SBBO(De Stichting Beveiliging Bedrijventerreinen Oss) The SBBO will care for the alarms at the industrial parks, camera protections, there will be surveillances in and around the industrial parks who are constantly checking the companies. 

For more information, go to appendix 6.9, municipality of Oss on page 67


Strenght and weaknesses for establishing a company complex in Oss
	Strength
	Weaknesses 

	· There is enough available land
· Tigro Industries can buy their own land
· The business park Oss- harbor and Oss – centre are via the N329 direct in connection with the highways A50 and A59 
· Oss is central located, nearby Nijmegen - Den-Bosch, Eindhoven
· Good connection with Germany, Belgium and France. 
· On a short distance there is the airport of Schiphol, Eindhoven, Niederrhein and Maastricht and the harbors of Antwerpen, Rotterdam and Amsterdam
· Inland harbor of Oss is central located between Rijnmond, Scheldemond, IJmond en het Ruhrgebied
· The industrial park will be protected by the SBB
	· The N329 will be next year reconstructed 
· There are daily file problems to Oss. There are a lot of trucks on this road.
· There are road reconstructions at the motorway A2 ( Den- Bosch – Eindhoven)
· The municipality wants to have 50 fulltime employees per 10.000m2 land. 
· 6,8% unemployed people in Oss, this is higher than the average unemployment figures in the Netherlands
· Also the education level in Oss is very low. 70% of the people in Oss have the education level VMBO/MBO


 (
Figure 14. Strengths and weaknesses for establishing in Oss
)






Price 

The prices of the available land will be calculated with a surface of 30.000m2. 

	Industrial park 
	Calculations 
	Total 

	Oss 

De Geer Oost
For Sale
	€128,- per m2 land
+19% BTW

+/- 5 % rent per year


	€ 4.569.600 incl. BTW


€ 228.480

	Moerdijk

Havenschap
Lease
	€ 10,- per m2 land per year
+ 19 % BTW 

+ 6.5 % land value

	€ 357.000 incl. BTW


€ 23.205   


 (
Table 6. The costs of industrial land
)
The industrial land in Oss is for sale. Tigro Industries can buy their own land of a surface of 30.000m2. At the industrial park ‘De Geer Oost’ is enough available land for Tigro Industries to build their own company complex. The costs per m2 available land will be €128,- . 
This means that Tigro Industries has to pay  € 4.569.600 inclusive BTW. When Tigro Industries is going to lend this money from the bank, they also have to pay a +/- 5% rent per year over the borrowed money to the bank. The costs will be around €228.480 per year. 

At the industrial park in Moerdijk there are only properties for lease. The lease will be during 25 years. The maximum for leasing the land will be 99 years. The lease will be € 10,- , € 11,50 per m2 per year. This means that Tigro Industries has to pay € 357.000 inclusive BTW per year. The lease will be 6,5% of its value of the land. This will be a cost of € 23.205 per year. After 12 years the value of the land will be reconsidered. In the 13th year  there will be new chances for Tigro Industries because of the new value. 

	
	Lease
	Sale

	Positive
	· TI has left more capital
· TI can always alienate from their property
· TI can focus more on better technologies and machines.
· They can sell their company complex.
· The port of Moerdijk has enough connections to find another company that can situate in TI company complex. 
	· When TI sell their company, they get all their money back
· Its TI own property, they can decide what they want to do with it. 
· 

	Negative
	· They have to get a agreement of the port authority before they can alienate their property
· The land is property of the municipality. They can not sell the land.
	· It is difficult to lend money at the bank because of the economical recession. 
· TI has to pay every year around €228.480 to the bank. They don’t get this money back
· It will be difficult for TI to sell their
 company complex because only a chemical company can be placed in this company complex. 
· TI has to pay €4.569.600 only for the land. The machines and the building has to add up with the costs. 


 (
Figure 15. Positive and negative points for lease and sale
)

Promotion
[image: ]At this moment Tigro Industries is only using the word to mouth promotion. They don’t do advertisements. When Tigro Industries is opening their new company complex it would be interesting to go to the press and write a par in the paper. There are also a couple of trade papers where a lot of chemical companies advertise in. 
Mostly in the industrial parks their will be given a information magazine about the companies that are situated in that particular park. For example in Moerdijk they have the Port Handbook. This is a magazine that will spread around all the companies that are situated in the port of Moerdijk and the industrial park. Every company can write their own part about their company and there is also a company list with all the company addresses in the back of the handbook. 
 (
Figure 16. Example advertisement in Port Handbook Moerdijk
)[image: ]
Appendix 5. Strategic advice/ recommendations 
Tigro Industries wants to solid their competition position by opening a new company complex in the Netherlands. To achieve this objective, it needs to gain profit and increase the volume of sales. Therefore the marketing objective is to gain 10/15%profit within 5 years. The question is:

 ‘What should Tigro Industries NV have to do to realize the marketing objectives through the activities on the Dutch market.’
The two important sub-questions are: 
· Is it possible for Tigro Industries to establish a company complex in the Netherlands?
· Which area offers the most opportunities for Tigro Industries to establish their company complex?
After analyzing the Netherlands, it became clear that the Netherlands is a very good place for establishing a company that is specialized in dangerous and non dangerous chemicals. The Netherlands has enough available land and industrial parks for the  chemical industry, there is a good infrastructure, enough available and qualified employees and there is a good co-operation with the municipalities in the Netherlands.
Brabant became the best place for establishing a chemical company complex because there is enough available land/pawns, good infrastructure, enough available employment, good co-operation with the provincial/ municipal government and enough available and motivated employees.
In Brabant, there has been done a specific research in the fallowing six places, namely: Venlo, Den bosch, Bergen op Zoom, Oosterhout, Oss and Moerdijk. Out of this research became clear that Den Bosch did not have enough available land to establish a 30.000m2 company complex. Venlo, Den Bosch, Bergen op Zoom and Oosterhout did not want to have a company complex who are doing business in storage, distribute and sample of dangerous chemicals.  This is in their opinion damaging the safety and environment of their region. In a conclusion of this research, there are 2 best places to establish for Tigro Industries, namely, Moerdijk and Oss. These two places have the best infrastructure, enough available land and employment with the co-operation of the provincial or municipal government.
The activities that Tigro Industries wants to have for establishing their 30.000 m2 company complex are:
· Good location( at a business park not near to peoples houses)
· Enough available land, 30.000m2
· Under its own control/ management
· Possibility for its own architecture 
· Good industrial park with safety and security services
· Central- located
· Good infrastructure ( railway, highways, harbor and airports)
· Co-operation from the municipality 
· Available employment 
· Hire  20 – 50 employees 
· Expertise in safety, environmental, building and transport licenses
· Potential customers 
· Financial plan ( costs) 

The industrial park of Moerdijk and Oss has been analyzed with these mentioned activities.
The industrial park of Oss has many of these mentioned activities that Tigro Industries want to have for establishing their company complex, except the fact that:

· The infrastructure is insufficient  because the N329 will be reconstruct next year and at this moment there are road reconstructions at the motorway A2 ( Den- Bosch – Eindhoven)
· There are daily file problems and truck problems to the industrial park in Oss. 
· Tigro Industries can not hire 20-50 employees because the municipality wants to have 50 fulltime employees per 10.000m2 land. This means that they have to hire 150 employees. 
· There are 6,8% unemployed people in Oss. This is higher than the average unemployment figures in the Netherlands. The education level in Oss is also very low. 70% of the people in Oss have the education level VMBO/MBO. This means that Tigro Industries has to educate their new employees.
Tigro Industries has the possibility to buy the industrial land in Oss. The Industrial park ‘De Geer Oost’ is a good place for Tigro Industries to establish. When Tigro Industries will buy the industrial land, the positive points about this will be that they have their own property and they can sell their company complex when they want. The negative points will be that they have to negotiate with the bank account to lend money to finance the land.  The bank account wants to receive +/- 5 % rent per year. It is difficult to finance in this economic recession. The investment of the land is very high. The costs of the building and the machines has to add up with the costs of the land. It also will be difficult for Tigro Industries  to sell their company complex because only a chemical company can be placed in this company complex

The industrial park of Moerdijk has all the activities that Tigro Industries want to have for establishing their company complex, except the fact that:

· The industrial land in Moerdijk is only for lease. They have to get a agreement of the port authority before they can alienate their property
· The land is property of the municipality. They can not sell the land.
· Every year the lease will be higher
· After 12 years the value of the land will be reconsidered
· There are requirements before Tigro Industries can alienate their property

Even if Tigro Industries cannot buy their industrial land in Moerdijk there are a lot of positive points about leasing a land, for example:
· Tigro Industries can always alienate from their property
· They can invest and focus more on better technologies and machines
· They have left more capital
· The port of Moerdijk have enough connections to find another company that can situate in Tigro industries company complex. 
· Tigro Industries cannot sell their land but they can sell their company complex and their machines. 
· The costs for leasing a land are low, when Tigro Industries will stay there for 25 years they will pay in total over these 25 years +/- € 8.925.580 only for the land. When they buy the land in Oss, they will pay € 10.281.600 and they will lose +/-
 € 5.712.000 for the rent that they have to pay to their bank account. 



After analyzing and researching all these important activities for establishing a company complex in the Netherlands, my advice for Tigro Industries would be to establish their company complex in the industrial park of Moerdijk. This industrial park has all the activities they need to operate successfully. 

The recommendations for Tigro Industries will be:
· Take contact with Mr.  Veas, J.G.J.M. Manager commercie/PR/Communicatie  of the Port Authority of Moerdijk and Mrs. Peters, J. Bedrijvencontact functionaris  of the Municipality of Moerdijk.
· Ask Mr. Veas about the advisory committee on (new) establishment. Tigro Industries will get a questionnaire they have to fill in, which provides an insight into its business activities. For more information see page 49. 
· Hand in a request form at the municipality of Moerdijk. In the appendix of the request form Tigro Industries has to add a building plan, designs of the company complex and the calculations. 
· Fill in an BIBOB form. ( Bevordering integriteitsbeoordelingen door het openbaar bestuur) With this form the municipality can judge if the financing, organization structure and the have a say inside the company are legal. For more information Tigro Industries can go to the website www.vrom.nl/bouwregelgeving to request a building permit. 
· Prepare a safety report. In this report Tigro Industries has to  describe the structure of the company and what measures they are taken to reduce and manage the risks. More information see page 33.
· Register at the SIEV ( Stichting Inschrijving Eigen Vervoer) and request a transport license at the NIWO ( Stichting Nationale en Internationale Wegvervoer organisatie). On may the first, the new law WWG ( Wet wegvervoer goederen) will start. This means that there will be not more regulated than in Europe is prescribed. 
· Hand in an annual environmental performance report(MJV) and submit it electronically to the Ministry of VROM. 
· Read the “Activiteitenbesluit”, here they can find all the information conforming the environmental laws.
· Ask Mrs. Peters from the municipality of Moerdijk for more information about the building permit, the transport, environmental and safety licenses.
· Go to www.Irga.nl,  they can certificate Tigro Industries on the ISO 9001(quality), VHCP (safety, environment and health requirements for chemical companies), VCO ( Safety Checklist Clients) and ATEX Directiva 94/9/EC ( CE norm of explosion safety) 
· More rules for establishing a company in Moerdijk are described in the General Conditions on the website www.havenschapvanmoerdijk.nl


[image: Tigro Industries]  	
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6. Facts & Figures  				
6.1. The Organization chart of march 2009 (
Directeur 
Sylvain Moors 
Afd.
Inkoop/verkoop
Sylvie
Afd.
Transport/logistiek 
Christoph 
Afd. 
Boekhouding
Astrid
Afd. 
Documentatie 
Lindsay
Afd. 
Marketing
Afd. productie
Frank
Secretaresse
Astrid 
General manager 
Bart moors
GCM 
8 vrachtwagen-
Chauffeurs 
Ingrid
2 marketing
medewerkers
Receptioniste
Voorraadbeheerder
Eindverantwoordelijke, laat zich informeren en informatie overbrengen nr medewerkers, coördineren, neemt besluiten, overleg intern/extern. Onderhoudt ontwikkelingsproces, vergaderingen, coachen medewerkers, contracten, offertes binnenhalen, klanten, lange termijnrel, Sturing bedrijf, mond tot mond reclame. 
Leidinggevende lommel, geeft advies, informatie overbrengen personeel, overleg intern/extern, vergaderingen, coachen medewerkers, klanten binding, geeft advies, mond tot mond reclame. 
Telefoon, brieven,verslagen, offertes doorvoeren, mailingen, data invoer, klanten bestanden, agendabeheer, inkomende-uitgaande post, notuleren, klanten contacteren, archiveren
Telefoons, klanten ontvangen, administratieve werkzaamheden, gastvrouw, visitekaartje, distributie e-mail fax, tel. Ondersteuning secretariaat, mailingen, data invoer etc. 
Verwerking inkoop, verkoop, planning, nieuwe producten, invoeren van kostreducerende maatregelen voor inkoop, inkoopbeleid, budgettering, kosten, relatiebeheer, administratieve verwerken offertes, contact bedrijven/klanten. Marktontwikkeling, Communicatie met leverancier, alles in orde verloopt, dossier info leveranciers, producten,diensten
Planning transport, wie, wat, waar, hoelaat, wanneer, tijdsplanning, dienstregeling chauffeurs, samenwerken met transporteurs zoals essens. Tariefberekening 
Werkvoorbereiders
Magazijnmedewerkers
Administratiesysteem magazijn, welke goederen waar, je beheert de voorraad, planning, 
) 
6.2  Customers of Tigro Industries in Europe and over the world

6.3 Questionnaire Customer Satisfaction Survey
Klantentevredenheidsonderzoek Tigro Industries NV
Vanuit de Hogeschool van Utrecht doen wij een onderzoek naar de klantentevredenheid van Tigro Industries. Wij hebben hiervoor een kwantitatieve vragenlijst opgesteld. Wij zouden bij dezen graag uw medewerking willen vragen, om een zo goed mogelijk beeld te krijgen van uw ervaringen met de diensten van Tigro Industries.  
Aan de hand van de resultaten die we hieruit verkrijgen kan Tigro Industries de werking op een gerichte manier aanpassen om u in de toekomst nog beter van dienst te zijn.
Het invullen van de enquête zal ongeveer 3 minuten van uw tijd innemen. De resultaten van het onderzoek zullen anoniem worden verwerkt. 
Het aankruisen van meerdere antwoorden is mogelijk.
1. In welke sector bevindt uw bedrijf zich?
1. Chemie
1. Pharma
1. Cosmetica
1. Automotive
1. Voeding
1. Landbouw

1. Van welke diensten maakt u gebruik bij Tigro Industries?
0. Distributie
0. Opslag
0. Behandeling van producten ( van herverpakken tot het mengen van
      producten)
0. ompakken 

1. Hoe vaak per kwartaal maakt u gebruik van Tigro’s Industries diensten?
0. 1 > 2 maal 
0. 3 > 4 maal
0. 5 > 6 maal
0. 7 > 8 maal
0. 8 of meer

1. Op welke manier bent u in aanraking gekomen met Tigro Industries?
0. Via zakenpartners 
0. Via zoekmachines
0. Via bedrijvengids
0. Anders, via …….

1. Waarom heeft u voor de diensten van Tigro Industries gekozen? Zet een kruisje bij één of meerdere vakjes die juist zijn. 
	Kwaliteit
	0

	Prijs
	0

	Imago
	0

	Service
	0

	Bekendheid
	0



1. Hoe beoordeelt u de volgende punten?
	
	Zeer goed
	Goed
	Redelijk
	Slecht
	Zeer slecht

	Samenwerking
	0
	0
	0
	0
	0

	Dienstverlening
	0
	0
	0
	0
	0

	Communicatie
	0
	0
	0
	0
	0

	Betrouwbaarheid
	0
	0
	0
	0
	0

	Betrokkenheid
	0
	0
	0
	0
	0

	Klantgerichtheid
	0
	0
	0
	0
	0

	Flexibiliteit
	0
	0
	0
	0
	0

	Deskundigheid
	0
	0
	0
	0
	0

	Innovativiteit
	0
	0
	0
	0
	0

	Prijs-kwaliteit
	0
	0
	0
	0
	0



1. Bent u tevreden over de dienstverlening van Tigro Industries?
	
	Zeer tevreden
	Tevreden
	Neutraal
	Ontevreden
	Zeer tevreden

	Afhandeling offerte
	
	
	
	
	

	Afhandeling documentatie
	
	
	
	
	

	Levering on time
	
	
	
	
	

	Snelle levering
	
	
	
	
	



1. Welke zaken kan Tigro Industries volgens u aan zijn dienstverlening verbeteren?
1. Hoe vindt u de communicatie verlopen?
	
	Zeer tevreden
	Tevreden
	Neutraal
	Ontevreden
	Zeer ontevreden

	Telefonisch contact
	0
	0
	0
	0
	0

	Schriftelijk contact
	0
	0
	0
	0
	0

	Contact met aanspreekpartner 
	0
	0
	0
	0
	0



1. Vindt u het belangrijk om regelmatig contact te hebben met uw aanspreekpartner?
0. Zeer belangrijk
0. Belangrijk
0. Redelijk belangrijk
0. Onbelangrijk
0. Geheel niet belangrijk

1.  Welk cijfer van 0 -10 geeft u voor het imago van Tigro Industries 
  Professioneel		---	Niet professioneel
  Intern gericht		--- 	Klantgericht
  Snel 			--- 	Traag
  Betrouwbaar		--- 	Onbetrouwbaar 

1. Zult u Tigro Industries bij vrienden/bekenden/zakenpartners aanbevelen?
0. Ja 
0. Nee

1. Doet u verder nog aan opslag bij andere bedrijven?
0. Ja
0. Nee

1. Zijn er mededelingen die u kwijt wilt?

Hartelijk bedankt voor uw medewerking!



6.3.1.  Results Customer Satisfaction Research
[image: ][image: ]

6.4 Potential Customers
	Naambedrijf 
	Sector
	Type bedrijf
	Website
	Telefoonnummer

	3M Pharma Nederland
	Farma
	 Producent medicijnen,voeding
	http://solutions.3mnederland.nl/wps/portal/3M/nl_NL/about2/Our-Company/
	071 5 450 450

	Abbott Nederland 
	Farma
	Producent  producten voor het verhelpen van vernauwende aderen, medicijnen, medische voeding, 
	www.abbottnederland.nl 
	 

	Abbott Logistics B.V. Zwolle 
	Farma
	inkoop, opslag, in- en export, administratie.
	http://www.abbottnederland.nl/abbott-in-nederland/abbott-logistics-bv-zwolle/ 
	038 42 56 500

	ACE Pharmaceuticals
	Farma
	producten medische noodzaaken het maken, verpakken en distribueren van geneesmiddelen voor klinisch onderzoek. 
	http://www.ace-pharm.nl/index.aspx
	036-5227201

	Actelion Nederland
	Biofarmaceutisch
	Ontwikkelen en het op de markt brengen van nieuwe medicijnen
	http://www.actelion.nl/
	034 84 35 950

	Drywood Coatings
	Coating
	 
	http://www.drywood.nl/ 
	31.53.433.44.22

	IGM Resins
	Inks & Coatings
	 
	http://www.igmresins.com/base/profile/organization.asp 
	 

	Intercoatings
	Coating
	Leverancier Poedercoatings
	http://www.intercoatings.nl 
	Jos Smudde 06-13042816, 

	Loa Lak 
	Automotive,
	halffabrikant en/of eindproducten leveren 
	http://www.loalak.nl/  
	 

	Zandleven Groep Holland
	Coatings
	Leverancier van verschillende soorten Coatings
	http://www.zandleven.com/contact-zandleven.nl_NL.html
	31582129545

	Agrichem
	Landbouw
	 formuleren van stoffen voor de gewasbescherming met behulp van waardevolle grondstoffen.
	www.agrichem.nl
	0162-431931

	Zuid-Chemie
	Landbouw
	De kunstmeststoffen die Zuid-Chemie daarvoor produceert bestaan voor het belangrijkste deel uit stikstof, fosfaat, kalium en zwavel.
	http://www.zuidchemie.com/welkom/ 
	31 (0)115 456 000

	Univar Corp
	Chemie
	distributeur chemische producten, farmaceutische- en voedingsmiddelenindustrie 
	http://www.univareurope.com/eu/nl/
	+31 (0)20 585 89 58 

	Alpheios 
	Chemie
	Produceren/ ontwikkelen van schoonmaakmiddelen voor de 'zakelijke' schoonmaakbranche
	http://www.alpheios.nl/ 
	0031(0)45 573 88 88

	Vitro Chemie
	Chemie
	Producent  FPA ELISA, waarschijnlijk net opgestart
	www.vitrochemie.nl 
	 

	Instruchemie B.V.
	Chemie
	Leverancier in Chemicaliën 
	http://www.instruchemie.nl/ 
	0031(0)59 663 48  31

	Alco Chemicals
	Chemie
	reinigings- en onderhoudsproducten, koel- en smeermiddelen én vloercoatings.
	www.alco-chemicals.nl
	077-3590995

	Evonik Carbon Black NL BV
	Chemie 
	 produceert grondstof voor autobanden en andere rubberprodukten 
	http://www.cbnbotlek.nl/
	( 010) 4901800

	Keyser & Mackay 
	Chemie
	distributor of Performance Chemicals 
	www.keysermackey.com
	: +31 20 6263323

	MAVOM 
	Chemie
	productie, marketing en verkoop van hoogwaardige chemische producten voor industriële toepassingen. 
	www.mavom.nl
	0172-436361

	cnschmidt.
	Chemie
	Agent, importeur en distributeur van 
industriële grond- en hulpstoffen en additieven 
	www.cnschmidt.nl/nl/index.html
	020-4106868

	internatio
	Chemie
	marketing, sales and distribution of specialty chemicals, pharmaceuticals and food ingredients
	www.internatio.com
	010-2908600

	Arnold Suhr Netherlands B.V.
	Chemie
	ingredients supply chains for Food & Beverages, Health & 
Personal Care and Chemical products.
	www.arnoldsuhr.com
	+31(30) 248 10 10 

	United Phophorus Limited 
	Chemie
	UPL Industries with a strong technical strength and 
wide range of speciality chemicals is all set to contribute 
in terms of export of its products.  
	http://www.uplonline.com/ 
	010-4725100

	Integrated Chemicals Specialities
	Chemie
	levert grondstoffen voor de chemische industrie. 
	http://www.integratedchemicalstrading.nl/
	+31 (0)252 419020 

	Solvay
	Chemie
	
	http://www.solvay.com/
	31475384888

	Wacker
	Chemie
	silicone and polymer chemistry, specialty and fine chemistry, polysilicon production and semiconductor technologies.
	http://www.wacker.com/cms/en/home/index.jsp
	 +31 75 647-6000

	Chemical Distribution & Trade
	Chemie
	een voorraadhoudende distributeur van chemische- grond en hulpstoffen. 

	www.cdteurope.com
	Tel. 030-8892847

	  Bofimex
	Chemie
	Impregneer middelen, reinigingsproducten, kunstofmortels, etc. 
	 
	T:0162-499575

	Toll Man b.v.
	chemie
	granuleren poeders of mengsels van poeders met verschillende vloeistoffen
	 
	0031 45 5665123

	Schmits Nederland B.V.
	 
	 reinigingsproducten onder 'private label' te produceren.
	 
	31 546 574060

	Basic Pharma Group 
	 
	manufactures pharmaceutical products. 
	www.basicpharma.nl
	+31(0)475-343095 

	Bredox
	chemie 
	verwerker van gevaarlijk afval, metaalhoudende zuren en logen.
	www.bredox.nl
	0495 457901

	CARBOLIM BV
	chemie 
	Produktie van vloeibaar CO2 met oa volgende toepassingen 
	 
	046-426.80.61

	Ciba Specialty Chemicals Maastricht B.V.
	chemie 
	pigmentpreparaten geproduceerd.
Deze worden gebruikt voor de inkleuring van plastics, coatings en inkten.
	www.cibasc.com
	043-3280421

	Helichem B.V.
	 
	Private label producent van een uitgebreid pakket reinigings- en onderhoudsproducten voor industrieel, institutioneel en huishoudelijk gebruik, speciale producten 
	www.helichem.nl
	077-3590999

	INEOS Silicas Netherlands BV
	chemie
	Anorganische produkten. Silikaten/Zeolieten voor wasmiddelen industrie, papierindustrie etc.
	www.ineossilicas.com
	043 409 9470

	Nano Specials BV
	 
	produceert, en verkoopt nano materialen en nano coatings. 
	www.nanospecials.com
	046-4761369





	6.5 Competitors list in the Netherlands                           CONCURRENTIELIJST NEDERLAND

	Naam bedrijf
	Adres
	website
	Uitleg bedrijf

	AD Productions 
	Markweg Zuid 27, 4794 SN, Heijningen
	http://www.adinternationalbv.com/
	De meng- en opslagfaciliteiten van AD Productions 
BV voldoen aan de CPR 15-2 richtlijnen.Wij 
kunnen het gehele traject van voorraadbewaking, 
inkoop, verzending (rechtstreeks naar uw klant met 
uw labels) en tracking & tracing van u overnemen. 
AD Productions is gespecialiseerd in het formuleren en mengen van chemicaliën voor derde partijen
 

	Conlac
	Ekkersrijt 1301        5692 AJ, Son
	www.conlac.nl
	Het bedrijf ontwikkelde zich tot een landelijke
 chemicaliengroothandel. Ook voert zij chemische 
specialiteiten voor de farmaceutische- en levensmiddelenindustrie. Opslag, mengen/afvullen, logistiek. Gevaarlijke/ongevaarlijke
.

	Oostvogels Distributie BV
	Industrieterrein Hazeldonk 6252-6254
4836 LG Breda
	www.oostvogels.nl
	transport en distributie haven, wegen.  opslag in racking, bulkopslag,droge silo opslag, liquid silo opslag,  ADR opslag,douaneloods opslag/herverpakken, labellen,identificeren,gevaarlijke stoffen opslag.

	BLEKOCHEMIE
	Het Lentfert 3
7547SN, Enschede
	www.blekochemie.nl
	afvullen en veilig verpakken van automotive producten, huishoudchemicaliën, oplosmiddelen en reinigingsproducten. Eigen transport,food,mengen,labellen,

	
CALDIC
	 Caldic B.V.
Blaak 22, 3011 TA Rotterdam
P.O. Box 21122, 3001 AC Rotterdam
	www.caldic.com/
	distributor of chemicals. Customized processing activities. We offer a broad range of customized processing services like storage mixing, blending and packagingFood products and ingredients
Next to chemical products, Caldic is one of Europe's main importers and suppliers of food products and ingredients on the European market.

	
	
	
	

	Vopak Logistics Services NV 
	wouter roland                     
Rotterdam 
	 
	opslag, distributie en communicatie

	[image: View map]
Loodet 
	4836 LK   Breda
Hazeldonk 6803
	[image: ][image: ]
www.loodet.com
	Brandbaar gas, Niet brandbaar en niet giftig gas, Giftig gas 
,Brandgevaarlijke vloeistoffen,Brandgevaarlijke vaste stoffen, Voor zelfontbranding vatbare stoffen,Oxiderende stoffen, Organische producten,Giftige stoffen ,Bijtende stoffenOverige (milieu)gevaarlijke stoffen 

	chemiepack
	Chemie-Pack Nederland BVPostadres: 
Postbus 29 
4780 AA Moerdijk
	www.chemiepack.nl
	Wij bewerken en verpakken , afvullen chemische producten, die hun weg vinden over de gehele wereld. Nieuwe vestiging geopend roosendaal.

	Katoen natie 
	Hoek , terneuzen
	
	Ze zijn actief in de automotive, petrochemie, specialty chemicaliën,retail goederen, consumptiegoederen, logistiek en engineering. Zij concentreren zich voornamelijk op logistiek, automotive en petrochemie. Wereldwijd 85 vestigingen in meer dan 22 landen.Zij doen : mengen, malen, mixen, micro, ompak, schilferen, drogen, zeven, screenen, formulatie, opslag. Hebben eigen distributie

	Dow
	 
	www.dow.nl
	 

	Cutom Powders BV
	Grasbeend 10, 5705 DG Helmond
	www.custompowder.nl
	Poederbewerking, levensmiddelen, chemidsche wasmiddelen, veteriniane, plasticadditieven, cosmetische industries. (coaten, zeven, mengen, drogen, malen)




6.6 [image: ]Dimensions of Geert Hofstede
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6.7 Analysis Netherlands
Venlo 					
[image: ]Beschikbaarheid grond/panden + -
Aanwezigheid goede infrastructuur +
Bereikbaarheid logistieke knooppunten + +
Medewerking overheid/gemeenten + +
Beschikbaarheid personeel/opleidingen + +
Inzetbaarheid/motivatie medewerkers + -

West brabant ( moerdijk, Breda en roosendaal)
Beschikbaarheid grond/panden + +
Aanwezigheid goede infrastructuur + +
Bereikbaarheid logistieke knooppunten +
Medewerking overheid/gemeenten + -
Beschikbaarheid personeel/opleidingen +
Inzetbaarheid/motivatie medewerkers + -

Den bosch-tilburg 
Beschikbaarheid grond/panden +
Aanwezigheid goede infrastructuur + +
Bereikbaarheid logistieke knooppunten + -
Medewerking overheid/gemeenten + -
Beschikbaarheid personeel/opleidingen +
Inzetbaarheid/motivatie medewerkers +

Eindhoven – Helmond
Beschikbaarheid grond/panden -
Aanwezigheid goede infrastructuur +
Bereikbaarheid logistieke knooppunten +
Medewerking overheid/gemeenten -
Beschikbaarheid personeel/opleidingen + +
Inzetbaarheid/motivatie medewerkers +

Arnhem – Nijmegen
Beschikbaarheid grond/panden + -
Aanwezigheid goede infrastructuur +
Bereikbaarheid logistieke knooppunten + +
Medewerking overheid/gemeenten -
Beschikbaarheid personeel/opleidingen +
Inzetbaarheid/motivatie medewerkers - -


	
Rotterdam-rijnmond
Beschikbaarheid grond/panden - -
Aanwezigheid goede infrastructuur + +
Bereikbaarheid logistieke knooppunten - -
Medewerking overheid/gemeenten -
Beschikbaarheid personeel/opleidingen + +
Inzetbaarheid/motivatie medewerkers –

Almere – zeewolde
Beschikbaarheid grond/panden +
Aanwezigheid goede infrastructuur - -
Bereikbaarheid logistieke knooppunten + -
Medewerking overheid/gemeenten + +
Beschikbaarheid personeel/opleidingen -
Inzetbaarheid/motivatie medewerkers - -

Schiphol
Beschikbaarheid grond/panden -
Aanwezigheid goede infrastructuur +
Bereikbaarheid logistieke knooppunten -
Medewerking overheid/gemeenten -
Beschikbaarheid personeel/opleidingen +
Inzetbaarheid/motivatie medewerkers –

Heerenveen
Beschikbaarheid grond/panden +
Aanwezigheid goede infrastructuur + -
Bereikbaarheid logistieke knooppunten + -
Medewerking overheid/gemeenten -
Beschikbaarheid personeel/opleidingen + -
Inzetbaarheid/motivatie medewerkers –

Zwolle – Hoogeveen
Beschikbaarheid grond/panden -
Aanwezigheid goede infrastructuur - -
Bereikbaarheid logistieke knooppunten -
Medewerking overheid/gemeenten -
Beschikbaarheid personeel/opleidingen +
Inzetbaarheid/motivatie medewerkers +


	Europoort-maasvlakte
Beschikbaarheid grond/panden - -
Aanwezigheid goede infrastructuur + +
Bereikbaarheid logistieke knooppunten - -
Medewerking overheid/gemeenten - -
Beschikbaarheid personeel/opleidingen - -
Inzetbaarheid/motivatie medewerkers - -

Amsterdam Haven
Beschikbaarheid grond/panden - -
Aanwezigheid goede infrastructuur -
Bereikbaarheid logistieke knooppunten -
Medewerking overheid/gemeenten +
Beschikbaarheid personeel/opleidingen +
Inzetbaarheid/motivatie medewerkers - -

Hengelo-enschede
Beschikbaarheid grond/panden - -
Aanwezigheid goede infrastructuur -
Bereikbaarheid logistieke knooppunten -
Medewerking overheid/gemeenten - -
Beschikbaarheid personeel/opleidingen -
Inzetbaarheid/motivatie medewerkers +

Utrecht-veenendaal
Beschikbaarheid grond/panden - -
Aanwezigheid goede infrastructuur -
Bereikbaarheid logistieke knooppunten - -
Medewerking overheid/gemeenten - -
Beschikbaarheid personeel/opleidingen +
Inzetbaarheid/motivatie medewerkers +


Vlissingen – Terneuzen
Beschikbaarheid grond/panden - -
Aanwezigheid goede infrastructuur - -
Bereikbaarheid logistieke knooppunten -
Medewerking overheid/gemeenten - -
Beschikbaarheid personeel/opleidingen -
Inzetbaarheid/motivatie medewerkers  -
	Den haag-westland	
Beschikbaarheid grond/panden - -
Aanwezigheid goede infrastructuur -
Bereikbaarheid logistieke knooppunten - -
Medewerking overheid/gemeenten - -
Beschikbaarheid personeel/opleidingen + -
Inzetbaarheid/motivatie medewerkers -




	6.8 Questionnaire municipalities
Kwalitatieve vragenlijst aan gemeentes


	Mogelijkheid voor bouwen van bedrijf dat doet aan opslag, overslag, distributie en behandeling van gevaarlijke chemicaliën? (klasse 1 mogelijk hinderlijk bedrijf)
	

	Zo ja, welk bedrijventerrein  is voor dit type bedrijf geschikt?
	

	Is er voldoende beschikbare ruimte/ grond (3ha oppervlakte te vestigen)?
	

	Is er een zuiverbodem test uitgevoerd? Zijn de gronden niet vervuilt?
	

	Is er een mogelijkheid voor eigen bouw en architectuur?
	

	Wat zijn de algemene voorwaarden voor het vestigen van een bedrijfspand?
	

	Wat voor soort type bedrijven zijn vooral gevestigd op dit bedrijventerrein?
	

	
	

	Hoe is de ligging van het bedrijventerrein (infrastructuur, omgeving woongebied)?
	

	Is er een mogelijkheid om het schip aan te meren?
	

	Hoe is de bereikbaarheid van en naar het bedrijventerrein? (files, knelpunten, veel vrachtverkeer)
	

	Is er een mobiliteitsplan aanwezig? (strikte regels qua ingang en uitrij mogelijkheden en aan en afvoer van vrachtwagens)
	


	
	

	Welke gemeentelijke vergunningen dienen er worden aangevraagd?
	

	Moet er een veiligheid/milieurapport worden ingeleverd bij de gemeente? Ministerie van Vrom
	

	Wat moet er in dit rapport vermeld worden en na hoeveel jaar moet dit rapport herhaald worden?
	

	Moet de bouwvergunning worden aangevraagd bij de gemeente? (bouwplan, tekeningen en berekeningen)
	

	Hoelang duurt een aanvraagtermijn voor een bouwvergunning?
	

	SIEV (Stichting Inschrijving Eigen Vervoer)welke voorwaarden gelden er nog meer bij transport?
	


	Aan welke eisen moet het bedrijf voldoen?( Veiligheid, milieu)

	

	
	

	Welke bouwvoorwaarden gelden er? (qua hoogte, kleur, ingang, schuiminstallaties tripple F voor gevaarlijke stoffen)
	


	
	

	Welke subsidies worden er door de staat vrijgegeven?
	

	
	

	Geldt er een regel  van aantal werknemers per m2 grond?
	

	Heeft u een beeld van de werkeloosheid binnen de gemeente ?
	

	Onder welk niveau speelt het meeste de werkeloosheid? (mbo/hbo)
	

	
	

	Wat zijn de kosten per m2 grond?
	

	Hoeveel jaar geldt het erfpacht?
	

	Wat zijn de huurkosten per maand?
	

	Is er een oplopend bedrag of blijft het bedrag constant?
	

	Is er de mogelijkheid om verlenging aan te vragen?
	

	Is het mogelijk om het erfpacht af te kopen?
	

	Kan Tigro Industries het pand verkopen?
	

	Wat zijn de voordelen aan erfpacht i.p.v. het kopen van de grond?
	



6.9 Municipality of Moerdijk 
6.9.1 Questionnaire Moerdijk
Vragenlijst voor nieuw te vestigen bedrijven op industrieterrein Moerdijk.

N.a.w. gegevens Bedrijf:
Naam			: ……Tigro Industries ..……………..
Adres			: ……Europalaan 39………………..
Postcode		: ……3900 Overpelt………………..
Woonplaats		: ……Belgie..…………………………..
Contactpersoon		: ……C. Crane…………….……..
Telefoonnummer	: ……06-42678282………………..
Faxnummer		: ………………………………………..
E-mail adres		: ……carlijn.crane@tigro.com…..

2.	Te wensen perceeloppervlakte :
	3 ha.
	Dient de locatie watergebonden te zijn:   X ja 			0 neen
	Indien ja, geschatte overslagcapaciteit op jaarbasis:
	Zeevaart: …opstartfase ……………….…………..
	Binnenvaart: ……idem……………………………….
	Dient de locatie spoorgebonden te zijn: ja / neen

3. Wat is de aard van de locatiebeslissing:
X   eerste vestiging binnen Nederland
Een bedrijfsuitbreiding binnen Nederland door middel van een nieuwe locatie elders in Nederland.
Een vestigingsverplaatsing binnen Nederland, namelijk van …..……. naar ……………..
Anders, namelijk ………………………………………………………………………………

4.	Heeft u meerdere steden/havens overwogen in uw zoektocht naar een nieuwe locatie?
	X	 ja						0 neen
Zo ja, welke andere steden/havens waren betrokken bij de uiteindelijke keuze voor een nieuwe vestigingsplaats?
	0 ……Oss, Venlo, Den Bosch, Bergen op Zoom en Oosterhout…..

5.	Wat is/wordt de omvang van u nieuwe vestiging in aantal fte (fulltime eenheden) en aantal medewerkers?
	Aantal fte bij de start: ………………………………………..
	Aantal medewerkers bij de start: +/- 20 – 50 medewerkers

6.	Wat zijn de belangrijkste activiteiten van uw vestiging?
Opslag, overslag, behandeling en distributie van gevaarlijke en ongevaarlijke chemicaliën, Farmacie, Landbouw, Voeding, Cosmetica en Automotive

7.	Milieucategorie: …klasse 3,4,5, 6,7, 9…………………..

8.	Op welke termijn wenst u een nieuwe locatie te betrekken?: …Havenschap Moerdijk
9.	Bijzonderheden:
	……………………………………………………………………………………………………
	……………………………………………………………………………………………………

10.Datum………………………………..Ondertekening………………………………………… 

Formulier retourneren aan: Havenschap Moerdijk, t.a.v. K. van Kerckhof, telefaxnummer: 
0168 - 38 88 99 of per e-mail kk@havenschapmoerdijk.nl


6.9.2 Described meeting Moerdijk
Havenschap Moerdijk
Datum 	:	 8 mei 2009
Tijd		:	10.00 uur
Aanwezigen 	:	Gemeente Moerdijk
			Mevr. Peters ( Bedrijvencontactfunctionaris)
			Havenschap Moerdijk
			Dhr. Vaes
			Manager commercie/PR/Communicatie 


Uitwerking gesprek

Dhr Vaes vertelde over de geschikte ligging, goede infrastructuur over de weg, het water, trein en pijplijn in het havenschap. Hij liet een kaart van het havenschap zien en vertelde welke plek geschikt zou kunnen zijn voor Tigro Industries om zich daar te vestigen. 

Dhr Veas en Mevr. Peters gaven aan welke bedrijven er op het hele havenschap gevestigd waren en wat zij precies deden. Ze gaven aan dat zij ook voor onderlinge contacten konden zorgen tussen TI en andere bedrijven die gevestigd zijn op het havenschap Moerdijk. Zij willen er namelijk voor zorgen dat de bedrijven met elkaar samen gaan werken. Het havenschap is onderverdeeld in clusters zodat er een duidelijk overzicht is waar welk bedrijf zich kan vestigen. TI komt in de chemie cluster terecht dichtbij de haven en tegenover de spoorlijn. 

Mevrouw Peters informeerde mij over de vergunningen en wetgevingen binnen de gemeente. Deze zijn hetzelfde als de nationale vergunningen in Nederland. Wanneer TI besluit om zich in Moerdijk te vestigen zullen zij door worden verwezen naar de Commissie Vestiging Moerdijk. Zij zullen aan TI vragen om een bouwplan met tekeningen en calculaties te maken. Hierin zullen ook de milieucategorieën en veiligheidsvoorwaarden beschreven worden. Wanneer alles op papier wordt overhandigd aan het CVM zullen zij om de tafel gaan zitten en kijken of de bouw uitgevoerd kan worden. Hierbij moet gedacht worden aan de kleur, welke kant de ingang moet komen, de hoogte, aan en afvoer van de vrachtwagens etc. 

De algemene voorwaarden voor het bouwen van een pand is dat de grond als erfpacht gehuurd moet worden. Binnen 2 jaar moet het pand gevestigd zijn en het bodemonderzoek zal door de gemeente zelf worden uitgevoerd. Er geldt geen voorwaarden voor hoeveelheid werknemers per m2 grond. TI kan zelf bepalen hoeveel medewerkers zij in dienst neemt. De werkeloosheid in Moerdijk ligt onder het gemiddelde in Nederland. Er is voldoende werkgelegenheid en het opleidingsniveau is hoog. 

De erfpacht kan afgesloten worden met een contract van 25 jaar. In jaar 24 zal er een overleg plaatsvinden of het erfpacht verlengd gaat worden. De kosten bedragen tussen de 
€ 10,- en € 11,50 per m2 per jaar. In jaar 12 zal de grondwaarde opnieuw herzien worden. De nieuwe grondwaarde zal dan in rekening worden gebracht. De erfpacht zal ook jaarlijks verhoogd worden. Dit wordt vermeld op de consumenten index. Dit betreft 6,5% van de grondwaarde. Wanneer TI zijn pand wil verkopen dan kan dat, zij krijgt dan alleen geld voor het pand, de grond blijft in de handen van de gemeente. Als eerste zal er toestemming gevraagd moeten worden aan het havenschap. Zij moeten namelijk voldoen aan een aantal toestemmingseisen. Daarna zal het gehele contract worden overgedragen aan het desbetreffende persoon. 



6.9.3 Facts and Figures Moerdijk

Industrieterrein Havenschap Moerdijk
[image: http://www.rewin.nl/uploaded/IMAGES/industrieterreinen/moerdijk/moerdijk%20nieuw%20goed%20kopie.jpg]
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De arbeidsmarkt en bedrijvigheid in Moerdijk
	Arbeidsmarkt
	 Moerdijk   
	 Brabant 

	Werkgelegenheid
	17.920
	1.138.010

	Beroepsbevolking(raming)
	16.612
	1.126.641

	Werkloosheid (NWW)
	1.035
	94.042

	Bruto participatiegraad
	66,8
	69,0

	Werkloosheidspercentage
	6,2
	8,3

	Werkgelegenheidsfunctie
	1,1
	1,0

	Bedrijvigheid
	 
	 

	Aantal bedrijfsvestigingen
	2.480
	143.870

	Voorraad bedrijventerrein (ha netto)
	1.417
	12.311
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6.10 Municipality Oss
6.10.1 Described meeting Oss

Gemeente Oss

Datum		:	11 mei 2009
Tijd		:	16.00 uur
Aanwezigen	:	Gemeente Oss
			Accountmanagers ondernemerszaken
			Dhr. Brands
			Dhr. Hermans
		
Uitwerking gesprek
Aan het begin van het gesprek heb ik verteld wat TI doet, wat haar diensten zijn en in welke sectoren zij zich bevinden. Ik heb uitgelegd waar TI naar op zoek is, namelijk: 30.000 m2 grond, een goede infrastructuur en ligging, eigen bouw en architectuur en dat het aantal werknemers tussen de 20 en 50 zal zijn. 
Tijdens het gesprek kwam naar voren dat er nog een oude meubelzaak leeg stond en dat TI zich daarin zou kunnen vestigen. I.v.m. de veiligheidsvoorschriften is dit helaas niet mogelijk omdat TI met ontplofbare producten werkt en het hele pand aangepast moet worden.  Dit zal teveel kosten met zich meebrengen. Daarna hebben wij gesproken over het bedrijventerrein “De Geer”. Hier is voldoende ruimte beschikbaar voor TI om zich te vestigen. De milieucategorie op deze plaats is 3 en 4. De gemeente zal gaan onderzoeken of het voor TI mogelijk is om zich daar te kunnen vestigen. 
De infrastructuur in Oss is zeer goed. Er is een groot havengebied, voldoende wegen en er is een spoorlijn. Wanneer TI zich zal vestigen in De Geer dan zal de haven op zo’n 1,5 km afstand liggen. Dit zou ideaal zijn voor TI. Zij kan haar schepen daar aanmeren en de containers vervoeren naar haar bedrijf. 
De vergunningen en wetgevingen blijven hetzelfde als de nationale vergunningen in Nederland. Deze kunnen aangevraagd worden bij het ondernemersloket in de gemeente Oss. Ook dient er een bouwplan met tekeningen en calculaties ingeleverd te worden zodat er een duidelijk beeld geschetst kan worden van de mogelijkheden voor de bouw in Oss. TI moet zich wel houden aan de bouwvoorwaarden qua kleur, hoogte van het gebouw en het af en aanrijden van vrachtwagens etc. 
In Oss geldt de regel dat er per 10.000m2, 50 fte’s(fulltime eenheden) in dienst genomen moeten worden. Dit betekent dat TI 150 fte’s in dienst zou moeten nemen. De werkeloosheid in Oss is boven het gemiddelde van Nederland namelijk 6,8 % daarbij is het opleidingsniveau erg laag, 70 % heeft vmbo en mbo als opleidingsniveau. 
Er is mij een intakeformulier van bedrijfshuisvesting overhandigd. Hierin stelt de gemeente een aantal vragen die zij moet weten om een beter beeld te krijgen van de activiteiten en plannen die TI wil gaan uitvoeren. Wanneer dit formulier is ingevuld en opgestuurd naar de gemeente zullen zij onderzoeken of het mogelijk is voor TI  zich in Oss te vestigen en welke plek dan het meest geschikt is voor haar activiteiten. 


6.10.2 Land Prices of Industrial parks
[image: ]


6.10.3 Facts and Figures Oss
Bedrijventerrein Oss
	Position in Brabant 7th city


	Population
	76.324

	Working population
	35.040

	People working in Oss
	38.300

	Houses
	31.000

	Area
	10.000 hectares

	Industrial/commercial area
	507 hectares

	Businesses 
	4,790

	Proportion of employment in industry
	28,6%

	Oss harbor annually
	

	Bulk transport shipping
	2.111

	Total amount of ships
	2.471

	Full containers per ship
	12.373

	Train stations (intercity/goods)
	3






6.11  Environment Categories 
Dit is een onderverdeling van de milieucategorieën. Tigro Industries heeft milieucategorie klassen 3,4,5,6,7en 9
	[image: http://users.telenet.be/adr_transport/adr/images/1px.gif]
	 Milieu categorieën in klasse onderverdeeld  

	Klasse 1:
	Ontplofbare stoffen en voorwerpen

	Klasse 2:
	De gassen 

	Klasse 3:
	Brandbare vloeistoffen 

	Klasse 4.1:
	Brandbare vaste stoffen, zelfontledende stoffen en vaste ontplofbare stoffen in niet explosieve toestand 

	Klasse 4.2:
	Voor zelfontbranding vatbare (pyrofore) stoffen 

	Klasse 4.3:
	Stoffen die in contact met water brandbare gassen ontwikkelen  

	Klasse 5.1:
	Oxiderende stoffen 

	Klasse 5.2:
	Organische peroxides 

	Klasse 6.1:
	Giftige stoffen  

	Klasse 6.2:
	Infectueuze (besmettelijke) stoffen 

	Klasse 7:
	Radioactieve stoffen

	Klasse 8:
	Corrosieve (bijtende) stoffen 

	Klasse 9:
	Diverse gevaarlijke stoffen en voorwerpen














 

Industrie competitors

    Rivalry among existing firms


Threat of new entrance


Threat of substitutes products and service


Bargaining of suppliers


Bargaining power of buyers
















Customers of TI in Europe
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Customers TI over the world
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