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Our Company Background

Rhine Ruhr Pty Ltd was established in Australia in
1986 to service the oil/gas, petrochemical and
energy sectors.

We are a 100% Australian owned small business
which directly employs 15 skilled people in Sunshine,
Victoria.

We design and supply column Internals.

Our equipment has been exported to over 20
countries world wide.

We won the 2008 Governor of Victoria Export Award
and the 2008 Australian Export Award in the
category of small to medium services.



Distillation Trays

Product Examples

Valve trays have steadily replaced the traditional
bubble cap and sieve trays that were once considered
the work horses of the column internals industry.
Providing a lower cost solution or operating more
efficiently over a greater operating range, they have
become an indusiry standard for those separations
demanding tray technology.

Rhine Ruly have been designing and supplying cur
Dyna™ range of distiletian trays or (e past 15

years. Thesz bays are designed using our own in
ouse programs, which g 2 full ydraue outpul

o the Incivaiual cases considered. The Final design

is optimused from both a cost and operational goint
‘of viaw. The oatimun siye of vabves, from a venuri
cage vaie for 2 kow pressure drop 1o a mini fied v
for maximum periormance, cen be specified by our
‘experienced design engineers.

Our supply basis for tays can be dhided into the three
following categories.

Supply of new trays for
a brand new
column

Rhine Ruhr has exansie
experience in the supply of rays

Replacement of existing trays
on a like for like basis

Rhine Ruihr can supply a partal o ful replscemert of
xisiing distilation trays. This usually occurs during
rauline mainienance. We suply Rfine Rahr designed
tray that At up 1o existing Support structures and
‘operlz Menlicaly 10 the presious squipment, We
oifer equbialent vale ard identcal douncomer sizng
o ensure identical column operafion_

with 2 Jor brand
w’ e eolumns W take extra care in the
5 Iayout and the design of the vapour and luid

inlefs lo ensure that maximum performance
s achieved, The infernal s

Our ‘et 2lsa o the emergency
sifuation where, 35 2 resut of 2n unscheduled
breakdown, replacement trays can b drawn 2nd
manufactured in 2 very short time Fame.

considered carelully o ensure Rl comakance.
wilh the required spacifications as well 3¢ B Gasign
thal is reasanable Io install, &

Our are experts a taking 8
theseelical design and ewioping a fll e

slsa be given i the ray decign 1o allow fof instaliation
i a horzontal postion atowing for 3 reduced onste
instaitation penod
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for new operating conditions
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Rhine Ruhr distillation trays

Dyna-Valve™

o Fobust design i reduce vahe loss

* Incorporated antisolation festuee

+ Design for quick st replacement.

« Fired orientation for masieam lundown

+ Varous vehve leg lengths

Mini Dyna-Valve™

* High capacil aberriaie 1o Dyna Valves™

Type 'C” Valve

o Tractional 3 leg design

= Typically suppbied a5 equivlent replacement spares.
for pasting s
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+ Unicue high sirengh cage foture.

Cage Vorturl

+ High strengh coge finture wilh reduced pressure
drap, compared |0 a stansdard cage vale

Mini Fixed Vaives

= High capacty bays with no moving parts

* High resistance 1o fouling
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Rhine Ruhr’s Market

We sell to an industry that has global engineering
standards and global methods of best practice :
The Oil/Gas/Petrochemical/Energy industries.

Most of our serious competitors are multinational large
corporations.

Our clients demand a high level of technology in our
equipment together with proven experience using
industry specific procedures.

We must guarantee our results on par with our
multinational competitors.



Rhine Ruhr’s Business Model

We concentrate on what we do best.

We invest in new technology and state of the art
procedures applicable to our industry.

We stay in control of our projects and take full
responsibility in front of our clients.

We subcontract what we consider is not our core
business and look at reliable subcontractors who can
implement internationally accepted best practice
and quality.

We look for long term relationships with those
strategic subcontractors.



Exporting is a Critical Factor to Review
for any Business

Small to Medium sized business can adjust to client’s
requirements rapidly.

Your unique companies experience and ability may be in
great demand some where in the world. Find your niche!

In many markets Australia has an automatic reputation
for integrity, reliable supply and providing quality.
There are many examples of Australian innovation that
are fascinating.

If you are replacing imports with locally manufactured
products, why aren’t you exporting immediately?

Successful exporting creates more success in your local
market



Starting our Export Drive

Why? the obvious and most important : To improve
turnover and to utilize differing business cycles.

To gain world recognition for our uniquely branded
product range.

To enter markets that trade strongly with our
multinational competitors so we can gain better
insight into our products strengths and weaknesses
compared to those of our competitors.

To interface with prestigious foreign customers and to
be classed as an approved supplier.



Use the help available

Investigate the Austrade/Vic Government services
that are available.

Look for foreign business associations of interest and
book in to attend their meetings.

Do trade research before hand and accept that you
will need to travel to the country of interest a
number of times to gain opportunities.

Take advantage of Foreign Trade shows.

Look at your own staff for language or cultural
understanding support. Most Australian companies
today are multi cultural.



To help us export

We participated in the Export Development Grant from
Austrade that provides marketing cost support.

We used EFIC (Export Finance and Insurance
Corporation) to support cash flow on a large project.

We participated in Austrade and Victorian Government
(Department of Innovation, Industry and Regional
Development) sponsored International Trade Missions.

We appointed a senior member of staff to reside in
Malaysia and continuously market for us in and around
South East Asia.



Improving our Export Success

We appointed more distributors of our equipment.

We revised or improved our sales brochure
information and created electronic formats or versions
for easy distribution.

We updated our web site.

We implemented a new control and monitoring
system in the office to record the export enquiries.

We network with businesses that are complimentary
to ours with the aim of sharing marketing
information.



What we need to do to maintain export
success

 Our international clients require attention and
support.

e QOur international distributors require attention and
support.

 That means both need regular face to face meetings
which means that our staff members have to travel
and we need them to become respected ambassadors
for our company.



Requirements for export Markets

Don’t under estimate the market or the sophistication
of the client.

Understand the approval process that you need to pass
before you are allowed to trade in that market.

Do you understand the politics of selling in the new
market?

Do research on your products technical acceptability
and the expected pricing band.

How well is your competitor servicing the market.
Do you immediately need a representative?



Keep Your Eye On The Business Basics

Payment Terms are absolutely critical.

Cash up front before sending? Irrevocable Letter of
Credit (confirmed?) Partial Payments? Be careful of
the detail.

FOB, CIF, Partial shipments, INCOTERMS?

Use of Internationally approved Inspection Agencies
before dispatch. Client preferences?

Insurance and special packaging requirements.
Airfreight, sea freight and why do delays occur.



Trip ups with Export
You get legally tied up with the wrong Agent or Distributor.

Some individuals you approach to discuss opportunities
demand illegal pay offs.

Your friends tell you that pay offs are the cost of doing
business in many markets.

“Trust me, give me credit : just send the goods and you will
be a rich man!”

“If you want to show that you are serious about selling in
my market, you must show your commitment and invest a
lot of money into a joint venture that | control 1”

“I am the best man to represent you as my cousin is
directly connected to the Prime Minister”



Basic Advice

e Select your Agent or Distributor carefully and as if
you are giving him a share of your Australian
business.

* Do not give credit and insist on prepayment or L/C
terms of payment conditions. Agree with your agent
that business success is based on cash flow. The
more cash flow, the better the business flows.

 Try to deal directly with the end user together with
your Agent. Your potential customer will be
impressed and you will get to know the market
better.



Basic Advice (con’t)

e |If your agent treats you well, you treat him better. If
he organizes prepayments pay his commission
immediately you get paid. If he requires your help to
land a definite order, get on the next aeroplane.
Make sure you deliver the goods with quality and on
time. Your agents reputation depends on this.

 Never turn your back on your agent or your client
when there is a dispute regarding your supplied
equipment.
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