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TECHNOLOGY

SkySong grads to woo U.S.

Mexican companies graduating from TechBA, a program at
SkySong, hope to sell to their neighbor, the world's largest market.
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Mexican TechBA grads eye U.S. market

SkySong business program accelerates startups

By Jane Larson
i THE Rz‘#ua}ifc | AZCENTRAL.COM

Some hope” uls. trucking companies
will use theit high-tech equipment to
oliitor fleets? Others figure their devel-
0per’s can cudtohize software for Amer-
ica companléé at competitive prices.
The first Méxican companies graduat-
‘ing 'this month from TechBA, a novel
business-dccelerator program at Sky-
“Song, the ASU Scottsdale Innovation
Center, have ‘high hopes for bringing
their products and services to the next-
- door neighbor that happens to be the
largest market in the world,
The Tec program, short for Tech-
nology Business Accelerators, is de-
signed to help high-tech companies from

Mexico expand into U.S. and global mar-
kets. As a benefit to American business,
the firms may partner with U.S. compa-
nies or even hire U.S. employees as part
of their expansion plans, TechBA offi-
cials say.

“One of the most important things for
them is to understand the U,S, market,”
TechBA Arizona director Haru Yama-
saki said. “Many of the companies have
been operating 20 years, but when they
come here; they are startups.”

ASU announced in October that Mex-
ico’s ministry of the economy and the
U.S.-Mexico Foundation for Science had
agreed to establish the sixth TechBA busi-
ness-accelerator program at SkySong.
Other TechBAs are in Silicon Valley; Aus-
tin; Detroit; Montreal; and Madrid, Spain.

TechBA calculates that 350 Mexican
companies have gone through its work-
shops worldwide, generating $70 million
in U.S, sales, creating more than 3,600
jobs and saving 12,670 jobs in the four
years since TechBA started, Yamasaki
said.

Criteria for companies

Companies selected for the program
must be established in their domestic
market and be good candidates to come
to the United States, she said. Companies
also should be financially strong enough
to support adding operations in the
United States.

For many of the companies, TechBA is
their personal guide into a massive mar-
ket. The ASU connection also helps open
doors that otherwise would be ﬁ
find.

“The American market is very impor-

tant,” said Luis Gerardo Lopez Ramirez,
research-and-development director for
TechBA participant InnTrack Technol-
ogy. “It’s the biggest in the world, and we
had to be here”

The Arizona program started with a
“pre-acceleration” phase earlier this
year, when 28 Mexican companies came
to SkySong for four days of workshops
on topics ranging from tax laws and in-
tellectual property to marketing and
competition.

The companies then had four months
to work with Arizona mentors and hash
out their plans for selling their products
or services in the United States.

Several companies said the process
taught them the importance of targeting
a niche within the U.S. market. And
while relationships can help,  they

See SKYSONG Page 3



SKYSONG
Continued from Page 2

learned that in the United States compa-

nies have to offer something of value to
have to have a value

“Fou to a proposition
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said Bubi Beltran Palafox of Culiacan

Leamning Solutions Centre, an e-learning

company.

About 15 of the Mexican companies
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sider entering the U.5. market later.
“We also it could make them
reflect on their
lin Arechavala,
the seience foundation. “Or if they have
to change their technology, they can wait
and come back for the acceleration pro-
cess.”

Mentor for 3 companies

Rick Gibson, a Tucson consultant and
investar, has been mentoring three com-
panies in TechBA.

*1 do some real estate in Mexico, but
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o ng, tax-
collection and debit firms he mentored.
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ing, their needs and the approach man-
agement is taking.”
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Other TechBA p
Systems, solar energy and med:ﬁ
equipment, Yamasaki said. Some of the
companies could be marketing their
products in the United States by the end
of the year, while those that have to adapt
their technology could be ready next
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“We want to se¢ com multi
ing here and in Mexico," she said.

revenue increase on both sides

Mexican firms graduate from Squong prdﬁra

Maxd Technologies
What it does in Mexice: Fleet-
tracking technology that reads
mileage, fuel wse and other in-
formation from a truck’s en-
gine and transmits it over the
Internet. Transportathon com-
jpankes in Mexico looking to re-
duce costs have installed
1,000 of Max4's units on their
vehicles.

‘What it wants to do in the
United States: Sall the prod-
uctluu.s.wdﬁn;mm
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Max4 researched the size of
the LLS. market and created an
action plan to market its prod-
et through truck dealers, soft-
ware development director
David Pena Curied said. It also
made a fist of potential clients
in four Southwestern states.
Concerns amang trucking
companies in the United
States are different from those
in Mexico, he said. Companies
in both countries are trying to
cut costs, but freight security
Is bess of a hot button with LS,
companies, he said.
Maxd, based in Aguasca-
lartes; atso calculated how
misch money and how many
people it would take to enter
the LLS. markel.

Next stepsz “In the first year
we plan to get used to the LLS.
market and see how things
work here,” Pena Curiel said.

Hector Correa,
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general manager of Orinoco Systems de Mexico

of Chihuahua, Mexico, is looking to expand,

Orinoco Systems de Mexico

‘What it does in Mexico: Information-technology consulting services

for mid-size to large companies in the financial
and aerospace industries, Orinoco consultants

services, manufacturing
design and analyze sys-

tems in the Uinited States and tap the company's software-develop-
ment center in Chihuahua when clients need custom software, general

manager Hector Cormea said.

‘What it wants to do in the United States: Orinoco has an office in Chi-
cago that works with financial services companies, a presence that

gave it somne insight into the LS. market. The company wants to diver-
sify, though, and used its TechBA training to explore the pessibilities of

opening an cffice in Phoenix.

‘What it learned in TechBA: High-tech areas like aerospace and manu-
facturing are stronger potential markets for Orinoco in Phoenix than fi-

nancial services.

Max4 then plans to establish Mext steps: Open an office and hire a salesperson, with the goal of
an office, hire employees and having twa ta three local clients by the middle of next year. A local
continue its sales, research manager and engineers could be hired as the office expands, Cormea
and devalopment. said.

Culiacan Learning Solutions Centre

What it does in Mexico: Creates and develops content for e-leaming products.
160-employes company, based in Culiacan in northwestern Mexico, is working with the

The

Mexican education minsstry on products for middle schools and does corporate train-
ing. business development staffer Rubd Beftran Palafox said.
What it wants to do in the United States: Develop customized e-learning products for
higher education, It may target universities interested in offering bilingual Spanish-En-
glish curriculum, Beltran Palafox said.

Rubi Baltran
Palafox

‘What it learned in TechBA: At first, the company knew only that the United States was
the biggest market in the world. In the program, it learned the differences between the

two counfries’ education markets and that it s important for companies to focs ona

niche, she said.
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stand the market. The company also wants to expand its network in education.
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What it does in Mexico: Devel-
ops software for banking and in-
dustrial companies.

‘What it wants to da in the
United States: Launch a new en-
terprise system to manage flests,
What it learned in TechBA:
Codes, Tlalnepantia de
Baz, an | city north of
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ing.

What it wants to do in the
Unitod States: Adapt its product
to water or other industries and
customize it to clients’ neads.
What it learned in TechBA: Inn-
Track originaily wanted to pro-
mode jts Smart 5100 system to
manitor trucking flests, but found
out there are a lot of competitors,
said Luls Gerardo Lopez Ramirez,
research-and-development man-

ager.

“We learned we need very strong.
added value to have mone
chances to be successful” he
said, 50 InnTrack plans to target
the L5, water industry, among
others, where it can offer custom-
ized work at competitive prices.
InnTrack and its software devel-
opers ane based in Torreon, one of
the biggest cities in northeastern
Mexico.

Next steps: Add employees in the
United States and begin contact-
ing potential clients.



