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Vazeni navstevnici

vitajte v expozicii spolo¢nosti U.
S. Steel Kosice na 43. ro¢niku Me-
dzinarodného strojarskeho veltrhu
v Brne.

Medzinarodny strojarsky veltrh
je jedna z najvyznamnejSich uda-
losti v Eurdpe, prezentujica vy-
robky a sluzby mnoZstva popred-
nych svetovych dodavatelov stro-

John H. GOODISH
prezident
U. S. Steel Kosice, s.r.o.

jarskych produktov a sluZieb pre
strojarsky priemysel. Mame radost
a sme hrdi na to, Ze sa U. S. Steel
KoSice zucastnuje na tomto pre-
stiznom podujati.

Ked' U. S. Steel ziskal hutnic-
ku cast a majetok, suvisiaci s
hutnictvom vo VSZ v novembri
minulého roka, spolocnost U. S.
Steel KoSice sa stala najvacsim
vyrobcom plochych valcovanych
vyrobkov v strednej Eurépe. Na
stredoeurépsky trh dodavame z
celkovej ro¢nej produkcie 3,5
mil. ton surovej ocele takmer 40
percent. Medzinarodny strojar-
sky veltrh dava nasej spolo¢nos-
ti prilezitost predstavit nas za-
vod, nasich ludi a kvalitné vy-
robky pre stcasnych i potencial-
nych zakaznikov na tomto stra-
tegickom trhu.

U. S. Steel Kosice sistreduje
svoju pozornost na dodavanie ce-
Iého sortimentu vyrobkov s prida-
nou hodnotou a sluzieb na doméci
trh strednej a vychodnej Eurépy.
Pustili sme sa do uskutoCriovania
ambiciézneho planu investi¢nych
akcii, ktoré rozsiria a zvysia nasu
schopnost produkovat vyrobky s
pridanou hodnotou ako si pocino-
vané a pozinkované plechy. Velmi
skoro dokonCime rozSirenie zaria-
deni na vyrobu pocinovaného ple-
chu, ¢im zvysime produkciu tejto
komodity 0 220 000 ton za rok. Za-
Ciatkom buddceho roka sprevadz-
kujeme novi vakuovaciu stanicu,
ktorda nam umozni vyrabat nizkouh-

(pokracovanie na 2. str.)

INas§zakazinik

Jhluctgnasmuluspechu

Také je motto I. prezentacie spolocnosti U. S. Steel Kosice na
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Pohlad na pavilon U. S. Steel KoSice, s. r. 0., na 43. rocniku Me-
dzinarodného strojarskeho veltrhu v Brne.

tomto vyznamnom, veltrznom podujati. Expoziciu U. S. Steel
Kosice najdete v samostatnom pavilone, kde Vas srdecne privi-
taji nasi obchodnici a marketingovi pracovnici. Sticastou expozi-
cie bude "trojrozmerny" pohl'ad do historie vyroby Zeleza na
Slovensku prostrednictvom historickych exponatov a samo-
zrejme prezentacia vsetkych vyrobkov, ktoré spolocnost U. S.
Steel Kosice poniika. V priestoroch pavilonu si budete méct
zaroven pozriet velkoplosny film o nasej spolocnosti.

SWITAVY
HRADEC KRALOVE

Rozhovor s viceprezidentom pre marketing a predaj Jamesom P. Bouchardom

Efektivna a ofvorena komunikacia

*Spoloénost U. S. Steel KoSice
od zaciatku svojej existencie reali-
zuje novii organizaciu a stratégiu
obchodu, zaloZenii na priamych
vztahoch so zakaznikmi a na efek-
tivnej komunikacii s nimi. Aké sii
doterajsie skisenosti s aplikaciou
tychto zmien. Aké si reakcie za-
kaznikov?

Cielom spolocnosti U.S. Steel
KoSice je skvalitnit zakaznicky servis
prostrednictvom otvorenej komuni-
kacie. Aby sme dosiahli tento ciel,
uskutoCnili sme mnoho organiza-
¢nych zmien. V prvom rade sme res-
trukturalizovali oblast predaja a vy-
tvorili sme timy fudi, ktori st v stalom
kontakte s naSimi zakaznikmi. Pre
kazdy region a pre kazdého zakaznika
je ur€eny tim, ktory sa bude zaoberat
vSetkymi ich Ziadostami. Druhou
zmenou je zaclenenie planovacej a
logistickej skupiny do obchodného
Gseku. Prinosom tychto zmien je za-
bezpecovanie potrieb nasich zakaz-
nikov. Tretou zmenou je vytvorenie
zakaznickeho, technického servisu.
Jeho vyznam spociva v pomoci za-
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kaznikom a ich informovani o tom,
kde sa nachédza nimi pozadovany
material, za stanovenie najlepSich
produktov, ktoré zabezpecia ich pot-
reby a za bezprostredné planovanie
ich poZiadaviek v naSich prevadz-
kach.

V minulosti bol znaény pocet
obchodov realizovany prostrednic-
tvom sprostredkovatelov. Nasim cie-
fom je zredukovat pocet dodavok
prostrednictvom sprostredkovatelov
aj preto, ze dnes mozeme komuniko-
vat priamo s naSimi zdkaznikmi. V
uplynulych Siestich mesiacoch sme
zvySili percento priamych dodavok
nasim zakaznikom, bez sprostredko-
vatelov na 80 % z celkového objemu.
Len pre porovnanie, v zévere roka
2000 to bolo 62 % a v roku 1999 iba
52 %. To znamen4, Ze nasa stratégia
0 priamom predaji koneénym uZi-
vatelom a servis centrdm je spravna.
Aj v buddcnosti budeme klast velky
doraz na komunikaciu medzi predaj-
cami, prevadzkami a pldnovacmi.

Reakcie zakaznikov sd velmi

(pokracovanie na 2. str.)
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Dear Visitors:

Welcome to U. S. Steel KoSice's exhibit at the 43rd International Machinery Fair.
The International Machinery Fair is one of the most notable marketing venues in
Europe, showcasing the products and services of many of the world's elite suppliers
of industrial products and services. It is with great pleasure and pride that U. S.
Steel Kosice is participating in this prestigious event.

When U. S. Steel acquired VSZ's steel and steel related assets in November
2000, U. S. Steel KoSice became the largest integrated flat rolled producer in Cen -
tral Europe. Nearly 40 percent of our annual finished production of 3.5 million tons
of raw steel is shipped to the Central European market. The International Machin -
ery Fairin Brno gives U. S. Steel Kosice the opportunity to publicize its plant, its peo -
ple, and its high-quality steel products to existing and potential customers in this
strategic market.

U. S. Steel KoSice is focusing its attention on serving our home market of Cen -
tral and Eastern Europe with a full line of value-added products and services. We
have embarked on an ambitious capital spending plan to expand and upgrade our
ahility to produce value-added products such as tinplate and automotive steels. We
will soon complete an expansion of our tinning facilities, increasing our tinplate pro -
duction by 220 000 tons per year. Early next year we will commission a new vacuum
degassertoproduce ultra-low carbon steels. Commercially, we have re-organized to
create industry-focused customer care teams, and a Customer Technical Service
Group to help our customers maximize innovation and profitability in the use of our
products.

In order to grow our husiness and our reputation throughout the region, U. S.
Steel Kosice has implemented six critical business drivers - safety, environmental
compliance, cost of manufacturing, product quality, customer service, and opera -
ting productivity. We are using these drivers to achieve significant and continuous
improvements in customer service, cost reductions, product quality, process effi-
ciency, and environmental and safety performance.

It is U.S. Steel KoSice's greatest desire to stimulate economic, industrial, and
manufacturing development in Central and Eastern Europe. The annual Interna -
tional Machinery Fair contributes immeasurably to that goal each year. That is why
U. S. Steel Kosice is pleased to be here. This may be our first time at the Interna -
tional Machinery Fair,.but it won't be our last.

Thanks forvisiting the U.S. Steel Kosice exhibit. Please contact one of our rep -
resentatives if there is any way we may be of service.

JOHN H. GOODISH, President U. S. Steel Kosice, s.r.0

Ourcustomer - key to oursuccess!

| !

This is a mdt;.to of thefirst presentation.of U.S.Steel atthis important
fair event. You can find U.S.Steel exhibition in separate pavilion where
you will be sincerely welcomed by our salesmen and-marketing officers.

The exhibition shall include "three-dimensional” Insight in ironma-
king history in.Slovakia through.historical exhibits and presentation of
all products ‘offered by company U.S.Steel Kosice..You will be able to
watch large-scaleimovie about out company'in pavilion area.
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INTERVIEW WITH U. S*STEEL KOSICE VICE-PRESIDENT
FOR MARKETING AND SALES JAMES P. BOUCHARD

Efficient and open communication

* From the beginning of its existence the company U. S. Steel KoSice
has put into practice a new organization and strategy for sales based on
direct contact with customers and efficient communication with them.
What is the experience so far with the application of these changes, and
what are the customers' reactions?

U. S. Steel KoSice goal is to improve customer service through open communi-
cation. We have implemented a number of organizational changes toward this
goal. First, the sales organization has been restructured so that there are dedicat-
ed teams of inside, outside and technical sales personnel people who are in con-
stant contact with our customers. Each region or customer has a dedicated team
that will handle all of their requirements. The second change that has been made
is to move the planning and logistics groups into the commercial organization. The
effect of this act has been to focus planning and transportation on customer
needs. The third change has been to create a customer technical service organiza-
tion. This core business unit is designed to assist customers in identifying what
their material requirements are, determining the best U.S. Steel KoSice product to
satisfy their needs and immediate schedule their requirements on our facilities.

In addition to these internal organizational changes, U.S. Steel KoSice has
implemented a commercial strategy to increase ourtier 1 value-added customer
base. In the past, a large amount of sales were directed through middlemen; Our
goalistoreduce the volume of deliveries with middlemen so that we can stream
line communication with our customers. Over the past six months, we have
increased the volume of deliveries to our tier 1 customers /without middlemen/
up to 80% of the total. Just for comparison, at the end of 2000 this share was
62% and in 1999 it was only 52%. This means that we are executing our end-
user, converter, and service-centre strategies. We will continue to place signifi-
cantimportance on communication between sales, operations, and planning.

Customer reaction has been extremely positive. Customers are pleased, first
because they can pick up a phone and call theirlocal U.S. Steel KoSice representative
directly - they don't have to go through a trader or middleman. Secondly, they are hap-
py because they know whenever they contact either the sales office or KoSice execu-
tive personnel, someone will answer their questions quickly in their own language, for
example customers calling from Italy can speak to someone in Italian. We have reor-
ganized our outside offices and have put some new people in KoSice as well. Our
French-speaking staff now working with the French market, and not on the German
one. German-speaking customers can also call us here directly at the works and
someone will answer them in German, which makes them feel a lot better. So cus-
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Efficient and open communication

(...continued from page 1)

* How successful has the creation of a new distribution network been,
without traders but with your own sales representatives in each country?

We have not only improved communication, but we are now getting orders
more quickly and we are getting them first. If we were still trading through middle -
men, we wouldn't be able to inquire of customers what quality of steel they want,
we wouldn't get the dimensions or the finish correct, we wouldn't be capable of
influencing the through-put of production. Our sales staffs work with specific
orders from several customers, and that is good for us. It has been very important
forus to build up our own sales channels. Thanks to them and to direct communi -
cation with customers we have achieved higher quality and better production
throughput.

*Which markets are of strategic importance for U. S. Steel KoSice, and
why?

Regionally, they are the markets in Central Europe, where 40 percent of our ship -
ments are headed. Our goal is to increase steel shipments in Slovakia by encouraging
development of the local economy. The Czech Republic, Hungary and Poland are impor-
tant strategic regions, first of all, due to their close proximity and second as they are
growing economies. The second strategic market is the European Union, specifically
Germany, France, Italy and the UK. These are the driving economies of the EU and we
wantto concentrate on end-users in these areas. Longer term, we are looking at Central
Europe and Turkey as these economies begin to emerge.

By consuming markets, our target industries are automotive, electrical, containers,
construction, white goods, and pipe converters.

*What other steps do you mean to take in the sales activity of U. S. Steel
KoSice, which will link up with the positive changes made so far?

Various key projects are underway within the customer service improvement pro -
gram. First of all, is confirmation of orders for production in specific weeks. | am not
happy with the delivery performance because at the moment we are only able to com-
plete 75% or orders within a week. We are improving, but we must make more
progress in this area. Additionally, a new-method of electronic order processing has
been implemented, saving time required to confirm-accepted-orders for production.
Order entry isimmediate from Bohemia do KoSice “s mainframe - eliminating faxes or
letters. Order status is also immediately available from the plant facilities. The next
thingis that we have to further expand our high-tensile hot rolled construction and API
grades of steel. We need more hot-rolled sheets of higher quality, with more'tensile
strength, so we.need to work on that. These are the objectiveSwe're.working on at the
present.

INTERVIEW WITH/ING. PETER UHRIK - MANAGING'DIRECTOR
OF COMPANY U:S, STEELKOSICE - BOHEMIA

Open customer approach

* Is company U.S. Steel KoSice - Bohemia a.s. an exclusive seller of U.S.
Steel Kosice products on Czech ‘market, or the KoSice s parent company
supplies its products directly to this territory?

- Company U.S. Steel KoSice Bohemia a.s. is not an exclusive seller of U.S. Steel
KoSice s.r.0. products on Czech market. The company represents only,one of business
channels enabling our products to be delivered to Czech customers. Products with high -
eraddedvalue as automobile industry supplies; coated sheets and radiators, are direc-
tly supplied to customers from U.S. Steel KoSice. There is a simple reason - close con -
nection between our production and customer providing 100% service.

*Whatis the philosophy of the new company U.S. Steel KoSice s.r.o. entering
the market and what was the customers “response?

- U.S. Steel KoSice s.r.0. entered on Czech market with two basic goals: maximum
support of Czech market and improvement of customer service. Our customers have
appreciated the fact that we are able to confirm orders on weekly basis and we are even
able to fulfil it. Our direct electronic order entry has also been beneficial in reducing
response time to our customers.

*What are the principal changes related to customer approach made upon
management of U.S. Steel KoSice; are there any changes you intend to make and
when?

- The first and the most significant change is, that 95% of our customers know
USSKE Vice-President Sales and Marketing - Mr. Bouchard in person and it was unu-
sual in the past. Mr. Bouchard met a few customers last year during International Engi-
neering Fair Trade in Brno at traditional "Wine Bowl". This meeting then continued
directly at the customers = with Mr. Bouchard and Mr. Broglie - GM Central European
Region.

*Do you follow customers * requirements when improving customer approach
using any specific American methods?

-The old proverb applies- our client- our master, We have added something we have
taken from our American colleagues - sincere and open customer approach. Our cus-
tomers should have clear and comprehensive answers to their questions. In the past, it
was sometimes difficult to provide information. With our new organization and customer
focus, we can easily give them the information they need much faster.

WE TALK TO MR. LESLIE J. BROGLIE
-GENERAL MANAGER CENTRAL EUROPE

Prompt communication

Mr. Leslie J. Broglie is a General Manager of Sales Department U. S. Steel KoSice for
Central Europe. Similar changes of organizational structure as have been made at Sales
section of Vice-President, were implemented at Sales Department dealing with Central
European Customers and commodities - cold rolled sheets, hot rolled sheets in the form
of strips, coils and plates, pickled and galvanized sheets.

We asked Mr. Broglie, what were the particular news implemented in his section and
how customers evaluate such changes: "Our business strategy is based on the quickest
and the most effective way to communicate with customers. In support of this strate-
gy we have established three sales centers to cover central Europe. One is in KoSice to
cover Slovakia and Poland, our office in Prague - USS - Bohemia handles the Czech
Republic and USS - Hungary in Budapest services Hungary. All the sales centers were
reorganized on a territorial and customer basis. The first stage of the reorganization
involved outside employees and the second stage involved inside employees. Outside
employees have responsibility for contacting new clients; they travel a lot and visit
their customers. Inside employees are responsible for every action inside the compa-
ny - they know the processes of order entry, material status, inventory management
and transport provisions.

Response of our clients is very positive. They appreciate intelligent communica-
tion and care they are given by our people. They know exactly who is responsible for
what and who they have to address to."

We asked whether all organizational changes have finished:

Vazeninavstemc
(dokoncenie z 1. str.)

likaté ocele. Co sa tyka obchodu,
tdto ¢innost sme reorganizovali
vytvorenim pracovnych timov,
zameranych na starostlivost o
zakaznikov. Zaroveri sme vytvo-
rili Specializovanu skupinu, za-
bezpecujicu technicky servis
pre zakaznikov, ktora nasim za-
kaznikom pomaha maximalizo-
vat ziskovost z vyuZitia nasich vy-
robkov.

Aby sme dalej zlepSovali dobré
meno spoloc¢nosti U. S. Steel Kosi-
ce, uviedli sme do Zivota firmy Sest
rozhodujlcich principov podnika-
nia: bezpecnost, environmentalny
stlad, vyrobné naklady, kvalita
produkcie, zékaznicky servis a
produktivita vyroby. Uplatiovanim
tychto principov chceme dosiah-
nut vyrazné a postupné zlepsenia
v zékaznickom servise, v znizovani
nakladov, vo zvySovani kvality, v
oblasti bezpecnosti a ochrany Zi-
votného prostredia a v efektivite
vyroby.

NaSou velkou tuzbou v U. S.
Steel Kosice je podporit ekono-
micky, priemyselny a vyrobny
rozvoj v strednej a vychodnej Eu-
répe. Kazdoro¢ny Medzinarodny
strojarsky veltrh v Brne vyznam
ne prispieva k dosiahnutiu tohto
ciela. Preto sa tesime, Ze U. S.
Steel Kosice je tu. Sice prvykrat,
ale urcite nie naposledy.

Dakujem Vam za navstevu
expozicie U. S. Steel Kosice. Pro-
sim, kontaktujte niektorého z na-
Sich obchodnych zastupcov v pri-
pade, Ze Vam mézeme byt uzi-
tocni.

Rozhovor s riaditelom spolo¢nosti U. S. Steel KoSice - Bohemia, a.s. Ing

Otvoreny pristup

« Je spolocnost U. S. Steel
Kosice - Bohemia, a.s. vyhradnym
predajcom vyrobkov U. S. Steel Ko-
Sice na ceskom trhu, alebo dodava
koSicka "matka" svoje produkty na
toto teritorium aj priamo?

- Spolocnost U. S. Steel KoSice -
Bohemia, a.s. nie je vyhradnym pre-
dajcom vyrobkov z produkcie U. S.
Steel KoSice, s. r. 0. na ¢eskom trhu.
Je iba jednym z obchodnych kandlov,

Hovorime

(dokoncenie z 1. str.)

dobré. Zakaznici st spokojni, pretoZe
mozu zatelefonovat ich partnerom v
U. S. Steel KoSice priamo a nemusia
ist prostrednictvom tradera alebo
sprostredkovatela. Po druhé, spokoj-
ni sl aj preto, lebo vedia, Ze kedy-
kolvek sa skontaktuju ¢i s naSimi ob-
chodnikmi alebo prevadzkou, vidy je

chodnik pracuje s balikom objednavok
od mnohych zékaznikov a to nie je pre
nas dobré. Pre nés je vefmi dolezité
vybudovat si viastné obchodné kanaly.
Vdaka nim a priamej komunikéacii so
zékaznikmi sme dosiahli vy$Siu kvalitu i
priepustnost vyroby.

« Ktoré trhy maji pre U. S. Steel
KoSice strategicky vyznam a preco?

preto  skoncentrovat  svojich
koneénych odberatelov v tychto
regionoch.

V dihSom €asovom horizonte sa
chceme zaoberat hfadanim novych
trhov v krajinach strednej Eurépy a
Turecku, ak dojde k rozvoju ekonomik
tychto krajin.

*Aké d'alsie opatrenia v ob-

Efektivna a otvorena komunikacia

tu niekto, kto odpovie na ich otazky
rychlo a dokonca v ich jazyku. Naprik-
lad, zakaznici, ktori volaji z Talianska
mozu hovorit s obchodnikom, ktory
ovlada taliansky jazyk. Reorganizo-
vali sme nase obchodné skupiny zod-
povedné za vonkajSiu komunikaciu a
v KosSickej kancelarii sme zamestnali
novych ludi. Nasi franclzsky hovo-
riaci zamestnanci teraz pracuji na
Francdzskom trhu a nie na Nemec-
kom. Nemecky hovoriaci zakaznici sa
s nami modZu tak isto skontaktovat
priamo a vZdy najdu niekoho, kto im
odpovie v Nemeckom jazyku. NaSi
zékaznici mo6zu komunikovat s naSimi
[udmi na rdznych drovniach - od ma-
nagementu, cez obchodnikov, alebo
s inZiniermi ¢i technikmi.

* Ako sa osvedcilo budovanie
novej distribucnej siete bez tra-
derov, s vlastnymi obchodnymi zas-
tupcami v jednotlivych krajinach?

Nielen, ze sme zlepSili komunika-
ciu, ale my dostdvame objednévky
rychlo a dostdvame ich prvi. Ak by
sme obchodovali cez obchodnikov,
nemohli by sme si od zdkaznikov
vyZiadat, aké kvality ocele chcl, ne-
dosiahli by sme ten spravny rozmer,
spravnu akost, neboli by sme schopni
ovplyvnit priepustnost vyroby. Ob-

Z regionélneho hladiska su to trhy
v strednej Eurdpe, kde preddvame 40
percent naSich dodavok. Nasim cie-
fom je zvySit predaj na Slovensku v
zévislosti od rozvoja ekonomiky. Ces-
ka republika, Madarsko a Polsko sl
dolezité, strategické regiony kvoli ich
blizkosti a tiez kvodli rozvoju ich
ekonomik. Dal3im strategickym trhom
je Eurépska unia a najma Nemecko,
Francizsko a Taliansko - vedice eko-
nomiky Eurdpskej dnie. Chceli by sme

k zakaznikom

ktorym sa naSe vyrobky dostéavaji k
Geskym zakaznikom. Vyrobky s vy$Sou
pridanou hodnotou ako sd napriklad
dodévky pre automobilovy priemysel,
lakoplastované plechy a radiatory, st
dodavané odberatelom priamo z U. S.
Steel KoSice. Dovod je jednoduchy.
Uzke prepojenie medzi nasou vyjrobou a
zékaznikmi zabezpecuje pre nich sto-
percentny servis.

*S akou filozofiou vstiipila na
tento trh nova spoloénost U. S. Steel
Kosice, s. r. 0. a ako ju prijali zakazni-
ci?

U. S. Steel KoSice, s. r. 0. vstlpila
na Cesky trh s dvoma zakladnymi ciel-
mi: maximalna podpora Eeského trhu,
zlepSenie zakaznickeho servisu a pri-
stupu k zdkaznikom vobec. Nasi za-

kaznici doteraz najviac ocenujl sku-
toénost, Ze sa ndm podarilo prejst na
tyZzdenné potvrdzovanie zakazok a pre-
dovSetkym, Ze pInenie tomu aj vo vacsi-
ne pripadov zodpoveda. Doslo aj k
skrateniu ¢asu potrebného na odpove-
de naSim zakaznikom vdaka priamym
elektronickym objednavacim vstupom.

* Aké zasadné zmeny v pristupe k
zakaznikom ste uskutocnili pod tak-
tovkou U. S. Steel Kosice, ktoré este
planujete zrealizovat a v akom ¢aso-
vom horizonte?

- Prvédavelmipodstatndzmenaje,
Ze 95 percent nasich zakaznikov osob-
ne poznd viceprezidenta U. S. Steel
KoSice, s. r. 0. pre marketing a predaj
pana Boucharda, ¢o v nedévnej minu-
losti nebyvalo zvykom. Pan Bouchard

chodnej éinnosti, ktoré nad-
viaZu na pozitivne zmeny, chce-
te d'alej uplatiiovat v U. S. Steel
KoSice?

Méme rozpracované viaceré kli-
¢ové projekty v oblasti skvalitiovania
zakaznickeho servisu.

NajdoleZitejSie je potvrdzovanie
objednévok do vyroby v danom tyz-
dni. Nie som spokojny s tym, Ze v
slcasnosti sme schopni skompletizo-
vat iba 75 percent objednavok v prie-
behu tyZdia.

Aj ked k rozvoju dochadza aj v tej-
to oblasti, musime byt omnoho pro-
gresivnejsi. Nové metddy elektronic-
kého procesu zadavania objednévok,
ktoré boliimplementované, Setria ¢as
potrebny na prijatie objednavok vy-
robou. Objednavky prichadzaji z
Ciech okamite do Kosic, na uréené
miesto, bez potreby faxov Ci listov.
Objednavky si ihned pristupné pre-
vadzkam.

DalSia vec je, 7e musime rozairit
objemy nasich vysokotaZznych, za
tepla valcovanych konstrukénych
plechov s vy§Sou pevnostouvtahua
oceli akosti API. Po tretie, musime
vyhladavat dalSich koneénych uZi-
vatelov a serviscentra. Toto sl ciele,
na ktorych v siGasnosti pracujeme.

m UHRIKOM

sa uZ pocas vlanajSieho roénika
Medzinérodného strojarskeho veltrhu
v Brne pri tradi¢nej " ¢asi vina" stretol
s niekolkymi zadkaznikmi. Na toto
stretnutie potom nadvézovali jeho
stretnutia a stretnutia generaineho
manazéra pre stredoeurépsky region
péna Broglieho priamo u zakaznikov.

« Riadite sa v skvalitiiovani pri-
stupu k zakaznikom priamo ich po-
Ziadavkami, alebo aplikujete do sy-
stému obchodovania aj nejaké Spe-
cifické americké prvky?

Staré prislovie hovori - nas zékaz-
nik - nd$ pan. My dodavame to, ¢o
sme prevzali od naSich americkych
kolegov - Giprimnost a otvoreny pristup
k zdkaznikom. Nasi zakaznici by mali
mat jasné a kompletné odpovede na
ich otazky. V minulosti bolo niekedy
tazké poskytnit poZadované informa-
cie. Vdaka naSmu novému organi-
zaénému usporiadaniu im vieme
velmi lahko a omnoho rychlejSie po-
skytndt informacie, ktoré potrebuja.

s generalnym manaZzérom pre Stredni Eurdpu Lesliem J. Brogliem

Pohotova komunikacia

Generdlnym manazérom Ob-
chodného Gseku U. S. Steel KoSice
pre Stredni Eurdpu je Leslie J.
Broglie. Podobné zmeny v organi-
zaénej Struktdre, aké boli realizo-
vané v ramci celého Gseku vice-
prezidenta pre obchod, uviedli do
praxe ajnaobchodnom dseku, ktory
sazaoberd prave zakaznikmizkrajin
Strednej Eurdpy a komoditami -
plechy valcované za tepla a za stu
dena v padskach, zvitkoch a tabu-
liach, plechymorenéapozinkované.

Padna Broglieho sme sa opytali,
ktoré konkrétne novinky zaviedol do
praxe na svojom (seku a zaujimalo
nds tieZ, ako tieto zmeny hodnotia
nasizékaznici:

najefektivnejSom sposobe komu-
nikacie s nasimi zakaznikmi. Na
podporu tejto stratégie sme zriadili
tri predajné centra, ktoré pokryvaju
stredni Eurépu. Predajné centrum
v Kosiciach pokryva Slovensko a
Pol'sko, kancelaria v Prahe - USS
Bohemia obchoduje v Ceskej repub-
like a USS Hungary v Budapesti ma
na starosti Mad'arsko. Vsetky tieto
predajné centra boli reorganizo-
vané na teritoridlnej a zakaznickej
baze. Prva €ast reorganizacie sa
tykala takzvanych "vonkajsich" -
outside zamestnancov a druha cast
"vniatornych" - inside zamestnan-
cov. Outside pracovnici si zod-
povedni za spolupracu a kontakt s

zamestnanci st zodpovedni za
vietko vo vniitri spoloénosti - si
informovani o postupe vo vyrobe, o
vstupoch, materialovom zabezpe-
¢eni, riadeni zasob a sposobe do-
pravy.

Reakcie naSich zakaznikov na
tieto zmeny sii veI'mi pozitivne. Oce-
fiuji kvalitni komunikaciu a sta-
rostlivost zo strany nasich l'udi.
Presne vedia, kto je za ¢o zodpoved-
ny, na koho sa mdZu obratit."

Na otézku, ¢i sl vSetky organiza
¢né zmeny skoncené, Leslie J.Broglie
odpovedal: "Nie. Nad'alej budeme
pokracéovat v skvalithovani zakaz-
nickeho servisu. Nasa Struktiira
bude pohybliva a bude sa odvijat
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Predstavujeme produkty spolocnosti U. S. Steel Kosice

Pripravujeme vystavbu
pozinkovacej linky

ssalvafplshor
pre automohilk

Karosériové plechy sii ur-
éené pre najnarocnejsSie
pouZitie vo vyrobe osob
nych, uZitkovych aj naklad
nych automobilov, ich kare
sérii, podvozkov a nadsta
vieb.

U.S. Steel KoSice vyraba
zvitky, plechy a pasky roz-
nych rozmerov a akosti,
pretoze svoje vyuzitie tu naj-
du akosti komercéné, kon
strukcné, hlbokotazné aj
mikrolegované s vysokou
pevnostou. Tyka sa to ple
chov za tepla i studena val-
covanych, morenych aj po
zinkovanych.

Vyroba tychto plechov v
Kosiciach je iizko spojena s
vlastnym vyskumom a ich
vyvoj a zdokonalovanie je v
zZznacnej miere spojené so
zaéatim dodavok pre Skodu
Mlada Boleslav.

Vyskum a vyvoj tychto
plechov podlieha pravidel-
nym inovaciam a moderni-
zaciam. Charakteristicka je
spolupraca so zakaznikmi
uz pri vyvoji novych vy-
robkov. U. S. Steel KosSice
pripravuje na nasledujiice
roky dve vyznamné moder-
nizacné akcie, ktoré vyraz-
nou mierou prispeju k dal-
siemu zvysovaniu kvality
dodavok pre automobilky.
Bude to vystavbhba nového
vakuovacieho zariadenia a
najma vystavha novej Ziaro
vo pozinkovacej linky.

Vyrobky urcené pre auto
mobilovy priemysel maju
certifikaty 1S0 9001, VDA
6.1, ENISO 14 001.

Z tychto sortimentov ple
chov sa dalej vyrabaji vni
torné a vonkajsie casti ka
rosérii, disky a rafiky kolies,
brzdové komponenty, ¢asti
vyfukov a timicov, privesy a
navesy, tazné zariadenia a
skrinové nadstavbhy autome
bilov.

Dyeme produkci oy ohelooh plecho

Takzvany obalovy plech je
vlastne ocelovy pas jedenkrat,
resp. dvakrat redukovany za stu-
dena, kontinualne, alebo pok-
lopovo rekryStalizacne Zihany,
povrchovo zuslachteny elektro-
lytickym nanosom cinovej vrst-
vy, pasivovany a olejovany. Je
mozné delit ho do tabul a lako-
vat jednostranne, alebo oboj-
stranne.

Material je uréeny na vyrobu

technickych obalov, potravinar-
skych obalov, alebo korunkovych
uzaverov. Vyradba sa v hribkach
0,14 az 0,40 mm, Sirke 710 az
970 mm, dizka tabule je 510 a7
1150 mm.

Elektrolyticky pocinovany plech
je vo vyrobnom programe kosic-
kych Zeleziarni od roku 1972. K
najdblezitejSim modernizaénym
akciam patril prechod na novy
druh elektrolytu ENZA na elek-

- novinka s vy$Sou pridanou hodnotou

Lakoplastované plechy sa v Kosi-
ciach vyrabaju Stvrty rok. Sortiment
(0,50 - 1,5 x 800 - 1400 mm) je
dodavany vylucne vo zvitkoch, zak-
ladny materidl je bud Cierny alebo
pozinkovany (zinkovy nanos 100 -
350 g/m2 obojstranne), zédkaznici
maji moznost zvolit si aj nanos

Stvornaterového systému, vieme dodat
tieto plechy s féliou. Laky, ktoré pouZzi-
vame sl Polyester, Plastisol, PVDF.

Na lakoplastovany material z pro-
dukcie U. S. Steel KoSice sa vztahuje
10-ro¢né zaruka a Certifikat systému
riadenia kvality, ktory bol vydany pre

cely vyrobny tok byvaIeJ VSZ Ocel, s. r 0.

FEAMA T N&A

Takmer 65% celkovej vyroby pre-
davame do zahranicia.

Lakoplastované plechy sliZia na
vyrobu stresnych krytin; roznych
trapézovych profilov nastavbu plotov,
podhladov; ako sendvicové panely a
kazety na stavbu budov a vyraba sa z
nich aj takzvana biela technika.

trolytickej pocinovni, rekonst-
rukcia dvojstolicového tandemu
a poklopové Zihanie.

V sGc¢asnosti je realizovana
vystavba novych kapacit (konti-
nualna Zihacia linka, elektroly-
ticka pocinovna), ktoré zname-
naju zvySenie kapacity o 220
tisic ton rocne.

Obalové plechy sa vyuZivaju
najma v konzervarenskom prie-
mysle.

Takmey jedna tretina

produkcie dynan]oplechov
smeruje do Ciech

S vyrobou dynamoplechov
sl bohaté sklsenosti, pretoze
dynamo linky boli postavené
eSte v rokoch 1967 - 1968. Az
po vstupe USS boli urobené
zasadné zmeny v oblasti ob-
chodu, logistiky a technického
servisu. Vytvorena bola skupi-
na predaja Elektroplechov. Dy-
namo plechy si stale viac
Ziadanym vyrobkom s dobrou
perspektivou a vySSou prida-
nou hodnotou.

Dynamo plechy, alebo oce-
lové plechy izotropné pre elek-
trotechniku typu fini§ a semi
fini$ sa vyrabaji v hrabke 0,5
mm a 0,65 mm a Sirke od 75
mm do 1000 mm. Plechy pre
elektrotechniku vo zvitkoch a
paske sa vyrabaji na dvoch
dynamolinkach. V sucéasnosti
sa pripravuje rozsiahlejSia re-
konstrukcia zariadeni napla-
novana na tento a budci rok.

Vyrazny posun kvalitativny
aj kvantitativny sa o¢akava od
spustenia vakuovacej stanice
v budlicom roku. Po rekon-
Strukcii stavajdcich zariadeni
a pouzitim IF oceli z vakuo-
vacej stanice predpokladame,
Ze sa vo vSetkych parametroch
vyrovname najvyspelejsim vy-
robcom dynamo oceli vo svete.

Ocelové plechy izotropné
pre elektrotechniku su certi-
fikované Elektrotechnickym
Skusobnym Ustavom v Prahe.
Systém riadenia kvality vyroby
podla noriem ISO 9001 je cer
tifikovany spolo¢nostou TUV
CERT. Z plechov typu finis sa
vyrabajli magnetické obvody
pre vyrobu elektromotorov
ako aj transformatorov malych
vykonov. Z plechov typu semi-
fini§ sa vyrabaji magnetické

Introduction of U.S.Steel KoSice products

PREPARING FOR INSTALLATION OF GALVANIZING LINE

Higher quality of sheets
for automobile industry

Car-body sheets are intended for the most demanding use of
production for personal, utility cars and trucks, their bodies,
chassis and super-structure.

U. S. Steel Kosice produces coils, sheets and strips of va-
rious size and quality - commercial, construction, deep-drawn
and micro-alloyed quality with high hardness. It applies to cold
rolled, hot rolled, pickled and galvanized sheets. Production of
these sheets closely relates to company “s own research. Devel-
opment and improvement of these sheets has mostly related to
supplies to company Skoda Mlada Boleslav.

Production and development of such sheets follows regular
innovations and upgrading. Customer cooperation for develop-
ment of new products is typical. U. S. Steel Kosice plans two
significant modernization actions for the two next years, which
will substantially contribute to further quality improvement of
supplies for automobile industry - construction of new vacuum
facility and new galvanizing line.

Products intended to automobile industry have been awar-
ded with certificates 1ISO 9001, VDA 6.1, ISO 14 001.

Internal and external parts of car-bodies, discs, wheel
clinchers, brake components, damper and exhaust parts, trai-
lers, pull devices and box car structures are produced from U.
S. Steel Kosice products.

Expanding production of packing sheets

So called packing sheet is a steel strip that is once or twice
cold reducee. con ously or batch re- cr %tn izing annealed,

surface refined w electrolytlc tin tivated and
lubricated pan ut in ?:!_s a
ted.
The material is for ﬂuc
packings aps od i
ness; 710 0-1
Electro ted sheeth eelf'
Steel Shop on program

electrolyte type ENZA atzl?trol;;gin-plating facility; recon-
struction of 2-stand tan ar d annealing represented
the most significant modernization actions.

Construction of new facilities (conti-annealing line, elec-
trolytic tin-plating facility ) is currently in-process, resulting in
increasing capacity by 220 000 t/year. Packing sheets are
mainly used in cannery.

More than one third of dynamo-sheets
production is sold Czech Republic

We have had a rich experience with dynamo-sheets as
dynamo lines were installed in 1967-68. Principal changes
were made in area of trade, logistics and technical service
after USSKE entering on the scene. Sales group was estab-
lished for electric sheets. Dynamo sheets are more and more
required product with good prospect and higher added value.
Dynamo sheets or steel isotropic finished or semi-finished
sheets are produced of 0,5 mm and 0,65 mm thickness and 75
or 1000 mm width.

Electrotechnical sheets in the form of coils and strip are
manufactured at two dynamo - lines. Extensive reconstruction
of the facility is prepared for this and the next year. We expect
significant increase of quality and capacity after running va-
cuum station in the next year. We expect to touch to the most
advanced producers of dynamo steel worldwide in all parame-
ters after the reconstruction of existing facility and using IF
steel from vacuum station.

Steel isotropic sheets for electrotechnical industry have
been awarded with Elecrotechnical Testing Institute in Prague.
Certificate of Quality Management System according to stan-
dard 1ISO 9001 was awarded by company TUV CERT.

Finished sheets serve to production of electric motor cir-
cuits as well as transformers of low output. Semi-finished
sheets serve to production of magnetic circuits of low output
electric motors. Coated sheets - a new product with higher
added value.

Coated sheets - a new product
with higher added value

Coated sheets have been produced in Kosice for four
years. Product-mix ( 0,50 - 1,5 x 800 - 1400 mm ) is supplied
in coils made of black or galvanized material ( Zinc layer of
100 - 350 g/m2 on both sides ). Customers can choose four-
layer system or sheets with foil. Used coatings - Polyester,
Plastisol, PVDF.

10-year guarantee applies to coated material produced at
U.S.Steel Kosice as well as Quality Management Certificate
awarded to all production range of former VSZ Ocel s.r.o.

Almost 65% of production is sold abroad.

Coated sheets are use in production of roof tiles, various
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Introduction of U. S. Steel KoSice products

Radiators KORAD can
withstand demanding competition

Production of panel radiators KORAD has a long tradition at com
pany U. S. Steel KoSice. It began in year 1969 with rather local nature
until 1976. A significant change was reported in 1976 after purchase
of welding line Schlatter.

Interest in a new product had increased, the line was recon-
structed during period 1987 - 1990,a new modern line of the same
production was bought and electrophoresis line Eisenman was
installed. These changes enabled to manufacture product compara-
ble to top European producers in quality and product-mix. Currently,
there are radiators of five heights produced - 300, 400,500, 600 and
900 mm with 400-3000 mm length. So called narrowed type 21 K rep-
resents a new product launched on the market last year and the prod-
uct-mix was extended in radiators with flat face and central connec-
tion.

Radiators KORAD were awarded with certificate EN 1S0 9001 and
other certificates for supplies to countries not accepting measure-
ment according to EN 442.

Pipes for gas and water conduits
and for construction purposes

High-quality steel tubs with helical welding have been produced in
Kosice for 41 years. Hot rolled coils made of oxygen converter steel
represent a basic material. Helically welded steel tubes are pro-
duced with diameter 406 - 1420 mm, 5,0 - 12,5 mm thick wall and 8
- 14 mm long.

The supplies follow standards DIN, API, STN or the others. Tubes
are made of low-carbon micro-alloyed steel with guaranteed weld-
ability. Produced tubes are checked with non-destructive methods
(ultrasonic, X-ray method) that guarantee high quality and reliability.
Tubes are only temporarily surface treated with pitch or polyethylene
insulation and inner cement-mortar insulation.

Tubes are used for construction of gas, oil, hot water, tap water,
sewage conduits, for construction purposes. U. S. Steel'KoSice sells
92% of produced tubes abroad. Extension of product-mix in small
diameters (406 mm) represented the most significant innovations in
the past. Extension of product-mix up to 18 m length'is prepared cur-
rently.

Certificates of product quality :

* APl Spec Q1, API Spec 5L (USA)

* RW TUV (Germany)

-AD-Merkblatt WO/TRD 100 (Germany)

* AD-Merkblatt HPO/TRD 201 (Germany)

*ZETOM Katowice (Poland)

»TSU Piestany (SR)

< Certificate of construction product conformance, Piestany (SR)

Magnetic materials for electric motors

can be found in washing machines

Magnetic circuits - components (blocks) for electric motors -
armatures, casings, side ventilator covers and transformer cuttings
have been produced in KoSice “s Steel Shop for seven years. Isotrop-
ic electro-technical sheet with surface treatment Sulfizol or Remizol,
0,5 - 0,65 mm thick, 250 mm wide, loss number 25-80 W/ kg, black
plate without insulation max. 1 mm thick represent a basic material.

Types:

- packed and clamped armatures + casings at packing machines

- sealed armatures ( aluminum ) at pressurized casting press

Our products serve as electric motors for automatic washing
machines and ventilators in air-condition units. Reconstruction and
upgrading of the operation is prepared now.

We asked some of our customers from Czech market
How do you evaluate the mutual business cooperation
after the half year of changed strategy at U, . Steel Kosice?

*MiroslavHordk, General Manager - Sales, Ferona, a.s.

-There is an improvement of mutual cooperation, of course. Main-
ly weekly supplies were improved that is the most significant change
since the last fall. Our company purchases various cold and hot rolled
sheets from U. S. Steel KoSice. In the future, we would appreciate
improved quality of hot rolled sheet product-mix.

*Jan Halla, General Manager - finances, Femax, a.s.

- The cooperation is very good. Recently we had many problems
with in-time supplies as sheets were sold by numerous dealers and
sellers. Fortunately, it finished. Cooperation with salesmen is very
good indeed.

*Miroslav Knot, director of division Separation and Ventilators, ZVVZ
a.s. Milevsko

- We purchase various types of sheets, coils and plates. We are
satisfied with up-to-date cooperation. We would appreciate possibil-
ity of customer consultations and we have already use it in case of
some cold rolled sheets. | cannot say a bad word about the coopera-
tion.

+Dobroslav Novotny, General Manager, Zelezarny Velky Senov s r.o.

- | consider the cooperation with salesmen as undoubtedly bet-
ter. | would appreciate more initiative at production of new sheet
product-mix, according to our requirements. Our annual purchase
represents 6000 tons of hot rolled sheets and 4000 tons of cold
rolled sheets. Recently we have cooperated with your research cen-

Predstavujeme produkty spolocnosti U. S. Steel Kosice

mi renomovanych eurépskych
vyrobcov v oblasti kvality, ako aj
Sirky sortimentu.

Vyroba panelovych radia-
torov znacky KORAD ma v spo-
lo€nosti U. S. Steel KoSice dlho-
roéna tradiciu. Jej zaciatky sa V slcasnosti sa vyrabajd
datuju do roku 1969. Od tohto | radiatory 5 vySok - 300, 400,

Radiatory KORAD obstoja
aj v narocnej konkurencii

500, 600 a 900 mm a dizky od
400 do 3000 mm. Novinkou,

roka aZ po rok 1976 mala skoér
lokalny charakter. K vyraznému
posunu doslo v roku 1976, po | ktora bola uvedena na trh len v
zakupeni zvaracej linky Schlat- | minulom roku, je takzvany zu-
ter. Zeny typ radiatora 21 K a sorti-
Zaujem o novy produkt na- [ ment bol dalej rozSireny aj o
rastal, takze v rokoch 1987- | radiatory s prednou hladkou ste-
1990 sa uskutoc¢nila rozsiahla | nou a radiatory so strednym
rekonstrukcia linky, kiipena bola | zapojenim.
dalSia, moderna linka rovnakej Radiatory KORAD vlastnia
produkcie a inStalovana bola | certifikat EN ISO 9001 a ostat-
elektroforézna linka Eisenman. | né certifikaty pre dodavky do
Tieto zmeny umoznili vyrabat | krajin, kde nie je reSpektované
produkt porovnatelny s vyrobka- | meranie podla EN 442.

Rury pre plynovody,

vodovody aj na stavebné ucely

UZ 41 rokov sa v KoSiciach vyra-
bajl vysokokvalitné ocelové riry so
skrutkovicovym zvarom. Vstupnym
materidlom si za tepla valcované
zvitky z ocele vyrobenej v kysli-
kovych konvertoroch. Spiralovo
zvarané ocelové rdry sa vyrabaji v

priemeroch od 406 do 1420 mm s
hribkou steny od 5,0 do 12,5 mm, vo
vyrobnych dizkach od 8 do 14 mm.
Dodévky s podla noriem DIN, API,
STN, resp. podla inych noriem.
Vyrdbajl sa z nizkouhlikovej a
mikrolegovanej ocele so zarucenou

Magnetlcke obvody elektrlckych motorov

najdete aj v prackach

UZ sedem rokov sa v koSickych
Zeleziariach vyrabaji magnetické
obvody - komponenty (pakety) pre
elektromotory - statory, rotory, bo¢né
kryty ventilatorov a ako doplnkova
vyroba transformatorové vystrizky.
Vychodiskovym materidlom je izotrop
ny plech elektrotechnicky s povr-
chovou Gpravou Sulfizol alebo Remi-
zol, hribky 0,5 - 0,65 mm, max. §irka
250 mm, stratové ¢islo 25-80 W/kga
¢ierny plech bez izolacie, hrdbky do 1
mm.

Prevedenie:

- paketované a sponkované rotory
+ statory na paketovacich automa
toch

- zalievané rotory (hlinik) na
tlakovych liacich lisoch.

NaSe vyrobky slizZia ako elektro
motory pre automatické pracky a ven-
tildtory do klimatizaénych jednotiek.

V si¢asnosti sa pripravuje rekon-
§trukcia a modernizacia celej pre
vadzky.
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zvaritelnostou. Vyrobené riry sa
kontroluji nedestruktivnymi meto-
dami (ultrazvuk, rontgen), ktoré
garantuju vysokd kvalitu a spola-
hlivost dodavanych rdr. Riry sa
dodéavaji bez povrchovej ochrany, s
docasnou povrchovou ochranou, s
bitumenovou izolaciou, s poly-
etylénovou izolaciou, s vnitornou
izolaciou cementovou maltou. Po-
uzivajd sa na stavbu plynovodov,
ropovodov, horicovodov, vodovo-
dov, odpadovych potrubi a na sta-
vebné a konstrukéné Gcely.

V zahrani¢i predava U. S. Steel
KoSice aZ 92 percent produkcie rir.

K najddlezitejSim inovacnym
akcidm patrilo v minulosti roz-
Sirenie sortimentu rir do malych
priemerov (406 mm). V siéasnosti
sa pripravuje rozSirenie sortimentu
vyrébanych diZok rir do 18 m.

Certifikaty kvality vyrobku :

* APl Spec Q1, API Spec 5L
(USA)

«RW TOV (Nemecko)

* AD-Merkblatt WO/TRD 100
(Nemecko)

* AD-Merkblatt HPO/TRD 201
(Nemecko)

* ZETOM Katowice (Pol'sko)

«TSU Piestany (SR)

« Certifikdt preukdzania zhody
pre stavebné vyrobky, Piestany (SR)

Ako hodnotite po polroku,
ktory bol obdobim zmien v ob-
chodnej stratégii U. S. Steel
Kosice, vzajomni obchodni
spolupracu?

* Miroslav Horak, obchod-
ny riaditel, Ferona, a.s.

- Urcite je vo vzajomnej spo-
lupraci badat zlepSenie. K vel-
kému zlepSeniu doSlo najma v

Opjtali sme sa niektorych

nasich zakaznikoy
26eskeho trhu:

systéme tyZdennych dodavok,

¢o od minulej jesene pova-
Zujeme za najdolezitejSiu zme-
nu. Nasa firma kupuje z U. S.
Steel KoSice rézne druhy za
studena a za tepla valcovanych
plechov. V budicnosti by sme
uvitali zvySenie kvality v sorti-
mente plechov valcovanych za
tepla.

eJan Halla, financny ria-
ditel, Femax, a.s.

- Spolupraca je dnes velmi
dobra. V minulosti sme mali
velké problémy so véasnostou
dodavok, ktoré boli spésobené
tym, Ze plechy predavali rozni
"potulni" predajcovia a priekup-
nici, ¢o sa uz nastastie skonci-
lo. Spolupraca s obchodnikmi
je naozaj vel'mi dobra.

* Miroslav Knot, riaditel di-
vizie Odlucovanie a ventilato-
ry ZVVZ a.s. Milevsko

- Odoberame rézne druhy
plechov, zvitky i tabule. So
spolupracou v poslednom ob-
dobi sme spokojni. Uvitali sme
hlavnhe moznost zakaznickych
konzultacii, o sme aj vyuzili
pre isty druh plechov valco-
vanych za studena. O spolupra-
ci nemo6zem povedat ziadne zlé
slovo.

*Dobroslav Novotny, ria-
ditel' Zelezarny Velky Senov
s r.o.

- Spolupracu s obchodnikmi
hodnotim ako jednoznacne
lepSiu. Privital by som viac ini-
ciativy pri vyrobe novych dru-
hov plechov, podla naSich
poziadaviek. Ro¢ne odobera-
me 6000 ton za tepla a 4000
ton za studena valcovanych
plechov. V uplynulom obdobi
sme spolupracovali aj s vasim
vyskumnym Gstavom kvoli
technolégii na vyrobu pasov na
zvaranie pre zvaracie elek-
trody.




