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� 5.2-1   ENGLISH SUMMARY OF INVITATION LETTER (MEA & HPC) 

 

(MEA & HPC Letterhead, Date) 

�

(MEA Portion) 

    Dear Sir, 

 

  Let me draw your kind attention to a new initiative that I hope can serve your short term business 

interests. Based on the assignment of the Ministry of Economic Affairs, the Japan International Cooperation 

Agency (JICA) together with the Hungarian Productivity Center (HPC) is working on projects in Hungary 

with the aim of finding new methods to support Small and Medium-sized Enterprises (SMEs) in the 

manufacturing industry. JICA is a semi-governmental organization in Japan, responsible for assisting foreign 

aid programs. The Japanese experts arrived at Hungary in June 2000 and are conducting several projects, 

where HPC acts as a co-ordination agency. 

   The goal of the present project is to make use of the Internet for easing matchmaking among 

buyers and suppliers. In the first phase of the project shopping lists of reputable medium and large size 

companies are gathered. The collected lists (which will contain no reference to the prospective buyer) will be 

offered to interested potential suppliers, primarily through the Internet (in the initial phase, by e-mail). If the 

interest proves to be mutual, business visits will be organized, so that buyers and suppliers can establish 

personal contacts and then carry on with the negotiations without the participation of a third party. Of course, 

JICA and HPC are around to help, for example to make a pre-screening of potential suppliers, or to help them 

to be able to meet your cost, quality, and delivery requirements. 

 

(HPC Portion) 

I would like to ask you to help us in our efforts by supplying us with a list of items you plan to 

purchase in the future from suppliers in the framework of a subcontracting agreement. I would appreciate, if 

you could pass this letter to your manager responsible for procurement, together with your supporting 

opinion. There is a reply fax form attached, what we would ask you to use if you are willing to participate the 

project at this phase or is prepared to help the project with your comments. In case you have more than two 

items on your list to offer, please use a photocopy of the attached page. Even if you are not in the position to 

attach a shopping list at the moment, we would like to know your opinion. (You can find further information 

concerning the project on the following Web pages: www.hpc.hu/jica and www.benchmarking.hu/jica.) 

Thank you very much in advance for your kind help. 

   

    Yours faithfully: 

                                      ----------------- 

                                         (signature) 
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� 5.2-2   BUYERS SHOPPING LIST 

 

 

Fax to: HPC        N.o. of pages:    

Name of the company: �����������������������.�������� 

Name of procurement director (or equivalent):  ..�������������������� 

Tel.:  ��������  Fax: �������.  E-mail address: �..���������� 

1. Our company is participating the project, a shopping list follows     

2. Our company is interested in participating the project, please contact us by phone       

3. At the moment our company is not interested in participating in this project, but we would consider 

  revising our decision, on fulfilment of the following conditions: .......................................................... 

4. Any other comments or suggestions: ................................................................................................. 

1. Part (component) name: ............................................................................. ........................................ 

2. Material(s):    metal:      plastic:      others: .................................................................... 

3. Size (dimensions):  ........... mm x ............. mm x ............ mm 

4. Tolerance (accuracy in mm or mm, in each dimension): ...................................................................... 

5. Processing method(s): ......................................................................................................................... 

6. Lot (quantity in pieces / month): .................................................... 

7. Delivery time (optional): ................................................................ 

1. Part (component) name: ............................................................................. ........................................ 

2. Material(s):    metal:      plastic:      others: .................................................................... 

3. Size (dimensions):  ........... mm x ............. mm x ............ mm 

4. Tolerance (accuracy in mm or mm, in each dimension): ...................................................................... 

5. Processing method(s): ......................................................................................................................... 

6. Lot (quantity in pieces / month): .................................................... 

7. Delivery time (optional): ................................................................ 
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� 5.2-4   SCREEN IMAGE OF “Mentor” 
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� 5.2-5   SCREEN IMAGE OF NEW SEARCH FUNCTION 
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� 5.2-6   RESULT OF SEARCH SCREEN 
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� 5.2-3  HELP TO THE USE OF THE QUERY SCREEN (1/3) 

 

Help to the Use of the Query Screen 

 
Search conditions can be defined on the program�s query screen. The criteria of the query 

can be defined by filling in the data fields here in any combination. The more conditions 
are defined, the more definite the set of companies searched will be. 

 
The logical relations (AND/OR) existing between the fields, which will be prevailing 

during the search,  can be defined at various levels. It is possible to determine a main 
relation that will be valid for the whole query screen, and in addition it is also possible to 
define relations within particular field groups. By altering the features of the relations a 
more flexible and personalised search condition system can be outlined. 

 
Three fields are available respectively for the definition of key characteristics from the 

point of view of seeking subcontracting partners (Sector, Product, Material, Equipment), 
thus more complex conditions can be defined, which might foster more target-oriented 
search. 

 
In the case of Product, Material, and Equipment the relations between the related fields 

can be set by an AND/OR switch. In case of an AND-relation � which is the default 
setting � only those companies will be hits, which meet all � maximum three � criteria, 
while in the case of an OR-relation it is enough, if minimum one condition is met. The 
relation between the fields belonging to the Sector cannot be modified, it is always an OR 
operation. 

 
When defining the criteria related to the Sector, the Product, and the Material, there is an 

option for selecting the wanted value from a list. Button [123] opens the relevant code list, 
while button [ABC] helps in textual selection. 

 
Queries can be started by the Search button and the Cancel button serves for deleting the 

search criteria. 
 
On the query screen the following conditions can be defined: 
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� 5.2-3   HELP TO THE USE OF THE QUERY SCREEN (2/3) 

 

County 

 
The wanted county can be selected from a list; by holding keys Ctrl or Shift pressed 

more than one counties can be highlighted at the same time, thus it is also possible to 
search in different regions. Those companies will be indicated as hits, the headquarters of 
which are located in the selected county, or one of the selected counties. 

 
 
Number of employees 

 
The criterion corresponding to the number of employees can be defined in the form of an 

interval. Any of the two fields can be filled in respectively, too. In this case an interval 
being open at one of its ends is defined, i.e. a value lower or higher than a certain number 
is searched. If both fields are filled in, the query focuses on values between the two 
numbers. 

 
 
Internet 

 
By using the relevant checkboxes, it is possible to define criteria related to Internet 

addresses, in this way it is easy to select the companies having e-mail and/or home page 
addresses. 

 
 
Sector 

 
These fields can be used for defining the subsectoral classification outlining the 

companies� activities, which is based on the Unified Sectoral Classification System of 
Economic Activities (TE�OR). These fields can be filled in either with codes, or 
denominations, or with any fragments of them. With the help of button [123] you can 
select from the TE�OR code list that contains all the activities related to the companies 
included in the database. In order to make selection easier, it is also possible to make a 
quick search in the list. 

 
 
Product 

 
In the subcontracting database the final products and subcontracting products are 

included with free-text denominations, but they also have codes corresponding to the 
Domestic Product Classification (BTO). Due to this duality the products can be retrieved in 
several ways. If a number is entered in the fields, it is interpreted during the search as a 
BTO code. If a word or word-fragment is entered, the query focuses on free-text product 
names. By pressing button [ABC] a list appears about these products, while button [123] 
offers the option to use a BTO list containing all the codes and denominations included in 
the database. Both lists have got a quick search function, respectively. 
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� 5.2-3   HELP TO THE USE OF THE QUERY SCREEN (3/3) 

 
 
Material 

 
In the subcontracting database the processed materials are included with free-text 

denominations, but � similarly to the final products � they also have codes 
corresponding to the Domestic Product Classification (BTO). Due to this duality the 
materials can be retrieved in several ways. If a number is entered in the fields, it is 
interpreted during the search as a BTO code. If a word or word-fragment is entered, the 
query focuses on free-text material names. By pressing button [ABC] a list appears about 
these products, while button [123] offers the option to use a BTO list containing all the 
codes and denominations included in the database. Both lists have got a quick search 
function, respectively. 

 
 
Equipment 

 
Searches can be made based on the names or fragmented names � written in the fields 

� of the machines and equipment applied by the companies. 
 
 
Main Relation 

 
This AND/OR switch has got an overall effect on the entire query screen, with it  the 

relation between the following fields and field groups can be set in a unified way (default 
setting: AND-relation): County, Number of Employees, E-mail Address, Home Page, 
Sector, Product, Material, Equipment. 
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� 5.2-7   OPTIMUM SYSTEMS CONFIGURATION FOR MATCHMAKING 
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� 5.2-8   ACTIVITIES OF PP-1 AND PP-2 
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Phases

Schedule Months 1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 18 19 20 21 22 23 24
Functions Working Items

(1) Continuation of present PP-2 Project
1) Selection of buyers

2) Invitation to buyers

3) Collection of buyers shopping lists

4) Visit to buyers

5) Analysis of shopping lists

6) Classification of suppliers

7) Search for suppliers from "Mentor"

8) Sending e-mails to suppliers

9) Obtain responses from suppliers

10) Analysis of suppliers

11) Visit to suppliers

12) Setting of matchmaking

(2) Promotion of PRs
1) Establishment of provision and rules

2) Collection of members(buyers & suppliers)

3) Continuation of PR activities

(3) Initiation of consulting services
1) Advise on financial support

2) Preliminary factory diagnosis

3) Technology support

(1) Update of suppliers DB & new registration
(2) Development of buyers DB
(3) Registration of buyers DB and updates
(4) DB development of shopping lists
(5) Registration of shopping lists
(6) DB development for matchmaking records
(7) Input of matchmaking records
(8) Development of internet members registration
(9) DB development for suppliers factory diagnosis
(10) Input of suppliers factory diagnosis records
(11) DB development for suppiers financial support information
(12) Registration of suppliers financial support information
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THE USE OF MATCHMAKING DATABASE FOR THE COORDINATION OF 

ESTABLISHMENT OF MATCHMAKING USING COMPUTERS  

(USER MANUAL) 

 

During the course of pilot project 2 (PP-2) the databases used at different stages were 

gradually combined into a database (spreadsheet) in MS Excel format. The aim of that 

was to create for next users a tool, which is easy to use, but nevertheless contains all 

necessary data and all necessary features to manage the matchmaking process in an 

organised way. That inherently means, that there is little need for using paper based 

files (except for incoming letters and faxes). However, as most of the information is 

concentrated into one document, it is recommended to make back-up copies frequently 

for security reasons. One copy of the database should be always kept in a different 

location, than the original file(s) to decrease the danger losses in case of hard disk 

failure, theft, etc. 

 

The database itself was built according to the logical sequence of activities of the 

matchmaking facilitation process and it contains five parts (five sheets): 

1. buyer_info: detailed information about the buyers approached in order to obtain 

shopping lists from them 

2. shopping_list: compilation of the shopping lists submitted by the buyers 

3. supplier_info: detailed information about the suppliers who were approached to 

consider manufacturing / supplying items on the shopping lists 

4. communication: a summary of contacts between the project manager and 

co-ordinator, and buyers / suppliers 

5. matchmaking: a track of shopping list items, which raised the interest of suppliers, 

with reference to the prospective buyer and supplier companies 

 

The first three sheets contain information, which have to be updated infrequently, if 

ever. The fourth sheet (communication) is used during the day to day work to keep track 

of activities, especially those are in connection with any kind of contact with buyers and 

suppliers. Therefore this sheet can be considered as a simple kind of contact 



ATT5.2 - 2 

management tool. The most important events of the match-making process are 

summarised in sheet five of the database. That is to follow what has happened to those 

shopping list items, which were found by suppliers worth considering to produce. 

 

In all sheets the autofilter function of MS Excel is switched on to make it possible to 

view subsets of the records on any sheets. This function is particularly useful in the 

communication sheet, to view, for example, communication with a particular buyer or 

supplier, or to view any communication in relationship with a shopping list item. 

 

The present format should not be considered as the only right one. The user is 

encouraged to experiment with the database and adjust its structure to his/her individual 

work style. However it is advisable to avoid the combination of different sheets to such 

an extent, that the sheets would be unmanageably large. The other important principle to 

be kept in mind, is that all information should be in the database, so as user do not have 

to rely on their own memory and information on paper often. In order to minimise the 

time wasted for re-entering information (and also to decrease the chance of misspelling), 

equations are used to allow the use of codes for buyers, suppliers and shopping list 

items, instead of typing their full title all repeatedly (however in the corresponding field, 

the actual name will appear automatically). 

 

Description of individual sheets: 

 

1. buyer_info 

 

This sheet contains mainly imported information from commercial or otherwise 

available databases about companies, which can be supposed to act as buyers (in other 

words those who most likely need to subcontract part of their jobs to supplier 

companies). In practice such companies are most likely manufacturing companies with 

a size over 200 or 250 employees. A limited amount of historical information is also 

added, so as it can be clearly seen when was the company approached, and what was his 

reaction (if any). 
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When working with databases, such as the Hoppenstedt Bonnier database, in most 

cases the most practical way to transfer data is to export those into dBase format first. In 

order to avoid data loss, it is not advised to work continuously in that format. It is more 

feasible to load data into MS Excel or a compatible program, and save it in Excel 

spreadsheet file format. After that unnecessary columns can be deleted, new columns 

can be added and column widths can be adjusted to exactly match the format of the 

existing database. After that the newly created portion of the database can be attached to 

the existing one without problem. However, it is advisable to make back-up copies of 

both databases before attempting to unite them. Some information is divided into more 

than one field (e.g. address, names),  following the practice of commercial databases, 

and to make the transfer of the data not too labour intensive. 

 

The individual fields of the buyers' information sheet are the following: 

No.: A sequential code which will be used also in other parts of the database for the 

identification of buyer company. 

Company name1 / Company name2: Full name of buyer company. 

Address1 / Address2 / Address3: Full address of company, including postal code, 

town/village, street or post office box. 

BTO: A popular code used in Hungary for the categorisation of main products and 

activities of companies. A shorter code means more activities in broad category, such 

as vehicle part manufacturing, or metal processing. 

CEO1 / CEO2: Full name of executive director. 

Tel1 / Tel2: Telephone number with area code. 

Fax1 / Fax2: Fax number with area code. 

E_mail: Electronic mail box address. 

Contact person: Quite often there is another manager responsible for subcontracting, 

than the CEO (it is most practical to obtain that name through the reply sheet provided 

for prospective buyer companies). 

Dispatch: Date of dispatch of the letters, faxes, etc. in which the buyer company is 

asked to submit a shopping list . 
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Reply: Date of reply of buyer company, as on the letterhead or as it is printed on the fax 

sheet. 

Interest: Y should be written in this field, if the buyer company has shown any kind of 

interest (e.g. required contacting, or could not decide), otherwise N should be written. 

Shopping list: Y should be written, if the interest of the buyer company was strong 

enough to submit a shopping list. 

 

 

2. shopping_list 

 

This sheet contains information submitted by buyer companies for items they want to 

get manufactured (or purchased from) elsewhere. For each shopping list item, only the 

necessary minimum of information can be found, what the supplier should know to 

consider manufacturing of the part in the framework of a subcontracting agreement. 

Suppliers get all the information about the items to be produced, except the name of 

buyer company (unless the buyer company gives definite permission for that). A 

minimum amount of historical information can also be found to show the interest of 

suppliers, but details will be found elsewhere (for that reason it is possible to omit such 

information here). 

 

The individual fields of the shopping list sheet are the following: 

No.: A sequential code which will also be used in other parts of the database for the 

identification of shopping list item. 

Name of part: Brief description of the item to be produced. 

Buyer No.: Same as the code which is used in the buyer sheet (No.) for the 

identification of buyer company. 

Name of buyer: Same as Company name1 on the buyer sheet (it is not necessary to type 

that, as it will be automatically show after filling in the previous field: Buyer No.). 

Materials: Main material(s) of the item (such as steel, plastic, etc.). 

Size: Approximate size in all dimension, given in mm-s, unless otherwise stated. 

Tolerance: Required accuracy in all dimension, given in mm-s, unless otherwise stated. 
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Technology: The technology (technologies), what the supplier should poses in order to 

be able to manufacture the item. 

Quantity: Approximate number of part required to be delivered monthly (unless 

otherwise stated). 

Delivery: Delivery terms, such as the approximate time between order and delivery. 

Remark: Any remarks related to the given part. 

Supplier interest: Y, if any of the suppliers showed interest to manufacture the given 

part (otherwise N) 

Contract: Y, if it is agreed, that a supplier will manufacture the part in the framework of 

a supplier contract 

 

 

3. supplier_info 

 

This sheet contains mainly imported information from commercial or otherwise 

available databases about companies, which can be supposed to act as suppliers (in 

other words those who most likely take orders to supply parts for larger companies � the 

buyers). In practice such supplier companies are most likely manufacturing companies 

with a size under 250 employees, although first tier suppliers of multinational 

companies can be of any size up to a few thousand employes. However, in the 

framework of the present project the size of targeted suppliers is between 20 and 200 

employees. Occasionally � in order to raise the number of suppliers � companies with 

size from 10 to 20 and 200 and 250 were also included. Another main criteria of 

selection of a supplier company was to poses an e-mail address. There is a limited 

amount of historical information also added, so as it would be clearly seen when was 

the company approached, and what was his reaction (if any). 

 

The individual fields of the supplier' information sheet are the following: 

No.: A sequential code which will be used also in other parts of the database for the 

identification of supplier company. 

Company name1 / Company name2: Full name of supplier company. 
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Tax number: It serves as a unique identification number of a company, although that 

was not available from databases in each case. 

Address1 / Address2 / Address3: Full address of company, including postal code, 

town/village, street or post office box. 

BTO: A popular code used in Hungary for the categorisation of main products and 

activities of companies. 

CEO1 / CEO2: Full name of executive director. 

Tel1 / Tel2: Telephone number with area code. 

Fax1 / Fax2: Fax number with area code. 

E_mail: Electronic mail box address. 

Contact person: Quite often there is another person / director responsible for delivery of 

parts, than the CEO (it is most practical to obtain that name through the reply sheet 

provided for prospective supplier companies). 

Dispatch: Date of dispatch of the letters, faxes, etc. in which the supplier company is 

offered to select items from the shopping lists. 

Reply: Date of reply of supplier company, as on the letter head or as it is printed on the 

fax sheet, but most often the answers were also sent by e-mail. In such a case the 

delivery that of the e-mail should be recorded here. 

Data source: Two main data sources were used, the Hoppenstedt Bonnier, ver. 2000_1 

and the Mentor database (both the version available for use through the company 

called Euro Trend and the one published on a CD-ROM by ITD Hungary). When a 

particular company was identified in both the Hoppenstedt B. and the Mentor database, 

the data in the Hoppenstedt B. database was used, because of the better exporting 

facilities of that database. 

Interest: Y should be written in this field, if the supplier company has shown any kind 

of interest (e.g. although has not find any items suitable for immediate manufacturing, 

but is interested to receive new shopping lists, with items better suited to the available 

technology), otherwise N should be written. 

Shopping list: Y should be written, if the supplier company selected shopping list items 

from the list sent. 

Remark: Any related remarks. 
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4. communication 

 

A very important part of matchmaking activities is the frequent communication with 

prospective buyers and suppliers by phone, fax, e-mail or personal visits. This sheet 

contains the summary of such contacts. During the course of PP-2 project several times 

more attempts were made to facilitate the matchmaking between buyers and suppliers 

by communication, but in order to avoid confusion, only those are mentioned which 

have some consequences for the future, therefore which are the most useful for the 

agency which will take over the matchmaking initiative. 

The philosophy behind the format used when setting up this page is the following. 

When contacting a buyer or supplier company the discussions can be related to getting 

general information about the company itself, or getting or supplying information about 

one or more shopping list items, or discussing the interest or relevance of a partner 

company (either buyer or supplier). 

 

The individual fields of the communication sheet are the following: 

No.: A sequential code. 

Date: The date of communication (in most cases not the exact date was given, the first 

day of week, when the communication happened. 

Means of communication: Either telephone, fax, e-mail or personal visit. 

Company No.: The sequential code used in the buyer_info or supplier_info sheets (No.) 

to identify the contacted company. 

Name of company: Company name1 field of buyer or supplier company contacted 

No. of part or related company: The subject of communication can be the company 

itself, another company, or one or more parts. This field contains the code of given 

company or part. 

Name of part or related company: The name of part or related company � just as in 

many other cases � will be automatically appear here based on the code given in the 

preceding field. 
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More shopping list items: When the communication concerns more than one shopping 

list item (part), Y should be written here. The codes or description of other parts can 

be mentioned in the Comment field. 

Comment: That field contains the details, including the results, of communication (such 

as actions decided, etc.) 

Quick action: In case Y is written here, then quick action is required as a result of that 

particular contact to be done by the agency responsible for the continuation of the 

project. Another possible use of this field is to notify a contact under preparation. 

Such a way the database can serve as a simple time management / planning tool. 

 

 

5. matchmaking 

 

This is the summary of the success of matchmaking facilitation process. Through this 

sheet, it can be immediately seen, which suppliers showed interest to supply some parts 

on the shopping lists, and whether the buyer and supplier company were mutually 

informed about it (so as they can identify each other). Furthermore, this sheet shows the 

overall success of matchmaking, showing whether the buyer and supplier company has 

formally agreed concerning the manufacturing of a given part. Through this sheet, it is 

easy to follow, what happened concerning the agreement on supplying any part a 

supplier company showed interest to manufacture. 

 

The individual fields of the matchmaking sheet are the following: 

No.: A sequential number. 

Shopping list No.: Same as the code which is used in the shopping_list sheet (No.) for 

the identification of a shopping list item. 

Name of part: Brief description of the item to be produced. 

Buyer No.: Same as the code which is used in the buyer sheet (No.) for the 

identification of buyer company. 

Name of buyer: Same as Company name1 on the buyer sheet. 
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Supplier No.: Same as the code which is used in the supplier sheet (No.) for the 

identification of supplier company. 

Name of supplier: Same as Company name1 on the supplier sheet. 

Remark: Any related remarks. 

Match: Y is written here, when both the buyer and supplier company is informed about 

the mutual interest to subcontract / supply a particular part 

Contract: Y, if it is agreed, that the supplier shown in the present line (record) will 

manufacture the part in the framework of a supplier contract 
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Table 1.  SAMPLE OUTPUT OF BUYERS LIST 

No. Address2 Dispatch Reply Interest
Shopping

list
Remark

B002 Budapest 2000/9/29 2000/10/24 Y N távolkeleti gyártót keres
B010 Pécs 2000/9/29 2000/10/4 N
B013 Békéscsaba 2000/10/6 2000/10/11 Y Y inkább importálni szeretne
B025 Szendr� 2000/9/29 2000/10/4 Y N inkább beszállítani szeretne
B093 Székesfehérvár 2000/10/6 2000/10/13 N
B099 Zalaegerszeg 2000/9/29 2000/10/3 N
B111 Budapest 2000/9/29 2000/10/26 N
B126 Dunaharaszti 2000/9/29 2000/10/6 Y Y hosszú, nem szabványos lista
B130 Nagykanizsa 2000/9/29 2000/10/12 Y Y hosszú, nem szabványos lista
B140 Dunaújváros 2000/9/29 2000/10/6 N
B149 Budapest 2000/10/6 2000/10/18 N
B155 Vác 2000/9/29 2000/10/3 N
B174 Budapest 2000/10/6 2000/10/30 Y N
B181 Budapest 2000/9/29 2000/10/13 N
B187 Szombathely 2000/10/6 2000/10/24 N

B207 Pécel 2000/9/29 2000/10/3 Y N
általános érdekl�dés, nem
konkrét lista

B214 Budapest 2000/9/29 2000/10/6 Y Y
B221 Gy�r 2000/10/6 2000/10/11 Y Y
B225 Szekszárd 2000/9/29 2000/10/11 N
B228 Budapest 2000/9/29 2000/10/10 Y N lsd. kommunikációs részt
B240 Gy�r 2000/9/29 2000/10/3 N
B257 Budapest 2000/10/6 2000/10/13 N
B285 Mór 2000/9/29 2000/10/24 Y N lsd. kommunikációs részt
B294 Jászberény 2000/9/29 2000/10/3 N
B296 Budapest 2000/9/29 2000/10/6 Y N
B302 Kalocsa 2000/9/29 2000/10/16 N
B344 Gödöll� 2000/9/29 2000/10/3 Y N feltételes érdekl�dés
B345 Mór 2000/10/6 2000/10/17 Y N feltételes érdekl�dés
B381 Debrecen 2000/9/29 2000/10/11 N
B393 Miskolc 2000/9/29 2000/10/5 Y N
B401 Budapest 2000/10/6 2000/10/9 N
B411 Budapest 2000/9/29 2000/10/3 Y N felteles érdekl�dés
B430 Budapest 2000/10/6 2000/10/10 N
B435 Szentgotthárd 2000/9/29 2000/11/7 Y Y last minute lista
B440 Pécs 2000/9/29 2000/10/10 Y Y ált. kis tételszám+T475
B444 Budapest 2000/10/6 2000/10/16 N
B447 Pápa 2000/10/6 2000/10/10 N
B455 Budapest 2000/9/29 2000/10/13 N
B484 Gy�r 2000/9/29 2000/10/11 N
B485 Sárvár 2000/9/29 2000/10/5 Y Y kezdeti félreértés
B487 Földes 2000/9/29 2000/10/11 N
B491 Sütt� 2000/9/29 2000/10/6 N
B504 Dombóvár 2 2000/9/29 2000/10/25 Y N
B513 Szombathely 2000/9/29 2000/10/5 Y Y nagy tétel
B526 Pécs 2000/9/29 2000/10/9 N
B534 Salgótarján 2000/9/29 2000/10/9 Y Y
B538 Salgótarján 2000/9/29 2000/10/26 Y Y
B553 Szeged 2000/9/29 2000/10/17 N
B570 Budapest 2000/9/29 2000/10/26 Y N
B775 Martf� 2000/10/6 2000/10/13 N
B587 Kunszentmárton 2000/9/29 2000/10/9 Y N
B598 Budapest 2000/9/29 2000/10/13 Y N lsd. kommunikációs részt
B617 Mez�túr 2000/9/29 2000/10/11 Y N
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Table 2.  SAMPLE OUTPUT OF SUPPLIERS LIST 

 

No. Address2 Dispatch Reply Interested
Shopping

list
Remark

S011 Szendr� 2000/10/24 2000/10/25 Y Y ismét jelentkezett
S012 Százhalombatta 2000/11/1 2000/11/7 Y N

S020 Mez�túr 2000/10/24 2000/10/26 Y Y
szárított anyaggal is tud
dolgozni

S037 Komló 2000/10/24 2000/10/31 Y Y bizonytalan
S043 Budapest 2000/11/5 2000/11/8 Y N
S045 Debrecen 2000/11/5 2000/11/6 Y N
S046 Budapest 2000/11/1 2000/11/14 Y N
S047 Pécs 2000/10/24 2000/11/2 Y N
S052 Balassagyarmat 2000/11/1 2000/11/16 Y N
S064 Budapest 2000/11/5 2000/11/8 Y Y nem f� profil a beszállítás
S090 Eger 2000/10/24 2000/11/3 Y N
S101 Budapest 2000/11/1 2000/11/6 Y N
S102 Jánosháza 2000/10/24 2000/10/25 Y N
S106 Hódmez�vásárhely 2000/10/24 2000/11/2 Y N
S117 Kalocsa 2000/11/10 2000/11/13 Y Y közvetlen megkeresés
S136 Kisújszállás 2000/11/1 2000/11/6 Y Y
S139 Budapest 2000/11/1 2000/11/2 Y N

S142 Budapest 2000/10/24 2000/10/25 Y Y
Dunapack-hoz kapcsoló
dik

S159 Mindszent 2000/11/5 2000/11/7 Y Y
S164 Mohács 2000/10/24 2000/10/25 N
S190 Törökszentmiklós 2000/10/24 2000/10/25 Y N feltételes érdekl�dés
S192 Komló 2000/11/1 2000/11/2 Y N fröccsöntés: nem
S225 Tab 2000/10/24 2000/11/1 Y N
S228 Miskolc 2000/11/1 2000/11/2 Y Y
S243 Budapest 2000/10/24 2000/11/2 Y N öntés
S259 Székesfehérvár 2000/11/5 2000/11/8 Y Y f�leg szerszám gyártás



ATT5.2 - 12 

Table 3.  SAMPLE OUTPUT OF BUYERS SHOPPING LIST

No. Name of part Buyer No. Materials Tolerance Technology Quantity Delivery

P001 szürke és egy oldalon fehér papírkartonlemez B513 kartonpapír n.a. gépi
���� W WtSXVRNWyO I�JJ�

en /hó
1-3 héten belül

P002 hullámkarton lemezek B513 papír (E, B, C, BC, BE) szabvány szerint gépi
kb. 200.000 m2 /hó tí
pusonként

1-3 héten belül

P003
fék-kuplung, gázpedálszett személygé
pkocsikhoz

B485
IpP� P&DQ\DJ pV

elektronika
gyártástechnológiából adódóan

sajtolás, ponthegesztés,
P&DQ\DJ IU|FFV|QWpV�

szerelés
10.000-50.000 db /hó egyeztetés szerint

P004 forgattyús tengely B214 fém n.a. kovácsolás 2 db / hó 10 hét

P005 J\~MWyJ\HUW\D �Ji]�]HP&� B214 fém, porcelán n.a. n.a. 100 db /hó 3 hét

P006 hajtórúdcsavar B214 fém n.a. n.a. 100 db /hó 2 hét

P007 csapágypersely B214 fém n.a. n.a. 50 db /hó 14 hét

P008 GXJDWW\~J\&U& B214 fém n.a. n.a. 150 db /hó 14 hét

P009 vonókészülék B214 fém n.a. kovácsolás 40 db /hó 12 hét

P010 padló teherkocsihoz B214 acél kfl +-2 +- 0,8 +- 1,2  +4/-0 mm vágás, hajlítás 80 db /hó 12 hét

P011 NRQWpQHUU|J]tW� B214 ötvözött acél DIN ISO 8015 szerint öntés 400 db /hó 6 hét

P012 raklap MÁV EURO szabvány szerint B534 fa n.a. n.a. 300 - 600 db /hó egyeztetés szerint

P013 szürke öntvény rúdban B534 Öv 250 n.a. n.a.
2 fm méretenként
/negyedév

egyeztetés szerint

P014 kipufogódob B440 fém +- 1,5  +-1,5  +-1,5  mm hegesztés 1 db / hó n.a.
P015 kipufogódob DIO B440 fém +-1  +-1  +-1 mm hegesztés 1 db /hó n.a.
P016 kompresszor szívószeleptörzs B440 fém +0,033  +0,033  +0,033 mm esztergálás, marás 4 db /hó n.a.

P017 kompresszor forgattyústengely B440 fém +0,011  +0,011 + 0,011 mm
esztergálás, marás, kö
szörülés

6 db /hó n.a.

P018 kompresszor dugattyú csapszeg B440 fém +-0,03   -0,011  +-0,02 mm esztergálás, köszörülés 2 db /hó n.a.
P019 kompresszor nyomószeleptörzs B440 fém +0,033  +0,033  +0,033 esztergálás, marás 6 db /hó n.a.
P020 panhard persely B440 fém, gumi +-0,1  +-0,1  +-0,1 mm esztergálás, préselés 23 db /hó n.a.
P021 parkfék szelep (0,7 +-0,1 bar.) B440 IpP� P&DQ\DJ n.a. összeszerelés 3 db/hó n.a.
P022 csapos panhard gömbcsukló B440 fém, gumi +0,5  +0,5  +0,5 mm esztergálás, préselés 28 db /hó n.a.
P023 kúpos panhard gömbcsukló B440 fém, gumi +0,5  +0,5  +0,5 mm esztergálás, préselés n.a. n.a.

P024 PP körszövött zsák B013 P&DQ\DJ ������ JU �P�� n.a. körszövött 250 - 300 ezer db /hó 10 nap

P025 1 kg-os lisztes papírtasak B013
papír (fehér nátron) (70 gr
/m2)

n.a. ragasztott 1,0 - 1,2 millió db /hó 10 nap

P026 PES texturált, multifilamens fonáll B221 textil n.a. n.a. 30.000 kg /hó OHKtYiVV]HU&HQ

P027 bútorszövet és függönydekor anyag B221 textil n.a. szövött 20.000 fm /hó lehívás alapján
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Table 4.  SAMPLE OUTPUT OF MATCHMAKING ACTIVITIES LIST 

 

No. Date
Means of

communication
Company

No.
No. of part or
related comp.

Comment

H002 2000/10/9 tel. B207 B207
kés�bb lehet, hogy adnak listát, szerszámot
adják a gyártónak

H003 2000/10/9 tel. B344 B344 általában érdekl�nek, visszahívást igértek

H004 2000/10/9 tel. B411 B411
több mint 100 beszállító, személyes találkozás
lehetséges

H005 2000/10/9 tel. B485 B485
kapcsolatfelvétel; félreértés: a P003-at gyártan
ák; új listát ígérnek

H006 2000/10/9 tel. B513 B513
a beszerzésért felel�s vezet�vel nem sikerült
beszélni, de a lista elég részletes

H007 2000/10/9 tel. B534 P012
lényeges, hogy a raklapok megfeleljenek a MÁ
V és a nemzetközi szabványoknak

H008 2000/10/9 tel. B587 B587
inkább beszállítók, acélszerkezeteket gyártaná
nak

H009 2000/10/16 tel. B013 B013
kapcsolatfelvétel; kevés új szállítót remél,
import jobban érdekelné

H010 2000/10/16 e-mail B013 P024
adatbázis keresés eredményének megküldése
(10 potenciális beszállító)

H011 2000/10/16 tel. B207 B207 látogatás szervezés alatt
H012 2000/10/16 tel. B214 B214 kapcsolatfelvétel, találkozó kérése
H013 2000/10/16 tel. B221 B221 kapcsolatfelvétel

H014 2000/10/16 levél B345 B345
DaimlerChysler, Porsche, Audi vagy
Volkswagen által min�sített beszállítók é
rdekelnék

H015 2000/10/16 tel. B440 B440
többszöri sikertelen próbálkozás a telefonos
kapcsolatfelvételre

H016 2000/10/23 tel. B002 B002
olcsó távolkeleti szállítókat keresnének, jav.:
Japán-Magyar Gazd. Klub, JETRO

H017 2000/10/23 tel. S020 S020 kapcsolatfelvétel, látogatás megbeszélése

H018 2000/10/23 látogatás B207 B207
nem sikerült a listát pontosítani, koordinátor pr
óbál potenciális beszállítókat azonosítani

H019 2000/10/23 tel. B214 B214
látogatást jelenleg nem tartják indokoltnak;
egyes tételek pontosítása

H020 2000/10/23 tel. B228 B228
többszöri sikertelen próbálkozás a
kapcsolatfelvételre

H021 2000/10/23 tel. S190 S190
talán vállal új beszállítást, de jelenleg elég
megrendelése van

H022 2000/10/23 tel. B598 B598
többszöri sikertelen próbálkozás a telefonos
kapcsolatfelvételre

H023 2000/10/30 tel. S011 S011 kapcsolatfelvétel, látogatás megbeszélése

H024 2000/10/30 látogatás S020 P012
sikeres látogatás, prospektus részeket igér e-
mailen keresztül

H025 2000/10/30 tel. B126 B126
f�leg rozsdamentes alapanyagokról hosszú
lista, egész napos látogatás kell a konkretizálá
shoz

H026 2000/10/30 tel. B130 B130
egész napos, személyes látogatás kell a
nagyszámú tétel pontosításához

H027 2000/10/30 tel. B285 B285 sikertelen kapcsolatfelvétel
H028 2000/10/30 tel. B485 P028 jó lista megérkezik
H029 2000/10/30 tel. B538 B538 kapcsolatfelvétel
H030 2000/10/30 tel. B538 P043 specifikáció pontosítása
H031 2000/11/6 látogatás S011 P010 sikeres látogatás
H032 2000/11/6 tel. S136 S136 látogatás következ� héten
H033 2000/11/6 tel. S136 P010 látogatás elhalasztva, de a munka érdekli

H034 2000/11/6 tel. S159 S159
látogatás el�készítése; másnap: ez a hét nem
megfelel�

H035 2000/11/6 tel. S228 S228 látogatás megbeszélve
H036 2000/11/6 látogatás S228 P006 sikeres látogatás, buyer nevét szeretné tudni



5 - 3 - 1 

5.3 �PP-3���������������� 

��������������	��PP-3�����������
�������

���
��	
���1)�����	����������2)��������3)

�����	�����4)����	���������������
��5)

�����	�������6)�������7)��������8)�������

��	��������9)�����	���������������
 

 

5.3.1 ���	������������ 

�����������������������������������

�������������������������������������

��������������������������������������

�����������
������������������������


��������������������������������������

	������������������	����������������
�

�����������������������������	�������

����������	������
�	�����������������

������������������
�������������	�
�

���� 

 

���� 20 ����������
�1 �!��	�����������	

 3�������������	����������������1.5 �

����������������������"#$���!�%���

������������
����"���!����������
#����

�$	���������������3 ��������������
�����

���������������������	�������������

��������%&���
�����������������&������

���������������	���������
���������	

��� 1 ��!�������������������	���������

������'�������&�(�����&�������� 

 



5 - 3 - 2 

5.3.2 ���	���������� 

��)��
�����������������
�����������


����� 

 

����	������� 2 ��������
 

(1) ���������������'�(���
���	������
 

(2) �!���������
����������&���!������

���������
 

 

5.3.3 ���	������������� 

������	�������������������	����������

��������	������� 1 ������� 20 ������	 2 ��	

�����
 

 

5.3.4 ���	������������ 

5.3.4.1 ���� 

(1) ��	� 

JICA 	��
������JICA ���
��
���������������

)�"��HPC�����!�*�"������
�
�
��
HPC ����

	�
���������	��(�
��	���
������ PP 
��

)�"�����������������
���
 

 

(2) �����+�!�*�"�� 

����� 3 	���������������� 

��������� 2 	�������������� 

��!�#$(�"�� 1 	�	��� 

��+�!�#$(�"�� 1 	�HPC� 

��+�!�*�"��� 2 	������ 

 



5 - 3 - 3 

(3) ����� 

	����������
 HPC�������HPC����������

�	� LEA���������(��������
�
�"��Pre-application�
 

 

5.3.5 ���	���������������� 

5.3.5.1 ���� 

����������	������� 2000 	 9 � 3 ����� 10 � 2 �

�	�����!�#$(�"�1 �� HPC � 1 ����%��
1)�����

��2)����
��3)��������4),-��+�-�./������

���
��������������)�
 

 

(1) ������ 

������ HPC��	��� 2000 	 8 �����	�������
��

���	����������
����
 

 

�����
�Pre-application �� 

!�	� Japan-based Intensive Training Course for Young Managers 

���� ODA/JICA ������
���HPC �����������

������
���������0�1�2!�
����
 

����� 1) �����
�
 250 	��
����	���������

�����

�����������������
 

 2) �	� 

 3) 	��35 ���
����	���
 

���� ������� HPC������ 

 

����� 

�������HPC��������������3���� 400����

�� 20 	�� 250 	�����
	 400�
* Direct Mail
����
���

����� Budapest���� 3�4� LEA����	 100�������(

�
�
����
 

 



5 - 3 - 4 

(2) ���
� 

HPC�� Hotel Nimr�d�2099, Dobog�k�, E�tvos S�t�ny 4. TEL:06-26-347-644��

�����
����

�������������	�������10 � 1 

�27 ��	���������	�������+�*������
����


��� 3 �����	���
 

 

(3) ,-��+�-�./�������� 

�����	�����,-��������+�*+�-�./�
�


���
,-��	�������1)�������2)�����3)
�����

����4)����!�4��"���+�* 5)�������
�����)

��������������������� �����������


���������		�������
 

 

�� HPC � JICA ������������������������	

��
���,�����1�5�-����������A4 	 150 ��
��

�����
 

 

5.3.5.2 ����������� 

���������	��
��� 20 	
�
���
�������� 5.3-1

��������	����� 21 ��		�� 35 ��� 26.5 �����


����	�
	�������*�'���������������
�

�� 3 	��������� 5 	�6�7�����	�
�		��
 

 

� 5.3-2�����!��!�(�����
�.�����17 	���	

������
 



5 - 3 - 5 

�5.3-1� � PARTICIPANTS TO INTENSIVE MANAGEMENT TRAINING PROGRAM 
OCTOBER 2-27, 2000 

FIRST WEEK SECOND WEEK THIRD WEEK FOURTH W
10/1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 18 19 20 21 22 23 24 25

(Mon) (Tue) (Wed) (Thu) (Fri) (Sat) (Sun) (Mon) (Tue) (Wed) (Thu) (Fri) (Sat) (Sun) (Mon) (Tue) (Wed) (Thu) (Fri) (Sat) (Sun) Holiday (Tue) (Wed)

Opening

Mr. Maróczi

Ms. Vajna

Mr. Sato

Mr. Tanaka

Mr. Yamazaki

Night Session
(19:00-21:00)

Mr. Matrai

Mr. Badasconyi

Ms. Hegedus

Mrs. Sato

Ms. Umemura
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10:00

Lecture

Night Session

Lecture

Night Session

Factory Diagnosis Presentati

Lecture

Finance(2)

Factory Diagnosis

A) Mr. Yamazaki, Ms. Hegedus
     Mr. Szekely (10 factories)

B) Hungarian side Engineering Consultant
     Mr. Matrai, Mr. Takeuchi

P
re

pa
ra

tio
n 

fo
r 

P
re

se
nt

at
io

n

P
re

se
nt

at
io

n 
of

 R
ep

or
t

Production
Management

(1)

Production
Management (2)

Management

Plant
Visit

�Sony�

Lecture

Plant
Visit

�SUZUKI�

Presen

Discussion Discussion

Finance(1)

EEK
26 27

(Thu) (Fri)

on (etc.)

tation

S
em

in
ar

C
om

m
en

ce
m

en
t

 



����������

������� � ����������������������������������

�� �� �� �� ��� �� ����
��������������������
���������������������������

���������������������������������

��	
����������	��	����
�������
���������������	��������������

�������������	����������������
�		��
����������������������

�����������������������	
�������
����������	
�����
���

���������������������

������������������������������
������������������
�����������
���
����

��������������������������
��
���

������������	�����������

������������������������������

���������������������������
�
������ ����������������������!�

���������������������"!�������
���������

����	����	����������!�

��� ������
������ � ��
���#$
���� �

��
���� �!
���"������#���"��
��$

�����%� %&'�

()�����
���*�� +*�

,�������#��"�
-.�$

%%/�

%�

�������%�

����

	0-
1��2��
-.�$

	�3-��
%'''
��$

����

���

��

0�4�#
-.�$
&'�������
%�

�'�

5��6�
������ � %(

���
-��"�������
������

	��"
����� � %)

������%7�	����4��
	�6��

	����
+��6����
 �
��

� %� ��� 1� �
�������"�
-.�$
(��	)�*�	�
����������
��%�

�)(�

�%�

���

�(�

�&�

�8�

�



����������

������� � ����������������������������������

�� �� �� �� ��� �� ����
��������������������
���������������������������

�����������	�����������������+
,��������

��������������
9������	���������:��������
9�����������
�!�

�����������������������������

������
���"����	������
���������	�������������
��
	�����

���������������	�������������

��	-��.���������	�����!�

������������

����	����	�%/%�0��/�1�����	����
��
���

���������	�����������������

�����������
� �����

�����"!��������	���!���������
����

�����
������!	�����!���������������
�
���

������%����� �%'�

&'�

('�
����������
%�

���2+�	�	�
����%�

�������������
-.�$

�����;
-.�$

����������%'
-.�$

��

����

%&�

%)�

�������
���������

!����2�
<����. � %/

��2�
1�6��

 ����
��=��� � %8 ���� ����%�
�* �-*
+����
5���������
-.�$

(&�

%)�
�)���#�3�
�>���
1�������
%�

 �9�9� 	
-.�$

%'�
� )�	���
��%�

�����=���
-.�$

��

����

%8

%&

�?�6�
3����

�����=���
����� �

�7�

�)�

�/�

��'�

����

��%�

�



����������

������� � ����������������������������������

�� �� �� �� ��� �� ����
��������������������
���������������������������

����"����������������#4�������
$�

�����	��	
�����	����	������
�
��

�������������!�����������

�������		������!�

������������������"!���������
��

���������������������� �����
�����
�������
������������

����
��

����������3��������$�5��������
�������������

6��17����	���	���	������������	
���������
���

��������������	���������������

��������!���

��(�

��&�

��8�

��7�

���� �����
	����

5����
5��6����

%8�

%/�

�'�5���2�
������

� %%���"�
��6���

�����
12����
0�����
	���
�

� %&

�&�

�'������%�
12����
+���2�������#��"��
-.�$

���

��� 5���2�
-�����������
-.�$�#���

8#�����%�

�����
� �

��

(%�

,��*	�
-.�$

*���#���
�=��������
-.�$

1!�
-.�$ ��	����%� &&�

�'�
�������3�@��
	��������������
��%�

�

�



5 - 3 - 9 

5.3.6 �����������	�
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���������� 5.3-3 ����	�
��� 5.3-4 �������������
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�5.3-5� � �������������� 

I. ��������
 ----------------------------------------  4.4 
 �������������  
 ������  

II. ������ -------------------------------------------------  4.6 
 ���� 2 �������� 2 ����  

III. �� -------------------------------------------------------------  4.2 
 ��-�����3 ���  

IV. ������	���� ----------------------------------  4.9 
V. ���� -------------------------------------------------------  4.3 

 ���������������  
VI. ������ -------------------------------------------------  4.3 

 �	��4 ������/����������  
VII. ���� -------------------------------------------------------  4.7 

 �������	������  
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FIRST WEEK SECOND WEEK THIRD WEEK FOURTH W
10/1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 18 19 20 21 22 23 24 25

(Mon) (Tue) (Wed) (Thu) (Fri) (Sat) (Sun) (Mon) (Tue) (Wed) (Thu) (Fri) (Sat) (Sun) (Mon) (Tue) (Wed) (Thu) (Fri) (Sat) (Sun) Holiday (Tue) (Wed)

Opening

Mr. Maróczi

Ms. Vajna

Mr. Sato

Mr. Tanaka

Mr. Yamazaki

Night Session
(19:00-21:00)

Mr. Matrai

Mr. Badasconyi

Ms. Hegedus

Mrs. Sato

Ms. Umemura
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10:00

Lecture

Night Session

Lecture

Night Session

Factory Diagnosis Presentati

Lecture

Finance(2)

Factory Diagnosis

A) Mr. Yamazaki, Ms. Hegedus
     Mr. Szekely (10 factories)

B) Hungarian side Engineering Consultant
     Mr. Matrai, Mr. Takeuchi
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Discussion Discussion
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Oct. 2 Opening 10:00�10:30 Opening Address
(Mon) Celebration Mr. Miura (Japanese Embassy)

Mr. Székely (HPC)
Mr. Inakazu (UNICO Intl.)

From Staff
Mr. Matrai / Mr. Takeuchi
(Interpreter : Ms. Hegedus)

Lecture 10:30�12:00 Mr. Maróczi �Financing (1)� (Outline of Mr. Maróczi's Lecture)
(Interpreter : Ms. Hegedus) Transaction with Banks and Venture Capitalists

13:00�15:00 Ms. Vajna �Financing (2)� (Outline of Ms. Vajna's Lecture)
(Interpreter : Ms. Hegedus) General: Government Policy for SMEs Promotion

15:00�15:20 Intermission and Incentives Available
15:20�17:00 Ms. Vajna �Financing (2)� Fundamentals: P/L, B/S, Cash Flow

Discussion 19:00�21:00 Topic: � Short speech on the topic from conductor and
�Role of Bank Credit in the Management commentators
of SMEs - From the View Point of � Group discussion in 4 groups (45 min.)
Entrepreneur -� � Presentation of group discussion results by group
Conductor: Mrs. Vajna leader (30 min.)
Commentator: Mr. Badasconyi, � Leader has to be new person every time
                        Mr. Takeuchi � Group also has to be newly organized every time
Interpreter: Ms. Umemura

Oct. 3 Lecture 8:30�10:30 Ms. Vajna �Financing (2)�
(Tue) (Interpreter : Ms. Hegedus)

10:30�10:50 Intermission
10:50�12:00 Ms. Vajna �Financing (2)�
13:00�15:00 �

15:00�15:20 Intermission
15:20�17:00 Ms. Vajna �Financing (2)�

Discussion 19:00�21:00 Topic:
�Role of B/S and P/L in Decision Making�
Conductor: Mrs. Vajna
Commentator: Mr. Badasconyi,
                        Mr. Takeuchi
Interpreter: Ms. Umemura

Oct. 4 Lecture 8:30�10:30 Mr. Sato �SMEs Management� (Outline of Mr. Sato's Lecture)
(Wed) (Interpreter : Mrs. Sato) �Management�

10:30�10:50 Intermission Fundamentals: SMEs Management,
10:50�12:00 Mr. Sato �SMEs Management�      Entrepreneurship, Family Management
13:00�15:00 � Strategic Approach: Strategic Marketing, Client
15:00�15:20 Intermission      Analysis
15:20�17:00 Mr. Sato �SMEs Management� Management Plan: Profit Planning, Fund

     Management Planning
Discussion 19:00�21:00 Topic:

�Leadership�
Conductor: Mr. Sato
Commentator: Mr. Badasconyi,
                        Mr. Takeuchi
Interpreter: Ms. Umemura

Oct. 5 Lecture 8:30�10:30 Mr. Sato �SMEs Management�
(Thu) (Interpreter : Mrs. Sato)

10:30�10:50 Intermission
10:50�12:00 Mr. Sato �SMEs Management�
13:00�15:00 �

15:00�15:20 Intermission
15:20�17:00 Mr. Sato �SMEs Management�

Discussion 19:00�21:00 Topic:
�Merit & Demerit of Family Management�
Conductor: Mr. Sato
Commentator: Mr. Badasconyi,
                        Mr. Takeuchi
Interpreter: Ms. Umemura

Oct. 6 Plant Visit 9:30�12:00 Sony Hungaria Kft. Sony Hungaria Kft. Gödöllö Plant
(Fri) (21 participants, Mr. Sato, 3 Hungarian side Address: Dözsa György u. 73, H-2100, Gödöllö

consultants, 1 interpreter, 2 Japanese staffs) Tel: 36-28-528-100�Fax:36-28-413-410
Main product: VHS video, CD player, AV tuner amp.
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Oct. 9 Lecture 10:00�12:00 Mr. Sato �Production Management (1)� (Outline of Mr. Sato's Lecture)
(Mon) (Interpreter: Ms. Hegedus) �Production Management (1)�

13:00�15:00 Mr. Sato �Production Management (1)� � Production's planning and its management
15:00�15:20 Intermission � Analysis of works, Layout of factory, Automation
15:20�17:00 Mr. Sato �Production Management (1)�

Discussion 19:00�21:00 Topic:
�Role of IT in SMEs�
Conductor: Mr. Sato
Commentator: Mr. Badasconyi
                        Mr. Takeuchi
Interpreter: Ms. Umemura

Oct. 10 Lecture 8:30�10:30 Mr. Tanaka �Production Management (2)� (Outline of Mr. Tanaka's Lecture)
(Tue) (Interpreter : Ms. Hegedus) � Production planning

10:30�10:50 Intermission � Production control
10:50�12:00 Mr. Tanaka �Production Management (2)� � Quality control
13:00�15:00 � � Cost control
15:00�15:20 Intermission � Work study
15:20�17:00 Mr. Tanaka �Production Management (2)� � Procurement management

Discussion 19:00�21:00 Topic:
�Growing markets in Hungary�
Conductor: Mr. Tanaka
Commentator: Mr. Badasconyi,
                        Mr. Takeuchi
Interpreter: Ms. Umemura

Oct. 11 Lecture 8:30�10:30 Mr. Tanaka �Production Management (2)�
(Wed) (Interpreter : Ms. Hegedus)

10:30�10:50 Intermission
10:50�12:00 Mr. Tanaka �Production Management (2)�
13:00�15:00 �

15:00�15:20 Intermission
15:20�17:00 Mr. Tanaka �Production Management (2)�

Discussion 19:00�21:00 Topic:
�Role of Quality in My Company�
Conductor: Mr. Tanaka
Commentator: Mr. Badasconyi,
                        Mr. Takeuchi
Interpreter: Ms. Umemura

Oct. 12 Lecture 8:30�10:30 Mr. Tanaka �Production Management (2)�
(Thu) (Interpreter : Ms. Hegedus)

10:30�10:50 Intermission
10:50�12:00 Mr. Tanaka �Production Management (2)�
13:00�15:00 �

15:00�15:20 Intermission
15:20�17:00 Mr. Tanaka �Production Management (2)�

Discussion 19:00�21:00 Topic:
�How to become a Good Supplier�
Conductor: Mr. Tanaka
Commentator: Mr. Badasconyi,
                        Mr. Takeuchi
Interpreter: Ms. Umemura

Oct. 13 Plant Visit 9:30�12:00 Magyar SUZUKI Magyar SUZUKI Plant
(Fri) (21 participants, Mr. Tanaka, 3 Hungarian side Address: Esztergom, Schweidel József u. 52

consultants, 1 interpreter, 2 Japanese staffs) Tel: 06-33-541-163
Explanation 12:00�12:30 Explanation: Mr. Takeuchi � Key points for factory diagnosis
About Mr. Interpreter: Ms. Hegedus � Format for the report on your factory 
Yamazaki's improvement and rationalization
Text Books

Oct. 16 Consultation All Day � Participants have to be in own factory this week and study hard to improve and rationalize their
(Mon) to factory.

Participant's � Consultant team will visit their factory one by one upon request.  Team consists of 2 groups 
to Factory as below.

���A) Mr. Yamazaki, Mr. Székely, Ms. Hegedus
Oct. 20 ���B) Hungarian Side Engineering Consultant, Mr. Matrai, Mr. Takeuchi

(Fri) Each group will visit 2 factories in one day.
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Oct. 24 Presentation Hole Day Mr. Yamazaki and other consultants will make a consultation to each participants upon
(Tue) for the in the request

Report on Hotel Room

own Factory

Improvement

and

Rationalization

Oct. 25 9:00�12:00 Presentation of the each participant's Report on � Time for Presentation/Participants: 20 min.
(Wed) own factory improvement and rationalization � Presentation will be held in the large hall

Intermission
13:00�17:00 �

19:00�21:00 Commentator: Mr. Yamazaki, Mr. Inakazu
Oct. 26 9:00�10:30 Special Speech by Panelist � Special speech by panelist and panel discussion
(Thu) Mr. Muramatsu will be held in the large hall.

Representative of Sony Hungaria Kft.
10:30�12:00 Mr. Pesti

Representative of Magyar SUZUKI
14:00�17:00 Productivity management

Mr. Badasconyi (HPC)
19:00�21:00 Generation Gap with Parents

Mr. Yamazaki, Mr. Inakazu
Interpreter: Ms. Hegedus

Oct. 27 9:00�10:30 Comments on Each Presentation
(Fri) Commentator: Mr. Yamazaki

10:30�11:30 Speech from All Participants
Impressions for the course

11:30�12:00 Closing Ceremony
Mr. Miura (Japanese Embassy)
Mr. Takashima (JICA Budapest)
Mr. Fórián (HPC)

Presentation of Certificate
Mr. Inakazu (UNICO), Mr. Fórián (HPC)

12:00� Luncheon Party
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ANNEX 

A - 1 

Organizations visited by the JICA Study Team 

(During the Field Survey) 

 

<Government Agencies/Public Organizations> (23) 

Prime Minister’s Office 

Ministry of Economic Affairs (MEA) 

Ministry of Finance 

Ministry of Education 

Ministry of Social and Family Affairs 

Central Statistics Office 

Local Enterprise Agency (LEA) 

Hungarian Investment and Trade Development Agency (ITD-H) 

Hungarian Productivity Center (HPC) 

Hungarian Foundation for Enterprise Promotion (MVA) 

Hungarian Enterprise Promotion Public Utility Company (MVF) 

SZRMKK 

NYRMKK 

PRIMON-LEA 

Balaton Development Corporation 

Institute for Small Business Development 

Research Institute of Economics and Entreprenurship 

Regional Training Center 

Incubation Houses (Szekesfehervar, Nyiregyhaza) 

SME Research Institute 

HIA Training Center 

Economic Analysis Center 

Employment Development Center 

 

<Financial Institutions> (10) 

Hungarian Development Bank (MFB) 

Credit Guarantee Corporation (CGC) 

Development Bank 

National Bank of Hungary 

Posta Bank 

ABN-AMRO Bank 



ANNEX 

A - 2 

EXIM Bank 

Rural Credit Guarantee Foundation (RCGF) 

Saving Bank 

DTRF 

 

<Industrial Associations/Bodies> (12) 

Hungarian Chamber of Commerce and Industry (HCCI) 

Hungarian Chamber of Commerce and Industry, Budapest 

Hungarian Industrial Association (OKISZ, HIA) 

Industrial Park Association of Hungary 

Hungarian Engineers Association 

Banking Association of Hungary 

Software Development Association 

Hungarian Small Business Association 

Venture Capital Association 

Hungarian Association of Craftsmen’s Corporation (IPOSZ) 

National Federation of Traders and Caterer (KISOSZ) 

Hungarian Association of IT Companies 

 

<Private Enterprises> (57) 

Magyar Suzuki Hi-Gemm 

Sony Protec 

Sanyo Szemes 

Denso KALO 

GE Medical Systems Gyöngyösi Öntöde 

VIDEOTON Dunaferr 

Sanshin Ganz Foundry 

EWCS KVJ Müvek 

Alpine Ferrit-Elektro 

TDK Moldin 

Electrolux Remix 

Clarion IKARUS Préstechnika 

Euro Exedy Clutch V. Precision 

Nissho Ecoaction 

ELTEC NIVOCOOP 



ANNEX 

A - 3 

EKG IQSOFT Intelligent Software 

3B Hungaria Debis 

Mechatronika Eurotrend Informatika 

G-Form IBM 

BIRO Bervina Beltrans 

Uri Lumpa SMP-PC Service 

German Anglofil 

 Albacomp Szamitastechnikai 

 Elender Informatikai 

 ICON Computing 

 FLEXMONT 

 Digital Computer Systems Intallation & Service 

 MACHER 

 BHG Elecromechanika 

 PSINet 

 Deloitte & Touche 

 

<Others> (5) 

Academy of Science 

University of Economic 

Young Entrepreneurs Center 

DFC Corporate Services 

EU Committee (Brussels) 
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