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Cleaning up the Spanish
high-pressure market
So far, Mosmatic AG has successfully expanded in foreign markets but is

currently facing the challenge of establishing a profitable network in Spain.

The project team supported Mosmatic by analysing already existing cus-

tomer relationships and investigating new business opportunities in Spain.

Mosmatic AG
Mosmatic AG is a business-to-business
supplier of car wash, rotary union and high-
pressure products. The family-owned and
-operated business provides high-quality
products in the premium price segment. At its
headquarters in Necker (SG), Mosmatic
manufactures the entire product range and
handles a big part of the global distribution.

Proceeding
To prioritize the different project targets, a
gradation of importance was used. As a first
priority, the relationships with two Spanish
business partners were analysed by using a
qualitative market research process. Simultan-
eously, the team investigated new business
opportunities in Spain based on a numeric
point system that helped to identify the three
most promising high-pressure industries. An
in-depth analysis including primary and
secondary research was conducted.

Results
It became apparent that the existing Spanish
business partners are overall satisfied with the
products and associated services. However,
only a small percentage of the purchasing
potential has been realized so far. The high
price sensitivity of the Spanish high-pressure
market seems to be the main obstacle to
establishing successful long-term relation-
sh ips . The indus t r y ana lys i s revea led
application potential in the areas 'Public
sector', 'Food industry' and 'Hospital and
healthcare industry'. Not only did the team
supply the company with a list of potential
Spanish customers, it also provided best-
practice recommendations. Cultural differences
that should be taken into consideration when
doing business in Spain were mentioned and a
self-developed product life cycle calculator and
a suggestion regarding the best adver-tising
tool were provided.
www.fhsg.ch/praxisprojekte
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Working together with the
students from FHS St.Gallen
was a great experience.
With clever marketing tools
and research they helped
us to set new and specific

goals to successfully expand our business in
Spain. We look forward to implementing
some of the results soon and would like to
thank the team for a great collaboration.
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Dr. Lothar Natau

Theory without Practise is
Philosophy. Practise without
Theory is Ignorance (Joe
D i s p e n z a ) . Th e t e a m
managed marvellously to
combine both. It has been a

great pleasure to work with this outstanding
team!
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