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Executive Summary

Sectors

Automec Heavy and Commercial is an event held every two years specialized in parts, equipment and services
for heavy and commercial vehicles. An opportunity to present the technological advancements to the sector.

The second edition of Automec Heavy and Commercial was held from May 27 to April 01, 2010. Its main feature
was qualification of the audience and an environment appropriate for business. Over 480 national and
international brands, with presence of over 28 thousand visitors, in an area of 36 thousand m².

The next edition, which shall take place from April 10 to 14, 2012 shall be better! More exhibitors and visitors
shall contribute towards development of the heavy and commercial vehicles sector.

 Industry of Automobile Parts for Heavy and Commercial Vehicles
Maintenance Equipment Industry
 Accessory and Tuning Industry
 Automobile Part Dealers
 Automotive Restoration and Maintenance
 Oil and Derivative Dealers
 Components for Lubrication
 Companies of equipment for loading, handling, and storage terminals
 Logistics and Transportation Companies
 Banks and insurance companies
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General Data

30.000

36.000

2008 2010

2008 2010

23.946

28.517

2008 2010

2008 2010

437

480

2008 2010

2008 2010

Comparative 2009 and 2010

Brands Exhibitions Attendees
Total area thousand (m²)



Exhibitors

90% were satisfied with their 

participation in the event 

Exhibitors’ Satisfaction Participation in 2012

90% of exhibitors are satisfied and the 

to participate in the 2012 Heavy Automec
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Assessment Outcome*

15%

35%

45%

Already booked / book I have

Probably will participate

Definitely will attend



Exhibitors
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Assessment Outcome*

Why to exhibit in the Automec Heavy and Commercial

7%

13%

20%

23%

37%

Introduce launches

Meet the needs of current clients

Institutional exposure

Prospecting new clients

Promote products/services and brands



Business deals resulting from participation in Automec Heavy and Commercial

3%

30%

47%

1 and 2 years

6 months and 1 year

6 months

Exhibitors
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Exhibitors
Testimonials

“This year’s edition was better than the last, in number of

exhibitors and the quantity of visitors. It is an event that fills in a so

far empty space, which is that of replacement parts for heavy

vehicles, and which is consolidated in the national calendar.” -

Evaldo Valero, executive manager of SCANIA.
.

“We were impressed with the movement at our stand, which

exceeded the expectations.” - Jens Burger, manager 
of MERCEDES-BENZ.

“For the export market, this fair was marvelous, since we 

registered the visit of many representatives from Mercosul 

and Europe.“ - Ivan Noda Furuya, Supervisor for 

Automotive Products of GOODYEAR.



Exhibitors
Testimonials

“This edition of Automec Heavy & Commercial was the first

participation, and exceeded our expectations in terms of visitors and

generation of business.” - Marisa Martinez, Marketing manager of

ALFATEST.

“Automec Heavy & Commercial was very productive. The division

of AUTOMEC was sensational, because now we have more directed

clients. It is possible to focus well on the final client.” - Márcio 

Jacomussi, product development engineer of ARVINMERITOR.

“We believe in a 10% billing increase as compared to the previous

months, on account of the event. In our area of activity, adding the

characteristics of our products, we know of no better marketing tool

than AUTOMEC.” - Eduardo Fabris director of AUTIMPEX.

“Much demand of clients from Latin America, and national contacts. 

The perspectives for new future business generated by holding the

Fair are promising. In this second edition, greater investment in 

stands and increased participation of large companies of the sector 

was visible. “ - Sabine Bossert, Administration and Marketing 

supervisor of BORGWARNER.

“The Fair brought an external public very much above the expected. 

We received clients from several countries in Latin America, Europe

and from more distant countries such as Australia at our stand.” -

Antônio Kunz Slaviero, commercial director of CLIMATRUCK 

SISTEMAS AUTOMOTIVOS.

“Neste ano demonstramos ainda mais tecnologia e qualidade, pois 
nosso trabalho de aprimoramento é contínuo." - Everaldo Sajioro Jr., 
diretor presidente, da MASTRA ESCAPAMENTOS E  CATALISADORES.

"With this very well segmented event, the company had the

opportunity to introduce itself to the national and international

heavy market and achieve important results by prospecting new

clients.” - Celso Aloísio Cestari, Commercial director of MRS 

INDÚSTRIA.

“AUTOMEC this year is very focused on the public interested in 

auto-parts. We received many visitors from the Country and

abroad, which can generate future business.” - Rosemeire 

Cenci, Schadek Commercial supervisor of METALÚRGICA 

SCHADEK.

“This is a good size fair, where we must be present, and it is a 

question of time as to the adhesion of those that are not yet at

the Fair.” - José de Oliveira and Silva, Sales Manager of

RAYTON INDUSTRIAL.

“The Fair was excellent this year, with a well selected public. It is 

the first time we participated, and yes, we will be present at the

next edition.” - Cesar Kimio Nagashima, commercial manager 

of RODAFUSO.



Visitor

Main reasons to visit the Automec Heavy and Commercial
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Assessment Outcome*

4%

5%

10%

17%

20%

46%

Meet selected exhibitors

obtain information / Plan a commercial 
representation comercial

Commercial interests in products and services

Develop new suppliers

Establish new commercial relationships

Being up-to-date on new products, services and 
technologies



Visitor

 Involvement in the purchase of products and services in the enterprise
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Assessment Outcome*

9%

12%

25%

54%

Planning

Research 

Recommends

Decision final



Visitor

Assessment Outcome*

Satisfaction and Profile

94%

97%

were satisfied or completely satisfied 

with the event

will attend the next edition 
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54%
of the visitors are directly involved in the 

purchase process within their companies

70% of the visitors are presidents, 

directors or managers 



Visitor
Testimonials

> In my opinion, it is difficult to include anything that will improve this event, as I believe it s a huge 

success.

> It is dynamic and ample, for exposure and visitation.

> It is an event that gathers more knowledge for us, traders.

> I am pleased with the exhibiting Company and products.

> I work with truck sales, and I always find novelties for the sector, in the Fair.

> Automec Heavy and Commercial is a mean to expose the Company and secure many contacts.

> I congratulate the Automec Heavy and Commercial for the promotion of an event as wonderful as this one. 

> I have to praise this major partnership with the segment’s companies.

> An event that displays an array of manufacturers, and where I can solidify partnerships with new 

vendors. 
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Marketing Campaign

• 29 industry publications

• 74 advertisements placed

• More than 400 mil leaflets in key industry publications

• 250 mil invitations distributed

Printed Media



 Media Partners

Marketing Campaign



Marketing Campaign

Websites

17 electronic banners placed on key industry websites 



Marketing Campaign
Electronic media

15.132.000 million

impacts

91 marketing e-mails 

sent to a database of

156.000 professionals



Marketing Campaign

Additional actions

Event Website

• 89,800 unique visitors
• 371,792 page views
• 00:03:09 time on-site

The average time spent viewing the site, 7 
minutes, as well as the number of visitors, 

makes the site an excellent way to promote 
your brand.



Press Coverage

183 journalists visited the Press Room
- 113 Journalists
- 35  Support professionals
- 22  Media officers
- 13  Photographers

189 print media generated through a news story
- 149 Mentions on Websites
- 29  Mentions in Magazines
- 11  Mentions in Newspapers

5.247.00 impressions

http://www.novomeio.com.br/novo/form_envia_assinatura.asp
http://www.usac.com.br/usac-news/link_edicao_95.html
http://www.revistaautomotivo.com.br/ed018/images/capa.jpg
http://www.novomeio.com.br/novo/veiculos.asp
http://www.revistatransportemoderno.com.br/assine/index.php?revista=1
http://www.terra.com.br/istoedinheiro/edicoes/597/sumario.htm


Press Coverage

Main communication channels where Automec Heavy and Commercial 2010 was 
publicized:

Newspaper Oficina Brasil 

Magazines Automotive on line

Magazines O Carreteiro

Newspaper Mais Diesel São Paulo

Newspaper Jornauto S. Caetano do Sul

Magazines AutoData

Magazines Transporte Mundial

http://sibberiano.files.wordpress.com/2008/10/radio1.png


Spontaneous Media

Newspaper Oficina Brasil-São Paulo
07-2010
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Spontaneous Media

Magazines Feiras - Automec Pesados 2010 e Pneushow/Recaufair agitam o 
mercado com novidades
05-2010



Photo Gallery



Photo Gallery



Photo Gallery



We look forward to seeing

you in 2012!

10 to 14 April 2012
Anhembi – São Paulo/SP – Brazil

Tel.: (11) 3060-4954
E.mail: feirastecnicas@reedalcantara.com.br

www.automecpesados.com.br


