According to industry experts, some foreign companies, especially distributors,
have closed their Mexican operations as a result of the devaluation of the peso.
The companies that have succeeded in Mexico are mainly those which have
focussed on niche markets, and whlch have been able to provide their own
financing.

" Hebel International GmBn is associated with Contec Mexicana in a joint venture to
promote cellular concrete. This product has been well-received, despite the
devaluation, but it will take time to gain widespread acceptance.

PROTEXA has entered into a jdfnt venture with the macro-urban developer,
RTKL from Dallas, Texas. Reportedly, RTKL has successfully adapted to
Mexican building customs and achieved moderate success.

Kaufman & Brand (K&B) is one of the few foreign companies which has been
.able to establish a sound niche in Mexico. This Los Angeles-based company
concentrates on middle-class projects in Mexico City. The company originally
imported a line of products from the United States, but it now uses more local
products in ordcr to comply with Mexican tastes.

K&B found that the low-income market was difficult to penetrate because of

the importance of political connections; as well, difficulties with unions and red

tape designed to favour Mexican companies. It also found it hard to find
reasonably-priced land with access to water. The company therefore
concentrated on the US $200,000 to $400,000 housing market in Mexico City. It
is building 189 of these single-family homes in an area where homes typically
‘cost US $700,000 or more.

K&B has its own mortgage division which provides 20- to 30-year terms at
American interest rates. It occasionally also finances through Banca Serfin,
although since the devaluation, the bank has been unable to provide any credit.
K&B homes cater to local preferences. According to company executives, the
satellite region of Mexico City prefers heavy-block construcnon while the central-
western area tends to be partial to post-modern styles. :

“According to industry observers, European and Asian construction firms are now
beginning to enter Mexico. They are offering special financing, more flexible
arrangements and longer payback periods, than their American counterparts. .

OPPORTUNITIES IN MEXICO:
HousING CONSTRUCTION
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