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grow twofold in 1992. branches and subsidiaries of
multinational corporations, so

A market study by Prince, Cooke & standards am set by the
Assoc shows that 13 % of firms bave Open corporation beadquarters abroad.
Arquitecture software: installed. There is Ibey usually prefer to deal
no différence between large account firms directly with the software bouse
and medium sized firms in this demand or its local representative. Iley
niche. am less concerned with software

prices than buyers in other
C) Market segments market segments, but very

demanding when it coma to
Supply segments, as percieved in the local technical support. IBM hardware

market, am: dominates the scenc, selling them
75% of mainframes, 36% of

i) Rommufion firms: ' they have mink and 60% of PCs.
un arrangement with a software «
development bouse at home or à) Medium and small sized
abrond and are in charge of à=. Iley typically buy less
controffing the distribution of a than 10 licenses per software
licenced software in the whole of package. Iley accept non-
Argentina and gins for the standard new products if they
secimical support in tbà country. come to the conclusion dut it

solves their computer problems.
Ü) Distributors and wholesslers But they taire a VM long time to
They am appointed by the firms decide, and they buy only what
dut have the represantation they un thorough'y test. They

usuaHy buy from distributors and
price is an issu. EBM hardware

iii) Commuer, Mrstems emadm leads this market segment, but
They "SU dm computer km notoriously than in the large

and noftwwe purchasing policy of accounts segment. Wang
client firms according to the donlin- the maùihuw trancà;

needs They " off« EBM provides 40 % of Enui Mi and
Mi of roi- service& 15% of PC&.

uaùùng, taclmical support,
network mu"àmuDe4 etc. iii) Micro firms. There are two

types of tbem. Tle first set,
iv) Software developers: Tbey characterized by very high
develop bdored or packajed computer skills, prefers to deal
softwve. dù-eWy with the software bouse

nqnmm"ve in the country.
V) IRtÉsom: they offer Vwkm Tlmy tend to Sm very mvolved

bhugions of the above with the technical support group
plus hardwam of the software firms. As tbey

are one of the boa informal
Demind segments as pereïeved in the local channels of propagandizing

market am: products, they ue usual1y very
welcomed by firms bere. The rem

il large accomtL Ilum wmàd of microfirms, in ton". resort
be Wp 1, buying to pirâting copies due to the bisb
Umm dm ton ficenses per software prices prevailing in the
software pwàmlm- They us«Uy local markeL
buy according to «ftWi"

md and me d) Stmgths and wecknesses
not very keen ce eynq new
products bmd on duir perceived Ilie main strentb of the Argentine market
modts. MODY of dum we is the growth mm dut it is umkwgoing and the


