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Operator: Good day. My name is Katie, and I’ll be your Conference Operator. 

At this time I would like to welcome everyone to the GISSA Earnings Conference Call. All lines have 

been placed on mute to prevent any background noise. There will be a question and answer session 

after the speaker’s opening remarks and instructions will be given at that time. Thank you. I would 

now like to turn the call over to Melanie Carpenter of i-advize. Ma’am, please go ahead. 

 

Melanie Carpenter: Thank you. Hello everyone and welcome Grupo Industrial Saltillo’s 

third quarter 2017 Earnings Conference Call. This call is for investors and analysts only.  

 

Joining us to day from GISSA are Mr. José Manuel Arana, the Chief Executive Officer, Mr. Mario 

Guzman, Chief Financial Officer and Mr. Saul Castañeda, the Investor Relations Director. They will 

be presenting the Company’s performance as per the Earnings Release we issued Friday after the 

close. If you didn’t receive the report and you need a copy, you can call i-advize in New York at 212-

406-3694, or you can go to GISSA’s website at www.gis.com.mx in the investor relations section.  

 

Let me just remind you that forward-looking statements may be made during the call and they are 

based on information that is currently available so please refer to the Earnings Release for more 

details and full disclaimer. All the figures discussed are in Mexican Pesos unless otherwise indicated.  

 

It is now pleasure to turn the call over to Mr. José Manuel Arana, the Chief Executive Officer of 

GISSA, to begin with the main highlights and a strategic overview. So José Manuel, please go ahead.  

 

José Manuel Arana: Thank you, Melanie, and good morning, everyone. Everyone 

joining us thank for your interest in GISSA. I would like to briefly paint you a picture of how the third 

quarter looks like and what are our expectations to close the final month of the year.  

 

On our last call we emphasized globalization as a key driver in our transformation into a multi-
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national value-added player. This strategy has diversified our market, customers and geographies 

ultimately helping us reduce our exposure to volatility found in our core segments, specifically in 

Auto Parts.  

 

The acquisition of Infun was fundamental in improving the Company’s footprint as it placed us on 

the map in Asia via China and Italy and reinforced our position in Spain. These markets are already 

bearing fruits. Nevertheless, this transition was only possible thanks to GISSA’s strong financial 

position, which brings me to my first point of the day.  

 

Keeping our balance sheet strong is one of the Company’s main priorities as this allows us to be 

prepared when presented with opportunities to further expand our footprint and product portfolio. 

With this in mind, we took an important and solid step in strengthening our financial position. A few 

years ago, GISSA issued two long-term notes (or Certificados Bursátiles) in the Mexican market for a 

total of Ps. 1,775 million although this is part of an old program authorized for up to Ps. 5 billion 

Mexican Pesos or Ps. 5 billion that we have authorized. We believe the sum we issued was the best 

decision considering the current market conditions. The proceeds will be used to partially prepay 

our syndicated loan which we used to finance the acquisition of Infun. By doing this, we are further 

extending our debt maturity profile in further matching the currency mix between our debt and 

EBITDA generation. I will let Mario go in further depth in this matter later. 

 

 In our third quarter results GISSA faced many challenges. We saw an overall slowdown in the 

construction and consumption industries in Mexico. Cost increases in main raw materials and 

energy costs; and devastating climate and natural conditions including earthquakes and hurricanes 

in Mexico and the US, respectively.  

 

Under mixed conditions, we took the decision to reinforce our focus on operational excellence, 

customer service, cost control and managerial discipline.  

 

On a consolidated basis, we reported a double-digit growth in pesos both in revenues and EBITDA, 

31 percent and 19 percent, respectively which is strongly backed up by our globalization strategy as 

the acquisition of Infun continues to make important contributions.  

 

There is a mixed conflict in the case of Auto Parts out of the three businesses auto parts has been 

strongest results. It not only reported great benefits from the integration of Infun, but it had strong 

organic growth in terms of revenues, despite a slight fall in the volumes.  

 

In Auto Parts NAFTA, we made very good progress compared to last year driven by a better price 
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mix yet with higher production costs. NAFTA negotiations continue to be an uncertainty. We believe 

that in the worst case scenario, Mexico could go back to the World Trade Organization Regulations. 

Either way GISSA has the right elements to adapt once a resolution is taken.  

 

In the case of Auto Parts Europe, we have reasonable market dynamics. Car demand grew at a 

slower pace with higher energy costs. Nevertheless, European auto sales maintained a positive 

trend compared to last year.  

 

There’s a topic that I would like to address under Auto Parts Europe as it may be a concern in your 

minds. As you know, the Spanish and Catalan politics are steeped in a great tension after Cataluña 

formally declared independence from Spain. We are aware that several companies have decided to 

move their headquarters from Spain as they might face legal uncertainty. Two Infun operations are 

located in Cataluña and we are prepared to execute any managerial actions to current facilities and 

operations. Let me add that all these processes are safe and working on a regular basis.  

 

Auto Parts continue to bring added-value and differentiated products to its customers. Our 

customer Chassis Brakes International assigned Fuchosa, very recently a platform for electrical 

vehicles to supply Volkswagen. The operations are expected to begin by the mid-2019. We believe 

this will be approximately 3,000 tons per year on parts for these kinds of vehicles.  

 

Moreover, Fiat Chrysler Chrysler automobiles awarded to Cifunsa’s facility in Irapuato with the 

Outstanding Quality Supplier Award this past July. This motivates us to continue working to have 

our processes serve at the benchmark in the auto industry.  

 

Moving into the construction sector. This quarter, construction operations were affected by 

Hurricane Harvey and Irma which hit two of Vitromex’ main markets in the US: Texas and Florida. 

Weather conditions made it very difficult for us to be able to execute our transportation logistics 

resulting in product not being delivered to distributors in a timely manner. This affected our 

exports, thereby also having a negative impact on sales volume. Moreover, we also were impacted 

by the earthquakes in Mexico, also margins were hurt as material, freight and maintenance costs 

rose as well as those for gas and energy. We expect to continue to see this impact in fourth quarter 

of 2017.  

 

On the upside, we see a window of opportunity here to ultimately have additional sales volume on 

late 2017 or early 2018. Vitromex has a strategic geographic position and a competitive strength to 

take advantage of expected additional volume coming in this period.  
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Let me remind you that these results do not include Calorex- GISSA’s water heating water business 

unit. As you may recall in the second quarter, GISSA signed an agreement with Rheem 

Manufacturing Company regarding the sale of this unit. This transaction is still subject to approval 

by COFECE. During the quarter, we received additional requests from COFECE, who gave us a 40-

day deadline to provide the information. We want this process to move as fast as possible so we 

have designated a special team to strictly focus on working on meeting these requirements. We will 

keep you updated on this matter as we make progress.  

 

Finally, let me talk about the Housewares sector. Despite low market growth, we are carving 

opportunities through innovation and cost efficiencies. The automation investments made in 

housewares to improve efficiencies are already yielding positive results as it was able to sustain its 

EBITDA margin despite higher production costs. All three of these business units (Enamel on steel,, 

Ceramics and Aluminum) have good customers and help GISSA post 8 percent growth.  

 

For GISSA the fourth quarter and 2018 will be all about considering with our strategic plan in 

making an exception and execution. We want to achieve operating efficiency that will continue to 

foster margin expansion in all business sectors and solidify our position not only in Mexico, but in 

Europe and in Asia as well. We are confident that the decisions we have made will make us a more 

profitable company, and the decisions we are taking every day to improve the overall business are 

the right ones and bring us ever closer to our objectives every day.  

 

I would now turn the call over to Mario Guzman, our CFO, for a discussion of our financial 

performance. Please Mario go ahead.  

 

Mario Guzman: Thank you, José Manuel. I will now go over the financial highlights 

for the quarter.  

 

Let me start by saying we are pleased to report that our efforts to improve the Company’s stock its 

ability and performance have had positive results. GISSA’s average dialing trading volume and 

number of transactions continue to improve, raising us nine places in the Trading Index to Position 

No. 76 since our last update in June. We will maintain these actions in order to make further 

advances in this area.  

 

Now, let me expand a bit more on the issuance of local notes mentioned by José Manuel. On 

October 17th, GISSA issued a total of Ps. 1,775 million in long-term bond certificates on the Mexican 

market (also as Certificados Bursátiles), which were rated AA- by both HR and Fitch Ratings. This 

transaction was in two tranches:  



5 
 

 

The first one is (GISSA 17-2) with a total value of Ps. 400 million, At an annual variable interest rate 

of TIIE 28 days + 1 percent and a 3-year maturity.  

 

The second tranche, with ticker symbol GISSA-17, amounts to Ps. 1,375 million and has a fixed 

interest rate of 9.64 percent, the maturity is 10 years.  

 

This transaction is key to our financial strategy as it brings 2 important benefits. A) it strengthens 

our debt maturity profile; and B) it helps us to better match the currency denominations  of our 

obligations vis-à-vis the cash flow generated by our business. With both additions GISSA’s debt was 

composed of both 50 percent dollar denominated obligations and the other 50 percent Euro 

denominated. Now the composition is 30 percent dollars, 20 percent Pesos and 50 percent Euros, 

better aligned with our fourth generation which is 32 percent dollars, 34 percent Pesos, 8 percent 

Euros and 4 percent remains in these China local currency.  

 

Let me know go to our financial performance during the quarter. Consolidated revenues posted 

double-digit growth, 31 percent in Pesos during the quarter, once again attributed to the addition 

of Infun to GISSA’s operations at the beginning of the year and also to organic growth reported in 

auto parts segment. In terms of EBITDA we grew by 19 percent essentially due to the addition of 

Infun again. As reported in the previous quarter, we would like to highlight also some one-offs or 

non-recurring items and on the positive side we had a cancellation of certain reserves and we also 

have a capitalization of certain development of pesos. While, on the other hand, on the third 

quarter we were affected by the both expenses related to the one-time local notes issuance and 

some additional credit expenses, mainly final expenses related to acquisitions, integration and also 

the expense of the Calorex divestiture. Excluding these one-offs, (which net effect added up the 

benefit of approximately Ps. 58 million) EBITDA growth would have been 9 percent. 

  

Now on the margins. EBITDA margins posted a decrease of 1 percentage point explained by higher 

energy and material costs at Cifunsa and ACE and also to the adverse effect of higher gas and 

electricity prices at Vitromex and Cinsa. 

 

We also would like to provide another reference of proving in the last quarter which is the 

contribution of the businesses, we did not consolidate on IFRS and on a pro forma basis, we would 

like to report. These are the JVs Evercast and the two) GISEderland and InfunEderlan, we think 

these are the result of both JVs revenues posted positive growth on the quarter of 36 percent and 

44 percent for the first nine months. EBITDA improved by 23 percent and 31 percent, respectively 

for the quarter and for the nine months to September 2017. 
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 Now let me go into more detail going into the segments of the reported consolidated figures. For 

the Auto Parts segment in third quarter 2017, revenues reached Ps. 2.65 billion. This is 60 percent 

up versus the same quarter from last year, of which 41 percent of our Auto Parts revenue is in 

response to the NAFTA and 59 percent in Europe and Asia. EBITDA was 56 percent higher YoY, 

mostly driven by the integration of Infun. 

 

 GISSA NAFTA sales reported a slight increase of Ps. 22 million or 2 percent derived from improved 

pricing and product mix, which offset a slight increase in volumes sold. In contrast, Europe and Asia 

posted a strong growth of Ps. 977 million, or 169 percent which already includes the composition of 

Infun this year 2017. Regarding the portfolios of these two acquisitions ACE and Infun, ACE on one 

hand had higher aluminum volumes and the benefit of the surcharge of higher cost of raw materials 

helped offset a slight decline in iron prices. On the other hand, Infun posted a slight contraction in 

fountry volumes, which was mostly offset by higher machining process revenues 

 

 In terms of EBITDA and EBITDA margins by regions, NAFTA reported a decline of 12 percent less 

expense and 3 percentage points in margin mainly due to higher electricity costs and some things 

other administrative expense. On the other hand, Europe and Asia posted growth of 262 percent in 

absolute figures and 5 percentage points in marginal sense, respectively, in regards to Infun’s 

integrations at the beginning of this year. ACE was negatively impacted by energy prices, while by 

Infun benefitted from operating efficiencies and savings in fixed costs.  

 

Now moving to the second segment which is Construction.  In the third quarter, Vitromex’s the net 

revenues were down to Ps. 920 million, or 9 percent, as export sales were affected by Hurricanes 

Harvey and Irma, which caused transportation problems, while at the same time, Mexico continued 

to have deceleration in consumption with lower sales trend, and recently also affected by 

earthquakes and weather disturbances in the south during the year.  

 

EBITDA for this quarter lowered 29 percent in values, 2 percentage points in margins, mainly due to 

lower volumes as explained by higher gas and electricity costs, higher material, freight and 

maintenance costs, and unfavorable effects due to the consumption of raw materials at one of our 

facilities.  

 

Finally, the Housewares segment revenues grew to Ps. 325 million which is 3 percent above the 

comparable quarter in 2016 and this resulted from improvements in pricing and product mix in all 

of the three segment’s categories, which helped to offset lower volumes in the Enamel on steel, 

and Ceramics categories derived from a slowdown in Mexico’s consumption.  

 

For this segment, EBITDA for the third quarter was Ps. 16 million, negatively impacted by lower 
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sales volumes, higher labor, energy and indirect costs. EBITDA margins remained flat at 5 percent, 

helped by Cinsa’s continued selling,  general and administrative expenses remain flat which helped 

to mitigate the increasing costs and came close to Ps. 5 million compared to the same quarter of 

2016. 

Regarding Capex for the third quarter, we continue investing Ps. 47 million through Vitromex for 

the expansion of cutting and grinding processes, with particular conversion to higher value of our 

products and digital printing and also reinvested Ps. 77 million to maintenance Capex for the Auto 

Parts segment.  

 

Finally, for financial reasons we reported at the end of the third quarter net debt to EBITDA ratio 

2.5X and interest coverage 6.4X all in line with the government set by the financial institutions and 

our credit obligations and also in line with the Company strategy of keeping a solid and flexible 

balance sheet.  

 

This is the information in the P&L and main captions of the balance sheet and cash flow. Thank you. 

I think now operator to open the floor for the Q&A session. 

 

Operator: Thank you, sir. At this time we’ll open the floor for questions. If you 

would like to ask a question please press the * key followed by the 1 key, that is *1 on your 

touchtone phones now. Questions will be taken in the order in which they are received. If at any 

time you would like to remove yourself from the questioning queue, just press *2. Again that is *1 if 

you would like to ask a question. Our first question comes from José Vazquez from GBM. 

 

José Vazquez: Hi, good morning to Manuel, Mario and Saul. My question is on the 

explanation of the financial results you said not only during the third quarter reporting non-

recurring items at the EBITDA level for a benefit of Ps. 58 million. The first explanation was kind of, I 

don’t understand it very well so if you could explain what are those benefits from the capitalization 

of development costs and the cancellation of certain initiative reserves. Thank you.  

 

Mario Guzman: Sure. Yes, well the first one is we according to efforts we could 

capitalize relevant expense some development expenses mostly in the Auto Part business. This is 

consistent with our accounting policies. During this year we worked on developing a system to 

account for all expenses and records related to development of our products that will give benefits 

for the long term. So we finally, in this quarter, were able to capitalize both those expenses and this 

is in accordance to IFRS, the specific provision is IFRS 38. So we will continue doing so. On this 

quarter we have reflected the benefits of the whole year because this was the first time we were 

able to make this accounting. The second one is during the year we were accruing on the results as 

we share for accounts for money management for executives of the company. That one is related 
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to some very challenging goals that we started in the beginning of the year and normally in the first 

quarter we see how we are doing and if we need to increase our share or it’s adjust it. For this 

quarter, as I’ve explained, we have several goals that are very challenging what for we are going to 

be missing some of the chosen goals and we decided to cancel some of the goals that we were 

doing during the year. It’s really important to note that this benefit from the quarter have more 

effect during the year and this is the cancellation of some reserves and provisions that we were 

accruing through the year. We have a benefit on this quarter from the whole year, and the net 

effect is this year.  

 

Jose Vázquez: Oh okay, perfect. Thank you. 

 

Operator: Thank you. Our next question comes from Alejandro Chavelas with 

Actinver. 

 

Alejandro Chavelas: Hi, just a follow through on the previous question. The 58 million 

that you mentioned, could you provide a breakdown of how much is the capitalized expenses and 

how much is the cancelled reserve? 

 

Mario Guzman: Sure. In approximately Ps. 20 million pesos are related to the bond 

cancellation and again, we’ll check and our final review will be held on the fourth quarter. Both of 

these we think we create a reserve of Ps. 40 million to be reserved for the first and second quarter 

and we are now cancelling that part of the reserve this quarter, so Ps. 40 million are that. And we 

have approximately Ps. 20 million of capitalized expenses … a little bit more than that Ps. 30 million. 

Ps. 30 million and against that we are also considering a one-off non-recurring expense of some 

piece that are related to the final stages of the M&A projects we have undergone in the last few 

months and also some piece related, some legacies related to the issuance of the Certificados 

Bursátiles. So we have Ps. 40 million of bonds cancellation, Ps. 30 million of expense capitalization 

and an opposite effect of like Ps. 12 million related to expenses on JVs. 

 

Alejandro Chavelas: Okay and just another question related to this. Regarding the 

issues that you mentioned in Cataluña and the effect that you were in fact relocating your office, I 

would just like to know what could be the business effects of the Cataluña operation for instance in 

particular.  

 

Mario Guzman: Sure. That’s a very good question. First of all, we have been in 

continuous contact with our customers and I can tell you that this is not a fundamental of the 

business, the supply chain, the long-term fundamentals of our business and our supply capability 

position; it’s not a major issue. We are not working on any continuous plan. Our customers are not 
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asking us to prepare to supply certain from our facility. The real concern at this point and I think this 

is generic more related to the auto industry is, is it going to have an effect on the macro economy. 

As you know Spain has been performing very well in last probably 12 to 18 months. So there’s some 

concern that this could cause some slowdown in the growth of the economy. We were reading in 

the news this morning it seems that things are picking up a little bit for the group. So that would be 

the only concern that our customers have. They don’t have any concern on our capability to supply 

them, how many or our facility. 

 

Alejandro Chavelas: Okay, and the last one regarding the just the double due contract. 

When could we expect to see incremental volume from this contract for ACE? 

 

José Manuel Arana: 2018.  

 

Alejandro Chavelas: Or ACE. 

 

José Manuel Arana: 2018.  

 

Alejandro Chavelas: This is 2018 first quarter? 

 

José Manuel Arana: I don’t have the precise date.  

 

Alejandro Chavelas: Okay, thanks a lot. 

 

Operator: Once again, if you would like to ask a question please press *1 at 

this time. Again that is *1 if you would like to ask a question. Our next question comes from 

Alejandro Azar from GBM. 

 

Alejandro Azar: Hi, good morning, everyone. Thank you for taking my questions. If 

you could share with us on the Europe region, the auto parts. If you could separate the 

performance of Ace and Infun, I would like to know if Ace is indeed having contractions in margins 

and it is the opposite case on Infun and if you could elaborate more on that. And if you could also 

comment on a road map of capacity utilization on all the regions, NAFTA, Ace and Infun especially in 

Ace where you already have a new capacity from Czech Republic. And also on the JV capacity 

utilizations. On the numbers we see on the report we see a strong growth. I would like to know 

when should we see a slowdown or a more normalized growth on those platforms. Thank you.  
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José Manuel Arana: Let me start with the capacity utilization. We’re around 90 percent 

of the overall average specifically on Evercast which is the JV between GISSA and BMW, we just 

kicked off a second line that will provide us the opportunity to double the business that what you 

currently have seen. In the future, we designed plans so that we can invest in a third line. So every, 

all things reached and everything is set for a 2019 or 18, we look more at ’19 because we see that 

during 2018, we will fine up the capacity of that third line by the end of ’18. So we are already 

looking at future plans to increase that capacity. So you can think about San Luis Potosi, Saltillo and 

Irapuato they’re around 80-85 percent. We would like to run plants at 90 percent to maintain 

flexibility for customers to increase the volumes when demand reacts and that also allows us to 

implement a very good maintenance program when we run in that 90 percent. 

 

Alejandro Azar: So Manuel should we infer that most of the detail is not all, it’s 

coming from the Evercast business? 

 

José Manuel Arana: Yes, from the JV? 

 

Alejandro Azar: Yes, from the JV.  

 

José Manuel Arana: Yes. Yes, it will conclude that most of the contribution is coming 

from Evercast. In fact, the other JVs are at different stages in the ramp up. The JV of GisEderlan in 

San Luis Potosí, in ’18 is when we really start making significant amount of origin so that we can 

turn that around into the net cash flow. Charting that, the JV in China is at a slower place. So not 

only it’s contributing to what you see. There’s a negative effect coming from GisEderlan in San Luis 

and in China.  

  

Alejandro Azar: Okay, perfect. And regarding the performance of the European 

region, could you be specific about why do you think ACE is performing let us say worse than Infun? 

 

Mario Guzman: Yes, it potentially has to do with the electricity impact on the 

results. Two things. The first one is the impact of electricity and the results. There is a delay realized 

in the increasing energy costs and the ability of the Company to transfer to the selling price. That is 

starting to level out so we will now be replacing our certain price increases in the electricity price 

through the quarter. That’s okay and I would say this would be the start off of the second line in the 

Czech facility that for the fourth quarter is now I’d say open running commercially. It will be 

increasing its performance and will be actually contributing to the EBITDA of the company. With 

those two factors behind us we expect a more normal fourth quarter and for 2018. Also we’d like to 
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highlight that these perform very well the facility in Poland so that plant is now running at full 

capacity so we expect a better fourth quarter than the rest of the specific quarters behind us. 

 

Alejandro Azar: And one more if I may also regarding you mentioned on the press 

release efficiencies on fixed cost, etc. Should we be thinking about this in terms of synergies or 

should we expect synergies on the Infun acquisition more into 2018? 

 

José Manuel Arana: I would say both. We not only synergies coming from Infun. From 

the Infun acquisition we see synergies in Ace and Cifunsa and Evercast as well. Probably Evercast 

more from Ace, we have an R&D center  specialized in brakes and we are migrating for we are 

already working with Evercast to include operations and efficiencies, so a combination of all of that 

should double or triple the value that we generated in 2017 and synergies for 2018. 

 

Alejandro Azar: Okay, thank you. Thank you again for the answers and 

congratulations on the results. 

 

Operator: We do have one question from José Vazquez of GBM. José, your 

line is open.  

 

José Vazquez: Okay, thank you. Mario, could you repeat how’s the breakdown in 

currencies, also in revenues and EBITDA please? 

 

Mario Guzman: Sure. The ones I mentioned a few minutes ago are EBITDA. Let me 

go back to those. EBITDA in US dollars 36 percent … No, sorry. That’s exchange. I want to read the 

ones that are consistent with the financial statements that excludes Calorex which is now classified 

as an asset for sale. So last 12 months face distribution for quality, US dollar 35 percent, Euros 35 

percent also, Mexican Pesos 26 percent and Renminbi 4 percent. That is the revenue line.  

 

José Vazquez: Okay. 

 

Mario Guzman: And on EBITDA, US dollars is again excluding Calorex, is 43 percent. 

 

José Vazquez: 43? 
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Mario Guzman: 43 percent, yes. Mexican pesos 9 percent, Euros 41 percent and 

Renminbi 7 percent. 

 

José Vazquez: Okay, thank you very much. 

 

Operator: Thank you. Our next question comes from Alejandro Azar from 

GBM. 

 

Alejandro Azar: Hi again. A quick follow-up just regarding the proceeds from the 

Calorex divestment. If we were to consider those your financial position with the strength close to 

1X net debt to EBITDA. My question is regarding why pay debt with those proceeds because your 

financial position looks already sound in theory below 2X your net debt EBITDA. I don’t know if you 

comment on that? 

 

Mario Guzman: Yes. The action proceeds to debt protection. First we are planning 

to use those to pay the obligation we have regarding the acquisition of Infun. As you remember 

there were some seller’s final. We owe to the firm that’s also Infun Euros 100 million and those 

have to be paid back by the end of 2018, actually the date is 28 December 2018. That would be like 

100 million Euros. And also we have a contractual obligation to use the remaining proceeds of that 

transaction to applying those funds to the payment of… we have a syndicated loan at that point in 

time. 

 

Alejandro Azar: So it would be 100 percent for paying debt, right? 

 

Mario Guzman: Right. That’s correct. Another thing that will leave in us in a very 

good position for leverage again if we have another opportunity to grow the business. At this point 

as we explained from the previous call we are focused on integrating the propositions, the Calorex 

concession will give us the forms and the means to reduce the current leverage and possibility to 

then have a clear page again to pursue any other organic or inorganic opportunity at that point.  

 

Alejandro Azar: You mentioned the third line in Evercast. Would you share an 

approximate of how much would that be in terms of Capex? 

 

Mario Guzman: You should be this amount of $35 million. 

 



13 
 

Alejandro Azar: Okay. Thank you again, and congratulations on the results.  

 

Mario Guzman: Thank you.  

 

José Manuel Arana: Thank you. 

 

Operator: Thank you. I’m showing no further questions at this time. I would 

now like to turn the call back over to Mr. Arana for closing remarks.  

 

José Manuel Arana: Very good. Thank you very much operator and thank you all again 

for being with us. We wish you all the best for the rest of the year and the holiday season that is 

now here starting with Día de los Muertos. Please don’t hesitate to reach us either through Saul or 

his team should you have any more questions. You guys have a great day.  

 

Operator: Thank you. Ladies and gentlemen, this concludes today’s 

conference. You may now disconnect.  

 

# # # # 


