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How is Praxair Doing?How is Praxair Doing?
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And Our Competitors . . .And Our Competitors . . .
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Creating More Value With Less ResourcesCreating More Value With Less Resources

• Focus

• Work processes

• World class tools

• Measurement

• Leadership commitment

• People development
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• People development

Innovation is difficult work. . .
outside most people’s comfort zone
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Where Do We Look For Top Line Growth?Where Do We Look For Top Line Growth?
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World Class ToolsWorld Class Tools
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Clear expectations
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Converting Market Needs to OpportunitiesConverting Market Needs to Opportunities

• Increasing role of natural gas in Brazil
• Greater availability
• Competitive pricing
• 5% car conversion and growing

• Leveraging capabilities to actively participate
• Car conversion kits
• Automotive cylinders
• Natural gas liquefaction
• JV with Petrobas for LNG distribution

• Increasing role of natural gas in Brazil
• Greater availability
• Competitive pricing
• 5% car conversion and growing

• Leveraging capabilities to actively participate
• Car conversion kits
• Automotive cylinders
• Natural gas liquefaction
• JV with Petrobas for LNG distribution

A substantial business in an adjoining area
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• Innovation is critical to superior performance

• It doesn’t happen naturally

• How best to manage innovation varies by firm, but these 
characteristics have proven useful

– Clear focus on targeted outcomes
– Simple work processes
– Cross-functional participation
– Direct customer engagement
– Measurement. . .and data based decisions
– Robust tools and training

• Active leadership participation is required for success
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