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Coltejer - Colombia

For several months, the president and the treasurer of Compania
Colombisna de Tejidos S.A. - "Coltejer" - (Colombian Textile Fabrics
Corporation) had been negotiating a term loan with the International Finance
Corporation of Washington, D. C. (IPC). The purpose of the loan was to
help in financing an expansior program and to rep'ace with a longer term
gsource of finence, an existing craedit-line ar-angement which the company
had with the Bank of America, California, U.S. A.

Another reason for regoticting the loan was the company's
desire tu eliminate the exchange risks . ssociated with the utilization of
the credit line (mcntioned above) which obliged it to obtain foreign exchange
on the free marke: whenever repayinernt was to be made. If the term loan
were obtained from the IFC, arrangements would be made to sell the pro-
ceeds to the Central Bank - Eanco de la Republica - which would undertake to
resell the dollars to the company, at a predetermined price, upon maturity,
thus eliminating the exchange risks associated with foreign borrowing.

The draft of the loan agreement was more or less agreed upon by

July 1962, when the president, Senor Rodrigo Uribe, was planning to present
{t to the board of directors for approval.

Company History

Coltejer was founded in 1807 at Medellin by Senor Alejandro
Echavarria, a prominent Colombian businessman. The company, one of
the earliest public corporations in Colombia, remaired easentially a family-
held enterprise until 1914, when the founding shareholders invited the public
to subscribe to new capital required to [inance the company's expansion.

This case material of the International Center for the Advancement of
Management Education was prepared as 8 basis for ciass discussion.
Cases are r.ot designed to present {llustrations of either correct or in-
correct handling of administrative problems.
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The most outstanding characteristic of Coltejer was its remark-
able growth which continued with few interruptions or setbacks between the
two world wars. The growth was accelerated after the beginning of the
Second World War when Senor Carlos J. Cchavarria, the son of Don
Alejandro, took over the presidency. During Don Carlos' term, which
lasted from 1940 to 1961, the number of employees increased from 400 to
8, 000, spindles from 27, 000 to 233, 000 and looms from 743 to 4, 500. In-
vestment in plant and equipmen: rose from Col. $2.8 million to Col. $203
million, and shareholders' equity increased from Col. $3. 8 million to Col.
$ 305 million. During this period, Coltejer became the largest textile manu-
facturer in Latin America and one of the largest and most successful cor-
porations in Colombia.

Don Carlos handed the presidency over to his nephew Senor
Rodrigo Uribe Echavarria on Junz 24, 1961. Don Rodrigo, who was 40
years old, was a chemica! engineer who had received hig training at the
Massachusetts Institute of Technology and who had held several managerial
positions with Coltejer since 1942,

The company, which started as a small-scale cotton-cloth
weaver, widened the scope of {ts operations through both backward and for-
ward integration and by diversifying its product line. Backward integration
was accomplished by Colteier's entry into the spinning business, the purpose
of which was to supply its yarn reyuirements trom its own sources. Coltejer
was also active in the promotion of iocal cotton-growing, and its president,
Don Carlos, was instrumental in the founding of Instituto de Formento
Algodonero (Institute for the Development of Cotton-growing), and Distri-
buidora de Algodon Nacional - Diagonal (The National Agency for the
Distribution of Cotton).

Forward integration was pursued through the introduction of
printing, finishing, and dyeing proc=sses which e¢nabled tlie company to have
control over the whole production cycle of the materials it produced. The
most recent move towards integration was the building of a spare-parts
manufacturing plant which supplied most of Coltejer's needs and sold the
remainder of its output to other textile firms. Coltejer supplied most of
its electrical power requirements from its own thermoelectrical power
plant, which was located in Itagui, a short distance from the place where
five of its plants were situated. A program of product diversification was
introduced in the 'fiftics when the company enterad the field of synthetics,
hosiery, and carpet manufacturing either in fully-owned plants or in part-
nership with other manufacturers,.

A list of the company's plants along with their major activities,
the number of their employees, c.d their floor space is given in Exhibit No.
1. Exhibit No. 2 shows consolidated balance sheets for 1959-1961.
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Sales and Earnings

During the decade which ended on December 31, 1962, Coltejer's
sales increased 3.5 times from Col. $113 miilion in 1852 to Col. $3986
million. Sales in 1962 were expected to reach Col. $436 million. Exhibit
No. 3, which shows sales and profits ior that period, indicates that sales
in every single year during the decade exceeded those of the previous years
by a figure which varied from Col. $5 million in 1953 to Col. $64 million in
1958. These figures are somewhat distorted because of the inflation which
prevailed in Colombia during the decade - especially in its latter part. But
even if they were divided by the coet of living index to eliminate the bias

created by inflation, they wou.d show evidence of substantial growth in real
as well as in monetary terms.

Net earnings aiter tax2s and interest payments also increased
throughout the decade; they rose from Col. $13.9 million in 1952 to Col.
$43. 6 million in 1961, Net earnings for the first half of 1962 reached Col.
$25. 2 m.illion and were expected to be doutle that amount for the whole year.
During only one year in the whole decade - in 1961 - did earnings decline to
a level below the one reached in the previous year.

In 19€1, Coltejer had about 45% of the cotton fabric market in
Colombia. Its major competitors were Fabrica de Hilados y Textiles del
Hato S. A. - FABRICANTE - which had 30% of the market, and Tejidos El
Condor S.A. - TEJICONDOR - with 10% of the marxet. A host of small
companies divided the remaining 25% between them. In the field of synthetic
fabrics, Coltejer's sales accounted for only 10% of the total. This market
was shared with four other companies.

Sales Distribution

Coltejer sold its products to a network of seventy independent
distributors throughout the country. Cloth was shipped to the distributors
and held by them on consignment until it was gold to the customers, who
consisted of retail-store owners, small manufacturers, and other retailers.
Consigned goods were usually sold within 30 days of delivery to the distri-
butors. Nearly 10% of the clota produced was graded as seconds and was
sold to a number of the distributors at a discount which varied with quality.
Another group of customers was composed of over 100 large garment manu-
facturers who were not required to buy from the distributors, but were
gerved directly {rom the company's plants.




The company attempted to enter the foreign market for the first
time in 196) when shipments were made to South Africa, U.S. A., Costa
Rica, and a number of other Latin American countries. The company found
that it usually could compete in both price and quality against well-estab-
lished firms from Hong Kong, Japan, and other textile-exporting countries
and planned to increase its foreign sales in the foilowing years. 'The per-

centage distribution of the company's sales by type of customer in 1961 is
shown below:

Distributors kA

Garment Manufacturers 9%

Fxport 6%
Other 8% Bl )
Total 100%

Export Probleins

Company officials stated that the iimitations on a major expan-
sion of exports were impoaed by strategic rather than short-term cost con-
siderations. Sales to foreign countries were profitable as long as the foreign
exchange receipts could be s0ld on the iree market, and iew difficulties were
expected in getting substantial orders from existing and new customers. On
the other hand, exports could be made only by diverting sales from the local
market, since the company was produzing at capacity and had no difficulty in
selling all its output. A large-scale diversion of sales from the local to
foreign markets would weaken Coltejer's competitive position vis-a-vis its :
competitore who were already increasing their share of the Coiombian market ’) ;: .

Foreign markets were considered to be inherently more risky
than the hoine market because of the undependability of orders, stiffer
competition, fluctuation in the exchange rate, possible changes of regula-
tions in the importing countries, etc. For these reasors, Coltejer decided
to approach exports with extreme caution and to commit only marginal re-
sources to ioreign sales.

Recognizing, however, that the interests of the country required
an increase in foreign earnings, management was considering a plan which
would coordinate the cxport policy of all textile producers. Under the plan,
each producer would be allocated an export quota, which would be fixed as
a proportion of total sales and would thus be prevented from gaining ground
in the local market at the expense of the export-minded producers. Until
such a plan was adopted by the industry, Coltejer planned to expand its
exports very gradually.
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Sales Terms

Terms of sales were as follows: as was mentioned above, dis-
tributors received shipments on consignment. Accounts {ell due 30 days
after the end of the month in which the goods were sold by the distributors.
Garment manufacturers were expected to pay within 30 days after the end
of the month during which they received the goods. After consulting with the
treasurer and receiving his approval, the sales department was authorized
to grant additional credit to certain customers. Table No. 1 shows the aging
of accounts receivable on December 31, 1960 and 1961,

Table No. 1

Aging of Receivables

in '000 Col. §

December 31 1860 » 1961 %
Not due 39,798 13.0 58,419 60.9
18 days past due 7,334 13.4 8,308 6.3
30 days past due 3, 448 4.5 8,404 8.5
30-60 days past due 3,818 5.3 7,080 8.3
More than 60 days past due 2,450 4.5 7,671 8.1
Discount taken ( $91) (0.7) ( 214) (0.9)
Net Receivables 54, 555 100.0 83,869 100.0
Net Due 14,757 37.0 35,2% 30.1

No credit was extended by Coltejer to its foreign customers, and
the transactions were handled by the company's and the customers' banks by
means of letters of credit which enabled Coltejer to collect the proceeds of
export sales upon receipt of the order which preceded actual shipment by
several weeks. Thanks to this technique, which wiil be described in detail
later, the collection period for export sales waa, in fact, negative.




Financ iﬂ Inventories

The company used several sources to finance its working
capital. Aside from internally generated funds and suppliers' credit (which
was used extensively), commercial banks supplied a major part of the com-
pany's requirements in form of short-term credit. The terms of these

credits and their cost varied with the purpose for which they were used and
with the source from which they came.

The most important raw material was cotton which had been
grown locally in growing volumes :ince the war. The company's policy was
to buy its annual requiremeits short. after the cotton-picking season and
to store them in warehouses provided by a government agency. Eighty per-
cent financing for such inventories was obtained from commercial banks and
the Banco de la Republica at 5% interest per year., The ioans were secured

by warehouse receipts which were issued by the warehousc against cotton
bales deposited with them.

Goods in process and finished goods inventories were financed in
part by a line of credit extended by the Bank of America, California, USA.
The loans whichwere repayable within six months, were secured by the goods
in question, which were deposited in a field warehouse located in the com-
pany's plants, and administered by Banco de Comercio, the local correspond-
ent of the Bank of America. The interest rate on the loans was 6% per

annum to which was added a commission of 3% payable to the administrator
of the field warehouse.

These loans were advanced and repaid in U. S. dollars, which
the company sold on the free markct in order to obtain the necessary amount
in pesos. Repayment was similarly made by buying the necessary foreign
exchange on the free market. The credit line amounted to U.S. $1, 400, 000
which could be used to finance up to 70% of the vaiue of the collateral.

The company, in fact, rarely borrowed for more than two or
three months from this source because of the exchange risks involved. Due
to the fluctuations of the free foreign exchange market, great care had to be
exercised in the timing of both the sales and the purchases of foreign ex-

change in order to get the most advantageous spread between the buying and
the gelling rates.

Holders of foreign exchange balances had the opportunity of
eliminating the risks associated with the daily fluctuations of the free market
by registering the debt with the Banco de la Republica. Upon registration,
the Bank would advance pesos to the com pany and undertake to exchange
them back into foreign currency when the loan became due. Both transac-
tions, however, would take place at the official rate which meant that the

company would have to raise more dollars for a given amount of pesos than
at the current free rate.
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Furthermore, this tvpe of transaction would not completely
eliminate the exchange risks. If a devaluation were to occur between the
raising and the retiring of the foreign exchange loan, thus changirg the
official rate, the company would be obliged to buy its dollar requirements
at the post devaluation rate. For theee reasons, the company preferred not
to use the services of the Banco de 1a Republica in connertion with the loans
it ha:e obtained from the Bank of America and decided to operate on the [ree
market,

Financing Exports

Export financing was obtained from two soucrces. Dollar loans
covering 100% of the shipment were advanced by the Bank of America upon
receipt of a letter of credit from the bank of Coltejer's foreign customer.
Interes: on this type of loan was rz.atively low by Colombian standards.
Amounting to 5. 75%, it included a commission paid to Banco de Comercio
which acted as an agent to the Bank of America and transferred the funds
from the U. S. to Colombia. The company was not concerned with repay-
ments, since the accounts with the iinporter were settled between his bank
and the Bank of America. The con.pany had the choice of selling the foreign
exchange obtained in payment for exports on the free market or to the Banco
de la Republica. The latter would usuaily offer for this type of transaction a
slightly better price than the {ree market, but its services were only available
to those exporters who could prove that shipments were actually made or
were about to be made within less then 30 days.

Export financing could also be obtained from local banks which
advanced up to 70% of the value of the shipment at 5% interest. This loan
was secured by documents which showed that the exporter had the goods in
his poesession and was preparing them for shipment. Since export finance
could be obtained from two kinds of institutions which required unrelated
docunients and collaterals to back their advances, both sources could be
utilized simultaneously, and, for each U. S. $100 worth of export, up to
U.S. $170 of credit could be obtained. Credit of U. S. $100 backed by a letter
of credit could be raised fron: abroad, and the peso equivalent of U. S. $70
backed by the goods ir question could be raised from local banks.

Unsecured and Medium-Term loans

Short-term unsecured loans were raised from local banks which
usually charged 12% interest and required the borrower to repay the loan
within a year. Individual banks used to advance relatively small amounts of
unsecured loans only, despite the high intcrest involved, and the only way in
which sufficient unsecured credit could be raised was by keeping accounts
with a large number of banks. The treasurer of Coltejer, Senor Molina,
commented that Coltejer, which was a very large company by Colombian
standards, found it particularly difficult to raise sufficient unsecured short-

New York, UdJ,



term funds from the banks. The average bank was not in a position to grant
an individual company unsecured loans in exceass of Col. $2-3 million, and
Coltejer's requirements exceeded these sums by a very wide margin. For

this reason, extensive use was made by the company of credit facilities
available to it abroad.

Medium-term loans were raised bbv Coitejer for the purpose
of financing purchases of equipment and machinery. Such loans were
usually secured by mortgages, the interest on which was 8%-9%, and the
maturity of which rarely surpassed three years. The company used all of
these sources of [inancing in quantitica and pruportions which it considered
most advantageous. A sample of short and medium-term loans outstanding
on December 31, 1961, is given in Table No. 2,

o oy . Y P .
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Equity Financing

On December 31, 1861, Coltejer had 29, 644 stockholders whose
holdings were broken down as follows:

Number of Holders Number of Shares
28,470 1 - 4,699
984 5,000 - 19,909
190 20, 000 +
29, 644 32, 743, 606

In 1959 a two to one stock split reduced the par value from Col. $5. 00 to
Col. $2.50. The stock was listed on the Bogota Stock Exchange and was
considered as one of Colombia's blue chips. The Company increased its
capital periodically by inviting existing holdfrs to subscribe to new issues
at a cost somewhat below the market price.

The company's staff handled all applications for shares from the
head office in Medellin, and no use was made of the services of underwriters
or investment bankers. 2 Since shareholders came to expect new issues
practically every year, many of them left their dividends uncollected and,

when the subscription offer was made, exchanged them against new share
certificates.

During the period January 1958 to March 1962, over 7, 000, 000
new shares were offered to sharcholders at prices which varied between
Col. $6.00 and Col. $10. 00 as can be seen in Table No. 3.

1'l‘hc Colombian commercial law provided that unless the articles of associa-
tion of a company apecified otherwise, existing stockholders should be given
preemptive rights in regard to new issues. Coltejer, like most other
Colombian corporations, followed this practice.

2'l‘hue institutions are nonexistent as such in Colombia, though some of
their functions are performed by certain banks.

‘|0
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Table 3
Coltejer Stock Issues 1959-1962

Market Price
Offering during preceding

Par Value Price 5 months
Date of Issue Number of Shares in Col.$ in Col.$ in Col.$
January 1958 800,000 5.00 14.00 16.8C-17.50
August 1958 420,000 5.00 12.00 15.05-15.80
July 1960 864,000 2.50 10.00 11.00-12.00
April 1961 3,000,000 2.50 3.5v 9.15.9,58
March 1962 2,002,000 .50 n.a. 9,90-11.10

Dividend Policy

Following the custom adopted by many large Colombian enter-
prises, the company paid dividends once a month in cash. Exhibit No. 4
gives details about the performance of the stocks and yields during the period
1952-1962. The figures indicate that the company had rever missed a divi-
dend payment during the decade and, furthermore, that dividends were not
once reduced from the previous year's levels, although earnings per share

gometimes did decline.

In explaining the dividend policy, company officials referred to
the apparent fact that dividends, more than any other factor, determined
the stock price in Colombia. As proof of this theory, they cited the com-
pany's stock prices which rose continuously from year to year with only two
exceptions. Average annual stock prices fell from their previous level only

in 1958 and in 1961, years during which exceptional circumstances prevailed.
In 1958, violent gsocial and economic unrest followed the overthrow of the
In 1961, Colombia faced a severe economic

dictatorship of Rojas Pinilla.
crisis which had been brought about by a gharp deterioration i the country's
rally accepted in business circles that

balance of payment. It was gene
events like those of 1958 and 1961, which caused a decline in business confi-

dence, were not likely to recur frequently.

1t should be noted that earnings and dividend yields as shown in
Exhibit No. 4 did understate somewhat the true earnings of the stockholders,
since they were calculated as a percentage of market price. Inasmuch as
stockholders obtained shares through subscription at somewhat lower prices
than those prevailing in the market, trey did in fact benefit from higher

yields.



e e e

-12 -

Yields calculated on the price of the stock which was offered to
shareholders during the period 1956-1961 are shown in Exhibit No. 5. This
exhibit indicates that the earnings yield was rather stable during the period
in question varying from 15.0% to 16. 5%, whereas the somewhat more
volatile dividend yield varied from 11.1% to 14. 2%.

The IFC Loan Proposal ;

By the fall of 1961, company officials became somewhat con-
cerned about the inherent instabilitv of the foreign exchange market which
had recently been fluctuating more widely than usual. Exhibit No. 6 shows
the rates quoted for the dollar on the iree market in 1961 and during the first
six months of 1962. Despite the fact that hitherto no losses had been ex-
perienced on this market, managemer.t felt that it was undesirable for the
company to continue exposing itsel! to continuous exchange risks and won-
dered whether a way could be found to eliminate these risks by replacing the ‘
revolving loan obtained from the Bank of America with a different kind of
loan. Since local banks were not in a position to increase their lending to
the company by a substantial amount, it was decided to seek alternative
foreign sources,

After due deliberations, it was decided tr approach the Inter-
national Finance Corporation in Washington D.C., ~n affiliate of the World
Bank, which had several term loans outstanding in Colombia, and in & num-
ber of other Latin American countries. The company planned to negotiate a
term loan with IFC and to protect itself against exchange losses by arrang-
ing a swap with the Central Bank.

Under a swap or repurchase agreement, the company would sell
the foreign exchange it received to the Bank at a son.ewhat lower price than
the prevailing free market exchange rate. Upon the maturity of the loan, ')
the Banco de la Republica would resell the dollars to the company at the
same price at which they were bought, minus a small commission. After
sounding out officials of the Banco de la Republica, Senor Molina concluded
that a swap would be acceptable to the bank, that the di:ference between the
market price and the price the company would receive for the dollars would
not exceed Col.$. 20 per doliar, and that the commission would be in the
neighborhood of 4% per annum. Thus, if the free market price of the U. S,
dollar were to be Col. $8. 70 at the time the transaction took place, the com-
pany would receive from the Bank at least Col. $8. 50 for each dollar and
would have to pay in addition, about 4% commission per annum. The Bank
would resell the dollar to the company at the same rate at a time agreed
upon in advance.

s il e
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Upon receiving this injorma tion, the management decided to
approach the 1FC with a request for a loan. The latter indicated its interest
in advancing the money, and the two parties gettled down to negotiate the
terms. By July 1962, after several months of negotiations, the outline of
an agreement emerged:

IFC would advance to Coltejer U. S. $2, 000, 000 to be repaid in
equal semiannual installments commencing on January 15, 19€3 and terminat-
ing on July 15, 1969. The company would give to IFC two geries of signed
promissory notes (series "A' and series "g"). Payments would be made at
the various maturity dates upon presentation of the notes to the company.
Interest was to be 7% plus an additional premium payable on the "A'" series
note which would cover the period January 15, 1963 - January 16, 19686.

The "B" series, covering the period July 15, 1866-July 15, 1968, would not
be subject to premium payments. The face value of the notes, maturity dates
and the premiums payable are shown in Table No. 4.

Table &
Maturity Dates, Face Value, and Premium pPayable On
Series "A" and ng" 7% Notes

Serjes A Notes geries "g_"“':lg;n
Maturity Face Value Premium Face Value in
Pate in U§$',000 Pex 1,9 turity y.s. § '000
January 15, 1963 143 21.20 July 15, 1966 1483
July 15, 1963 143 21.90 January 15, 1967 143
January 15, 1964 143 22.70 July 15, 1967 163
July 15, 1964 143 22.50 January 19, 1968 143
January 15, 1965 143 26 .40 July 15, 1968 163
July 15, 1963 143 25.10 Januacy 15, 1v69 143
January 15, 1966 142 25.90 July 15, 1969 142

IFC would be given the option to buy 898, 000 shares of Coitejer for the

price of Col. $10. 25 each and would have the choice of paying for the

shares with cash or by tendering series "g" notes. The whole option would
be valid until the first series

"g" note became due and would expire
graduslly henceforth with the retirement of the notes. The portion of the
option W

hich would expire and the dates of expiry are ghown below:




Portion of the outstanding

Date lance to expire
July 15, 1066 1/1
January 15, 1967 1/6
July 18, 1987 1/
January 15, 1968 1/4
July 18, 1968 1/3
January 18, 1969 1/2
July 15, 1969 1

A special clause would safeguard the shares included in the option against
dilution. If the company were to sell new shares to the public at a price
below Col. $10. 25 prior to January 1969, the price of the shares which the
IFC could acquire would be similarly reduced, and would be determined
by the following formula:

p NIPI+N
Nl + NP
where P : the price to be paid by IFC

NI : the number of shares IFC may buy under the
option; 898, 000

Pl = the price per shire payable by IFC under the
option, Col. $10.28

Np = the number of shares issued to tho- public
Pp = the price at which these shares will be offered.

Thus, if 500, 000 new shares were to be offered to the public at Col. $8. 00
per share, the option price would be as follows:

p o 898,000 x 10. 25 + 500,000 x 8.00 9, 304, 500 + 4, 000,000 i
* 838, 000 + 500, 000 . 1, 308, 000

9.44

')

LTI IS W, I - — i ‘ ,!




-18 -

The total number of shares subject to the option would increase from

898, 000 to 975,301 (= 8, 204, 500 - 9. 44) which would leave the peso figure
of the option unchanged. The company would have to obtain the IFC's ap-
proval prior to offering new shares on the market.

The terms outlined above were pretty much standard for loans
made by the IFC in Colombis, and Coltejer's management felt that little
could be gained by further negotiations. Moreover, & new administration
was due to take over the government in September, and both Senor Uribe
and Senor Molina, who conducted the negotiations, knew from experience that
the political and economic uncertainty which tended to follow such changes
was likely to be reflected in the foreign exchange market. It was agreed
because of these reasons, that a decision on the loan agreement ought to be

arrived at as soon as possible.




Exhibit 1.

COLTEJER
MANUFACTURING & DISTRIBUTION FACILITIES

{
——

v
l Y y
MANUFACTURAS SE08CO 8.4 CENTRAL THERAMOELECTAICA COLTEJIDOS 8 A.
AREA: 48,310 m3 CENTRAL ELECTRICAL PLANT AREA 13,220m2
COTTON, WOOL & SYNTIETIC CLOTH AREA 3500 m2

COTTON THREAD AND YARN
CAPACITY 20,000 ue PER WOUR 260 EMPLOYELS

60 ImrLOYEES m % -

|
COLTEPUNTO v
AREA: 3 424 m3
LAGE AND MOSIENY PASRICS
3o Jumovees

1,800 EMPLOYELR

FURESA

ARGA: 3,780 m2
TEATILE MAGH INERY PanTS
150 SWPLOVERS

COLTEPABRICA
AREA: 76,310 m2 AREA: 43,700 m})
COTTON YARN AND FABRICS COTTON YARN AND PABRICS

ue lun.lila 8,108 EuPLOYELS 1,870 EMPLOVEERS
FINISHING PLANT
ARRA: 48,730m

FINIGHING, BITING, PRINT NG

|
R N n-Von "% s P

OISTRIBUTION
7O AGENCIER THROUGHOUT THE COUNTRY
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Coltejer
Exhibit 3
Gross Sales, Wet Profits and Profit Margins 1952-1962
in Col. § '000
Profit Margin
T4 Geosp Sales Nat Profits W
1982 113,677 15,876 13.9
1993 118,798 17,310 14.6
1954 136,269 19,537 1.4 |
1958 143,236 21,368 15.0
(Y 1936 167,936 25,221 15.1
1937 211,900 27,678 12.9 i
1938 278,944 26,530 10.4
1939 333,556 37,039 1.1
1960 368,506 46,300 12.9 |
1961 396,372 43,579 1.3

436,000 30,000 11.7
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Coltejer

Exhibic &
5 Market Share Price, Dividends, Barninge Per Share, Barnings and Dividend Yield
’ 1952-1962

Middle of [Barnings BRarnings Dividends Dividend

: o Ran per share  Yield  per ehare Yield
1 Isar Price Ranss (o) .$ Col.3 . 2 Col$ _ %
¥ 1951 5.55-6.20 5.85 .86 14.7 .64 10.3
1953  5.60-7.05 6.30 78 12.4 .68 10.3
195% 6.30-7.25 6.80 .83 12.2 .73 10.7
| 1955  7.45-8.90 8.15 .93 11.4 .78 9.6 i
‘ Y 19% 9.05-10.05 9.55 1.05 10.9 .78 8.2 )
| 1957 8.35-10.50 9.45 1.05 11.1 .83 8.8
1958  7.55-8.73 8.15 .99 12.1 .84 10.3
| 1959 10.40-10.80  10.60 1.28 12.1 9% 9.1
? 190 11.00-12.00 11.30 1.56 13.6 1.16 10.3
1961 9.15-9.30 9.55 1.39 4.5 1.20 12.6
1962
Jenuary 10.00-10.60 Bst. 1.5) Bet. 1.20
February 9.90-10.63 X
March  9.93-10.25 Spigures rounded
April  10.13-10.43 $adjusted to reflect stock split
May 10.40-11.10 :fr:;:cg:uu}d’ s:t.vidcmh are only
approximations. They were com-
June 10.65-10.85 puted by dividing total earnings &

dividende by the number of shares

outstanding by the gnd of the vear.
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Coltsjer
Bxhibit 3
Share Prices, Barnings, and Dividend Yield to Btockholders
1956-1961%
Share Price to
Stockholders Barnings Yield Dividend Yield
it {
1956 7.00 15.0 11.1
1987 7.00 15.0 11.9
!
1958 6.00 16.9 14.0 ;
\ 1959 . . . ¥
9 ]
.) 0 1960 10.00 15.6 11.6 |
1961 $.50 16.4 16.2 l
Spricas sdjusted to reflect stock split of 2:1 in 1939, |

°|e

' g e
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Coltejer
Exhibit 6
U. 8. Dollar Quotations on the Free Market 1961, 1962
in Col.$
Date Buy Sell
Year Quarters
1961 1 8.00
11 8.3 ‘
111 8. N
Iv 8.82
0
1962 Nonth )
Jenuary 8.7902 8.7v@7
February 8.7710 8.7776
March 8.8132 8.8195
April average 8.9656 8.9730
2 8.8750 8.88%0
10 8.9750 8.9825
23 8.9925 8.9978
3 8.98%0 8.9900
May average 8.9232 8.9316 :
2 8.9800 8.98% |
10 8.9450 8.9550 f
21 8.9528 8.9700 | é 9
30 8.8578% 8.8675 :
June averags 8.8123 8.8212
1 8.85U0 8.8700
11 8.8200 8.8300
20 8.7900 8.8000 T
27 8.7328 8.7423 i
4
2 July 8.7850 8.7500

Sources: 1981 - International Financial Statistics

1962 - Ravista del Benco de la Republica %









