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SUMMARY

In many segments of the telecommunication market, Israel ranks

among the world's most advanced suppliers.  The domestic sector

enjoyed trade surplus of over $ 1.1 billion in 1997 and $115

million with the United States. Most of Israel's production -

over 75 percent - is sold overseas.  Domestic industry's chief

market is the military, leaving a 70 percent market share in the

non-defense area.  The main source of competition for the

historic U.S. market dominance is other foreign suppliers.  The

U.S. accounted for 55 percent of import market in 1997, slightly

lower than the 1994 figure (55.6 percent).  U.S. dominance is

particularly evident in broadcasting equipment classified under

HS 85.25 - over 75 percent of imports in this category in 1997.

Canada has become the main U.S. competitor with 15.1 percent of

the import market.  Low cost Far Eastern suppliers, such as

Singapore, Hong Kong and Taiwan, appear to be steadily increasing

their market share, especially in the less technology intensive

area of terminal equipment.  Despite the growing Far Eastern

competition, the good reputation of U.S. products will guarantee

a similar market share in 1998 and 1999. It is expected that new

projects, such as  the third cellular telephone operator and the

licensing of DBS broadcasting operators also present important

opportunities for U.S. sales.

The Israeli market for telecommunications equipment in 1998 is

estimated at $1.6 billion, representing an average growth of

eleven percent over the past three years.  Similar growth rates

are expected for the next three years for the whole sector.  The

strong domestic demand growth, including steady high demand from

the military, leaves over 60 percent of the equipment market

share to be supplied by imports. Civil demand is more

substantially supplied by imports, mainly due to the sectoral

liberalization, enhanced privatization and the accelerated pace

of introducing new technologies. Although precise market

statistics are not available, it is estimated that imported

equipment currently represents over 75 percent of the

non-military market.

Future growth is expected to be led by upgrades to new

technologies, which will affect virtually every sub-sector of the

Israeli telecommunication equipment market.  Major infrastructure

expansions on the horizon include investments under a third

cellular operator license and the introduction of multi-channel

Direct Broadcasting Service (DBS) operators.  The trend towards

deployment of fiber optic cable in the local area will spark

growth in both fiber optic equipment and new network equipment.

Due to the U.S. - Israel Free Trade Area Agreement, duty rates

for all U.S. made telecommunication equipment are zero (similar

to the rates applicable to Canada EU and EFTA countries).  Most

products originating from non-western European countries are

subject to duty rates of 6 to 27 percent.  Some telephone and

radio equipment are subject to purchase-tax rates ranging from 10

to 85 percent.  Purchase taxes are theoretically applied in a

non- discriminatory manner on both imported and domestically

manufactured goods.

The most dramatic development in the Israeli telecommunications

market has been the privatization of the Bezek monopoly and the

subsequent introduction of competition into traditional Bezeq

services. The British giant Cable & Wireless, currently holds 10

percent of Bezeq, has recently reached an agreement with the

Ministry of  Communications to limit its holdings to a maximum of

20 percent. It was made clear by official sources that Cable &

Wireless would not be given any preference in the ongoing

process. During 1998 the Government will probably go below the 50

percent ownership line through the introduction of a new

international strategic partner.

The tendering process to auction off the license for Israel's

third cellular operator has produced three competing groups. The

technical factors of the offers are being carefully studied by a

special committee assigned by the Ministry. A decision is

expected to be made in early 1998 on the award of the license.

As of October 1997, Cable TV coverage reached 78 percent of

Israeli households. CATV suppliers invested over $300 million

over the past five years and continue to source advanced

equipment in view of the imminent introduction of the multi-channel DBS broadcasting.

The ministry of communication's declared intention to strengthen

market competition through the introduction in late 1998 of DBS

satellite TV broadcasting evoked strong opposition by the five

CATV licensees. A supreme court petition for an interim

injunction was submitted january 22, 1998, claiming that DBS

licensing would infringe upon their legally acquired property

rights.

A.   MARKET HIGHLIGHTS & BEST PROSPECTS:

                      STATISTICAL DATA (USDOLLARS MILLIONS)

                                               Projected Avg.

                                              Annual Growth

                                                 Rate for

                    1996   1997   1998(est) Following 2 Years

Import Market       995.9   883.7   972.0           10%

Local Production   2295.0  2570.0  2770.0

Exports            1765.5  1995.0  2155.0

Total Market       1525.4  1458.7  1587.0           10%

Imports from U.S.   628.7   485.6   534.0           10%

Exchange Rate: USD 1 = NIS 3.56

Future Inflation Rate Assumed: 7%

Last year's import market share (Percent for USA and Major

Competitors):

USA: 54.9%, Canada: 15.1%, Japan: 5.1%, Singapore: 4.8%, U.K.:

2.8, Belgium: 2.4%, Germany: 1.7%.

Source: Israel Central Bureau of Statistics

The Israeli market for telecommunications equipment in 1998 is

estimated at $1.6 billion, representing an average growth of

eleven percent over the past three years.  Similar growth rates

are expected for the next three years for the whole sector.  The

strong domestic demand growth, including steady high demand from

the military, leaves over 60 percent of the equipment market

share to be supplied by imports. Civil demand is more

substantially supplied by imports, mainly due to the sectoral

liberalization, enhanced privatization and the accelerated pace

of introducing new technologies. Although precise market

statistics are not available, it is estimated that imported

equipment currently represents over 75 percent of the

non-military market.

The Israeli telecommunication equipment market in 1997 compared

with 1996 reflected the reduced growth of the economy as a whole,

combined with saturation of the cable TV network demand and

stabilization in the deployment of the second cellular telephone

carrier.  Future growth is expected to be led by upgrades to new

technologies, which will affect virtually every sub-sector of the

Israeli telecommunication equipment market. Major infrastructure

expansions on the horizon include investments under a third

cellular operator license and the introduction of multi-channel

Direct Broadcasting Service (DBS) operators.  The trend towards

deployment of fiber optic cable in the local area will spark

growth in both fiber optic equipment and new network equipment.

Cellular service providers will maintain the aggressive

conversion of their networks from analog to digital equipment.

Personal communications services are expected to experience

tremendous growth, fueling demand for earth-satellite systems and

new wireless customer premises equipment.  A gradual process of

introducing wireless technologies into telecommunication networks

has already begun, resulting in transformation to new hybrid

networks.  In light of the vast capital requirements of building

telecommunication systems, and the new liberalization policy of

the Ministry of Telecommunications, no single technology is

expected to dominate the market.  Therefore, wired, cable,

cellular and personal communications networks are on the track of

establishing new inter-relationships as well as compete for

customers in the Israeli market.

The Minister of Telecommunications, Limor Livnat, recently

reaffirmed the Ministry's commitment to further liberalize the

market.  The Minister remains strongly committed to reform the

telecommunications sector, and to increase competition in market

segments hitherto solely dominated by Bezek. Once the next phase

of Bezeq privatization is completed, the Ministry's intention is

to demonopolize the local telephony services which are still

exclusively supplied by bezeq and associated companies. The

demopolization process will adversely affect Bezeq's

profitability in the future and has already taken a toll on the

current market value of the firm.

Cellular Radio Telephone Systems

The tendering process to auction off the license for Israel's

third cellular operator has produced three competing groups. The

technical factors of the offers are being carefully studied by a

special committee assigned by the Ministry. A decision is

expected to be made in early 1998 on the award of the license.

The cellular market is poised for the important transition from

analog to digital technology that will fuel future growth.  The

number of subscribers in December 1997 was 1.65 million and is

expected to grow 20 to 25 percent annually.  The growing number

of subscribers, supported by the added competition of a third

operator, will generate sustained growth of cellular equipment,

25 to 30 percent over the next three years.

Another market niche which appears to have significant growth

potential is the transmission of data over cellular networks.

Market experts believe the number of users for such systems may

reach 80,000 by the end of the decade.

Cable TV and Introduction of DBS.

As of October 1997, Cable TV coverage reached 78 percent of

Israeli households. CATV suppliers invested over $300 million

over the past five years and continue to source advanced

equipment in view of the imminent introduction of the multi-channel DBS broadcasting.  The network is based on coaxial/fiber

optic structure connecting over 1.3 million Israeli households.

The CATV infrastructure also includes satellite reception

"farms", broadcast/control centers and studios.  The two national

broadcasting channels (1 and 2) are also transmitted thru the

CATV system, in addition to five CATV local  channels.

The ministry of communication's declared intention to strengthen

market competition through the introduction in late 1998 of DBS

satellite TV broadcasting evoked strong opposition by the five

CATV licensees. A supreme court petition for an interim

injunction was submitted january 22, 1998, claiming that DBS

licensing would infringe upon their legally acquired property

rights. This claim is based on the fact that in 1990 they were

awarded a twelve year license to exclusively operate a multi-channel TV service. Being aware of this apparent infringement,

the ministry has already expressed its willingness to compensate

the CATV operators by expanding their license to other cable-based services, such as local telephony and data communication.

Bezek Privatization

The most dramatic development in the Israeli telecommunications

market has been the privatization of the Bezek monopoly and the

subsequent introduction of competition into traditional Bezeq

services. The British giant Cable & Wireless, currently holds 10

percent of Bezeq, has recently reached an agreement with the

Ministry of  Communications to limit its holdings to a maximum of

20 percent. It was made clear by official sources that Cable &

Wireless would not be given any preference in the ongoing

process. During 1998 the Government will probably go below the 50

percent ownership line through the introduction of a new

international strategic partner. Potential American investors

should be aware of this opportunity. However caution should be

exercised, mainly due to the expected drop in Bezeq's future

profitability, attributable to the increased competition in

traditional services, such as: cellular communication,

international services and the imminent opening to competition of

the local telephony services. Alongside the privatization process

and the introduction of competition into traditional Bezeq

services, the company has become more profit oriented.

Procurement practices have ceased favoring local bidders. Tender

awards are based solely on price and technical considerations.

This fairer competition is believed to contribute to improved

prospects for U.S. equipment manufacturers.

Network Equipment

The Ministry of Telecommunication's intention to allow cable TV

suppliers to provide data communication services in the future

would give all "players" a strong incentive to accelerate the

deployment of fiber optic cable in the local loop and would

generate growth in demand for new network equipment.

Terminal Equipment (Customer Premises Equipment)

Historically, the largest categories of terminal equipment have

been telephone sets and private branch exchangers (PBXs).  In

recent years, products such as facsimile machines, voice response

systems, and voice messaging systems have become important

components of the customer premises equipment sub-sector.  Growth

of these newer technology products was high in 1996 and 1997, 10

to 15 percent according to industry experts.  These technologies

are still relatively new and many end-users are just discovering

the benefits these products can offer.  Small Israeli businesses,

in particular, have become aware of advantages associated with

voice processing equipment in reducing workforces.  Sales of

video transmission over existing telephone lines, are also

expected to increase significantly.  U.S. manufacturers of

technology intensive customer premises equipment, especially

software intensive products, such as PBXs and voice processing

systems, are considered to be market leaders.  Although, there

are very few U.S. commodity type products, such as telephone

sets, answering machines and facsimile machines, that can compete

with low-priced Far Eastern made products, many of those imported

to Israel are the products of offshore manufacturing of U.S.-

based companies.  Wireless systems, voice response systems, video

telephones, "intelligent" phones and interactive voice/data

information terminals will lead the market over the next few

years.  Wireless PBXs are also expected to be introduced rapidly,

offering long-term savings when changes within an office

environment occur.

Best Prospects                             HS Number

Cellular reception/transmission eq.     85.25,85.27,85.29

Voice processing equipment              85.17; 85.27

Voice digitizers                        85.17.80

Video telephone sets                    85.17.10

Data compressing devices                85.17.80

Wireless PBXs                           85.17.30

Digital Radio frequency modems          85.17.40

Radio data transmission systems         85.25.20

B.   COMPETITIVE ANALYSIS

In many segments of the telecommunication market, Israel ranks

among the world's most advanced suppliers.  The domestic sector

enjoyed trade surplus of over $ 1.1 billion in 1997 and $115

million with the United States.  Most of Israel's production -

over 75 percent - is sold overseas.  Domestic industry's chief

market is the military, leaving a 70 percent market share in the

non-defense area.  The main source of competition for the

historic U.S. market dominance is other foreign suppliers.  The

U.S. accounted for 55 percent of import market in 1997, slightly

lower than the 1994 figure (55.6 percent).  U.S. dominance is

particularly evident in broadcasting equipment classified under

HS 85.25 - over 75 percent of imports in this category in 1997.

Canada has become the main U.S. competitor with 15.1 percent of

the import market.  Low cost Far Eastern suppliers, such as

Singapore, Hong Kong and Taiwan, appear to be steadily increasing

their market share, especially in the less technology intensive

area of terminal equipment.  Despite the growing Far Eastern

competition, the good reputation of U.S. products will guarantee

a similar market share in 1998 and 1999. It is expected that new

projects, such as  the third cellular telephone operator and the

licensing of DBS broadcasting operators also present important

opportunities for U.S. sales.

Despite the fact that U.S. telecommunications equipment enjoys an

excellent reputation in Israel and is known for state-of-the-art

technology, product design, quality and reliability, U.S.

exporters should not be complacent and assume that most types of

U.S. telecommunications equipment will beat competitors.

Companies including AT&T and Motorola operate wholly owned

subsidiaries in Israel and are consequently able, along with

other leading suppliers, to adapt their product design to meet

Israeli technical requirements.  The fact that so many foreign

suppliers target this market with a multitude of substitutable

products, allows Israeli OEM's and distributors to be selective

in choosing products.

Technological advantages, design, price, reliability and

appropriate credit terms are all factors which are taken into

account by the Israeli end-user and distributor in the purchasing

process.  Availability of technical assistance, as well as timely

delivery, after-sales service and customer training, are also

essential if a U.S. supplier is determined to establish

significant long-term presence in Israel.

C.   END-USER ANALYSIS

The biggest end-user is the military.  However, due to national

security considerations, until now practically all military

demand has been supplied by local manufacturers.  Similar policy

considerations apply to the Israeli Police.  Bezeq Limited and

its associated companies are still the leading end-user in the

non-military sector.  Bezeq is a government owned company with a

monopoly over inland telephone services which has entered early

phases of a privatization process. The Ministry of Communications

plans to introduce competition through licensing operators in

direct competition with Bezeq for traditional domestic telephone

service, beginning as early as 1999. By the end of 1996, Bezeq

operated 260 exchanges, of which 255 were digital, corresponding

to 3 million lines, mostly digital.

In early 1997 two additional international telephone call

carriers were licensed. Competition resulted in a dramatic cut in

prices and rise in use.  Currently, the annual international

calls volume is estimated at 1.2 billion minutes. Another result

of competition was the elimination of the local-overseas calls

cross price subsidization. It is expected that the international

unit price will maintain its downward trend.  All three

operators, including Barak and Golden Lines also operate

satellite communication centers.

Five cable TV operators have been licensed in the country.  Each

CATV operator was given exclusivity over a couple of regions. In

September 1997, 78 percent of Israeli households were connected,

an impressive rate, placing Israel eighth in the world in per

capita  CATV subscribers. Some rural areas have not yet been

connected.  In view of the imminent introduction of DBS

operators, the CATV licensees will endeavor to connenct most

rural areas. This will generate substantial demand for network

equipment, in particular fibre optic products, amplification

equipment and equipment for broadcast/control centers.

The Israeli Broadcasting Authority (radio and television) as well

as the second television channel are also a consistent source for

broadcasting and studio equipment.

The newly licensed Regional Radio Operators are already on the

air, providing increased demand for this type of equipment.

Technological advantages, design, price, reliability and

appropriate credit terms are all factors which are taken into

account by the Israeli end-user and distributor in the decision

making process.  Availability of technical assistance, as well as

timely delivery, after-sales service and customer training, are

also essential if foreign suppliers are determined to establish

significant long-term presence in Israel.

D.   MARKET ACCESS

American suppliers wishing to market their telecommunication

equipment in Israel will have to prove themselves in a most

competitive and sophisticated market. The import climate is

favorable to the U.S. product.  The main factors contributing to

the U.S. competitiveness are discussed above.  The Ministry of

Telecommunications has initiated a policy of liberalizing the

market and impacting directly on technical standards policy,

which is now based on internationally accepted standards.  The

bottom line is there are no significant non-tariff barriers on

imports from the United States.  Only recently the Ministry of

Telecommunications  removed licensing requirements for end- user

premises terminal equipment.

Due to the U.S. - Israel Free Trade Area Agreement, duty rates

for all U.S. made telecommunication equipment are zero (similar

to the rates applicable to Canada EU and EFTA countries).  Most

products originating from non-western European countries are

subject to duty rates of 6 to 27 percent.  Some telephone and

radio equipment are subject to purchase-tax rates ranging from 10

to 85 percent.  Purchase taxes are theoretically applied in a

non- discriminatory manner on both imported and domestically

manufactured goods.

In order to benefit from the duty-free status, each shipment

should be accompanied by a U.S.-Israeli Certificate of Origin. In

addition, the product must comply with two basic origin

criteria: substantially transformed to a different product in the

U.S., and having no less than 35 percent U.S. added-value (labor,

components, engineering, etc.).

Distribution Practices

Some U.S. firms exporting to Israel have established their own

distribution operations here.  Others find it convenient to

appoint a local agent/distributor who acts on a commission basis.

No matter what sort of foothold one chooses, it is important that

the local partner be capable of waging promotional campaigns,

maintaining spare parts and carrying sufficient stocks.

Reliability, punctual deliveries and efficient, low-cost,

after-sale service capabilities are key factors in Israel.  Since

Israel is a sophisticated but relatively small market, it is

advisable to arrive at an exclusive distribution arrangement when

the right company is found.  U.S. firms should, however,

safeguard their interests with reasonable minimum orders, trial

periods, well defined training programs, specified contract

durations, and clear agreement on responsibility for promotional

activities, especially during the introductory period of a

product.

The U.S. Commercial Service at the U.S. Embassy in Tel Aviv

provides services designed to assist U.S. companies to establish

themselves in the Israeli market.  For information on these

services, interested firms should contact:  The Commercial

Section. U.S. Embassy, Tel Aviv, 71 Hayarkon Street, Tel Aviv

63903, Israel; Telephone: 972-3-5197575; Fax: 972-3-5107215.

U.S. businesses can also contact, in the U.S., the U.S.

Department of Commerce, Israel Desk flash service at: (202) 482-

1064.

Financing

Israel has an open exchange system and a well developed and

modern system which provides the full range of banking and credit

services.  Eighty-five percent of total banking assets in Israel

are held by Bank Leumi, Bank Hapoalim, Israel Discount Bank and

the Mizrahi Bank.  These leaders, as well as the First

International Bank of Israel, maintain correspondent

relationships with U.S. banks, and also have their own

subsidiaries in major U.S. cities.

The most common method of payment in this sector is by Letter of

Credit (L/C).  Collection without a letter of credit is not

unusual, however.  Cash Against Documents (CAD) is the most

common mechanism preferred by Israeli importers.  Since there is

no guarantee of payment, as there is in a L/C transaction, some

exporters prefer to collect an advance payment, or an irrevocable

bank guarantee on a certain portion of the deal.  This practice

is appropriate and recommended when there is no past relationship

and experience with the buyer.  The most common payment terms in

this sector are 30, 60, and 90 days depending on the product.

The local banking system provides sources of short and long-term

credit and access to venture capital.  Due to the relatively high

interest rates for local currency loans (17-23 percent) importers

may wish to seek financing from the U.S. ExIm Bank which has most

of the leading Israeli banks as correspondents.  For information

on ExIm Bank programs in Israel, contact the ExIm Loan Officer

for Israel, 811 Vermont Avenue N.W., Washington, DC 20571, and

its Credit Information Section at (202) 566-4690.  The

information can also be obtained at the Israel Desk, Department

of Commerce, Room 2039, 14th and Constitution Avenue N.W.,

Washington, DC 20230, Tel: (202) 482-1857, Fax: (202) 482-0878.

Israeli manufacturers enjoy special credit lines offered by the

Israeli government, ranging from preferred loans and grants at

the capital investment stage to special loans financing purchases

from abroad of raw materials, components and semi-finished goods

for the manufacturing process.  U.S. exporters should be aware of

these special government funds when negotiating credit terms with

Israeli manufacturers.

The Overseas Private Investment Corporation (OPIC) finances

overseas ventures wholly owned by U.S. companies and joint

ventures between local companies and U.S. sponsor firms.  The

U.S. investor is expected to assume a meaningful share of the

risk, generally through the purchase of at least 25 percent of

the equity.  Countertrade is not widespread in the U.S.-Israel

trade, and is not favored by the Free Trade Area Agreement.

Key Contacts:

Mr. Raphael Hoyda

Director of Spectrum and Engineering Division

Ministry of Telecommunications

9 Ahad Ha'am Street

Shalom Tower, 10th Floor

POB 29107

Tel Aviv 61290

Tel: (3) 5198281

Fax: (3) 5198103

(Mr. Hoyda can  be addressed in any licensing/technical inquiry).

Mr. Ze'ev Ze'evi

Deputy Director General

Bezek, The Israel Telecommunication Corporation Limited

P.O.Box 1088

Jerusalem 91010

Tel: (2) 5395503

Fax: (2) 5000410

(Mr. Ze'evi is in-charge of procurement and logistics affairss).

Mr. Yair Aloni

Deputy Director General

Israel Broadcasting Authority

97 Jaffa Street

Jerusalem 94340

Tel: (2) 6291883

Fax: (2) 6236507

(Mr. Aloni handles development programs).

Mr. Nahman Shai

Director General

The Second TV & Radio Authority

5 Kanfei Nesharim Street

Jerusalem 95464

Tel: (2) 6556222

Fax: (2) 6556287

Mr. Jacob Lorberbaum

Director General

Educational Television Center

14 Klausner Street

Tel Aviv 69011

Tel: (3) 6466666

Fax: (3) 6427091

Mr. Joseph Doar

Director General

Tevel Israel International Communications Limited

89 Heharutz Street

Tel Aviv 67060

Tel: (3) 6382444

Fax: (3) 5376019

Mr. Israel Dori

Deputy Director General

Keshet Broadcasting Limited

65 Petah Tikva Road

Tel Aviv 67138

Tel: (3) 5655700

Fax: (3) 5616002

(Mr. Dori is in-charge of market development).

Mr. Moshe Ronen

Managing Director

Golden Channels & Company Limited

4 Hahilazon Street

Ramat Gan 52522

Tel: (3) 5762666

Fax: (3) 7520315

Mr. Yoav Heffer

Managing Director

Matav Cable Systems Media Limited

84 Ben Zvi Road

Tel Aviv 68104

Tel: (3) 5122922

Fax: (3) 6813942

Mr. Amos Laskar

Managing Director

Gvanim Cable Television Limited

14 Hahoma Street

Rishon Le Zion 75655

Tel: (3) 9631155

Fax: (3) 9624141

Federation of Israeli Chambers of Commerce

P.O.Box 20027

84 Hahashmonaim Street

Tel Aviv 61200

Contact: Ms. Roni Reiber

         Director, International Relations

Tel: (3) 5631010

Fax: (3) 5619025

Israel-America Chamber of Commerce & Industry

P.O.Box 33174

35 Shaul Hamelech Boulevard

Tel Aviv 61333

Contact: Mrs. Nina Admoni

         Executive Director

Tel: (3) 6952341

Fax: (3) 6951272

Manufacturers' Association of Israel

P.O.Box 50022

29 Hamered Street

Tel Aviv 61500

Contact: Mr. Moshe Nahum

         Director, Department of Foreign Trade and

         Director, World Trade Center, Israel

Tel: (3) 5198787

Fax: (3) 5162026

Leading Distributors:

Adanet Communications Ltd

1c Yoni Netanyahu st.

Or-Yehuda 60376

Tel: 972-3-5333666

Fax:           5333777

Contact: Mr. Raphi Poran, Managing Director

Solan Telecommunication & Computers Ltd

5 Tzelon st.

Moshav Nir Zvi 72905

Tel: 972-8-9231302

Fax:           9244108

Contact: Mr. Jacob Solan, Managing Director

Epsilon Communication Ltd

24 Habarzel st.

Tel Aviv 69710

Tel: 972-3-6483146

Fax:           6475307

Contact: Mr. Ha'im Zelikovski, Managing Director

Bitcom Systems Ltd

Science-based Industrial Park

Ness Ziona

Tel: 972-8-9407340

Fax:           9406475

Contact: Dr. Motti Sayar, Managing Director

Golan Communication Ltd

10 Sokolov St.

Ramat Gan 49130

Tel: 972-3-9210707

Fax:          9210190

Conact: Mr. Avi Golan, Managing Director

Nir E. R. Rehovot Ltd

Yavne Rd.

Industrial Zone

Rehovot 76360

Tel: 972-8-9361754

Fax:           9361877

Contact: Mr. Ephrim Nir, Managing Director

Gama Communications Ltd

19 Bezalel St.

Ramat Gan 52521

Tel: 972-3-6130666

Fax:           6130675

Contact: Mr. Arie Polak, Managing Director

Eurocom Marketing (1986) Ltd

2 Dov Friedman St.

Ramat Gan 52503

Tel: 972-3-6131010

Fax:           6131212

Contact: Mr. Saul Alovitch, Managing Director

Galaxy Electronics Labortories (1985) Ltd

98 Levinski St.

Tel Aviv 66052

Tel: 972-3-6889950

Fax:           6884920

Contact: Mr. Shmuel Shani, Managing Director

Netzigim Communications Ltd

16 Basel St.

Petah Tikva 10161

Tel: 972-3-9214646

Fax:           9210577

Contact: Mr. Arnaldo Fireman, Technical Manager

Necoudatel Ltd

13 Mazal Eliezer St.

Rishon Le'zion 75653

Tel: 972-3-9627322

Fax:           9627426

Contact: Mr. Henri Struck, Managing Director

R.A.P. Ltd

14 Gruzenberg St.

Tel Aviv 65811

Tel: 972-3-5164555

Fax:           5164572

Contact: Mr. Ranni Shaggan, Marketing Manager

Trade Promotion Opportunities:

o Telcom Israel 98

November 9-12, 1998. It is the leading annual event in the

communications and information technologies.  Organized by: Adnil

Exhibitions 1996 Ltd. Tel: 972-3-6485111, fax: 972-3-6485418.
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