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Providing a full array of facility management 
services, Mentor Technical Group is continu-

ously looking for innovative ways to help clients 
improve the performance of their assets. This in-
cludes helping them manage energy costs, with 
the fi rm offering a number of energy management 
solutions to fi t any given need. “We have partnered 
with different company leaders in their respect-
ful fi elds to ensure the best energy management 
program,” said Luis D. Soto, president of Men-
tor Technical Group. “Although there are a lot of 
copy/paste energy management solutions out on 
the market, we tailor ours to our customers’ busi-
ness goals and priorities.”

Having partnered with the best suppliers in the in-
dustry to meet these needs, this includes UVDI—a 
company well known for its ultraviolet technology. 
“Air conditioning is the largest single consumer of 
energy in a building,” said Soto. “Therefore, the 
dirt in your industrial air-conditioning system will 
reduce the cooling capacity and degrade energy 

effi ciency.” He pointed out UVDI’s technology is 
guaranteed to optimize air-conditioning perfor-
mance, resulting in less energy consumption and 
improved environmental quality.

Infometrics is another one of Mentor’s strategic 
partners, providing facility owners with informa-
tion they can use to detect where the most energy 

is being consumed. Monitoring effi ciency levels 
around the clock, the system gathers data and high-
lights energy-saving opportunities. “The process 
is simple,” said Soto. “Collect the data, analyze it, 
prepare the report and save energy.”

Also available through Mentor Technical Group, 
Rockwell Automation technology provides power 
and energy management solutions that monitor 
such areas as power quality, temperature and hu-
midity to ensure the most effi cient environmental 
conditions. This includes the Allen-Bradley Con-
trollers along with special confi gurations to moni-
tor all automation needs to help reduce energy 
costs.

Listed as one of the top engineering and design 
fi rms in the U.S., Paulus, Sokolowski & Sartor 
(PS&S) recently inaugurated its offi ces in the Ca-
ribbean and has paired up with Mentor to provide 
a number of energy conservation solutions as well. 
Having received several awards in various energy 
conservation categories, the company will now 
be providing its expertise to local facilities and 
operations throughout the island. �
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Compliance at Mentor Technical Group

President Rodríguez. Supermer-
cados Grande, which operates 31 
stores around the island with annual 
sales that exceed $400 million, saw 
a 14% increase in 2007 compared 
with the previous year.  Even with 
its 8% to 9% increase in operational 
costs, mostly due to higher utility 
rates, the chain came out ahead.

“For this year, our budget plans 
call for a 10% increase in net sales. 
We are being more conservative but 
feel it is a realistic goal. In addi-
tion to Grande’s ongoing remod-
eling plans, it is one of several 
participants in the bidding process 
for the remaining Pueblo De Di-
ego Condado store owned by the 
bankrupt Cisneros Group, former 
owners of Pueblo Supermarkets.

For Pueblo, which reopened all of 
its 21 locations under new owner 
Ramón Calderón, 2008 will be a 
year to get its house in order and 
fi nd ways to reduce the enormous 
debt it acquired. Pueblo is not wait-
ing for the economy to turn around, 
in the pipeline the $5 million-plus 
remodeling and expansion of the 
Carolina distribution center is near 
fi nal and, when complete, is ex-
pected to serve Pueblo’s stores as 
well as the needs of other compa-
nies for third-party logistics and 
warehousing.

In 2008, however, the fast food 
sector, which saw its sales drop in 
2007, could be in for yet another 
tough year if the segment doesn’t 
fi nd a way to reinvent itself. More 
upscale yet affordable concepts 
are quickly replacing the fast-food 
experience by delivering still mod-
erately priced meals within more 
entertaining atmospheres. The is-
land’s restaurant industry generates 
$2 billion of the food industry’s an-
nual $6 billion. Also, more people 
are cutting back by eating at home.

For others like FransGlobal, the lo-
cal group of investors who acquired 
the Taco Maker franchise system, 
their expansion will come primarily 
from markets outside Puerto Rico 
and strategic alliances. FransGlobal 
introduced a new franchise sys-
tem in 2007, Camille’s Sidewalk 
Café, and another three are in the 
works for 2008.  Puerto Rico-based 
FransGlobal has put in motion an 
aggressive expansion plan with the 
goal of having more than 1,200 
stores up and running by 2011.  

Prices, prices 
and service

“Yes, things have been tough,” 
said Wal-Mart’s Iván Báez, as he 
reiterated they remain cautiously 
optimistic. “We’re keeping a close 
eye on the economy and remain fo-
cused on our everyday low prices 
philosophy and targeted on bringing 
the right kind of merchandise. We 
are bringing only the products con-
sumers want and at the price points 
we know they can afford.” 

“Although sales projections over-
all are worse for 2008, some of 
Puerto Rico’s locally made prod-
ucts are doing better because of the 
‘Busca el Sello’ (look for the stamp) 
campaign which has produced an 
8% increase in local food products 
sales,” said PRPA’s Figueroa.

Meanwhile, Elliot Rivera, presi-
dent of the Small Retailers Associa-
tion (CUD, by its Spanish acronym) 
is not as optimistic about 2008 for 
the island’s more than 12,000 small 
retailers that are a part of CUD. 
Gasoline retailers, in particular, con-
tinue at the mercy of crude oil’s roll-
ercoaster prices. Last year, oil prices 
hit an all-time high, and the trend 
is expected to continue exceeding 
$100 a barrel.

Christie Amiguet, owner of Store 
Displays Inc., a local commercial 
supplies business, said: “Absolutely, 
things are tough, and we have to do 
a lot more with less, but it is not 
impossible. Culturally, however, 
we (Puerto Ricans) tend to im-
merse ourselves in self-pity instead 
of focusing on what’s possible. For 
more than 30 years, my business has 
served local mom-and-pop business-
es including community drugstores, 
convenience stores, supermarkets 
and small to midsize retailers. Not 
one single dollar of my operation 
comes from a large retailer, and my 
business has continued to grow de-
spite our shrinking economy.  And 
the only reason my business is grow-
ing is because I’m fi nding more and 
more ways to make sure my clients 
stay afl oat.

“One has to be creative, negoti-
ate more aggressively and bargain 
without sacrifi cing quality. Service 
is premium during a slow economy. 
I go the extra mile to make sure 
my clients have a measurable re-
turn on their investment,” Amiguet 
continued.

“Imagine, during a diffi cult time 
period when most people cut back, 
I’m selling store shelves, storage 

systems and effi ciency systems. But 
I can assure you that reinvesting in 
making your stores nicer will help 
keep customers in the store longer 
and spending more. It will also stim-
ulate the sale and increase business 
sales, but what I can do for them in 
terms of consulting, recommending 
the best-fi t solution, or even part-
nering with them in creating more 
attractive fl oor plans is part of going 
above and beyond the call of duty. 
I do it because if they do well, I do 
well.”  

Amiguet’s business increased 
more than 13% last year.  Despite  
her business costs, primarily elec-
tricity, going up 8% to 9% during 
the same period of time, she ended 
2007 ahead of the previous year 
and hopes to maintain her sales 
level for 2008.  Some of Amiguet’s 
customers include Farmacias Plaza, 

Tiendas Capri, Farmacias Medina 
and others.

“We also had a good 2007, about 
12% ahead of the previous year,” 
said Carlos Velázquez, owner of 
Diamonds jewelry store at Plaza Las 
Américas. “It’s not an easy task to 
stay afl oat when all economic indi-
cators around you are dropping, but 
it is doable. We shifted our adver-
tising-marketing strategy yielding 
positive results. Also, we’re being 
extremely careful with the type of 
merchandise we bring. Already, our 
Valentine’s season was good, and 
we’re ready for Mother’s Day.”

“My advisory board and I fi nd 
that the best thing that 2008 brings 
is 2009 at the end of it. We are really 
looking forward to it,” concluded 
Figueroa, who emphasized he re-
ally doesn’t see the retail industry 
turning up until next year. �
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