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ultrapar
Ultrapar is a Brazilian business group
with more than 70 years of history,
with leading position in the markets
in which it operates: fuel distribution
through Ultragaz and Ipiranga,
specialty chemicals by way of
Oxiteno and storage for liquid bulk
through Ultracargo.
With 8.9 thousand employees by
the end of 2010, Ultrapar has activities
in the entire Brazilian territory and,
through Oxiteno, operates in Mexico
and Venezuela and has business
offices in Argentina, Belgium and
the United States.

Over the last years, as a result of the
consistent strategic planning and
execution, Ultrapar made a series of
acquisitions and investments that led
the company to achieve a new level
of financial and operational scale. The
excellence in management and the
focus on value creation, combined with
its strong fundamentals and the resilient
nature of its businesses, enabled
Ultrapar to attain record levels of EBITDA
and net earnings in 2010, with growth
rates of 24% and 74%, respectively,
over the previous year, reaching 18
consecutive quarters of EBITDA growth
and presenting one of the highest
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appreciations in the year among the
companies part of Ibovespa index.
With these results obtained in 2010, we
accumulated over the last 10 years an
average annual growth of 19% in EBITDA
and 20% in net earnings.

• Over the last 10 years,
average annual growth

Ultrapar has been listed at the
BM&FBOVESPA – São Paulo Securities,
Commodities and Future Exchange and
at the NYSE – New York Stock Exchange
since 1999. In 2010, Ultrapar was ranked
the first among the 50 companies with the
highest growth rate in the energy sector
in the world, a ranking prepared by Platts,
consulting firm specialized in the industry.

• Average annual
appreciation of

19% in EBITDA
and 20% in net earnings

of

29% in Ultrapar’s

shares, with dividends
reinvested
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The larger scale of operations, derived from
investments made in the last years, the prudence
in financial management and results, and value
creation oriented culture enabled Ultrapar
to achieve record levels of results in 2010,
enhanced by the strong growth presented
by the Brazilian economy.

message from the management

Ipiranga, which completed the acquisition of Texaco in
2009, consolidated in 2010 the capture of expected benefits
in its results in a period shorter than that initially estimated.
The integration of Texaco enabled the acceleration of its
expansion strategy through converting unbranded stations
to Ipiranga’s brand and opening of new gas stations, as
well as through the acquisition of Distribuidora Nacional
de Petróleo Ltda. (“DNP”), the fourth largest fuel distributor
in the north region of Brazil. Additionally, as part of its
differentiation strategy, Ipiranga also added 188 new units
to its am/pm and Jet Oil franchise network in 2010, and
opened 18 bakeries in its convenience stores.
At Oxiteno, the capacity expansions made in recent years
were focused in segments with growth rates higher than
that presented by the economy, allowing the strong
expansion in the volume sold and better sales mix, with an
increased share of specialty chemicals. Furthermore, the
relative stability in raw materials prices, especially ethylene,
contributed to Oxiteno’s margin recovery process, resulting
in a significant growth in its 2010 result, even with the
stronger Real.
Ultracargo completed in 2010 the sale of its road
transportation, solid bulk storage and in-house logistics
businesses, concentrating on its liquid bulk storage

business, segment in which it holds a leading position with
outstanding differentials. Focusing on the storage activities,
Ultracargo accelerated the pace of expansion of its terminals
and consequent profitability growth. The three main terminals
of Ultracargo – Aratu, Santos and Suape – currently have
investment projects in different phases of execution that will
result in an expansion equivalent to 15% of the company’s
existing capacity.
Ultragaz continued to benefit from the operational efficiency
programs implemented in the past years, with a focus on
strengthening the relationship and enhancing the quality of
resellers. In parallel, the greater dynamism of the economy
positively reflected in the sales of bulk LPG, segment in which
Ultragaz is a renowned leader, and to which a large part of its
investments was directed this year.
As a result of the positive progression in all businesses, Ultrapar
presented record levels of revenue, EBITDA and net earnings in
2010. The net revenue of Ultrapar was R$ 42 billion in 2010, an
18% increase over 2009. Ultrapar’s consolidated EBITDA reached
R$ 1,776 million in 2010, a growth of 24% over 2009. Net
earnings amounted to R$ 765 million in the year, 74% higher
than the previous year’s. The 2010 net debt to EBITDA ratio was
1.2 - lower than the 1.5 ratio at the end of 2009 - reflecting the
increase in earnings and cash generation.
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From left to right: Pedro Wongtschowski and Paulo G. A. Cunha.

The progression of our results and financial position in
recent years prove our good track record in all the moments
of the economic cycles. In 2009, a year marked by the
effects of the world economic crisis, the resilient nature
of our businesses and the investments made allowed us
to continue our growth trajectory even facing a more
challenging context. In 2010, in a completely different
environment, with a greater dynamism of the economy,
our businesses also grew leveraged on the GDP growth, as
it can be seen in the higher sales of diesel, LPG for the bulk
segment, specialty chemicals in the domestic market and
liquid-bulk storage services.
This earnings progression is also consequence of two
important pillars of Ultrapar’s strategy and culture:
sustainability and innovation. In 2010, Ultrapar formally set
common sustainability guidelines for its businesses and
was selected once more to the BM&FBOVESPA’s corporate
sustainability index (ISE), a portfolio composed of shares
of companies known for their commitment to social and
environmental responsibility, corporate governance and
sustainability. The results of our businesses also benefited
from innovation initiatives implemented over the past
few years, with the launch of new products and services,
diversification of sources of raw materials, and enhancement
of processes.

We ended the decade with an average annual growth of 19%
in EBITDA and 20% in net earnings, contributing to an average
annual return to shareholders of 29% per year, considering the
reinvestment of dividends. We enter a new decade ready to
continue to create value in a growing and consistent manner.
The achievements of the past few years, combined with the
leading position of our businesses, our financial soundness and
our constant pursue for good investment opportunities should
allow us to keep our growth path in the coming years.
Already in 2011, we announced in April a new corporate governance
structure, based on the conversion of each Ultrapar’s preferred share
into one common share and the migration to the Novo Mercado
listing segment, strengthening our corporate governance bodies
and becoming a company with dispersed capital.
We are implementing a set of rules that exceed the requirements
of Novo Mercado and prepare the company to an enduring future
and a continued growth. This is a decisive step towards alignment
of interests among all shareholders and strengthening professional
management; a decisive step towards an even better Ultrapar.
Paulo G. A. Cunha
Chairman of the Board of Directors
Pedro Wongtschowski
Chief Executive Officer

key indicators and highlights
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Acquisitions, investments
and divestments

Capital markets

• In July, Ultracargo completed the sale of its
road transportation, solid bulk storage and
in-house logistics businesses for R$ 80 million,
concentrating on the liquid bulk storage
business, segment in which it holds a leading
position with outstanding differentials.

• The shares of Ultrapar presented a 31%
and 38% appreciation in 2010 at the
BM&FBOVESPA and the NYSE, respectively,
while the respective indexes presented
a 1% and 11% appreciation.

• In November, Ipiranga completed the
acquisition of Distribuidora Nacional de Petróleo
Ltda. for R$ 85 million, adding 110 gas stations
to its network, consolidating the second largest
fuel distributor position in the North region,
following its expansion strategy in the North,
Northeast and Mid-West regions of Brazil.

• Ultrapar reached a market value of
R$ 14 billion by the end of 2010, 31%
higher than that observed in 2009.
• Dividends declared in the amount of
R$ 429 million, equivalent to a 56%
payout over 2010 net earnings and
to a 4% dividend yield.

• Net investments (ex-acquisitions) increased
45% to R$ 848 million in 2010, starting
a new expansion cycle, aiming to capture
the opportunities arising from the continuity
of the Brazilian economic dynamism and
to grow through scale, technological
differentiation and productivity gains.

• In 2010, Ultrapar was selected once more
to be part of the portfolio of the Corporate
Sustainability Index (ISE) of BM&FBOVESPA,
comprised of companies with renowned
commitment to social and environmental
responsibility, corporate governance
and sustainability.

Results

Financial soundness

• Consolidated net sales of Ultrapar exceeds
R$ 42 billion in 2010, an 18% increase
compared with that of 2009.

• Consistent cash generation allows
the decrease of the net debt to EBITDA
ratio from 1.5 by the end of 2009
to 1.2 by the end of 2010.

• Record EBITDA of R$ 1,766 million in 2010,
a growth of 24% over the previous year.
• Ultrapar’s net earnings reach the record level of
R$ 765 million in 2010, a 74% increase over 2009.

• Reduction of the cost of debt through
new financing, bringing the consolidated
cost of debt to levels lower than the
market references.
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Ipiranga – sales volume

Oxiteno – sales volume

(‘000 m³)

(‘000 ton)
20,150

10,521

11,169

12,075

6,398

6,591

7,044

3,802

4,262

4,715

2006

2007

2008

647

Others

17,214

544

11,032

9,277

74%

8,653

2009

77%

89%

26%

Diesel

7,485

23%

567
11%

684
7%

634
8%

93%

92%

Commodities

Otto cycle
(gasoline, ethanol
and NGV)

2010

Ultracargo – effective storage

Specialty chemicals
2006

2007

2008

2009

2010

Ultragaz – sales volume

(‘000 m³)

(‘000 ton)
552
461
335

279

240

1,544

1,572

1,601

1,589

1,608

486

511

495

475

493

1,058

1,061

1,106

1,114

1,115

Bulk
Bottled

2006

2007

2008

2009

2010

2006

2007

Investments – excluding acquisitions

EBITDA

(R$ million)

(R$ million)

978
773
129

2010

1,776

848

1,430

56

157

1,079

281

211

104
171

585
516

453

62

105
79

779

227

163

105
178

144

229

222

2006

2007

2008

2009

Oxiteno

516

252

281

156

38

322

2006

20071

51

383

192
2010

Ultracargo

Ipiranga

Ultragaz

307
111
241

210

43

35

Ipiranga

2009

167

44

319

2008

603

2008

1,073

830

20092

2010

Ultracargo

Oxiteno

Ultragaz

¹ Includes Ipiranga from 2Q07 on ² Includes Texaco from 2Q09 on

Performance UGPA4 x Ibovespa

Performance UGP x Dow Jones

(index 100)

(index 100)

140

140

138

131
120

120
111

UGPA4

Ibovespa

Source: Bloomberg

UGP

Dow Jones

Dec 10

Nov 10

Sep 10

Aug 10

Jun 10

May 10

Mar 10

Dec 10

Nov 10

Sep 10

Aug 10

Jun 10

May 10

60
Mar 10

60
Feb 10

80

Dec 09

80

Feb 10

100

Dec 09

101

100

Source: Bloomberg
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Key indicators
IFRS
R$ million (1)

2006

2007

2008

2009

2010

4,794

19,921

28,268

36,097

42,482

516

779

1,079

1,430

1,776

282

182

390

441

765

320

2,687

1,516

1,941

815

Ultrapar (2)
Net sales and services
EBITDA
Net earnings
Investments

(3)

Dividends declared

144

241

238

279

429

Earnings per share (R$) (4)

0.87

0.55

0.72

0.82

1.43

Dividends per share (R$) (4)

0.44

0.44

0.44

0.52

0.80

6,885

9,653

9,496

9,429

8,883

Sales volume (‘000 m3)

10,521

11,169

12,075

17,214

20,150

Net sales and services

19,027

19,416

22,676

30,486

36,483

EBITDA

351

417

603

830

1,073

Investments (3)

148

166

229

222

383

33

37

50

48

53

544

647

567

634

684

1,550

1,743

1,926

1,916

2,083

192

156

210

171

241

Number of employees (end of the year)
Ipiranga

(5)

Productivity (EBITDA R$/m )
3

Oxiteno
Sales volume (‘000 ton)
Net sales and services
EBITDA

178

453

516

163

227

162

123

202

135

200

Effective storage (‘000 m3)

240

279

335

461

552

Net sales and services

226

229

283

337

293

38

43

51

104

111

35

44

56

79

62

Sales volume (‘000 ton)

1,544

1,572

1,601

1,589

1,608

Net sales and services

3,067

3,113

3,339

3,441

3,661

281

252

211

281

307

105

129

167

105

157

182

160

132

177

191

Average daily trading volume (R$ ‘000) (6)

4,591

11,780

26,476

26,961

32,953

Price at BM&FBOVESPA (R$/share) (4)

12.25

15.75

12.71

20.03

26.28

5.75

8.66

5.62

11.73

16.16

Investments

(3)

Productivity (EBITDA US$/ton)
Ultracargo

EBITDA
Investments

(3)

Ultragaz

EBITDA
Investments

(3)

Productivity (EBITDA R$/ton)
Capital markets

Price at NYSE (US$/ADR)

(4) (7)

Except where otherwise indicated.
Except where otherwise indicated, Ultrapar’s figures in this report include the consolidation, from April 2007 onwards, of the assets
acquired from Ipiranga and, from April 2009 onwards, of the assets acquired from Texaco.
(3)
Total investments net of disposals and repayments. Includes acquisitions only for Ultrapar.
(4)
The number of shares was retroactively adjusted to reflect the 1:4 stock split approved in the Extraordinary Shareholders’ Meeting
held on February 10th, 2011.
(5)
Figures for Ipiranga in this report refer only to the assets acquired by Ultrapar and were prepared in a pro-forma basis
for 2006 and 1Q07, except where otherwise indicated.
(6)
Considers the combined trading on the BM&FBOVESPA and the NYSE.
(7)
1 ADR = 1 preferred share.
(1)
(2)

management fundamentals
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Over the past years, Ultrapar reported
robust growth, a result of expansions
and acquisitions with strong returns
enabled by comprehensive and
in-depth strategic planning.

management model and strategy

This planning is based on principles rooted in its resultoriented corporate culture, which seeks growth and
differentiation in its segments, while maintaining prudent
financial management and discipline in capital allocation,
with the support of mechanisms for aligning shareholders’
and management’s interests.
The strategy adopted consists of a continuous process
of operational and financial scale growth in its businesses,
strengthening its leading position and competitive
advantages, with the consequent expansion of the
company’s ability to create value. The strategic focus
on operations is established with an individualized
look in each business of Ultrapar, with strict adherence
to their respective strategies.

Ultrapar operates focused on cash generation and the
maintenance of a sound financial position, allowing it to
seek investment opportunities, to reduce the cost of debt
and to improve the return on capital for its shareholders.
Its sound financial position is reflected in its investment
grade credit ratings by Moody’s and Standard & Poor’s.
Ultrapar has consistently distributed dividends to its
shareholders, dividends which over the past five years
have amounted, on average, to approximately 65%
of its net earnings.
In the fuel distribution business, Ipiranga continues focused
on reaping benefits from the good performance of the
Brazilian fuel market, due to both increased consumption
and growing formalization of the industry, a process
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it pursues to promote and expand. Additionally, the
company seeks to maximize its operating scale, especially
in the North, Northeast, and Mid-West regions of Brazil,
where the consumption growth has been above national
average and Ipiranga’s market share is lower than that in
the South and Southeast regions. Ipiranga’s strategy has
been implemented through acquisitions, such as Texaco’s
and DNP’s, and organic expansion of its network, through
re-branding and opening of new service stations. Another
fundamental element of its strategy is the emphasis
on differentiation of its network, through operational
excellence, extensive supply of products and services,
relationship and training programs for its resellers, loyalty
programs, and strong recognition of its brand.
At Oxiteno, the largest specialty chemicals manufacturer
in Latin America, a significant investment cycle is under
completion, which has strengthened its competitive
advantages and consolidated its leading position in Latin
America. This cycle was planned to meet the growing
demand for specialty chemicals, increasing the supply of
high-value-added products, especially those directed to
segments like cosmetics, detergents, paints, varnishes and
agrochemicals, segments with strong growth over the past
few years and with positive prospects. In addition, Oxiteno’s
expansion strategy also involves the internationalization
process, aimed to enlarge its target market and access to
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raw materials at more competitive costs, besides enabling
exchange of product and process technology and of
relationships with multinational customers, a model that
was successfully tested in the acquisitions of Oxiteno
Mexico and Oxiteno Andina.
Ultracargo made significant investments for the expansion
of its storage capacity, a key element of its strategy.
The acquisitions of União Terminais and Puma’s terminal
in Suape, combined with the organic expansions
implemented, have consolidated Ultracargo’s leading
position in the liquid bulk storage segment in Brazil.
The sale of its in-house logistics, solid bulk storage
and road transportation businesses in 2010 allowed
it to focus its activity on terminals and maximize
the potential for growth and profitability of the
storage business.
In the LPG distribution business, the recent strategy has
consisted of strengthening its brand and operational
excellence, with a focus on training of resellers, cost
reduction and management of sales channels, in an attempt
to follow the evolution of consumer habits. Ultragaz also
proceeded with its strategy of enlarging its geographical
footprint, especially in the regions with a greater growth
potential, in addition to strengthening its leadership in
UltraSystem, the bulk LPG segment.

management model and strategy
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The management model adopted by Ultrapar is one of the
pillars of its recognized planning and execution capability.
Ultrapar adopts a flexible management model, based on the
conduct of business with the specialized view of each of its
activity lines and centralization of certain common activities.
This model allows sharing of knowledge and significant
gains of scale, while maintaining the management of each
business focused on its specificities.
Ultrapar adopts a lean organizational structure, which
reflects in agility in decision-making and reduced
management complexity. The company’s executive board,
for example, is composed of only six people: chief executive
officer, chief financial officer and chief executive officers of
each of the four businesses.
The benefits from its scale, its centralized financial
management and the listing of a single company provide
higher financial capacity and flexibility, as well as higher

liquidity in the capital markets, resulting in lower cost of
capital. The centralization of common activities among
business units, such as financial, legal and information
technology management, provide additional gains of scale, a
more efficient structure and stronger technological facilities.
The use of management tools has been essential for the
convergence of the entire organization to the established
goals and alignment of interests between executives
and shareholders. The use of the value-creation metric
EVA® (Economic Value Added) stands out as the basis of
Ultrapar’s decision-making process, through which longterm goals are established to set the executives’ variable
compensation, in addition to allowing analysis of valuecreation gains from investment and acquisition projects.
Ultrapar also uses Balanced Scorecard® (BSC), a tool that
translates the strategy designed for the company into
operational goals, considering financial, market, internal
process, and growth goals.

Organizational structure
Shareholders

Board of directors

Fiscal council

Chairman
Vice-Chairman
Members

Chief Executive Officer

Chief Financial and
Investor Relations Officer

Chief Executive Officer
of Ipiranga

Chief Executive Officer
of Oxiteno

Chief Executive Officer
of Ultracargo

Chief Executive Officer
of Ultragaz

corporate governance
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In 2010, Ultrapar was selected
once more to be part of the
Corporate Sustainable Index (ISE)
of BM&FBOVESPA.

ISE reflects the return of a portfolio comprised of shares
of companies with renowned practices of corporate
sustainability, selected through an assessment that includes
aspects such as corporate governance, economic and
financial performance, and social and environmental
responsibility. The inclusion of Ultrapar in the ISE also
reflects its pioneering and constant evolution in the
adoption of the best practices of corporate governance, a
company’s essential value.
The importance of the corporate governance topic for
Ultrapar harks back to almost 30 years, when the stock
ownership plan was implemented, turning key executives
into relevant shareholders of the company, aiming to align
long-term interests and to retain executives.

In 2000, already as a listed company, Ultrapar pioneered
in granting tag-along rights to all its shareholders, at 100%
of the offered value. Only in 2001 the Brazilian Corporate
Law established the mandatory adoption of tag-along
rights, although limited to voting shareholders and
to 80% of the offered value.
Following the interest alignment principles, in addition
to the stock ownership plan, Ultrapar adopted a variable
compensation plan linked to economic value added (EVA®)
growth targets, reinforcing the interest alignment between
managers and shareholders and the implementation of
investment projects that create value to the company.
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Since 2004, Ultrapar adopts a Code of Ethics which is
a reference to the professional conduct of employees
and internal and external relationship with stakeholders,
reducing the subjectivity of interpretations about ethical
principles and assuring that the daily concerns with
efficiency, competitiveness and profitability include the
ethical behavior. This code was enhanced in 2009, with the
inclusion of acceptable and unacceptable behavior and an
additional channel to report behavior that may not be in
accordance with the code.

the Board of Directors held 13 meetings. Since 2007,
the roles of chief executive officer and chairman
of the Board of Director have been separated. Paulo
Guilherme Aguiar Cunha, who held both positions,
became exclusively the chairman of the Board of Directors.
Pedro Wongtschowski took over as chief executive officer,
a position he still holds.

Ultrapar has a Board of Directors comprised of eight
members, five of which are independent and, among them,
two were elected by minority shareholders. In 2010,

Ultrapar has a permanent Fiscal Council that also works
as an audit committee pursuant to the requirements
of Sarbanes-Oxley Act. The Fiscal Council is a body
independent from our management comprised of five
members, two of them representing minority shareholders.
In 2010, the Fiscal Council held 10 meetings.

FREE FLOAT

OTHERS

Total capital | Voting capital

Ownership structure1
Ultra S.A.
Others
Free float
Total

Common shares

%

Preferred shares

%

Total

%

130,586,776

66%

48

0%

130,586,824

24%

67,132,812

34%

-

0%

67,132,812

12%

-

0%

346,664,360

100%

346,664,360

64%

197,719,588

100%

346,664,408

100%

544,383,996

100%

¹ Number of shares after the 1:4 stock split approved in Extraordinary Shareholders’ Meeting held on 02/10/2011

corporate governance
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The executive board of Ultrapar is comprised of the chief
executive officer, executive officers of Ipiranga, Oxiteno,
Ultracargo and Ultragaz and the chief financial
and investor relations officer, officers that perform
the integrated management of the businesses
following the guidelines of the Board of Directors.
Ultrapar has level III ADRs listed in the NYSE and complies
with the highest corporate governance standards
of foreign companies listed in the United States.
The company is also compliant with the requirements
of the Sarbanes-Oxley Act, which regulates mechanisms
that guarantee the transparency of companies listed
in the United States and the responsibility of managers
towards the information provided. Since 2007, Ultrapar
has had the SOX certification under section 404,
attesting to the efficiency of its internal controls over
the company’s financial information. Ultrapar developed
and implemented in 2009 a distinguished risk matrix to
monitor its internal controls, initiative that was awarded
by the Brazilian Institute of Corporate Governance (IBGC).
In advance to the requirements of CVM for the
convergence of the accounting standards to the
International Financial Reporting Standards - IFRS
for the fiscal year 2010, Ultrapar started to report its
financial statements according to the new accounting
practices in the third quarter of 2010, aiming to provide
the shareholders and investors with a longer period to
understand their effects over its financial statements and
to allow for a gradual transition of accounting standards.
The continuous improvement in corporative governance
practices adopted by Ultrapar allowed the company to
receive important acknowledgements. In 2010, Ultrapar
was chosen one of the five best companies in Brazil in
“Corporate Governance” and in “Performance of Investor
Relations by a CEO or CFO” to André Covre, according
to the IR Magazine.
Besides internal initiatives related to good corporate
governance practices, Ultrapar also actively contributed

to the development of the capital market in Brazil through
its participation in the Latin American Governance
Roundtable Companies Circle, of which it is a founding
member. Such entity is sponsored by the Organization for
the Economic Co-operation and Development (OECD) and
by the International Finance Corporation (IFC) and aims at
promoting corporate governance in Latin America. Between
2008 and 2010, André Covre, chief financial and investor
relations officer, was the chairman of this group.
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Management
Board of Directors

Executive Board – Ultrapar

Chairman
Paulo Guilherme Aguiar Cunha
Vice-Chairman
Lucio de Castro Andrade Filho
Board members
Ana Maria Levy Villela Igel
Luiz Carlos Teixeira
Nildemar Secches
Olavo Egydio Monteiro de Carvalho
Paulo Vieira Belotti
Renato Ochman

Chief Executive Officer
Pedro Wongtschowski
Officers
André Covre
João Benjamin Parolin
Leocadio de Almeida Antunes Filho
Pedro Jorge Filho
Ricardo Isaac Catran

Fiscal Council
President
Flavio César Maia Luz
Members
Antonio Carlos Ramos Pereira
Mário Probst
Raul Murgel Braga
Wolfgang Eberhard Rohrbach

Financial Board
Chief Financial and Investor Relations Officer
André Covre
Corporate Controller
Roberto Kutschat Neto
Director of Treasury and Information Technology
Marcello De Simone

corporate governance
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From left to right: João Benjamin Parolin, Pedro Jorge Filho, Leocadio de Almeida Antunes Filho, Pedro Wongtschowski, André Covre and Ricardo Isaac Catran.

Executive Board – Ipiranga
Chief Executive Officer
Leocadio de Almeida Antunes Filho
Controller
José Manuel Alves Borges
Chief Marketing Director
Ricardo Carvalho Maia
Director of Lubricants
Miguel Lacerda de Almeida1
Commercial Director
Flavio Coelho Dantas1
Director of Retail and Marketing
Jerônimo José Merlo dos Santos1
Director of Operations
José Augusto Dutra Nogueira

Executive Board – Oxiteno
Chief Executive Officer
João Benjamin Parolin
Controller
Ana Paula Santoro Coria
Commercial Director
Andréa Campos Soares
Industrial Director
Flávio do Couto Bezerra Cavalcanti
Development Director
André Luís Polo

Executive Board – Ultracargo
Chief Executive Officer
Ricardo Isaac Catran
Controller
João Marcos Cazula

Executive Board – Ultragaz
Chief Executive Officer
Pedro Jorge Filho
Controller
Julio Cesar Nogueira
Regional Sales Directors
Ivan Luis Bonini
Leandro Del Corona
Tabajara Bertelli Costa
Director of Operations
Plínio Laerte Brás

Since 2011

1

risk management
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For Ultrapar, adequate risk management
is an integral part of its sustained
growth strategy, seeking to preserve
its employees, the environment,
business partners and its assets.

Ultrapar’s risk management is based on continuous
enhancement of its processes and controls, with a focus
on the identification, prevention and monitoring of risks.
The main risk factors to which Ultrapar is exposed are
related to strategic, operational, economic and financial
aspects, the first two being addressed by Ultrapar’s
management model and the latter two by policies
of control and determination of limits.
As one of the workstreams of risk management, Ultrapar
follows international best practices based on the standards
established by the Sarbanes-Oxley Act (SOX) to assess
the effectiveness of internal controls associated with the
company’s financial information. Ultrapar’s internal control
system has been designed to provide an adequate degree
of certainty of the completeness and reliability of its financial
reports. Ultrapar developed and implemented in 2009 a
distinguished risk matrix to monitor its internal controls, thus
effectively aligning internal and external audit activities to the
needs of managers and shareholders. Ultrapar’s pioneering
role in this subject allowed it to be awarded the Innovation
category prize of the 2009 IBGC Corporate Governance Award
(The Brazilian Institute of Corporate Governance).
For an adequate financial risk management, Ultrapar has
maintained for more than ten years a Risk Management
and Financial Investment Committee, composed of the
chief financial officer and the executive officers of each of
its businesses, for discussing and monitoring the financial

strategies, existing exposures, and relevant transactions
involving financial investment, funding or risk mitigation.
The guidelines of the risk and financial investment policy
approved by the Board of Directors establish that the
financial management philosophy should privilege
liquidity and credit quality. Following this principle, Ultrapar
maintains comfortable net debt levels, aimed at keeping
its financial soundness even in periods of adverse economic
conditions. In addition, financial management seeks to
protect the value and liquidity of the financial assets and
to guarantee sufficient financial resources for the proper
operation of business.
Such philosophy also extends to Ultrapar’s businesses,
which are constantly attentive to the improvement of
processes and risk management. In 2010, for example,
Oxiteno started to implement the Control Loop
Management System (SGMC), aimed to improve the
performance of its facilities’ operational controls. With
the SGMC, minimum and maximum limits are set for
the variables involved in production deploying a
specialized software, which analyzes such variables
and makes adjustments, thus reducing variability and
resulting in a more efficient and economical process.
The quest for risk management and mitigation is also
present in Ultrapar’s daily activities, such as the practice
of hiring insurance policies and maintaining contracts
to ensure supply.

relationship with stakeholders
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Ultrapar’s long trajectory of
growth has been based on the
strong commitment built with
the stakeholders of the company,
through principles of ethics,
respect, trust, and sharing
of values.

Based on these assumptions, Ultrapar seeks to keep
a sustainable relationship network with its stakeholders,
with continuous improvement of the best practices of social
and environmental responsibility, in addition to adopting
policies directed to the development and recognition of its
employees, aiming to create value for all the value chain.

People management
Ultrapar continuously invests in its professionals, with
the objective of developing leaders for the company and
the society. Ethics, transparency and respect for people
have been the main values of Ultrapar’s relationship with

8.9

thousand
employees

its employees since the beginning of its activities, more
than 70 years ago. By the end of 2010, Ultrapar had 8.9
employees, 400 of them headquartered outside of Brazil.
Ultrapar adopts a personnel management policy based on
the valorization and development of employees, seeking
to provide them with professional development and
growth opportunities, recognition of the technical skills
and commitment to the organizational values, in order to
achieve the best results. This philosophy can be proved
by many professionals that started their careers in the
internship or trainee programs maintained by Ultrapar that
currently are part of the company’s executive board and
its group of managers. The good track record in recruiting
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Training expenses
(R$ million)

8.3
7.4

6.6

8.1

5.3

2006

people made these processes one of the most important
sources of renovation and qualification of Ultrapar’s staff.
Training and stimulating employees in order to make them
achieve their targets and dreams are Ultrapar’s daily goals.

2007

2008

2009

2010

exchange of information about trends in specialty chemicals,
keeping the constant innovation as part of its culture.

Ipiranga yearly sponsors the General Training Program (PGT),
which promoted the training of 58% of its staff in 2010. The
PGT offers in-company training and enables the continuous
learning, the adjustment of professionals to the company’s
strategy and, consequently, the generation of results.

Ultracargo developed in 2010 the Leadership Training
Program, promoting the training of employees in leading
positions with new concepts of personnel management,
team motivation and work environment harmonization,
strengthening its managers to face the challenges of
its strategic repositioning with focus on the liquid bulk
storage business.

In 2010, Oxiteno started the implementation of a new
approach of personnel management, consolidating actions,
programs and processes of management of international
units with the Brazilian unit, aiming to create a stronger
convergence and identity in personnel management,
preserving certain adjustments to local cultures. Oxiteno also
has partnerships with renowned universities and institutions
in its area, offering its staff continuous technical training, a rich

Regarding the development of its staff, Ultragaz maintains
the Ultragaz Academy, which offers training programs in
the areas of business management, planning, marketing
and client service, being supported by partnerships with
renowned educational institutions such as Fundação
Getúlio Vargas, Universidade de São Paulo and Fundação
Dom Cabral. Training programs are also offered to the
company’s resellers.

relationship with stakeholders
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Clients
The passion for the client heads Ultrapar’s search for
continuously improving its products and services to the
specific needs of its clients. This philosophy, responsible for
the solid partnership with its clients throughout decades, is
based on the proximity to customers, constant innovation and
excellence in the quality of products and services provided.
At Ipiranga, the strategy of innovation and differentiated
service and convenience is evidenced by the constant
launch of specific products and services for each segment
of activity. Among the initiatives in 2010, the opening of
bakeries at am/pm stores proved to be a significant sales
booster, reaching 30% of the revenues in some stores.
Private label products, which started to be sold at am/
pm stores in 2010, provide resellers with the benefit of an
additional source of income, and also strengthen the am/
pm brand. Other recent very successful initiatives were
Km de Vantagens, a pioneer loyalty program in the fuel
industry that grants rewards and benefits to customers and
resellers, currently with over five million participants, and
Jet Oil Motos, the first specialized lubricant oil changing and
service network to serve an increasing motorcycle fleet that
nearly doubled in five years. These strategic differentiation
initiatives implemented by Ipiranga result in a better
value proposition for customers and resellers, generating
benefits for the whole chain – the consumer gets access to

differentiated products, the reseller earns higher revenues,
and the service station obtains a differentiated positioning,
thus contributing for an increase in the company’s income.
For Oxiteno, innovation is one of the essential guidelines
to allow it to reach its strategy of maximizing sales of
specialty chemicals and adding value to its products.
Over the last three years, Oxiteno developed more than
40 new products and deployed significant resources to
research and development of products and processes.
For example, sec-butyl acetate, a new solvent launched
in late 2009, has been successfully introduced into the
coatings industry and, at the same time, positioned Oxiteno
as the only producer in the continent. Oxiteno is also
working on other fronts to incorporate new technologies
and vegetal raw materials into its process, in order to
increase its offer of renewable products, such as fatty
alcohols and solvents derived from sugarcane.
At Ultragaz, behind the apparent stability in the LPG market,
there is a very dynamic retail market where consumer
habits change constantly, thus creating opportunities for
the company. In order to follow market developments and
differentiate from competitors, in light of this new scenario,
Ultragaz has developed and enlarged new sales channels
and payment methods. In the last years, the company
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Ultrapar generated value added of R$ 3.2 billion in 2010
and R$ 2.5 billion in 2009, distributed as follows

6%

10%

28%

11%

Employees
34%

13%
19%

Government
Third parties

17%
32%

30%

Shareholders
Retained earnings

2010

has expanded Disk Gás (sale of LPG bottles by telephone)
and online ordering share, and has introduced LPG bottle
ordering by mobile phone messages. These initiatives
provide customers with greater convenience, add further
value and generate logistic optimization to Ultragaz. The
same principles are extended to the bulk segment, in which
Ultragaz is a pioneer and has a leading position, and where
it has been developing new applications to its products,
such as localized heating to start up the operation of
industrial furnaces, mainly in iron and steel industries.

2009

Suppliers and resellers
Ultrapar’s relationship with its suppliers and its network of
resellers is based on shared values and principles covering
ethics, sustainability, business vision, quality and safety.
Ultrapar’s suppliers are subject to strict requirements
related to the quality standards of their processes, products
and services, including compliance with social and
environmental requirements in the supply chain.
In order to strengthen the relationship with its network
of resellers and brand loyalty, Ipiranga develops several
incentive programs. Through the Clube do Milhão (Million
Club) incentive program, the company annually rewards
with international trips the most accomplished resellers
in terms of the year’s pre-established targets. Ipiranga
also establishes incentive programs for service stations’
employees, such as Clube VIP (VIP Club), with the purpose
of valuing these employees and encouraging sales of
products with higher added value. Following this strategy,
the company has offered, since 2006, Treinamento VIP
(VIP Training) to set a service standard for the Ipiranga
network, to advertise the incentive programs, and to
provide guidance to service stations’ employees on ongoing
promotions, travelling Brazil in itinerant qualification units
(school-like buses) adapted to work as classrooms. In
addition to these initiatives, Ipiranga has maintained for

relationship with stakeholders

ten years the Programa Gestão da Revenda (Management
Program for Resellers), which offers training in business
and financial management, marketing, legislation and the
environment for resellers. In line with the PGR, Ipiranga also
keeps Programa Gestão de Negócios de Varejo (Retail Business
Management Program), which offers training specifically
developed for am/pm and Jet Oil franchises in order
to increase the specialization of its resellers.
Ultragaz also maintains Programa de Qualificação de
Revendas (Reseller Qualification Program), which aims
at standardizing Ultragaz’s resellers’ good management
practices, which includes brand standardization,
management quality, and strict compliance with the
laws applicable to the industry. Through an assessment
process, resellers are classified into categories (blue
diamond, diamond, golden and opportunity), allowing
the participants to check their performance compared to
Ultragaz’s excellence standards and encouraging constant
improvement. In 2010, over three thousand resellers
participated in the program – a significant increase against
2008, year of inception of the program, when more than
700 resellers were evaluated. Out of the resellers that
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participated in the program in 2010, 228 qualified as
blue diamond, a 109% increase over 2009, indicating an
improvement in the quality of the resellers network last year.
The training of resellers’ employees is an essential part of
the relationship with the end customer. In 2010, Ultragaz
strengthened its Ultragaz Especialista (Ultragaz Specialist)
advertising campaign, as a reference to its long experience
in and knowledge of LPG distribution. This year’s campaign
was accompanied by a reseller training process to enhance
technical skills and improve customer service. Still in 2010,
Ultragaz continued Formação em Gestão de Revendas
(Reseller Management Education) program, developed by
Academia Ultragaz together with the Parceria Consultores
consulting firm, which applies business management
concepts to the LPG market.

socio-environmental performance

29

The sustained growth reported by Ultrapar
throughout its history of more than 70 years
is inseparable from the environmental and social
aspects, which permeate its strategy and conduct
of its operations, considering in an integrated
manner the impacts, risks and opportunities
associated with its activities.
In 2010, this philosophy has taken new forms, upon the
implementation of a sustainability committee for the purpose of
guiding and guaranteeing alignment of strategies, policies and
actions of its business units, thus further promoting the good
practices already incorporated into its activities. Also in 2010,
Ultrapar was once more selected to be part of BM&FBOVESPA’s
Corporate Sustainability Index (ISE), consisting of companies
known for their commitment to social and environmental
responsibility, corporate governance and sustainability.

Social performance
Ultrapar focuses its social work on programs based on
promotion and dissemination of education, culture and
professionalization. With its great diversity of programs and
projects for this purpose, Ultrapar seeks to support initiatives
that promote social inclusion and development, and benefit
the communities with which it interacts.
Through the Ultra Formare project, Ultrapar offers free
professional training to low-income young students, to the
beginning of their working life. The programs are taught at
the São Paulo headquarters and offer young students training
as administrative assistants. Approximately 100 Ultrapar
employees voluntarily participate as teachers and mentors in
the project, which graduated its ninth class in 2010. During
the program, students are provided with several benefits so
that they may devote themselves exclusively to study. They
receive certificates accredited by the Ministry of Education
upon completion.
In addition to Ultrapar’s initiatives, each business has its own
social programs. In 2010, Ipiranga held the third edition of its
Saúde na Estrada (Health on the Road) roadshow, aimed at
promoting the health and well-being of professional drivers

and released in 85 service stations spread across the main
Brazilian highways. The initiative includes performing free
medical exams, blood pressure measurement, blood glucose
and blood type tests, besides providing information on
sexually transmitted diseases. Over 120 thousand exams were
performed since the implementation of the campaign. In
2010 alone, 32 thousand people received medical care.
Ipiranga also built partnerships with renowned educationoriented institutions, as in the case of the partnership
with Alfabetização Solidária, which has been engaged in
reducing illiteracy levels in Brazil since 1997. Another type of
partnership is the support provided by Ipiranga to Instituto
Superior de Educação – Pró-Saber, a community college
that develops and disseminates alternative solutions to
educational problems in Brazil.
Oxiteno, together with the member companies of APOLO
(Industrial Association of ABC Region Petrochemical
Complex), offers underprivileged communities surrounding
the petrochemical complex several social and health services,
including, for example, dental and medical exams. The
Tremembé unit, at its turn, maintains a partnership with the
municipal government in order to offer lectures on vocational
guidance to students from the municipal education system.
Oxiteno and Ultracargo, together with the other companies
of the Camaçari complex, participate in the activities of the
Polo Cidadania (Citizenship Complex), which aims to provide
free healthcare services, in addition to developing cultural,
leisure, sporting and cultural awareness activities.
In 2010, Ultragaz entered into a partnership with the Ministry
of Health to disseminate social and educational campaigns,
such as its prominent role in the campaign against H1N1
Influenza, with the mobilization of employees and resellers
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in the distribution of brochures containing prevention tips
and vaccination dates, reaching over 25 million people.
Ultragaz also offered support to campaigns against the
use of drugs and alcohol, fight against dengue fever and
clarifications on cancer prevention and detection exams.

should bring higher financial return through the possibility of
converting the reduction of GHG emissions in carbon credits.
Ultracargo and Ultragaz also adopted in 2010 programs
related to the reduction of polluting gases emission such as
the program to reduce CO2 emissions in all Ultragaz’s fleet.

In 2010, the Ultragaz Cultural program once again took
cinema to low-income populations in several Brazilian
regions. Ultragaz Cultural is a movie theatre adapted to
a wagon that travels throughout several cities exhibiting
movies. This program, launched in 2000, traveled to 37
cities in 2010, totaling approximately 370 exhibitions.

In parallel, Ultrapar keeps a range of initiatives in its businesses
aiming not only to comply with the increasing environmental
requirements in its operating segments but also to strengthen
its pioneering and innovative approach, which distinguish
the company.

The environment and safety
Among Ultrapar’s initiatives regarding safety and the
environment in 2010, the implementation of the Air Emission
Monitoring and Reduction Program by its businesses stands
out, a program that deepens initiatives to minimize the
volume of gas emissions. As part of this work, Ultrapar’s
businesses completed emission inventories of Greenhouse
Gases (GHG), focusing on the identification and quantification
of the main sources of GHG emission to a more efficient
action in its reduction.

Ipiranga has adopted for almost 10 years its own
environmental management system through SIGA, which
considers the highest international standards in its practices.
In addition to initiatives focused on management, training
and investments in preventive technology, since 2009 SIGA
has had its scope amplified, starting to include matters such
as safety, health, quality and social responsibility, with the
objective of adjusting the operations of its terminals to a
broaden vision of sustainability. Evolving to the SIGA+ concept
(Ipiranga’s management system applied to health, safety,
environment, quality and social responsibility), the program
involved, in 2010, the performance of audits to verify the
results of the actions expected in its implementation and to
identify improvement opportunities.

Ipiranga, which has been monitoring the GHG emissions for
three years, prepared in 2010 its emission inventory at nearly
70 operational and administrative units of the company.
Oxiteno’s inventory, started in 2008, enabled the company
to identify several opportunities to reduce GHG emissions,
of which 15 gases were selected and will be prioritized in
specific action plans, mainly through Six Sigma projects.
Additionally, Oxiteno has been evaluating alternatives that

As part of its Energetic Efficiency Program, which intends
to reduce the energy consumption in its service stations,
Ipiranga launched in 2009 the first eco-efficient station in the
country, called Caminho Verde, built in Porto Alegre. Operating
as a pilot project, it was awarded the National Award of
Conservation and Rational Use of Energy in 2009. This project
foresees the multiplication of a series of actions to adapt the

Oxiteno

Ultrapar

Share of renewable raw materials
in total raw materials used

Expenses in health, safety and the environment
(R$ million)

18%

20%

14%
9%

8%

2006

2007

45.3

2008

2009

2010

2006

62.8

2007

101.5

108.4

2009

2010

73.7

2008

socio-environmental performance

service stations, with focus on water, energy, materials and
waste management, aiming to reduce impacts and costs.
In 2010, the Energetic Efficiency Program was implemented
at nearly 1,600 stations, resulting in a reduction of 1
million kWh/month in energy consumption. The energy
consumption reduction resulted in avoided emissions
equivalent to nearly 140 trees monthly planted, considering
the carbon stock during the first twenty years of the plant.
At Oxiteno, the strategy of intensifying its presence in the
segment of green chemicals, initiated in 2008 with the
start-up of the oleochemicals unit, the only in Latin America
that produces fatty alcohols from palm kernel oil, resulted
in new business opportunities. Aiming to strengthen its
regional leadership, in 2010 Oxiteno joined the Roundtable
on Sustainable Palm Oil, an organization that works to
regulate the sustainable plantation of palm, as the company
is currently an important buyer of palm kernel oil in the
world. Oxiteno, that had only 9% of its raw materials from
renewable origins in 2006, ended 2010 with a share of 20%.
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Other important initiatives in Oxiteno were the
development of new solvents to clients of the coatings
segment and new applications in the segment of soaps
from co-products of the oleochemicals unit, initiatives
that resulted in additional sources of revenues and in
reduction of effluents.
Ultracargo has the safety and care for the environment as key
elements for its differentiated positioning. The Ultracargo unit
in Paulínia (São Paulo) has the ISO 14001:2004 certification
and was re-certificated in 2009. In 2007, the Aratu unit
obtained the ISO 14001:2004 certification and was recertified in 2009. The Santos terminal was designed with the
maximum safety standards and obtained the ISO 14001 and
ISO 18001 certificates in 2009.
At Ultragaz, the standardization of quality, operational safety,
health and care for the environment is established through
the Fator Azul (Blue Factor), which sets the environmental,
quality and safety guidelines to all the units of company.

Social balance sheet 2010
1) Calculation base

Amount (R$ ‘000)

Net sales and services (NSS)

42,481,712

Operating profit (OP)

1,324,482

Gross payroll (GP)
2) Internal social indicators

506,993
Amount (R$ ‘000)

% of GP

% of NSS

Compulsory social charges

195,424

38.5%

0.5%

Employee profit sharing

132,563

26.1%

0.3%

Health, safety and medicine in the workplace

63,172

12.4%

0.1%

Food

52,625

10.4%

0.1%

Private pension

18,596

3.7%

0.0%

Others

44,920

8.9%

0.1%

507,300

100.1%

1.2%

Amount (R$ ‘000)

% of OP

% of NSS

17,777

1.3%

0.0%

904,123

68.3%

2.1%

921,900

69.6%

2.1%

Amount (R$ ‘000)

% of OP

% of NSS

45,277

3.4%

0.1%

Total - Internal social indicators
3) External social indicators
Contributions to society
Taxes (excluding social charges)
Total - External social indicators
4) Environmental indicators
Total investment in the environment

business segments
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In 2010, Ipiranga kept
its sound earnings
growth trajectory.

Such growth is a result of the benefits from the expansion of
the fuel market, the company’s investments in acquisitions,
re-branding and new service stations, and the strengthening
of its differentiation strategy through increased supply of new
products and services, and customer and reseller loyalty.
The second largest fuel distributor in Brazil, with a robust
logistics distribution infrastructure, Ipiranga reaped in 2010
the benefits from the full consolidation of Texaco, a result
of the accelerated integration process, which reflected
in gains of scale, cost reduction and implementation of
Ipiranga’s business model in the acquired network.

5,662

service
stations

In 2010, Ipiranga continued its significant investment plan
for the expansion of its service station network, allowing
the company to end the year with 5,662 service stations.
Investments in re-branding and opening of new service stations
were focused on the Mid-West, North, and Northeast regions
of Brazil, where fuel sales have grown above the national
average and Ipiranga’s market share is lower than that in the
South and Southeast. The acquisition of the fuel distributor
DNP, completed in November, is part of this strategy.
DNP is present in the states of Amazonas, Rondônia,
Roraima, Acre, Pará and Mato Grosso through a network
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of 110 service stations, with a 4% market share in the North
region of Brazil, being the fourth largest fuel distributor
in this geographic area. The addition of DNP increased
Ipiranga’s volume in the region by 40% and resulted in a
regional market share of 14%, thus consolidating Ipiranga
as the second largest fuel distributor in the North of
Brazil, making it better positioned to seize the accelerated
regional growth and additional benefits from a larger local
scale. The acquisition value of DNP was R$ 85 million.

The Jet Oil network continued to expand during 2010,
reaching a total of 704 units and retaining the position of
the largest automotive franchise in Brazil. The 22% growth in
number of stores reported in 2010 was driven by the increase
of Jet Oil Motos units, specialized in changing motorcycle oil.
Launched in 2009, Jet Oil Motos is another example of the
pioneering spirit of Ipiranga, which was the first distributor
to operate in this niche and is positioned to benefit from
the impressive increase of the motorcycle fleet in Brazil.

In addition to the growth of scale, the strategy for the South
and Southeast regions, where Ipiranga has a significant
market share, has been focused on the expansion of
supply of non-fuel products and services, in order to
strengthen its prominent position, and on differentiation
based on services, convenience and constant innovation.

In 2010, Ipiranga continued to strengthen the program
Km de Vantagens, launched in 2009, an important element
for customer loyalty. The program includes all products and
services offered by Ipiranga and consists in accumulating
points through the purchase of products and services in
Ipiranga’s network. Such points may be later redeemed
for obtaining discounts and rewards. Since its launch,
Km de Vantagens has been a success and reached more
than 5.5 million participants in little more than one year
of existence. In order to further strengthen the program,
new partnerships were established in 2010, in addition
to promotions such as “Copa Premiada”, with the draw
of official t-shirts of the Brazilian national soccer team.

Ipiranga ended the year of 2010 with more than one
thousand am/pm franchises, ranked as the second
largest retail network in number of points of sales and
the largest network of convenience stores in Brazil. In
2010, Ipiranga introduced a number of innovations in its
service station network, such as the opening of bakeries
in am/pm stores, a very successful initiative, which in
addition to strengthening Ipiranga’s pioneering and
differentiating features, has been an important means
of increasing customer traffic and convenience. Another
initiative related to am/pm was the launch of new private
label products, including energy drinks and snacks.

In addition to the benefits from its growth strategy based
on scale and differentiation, notably the integration of Texaco
from the second quarter of 2009 onwards, Ipiranga also took
advantage of the more favorable economic environment
in 2010. The sale of fuels for light vehicles (gasoline, ethanol
and NGV) grew 16% as a consequence of the Texaco’s
acquisition and the more dynamic economy, which,
combined with the increase in income and the greater credit
availability, continued to contribute for the increase in sales
of light vehicles and consequently for the expansion of the
fleet. Despite the successive records in sales of vehicles
hit over the past few years, the low rate of penetration
of vehicles per inhabitant in Brazil in relation to countries
with similar degrees of development, such as Argentina
and Mexico, allows the maintenance of a strong rhythm
of continued growth of the Brazilian fleet. The sales of
diesel have also been driven by the Texaco’s acquisition
and the recovery of the economic activity, ending 2010
with a 19% growth over 2009.

ipiranga
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Logistics distribution infrastructure

Ipiranga’s terminals
Joint operated

Light vehicles fleet

Car penetration

(million vehicles)
23.7

22.3

27.5

25.5

(% of population)

29.7

34%
14%

2006

2007

50%

2008

2009

Brazil

20101

21%

Argentina

25%

Mexico

Source: ANFAVEA
¹ Fleet of 2010 estimated based on the number
of vehicles licensed in the year

Source: ANFAVEA, 2008 (estimated)

Ipiranga – sales volume

Ipiranga – EBITDA

(‘000 m³)

(R$ million)

20,150
17,214

10,521

11,169

12,075

6,398

6,591

7,044

3,802

4,262

4,715

2006

2007

2008

9,277

830

11,032

603
Diesel

8,653

2009

2010

Poland

1,073

Others

7,485

South
Korea

351

417

Otto Cycle
(gasoline, ethanol
and NGV)

2006

2007

2008

2009

2010
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Retail initiatives and differentiating factors
Initiatives directed to end consumers, aiming at differentiation, client loyalty and brand promotion
• Km de Vantagens – Created in 2009, the Km de Vantagens
loyalty program consists in accumulating points through
the purchase of products and services in Ipiranga’s network.
One of the most important partnerships developed is the
agreement with Multiplus Fidelidade, allowing the transfer
of points from the Km the Vantagens program to the
TAM Fidelidade program and vice versa. In 2010, Ipiranga
increased its strategic partnerships to broaden the scope of
the program and, accordingly, the benefits for its clients and
resellers, including partners in the areas of entertainment,
tourism and magazines, among others. The Km de
Vantagens program had reached over 5.5 million clients
by the end of 2010.
• Ipirangashop.com – Launched in 2008, Ipirangashop.
com became an online retail platform that leverages the
business potential from the large flow of consumers in
Ipiranga’s service stations. The success of this initiative is
demonstrated by a strong growth in revenues, which almost
tripled between 2009 and 2010, leading Ipiranga to expand
the range of options to consumers in this channel. Examples
of these innovative initiatives are the online wedding gift
list and a special section for wine enthusiasts.
• am/pm – The largest convenience store network and
second largest retail network in number of points of sale
in Brazil, am/pm ended 2010 with 1,024 franchises that
offer a wide variety of products, including its own fast food
brand, centrally produced, and a private label product line
launched in early 2010 and expanded over the year on the
back of its success. In 2010, Ipiranga initiated the opening of
bakeries inside its am/pm stores and became Brazil’s largest
bakery franchise chain. Over the year, it developed a new
image, further strengthening the perception of being a
convenience center always close to its consumer.
• Jet Oil – Lubricant changing and automotive services
specialized network, Jet Oil ended 2010 with 704 franchises.
It offers free check-up services for 15 items of the car, and
relies on an IT system with more than 17 thousand vehicles
registered. Launched in 2009, Jet Oil Motos, a specialized
motorcycle lubricant changing services, was introduced
to meet the growing demand for this service, demand
boosted by the increase in the motorcycle fleet in Brazil.
Increasing its bet on this segment, Ipiranga also launched
new lubricants for motorcycles, in order to broaden

the product mix for this public. Jet Oil Motos ended 2010
with 61 units, up 205% from 2009.
• Ipiranga credit cards – Accepted in the entire network,
credit cards are part of Ipiranga’s differentiation and client
loyalty strategy through the alignment of incentives among
resellers, VIPs and cardholders. Currently, there are about 6
million cards issued all over Brazil, with different models to
serve different client profiles.
• Promoção Copa Premiada – Draw of ten thousand official
t-shirts of the Brazilian soccer team.
• Promoção Abasteça Sua Sorte – Draw of 200 iPads
and mobile phones to Ipiranga service stations’ customers.
• Rewarded fueling – Draw of twenty thousand free fuel
supplies at Ipiranga service stations.
• Ipiranga Racing – In 2010, Ipiranga sponsored the Stock
Car Ipiranga Racing team, comprised of pilot Thiago Camilo,
and participated in the Indy Racing League with pilot Ana
Beatriz Figueiredo, as a way to strengthen the link of its
brand to the passion for cars.
Reseller relationship programs
• Clube do Milhão (Million Club) – An incentive program
carried out for more than 20 years, Clube do Milhão yearly
rewards with international trips the most accomplished
resellers in terms of the year’s pre-established targets.
In 2010, the best resellers were awarded with a cruise
through Europe.
• Clube VIP (VIP Club) – A program directed to service
stations’ employees, including pump attendants and am/
pm and Jet Oil employees, aimed at training the staff for
service quality improvement and increasing the sales of
specific products, aligned to Ipiranga’s strategy, such as
Gasolina Original Aditivada (Premium Gasoline), Ipiranga
Credit Cards, F1 Master Lubricants Family and fast food
at am/pm units.
• Rally de Vendas (Sales Rally) – In the lubricant segment,
Ipiranga rewards the best performing authorized distributors
with a participation in the Clube do Milhão international trip.

ipiranga
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Operational infrastructure
Oil derivatives
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imported via ship, without passing through another base.
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In 2010, Oxiteno advanced
substantially for the completion
of a major investment cycle.

This investment cycle has focused on expanding the
specialty chemicals capacity directed mainly towards
cosmetics, detergents, paints, varnishes and the
agrochemical segments, which have grown above the
Brazilian economy over the past few years. This expansion
cycle contributes to consolidate Oxiteno’s leading position
in the specialty chemicals market in Latin America, being
the only manufacturer of ethylene oxide in Brazil and of fatty
alcohols in Latin America. In Mexico, where the company
started its internationalization process in 2003, Oxiteno
became over the years the largest manufacturer and
exporter of ethoxylates in the country. In Venezuela, Oxiteno
Andina is also a leader in the polyol and ethoxylate markets.

41%

growth in EBITDA

Oxiteno completed in 2010 the expansion of its ethoxylate
plant in Brazil, which added 70 thousand tons to its
production capacity, thus consolidating Oxiteno’s position
as the world’s second largest ethoxylate producer. At the
same time, Oxiteno continued the project to expand its
ethylene oxide production capacity with the installation of
new reactors, which will add 90 thousand tons to the current
capacity in Camaçari and is expected to start up in 2011.
These expansions allowed Oxiteno to reach a new level
of scale, in addition to increasing its sales of specialty
chemicals, higher value-added products and relatively less
affected by the petrochemical cycles than commodities.
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This differentiated position of Oxiteno was evidenced
in its results for 2010, when, despite the appreciation
of the Real during the year, EBITDA grew 41%, driven
by the 8% increase in the sales volume of specialty
chemicals and by the stability of raw material prices.
In addition to the increased scale of operations and
expansion of capacities of higher value-added products
directed towards segments with strong prospects for
growth, the investments made by Oxiteno were also
focused on two central elements of its strategy: innovation
and sustainability. In 2010, Oxiteno designed a new
strategic plan for the Research & Development department,
repositioning its view to the innovation area, given the
increasingly competitive market. The highlights in the
implementation of this plan include the intensification of
partnerships with universities and research centers as a way
to expedite the efforts in this area and exchange knowledge.
One of the focuses of Oxiteno’s research is to incorporate
new technologies and raw materials of vegetable
origin to expand its supply of renewable products.
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The oleochemical plant, a manufacturing plant of palm
oil-based fatty alcohols, is a successful example of Oxiteno’s
expansion in the green chemical industry. In 2010, it
completed two years of operation, reporting a 45% increase
in its sales over 2009. Another important initiative developed
by Oxiteno in 2010 related to the oleochemical plant was
the identification of new applications, such as in soap and
biodiesel, for the by-products of its production process that
were previously treated as residue. Thus, Oxiteno identified
a sustainable alternative for the use of residues and an
additional source of income, besides reducing costs.
A number of internal sustainability initiatives, including
review of processes and procedures to reduce
environmental impact, complement this strategy. In
2010, Oxiteno published its Greenhouse Gas (GHG)
report, focused on the identification and measurement
of generation of GHG, as part of a broader program,
the Air Emission Monitoring and Reduction Program,
launched in 2008. The survey allowed the identification of
opportunities for reducing GHG emissions by 14% in 2010.
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Oxiteno units location map

Brussels

Offices
Industrial plants

Oxiteno – sales volume

Oxiteno – EBITDA

(‘000 ton)

(R$ million)

647
544

23%

77%

89%

92%

93%

2007

2008

2009

2010

26%
74%

634
8%

567
11%

210

192

684
7%

241
171

156

Commodities
Specialty chemicals

2006

2006

2007

2008

2009

2010
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Overview and strategy of Oxiteno
Competitive advantages
• Sole producer of ethylene oxide in Brazil and oleochemicals in Latin America
• Largest producer of specialty chemicals in Latin America
• Production capacity ahead of domestic demand
• State-of-the-art technology in ethylene oxide and derivatives
• Large and growing share of chemicals produced from renewable materials

Expansions in segments with strong growth outlook
• Cosmetics & detergents: increasing demand due to higher disposable income
• Agrochemicals: Brazil as an agricultural powerhouse
• Coatings: growth linked to real estate and automotive sectors
• Oil & gas: pre-salt

Strategic focus on specialty chemicals
• 58% growth in volume of specialty chemicals in the last 5 years
• Higher share of specialty chemicals in sales volume: from 74% in 2006 to 93% in 2010

oxiteno
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Oxiteno – position in the petrochemical chain...

1st generation
Crackers – ethylene

Refinery
Petrobras – naphtha

2nd generation
Oxiteno – ethylene oxide
and its derivatives

...broad coverage of markets and applications of ethylene oxide
and derivatives

Cosmetics

Detergents

Crop protection

Packaging

Food

Leather

Hydraulic fluids

Resins

Textiles

Coatings

Oil

Paper
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In 2010, Ultracargo started to focus
its activity on liquid bulk storage,
a segment in which it is the market
leader and a reference in quality
of services provided, having completed
the sale of in-house logistics, solid
bulk storage and road transportation
businesses in July.

Ultracargo has terminals located in Santos, Suape, Aratu,
Montes Claros, Paulínia and Rio de Janeiro, besides a 50%
stake in União/Vopak in Paranaguá, and serves segments
historically leveraged on the economic growth, such as the
chemical and agribusiness sectors. In periods of economic
instability, the higher level of storage of its customers
contributes to the resilience of Ultracargo’s results.
The strategic location of its terminals and its scale of
operations, which grew 84% over the past three years due
to the acquisitions of União Terminais and Puma, in addition
to significant investments for organic expansion, are also
advantages of Ultracargo.
In order to strengthen its leading position and meet the
growing demand for infrastructure in Brazil, since 2004
Ultracargo has been making a number of investments, which
have allowed a growth above that of the market. From 2004

20%

growth in effective
storage in 2010

to 2010, the storage capacity in Brazil grew 8% per year, while
Ultracargo’s storage capacity grew 20% per year in this period,
due to both acquisitions and organic investments.
In 2010, Ultracargo completed the expansion of its Santos
terminal, which increased its capacity by 21 thousand cubic
meters. The company also invested in the project to expand
by 30 thousand m3 the capacity of Suape terminal, which
currently has a storage capacity of 132 thousand m3. The
expansion in Suape will allow the terminal to increase cargo
handling by 240 thousand tons per year, also including
upgrades such as the implementation of an automated
distance measurement system, which will provide further
agility to its operations.
Continuing this expansion strategy, Ultracargo announced
in 2010 new expansions in the Santos and Aratu terminals,
which, together with the expansion underway in Suape,
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Ultracargo
Leadership
in the liquid
bulk storage
sector

Strategic
location in the
main ports
of the country

are expected to increase Ultracargo’s existing capacity by
15%. In addition to the increased demand, such expansions
allow Ultracargo to maximize its profitability, as they will be
implemented in existing terminals.
The good performance of the economy in 2010 associated
with the investments made allowed Ultracargo to increase
the occupation of its terminals by 20%. Ultracargo reported
EBITDA of R$ 111 million in 2010, up 7% from the previous
year, despite the effects of the sale of in-house logistics, solid
bulk storage and road transportation businesses in July.

Management
focused on
liquid bulk
terminals

Strong recent
evolution
of the storage
capacity of
its terminals

Ultracargo maintained in 2010 a process of enhancement
of its management and processes, based on the
environmental impact assessment of its activities and
procedures to improve its efficiency, and developed
initiatives such as mapping the greenhouse gas emission
sources. The company started to use in 2010 the tool
Attitude-Focused Audit (AFA), which allowed the
development of a preventive attitude towards accidents,
with changes in work routines and improvement in safety
aspects. In 2010, 1,176 audits were held with the use of
these tools, which reduced the potential risk of accidents.

ultracargo
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Strategically located assets

Terminals

Ultracargo – storage capacity
(‘000 m³)

Ultracargo – effective storage
(‘000 m³)

638
528

325

346

2006

2007

461
240

2008

2009

2010

104

111

2006

Ultracargo – EBITDA
(R$ million)

51

38

43

17%

19%

18%

2006

2007

2008

552

540

31%

38%

EBITDA
EBITDA margin

2009

2010

279

2007

335

2008

2009

2010
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Ultragaz operates in a market
directed towards mass consumption,
in which the brand, focus on the
customer, scale and low distribution
costs are key drivers of differentiation
and profitability.

Based on these pillars, Ultragaz, which is a leader in the LPG
distribution market and a pioneer in both the bottled and
bulk segments, has implemented over the years a number
of operational excellence programs, which have allowed the
company to report sustained growth in its results.
Despite the relative stability in the sales volumes in the
market, a consequence of the high rates of penetration
of LPG in households, this segment has undergone a
number of changes over the years. On the consumption
side, habits have changed towards a growing demand for
services that offer greater convenience, as evidenced by the
increase in sales by telephone. Following this trend, Ultragaz
implemented and deepened several initiatives, such as
orders made online or by cell phone, an initiative made
possible through a partnership with a telephone company.

R$

307

million
EBITDA

The means of payment were also enhanced with mobile
payment processing via credit card, LPG ticket and SMS
messages. At the same time, the market evolution offered
opportunities for adjusting the logistics structure necessary
to meet the increased demand for scheduled sales, thus
allowing greater optimization of routes and consequently
reduced distribution costs.
Ultragaz also implemented programs to strengthen
its relationship with its resale network and maximize its
profitability. The main initiative in this regard was the
Reseller Training Program, with the purpose of standardizing
good management practices of Ultragaz resellers, including
standardization of the brand, financial management and
excellence in customer service. Through an assessment
process conducted by a renowned audit company, resellers
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are rated as blue diamond, diamond, gold and opportunity,
allowing the participant to check its performance level
against Ultragaz management excellence standard and
encouraging constant enhancement. In 2010, more than
3 thousand resellers participated in the program, a
significant growth in relation to 2008, when the program
started and more than 750 resellers were assessed.
Of the resellers participating in the program in 2010, 228
were rated as blue diamond, 109% up from 2009, indicating
the evolution in the quality of the resellers network last year.

Differentials of the
Reseller Training Program:
Brand standardization – allows using the
strength and credibility of the brand with
consumers to reinforce differentiation.
Management quality – reinforces differentiation
of Ultragaz reseller network through training
of resellers in management and customer
service quality.
Focus on the customer – directs the
efforts towards excellence in customer
service and provision of services to seek
customer loyalty and satisfaction.
Engagement with the community – the role
of the company and its resellers with
the communities is important to deepen
the customer relationship and loyalty.
Resellers can participate in several actions
taken by Ultragaz, such as the projects
Ultragaz Cultural and Ultragaz na Sua Rua.

Through its UltraFlex program, an operational efficiency
program designed for the corporate market, Ultragaz
remained attentive to business opportunities and expanded
its activities to new niche markets. In Sergipe, for example,
the new oversight program by the State Environment
Administration (Adema) required several bakeries to replace
illegal firewood. Ultragaz took this opportunity to promote
the installation of LPG-powered ovens. Following its strategy
of growing in niche markets, Ultragaz extended in 2010 its
participation in the use of LPG for located heating, such as
pre-heating of industrial furnaces, especially in steel and
metallurgical plants. Ultragaz also continued its expansion
project in the North and Northeast regions, particularly in
Maranhão and Pará. To serve this region, Ultragaz already
has LPG bottling available in Belém, state of Pará, and in São
Luiz, state of Maranhão, and a network of 125 resellers, with
an expected expansion to 260 resellers until 2014.

ultragaz
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LGP distribution in Brazil

Imports

Bulk transport truck

LPG storage

Pipelines

Local refinery

Filling plants

Delivery truck

Home delivery

Bulk transport truck

Satellite storage facility

Points of sale

Independent dealers
Primary storage
facility

Small bulk delivery truck

Small bulk client

Large bulk delivery truck

Large bulk client

Secondary storage
facility
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To strengthen the brand, already recognized for its
reliability and safety, Ultragaz adopts a number of marketing
initiatives. One of them is the project Ultragaz na sua Rua,
an action directed to housewives and their families, in
which a caravan travels to locations served by the company
offering promotions, entertainment and safety tips to
the population, allowing Ultragaz to expand its customer
relationship and loyalty.
Along the same line, Ultragaz also sponsors the project
Carreta Criando Novos Caminhos, a wagon that travels the
country offering cooking courses and tips on the use of food
to its customers.
Aligning with the best practices adopted worldwide in the
LPG industry is one of the focuses of Ultragaz, a member of
the World Liquefied Petroleum Gas Association (WLPGA),
based in Paris. Ultragaz is the only Brazilian company with
a seat in the board of that entity, which has more than 175
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member companies from 90 countries. Ultragaz participates
in the Global Technology Network, a committee of the
WLPGA that coordinates exchange of information on
technology and innovation among its members, and of the
WLPGA Climate Changing Working Group, a group dedicated
to discussing the promotion of LPG as a clean energy source.
Concern about the environment is present in all areas
of Ultragaz and its initiatives. In order to recognize and
highlight the projects that are in line with its sustainability
policy, Ultragaz started to award the seal “Ultragaz makes it
sustainable and always wants to do more”. The purpose of
the initiative is to cause a multiplying effect, encouraging
the different areas of the company and its resellers to
develop projects and adopt procedures to reinforce
Ultragaz commitment to sustainable development.
Despite the relative stability in volumes, which grew 1%,
Ultragaz EBITDA grew 9% to R$ 307 million in 2010.
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Ultragaz units location map

Regions of operation
Filling plants
Does not operate

Ultragaz – sales volume
and market share
1.57

1.54

1.60

1.59

Ultragaz – EBITDA
(R$ million)
1.61
281

281

252

307

211
23.9%

23.7%

23.6%

23.7%

23.2%

2006

2007

2008

2009

2010

Volume
(million tons)

Market share

2006

2007

2008

2009

2010
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24%

growth in EBITDA

74%

growth in net
earnings

earnings review

Considerations on the financial
information
Standards and criteria adopted in preparing
the information
From the year ending December 31st, 2010 onwards, CVM
made mandatory the adoption of the International Financial
Reporting Standards (IFRS) in the presentation of financial
statements of the Brazilian publicly-listed companies.
Accordingly, Ultrapar’s consolidated financial statements
for the year ended December 31st, 2010 were prepared in
compliance with the IFRS, which differs in certain aspects
from the previous Brazilian accounting standards.
For an understanding of the effects of the adoption of the
IFRS, we released financial spreadsheets on CVM’s website

(www.cvm.gov.br), as well as on Ultrapar’s website
(www.ultra.com.br), demonstrating the impacts of the
accounting changes introduced by the IFRS on the main
line items of the financial statements for 2009 and 2010
in comparison with the amounts that would have been
obtained without such changes. Additional information
on the changes resulting from the adoption of the IFRS
is available in note 2 of the financial statements of the year
ended December 31st, 2010.
The financial information of Ipiranga, Oxiteno, Ultracargo
and Ultragaz is reported without elimination of
intercompany transactions. Therefore, the sum of such

annual report 2010 ultrapar

58

businesses, with the transfer of shares of AGT –
Armazéns Gerais e Transporte Ltda. and Petrolog
Serviços e Armazéns Gerais Ltda. to Aqces Logística
Internacional Ltda. and the receipt of R$ 74 million,
in addition to the R$ 8 million deposit received upon
announcement of the transaction on March 31st,
2010. In October 2010, Ultrapar disbursed R$ 2 million
in connection with the expected working capital
adjustment. The financial statements of Ultrapar and
Ultracargo from 3Q10 onwards no longer include the
businesses sold.

information may not correspond to the consolidated
financial information of Ultrapar. In addition, except
when otherwise indicated, the amounts presented in this
document are expressed in millions of R$ and, therefore, are
subject to rounding off. Consequently, the total amounts
presented in the tables may differ from the direct sum of the
amounts that precede them.
Effect of the acquisition – Texaco
In August 2008, Ultrapar announced the signing of the sale
and purchase agreement for the acquisition of Texaco’s fuel
distribution business in Brazil. The results of Texaco were
consolidated in Ultrapar’s financial statements from April 1st,
2009, after the financial settlement of the transaction, which
occurred on March 31st, 2009. Ultrapar’s financial statements
in periods prior to 2Q09 do not include Texaco’s results.

Effect of the acquisition – DNP
On October 26th, 2010, Ultrapar announced the signing
of the sale and purchase agreement for the acquisition
of 100% of the shares of Distribuidora Nacional de
Petróleo Ltda. – DNP. The total value of the acquisition
is R$ 85 million, with the initial disbursement of
R$ 47 million settled in November 2010. Ultrapar’s and
Ipiranga’s financial statements started to consolidate
the results of the acquired business from the closing
of the acquisition, occurred on November 1st, 2010.

Effect of the divestment – Ultracargo’s road
transportation, in-house logistics and solid bulk storage
On July 1st, 2010, Ultrapar sold Ultracargo’s in-house
logistics, solid bulk storage and road transportation

Comparative performance 2010-2009
(R$ million)
2010
Net sales and services
Cost of products
and services
Gross profit
Sales, general
and administrative
expenses
Other operational
results

2009

Ultrapar

Ipiranga

Oxiteno

Ultracargo

Ultragaz

Ultrapar

Ipiranga

Oxiteno

Ultracargo

Ultragaz

42,482

36,483

2,083

293

3,661

36,097

30,486

1,916

337

3,441

(39,323)

(34,524)

(1,655)

(138)

(3,076)

(33,444)

(28,831)

(1,587)

(200)

(2,947)

3,159

1,959

428

155

586

2,653

1,655

329

137

494

(1,924)

(1,184)

(291)

(76)

(375)

(1,772)

(1,095)

(260)

(88)

(325)

11

29

0

3

(22)

19

19

(1)

3

(2)

Operational income
before income from
sale of assets

1,246

804

137

83

189

901

579

68

52

168

EBITDA

1,776

1,073

241

111

307

1,430

830

171

104

281

531

269

104

29

119

529

251

103

53

114

Depreciation
and amortization

The financial information of Ipiranga, Oxiteno, Ultracargo and Ultragaz is presented without elimination of transactions carried out between the companies.
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Economic and operational environment
The year 2010 was marked by the strong growth of
the Brazilian economy, with highlights to the low
unemployment rates, expansion in income and total wages
and higher credit availability, which reached in December a
record level of 47% of the GDP. The gross domestic product
grew by 8% in 2010, driven by the good performance of the
retail, automotive and civil construction sectors. In 2010, the
automotive industry reached a new sales record, with an
11% increase in the number of light vehicles licensed. In the
financial market, the effects of the strong economic growth
in Brazil, together with the public offering of Petrobras in
the third quarter, resulted in a record of foreign investments

inflow of US$ 48 billion to Brazil during 2010, contributing
to a 12% appreciation of the Real against the US dollar,
which ended the year at R$ 1.67/US$. In the international
environment, the slower recovery in the economy of certain
countries, particularly developed countries, led to a relative
stability in oil prices during the first nine months of 2010.
From the 4Q10 onwards, the higher demand, as a result
of more severe winter in the northern hemisphere and
the progression in the global economic growth resulted
in soaring oil prices, which accumulated an 18% growth
during the period and ended the year quoted at US$ 92/
barrel, up 23% from 2009.

% Brazilian GDP real growth
year-over-year

% credit availability to GDP

9.3

43.6
9.2
6.7

5.0
(3.0)

(2.8)

40.7

2Q09

44.4

44.0

4Q09

1Q10

2Q10

3Q10

75

77

79

76

4Q09

1Q10

2Q10

3Q10

41.5

(1.8)

3Q09

4Q09

1Q10

2Q10

3Q10

2Q09

3Q09

Source: Central Bank of Brazil

Exchange rate R$/US$
quarterly average

Brent oil (US$/barrel)
quarterly average

1Q09

2.07

2Q09

Source: Bloomberg

1.87

3Q09

1.74

4Q09

1.80

1Q10

1.79

2Q10

1.75

3Q10

4Q10

4Q10

Source: IBGE

2.31

46.4

5.0

1Q09
1Q09

44.6

45.4

1.70

4Q10

59

68

87

45

1Q09

2Q09

Source: Bloomberg

3Q09

4Q10

annual report 2010 ultrapar

60

Sales volume
At Ipiranga, sales volumes grew by 17%, totaling 20,
150 thousand cubic meters. The sales volume of fuels
for light vehicles grew by 16%, as a consequence of the
consolidation of Texaco’s volume from April 1st, 2009
onwards, and of the increase in the light vehicle fleet
during the last 12 months, notably the 27% growth in
gasoline volume. Diesel volumes grew by 19%, due to the
consolidation of Texaco’s volume from April 1st, 2009 and
the economic growth. At Oxiteno, sales volume totaled 684
thousand tons in 2010, up 8% over 2009, with highlight to
the growth of 11% of specialty chemicals volume sold in

Brazil, on the back of the increased economic activity
and the expansions in the production capacity. At
Ultracargo, effective storage increased by 20%, as a result
of the consolidation of the terminal acquired in Suape
in December 2009 and of the higher utilization level in
the Santos and Aratu terminals, partially offset by a
reduction in ethanol handling. In 2010, Ultragaz’s sales
volume reached 1,608 thousand tons, a 1% increase
over 2009, with volumes practically stable in the bottled
segment and a 4% growth in the bulk segment, due
to the increased economic activity and the recovery
in the industrial activity.

Ultragaz – sales volume

Ipiranga – sales volume

(‘000 ton)

(‘000 m³)

+1%

+19%
1,608

1,589

+16%

493

475

1,115

1,114

7,485
2,568
Bulk
4,605

11,032
8,653

9,277
Diesel

2,483

NGV
Ethanol

5,867

Bottled
2009

2010

Gasoline
2009

2010

2009

2010

Oxiteno – sales volume

Ultracargo – effective storage

(‘000 ton)

(‘000 m³)

+8%
634
205

+20%
684
201

430

483

2009

2010

552
461

Sales outside Brazil
Sales in Brazil
2009

2010
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Net sales and services
Ultrapar’s net sales and services amounted to R$ 42,482
million in 2010, up 18% from 2009, as a result of the
increased volume of operations in all businesses and the
consolidation of Texaco from 2Q09 onwards, partially offset
by the sale of the in-house logistics, solid bulk storage, and
road transportation businesses of Ultracargo. Ipiranga’s net
sales and services amounted to R$ 36,483 million in 2010,
up 20% over 2009, as a result of a higher sales volume,
an increase in the share of gasoline in the product mix,
and the increased ethanol costs due to the lower
availability of the product, partially offset by the decrease
in the diesel ex-refinery cost in June 2009. Oxiteno
reported R$ 2,083 million in net sales and services, up 9%
from 2009, despite the 12% stronger Real, as a result
of the 8% volume growth and the recovery in the average
dollar prices. Ultracargo’s net sales and services totaled
R$ 293 million, down 13% from 2009, due to the sale of the
in-house logistics, solid bulk storage and road transportation
businesses, partially offset by the growth in average storage
in its liquid bulk terminals. Ultragaz’s net sales and services
amounted to R$ 3,661 million in 2010, up 6% over 2009, as
a result of a higher sales volume, an increase in the cost of
LPG used in the bulk segment from January 2010 onwards
and the commercial initiatives and operational efficiency
programs implemented.
Cost of products and services
Ultrapar’s cost of products and services amounted to
R$ 39,323 million in 2010, up 18% over 2009, as a
consequence of the increased volume of operations in all
businesses and the consolidation of Texaco from 2Q09
onwards, partially offset by the sale of the in-house logistics,
solid bulk storage, and road transportation businesses of
Ultracargo. Ipiranga’s cost of products sold amounted to
R$ 34,524 million, up 20% over 2009, as a result of a
higher sales volume, an increase in the share of gasoline
in the product mix, and the increased ethanol costs due
to the lower availability of the product, partially offset by
the decrease in the diesel ex-refinery cost in June 2009.
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Oxiteno’s cost of products sole totaled R$ 1,655 million, up
4% over 2009, as a result of an 8% growth in sales volumes,
a higher unit variable cost in dollars of raw materials,
and extraordinary costs resulting from the maintenance
stoppage of the Camaçari plant, effects partially offset by
the 12% stronger Real. Ultracargo’s cost of services provided
totaled R$ 138 million, down 31% from 2009, despite the
growth in average storage in its liquid bulk terminals, as a
result of the sale of the in-house logistics, solid bulk storage,
and road transportation businesses. Ultragaz’s cost of
products sold amounted to R$ 3,076 million, up 4% over
2009, as a consequence of the 6% increase in the ex-refinery
cost of LPG used in the bulk segment from January 2010
onwards and the higher sales volume.
Sales, general and administrative expenses
Ultrapar’s sales, general and administrative expenses
totaled R$ 1,924 million in 2010, up 9% over 2009, mainly
as a consequence of the consolidation of Texaco from
2Q09 onwards. Ipiranga’s sales, general and administrative
expenses totaled R$ 1,184 million, up 8% over 2009,
as a result of a 17% increase in sales volumes and the
consolidation of Texaco’s sales, general and administrative
expenses from 2Q09 onwards, partially offset by the
implementation of the operational and administrative
synergy plan. Oxiteno’s sales, general and administrative
expenses amounted to R$ 291 million, up 12% over
2009, mainly as a result of increased freight expenses
resulting from higher sales volume and increased
variable compensation, in line with earnings progression.
Ultracargo’s sales, general and administrative expenses
totaled R$ 76 million in 2010, down 13% from 2009, despite
the 20% increase in effective storage, due to the effect of
the sale of the in-house logistics, solid bulk storage, and
road transportation businesses. Ultragaz’s sales, general
and administrative expenses amounted to R$ 375 million,
up 15% over 2009, as a result of increased expenses related
to promotional and sales campaigns and higher personnel
expenses derived from the effect of inflation and an increase
in variable compensation, in line with earnings progression.
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Earnings before interest, taxes, depreciation
and amortization (EBITDA)
Ultrapar’s consolidated EBITDA1 was R$ 1,776 million
in 2010, up 24% over 2009, as a result of EBITDA growth
in all businesses. Ipiranga reported an EBITDA of
R$ 1,073 million in 2010, up 29% over 2009, mainly
as a result of (i) increased sales volumes, (ii) synergy
gains arising from the consolidation of Texaco, (iii) lower
non-recurring expenses related to Texaco’s acquisition,
and (iv) an improved product mix, effects partially offset
by strong fluctuation in the availability of ethanol in the
market. Oxiteno reported an EBITDA of R$ 241 million,
up 41% over 2009, despite the 12% stronger Real, as a
result of the recovery in margins and of an 8% increase
in sales volumes. In 2010, Oxiteno’s unit EBITDA reached
US$ 200/ton, up 49% over 2009. Ultracargo’s EBITDA
totaled R$ 111 million in 2010, up 7% from 2009, as a
result of the growth in average storage in liquid bulk

terminals, partially offset by the effects of the sale
of the in-house logistics, solid bulk storage, and road
transportation businesses. In 2010, Ultracargo’s EBITDA
margin reached 38%, higher than the 31% margin
reported in 2009. Ultragaz’s EBITDA totaled R$ 307 million,
up 9% over 2009, as a result of the recovery in margins,
to which the operational efficiency programs
implemented and the performance in the bulk segment
both contributed, partially offset by increased expenses
with promotional and sales campaigns and by higher
variable compensation, in line with earnings progression.
EBITDA is a commonly used measure that aims to represent our capacity
to generate cash from operations. Among other uses, EBITDA is used as
an indicator in Ultrapar’s covenants related to financings, according to
note 14 of the company’s financial statements. The EBITDA should not be
considered separately, or as an alternative to net income, as a measure of
operational performance, or as an alternative to the operational net cash
flow, or even as a liquidity measure.

1
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Depreciation and amortization
Total depreciation and amortization costs and expenses
amounted to R$ 531 million in 2010, stable in comparison
with 2009, with the increased depreciation resulting from
the consolidation of Texaco from 2Q09 onwards and from
the investments made offset by a revision in the economic
useful life of assets in accordance with Technical Standard
ICPC 10 (from the Brazilian Accounting Pronouncements
Committee), in effect from January 1st, 2010 onwards.
Income from sale of assets
In 2010, Ultrapar recorded an income from sale of assets
in the total amount of R$ 79 million, up R$ 60 million over
2009, mainly from the sale of fixed assets and of the inhouse logistics, solid bulk storage, and road transportation
businesses of Ultracargo, and the receipt related to MaxFácil,
on the back of the increase in Ipiranga’s distribution network
in the last years.
Financial result
Ultrapar reported R$ 264 million of net financial expenses
in 2010, down R$ 27 million from 2009, mainly as a result of
the lower cost of debt. Ultrapar’s net debt to EBITDA ratio
decreased from 1.5 times EBITDA at the end of 2009 to
1.2 times EBITDA at the end of 2010.

Ultrapar’s EBITDA, lower financial expenses and the income
from sale of assets.
Indebtedness
Ultrapar ended the fiscal year 2010 with a gross debt of
R$ 5,396 million, resulting in a net debt of R$ 2,176 million,
practically stable in comparison with 2009.
Relationship with independent auditors
Ultrapar and its subsidiaries’ policies on contracting services
from its independent auditors aims to ensure that there is
no conflict of interest, loss of independence or objectivity,
being based on principles that preserve the auditor’s
independence. In order to avoid any subjectivity in the
definition of the principles of independence in services
provided by external auditors, procedures for the approval
of hiring such services have been established, expressly
defining the services that are (i) previously authorized,
(ii) subject to prior approval by the Fiscal Council/Audit
Committee, and (iii) prohibited.
For the year ending December 31st, 2010, Ultrapar
and its subsidiaries did not contract any service from
their independent auditors that was not directly linked
to the auditing of financial statements.

Net earnings
Ultrapar’s consolidated net earnings reached R$ 765 million
in 2010, up 74% over 2009, as a result of the 24% growth in

KPMG Auditores Independentes has provided external
audit services to Ultrapar since 2007.

EBITDA

Net debt

(R$ million)

(R$ million)
1,776

1,430
281
104
171
830

2009
Ipiranga

307
111
241

2,132

1,073

1.5

2,541

2010
Oxiteno

1.7

2009
Ultracargo

1Q10

2,382

2,398

1.4

1.4

2Q10

Net debt (R$ million)

Ultragaz
1

Last twelve months EBITDA

3Q10

2,176

1.2

2010
Net debt/LTM EBITDA1
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Ultrapar ended 2010 with a market
value of R$ 14 billion, 31% higher
than that of 2009.

31%

appreciation of
Ultrapar’s shares

The greater dynamism of the economy, the benefits from
the investments made and the growth and value creation
potential of its businesses resulted in a 31% appreciation
of Ultrapar’s shares in 2010, one of the five highest stock
appreciations among the companies that are part of the
Ibovespa index in the year. In the same period, Ibovespa
presented a 1% appreciation. At the NYSE, the shares of
Ultrapar presented a 38% appreciation, while the Dow
Jones index appreciated by 11% in the period.
In 2010, Ultrapar declared dividends in the amount of
R$ 429 million, related to the fiscal year of 2010, 54%

higher than that in 2009, representing a 56% payout
over the consolidated net earnings of the year and a
dividend yield of 4% over the average share price in
2010. Ultrapar constantly evaluates its capital needs for
investments and acquisitions and, being assured the
maintenance of a solid financial position, distributes the
proceeds to its shareholders in the form of dividends.
Since its IPO in 1999, Ultrapar consistently distributed
dividends to its shareholders, both in periods of adverse
economic environment as 2008 and 2009 and in
periods of large investments, as 2007 and 2008, years
marked by the acquisitions of Ipiranga and Texaco.
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Ultrapar
First Brazilian
company to grant
100% tag-along rights
to all shareholders

Professional
management with
variable compensation
linked to EVA®
growth targets

Key executives
with a relevant
shareholding
of the company

Capital markets
and alignment
of interests as
instruments for
growth

Ultrapar’s shares ended
2010 with a 31%
appreciation, among
the top five highest
appreciations amongst
the companies of the
Ibovespa index

Ultrapar’s shares
presented an average
annual appreciation
of 29% in the decade,
considering the
reinvestment of
dividends

Ultrapar’s shares ended the decade with an average
appreciation of 21% per year in the period, reflecting
its strategy of sustained growth and value creation.
Considering the reinvestment of dividends distributed in
the period, the yearly average shareholder return in the
decade would have been of 29% per year. In the same
period, Ibovespa, the main liquidity index of BM&FBOVESPA,
presented an average return of 16% per year.
In 2010, the average daily trading volume of BM&FBOVESPA
was R$ 6.5 billion, 23% higher than that in 2009. The average
daily trading volume of Ultrapar shares at BM&FBOVESPA
and NYSE was R$ 33 million, 22% higher than that in 2009.

In 2010, Ultrapar took advantage of the more favorable market
environment to reduce its indebtedness and extend its debt
profile, taking the average cost of its consolidated debt to
levels lower than market references by the end of the year.
Following its philosophy of assuring the transparency, the
reach and the symmetry of information disclosure, more
than 300 meetings with representatives of the capital
markets and interested public were held in 2010 in proper
forums, besides keeping information of interest updated in
its Investor Relations’ website, contributing to the proper
pricing of its shares and to the feasibility of the capital
markets as means of financing the company’s growth.
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Average daily trading volume
(BM&FBOVESPA + NYSE)
(R$ million)

32.9
26.5

27.0

2008

2009

11.8
4.6
2006

2007

2010

Market capitalization

Dividends declared

(R$ billion)

(R$ million)
14
11
429

9
7
4

241

238

2007

2008

279

144

2006

2007

2008

2009

2010

2006

Free float distribution

42%
83%

17%
Dec/06

49%

51%

26%
Dec/07

Brazilians

Jan/081

Dec/08

Foreigners

¹ First month after the Ipiranga shares exchange

2010

12%

16%

15%

16%

88%

84%

85%

84%

Jan/081

Dec/08

Dec/09

Dec/10

Free float distribution

74%

58%

2009

60%

38%

33%

62%

67%

Dec/06

Dec/07

67%

40%

33%

Dec/09

Dec/10

BM&FBOVESPA
¹ First month after the Ipiranga shares exchange
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Ultrapar enters into the new decade
well positioned to capture the benefits
from the economic growth and the
larger scale of operations derived
from the investments made.

Investment
plan for 2011

R$ 1,044

million

Investments in 2010
The more dynamic economic environment in 2010 reflected
in attractive opportunities for all Ultrapar’s businesses. The
organic investments were made focusing on the growth
through scale, technological differentiation, modernization
of existing facilities and productivity gains. The year 2010
was also marked by the capture of synergies from the
acquisition of Texaco and by the initial benefits derived from
the expansions at Oxiteno.

Ultrapar’s investments decision follows a strict policy
under which all the investments are evaluated with the
use of managerial tools, notably the EVA® (Economic
Value Added), metric also used to set the variable
compensation of executives. Besides the deep analysis
and criteria in the conception, the careful implementation
by Ultrapar of the approved investments is key to ensure
value creation.
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Ultrapar’s investments in 2010, net of disposals, totaled
R$ 815 million, of which R$ 848 million were related to
organic investments and R$ 33 million were related to
the sale of the road transportation, solid bulk storage and
in-house logistics businesses, partially offset by the initial
disbursement for the acquisition of DNP.
Regarding organic investments, Ipiranga invested
R$ 383 million in 2010, mainly in the conversion of
unbranded service stations, new service stations, and
renewal and improvement of the distribution network,
in order to strengthen its strategic positioning and to
increase its operating scale. Of the total amounted invested,
R$ 376 million were related to additions to property, plant
and equipment and intangible assets, and R$ 7 million were
related to financing to clients, net of repayments.
Oxiteno invested in 2010 R$ 227 million, mainly in the
expansion of the ethylene oxide unit in Camaçari, which
will be completed in 2011, and in the conclusion of the
expansion of the ethoxylation production capacity at
the Camaçari plant, which started operating in late 2010,
increasing Oxiteno’s ethoxylates capacity by 70 thousand
tons per year.
Ultracargo invested R$ 62 million in 2010, mainly to expand
the Suape terminal, which will add 30 thousand cubic
meters to Ultracargo’s capacity and is expected to start up in
2Q11, and the modernization of its terminals.
At Ultragaz, R$ 157 million were invested in 2010, mainly
in new clients in the bulk segment, which is linked to the
economic performance, and in the renewal of LPG bottles.
In July 2010, Ultracargo completed the sale of its road
transportation, solid bulk storage and in-house logistics
businesses, with a net receipt of R$ 80 million, concentrating
on its liquid bulk storage business. Ipiranga completed
in November 2010 the acquisition of DNP, the fourth
largest fuel distributor in the North region of Brazil, thus
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reinforcing its strategy of expansion to the North, Northeast
and Midwest regions of Brazil, where the consumption
growth rate has been above the national average and the
market share of Ipiranga is lower than that in the South and
Southeast regions. An amount of R$ 47 million was paid in
November 2010 in connection with the acquisition of DNP.
The remaining portion will be paid after the completion
of the calculation of the working capital and indebtedness
existing on the closing date, completion expected to occur
in the first quarter of 2011.

Estimated investments for 2011
Ultrapar’s 2011 investment plan, excluding acquisitions,
amounts to R$ 1,044 million and aims at growth through
increased scale, technological differentiation and productivity
gains, as well as modernization of existing operations. The
increase in investments over 2010 reflects the opportunities
arising from the continued dynamism of the Brazilian
economy and the implementation of strategic initiatives
specific to each business unit.
At Ipiranga, investments will be directed to the expansion
and renewal of its service stations, franchise network and
facilities, focusing the expansion in the North, Northeast and
Midwest regions of Brazil. Out of Ipiranga’s total investment
budget, R$ 520 million refer to additions to property, plant
and equipment and intangible assets and R$ 29 million refer
to financing to clients, net of repayments. At Oxiteno, the
significant reduction in investments reflects the conclusion of
an expansion cycle, with R$ 87 million directed to expansion
projects, mainly the conclusion of the ethylene oxide plant
in Camaçari, adding 90 thousand tons/year to the current
capacity. Ultracargo’s investments will be directed to
expansions in Santos, Suape and Aratu terminals, adding
98 thousand m³ to Ultracargo’s storage capacity, an addition
equivalent to 15% of its current capacity, with start-ups
scheduled for 2011 and 2012. At Ultragaz, investments will
be mainly dedicated to the expansion of UltraSystem (small
bulk), as a result of the higher level of economic activity and
the prospects for capturing new clients, to the expansion and
modernization of bottling facilities and to the replacement of
LPG bottles and tanks.
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Outlook
Ultrapar enters into the new decade well positioned to
capture the benefits from the economic growth and the
larger scale of operations derived from the investments
made, which strengthened its leading position in its
markets and significantly expanded its exposure to the
Brazilian domestic consumption.
At Ipiranga, the perspectives of the continued growth
in the light vehicle fleet derived from the increase in total
wages and the credit availability, combined with the higher
level of economic activity, will continue to boost sales
volume growth. In addition, Ipiranga will continue to focus
on the expansion plan of its service stations network in
the Midwest, Northeast and North regions. Concurrently,
Ipiranga will continue to benefit from its differentiation
and innovation strategy, expanding and diversifying its
products and services portfolio.
At Oxiteno, with an important investment cycle to
be concluded in 2011, the expansion of specialty
chemicals production capacity focused on segments
with a strong growth potential and the expansion of its
ethylene oxide capacity to meet the growing demand for
its products will allow for the continuity of volume growth,

with lower share of commodities in the sales mix and higher
operating leverage.
Ultracargo, now focused on liquid bulk storage, will benefit
from the expansions underway at its terminals, with
significant growth in its storage capacity, from the increased
specialization of services provided, and from the growing
demand for logistics infrastructure in Brazil.
Ultragaz, which had a significant growth in its results in
2010, will continue to reap the benefits from the good
prospects for the bulk segment, in which it is a prominent
leader, and from its strategy of expanding in niche markets.
With higher investments expected for 2011 and potential
acquisitions, Ultrapar enters into the new decade taking
important steps to grow, with a constant focus on value
creation and working adhered to the company’s strategy,
alignment of interests and financial prudence. In addition to
those basic pillars, the new decade is being planned based
on a strategy with increasingly strong presence of innovation
and sustainability, which are key elements in the pioneering
initiatives that Ultrapar adopts in its business segments.

Consolidated investments

Investments – excluding acquisitions

(R$ million)

(R$ million)

978

2,687
773

1,941

129

1,516
815

516

105
79
163

453

105

320

2006

585

44

319

848

167
56

35

2007

2008

2009

2010

178

144

229

222

2006

2007

2008

2009

Ipiranga

Oxiteno

157
62
227

383
2010

Ultracargo

Ultragaz
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