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ULTRAPAR

Ultrapar holds leading position in its markets 
achieved over its 75 years of existence. The 
company operates in the fuel distribution 
business through Ipiranga and Ultragaz, in 
the chemical industry with Oxiteno, and in 
the liquid bulk storage segment through 
Ultracargo. By the end of 2011, Ultrapar had 9 
thousand direct employees and approximately 
80 thousand indirect employees.

The company maintains operations 
throughout the entire Brazilian territory and 
has, through Oxiteno, industrial plants in 
Mexico and Venezuela, as well as commercial 
offices in Argentina, Belgium, Colombia and 
the United States.

In recent years, Ultrapar has followed a 
planned growth and value creation strategy, 
expanding its operational scale, allowing a 
robust and consistent earnings growth. This 
strategy, combined with the resilient nature 
of its businesses, enabled Ultrapar to record 
in 2011 another year of positive performance, 
completing 22 consecutive quarters of EBITDA 
growth, despite the unstable economic 
environment in the period.

Ranked 5th in Fortune 
Magazine’s “World’s Most 
Admired Companies 2012” 
survey in the energy sector 
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ULTRAPAR

Growth of 13% in EBITDA 
and 12% in net earnings  
in 2011

Strong performance of 
Ultrapar’s shares since the 
IPO: 22% annual return, 
with dividends reinvested

This year also represents a milestone 
in the history of Ultrapar. In 2011, the 
company implemented its new corporate 
governance structure, through several 
initiatives and innovative changes in the 
bylaws that, taken together, contributed to 
expanding the frontiers of the governance 
practice in the country. The new structure 
aims to prepare Ultrapar, over the coming 
decades, for obtaining a performance 
similar to that presented since its IPO 
in 1999, enduring the company and its 
growth.

Ultrapar’s shares have been listed at the 
BM&FBOVESPA – São Paulo Securities, 
Commodities and Futures Exchange and 
at the NYSE – New York Stock Exchange 
since 1999. In August 2011, Ultrapar’s 
shares began to be traded in the Novo 
Mercado, a special listing segment of 
the BM&FBOVESPA, with the broadest 
corporate governance rules. This year, the 
company’s shares appreciated by 22%, one 
of the highest appreciations among the 
companies traded on the Ibovespa index.
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In 2011, Ultrapar took decisive steps to deepen the 
alignment of interests among all shareholders and 
to endure the company’s growth. We announced 
a new corporate governance structure that aims at 
positioning the company to continue its trajectory of 
expansion and value creation.

The transaction involved the conversion of preferred 
shares into common shares at a 1-to-1 ratio, in a move 
disconnected from any equity offering or restructuring, 
turning Ultrapar into the largest company of dispersed 
ownership in the country. In this process, we also 
adhered to the Novo Mercado, adopting practices 
that exceed the requirements of this segment, which 
already sets the highest standards of corporate 
governance in Brazil.

Ultrapar’s new corporate governance structure is the 
result of a process of successive developments in 
corporate governance, characterized by innovative 
actions. This trend allowed Ultrapar to have, in recent 
years, a history of solid growth, which has expanded its 
markets and strengthened its leadership positions in 
each market segment that the company operates.

The growth in Ultrapar’s activities was characterized 
by large movements of expansion, through a constant 
search for differentiation in its markets, always based 
on innovation in the definition of new products, in 
the creation of new services or in the opening of 
new markets that Ultrapar companies pioneer. With 
transformative ideas in different fronts of its operations, 
Ultrapar has succeeded in its objective to ensure 
sustainability and solidity in its business.

The shareholders return seen in 2011 has followed 
the trend since the initial public offering: from 1999 
to 2011, Ultrapar shares had an average appreciation 
of 22% per year, with reinvestment of dividends – an 
appreciation much higher than that presented by 
the Ibovespa index. Those who invested R$ 1,000 in 
Ultrapar during the IPO and reinvested the dividends 
distributed, ended 2011 with R$ 11,500, while the 
same investment in the Ibovespa portfolio would have 
resulted in R$ 5,000.

During 2011, we continued to implement initiatives to 
maintain this track record.

At Ipiranga, investments to capture new clients and 
to expand its service stations and franchises network 
boosted sales volume growth, thus increasing its 
operating leverage.

In 2011, Oxiteno concluded an important investment 
cycle that resulted in a significant increase in its 
production capacity. Capacity expansions in recent years 
have been focused on segments that have grown above 
the GDP, and enables Oxiteno to meet the expected 
demand for specialty chemicals in the coming years.

Ultracargo accelerated the pace to expand its terminals 
and, consequently, increase its profitability. The 
expanded terminal in Suape started operations in 2011. 
The expansions of the Santos and Aratu terminals are 
scheduled to start up by mid-2012.

At Ultragaz, investments directed mainly in the bulk 
segment, in which it was the first-mover and it is the 
leader, contributed to the volume growth. These 
investments, combined with the acquisition of Repsol’s 
LPG distribution in Brazil, strengthened its position and 
operating scale.

As a result of its businesses performance, Ultrapar once 
again reached record levels of revenue, EBITDA and net 
earnings. Ultrapar’s net sales amounted to R$ 49 billion in 
2011, an increase of 15% over net sales in 2010. Ultrapar’s 
consolidated EBITDA reached R$ 2,011 million, growth of 
13% over the previous year. Net income, in turn, reached 
R$ 855 million, 12% higher than that in 2010. The net 
debt to EBITDA ratio for 2011 was 1.4 times, maintaining 
the company’s solid financial position.

The achievements of recent years, coupled with 
Ultrapar’s ability to renew and improve itself, prepare the 
company for new advancements in the coming years.

Paulo G. A. Cunha
Chairman of the Board of Directors

Pedro Wongtschowski
Chief Executive Officer MESSAGE

FROM THE MANAGEMENT
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MESSAGE
FROM THE MANAGEMENT

From left to right: Pedro Wongtschowski and Paulo G. A. Cunha.
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KEY INDICATORS AND  

HIGHLIGHTS

SHAREHOLDERS’ RETURN AND 
CAPITAL MARKETS

• Ultrapar implemented a new corporate governance 
structure and converted each preferred share into one 
common share. All shareholders started having the 
same rights in the decisions of the general meetings 
of the company. The company also joined the 
Novo Mercado and implemented mechanisms that 
overcome the high standards of this segment.

• Stock split at a ratio of one share to four shares in 
February 2011. This initiative has had a positive 
impact on the liquidity of the shares, expanding the 
number of trades and the company’s shareholder 
base. Ultrapar’s average daily trading volume in 
2011 was R$ 35 million/day, 5% higher than that in 
2010, considering the negotiations that took place in 
BM&FBOVESPA and the NYSE.

• The shares of Ultrapar presented a 22% and 6% 
appreciation in 2011 at the BM&FBOVESPA and the 
NYSE, respectively, while the respective indexes 
presented an 18% depreciation and 6% appreciation.

• Ultrapar ended 2011 with a market value of R$ 17 
billion, an increase of 22% compared with 2010.

• Dividends declared totaled R$ 525 million, 
corresponding to a 61% payout over 2011 net 
earnings and to a 3.5% dividend yield. In 2011, 
Ultrapar became part of the portfolio of the Dividend 
Index (IDIV) of BM&FBOVESPA, which includes the 
stocks of companies that presented the highest 
dividend yields in the last two years.

• Once more, Ultrapar has been selected to be part of 
the portfolio of the Corporate Sustainability Index (ISE) 
of BM&FBOVESPA, which consists of companies with 
recognized commitment to social and environmental 
responsibility, corporate governance and corporate 
sustainability.

ACQUISITIONS AND INVESTMENTS

• Ipiranga expands its reseller network by 424 service 
stations and 349 new franchises.

• Oxiteno concludes an important investment cycle with 
the expansion of the ethylene oxide unit in Camaçari, 
which added 26% to the total production capacity of 
this product.

• Ultracargo invests in the expansion of 15% of its 
storage capacity.

• In October, Ultragaz acquires Repsol’s LPG distribution 

business in Brazil. 

RESULTS

• Record net sales of R$ 49 billion in 2011, up 15% 
over the previous year.

• Record EBITDA of R$ 2,011 million, 13% higher 
than that in 2010.

• Ultrapar’s net earnings reached the record level 
of R$ 855 million, 12% above the net earnings of 
the previous year.

RECOGNITIONS

• Ranked 5th in Fortune Magazine’s “World’s Most 
Admired Companies 2012” survey in the energy 
sector.

• Awarded Best Corporate Governance in Brazil by 
World Finance.

• Best Corporate Governance in Brazil and Best 
Managed Company in the Chemicals & Petrochemicals 
Sector – Latin America by Euromoney.
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KEY INDICATORS AND  

HIGHLIGHTS
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ULTRACARGO – EFFECTIVE STORAGE
(‘000 m³)

PERFORMANCE UGPA3 X IBOVESPA
(index 100)

ULTRAGAZ – SALES VOLUME 
(‘000 ton)

INVESTMENTS – EXCLUDING ACQUISITIONS
(R$ million)

EBITDA 
(R$ million)

PERFORMANCE UGP X DOW JONES 
(index 100)

OXITENO – SALES VOLUME 
(‘000 ton)

IPIRANGA – SALES VOLUME 
(‘000 m³)

Source:  BloombergUGPA3 Ibovespa
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KEY INDICATORS
IFRS

R$ million (1) 2007 2008 2009 2010 2011

Ultrapar (2)

Net sales and services 19,921 28,268 36,097 42,482 48,661

EBITDA 779 1,079 1,430 1,776 2,011

Net earnings 182 390 441 765 855

Investments (3) 2,687 1,516 1,941 815 1,090

Dividends declared 241 238 279 429 525

Earnings per share (R$) (4) 0.55 0.72 0.82 1.43 1.59

Dividends per share (R$) (4) 0.44 0.44 0.52 0.80 0.98

Number of employees (end of the year) 9,653 9,496 9,429 8,883 9,055

Ipiranga (5)

Sales volume (‘000 m3) 11,169 12,075 17,214 20,150 21,701

Net sales and services 19,416 22,676 30,486 36,483 42,224

EBITDA 417 603 830 1,073 1,330

Investments (3) 166 229 222 383 591

Productivity (EBITDA R$/m3) 37 50 48 53 61

Oxiteno

Sales volume (‘000 ton) 647 567 634 684 660

Net sales and services 1,743 1,926 1,916 2,083 2,409

EBITDA 156 210 171 241 261

Investments (3) 453 516 163 227 107

Productivity (EBITDA US$/ton) 123 202 135 200 236

Ultracargo

Effective storage (‘000 m3) 279 335 461 552 582

Net sales and services 229 283 337 293 267

EBITDA 43 51 104 111 118

Investments (3) 44 56 79 62 108

Ultragaz

Sales volume (‘000 ton) 1,572 1,601 1,589 1,608 1,652

Net sales and services 3,113 3,339 3,441 3,661 3,767

EBITDA 252 211 281 307 282

Investments (3) 129 167 105 157 182

Productivity (EBITDA R$/ton) 160 132 177 191 171

Capital markets

Average daily trading volume (R$ ‘000) (6) 11,780 26,476 26,961 32,953 34,646

Price at BM&FBOVESPA (R$/share) (4) 15.75 12.71 20.03 26.28 32.01

Price at NYSE (US$/ADR) (4) (7) 8.66 5.62 11.73 16.16 17.20

(1) Except where otherwise indicated.
(2) 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.
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“Grupo Ultra was a pioneer 
in the professionalization, 
by ensuring an 
independent management, 
committed to the interests 
of all shareholders. The 
decision to disperse the 
capital must be seen as 
beautiful, be applauded 
and should encourage 
other major companies to 
follow the same path.”
Gilberto Mifano
Former Chairman of the Board of Directors 
of the Brazilian Institute of Corporate 
Governance (IBGC) 

MANAGEMENT 
FUNDAMENTALS
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Innovation in corporate governance aimed 
at sustainability. A model that positions the 
company for new advancements in the 
coming years.

In addition to joining the New Market, 
Ultrapar announced, in a pioneering way, 
the adoption of provisions inspired by 
international standards, which had not been 
implemented yet in whole by any company 
in Brazil.

In 2011, Ultrapar took a significant step towards maintaining 
the virtuous cycle of growth and development experienced 
since the IPO. Its new corporate governance model reflects 
the company philosophy, which blends innovation with 
sustainability in all its activities. Innovation, because once 
again Ultrapar has pioneered the introduction of practices 
that raise the level of corporate governance in Brazil, as 
evidenced by the track record of initiatives implemented by 
the company in this field. Sustainability because it provides 
conditions for Ultrapar to continue its robust trajectory of 
consistent results, paving the way for enduring its business 
and the gains provided to its shareholders, employees and 
other stakeholders in its 75 years of existence.

The pursue for aligning interests was a process built over 
the years and culminated in the new corporate governance 
structure of the company. In the 1970s, Ultrapar opted for 
a professional management, introducing in the company 
a distinction between ownership and management. In 
1984, this process was enhanced with the implementation 
of a deferred stock plan for executives, promoting, in 
an innovative way, the alignment of long-term interests 
between shareholders and executives and the retention of 
those professionals.

Between 1999 and 2001, Ultrapar had important 
developments in improving its corporate governance. It 
was the first Brazilian company to conduct the initial public 
offering simultaneously on the BM&FBOVESPA and the NYSE. 
Ultrapar also pioneered in granting tag along rights to all its 
shareholders, at 100% of the offered value. It also introduced 
a variable compensation scheme tied to value creation goals, 
strengthening the alignment of interests of the professionals 
of the company with those of the shareholders.

In 2003, Ultrapar decided to grant shares to its new 
generation of executives. The following year, the company 
formalized its Code of Ethics and also submitted the 
equalization of dividends of preferred and common 
shareholders for approval by the general shareholders 
meeting, providing the same economic rights for the two 
types of shares. In 2007, the positions of CEO and Chairman 
of the Board were separated. In 2008, the company became 
part of the main market indexes. Lastly, in 2011, Ultrapar 
announced its new corporate governance structure.

To make the new structure viable, the controlling shareholders 
of Ultrapar waived the controlling power, promoting the 
conversion of all preferred shares into common shares at a 
1-to-1 ratio. With this conversion, each share allows one vote 
at shareholders’ meetings and, as such, all shareholders now 
rely on the same economic and political rights. There was no 
goodwill or overpricing in this process, which also had no link 
to any offer of shares or subsequent restructuring, highlighting 
the innovative character of the initiative.

This initiative involved the adhesion of Ultrapar to the Novo 
Mercado, a segment that already sets the highest standards 
of corporate governance in the Brazilian market. Additionally, 
statutory provisions were included, inspired by international 
standards, covering practices that go beyond the requirements 
of this listing segment. The devices employed include those 
originally planned by the BM&FBOVESPA in the proposed new 
regulations of the Novo Mercado, which were not approved 
but make sense for Ultrapar’s current corporate governance.

With the adoption of these practices, Ultrapar aimed at 
strengthening its corporate governance bodies. It was 
established that the Board of Directors of Ultrapar must have at 
least 30% of independent members, while the Novo Mercado 

requires 20%. This measure expands the representation of 
shareholders not affiliated with the company.

Another novelty is the Compensation Committee, whose 
function is to look after the company’s compensation policy, 
aiming to ensure alignment between management and the 
company’s strategy; to ensure that a model of competence 
and leadership prevails to promote the attraction, retention 
and motivation of executives; and to ensure adequate 
preparation of the company for the succession of its 
executives. An Audit Committee was also created, whose 
responsibilities include ensuring balance, transparency and 
integrity of published financial information, through the 
supervision of the company’s financial reports. Currently, 
Ultrapar has a permanent Fiscal Council that also works as an 
audit committee pursuant to the requirements of Sarbanes-
Oxley Act. The Audit Committee will not work whenever the 
Fiscal Council is installed.

12 CORPORATE GOVERNANCE



The company’s bylaws also include the provision of 
mandatory tender offer for the shares of the Company 
(“Tender Offer”) in the event of a relevant acquisition (20% of 
capital) of the company’s shares. The acquirer must conduct 
a Tender Offer to 100% of the shareholders, for the highest 
price per share paid by the acquirer within the last six months, 
that is, free of poison pills, a mechanism that often hinders 
or prevents the change or acquisition of control. The Tender 
Offer for the acquisition of relevant participation is a tested 
model in Europe and is part of the European directive for 
capital markets. The goal of the Tender Offer is to prevent a 
shareholder from acquiring shares enabling such shareholder 
to change the governance and direction of the company, 
without giving other shareholders, who do not agree with this 
new strategy, the opportunity to sell their shares. In addition, 
the bylaws contain no provision limiting voting rights or of 
special treatment of current shareholders.

The creation of the new corporate governance structure is 
part of a process of continuous re-evaluation to verify whether 
the corporate governance standards of the company are 

OWNERSHIP STRUCTURE
Common shares %

Ultra S.A. 128,833,620 24%

Others 415,550,376 76%

Total 544,383,996 100%

tailored to its needs. Ultrapar believed that the time had 
come to look further ahead and ensure that the company 
and its growth endure.

The new structure strengthens Ultrapar by further aligning 
interests, giving the same political rights to all shareholders, 
by definitely separating ownership from management and 
deepening the meritocracy, therefore increasing the ability to 
attract and retain talent.

Additionally, during this process, the then existing barriers to 
a possible follow-on share offering were eliminated, allowing 
Ultrapar to continue to use its shares as currency in the event 
of a significant acquisition.

The growth is now defined by a majority of shareholders. 
Conditions were created for Ultrapar to repeat, in the coming 
decades, the performance and value creation obtained so far.

The adoption of a new corporate 
governance structure for Ultrapar aims at 
continuous value creation by its business, 
allowing it to endure the company and its 
growth.

ANNUAL REPORT 2011 ULTRAPAR 13



The leading position occupied by Ultrapar in its four 
businesses reflects a constant search of the company 
to reinvent itself and find new routes for sustainable 
growth. This movement has ensured a consistent and 
continuous process of expansion, creating value for the 
company and its stakeholders, permeated by principles 
of ethics, transparency, respect for people, and passion 
for the client, in addition to a permanent care for the 
environment.

The effective strategic 
planning and proven 
execution capability, 
associated with innovation- 
and value creation-oriented 
management, are the 
principles that guide Ultrapar 
in its growth trajectory.

MANAGEMENT 
FUNDAMENTALS
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The company’s vision focused on innovation and sustainability 
leverages other features of Ultrapar’s corporate culture, 
providing greater economic effectiveness and materializing 
in the form of consistent value growth over several decades. 
Ultrapar is renowned for its management that is strongly 
focused on results, coupled with prudent financial management 
and discipline in resource allocation. The detailed strategic 
planning, combined with a high capacity for implementing 
planned actions, are the principles that guide Ultrapar on its 
path of growth and value creation.

In 2011, Ultrapar was awarded the Best Corporate Governance 
in Brazil by the World Finance magazine. Additionally, the 
company was ranked the fifth among World’s Most Admired 
Companies 2012 in the energy sector by Fortune Magazine. 
Among the criteria assessed, Ultrapar stood out for quality of 
management, innovation, financial soundness and quality of 
products/services.

The combination of resilient businesses with solid fundamentals 
of management is reflected in the credit rating corresponding 
to investment grade by Moody’s and Standard & Poor’s, which 

at the end of 2011 raised its outlook from “stable” to “positive.” 
Consistent cash generation has enabled Ultrapar to remain 
positioned to keep a continuous growth, enjoying the 
opportunities to expand its activities, organically or through 
acquisitions.

BUSINESS UNITS

As the largest private distributor of fuels in Brazil, Ipiranga 
bases its strategy on differentiation and innovation, through 
the successive launches of new products and services, loyalty 
programs and relationship with its different audiences. 
Initiatives such as the “Posto Ecoeficiente” (Eco-efficient Service 
Station) and the proper handling of waste in the points of 
sales also ensure Ipiranga an outstanding position among its 
peers regarding sustainable actions.

Ipiranga has sought to increase its operating scale to raise its 
competitiveness and profitability. In this sense, its strategy is 
focused on expanding the distribution network, especially 

Shareholders

Fiscal council
Board of directors

Vice-Chairman

Chairman

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

ORGANIZATIONAL STRUCTURE
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in the Midwest, Northeast and North regions of Brazil. These 
markets offer higher growth potential given the regional 
growth in fuel consumption above the national average 
and the lower market share of Ipiranga. Overall, Brazil has a 
significant potential for growth in fuel sales, since it presents 
low car penetration compared to countries with similar levels 
of development. The company has benefited from these 
opportunities and has expanded its service station network by 
opening new stations and by converting unbranded service 
stations into Ipiranga. Unbranded service stations currently 
account for more than 20% of fuel sales in Brazil. In addition, 
the formalization process of the sector, especially in the 
ethanol market, allows for a level playing field where Ipiranga 
can reap even more benefits.

Oxiteno concluded a significant cycle of investments, 
particularly to serve the specialty chemicals segment, 
characterized by high added value and strong demand 
growth in recent years. With this move, the company 
strengthens its competitive advantages and consolidates its 
position in Latin America. The search for competitiveness is 
based in the development of products, which distinguishes 
Oxiteno as one of the companies that most invests in 
innovation in the Brazilian chemical industry. The increasing 
share of natural raw materials in the composition of its 
products is another mark, keeping Oxiteno at the forefront of 
the so-called “green chemistry” in surfactants.

Oxiteno’s internationalization strategy started in 2003 is 
directed towards markets with access to competitive raw 

materials that enable the exchange of product technology, 
processes and relationships established with multinational 
clients. This model was successfully tested in the acquisition 
of Oxiteno Mexico and Oxiteno Andina, markets where 
the company reached leadership positions, attesting the 
competitiveness of Oxiteno. As part of this strategy, Oxiteno 
has sales offices in Argentina, Belgium, Colombia – opened in 
2011 – and the United States. China is the next country where 
Oxiteno will open an office.

Ultracargo remains focused on expanding the operational 
scale of its liquid bulk storage terminals. With an established 
leadership position, Ultracargo has also been benefited by 
the Brazilian economic growth, which boosted the demand 
for infrastructure in the country. Ultracargo is positioned in 
the main ports of the country, which gives it a competitive 
advantage. In addition, Ultracargo specialized in liquid bulk 
that requires special handling in a market that recognizes the 
differentiation – which adds value to its activities.

Ultragaz, which also benefits from the scale of its operations, 
announced in 2011 the acquisition of Repsol LPG distribution 
in Brazil, an acquisition that strengthens its position in the 
bulk LPG segment, which is correlated to GDP growth. 
The acquisition allows economies of scale in logistics and 
management, and also consolidates its leadership in the LPG 
distribution market. Ultragaz has a strong brand, reinforced by 
marketing initiatives that highlight its character as a specialist 
in the segment as a result of its long experience of more than 
seven decades in the industry.
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Paulo Guilherme Aguiar Cunha
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Board members
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Pedro Jorge Filho
Ricardo Isaac Catran

Financial Board
Chief Financial and Investor Relations Officer
André Covre
Corporate Controller
Roberto Kutschat Neto
Director of M&A, Planning and Investor Relations
Rodrigo de Almeida Pizzinatto¹
Director of Treasury and Information Technology
Marcello De Simone
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Executive Board – Ipiranga
Chief Executive Officer
Leocadio de Almeida Antunes Filho
Controller
José Manuel Alves Borges
Chief Marketing Director
Ricardo Carvalho Maia
Commercial Director
Flavio Coelho Dantas
Director of Lubricants
Miguel Lacerda de Almeida
Director of Retail and Marketing
Jerônimo José Merlo dos Santos
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
Development Director
André Luís Polo
Industrial Director
Flávio do Couto Bezerra Cavalcanti
NAFTA Business Director
Todd Nelmark

Executive Board – Ultracargo
Chief Executive Officer
Ricardo Isaac Catran
Controller
João Marcos Cazula
Business Director - North and Northeast
Helano Pereira Gomes
Business Director - South and Southeast
Fernando Sérgio Martins Fontes

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

¹Since 2012

From left to right: Pedro Wongtschowski, André Covre, João Benjamin Parolin, Leocadio de Almeida Antunes Filho, Pedro Jorge Filho and Ricardo Isaac Catran.
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The adoption of an efficient and modern risk 
management model was crucial to ensure the 
performance of Ultrapar in recent years, allowing it 
to identify, prevent and monitor potentially critical 
situations, considering strategic, economic, financial and 
operational aspects.

For Ultrapar, a robust 
system of risk controls and 
risk management is the 
guarantee of a sustained 
growth process, which adds 
value and ensures greater 
safety to decisions and to its 
stakeholders.

MANAGEMENT 
FUNDAMENTALS
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adoption of this model, Ultrapar received the IBGC Award for 
Corporate Governance in the Innovation category.

For 15 years, the company has a Risk Management and 
Financial Investments Committee, composed of the chief 
financial officer, the corporate controller, the director of 
treasury and the executive officers of each business, in 
charge of discussing the general guidelines for financial 
management, such as exposure limits, the risks inherent in 
financial activities and the use of new financial products.

In 2011, Ultrapar formalized a policy for approval and 
monitoring of investments, which includes the creation of an 
Investment Committee, formed by the Ultrapar’s planning 
director, the controllers of the businesses and the advisor 
to the CEO, with the objective of evaluating investment 
projects above certain materiality levels.

For Ultrapar, proper risk management is the guarantee of an 
informed decision-making process, which allows sustained 
growth, adds value and provides greater certainty for the 
stakeholders – employees, shareholders, business partners 
and the community. The lean structure of the company 
facilitates the coordination and monitoring of activities and 
projects, ensuring a greater alignment between planning 
and policies in place.

Ultrapar is compliant with the provisions of the Sarbanes-
Oxley Act and aligned with the best international practices 
of transparency, internal controls and management 
accountability on the company’s information. In 2009, 
Ultrapar developed and implemented an innovative risk 
matrix model to monitor its internal controls, aligning 
the activities of internal and external audit to the needs 
of shareholders and the management. By pioneering the 
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The company maintains comfortable levels of indebtedness 
and cash, allowing it to take advantage of good investment 
opportunities and, at the same time, guarantee financial 
stability even under adverse conditions of the economy. In 
order to ensure less vulnerability, Ultrapar seeks to neutralize 
the company’s exposure to foreign currencies, including its 
assets and liabilities in foreign currencies and the flow of short-
term dollarized sales by Oxiteno.

Risk management is also present in the operational processes, 
with the adoption of strict standards of security to employees, 
the environment, value chain and infrastructure of Ultrapar’s 
companies. Ipiranga, for example, maintains the Programa de 

Comunicação de Risco (Risk Communication Program), through 
which it acts as a mentality change inducer for addressing the 
security issue. This program includes its internal public and the 
communities with which they relate, as well as partnerships 
with Civil Defense, the Fire Department and other government 
agencies. Oxiteno constantly evaluates the environmental 
impacts of its activities, products and services and has a 
Community Advisory Council, a channel of communication 
with neighboring communities.

Aligned with the standards of management for Risk Based 
Process Safety of the CCPS (Center for Chemical Process 
Safety) and in line with best practices of the global chemical 
industry, Oxiteno concluded in 2011 a review of all operational 
risk scenarios of its industrial facilities in Brazil and abroad. The 
implementation of this model increased the rationalization 
of resources and the efforts to mitigate the risk of process 
accidents.

Ultracargo adopts programs and initiatives aiming to increase 
the safety of its terminals, such as the participation in the 
Integrated Emergency Plan of the Brazilian Association 
of Liquid Terminals (PIE/ABTL), created in Santos and 
Guarujá, both in the state of São Paulo, in partnership 
with the Associated Terminals of the Port of Santos and 
other government agencies of the region. To Ultragaz, 
risk management is inherent to its business. The company 
periodically conducts mock emergencies to prevent accidents, 
involving its technical staff and representatives of civil society, 
as well as ongoing educational campaigns for the proper use 
of LPG bottles and their accessories.
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Innovation and 
sustainability are pillars 
of the corporate culture 
of Ultrapar, permeating 
all initiatives adopted in 
its different businesses.

The creativity in adopting new ideas and procedures 
is present in the product definition, development 
of programs or projects for the relationship with its 
stakeholders, as well as in the opening of new markets. 
In Ultrapar, innovation and initiatives for sustainable 
development are carried out, above all, based on 
careful planning, with focus on creating results.

MANAGEMENT 
FUNDAMENTALS
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Among the initiatives that combine innovation and 
sustainability, the Posto Ecoeficiente (Eco-Efficient service 
station), a project developed by Ipiranga, stands out. 
Started in 2007, the program represents a revolution in 
the fuel distribution segment, bringing together a set 
of solutions for services stations that result in reduced 
consumption of natural resources and energy: storage 
and use of rainwater, reuse of water from car washing, 
greater use of natural light, use of more efficient lamps and 
reactors, and use of sunlight to heat water, among many 
others.

The solutions include a new method of construction 
which reduces the amount of lost material. The Eco-
Efficient stations consume, for example, about 35% less 
power, providing cost savings to owners as well as saving 
natural resources. There are currently 60 service stations 
in operation under this concept, and projects for another 
200 stations have already been approved. Always seeking 
further improvement, Ipiranga has been developing a 
second generation of Posto Ecoeficiente. In the next 36 
months, 15 pilot stations are planned to be built.

Following the trends of a society increasingly connected 
to the internet, Ipiranga has diversified sales channels 
for products and services associated with its network, 
once again in an innovative way. A “digital offensive” was 
launched, transferring to the internet the concept of multi-
offers, well-known in its service station network. With this 
initiative, the Ipiranga portal (www.ipiranga.com.br) now 
integrates all initiatives into one digital sales platform.

In 2011, the new portal also started a virtual wine cellar, 
Shopvinhos.com, linked to the Km de Vantagens loyalty 
program. It is a virtual store with 2,500 wine labels available, 
offering discounts to the loyalty program customers. Lances 

de Vantagens, an auction site dedicated exclusively to 
customers registered in the Km de Vantagens program, was 
also released in the portal. The website allows customers to 
exchange loyalty program points for bids to participate in 
the auction.

In 2011, the Posto Virtual (Virtual Service Station) concept 
was also launched, an innovative project that permits the 
sale of fuel credit vouchers over the internet. The service 
provides more convenience for the average consumer and 
may serve as a fuel spending control tool, for those who 
own a small vehicle fleet or hire private drivers, for example.

Oxiteno is differentiated in the chemical sector by the 
investments and structures built for innovation. In 2011, 
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seven patent applications were filed. The company 
has approximately 6% of its staff directly involved in 
the development of new alternatives for products and 
processes. It has the support of a scientific council, 
composed of leading experts in surfactants in the world. In 
2011, for example, the company developed new adjuvants, 
emulsifiers and solvents that allow the formulation 
of pesticides that are less harmful to people and the 
environment. Novelties are part of Oxiteno’s positioning 
in the agribusiness segment. Besides worrying about 
the stability of agrochemical formulations, the company 
now offers its customers solutions that enable greater 
productivity in the field and reduced levels of toxicity.

The cosmetics and detergents segment, which has 
benefited from income growth in Brazil and has innovation 
as the basis for competitiveness, constantly demands 
differentiated components to be added to new products. 
This fact requires Oxiteno’s proximity to its customers 
to meet the specific needs. In this segment, Oxiteno 

stood out in 2011 by supplying ingredients used in the 
manufacturing of shampoos, conditioners and hair dyes to 
multinational corporations of the cosmetics segment.

In 2011, Oxiteno went ahead with the differentiation 
strategy based on developing products heavily based on 
innovation and on a comprehensive view of sustainability. 
The company adopts a concept named Greenformance 
for the development of products, which involves (i) the 
replacement of synthetic and petrochemical derivatives 
inputs by green raw materials, (ii) the development of 
biodegradable and concentrated formulations that require 
less consumption of energy, water and packaging in its 
manufacture, and (iii) the design of smooth formulations, 
presenting no danger to the health and welfare of the 
consumer. In 2011, 24% of the raw materials used in Oxiteno 
were obtained from renewable sources (mainly palm kernel 
oil, ethanol, sugar and soy oil) and the company undertakes 
continuous efforts to increase this rate, developing research 
aimed at the replacement of oil derivatives.
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Within the Greenformance concept, Oxiteno invests in 
the development of solvents and “green” surfactants used 
in the formulation of paints for cars, wood, printing and 
architecture, adopting new technologies in the application 
process and raw materials derived from renewable sources. 
Another development on this line is the replacement 
of aromatic solvents by oxygenated products – such as 
Ultrasolve M 1200, which has applications in plastic package 
printing with high yield and a reduction in evaporation loss.

In 2011, Oxiteno launched in the U.S. market the new Alkont 
EL 3645, a liquid thickener applied in the cosmetic industry, 
manufactured by the company in Mexico, which has as an 
attribute the possibility of being cold formulated, saving 
energy in the production process.

In 2011, Ultracargo intensified its efforts to strengthen its 
strategy to foster innovation with the implementation of 
an open innovation system, in which group creativity is 

encouraged. Ultracargo launched in March the Programa 

INOVE (INOVE Program), designed to disseminate the culture 
of innovation, not only among its employees, but also 
involving a network of external relationships. The goal is to 
develop skills in order to create a propitious environment 
to creative and innovative process. The first action of INOVE, 
Battle of Concepts, launched an interactive portal to generate 
creative ideas that bring together companies and university 
students through a competition. Another initiative of the 
INOVE program is the Innovation Corp, jointly developed 
with Insper for post-graduate and MBA students. The winning 
team in 2011 beat 34 teams from 22 educational institutions 
across the country. The winning project proposed that the 
company establishes partnerships with private port terminal 
operators to increase its current client portfolio and reduce 
logistics costs. In addition, the program Rede de Ideias (Ideas 
Network) was created for the internal public, to encourage 
employees to contribute with creative and transformational 
ideas for the company’s development.
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The innovative spirit is the basis of differentiation strategy 
in Ultragaz, based on constant adaptation in the forms 
of relationships with consumers, which in recent years 
involved adopting different communication channels 
and creating different payment methods for LPG bottles, 
maintaining its focus on providing convenience to its 
customers.

Ultragaz introduced ordering systems through the internet 
and SMS, expanding its range of payment methods. Ultragaz 
trucks are equipped with Paga Fácil Ultragaz (Ultragaz Easy 
Payment), which allows remote payment using credit and 
debit cards, in addition to offering mobile credit recharging. 
Another initiative is the Vale-Gás – a voucher that the 
consumer buys in advance and uses at the time of purchase. 
Further to providing greater convenience to customers, 
contributing to their loyalty, these initiatives are showing an 
effective impact on Ultragaz sales.

Innovation is also present in Ultragaz efforts to differentiate 
itself from the competition by developing new products. 
In February, Ultragaz launched Demexx, the commercial 
name for the propellant gas DME (dimethyl ether), used in 
aerosol composition. Demexx is produced in Brazil through 
a partnership between GPC Química and Ultragaz. Demexx 
does not harm the ozone layer and reduces the emission 
of volatile organic compounds (VOCs), once it allows the 
replacement of solvents by water in the production process.

Another innovative initiative is the company’s Flex Individual 
Measurement System (IMS), a project that has allowed 
the expansion of individualized measurement service in 
condominiums throughout Brazil. Since its inception in 
2010, a growth of approximately 40% was recorded in the 
number of condominium customers based on this system, 
which brings benefits to consumers living in residential 
condominiums, allowing the issuance of individual bills.
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One of the pillars of Ultrapar 
is the virtuous relationship 
that the company maintains 
with different audiences, 
thanks to a policy based on 
ethics, transparency and 
sharing principles, objectives 
and goals, and guided by a 
strategy strongly marked by 
the pursuit of sustainable 
development.

MANAGEMENT 
FUNDAMENTALS
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The programs and projects developed 
for people management at Ultrapar are 
structured in three main lines: personal 
development, knowledge retention and 
welfare at work.

Besides training, Ultrapar’s businesses adopt programs for 
the welfare of employees and their families. Ipiranga has the 
Programa Viva Mais (Living More Program), which mobilized 
more than 580 employees who joined the road running 
races in recent years. The Oxiteno sports associations 
promote sports activities such as soccer championships, 
and social events such as tourism excursions and dinners. 
Ultracargo created the program Bem + (Well +), which 
has the welfare of employees as its objective and unites 
several actions such as participating in road running races, 
preventive health campaigns, with vaccinations and 
cholesterol combat, in addition to healthy eating tips. Since 
2007, the Viver Bem (Living Well) program at Ultragaz aims to 
promote health actions and ensure the wellbeing of all. After 
a survey in 2008, which assessed the health characteristics of 
the internal public, Ultragaz has annually been conducting 
formal actions related to workplace exercises and preventive 
health campaigns in hypertension, dengue fever and 
influenza.

Ultrapar generated value added of R$ 3,4 billion in 2011 
and R$ 3,2 billion in 2010, distributed as follows

PEOPLE MANAGEMENT

Continued investment in its professionals allows the 
development of leaders in Ultrapar and offers opportunities 
for improvement and professional growth, recognition 
of technical expertise and commitment to organizational 
values, in order to achieve results and sustain the company 
growth. By the end of 2011, Ultrapar had 9,055 employees.

The investment in developing and retaining top talents is 
a strong component of Ultrapar’s strategy. The programs 
and projects for the management of people are structured 
into three basic lines: training and development, knowledge 
retention and welfare at work. Each year, Ultrapar selects 
around 300 young professionals in the market, distributed 
between the four businesses and the Corporate Center, 
integrating a work of professional development with the 
distinction of performing in different areas of learning, 
allowing exchanges of knowledge and a broader view of the 
route to follow in the professional life.

A valuable tool in people management is the job rotation 
among areas, expanding the possibilities for career 
development. The organizational structure of Ultrapar 
provides opportunities for movement of people between 
different areas of the company. In addition to expanding 
the scope of the employees’ development, this allows the 
dissemination of the best practices among the company’s 
businesses and knowledge exchange.
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PEOPLE MANAGEMENT – MAJOR 
INITIATIVES IN 2011 

. Programa Geral de Treinamento da Ipiranga (Ipiranga’s 
General Training Program): prepares leaders and allows 
technical update sessions, aligning requirements with 
the strategic plans of the company, as well as providing 
expertise in areas such as environment and legal. 
Annually, 64% of the Ipiranga staff goes through several 
programs, including behavioural, technical and business 
management training.

. Modelo de gestão integrada da Oxiteno (Oxiteno’s 
integrated management model): addresses the needs 
generated by the internationalization process, thus 
ensuring a unique organizational culture in different 
countries, cultures and languages. There is a clear and 
detailed policy of expatriation offering full support and 
security for employees and their families in the transfer 
process, assisting in matters such as establishment of 
housing and schooling for children. This policy aims to 
create opportunities for growth and development, and 
promote the exchange of best practices, accelerating 
integration between the units of Oxiteno.

. Portal do Saber da Ultracargo (Ultracargo’s Knowledge 
Portal): long-distance learning system created in 2010, 
which relies on content produced by the universities of 
Chicago and Harvard, and the participation of executives 
from large multinational organizations. The professionals 
who participate in the project receive content in video, 
seminars, podcast, and text formats.

. Academia Ultragaz (Ultragaz Academy): a corporate 
university elaborated through partnerships with Fundação 

Getulio Vargas, Fundação Dom Cabral and Fundação 

Instituto de Administração (FIA). The courses cover a wide 
range of subjects, from technical training, postgraduate 
and masters programs to even languages. In 2011, the 
Academia Ultragaz provided around 36 thousand hours of 
training to more than 5,500 participants.

. Programa de Desenvolvimento de Lideranças – PDL 
(Ultrapar’s Leadership Development Program): training 
of Ultrapar managers and coordinators aimed at expanding 
the capacity of professionals to take on new challenges 
within the company and ensure succession movements. 
The PDL for professionals in the Corporate Center began in 
2011, with the participation of 28 employees in more than 
400 hours of training
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CLIENTS

The pursuit of excellence is also present in the relationship 
with the client base. Passion for the client is in the essence 
of the businesses, and it moves the company to strive to 
learn more deeply the needs of their consumers, worldwide 
trends, and to anticipate demand, bringing innovative and 
sustainable products and services to the market.

Based on ethics and care with the quality of the products sold 
in its network, Ipiranga maintains the Fuels Quality Control 
Program, with initiatives aimed at certifying and guaranteeing 
the origin and purity of its products. Ipiranga has a Quality 
Label, which certifies the quality of the products in its network. 
In case of irregularities, the service station loses certification 
and, after that, it loses the right to use the Ipiranga brand. At 
the service stations, checks are conducted onsite by Quality 
Assurance Vehicles that visit the network sites with control 
and measuring equipment, analyzing collected fuel samples.

Oxiteno has increasingly developed initiatives with its clients 
to offer more sustainable solutions, which were reinforced 
after the start up of the oleochemical unit at the end of 2008. 
The oleochemical plant uses renewable raw material from 
vegetable oils for the production of fatty acids, fatty alcohols 
and glycerin. These products have a wide application range in 
the cosmetics and detergent markets. 

Ultracargo conducted major investment projects in 
partnership with clients in 2011, particularly the expansion 
of the terminal in Suape, which came into operation in the 
second half of 2011 to meet the specific needs of a client who 
participated in the design and format of the project.

Ultragaz conducts periodic surveys in order to verify the 
degree of customer satisfaction with its products and services. 
In the residential market, the surveys occur every six months 
with the final consumers. The company also periodically 
checks the satisfaction of its resellers. Three surveys are 
carried out in the corporate market, two monthly and one 
on a semester basis, whose results are used in the search for 
continuous improvement. For Ultragaz to be considered a 
“good provider”, the Customer Satisfaction Index (ISC) must 
reach a value equal to or greater than 80%. In the case of 
assessments below this percentage, quality analysts should 
intervene, verifying any non-compliance and performing 
corrective, preventive and improvement actions. In 2011, the 
company obtained 86% of approval.
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250 retailers and 360 franchisees joined the two programs. 
Ipiranga also extends to the service stations’ employees, 
internally called VIP (Ipiranga pump attendants), a program 
focused on motivation and relationship to improve customer 
service in the service stations network. Special mobile units 
that circulate throughout the country support the trainings, 
equipped with audiovisual devices and teaching materials, 
allowing the training of VIPs in their own place. In 2011, more 
than 16 thousand VIPs were trained.

Ultragaz promotes training and development of its 4,400 
resellers with the support of the Academia Ultragaz (Ultragaz 
Academy), which offers several training programs for its 
resellers since 2007, among them the “Academia Ultragaz – 

Especialista em Atendimento” (Ultragaz Academy – Specialist in 
Customer Care). The program has already received recognition 
awards such as Marketing Best Sustainability and Top Social 
ADVB (Association of Sales Officers in Brazil).

Oxiteno and Ultracargo are signatories to the ABIQUIM 
Responsible Care program, by which they base their 
relationship with suppliers on social and environmental issues.

SUPPLIERS AND RESELLERS

Sharing principles and results is the philosophy of Ultrapar 
when dealing with suppliers and the reseller network. The 
company believes in well-structured partnerships developed 
based on values such as ethics, sustainable financial results, 
quality, safety and social and environmental responsibility. 
As such, the strict standards of Ultrapar also permeate the 
requirements to suppliers regarding the quality standards of 
its processes, products and services, including compliance 
with social and environmental rules in the supply chain.
 
Ipiranga develops many initiatives to strengthen the 
relationship with resellers and their teams. The Programa de 
Gestão de Revenda (Management Program for Resellers), 
aiming to promote quality management, aligned to the 
company’s standards of excellence, and the Programa de 
Gestão de Negócio de Varejo (Retail Business Management 
Program), directed to franchisees of am/pm and Jet Oil, are 
offered through the Programa Geral de Treinamento a Clientes 
(General Program of Customer Training). In 2011, about 
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In 2011, Ultrapar held a 
program of communication 
and dissemination of the 
sustainability theme among 
its employees, with a series 
of initiatives to engage and 
train people.

Ultrapar has made significant progress in promoting 
sustainability, including the establishment of a 
Sustainability Committee and the creation of the Ultra 
Sustainability Model, establishing an alignment of its 
strategies for sustainable development and generating 
multiple benefits across the zone of influence of its 
activities. This model includes a set of guidelines 
established for its activities to ensure the sustainable 
management of its businesses and benefits to all its 
stakeholders.

MANAGEMENT 
FUNDAMENTALS

36



37



• To value the culture of citizenship and 
ethics in business;

• To safeguard the integrity of the 
corporate governance model, particularly 
the treatment and transparency of 
relevant information and the continued 
management of risks and opportunities;

• To keep and improve financial capacity, 
flexibility, and operational excellence, so as 
to minimize the vulnerability to economic 
fluctuations, seeking growth opportunities 
in each of its business segments;

• To offer products and services that meet 
clients’ and consumers’ needs and 
expectations;

• To keep active representation in trade 
associations and a good relationship with 
public bodies in order to enhance and 
strengthen businesses;

• To keep a state of readiness, awareness and 
education for the permanent appreciation 
of economic, environmental, and social 
sustainability;

• To support, disseminate, and integrate the 
UN Global Compact principles related to 
Human Rights, Labor Rights, Environmental 
Protection, and Anti-Corruption Practices, 
in all their forms, into the organizational 
culture;

• To value employees by encouraging 
professional growth and quality of 
life, improving work environment and 
conditions;

• To act selectively as an agent of progress 
of neighboring communities and society, 
through culture dissemination, education, 
and social inclusion initiatives;

• To adopt policies to keep the excellence 
in health, safety, and environmental 
standards;

• To identify, control, and mitigate risks 
inherent in the business through risk 
management and crisis management 
policies and practices in the operational, 
regulatory, environmental, tax, legal, and 
social areas;

• To promote the management of 
greenhouse gases in order to mitigate their 
effect on climate changes;

• To prepare periodic reports on 
sustainability, considering its economic, 
environmental, and social dimensions.

ULTRA SUSTAINABILITY MODEL
GUIDELINES
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As part of these guidelines, Ultrapar established a program 
of communication and dissemination of the sustainability 
theme for the internal public. The program included the 
preparation of a report with indicators, which are now 
monitored on a consolidated basis, and disclosure of the 
initiatives developed throughout the year. The report meets 
the requirements for level C application under the criteria set 
by GRI (Global Reporting Initiative). Other actions that have 
been implemented include the launch of monthly videos 
explaining the pillars of the sustainability model, explanatory 
leaflets about the subject, inclusion of information in the 
intranet, development of a system to capture information on 
sustainability indicators and training of professionals.

SOCIAL PERFORMANCE 

Ultrapar and its businesses develop programs and projects 
aimed at enhancing the relationship with the communities 
where they operate through actions directed primarily to the 
promotion of education, culture and professional training. 
The company’s goal is to help promote inclusion and social 
development of communities.

For a decade, Ultrapar develops the Projeto Formare (Formare 
Project), through which it offers low-income young students 

from the Bela Vista region in São Paulo – neighbourhood of 
the corporate headquarters – vocational and free training 
courses, contributing to their integration into the labor market. 
By 2011, the initiative had already been extended to 185 
young students, who left the program qualified to work as 
administrative and sales agents.

With the purpose of encouraging book reading in Brazil, 
Ipiranga maintains the Programa Semeando Cidadania 
(Sowing Citizenship Program), developed in partnership with 
Fundação DPaschoal, which enables the production of books 
about ethics, respect, cooperation and diversity. Since the 
project began in 2004, more than 1.3 million books have been 
distributed in public schools and other institutions, benefiting 
more than 900 thousand students in 21 states of Brazil.

Oxiteno keeps open doors to the community as a way to 
disclose its actions on sustainability. In 2011, for example, 
the Triunfo plant received visits from chemical engineering 
students of the Pontifícia Universidade Católica do Rio Grande 
do Sul to show the safety and accuracy of a petrochemical 
industry. The Camaçari (BA) plant, in turn, opened its doors to 
welcome mechanical and mechatronics engineering students 
from Universidade Salvador (UNIFACS).

Together with a group of companies, Ultracargo developed 
the project Polo Cidadania (Citizenship Complex), which 
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launched initiatives to provide assistance to 6 thousand 
residents of communities around the Camaçari complex. 
The project provided emergency training, in order to 
prepare the community for any occasional accidents, and 
recommendations for safety practices at home. Another 
important project was the Prêmio Comunidade em Ação 
(Community in Action Award), developed in Baixada Santista 
– coastal region in the state of São Paulo – together with 
the A Tribuna newspaper. Ultracargo awarded 4 projects of 
social action that are based on volunteerism and assistance 
to communities.

Ultragaz takes advantage of the widespread reach of its 
operations, which serves an average 11 million households 
per month, to take educational campaigns to communities. 
In partnership with the Federal Government, the Ministry 
of Health and the Childhood Brazil NGO, it benefited 16 
million people, over a period of 12 months of operation, 
by providing information about AIDS as well as on curbing 
sexual exploitation.

ENVIRONMENT AND SAFETY

At Ultrapar, relations and interactions with the environment 
are important elements of its operational excellence 
strategy. The company’s environmental policy is structured 
around activities aimed at reducing emissions of greenhouse 
gases (GHG) and consumption of water and energy, and 
the treatment of waste produced in its units. With the 
Monitoring and Reduction of Air Emissions Program, Ultrapar 

companies completed their inventories of GHG emissions in 
order to identify opportunities to promote the reduction of 
these emissions. 

At Ipiranga, monitoring emissions of GHG is already a 
consolidated activity. In 2011, more than 3 million data of 2010 
emissions in more than 73 operating units were analyzed.

One of the Ipiranga’s most innovative initiatives was the 
launch of the Zero Carbon Card in 2007, the first credit card in 
Brazil to allow the consumer to neutralize its carbon emissions 
from burning fuel. Since 2011, Ipiranga started to offset double 
the emissions from the holders of this card. More than 30 
thousand consumers made use of this credit tool until 2011, 
allowing the planting of 90 thousand trees, which represents 
neutralization of 40 thousand tons of CO

2
 emissions.

At Oxiteno, two projects were designed to allow the use of 
residual gas originated in the partner companies to generate 
thermal energy to be used by the company. Before that, the 

TOTAL EMISSIONS - SCOPES 1 AND 2  
(in thousand metric tons of CO

2
 equivalent)

2009 2010 20111

Ipiranga 73.4 83.5 84.4

Oxiteno 489.4 548.4 561.3

Ultracargo 6.5 10.2 7.4

Ultragaz 18.5 18.6 18.8

Total 587.8 660.7 671.8

OXITENO 
Share of renewable raw materials 
in total raw materials used

EXPENSES IN HEALTH, SAFETY AND 
THE ENVIRONMENT 
(R$ million)

18%
20%

24%

8%

2007 2008 2009 2010 2011

15%
101.5

108.4 108.0

62.8

2007 2008 2009 2010 2011

73.7

¹ Preliminary data
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SOCIAL BALANCE SHEET 2011

1) Calculation base Amount (R$ ‘000)

Net sales and services (NSS) 48,661,304 

Operating profit (OP)  1,451,999 

Gross payroll (GP) 568,657

2) Internal social indicators Amount (R$ ‘000) % of GP % of NSS

Compulsory social charges 204,493 36.0% 0.4%

Employee profit sharing  131,372 23.1% 0.3%

Health, safety and medicine in the workplace 67,148 11.8% 0.1%

Food  59,411 10.4% 0.1%

Private pension  22,423 3.9% 0.0%

Others 58,299 10.3% 0.1%

Total - Internal social indicators  543,146 95.5% 1.1%

3) External social indicators Amount (R$ ‘000) % of OP % of NSS

Contributions to society 10,947 0.8% 0.0%

Taxes (excluding social charges) 724,286 49.9% 1.5%

Total - External social indicators  735,233 50.6% 1.5%

4) Environmental indicators Amount (R$ ‘000) % of OP % of NSS

Total investment in the environment  40,831 2.8% 0.1%

residual gas was burned in flares. The reduction in global GHG 
emissions resulting from these projects was 113,090 tons in 
2011, equivalent to a reduction of nearly 20% of its emissions.

In Oxiteno’s Mauá unit, a selective waste collection program 
was implemented. The company has a separate collection for 
kitchen waste and the administrative area, as well as collection 
of industrial residues, allowing its processing whenever 
possible.

Oxiteno also joined the Roundtable on Sustainable Palm 
Oil (RSPO), an international body that certifies the use of 
sustainable standards for palm kernel oil producers that supply 
the product to Oxiteno.

Ultracargo is developing a project to reuse rainwater in its 
terminal in Santos, scheduled to be concluded in 2015. Started 
in 2009, the project will avoid that pure water be used for 

internal and external washing of pipes and tanks and the 
operation of its firefighting system. Therefore, Ultracargo 
expects to reduce water consumption by 45% in the Santos 
terminal.

Ultragaz formed partnerships that resulted in a significant 
improvement in the LPG bottling line: the modernization of 
the nozzles of the filling system. The initiative eliminated the 
escape of gas during the disconnection of the nozzle from the 
bottle. In addition to reducing loss of LPG, this innovation also 
ensures a healthier environment for workers involved in the 
process.

Another important initiative was the adoption of reusing 
water from the containers washing process, through the 
deployment of a closed-circuit water treatment, which 
generates water savings estimated at about 100 thousand 
cubic meters per year.
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Ipiranga is the second largest fuel distributor in Brazil, with 
21% market share. The company also owns the largest 
convenience stores network in the country, am/pm, which 
is already ranked as the second largest retail chain in Brazil in 
number of point of sales, with approximately 1,200 stores. Its 
strategy is based on differentiation through a wide range of 
products and services and loyalty of customers and resellers, 
with a series of innovative initiatives, and on expanding its 
distribution network.

Ipiranga continued in 2011 
its trajectory of solid earnings 
growth. Ipiranga’s EBITDA 
presented an increase of 24% 
in the year compared to 2010, 
influenced by the network 
expansion and the continued 
growth of the Brazilian economy, 
together with the expansion of the 
light vehicle fleet.
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In 2011, the continued growth of the vehicle fleet in Brazil, 
economic growth and investments to capture new clients and 
to expand the service stations network, boosted growth in 
sales volume, with consequent higher operating leverage.

Ipiranga focused its expansion in the Midwest, Northeast and 
North regions of Brazil, continuing its strategy of obtaining 
economies of scale in these regions, where it has a market 
share of 12%, lower than the 26% market share it has in South 
and Southeast. In addition, the consumption growth rate 
in Midwest, Northeast and North regions has been higher 
than in the remaining market, with prospects for continued 
development. In 2011, this growth reached 6%, above the 
national average growth of 4% recorded in the period.

Another fact that shows the potential of these regions is 
the low penetration of light vehicles, which is currently at 
a level of 8% of the population. In the South and Southeast 

regions, about 21% of the population own a car. Another 
growth potential in this segment is the large presence 
of unbranded service stations – resellers who are not 
associated with any distributor – which represent 26% of 
the volume sold in this market.

Therefore, the environment is inviting for expansion 
through the conversion of unbranded service stations and 
the opening of new ones, in addition to acquiring networks 
and regional distributors. In 2011, thanks to this strategy, 
Ipiranga added 424 units to the 5,662 service station 
network with which it ended 2010.

Regarding the differentiation strategy by increasing the 
supply of products and services, Ipiranga has created, 
in a pioneering way, businesses that complement its 
fuel distribution activity, helping to add value to its core 
business and strengthening customer relationship.
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The number of am/pm stores was increased by 17% to 1,203 
franchises in 2011. In parallel, the am/pm network added 24 
new bakeries – an initiative that has proven advantageous 
for Ipiranga’s strategy once it increases traffic in service 
stations.

Ipiranga’s lubricant changing service, Jet Oil, also presented 
growth in the number of units in 2011. The Jet Oil network 
has 874 franchises, representing an increase of 24% in 
the year. In 2011, Ipiranga focused on an initiative with 
similar features, but designed to capture value from the 
considerable growth of the motorcycle market in Brazil: the 
Jet Oil Motos network.

Another point of Ipiranga’s retail and customer loyalty 
strategy, which continued to show good results in 2011, 
was the Km de Vantagens loyalty program. The program, 
created more than two years ago with the main objective 
of promoting customer loyalty, already has approximately 
8 million members – representing an increase of 58% 
compared to the number of participants at the end of 2010.

The program covers all products and services offered by 
Ipiranga, allowing the participant an accumulation of points 
for each purchase, which can be redeemed for discounts or 
rewards. In 2011, Ipiranga continued to seal partnerships to 
further diversify the opportunities available through the Km 

de Vantagens program, such as the partnership made with 
the group buying website Peixe Urbano, which allows Km de 

Vantagens program participants to have additional discounts 
to those already granted by Peixe Urbano.

It is also part of the company’s strategy a business vision 
based on sustainability, with the adoption of measures that 
allow customer welfare and reduction of environmental 
impact of the activities of Ipiranga and its resellers. The 
commitment to sustainability is present in the daily activities 
of the company, from small initiatives to far reaching actions.

In recent years, Ipiranga expanded the scope of the Ipiranga 
Environmental Management System for Facilities and 
Terminals, which already exists for more than a decade, 
transforming it into SIGA + (Ipiranga’s Management System 
Applied to Safety, Health, Environment, Quality and Social 
Responsibility). In addition to monitoring and analyzing 
the environmental management of Ipiranga’s facilities and 
terminals, this tool controls, since 2010, security, health, 
quality and social responsibility practices. This system is 
based on international standards and aims at providing a 
world-class management tool for Ipiranga’s units.

LIGHT VEHICLES FLEET 
(million vehicles)

CAR PENETRATION 
(% of population)

IPIRANGA – EBITDA 
(R$ million)

Source: ANFAVEA
¹ Fleet of 2011 estimated based on the number  
of vehicles licensed in the year

27.5 29.8
23.7

32.0

2007 201112008 2009 2010

25.5

Source: ANFAVEA – 2009, except Brazil (2010)

36%

50%

22%
16%

ArgentinaBrazil Mexico South 
Korea

Poland

28%

830

1,073

417

1,330
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IPIRANGA – SALES VOLUME 
(‘000 m³)

17,214
20,150

11,169

21,701

2007 20112008 2009 2010

12,075   
Diesel

Others

Otto Cycle 
(gasoline, 
ethanol and 
NGV)

6,591

4,262
9,208

4,715
7,485

7,044

9,277 
11,032

8,653

12,069
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Ipiranga’s terminals

Joint operated

LOGISTICS DISTRIBUTION INFRASTRUCTURE

Ipiranga also continued the effort to strengthen its brand 
through promotional campaigns and sponsorships. The 
media campaign achieved excellent rates of recall, helping 
Ipiranga to stand out among the brands most remembered by 
Brazilians, according to a survey of TNS Global.

To expand membership in the program Km de Vantagens, 
Ipiranga launched promotions “Acelere na Indy,” sorting Indy 
car’s rides in the IndyCar Grand Prix of São Paulo, and “Prêmio 

todo dia” with the distribution of hundreds of iPhones and 
iPads to program members.

Within sports, Ipiranga extended the sponsorship to the 
motorsport categories. In car racing, Ipiranga sponsored Bia 
Figueiredo, the first Brazilian woman to race in IndyCar, and 
Thiago Camilo, who was the frontrunner for a long period 
during the Stock Car championship 2011. In two wheels 
category, the pilot Joaninha, FMX Ipiranga team member, 
became a five-time Brazilian winner. In Motocross, Adam 
Chatfiel won The Brazilian Superleague CRF MX2 with Ipiranga 
Honda IMS team.
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Oxiteno is the only producer of ethylene oxide in Brazil 
and also the only company to produce fatty alcohols in 
Latin America. The company has grown in recent years at 
a rate higher than the growth of the Brazilian economy, 
due to the nature of the markets served by Oxiteno. 
Among these markets, cosmetics and detergents, 
pesticides, agribusiness, petroleum and paints and 
varnishes for the civil construction and automotive 
industries stand out. Considering the characteristics 
of the Brazilian economy and stage of development 
of the country, these markets have presented strong 
performance, growing quite above GDP growth, with very 
promising prospects.

In 2011, the strategy adopted 
by Oxiteno led the company 
to an 8% EBITDA growth over 
the previous year, besides 
concluding an important 
expansion cycle in the period.
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Thanks to the internationalization process started in 2003, 
Oxiteno has industrial plants and sales offices in Latin America, 
Europe and the United States. The company has industrial 
plants in Mexico and Venezuela, where it already enjoys 
market leadership in specialty chemicals, and has sales offices 
in Argentina, Belgium and the United States. In 2011, Oxiteno 
continued its internationalization, by strengthening its 
commercial structure in Latin America through the opening 
of an office in Colombia. The next step will be to install an 
office in China. The internationalization process allows the 
establishment of commercial relationships, exchange of 
technology and access to raw materials at low cost.

In August 2011, Oxiteno concluded the expansion of the 
ethylene oxide unit in Camaçari plant (in the state of Bahia), 
increasing its annual production capacity by 90 thousand 
tons. With the project, Oxiteno completes an important 
investment cycle carried out during the last five years to 

expand its production capacity, enabling an increase in sales 
volume in coming years. The expanded ethylene oxide plant 
at the Camaçari unit provides significant improvement in its 
competitiveness, due to higher selectivity of new catalysts in 
the processing of raw materials. Like all Oxiteno’s processes 
and systems, sustainable practices were considered in the 
implementation of the new equipment, offering a significant 
reduction of CO

2
 emissions per ton produced.

Oxiteno was also dedicated in 2011 to strengthen the 
relationship with its distributors network, aiming at increasing 
results. Six authorized distributors engaged in supplying 
products to 4 thousand small- and medium-sized clients 
were involved in the alignment of sales guidelines, goals and 
philosophy. In order to maximize results, each distributor 
committed to certain goals, which will be translated upon 
accomplishment into a ranking to analyze the performance of 
the sales channel.
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OXITENO – POSITION IN THE 
PETROCHEMICAL CHAIN...

...BROAD COVERAGE OF MARKETS AND APPLICATIONS OF ETHYLENE 
OXIDE AND DERIVATIVES
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OXITENO – SALES VOLUME
(‘000 ton)

OXITENO – EBITDA 
(R$ million)

634 
684 647

2007 2008 2009 2010

567

Specialty chemicals

Commodities

23%

77% 89% 92% 93%

11%
8%

7%
660

2011

9%

91%

241
261

210

156
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171
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Ultracargo enjoys competitive advantages that ensure 
the company’s leadership in the segment of liquid bulk 
storage in Brazil. Strategically positioned in the main 
ports of Brazil – Santos (SP), Aratu (BA), Suape (PE), 
Rio de Janeiro (RJ) and Paranaguá (PR) – in addition to 
the terminal in Paulínia (SP), Ultracargo is a national 
benchmark in the storage of chemicals, petrochemicals, 
fuels and vegetable oil.

Ultracargo’s average storage 
increased by 5% compared 
with 2010, due to the start up 
of the expanded terminal in 
Suape, in September 2011. 
This expansion contributed to 
the 6% growth in EBITDA over 
2010.
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Ultracargo serves segments that are historically leveraged by 
the economic growth and its expansion exceeds the GDP 
growth. It is also favored by the fact that in periods of greater 
instability, clients typically broaden the level of storage, 
which provides resilience to its results.

To maintain its leadership position in the segment, in 2011, 
Ultracargo continued to invest in capacity expansion of its 
terminals in order to meet the growing demand derived 
from the growth of the economy and the lack of logistics 
infrastructure in Brazil. In September, the expansion of the 
Suape terminal was concluded, which expanded its capacity 
by 26 thousand m³. Ultracargo also started the expansion of 
the terminals of Santos and Aratu, to be concluded in mid-
2012, which together will add another 68 thousand m³ of 
storage capacity to the terminals.

Due to a strategy of expanding the capacity of its terminals 
and increasing its presence in Brazilian ports, Ultracargo’s 
volumes grew at an average rate of 21% per year over the 
past six years, a performance far superior compared to that 
recorded by this market in the same period, which was of 9% 
per year on average. With this growth, in 2011, Ultracargo 
consolidated a capacity of about one-third of the industry of 
liquid bulk storage.

Ultracargo’s actions are based on concern for the 
environment and on contributing to the development of 
the society, thus giving priority to improving productivity 
with a focus on innovation, without losing sight of the social 
aspects of its environmental surroundings. The SSMAQ 
Conduct (Health, Safety, Environment and Quality) represents 
one of the company’s main guidelines and is present in all 
its services. Through ongoing studies, the actions of SSMAQ 
reinforce the development of prevention programs that 
provide security for employees, customers, community and 
the environment.

ULTRACARGO 
– STORAGE CAPACITY

 (‘000 m³)

ULTRACARGO – EBITDA 
(R$ million)

ULTRACARGO 
– EFFECTIVE STORAGE

(‘000 m³)
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STRATEGICALLY LOCATED ASSETS
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A pioneer in the LPG distribution market, Ultragaz 
maintains leadership in this segment, serving 
approximately 11 million households and 42 
thousand customers in the bulk segment – which 
represents a market share of over 23% in Brazil. 
Ultragaz has a well-spread distribution network in 
Brazil, served by 17 filling plants and 21 satellite 
stations.

In 2011, Ultragaz increased it 
scale and improved its position 
to keep on a growth trajectory. 
The company acquired in 
October the LPG distribution 
business of Repsol in Brazil, 
strengthening its position in the 
bulk LPG segment. 
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In August 2011, Ultragaz reached a milestone in its business 
performance: 158 thousand tons of LPG were sold in Brazil, 
a new record in monthly sales for the company, surpassing 
the previous mark of 147 thousand tons recorded in August 
2010. In the year, Ultragaz sales grew 3% compared to the 
volume sold in 2010, driven primarily by bulk LPG sales. This 
sales record proves the success of the strategy followed in 
recent years, focused on expanding its business in the bulk 
segment and household market in the Northeast and North 
regions of Brazil, which grow above the national average, 
and also seeking new ways to sell LPG, growing in more 
profitable niches.

In 2011, Ultragaz reached a larger scale and improved its 
positioning to keep on a growth trajectory. In October, 
the company acquired Repsol’s LPG distribution business 
in Brazil for R$ 48 million. With Repsol’s assets, Ultragaz 
strengthens its position in the bulk LPG segment, reaping 
economies of scale in logistics and management and 
incorporating an annual sales volume of 22 thousand tons, 
corresponding to 1% of the Brazilian LPG market in this 
segment.

Ultragaz signed the UN Global Compact in 2009, and 
has developed a structured program for spreading the 
sustainability theme, through a series of initiatives with 
internal and external audiences, taking the following 
position: “Ultragaz Faz Sustentável. E quer fazer sempre 

mais” (Ultragaz does sustainably and always wants to do 
more), which aims to identify, create and communicate all 
sustainable actions promoted by the company.

Based on the sustainability mission of “contributing to the 
socioeconomic development of communities by investing 
in educational, cultural, and environmental preservation 
programs with a focus on business sustainability,” Ultragaz 
has emphasized its investment in socio-environmental 
actions. In 2011, the company continued to work on one 
of its biggest projects, Ultragaz Cultural. This initiative aims 
to bring culture to disadvantaged communities across 
the country through music, theater, literature and movies. 
Started in 2008 with focus on a traveling movie theater, the 
program has already visited over 40 cities in 22 different 
states and reached more than 80 thousand youngsters and 
children.

The volume sold by Ultragaz grew by 2% 
in the bottled segment and 5% in the 
bulk segment, an increase of 3% over the 
total volume sold in the previous year.
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ULTRAGAZ’S UNITS LOCATION MAP

ULTRAGAZ – SALES VOLUME  
AND MARKET SHARE

ULTRAGAZ – EBITDA 
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“The planning and execution 
capacity, together with the 
new corporate governance 
structure, create conditions 
for Ultrapar to repeat in 
the coming decades the 
performance and value 
creation achieved since the 
IPO in 1999.”
André Covre
Chief Financial and Investor Relations Officer

RESULTS AND 
OUTLOOK
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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 consolidated 
financial statements of the Brazilian publicly-listed companies. 
Accordingly, Ultrapar’s consolidated financial statements for 
the years 2010 and 2011 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 years 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 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 Reais 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 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 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.

COMPARATIVE PERFORMANCE 2011-2010   
(R$ million)

2011 2010 

Ultrapar Ipiranga Oxiteno Ultracargo Ultragaz Ultrapar Ipiranga Oxiteno Ultracargo Ultragaz

Net sales and services  48,661  42,224  2,409 267  3,767  42,482  36,483  2,083  293  3,661 

Cost of products  
and services (45,140) (39,898) (1,931) (115) (3,214)  (39,323)  (34,524)  (1,655)  (138)  (3.076)

Gross profit 3,522 2,326 478 152 553  3,159  1,959  428  155  586 

Sales, general  
and administrative 
expenses (2,143) (1,365) (320) (67) (388)  (1,924)  (1,184)  (291)  (76)  (375)

Other operational results 52 53 (3)  3 (1)  11  29  0  3  (22)

Operational income before 
income from sale of assets 1,431 1,014 155 89 164  1,246  804  137  83  189 

EBITDA 2,011 1,330 261 118 282  1,776  1,073  241  111  307 

Depreciation  
and amortization 580 316 106  29 117  531  269  104  29  119 

The financial information of Ipiranga, Oxiteno, Ultracargo and Ultragaz is presented without elimination of transactions carried out between the companies.
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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$ 73 million, with the 
initial disbursement of R$ 47 million in November 2010 and 
additional disbursements of R$ 27 million in 2011. 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 acquisition – Repsol
On October 20th, 2011, Ultrapar announced the signing of the 
sale and purchase agreement for the acquisition of 100% of 
the shares of Repsol Gás Brasil S.A. (“Repsol”). The acquisition 
value is R$ 50 million. This amount includes R$ 2 million 
related to the net cash of the acquired company. Ultrapar’s 
and Ultragaz’s financial statements started to consolidate 
the results of the acquired business from the closing of the 
acquisition, occurred on October 20th, 2011.

ECONOMIC AND OPERATIONAL 
ENVIRONMENT 

In 2011, the Brazilian economy continued to grow, with 
highlights to historically low unemployment rates, good 
performance of retail sector and higher credit availability, 
which reached a record level of 49% of the GDP in the fourth 
quarter of the year. Nevertheless, the economy grew at 
decreasing rates throughout the year. The gross domestic 
product grew by 3% September year-to-date, as compared 
with 8% in the same period of 2010, reflecting the international 
economic instability, particularly in Europe. In the financial 
market, the effects of unstable international environment in the 
second half of the year contributed to a 13% depreciation of 
the Real against the US dollar, which ended the year at  
R$ 1.88/US$, reverting the appreciation trend of the first half of 
the year. In 2011, the automotive sector reached a new sales 
record, with 3.4 million light vehicles licensed, a 3% increase 
compared with 2010. The oil price ended the year quoted at 
US$ 108/barrel, up 18% from 2010. 

% CREDIT AVAILABILITY TO GDP

EXCHANGE RATE R$/US$ 
quarterly average

BRENT OIL (US$/BARREL)
quarterly average
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SALES VOLUME

In 2011, Ipiranga’s sales volume was 8% higher than that 
in 2010, totaling 21,701 thousand cubic meters. The sales 
volume for light vehicles increased by 6%, as a result of 
an estimated 8% growth in the light vehicle fleet and 
investments made to expand the network, including the 
acquisition of DNP in November 2010. Such growth was 
partially offset by the increased share of gasoline in the sales 
mix, due to the lower availability and competitiveness of 
ethanol in 2011. Diesel volumes grew by 9% in the same 
period, as a result of the investments made to capture 
new clients and the growth of the Brazilian economy. At 

Oxiteno, sales volume totaled 660 thousand tons in 2011, 
4% lower than 2010, mainly due to unplanned stoppages 
at the Camaçari petrochemical complex in early 2011 and 
the slowdown in the global economy. The volume sold 
by Oxiteno in the Brazilian market was 1% lower than in 
2010, while sales volume outside Brazil was 10% lower. At 
Ultracargo, effective storage increased by 5% over 2010, 
due to the start up of the expanded terminal in Suape in 
September 2011. In 2011, Ultragaz’s sales volume reached 
1,652 thousand tons in 2011, 3% higher than that in 2010. 
The LPG sales volume increased by 2% and 5% in the 
bottled and in the bulk segments, respectively, mainly as a 
result of the economic growth and investments made to 
capture new clients.

ULTRAGAZ – SALES VOLUME
(‘000 ton)

1,608

+3%

1,652

2010 2011

Bottled

Bulk1,115 1,134

493 518

IPIRANGA – SALES VOLUME 
(‘000 m³)

9,2088,653

2011 20102010 2011

Ethanol

Gasoline

NGV

Diesel

7,129

11,032
12,069

1,786
2,483

5,867

+6%

+9%

OXITENO – SALES VOLUME
(‘000 ton)

-4%

684 

2010

Sales in Brazil

Sales outside Brazil483

201

660

2011

181

479

ULTRACARGO – EFFECTIVE STORAGE
(‘000 m³)

+5%

552 582

2010 2011
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NET SALES AND SERVICES

Ultrapar’s net sales and services amounted to R$ 48,661 
million in 2011, growth of R$ 6,180 million (15%) over 2010. 
Ipiranga’s net sales and services totaled R$ 42,224 million 
in 2011, up 16% from 2010, as a result of higher sales 
volume, higher costs of anhydrous and hydrated ethanol, 
and increased share of gasoline in the product mix, due to 
the lower availability of ethanol in 2011. Oxiteno reported 
R$ 2,409 million in net sales and services, a growth of 16% 
compared with 2010, despite the 5% stronger Real and 4% 
lower sales volume, as a result of the recovery in the average 
dollar prices over the last 12 months and the better sales 
mix in the first half of the year. Ultracargo’s net sales and 
services totaled R$ 267 million, down 9% from 2010, as a 
result of the effect of the sale of the in-house logistics, solid 
bulk storage and road transportation businesses in July 2010, 
partially offset by the growth in average storage in its liquid 
bulk terminals. Ultragaz’s net sales and services amounted 
to R$ 3,767 million in 2011, up 3% over 2010, in line with the 
growth of sales volume.

COST OF PRODUCTS AND SERVICES

Ultrapar’s cost of products and services amounted to  
R$ 45,140 million in 2011, growth of R$ 5,817 million (15%) 
over 2010. Ipiranga’s cost of products sold amounted to  
R$ 39,898 million, up 16% over 2010, as a result of a higher 
sales volume, higher costs of anhydrous and hydrated 
ethanol, and increased share of gasoline in the product mix, 
due to the lower availability of ethanol in 2011. Oxiteno’s 
cost of products sold totaled R$ 1,931 million, up 17% over 
2010, as a result of higher cost in dollars of raw materials, the 
effects of inflation, and extraordinary costs resulting from 
the stoppages of the Camaçari plant, effects partially offset 
by the 4% decrease in sales volume and the 5% stronger 
Real. Ultracargo’s cost of services provided totaled R$ 115 
million, down 17% from 2010, as a result of the effect of 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 cost of 
products sold amounted to R$ 3,214 million, up 4% over 2010, 
as a consequence of the higher sales volume and the effects 
of inflation over costs.

SALES, GENERAL AND ADMINISTRATIVE 
EXPENSES

Ultrapar’s sales, general and administrative expenses 
amounted to R$ 2,143 million in 2011, up 11% over 2010. 
Ipiranga’s sales, general and administrative expenses totaled 
R$ 1,365 million, 15% higher than that in 2010, resulting from 
(i) higher sales volume, (ii) the effects of inflation on expenses, 
(iii) higher expenses related to advertising, marketing and 
expansion projects, and (iv) higher variable compensation, in 
line with earnings progression. Oxiteno’s sales, general and 
administrative expenses amounted to R$ 320 million, 10% 
higher than 2010, mainly due to the effects of inflation on the 
expenses, higher costs from consulting service and higher 
unit expenses with logistics. Ultracargo’s sales, general and 
administrative expenses amounted to R$ 67 million in 2011, 
12% lower than in 2010, as a consequence of the sale of the 
in-house logistics, solid bulk storage, and road transportation 
businesses. Ultragaz’s sales, general and administrative 
expenses totaled R$ 388 million, 3% higher than that in 
2010, mainly due to the effects of inflation on the expenses, 
marketing and sales campaigns, and higher sales volume, 
partially offset by lower variable compensation. 

EARNINGS BEFORE INTEREST, TAXES, 
DEPRECIATION AND AMORTIZATION 
(EBITDA)

Ultrapar’s consolidated EBITDA reached R$ 2,011 million in 
2011, a 13% growth over 2010, as a result of EBITDA growth of 
Ipiranga, Oxiteno, and Ultracargo. Ipiranga reported an EBITDA 
of R$ 1,330 million in 2011, up 24% from 2010, mainly due to 
(i) higher sales volume, (ii) better sales mix, with higher share 
of gasoline, and (iii) the positive non-recurring net effect of 
R$ 84 million, mainly related to PIS/Cofins credits in 2011 and 
expenses and costs to complete the integration/conversion 
of Texaco. Excluding these non-recurring effects, Ipiranga’s 
unit EBITDA was R$ 59/m3 in 2011, higher than the R$ 55/
m3 in 2010. Oxiteno’s EBITDA totaled R$ 261 million, growth 
of 8% over 2010, as a result of a recovery in margins in dollar 
and better sales mix in the first semester, partially offset by 
the 4% decrease in sales volume, the 5% stronger Real, and 
extraordinary costs resulting from the stoppages in Camaçari 
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plant. Oxiteno’s unit EBITDA reached US$ 236/ton in 2011, 18% 
higher than 2010. In 2011, Ultracargo reported an EBITDA of 
R$ 118 million, an increase of 6% over 2010, due to the growth 
in the average storage in the liquid bulk terminals, partially 
offset by the effect of the sale of the in-house logistics, solid 
bulk storage, and road transportation businesses. In 2011, 
Ultracargo’s EBITDA margin reached 44%, higher than the 
38% margin reported in 2010. Ultragaz’s EBITDA amounted to 
R$ 282 million, 8% lower than that in 2010, mainly due to the 
effects of inflation on costs and expenses during the year.

EBITDA (Earnings Before Interests, Taxes, Depreciation, and 
Amortization) is a measure used by Ultrapar’s management 
for internal analysis of its operational results. It is also a 
financial benchmark widely used by analysts and investors to 
measure our capacity to generate cash from operations and 

Ultrapar’s financial performance. Besides, we use the EBITDA 
as a reference in covenants related to some of our finance 
agreements, 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.

DEPRECIATION AND AMORTIZATION

Total depreciation and amortization costs and expenses 
amounted to R$ 580 million in 2011, R$ 49 million higher  
than that in 2010, as a result of the increased investments 
carried out.
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EBITDA 
 (R$ million)

INCOME FROM SALE OF ASSETS 

Ultrapar recorded in 2011 an income from sale of assets in 
the total amount of R$ 21 million, R$ 58 million lower than 
the income recorded in 2010. Such decrease results mainly 
from the sale of the in-house logistics, solid bulk storage, 
and road transportation businesses of Ultracargo and from 
the receipt related to Ipiranga credit cards, as a result of the 
expansion of Ipiranga’s distribution network in the recent 
years, both occurred in 2010.

FINANCIAL RESULT

Ultrapar reported R$ 297 million of net financial expenses 
in 2011, R$ 32 million higher than the net expense of 
2010, mainly due to the higher interest rates (CDI) and net 
indebtedness. Ultrapar’s net debt to EBITDA ratio was 1.4 
times by the end of 2011, compared with 1.2 times by the 
end of 2010.

NET EARNINGS

Ultrapar’s consolidated net earnings as of 2011 reached 
R$ 855 million, 12% higher than the net earnings reported 
in 2010, as a result of the EBITDA growth, partially offset 
by the lower income from sale of assets and higher 
depreciation and amortization.

INDEBTEDNESS

Ultrapar ended the fiscal year 2011 with a gross debt of  
R$ 5,562 million, resulting in a net debt of R$ 2,779 million, 
an increase of 28% from 2010, mainly due to expansion 
and maintenance investments in all business and dividends 
distributed over the last 12 months.  

NET DEBT  
(R$ million)

Ultracargo

Ultragaz

Oxiteno

+13%

Ipiranga

2,554

1.4

2,972
2,779

1.5 1.4

2010 2Q111Q11 3Q11 2011

2,176

1.2

2,698

1.4

Net debt/LTM 
EBITDA

Net debt (R$ million)

2010 2011

1,776

2,011

1,073
1,330

241
111 261

118

307

282
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“Corporate governance 
and capital markets are key 
elements in the construction 
of a solid company.”
Paulo G. A. Cunha
Chairman of the Board of Directors of Ultrapar

Ultrapar ended 2011 with a market value of  
R$ 17 billion, accumulating an appreciation  
of 22% in the year.

RESULTS AND 
OUTLOOK
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The year was marked by the establishment of the new 
corporate governance structure in Ultrapar, through 
which it went on to join Novo Mercado and which 
involved the conversion of each preferred share issued by 
the company into a common share.

Throughout 2011, Ultrapar shares increased in liquidity, 
registering an average daily trading volume of R$ 35 
million/day, 5% above the R$ 33 million/day average 
of 2010. This volume considers trading on both the 
BM&FBOVESPA and the NYSE. The number of Ultrapar 
trades was significantly higher, from a daily average of 
1,098 to 2,561 transactions, mainly due to the stock split 
conducted in early 2011.

Ultrapar’s shares appreciated far over the reference 
indexes in Brazil, what reflects the recognition of the 
company’s performance and progress in corporate 
governance. At BM&FBOVESPA, Ultrapar shares ended the 
year quoted at R$ 32.01, accumulating an appreciation of 
22%. In the same period, the Ibovespa index depreciated 
18%. At the NYSE, Ultrapar shares appreciated by 6% in 
2011, the same appreciation of the Dow Jones index over 
the same period.

In 2011, Ultrapar’s shares continued to show the strong 
performance presented since its IPO, in October 1999. 
Considering the period between Ultrapar’s IPO and the 
end of 2011, the company’s shares had a return of 22% 
per year, with reinvestment of dividends. During this 
period, this appreciation surpassed the appreciation of 
the Ibovespa index, which was 14% per year, and the CDI 
average in the period, which was 15% per year; and well 
above inflation, which was 7% per year.
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AVERAGE DAILY TRADING VOLUME 
(BM&FBOVESPA + NYSE)
(R$ million)

MARKET CAPITALIZATION 
(R$ billion)

DIVIDENDS DECLARED
(R$ million)

FREE FLOAT DISTRIBUTION FREE FLOAT DISTRIBUTION

60% 67%

40% 33%

51%

49%

Dec/111Dec/08Dec/07 Dec/09 Dec/10

49%74%

51%

26%

¹ Considers the total capital after the conversion of preferred 
shares into common shares ocurred on August 17, 2011

Brazilians Foreigners

15% 16%

85% 84%

10%

90%

Dec/111Dec/08Dec/07 Dec/09 Dec/10

16%
33%

84%67%

¹ Considers the total capital after the conversion of preferred 
shares into common shares ocurred on August 17, 2011

BM&FBOVESPA NYSE

11

14

17

9

2007 2008 2009 2010 2011

7 279

429

241

525

2007 20112008 2009 2010

238

11.8

27.0

32.9 34.6

20082007 2009 2010 2011

26.5
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“When the company is 
performing well, it is time 
to look further ahead and 
prepare it to endure”

Pedro Wongtschowski
CEO

RESULTS AND 
OUTLOOK
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INVESTMENTS AND OUTLOOK

 
In 2011, Ultrapar continued an investment strategy oriented 
to support scale and competitiveness growth, as well as to 
reinforce the leadership position in its different businesses. 
Ultrapar’s investments in 2011, net of disposals, totaled 
R$ 1,090 million, of which R$ 1,013 million were related 
to organic investments and R$ 77 million were related to 
acquisitions.

In 2011, Ipiranga directed R$ 591 million to organic 
investments aiming at the expansion of its service stations 
through the conversion of unbranded service stations and 
the opening of new gas stations, as well as expanding 
the capacity of its facilities to meet the growing demand 
of the fuel market. Out of the total amount invested, R$ 
548 million were related to additions to property, plant, 
equipment and intangible assets and R$ 43 million were 
related to financing to clients, net of repayments. At 
Oxiteno, the investment amount of R$ 107 million was 
oriented mainly to the capacity expansion of the ethylene 
oxide unit at Camaçari (BA). The expanded unit started up 
in the third quarter of 2011 and added 90 thousand tons/
year to its capacity. Ultracargo’s investments totaled R$ 108 
million in 2011 and were directed to the expansion of the 
terminal in Suape, which started operations in September 
2011, and the terminals in Aratu and Santos, which will start 
operations in 2012. The three expansions together will add 
15% to Ultracargo’s total capacity. Ultragaz’s investments 
totaled R$ 182 million in 2011, mainly focused on capturing 
new clients in the bulk segment, projects of expansion 
and modernization of filling plants, and replacement of 
LPG bottles. Additionally, Ultragaz concluded in October 
2011 the acquisition of Repsol in the total amount of R$ 50 
million, including R$ 2 million related to the net cash of the 
acquired company. The acquisition of Repsol strengthens 
Ultragaz’s bulk LPG business, a segment in which Ultragaz 
was a pioneer and has a relevant position, allowing it to 
obtain economies of scale in logistics and management, 
as well as an improved positioning for growth in the bulk 
segment, where volume progression is correlated to the 
GDP performance.

PLANNED INVESTMENTS 

Ultrapar’s investment plan for 2012, excluding 
acquisitions, amounts to R$ 1,088 million and aims at 
growth through increased scale and productivity gains, as 
well as modernization of existing operations. 

At Ipiranga, investments will be focused on the expansion 
of its service stations (through the opening of new gas 
stations and the conversion of unbranded service stations) 
and franchises network, as well as the construction of 
new facilities, mainly in the Midwest, Northeast and 
North regions of Brazil. Out of Ipiranga’s total investment 
budget, R$ 715 million refer to additions to property, 
plant, equipment and intangible assets, and R$ 60 million 
refer to financing to clients, net of repayments. At Oxiteno, 
the reduction in investments reflects the conclusion of 
an important expansion cycle in 2011. The budgeted 
investments will be mainly directed to the maintenance 
and modernization of its plants. Ultracargo will direct its 
investments to the conclusion of the expansions of the 
Santos and Aratu terminals, which will add 68 thousand 
cubic meters to the company’s storage capacity and 
will start up in mid-2012, and for the maintenance of 
its terminals. At Ultragaz, investments will be mainly 
dedicated to (i) the expansion of UltraSystem (small 
bulk), due to the perspective of capturing new clients, 
(ii) the construction of two new facilities and purchase 
of LPG bottles, focusing on strengthening its presence 
in the Northeast and North regions of Brazil and (iii) the 
replacement of bottles and tanks.

ORGANIC INVESTMENT PLAN FOR 20121

R$ million

Ipiranga 775

Oxiteno 83

Ultracargo 51

Ultragaz 157

 Others 21

Total 1,088
1 Net of disposals
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OUTLOOK

The initiatives adopted by Ultrapar’s businesses, in order to 
increase scale and differentiation, allow the company to have 
visibility to keep sales volume and earnings growth in 2012.

We expect to keep growing in all businesses, benefiting from 
the investments made and from the growth of the markets 
where we operate. Ipiranga will keep its investment plan, 
focusing on expansion in the North, Northeast, and Midwest 
regions of Brazil, through new stations and conversion of 
unbranded service stations. Oxiteno will keep capturing 
benefits from the conclusion and maturing process of the 
investments in capacity expansion. Ultracargo will complete 
in 2012 the expansion of the terminals in Santos and Aratu, 

which, together with the expansion of the terminal of 
Suape completed in 2011, will result in a 15% growth over 
Ultracargo’s storage capacity of 2010. In Ultragaz, the growth 
of the bulk segment, as a result of the economic growth and 
the acquisition of Repsol, will contribute to increase the LPG 
sales volume and, consequently, its results.

The company’s consistent planning and execution, combined 
with the features of Ultrapar’s businesses – which are partly 
resilient and partly leveraged on the economic growth – 
and the implementation of the new corporate governance 
structure provide the perspective for a continuation of the 
company’s growth trajectory. Ultrapar will remain alert to 
growth opportunities, either by acquisitions or organic 
growth, aiming to repeat in the next decades the growth and 
value creation presented in its 75 years of existence.
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