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Unproductive or unsold assets are known as “dead capital” and there  
is an estimated 9.3 trillion dollars of it world-wide.

Unsold appointment time, empty hotel rooms, unsold venue passes,  
unfilled advertising space, rapidly depreciating stock, end-of-line items  

or oversupplied products all represent lost revenue which otherwise  
will never be recovered.  

It is Ormita’s mission to transform this otherwise lost profit into new  
income, investments and tax benefits for corporations. 

Companies often characterize themselves as REVOLUTIONARY,  

 inevitably resulting in an element of corporate chaos.  

We regard ourselves as EVOLUTIONARY. 

Ormita is about at putting our clients, licensees, employees  

and communities in control, so that the value of their collaboration  

can be fully realized.

An evolution of a good idea. 

A new company – with a global presence.

Commercial focused, community building.

Done better. Done right.
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According to the World Trade Organization 15% of world trade is conducted on a non-cash basis. This  
includes direct trade, gift-culture, counter-trade/reciprocal trade (often found between governments and  
multi-national organizations) and non-government currencies (community currencies, regional currencies,  
gift vouchers, loyalty points & air-points) and is therefore worth approximately USD $2.79 trillion dollars  
of the estimated USD $18.6 trillion dollars of world trade (2004 World Bank figures). 

More recent figures are currently unavailable but it is known that global trade rose in 2004 by 21% (world  
merchandise exports rose by 16% to $7.3 trillion, while commercial services followed closely with a growth rate of  
12% to $1.8 trillion) and it is estimated that this rise has carried steadily onwards through to 2006, making  
non-cash trade forecast at between $3.37 trillion (2005) and $4.08 trillion (2006). 

The International Reciprocal Trade Association (IRTA) targets trade credit use at 4% of business  
spending. With business spending making up 10% of the USD $34 trillion dollar economy –  
utilizing trade is a USD $136 billion dollar opportunity.

	 • �Non-cash trade, in one form or another, accounts for nearly 30 percent of the world’s  
total business.  

	 • �The National Association of Trade Exchanges, The International Journal of Hospitality  
Management and the Michigan State University together claim that approximately  
70% of all Fortune 500 companies utilize offset trading.

	 • �According to the Association of Advertising Agencies, eight out of ten corporations engage  
in excess capacity exchange.

	 • �Approximately 65% of all New York Stock Exchange-listed companies engage in excess  
capacity exchange .

	 • �In 1994, on the 60th anniversary of the Swiss WIR excess capacity trade system, annual  
volume in reached 2.5 billion Swiss Francs (over $2 billion US dollars) and boasted  
80,000 members nationally. The WIR also enjoys a membership base of nearly  
20% of all Swiss businesses in a country of only 7 million people . 

	 • �At its peak in 2001-2002, an estimated 6 to 10 million Argentines participated in the Red  
Global de Trueque local commodity exchange system, including doctors, manufacturers,  
and even railways, turning over approximately 6 billion US dollars per annum in  
transactions and accounted for approximately 15% of Argentina’s mean personal income. 

	 • �According to the International Reciprocal Trade Association approximately 400,000  
businesses engage in formalised non-cash transactions in the United States. 

  1 (2004)., Department of Commerce Fact Sheet. USA DOC. 
  2 �Schmidgall, R.S., Damitio, J.W. (1999)., Bartering activities of the Fortune 500 and hospitality lodging firms., Michigan State University,  

International Journal of Hospitality Management
  3 �American Association of Advertising Agencies. (2003).
  4 �(2004)., Annual Report, National Association of Trade Exchanges
  5 �Lietaer, B & Belgin, S. (2004)., Of Human Wealth:  Beyond Greed & Scarcity.  Galley Edition. 
  6 �Valentini, E. (2003)., Switzerland’s WIR System and Barter Worldwide, International Trade Currency System
  7 �Stodder, J. (2007).,Residual Barter Networks and Macro-Economic Stability. Rensselaer Polytechnic Institute at Hartford, Hartford CT. 
  8 �(2004)., Fact Sheet, International Reciprocal Trade Association.
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Our Company
Ormita acts as a clearinghouse for the trade of excess capacities, goods and services and works  
through a combination of manual clearing, online e-commerce trading, 24 hour telephone  
brokering and independent licensees and brokers. 

From the outset the principles had an objective of creating a business that would be successful,  
sustainable and create value - not just for shareholders, but for our members.  

The Company maintains strong relationships with barter exchanges and related industry specialists  
across the globe. As a result of these relationships the Company is better able to understand the problems which 
face our market and its users and develop programmes which address the needs of participants,  
manage business operations and forecast growth.

In Australia, the Company was originally incorporated in May 2005 using the name “Ozone”.  
In September 2008, the company joined forces with the newly formed Ormita International LLC,  
of Pennsylvania, USA, thereby creating the Ormita brand name. 

Solid Foundations

Over the past 2 years the Company has established replicable systems and practices and strong  
relationships which should enable it to expand in a controlled manner without increasing costs  
proportionately. Accordingly, our business model and infrastructure is scalable, enabling the  
company to continue to pursue growth opportunities.

High Standards of Business Conduct

The Company is committed to achieving and maintaining the highest standards of conduct and  
has undertaken various initiatives designed to achieve this objective. The Company’s corporate  
governance charter is intended to ‘institutionalise’ good corporate governance and, generally, to build  
a culture of best practice both in the Company’s own internal practices and in its dealings with others. 

The Company has documented standards of business conduct which sets forth the Companies  
commitment to integrity and ethical behaviour in all aspects of its business activity. The standards  
are applicable to all of the Companies directors, officers, and employees who are required to  
periodically verify their awareness of, and compliance with, the standards. The Board of Directors  
has oversight responsibility for the standards.
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The Business Model
At the core of the business is an electronic trading platform that allows participants to buy and sell  
their excess capacity and/or stock in return for: 

• �Cash-flow enhancing products and/or services (advertising, media, public relations, special promotions, new 
product lines, employee rewards, customer incentives etc). 

• �Already budgeted for products and/or services (turning surplus assets into truly valuable and useful prod-
ucts and services).

• Tax-write offs and community goodwill (full market value donations to registered charities). 

• Investments in new micro-enterprise and small businesses.

The Company brokers trades through a 24/7 centralized marketplace. 

1. �Transactions are recorded in a centralized “ledger” which records the value of the items purchased (debit) 
and sold (credit) - much like a clearinghouse does for stocks, or a commercial bank does for checks. 

2. This ledger system utilises a “trade credit” as a method of accounting with 1 Trade Credit = $1 AUD.  

3. Just like any brokerage firm, Ormita receives a cash commission on each transaction.

YOU HAVE

Unsold appointment time, excess 
capacity, unfilled seats, empty 

rooms, extra tickets, more entry 
capacity, spare production time.

Expired, perishable, outmoded, 
non-current, trial run, incorrectly 
packaged, overstocked, end-of-
line and other seemingly value-

less merchandise.

High value, low cost merchandise; 
specialty brands, unique value 

proposition items.

YOU WANT TO
• �Reduce your existing cash  

costs while increasing your  
purchasing levels

• �Increase capital expenditure

• �Access innovative ways to  
new cash contract tenders

• �Convert existing bad debts  
to assets

• �Buy at a discount of up to 90%

• �Move excess inventory and fill  
idle production time

• �Increase turn-over and improve 
the balance sheet

• �Realise value from  
underperforming assets

• �Convert equity from slow moving 
inventory or unsold appointment 
time into interest free credit

• �Repay borrowings with new sales

• �Expand distribution channels  
and market reach

• �Gain repeat business and take 
customers away from the  
competition

• �Substitute imports with higher 
quality, locally provided goods  
or services

• �Create fair trade opportunities  
for the less wealthier members  
of the community whilst  
improving your bottom line

• �Build a community network 
around your brand

• �Realise full market value for 
non-recoverable, non-recyclable, 
limited commodities or other 
wise unsold stock or time.

• �Decrease pollution and develop 
new consumer habits

• �Improve your social standing, 
customer and staff loyalty
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Our Difference
Anyone can give away their stock in return for idle commitments or vague promises of receiving some 
value “in the future”. 

Ormita, instead, works with customers to return full value for their product or service within a  
defined time-period and as part of a buying schedule. 

Ormita participants commit to either a one-off or ongoing amount of trade in return for a specific value of 
goods or services. 

A Collaborative Effort

Prior to a businesses participating we undertake a thorough investigation of their existing buying habits, future 
expenses, charitable contributions, social and investment commitments and other business operational goals. 

The business tells us their target spend in cash for these items, names of suggested suppliers and provides a com-
mitment to supply their own goods and/or services to a specified value (at retail) in return for these needs.  

This information forms the basis of a Buying Schedule which aims to represent a minimum of $4000 per month of 
a business buying needs at a maximum of 50% cash, with the balance offset against new sales. 

• Participants do not sell until they have something to buy.

• �Unless a one-off trade – participants commit to a regular buying cycle where they will  
offset a fixed amount of monthly expenses against new revenue.

• �Sellers receive part of any sale they make in cash. 
(thereby covering taxes, their hard costs and our administration fees).

• There are no cost until transactions take place.

Multiple outlets to spend

Regular list of  
supplies each month 
automatically  
delivered to you.

Donations to charity 
creating goodwill and 
brand awareness.

Investment  
opportunities in 
other businesses, 
new enterprises  
or community  
building activities.

Advertising and 
marketing aimed at 
attracting new cash 
paying customers.

Staff incentives,  
customers  
incentives, lifestyle 
enhancements etc.
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Some Of Our Key Performance Metrics:
Solid 	 • �Principles with more than 20 years of industry experience
	 • �Financially sound and backed by individuals with global reputations
	 • �Experienced shareholder base

Always There	 • �24 Hours a day, 7 days a week brokering services
	 • �Unique e-commerce marketplace

Global Reach	 • �Direct lines and public contact points in 39 countries 

Lowest Cost	 • �No monthly or annual fees
	 • No fee to buy
	 • �A sliding scale where most sellers receive part  

of the transaction in cash – covering tax and other overheads
	 • �No fee to donate & receive tax benefits
	 • �No fees for charities, community organizations and media
	 • �No fees for businesses seeking equity investment 
	 • �7% fee on sell

Open & 	 • �Instant SMS/text message broadcasts with latest deals
Transparent Trading	 • �Weekly email newsletters
	 • �Weekly fax broadcasts
	 • �Monthly printed newsletters containing trade opportunities
	 • �Online directory
	 • �Quarterly printed member directory

Advanced Technology	 • �Online trading
	 • �Instant funds transfer
	 • �Paperless telephone banking
	 • �Email alerts of transactions
	 • �Online statements
	 • �Pay anyone

Sound Financial Principles	 • �No inflation
	 • �Zero trade deficit
	 • �Balanced trade cycles
	 • �Transactions are focused on meeting a specific budgetary, marketing,  

investment and/or philanthropy goal.
	 • �Tailored transactional plans (buying schedules) for each participant  
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Global Reach & Local Support To Open Up Your World
Ormita’s truly global reach ensures that you are well positioned to leverage opportunities as they occur, wherever 
they occur – swiftly and efficiently. 

Ormita operates its own infrastructure at 117 locations spread across Australia, Great Britain, Ireland, Italy, New 
Zealand, Romania, Scotland and the United States of America as well as dedicated telephone lines in another 28 
countries. We are here when you need us – 24 hours a day, 7 days a week. 

Service Contact Points (with dedicated telephone lines)

Argentina
Bahrain
Belgium
Brazil
Bulgaria
Chile
Croatia
Cyprus

Czech Republic
Denmark
Estonia
Finland
France
Hungary
Ireland
Japan

Latvia
Lithuania
Mexico
Netherlands
Norway
Pakistan
Peru
Poland

Romania
Spain
Sweden
Switzerland
Thailand
Turkey

Own Infrastructure
Australia
Canada
Ireland
Italy
New Zealand
Romania
United Kingdom
United State of America
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Our Values

Integrity: We act with courage, consistency and respect to do what is honest, fair and trustworthy.

Innovation: We anticipate and respond to challenges and changing needs with creativity, enthusiasm  
and determination.

Responsibility: We are accountable to our shareholders, members, employees, colleagues and  
communities for the results of our decisions and actions.

Our Leadership
Our People
We are in a business where the quality of our people is key to our success. Our greatest single strength  
continues to be the talent, integrity, enthusiasm and loyalty of our people. As we continue to evolve our  
business, keeping our people and attracting others like them will be a top priority. We believe the abilities  
and commitment of our professionals will make us the preferred provider of professional services for  
companies large and small around the globe.

Flat Management Structure
Professional services firms are typically hierarchical in structure. By minimizing the layers within our  
organization, we offer talented, creative individuals the chance to work collegially within a community of  
professionals. With an emphasis on teamwork and mutual respect, our professional community is focused  
on meeting the needs of our clients.

Multi-cultural Leadership
Our corporate culture is defined and fostered by industry leaders with experience from across the globe.  
As a multi-cultural, multi-faceted company, we benefit from local differences and global opportunities. While 
each office is rooted in its own culture and community, we share a common vision and mission: to help global 
business leaders execute their internal initiatives and achieve targeted results.

Entrepreneurial
As a community driven organisation, we are focused on validating our market value through exceptional  
financial performance. We believe that the needs of all stakeholders are best served by fostering an  
entrepreneurial culture that rewards talent, integrity, enthusiasm and loyalty.
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Board Of Directors

Jim Gielarowski
Partner & Global Board Member

Mr. Gielarowski started his career as an entrepreneur in 1980 in the emerging  
computer world. Fascinated by the barter concept, in 1996 began an independent  
barter exchange. As the barter industry expanded, Mr. Gielarowski became the CEO  
of one of the fastest growing barter exchanges in the United States, the Trade Alliance.  
In 2008, he sold his interest in the Trade Alliance to develop an entirely new concept  

in the international commerce exchange industry.  Recognizing the need to developed this new concept and 
membership from the ground up, he with his colleagues, their combined educations, experience and  
resources; thus began Ormita International.

Mr. Gielarowski has over three decades of business management, over 10 years as a recognized leader in the 
barter industry and married 24 years with 2 children and one grandchild.

Jim is a member of the American Economics Association. 

Daniel Evans
Partner & Global Board Member

Daniel began his career working in the telecommunications arena - starting out as  
a strategic planner (economics evaluation and network capacity planning) and then 
moving into senior positions with network design and build. In 1996 he joined  
Business Internet Solutions, later renamed Woosh Wireless, where he served as a  
foundation shareholder and the company’s technical director. The company was  
responsible for ushering in the era of wireless internet in New Zealand. 

Daniel has had consulting roles at TelstraSaturn (in charge of the IP rollout across the country and systems 
merger with Clear Communications – forming TelstraClear), Broadcast Communications Limited/Kordia  
(then part of the State Owned, Television New Zealand) as Network Architect, responsible for design and  
implementation of their nationwide rural wireless network and with Optus and Telstra in various roles.

In 2002 Daniel founded XO Limited, a company which is now the largest provide of software to the barter and 
counter-trade industries in the world. During this time Daniel was instrumental in developing business models 
and systems behind the XO software product. In 2003 Daniel assisted in launching Ozone Barter, a company 
which is now New Zealand’s second largest barter exchange. 

Daniel holds qualifications in commerce and economics and is a member of the following organizations: 

• The New Zealand Association of Economists 
• Commonwealth Association for Public Administration Management 
• The American Economics Association 
• Canadian Economics Association 
• The Economics Society of Australia 
• The Law and Economics Society of New Zealand 
• The Internet Society (Pacific Islands Chapter)

In 2004 Daniel received acknowledgement from both the Governments of the Seychelles and the  
Maldives for assisting in collecting over $400,000 workth of disaster relief supplies for the countries.
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Board Of Directors

Miriam Worsnop
CEO of Ormita Australia & Asia Pacific Board Member

Mrs Worsnop has been actively involved in the trade industry for approximately 16 
years. In her various roles she has been an exchange member, industry promoter, broker 
and trainer. 

Over a period of 30 years, Miriam has built a number of successful companies, including 
a millinery company, a bridal shop and a financial services industry software company. She has also worked as 
teacher of English to the Indonesian Parliament, a profit/loss clerk, cashier, and an book-keeper for a large food 
processing company.

Miriam holds qualifications as a Certified Trade Broker with the National Association of Trade Exchanges 
(NATE) and has worked as a contractor or licensee for Bartercard, Business Barter Exchange, ITEX, OzoneCard 
and XO. 

Miriam has also been an industry training provider and has provided trade related consulting services in 
Canada, Bosnia-Herzegovina, New Zealand, Norway, Singapore, Thailand, Turkey and the USA. 
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Board Of Advisors

Sjaak Adriaanse – Netherlands
Sjaak Adriaanse (1960) has an education in mathematics and computer science.  
In his research assignments for Dutch copier and printer manufacturer Océ he  
learned to appreciate a good user interface, especially of computer programs.  
After moving house in 1996 he took up freelance writing, specialising in explaining  
difficult subjects.

After joining a LETS circle in 1997 Sjaak entered the world of community currencies.  
He was and is involved in several Dutch CC projects and maintains a links page in 
Dutch  (complementaire-economie.startpagina.nl), with 400 links on various  aspects 
of complementary economics.

Lynnea Bylund – South America
Lynnea has over two decades of experience in administration, marketing and  
business development. She is a nationally recognized spokeswomen for the  
emerging alternative video and information delivery industries and has appeared  
on CNN, PBS, NBC, as well as numerous trade and national publications including  
Wall Street Journal, Barons, Radio Communications Report, Wireless Week, 
America’s Network and Private Cable Magazine. 

In 1995 Lynnea became the first female in the world to be awarded a Broadband PCS 
operating permit to operate wireless systems in Hawaii and American Samoa. 

Lynnea has also lived in Brazil working in the Executive Palace with the First Lady  
of Brazil, Ruth Cordosa, Communidade Solidaria, and her Senior Advisory Staff, 
UNICEF, UNESCO to introduce viable sustainable solutions into the social sectors  
of Brazil.

Chris Cook – United Kingdom
Chris Cook is the former director of the International Petroleum Exchange and is  
the originator of the Iranian Oil Bourse project. He is an active strategic market  
consultant, entrepreneur and commentator. 

Chris’s early career was in fraud investigation in the UK’s DTI where he then moved  
to City regulation where he remained for a period of 10 years. 

In the last few years Chris has been actively developing partnership-based “enterprise 
models” or legal and financial structures, and now consulting as an enterprise  
architect in the application of decentralised and non-hierarchical networked legal  
models typically using UK LLP’s and US LLC’s.

Current projects include the Hanseatic Microfinance Initiative, supported by the  
Norwegian government.

Chris is currently a principle of the Nordic Enterprise Trust and Open Capital.
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Board Of Advisors

Marc Gauvin - Spain
Marc is the founder of NetPortedItems S.L. creator of DigitalShadowCaster ™  
technology for the digital representation and management of objects of value both  
tangible and intangible.

Marc has extensive experience in international business in both IT and non IT related 
fields. Presently he serves as the DMP Chair of Requirements as well as Member  
of the Board of Directors representing his client sDae of the SGAE group. As an  
independent consultant Marc has led several projects related to Rights Management  
in digital media value chains with a focus on decentralised self regulating content  
distribution versus the conventional top down copy and access control.

Marc has published several papers on digital media business models and the new  
paradigm of decentralised self regulating markets powered by common digital media 
content management infrastructure accessible to all entities whether individuals or  
corporations.

Chris Lindstrom – North America
Mr Lindstrom is a well-known expert in the field of community currencies, barter  
and trade.

In June 2004 Mr Lindstrom was responsible for organizing the conference “Local  
Currencies in Twenty-First Century: Understanding Money, Building Local  
Economies, Renewing Community.” which brought together 300 local currency  
theorists and activists from 17 countries in a seminal gathering.

Chris is a founding board member of BerkShares, a local currency for the Southern  
Berkshire region. He organizes and presents at conferences on the subject of  
transforming money. A graduate of Simon’s Rock College of Bard, he grew up in  
Cambridge, Massachusetts.



14

Board Of Advisors

Xi Sun - China
Xi Sun is the managing director of Beijing Barter International which he established 
in 2005. 

In May 2007 Mr Sun organized an International Forum for Community Economy  
and Credit System, co-sponsored by CNASW and held in China with nearly 70  
representatives from different communities throughout China taking part.

Mr Sun also acts as the editor in chief of the Wednesday Newsletter, which he has  
produced free of charge every week to the Chinese barter community for the last two 
and a half years. This newsletter is the only media concentrating on trade exchange  
anywhere in China. 

Mr Sun holds a Master Degree of Economy (People’s University of China, top ten)  
and Master Degree of Law (School of Law, University of Illinois). Before university  
he spent 10 years in countryside and automobile factory and 6 years in the Ministry  
of Machinery Industry in China.
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ASIA PACIFIC
Australia
Adelaide 			  (08) 7423 0109
Brisbane 			  (07) 3121 9657
Bunbury			   (08) 9774 0105
Campbelltown		  (02) 4602 4115
Canberra 		  (02) 6160 1477
Dubbo			   (02) 5804 5111
Gold Coast		  (07) 3166 5304
Gosford			   (02) 4304 1501
Hobart 			   (03) 6281 4775
Kalgoorlie 		  (08) 9051 5200
Mandurah		  (08) 9512 8010
Melbourne 		  (03) 9095 3402
Newcastle 		  (02) 4016 6127
Penrith			   (02) 4702 0513
Perth 			   (08) 6465 9631
Sunshine Coast 		  (07) 5313 3411
Sydney 			   (02) 8197 7017
Tamworth 		  (02) 5711 1203
Townsville		  (07) 4795 0409
Wollongong 		  (02) 4231 5508

New Zealand
Auckland 		  (09) 974 9159
Dunedin 			  (03) 974 8014
Christchurch 		  (03) 974 9041
Wellington 		  (04) 974 9061
  

Our Global Directory

EUROPE
Italy
Bari			   080 214 9618
Bologna			   0511 990 7661
Brescia			   030 207 7648
Cagliari			   070 773 8241
Firenze (Florence)		  055 535 7643
Genova			   010 893 7302
Messina			   090 896 8832
Padova			   049 859 7942
Palermo			   091 619 3644
St Vincent		  016 687 1130
Taranto			   099 987 1038
Torino			   0111 983 9445
Verona			   045 485 8775

Romania
Bucharest		  (021) 519 1421

United Kingdom
Basildon			   0126 843 0010
Birmingham		  0121 264 0130 
Blackburn		  0125 441 0010
Blackpool			  0125 358 0011
Bolton			   0120 423 0001
Bradford			   0127 444 9121
Bristol			   0117 361 0030
Chelmsford		  0124 576 0050
Coventry			  0247 699 8602
Derby			   0133 291 7004 
Dundee			   0138 260 5000 
Edinburgh		  0131 606 0044
Glasgow			   0141 421 0051
Gloucester		  0145 249 8010
Huddersfield		  0148 461 0011
Ipswich			   0147 339 5000
Kingston upon Hull	 0148 269 0011
Leeds			   0113 358 0166
Leicester			   0116 330 0033
Liverpool			  0151 151 0211
London			   0203 355 1381  
Manchester		  0161 421 0177
Newport			   0163 337 0011
Norwich			   0160 391 1010
Nottingham		  0115 817 0011
Oxford			   0186 557 6041
Peterborough		  0173 351 7070 
Plymouth			  0175 239 9006
Preston			   0177 221 7010
Reading			   0118 331 0020 
Rotherham		  0170 927 0000
Saint Helens		  0174 471 0000
Swansea			   0179 267 6001
Swindon			   0179 329 6077 
Watford			   0192 337 9010 

NORTH AMERICA
 United States of America
Atlanta 			   (678) 298 3210
Austin 			   (512) 499 2345
Baltimore 		  (443) 692 0121
Boise 			   (208) 906 1188
Boston 			   (857) 524 5135
Chicago 			   (773) 337 4770
Columbus 		  (614) 754 5884
Dallas 			   (214) 461 4818
Denver 			   (303) 997 1666
Detroit 			   (313) 733 2939
Fort Worth 		  (817) 439 6909
Houston 			  (713) 820 9464
Las Vegas 		  (702) 446 0899
Los Angeles 		  (323) 443 0233
Memphis 		  (901) 328 7278
New York City		  (347) 527 7677
Newark			   (973) 741 6884
Orlando			   (321) 281 3766
Philadelphia		  (215) 695 3040
Phoenix			   (602) 427 5620
Pittsburgh		  (412) 360 8450
Salt Lake City		  (801) 618 0488
San Francisco		  (415) 358 1808
San Jose			   (408) 538 0208
Seattle			   (206) 691 8191
Tampa			   (813) 200 4844
Washington		  (202) 380 3223
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Ormita’s international  network stretches 
across all five continents. 

Our Public Contact Points are a way to provide a 
communications assistance to your remote branch 
offices and staff or for your use whilst travelling.  

Wherever you are located, whenever you need us 
- Ormita is there to help.

HOW TO REACH US USING OUR PUBLIC 
CONTACT POINTS

1. Dial the number of the city
2. Press 1
3. Enter 1640602
4. Press # 
5. You then will be connected to Ormita.

ASIA
Japan
Tokyo			   (03) 4590 3116

Pakistan
Bahawalpur		  (062) 31 08043
Faisalabad		  (041) 552 9880
Gujranwala		  (055) 828 9635
Gujrat			   (053) 212 9922
Karachi			   (021) 701 6583
Lahore			   (042) 200 8639
Multan			   (061) 813 9731
Peshawar			  (091) 713 9862
Sargodha			  (048) 501 4906
Sialkot			   (052) 811 9760

Thailand
Bangkok			   (02) 101 3109

EUROPE
Belgium
Brussels			   (02) 747 0254

Bulgaria
Sophia			   (02) 491 7134

Croatia
Zagreb			   (01) 777 6177

Cyprus
Nicosia			   (22) 022 630

Czech Republic
Prague			   (02) 4601 9148

Denmark
National			   (77) 345 753

Public Contact Points
Estonia
National			   (66) 81372

Finland
Helsinki			   (09) 4259 7847
		
France
Paris			   (01) 7289 8101

Hungary
Budapest			  (01) 999 4901

Ireland
Dublin			   (01) 657 5613

Italy
Milan			   (02) 400 42015
Rome			   (06) 992 68160
	  
Latvia
Riga			   (7) 661 061

Lithuania
Vilnius			   05) 211 1750

Netherlands
Amsterdam		  (020) 890 8243 

Norway
Oslo			   (02) 154 3295

Poland
Warsaw			   (022) 398 8047
	
Spain
Barcelona		  (93) 390 5484

Sweden
Stockholm		  (08) 5250 0225

Switzerland
Geneva			   (022) 533 0324

MIDDLE EAST
Bahrain
National			   (01) 619 9009

Israel
Jerusalem		  (02) 569 5205

Turkey
Istanbul			   (0212) 414 1710

NORTH AMERICA
Canada
Edmonton		  (780) 628 7790
Toronto			   (647) 723 3640  
Vancouver		  (778) 785 4211  

SOUTH AMERICA
Argentina
Buenos Aires		  (011) 50314720

Brazil
Campinas		  (019) 3119 2787
Rio de Janeiro		  (021) 3002 0575

Chile
Santiago			   (02) 582 1844     

Mexico
Mexico City		  (055) 1168 9854

Peru
Lima			   (01) 706 1950

HEADQUARTERS 
Australia
PO Box 638
Booval, QLD, 4304

Facsimile: (07) 3123 5908
Email: aus@ormita.com

New Zealand
PO Box 132009
Sylvia Park, Auckland

Facsimile: (028) 890 637
Email: nz@ormita.com

UNITED STATES
PO Box 16120 
Pittsburgh, PA, 15242
U.S.A

Facsimile: (412) 360 8403
Email: usa@ormita.com

Licensee & Independent Broker Enquiries Welcome

• National
• Regional
• Independent Client Directors
• Brokers

Create a new future for yourself while helping others.

Licensee Enquiries
www.ormitacorporate.com
Email: licensees@ormita.com


