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1. Research objective, content, and methodology
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The project, conducted from the perspective of strengthening 

bilateral economic ties with Japan, started by organizing and 

analyzing basic information on the Israeli economy. Then we 

identified issues that stand in the way of boosting international trade 

ties and improving the investment environment of Japanese 

companies, and considering policy options to overcome them. 

1. Survey and analyze the following points:

a. Analyze attractiveness and competitive advantages of Israel

b. Identify Israeli industries with high potential for investment 

by Japanese companies, analysis of key factors in 

investment decisions, as well as disincentives to investment

c. Analyze opportunities for increased trade with Israel

d. Identification of recognition gap on business environment in 

Israel and analysis of the gap

2. Organize information provided by the Israeli side

3. Consider possible ways to strengthen bilateral ties and draft 

policy options

4. Prepare a report

<Points to consider>

1. Improving the investment environment

2. Strengthening the trading relationship (a. Problems to solve in 

order to boost bilateral trade; b. Opportunities to collaborate with 

third countries)

This project, conducted from the perspective of strengthening bilateral economic ties with Japan, aimed to identify issues that stand in 

the way of boosting international trade ties and improving the investment environment of Japanese companies with a base in Israel, 

and to consider and write out countermeasures that will be included in materials to be discussed with the Israeli government.

Background

1-1. Research objective

1. Research objective, content, and methodology

Source: Based on RFP
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• In January 2014, Mr. Netanyahu, Prime Minister of Israel, visited 

Japan and held a summit meeting with Mr. Abe, Prime Minister of 

Japan, and issued “Joint Statement on Building a New 

Comprehensive Partnership”. This was followed by the visit to 

Israel of Mr. Motegi, the then Minister of Economy, Trade and 

Industry of Japan, in July 2014 and that of Mr. Abe in January 

2015, with a group of Japanese companies.

• The bilateral economic relations have since been further 

strengthened year by year as symbolized by the launch of Japan 

Israel Innovation Network (JIIN), in which government bodies and 

economic organizations of the both countries discuss business 

partnerships. This was an outcome of the “Joint Statement on 

Building Japan-Israel Innovation Partnership” issued during the 

visit to Israel of Mr. Seko, Minister of Economy, Trade and 

Industry of Japan and Economic Policy Dialogue with Mr. Cohen, 

Minister of Economy and Industry of Israel in May 2017.

• It is a high priority for Japan to partner with Israel particularly in 

the field of advanced technologies such as cybersecurity and 

autonomous driving.

• Israel also hopes for increased investments from Japan and 

growth in bilateral trade with Japan. Therefore, there is a high 

expectation on both sides for further strengthening of economic 

relationship between Japan and Israel.

Project content

Objective



© 2019. For information, contact Deloitte Tohmatsu Financial Advisory LLC.

Companies on the both Japanese and Israeli sides started to strengthen their collaboration as their governments have made official 

their desire for stronger business collaboration, which in turn should reinforce economic ties between both countries. This research 

aimed to identify business opportunities for Japanese companies, understand the Israeli business environment, and consider/formulate 

solutions to existing issues to promote further collaboration

1-2. Initial hypotheses of the research

1. Research objective, content, and methodology

Structure of issues that stand in the way of promoting Japanese companies’ expansion into Israel

Understand 

mismatches between 

stakeholders and 

suggest 

improvements

Strengthen Japan-

Israel economic 

cooperation

Business and investment 

environment within Israel

Business/investment 

environment
1

Business opportunities for 

Japanese companies
3

Attractiveness/ 

competitive advantage
2

Presence of Japanese 
companies (as business 

partners)
4

How far they are in 
considering expansion to 

Israel
5

Incentives to expansion7

Disincentives to 

expansion
6

How they can build 
internal structures that 

support expansion
8

Status of Japanese 
companies’ expansion into 

Israel 

Other items requiring 

consideration

EPAs/FTAs9

How to 
collaborate 
with Israeli 

entrepreneurs 
who favor 
early exits

12

Measures to 

improve the 

investment 

environment

11

Expansion to 
third countries 

through 
Japan-Israel 

business 
cooperation

10

Industry & market trends, growing industries, 
confirmation of the government’s industry 
development policies and investment incentives, 
restriction or promotion of foreign capital, tax 
system, limits on immigrant work, simplicity of 
procedures to found a company, etc. 

Identify opportunities in terms of market 
needs, available labor and qualified 
personnel, logistics, infrastructure, etc.

Identify products and services that have 
potential from the perspective of 
Japanese companies (including BPO 
(business process outsourcing) in the IT 
field and e-commerce).

Chinese and Korean companies have a 
bigger presence as investors.

Check what steps Japanese companies 
have taken, from collecting basic 
information to concretely considering 
expansion.

Check what factors are holding back 
Japanese companies considering 
expansion (e.g. country-specific risks 
that come from increased tension with 
Arab countries).

Confirm what incentives there are to expand into 
Israel for companies, for example by discovering 
ways to expand that utilize Israel’s strengths, 
such as its well-developed hi-tech and IT fields, 
which depend on its high technical capabilities.

Check what companies have done to build 
internal structures that let them utilize Israel’s 
competitive advantage (e.g. demarcation 
compared to in-house R&D). Is it difficult to build 
those structures?

1) Content of EPAs/FTAs between 
Japan and other countries
2) Content of FTAs between Israel 
and other countries
3) Economic effect and broader 
influence of each EPA/FTA

Compared to their Silicon Valley 
counterparts, the founders of Israeli 
startups tend to aim for an earlier exit. 
Consider how Japanese companies 
expanding into Israel should deal with 
this.

1) Examples of Israeli technology used 
in Gulf states
2) Needs of Israeli companies in terms 
of expansion to Gulf states (especially 
in the fields of agriculture, sea water 
desalination, wastewater treatment, 
etc.) 

Identify what improvements are needed 
to boost Japanese investment in Israel 
and consider improvement measures

4
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For this project, we used the results of previous research projects to formulate initial hypotheses regarding the issues that may impede 

investment and trade between Japan and Israel. We refined and tested those hypotheses through document-based research and 

interviews conducted in both countries, which allowed us to draft possible solutions

1-3. Research schedule

1. Research objective, content, and methodology

5

Desktop Surveys

 Organize and analyze basic information on 
Israel’s business environment, as well as 
statistical data and other results from 
previous research projects on foreign trade 
and investment

First round of interview-based 
research in Israel

 Conduct interviews focusing on 
government authorities, aid agencies, etc. 
that shape Israel’s foreign trade and 
investment policies 

 Collect data that is still missing after 
document-based research

＋

＋

First round of interview-based 
research in Japan

 Conduct interviews focusing on trading 
companies that have already expanded 
their business into Israel
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Second round of interview-
based research in Israel

 Conduct interviews focusing on Israeli 
companies with experience of collaborating 
with Japanese companies, government 
authorities and agencies that assist Israeli 
companies expanding abroad etc.

＋

Second round of interview-
based research in Japan

 Conduct interviews focusing on Japanese 
manufacturers that have already expanded 
their business into Israel or are considering 
it

F
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l 
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p
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Formulate and consider hypotheses Refine hypotheses Draft possible solutions



2. Research results



© 2019. For information, contact Deloitte Tohmatsu Financial Advisory LLC.

2-1. Green field investment, M&As and Infrastructure

We became aware of the following trends in terms of high-potential investment areas: M&As to acquire advanced technology and 
investment in the manufacturing industry. As for problem areas, we found a lack of awareness of administrative procedures, 
administrative obstacles, and a lack of available information. Concerning investment in infrastructure, Japanese companies are 
interested but remain at the stage of assessing feasibility because they do not have enough information. Measures such as promoting 
investment through public financing should be considered

2. Research results

Type of 

investment

7

High-potential 
areas

Problem areas
Possible improvements 

(draft)

Specific SharedDetails Details

*1 Bankable project = Project for which one can expect participation from private companies and long-term funding from financial institutions. Bankability is assessed by 
appropriately checking and ensuring the project’s feasibility, economic attractiveness, sharing of risk among shareholders, e tc.

Direct 

investment

Greenfield 

investment

M&A

Infra-

structure 

(hardware)

Infrastructure 

construction 

projects

Investment in 

infrastructure 

(PPP/PFI)

• Acceleration of the opening of a 
local base to join the local 
startup ecosystem

• There are tax incentives (e.g. 
tax-exempt R&D costs)

• Advanced technology that can 
compete on the global stage

• Investment in manufacturing-
related companies is expanding

• High level of trust in Japanese 
quality

• The Prime Minister’s Office of 
Israel publishes a list of all 
infrastructure projects planned 
by government authorities in the 
next five years

• Project outlines, current status, 
and PPPs (if any) are disclosed 
for infrastructure projects of the 
Ministry of Energy, Ministry of 
Environmental Protection, 
Ministry of Agriculture and Rural 
Development, and Ministry of 
Transport and Road Safety

• Understanding of legal 
system & procedures

• Lack of competitiveness 
(high operating costs)

• Discovery of high-
potential startups

• Building relationships in 
Israel

• Administrative obstacles / 
lack of knowledge of 
admin. matters (double 
taxation etc.)

• Difficulty to assess 
potential for growth & 
continuity

• Presence of risk through 
the entire project period, 
from construction to 
operation

• Profitability-related risks

• Establish a shared R&D 
assistance program with local 
governments across Japan 
(e.g. funding shared R&D 
projects)  

• Launch a platform to 
broadcast information about 
Israeli companies’ technology

• Promote open innovation in 
Japanese companies

• Strengthen information 
diffusion

• Consider the possibility of 
using public finance to create 
bankable projects1 (e.g. look 
into launching a new aid 
scheme for Israel funded by 
JBIC or NEXI)

• Provide financing using 
public-private funds (e.g. 
JOIN)

• Unclear business goals

• Slow Decision-making

• Little local presence of 
Japanese companies

• Lack of matchmaking 
opportunities

• Fear of underlying risks 
(“Arab boycott” etc.)

• Lack of information

• Knowledge of bidding 
conditions and bidding 
timing for Israeli 
infrastructure projects

• No local precedent/track 
record for Japanese 
companies

• Fear of underlying risks 
(“Arab boycott” etc.)

• Lack of risk-hedging 
policies using public 
funds
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2-2. Bilateral trading

It is a fact that the small size of the Israeli market makes it a low-priority trade partner for Japanese companies. Growth beyond the 

current situation is possible, but it requires lower tariffs and changes to export controls.

8

2. Research results

Possible improvements (draft)Problem areasHigh-potential areas

Trade

From 

Japan to 

Israel

From 

Israel to 

Japan

• Other countries are prioritized before 
Israel because its market is small.

• The existence of tariffs on some major 
Japanese exports reduces Japan’s 
relative cost competitiveness (e.g. the 
custom tax on cars. Besides, South 
Korea, which has a high share of the 
Israeli automobile market, is said to be 
close to concluding an FTA.)

• Because of the export controls set by 
METI, the procedure to export goods 
from japan to Israel takes time, which can 
make Japanese companies less 
competitive in terms of delivery speed 
(e.g. spare parts for semiconductors 
manufacturing equipment).

• Reduce tariffs by entering an FTA, which 

would improve the cost competitiveness of 

Japanese products.

• Because export controls are set from a 

defense perspective, they need to be 

considered separately from trade 

discussions.

• We did not hear about any specific 

needs or issues from Japanese 

respondents.

--

• There have been fluctuations through the 
last ten years, but the overall tendency is 
of expansion.

• Currently, the top three product categories 
are machinery, vehicles, and chemicals.

• Exports of machinery are expected to 
keep growing.

 Given the large projects by Intel in 
recent years, semiconductors-
related machinery in particular 
should keep growing.

• Japanese electrical appliances do not 
have much of a presence in Israel at the 
moment, but we expect that there is 
potential for growth.

• Compared to other countries, the 
amount of Israeli exports to Japan is 
small given the size of Japan’s GDP.

• For a long time the amount of Israeli 
exports to Japan was stagnating, but it 
has tended to grow over the last two 
or three years. Still, it remains to be 
seen if this constitutes a trend 
corresponding to stronger economic 
ties between both countries.

• Israel sees the following product 
categories as promising exports: 
semiconductor-related products, 
medical/healthcare equipment, 
automobiles, telecoms (5G-related), 
etc.
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We can imagine the following model of collaboration for Israeli and Japanese companies to expand the business into a third country: 

(a) reinforce an existing product/business, (b) develop a new product/technology/service line/solution, (c) create a new market 

(customers), and (d) create a new business model

2-3. Model for collaboration between Japanese and Israeli companies (draft)

9

2. Research results

Source: Based on interviews and other research conducted as part of this project

Model for collaboration between Japanese and Israeli companies (draft)

Israeli startup Japanese company
Joint 

research

Israeli startup

D
is

c
o

v
e

r 
h

ig
h

-

p
o

te
n

ti
a

l 
id

e
a

s
A

c
q

u
ir

e
 t

e
c

h
n

o
lo

g
y

E
x

p
a

n
d

 t
h

e
 

b
u

s
in

e
s

s

JBIC

NEDO

International R&D / co-funded business

$

Joint venture

Global 

company

$

$

$
Funding/ 

Acquisition

Tech

(a) Improve 

features of existing 

product

(b) Develop a new 

product/ technology/ 

service line/ solution

(d) Create a new 

business model

(c) Create a new 

market

Solid track 

record

Japanese company

Funding
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2-4. Interview Result: Understanding of the situation from the Israeli side

In the interviews, while Israeli players pointed out issues such as a lack of clarity regarding Japanese companies’ goals for establishing 

new businesses in Israel, they also suggested that there may be opportunities for business expansion in the domain of general

machinery through countermeasures such as conclusion of EPA and FTA.

10

2. Research results

Issues Possible countermeasures

• There is no information and no concrete practices for matching 
Israeli companies’ technology with Japanese companies

• There are no best practices for Japanese companies’ 

investment in Israeli infrastructure

• The Israeli market is small, and Japanese awareness of Israel 

as a potential trade partner is low

• Designation of Israel as a country subject to the Export Control 

Program(ECP) is giving a negative impact on Israeli companies 

importing products from Japan

• Many companies think that expansion would be difficult due to 

differences in business environment, culture, and mentality (e.g. 

traditional vs. innovative)

• Slow decision-making of Japanese companies. 

• What Japanese companies want is unclear, and talks rarely 

turn into “matches”

• Discuss countermeasures between the two governments

• There is a need for matchmaking initiatives that do not rely 
entirely on both governments, but utilize consulting firms and 
other sources of support

• More opportunities are needed to appeal to Israeli companies 
by flaunting Japan’s steady market centered on manufacturing 
industries

• Utilize talent permanently stationed in Israel to discover start-
ups and look for business opportunities

• The Japanese government supports the testing of advanced 
technologies through public schemes

Lack of 

information

Business 

environment 

(tariffs etc.)
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v
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s
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e
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Business 

environment 

(tariffs etc.)

T
ra

d
e

Psychological

obstacles 

• Unlike South Korea, Japan does not have direct flights to Israel

• There is an issue of double-taxation on capital gain

• Japanese companies generally tend to be passive stand for F/S 
with Israel companies.

• Discuss countermeasures between the two governments
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• The Japanese government could prepare insurance 
/compensation measures to deal with extraordinary risks

• The government could promote an initial infrastructure project 
and turn it into a flagship

• To ease Japanese companies’ psychological resistance to 
doing business with Israel, use case studies to show them how 
established companies like GE and Siemens make the most of 
Israeli companies

2-5. Interview Result: Understanding of the situation from the Japanese side

As with the Israeli side, the Japanese side also raises many psychological obstacles. Trading companies that export cars from Japan 

to Israel point out that tariffs put them at a competitive disadvantage

11

2. Research results

Issues Possible countermeasures

• In Israel, awareness of Japanese companies is low compared to 
European and US companies

• While there is a lot of potential for collaboration between Israeli 
startups and Japanese companies in the field of technology, 
Israeli companies are not aware of opportunities to partner with 
Japanese companies

• There is a lack of information on investment in infrastructure in Israel

• Establishing a system to respond to ECP is cumbersome

• Imports/exports of cars are subject to 7% tariffs

• Israeli ports are crowded, so official documents must be put 
together very fast

• Doing business with Israel (e.g. through infrastructure PPPs) 
carries risks associated with boycotts in Arab countries

• The governments could negotiate for reducing tariffs

• In order to raise awareness of Japanese companies, hold 
events to publicize them at regular intervals (e.g. once a month) 
and invite several Israeli companies to Japan

Lack of 

information

Business 

environment 

(tariffs etc.)

In
v
e

s
tm
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Business 

environment 

(tariffs etc.)

T
ra

d
e

Psychological

obstacles 

• There are difficulties in communicating in English

• Entering Israel’s startup community increases opportunities to 
meet high-quality talent and innovative startups to invest, but 
entering that community is not easy

• The cost of life and labor in Israel is high, so it is not particularly 
attractive as a manufacturing base

• Administrative procedures conducted in Hebrew, such as 
company registration, are an obstacle

• Japanese companies with a presence in Israel could make 
efforts to enter the VC community by visiting its members, such 
as VC firms and multinational companies



3. Issues and possible solutions
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3-1. Testing our initial hypotheses: Summary of results

Israeli companies mentioned the following obstacles: slow pace of Japanese business, including decision-making; lack of information 

on Japanese companies; language barrier; and different communication styles. Japanese businesses pointed out evaluating underlying 

risks such as boycotts by Arab countries, clarifying their investment objectives, and existing prejudice against Israel as obstacles

13

3. Issues and possible solutions

Difficult to build relationships without 

stationing personnel locally

There is prejudice against Israel, as shown 

by Arab countries’ boycotts

In terms of administrative procedures, 

there is little difference with surrounding 

Arab countries

Investment objectives are unclear and do 
not lead to concrete considerations

Japanese companies Israeli companies

Mostly search for business partners 

among European and US companies

Obstacles such as slow/unclear decision-

making, the language barrier, and 

communication styles

There is little information on Japanese 

companies, and chances to meet them 

used to be rare

There is growing interest in Japan as a 

stepping-stone to expand into Asia, but 

little information is available

Decision-makers are not present for 

business negotiations, which delays 

conclusions

Difficult to access local networks to select 

promising companies

Not feeling any particular “walls”

Gaps in understanding / 

Their causes

Lack of basic information / Few 

chances to talk and advance mutual 

understanding

Not enough chances to discuss 

respective needs / Not enough chances 

to communicate

Lack of matchmaking opportunities / Few 

matchmaking opportunities

Lack of information / insufficient systems 

to collect info. to assist decision-making

Investment procedure is cumbersome / 

There are regulatory obstacles to 

investing

Insufficient consensus-building / 

Immature cooperative ties for mutual 

benefit

Different preferences in terms of 

business / Insufficient promotion of 

mutual understanding and consensus 

through talks between industry groups

Lack of information on business 

environment / Insufficient sources of 

information

Different people need a different number of 

days to do the same job (the “Balagan” 

concept), but overall it’s not a problem

Evaluating the underlying risks of an 

“Arab boycott” 

The Japanese government needs to show 

long-term commitment to Israel

Little information is broadcast to Israeli 

companies that have little interest in 

Japanese companies to begin with

Israeli companies put speed first and their 

pace does not match the pace of 

Japanese companies

Differences 

in business 

customs

Lack of 
information on 

Japan /  
Japanese 

companies

Building 

relationships 

in Israel

Image of 

Israel as a 

business 

partner

How to make 

the most of 

Israel’s 

strengths

The Israeli market is too small to be 
approached as a standalone market, but 

third-country expansion is also 
uncertain

Understanding of 
the characteristics 

of the Israeli market

Little information on, and awareness of, 
Japan, even though it is comparatively 

attractive among Asian countries

Understanding of the 
characteristics of the 

Japanese market
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Japan

3-2. Overview of the main issues/needs affecting business between Japan and Israel

The research conducted so far shows issues not only in terms of communication and corporate culture, but also in terms of 

administrative frameworks for foreign trade and investment.

3. Issues and possible solutions

14

Israel
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From 

Japan to 

Israel

From 

Israel to 

Japan

M&As

Greenfield

Infra-

structure

• Other countries are prioritized before Israel because its market is small.

• The existence of tariffs on some major Japanese exports reduces Japan’s 
relative cost competitiveness (e.g. the custom tax on cars. Besides, South Korea 
is said to be close to concluding an FTA with Israel.)

• Israeli companies would like to import goods from 
Japanese companies, but the export controls set by 
METI can make Japanese companies reluctant to 
export to Israel.

• Sometimes, Japanese players face unexpected issues when investing because 
they had no prior awareness of Israel’s unique system.
 There are penalties when exporting technology that was developed with 

assistance from the Israeli government, capital gains are subject to double 
taxation, etc.

• Existing assistance projects by both governments are not well known.

 The NEDO co-fund project, incentives for hiring local staff, etc.

• Some industries require Japanese staff to work in Israel long-term, but work 
visas cannot be extended beyond five years, which can make it difficult to ensure 
business continuity.
 For instance, the maintenance of semiconductor manufacturing equipment 

exported for Intel should be performed by Japanese technicians because the 
technology is confidential.

• There have been few announcements by either country regarding cooperative 
investments in infrastructure. (Even if such announcements were purely formal, 
they would still have a psychological impact.) 

• Information/materials needed for decision-making is lacking.
 Administrative processes and for investing projects in infrastructure, list of 

projects for investment and practical issues through case studies

• There are not enough policies (e.g. funding, insurance) to alleviate the various 
risks that worry companies.

• Japanese companies have a reputation for quality in 
Israel, and the country looks forward to further 
Japanese involvement in infrastructure projects. 
However, such involvement is limited for now.

• We did not hear about any specific needs or issues. • Because most investment in Israeli technology 
comes from the USA, Israeli companies tend to 
choose the USA as an export destination before 
Japan.

• Not enough resources for IEICI to be active in Japan 
(it is looking for local partners such as NGOs).

• What Japanese companies want is unclear, and 
talks rarely turn into “matches.”

• Israeli companies struggle to understand who are 
the decision makers in Japanese companies.

• Japanese companies need a long time to reach a 
decision, which means that Israeli companies incur 
“waiting costs” they often cannot afford.

• There are no direct flights, which makes visits by 
Japanese businesses impractical

• Japanese compensation levels are low and applying 
them to Israeli staff would make retention difficult
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3. Issues and possible solutions

Possible improvements (draft)Issues

• Other countries are prioritized before Israel because its market is small.

• The existence of tariffs on some major Japanese exports reduces Japan’s relative cost 
competitiveness (e.g. the custom tax on cars. Besides, South Korea, which has a high 
share of the Israeli automobile market, is said to be close to concluding an FTA.)

• Because of the export controls set by METI, the procedure to export goods from Japan 
to Israel takes time, which can make Japanese companies less competitive in terms of 
delivery speed (e.g. spare parts for semiconductors manufacturing equipment)

• Reduce tariffs by entering an FTA, which would 

improve the cost competitiveness of Japanese 

products.

• Because export controls are set from a defense 
perspective, they need to be considered 
separately from trade discussions.

• Sometimes, Japanese players face unexpected issues when investing because they 
had no prior awareness of Israel’s unique system.
 There are penalties when exporting technology that was developed with 

assistance from the Israeli government, capital gains are subject to double 
taxation, etc.

• Existing assistance projects by both governments are not well known.
 The NEDO co-fund project, incentives for hiring local staff, etc.

• Some industries require Japanese staff to work in Israel long-term, but work visas 
cannot be extended beyond five years, which can make it difficult to ensure business 
continuity
 For instance, the maintenance of semiconductor manufacturing equipment 

exported for Intel should be performed by Japanese technicians because the 
technology is confidential

• There have been few announcements by either country regarding cooperative 
investments in infrastructure. (Even if such announcements were purely formal, they 
would still have a psychological impact.) 

• Information/materials needed for decision-making is lacking.
 Administrative processes and for investing projects in infrastructure, list of 

projects for investment and practical issues through case studies

• There are not enough policies (e.g. funding, insurance) to alleviate the various risks 
that worry companies.

• Strengthen information diffusion, in particular 
using case studies.

• Consider the possibility of using public finance 
to create bankable projects1 (e.g. look into 
launching a new aid scheme for Israel funded 
by JBIC or NEXI).

• Provide financing using public-private funds.

• We did not hear about any specific needs or issues from Japanese respondents. --

• Launch a platform for discussion (including by 

utilizing JIIN) in order to continuously identify 

and consider companies’ concerns. 

• Professional services firms could reinforce their 

assistance of open innovation in Japanese 

companies.

• Step up communication activities to raise 

awareness of existing systems.

• Establish a shared R&D assistance program 

with local governments across Japan (e.g. 

funding shared R&D projects).

3-3. Possible Solutions

We would like to suggest possible improvements (at the draft stage) in response to the issues listed below, in addition to broadcasting 

information on business opportunities and the business environment in Israel, and governments showing commitment to promoting

bilateral business (in order to begin reducing psychological obstacles).
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From Israel 

to Japan

M&As

Greenfield

Infrastructure
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