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INTRODUCTION

In all developing countries there appears to be a need for close inter-
relations and co-operation between induetries in their efforts to achieve
development.

This need for co-operation is evident in the leather and leather products
industries of these countries if they wish to obtain maximum added values from
their raw materials. The weakness and strength of the leather and leather
products industries lies in its ambivalence of values which makes it advantageous

for developing countries and disadvantageous for highly industrialized ones.

In Europe the leather industry situation in the north and central areas,

is quite gloomy, with a marked shift towards the iediterranean countries.

In the last few years scarcity of raw material, possibly due to Latin
American and Indian restrictions on exports, have upset prices and caught
tanneries unawares. There is possibly a natural reluctance to accept logical
occurrences wh;ah are contrary to one's wishes, for Low else could the tanneries
in developed céuntries be surprised by the restrictions the developing countries
have imposed on raw material exports! These circumstances, coupled with the
normal speculations of major corporations, caused great disorientation in a
declining situation, Large tanneries in the Federal "epublic >f Germany, Italy
and France encountered trouble in maintaining production and ad justing to wet-blue
and crust, The United Kingdom tanneries enjoyed a certain advantage in this

respect as they rad been processing thi. semi-tanned raw niterial for & longer
period of time.

Spanish tanners enjoyed a record year because of the heavy demand for shoe
exports, although high prices have reduced demand this year. 'lany multi-national
suppliers of auxiliary chemicals to the leather industry have e«perienced a drop

in sales in northern and centrel Europe with increases 8olely in the iediterranean
countries, more so in Spain than in Italy.

The situation in the eastern European countries has been a little different

as centrally planned economies are not so susceptible to price fluctuations.

In countries with centrally planned economies difficulties in obtaining raw
hides and skins have brought the buyers and sellers closer together: Yugoslav,

Czechoslovak and Hungarian technicians are to be met in developing countries,

discussing, checking and selecting semi-processed crust and wet-bLlues.




CHAPTER I, STAGES "F INDUSTI IAL INDEPENDWNCE 7 LEZATHE? PPODUCTTON

(a) Supplies of raw naterial

The exportation of siaply preserved raw materials is < sign of a low level
of development, or of a very high level of economic development, where processing
1s too expensive. Technology has nade great advances, but has not yet managed
to liberate the leather industry from its amanual and artisan character completely

OWing to the irregularities of the skins.,

A natural product galas through being differ=nt, though, of course, the

degree of difference constitutes the crux of the problem,

It seems quite sensible that cattle~-breeding countries should use the
technology available and their tanning skills to obtain increased value for their
prirary product. Thig irreversible fact appears to be accepted now by ndust-
rialized countries. Nevertheless, there i the danger of interest being maintaine
in th> natural product because, as chemistry has already proved, man-made material
can compete with and easily iwmprove upon nature, Jence, highly developed states
Promote leather fashion to satisfy the human wish for differentiation, mainly in
garments. So, leather can never be completely automatized, but will always be a

unique product: an article of distinction,

(v) femi-finished leather

Processing to a semi~tanned state, wet or dry, is one stage further; it
cntails the use of labour and easily available chemicals, the sreat advantage
being that semi-finished products can be exported to the same consumer industries
ac the raw hides, possibly without interﬁédiaries, or even thmugh the saue trade
channels as the raw hides. Consuner acceptance is the knot of the question. 1In
liberal economies, either the shortage of raw hides is the reason for bringing
the product on to the market for acceptance, or the user sees some advantage in
the semi-finished product. Last year saw tanneries in industrialized countries
having to accept semi-processed leather owing to the lack of any other stocks.
Demand for finished leather was great and nothing was available in any great number
apart from crust, wet-Llue, or ready-to-finish. Chewistry has created new products

to make quality more dependable in terus of re-tanning and finishing, hence the

Second stage has hecoue accepted.
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(c) Finished leather

This stage is governed by both technical and marketing issues. Finished
leather has to be offered, at the standard desired, to a n.w branch of industries

or lamport organizations in competing with the tanners' sarketr,

Certain problems have tc be overcome; such as the availability of auxiliary
chemicalg: fat liquors, dyes and re~tanning or finishing agents. As far as I
know, the leather of developing countries lacks the silken, soft touch and the
regular finish., Art and skilful labour could overcome some of these faults, but
unfortunately the use of certain special chemicals in fat liquors and finishes

are really indispensable if one is to achieve the standards required in the

leather market today.

Equally important is the knowledge of market trends, fashion and the various
channels for entering such markets. The marketing aspects are ag important as

the technical factors, unless great price concessions are granted to compensate

for quality deficiencies.

(d) Manufacture >f leather products

If the marketing of finished leather is done well, the marketing of leather
products will prove eagier. The public or general consumer has less of that
"tendency towards microscopic perfection” than the specialist leather merchant
who has to resell to anciher specialist who transforms the leather into jackets,
shoes or bags. The Spanish experience has proved this to U< a fact. These

attempts are interrelated and have to be appronached on a commnn basis.

CHAPTER II, ANALYSIS OF THC PRESENT SITUATION - WC.LD ECONOWY

With mnore or less lucidity, each responsible entrepreneur in the northern
hemi sphere accepts that independence in economic matters is a figment of his
imagination. An awareness of interdepencency is growing. It can omly be to the
good of the industrialized countries that the developing nations are increasing
their income and degree of industrialization. 1In fact their (the developed
countries) industrial destiny depends on this. It is a socio-economic fact
that increase in wealth ensures the existence of rich societies; the best
guarantee for the survival of the rich is the disappearance of the poor, and

that the least important as well as the most involved action leads to repercus-

sions in other spheres.




Recently in the Furopean Institute in Amsterdan, I heard that Europe had
alsy paid for the Viet-Naa war, supporting two dollar devaluations and the
establishment of a flourishing American industry in western Europe. Nothing
in socio-economic politics is isnlated., This fine net of action and interaction

is a universal fact which nobody can deny.

But even at the various conferences on commerce and international industrial
development, no real progress seeus to have been achieved in terms of economic
collaboration on a world scale. #ich societies expect the poor to develop by
themselves, granting aid t» obtain profit, without realizing that help should be
given in their own interests, as the clever form of self-help altruism and the

sharing of wealth.

What people accept within a national framework, in terms of social justice,
taxes, unemployment subeidies, the right tn strike etc., are not considered
legitimate at an international ievel. The set of values considered human rights,
which are legal within a national commnity, are far from being accepted by the
supra-national commnity as a part of supra-national relations. The law of the

jungle still holds sway: t‘he survival »f the fittect.

However, by accepting both tendencies realistically optimistic conclusions

can be drawn with respect to the leather and leather products industries.

In uwany tanneries last year, capital investment in raw material stocks was
nearly twice the investment in twchinery and equipment. I dn not know the equiv-
alent relation in developing countries, waere raw naterials are more easily

available, but I assume a lower figure.

The labour situation is undoubtedly favourable to developing areas, as
proved in Spain compared with more industrialized countries in Europe, where it
is very hard to get people to work in a "dirty" industry. In countries where
people can choose their jobs, and manual labour 1s conscious of its power, wet,
uncomfortable jobs are unpopular. The advantage of plentiful labour is very
important to the development of the leather industry and even more so to the

manufacture of leather goods, mainly shoes.

Neither leather prnduction nnr the products are highi,; suited to automatic
or computer prograumned processes. The non-uniform nature of the materials as

well as the influence of fashion do not permit the standardization of models or

systems. Thus, both leather goods and shoe industries are suitable for developing




countries if they suc ckills provitabiy, T ~nce faw an Ttzlian shoe unaker in
India, producing sandals for sale to Jorth Aserican stores and thue realized
how dangerous this could Le for western shioe manufaclurers:  the combination of
Italian creative strle witn the finc, dclicate and pationt Indian feminine

handwork at an extraordinary low cost,

Last year an 720 exccutive stated that he failed to understand why the
Spanish Alnicters were crcating such difficulties with respect to the
quota of Spanish shoe imports; it was, o cald, ovident thezt those kinds of
industries could n»t survive in Burope for long. iven Spai: in tine would have

to diversify and think about iaporting African shoes.

Some five years ago I established contact with a major Jersan shoe
manufacturer who was buying Spanish uppers and shoes with a view t» starting a
Joint venture in Spain; they sent their experts to study the best location
inside the country and the most suitable social conditions. I showed them indust-
rial estates, with tax holidays for ten years, and the availability of cheap labour
as well as long-term loans at low interest rates. After a careful study, the
experts recommended starting in North Africa, where the less developed population

guaranteed frecedom from labour problens for a longer perind of tiae.

In a highly industrialized country technology finds new branches and fields
te suit its needs and certain consuaer goods are more caeaply imported from other
parts of the world. Flectrrnics, pharmaceuticals and nuclear energy entail

fundamental research.

If concumption in high--income stat s is based on creating demand and ite
satisfaction, there is wide scope for clever marketing on the part of the lems

rich societies,

If the hippie movement or the 3eatles' simply staying in India - but not
Agian industry - were able to raise the interest of thc youth in the VWest in the
Oriental life-style (Indian chappells and Afghan lecather jackets), it can be
conjectured how mch .sore effective an intelligent and well-coordinated promotion
of leather goods can be. Fiading the right way and the right noment is an art
as well as a technique. I know how difficult it is to find reliavle and well-
organized suppliers: buying fashion gonods can be a real Job by itself: if the
demand is already there, it might be too late by %he time supplies become organized.

An unsatisfactory beginning is as btad as tardiness. The infamous Spanish

reputation of “manana" has greatly handicapped Spanish export promotion.




Information theory, dcveloped through the growing use of computers, is one
of the most fascinating fields of andern technology. The instrument has created
an objective. 'Means or ways towards an cbjective are parts of a whole unit,
what is an cbjective today can be a way omorrow', (Dr. e thene). Vays and

objectives are in constant interaction.

Every attack, or better any effort to dominate through technology or whatever
it might be, give rise t> a defence action, an antipole (e.g. guerrilla war in
Latin America or Viet-Nan)., Ivery amersage causes a noise, the other party's

response.

Techrological development has created its antipnles and noises. If the
promoters of the technological progress fail to listen, both parties will probably

lose.

Proliferation of computers, with a deep knowledge of antipoles and noises,
will probably give rise to a proper pluralistic structure, without domination
by the techrocrate. The neo-colonialism of technology has to give place to a
mlti-channelled society. Perhaps “hina ir trying a new approach, using human
resources first and decentralizing industrial growth, thus avoiding monstruous

conubations and the obsession of irncreasing national income.

I have introduced these general considerations to illustrate that each
country has its noise and can create a diffcreat antipole t» a technological

approach. This has to be taken seriously if a positive and durable result is

to be obtained. It is not only tnat eac!. population has its own characteristics,
depending on history, religion, traditions and cliwate. A noise will be created
and if ignored, an antipole will be powerful enough to provide failures. If the
noise is not incorporated into the syetem and the original message adapted
accordingly, the real way will n>t be found and the possible development stopped
or at least delayed. It should be thc fusion and comnunication of technology,
rather than an imposition. This rcuwark is addressed specially to the responsgible
persons in develcping countries who can easily lapsc into technocratic colonialism,

It is not a reproach to thc actual posscesors of technology: they are business

people ard krow that everything has a price. It is not a question of giving help,

it is the question of finding nne's own identity amnd discovering one's own path

to development in the leather industry which has all the openings.




Industrial cycles cannot become one-sided.
theory arige through noise. There

Cycles in the information
is nn monopsly on technical truth

med noise by the other ride,
envisages a re-cycle which is differen

the industries, re

» Since
what one considers truth can be dec

and the system
t froa the original .ucssage.

In extending
-¢ycling will be inevidtable,

I have heard mor¢ thar fhe
-national companiesg stating how much th
approach and even their technologies after

executive of multi ey had changed thejr

exchanging views with responsible

people from different parts of the world,

At the current rate of human expansion nearly 7,200 million hunan beings

will be living on the surface of our plaret by 2000,

fhoe production alone,
assuming an aver

2ge of 2 pairs per head/annunm
4.7 times more than the current production of

Cattle raising over
the last 29 years has increased 47% at the rate ¢f 2% per year. Only 50% of the
shoe material needed Will be le:

gather, probably in the form of high quality shoes
or luxury articles. Synthetic materials, textiles,

for the shortage of ghoe leather,

means 14,070 million shoes, i.e,

3,200 nillion.

etc., will have to make up
In view of the
perhaps concentrate on fashion and high-

proolems as to models,

above developing countries should

class ghoes which entail a series of
lasts and auxiliary products.

Yhen some twelve op fifteen years ago,

used in Spain for ladies! handbags,
leather bags.

1nitation patent leather in PVC was

their retail price was nearly double that of
It was claimed that this was a new

would last longer, always looked new, war

8easons, prices were approxi
handbags.

material which did not split,

easy to clean, et:, After one or two
mately the sane and now the

Y are half that of leather
Even the less technically

minded normpal citizen knows that leather

I consider this

market situation most favourablg,
dangerous,

and at the same time most
for the leather manufacturing industries in d

eveloping countries. A
market has tc be conquered step by step.

The aim is difficult, i.e. the production

of a high—quality product conditioned by the very nature of the natural product.

Therefore bproper marketing and the establishment of personal contactg with

lmporters or consumers is essential, learning from their complaints, comments,

trying tao appreciate their
their requirements.

observations: problems and adapting deliveries to

A very important factor in the great export succese of Japan
is the efficiency of its huge trading Companies, markeiing on behalf of different

manufacturers, including relatively small production centres.




Some people in the northcrn hewisphere try to minimize the imyortance of
pollution, effluents, wactes ete., out of gheer fright. 'That is the price that
nature aske for continued disrespect 51 her cquilibrium. ..cn secu to forget that
the Asia and African peoples have alway ; been much closer t- nature, and that
they are more conscious ot the t'act that the whole universe 1s inter-connected,
i.e. nothing happens in the smallest element without the whole universe vibrating,
Technology in its dominating position has forgotten that there are limits and one

needs to get intcgrated into natural cycles.

I do not have enough knowledge of ecological problems to discuss this
subject in detail, but would emphasgize that perhaps developing countries could
develop a re—~cycling technology without lapsing into the ccolongical problems

common to industrialized states in Burope and America.

CHAPTER ITI, FASHION AND TECHIOLOGY

(a) The Spanish experiencec

Jdediterranean countries in Europe have certain common trends, such as a
rich creative imagination, lower standards -f living than the northern countries,
based on artisan industries traditional craftmanship, and small faimily production
centres. Over the last two to six years the weight of the leather industry has
shifted to the .cditerranean. I think that there is no general solution for a
group of countries, but each nne has its special circunstances, raw zaterials,
training and financial resources which give rise to a particular development

strategy.

The differcnt stages of raw wmaterial exports, semi-processed leather,
finished leather and shoe exports have never developed regularly, but have all
been aixcd together. In the last five years an important export item from Spain
has been 40 - S0 pillion pairs of shoes worth $ 170 million yearly, the main market

being the United States. Several factors contribute to this success:

(1) luman beings with enterprising spirit, courage and a sense of adventure;

(2) Liaison between the shoe, lerather and allied industries through a
common organization wyrking for a commcn ghal: shoe exports, the Shoe

Fair in %ldaj

(3) Fxport promotion companies nr groups with complementary collections and

Joint marketing;
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(4) Tine goat and sheepskins and modern high-quality tanneries,
(5) Fashion sense, presznting new styles in attractive models;

(6) Skilful and cheap labour, comp ared with the ctoun . rics to which the

shocs were exported;

(n Sophictircataq rechincery an? cruipacnt, auxiliary Ttelian "last touch"

operatione, without the looser handaade character;

(8) Free iaport facilities for the purchase of 2quipment;

(9) A well-developed auxiliary indurtry, chemicals, toepuffs and stiffeners,
insoles, adhesives, finishes etc.

The beginning was hard. In 1998, German shoe manufacturers looked askance
at Spanish interwoven shoe uppers. They doubtcd the validity of our delivery
terms and the Spanish ability to work in an atmosphere of bullfights and flamencos.

Spain created confidence in itsg products for threce main reasonss
(1) Exact deliveries and very strict quality control;
(2) Personal acquaintance with the clients, raking a dialogue possible;
(3) Listening t- their claims and suggestions for improvement.

It costs money and effort, but it pays off. Gaining the confidence of your
Customer is the very first and most valuable step.  Once the link of mutual trust
has becn created, one should keep one's quality and prices and not enter into

price competition. Look for other marke 8, thc world is big.

Every offer of finished shoes or leather should be backed up by the control

Or standards of a ‘cchnical soclely, Lwerly vVLry country has these centres and

they alone can furnish objective data in the case of discussion as is often the case,

In the interaction of developing and industrializing phenomena, allied
industries develop, without which it is not possible to develop the export of

leather or shoes,

The tourigt industry in Spain solved the balance of payments, selling sun

and clear water, thus starting »n an import basis was easy, and the manufacturing

industry was able to enter the world market and succeed.
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(v) Criental fashion in western Zurope, social trends

Fashion is a response t- some s'iblimated derire not approved by society
or tradition, fashion itseclf beinz a nood of change motivatcd by the wish to

break free from social tranncle.

Fashion creates, technrlogy follows up, and vice versa. People like to
live comfortably (snft leather) and reduce tedious househsld duties to a mininmum,
¥ be different (maxi and wini skirts), and t» walk softly (soft soles) - the
result is to be seen in new fashions, and all consumer goods, except food, are
subject to sncial change. It is ot the creation of nne man, and there is always
an clement of mystery in fashisn - as shown by the distaste with which pointed
shoes of ycstervear are treatcd today, Further.aore, the young people today are
interested in illogical innovations sparked off by their interest in oriental
philosophy - surely an excellent starting point for the sale of oriental fashion,
This has been confirmed by the recent outbreak »f Indian sandals and Afghan jackets -

and there must be an opening for such casual fostwear with an oriemtal touch,

I remember, the first Spanish choes in the UsA were publicized as "bullfighter"
or "flamenco shoes as that is what the American customer ¢xpected of Spain, and
1t is 1mportant that we exploit other people's concept of a country, however

erroneous.,

At the last meceting of the Shoes and Aliied Trade 7esearch Associations
in September 1972, there was a general awareness of the advantage of countries
with aburdant labour resources in terms >f shoes produced, though quality and
fashion were lacking. To ay mind, all these countries nead is the courage to
investigate social trends and identify fashions ag a Precaution against misguided
attempts that have been made before, However, it should be remembered that there
is a strong artisti elcoment in fashion Pioneered by artists who are the pioneers

of change and arbiters of taste.

Technoiogy can be learnt, artistic appreciation, however, is innate.
Shoe fashions are still the province of the Italians: this notwithstanding,
there are openings for non-European countries to introduce new styles for

Eurcpean markets. Careful assessciment of 80C10-econnamic trende plays an imporant

role - the right moment, neither ton early nor too late - ig the key to success.
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Of the European countriss Italy, Spain and France are all well-known on
account of fashion and other types of light leather footwear,

leather €oods and
leather clothing, and mainly for oxport of these items. The Federal Republic

of Germany, the United Kingdom and eastern Buropean countries are acknowledged
&s manufacturers of the g02d quality, sturdier type of product. The countries
of Asia and the Far Bast are well known on the world marketg for footwear with
fabric and canvag uppers and rubber soles. Yet were the creative skillg these
latter countries have in textiles, wood and metal working to be applied to
leather products in an econoaic manner, with due exphasis on quality, content,

the opportunities for success in footwear and leather products would be very
rewarding.

CHAPTER 1IV. FAYS AND MEANS TWARDS TiFE_OBJECTIVE

(a) Market intelligence through export comgittees

article in the final stages of Processing, at least in developed markets. Thus,
wWe must know that thege markets are very diffioult, requiring quick changes,
imagination and g deep knowledge of their intricate functionings, The importance
of distribution and the special tagk of every link in the chain have to be
realized. An imported shoe in the United States when it reaches the customer
costs three times its original price. Nobody can export finisghed goods without
knowing what people expect from them, what quality they appreciate and what the
main purpose is. The exporter mst know why people buy lezther and leather
goods., Leather isg different becauge it is a natural product. Therefore, it
must look like leather, have an anilin character to show the irregularities of
the natural product; it should be soft and comfortable to emphasize its
adaptability, and it should have a new character every season: repetition is
impossible in highly demanding articles.

Export committecs should study the customers of the country they wish to
supply, and look for well established representatives who are in cloge contact
with faghion experts so ag to orientate the.r production. Those committees
should have members specialized not only in lether but also in marketing, a

Bpeciality by itself, and try to establish fashion trends without oopying,
81ving a new original touch,




Vhen visiting the showroon of 3ally Shoes in Switzerland some years ago,

I commented that the US and Frenen collections see.aed S0 very different, ag if

they were frog different menufactuprera, The expnrt Mnanager appreciated the

remark, saying tnat it wase a oreat ¢omnliment, ac they had studied the shoes for

the people they were meant £, Mere two populations expected quite different

things from a pair »f ghoes,

The marketing side of an enterprise is tho most intricate becauge it is

a8 mixture of technique, art ang flavour as well ag being essential to BUCCess.

You can buy technology, but Yyou must earn a market.

(b) Selecting appropriate technology

The most modern technology is not nof necessity the best for the developing

aer or leather 8oods industries of their own. Thig
does nnt imply that intermediate technology

countries establishing leat

is gond enough for thesge people

with their lack of training - wut it is merely the fact that andern equipment

is oriented towards the saving »f labour and the utilizationp of auxiliaries which

are not available elsewhere. Since the aims ape different, tho neansg can differ

as well: moreover, better products are often priduced using more people and

slower processes on smaller machines,
Furthermore, allied indurtries, such as sanufacturers of chemicals, nffer

free technology with their products, while leather and leather productsg schoolg

are open for training; scholarships and student facilitier are often freely

granted by foreign governaments,
fost tanners ang leather products manufacturers

have become aware »f the

fact that the export of the raw material is bractically at anp end; they are

interested in establishing contacts with the sellers of new technology, buying

technology in the form of royaltier at the eales price of the leather produced.

The seller of the technology has no éxpensee and the benefit to the purchasing

country is immense. The purcaaser should ensurn that full use is made of the
technology he has bought, sending people abpn

ad to be trained who should try to
learn as much as possible to pasg on t

O the people back hoine. The provision of

in~plant training facilities by the supplier of technology ig uore effective

than a rere technology transaction involvin

& the conying of formlae and processes.

contracts should be limited to five op ten years;

In the interests of the purchaser,
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regular personal contacts arc essential asg correspo:idence ig unrcliable, and

the technology should be rassed on to ag many people as Possible. 1t ig g cheap
and efficient method for the recipient and not without Lenefit to the donor,

The donor is nowadays commonly paid on g Yearly ninimunm baiis or a lump sum at
time of signature. This has to be cdrefull;; hegotiated tc avoiq the imposition
of heavy burdens at theoutset.,

(o) Joint ventures '

These represent closer links wnd offer the best to both parties, The
official regulations pertaining to ma jority holdinge by national parties or
the guaranteed transfer of profits are the .ost attractive fcatures to foreign
investors, and each country mgt Judge the situation carefully.

Joint ventures permit the developing Countries to cnter developed merkets
more easily; they can use cstablished distribution channels and sales organjig~
ations. In view of the cnormous markct potential in the developing world and

different non-synthetic materials, a rapid and efficient entry into such markets
via a joint venture 18 of great benefit t5 both partios: the developed country
has achieved diversification and ensured production, whereag the developing
country has entered a rich market. Possible forms of Co-operation are the use
of trade-marke or the provision of rapid market intelligence. It should not be
forgotten that marketing is a two-way flow, essential to both partners,

The prerequisite for all agrecments is the honest fulfilment of the terms
of the contract. Honesty and mtual trust are cesential and one cannot even
coneider cheating one'’s partner, Honesty, however, is not the same as nalvety
or stupidity - al} conditions must be discussed in advance. Do not expect
anything drastic from the other side - once signed, honour the obligations of
your contract, A person who digcuggos at length beforehand is usually most

interested and busincss relationships with him will be dureble.

(4) Tochnical focieties - trade asscciations - UN agencies

The leather world in iteelf is a small one. Every firm supplying auxiliary
chemicals to the leather industry knows all the tannerics in its country as
there are not so Bmany. Hides importers and dealers arc also well acquainted

with cach other, In every country producing hides »r leather, therc is a Technical
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Leather Socicty, affiliated t- the Intornational Uni o comprising nearly 30 members;
tiere is aled the Internaticnal ‘anners Zouncil. Thue the channcls for starting
a dialogue arc there and a C¢ommdn partner should be at nne's ride. It should not
be forgotten that protceting the intereste of ény one dealir~r in our 1zdustry is

equivalent to protecting one's nwn interesta,

There already oxist six different comnissions in Latin Anerica aimed at
uniting the comnon efforts of CSPAL, ALEAL and the Andcan Group., Furtheramore,
Argentina, Uruguay and Brzzil are so deeply concerned with leather that it should
be possiblc to obtain their consent to re;;ulating offers and prices.  What
objection can there be to a country being .wiore interested in seclling in raw than
tanned, as long as prices and stocks arc controlled? They thus obtain foreign
exchange which they use perhaps for som¢ other item. An agsociation of exporting
countrice could only benefit the seller and buyer alike, avoiding the rccent

tremendous price fluctuations and permitting the planning of long-term price policies.

An OSHEC*could provide a rcalistic approach to verious individual interests
through Goverment -r specialist bodice 1ather than leaving the initiative to

speculators or tn the trade wh> are solely people osriented in their own interesis.

The International Union of Leather fhemists Societies ie about to change
ite name to Leather Chemist and Technologist Socicties tm d> justice to the ever-

increasing importarce of enginecring, tquipment, by-product utilization, etec.

Vacational schools, training centres and univercities arc all represented
on the council which also negotiates with intcrnational communities (EEC) or

organizations (ISO), further t, providing data ~n analytic methods and standards,

The lecather industrics cannot develop 1n isclation as by virtue of their
very nature, they necd the collaboratisn of countless allied spccialists, |
Fhrthermore, full advantagc aust be taken on a ioint basis of the current readiness |
to accept procesesecd leather instead of ray hides, the main pre-requisite being
the concerted eff-rts of all concerned at all levels of production, Thus, there

mst be a common frorun for diecursion - apg nothing ir Letter than a technical
society.

To convince people of the usefulness of suen socictice in Spain, I used
the term *aseptic" to stress »ur disintercestedness and willingness to restrict

ourselves to technical matters, uncontaminated by businees interests sr the like.

* OSHEC = Organization of fkins and Tides Lxporting Countries




represcntation of the leather, footwear, leathcr g20de and allied *rades,

as
& means of obtaining information, Promotion, co-ordination and repreeen‘ation,

both &aong thomselves and with governmental departments,
further and becomes international representation,

This, in turn, goes

UN agencies offer means of approaching technolngical problems and
establishing contactg between the various groups, for despite increasing
national dependence, international interdependency is ¢onstantly high,

agricultural regions which Previously knew only famineand lack of foreign
3xchange, whilsgt other useful work is achieved by the mixed commissiona of
tanners and loather processors wh-se oft.ugh discussions are .anst ueeful,

The task of such commissions ig particularly important in countries where thore

that of hides.

CJAPTER V, CONCLUSIONS

Leather production from hidgs and skins, and further processing into
footwear and other goods, arg specific, characteristic industries for emerging
countries, which until now have exported raw materials, have abundant laboyr
resources, posgesse traditional craftsanship and have, or cen learn the roquisites
technology from their own inetitutions, or by attonding the existing Tanning
Schools in Europe as well ag through royalty contracts op Joint ventures.

Industrialized countries cannot afford pracessing industries where labour
representg a substantial part of the costs; with high wages, it is not possiblc
to compete with countries whose labour costs arc half ag 1ow ar cven lower.

Leather export is in some way more difficult than finished frotwear,
leather gnodg np garments, becausc it ig also a semi-finished product that hag
to be adapted ag & raw material t. other industries, which are uscd to a ocertain
quality of leather and whosge requirements are not well known. Mrrketing channels
have t5 be found for the introductisn of the finished loather.
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This optimirtic prospcct cntails closc csllabsration between all the allied
industries and the differcnt cxpirting countrics, if possible. To expart footwear,
one neceds t> have machinery, cicmiczls, laste, threads, boxce, adhesives as well
as leather; unless a joint effort is mede, the chances can be missed. Trades
and profcssinnal asesciati-ns .lould Lring the gquality ~f ihe finished leather
goods up to the required standarde, Demanding cliente can spur on their suppliers
end raise levels. Unless there are comnsn intereate, co-operation is difficult
to realizc; however, if the advantagce arc clearly scen by the partics involved,

& way will be found, with sr witiout grcat »fficial comnittces, but with private
socicties linking the intorrclated int:resteo. Jtherwise full usc is not going

¥y be made »f what ir called "the swoot myment for leather industry”,

World economy is interrelatud; the rulcs of actinn and rcactiosn still
apply whether they be called poles or antipolos, mcseages or noises. The bost
way of deriving the greatest benefit from thise rituation is to cnllaborate ~n
the basis >f mutual intcrost. Taus, in tueinces, royalty treaties and joint

venturcs arc vory mch in voguc,

The survival »f the fittest is still comidnly acecpted in international
relatisne; export prohibitions have forced tannors in industrial countries to
accept semi-prnocesscd leathers. Now, bcfre an antiprle is set up, collaboration
prlicy is the best steop to teke, using common sreganizatione to cyntrol hide
exports and t avnid drastic pric. changes, and t. gain time for the cstablishment

of a leather processing industry,

Markets in developed courntrics accept leather shocs and goods as luxury
articlee; the potential growth >f thesc industrice in thosc markets is small,
the "sweet moment' is therc for finished lcather g ods from dcveloping cruntries

e ]

to take over thisc important aarkots.

Trade, tcchnical and interprofessional asgociations arc an csscntial means

of obtaining the standards of quality thesc competitive markots nced.

Onc should not neglect the oppartunity »f creating a new fashion, @ot by
copying etyles, but by using barcic trends and tcchnical standards., A new
flavour must bc added satisfying the wertern eountrics' wish to be different.

Everything with an oricntal t uch han g 1 markct portential at present.

sarket penctratisn ie the anyet Aifficylt part -f thc programme, the best

w2y is a joint venture, or very close contact with the custrmers.




The future for leather and leather gonds manufacturcre .is very bright for
two main reasone: it is a lab-ur-intensive industry,

and these countrigs PIssoss
nearly 504 of the world animal resources, and sccondly because there is no poseible

cnmpetition from industry countrics. The way t> win export markcts is to buy
technology and lopk for joint voutures sr 2arketing .rganizationg,

Developers in these oountries ehould learn froa the mistakes of their
Predecessnrs, avoiding major concentrationg and helping small specialized units,







