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I. INIRUDUCTICN, CONCLUSICNS AND RECCMMERDATICHNS

A, Ivooadietion

1. Terras of reference

Tue rreceant curvey takes as its starting point the declaration
adopted at the second General Conference of UNIDO at Lima, Ieru, iu
larch 1975, stating that the share of th~ developing countries in
total world industrial production should be increased to the mazimum
extent possible, and at least by 25 per cent, by the year 2000,

The UN General Assembly, at its seventh special session in
September 1975, endorscd the Lima Declaration and the Flan of Lction oxn
Industrial Development and Co-operation and requested UNIDO to
establish continuing consultations in the field of industry between
developed and developing countries to explore ways and means of
achieving the declared objective, The Indusirial Development Board
decided that consultaticns on industrial sectors should be organized
by UNIDO among member countries,md in the case of the leather and
leather products industry, the First Consultation meeting was held
at Innsbruck, Austria, from 7 to 11 Nobember 1977,

Within the framework 6f a world-wide study of the leather and
leather products industry (second report) as requested at the Pirsi
Consultative Meeting, UNIDO requested the International Trade Centre
UNCTAD/GATT to collaborate in the preparation of the cubstantive part
of the second report dealing specifically with the marketing and
distribution of leather and leather products from developing countries,

covering the following main points:

0./00




- NMarket information - examine ways in which readily available
Qarkét information on prices of raw and tanned hides and skins
could be disseminated to DCs,

- Market research - examine in detail the problems of marketing
finished leather and lcather producte and including the global
demand, production and sales thercof.

-~ Fashion information - examine ways in which DCs could obtain
reliable market intelligence and fashion feed-back information
on leather and leather products,

- lMarketing organization - develop a long=-term strategy for the
organization, marketing and distribution of leather and leather
products by DCs in major export markets, including inter-DCs'
trade.,

2. Vorking method and structure of the report

The survey was carried out on behalf of ITC during the last quarter
of 1978 by a leather marketing expert with life-long experience in the
production of and trade in leather and leather products, acquired in
industrialized as well as in develuping countries.,

The resulting report:

(a).reviews, in sofar as available reliable statistics and deata

.alloﬁl{ progress of export buciness in leather and key leather

products from dcveloping countries into major high-consumer

'Spending markets;

.l/ Data available does not always permit thorough and complete commercial
anglysis, Statistical information uscd in this report has been selected
for inclusion where a trend or situation is rcaconably and rcliatly well-
defined and so adrissible for purposes of illustration, substartiation of
comments and in justification of conclusions. In order not to burden the
narrat ive with lengthy statistical presentations, the tasic statistical
background material has been assembled in a separate apperndix,




- pummarized in the introductory section.

(L) 4identifies problems and factors now facing developing countrics
in export marketing of their finished leather and leather products
and provides marketing guidelines and information;

(c) sugrests medium- ard long-term strategies for export marketing,
including premotional methods;

(d) reports on availability of market information on prices of raw
hides and ckins and finished leather and on ways in which 1t can
be obtained by, or disseminated to, develo)ing countries;

(e) suggests methods and channels through which developing countries
can obtain a continuing flow of information on market requirements

for leather and leather products.

The main conclusions and recommendations from the survey have been

Product categories included are:
SITC 611 Leather
6122 Harness-makers' goods
8310 Travel goods, handbags
8413 Apparel and clothing accessories of leather
8510 Footwear - leather
Where possible, information relating to sports' goods of leather hes

also been collected.




.

B, Conclusions and recommendztions (summary)

Various conclusions and recomendations are formulated under the various

gections of the present report. lajor items are listed below for quick

reference,

Marketing

l. Planning and programming protlems arise from:

b
(1) Inadequacy of statistical data;
(ii) Absence of means for ;:ollection, evaluation and dissemination
of marketing information;

(iii) Insufficient feedback from markets,
2, Operational problems encountered bty developing countries can be greatly

reduced by:

(i) Better marktet knovledse, information and prepuration;

(ii) Better attention to quality control and sales servicinmg

(iii) Producing ranges tailrred to the needs of the markets; .

(iv) Programming market entry and development in relation to mariet

capacity and competition from without and within.

3. DProvision of market information and marketing advisory services to fill
the needs indicated under points 1 and 2 above is essential both to monitor
and reculate present exporting activities and to facilitate prospecting and
development of new markets., Urgent attention to "is need is recommended.
Industrial organisation
4, DMachinery for servicing exporters with marketing guidance and statistical
information etc. at the national level, should be provided via trade associations
or federations, These shou.d be set up and supported by the industries concerned - 1
to operate in every appropriate way in their interests. When instituted,
national associations should seek international cooperation and association -

with each other to further common as well as individual objectives,
5 Functions of national trade associations could include, in addition to
providing mnrket information, training, observation of desisn and fashion

trends and chanres, liaison with cervice industries and end-product industrial




oryani.ations, representation to official bodies and government department:,
price regsortine, or anisation of participation in trade promotionnl fairs,
supnlicr-custoher arbitration advice, assistance with members! trading
prool.ani, interpretation of legislation, liaison with labour orsanizations
an! tceinical research bodies, etc. In cases of countries having frarmented
or srnrzll-s'calc industries, ascistznce in prospecting bulk business ond
centralized selling to widen the marketing front, could be given,

6. An in*crin step to national associations is via repional and sub-regional
centres,

7. Pinancing of trade associations can be by an equitable levy on constituent
members possibly aurmented by grants, |

8, Individual comnanies

There is need to give closer attention to:
(1) Corporate planning and development strategy; product ranges tailored
to market needs and aimed at pre-researched market areas; sophisticated
ranges should be piloted on small-scale production volume in readiness

for future phases of procsrammed development or market arca chanres;

(ii) Quality control should be introduced at all stages; production
supervision and final inspection unremittingly applied - in this
respect assistance of.such organizations as SATRA (Shoe and Allied
Trade Research Association) should be sought - also the technical
aid and training services offered by machinery and equipment suppliers;

(iii) Alipnment to fashion colour changes is required and may be secured by
represent..tion in Modeurop - a biennial forum of tamners, fashion and
colour experts to select complementary colour and texture rantes for
leather against the mode-setting influence of textile materials and
colours. Fashion colour cards are also issued oy various leathner
trade orzanizations;

(iv) Attendance at major leather and leather products trade fairs - Dologna,

Paris, London, Pirmasens, Vigevano, Florence and the N.0.5.A. (Clothirs)
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fair in New York will help developing country producers to be
more reattive to fashion and desifn trends;

(v) Product -.uprovement is necessary in several aspects - a number of
thesc arc .etailed in Section B:2, below, Joint enterprise or
collaboration with foreipn importers, etc., is a logical way towards
solving problems of, or reacting to, market product needs, of
distribution and sales scrvicing, feedback and orderlyv market entry
and development,

(vi) Some tanners in countries with leather product manufacturing industries
hinder the development of the latter by restrictirg supply of ‘op-grade
leather: adjustment of attitude is called for.

(vii) Tanners with low-quality raw material to process would find ready
saleability of part-processed stock to tanners/finishers having the
derree of technology required to make best use of low-grade material,

(V'iii) Restrictins exports of raw material, in present general market circunx-
'stances, usually results in 1loss of earnings as finished leather fron
the areas concerncd is priced lower than the world free market can
pay for the raw hides and skins,

(1x) .Closer attention to sorting and grading will increase profits -
particularly in clothing leather where it is noted that, often,

first quality skins suitable for premium price aniline leather are
finished vdith masking treatments as used for surface defect skins,

(x) Deficient colour quality control is a cause for importer comprlaint:
colour and shade variations in any one delivery batch adversely
affect end-product manufacture and give rise to expensive compcensation °

claims,

(xi) Bad clicking (cutting) of leather and use of non-standard ocuality

leatheér by end-product manufacturers result in dis-uni orm merchandise

with resultant complaints, 1ll-will and loss, Similarly so with bad

colour matching when cutting shoe uppers and garment panels,




9, Overall industrial development

(1) Consideration of end-product leather usage, needs of markets and
marketing is a necessary dimension to be added now that the evolution
l
of raw hides and skins processing within developings countries has |

been 5o well advanced. |

(ii) Screeninz as to commercial potential should be applied at fundamental
development stages: for ultimate optimum realization;

(114) Realistic appraisal of developing couniry output potential is essential,
This should be related to results of research into (2) requirements
and trends of present markets, and (b) detailed investigation of
enerring and new markets,

(1v) Technical assistance programmes (with particivation by the developing

countries themselves) should recoznize as a priority provision the

fulfillment of the reguirements set out under point (111) avove,




C. Note on statistics

This investigation aims at analysing the pattern and evolution of the

cxports of leading exporting developing countries into major consumer merkets,

of leather and certain key lcather products, namely:

SITC 611
6122
8310
8413
8510

Leather

Harness-maker's goods

Travel goods, handbags

Apparel and clothing accessories of leather
Leather footwear

The basic statistical material used in this report is that contained in

the Import Tabulation System of ITC, which covers the imports of 36 major

importing countries, representing about 85 per cent of total world imports in

1976, The Syotem comprises two sections covering 18 countries each:

one being

selected industrialized countries and the other selected developed and

developing countries, as follows:

18 industrialized countries

Developed & Developing Countries

Australia Argentina
Austria Brazil
Belgium-Iuxemburg Egypt

Canada Greece

Denmark Hong Kong

Finland India

Prance Indonesia
Pederal Republic of Germany ' Iran

Ireland Republic of Korea
Italy Iibyan Arab Republic
Japan Malaysia
Netherlands Nigeria

New Zealand Portugal

Norway Singapore

Sweden Spain

Switzerland Turkey

United Kingdom Venezucla

United States of America Yugoslavia
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In.order to compare the export performance of developing countries

more effectively than by share of imports, it would be necessary to

show their share of domestic consumption in the receiving markets as

Tfollows:

Imports + Production - Exports = Apparent Consumption

It has not, however, been possible to obtain domestic production

statistics in many cases, Comments and conclusionS concerning market

developrents are, therefore, largely made on the basis of foreizn

trade data.

The 18 high-consumer spending markets are divided into the

following economic/geographical groupings:

EUROPE

NORTH AMERICA

Caﬁada

United States

EEC

Belgium=Luxembourg
Denmark

France

F.R. Germany

Ireland

*Italy

Netherlandse

United Kingdom

EFTA

Aust.ia
Finland
Norway
Sweden

Switzerland

OCTATIA AND AR TADTD

Australia
Japen

New Zealand
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The otixer 18 countries could also be congidered on the basis
of the following groupings which, it will be seen, relate to their

consumptive or productive capacities of leather and leather productsc:

A. Potential llembers of the Furorean Zconomic Ccmnunity
Gree-ne Spain

Portugal Turkey

Be No Significant Resources of Hides and Ski}xs

Hong Kong Singapore

lalaysia Republic of Fcrea

Co High Indifernous Resources of Hides and Skins

Argentina , Indonésia
Brazil Libyan Arab Republic
- BEgypt Nigeria
India Venezuela
D, Others

. Iran Yugoslavia
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II, ZTXPORT JARKETING AUD DISTRIVUTICH OF LEATIER

ALD LEATHER DPRCODUCTS

A. Vorld imports of leather and selected leather ovroducts

1. Imports into developed countries

Table 1 gives details, in current values, of thc progrccs of imports
into 18 industrialized countries over the period 1973 to 1977 and ctets out
to show the position attained by countries over this period, together with
soxc general comments on the prescnt trading climate and outlock for cor-
sideration by exporters. Total imports of leather vroducts (covered in
this survéy) have shovm steady advance in terms of value and volume,
reflecting $ncreasing world demand both for leather and its end-products.
The following analysis by product categories should be read in conjunction
with the notes on over-all trends in world markets and analysis of trade
flows presented in appendix I, which is issued separately.

LEATHER:

Developing countries show a steady performance, providing a stable and
ccnsiderable share (about one-third) of total imports into the 18 largest
industrialized import markets. Zxports from developing countries may bve
expected to grow further as newly created production capacitics will result
in larger and improved production, as new markets emerge and as consunption
in developing countries themselves increases. It is from the two latter
that leather usage expansion will come and developing country tanners would

be advised to make preparatory researches. Those tanners, working with low-

grade matcrial and not yet able to finish to exportable standards, would do

~well to seek collaboration with expert finishers in other countries not only

to improve their present level of trouble-free cash return, but also so as to

be well-poised for launching into new opportunity markets as they tecame

identified.

HARNESS AND SADDLZRY:

Developing countries have a consistent market share (a little more than

25 per cent) of this comparatively small area of leather usage which, howcvcﬁ,

\ \ has relativelv rreat rrowth potential. Demand for this hishly specialized i
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product is verv ctrong and increasing. Considerable improvement by developing
countries of their market share is dependent on production of the special leather
required and more especially on recruitment and training of the craftemen
essential to préduction of this equipment. Craft labowr shortage is already
acute, even in traditional centres of production, and the problem calls for
urcent and special attention to create vorkinz conditions and remuneration to
attract workers. This item of leather usase is one where quality of material

and standards of manufacture are of paramount importance and price not a bairier.
The vocational demands and length of training period are problems but the rewards
of stable, high-quality trade, merit the special effort needed to specialize in
this area.

MAROOUINTRIZ: (Leather goods, including travel goods,handbags, personal
accessories and presentation items)

This is a perennial bulk market of which developing countries are taking a
steadily increasing share., As in all high demand, vopular price, easy-to-meke,
small items' markets, competition is fierce. Volume business at low prices will
alwdys be a;failable but at inevitably low margins. Manufacturers concerned
would be wise to leaven cost-absorbing, competitive bulk business ranges with
specially tailored ranges aimed at the higher retail selling orice braclh.ets,
incorporating better styling, better lecther, better fitments and accessories
and good craftsmanship. Marketing would best be done by cooveration (1) with
selected branded menufacturers who would provide styling and production kmow~hov,
plus sales orpanization, or (2) with higher trading-level retail organizations
(possiblv also having their own house brands who could vrovide sirmilar assistoence).

CIOTHING AND CLOTHING ACCESSORINS:

Considerable annual growih is shown over the five-year period 2t current
value levels, the growth keeping well ahead of inflation. Fevertheless, world
and developing country growth rate has latterly slowed slightly, Due to mass,
bon marché price retailing, which accounts for the greater proportion of sales,
plus continuing popularity of leather clothing, sustained good velume sales can

be expected. However, price being much an influencing factor, the narket is




highly competitive and within it the pattern of supply has and does rapidly

change as costs rise in carly-lead countries and as new producer-countries
emerere (some using subsidies).

Manufacturers participating in this field of leather product manufacture
may find the best chance of securing continuity of business in sophisticated
markets by combining (a) with existing operators therein who possess
nmanufacturing and design skills, good sales organizations and contacts but
who are in production difficulties due to foreign competition and risinst costs
at home - circumstances quite usual in the leather clothin; irade in developed
countries, or (b) with retail firms (department store groups, specialist men's
and women's outfitters) able to provide similar inow-how and to place substantial
orders direct. Good business can .be had also at the boutique level. TFor this, |
however, the manufacturer must provide his own top-flight design, sales organiza-
tion, financing and efficient small-order making, delivery and other customer
servicing which the boutique trade requires.

In hoth»cases of suggested collaboration with import market establishments
(maroquinerie and leather clothing) it is inadvisable to try to deal with a
manui‘actur& and a retailer simultaneously.

FOOTVEAR:

There has been very considerable growth in imports over the past five years
with the déveloping countries! nmarket éhare (in terms of value) increasing
from 15 per cent in 1971 to 23 per cent in 1977. Howvever, per capita pairage
consumption. of footwear in the high-consumer spending markets is now generally
static and, in places, slightly falling. This situation vill hold for soze time,
Developing countries' exports to these markets have reached very high levels and
are seriously affecting domestic producers who, as with those in leather, are
combining to combat competition and who are seceking to influence official action
in the form of protective measures, The outcome of these stevs has yet to be
seen, but investipations show mounting sympathy and likelihood of thie sought-

after protection being provided in some cases., Established developing country

footwear cxporters would be well advised to keep themselves informed of




developmonfs and to toke such prudent commercial action as theyv can to
safejuard acainst loss of carefully btuilt-up trade. Customer relationships
should be kept bright and used to identify gaps in the market left by
rationalized and contracted domestic production. These gaps now account
for inmportant semments of consumer needs and well-directed efforts to fill ‘iLonm
in can be a major help in conserving trade.
In a situation of static per capita consumption, countervailins measures

by domestic producers and above all, the now extremely high level of inter-
developing country competition, sales to the established high-consuner

spendins, markets looks certain to become difficult. Atténtion"should now

be given to researching nesw markets and to strenuous follow-up of opportunities
disclosed, New markets may be found: (a) within footwear types - examples are
sports and training shoes, so-called freizeit or home wear casunls and
protective footwear; (b) in developins countries not vet in industrialized
footwear production and (c) in the domestic markets of the developing countries
vthcmSelves. Other possible channels may be via joint enterprise with m~»u-
facturers in the established markets whose own businesses have been cut

through competition or ecoromic strictures but who retain, at this tine,

stock holding and distribution facilities and sales organizations., Yet

another possibility lies in the specialization of caterins to customers
assembling footwear,rather than making the complete footwear, There is

already large trading in cut and closed uppers and in other shoe components
of leather, This development is likely to grow considerably.

OTIIZR TRODUCTS

Growth areas for leather usage may also be found in sports equipment - -d
in protective clothing, In addition to increasins demand from risir : liviiz
and leisure standards there is a quick turnover in the former cate~ory, anu
also in the latter due to growth in industrial munufoctures. Trotective
clothing is of gspecial interest as the by-product splits can bte used in their
manufacture, Both possibilities merit investiration and the collection of

relevant statistical data to this end chould be initiated., Lack of such data

rrevents any detailed analyvsis at this point.




2, Ioports into 18 developed and develoning countriec

Imports of leather and leather products into the 18 developed and
developing countries, as shown in Table 2, were cquivalent to only a
little less than 4 per cent of the total imports of the 18 industrialized
countries in 1971. By 1975 this had grosm to about & per cent. The

respeciive import values at current rates ire:

Industrialized Develoned and Develoning
countries -countries
1971 US£2,68408 Ty USS].O?.S Tie

Practically in every sector (apparel éhowin; an exception in 1975)
there has been an unbroten upward trend at current values. In 1975,
leather accounted for more than half of the total import value (USo174 n, )
of both leather and leather products. lThe two other items of significance
were leather lootwear and travel goods, both attaining a share of somewhat
above 20 per cent (USC76 m.). Leather garments and harness-makers! goods
still coustitute a small, althougn growing import share.

Importe of leather into the five leadiny markets for wnich more
recent statistical information is available (Republic of Xorea, Hong ilong,
Spain, Portugal and Singapore) have grown drastically and reached almost
250 million dollars in 1977.

Appendix I, which is issued separately, gives data about the evolution
of imports by product groups, main importing countries and sourcecs of supplye.

The rapidly growing imports oq all categories are indicative of a
potential which should be considered in relation to the appreciation of
clodbal strategy.

It is, therefore, important that the rapidly growing developing couniry

import markets be systematically surveyed to identify future business

opportunitics,
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B. Froolens facing developin~ countries in export
parxetine of finiched leatner and leather products

Export drives of developing countries have to date been beamed
mainly oan to the high consumer markets. In order to determine the
most appropriate marrXeting strategies for exports to these markets,
the following secticn examines the main problems encountered by
develoging countries in their export marketing efforts.

While some of the largest exporters of leather and/or leather products
among the developing countries have reached a high level of efficiency,
the following analysis refers mainly to the other developing country
exporters who are experiencing difficulties in meeting the requirements
of the highly sophisticated industrialized markets,

The following main problem areas have been defined:

- lack of knowledge of the naturc and structure of target

markets and their methods of doing business; these
considerations define conditions to which would-be successful
exporters must conform;

-~ lack of know-how and experience as regards sales sitrategies,
products, selling methods and sales servicing from the point
of view of requirements and usages of the market (as evidenced
by the opinions expressed by different categories of buyers);

~ current trading climate, resulting from recent disruptive
market developments.

1. Lack of kmowledre about the nature and :
structure of tarset varkets .

The investigation has shown that one of the most pressing problems
of developing country exporters is lack of market knowledge and marketing

expertise. Follow-up inquiries among would-be exporters show lack of
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appreciation of the commercial importance and prudence of knowledgeable
preperntion'for market entry and persistence in attending to marketing
cperativnsce  There seems to be widespread belief that selling to export
is merely 2 matter of writing, calling, sending samples for orders to

be placrds There is reluctance to 'invest in the market' via (a) initial
research to cstablish potential and required standards of product style,
quality and price, (b) adegquate test marketing, (c) institution of
market-knovledgeable distribution arrangements and'(d) naintenance of
constant liaison and customer contnct.

Selection of target markets will normally be made from pre-market-entry
consideration of basic factors to give a first irdication of pocsitilities
and potential:

(a) General economic conditions, trends of per cavita GIP, levels

of consumer spending,

(b) Domestic consumption, in value and volume, of concerned praduct(s).

(c) Market dependence on imports -~ and trends.

(d) Profile of competitive imports and sources - and trends,

(e) Import duties and quotas; other restrictions and imposts.

(£) Patterns and trends of wholesale and retail distribution,

(g) Best methods of market entry, e.g., direct selling, via

importer/wholesaler, via agents.

Vell-directed selling must reclate to established patterns of
distribution. In all the target markets these patterns differ to lesser
or greater degree, but in every case distribution is retailer doninated.
Retail buying is highly efficient, organized and disciplined. ‘hilst

always commercially concerned to evaluate and consider new products

‘./0.
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and readily approachable supply sources, retail buyers (to whom price
is not the single decisive factor) must have reliability of supply and
will transfer business from an established, reliable supplier elsewhere
only when assured of equal reliability and immaculate sales servicing.
Establishment of this level of confidence may take persistent sampling
and sales attention for several seasons and so substantial business
should not be quickly expected. Repeat business will not ensue if bulk
is not up to sample, if deliveries are late or if required '£ill ups'
are not quickly available within the concerned retailing season.
Methods of payment, conditions of order and late delivery forfeits

are rigidly applied. *'In and out' selling and 'special offers' are

not normally welcomed from unknown suppliers nor if intrusive upon

the closely programmed and tightly budget-controlled methods in general
application.

Given maintained product acceptability and competitiveness, bulk
retail buyers offer continuity of business based on mutual acknowledgment
by themselves and their suppliers of inter-dependence and co-operation.
Buyers are very product-knowledgeable in their various specielized fields
and will often specify styles, designs, materials and production methods,
expecting compliance by suppliers, It must be remembered that buyers in
the markets under review always have an immense choice of supplies and
suppliers - particularly in the leather products' sector.

Direction of selling in reflection of the pattern of distridbution
in a market calls for pre-study. For instance, in one European market
80 per cent of all footwear is sold by specialized retail multiples.

Sales approaches must, therefore, be made to individual buyers, calling
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for ide:tifiecation by rcsearch inquiry, with samples compatible with
v-¢ ' - and class of trade to which the organization caters, which
nspec. aico must Le researched.

Exporters also need to advise themselves of factors influencing
retail a d consumer buying in target markets for consideration in
connexion with selling programmes and policies, Some of these are:

-.Sampling and buying seasons, lead time for'retail buying

and delivery to meet consumer buying.

- Customer preference for leather products. Style and fashion

influences.,

-~ Popular price bands.

- Wholesale and retail price structures and required profit

margins,

- Importance and influence of brand names,

- Consumer reaction to promotion; effective types and

channels of promotion,

- Influence of product packaéing.

- Bulk packaging requirements.

- Back-up stock and repeat order requirements.

- Stockholding/warehousing and inland transport facilities,

- Bulk and brokeu ﬁulk delivery requirements,

- Methods of doing business; conditions of order, payment

terms, discounts, failed delivery forfeits, samples required

free, pay-basis terms for extended sampling, etc.

ao/oo
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Although by no means exhaustive, the forezoing illustrates
the market knowledge necessary in preparing for market entry,
establishing and maintaining a successful presence within ite

Possibilitics of making market information and rescarch

scrvices available are considered in Section I B: Conclusions

and Reccmrmendations,
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24 Lack of know-how and exnerience of cxncrt marketing

The.considerable export effort made by developing countries is resulting
in Bicnificagt market shares in high consumer-spending power markets and
is highly commendable, meritinz credit to those individual manufacturers who
have contributed to this performance. Many importers have paid tribute to
the care taken to provide the products and services which their demanding
markets insist upon., It is important to stress in ‘this context that exvor.ing
manufacturers who have done best 2re those who have shown flexibility in
edapting to the reouirements of their customers and who have entered the
market with the desirable attitude of beings prepared to malke what the market
wants instead of the reverse., In order that present exporters who have not
yet met with looked~for success and new exporters uay benefit from past
experiences of others, this section summarizes major problems met by developing
country exporters as reflected by the views of the leather and leather goods
trade, collected through interviews with importers and users of part-processed
and finished leather, and importers, agents, wholesalers and retailers of
leather goods, |

These-comments could be used as a checklist against which the suitability
and acceptability of the goods and services offered can be compared. It
needs to “e stressed that the comments made are based on purely commercial
considerations serving as a basis for the placing of orders and continuity
of business relations., In other words, the market place expects 10 have the
right article, at the right price, at the right time. These are the yardsticks

against which any supplier's performance is evaluated.

(a) Use of raw materials

Wrong tvpe of raw material is used for a given item, OSometimes high
quality raw material is wasted through poor manufacturing or supposedly
hich quality products are manufactured from poor quality raw materials.

This often results in complaints from the ultimate consumer and results in

loss of confidence in the supplier.
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(b) Product mix

The products offered from developing countries tend to be concentrated
at hi;;h-volu;ne lower-quality ranges narrowing the importer's choice and
creating over-supply of specific product types,

(c) Qualitv criteria, productwise

Leathers: Colours are not uniform within a bulk delivery, which is
bad for shoemakers and garment-makérs. Jolourslare not dye or light-fast,.
Tanning and dyeing are not up to standard for very cold countries; they
ere prepared to withstand temperatures down to only -SOC. when they
should be stable to -40° C., Surface cracking results as well ag
precipitation of tanning materials, This i3 a subject of serious concern
to garment-makers in, and for use in, cold northern markets. Finished
leather is often made from raw material not suitable for the purpose for
which the leather is intended. Finishing standard of good raw material
based léather is often bad,

Shoes: They are often made from ill-matched upper leather, Sole leather’
is often too spongy and not durable, Linings ruck due to inefficient
adhesive and closing, Patterns are often badiy graded over the size
ranges. Sock stamping and branding are not prestigious enoush., Sizing
and fittings are not precise,

Garmente: Styling is out of date. Patterns are not graied to Western

confornities, Sizes are inexact., Linings, buttons and other trims are

of poor quality., Skins used in any one garment are often badly matching

in colour, Vashable/dry-cleanable leathers are wanted, .

Maroquinerie: Making quality is uneven and often poor, Linings, zips,

closures, etc., are of poor quality, Leathers usvd for any one batch of .

8 similar line are not uniform, ]

The above suggests inadequacies in quality control leading to difficulties

in maintaining required quality standards.
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(d) Identifvins and meeting market reguirenents

Efforts to identify market and marketing requirements are often
insufficient, Likewise, the necessary flexibility to respond quickly
to changing market requirements is often missing.

(e) Product development

Exporting countries, so far, have shown little or no initiative in
suggesting new product designs or product ideas,

(£) Export marketine organization and practices

New exporters in particular-,lack the necessary organizational
machinery and kmow-how to cope effectively with all aspects of export
marketing, including packeging, transport, supervision of shipments,
export documentation, etc. as required for timely delivery.

A sumary of the views expressed by a number of importers, agents,

buyers, etc, will be found in appendix I1I,
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3. Current trading climate

Although {t is not the purpose of the present survey to analyse and
express an opinion on trade policy measures applied by developing and developed 1
countrics in respect of hides, skins, leather and leather products, the survey
would not be realistic without & reference to the current, tense trading ’
climate characterized by protectionistic pressures in many industrilized
countries faced with serious problems in their leather and leather products
industries and trade following large-scale imports from developing countries
as well as problems in obtaining adequate supplies of raw materials due to
restrictioﬂs on exports,
The simultaneous sales effortis of several developing countries have, in
fact, led to a situation vhere the 1limit of the absorptive capacity of several
developed target markets has been reached or exceeded, resulting in
- difficulties for their leather and leather products industries, including

considerable unemploynent,

The competitive advantage of the developing countries' leather |
and leather products industries stems to a large extent from differences
in wages, working conditions, social security standards, etc. 1In
addition, some of the major exporters among the developing countries
a.rev allegedly applying export incentives or similar measures designed
to reduce export prices, e.g., through tax exemptions, preferential
transport rates, drawback at a higher rate than the amounts of duties
and charges actually paid, etc.

To avoid disruptive effects of such competition, which is

particularly severe in the case of the footwear industry, some of the

~major importing countries have introduced import restrictions, including




countervailing duties equivalent to the estimated amounts accruing from the
measures concerned, The governments of other countries are at

present exposed to heavy pressure from the trade organizations
representing their leather and leather products' industries and

from their trade unions which are urging them to introduce

restrictive measures,

As a result of the import restrictions introduced by some
of the major importing countries, exports from the developing
countries are now increasingly diverted to those import markets
that still remain open. The traditional exports from several
developed countries are also affected by the acbove~mentioned
restrictions. A8 the markets of the developing countries are
also protected by means of duties and quantitative restrictions,
it is estimated that threc-quarters of the world's shoe manufacturing
eapacity is already protected by import restrictions.

A further difficulty arises from the restrictions on the exports
of hides and skins imposed by many developing countries throuzh the
proliibition of exports or the introduction of export quotas or export
du ‘ies, which tend to distort trade in a way that might affect the
rational and efficient development of the leather and leather products!

industries worldwide.

In these circumstances, representatives of the tanning industries

and leather products' industries (in particular, footwear industries)

of the industrialized countries are actively engaged in discussions
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both at the national and internmational levels of measures that could
be adopted in order to bring about a more orderly developnment of
world production of and trade in leather and leather products,

Thus, representativeé of the national associations of fooiwear
manufacturers of 18 industrialized countries agreed at a meeting neld
in 3russels in September 1978 "to request their Goveranments, in
consultation with their respective domestic foot%ear industries,to
undertake as soon as possible international negotiations with a view
to:

- securing liberalization of world trade in hides, skins and
leather;

- harmonizing their trade policies on a miltilateral basis
and notably to establish international rules which could be
included in an international‘arrancement aiming at the
harmonious and orderly development of world trade in footwear,
while avoiding market disruption.”

Besides international co-operation and coordination at trade level,
such negotiations between the governments of developing and developed
countrics might help to ensure a coordinated harmonious developrent of
their respective industries with a minimum of disruptive effectis, to

their mutual advantage in the long term,
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C. Suagrested lonr-term stratersies for exvort marketing

Planning of effective export marketing strategies for the leather and
leather products of a developing country has pre-requisities which may be
sumarized silxzply as:

(a) Realistic appraisal of raw material qualities of the leather

that will be produced;

(b) Realistic appraisal of its manufacturing capability as to type

and quality of leather goods and manufactures;

(c) Information on world demand and on individual.markets and areas,

Results of the UNIDO world study will doubtless provide considerable
guldance as to (a) and (b) above - both globally and in respect of individual
countries, ILittle is currently available in respect of market information of
the content required. The following section provides suggestions on
hovw information might start to be collected and as to how it could flow
to interested parties,

Once initiated, the processes of information provision and appraisal
should be continuous for purposes of monitoring and adjustment to the direction
of the marketing drive,

Outlook for trade in leather and leather products is universally favourable
over the lonzg term, Strategy planners might bear this encouragingly in mind as
they necessarily assume the two-fold responsibility of (a) contributing toward
world-wide promotion of leather and expansion of markets and (t) guiding,
through carefully planned progression, the advancement of their national
industries to optimum levels,

Attitudes to marketing must be elevated to appreciation of international
situations and trends all over the world and policies adapted accordingly,
Prescnt trading policics are, however, understandably over-concentrafed on
to the higher consumer spending areas. Pressing for comparatively quick returns
from sales on sophisticated easy access markets via advantaseously low-priced

merchandise and the urge for foreign exchange may now be seen to be a too

narrov-fronted approach in the strategic sense, It is now timely to adapt




to new perspectives and +to adopt policies which will embrace both attending
to existing business and the propagation of trade relationships,

¥hilst present major consumer markets will sustain a high level, their
digestive canacities are limited and their growth rates are slowing,.
Intensive competition has built up within them between national and foreign
suppliers and between foreign suppliers themselves.,

The situation will grow more tense and precarious as more and more
products stream from increasing and from new productive capacities in the
developing countries,

New and emerging markets must be prospected, evaluated and opened up,

This calls for some diversion of the effort and energy, which created the
dynami@ of present trade, in order to establish new horizons.

Here is a common strategic éroblem and a compelling case for the leather
industries. of the developing countries to come together into practical co-~
operation and joint activity to secure their future, Indeed, it is a case
for the combining of effort by ALL world tanners, wherever located, The cause
is one with which all can identify and fruitfully collaborate.

The task of assessing the demands of world markets which have not vet
assumed a profile and of those markets still to emerge, including the domestic
markets in'the developing country concerned, is formidable but it should be
tackled, If all concerned align themselves at the standpoint that there is
usage and demand for all the leather that can be produceq and acknowledze this
as a common universal interest, then the greatest stratezic barrier to
expansion of markets and to the general prosperity of the leather and leather
products industries of the world will have been surmounted,

Such a global strategy, designed to increase and expand markets, creates
opportunity for the promotion of products world-wide as well as of the
industries of individual countries.

Broad indications of strategies required for the different types of products

arc piven in the sections on "World inports of leather and leather products’

and "Conclusions and recommendations".
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Guidance for individual countries and for producers of individual
' types of leather and leather products in each country cannot be
specifically given until a rcalistic inventory of actual leather-making
! potential ijs made and set against a soundly projected future market
situation. The latter will hopefully come about through international

co-operation and realization of interdep:ndences

Individual national progranming vased on critical self-analysis

and assescment of resources and potential production capability is,
therefore, seen as & necessary early step in furthering orderly

progressive development, Such action would benefit greatly fron the

assistance of experienced leather industry strategists.

s Bb . oa—
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D. Information on prices of raw hides and skins

1. Industrialized countries

Prices of hides and skins on fhe open world market are establiched
by an interaction of three main factors: quantities available and their
gquality, on the one hand, and demand,'on the other. This raw raterial
is traded through well-organized, well-established channels. In Western
Burope and North America the main channels of distribution are:

(a) Hide and skin merchants and exporters: These firms act as

valuable intermediaries between the raw material producer and the user

(the tanner). Long years of experience and personal contacts in countries
of origin and in user markets enable the purchase and supply of raw ﬁaterial
most suitable for the type of leather required to be produced. Traders in
this scctor are a useful source of information (as well as being invaluable
as sales outlets) on price trends, supplies and international requirenents
at any given time. Leading centres are located in Rotterdan, !llamburg,
Chicago, New York, Paris and London. Firms operating in ihe tirade are
listed in leather and allied trade directories and they are usually
represented at leather trade fairs.

(v) Public auctions: These are held, usually at monthly intervals,

in variou§ established centres including Paris, Frankfurt, Essen, \'iesbaden,
Zurich, London, Birmingham and lianchester. Quantities offercd at auctions
vary considerably; lots are sometimes withdrawn and later sold by private
treaty. Prices obtained at auction are published by the auctioneers and
circulated to interested parties.

(¢) Co-operatives: In certain countries, notably in Scandinavia
’ ’

slaughtering is organized through co-operatives., Hides and skins fron

this source are sold centrally through selling organizations.
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As with.quantities, prices vary considerably over a wide range
according to grade, selection and demand., Vhen assessing prices it
is important to bear in mind the basis of the quotation, i.c., wicther
éx works, Celefey Co & foy f.0.b., inclusive or otherwise of salting,
handling charges, etc. It 15, therefore, pertinent to point out that
a comparison of prices across frontiers is hedged about with many
qualifications and provisos, It is thus prudent to chart ar.d observe
trends over an extended period, especially since factors such as seasonal
variation in slaughter and external influences such as strategic stock-
piling and currency speculations also affect the market.

Generally, information‘on'prices of raw hides and skins is best
obtained from trade sources in the country of origin. Prices arc
regularly published in the leather trade press of the United States,
the United Kingdom, Italy and the Federal Republic of Germany, weekly
or monthly. Daily informatiZn cn world prices is obtained from press
agencies such as Reuter's on a subscription basis (Reuter's Contel
Service), A list of trade journals regularly publishing prices will
he found at the end of this section (p. 36). The United Xingdom publication
'LEATHER', with wide international circulation, in recognition of the
need for comprehensive price information, plans extensive extra coverase
by the institution in 1079 of a specialized price service in the form of
a 'llarket lewsletter'. Deiails may be obtained from the journal.

2, Developinz countries

In developing countries not engaged in raw hides and sking export
and/or having no industrialized meat production and/or with poor traasport

facilities from widely dispersed herd-and flock-rearing areas, hides and

ckins oftcn come on to the market in uneven volume and unpredictable quality




patterns, They can pass from hand to hand via itinerant traders, sub-
agents, age;ts and small local collectors at prices of opportunism
until they recach a collection centre where expert grading and sorting
can be applied and contact with world buyers can be mede; it is at
this stage only that a fair commercial price can be set, usually a
considerable period of time after slaughcer and sale of the hide or
skin by the producer.

Understandably, such producers wish to have.some guidance as to
the prices their hides and skins will fetch. However, with the supply
flow depending on small and sporadic contributions from widely dispersed
areas, as descrived, it must be appreciated that organized export trading
cannot éccur until marketable quantities are received, idcally at a port
of exit, graded, 'parcelled' and offered to international buyers.

In the long term, the many national programmes for herd and flock
improvement and faster communications will result in better organization
and enhanced quality and, therefore, better prices plus opportunity to
trade in a more stable and regularized manner. In several developing
countries which are erstwhile exporters of raw hides and skins, a

notable contribution towards stability and achievement of optimum

prices has been given by exporters and merchants who have opened

up-~country local collection centres and provided instruction on flaying,

drying and curing in a constructive effort to improve quality gnd
procurement., In this connexion, the importance of concentrating attention
on herd and flock improvement cannot be over-emphasized. As stated recently
by the Director of the British Leather Manufacturers' Research Association,
'.»s many countries in the developing world would find their export earnings
increased very substantially if the quality of the hides they produce was
improved. Indeed, in many cases, the increasc would surpass the added value

being provided by simply tanned or finished leather from current raw stock,'
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3, Scope for action at international and national levels

Ag stated above, information on raw hide prices for material sold
on the open, frece market is readily available. Its collection and
dissemination to interested parties in developing countries could feasibly
become a service function of the proposed .segional and subregional centres.
Larger individual enterprises can obtain the required information quickly
and directly by subscription to the informational sources quoted. Price
information on restricted markets is not easily obtainable on a regular
basis and in any case cannot give reliable indications of true market
values and so is misleading to those not able to have access to the

material concerned. |

Producers in countries where the herd and flock resources are widely
dispersed cannot obtain timely practical guidance on world price trends
for the reasons described; further attention to the organization of
collection and to the improvement of quality and treatment will solve
their problem, This is obviously a long-term process of developnent
but one of extreme importance to the primary producers and to the whole
leather industry world wide: for example, in one of the grcatest resource

countries of hides and skins, up to 25 per cent of potential availability

is now wasted due to unorganized collection.
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List of nubliched sources of price information on hides 2nd siing

VEATHER & SHOES (Language English)

(Monthly)

1800 Oukton Street

Des Plaines

Illiniois 60018

United States of America «

Publishes monthly report on the markets for leather and hides

and skins. Secctionalised into analytical comment on SIDE LEATHERS,
CALF LEATHER, SHEEP LEATHER, SPLIT LEATHER, SCGLE LEATHER, SOLE N
LIATHER QFIAL, MAJOR DACKER HIDES, SMALL PAChLR HIDES, COLVTRY

HIDLS, SHEEPSKINS, TFORLIGN HIDES AND 3KINS and CnLYSKIVS AND
KIPSKINS. Puxllshes tables of Leather Price Trends and tables

of monthly average prices of BIG PACKER HIDES and CALFSKINS,

KIPSKINS AND COUNTRY HIDES. .

., LA CONCERIA E LE MANIFAPTURE DELLE PELLI (Language Italian)

(Monthly)

Via Monte Napoleone, 21
20121 Milano

Italy '

Publishes a monthly supplement of hide and skins prices covering
domestic raw stock, European hide markets, South Africa, Ondia,
New Zealand, Auatralla Kenya, Ethiopia, Chicago and New York.
Occasional charts showing price trends.

LEDER-UND HAUTEMARKT (Weekly) (Language German)
18-24 Stuttgarter Strasse

Frankfurt am Main

West Germany

Publishes weekly hide market prices at markets in Europe
and East Iandian Tanned Skins (Madras).

LE CUIR , (Language French)
Woeunly .

54 Ruc Rene-Boulanger

Paris

France ‘

Publishcs weekly market reports on results of European hide and
skin auctions.

SHOE AND LEATHER NEWS (Language English)
'eekly '

84 83 Great Eastern Street

London EC2

Weekly hide and skin auctions results from British centres.
Prices of hides in North America, New Zecaland, Australia,

¥ac¢ Africa, South Africa, South America, Western Europe (Danish
and Dutch Cows).

LEATHER (Language English)

Monthly {
Sovercipgn Way '
Torbrid e i
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Prices on hides at markets in Argentina, Australia, Chicago, South
Africa and European markets: Sheepskins at Durban and Port Elizabeth,.

LEATHERS . (Language English)
‘onthly i '

Leather Txport Promotion Council

Narble Hall

3-38 Vepery High Road

Iladras 600-~003

India

Publishes a hide and skin prices guide attributed to Pratt's Daily Hide
and Leather larket Report, Chicago. Narket ‘quotations for Tanned Goat
Skins, Tanned Sheep Skins, Tanned Cow Hiaes, Tanned Cow Calf Skins,

Tanned Buffalo Hides, Tanned Buffalo Butts and Tanned Buffalo Calf Skins,

THE TAIMIER » '(Language English)
lMouthly

523, 33rd Cross

10th I’ain Road

4th Block

Jayanager

Bangalore 560011

India

Publishes trade and market reports,

Leather prices

In view of the infinite variety of leather qualities and end-uses,
leather prices cannot be categorized, In Westem Europe and North
America prices are a matter for personal negotiation between producer
and leather user. Since they are based on replacement values, prices

usually reflect the trend of the raw material market some months
previously, '
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F. Informtion on rmarket requirements for leather and leather products

1. Informuti.._ggmrcouircd

Failurec Vto beam *he selling effort on to achievable target it a problem
of many developing country exporters, Investigation shows that this is mainly
due to lack of market information and knowledge. The nature of the information
required is illustrated in section B:1l of this report, Its importance is such
that the subject merits further analysis to pinpoint ways in which developing
countries caﬁ obtain reliable market intelligence and fashion feed-back
information,

Fruits cf the efforts made by developing countries %o exploit the trade
potential that lies in their indigenous resources of hides and skins arec now
geatly evident in the shape of products and production capacities, Whilst
problems of achieving product and service improvement and sophistication are
now pressing, it is of even greater and abiding concern to realize the profitable
disposal of merchandise already availableor becaming available, While sales
have so far Qemonstrably been conducted without programming in relation to
consumption capacities and trends on world markets, orderly and disciplined
marketing must now be instituted in the overall interest of realisation of the
potential that is being created.

One of the manjor conclusions of this investigation is the urgent need for
provision of market research, information and continuing observation on an
adequate scale and expertly applied for guidance of each and all developing
countries at all present and future stages of progression,

Costs and methods of providing the above-mentioned service present problems
_of organisation and financing and also of selective channelling so that the right

sort of guidance goes to the needful quarter. Countries which export through
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official or para-statal agencies will nced information of a different
type than, say, a recently emerging developing country at its very early
stage of leather industrial development, Other countries may not need,
ray, sales~oricnted research tut puidance on new markets ard product
development, Central provicion of the needed service may not alwnys'he
feasible for international acercies to institute. Sirilarly so, but
for different recasons, in cases of individual nations or industrial
enterprises, Practicel suggestions towaerds part solution of the protlem
ray be fourd in the following paragrarhe, .

2, Gerexal information on foreisn rarkets

General information on export markets is usually readily aveailatle
frcem various officials and reference sources, e.g., in national trade
information services, chambers of comrerce, foreign embessies, etc.
They cculd elso be collected by and distributed from a central point
at 'comparatively low cost. A list of such typical information, much of
which is obvious but essential, is reproduced below as a practical check

list for potential exporters:

Area and geographicel features

Topulation

Frincipal cities, towns and purchasing areas
Language

Weights and measures

Official public holidays

Hlours of business

Local time

Passports and visas

Health regulations

Currency, currency regulations, currency declarations
Customs formalities and regulations

Travel routes to and within the country concerned

Postal, telephone, telegraph and telex facilities
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-er canita income

Industry

Imports and exports

Banks .

Import and exchange control regulations

Tariff

Taxes

Import Licensing

Documentation

Commercial samples

Forwarding and clearing agents

Latelling and marking regulations, indication of country of origin
and materials used, size marking

Safety and technical regulations and standards

l'ethods of doing business
Appointment of agents

Agency legislation

Rules of competition (e.ge, in ZIC)
Overseas status information
Standards of retail practice
Consumer protective legislation

Buying seasons

Correspondence and trade iiterature

Price quotations

Terms of payment

Delivery dates and requirements

Debt collection

Tort, warehouse and duty-free-~zone facilities
Patents. and trade mark regulations and practices
Advertising and promotional medie

Trade fairs

Official and commercial organizations
Governnent trade and industries minigtries
Chambers of trade

Trade associations

Official information services

" A ~r—— ey nn
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3, The role of national trade orranizations

Provinion of specialized information could be encouraged at the
national level, An essential prerequisite for the efficient collection
and dissemination of such information is the existence of a compelent
trade organization rcpresentgtive of firms engaged in the seclor
concerned - leather production, footwear production, leatner clothing
production, etc. Such an organization should be an orgaonization
of industrialists, able to act and negotiate on behalfl
end in the interest of its members, Initially, in the smaller or less
advanced nations, for reasons of economy, multi-representational leatner
and allied trades' association would be adcquate.

4. The role of the International Council of Tanners

As the tanning and leather products industries of the world are
increasingly aware of the need for self-motivated, coordinated action
in the common interest, wider international/regional co-operation and
organization could go a long way to facilitate the provision of practical
aids and services, such as marketing guidance. Some tanners in developing
countries, increasingly acknowledging the need for internationel associztion
and consultation, are turning to the International Council of Tanners for
this purpose, Hembership of the Council, which was founded in 1926, now
covers some 27 countries and is open to national associations of leather
producers which fulfil conditions laid down in its statutes. Perular
meetings arc held at different venues for discussion and exchange of views
on matters of trade interest, including promotion., The Council is

responsible for instituting the now famous leather mark, focus and symbol




of leather.throuchout tie world., The Council's activities, aims and
present membership are described briefly in appendix III to this report.
The scope of the Council's actiV1t1es could no doubt be expanded to embrace

marketing and supply of market and fashion information.

5 Scope for international co-operation

Ongoing surveys and studies by FAO, etc. of hide and skin resources
in developing countries could be more closely linked to leather research
and tanning technology centres, with a view to carrying out an inventory
of the actual leather-making potential., Vhen matched against the quality
of national production - as gradually improved - and against world market
needs (monitored and reported through growing international leather trade
collaboration), feasible narketing policies can be indicated in advance
with obvious advantages.

International collaboration between tanners and leather users, as
is normal in industrialized countries between firms, between trade
associations and via common membership and funding of technical, training
and research centres, will obviate many problems and assist materially in
the optimum matching of products to purpose and market requirements.

6. The role of regional centres

Regional and subregional centres could act as arca collection
bases for market information stemming from outside sources of all types,
could collate, sub-edit and disseminate to arca constituents. Whatever
Job specifications are to be drawn up for the staff of regional and
subregional centres, an apparent necessary qualification is some knowledgse i
and appreciation of leather trade at the international level so that

incoming inforaation and data are properly evaluated, dissected and

circulated effectively,
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APPESDIX I - RECENT TRENDS IN WORLD TRADE IN LEATHER AND LEATHER GOODS

Part * - SHORT SULTARY OF TRADRE DIVILOPMENTS

(ef. Note on statistics, page 8 above)

I, General patiern of world trade in leather and leather foodls

The value of total imports into the major industrialized and
developing countries (representing some €5 per cent of total world
trade) of leather and leather goods talzen together rose from $2,8
billion in 1971 to %6.4 billion in 1975 and is estimated to have
reached some $9.6 billion in 1977. As complete trade figures in
terms of volume are not available (and, vwrere availabdle, not always
comparable), no detailed analysis can be presented in terms of volume.
mhe lower growth rates achieved in 1974 and 1975 in terms of value do,
however, reflect the impact of the econonmic recession, which was folloted
by a shafp increase in imports in 1976 and, at least as regards lecather
products, also in 1977,

Some 95 per cent of totel imports of leather and leather products
went to the industrialized countries, while imports into the develoning
countries* represented a small but gradually increasing share, esiimated
at some $500 million in 1977, i.e., & little more than 5 per cent of
total imports., The most important importers among the developing
countries were, on the one hand, some of the more developed countries,
such as the Republic of iorea (mostly raw material), Hong Xong, Singapore
and Brazil and, on the other, several oil-exporting countries, €., Livya,

lligeria, Iran and Venezuela,

*1,B, This refers to 16 of the 18 countries included in the second
series (18 developed and developing countries), as Spain and Yugoslavm.
are excluded,
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Totﬁl imports from the developing countries of leather and
leather products combined rose from £0,5 billion in 1971 to 1.7
billion in 1975 and are estimated to have reached (3.0 billien in
1977. Their share in total world supplies thus increased fron
17 per cent in 1971 to 31,5 per cent in 1977. These developmentis
are illustrated by tables 1A and B in the statistical part of tre
precent appendix,

While leather imports (:2.15 billion in 1977) represented sonme
22 per cent of total combined imports, footwear which is by far the
most dynamic export product in value terms, accounted for 4.7 billion,
i.e., around 50 per cent of total importsc., Ilearly one-third of all
leather imports were dravn fron developing countries, as against 22
per cent for leather footwear., Travel goods, hazndbags, etc., accounted
for some 15 per cent of total imports in 1977 and leather garmenis for
avout 12 per cent. It is worth noting that imports of tne two latter
categories rose fourfold from 1971 to 1977 and that supplies fron
developing countries accounted for as much as 43 per cent in the case
of travel goods and 54 per cent for leather apparel., The market lor
harness-nmakers! goods is small comparcd with the other categories,
less than 1 per cent of total imports, but has shovm steady growtnh
during the period 1971-1977, except for a sharp drop in 1975.

In terms of volume, leather imports fell sharply in 1974 and
slightly in 1975, After a marked recovery in 1976, the import value
increased only modestly in 1977, reflecting supply difficulties

experienced by several developing countries, as was the case with

inports of hides and skins,
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-’
I, Vorl: *trade in lozther
Ao 2. 230r ionoriing countries

Trne developzent of werld imports of leather - as compared with imporic
of nidec and sking - s illustrated ¢ty tablec 2 and 79 woich show
imports into the mojor importing industrialized and developing countries
in 1972 ard 1977.

Totzl itports o2 leather ints -the 20 largest imporiters amorg the
indusirialized developing countries rose from $1.0 villiion in 1972 to
21.9 billion in 1977. The correspo;lding figures for hides and skins
were approiirately the sare, i.e., $i.1 biilior and 21.3 billion,
representing growth rates (in terms of value) of 35 per cent and 73
per cenwv, respecitively, over tne five-year pericd.

The =CC countries represented the largest market area, utcgether
accouniing for vl1.2 billion, or nearly two-thirds of %otzl imports of
leather in 1977, and $1.0 bdillion or 56 per cent in t'.e case of hides
and skins, The ZFTA countries, which import mostly leather, eccounted
for 10 per cent of total leather imports in 1977 (:192 nmillion) and
4 per cent of tctal hides and skins i:;ports (673 million)., While
the Federal Reputliec of Germany, Italy, France, thae United Xingdou,
the Unitec States and the Netnerlands are the most inportant importers
of leather (together $1,288 million in 1977), Italy, Japan, Prance and
Spain are the largest markets for hides and skins (together $1,192 million
in 1977) followed by the Federal Republic of Gemaxr{,' the United Xingdon
and the United States (5301 million),

Total leather izports into the nine largest importers among the
developing countries rose from $§25 million irn 1971 to 5117 million in

1975 and is likely to have exceeded {200 million in 1977, The Republic o<




()

Xorea and liong Hong together inmported lenther for $17) =illion in 1977
as areinst 267 million im 1975 and 316 =illion in 197i. I¢ Repubiic
of Korea has zlso increaszsed 1is izports of hides and sking sharply
(£130 niildon in 1977, 2s compared with $ 51 miliion in 1975 and 34
221lion in 1971). Apar: from Eraczil, Singarors and EZgryot, the oither
icporters are mostly oil-experiing couniries, e.g., Iran,

¥Yenezuela,

3. Imyorts by oririn

Approximateiy cne~third o total leather imports into the 18
industrialized couniries wae drawn Zrca develoning countries thrcughout
the period 1972-1977. The corresponding suare for the 18 develoned and
developing courtiries was on average 25 per cent (oscillating between 23
per cent and 30 per cent).

The c;rigin of total ipports into the 18 industrialized countiries of
leather and of hides and skins is illusirated by tables 4\ a2nd B, A
further indication of the share of imporiz into the largest importing
countrices is given in table 6. The corresponding information for the
other 18 countries examined will bde found in tables 5 and 7.

Neari;.' 60 per cent of toizl leather exports to the 18 industrialized
countries came from six countries in 1977, i.,e., Italy, 0285 million;
India, 7195 nillion; France, 173 millidn; the Federal Republic of
Germany, 167 million; <tne United ¥ingdom, 2136 million and Argentina,
€125 million., Aoong ethner important suppliers were the Uniied States,
Brazil, Telzium, the Netherlands, Pakistan and 3angladesh., Italian
supplies in 1977 were four times as larze as in 1972, Among the

developins-country suppiiers, substantial increases were recorded for
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Argentina (up 68 million), India (up 366 million), Brazil (up £49 millioa)
and Banslﬁdesh (up 526 millien),

Italy and the United ¥ingdom are maintaining a high shere (somc 6C per
cent and 50 per cent, respectively) of supplies from developins countiries,
The United States has gradually increased its purchases from developing
countries (42 per cent in 1972, 55 per cent in 1977), while their share
in French leather imports is declining (55 per cent in 1972, 36 per cent
in 1977). In the Federal Republic their share is traditionally abouat
20 per cent, as against some 10-14 per cent for the Netherlands., Cenadz
has increased its imports from developing countries from 6 per cent in
1972 to 13 per cent in 1977, Spain and Yuzoslavia have also increased
their imports from developing countries sharply, with their shere rising,
respectively, from 30 to 80 per cent and from 37 to 46 per cent.

The leather imports of the 18 developed and developing countries
(175, second series) amounted to $173.4 million in 1975, As shown in
table 5, nearly three-quarters of all imports in 1975 were conins fronm
five countries: Japan 44 per cent, the United States 11 per cent,

Pakistan 7 per cent and Italy and India 6 per cent each. France, the
Federal Republic of Germany and the United fingdom together accounted

for 10 per cent and four Latin American countries (Argentina, Brazil,

Uruguay and Colombia) for about 6 per cent.
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Among the major leather-importing develoving countries, Singapore
shows the Iargest increase in imports from other developing countiries
(their share growing from 21 per cent in 1971 to 61 per cent in 1977).
The Republic of Korea, on the other hand, drew only 2 per cent of its
total imports in 1977 from other developing countries, as comnpared
wvith 13 per cent for dong Konge

Ce Major leather catesories imnorted

Bovine leather, including calf leather, accounted for 56 per cent
(81,022 million) of total leather imports into thé 18 industriélized
countries in 1977 (48 per cent in 1972), the major share (46 per cent)
being "other bovine leather than calf leather". Leather of sheep and ,
lamb represented 14 per cent of total imports (or 3259 million) ;nd
coat and kid leather a little over 10 per cent ($187 million). Imports
of bovine leather and calf leather increased very sharply from 1972 to
1977, i.cey by $488 million and $80 million, respectively. These
developments are illustratgd by table 8., The corresponding data for

hides and skins are provided in table 9,

D. The Federal Republic of Germany

l, Trade developments

As indicated above, the Federal Republic is the world's largest
importer of leather, with total imports zmounting to £376 million in
1977, 21 per cent of which wns supplied by developing countriec.

Apparent consumption fell significantly in 1974-1975, but rose -

sharply in 1976, as shown in the table below:




- 49 -

Apparent consunption of leather

Value: DIl million

g 1

1971 { 1972 | 1973 | 1974 | 1975 | 1976 [ 1977 |

]
Domestic production 902 | 1,028 899 827 T75 972 979
+ Imports 468 678 612 600 622 803 875
-~ Zxports 238 295 297 275 246 365 99
Apparent consumption 1,132 ) 1,411 |1,214 (1,152} 1,149 | 1,410 |1,455

Source: Federation of German tanners and ITS,

A detailed analysis of imports by type of leather and country of origzin
in terms of volume and value will be found in table 10,

2e Import channels

For their supplies of leather, Geiman tanners/finishers buy both
directly and via importers. Those buying direct are, in the main, tke
larger organizations and sales through this channel are estimated to
amount to 10-15 per cent of total imports.

At least 50-60 per cent of leather imports is bought throuch
importers and this sector is recommended to the developing countries
as being a well-proven distribution channel by which they should approach
the nmarket, liany of the major importers are situated in Hamburg and are
menbers éf "Verein des Hamburger Hiute und Felle Einfuhrhandels" %o whonm
approach can be made for introduction to major importers.

Two~iﬁportant fairs are held each year at Pirmasens, one in l'ay and
the other in November - Pirmasenser Lederwoche. These offer an ideal

opportunity for making initial contact with importers, as well as providing

an excellent window for the German leather market.
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E. The Italian market

1, Trade develonments

Italy is the world's second largest markect for leather, with
imports amounting to $278 million in 1977, 58 per cent of which was
supplied by developing countries. The Italian tanning industry is,
however, stil) very important and imports of hides and skins are the
largestiin the world (2492 million in 1977, 20 per cent of which,
i.€., 5100 million, came from developing countries).

Apparent consunption of leather increased sharply in 1976, but

showed a 15 per cent decreasc (in volune terms) in 1077.

Avparent consumption of leatner

CQuantity: million square fcet

1974 1975 1676 1977
Domestic production 884,5 990.5 | 1,350.5 1.,121.8
+ Imports 370.1 379.7 689,.0 676.3
- Exports 13502 14796 16198 2C296
Apparent consumption 1,119.4 | 1,222,6 | 1,877.7 1,595.%

A detailed analysis of imports by types of leather and by origin
will be found in tadle 11, India is by far the largest suprplier of

goat leather, Argentina of bovine leather, Pakistan of cealf leather

and France of sheep and lamb leather.
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2. Qual?tative recuvirements

The qualitative demands of Italian industiries using leather are
exacting and make markct access difficult for exporters of finished
lecather. Italian finishing techniques are probably the best in tne
world - particularly for high quality, comparatively small-run leather
product manufacture typical of this country. Part-processed leather
from devéloping countries is thus a growing market with both tanning
end finishing enterprises: tanners now cut off from erstwhile supplies
of raw material from developing countriec are adapting to the finishing
only of part-processed versions from the seme sources. Familiarity with
the peculiarities and characteristics of the raw has given Italian pro-
ducers poscibly unmatched expertise in its finishing.

Italian tanners and finishers offer technical co-operation to
suppliers of part-processed material to encure compatibility with their
own processes: good opportunity thus exists for opening business with
prospecté of lasting continuity, especially for developing country
suopliers dealing with low-quality raw meterial which they cannot Iinish
to acceptable standards for exporting. There are also possibilities
for joint ventures and contract finishing - avenues which merit purposecful
investigation, The latter possibility (contract finishing) holds furthner
prospects of re-exporting aﬁd thus expanding marketing potential,

3. Import channels

Reflecting the fragmented constitution of a large section of the
Italian tanning industry, the major proportion of import trade is handled
by'acenté who perform a vital function - a factor to note when seeking to
open up business with the Italian market,

Exporters of finished leather should note that 80 per cent of

Italian-produced leather is sold dircct to the makers-up (shoe, maroquincric




and garment manufacturers), but that most of the imported leather
bousht by these users comes {rom spécialist arzents, Italian agents
are well served by their trade associations which are listed, as
are the agcents thenselves, in trade directories.

F. The French market ) o

1l, Trade developnents

France is also an important manufacturer of high quality leather
products and imports large quantities of both leather and hides and
skins; her imports of leather in 1977 amounted to £194 million, 36
per cent of which came from developing countries. The corresponding
figures for hides and skins were $213 million and 15 per cent. France

is also a sizable exporter of leather with a traditional export surplus,

up to 1975.
Foreirn trade in leather
Value: USS million
1972 1973 1974 1975 T» 1976 1977 ;
Inports 101,6 127.9 119.8 131,2 176.4 193.5
Bxports 151,1 175.7 170,1 144.2 168,9 Ne8e
Trade balance +49,5 +47.8 +50,3 +15.0 =Te5

India is traditionally the largest supplier among the developing
countries, followed by Argentina, Brazil, Dangladesh, Higeria and Palkistan.

A detailed analysis of France'!s imports of different types oI lcather

products by origin will be found in table 12. .
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2. Import channels

Leathers imported into Trance are normally sold in two ways:

(a) Through importers or 'négociants'! who act either as buying
agents or purchase speculatively on own account,

(b) Direct to user, that is to finisher-tanncries and 'mé;isseries!
and to footwear and garment manufacturers. iowever, the latter
present difficulties %o developing country suppliers in natching
up to the end-user's demands for colour, quality, etc.

Thé best occasion for making contact with the market is the Cemainc

de Cuir held annually in Paris, in Septenver. Zegular vizits to this
exhibition are essential,

G, The mariket in the United I.ingdon

1l, Trade developnents

Leather imports into the United Xingdom amounted to 5172 million in
1977, 51 pexr cent of which coming from developing countries, The
corresponding figures for hides and skins were 95101 million and 12 per
cent, ZIxports of leatner are also considerable and the United ‘inzdon

is traditionally a net exporter.

Apparent consumantion of leather
Value: £ million

1971 1972 1973 1974 1975 1
Donmestic production 93,0 124.0C 143,0 138,0 153,°
+ Imports ' 30.0 38,0 54.0 | 42,0 49,0
~ Ixports 34.0 41,0 49,0 5360 3.0
Apparent consumption 89,0 121,90 148,0 127,0 154.0

Source: ITC,

1
o
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India is the largest supplier amons the developing countries,
followed by-Airgentina, 3razil, 3Zangladesh, lligeria and Pakistan,

A detailed analysis of imports by types of leather and by origin
will be found in table 13,

2. Inport crannels

Imports of leather into the United Kingdom are mainly channelled
throush the well-establighed agents and owm-accouunt importers, the nore

important among which are members of: Skin, Hide and Leather Trader

Q

Association, 69, Cannon Street, London ZC 4N 5 A3, to wnom inquiries
may be directed.

H. The United States market

1, Tradc develoonments

The United States leather imports in 1977 amounted to $159 million,
55 per cent of which from deveioping countries. Imports of hides and skins
were in ‘the amount of $96 million, half of which was supplied by developing
countries, Ixports of leather are also important, but the United States is
traditionally a net importer. Domestic production is reported to have been

declining in recent years, partly rcflecting reduced slaughterings.

Trade balance

Value: U3 million

1972 1973 1974 1975 1976 1977 W
Imports 140,5 | 137.3 | 127.8 89.2 | 185.1 159.2
Exports 68,6 85.1 103.6 143,6 142,09 n.2. i
et imports 7.9 52,2 24,2 54,4 42,2 Nele ‘
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Argentina, with a market share of 25 per cent in 1977, is
traditional.];.' the largest supplier among the developing countries,
followed by India, Brazil, ilexico, Chnile and Uruguay.

’ A detailed analysis of imports by types of leather and origin

will be found in tatle 14,

2., Inport channcls

Supplies to this market are rormelly acquired through acents or
specialist organizations kandling imporis on own account. Contlact
.wit‘n the market can be achieved at the several leather fairs talking
place annually in the United States. Dates and places can be Siven
by the Tarners' Council of America, 411 5th Avenue, New Yorlk, L.V,
10016,

I. The iletherlands rmarket

l, Trade developnents

Leather imports into the lletherlands amounted to 5109 million in
1977, 13 per cent of which came from developing countries, Imports of
hides ard skins amounted to 70 million, 11 per cent of which from
developing countries., Exporis of leather are also important, but the

Hetherlands is normally a net importer,

Trade balance

Value: USS million

1972 1973 1974 1975 1976 1977
Imports 42.0 57.9 60.7 53.8 6640 109.1
Exports 47,8 53.8 48.8 42,0 47.6 Nedo
et imports =5.8 4,1 11,9 11,8 19.C. Nele
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o

Argentina is the most important supplier among the developing
countries, with a market share of 5 per cent, followed by India,
Brazil, Uruguey and Thailand,

A detailed analysis of imports by types of leather and oricin
will be found in table 15. ‘

2. Import chernel s

Semi-finished and finished leathers are normally imported into |

J
the Netherlands through specialist importers buying to own esccount.

sames of the most important importers are listed in trade dircctoricc,
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IZe Jerld trale in footwear

A, SereraT o0utlooi

Tootwear iz 4-e most important outlet for leather, However, the

demand for fooiwear in industriclized countries has reached a ceriain

saturation level ond is expected to grow only cligntly in the future.
1/
Y

.

The Zuropean Confederation of Footwear Inductries (C.Z.I.C.) has

estimated that demand in the industrialized countries for all types of

footwear will apnroaci 2,930 million pairs in 1985, as compared 1o

& -

2,750 millioa pairs in 13755 a srowtn of only some 7 per cent over

the ten-year period.

Aceordins %0 CeZeI.C., annual production and total aznd ner caniia

consumpiion of footwear of all types - calculated as an average for the

years 1974 and 1975 - were as [ollows:

Production Consumntinn Ter Cnritn
(million pairs) (millior pairs) | Conguantion
\nairoc
Industrialized
countries 2,120 24580 3¢5
State truding
countries 2,540 2,500 1.8
Developing countries 2,000 1,889 0.8
Viorld 6,660 6,6€0 1,7

Source: C.EeX.C.y Brussels.

The broad horizons for future footwear consumption growth zve olearly
apparent and signal for prospecting with urgency, particularly witanin the

developing countries themselves,

1/ Conféderation europdenne de 1'industrie de la chaussure. '




- 58 -

Be Import wrends

1, Zi~hseen indusirizlized countries

Tootwear accounied for 51 per cent of their total imports of leathner
and leatiier products in 1977; The value of imports more than doubled from
1,792.9 million in 1972 to 4,585.7 million in 1977 (see table 16). The
shafe of develonin: countries as sources of supply likewise doubled during
the same period from 10.8 per cent to 22,7 per cent., The avera/® annual
growtn of: their imporis from developing couniries was clearly nore rapid
than that of total inports of footwea;r. Puis annlies without excz2ption
to the leading importing countries.-l-l Althouzh total imporis into these
countries have veen growing each year in value terms, the import volune
of the largest inport market, the United States, decreased in 1977 from
the previous year.

Table 17 illustrates the development of total imports in 1972 and
1977 by count'r,.' of origzin. The leading developing coun‘r;ry suppliers
vere orea, otier /sia n.e.s., 3razil and long Xong, which accounted for
the major share of ihic marktet, However, rapid growtn rates in exports
have also bcan attained by llexico, Uruguay and India,

Imports of fooiwear components "of any material except metal' have
grown ratier rapidly, reaching a total of (260,000 in 1977 conpared with
100,000 in 1972. The developing countries more than doubled their share
during this period end accounted for almost a querter of total imports. It
is to be expected that fooitwear components of lcather, especially cut and -
closed leather uppers, will continue to offer opportunities to developing

country exporters, .

_1_/ "Leading importing countries" refers to countries that together account
for at lecast 75 per cent of total imports.




2, EZirhteen developed and develovping countries

Fogtweér accounted for 23 per cent of total imports of leather and
lcather products into these markets in 1975. The value of imports rose
fron 26,8 million in 1971.to $76.7 million in 1975 (sece table 18), The
share o? developing countries as a source of supply has been rather static
over the period, varying between 10 and 15 per cent. The average annual
grovith of imports from developing countries was of the same order as the
crovith 6f total imports, Leading importing countries, however, show a
varying growth pattern. ‘hereas imports from developing countries,

Jor instance into Libya and ilong Kong, have grovn faster, those into
Iigeria and Singapore have grovm slower than total imports,

The 1976 and 1977 data for the largest importers confirm the upward
trend in total imports of leather footwear but simultaneously the share
of imports from other developing country suppliers shows a declinc,

Table 19 illustrates the development of imports by country of origin,

The dominant position of the socialist countries and the industrialized

countries is apparent,

3. Distribution channels

The distribution channels for footwear vary considerably from one

importing country to another. The pattern of distribution in three of

the largest importing countries illustrotes this:

Distribution ratterns for footwear (°))

United ilinfdon FPed. Rep, Cermany 2rance
(2) Independent retailers 22 68 65
(b) Tmltiples 48 4 11
(c) Tepartment stores 8 10 2
(d) ail order 10 7 2
(e) Clothing stores 9 5 -
(£) Cupernmariets ) 4 )
() Others 3) 2 20)
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Retail outlets illustrated above call for investigation as to how
they buy, e.g., in the Federal Repudblie of Certany independernt retailers
are supplicd with up to 70 per cent of their needs by buying groups; in
Prance 2?3 to 30 per cent by wholesalers; rmultiples and mail order usually

buy dirccte.

Ive iorld trade in travel roods and handvarss, ctc.

A. General outlook

Itens in this product group enjoy a steady demand characterized b
scasonality and quick turnover. Uniformity of bull: deliveries as well
as quality control, combined with good back-up stock services erc reciuircdv
from exporiers. Travel goods and handbags, etc, of leather ere belicved
to offer ;oed opportunities for bulk imports reflecting the popularity
of naturel lecther in these articles.

B, Inport trends

1, Pirrnteen industrialized countries

Inports of travel goods, handtags, etc. accounted for 15 per cent
of total imports of leather ard leather products in 1977. Importis
increcased from 443 million in 1972 to 1,346 million in 1977 and the
developing countries! share climbed from 27 per cent to nearly 45 per
cent during thet period., In tihe United States, the developing countrics
had a share of nearly 80 per cent of totel inmports. The averzage arnual
crovith rate of imports frorn developing couvntries ras been elcerly faster
than the growth of total imports. This is pariicularly noticeabdle in
major import markets (see table 20),

Ag shovm in tatle 21, ilorca, other Asia n.e.s. and Hong rong are
the major suppliers after Italy, which accounts for nearly one-fourth of

all exports to the area. Otiier developing countries that have increascd

ticir exports in recent years are llexico, 3rezil, India and Colombia,
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2, Ci-hteen developed and develoning countries

Inports of travel goods eccounted for 22 per cent of all imporis
of leatner and leather goods in 1975 and amounted to .76 millior, a
73=f0ld increase from 1971 (see tatle 22), The developing countries'
share of total imports rose from 21 to 32 per cent over the period.
Among the major importing countries, Singapore took more than 55 ber
cent from developing countries, Higeria 26 per cent and Hong Kong 13
per cent., These shares declined in 1976 and 1977 as regards Singapore
and Hong ¥ong, while total imports continued to grow rather faste.

Table 23 shows imports by country of origine. Hong rKong is a
leading exporter with a fivefold increase from 1971 to 1975, followed
by other Asia n.e.s. Exports from Iorea, Singepore, Thailand and
I.Tala;,'si_a, although rather small, have been growing during the period,

C. Distribution channels

In the high consumer-spending markets of the developed countries,
'maroquinerie! is sold through a variety of outlets which include largec
nunbers of independent retailers selling gifts and novelty items,
department stores and, in some instances, footwear and women's dress'
multiples (handbags). There are comparatively few luggage, handbej
and personal leather goods specialist multiples,

Department stores and multiples, where the quantity justifies,
will buy direct. Other retail sectors, which cenerally comprise tite

larcest part of the retail market, are supplied through importers/

vholesalers. Agents frequently represent overseas suppliers.,
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Ve world trade in leather and clothins accessories

Ao General outlook

Leather clothing has enjoyed continuous strong demand based on
the popularity of natural leather in carments, Price is an importent
factor in cntering the nighly competitive markets, Several developing
"countries nave, during the last five years, successfully introducad
themselves as manufacturers and exporiers of good-quality products,
This has often been possible through a tie-up with existing nanufacturers
in the importing countries or throush establishing direct contacts av
retail level, either with Pulk ﬁuying organizations or with specialized
boutique operators, The leather garment import demand is expcctied to
remain strong.

B, Imnnort trends

1, Bipfhteen industrialized countries

Leatner clothing and accessories accounted for nearly 13 per cent
of all leather and leather products imports into these markets in 1977,
The value of imports rose from 2393 million in 1972 to (1,133 million
in 1977 (see table 24). The developing countries increascd their sharc
of total imports gradually from 26 to 55 per cent during the same period.
The averaje annual growth of imports from developing countries hias been
markedly faster than that of total inports during the avove pcriod, OF
perticular importance in this respect are the two, by far lcading
importers, the United Ciates and the Zederal Republic of Cermany. It -
is worth noting, however, that although developing countries! exporis
to the Tederal Republic of Cermany, for instance, grew faster in volunme

and value from 1976 to 1977, their share of total imports dropped froz

43 to 35 pcr cent.




Table. 25 chows total imports of this sroduct Sroup by couatr
of orizin; only iong lon; and other Asia n.e,cs, fizure, ‘toceshor
with Italy, at the to) of the list of exporting countrice,. ‘lowever,
Uruguay, Argentina and “exico have repidly inecreased thcir eXp0oris
in recent years from a rather modest level in 1972,

2, Zizhteen develoned and develonin~ couniries

ieather clothins is not a significant import item fo=o these
countries. In 1975, only some %12 million wortith of imports were
registered, accountins for adout 3¢5 per cent of total inports of
leather and leather -oods (se; tadle 26)., Developin:s couniries!
chare increased from 12 per cent in 1972 {o 24 per ceat in 1975 and
these imports showed a markedly more rapid annual growin than to%zl
imports, Data for 1975 and 1977 confirm that Hong Xong is by far ihe
largest import market.,

Table 27 also confirms that Hong long is the leading exporter of
leather clothing in this sroup of countries, Other countries thet
nave shovm rarid ircreasec of exporis are other Asia n.e.c., Thailang,

Colombia arnd Pa%isian,

3. Distribution channels

Distribution of leather gaeranents can be successfully organiced
in collaboration with manufacturers in the exporting countries who
often provide their own styling and desi;n., Other avenues are large
retailers, department stores and buying organizations, who place bulk
orders that justify adequate producfion volume, The third mjor
catecory consists of boutique~tyve retailers that sell high priced

top quality articles.
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Vi. Yorld trade in harness-malkers! oods

Ao Seneral outlool

Harness-makers' gjoods is a smell, highly specialized product
group, fhe cxport demand of whieh is larzely concentrated in
industrialized countries. The rising trend of demand is expected
to continue in these marikets with inecrcasingly more leisure time

being devoted to horse riding.

3, Imnort trends

l, Eirhteen industrialized countries

Saddlery and harness-maiiers' goods account for less than 1 per
cent of total imporis of leather and leather products. Imports srew
from $30 million to 50 million between 1972 and 1977 (see tavle 28).
The share of developing countries rose from 20 to 27 per cent during
the same period and the average annual growth rate of imports from
developing countries was fagter than that of total imports.

The United States is the larzgest inport market and developing
countrics account for almost 45 per cent of all imports into this
country.

Table 29 shows imports by country of origin, India, with a
rather rapid growth of exports, nccdunted for 8 per cent of total
imports in 1977 and is ‘the largest supplier among tne develoninz
countrics, Other Asia n.e.s., !lexico and Argentina have also
established themselves aé exporters on the world market.

2, Zirhtecn develoned and develonin~ countries

Imports of saddlery and harness-makers' goods into these narkets

are small except for Hligeria, where a rapid growth took place in 197%
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(see table 30), Developing countries' share of total imports has
remained fairly low, fluctuating from year to year. The average
annual growth of imports from developing countries has been lower
than that of total imports.

The major supplier is Italy, followed by the Federal Republic
of Germﬁny and France., Tihe main developing country exporters to
these markets were Lebanon and Argentina (see table 31).

Ce Distribution channels

In ihe industrielized countries, saddlery and harness-mokers!
goods are usually imported through the menufacturers! representatives,
However, central buyin; organizations, large specialized retailers and

department stores may also import direct.
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Table 1A

Total imports of leather and leather zoods into 36 developed

and developins countries and their imports from developing countries

1971 - 1977
. Value = US$ million ]
1971 1972 1973 1974 1975 1976 1977
' (est.) (est.),
| 1. Leather and leather goods combined
(a) Total imports 2,788 3,743 4,772 5,528 6,362 (8,250) (9,550)
(b) Imports from DCs 480 T 1,238 1,490 1,685  (2,656) (3,006)
=~ 2 [Finished end semi-finished leather (SITC 611)
(a) Total imports 687 1,019 1,313 1,267 1,339 (2,000) (2,150)
(b) Imports fram DCs 199 338 483 391 372 (661) (669)
3, Leather footwear (SITC 851,02)
(a) Total imports 1,462 1,823 2,185 2,662 3,203 (3,980) (4,715)
(b) Imports from DCs 137 198 321 469 554 (899) (1,063)
4, Trevel goods, handbass, ete. (SITC 831.0)
(a) Total imports 341 474 668 763 896 (1,200) (1,473)
(b) Imports from DCs 80 129 226 281 340 - (537) (633)
5 Leather avparel, accessories, etc, LSITC 844.})
(a) Total imports 279 399 566 787 884 (1,020) (1,155)
(b) Imports from ICs 61 101 199 336 410 (546) - (626)
6. Hammess-makers' goods, etc, (SI'I‘C 612.2l
(a) Totel imports 19.5 28,8 40.0 49.3 40,7 (s50) (57)
(b) Imports from DCs 3,5 5.8 8.8 12.2 9.6 (13) (1s)*

Source: Import Tabulation System ITC/UNSO,
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Table 2 !

3V
o

Imoorts of hidez and sldns ard of ieazrer into

industrializzd eouniries. 1372 azxd 1977

Value = USH million

,.J_’

| dides and sins (53¢ 211) | Teather (SITC 611) i
Imporiirg count.ry T ~ — - - o
I 972 1377 ,  Index | 1972 l 1977 | Index .]
. Total (20 countries) 1,069.7 | 1,847.3 173 | 937.6 1,694.1 | 195 |
' of vhizh |
_ EC cowntrles (8) || 620.0 | 1,055.7 67 | 607.6 1,212.1 200 !
{ Cerreny,Fed,Rev, 82,2 104.G 12 h 200.8 376.0 | 187 *
- Italy 222.6 452.2 221 113.3 277.8 245
France 160, 4 212.7 133 101.6 193.5 190
United Xingdom 6647 100,7 151 948 172,0 181 ‘L
~ Netheriands 51.9 69.7 134 42,0 109.1 260 |
. BLEY 28.8 50.2 174 52.7 44.7 | 137 |
' Dermexx 7.4 5.2 84 22.4 39.0 174 ’
ESTA countries (5) 48,0 73.3 153 99.€ 191.8 193
Austria 10,9 12.8 117 26.3 58.5 222 ‘
Svitzerland 5.1 8.4 138 29.4 12,5 | 145 ]
Sweder 21.7 34,7 160 22.4 37.5 167
Finland 6.3 12,2 194 13,1 8.9 221 f’
; Norvway 3.0 5.2 173 8.4 24.4 290
| “.her Burope (2) 135.6 207.6 153 36.8 7.0 | 193 .’
Spain 106.6 162.5 152 18.4 54,3 | 295 ;
Yugoslavia 29.0 45.7% | 156 18.4 16.7%| a :
. North America (2) 86.5 122.1 141 185.3 239.1 129
‘ United States 65.2 96,3 148 14C.5 159.2 113 .
| Canada 21.3 25.8 121 44,3 79.9 178
: Japan A 1.0 324,2 187 27.5 45.0 164
© Others (2) 6.6 84.4 1,279 16.8 135.1 | 804 -
Source: Import Tabulation System ITC/UNSO,
a/ 1976,
\
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Table 3

developing countries, 1971, 1975 and 1977

Value = US$ million

'

Importing country

Hides and sckins (SITC 211)

Leather (SITC 611)

1971 1975 1977 1971 1975 1977

Totel (9 countries) | 16.4 T7.7 n.a, 24,5 117.3 n.a.

T a1 (4 countries) 7.3 62.5 143.6 20,6 106.3 186.7
| of vhich

Korea, Rep.of 3.7 51.2 130.4 2.2 61.7 114.9

Hong Kong 2.6 6.5 9.8 13.8 35,3 56.6

Brazil 0.4 3.8 2.2 1.2 3.8 8.3

Singapore 0.6 1,0 1.2 3.4 5.5 6.9

Egypt 6.1 7.5 n.s, 0.3 3.3 n.a.

Iran 1.8 4,7 n.s, 0.5 3.0 n.a,

| Nigeria - 0.8 neds 2.3 2.3 n.a.

Venezuela 0.9 1.9 n.a, 0.3 1.4 n.a,

. MNalaysia 0.3 0.3 n.e, 0.5 1.0 n.8.

n.a, = not available,

Source: Import Tabulation System ITC/UNSO,
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Table 4A

Potal imports of leather into 18 selected industrialized countries

by countries of origin, 1972 and 1977

]

SITC 611 Value (V) = US$ million
Cox;g;gnot 1972 1977 Index Share of total,
1972=100 imoorts (%
Total 936.8 1,823,1 195 100,0
of which from
Italy T1.8 285.1 314 12,3
India 127.3 192,9 152 10,6
France 129.3 172.7 134 9.5
Germany,Fed.Rep, 72,5 167.1 230 9.2
United Kingdom 89.8 136.0 151 Te5
Argentina 57.1 125,0 219 6.9
United States 44,6 90.4 203 4.9
Brazil 29,5 78.5 266 4,3
BLEU 34.8 62.4 179 3.4
Netherlands n.a, 44,1 n.a, 2.4
Takistan 3645 36.1 99 2,0
Bangladesh 1,7 28,0 n,s, 1.5
Socialist countries 15.1 23,5 16 1.3
Others 226.8 441,3 195 24,2
Soucre:  Import Tabulation System ITC/UNSO
n.a, = not available
n.s, = not significant index,




Table 4B

Total imporfs of hides and skins into 18 selected industrialized

countries by countries of origin, 1972 and 1977

SITC 211 Value (V) = US$ million
| 1977
| Cou?:igizf 1972 1977 Index Share of tota]
1972=100 imports (%)
Total 934.1 1,639.7 176 100,0
of which from “
United States 187.8 336.9 179 20,5
Australia 134,7 233,0 173 14,2
France 66,3 147.1 222 9.0
New Zealand 79.2 122,5 155 7.5
Germany, Fed.Rep, 46,5 100,9 217 6.2
United Kingdom 34,7 76,1 219 4.6 "
Netherlands 31,0 65.0 210 4,0
Iran 31,2 57.8 185 345
Socialist countries 20.9 25.7 123 1,6
Ethiopia 13.6 20,6 151 1.3
Argentina 25,3 20,3 80 1,2
Indonesia 10,9 i 20,1 184 1,2
Nigeria 9.1 16.0 176 1.0
Sudan 5.4 12,2 226 0.7
Kenya 3.7 8.0 216 0.5
Others 233.9 377.5 161 23,0
®

Source:

Inport Tabulation System ITC/UNSO,
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Table 5 N
Total imports of leather into 18 develorned and developing
countries, bv countries of orisin, 1971 and 1975 '
SITC 611 Value = US&% million

f | 1975
Country of origin 1971 1975 Trdex Share of total

| (1971=100) inports (%)

)

| Total 48.8 173.4 355 100,0

ll! of which from

|i Japan 6.6 76.2 1,154 : 43.9

it United States 562 18,8 362 lo0.8

il Pakistan 0.8 12,2 1,525 7.0
Italy . 4.5 10,2 227 5.9
India 4,3 10,2 237 5.9
France 3.4 6.4 188 3.7
Gemany, Fed.Rep, 4.8 5.7 119 3.3
United Kingdom 4.5 5¢3 118 3.1
Argentina 1.9 3.4 179 2.0
Brazil " 0.8 2.7 338 1.6

seialist countries 0.9 2,5 278 1.4

Uruguay 0.6 2.3 383 1,3
Australia 2.3 2,0 87 1.2
Other Asia n,e.s, 0,2 1.8 900 1.0
Colombia 0.2 1.5 750 0.9
Others 7.8 12,2 156 7.0

Source: Import Tabulation System ITC/UNSO, :
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LI Table 8

Imports of leather into 18 industrialized countries

by types of leather, 1972 and 1977

Value = USS million

T
1972 Aj 1977
Type of leather SITC No. i - Tndex
Value % share Value % share 1972100
Total leather l 611 9%6,.8 100,0 1,823.1 lQ0.0 135
of which ) . {
Reconstituted and 611.2 10,1 1.1 16.8 0,9 166 l
artificial leather ' " H
Calf leather 611.3 109,3 11.7 186.1 10,4 173 f
Other bovine and 611.4 345,.4 36,9 833.2 45,7 241
equine leather “
leather , “
Goat and kid leather 611,92 163.8 17.5 186,.6 10,2 114
Chemois-dressed 611.93 19.4 2.1 34,5 1.9 178
leather
Parchment-dressed 611,94 0.4 - 0.6 - 150
leather
. Patent and metallized 611.95 29.8 3,2 19,0 1.0 64
leather
Other leather 611.99 76.9 8,2 151.1 8.3 196

Source: Import Tabulation System ITC/UNSO,
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" Table 9

Imports of h@des and skins into 18 industrialized countries

by tyves, 1972 and 1977

Yalue = US¢ million

r
. : 1972 1977
Types of hides and skins|{|SITC No, - T Tndex
&S 1 Gf
Yalue ‘o share Value “o share 1972-100
Total hides and skins 211 34,1 100,0 1,639.,7 | 100,0 176
of which (
Bovine (excl.calf) and 211.1 || 476.1 51.0 814.4 | 49.7 1M
equine hides & skins
Calf end kip skins 221.2 56.9 6.1 177.4 | 10.8 312
Coat and kid skins 211.4 57.5 6.2 65.8 4,0 114
Sheep and lemb skins, 211.6 171.5 18,4 244,0 14,9 142
wool on P
Sheep and lamb skins, 211.7 139.4 14,9 205, 7 12.5 148
wool off
Others i 32.7 3.4 132.4 8.1 405

Source: Import Tabulation System ITC/UNSO,
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Table 17

Total imports of leather footwear into 18 selected industrialized

countries by countries of origin, 1972 and 1977

- 3ITC 851,02 Value (V) = US$ millio:
1977
} Cm;x;:;ymot 1972 1977 Index | Share of total !
__1972=100 imports (%)
) Total 1,792.9 4,585,7 256 100,0
of which from:
Italy 780,17 1,763.8 226 38.5
Spain 223,17 399.4 179 8.7
Korca, Rep. 29.8 388,6 n. s, 8.5
Other Asia n.e.s, 41.4 289,8 700 6.3
France 127.5 255.0 200 5.6
Germany, Fed,Rep, 79.3 200,4 253 4.4
;ocialist countries 65.1 199.4 306 4.3
Brazil ' 48,7 174.9 359 3.8
United Kingdom - 54,1 108,3 200 2.4
Yugoslavia 27.1 81,1 299 1.8
Hong Kong 33.7 41.8 124 0.9
Others 346.9 683.2 197 14.8 .

Source: Import Tabulation System ITC/UNSO,

n.s, = not significant index,
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Table 17
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Total imports of leather footwear into 18 selected develoved

__and developing countries by countries of origin

1971 and 1975
SITC 851,02 value (V) = USS$'000
1975 ,
Couz::gigf 1971 1975 Index Share of total:
1971=100 imports (%)

Total 26,779 76,740 287 100,0

of which from
Socialist countries 4,838 16,887 349 22,0
Italy 7,692 15,318 199 20,0
Spain 1,274 8,271 649 10.8
France 1,608 7,530 468 9.8
United Kingdom 3,088 5,699 185 7.4
Switzerland 890 2,770 311 3.6
Germany Fed.Rep. 1,189 2,768 233 346
United States 650 2,616 402 3.4
Korea, R,P, - 2,591 - 3.4
Malaysia 1,175 1,783 152 2,3
Others 4,375 10,507 240 13.7

Source:

Import Tabulation System ITC/UNSO,
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Table 21

Total imports of travel goods into 18 selected industrialized

. countries by country of origin, 1972 and 1977

SITC: 831.0

Value (V) = USS$ million

' | 1977 /
cox:gn‘)f ‘ 1372 : 1377 Index ' Share of total |
. 11972=100 imports (%)
Total } 443.3 1345,5 304 1000
of which from i‘ .
Ttaly I 87.1 316.4 363 23.5
Korea, R.P. [I 8.3 171.9 : 7.8, 12,8
Other Asia n.e.s. | 22,2 168,0 757 12,5
| Hong Kong ‘ 60,6 144,3 5 238 10,7
i Germany, Fed,Rep, l 39.4 92,0 : 234 6.8
; France 26.9 60.4 225 4.5
' Socialist countries 18,9 58,6 310 4.4
, Japan 63.0 48,3 17 3.6
| United States 8.7 27.6 317 2.1
{ Spain 15.5 21.5 177 2,0
; United Kingdom t 0.9 24,7 227 1.8
| Others | 80,9 |  205.8 254 | 15.3
| ! ' ,
Source: Import Tabulation System ITC/UNSO,
n.s. = not significant index,
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Table 23

Total imvorts of travel goods, handbars and similar erticles

into 18 sclected develoned and developing countries

by countries of oririn, 1971 and 1975

SITC 831.0 Value (V) = US$'000
Cou:lg‘gigf | 191 ! 1975 \ Index 19jSShare of total }
| N ©1971=100 ' imports (%) :
Total 21,729 15,987 || 350 100.0
of which from ‘
Socialist countrieq 4,046 15,077 31 19.8
Hong Kong 2,056 11,021 536 14.5
United States 2,661 8,726 328 11,5
Other Asia ne.s, 1,189 8,053 677 10,6
Italy 2,167 7,350 339 9.7
Japan 2,420 6,441 266 8.5
Germany Fed.Rep. 2,374 4,506 190 5.9
France 666 2,817 423 3.7
United Kingdom 1,082 2,590 240 3.4
Australia 271 1,024 378 1.3
Others 2,797 8,382 300 11.1

Source: Import Tabulation System ITC/UNSO,
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Table 25 !
Total imports of apvarel and clothing accessorics of lenther
into 18 selected industrialized countries by country of origin
1972 and 1977
B SITC 841,3 | Value (V) = US$ milljon
. 1977 i
Country of j l l
origin 1972 1977 Index : Share of total
1972=100 imoorts (%)
Total 392.6 1,13209 289 lO0.0
of which from
Korea, R,P, 6.6 251.8 n,s, 22,2
Itely 46,8 141,1 301 12,5
chg Kong 3000 9108 306 8.1
Other Asia n,e.s, 22,2 79.0 356 7.0
Socialist countries 23.5 T13.5 313 6.5
France 49,2 47,2 96 4.2
Turkey 11.8 41.0 347 3.6
Uruguay 1.1 39.4 " N.8, ' 3.5
Germany, Fed.Rep, 11.9 3245 273 2.9
Argentina 103 2703 N8B, . 204
Spaln ) 20,1 25.3 | 126 2.2
! !
r i Mexico 8.4 24,5 ; 292 2,2 ; *
~ Yugoslavia 15.0 23,1 154 2,0
”! Netherlands 8.7 | 23,0 264 2,0 ] .
| Others 133.6 | 179.0 134 15,7 {
'y ' ‘ :'
X ' f N

Source: Import Tabulation System ITC/UNSO,

ngs. = rot significant index,
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Table 27

Total imports of apparel and clothing accessories of leather

into 18 selected develoved and develoving countries of orisin

1972 and 1975

SITC 841,3 | Value (V) = US$'000
| 1975
Couz:'irgigf 1971 1375 l ‘Index ! Share of totall!
' 1971=100 imoorts (%)
Total 4,839 11,604 240 100,0
of vhich from
Socialist countries 545 3,473 637 29.9
Ttaly 471 1,111 236 9.6
Hong Kong ( 329 1,07 325 9.2
Japan 332 711 21 6.1
linited Kingdom 584 704 120 6.1
France ) 417 702 168 6.1
Inited States 364 587 161 5.1
Spain 758 570 75 4.9
Germany Fed.Rep., . 352 465 132 4,0
Other Asia n,e.s. 46 434 943 3.7
Others 641 1,776 , 27T 15.3
|

Source: Import Tabulation System ITC/UNSO,
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Table 29

Total imports o5f harness-makers' poods into 18 selected

. JAndustrialized countries by countries of origin

1972 and 1977

N, 8,

= not significant index,

SITC 612,2 Value (V) = USS million
{
Co‘;!;:g.nd 1972 1977 Index 2L Share of total
1972=100 imports (%)
Total 8.1 5342 189 100,0
of which from: "
United Kingdom 4.4 11.5 261 21.6
Germany, Fed.Rep. 3.9 6.6 169 12,5
United States 2,2 4,3 195 8.1
India 1.0 4.1 410 T.7
Japan 7.3 3.7 51 6.9
Other Asia n.e.s, 0.1 3.0 n. s, 5.6
Switzerland 0.3 2.9 966 55
Socialist countries 0.8 2.4 300 4.5
Mexico 2.7 2.4 89 4.7
Argentina 1.3 2.1 162 3.9
Netherlands 0.8 1.6 200 3.0
Others 4,0 11,0 275 16,0
Source: Import Tabulation System ITC/UNSO,
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Table 51

Total imnorts of harness-mekers' roods into 18 selected developed

and developing countries by countries of or'gin, 1972 and 1975

SITC 612,.2

Value (V) = US$'000

n.s. = not significant index

3 1975
) CoﬁzzzinOf 1971 1975 Index | Share of total
;g 1971=100 imports (G3)
3 Total 676 2,757 408 100,0
1§ of which from
' Italy 156 1,027 658 37.2
Germany, Fed.Rep.. 157 510 325 18.5
h France 7 331. n.s, 12,0
| United Kingdom 190 266 140 9.7
z Spain 1l 197 n.s, 7.2
| Netherlands 2 94 n.s. 3.4
| United States 64 88 138 3.2
L .ebanon 5 53 n.s, 1.9
? Arpentina 1l 27 n.s. 1.0
| Socialist countries 6 23 383 0.8
1 Others 87 141 162 5.1
|
Source: Import Tabulation System ITC/UNSO
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APPENUDIX II
BUYERS! VIUWD AND EXFFDIELCTS Q0 DOING BUSIVESS IMN LEATIR IRCDUCTS

RLPORT LD VRO DEVELOLLUG COUTNTRINGr SOLL GuliiCriD QUOTNS

FROM INTEDVINGSS

Introduction

Retailer dominance of the hizh consumer-spending markets places ernormous
buying power in the hands of the highly competent buyers in charge of
merchandise procurement for the great bulk retailing organizations: depart-
mental store groups, multi-shop chains, buying groups, mail order houses,
super and hyper-rarkets, discount stores, etc, Satisfying the demanding
reguirenents of buyvers is essential to constructinry a sound basis for
successful trading in the markets concerned., This Appendix relates cormments
of buyers and leather trade experts with experience of trading with developing
countries and sets out by so doing to provide checkpoints and examples against
which exporters may measure their own experiences and judse if and where they
have been successful or at fault., Buyers consulted serve important retailing
enterprises in Zurope and in the United States and are responsible for a
significant proportion of leather product imports from developing countries.
In addition to comments on specific production and product aspects for noting
and appropriate action by exporters as necessary, observations and advice on
manufacturing and trading tactics and strategy may be found very useful -
especially to new and unsuccessful exporters,

Selected ouotes

1. "The movement of production from a primary toa secondary economy has been
occasioned by the advantageous use of domestic raw material and low labour
costs in conjunction with direct aid or subsidies or other incentives to

help new industry to get started, The first result has been to build up new
industry with low costs permitting production of large quantities of goods at
first price using cheapest methods of manufacture and the simplest of styles.
Pmphasis has been on quantity and low price rather than on quality. This

Gives experience in manufacturing on industrial scales upon which countries
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should build, Quality should develop with experience, but this does not
happen in madiy cases, If businesses are interested in immediate profit
then they  are tempted solely by large orders from bulk buying customers.
Unfortunately, such customers tend to move to the next area of cheap labour
and costs when such emerge,

"Therefore, to service, exporters should embark on a mix of bulk quantity
production plus a small, specialized area of a properly researched line
or ranze of products for spearhead introduction. Key, trained operatives
should be employed on the latter, combined with adequate training to new
labour with aptitude,

"If a manufacturer makes only at first price in bulk, then as labour
costs rise, as is inevitable, this type of manufacturer tends to be left
out in the cold when customers move on to the new lower cost supply source,
Should the manufacturer endeavour to maintain prices competitively, this can
only be done by reducing quality and/or trading to loss, There is great
fallacy in some makers thinking that if they produce a small quantity at
a small percentage loss this will somehow turn into a profit if they accept
a large order of the same article."

2, "Too much effort is spent in trying to obtain large volume orders at
first. VYhen this is done as a result of direct financial aid to the
producer, or by means of an incentive rebate, then the future is not being
built on a stable foundation. Ultimately each industry must be able to
compete economically in a commercial world and this must mean providing
quality ond good design when iowest cost orders are no longer available,
Few manufacturers have studied the various levels of votential markets;
instead they have converted available natural resources and cheap labour
into goods which finally means reliance on the oprortunity provided."

3, "Different countries obviously have different problems according to
their rate and stage of development. High quality merchandise for instance

is being produced by the old ariisans of the saddlery trade in some countries,
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] i
On the other hand there are countries who are trying to run before they
can walk and want all the profits and rewards at once, In the cow hide
and nappa area one country has gone into tanning and fashion production

¢

without having studied the quality and styling needs of the consumers in
1 S ,
the markets in which they launch themselves. A few years ago, when the

Ethnic Looks were fas.iionable, then the domestic ;)roduct of that country
was acce.ptable for what it was, But this was only a phase of fashion and
applied only to a limited market,"

4. "Some developing countries are trying to do everythinz at once and are
succeeding only in creating internal competition. For instance, in some
countries, end products are beinz made of inferior leather, inhibiting
sales appeal and causing customer complaints, because tanners reserve
their top qualities for export to foreign manufacturers who compete on
the same market with the end product-simade from inferior raw materials
exported from the develobing countries,

"Other developing countries have progressed differentlys now having a
very sophisticated leather tannage which is kept very competitive in price,
they have bought world expertise in styling, production management and ‘
machinery to their fooitwear which i3 nov excellent. However, they still
suffer from other problems, universal in developing countries: 1lack of
quality control -both of raw material and the processes of manufacturing.
This applies particularly to the cutting of skins. Many potential good
articles are ruined because flanks and bellies have been cut into the
merchandise, Often this does not show up until the article is used.
Resultant loss to retailers in cash and customer goodwill is very
considerable and the whole problem would be solved if lower quality areas
of hides were not used. Not to use them will increase the price, but this
is preferable to unreliability of merchandise, damage to reputation of
supplier and retailer, and to the image of leather itself. In addition
to the quality problem, there is also the problem of bad deliveries, not

heeding the sampling timing requirements of the market nor fashion changes."
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5. "Most developing countries making footwear do not study market needs

and offer styles not acceptable to our customers, lHowever, some developing
countries have made rapid improvement in leather footwear and their products

are now causing increased concern to liestern shoe manufacturers, They also

pose the strongest competition to the other developins countries,"

6. "We heve enormous choice of suppliers of small leather goods and can

buy at almost any price but we really want stable quality at an improved

level: use of dye-fast leather, uniform in colour ar}d quality, better making,
linings, studs, clasps, thread and zips. More efficiency in delivery and
packaging would influence us, too."

7. "'ho creates the article to be made? Initially, ideas are provided by

large importers and wholesalers who want the lowest-priced copy. For

subsequent growth of business, suppliers must either still rely on their

customer or must take an interest in the target markets'needs by finding

out for themselves., It is rarely found by us retail buyers that suppliers

have ideas of their own. This must be a great area of development for them -
either by buying-in or hiring-in design expertise or by installing their

own design department in their factories,"

8. '"Development should be monitored as it progresses.. Labour, once trained

and supervised to proper standards, should then begin to produce quality.

rroods, Thus, as labour costs rise, the production can be switched to

smaller runs of better made products, embodying a greater element of or

fashion qualifying for better profit margins, This re-emphasizes the need

for greater attention to all aspects of quality control: from selection of v
the raw material through all stages to the final product. Equal care must

be taken with component parts: 1linings, accessories, sewing threads, zips. ]
Within the product itself each part must be of a quality that will last the |
lifetime of the product. 2Zips are a particularly weak and troublesome point -

they must function perfectly: much 1ll-will is created because of a few

cents saved by using a cheap zip. The material with which products are
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stitched also causes puch concern, Far better to import quality thread

than to risk_problems, If suitable hardware (various buckles, fittings,
frames and trims) are not domestically available then manufacturers should
be alloved to import them at economic prices until quality of domestic
supply improves, If this is not possible then desifns must be created

that obviate nced for these items or, arrangements made where feasible,

with the construction of the article concerned, to ship partly finished

for completion with quality components within the importing market - perhaps
with joint venture activity."

9., "In the vast majority of exporter factories, not enough consideration

is given to production supervision at each stage with searching final
inspection before packing and despatch, This need not entail extra labour -
purely better division: but once standards are built to customer satisfaction,
they must be maintained, Once achieved this provides another sound platform
for further development of business to higher levels.

10, "All production must be geared to meet demand: ranges must be ready

at a time for buvers to inspect and to order., Moreover adequate time must
be allowed for producing the orders."

"In a shrinking world fashion has become more universal, a manufacturer
studying the markets in terms of styling changes and needs must be ready to
make the minor alterations to suit specific local tastes and incorporate
slight adaptations and colourations accordingly, thus aiving his new ranges
best opportunity to score optimum sales,

"Manufacturers should acknowledge the paramount importance of range
readiness to time., They would be well-advised also to be prepared to make
additions and innovations suggested by bdbuyers (who are in daily close contact
with fashion and style changes) at the sampling interviews,"

11. "Study of the requirements of the market is vital to product acceptability,
but the study should be in the light of realisation that a manufacturér and

his products cannot be all things to all retailers. Market study should rive

ench producer n clear idea of the level of trade he wishes to develop - types
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of merchandise, price brackets and customers. Retail organizations do
not set out to sell at all levels of consumer tastes and pockets - in brief,
there i3 specialization even in bulk retail business and so for their
suppliers also."

12, "Manufacturers often fail to manage all the necessary export
documentation, As new supplying countries emerge and progress, agencles
are set up to deal with this kind of problem, but if no such service is
available, then care should be taken to ensure office.capability to deal
with it., Supervision of despatch should also be assured: retailers
report merchandise being faulty or missing from consignment due to
weather damage or theft with consequent disruptior of smooth business

operation and relationships,"
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APPENDIX IIT

INTERNATIOMAL CCUNCIL OF TANNFRS (ICT)

Iﬁ the last two years, the ICT has pushed ahead with bringing into
membership all countries with substantial leather industrics and with freely
elected associations. Now member ship covers the whole of South and North
Amcrica, Europe outside of the state trading countries excepting Turkey as
well as New Zealand, Australia and South Africa. Indian tanners have
attended the last two International Council meetings (in 1977 and 1978) and
Japanese tanners the latest one (in 1978). Both countries are expected to join
before the next International Council meeting in 1979, Invitations to attend
as observers and to join will go to Pakistan, Bangladesh, Sri Lanka, Korea,
Turkey and possibly a few more countries such as the Philippines. This is
the first stage in the ICT's expressed wish to be by 1980 fully representative
of and the spkesman of the world leather industry. With its present membership
it already spcaks for the gxl'eat majority of the world industry.

As stated recently, the objectives of the ICT are, to promote the
prosperity and profitability-of leather manufacturers throughout the world
and to resolve the problems arising out of the growing importance and strength
of the new leather industries in the developing countries and their impact
on the established leather industries of the developed countries so that all
could benefit. It was also stressed that all fully appreciated the situation
and accepted that there was no possibility of (nor wish for) turning the clock
back, but the legitimate interests of voth sides had to be recognised and
catered for and the ICT was the only body fitted for this task.

The last International Council meeting in Buenos Aires - the first ~utside
Europe and the biggest - set up a Leather Industries Development Cormitbe to
study the problems and try to work out both a mutual understanding of each
point of view and a commercial solution. The International Council stressed

the word "commercial" because delegates recognised that attempts to find a

"political" solution alone could end in retaliation, polarization and stagnation
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The Development Committee has already met and agreed unanimously

on the two following points:

-

l. It was essvntial that knowledgeable and involved people should
investigate the marketing situation so that a balanced view can
be taken of the world supply, production and market factors. They
emphasized that it was self-destructive to stimulate production
capr city beyond, on the one hand, the supply capability and, on the
other, beyond the viable economic capacity of the market for footwear ’

etc.

2., Leather production was a key industry and each country with a proper
raw material capability should be assured a minimum production
capacity and home market share. Ideally, the Committee recognised,
there should be free acceas to raw materials and markets and

commercial factors only should determine production and market shares.

It may be seen, therefore, that the ICT, in recognition of its
responsibilities, is now actively engaged in discharging them in line with

its aims and objects to promote the welfare and development of the international

leather industries.
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MEMBERGHIP OF THE INTERMNATIONAL COUNCIL OF TAHNNIERS
Decemtber 1978 '

ARGLNTINA Camara de la Industria Furtidora Argentina
. Belgrano 3978/80
Buenos Aires ~ 13 3

President: G H Muruaga

’ AUSTRALIA Federated Tanners' Association of Australia
PO Box 1525
Canberra City, A.C.T. 2601

) , Execcutive Director: K J Cremen

AUSTRIA Facinverband der Ledererzeugenden Industrie
Bauernnarkt 13
1011 Vienna 1
Director: H Leopold

BELGIUM . Union de la Tannerie et de la Megisserie Belges
Lambroeckstraat 10
1930 Zaventem
(... ' Director: D Masurel

BRAZIL Centro das Industrias de Curtumes do Brasil
Rua do llexico 111
Grupo 1701
Rio de Janeiro
President: R H de Carvalho

Tanners' Association of Canada
THE INTipo Box 294
Kleinburg, Ontario
Executive Vice-President: W M Griffith

CRHILE - :i» Asociacion de Industriales de Curtidurias de Chile
: Teatinos 248
. Santieago
* President: A Ilharreborde
COLOMBIA™ Federaci6én Nacional de Curtidores |
: Bogotd

Calle 12 No 7-32/34
Apartado Aéreo 5917
SUSETA - President: H I Benoit . pie

DENMARK Foreningen af Danske Laederfabrikanter
Nprrevoldgade 34
Copenhagen, DK 1358
Secretary: J Leth

FINLAND Suomen Nahkateollisuusliitto r y
Vuorikatu 4a, 7
P . 00100 Helsinki 10
Secretary: M Zilliacus

FRANCE Fedeération Frangaise de la Tannerie Mdgisserie
122 rue de Provence
75008 Paris
President: B Sol

GREECE Hellenic Tanners' Association
15a Miaoulis Street
Athens T.T.114 !
President: C Tripos |




IIOLLAND

IRISH REPUBLIC

ITALY

MEXICC

NEW ZEALAND

NORWAY

SOUTH AFRICA

SPAIN

SWEDEN

SWITZERLAND

UNITED KINGDOM

UNITED STATES OF
AMERICA
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Federatic van Nederlandse Lederfabrikanten
Prof Dondersstraat 39
Tilburg

Secretary: J W Taminiau

Irish Leather Federation
Mayfield House
Portlaw
Co Waterford
Chairman: A litschmann

Unione Nazionale Industria Conciaria
Via Brisa 3
20123 Milan

Director: A Ballini

Camara Nacional de la Industria de Curtiduria
PO Box 27.227
Tehuantepec 255
Mexico 7, D.F.
President: R Hess

New Zealand Tanners' Association
Industry House :
38-44 Courtenay Place
Wellington
PO Box 9130

Director-General: H E J Martin

Norske Garveriers Landsforening
Drammensveien 40
PO 'Box 2435
Solli-Oslo 2
Secretary: O J Jerven

S$.A. Tanners' Association
S.A. Wool Board Building '
Grahamstown Road
Port Elizabeth 6001
Secretary: A S Young

Asociaci¢dn Quimica Espafiola de la Industria del Cuero
Avda Jose Antonio 608
Barcelona 7

Secretary: V Navarro

Svenska Garveriidkareforeningen
Box 1753
S§-111 87 Stockholm

Secretary: A Burendahl

Verband Schweizerischer Gerbereien
Walchestrasse 25
PO Box 8035

Secretary: H Baer

British Leather Forderation
9 St Thomas Street
London SEl 9SA

Director: G G Reaks

Tanners' Council of America

411 Fifth Avenue

New York NY 10016
President: E L Kilik

-
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URUGUAY : Camara de la Industria Curtidora Uruguaya
Av Agraciada 1670
Montevideo
President: W Branaa

VENEZUELA Asociacion Venezolana de Curtidores
¢ , PO Box 193

Caracas
Executive Secretary: M Hernandez

FED.REP, OF Verband der Deutschen Lederindustrie
GERMANY 623 Frankf{urt/M-H8chst 80
Leverkuser Strasse 20
PO Box 800 809
Director A Boha

' -::









