
                                                                                     

 
 
 

UNITED NATIONS INDUSTRIAL DEVELOPMENT ORGANIZATION  
Vienna International Centre, P.O. Box 300, 1400 Vienna, Austria 

Tel: (+43-1) 26026-0 · www.unido.org · unido@unido.org 

 

 

 

 

OCCASION 

 

This publication has been made available to the public on the occasion of the 50
th

 anniversary of the 

United Nations Industrial Development Organisation. 

 

 

 

 

 

 

 

 

 

 

 

 

 

DISCLAIMER 

 

This document has been produced without formal United Nations editing. The designations 

employed and the presentation of the material in this document do not imply the expression of any 

opinion whatsoever on the part of the Secretariat of the United Nations Industrial Development 

Organization (UNIDO) concerning the legal status of any country, territory, city or area or of its 

authorities, or concerning the delimitation of its frontiers or boundaries, or its economic system or 

degree of development. Designations such as  “developed”, “industrialized” and “developing” are 

intended for statistical convenience and do not necessarily express a judgment about the stage 

reached by a particular country or area in the development process. Mention of firm names or 

commercial products does not constitute an endorsement by UNIDO. 

 

 

 

FAIR USE POLICY 

 

Any part of this publication may be quoted and referenced for educational and research purposes 

without additional permission from UNIDO. However, those who make use of quoting and 

referencing this publication are requested to follow the Fair Use Policy of giving due credit to 

UNIDO. 

 

 

CONTACT 

 

Please contact publications@unido.org for further information concerning UNIDO publications. 

 

For more information about UNIDO, please visit us at www.unido.org  

mailto:publications@unido.org
http://www.unido.org/


-

United 
Nations 
Industrial 
Development 
Organization 

--------------------
US/RAF/92/200 & US/RAF/91/194 

17. IMS & 
48. P1rmasenser Leder 
Woche 

Halle 6B Stand 6151 
29 April - 3 May 1994 

LEATHER 

OUT OF AFRICA 



TABLE OF CONTENTS 

1. Introduction ? 
,j 

2 Findings 3 

3. Recommendations 5 

Annexes 

1. Stand Design 

2. Photos of the stand and products and promotional material 

3. Show reports/ questionnaires of the individual companies 



2 

1. Introduction 

The UNIOO ISED/ AGRO Leather Unit in l.·ooperation with ITC in Geneva, organized 
11nd sponsored the participation of eight African rompanies in the 17th ISM and the 48th 
Pirma..c;en.~ Leder Woche, in Pirmasens, Germany, 29 April - 3 May 1994. 

UNIOO/ITC assisted all participating mmpanies in the preparation of the event 
including promotional materials and samples. This as..o;istance included the following: 

t. Technical assistance provided by UNIDO experts (Mr. T. McCallin, Marketing Expert 
and Shoe Technologist, and Mr. T. Hamilton, Shoe Designer) in the selection of the 
displayed samples. The reports of both experts are available at UNIDO Leather Unit 
for any ronsultation. 

2 Expenses for the exhibition stand (such as hire of stand, furniture, decoration etc.) as 
well as the transport of the samples from the home-country to Pirmasens and return. 
The design of the stand is enclosed to this report as Annex 1. 

3. The daily subsistence allowance during the programme in Germany for one 
representative of each company covering his/her expenses for board and lodging. 
The transport by bus from the hotel located in Neustadt Weinstrasse to Pirmasens and 
return. 

Generally it can be stated that the participation of selected African companies in 
intemationai leather and leather products fairs such as the Pirmasens Leder Woche (this was 
the second time) and the GOS Shoe Fair in Dusseldorf (UNIDO already participated in the 
76th and in the 77th GOS) is proving to be a fruitful exercise which is yielding bigger results 
than expected. The samples presented created much interest in the fair visitors and orden
were booked. UNIDO paiticipation in sdected international fairs is starting to be known on 
the international market and buyers are paying special visits to the stand. This participation 
is also useful to keep abreast of the latest technological developments and provide 
information on UNIDO's activitit.>S in the leather and leather products industry. 

2. Findings 

2.1 Overview of the Show 

Since the 1950s the triennial IMS exhibition has been considered an important event 
for showing the way forward in footwear manufacturing. Some 70,000 technical and 
production staff from footwear companies around the world were expt'Cted to travel to the 
smail town of Pirmasens to see the latest in footwear tt"chnology. Taking place 
simultaneously with the IMS was the 48th "Pirmasens Lt>ather Woche" (PLW). Here vi~itors 
could see leathers from many tanneries from all over the world. 

Unfortunately, this time most of the Italian machinery suppliers following the 
recommendations of the Footwear Machinery Association (ASSOMAC), decided not to takt> 
part and participate instead at the SIMAC show two week. .. later. While Europe's intluential 
position in footwear manufacture and shoe machinery development are under threat from 
the low labour cost areas of India, South Amerh:a and the Pacific Basin, this type of 
disagreement is bad for everyone. Howewr, as it turned out the number of visitors wais 
down but the "quality" of tht•m was up, which in tht' t•wnt made for a successful show. 



3 

The fact that there were machinery and materials suppliers from the Far East (Taiwan 
had it.; own special hall), Spain, France, USA, UK, Holland, Hungary, Czech Republic, Italy 
(component.;), Portugal, India, as well as Germany made it a truly international show with 
many interesting machines to see from the most sophisticated to simple ones. 

The participation of the eight African companies (six tanneries and two shoe factories 
exhibiting only shoe uppers) at the 48th "Pirmasens Leder Woche" was very positive. Most 
of the companies were visited by "interested" visitors and asked to prepare samples. Trial 
orders were also placed as well as serious exports inquiries were re~ived. 

There were effectively 4 shoe manufacturers represented on the UNIOO stand 
(Messrs. Ras Dashen, Sana, Kays and Bimzi). A conducted tour of the machinery halls was 
made with each individual company and relevant mad1inery was pointed out and 
information taken by each participant. A conducted visit was also made with individual 
representatives of the companies on the subject of shoe styling in anticipation of the 78th 
GOS later this year. The German "Euro-Shoe Design" display for new ideas was also visited. 
This was disappointing as no Italians were exhibiting. 

There were leather suppliers from all over the world and the tanners on the UNIDO 
star,d took the opportunity to visit them and see how their ... ompetition had progressed. This 
was a real education for them as they mistakenly thought that Pirmasens was a relatively 
small show. Much u~ful information was obtained and new contacts made. By and large 
all participants had a high level of satisfacti'ln coming ta the show and felt it was a 
worthwhile exercise in exposure to world markets. One comment however and probably a 
valid one was that the show was one day too long and should have finished on the Monday 
evening. 

At the same time a study-tour for two African fellows, Ms. Gatu (Kenya) and Ms 
Mwanamwambwa jr. (Zambia), was organized and sponsored by project funds. The purpose 
of this study-tour was to get the two fellows more acquaintt:>d with footwear machinery. Ms. 
Gatu is a women entrepreneur owning a shoe factory in Kenya whilt> Ms. Mwanamwambwa 
jr. is a young lady willin~ to start a small factory producing sandals in Zambia (under the 
supervision of her mother owning already a leather goods company, Messrs. BIMZI). 

2.2 The Stand 

The stand location was favourable and its design and decoration were appreciated 
both by the participants and visitors. Some photos of the stand as well as a copy of the flyer 
prepared by UNIDO Leather Unit describing the companies are enclosed to this report as 
Annex 2.1 and Annex 2.2. 

The stand was or an exct:>llent size and big t>nough in art:>a to cover the needs of all 
the Cnmpanit:>S showi11g. It had an opt>n aspect which t>ncouragl'd vi~itors. There probably 
is a need to dt'lineate or separatt> t:>ach Company on the stand in a more obvious way to 
avoid potential confusion for visitors and to give t:>ach Company thdr own territory, with 
their own display shelves, tablt>s, hangers etc. They can thl•n dt:>corate it according to 
individual tastes. The numbl·r of samples, be it uppers or hi" s and skins needs to be 
sufficient to fill up the display area of the ~land. It dews not mattt-r if there is duplication in 
the samples as long as the quantity is thert>, to prt:>Scnt a professional image to the buyers. 
One or two Companies c11uld have brought more samplc•s. 
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Partidpants wen:~ pleasantly surprised at the num~r of visitors to the UNIDO stand 
which proves thdt the UNIDO sponsorship is becoming known and visitors deliberately seek 
the stand out as part of their show visiting prOb>ramme. 

2.3 Show Reports/Ar..ilysis of the Questionnaires 

An end of show report/ questionnaire to be completed by the closing day of the Fair 
(Tuesday, 3 May) was handed to the participants in order to evaluate the results of the fair. 
They were alt received on the last day tlf the show with the exception of lmponente Tanning 
which would~ handed in dirt>etly on a vis!t to UNI DO/Vienna immediately after the show. 
The questionnaires are presented as Annex 3. The following data were as obtained: 

QUALIFIED VISITORS SAMPLE ORDERS 

NEW 10-l 

EXISTING 6 --

TOTAL 110 56 

INVESTMENT PRICING QUALITY 
SATISFACTION (I-Ill) (I-JO) 

(1-10) 

AVERAGE 7.2 7.9 6.2 

HIGHEST 10 9 7 

LOWEST 4 4 3 

FUTURE 
ASSISTANCE 

FASHION 3 
INFORMATION 

SALES AGENTS 2 

PRICING 2 

MARKET 7 
INFORMATION 

IMPORT 2 
PROMOTION 

OFFICES 

INWARD 3 
TRADE 

MISSIONS 

OUTWARD 6 
TRADE 

MISSIONS 
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The above figure.;; show an excellent experience in total enjoyed by the stand. (fwo 
tanners both obtained con~racts to supply 100,000 square feet each of crust leather to new 
customers). A graph should be kept for future shows so that a trend can be established to 
be used to evaluate the success of the new programme. 

3. Recommendation.!> 

1. The preparation for the participation of selected African companies to the next 
International Fair (78th GOS Snoe Fair in Dusseldorf, 23- 1fJ September 1994) should 
start as soon as possible. Recruitment action for both the Marketing Expert (through 
ITq and the Shoe Designer should be taken immediately. 

2. In view of the high costs involved, it is important to continue to sponsor those 
companies who m:ide a good effort in the preparation and display and were 
committed to the show. New companies should also be identified to start their 
participation in such activities. 

3. The participating companies should be assisted in the prepa:ation of promotional 
material maybe including videos presenting their companies. 

4. UNIOO and ITC sh«•uld evaluate Pirmasens IMS + PLW show with Semaine du Cuir 
and decide which show best suits the needs of the participants for future 
progrdmmes. 

pir2.pir.wp5 
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SUMMARY 
The following Leather and Shoe Upper Manufacturers from Ethiopia, Kenya and 
Zimbabwe will be showing their products on the UNIDO sponsored Stand 6151 Ball 
68 in the 48th Pirmasenser Leder Woche and in the 17th Internationale Hesse fur 
schuhfabrication: 

ETHIOPIA 
AWASH TAlflfERY 
P.O.BOX 1262, ADDIS ABABA, FA'- (251-1) 652180 

ETBIOPIAll TANBERY 
P.O.BOX 5628, ADDIS ABABA, FAX: (251-1) 512822 

Both companies produce all types of leathers based on local hair sheep, goat and hid~ raw materials. 
The plants have modern equipiaent of European origin and have received technical assistance throuqh 
the UNIDO Regional Africa Leather Progra11U11e. . ...... 
RAS DASBElf 
P.O.BOX 22723, ADDIS ABABA, FAX: (251-1) 512826 

The coapany produces foo~we•r for the local market and footwear uppers for export. It is equipped 
with s.<>dern aachinery, mainly of Italian ori9in, and uses the services of an expatriate (Italian) 
desi9ner and pattern engineer. In addition, a UNIDO desi9ner and a shoe technolo9ist have provided 
guidance in the shoe upper desi9n and manufacture. 

KENYA 
ALPBARAMA 
P.O.BOX 45480, NAIROBI, FAX: (254-2) 718218 

The company produces all types of finished leathers for the local market and export. The plant is 
equipped with modern aachinery of European ori9in and possesses an up-to-date ~ffluent treatment 
plant installed with UNIDO technical assistance. 

**** 
LEATHER INDUSTRIES OF KENYA (LIK) 
P.O.BOX 30500, NAIROBI, FAY.: (254-2) 214563 

The company has a very modern production plant in Thika outside Nairobi. The plant is equipped with 
aodern ~~~hinery and uses the latest technolo9y in the tannin9 and finishin9 process. It also has 
a lllOdern effluent treatment plant which, to9ether with ·clean technoloqy• application, alleviates 
the environmental proble11s. The company mainly p1·oduces finished side leather for export. ......... 
SANA SHOE 
P.O.BOX 3672, THIKA, FAX: (0151) 31195 

The coa1pany produces qood quality 11en's shoes for the local •arket and offers shoP. uppers fo1 
exports. Adjacent to the company is a newly established, UNIDO-assisted, traininq centre for shoe 
upper 11anu!acture providin9 trainin9 of skilled opP.rators and services for pattern enqineerinq and 
cuttinq die •akinq as w .. 11 as coll\Jl\on Bf!rvice facilities tor certain 11achinery, such as 11ocrasin 
ironinq etc. 

ZIMBABWE 
BELMONT TANNERY 
P.O.BOX 8230, BULAWAYO, FAX: (263-9) 74804 

The company belonqs to an enterprise consistinq of one larqe shoe factory, two tanneri~s and one 
leathflr qootls factory and has receiW!d titchnic11l assistance throuqh the UNJDO Reqional Africa (.eath•n 
Pro9ra1111e. This co11pany pro<iucf!llJ finished sid,. l"athi!r•, au~<11t, splits And veqP.t .. hl,.-t.annetl 
leathers for soles. 

• ••• 
IMPONENTE TANWERY 
P.O.BOX 2658, HARARE, FAX: (263-4) 64550 

The co11pilny helonqs to the "Superior Footwear Group" anti i• fully equipped vilh 11odern .... chinP.ry of 
European oriqin. The co .. pany 11Ainly prod11cns upholstflry leather for export ... woll u dl fforenl. 
types of upper anti lininq IP.Athnn .. nd hu r1tc,.iverf technical HlliBtilnce throuqh th" 1111100 Rr.qionill 
Afr iea r • ., .. t.her Proqrilmlll". 
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RHX 3.t 

UNITED NATIONS INDUSTRIAL DEVELOPMENT ORGANISATION 

SHOW REPORT 

G.D.S. 

PIRMASENS -------

D.\Y 1 2 3 4 5 6 7 

NO. of VISITORS 7- + ") 2 2 :-:> 

New 
., 

1. I 2 
Qualified ----- -~) __ ----- ----- ----- ----- ---·----

Existing I 

New ~ Lf Contacts ----- ----- ----- ----- ----- ----- -------
Existing 

Unqualified 

Sample orders taken 3 I I 
END OF SHOW FEED BACK OUESTIOPS 

1. On a scale of 1-10 how would you rate your satisfaction level 
in your investment in coming to the show? 

very low 1 2 3 4 5 6 10 very high 

2. On the same scale how would you assess the pricing of your 
shoes/uppers/leather from experienced gained at the show? 

much too high 1 2 3 4 5 6 7 8 0 10 
very 
competitive 

--------------------------------- Le~ t~e~ 
3. On the same scale how would you rate the quality of your sflea.s 

versus your competitors? 

poor 1 2 3 4 5 6 7 6) 9 10 excellent 

Please Turn Over 



4. On the same scale how would you rate the styling of your 
shoes versus your competitors? 

poor 1 2 3 4 5 6 7 8 9 10 excellent 

5. From the following list which areas would you like UNIDO/ITC 
to assist your business in the future? 

Fashion Information 

Design I Styling 

Pattern Cutting 

Advertising 

Sales Agents 

Pricing 

DEFINITIONS of VISITORS 

QUALIFIED 

,_,/Market Information 

Import Promotion Of fices 

Inward Trade Missions 
(buyers to your country) 

Outward Trade Missions 
(you to buyers country) 

A representative of a company who is interested in your products 
and with whom you could potentially do business. 

a) NEW someone/company you have not met before. 

b) EXISTING as above who you have met before 

CONTACTS 

A repre~entative of a company who may not buy from you but is 
helpful in referring you to possible business opportunities in 
the future, or to useful information. 

a) NEW 
As above 

b) EXISTING 

UNQUALIFIED 

Visitors to your stand with whom you probably could not do 
business but none the less visited you for whatever reason. 
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UNITED NATIONS INDUSTRIAL DEVELOPHENT ORGANISATION 

SHOW REPORT 

G.D.S. 
COMPANY { f If I t'/'1 h./ 

PIRMASENS __ ....._V: __ _ 

DAY 1 2 3 4 5 6 7 

---
NO. of VISITORS ' 9 2- 3 

----

New 5 R '2..- 3 
Qualified ----- ----- ----- ----- --~--- ----- -------

Existing I I - -
New 

Contacts ----- ----- ----- ----- ----- ----- -------
Existing 

Unqualified 

1'1f101P/t" loft .. S1.-+k' 

I Sample orders taken + ll .D1"'J - ht.<. 1.-" 
~ /#()(? 1. EM. 

END OF SHOW FEED BACK QUESTIONS 

1. On a scale of 1-10 how woulc you rate your satisfaction level 
in your investment in coming to the show? 

very low 1 2 3 4 5 6 7 8 9 10 very high 

------------~-------------------
2. On the same scale how would you assess the pricing of your 

shoes/uppers/leather from experienced gained at the show? 

much too high 1 2 3 4 5 6 7 8 9 10 
very 
competitive 

____________________ ,9 __________ _ 
3. On the same scale how would you rate the quality of your shoes 

versus your competitors? 

poor 1 2 3 4 5 6 7 8 9 10 excellent 

Please Turn Over 



4. On the same scale how would you rate the styling of your 
shoes versus your competitors? 

poor 1 2 3 4 5 6 7 8 9 10 excellent 

--------------------------------··-
5. From the following list which areas would ycu like UNIDO/ITC 

to assist your business in the future? 

Fashion Information 

Design I Styling 

Pattern Cutting 

Advertising 

Sales Agents 

Pricing 

Market Information 

Import Promotion Offices 

Inward Trade Missions 
(buyers to your cJ;>untry) 
~ 

Outward Trade Missions 
(you to buyers country) 

----------------------------------

DEFINITIONS of VISITORS 

QUALIFIED 

A representative of a company who is interested in your products 
and with whom you could potentially do business. 

a) NEW someone/company you have not met before. 

b) EXISTING as above who you have met before 

CONTACTS 

A representative of a company who may not buy from you but is 
helpful in referring you to possible business opportunities in 
the future, or to useful information. 

a) NEW 
As above 

b) EXISTING 

UNQUALIFIED 

Visitors to your stand with whom you probably could not do 
business but none the less visited you for whatever reason. 
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UNITED NATIONS INDUSTRIAL DEVELOPllENT ORGANISATION 

SHOW REPORT 

G.D.S. 

DAY 1 2 3 4 5 6 7 

NO. of VISITORS /C i~ iL 5- 1-
New _j~-- -tL~- I 'l ,.- __ 1 __ Qualified ----- _ .;;,.. __ ----- -------
Existing -- - -- - -

- 1 New -~ ~ -
Contacts _-::-___ ----- ----- ----- ----- ----- -------

Existing - -- - - -
---

Unqualified 
3 _') - -- -

Sample orders taken _!t__ 1 - l 1-
I ~nt ,·.-i ) 
\ I.,,..; l() 

END OF SHOW FEED BACK QUESTIONS 

1. On a scale of 1-10 how would you rate your satisfaction level 
in your investment in coming to the show? 

very low 1 2 3 4 5 6 7 8 9 @ very high 

2. On the same scale how would you assess the pricing of your 
shoes/uppers/leather from experienced gained at the show? 

much too high 1 2 3 4 5 6 7 <?: 9 10 
very 
competitive 

3. On the same scale how would you rate the quality of your shoes 
versus your competitors? 

poor 1 2 3 4 5 9 10 excellent 

Please Turn Over 



4. On the same scale how would you rate the styling of your 
shoes versus your competitors? 

/ 

poor 1 2 3 4 5 6 \! 8 9 10 excellent 

----------------------------------
5. From the following list which areas would you like UNIDO/ITC 

to assist your business in the future? 

Fashion Information 

Design I Styling 

Pattern Cutting 

Advertising 

Sales Agents/; 

P .. /'7 ricing· 1 

' 

Market Information/ 

Import Promotion Offices~· 

Inward Trade Missions ~ 
(buyers to your country) 

Outward Trade Missions ~ 
(you to buyers country) 

----------------------------------

DEFINITIONS of VISITORS 

QUALIFIED 

A representative of a company who is interested in your products 
and with whom you could potentially do business. 

a) NEW someone/company you have not met before. 

b) EXISTING as above who you ~ met before 

CONTACTS 

A representative of a company who may not buy from you but is 
helpful in referring you to possible business opportunities in 
the future, or to useful information. 

a) NEW 

b) EXISTING 

UNQUALIFIED 

As above 

Visitors to your stand with whom you probably could not do 
business but none the less visited you for whatever reason. 
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UNITED NATIONS INDUSTRIAL DEVELOPHEN'I' ORGANISATION 

SHOW REPORT 

G.D.S. 

PIRMASENS ------

DAY 1 2 3 4 5 6 7 

NO. of VISITORS 2 ~ 4- , -- ,,,,, .,... 

New 1. l.. ~ 
Qualified ----- ----- ----- ----- ----- ----- -------

Existing 

' ---
New I 

Contacts ----- ----- ----- ----- ----- ----- -------
Existing 

Unqualified ' -- --
Sample orders taken I 
END OF SHOW FEED BACK QUESTIONS 

1. On a scale of 1-10 how would you rate your satisfaction level 
in your investment in coming to the show? 

very low t 2 3 G) 5 6 7 8 9 10 very high 

2. On the same scale how would you assess ~he pricing of your 
shoes/uppers/leather from experienced gained at the show? 

much too high 1 

3. On the same 
versus your 

poor 1 2 3 4 5 6 1 8 9 10 excellent 

Please Turn Over 



4. On the same scale how would you rate the styling of your 
shoes versus your competitors? 

poor 1 2 3 4 5 6 7 8 9 10 excellent 

5. From the following list which areas would you like UNIDO/ITC 
to assist your business in the future? 

Fashion Informati~n.,/' 

Design I Styling 

Pattern Cutting 

Advertising 

Sales Agents 

Pricing 

DEFINITIONS of VISITORS 

QUALIFIED 

Market Information~ 
Import Promotion Offices 

Inward Trade Missions ~ 
(buyers to your country) 

Outw3rd Trade Missions~ 
(you to buyers country) 

A representative of a company who is interested in your products 
and with whom you could potentially do business. 

a) NEW someone/company you have not met before. 

b) EXISTING as above who you have met before 

CONTACTS 

A representative of a company who may not buy from you but is 
helpful in referring you to possible business opportunities in 
the future, or to useful information. 

a) NEW 
As above 

b) EXISTING 

UNQUALIFIED 

Visitors to your stand with whom you probably could not do 
business but none the less visited you for whatever reason. 



MEC 3.5 

UNITED NATIONS INDUSTRIAL DEVELOPlfENT ORGANISATION 

SHOW REPORT 

G.D.S. 

PIRMASENS ------

DAY 1 2 3 4 5 6 7 

NO. of VISITORS rl -· 0 !6 '-) 

---
New .. --:- .:l 

Qualified 
_,, 

----- ---,- ----- ----- ----- ----- - ------
Existing 

New ~2 --~ -_"") 
Conta~cs ----- ----- ----- ----- ----- ----- -------

Existing 
~~ 

Unqualified c:::- '6 b 
---

Sample orders taken 3 N.L- N·L-

END OF SHOW FEED BACK QUESTIONS 

1. On a scale of 1-10 how would you rate your satisfaction level 
in your investment in coming to the show? 

/ 
very low 1 2 3 4 5 6 7 8 9 10 very high 

2. On the same scale how would you assess the pricing of your 
shoes/uppers/leather from experienced gained at the show? 

V' 
much too high 2 3 4 5 6 7 8 9 10 

very 
competitive 

J. On the same scale how would you rate the quality of your shoes 
versus your competitors? 

poor 1 2 3 4 5 9 10 excellent 

Please Turn Over 



4. On the same scale how would you rate the styling of your 
shoes versus your competitors? 

./ 
poor 1 2 3 4 5 6 7 8 9 10 excellent 

5. From the following list which areas would you like UNIDO/ITC 
to assist your business in the future? 

Fashion Information~...,...... 

Design I Styling 

Pattern Cutting 

Advertising 

Sales Agents·.,............ 

Pricing 
/--

Market Information~ 

Import Promotion Offices~ 

Inward Trade Missions 
(buyers to your country) 

Outward Trade Missions v--..
(you to buyers country) 

-------~l~.::-=~~----------------
~;;-t ... ,v·A ~;t;DC-s; L .'° L 

DEFINITIONS of VISITORS 

QUALIFIED 

A representative of a company who is interested in your products 
and with whom you could potentially do business. 

a) NEW someone/company you have not met before. 

b) EXISTING as above who you have met before 

CONTACTS 

A representative of a company who may not buy from you but is 
helpful in referring you to possible business opportunities in 
the future, or to useful information. 

a) NEW 
As above 

b) EXISTING 

UNQUALIFIED 

Visitors to your stand with whom you probably could not do 
business but none the less visited you for whatever reason. 



RtEC J.6 

UNITED NATIONS INDUSTRIAL DEVELOPlfENT ORGANISATION 

SHOW REPORT 

G.D.S. 

PIRMASENS ------

DAY 1 2 3 4 5 6 7 .- .. . t: - . -- ·•. - .: .. --.'. 

NO. of VISITORS .') !.~ (: Lj 

New 
.., -:-

...!.. - -1 . ) 
Qualified ----- ----- ----- ----- ----- ----- -------

Existing I - I - ! 

7 -. ' New -- .. - ~ 

Contacts ----- ----- ----- ----- ----- ----- -------
Existing - -

Unqualified .'\ '· ! : ,._ -

-~- . -· :- ... fl • .. . ·, 
Sample .orders taken - I I 

~ .... 

I · .. ·' .L.. 

END OF SHOW FEED BACK QUESTIONS 

1. On a scale of 1-10 how would you rate your satisfaction level 
in your investment in coming to the show? 

very low 1 2 3 4 7 8 9 10 very high 

2. On the same scale how would you assess the pricing of your 
shoes/uppers/leather from experienced gained at the show? 

much too high 1 2 3 4 5 ~ 7 8 9 10 
very 
competitive 

3. On the same scale ho~· would you rate the quality of your shoes 
versus your compe~itors? 

,... 
poor 1 2 l_~.:· 4 5 6 7 8 9 10 excellent 

Please Turn Over 



4. On the same scale how would you rate the styling of your 
shoes versus your competitors? 

poorl 2 3 4 5 6 7 8 9 10 excellent 

----------------------------------
5. From the following list which areas would you like UNIDO/ITC 

to assist your business in the future? 

Fashion Information 

Design I Styling 

Pattern Cutting 

Advertising 

Sales Agents 

Pricing ·/ 

~1Market Information 

Import Promotion Off ices 

Inward Trade Missions 
(buyers to your country) 

.Outward Trade Missions 
~ 

(you to buyers country) 

----------------------------------

DEFINITIONS of VISITORS 

QUALIFIED 

~ representative of a company who is interested in your products 
and with whom you could potentially do business. 

a) NEW someone/company you have not met before. 

b) EXISTING as above who you have met before 

CONTACTS 

A representative of a company who may not buy from you but is 
helpful in referring you to possible business opportunities in 
the future, or to useful information. 

a) NEW 
As above 

b) EXISTING 

UNQUALIFIED 

Visitors to your stand with whom you probably could not do 
business but none the less visited you for whatever reason. 



~ ).7 

UNITED NATIONS INDUSTRIAL DEVELOPlfENT ORGANISATION 

SHOW REPORT 

G.D.S. 
COMPANY 

PIRMASENS ~ ---=----

f0.+-L.. 
DAY 1 2 3 4 5 6 ~ 

NO of VISITORS J~ 
---

New 4 
Qualified ----- ----- ----- ----- ----- ----- -------

Existing 
(.) 

New ~ 1-
Contacts ----- ----- ----- ----· ----- ----- -------

Existing J 

Unqualified /(:;, 

Sample orders taken '~ 
--- I 

END OF SHOW FEED BACK QUESTIONS 

1. On a scale of 1-1G how would you rate your satisfaction level 
in your investment in coming to the show? 

very low 1 2 3 4 5 6 7 @ 9 10 very high 

2. On the same scale how would you assess the pricing of your 
shoes/uppers/leather from experienced gained at the show? 

much too high 1 2 3 0 5 6 7 8 9 10 
very 
competitive 

3. On the same scale how would you rate the quality of your shoes 
versus your competitors? 

poor 1 2 3 4 5 6 7 0 9 10 excellent 

Please Turn Over 



4. On the same scale how would you rate the styling of your 
shoes versus your competitors? 

poor 1 2 3 4 5 6 (9 8 9 10 excellent 

5. From the following list which areas would you like UNIDO/ITC 
to assist your business in the future? 

Fashion Information 

Design I Stirling 

/Pattern Cutting / r(:;(:..f~·c..A-'\-. 

Advertising 

Sales Agents 

Pricing 

DEFINITIONS of VISITORS 

QUALIFIED 

Market Information 

Import Promotion Off ices 

Inward Trade Missions 
(buyers to your country} 

Outward Trade Missions 
(you to buyers country} 

A representative of a company who is interested in your products 
and with whom you could potentially do business. 

a} NEW someone/company you have not met before. 

b} EXISTING as above who you have met before 

CONTACTS 

A representative of a company who may not buy from you but is 
helpful in referring you to possible business opportunities in 
the future, or to useful information. 

a} NEW 
As above 

b} EXISTING 

UNQUALIFIED 

Visitors to your stand with whom you probably could not do 
business but none the less visited you for whate~er reason. 



Att£X J-1 

UNITED NATIONS INDUSTRIAL DEVELOPllENT ORGANISATION 

SHOW REPORT 

G.D.S. 

PIRMASENS~~-~~~~ 

DAY 1 2 3 4 5 6 7 

NO. of VISITORS rz 15- Q l (_ 

-- b > z:._ \ New ~ 

Qualified ----- ----- ----- ----- ----- ----- -------
Existing r . ~ """"-\ /I.A_,-

t "'-. 

New :::- -s I ·-s ~I 

Contacts ----- ----- ----- ----- ----- ----- -------
Existing 

(· .. } Ne /\." ."' . ) .. J' . 
~ 

Unqualified -s- b 4 Z_ I 

Sample orders taken --- ·5 3 3 s 

END OF SHOW FEED BACK QUESTIONS 

1. On a scale of 1-10 how would you rate your satisfaction level 
in your investment in coming to the show? 

very low 1 2 3 4 5 6 7 @ 9 10 very high 

2. On the same scale how would you assess the pricing of your 
shoes/uppers/leather from experienced gained at the show? 

much too high 1 2 3 4 5 6 7 @ 9 
very 
competitive 
·c. (.. . . ... ,. ' 

3. On the same scale how would you rate the quality of your shoes 
versus your competitors? 

poor 1 2 3 4 5 6 (!) 8 9 10 excellent 

Please Turn Over 



4. On the same scale how would you rate the styling of your 
shoes versus your competitors? 

poor 1 2 3 4 5 6 (j) 8 9 10 excellent 

5. From the following list which areas would you like UNIDO/ITC 
to assist your business in the future? 

Fashion Information 

Design I Styling 

Pattern Cutting 

Advertising 

Sales Agents 

Pricing 

DEFINITIONS of VISITORS 

QUALIFIED 

Market Information 

Import Promotion Offices 

Inward Trade Missions 
(buyers to your country) 

Outward Trade Missions 
(you to buyers country) 

A representative of a company who is interested in your products 
and with whom you could potentially do business. 

a) NEW someone/company you have not met before. 

b) EXISTING as above who you have met before 

CONTACTS 

A representative of a company who may not buy from you but is 
helpf~l in referring you to possible business opportunities in 
the future, or to useful information. 

a) NEW 
As above 

b) EXISTING 

UNQUALIFIED 

Visitors to your stand with whom you probably could not do 
business but none the less visited you for whatever reason. 


