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TERMS OF REFERENCE

for an expert assigment on marketing of leather and
zqtilegoorkinﬂ:eexmtyaﬂzﬁ:
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The purpose of the assigmment is to pramote the export of leather and
reptile skin goods* fram Nigeria to foreign markets, particularly to the
United States of America, this being an integral part of the Industrial
Partners Programme for Africa.

Terms of Reference

1. The expert, in co-operation with GIOBAL MART, INC., will carry out a
survey of the major market leads for leather and reptile skin goods in the
United States of America with a view to:

(a) Identifying and assessing the potentials for the import of
leather and reptile skin goods;

(b) Identifying the critical market leads and assessing the
penetration potentials for new products;

( 2. On the basis of the above, the expert will be required to advance
recamerndaticns relating, in particular, to:

(3)  Major market leads in the United Statec of MAmorich for the enpoit
of leather and reptile skin goods;

(b) Estimating the quantity of such goxis;

(c) An appropriate approach to develop links between the identified
market leads in the United States of America and the exporters in
Nigeria.

3. . The expert will also be expected to co-operate with the expert on
expo:rt prawtion and raw material development in preparing a comprehensive




-3 -

study and enable the project pramoters in Nigeria to mnbilize the necessary
investment financing required for the expansion and diversification of leather
and reptile skin goods being produced by those factories, as well as the
improved quality to meet the demand of the export market. This is an
important aspect of the Industrial Partners Programme for Africa.




increased importation of leather and reptile skin finished goods into this
vast market into the 1990s is very positive. It appears that there are
certain fields that must be seriously tackled by the leather goods industries
in Nigeria and the rest of the Sub-Saharan African caumtries, if they wish to
penetrate this market on a large scale. The parameters of this study
necessarily encampass. the importation and exportation of raw hides and skins
(animals and reptiles) in general and the circuitious route that characterizes
international trade in the leather industry. Most of the big importers of
processed finished leather fram the United States are also the big exporters
of the leather and reptile skin products to the United States. Most of these
comtries - Taiwan, Hong Kong, Thailand, South Korea, Singapore, Mexico,
Phillipines - also import semi-finished leather goods camponents from the
United States, assembled and finished them, then re-export them back to the
United States as part of their export and United States imports. This
circuitious trade route could constitute one of the penetrating routes for
Nigeria and African leather goods industries, if they can produce campetitive
quality goods. '

The contimiing dowrward trend in the consumption of red meat in the
United States and the value of the dollar abroad, are two significant factors
inpacting on the leather and leather goods industries. Stabilized amrency
and increased local production of refined goods in developing courtries have
also had significant influence on the United States leather industry, both

Raw material is the starting point of rost industries. Within the
leather and reptile industry, hides and skins constitute a small percentage of
the leather and leather products industry by value. Given the dollar figures
for yearly shipments alone, finished leather products dominate world trade in
leather. However, the campetitiveness of United States tanners and
mamufacturers are inhibited by several damestic constraints, including
envirormental, technological and dwindling hide production. Africa and
Nigeria’s raw material base in hides and skins is very solid. Of the
estimated world bovine population of 1.4 billion heads, the share of the
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developing countries is 69.4 per cent, Africa, with 140.2 million heads
acocounting for 10.1 per cent of the world bovine population. Nigeria‘s cattle
population is estimated at 12.5 million. The output of bovine hides in Africa
hasim:reasaiinﬁelastzsyearsto40.1perw1t_fxm]25,000ta'sm
175,000 tons. On the other hand, Africa’s export of raw hides has dropped
from 64,000 tons to 46,000 tons, indicating an increased rise of the raw
material by local tameries. In fact, Africa’s export of bovine leather
increased by 67 per cent between 1976 and 1984.

The world livestock of sheep is estimated at 1.2 billion. Of this,
developing courtries account for 53 per cent, while Africa’s share stards at
11.7 per cent. Nigeria’s share is estimated at 12.5 million goats and
12 million sheep. Between 1960 and 1985, Africa’s output of sheep skin grew
from 17,500 tons dry weight to 28,100 tans. During the same period, Africa’s
export of sheep skin dropped fram 9,500 tons to 5,700 tons. On the cother
hard, the export of processed skins fram sheep increased by 11 per cent
between 1926 and 1984. Africa, along with the Far East, cammands the top
position in temms of goat livestock population. Of the total of 465 million
goat heads, Africa’s share stands at 131 million or 28.2 per cent. Output of
goat and kid skins between 1960 ancd 1985 grew fram 17,100 tons to 23,900 tons,
showing an increase of 39.8 per cent. Here, again, export of raw goat skin
registered a decline fram 9,700 tons dry weight to 5,700 tons by increased
exports of processed goat skins.

However, this decreased export of raw and increased export of processed
skins are neither showing in dollar value for Africa nor in the export of
leather goods. In 1989, United States imports of leather and leather products
from other ooumtries declined .4 por cent o $11.23 billiou, with developing
countries acoounting for an estimated 65 per cent of the total. By
camparison, United States exports of leather, non-rubber footwear and other
leather products were about $991 million, up 17 per cent fram 1988. Tims

leather and leather products imports exceeded exports by about $10.2 billion,
with $7.1 billion of the deficit in footwear.

While other parts of the world export leather products to the United
States, Nigeria and Africa only feature in the hides and skins segment of the
United States import table. Even there, the dollar amount is neligible in a
$11.23 billion transaction (see table I).




Table I
U.S. IMEGRTS oF AND SKINS,
exluding furskins, udressed fraa Nigeria
(thousands of US$)
Nigeria Africa
1984 2,712 7,599
1985 1,457 6,134
1986 1,259 7,695
1987 5,064 17,764
1988 3,291 16,830

Africa’s export of hides and skins between 1984 and 1988 was between
$6,134 million in 1985 which was the lowest during that period and the highest
was $17,764 million in 1987. Nigeria’s highest was $5,064 in 1987 and the
lowest was $1,457 million in 1985. Neither of them export any leather goods
worthy of being recorded.

oonsiderable contraction and consolidation between 1982 and 1988. By 1989,
only 130 establishments of significant size were directly tamning raw hides
and skins into leather. However, cattle hide supplies are expected to remain
tight and leather prices quite firm.

The value of United States imports of personal leather goods increased
during 1989 to an estimated $394.7 million, bringing the import penetration
level to slightly more than one half of new supply. United States exports of
persona’ leather goods constitute only 5.2 per cent of damestic shipments.
Although exports more than doubled in 1989, to $19.4 million, United States
imports are more than 20 times that size.

Leather goods, excluding hides and skins, is actually another industry
camprised of several major foreign exchange classifications. Non—-rubber
footwear is by far the most significant end-use category. Other categories
include handbags and purses; leather and sheep-lined garments; leather gloves
and mittens; gift items and flatgoods, such as billfolds, wallets, eye glass
cases, cigarette, key and non-musical instrument cases. Luggage, as a
separete category within the leather goods industry, includes suitcases,
briefcases, tote bags, hand luggage, occupational cases and musical instnment
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cases. The fastest growing and potentially largest markets in the United
States are those for auto-motive and furniture upholstery leather. In 1987,
upholstery leather shimments represented 21 per cemt, by value, of all leather
product shipments, up from 7 per cent in 1982.

United States leather manufacturers will contimue to face stiff
competition from abroad. It is unlikely that much of the Unites States market
lost to imports during the last decade, can be recaptured in the next.

consumer demand for luggage and personal leather products will remain
rabust in the years ahead. The United States Industrial Outlook 1989 puts it
this way, "Many of these products are considered staples for peronal use®.
Increased intermational production, stabilized currencies and damestic
demographic trends suggest that future growth in consumer demand for leather
products will be healthy.

However, market penetration by Nigeria and Sub-Saharan mamufacturers is
contingent on their being able to raise the quality of their products to an
acoceptable and campetitive quality level. Presently, most African products
are of low quality. American consumers don’t buy because they have to buy,
they buy because they want to buy. This means that Nigerian and African
manufacturers must es*ablish a network in the United States to enhance their
sensitivities to the market. As for the reptile skins, it will be a while
before Nigeria and the Sub-Saharan African countries could penetrate this
market. No doubt, it is a florishing market with roam to spare for new
entrants. The reptile skin products have very high mark-up, if the quality is
good. The present reptile skin products from Africa are of low quality and
badly finished. Reptile skin tamning is entirely another technology.
Nigerian mamufacturers will do well starting with leather goods and up-grade
the quality of the leather to establish the market before attempting the
reptile skins.

According to the 1974 Convention on "Intermational Trade in Endangered
Wild Species of Fauna and Flora", products extracted from or made of skin or
species from the wild are prohibited in intermational trade. The only
exenption are products bred in captivity. Nigeria is a signatory to this
agreement. These skins, when used in leather goods, fetch a high price but it
also takes a great deal of skill to use them. Even if they want to go into
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reptile skins immediately, they cannot, until they can develop reptile farms.
This will take a lot of investment capital. This is not advisable until there
is a solid market established around an improved and up—graded leather
mamfacturing industry of international standard and quality.

“Many demographic factors sugg  Jptimistic prospects for future growth
in consumer demand for leather ard rep.ile skin products. Rising white collar
employment suggest increased purchases of business cases and other leather
products for the office. Expanding rumber of retirees and steady increases in
real personal disposable income hint at expanding travel opportunities and
corresponding increases in leather and reptile skin product sales.

The United States mamifacturers are unlikely to regain mach of the
damestic market that has been lost to iuports in the last decade.

In the following pages, this study will present the status of the
United States market in leather and leather goods, the methods of
classification, volume and value of shipments within categories, countries and
regions dominating which segments, significant United States establishments
involved in the leather industry, and the feasibility of developing countries
of Africa, such as Nigeria, to expand their share of this $11-$12 billion
industry.




3.

5.

RBOOMMENDATTONS

Potential exporters from Nigeria and the Sub-Saharan African
countries must improve the quality of the leathers used in the
production of leather goods;

To improve the quality, technicians of high caliber and skills
are required in the tamneries and factories; amd better use must be
made of national research institutes and close attention mst be paid
to research and development in the industry intermationally:;

Exporters should have better understanding of the type, style,
quality and desiyn of products required in the American and foreign
markets. Expatriate tannery technicians and leather goods experts with
adequate knowledge of American and Buropean consuner tastes and
preferences should be assets to the industry on the short run (the
first three to five years);

Trade channels must be established in the United States. There
are several approaches to this hurdle, but the easiest and most
advisable is to get the potential importers involved in a joint-venture
capacity. The altermative will be for a group of mamufacturers in a
country .or subregion to form export co-operatives and ship directly to
an appointed wholesale distributor in the United States. This way, the
distributor can take a large order on their behalf. Once he is
satisfied, they can deliver in temms of quality, quantity and at the
rignt time and price. America is too vast a market for a simgle
campany to try to penetrate on its own from Nigeria or any other
Sub~Saharan African country;

The joint-venture relationship being negotiated between
GLO-PHOENIX (NIG.) LID. and GIOBAL MART, INC. of Atlanta, Georgia, is
an experiment that deserves close monitoring;

Governments should pay more attention to up-grading the quality
of the products by providing special assistance tor quality
improvements to support serious exporters. Until the manufacturers can




produce qualitatively correct articles, no amount of export pramotion
assistance can yield anticipated results of abtaining orders;

7. Governments should find a way to discourage present individual
suitcase export. It is time-, resources- and energy-consuming. Both
at individual and at national lewvel, it is not cost-effective;

8. Govermments should establish programmes that will encourage
serious exporters to form export co-operatives;

9. Intermational organizations, such as UNIDO, should, apart fram
advising and assisting the Govermments to implement the recommendations
mentioned above, also assist serious exporters by:

(a) Encouraging them to form export co-operatives;
(b) Providing them with same assistance for their market travel;
(c) Sponsor their marketing specialists for attachment to establish

large mamufacture export/import houses in the United States for
on-the~job hards-on training.
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CGIAPTER 1
INTRODUCTION

Markets and export potential for leather and reptile skin qoods to the
United States

International trade, especially export to the United States in leather
and reptile skin products are expanding rapidly, if the right goods can be
made available at the right time.

Leather goods, excluding hides and skins, is ancother industry camprised
of several major foreign exchange classifications. Non-rubber footwear is by
far the most significant end-use category. Other categories include handbags
and purses; leather and sheep~lined garments; leather gloves and mittens; gift
items and flatgoods such as billfolds, wallets, eye glass cases, cigarette,
key and nommisical instrument cases. Iuggage, as a separate category within
the leather goods industry, includes suitcases, briefcases, tote bags, hand
luggage, occupational cases and musical instrument cases. The fastest growing
and potentially largest markets in the United States are those for auto-motive
and furniture upholstery leather.

United States leather manufacturers will contimie to face stiff
competition from abroad. It is unlikely that much of the Unites States market
lost to imports during the last decade, can be recaptured in the next. The
United States Industrial Outlook 1990 states, "labour costs represent a high
proportion of total production costs in the luggage and personal leather goods
industries. This condition contributes to their sensitivity to imports,
particularly those fram developing countries, where the wage rates remain far
below United States levels". The estimated dollar value of imports of luggage
and personal leather goods topped the $3 billion mark for the first time in
1989 representing over 60 per cent consumption in the United States. Imports
continued to rise in 1989, by 8.9 per cent, a slower rate than the
12.2 per cent increase registered in 1988.




Table IT
PERSOMAL LFATHER GOODS SHIFMENTS, IMPORIS,
EXPORTS AND APPARENT CONSUMPTION (1983-1988)

1983 1984 1985 1986 1987 1968
Product shipments 419 405 402 371  391* 416%
Twports 109 138 1S4 183 229 257
Leather 53 68 80 107 144 161
Non-Leather 56 70 74 76 85 96
Exports 6 5 6 6 9 8
Apparent Consumption 522 539 550 548  611* 665*%
+ Estimated

Saurces: United States Intermational Trade Commission: United States Department
of Camperce - Bureau of Census.

1.2 Taming and Finishing

The United States leather industry, excluding finished products, is
camprised of establishments engaged in primarily tanning, curing and finishing
raw or cured hides and skins into leather. Shipments rose 17 per cent in 1988
to $2.9 billion and in 1989, the value of leather tanning and finishing
industry shipments contimued to rise, increasing 5 per cent to $2.46 billion.

The quantity of leather shipped (in cattle hide equivalents) increased
about 2 per cent in 1988, and about 5.3 per cent in 1989, to an estimated
14.0 million cattle hide equivalents. This includes leather produced fram the
hides or skins of cattle, calf, kip, goat, sheep, lamb, cabretta, horse and
other animals and reptiles. Cattle hide leather accomted for 13.5 million
units or 89 per cent of the total in 1988. 1In 1985, cattle hide leather
accounted for 86 per cent of the total or 12.1 million units. Still the
market leader in hides shipped, cattle hide leather is ever so slowly, but
steadily making roam for other types of hides, as interest in exotic (gemiine)
leather and reptile products becames increasingly popular.

Cattle hides are a by-product of the meat packing industry, and their
supply depends solely on the demand for meat. A long-term dowrward shift in
demand for red meat has discouraged any rebuilding of cattle herds despite
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favourable prices for feed grains since 1986. Drought corditions prompted
grovers to liquidate herds in 1986 and 1987, and more cattle, including
breeding stock, were sent to market than otherwise would have been the case.
Consequently, cattle slaughter contimued to decline in 1988 and 1989. Cattle
inventory, however, increased slightly during 1989, to about 99.5 million
head. ILower cow slaughter in 1989 and 1990 will result in larger calf crops
in 1990 and 1991, thereby increasing cattle imventory. Cattle slaughter is
expected to stablize in 1990 and increase gradually in 1991. In the meantime,
as long as cattle slaughter remains low, supplies of leather products are
expected to remain tight and leather prices quite firm.

In 1989, prices for cattle hide leather declined slightly after
reaching record highs in 1988. The Department of Commerce’s “ocamposite
averace monthly price® of three types of hides was 85 cents per pound, down
6 per cent from 1988. Hide prices were expected to strengthen as the year
progressed, because slaughter contimued at low levels and foreign demand for
leather hides put pressure on available damestic supplies. Ieather prices are
expected to remain quite strong in 1990. The Unites States produces about
3.2 million calfskins anmually and exports almost all of them, primarily to
Taiwan, Japan, South Korea, and Italy.

The mmber of campanies directly imvolved in the tamning and finishing
industry declined from 342 in 1982 to 308 in 1987; the mumber of
establishments or. plants declined fram 384 to 338. Put in other temms: in
1982, 342 campanies operated 384 estz listments in the tamning and finishing
industyy, primarily located in Maine, Massachusetts, New York, Pensylvania and
Wisconsin. By 1988, only 130 establishments of significant size were directly
taming raw hides and skins into leather.

The United States tamning and finishing industry’s total employment in
1989 was an estimated 14,700, up fram 14,000 in 1988. Production employment
also increase, fram 11,700 in 1988 to an estimated 12,400 in 1989. Average
hourly earmings for production workers were $9.28, up 3.6 per cent from 1988.
Camparable production workers earning for Nigeria average equivalent of $25.00
per month in local amxrrency.




1.3 United States Export

World hide production in 1988 was forecast to match the year-earlier
level of 4.6 million tons. ‘mell'ubedStatscaltlnxedtobeﬁleleadng
producer of hides in 1988, but the USSR was close behind and was expected to
be the largest supplier going into the 1990s. The Buropean Conmmity was
third.

States is a major hide exporter. In 1989, United States leather exports rose
about 27%, to an estimated $642 million. The United States exported leather
to some 70 countries in 1989. During Jaruary-June 1989, Canada was the
largest importer, accoumting for 13 per cent of all leather exports. Italy,
where United States tanners have recently concentrated export efforts due to
favorable cxrrency relationships, was second with a 12 per cent share. Japan
rose to third, with 11.4 per cent, because of a large increase in upholstery
leather exports to Japanese automobile mamufacturers. South Korea, a leading
supplier of leather footwear and garments to the United States, was fourth
with 11 per cent. Taiwan, another footwear and leather goods supplier, was
fifth with 7 per cent, followed by the Dominican Republic, West Germany, and
Mexico in that order. The BEuropean Cammmity (EC) acoounted for 23 per cent ,
of total leather exports during the period.

The share of United States exports going to beneficiary developing
countries (BDCS) - countries that receive tariff concessions from the United
States under the Generalized System of Preferences (GSP) section of the Trade
Act of 1974 - declined, during the first six months of 1989, to 28 per cent of
the total value of United States leather exports, fram 49 per cent for the
same period in 1988. The decline was due largely to the United States’
withdrawal of benefits to South Korea, Taiwan, Hong Kong, and Singapore in
Jamuary 1989. large dollar increases in United States exports were recorded
by the Daminican Republic, Japan, Thailand, Brazil, West Germany and Mexico.

Table III demonstrates that the leather industxy in developing
countries, particularly in South America, is on the rise.




WORLD PRODUCTION OF BOVINE HITES AND SKINS
(Thousands of units of metric tons)

U.S. USSR France *Gemmany Italy UK Canada Brazil
1986 1164 1022 186 161 95 104 94 324
1987 1113 1060 193 162 93 105 88 355
1988 1083 1075 184 151 91 98 86 370
* These figures represent West Gerwany only.

Table III (con’t)

Mexico Argentina — Turkey New Zealand Australia Oolambia

1986 120 332 62 36 131 92
1987 122 308 62 54 143 91
1988 144 297 63 45 132 90

Because tamnhing capacity in many of these coumtries exceeds damestic
supply, many import hides and skins from the United States and other
developing coauntries and produce the finished goods for export. Many of these
countries have converted more of their damestic raw material supplies to
leather and leather products for export markets. Many developing countries
that are major producres of hides and skins - such as Argentina, Brazil, and
India - use export controls or taxes to restrict exports of these raw
materials in order to encourage the growth of their own tanning and leather
products industries. Export restrictions depress domestic prices of hides and
skins, thereby lowering raw material costs to tamners and leather products
manufacturers and indirectly subsidizing exports of finished leather
products. Nigeria has just joined the mumber of developing countries
prohibiting the export of raw hides and skins. A large proportion of these
finished goods come back to the United States.

1.4 United States Imports

United States imports of leather in 1989 declined about 2 per cent to
ah eﬁtmated $735 million, following a sharp increase in 1988 of about 55 per
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cent. About 74 per cent of this total was leather from bovine animals, S per
cent was fram sheep, and 5 per cent from goat. The imported leather came from
about 70 countries. Argentina supplied 25 per cent, or an estimated

$185 million. Tcaly had a 12 per cent share: the United Kingdam, 10

per cent; Brazil, 6 per cent; and West Germany, 5 per cent. Argentina was
also the largest supplier of bovine leather, with 30 per cent of the total;
Italy, Brazil, and the United Kingdomm followed in that order. ‘The United
Kingdom (40 per cent) and Italy (27 per cert) supplied most of the United
States sheep and lamb leather imports. India (51 per cent) and Pakistan

(23 per cent) supplied most of the goat ard kid leather. Jmports of
upholstery leather increased substantially ir 1989, reaching an estimated
$136 million, or 25 per cent of total United states imports of bovine leather.

Developing countries with adeguate natural resarces for raw material
production are greatly expanding their share of the United States import
market by utilizing their tanning and finishing capacities to add further
value to their exports of leather.

Many companies have improved efficiency and quality by adopting
modular production techniques. The use of robots within these modules will
improve productivity and quality even further. The industry comsiders the
adoption of new technology essential to improve cost competitiveness in
manufacturing. Increased use of camputers has already helped to integrate
dsign,m:fachmﬁg,mnaganat,érﬂmxkgtirqfwctimsarﬂtoaqiasize
non-price factors, such as quality and quicker delivery, in competition with
imports.

The use of leather as a material in clothing and other garments has
grown considerably in the last decade. Statistics in retail show that the
United States consumer has came to regard the use of leather products as a
staple of American life.

The footwear industry is the tanning industry’s largest market,
consuming an estimated 55 per cent of leather shipments in 1989. About 56 per
cent of all non-rubber footwear is made with leather uppers. Higher leather
prices seemed to have little effect in reducing the proportion of footwear
with leather uppers in both damestic and imported non-rubber footwear.
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Production of sole leather declined about 10 per cent. A dowrsard
trard in sole leather production persists because of substitaition by cheaper
synchetic materials. These synthetics Fave been made even mare campetitive
than sole leather by new equipment and technology that reduces labour costs in
shoe bottaming operations. Cattle hide garment leather production increased
slightly following a decline in 1988, and production of leather for the
handbag, luggage, and personal leather goods industries also registered a gain
from 1988.

The fastest growing and potentially largest markets in the United
States are those for automotive and furniture upholstery leather. Nineteen
per cent of all furniture mamufactured in the United States is covered with
leather. Leather is offered now as an option in most medium-priced
autamobiles and is a standard interior in high-priced foreign and damestic
models.
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CHAPTER 1I

GENERAL, CATHIORIES OF LEATHER AND SNAKE SKIN GOODS

BExportable leather and reptile skin goods can generally be divided into
three categories. These are the following:

2.1 Traditional Products

Oountries with old-established leather industries have evolved
traditional ways of working with material. This is especially true of Africa
and Asia where hand-tooling and colouring of the leatlier surface is generally
practised. Ooncentration an the overall grain patterning and tooling of the
finished products is often such that little acoount is taken of the quality of
the leather; fineness and everness of stitching; and general design.
Countries that have tried to export this type of hand-tool article have had
limited success. Tourists and visitors are keen to buy such articles as
menories of their trip abroad, but otherwise, there is anly a limited market
for this type of article.

The main advantages of traditional products are that, as they are not
fashion goods, no urgent changes are likely to be called for; sales may be
arranged over a long period; and normal postal exchange is usually sufficient
to obtain preliminary orders. Also national exhibitions in overseas countries
guarantee some markets, however limited. For example, handbags of crocodile,
snake skin and hair-an calf skin are produced and sold in Nigeria and many
cauntries for little or nothing in dollars, whereas the same raw materiais, if
properly cured, processed and mamufactured into a well-designed and finished
article, could yield a great deal. Greater technical assistance to the rural
tanner and leather goods craftsman is needed, if this great wastage of
resources is to be avoided.

2.2 Classical products

This category of products include: attaché and brief cases; shopping
bags; wallets; prx s; jewellery cases; and handbags; which are still one of
the most poprrlar items of intermational trade. At first glance, this market
seems the or,. that potential exporters should aim for: demand is high and




importers are willing to pay reasonable prices for a well-finished cow hide
hardbag. However, for serveral reasons, sales in this field in the past had
been limited for developing couirtries.

When an American woman pays a reasonable but relatively lower price for
a handbag of classical design, she expects that it will give good service for
perhaps five years. She also expects the fittings (e.g. clasps and handles)
to be of the highest quality and the finish of the leather to be durable and
to have an aesthetic appeal. Industries in Nigeria and many African countries
are unable to meet all these requirements for , even though there may be no
problem with the design (which can be copied fram accepted markets), there
remain the problems of dbtaining leather supplies of adequate quality and
finish, and of finding workers with the necessary skills. The latter is the
most important. The evenness of the stitching and edge-threding seldom comes
up to the expectations of the importer:; likewise, the quality of the fittings
is usually below the expected standards. It would appear, therefore, that
exports of classical goods are best tackled by those countries that already
have same leather goods industries and have therefore same chance of producing
to the high standards the intermational market requires.

The problems involved should not be minimized. New campanies that wish
to enter this field should put adequate attention and conmitment to skills
develomment. Sub-Saharan African countries that wish to enter can, given
intensive training schemes over a three to five-year period, reach the -
required standards. Only whole-hearted effort on the part of the Goverrment
or private financiers can result in success. It is not merely a question of
installing a few machines, but of all-round training. This operation is best
conducted in association with mamufacturer or importer in the United States
who would be able to advise on styles and standard of workmanship and would
seek autlets for the goods.

The advantage in the classical goods sector is that, as fashions do not
change, time is not a problem and business may be arranged over long distances
by correspondence. It may be necessary to onsider seriously in-factory
training for workers to meet the standards required for this type of product
and to ensure uniform production. The amalgamation of co~operation of various
firms to allow them to undertake large orders is also an important question.




In general, the standard of material and workmanship required for
classical goods is very high, and there is keen campetition from established
industries. In return for the high prices paid for these goods, importers
expect great uniformity of product. There may well be a lower level of
acceptability, if prices are low enough, but with these goods, prices are of
minor importance. Whether the custamer buys cheap or not, he expects good
workmanship.

2.3 Fashion products

Business is ever boaming in the sector of the industry producing
fashion articles. The probler here is basically one of liaison. Products may
change three or four times a year in style and colour, and the importer
expects his order to be delivered pramptly, so that he can sell his goods,
while they are still fashionable. However, it may be worth trying to overcame
these problems, as fashion products do not have to reach as high technical
standards as the classical goods discussed previously. The essential thing is
that the article should have an attractive appearance. Durability is
certainly far less important than appearance, as very few fashion-conscious
people study such points as the seams and clasps, knowing very well that, if
one product lasts for three or four months, it would have served its purpose.

With modern and advanced commumnication services, there is little
problem in getting samples fram the potential importer to the mamufacturer
rapidly. The question that many Nigerian and Sub-Saharan African
manufacturers must ask themselves is, whether the lccal industry can supply
leather of the right quality in the right colour ard finish for a particular
article. The answer is frequently "No", as the fashion colours are seldam
produced in African countries until many months after their entry into the
established world markets, if they can be produced at all. The management of
Global Mart, Inc. informed us of the loss of a large order fram one of the
sorority groups because the mamufacturer in Nigeria could not produce the
right ocolour or shade of pink.

United States importers usually import two classes of products: a high
quality, highly priced article that may be beyond the capacity of producers in
developing countries; and a more general, mass-produced bulk-sales article
with appreciably low prices and standards which producers in dcvelq)ivr:n

onuntries can mre easily manufacture.
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Importers in the United States expect a producer to offer a range of
goods in a mmber of styles illustrated in brochures in colour. It is very
difficult for a prospective exporter to meet these expectations, as a full
range of goods in various styles can be produced or offered only when a
consortium of producers (or co-operative) has been formed, and sales
literatire of good quality is expensive to produce.




3.1 Footwear

3.1.1 United States Market

The non—rubber footwear industries produce all footwear except rubber
(protective) and rubber soled fabric-upper footwear, both of which are
classified separately.

In 1989, industry shipments declined 4.5 per cent, measured in constant
dollars, and increased less than 1 per cent, to $3.99 billion, in axrent
dollars. The rate of increase in unit shipments varied among the four major
sectors of the industry: house slippers and footwear, exoept rubber, were up
8 per cent and 12 per cent respectively; men’s footwear and women’s footwear,
except athletic, were down 11 per cent and 2 per cent, respectively.

Production of all non-rubber footwear increased about 1 per cent in
1989, to an estimated 222 million pairs. A slight decline ocaurred during the
first 6 months of 1989, but industry production strengthened as the year
progressed. In 1986, damestic consumption peaked at 642 million pairs, and
until 1988 declined steadily at an anmual rate exceeding 5 per cent.

In 1989, about 56 per cent of non-rubber footwear was produced with
leather uppers, unchanged from 1988. About 95 per cent of men’s footwear and
64 per cent of wamen’s footwear are produced with leather uppers. Juvenile
types average about 50 per cent leather; slippers only 6 per cent.
Manufacturers generally have been able to achieve higher profit margins on
leather footwear campared with footwear of other materials. Higher cattle
hide and leather prices since 1986, apparently have not affected the
proportion of footwear produced with leather. The proportion of imported
footwear with leather uppers has climbed steadily during the 1980s, reaching
59 per cent in 1989 and exceeding the damestic share for the first time.
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In 1989, the average factory price for non-rubber footwear increased
about 8 per cent, to $18.09 from $16.75 in 1988. Higher prices for leather
contimued to push up factory costs. An analysis published by Footwear News
indicated that the most successful footwear campanies in 1988 were athletic
footwear producers manufacturing overseas. Athletic footwear firms daminated
the sales and profits totals. Nineteen firms had a 6.4 per cent increase in
net profit in 1988 because of strong gains by two of the top three athletic
shoe companies, which together provided 77 per cent of the total profit for
the group. . The United States Intermational Trade Comission states that in
1988, the top 20 companies in the non-rubber footwear industry, produced about
55 per cent of total output.

In 1989, apparent consumption of non-rubber footwear declined about
6 per cent, to 1.038 billion pairs. Per capita consumption also declined, to
about 4.2 pairs from 4.5 pairs in 1988. During the early 1980s, growing
consumer demand for non-rubber athletic footwear was largely matched by a
decline in mubber/canvas footwear consumption. After 1986, this trend was
reversed: per caita consumption of non-rubber footwear dropped, and
rubber/canvas footwear consumption increased. Demand contimied strong in 1989
for casual "athleisure" and walking types of footwear stressing comfort.
These styles are produced with padded linings, collars and insoles, but their
styling shifted away from the athletic look toward more functional types, many
with more traditional styling. Boots of all types and for all purposes
continue to bé popular. Boat shoes and mocassins with water resistant leather
uppers contimue to be in demand.

3.1.2 Imports

For the third consecutive year, non—rubber footwear imports dropped in
1989, about 8 per cent to an estimated 830 million pairs. Some of this is due
to the decline in consumption of non~rubber footwear and a corresponding
increase in consumption of rubber/fabric footwear or sneakers. A large
portion of the statistical decline may be attributed to the variances recorded
between the 1988 data under the old system of (TSUSA) Tariff Schedule of the
United States Annotated and the data in the newly adopted Harmonized System,
January 1989. Despite the differences, ir >rt penetration in the category is
estimated at 79 per cent for 1989.




Imported footwear with rubber uppers constituted 59.3 per cent of total
non-rubber footwear imports for the first six months of 1989. This is an
increase of 53.6 per cent over the same period in 1988. Footwear with vinyl
or plastic uppers took a 36.2 per cent share, down fram 37.2 per cent in 1988;
and footwear with other uppers, including textiles, had a 4.5 per cent share,
oacpared with 9.2 per cent for 1988. Clearly, the use of leather in imported
foomearisrisixgasﬁxeuseofomertypsofmterialsdeclin_e. This is
attributable to the increasing dawestic demand for leather.

The United States imported non-rubber footwear from over 90 countries
in 1989. Taiwan remained the largest supplier with a 33 per cent share of
United States non-rubber footwear imports, down from 38.3 per cent in 1988.
South Korea ranked secord with 18.3 per cent, Brazil and China each
represented 14.2 per cent for third place, followed by Italy with 5.8 per
cent. These five countries accaunted for 85.5 per cent of all United States
non-rubber footwear imports.

Breaking down the category into its sub-groupings: men’s leather
footwear imports come mainly from Taiwan (19 per cent), Brazil (17 per cent),
China (15 per cent) and South Korea (14 per cent); wamen’s leather footwear
came predominantly from Brazil (44 per cent), Italy (14 per cent), and Taiwan
(12 per cent); juvenile leather footwear cames from South Korea (22 per cent),
Brazil (18 per cent) and Italy (16 per cent); while athletic leather footwear
is imported from South Korea (64 per cent), Taiwan (19 per cent) and Thailamd
(6 per cent). Teziwan and China were the largest suppliers of vinyl or plastic
footwear imports, with 57 and 26 per cent, respectively, for men’s; 74 and
18 per cent for wamen’s; and 57 and 32 per cent for juvenile footwear.

United States imports fram China for the first six months of 1989,
increased 104 per cent fram the same period in 1988. This moved that country
ahead of Italy as the fourth largest foreign supplier. cChina’s increased
exports to the United States were primarily of women’s and children’s vinyl
types of footwear. Taiwan shifted most of this low-cost production as it
moved away fram producing vinyl footwear and upgraded its product offerings
into more leather types. Thailand and Indonesia also recorded strong growth
in exports as branded athletic footwear importers shifted their sources of
supply from South Korea to lower-cost factories in these counfries.
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The movement of import sourcing to lower cost countries held down unit
prices in 1989. Fram Jamuary through June, the customs based unit value of
imported non-rubber footwear was $7.99, up only 2.3 per cent from the same
period in 1988. The unit price of imported leather footwear dropped 2.3 per
cent, to $10.65. Unit prices of imported vinyl footwear averaged $4.26, up
1.9 per cent from the 1988 period, while imported textile types averaged
$2.92. A major factor comtributing to the unit price decline in imported
leather footwear, despite contimed tight supplies of leather worldwide, was
the stranger United States dollar in early 1989. For the first six months of
1989, unit prices for leather footwear imported from the major supplying
comtries, such as Taiwan, Italy, Spain and China, declined campared to the
sawe period in 1988. Footwear fram South Korea and Brazil, however, recoreded
increases of 6 and 4 per cent, respectively.

Substantial quantities of cut footwear parts are exported from the
exported back to the United States as finished or partly finished products.
Duties are then assessed anly on the value-added content of these products.
Frequently, final mamufacturing operations requiring less labour such as
bottoming, finishing, and packing - are performed in the United States.
During Jamiary to June 1989, imports of such partially assembled leather
footwear toalled 10.5 million pairs, primarily from the Dominican Republic,
Brazil, India and Taiwan.

3.1.3 BExports

In 1989, the United States exported non-rubber footwear to about 74
countries. Exports declined about 10 per cent from 1988, tc an estimated
14.9 million pairs. Unlike the case with imports, none of this decline can be
attributed to reclassification of non-rubber footwear types under the new
system, because cambined exports of non-rubber and rubber footwear were down
an even greater 26 per cent, or by 8.6 million pairs. The value of United
States non~-rubber footwear exports also decline, about 23 per cent from 1988,
to an estimated $177 million. The unit value of these exports was down to

$11.33 from $11.54. United States exports were camposed predominantly of
athletic footwear with textile uppers and men’s and juvenile types.
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Mexico was the largest market for United States exports with a 23 per
cent share, by quantity, of total exports. Many of these were partially
cmpleted footwear parts, primarily for slippers, that after final assembly
were imported by the United States as finished products. Japan was nimber two
with a 15 per cent share. Ammwpercaltofﬂﬁeuportsuemm's
leather types and 29 per cent were athletic types, exewpt from Japan’s
to camit resources to exploit Japan’s large market for leather footwear as
long as the quotas are so small and import licensing procedures so restrictive
and ambersame.

Canada, the Daminican Republic, Italy, France and West Germany in that
order, were the next largest importers of United States non-rubber footwear.
Exports to Central America and Caribbean countries, such as Daminican
Republic, are camposed mostly of partially completed footwear. These
shipments increased sharply in 1989.

In 1988, Congress passed the first Caribbean Basin Initiative (CBI)
providing duty free status for most products except footwear, leather
products, textiles and sugar. In 1989, the Carilbbean Basin Econamic Recovery
Expansion Act, provided for a 50 per cent reduction in tariffs for rubber and
vinyl footwear, duty free status for textiles, amd relaxed import rules for
same other products. Leather footwear was exempted from the legislation. By
earlyfallmss,eacunaltofﬁﬁsmcmmgislatimmswnertain'mleﬁs'
Oongress exempted all footwear from duty reductions. Also, further attempts
by OCorgress to pass footwear global quota legislation, with or without textile
quota legislation, appeared likely to be delayed until after 1990.

shipments of slippers increased about 8 per cent in 1989, to an
estimated 63.2 million pairs, and their product value increased about 11 per
cent, to $235 million. Slippers acooaunted for 19 per cent of the quantity but
only 6 per cent of the value of total damestic shipments of non-rubber
footwear, mainly because more than 90 per cent of slippers are produced with
vinyl or textile slippers.

Inmports of slippers were about S million pairs, less than 1 per cent of
total non-rubber footwear imports for Jamuary through June 1989 and about
14 per cent of daomestic consumption.




3.1.4 Men’s Pootwear (exoept athletic)

Men’s nonmathletic footwear includes dress and casual shoes, workshoes,
and boots. mm,maﬁmmmmnmm,
to 46.2 million pairs. Their value declined about 5 per cent, to
$1.7 billion. Men’s foobtwear acoounted for 21 per cent by quantity and 45 per
cent by value of all domestic non-rubber footwear shipments in 1989.

Production of men’s fcobwear declined from 51.8 million pairs in 1988,
to an estimated 46.2 million pairs in 1989. Most of this deciine occurved in
production of dress and casual types. About 95 per cent of men’s footwear was
made with leather uppers.

For the first six months, imports of men’s non-rubber footwear totalled
53 million pairs, down 13 per cent fram the same period in 1988. Import
penetration for this sector was 76 per cent.

3.1.5 Wamen’s Foobwear (exoept athletic)

Wamen’s footwear shipments declined in 1989 about 2 per cent, to an
estimated 68.8 million pairs. Their value increased about 1 per cent, to
$1.3 billion. By value, wamen’s footwear accounted for 33 per cemt, and by
quantity 31 per cent. Domestic production of wamen’s footwear declined abaut
2.6 per cent, to an estimated 67.4 million pairs. For the first six months of
1989, imports of women’s footwear, by quantity, were down 11 per cent from the
same period in 1988. Import penetration was 85.4 per cent for the same.

3.1.6 Footwear (exvept rubber)

Misses, youths and boys, children, and infants and babies are included
in this group, as well as athletic and other miscellaneous types of footwear.
In 1989, shipments of all these types increased about 12 ver cent, to an
estimated 44.2 million pairs. Their value increased about 17 per cent, to an
estimated $578 million. Shipments of these types of footwear accounted for
20 per cent by quantity and 15 per cent by value of all non-rubber footwear
shipments in 1989. Production of these footwear types in 1989 increased about
11 per cent, to 43.6 million pairs. For Jamuary through June, production was
up 34 per cent for youth’s and boys, 60 per cent for misses’, and 5 per cent
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each for children’s and for infants and babies’ footwear. Athletic footwear
production declined about 11 per cent.

For the first six months of 1989, imottsofalljuvmilefoomearwere

up 18 per cent from the same period in i588. Imports of athletic footwear

were down 22 per cent. Import penetration was 81.2 per cent for juvenile
footwear and 95.9 percent for athletic footwear for the period.

Including rubber/canvas footwear imports and domestic production,
athletic footwear consumption fell to an estimated 495 million pairs in 1989
from 529 million in 1988. This total represented about 37 per cent of
cmmbined non-rubber and rubber/canvas foobwear consumption, which exoceeded
1.3 billion pairs.

Forecasts for 1990 include growth in most sectors. Shipments of
non-rubber footwear are expected to increase about 4.5 per cent to
231.5 million pairs. Shipments of slippers by 6 per cent, to 67 million
pairs; men’s footwear by 2 per cent, to 47.1 million pairs; foobwear, except
rukber by 8 per cent, to 47.7 million pairs. Isport of non-rubber footwear
are expected to decine in quantity for the fourth consecutive year, by about
2 per cent. As a result apparent consumption will decline slightly and per
capita consumption will stabilize at 4.2 million pairs. Import penetration
will remain at 79 per cent.

The non—rubber footwear mamufacturing industry has finally stabilized
and is expected to increase over the next five years. It appears that the
long period of industry contraction and consolidation is over.

3.2 Iuggage and Personal lLeather Goods

The luggage and personal leather goods industries produce a wide
variety of consumer goods, including leather gloves and mittens, luggage,
wamen’s handbags and purses, personal leather goods, and leather and
sheep-lined clothing.

The most recent goverrment statistics on the luggage, leather goods and
handbag sectors of the leather products industry for 1988/1989 reflect growth
in all three categories. Damestic product shipments are estimated (as of June
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1989) at the same growth rate as 1987:; 7 per cent, 6 per cent, respectively.
Apparent consumption, also was up for all three categories, but unlike recent
years, growth was not supplied solely by a dramatic increase in imports.

Imnorts continued to rise in 1080, ¥k 8.0 por oX, & 510Wer rate than
the 12.2 per cent increase registered in 1968. Th~ 1989 trade statistics,
collected and reported under the new Harmonized System are not directly
camparable, however, with those collected and reported in previous years.
Year-to-year changes reported here, both in imports and exports, are
estimated, due to statistical inoonsistencies in this category.

In recent years, Asia has been by far the largest regional supplier of
luggage and leather products imports to the United States, and this held true
in 1989. China, South Korea, Hong Kong and Taiwan together acocounted for more
than three-quarters of the value of United States imports of these products.
Other important suppliers included Italy, France, the Phillipines, and
Thailand.

United States exparts of luggage and leather goods contimued to climb
in 1989 reaciing an estimated $171.9 million, wore than double the value for
1987 and more than 50 per cent higher than in 1988. The principal markets for
United States exports of luggage and leather products contimued to be Japan,
the United Kingdom, Canada, and France for finished goods, -and Mexico for
parts. Much of the luggage and leather goods United States mamnufacturers ship
to Mexico is actually companents for producing those items; eventually they
retarn to the United States in the form of finished goods imports.

The total value of product shimments for all five of these industries
in 1989 slipped to $1.97 billion. Measured in constant dollars, the
year-to-year decrease was 3.6 per cent. Industry employment also declined
modestly, though not as much as product shipments. Industry wide employment

fell 1.8 per cent to 32,000 and production worker employment fell 1.2 per cent
to 24,700.

Labour costs are a high proportion of total production costs in the
luggage and personal leather goods industries. This condition contributes to
their high sensitivity to imports, particularly from those developing
countries where wage rates remain far below United States levels. The




estimated dollar value of imports of luggage and personal leather goods tooped
the $3 billion mark for the first time in 1987 and furnished wore than 62 per

cent of apparent consumption.
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As Table IV shows, apparent consumption and imports of lugyage have
been on the rise over the last few years and are both expected to contime
their upward swing. By comtrast, exports are flat and product shipments have
been increasing lately following a steady decline in the mid-80s.

Table IV
IDGGAGE SHITMENTS, IMPORTS, EXPORTS AND APFPARENT CONSUMPTION

(Million dollars)

1983 1984 1985 1986 1987 1988

Product shipments 676 717 627 561  TIa* 825+
Imports 402 553 614 691 851 843
Textiles 216 331 349 401 S04 488
Plastic 135 147 175 179 201 201
Leather 51 75 90 111 146 154
BXports 33 27 22 18 25 37

Apparent Consumption 1,045 1,243 1,219 1,241 1,600% 1,631
* Estimated
Source: United States Intermational Trade Cammission: United States

Department of Camnerce - Bureau of Census

The luggage industry produces a wide assortment of products that
include suitcases, briefcases, hand luggage, tote bags, ococupational cases,
and misical instrument cases. Materials used in production range from top
grain leather to metal alloys and from laminated plastics to jute. Individual
products often are fabricated from a cawbination of materials. Industry
analysts estimate that less than 15 per cent of Urited States produced

finished luggage goods are made of leather, although leather is often used as
decorative trim.




The value of shipments of luggage products increased to $860.2 million
in 1989, marking a third year of rising product shipments. In constant
dollars, shipments rose 1 per cent. With the economy contimuing to be
relatively healthy, and with generally low levels of unesployment, travel and

towisa incveace mﬂirg the demand for luznge. Along with the growth in

product shipments, industry-wide esployment and production worker employment
also rose in 1989 - 3.4 per cent and 4.7 per cent, respectively - for the
second consecutive year. The value of luggage imports also increase in 1989,
to $894 million, and accounted for just over half of new supply in the United
principal foreign suppliers of luggage products to the United States market.
These three countries provide over 80 per cent of the quantity and 75 per cent
of the value of imported luggage products. All three are bound by separate
quota agreements under the Multi-Fiber Agreement (M-FA), which limits
shipments to the United States of certain luggage products fabricated out of
textiles ~ both matural and man-made fabrics.

Although United States luggage exports rose to $75.6 million in 1989,
nearly doubling the value shipped overseas in 1988, this value is still only
8.5 per cent of that for luggage imports. Moreover, part of the apparent
increase in exports is related to the changes in data oollection and reporting
under the Harmonized System. The top five overseas markets for-United States
- production were Japan, the United Kingdom, Canada, and Hong Kong for finished
goods, and Mexico for luggage parts. United States luggage manufacturers are
more actively soliciting overseas marketing opportunities than at any time
during the 1980s.

3.4 leather Gloves and Mittens

The United States leather glove and mitten industry comprises two
product segments: work gloves and mittens, acocounting for approximately 85 per
cent of damestic production; and dress gloves and mittens, approximately
15 per cent. Finished goods are made either entirely of leather or of leather
lined with other materials such as cotton or wool.

In 1989, the value of shipments of these products declined to
$147 million. Measured in constant dollars, product shipment fell by 3.2 per
cent. BEmployment levels were unchanged from 1988, remaining at 2,600
employees industry-wide, 2,300 of wham were production workers. The hourly
earnings of production workers climbed to $5.52.
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Imports of leather gloves and mittens rose in 1989, accounting for more
than half of United States supply. Principal sources of supply contimied to
be China, the Phillipines, and Mexico, and Taiwan replaced Korea as the fourth
largest supplier. lbgeﬁ:e.r,ttmeou:triesmxt_edforneﬁmaoper
ocort of the value of nitad States inparts in 1585. (hing alaie suppiied
three quarters of the quantity of Unitad States imports of gloves and mittens
in 1989.

Less than 8 per cent of domestic shipments of leather glove and mittens
were exported in 1989. By quantity, United States exports were only 4 per
cent of imports. These statistics are someshat misleading, in that more than
80 per cent of reported overseas sales in 1989 were actually cut glove parts.
Most of these products are exported to Mexico and the Phillipines for assembly
and eventually re-entered the United States as finished merchandise. Mexico
imported more than 70 per cent of United States exports of cut glove parts in
1939.

3.% Wamen’s Handbags and Purses

The United States handbag industry produces wamen’s and chiidren’s
handbags and purses of leather, plastics, or other materials except precious
metals. In 1989, industry-wide employment declined 8.3 per ount, while
production worker employment fell 9.6 per cent. The decline in employment
reflected the sharp drop in the value of shipments of these products - down
11.4 per cent in oconstant dollars. Although industry shipments fell as well,
the rate cf decrease was samewhat less dramatic, indicating that same firms
may also be producing other types of products.

The value of handbag inports declined slightly in 1989, to

$799.4 million; however, the share of imports in the United States market
climbed to 67.1 per cent of new supply from 65.3 per cent in 1988. china held
its position as the principal supplier, capturing an estimated 35 per cent of
the vlue and 57 per cent of the quantity of United States handbag imports in
1989. Other important suppliers include Taiwan and South Korea for lower
priced merchandise; and Italy and France for higher priced goods. Imports of
textile handbags and purses fram major Asian suppliers contimue to be convered
by individual bilateral quotas under the M-FA; these quotas, in effect,
restrain such imports.




The estimated value of handbag exports increased to $23.3 million in

. 1989; accounting for approximately 6 per cent of domestic product shipments.
They remain a very small fraction of imports. Most overseas shipments to
developing countries, such as Mexico —~ statistically the largest importer,
include a large proportion of unfinished parts. which are assemhled, finichod
and eventally exported back to the United States. The largest foreign market
for finished United States handbags is Japan, which receives more than a third
of all United States exports of handbags and purses.

Table V:
HANDEAG SHIPMENTS, IMEORTS, AND APPARENT CONSUMPTION
(Million dollars)
1983 1984 1985 1986 1987 1988
Product Shipments S07 483 445 339 470% 497%*
Imports 486 600 622 652 798 830
Leather 203 272 283 316 439 473
Textile 153 191 178 179 188 170
Plastic 130 137 161 157 171 187
Bxports 9 11 7 9 11 16

Apparent Consumption 984 1,072 1,060 982 1,257% 1,311%*
* Estimated

Soxrce: United States Intermational Trade Commission: United States
Department of Oommerce - Bureau of Census

3.6 Persanal Leather Goods (Flatgoods)

Manufacturers in this industry group produce such items as wallets and
billfolds; and eyeglass, cigarette, key and non-misical instrument cases;
products often referred to as flatgoods because they fit in pockets or
handbags. Flatgoods are made in whnle or in part of plastic, textile
materials, or leather, which alone accounts for more than 40 per cent of the

vaiue of materials inputs in this industry group.

In 1969, shipments of flatgoods declined to $374.8 million, and 8 per
cent drop mea-ured in constant dollars. Industry-wide and production worker




esployment declined 6.1 per cent and 3.8 per cent, respectively, undoubtedly
due to the decrease in product shipments.

The value of United States imports of personal leather goods increased
during 1989 tn an estimated $3194.7 million, brining the isnort penctvation
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level to slightly more than ane half of new supply. Principal foreign
suppliers include South Korea, china and Taiwan, which together supplied two
thirds of the quantity and 55 per cent of the value of flatgoods imports in
1989. Many of these imports are low priced and constructed of non-leather
materials. Italy, the third largest supplier (by value) furnishes high-priced
leather flatgoods.

United States exports of personal leather goods constitute only 5.2 per
cent of domestic shipments. Although exports more than doubled in 1989, to
$19.4 million, United States imports are more than 20 times that size.
Canada, Hong Kong and Japan were the leading foreign markets for United States
finished goods, and Mexico was the leading foreign market for parts to be
assembled.

3.7 Leather and Sheep-Lined Clothing

United States mamufacturers within this industry group mainly produce
other leather clothing items, but these products are only a negligible portion
of the total.

Demand for leather and sheep-lined clothing is more directly related to
trends in fashion than is that for other luggage and personal leather
products. As a result, consw ption patterms for leather apparel can vary
widely fram year to year. In 1989, leather apparel contimued to be an
important fashion item. An estimated increase of 3.5 per cent in the constant
dollar value of product shipments (to $198.3 million in current dollars) was a
reflection of this fact.

Employment of production workers in this labour-intensive industry
sector increased 11.8 per cent in 1989, on top of a 6.2 per cent increase in
1988. The 1989 average hourly wage for pdocution workers, $8.34, was the
highest among the United States luggage and personal products industries.
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South Korea, with a substantially lower wage scale, was far and away
the principal source of leather and sheep-iined clothing to the United States
market, capturing nearly three-quarters of the value and quantity of United
Taiwan, India and Argentina. The value of isports of leather and chees1incd
clothing contimed to rise in 1989, furnishing 83.2 per cent of tie new supply
in the United States.

United States exports of leather and sheep-lined clothing also
increased again in 1989 and accounted for wore than ane-fifth of product
shipments. Japan, France and Italy were the principal export markets for
United States made leather apparel.

3.8 Upholstery leather

In 1987, upholstery leather shipments represented 21 per cent, by
value, of all leather product shipments, up fram 7 per cenmt in 1982.

Imports of upholstery leather increased substantially in 1989, reaching
an estimated $136 million, or 25 per cent of total United States imports of
bovine leather.

Increasing mmber of United States luggyage and leather goods
manufacturers are looking off-shore for new marketing opportunities. Many
have already achieved notable sucoess, and other firms are likely to follow.
Ultimate success in the export arena will depend on a variety of factors, the
most important of which is the relative stability of currency markets.

Imports also will grow, but at a slower rate than in the period since
1985. Damestically produced leather goods are becaming more competitive with
high-end imports and are expected to capture same portion of expanded United
States consumption during the 1990s.

Many demographic factors suggest optimistic prospects for futrue growth
in corsumer demand for luggage and personal leather products. Rising white
collar employment suggest increased purchases of business cases and other
leather products for the office. Expanding mumber of retirees and steady
increases in real personal disposable income hint at expanding travel
opportunities and corresponding increases in luggage sales.




QGIAPTER IV
UNITED STATES MARKET PENETRATION AND EXPORT PROMOTION

4.1 General problems of exnort marketina for Niaéria and Sub-Saharan
African contries

Nigeria and, for that matter, all Sub-Saharan African countries spend a
lot of money on export pramotion, but the result so far has not been
reflecting in the export of mamufactured value-added to the United States (see
Table VI).

Table VI :
TRADE IN MANUFACTURE
(domestic and foreign merchandiss)
(millions of dollars)

1980 1981 1982 1983 1984 1985 1986 1987 1988

US Export to Africa 3,952 5,013 5,264 3,952 3,746 3,467 2,515 2,958 3,164
1.4 1

1 958 3
% Share 2,5% 2.9% 3.4% 2.7% 2.3% 2.1% 1.4% 1.5% 1.

N O

N

US Import f. Africa 711 621 611 447 554 468 621 932 979
% Share 0.5% 0.4% 0.4% 0.3% 0.2% 0.2% 0.2% 0.3% 0.3%

US Bxp. to Nigeria 276 950. 765 457 232 356 258 247 306
% Share "~ 0.5% 0.6% 0.6% 0.4% 0.3% 0.3% 0.2% 0.1% 0.1%

US Imp. f. Nigeria 19 16 8 10 15 6 4 16 16
% Share 4.4% 3.5% 2.9% 1.4% 0.8% 0.9% 0.7% 0.9% 0.7%

According to Table VI, the United States mamufactured import from
Africa between 1980 and 1988 was below 1 per cent of total import, except for
1980, when it was 0.5 per cent. For every year during the period, it was
between 0.2 per cent and 0.4 per cent. For Nigeria, mamufactured value-added
never rose to 5 per cent of the total export to the United States. From 1984
to 1988, it ranged between 0.9 per cent and 0.7 per cent. If Africa and
Nigeria’s export of mamufactured value-added (MVA) is negligible, United
States export to Africa is equally very low. From 1980 to 1988, it was
between 3.4 and 1.2 per cent, while during the corresponding period for
Nigeria it was between 0.6 and 0.1 per cent.
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The dollar amount also illustrates that the richest country and the
poorest continent need to improve on their trade in manufacture. Africa
stands to benefit more from such an improvemert provided they pursue their
export drive with same systematic plamning and implementation. American
oconsumers are educated; discriminating oonemers tﬁ.ey hary bocause they wanc

to huy not because they have to huy.

It follows that association between potential exporters and importers
mist be particularly close. This close association has a dual function: it
allows the importer to show the exporter what is required in the market areas,
while allowing the latter to show what products he can offer. The importer
will then advise the exporter on how to adjust his production to suit market
requirements. If he is to obtain orders, the exporter must satisfy the
importer, that he can produce the right article at the right time and at the
right price. Time is all-important, for patterns in trade and fashion vary
rapidly. Exchange of advice and samples mist be carried out quickly.

Unfortunately, this problem of establisning and maintaining close
relations with importers remains one of the biggest amd is most difficult to
be overcame by the leather imdustries in Nigeria and other Sub-Saharan African
cuntries. Few manufacturers are in close touch with importers. Many
manufacturers who vish to export lack the necessary market information.
Unless the manufacturer is fully aware of the market requirements, as regards
currently fashionable style. colour, quality of material and workmanship, and
prices, he is unable to offer a good sample. The potential importer, for his
part, is naturally wwilling to cammit himself, until he is satisfied that the
manufacturer can produce, on time, goods of a_consistent quality and of the
right style and finish. Building up this confidence takes time.

Distance fram custamers is a further hinerance to prospective trade.
African countries are often far fram one to three months shipping distance
fram the more affluent of the custamer markets. This time can be drastizally
reduced by using air freight, but, except for high-quality leather goods and
top-grade leathers, the cost outweighs the advantage of time. The producer in
the more distant African country is thus at a great disadvantage as campared
with the producer in the developed country and might be better advised to
avoid the production of fashion goods altogether and concentrate on the more
conventional items, even though the profit margin in this sector is lower.
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Leather and reptile skin products are mamufactured in enterprises of
various sizes. The larger units are usually equipped to produce goods meeting
international standards of quality and are able to participate in the export
trade. Small- and medium-size units, which, in many countries, have most of
the production capacity, cannct, at present, enter the export field
econamically, since they are unable to produce good quality products in
sufficient bulk, owing to their size and low level of mechanization. Most of
the Nigerian and African mamufacturers belong to this category.

Pooling of products might enable small mamufacturers to become
exporters. Until processes are more standardized in general, it will prove
difficult to pool products.

The channels through which imports are distributed in the United States
vary fram company to company. Most purchases are done by bulk-buying agencies
representing retail chains, co-operatives or symdicates. Others are handled
through smaller importers and agents. These differences in purchasing systems
should be of same interest to potential exporters; bulk-buying agencies
usuzlly arrange for their representatives to tour the mamufacturing areas,
whoreas the smaller importers and egents generally conduct their business by
et, cable, telex, telephone or fascimile.

As the United States constitute the largest markets available for
potential exporters, close association with importing groups in the United
States is essential for any production unit wishing to enter the export market
from Nigeria and the Sub~Saharan Africa. Such close co-operation would be
necessary to ensure that manufacturers receive samples and advance notice of

changes in time for the product to be marufactured and shipped to these
markets.

Many leather goods mamifacturers face extreme campetition fram the
products from the New Industrialized Countries (NIC) of Asia and Iatin
America, which have lower wage rates. Same mamufacturers would undoutedly
like to cambine with mamufacturing groups in Nigeria and Sub-Saharan African
countries that would be willing to mamufacture to exact specifications. The
marufacturer in the United States would save labour costs; the mamufacturer in
Nigeria and Africa would have the advantage of having ready made patterns and
styles to suit the current tastes and the sales organization of the American
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manufacturer at his disposal. This might seem a poor way to enter the market,
as dbviously the manufacturer in Nigeria and Africa would not get a large
share of the profits. He would essentially be a supplier of cheaper labour
arnd material. But, if he could establish himself and his products on the
basis, itmightbeposible,afterafeayearsofoberatim,tobtarmaxtarﬂ
work independently. The standard of skills of his workers would have risen to
acceptable levels, and he would have seen what markets he might enter, wham to
contact and what prices he might dbtain for his products.

For Nigeria and African countries trying to break into the export
market to the United States, establishment of showroams and warehouses in
markets in the United States could go a long way towards pramoting exports of
leather goods. This could be done either on a goverrmental, co-operative or
individual company basis. This approach has many advantages and
disadvantages. On the advantageous side: an interested buyer can receive his
stocks immediately; he can see the quality of the workmanship being offered;
he may accept a type of product on display, subject to certain alterations.
The long delay between ordering and receiving the goods fram African countries
is ane of the reasons that deters many potential importers. For example,
during the fact-finding tour across Africa by the representativee of Glaobal
Mart, Inc., same samples ordered in one of the East African countries in
October 1988 did not arrive in Atlanta until April 1989.

Importers are also wary of receiving one product sample, on the basis
of which they are expected to order thousands more. When they can see bulk
merchandise in a warehouse, same of their doubts may be removed. However, for
the African manufactirers, the disadvantages might outway the advantages. It
will not be possible to open showrooms and warehouses in all the major markets

in the United States. It will be counter-productive because it will not be
cust-effective.

By far the most potentially pramising routes to penetrate the United
States market would be either for Nigeria and the Sub~Saharan African
countries to have an American leather goods mamufacturer as a joint-venture
partner in the manufacturing process or to enter into an agreement with a
wholesale distributing campany. Alternatively, Nigeria and, for that matter,
the rest of the Sub-Saharan African countries, should pool and estalbish a
distributing campany in the United States. This type of arrangement, we




understand, is now being negotiated between Glabal Mart, Inc. of Atlanta,
Georgia, and the sponsors of GLO-PHOENIX Export (NIG.) Itd., a proposed
leather and reptile skin goods mamufacturing industry for Nigeria. The
monitoring. It might be one of the answers to a persistently nagging
question: “How to get African mamufactired value-added (MVA) to the main
stream of American markets?"

Of course, the beginning of the answer would be, first and foremost, to
bring Nigerian and African mamufactured value-added (MVA) consumer goods to an
internationally campetitive quality level at reasonable prices. Unless this
is done, the results of export promotion will always be dwarfed by the
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CGONCIUSIONS

The leather and leathe:- products industry, going into the 1990s, is an
extremely healthy industry in the United States. The facts found in the
previous pages support the view that this industry, as a whole, will contime
to grow and in most sectors steady increases in both value and quantity of raw

Leather and leather products are here to stay. Indeed, many of the
products are considered staples for personal use. As the industry contimues
to grow in dollars and volume, the intermational market-place will contimue to
protect markets as well as seek new anes.

The United States has always influenced the rest of the world through
its decisions in politics, econamics, education, mman rights and foreign
trade. In the last decade, the United States experienced an increased need
for co-operation among nations in order to emhance its position. In the
decade to came, interdependence among nations will increase as the glabal

It can be concluded that conditions in the United States are such that
Nigeria and the Sub-Saharan African countries should readily be able to market
their leather goods products, provided they produce the correct design and
quality goods at realistically campetitive prices and organize their trade
channels and cammmications.
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(D) Distributor, (E) Eq_)oucr.
(1) Importer, (M) Manufacturer A .
|

Annex 111

Abco Leather Company 135 West 200h Sereet Rew Yok NY 1001

B Budermaa, Parmmes _ . . ... Lol Lo (212) 6150040
P sou 330 Filth Avcnue Suice 3304 New York NY 10113
A:ch:ﬁ::hcc:':c:f. e e e e e e e e e e e e Q12) 947.9a17
crman Gowld Company lac_ 125 Wilher Place Bohema NY 11716-2400
A(‘il.\v. Gouwld, Pres. . . . . . M ......... (516) 589-200074758401 AckrGould BOH
ACORN RIVETS, CO. (MEDI) 138 West 25¢th Street 7th Fleor New York NY 10081
Ruby Siibermsa, Pres. . . .. . . ... ... (212) 6340295
Action Tochaology (M) 18 Geeen Poad Road Rockaway NJ 07866 '
Robert J. Devtmonn, Dicof MEg. . . . . - . .. .. ... ...._.._. (201) 625-9400
Adjesta Company 132 West 215t Sweees New York NY 1001 €
Richaed Evams, Pres. . . . . .. .. ... ... .._... m“ . - (212) 25583512
s 313 West 3T Sarces New York NY
A(‘;dmmww “(::D) ............. (212) 695-456FAX: (212) 6430583
A & H Masufacaring Co. Onc Carding Lanc Jobasion R1 02919 . . _ . .(40!)943-330‘0
ARatross Usa lac. 3641 36tk Surcet Loag Istand Cicy NY 11106
Lay M. FoelMds, V.P. . . . ... ... ....... (718) 392-6272K00) 2334468
ALBEST METAL STAMPING CORP. (M) 1 Keat Aveane Brooklya NY 11211
Alan Schwelber, Die S . . .. . ... ... .. (718) 3ST4A0O0/FAX: (715) I88-0404
LLIED FIBERS 1411 Bresdwsy New York NY 10018
AYn-u Parver, l::ad. L (23 %)) JQI-SI::ITX:B.JO ALCNYFZNYK
Amduc Brande . (M) 226 Salem Strees Wobsra MA 0181 .
Nocman Fm'.i:lyj".“.(.“.) .................. (617) 935-S500/TX-920010
Amerbelle Corp. 450 Scventh Aveane New York NY 10123
Larry Linker, SIs. ReP. - o -« « v o oo v oo oee e e Q12) 736-2020
: AMERICAN CORD & WEBBIHG, INC. (ME) I Carriagten Street Lincola RI 02865
{ Barbara Gigliedoce, SIWAA Mgy . . . . . .. .. ... ........ (401) 725-8866
Amcrican Comb Corp. 22 Kentucky Avenue Patcrson NJ 07503
Frank Bachwach, V.P. . . .. _ ... ... ... ... (201) 523-6351
American Fiaish & Chemical Co. (M) PO Box 278 Chelsca MA 02150
Steve Rosenthal, VP, . . . ... L. .. ... (617) $34-6060
Amesican Poctfolic Co., Inc. (M) 286 Rider Avcane Broax NY 10451
Gloria Perkins, Sales Mgr. - . . . . _ .. .. _ ... ... _.._.. (800) 221-822%
AMERICAN HANDLE CO., INC. Unreh & Milaoc Streets Philadelphia PA 19135
Bervie A. Goldman, VP Mktg . . . .. ... ... .c.0uoonunun (215) 332-8000 .
AMIET LUGGAGE SUPPLIERS INC. 39 Sheiter Rock Road Dssbary CT 06810 i
Chacles Borchetts, Pres. . . . .. ..o v e (203) 794-0527/TX:643348
AMGQCO FABRICS AKD FIBEPS CO. (M) 900 Circle 7S Pkwy, S 300 Atlanta CA 30339
Tom Hurst, Mgr. ... ... . .. ... .. .. ... ... (403} 956.9025
Antra [nc. (ID) 52 Torday Road Markham, Oatario LIRIG6 Caaada |
H.J. Kidikian

...................... (316) <75-1800/TX06-936567 ¢
Apex Machioe Company (M) 3000 North East )2th Tervace Fon Lauderdale FL 33334

A. Robert Coningsby, Pres. . . .. .. ... ... (305) 565-APEX/TX:27160t Apex Ur
Appleson Press, Inc. 1120 01d Covaury Road, Sect. 305 Plainview NY 11303 .

Kea Sands, AsSls.Mgr. .. .. ... . _ .. . (5165 937-6280-14800) $88-APPLE
AQUA LEATHER INC. (ME) 911-93§ E. 620d Street Los Anpeles CA 90001

Gene Powert, Pres. . . . .. ... ........ (213) 133-7644FAX: (213) 133-7710
Asther Frisch Compaay.lnc. (M) 1816 Bostos Road Broax NY 10460

Ruth Lefkowiaz. SisMgr. . . _ .. ... .. ... . .. .. .. . . (212) 5894100
Associated Pacific Machine Cor 1359 West Washington Bivd. Los Angcles CA 90007
Bandt Wax, VP. . ... (213) 749-6201

Astor Berning 535 Midland Avenoc Gacficld NJ C2026 . . . . . . . . . (201) 546-534¢

Me. Dareyl Kozel . . . .. .. .. ... .. ... ... . ... . ... (216) 696-2820
ATCO PRODUCTS, INC. (MIE) 189-203 F relinghuysen Avenue Newark NJ 07314

M. Gornstein, Pres. ... ... .......... ... ....... (101) 242-5757
Atlas Shoe & Sewing Machine Co 71 West 23rd Street New York NY 10010

.................................... (212) 9294292
Avtomation Fasicaing Co.lac. (MD) 1138 West Ninth Street Clewelaod OH 441 13-1060

James W. Johasow, V.P.Sabes . . . ... ..., ... ... . . ... . (216) 2454488

................. (508) 584 X273/TX:315687




Bardour Corporation PO Boz 2158 932 North Moaseilo Street Brockion MA 02303

Beuce Peauoa VPSales . . .. ... (508) S$3-3200/FAX: (S08) 583411/TX: 924453
Baroa Fabr.cs. Iac. 1350 Broadway New York NY 10018
Ernest Gross . 5080
.......................... .- . U2 X
Bm.n Industrics (MD) 252 West 37th Swrect New York NY 10018 @i 36
Reid Baron. VP Sales . . . . . _ .. .. .. (212) 239400¢/TX-MC1:67135S1BARZIP
Bay Statc Adhesive Corp. (ME) PO Box 459 South Masoa Sireet Salem MA 01970
. M.DeGeregono. GeaMgs. . .. (617) 7435-6688
'Y B.B. STANLEY BROTHERS, LTD. Loag Street,Walsall WS29DX
A.D.Becbee Manmaging Dir. . .. ... ... ..... OS2221788/FAX: ©922-723560
Beehler Sweel Products 1400 Kiagsland Avc. St_Lowis MO 63133
Peter Fisdftr. VPSales _ _ . ... L. (314) 721-7192
Bennctt Goding & Cooper, inc. (DMI) P.O.Box 1308 GMF Bosion MA 02205
Michacl Cooper . . .. . .. _ . ... ....._....... 617) 269-31
Berman Leathercraft [ac. 25 Melcher Street Bosson MA 02210-1599 Tt ! 8120
Robert S. Bomaa, Pres. . . . . . . ... ... _.__._. . €617) 426-0870/TX-24-044
B & G Plastics. Inc_ (M) 153 West 26tk Stroet New York NY 10001 ?
Chet Koltom, VP .. _ . ... ... _ ... __.... . 212) 255080
BLACKWOQD-STOCKO CORP. P.0Q. Bax 2548 405 Connty Ave. Secancas NJ §7894
Joha V. Kiely Sr., Stls.Mgr. . . . . ... ... ... ...0..0.u... (201) $67-40as
BMW Inc. 17 Willow Street Lyoa MA Q1901 . . . . . .. (617) 593-0200X900) 458-3026
Boad Adhcsives Company (M) 301 Frelinghuysea Ave. Newark NJ 07114
Hermes Fermandez, Sls Mgr. . . . . . . ... ... ......... (201) 324-8100
Brig'ia Esterprises 1536 38:h Sercet Brooklys NY 11218
Tooy Beglia. Sis. Mgr. _ . . . . . .. ... ... ... ....... 1s) 853-1919
BROOKWOOD COMPANIES INC. 10 East 3%¢h Street New Yeork NY 10016
Amber Brookmanm, Pres. . . ... ... ........ (212) 725-7311X800) 4126-5468
Bruce Plastics Inc. (M) PO Box 4547 Pintsburgh PA 15205 .
Baery Roos. Sls. Mgr. . . . . . .. ... ... ... .. ....... (412) 7872100
Bugaui Inc. (MIED) 100 Condor S1. E. Boston MA 02128
Terry Scheller, Pres. . . . . . ... (617) 567-7600X800) 284-2887FAX: (617) 567-5541

1

C_W.Fificld Co. (M) 4 Keith Way Hingham MA 02047

Bill Morris, Sls. Mgr. . . . ... ... ... ... (617) T49-63SUFAX: (617) 740-4342
California Leather Finishers Div.of Elite International Inc 845 Exst 60th Street Los Angeles

CA 90001. Mr.Diana/Raul Z., Pres/PMgr. . . . .. ... ....... (213) 232-5822
California Webbing Ind.. {nc. 4560 Pacific Bivd. Los Angeles CA 90058

Steven Kelen . . . . . . ... et et (213) 585-396¢
Cambell Bosworth Machinery Co. 720 N. Flagler Drive Fort Lavdervale FL 33304

Barry Schiller, Pres. . . . . . .. ... ... ... (305) 463-7910/800) 327-9420
Cantor Texule Corp. 54 West 39th Sucet New York NY 10018

Seot Cantor, V.P. . . . . . . ... ... ... (212) 382-3860/TX: 960261
Caspel Corp. (IE) 2642 NW 21 Terrace Miami FL 33142

Maria M.Vaides, Sls.Rep. . . . . . .. (305) 634-114UFAX: (305) 634-9544/TX:52-5818
Coldform Inc. (M) 3850 Westside Aveave North Bergen NJ 07047

George Pointer, VP Sales . . . . . . ... .. ... ... (201) 863-5500
Columbia Impex Corporation (ID) 171 Madisoe Aveaue New York NY 10016

Amand S. Bennetr, Pres. . . .. ... .. .. ... oo - . (212) 683-8241/TX:421692
Consolidated Canvas 89 Seventh Avenue New York NY 10011 o

Pauline Ehrenthal, SIs. . ... ... .................. (212) 9294830
Contonis Leather Co. (M) 855 E. Pioe St. P.O.Box 338 Tarpoa Sprisgs FL 34688-0338

Stephen H. Heller, VP Sls Mktg . . . . ... ... ... ........ (813) 9373212
Cooley Inc. (M) 50 Esten Avenuc Pawtucket RI 02860

Paul D.Eagleston, V.P. . . ... . ... ... ... ... ........ (401) 724-9000
Corrugated Container Corp. 17520 Wexford Terrace Jamaica NY 11432

Alfred FKlein . . . . . ... ... .. e (718) $23-8600
Creative Leather & Vinyl Mfg. (M) P.O.Box 204 1350 14th Ave. Grafion WI 53024

Garry Zimmerman, Pres. . . . . ... L. e e e et e e e e e
CREST LOCK CO., INC. (MIE) 342 Herzl Street P.O. Box 309 Brookiys NY 11212

Sandy Sheiman . . . ... ... ..c.0000.n. (718) 345-9898FAX: (718) 495-058¢
Cromwell Leather Co. Inc. (M) 1889 Palmer Avenue Larchmoat NY 10538

Eric Isler, Exec.V.P. . . . ... ... .... (914) $34-7864/TX:646238 CHLE LARC
Crown Tool and Dic 186 Islandbrook Ave. Bridgeport CT 05606

CreativeMarketing Dir. . .. ... .. ... ... ............ 203-366 1821
Curlson Sericur ind.. Inc. (M1) 4410 Austin Blvd, Island Park NY 1558

Lea Kramer, Pres. . . . . . . ... ... ... .. (516) 781-5900/(516) 889-5900-1-2
Currys Leather Products (M) 714 High Si. Randolph MA 02168 . . . . | (H17) M6X0679

Curtin Herbert Co. 1 Forest Sureet Gloversvitie NY 12078
Bruce T.Anderson, Sis. Mgr. . . . . . . ... .. .. (518) 725-715UTX:510 264 141

0. ———




DEITSCH PLASTIC EXPORT CO.INC. (M) 535 Brasdwsy New York NY 10012

Morty Deitsch - . v o oo eemecoaonsonnnanancnnnn Q2) n2s-wN

Dowe Slide Fasieners lac. 136 West 21 Sereet New York NY 10011

Stoart S2aBO . . . L . i i s e e e s e e e e e (212) 91.340

DU PONT CO. Chemicals & Pigments Dept. 1251 Ave. of the Americas New York NY

18020 . . . . .. ...t iic et Q12) SI12-92TUFAX: (112) S12-%447

DU PONT CO. Fibers Marketing Center Chestast Run Plazs Wilmingtea DE 19530

Jocl Campbefl, Acet. Mgr. . . . . . . ... ...... (302) 999-3234/4300) 453-8527

Duracote Corporation (M) 350 North Diamoad Street PO Box 512 Raveaaa OH 44266-0312

Alicn J Boros. Mge Sls.Admin. . . . . . . ... ... (216) 296-9600A$00} 321-2252

EASTERN SEWING & SHOE MACHINERY CORP. 134-136 West 25th St. New York

NY 10001, Lce Coben, ExecV.P. . ... .. ... QI INUFAX: QI2463-9IT8
Eastman Machiac Company (M) 779 Washiagton Strect Buffalo NY 14203

Mary QKemas, VPSales . . _ . . . ... ... ...... . ..., 16) 856-220
Ebinger Brothers Leather Co. (ID) Iac.. Recowro Divisios 1 Peatfield Strect Ipswich MA 01938
K.Albcrt Ebimger, Treaswees . . . . . . ... (617) 356-5701A300) 343-3120/TX:321725
Eli Mectal Prodects Co. (M) 91 Hartdord Avease Provideace Rl 62909

E. Hossini, Pres. . . . _ ... _......... (401} 42)-631FAX: (401) 861-3041
Elizabeth Webbing Mills Co.Inc (M) PO Box 1168 Pawtecket Ri 02862

Wayne R. Remington, AccaRep. . . . ... ... ..... (401) 723-050/TX9277)9
Elmer Plastic Fabrics Corp. (ID) P.0.Box 115 Piermomt NY 10968

Fred Elmer, Pres. - - oo oooee oe oo ee e e e e e 18) 381-3100
Empire State Coated Fabric Corp. (MIE) 636 Greeawich Street New York NY 10014

Harry Lorch Pres.& Treas. . .. ... ... ... Q12) SUI-TIHVFAX: (212) 463-3761

Empu:Sultl.aMCorp (MIE) 636 Greeawich Street New York NY 10014

Harvy Locch, Pres & Treas. . . . . .. ... ... (212) 207-TIS80/FAX: (212) 463-3161 -

Ewvets Corporatioa P.O.Box 2769 l.apuHilBCAmSl

Sandra ADBEISON . . . - - . . - - e s e e e e o e e (714) 830-9831
THE EXCELSIOR HARDWARE CO, INC 39 Woodland Awaue Stamford CT 06904

John B.Humphries, V.P. . . . . . ... . cceccnnen (203) 348-739UTX. 643690
Excel Tanaing Corp. 1889 Palmer Avenue Larchmount NY 10538

Eric Isler, EXVP. . . . .. ... .. ... (914) 834-7864TX:646238 CHLE LARC"

. |

F.Blumenthal Leather Corp. P.O.Box 309 Cedarhorst NY 11516 . . . . . . (516) 569-3464
F.D.R. Industrics Inc. 670 Broadway New York NY 10012

Jay Dentsch, V.P. . . . ... .. .. . . e (212) 7771-3051
FABRIC RESOURCES 49 Watermill Lane Great Neck NY 11021

Sid Berkowitz, V.P. SIs. . . . . ... ... ... (516) 829-45SO0/FAX: (S16) §29-5133
Fabrite Laminating (M) 70 Passaic Strect Wood-Ridge NJ 07075

MrHarry Levy, Pres. . . .. . .. .. ... ... ... ... 201) 777-1406

FA-CILE SPRING FASTENER CORP.
See Joha G.Treacy & Co..lnc.

F.C.Q. Eximtraders 1133. Broadway New York NY 10010 . . . . . . . .. €212) 243-3537
Fiberlok Inc. (M) PO Box 5 St. Louis MO 63166

BAbrams, Pres. . . . . . . . ... ...t (314) 231-7444
Fischer-Borden, Inc. (M) 611 Broadway New Y«l NY 10012

Richard Fischer, V.P. . . . _ . . .. .. .. ... (212) 475-221UFAX: (212) 529-3784
The Fouke Company P.O.Box 231 Suite 241 Greeaville SC 29606

Sam Lortz, Pres. . . . . . . . .. e e e e e e e e e e e .. (803) 2920746
Franklin Mfg. (M) 692 Pleasaat Street Norwood MA 02062

Leonard A. Mintz, Pres. . . . . . . . . . . . et e, (617) 769.5800
FRANZEN-CASTIGLIONI, N.A. INC. (MIE) 280 Midland Ave Saddle Brook NJ 07662

Carmine A. Rossi, Pres. . . . . . . .. ... 0o (201) 794-6580/TX:35306¢
Fulford Maaufacruring 65 Trips Lane E. Providence R1 02915

Bob Scott,V.P.Product Develop. . . ... .............. (401) <31-2000

Fultone Fabrics. Inc. (M} PO Box 710 Johnstown NY 12095
Arthur L.Taylor, Pres. . . . . .. ... ... ............ (518) 762.2666
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Gatox Acrces Inc. RT. 2 Boz 335K Gamsewilic L 32601 :
Craig Lycaa, Pres. .
weam, Pres. . . . L L L oo (902)371-7141
GenCorp PO Box 875 Toledo OH 436960875 )
PMichael Cortis, Nat. Sis Mgr . . . . . . . .. .. ... ... ... 419 729-371
Gencuep Polywscr Fabrics 2150 Packiske Drive #240 Atlanta GA 30343
Mr. Damoa Perry . . . . . L. e e
General Stapk Co./ (M) Antosplice Inc. 59-12 37th Avewse Woodside NY 11377
Jlack. VP '
B 2 18) 4290500
GEORGE NEWMAN & CO. (M) Bex 406 Biddcford ME 04005 o :
Dale C. Bowtom Jr. .. ..ot s m-6141 3
Georgis-Boaded Fabrics. Inc. 15 Notman Street Newark NJ 07103 g
Mr. Simoa Grubia, SlsMgr. . _ . . . ... ......... (201) 642-354UTX 138947 : §
Gdooa's Mackisc Corp. (ID) 113 Fearway Rockville Ceater NY 11570  E
Gideon RemerPres. . . . . . . .. (516) 678-302UFAX: (516) S36-8580/TX:221213 UR : - 3
G. Levor & Company Iac. (D) P.O. Box 866 Gloversville NY 12078 : -
George E. Brade, Pres. . . . . 18) 1253 Tk
I Ay 185 . £
Globe Metal Maaufactoriag Co. (M) 2150 North 10t Strect Philadelphia PA 19122 ; : N
David Polsky. Pres. . . . . . .. .. . i Q15) 763-1024 ' =
Geanat Industries.lac. (ID) 5518 North Kedzie Chicago IL 60625 ]
Sud Firaaa. VP. . ... R (312) 5394722
Graphic At Resource Associates 257 West 10 Street Swite SE New York NY 10014
‘ Robert Lasses, Owmer . . . . . . . . .. ... ............ 212) 929-0017 .
Hardware For Manufacturess. Inc (IE) 3465 Lawsoa Bivd. Oceanside NY 11572

Mark Spivack. Pres. . . . .. ... .o oo (516) 764-1370/FAX: (516) 76¢-3407
Harold Ribboa-Tapes (M) 1882 Woodbine Street Queeas NY 11385
Harold Weissman, Owmer . . . . . . . . - oo romm oo - (718) 381-49%4
HART & SON. INC. (ID) 365 Central Avenwe Behemia NY 11716
Andrew Pervome, Sl Dif. . . - .- oo v v e o ce e em o (516) S$67-7112
Haverbill Industries Inc. (M) 6) Wasd Hill Aveance P.O. Box 8179 Ward Hill MA 01835
Leland BMSiskind Treasurer . . . . - . o o o oo oo s - s s oo - (508) 374-6373
Helmac Products Corp. (M) 3030 McKinacy Avenuc # 1605 Dallas TX 75202
Nancy McKay. Nat'l Sks.Mgr. . . . ... ovv o evooome e (214) 855-1208
Herbert Jaffe Inc. 20-11 Skillman Avense Loag Island City NY 11104
Yazkov M. Meiri.Cust.Serv.Eng. . . - . ..o oo - (718) 392-1956800) 338-1956  :
HERBERT RICE FABRICS INC. (Mi) 171 Madison Avenue New York NY 10016 H 3
Fred Gold, Dir. of Sales . . . . . - . ccvccoccmmmoocnen- (212) 5320462 H .
HERMAN SCHWABE, INC. (MTED) 147 Prince Street Brooklyn NY 11201 ! i
Jerrold M. Schwabe, Pres. . . . .. ..~ e ... (118) 137-1700 ' . o ﬁ
uamesmm«c«p.(lusw:awhsgzmamuoauavorkmloom- . L o
Robert S. Katz, COOWDET . . o o o ccvome e mcmm e me e n (212) 947-1153 ’ 3
' Hochhauser Leather Co.Inc. 2335 Boston Post Road P.O. Box 910 Larchmont NY 10538 .
Guather C.Hochhauser, Pres. . . . - - c oo ouno e - (214) $34-0686/TX:646235 3
HOMA LOCKS INC. 39 Sheiter Rock Road Danbury CT 06810
Charles Borchetta, Pres. . . . . - -« cc oo oo v v oo (203) 743-5913TX 643348
Hong Kong Lap 2801 University Dr. Coral Springs FL 33065 . . . . . . . (305) 755-87177
Horween Leather Co. (M) 2015 North Elston Aveave Chicago [L 60614
Amold Missner/Skip Horween . . . . . . . .- .. oo - - (312) 772-2026/TX:280047
Hoye Textile Corp. P.O. Box 330 Croton-on-Hudson NY 10520
Ted SIO0C - - o o o e e e e e e e e e e e e e (914) 9414910
HUDSON MACHINERY CORP. 32 Stevens Street Haverhill MA 01830
Jay M.Esteskes, Exec VP ... .. oo cvomrecicneen (617) 374-0303




14¢al Fassencr Cocp. P.O.Box 548 Industry Drive Oxford NC 27365

Ralph Gut_ Pres. . . . .. ... .. (919} 693-3115X800) I34-6653FAX: (919) 693-3118
IDEAL HANDBAG FRAME MFG. CORP. 339 Greene Avenue Breokiyn NY 11238

Gerald Friedmam, Pres. . - . .. . ... ..ol (718) €22-8302
imperial Adhesives lac. 6315 Wiche Road Cincianatt OH 45237

D.Cr\isp_ Mgl_'.T«hASls. ......................... (513) 331-1300
Imperial Adhesives lac. (M) Vueginia Drw. 1920 Rose Lanc. P.Q.Box 979 Lyachburg VA 24505

J Elhmy Je MgrValye . . . ... .. ... (804) $45-4526X300) 458-1787
Imperial Display Compasy.inc. 1057 Ma:a Strect Wheeling WV 26003

Jack D.Mcadcisom. Pres. . . . .. ..ol (304) 2330711
Intercomt. Leather Machinery (MIED) 109 West 25th Sueet New York NY 10001

WH. Apped . .. .. .. ... Q12) 620-9TBUFAX: (212) 645-5024
ITW NEXUS (MIE) 230 West Gerry Drive Weed Dale 7L 60191 .

Kim Gorvin, Product Mgr. . . . . . . .. ... ...t (312) 595-1%u8

Victor WSparher, V.PSales .. ... ................ (516) 666-7800

JOHN G. MAHLER CO. (ID) 9012 Chanceiler Row P.Q.Box $60067 Dallas TX 75356

David C. Durland, Sls Mgr. . . . . - . - - cc v oo o- (214) €31-3640
Juha G. Traver Co.luc. (ID) 141-41 North 41k Strect Phitadephia PA 19106

RETaver, Pres. . . . . . - - - o e o v m o ceme o mme o (215) 627-3:03
Joha King Inc. (D) 1121 East Pico Bivd. Los Aageles CA 90021

Joha Kimg, Pres. . . .. .. .- .ot (213) 489-2200/TX:358234
Joha R. Gerardo's Inc. (M) 30 W. 31st Street New York NY 10001 . . . . (212) 695-6935
John Treacy, Sec Treacy, Joba.
Juki Industrics Of America Inc (M) 5 Haul Road Wayne NJ 07470

Dorothy Mcintosh, Adver.Mgr. . . ... ... co-cvvnm o (201) 633-7200

e —mee

Kane-M Inc. (M) I Madisoa Strect E. Rutherford NJ 07073

Raimund Schulz . . .. .... e e e e e e e, (800) 346-220¥(201) 777-2797
Kaufman Bros. Metal Products 3465 Lawson Blvd. Occanside NY 11L72

Lo Spivack, Pres. . . . .. - .- oo e (516) 763-1370/FAX: (516) 762-3407
KAYLINE PROCESSING INC. (M) 31 Coates Street Trenton NJ 08611

Harley Hoffman, NadSls.Mfg. . ... ... ...-. (609) 695-1449/(806) 367-5336
Kensol-Olsenmark Inc. (ME) 40 Melville Park Road Melvilie NY 11747

Frank JOlsen, V.P. . . .. . . ot ei i (516) 694-7773
Kingsly Machines 850 Cahuenga Bivd. Hollywood CA 90038

Charles E. Rawson, Pres. . - - . . o o - o - oo v oo mme oo o cm (213) 469-7243
Kings Specialty Co. 474-482 Baliic Strect Brooklya NY 11217

Joc! Leonard, Gen.Mgr. . . . . .. (718) 624-7510/(800) 221-663UFAX: (118) 855-3099

—L

Les & Sachs Inc. Box 1667 Des Plaines [ 60018

Larry Delfosse, V.P.Sales . . . oo oo onmeoe e s (312) 296-8000
Leather Trends (M) 222 West 38th Street New York NY 10018

Sieve-Carole Ijadi . . . . . . e e e e e e e e e (212) 391-4337/800) 227-1438
Leco Plastic, Inc. (M) 100-02 Rockaway Bivd. Ozone Park NY 11417

David Schwantz, Pres. . . . . - - o o o oo e e s (718) 848-0800
LEONARDI MANUFAC. CO. INC. (IEM) 2728 Erie Drive Weedsport NY 13166

Ezio Leonardi, Pres. . . . .« . - oo oo v m oo oo (315) 834-6611/(800) 356-7354
A. Lewis Thread Mfg.Co.Inc. (MD) 476 Broadway New York NY 10013

Eddic Lewis, President . . . . . . . . .« oo oot oo 212) 226-7937
Locwengait & Co. (M) 3 Park Avenue New York NY 10016

Mr. Marten Lowengart . . . . . . .. .. . e (212) 686-7666
Long Manufacturing Co..Inc. (M) 1135 Commerce Stseet Petersburg VA 23803

Thomas M.Long, Pres. . . . . . . . .. oo (804) 732-8444
Louis G. Freeman 1369 Cox Avenuc Edanger KY 41018

Carl Dragan, Sle.Mgr. . . ... .. ... ... ... (606) 371-4433/TX:241485
L. Travis Textiles/Putnam Mill (MD) 469 Tth Avenue New York NY 10018

Marie Cangialosi . . . . . . ..o oo {212) 736.6664

{omane & Handbas Sepplv Ca (1D 126 W Glynypie Bivd Las Anzeles CA 9001
Yoy bubutan, e (1 79 v

o e PO Boy 109 Hampionnile NC 25000 (9193 SHN.ESDD
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Magic Novelty Ce. inc. 308 Dyckman Strect New Yok NY 10034

Swewe LaSeclla, Sk, Mpe. _ L L Ll oL L ool (212) 30421
Manofactureres Supplics Co. 730 North 18th Strcet St.Louis MO 63103

Robert Gocelloer, Exec.V.P. . . . . . . . . .. . L ... (314) 231-7886
Maynard H_Moore Jr_ Inc. (M) 430 Maia Steet P.O. Box 152 Swoacham MA 02180-0152

David MFolcy . . . . . .. (617) QXX.1300
Mcrchant Owverseas (1) €1 Bassett Strect Providence R1 02903

Mindy Wachtenheim, Sales . . . . .. .. ... ... .. .....__. (401) 331-5603
Middlesex Rescarch Mfg.. Co. P.O.Box 444 Hudson MA 01749-0004

Sara EColdwell. VP Cust Servy . . . . . . ... .. (308) 562-3697A800) 321-MRMR
MINCO PRODUCTS CORP. (M) 69 Washington Street Brookiya NY 11201

JMimkow, Pres. . . . . .. .. ...l i it i s (18) 6246874

Minival Lid. 207 Kentish Town Road Londoa England
M. Albert/Mr Sass.Dir. . . (01)267-2816/7/8/Easylink: 190181 7S/TX:946240(CWEASYG)
Mohawk Fabric Co. (M) 96 Guy Park Avenwe Amsterdam NY 12010

Gregory Needham, Pres. . . . . . . . .. ... .. .......... (518) $42-30%
MORBERN INC. 1967 46th Avenue Lackhine, Quebec HST-2P1, Canada

Jack Greeablaut, VPSIs&Mkeg . . ... .. .. (514) €31-29%/FAX: (S14) 631-3249
M. SIEGEL CO., INC. 120 Poxd St. Ashiand MA 01721

Wayne Siegel . . . .. ... ... ... (508) 881-5200

N_—

National Die Works (MIE) Rt.1 Box 3 Hwy.76 Lynchburg SC 29080

James ABircher, Pres. .. .. ... ... _ ... ... (803) 437-21€1/TX:821350
National Felt Company (M) P.O. Box 150 Easthampton MA 01027

Pat Sliva, Mlag.Dir. . . . .. ... ....... ... (413) 327-3445/(800) 234-1039
National Molding Corp. (M) 5 Dubon Court Farmingdale NY 11735

Joseph Anscher . . .. .. ... .. ... L L ... (516) 293-8696
National Webbing Products 77 Second Avenue Garden City Park NY 11040

Edward Glassgold, V.P.Sales . . . ... ... ... _ ... ... . . (516) 741-9660
Nebo Thread Mills Corp. 476 Broadway New York NY 10013

Iving Heakus, Pres. . . .. ... ... ... .. .. _ . ..._. .. (212) 226-7037
Newberger Brothers.Inc. (MIED) 2108 West Fullerton Avenue Chicago IL 60647

Michacl Newberger, Pres. . . . . .. .. _ ... .. (312) 4394100/TWX 910-221-1129
Newcastle Fabrics (M) 80 Wythe Avenue Brooklva NY 11211

Joha Morelli. VPSales . . .. ... .. ... ... .. .. .. (718) 782-5560
New Directions in Leather, Lid P.O.Box 2297 S. Portland ME 04106

Michael Turkanis . . .. .. .. ... .. ... . .. ... _. 207) 767-3337
The New Jersey Wire Stitching (M) Machine Co. 10th Street & Newtown Ave. Camden NJ

08103. F.William Storck. Pres. . ... . ... .. ... ... ... . (609) 3650196
Newman Leather Corp. (D) 2101 Ross Aveaue P.0.Box 331 Cincianati OH 45212

James O. Newman, Pres. . . . . ... ... . . ... .. .. .. .. (513) 731-9888
New York Cutting & Gumming Co. 150 Wesley Strect South Hackensack NJ 07606

Dave Masn, Sis. Mgr. . . . . . . ... ... ... .. . (201) 437-3093/(212) 5634146
Noveltybias-Novelty Plastics 11 Webster Ave. Chelsea MA 02150

John Rawo, V.P. . ... ... ... .. L (617) 884-7900

Nylon Molding Corporation (MD) 1617 S. California Monrovia CA 91017
Gary Faze . .. .. .. ... .. ... . ..... . (818) 358-2305/(800) 321-1243

“o

OHIO TRAVEL BAG MFG. CO. (MIED) 811 Prospect Avenue Cleveland OH 44125

] e-vppenheim, Pres. . ... L., ., ... (216) 621-596TX 980164
Oliner Fibre Co. (MED) 170 North Fifih Street Brooklyn NY 11211 .

................. (718) 782-9370/TX:226611 FIBRE UR
ONTARIO DIE CO. OF AMERICA (M) 2735 20th St. P.0O.Box 610397 Port Huron M|

48061. David J. Lees, V.P.Sls, & Mkig...... (313) 987-5060/FAX: (313) 987-3688

Optima Import, Co. (1) 4825 Colicge Avenuc Room 207 San Dicgo CA 92115

83.9240
Andrew Braun, Pres. . . . . . . . . . e e e e e e e e e e 619) S

;-
b

o,




Pan Industrics 13101 Washington Bivd. Los Angeles, CA

Dick Koeoki . . . . . . .. ... ... . (213) 516-8580 FAX: (213) 3240941
Paramount Thread (ME) 29-02 Borden Avenuc Loag Istand City NY 11101

Shelly Marks, Pres. . ... .. _ ... . (718) 482.05004(800) 221-0082
Parimco Products (1€) 100 East 42nd Strect New York NY 10017

Thomas Ziclinski.V,P.MklgA ................ (212) 286-9595/TX:220 821
PHC Industries (M) 1643 Haddon Avenue Camden NJ 08103

George Bussh .. ... ... (609) 966-0980
PHILMAR FABRICS, INC. (S) 1S8 W. 2914 Street New York NY 10001

Hacvey Drucker, V. .. ... . . (212) 239-1551
Phipps-Faire Int_ L1d. Riverside Way Bedford Road P.O.Box | Northhampton England

Mr. C.P.Roach, Export Dir. . ... .. ... . . . 0604/212000TX:31310
Pierre-G Leather,Inc. 112 West 9th Street #1211 Los Angeles CA 90015 .

Max Gezerse, Pres. . . ... ... Q13) 624-5907/TX:755623
P.J.Coansidine Inc. 118 Brook Street Scarsdale NY 10583

Bob Coasidine ... ... ... ... .. ... .. ... . . (914) 7254880

Plascal Corp. (ME) 361 Eastern Parkway Farmingdale NY 11735

Heary Chozick, V.P. . ... ... . " T (516) 156-6836
Prestolock 100 Outwater Lane Garfield NJ 072026

Roland Dumas, Sales Executive . . . ... ...._ ... . (201) 340-1007/TX:139352
Prima Die Co. Inc. (MT) 3546 East 15th Swreet Los Angeles CA 90023

Michelle Nipp, Sls.Mgr. . . . .. .. .. _ .. QI3) 268-3434/TX:287771 PRIMA UR
Princeton Case Co. Inc. (M) 667 Lehigh Avenue Union NJ 07083

Steve Parker, Pres. . . .. _ ... .. e . .. (201) 687-1750
Progressive Service Die Co. (M) 2720 Clark Street _i Louis MO 63103

Kean ESwmVIPSales . .. .. ... . .. . . . 314) 531-4300/(800) 325-8109
Puritan lodustrics, Inc. (MED) P.O_Box 172 122 Powdcr Mill Road Collinsville CT 06022

AP Papaack, Pres. . ... ... .. ... . . .. (203) 6930791
Q

Q-Eximtrade (ID) 1133 Broadway Suitc 928 New York NY 10010 Q@12) 26349%
Sorny Quisumbing, Pres. . . .. ... ... ... ..., .......

Rainbow Leather Inc. 14-15 112th Street College Point NY 11356 1) 939.876
Richard Lipson . . . .. .. ... ... ... ...

RALPH STEINBERG, Inc. 50 Pocono Road P.O.Box 249 Brookfield Center CT 06805 l
Pat Morpera

.............. c e ee .. (203) TI5-8SOQ/TX:643138

RANDALL LEATHER MACHINERY (MD) 33-01 Houaters Pt Avenue Loag Istand Ciey

NY 11101. Jon Katz, VP, . ... (718) 36!-2421!(800) 223-6018/FAX: (718) 706-6576
RANDOLPH-RAND CORP. 176 Madison Avenue New York NY 10016

M. Medina, Pres. . ... T T 212) MUS-8080
RAU FASTENERS. INC. (M) 102 Westfield Street Providence Ri 02907

John Connor, V.P. Sales . ... (401) 861-7100
Ready Cut Leather 145 Essex Streeq Haverhill MA 01830

Jim Merz, GeaMgr. ... .. .. .. .. . (508) 374-1994/FAX: (508) 374-8518
Rector International Equipment Corp. 9 West Prospect Avenue Mt.Vernon NY 10550

Marold PSten .. .. 0 T (914) 699-5755/TX:131435
Regent Mfg. Co. 259 Second Sueet Saddle Brook NJ 07662

Hal Simkowitz, v, . ... 0 0 T (201) 478-9200
Reiner Textiles Inc. (ED) 1270 Broadway New York NY 1000]

Max ReinerPres, .. ... 0 00T (212) 736-7i4s
R-H Producis Co. Inc. (M) P.O.Box 301 308 High Street Acton MA 01720

M.L Filiurin, SIs. Mee (617) 259-9464

Richard Joner & Co. Ine. 5 Burr Sueet P.O.Box 542 Gloversville NY 12078

Richard JonerPres. ... ... 07 TCTTTTE (518) 7254622
RINGS WIRE INC. (M) 24 West 25th Street New York NY 10010

Brian Coldsmith, V.P. Sales ... ..... .. .. . .. . (212) 741-9779




i - 19 McKeon Road Box 273 Worcester MA 016130273
Ré':l?f%l’:.‘.‘f C;mm o Bon 313 Woree (S08) 756-57261(800) 641-0606
ROBUS LEATHER INC. (M) 8 Lincota Street Box 408 Biddeford MA o«ms(2 .
Th S. Robdi ,Gcn.l\{gr......:.: ...........
lie NY 11701
R;:lbm;“hbbr? Company 9 DeFortest Suce Mmm - - (516) 842.2000(800) 221-74as
Omanoff . . .
CORP. (M) P.0.Box 213 Milford CT 06460
nlom: f‘ﬁﬁ'ﬁtﬁ 21:; .............. (203) 8746719/FAX: (203) 877-020;
k(l)z;srrm%n SALES CORP. (M} 24 West 25th Street New York Ny lﬂ:lz: 741
James Reiter, Vl’ Sales . . . _ ... - chws ........... Q 9779
R“mmwdm o (4 P'O.Boxj.] Shu“ ............... (704) 7582338
""""" th New Yock NY 16010-3205
Wil Congoane e M4 West 4 e Nem Yok NY 160 .. Q1) r.5250
Rathcbild Printiag Co. Inc. 7900 Barawell Avane Blmkars NY 1373
Herbert RothchiMd Pres. . . " (713) $99-6000/800) 233.00;5
RUBY SILBERMAN STAPLE CO. INC. (ID) 138 West 25tk Street New v«(: ll:)Y um”s
Ruby Silberman,Pres. e .. 684.9

S\

i os218
Paper Company. Inc. 51 FlddcmaAmP.O.Bomedm-NI
sé:lzd S. Salwen, l”rcs ....... (201) 225400C/(300) 255-8600/TX:704326 SALWEN

i0c Co.. I (V) Bocso b e e oo Q12) 989-1270
Schacfer Machine Co_, Inc. (M) Boston Post Road P.0.Box 934 Clinton CT 06413
John Vv, Ketcham, v

ST (800) 243-5143/FAX- (203) 669-3478
SCHER FABRICS, INC.119w, 40th St. New York NY 10018
Sidney Yaroslawity

...... 212) 382.2266/FAX: 12) 3182.007¢
Schwarz Leazher Co. (E)P.0. Box 6500 400 Gotham Pad:!vay Caristagg NJ 07072
Harry Lorch, Pres & Treas

........ - (201) 869—8!001(212) 594-906011‘)(:!30048
Scovill Apparel Fasteners Inc. P.O.Box 4¢ Clarkesville Ga 30523
Mr. Jerarg Dufty

t-—

.................... (408) 75443, ‘
Sea Islagd Thread Co. 47¢ Broadway New York NY 10013

........ Q12) 267037
Seal-O-Maric Co. 900 Passaic Avenuc Eag Newark Nj 07029
Mel Onner, Pres. ..~

........... (201) 48!-65(!)/(800) 631-2072
Scroussi Sajes 9 Cayaduna Street P.O. Box 251 Gloversville NY 12078

Abraham V.SCrou;Sl "

................... (518) 725-6]64/(518) 725-8114
Seton Name Plate Corp. (MD) P.O. Boyx Druver 133; New Haven CT 06505
Ask For “SALES"

.................... (203) 488-80591(800) 243-6624
$.G. Sales Co. 934 Steyvesan, Union NJ 07983

Sty KLERTRER, i iy oo (201) 686-1221 ,
SIGMA LEATHER, Inc. (MIED) sg Pocoao Roagd Brookfield Cyr, CT 06305

Ralph M -Steinberg, TS e T CT o (203)- 775.8549

Silverman Products & Textiles IE) 205
Lester Silverman, Treasurer

....................... (212) 943-8200

Singer Sewing Co. 135 Raritan Center Parkway Egison NJjo8g3y i

R, WENG s Cor, - S Nomy (201) 632.6700
S.LR. WEBBING INC. (M) P.O. Box 163 Wood Ridge NJ 07075

Samuel gociner, Pres . N (201) 777-883VFAX- (201) 471.983;
S.Kaplan Sewing Machine Co.lnc 107 Wesq 25th Surcet New York NY 10001

Steven Pl g Co o, 31 o e e NY 000t 212) 691990
Sommers Plastic Prod.Co. . Inc. 81 Kuller Road Clifion NJo7015

Fred Schecrer, O (201) 777-7888’(800) 2257677
Spencer Laminating Corp. 3275 Victory Bivd, Staten Islang NY 10314

Spencer Rounberg ........................... (718) 494-3302
Sprayway Inc. (M) 434 vigs Avenue Addison IL 6010] ’

J.Bamie Blackbuen, P Wb (312) 628-3000
STARENSIER, INC. Five Perkins Way P.O. Boyx 408 Newburypor( MA 01950

Louis A, Rubcnfeld. Pees. .. ..o (508) 462-73Il/FAX: (508) 465-6123,' i
Starlight Industries. Inc. 39 Front Streer Brooklyn NY 1120) '

ot Silber e Drooklyn Y (718) 643-3400/FAX: (718) 9350885' !
S(crling Leather Goods Co. 1407 sou, Strect Btookjyn NY 29, (718) 85!-63!0,
STIMPSON Co., INc. (5) 900 Sylvan Avenue Bayport NY 1170s '
M.J. Sacco, Asst. Sis, Mg ... (516) nz-zooom(:rrrmw-zno!
Stitcherafi Thread Mills (M1) 1437 Santee Streer Log Angeles CA 9001 !

P s C213) 749.310
Stoffel Seals Com. P.O. Box 825 400 Hygp Avenue Nayack Ny 10960 ]
Ron Voorhee ;, Sales Mpr. . . (914) 353-3?200/)7\)(' (914) 353 o0

it




SrMYy LLather Lid. (M) 555 8th Avenue New York Ny 10018

DTAG S S Al o @t 12) 629-5092_5093
SUDHAUS OF AMERICA, INC. (MSR22E, Unig ¢ Lebanon N 08333

Richard J. Rekuc, CEO . ... ... ... 201) 236-7113/FAX. 201) 236-7691
SUPERIOR LEATHER CO. 50 Pocona Road P.Q.Box 249 Brookficld CT 06805

ony Miodoaka ... .. 0777 TTOREORe (203) 775-8500/T X:643138 -
SX Industrics Inc. (M) 142 Will Drive Cantoa MA 02021

Mictael Fink, Vp eI T el Too- . (617) B28.7111
Syntheuc Thread Co..Inc_ (M) 825 12th Av:nye Besihicham PA 18013
Rt Fogosn. VP s 15) 368-3575

T

LI I,

Taloa, Inc. (M) 1350 Broaaway Rm: 212 New Yock NY 10018 o«

Steven Zambito, Exec. V.P. . . _ | R . 58-6685
AL 36202
T:mmommm". P;’OP. B.SIIG‘ 2.2.7 :‘t““t"? ...... (205) 236-2535/(800) 52!-1781.
i )24AT NY 11581 )

Tayloe lmpomagnclo- (1) 24A Fourth Street Valley Stwfuf .......... 516 82551
James Taylor I, Pastner . . . . . o CTosss]

Tele-Sonic/Packaging iy huCap-(M)“CmnhneGm ............ ————
Mr. B. Kaw, Pres. . .. .. .

1. Craig Scotlang
Thomasion Milts 1S € Main

David Wright, Rec. Fab. Mgr.
Thomson Nati_Pregs Co..(M) 115 Dea

Kazen K. Lapre, Adv. D;; (617) SZB-ZOOOITX:SIO60I4267
Toko Ferrite Co., Ld. (MID) 342 Madison Ave Suite 1418 New

...... (404) 637-713]/TX:303-8045|I
n Avenue Franklin MA 02038

York NY 10173
Mr. Yuji Hoshina, Gep, Mee (212) 599-2179Tx-17T- 420071 TTCNY
TOP VALUE FABRICS 403 w Carmel Drive Carmel IN 46032
Dick Leventha', Secfleeas . ... T 317) 8«-7496/(866) 428-5006
Transfer Monogram Co. JInc. 2614 W. Noa Av:nue Chicago

1L 60647
Chuck Weisz, g o B s e T G12) 772-5200
Trzas World Tanning Co. p.0. Box 27 Mercersburg pa 17236
Kent H.Schudurdc. O N Gzt e (717) 328.5158
JOHN G. TREACY & CO. INC. (M) Ree S11P.0. Box 175 M. Bethel PA 18343
John e O e (717} 897-7!01/(800) 431-1832
TRIDENT IND, PRODUCTS g555 West McNab Road Tamarac FL 33331
Nancy Sinram, oAy 36 it e e P (305) 726-0270 .
TRW Fasteners Division (M) 265 Third Sireer Cambridge Ma 02146 .
F.A Wright, Produc: Mg oo ©17) 494-5500/(300) FASTEN.| '
v g
United States Box Corp. (M) 1296 McCarter Hwy. Newark NJ 07104 ; ,
Tom Kossof, vp. . .~ e (201) 48]-2000[(7!8) 387-1510 !
———

' .
- -

United Threaq Mills Corp
Ira Henkus, Sls. Mgr.

....................... (516) 536-3900
Universa) Strap Inc. (M) Industrial Drive P.0.Box 40 Jackson WI 53037
John Seidier, v p. Sales L e (414) 677-3641/(300) 558-1209 I

Velero Usa Ine. 206 Brown Avenye Manchesier Ny 03103 :
Donald B.Torbich,Mklg.Mgr.

e COp. 119 We.t 25(h Steet New Yo wy'vocr? ~ -« -+ v o (603) 669-459
Vinex Corp. 119 we 4 25th Steeet New York NY 1000 : ’

Peter Zieres, CEATHER €0, ) e (212) 463.832¢
VOLUNTEER LEATHER co. (M) Kefayvi i i

Tom Griffin, vp Sts/Mkg

.................. (615) 367.826]

tesp e ny
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Waterbury Buckle Co. (S) 952 S Main Street Waterbury CT 06795

David Dalton, Gea SIs Mgr . . . . . . _ .. ... . ... . (203) 753-1161/TX-962484
Wellington Iaternational.Inc. P.0. Box 923 Newbaryport MA 01950-5623

Joscph Smidt, Pres. . .. _ .. ... ... ... (617) 462-2288/TX:95-1322 SIRVAL
West Coast Laminating Corp. 1820 Embarcadero Oakland CA 94606

Nick Balas.Technical Mgr. . . ... ... .. ... __. __. .. _ . (415) 534-0944
Western Plastics 1020 East 14th Place Los Angeles CA 90021

Heary Kaufman, Pres. . . . . . .. ... ... ..._.... . . _. (213) 748-7388
Western Supplies Co. (M) 2920 Cass Avenue St. Loais MO 63106

AW, Alvater, Jr., VP, . ... L (314) 531-0100
Wickent & Craig Lid. 100 Bayview Avennc Toronto Ontario MSA 3R6 Canada

Peter StewarBrian Andrews . . . . ... ... ... .. ... . (416) 364-3205
The Wircwright Corp. (MIED) 528 N. Fries Avenue Wilmiagton CA 90744-5597

Roa Winger, Pres. . . . .. _ . ....._.... (213) 637-7400/FAX (213) 835-7TN!
Wood & Hyde Leather Co. Inc. (M) 68 Wood Strect Gloversville NY 12078

Paul Cordone, Sis.Mgr. . _ . _ .. ... . _ ... ... .. . . . (518) 725-7105
Worcestor Tool & Stamping (M) 10 Hankey Street Rochdale MA 01542

Karen Magouson, VP . . . .. ... . ... . _.... .. ... ... . (508) 892-8194
WORLD TRADING INC. (IED} 121 Spencer Plain Road Old Saybrook Ci 06475

Paul Bazzano, Pres. . ... ... (203) 399-5962/(800) 777-TT07/FAX: (203) 399-5714
Worthen Industries Inc. 3 E. Spit Brook Road Nashua NH 03060

Irene Maslanka Cust.Serv.Mgr. . . . ... .. ... .. (603) 888-5443/(800) 258-1757
W. PEARCE & BROS. INC. (I) 38 West 32nd Street, #604 New York NY 10001

Chandler S. Lowell, Jr. . ... ......... (212) 244-4595/FAX: (212) 564-0263

Y._

YKK U.S.A. INC. (M) 1306 Cobb Industrial Marietta GA 30066
Mr. Kitano, Pres. . . .. ... .. ... ... ... .. ... ... (104) 427.5521
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