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1. INTRODUCTION

ITC prepared a summarised evaluation of its large scale project "Meet in Africa" which involves a
biennial all Africa exhibition of leather products, buyers/sellers meetings, seminars and workshops,
experts meetings and meetings of the African Federation of Leather and Allied Industry (AFLAI).
Three events have already taken place: Cape Town (1998), Casablanca (2000) and Tunis (2002). The
next event is planned in Addis Ababa (2004).

It is a large and complex evaluation to assess results and impact in all leather and allied products
producers, to present the status and future of AFLAI to assess financial results and perspectives and
consequences in possible gradual phasing out of ITC and Dutch donor.

Under the guidance of ITC, an impact field study in African countries has been conducted by AFLAI,
and it was completed by the end of October 2003. Based on the results of AFLAI the ITC developed
an international evaluation, including some missions to selected African countries to validate the
previous study and to complement it, starting with a visit to Tunisia - present AFLAI secretariat, and
included Ethiopia - next MIA in 2004.

The evaluator visited Tunisia, Ethiopia, Kenya, Morocco, South Africa, Senegal, and Mali, under the
ITC scheduled official missions, and informally had briefings with some key actors in Egypt and
Algeria.

2. EXECUTIVE SUMMARY

PURPOSE OF THE PROJECT

The “Meet in Africa” (MIA) was established as the main axis of ITC cooperation in Africa for the
leather sector. MIA is a project designed within the context of the Integrated Leather Sector Export
Development Program for Africa (RAF/47/72), whose main objective is to assist the African leather
sector in achieving sustainable growth through improved competitiveness and expanded trade with a
social development impact in terms of employment. I'TC created two pillars within the program: (1) the
“Meet in Africa” (MIA) trade fair and seminar event; (2) the African Federation of Leather and Allied
Industry (AFLAI).

METHODOLOGY OF THE EVALUATION

A multiple method design, combining both qualitative and quantitative data, was used to ensure reliable
and valid results. A comprehensive framework was developed to guide the evaluation, combining
AFLALI survey study and independent consultation. Initially the evaluation was developed through an
in-depth survey among the African business sector, carried-out by AFLAI, followed by the present
independent evaluation. Consultant initiated several missions through the African market to contact key
players. Objective of the interviews was to assess the impact of MIA events in each country where the
fairs were realized: questions have been asked about the follow up projects, about the impact on the
commercial aspects that have been consolidated, and how MIA could have modernized the African
leather sector. The evaluation accessible through the following papers was obtained analysing the
AFLALI survey, summarising the meetings between consultant and key players, and it is supported by
analyses of various ITC preliminary and intermediate reports, in addition to other reports and
comments received from entrepreneurs.

KEY FINDINGS

The findings from the evaluation of this project provide evidence of perceived improvements in the
consolidation of the trade fair since the implementation of MIA. Buyers now have access to a wider
range of African enterprises to meet their needs. Direct access to trans African business relations has
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facilitated the process requiring more sub-regional integration across the African continent. MIA
seminars tentatively prioritised technical assistance activities, predicted outcome and future
development opportunities. From a coordination perspective, ITC program tried to improve a number
of complementary self-contained clusters of activities: preparation and implementation of the MIAs as
a way to boost intra-African trade and African exports to international markets; strengthening the
Internet site for African hides, skins and leather products; building and strengthening the capacity of
sectorial institutions at national, sub-regional and regional level as well as promoting their networking;
creating awareness on trade potential among SMEs and developing enterprise competitiveness. As a
result, visitors to MIA are constantly increasing, from initial 1.000 of Cape Town to 2.200 of Tunis.
From the CLIA (Coordinated Leather Industry Assistance) perspective, certain aspects of technical
assistance from international cooperation agencies and international donors were predicted to be
coordinated between MIA and the leather sector. In addition, the AFLAI has advanced the role of
selecting co-organiser countries and locations for each MIA event. Finally, MIA became market-centred
according to an innovative criterion adopted to define weakness and opportunities, priorities, goals and
instruments, essentially embodied to change the African leather sector being “product oriented” to
explicitly “market oriented”, and entrepreneurs from all sub-sectors appear to be satisfied with MIA
services provided.

The interviews demonstrate several success stories, including partnership developments, technical
assistance and successful business, between them most relevant are those related to trans African
trades. Twenty-four success stories have been recorded, two of them from the Cape Town 1998, nine
experiences related to Casablanca 2000, and thirteen resumed by some participants of Tunis 2002.
Business of different nature and technical assistance programs occupied entrepreneurs from Tunisia,
Senegal, Mali, Morocco, Cameroon, Ethiopia, South Africa, Mauritania, Chad, Burundi, Algeria, Kenya,
and Botswana between the African countries, and the EU, India and Brazil worldwide. Many business
and technical assistance programs have been designed between African countries, with fifteen examples
gathered from the interviews. About ten trans-national follow up projects designed between African
enterprises were pure trade business, and five were technical assistance programs that saw North
African partner on one side, and Sub Saharan promoters on the other side. Interviews underline that
trans African contacts were developed with MIA for the first time, since business between Africans of
different countries is not common.

Challenges remain despite these positive accomplishments. Some of the challenges include: (a) the
efficiency of the MIA referral process from cooperation grant to private management which is
compromised by mandatory AFLAI association to be the predicted agency enabled to manage MIA (as
prediction). Set up of a trans-African leather cluster network remains an issue, AFLAI responsibilities
are unclear and implementation of cluster networks at national/regional levels continue to be the
primary intervention approach across all African countries related to the sector. Insufficient human
resources, lack of communication, unpredicted differences expressed by different sub-sectors or
markets, and non homogeneous rules played in their local networks by the professionals embodying the
AFLAI panel, were the most commonly reported barriers to network coordination services delivered by
AFLALI; (b) the difficult to deliver differentiated entrepreneurial sectors in the appropriate environment,
between trade fair divisions and company matching activities. The time allowed for the preliminary
identification for the company matching between buyers and sellers was insufficient. The selection was
produced only one or two days before the date of the meetings. The profiles were not sufficient
especially for international clients. It was difficult to rate the impact of the problem on function for
clients who were in the process of selecting proper complementary partners, as promised by means of a
specifically supported activity named “buyers and sellers meeting”.

Data sources recognized certain advantage of MIA’s competitive position between the trading events of
world leather and footwear market, when compared to the poor performance of the African
leather/footwear manufacturing cluster in the wotld context. However a benchmarking exercise shows
that further improvements must be achieved in order to get sustainable MIA trade fairs, mainly
increasing the level of specialisation of the promotion and preliminary organisation to get more buyers
both from Africa and the international market. These shortcomings provided numerous suggestions of
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ways to get MIA trade fairs sustainable in view of its privatisation. Starting from entrepreneurs’ point of
view, the most frequently mentioned suggestion was the need of an increasing in the level of
professional resources across all sectors. Detailed suggestions included the creation of an independent
executive agency managed by some key players of the sector in Africa, possibly in joint venture with a
commercial trade fair organisation already existing in Africa, and the rehabilitation of a leather cluster
network by means of an intermediate agency fully autonomous and independent from the regional and
national leather networks. The services of the trans-national cluster should be the consequence of the
services and resources of the regional partners, but should not impede the services of some local and
regional organisations, or single enterprises as well, operating throughout the cluster. Therefore, rather
than providing new services, existing regional services are to be harmonised, in order to be opened to

enterprises of the partner regions.

Box 1SWOT figure: Meet in Africa trade fair and project management
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3. EVALUATION FRAMEWORK

African survey by AFLAI and consultancy

3.1 PURPOSE OF THE EVALUATION

The evaluation is aimed to assess results and draw lessons from the past to identify the conditions to
make the biennial “Meet In Africa” (MIA) leather event self-sustainable and also to recommend a road
map for future development as of 2006 entrusting the African Federation of Leather and Allied
Industry (AFLAI) with the responsibility for taking over its organization as of 2006.

The evaluation was developed through an in-depth survey among the African business sector carried-
out by AFLAI and later the present independent evaluation, carried out by a consultant appointed by
ITC in collaboration with the AFLAI presidency.

3.2 BACKGROUND AND JUSTIFICATION

ITC approach to the promotion development of an export improvement program for the leather
industry in Africa started in 1996 (project INT/47/57) with the goal of creating technical capability to
coordinate assistance projects in the African continent. ITC created two pillars within the program:

1) The “Meet in Africa” (MIA) trade fair and seminar event that has become a well known
international event and it is now attracting a large number of businessmen from Africa and overseas.
Nevertheless it is still in its development stage lacking certainty of continued African participation. The
MIA events consist of a series of experts’ and professionals’ meetings, conferences, workshops, and
buyers/sellers meetings organized around the main activity, the Meet in Africa exhibition.

2) the African Federation of Leather and Allied Industry (AFLAI), the only entity representing
the whole African leather sector. The AFLAI was created by an initiative of ITC and formally
established during the first MIA event in Cape Town in 1998. The AFLAI has been cooperating since
then with ITC in organizing the events, through its network of sub regional members, especially for
promoting, mobilizing and coordinating African participation.

Since 1996, the Africa leather program has been implemented with major contributions provided by the
Government of the Netherlands through CBI. Other contributions either in funds, or in kind (research,
logistical support, etc.) have been supplied by organizations such as the Semaine Internationale du Cuir
(SIC), the National Association of Italian Footwear, Leather Goods and Tannery Machines
(ASSOMAC), the Common Fund for Commodities and FAO, or UNIDO. A growing source of
revenues comes from the MIA exhibitions themselves (registration fees, rental of stands, interest). The
total expenditures of the program and related activities in Africa between 1996 and 2003 can
tentatively be estimated at about US$ 4.7 millions.

3.3 SCOPE OF THE EVALUATION

The evaluation concentrates its research and review on the years 2000 to 2003 during which two MIA
fairs took place, and on the future development of the MIA concept, starting with the 2004 MIA in
Addis Ababa. In addition, the evaluation needs to build on the findings and recommendations of the
1999 evaluation that reviewed the preparatory work of the program, the organization of the first fair in
Cape Town, and the building blocks of AFLAIL

The evaluation also assess the gradual building up of AFLAI capacities, of sub regional and National
trade associations with regards to their taking over the responsibilities that have been originally
entrusted to the program and the possible sustainability of the present system to continue promotion
and development.
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4. EVALUATION METHODOLOGY

Methodology, Documents reviewed, AFLAI survey, field visits

41 METHODOLOGY

After the first phase of acknowledgment, the evaluator started several missions throughout the African
market to contact key players, like private entrepreneurs, sector managers, and service agencies.

4.1.1 FIELD VISITS:

The first mission has been to Tunis, location of AFLAIL The second has been Kenya, location of
ESALIA (Eastern & Southern African Association) that is representing ten countries of the Southern
and Western (ESALIA; list of member countries: 1. Uganda Leather and Allied Association, 2. Ethiopia
Tanners Association, 3. Kenya Tanners Association, 4. Eritrean Leather and Allied Industries
Association, 5. Leather Industries Association of Zambia, 6. Leather Association of Tanzania, 7.
Leather Association of Malawi, 8. Leather Chamber of Sudan, 9. Leather Industries Association of
Namibia, 10. Leather Institute of Zimbabwe). After Kenya the mission went to Ethiopia, host country
for MIA 2004, organised in partnership with ETA (Ethiopian Tanners Association) and ELIA (or
E.T.F.S.G.M.A)), the Ethiopian Leather Industry Association. In Morocco the local Leather field
Association (FEDIC) and some stakeholders have been met, and interviewed about the past MIA of
Casablanca (2000). South Africa has been visited related to the opening event in Cape Town (1998).
Between other regions of Sub-Saharan Africa, Senegal and Mali have been selected for their
participation and involvement in the AFLAI and ITC support to the MIA events. Algeria and Egypt
have been contacted, as preferred countries for the EU, for their important role, in perspective, within
the trading cooperation between the Mediterranean countries of Europe and Africa

4.1.2 EVALUATION FRAMEWORK

Objective of the interviews were to assess the impact of MIA events in each country where the fairs
were realized: questions have been asked about the follow up projects, about the impact on the
commercial aspects that have been consolidated, and how MIA could have modernized the African
leather sector, characterised by stagnation and weakness. Weakness depending on lack of working
capital, lack of technical skills, poor product quality and design, inappropriate marketing strategies, lack
of adequate managerial and marketing skills.

Lack of Working Capital — Most commercial banks in Africa offer finances to industries at extremely
high interest rates and, because of that, there is no incentive on the part of the business to procure the
loans and this is one of the reason of the slow and poor growth of the Industry. Most industries are
indigenous and do not have the strength to negotiate outside Africa like most multi-Nationals do.

Lack of Technical Skills — Many existing technical training institutes within the region, that train in
leather products manufacture, lack the basic equipment and tools to offer adequate modern training in
product design, efficient production processes etc.

Poor Product Quality and Design— Due to lack of proper skills and basic equipment and general
information about fashion trends, the leather goods factories end up producing products that are not
required by the market as they lack in terms of quality and fashion.

Inappropriate Marketing Strategies — Most leather products manufacturers lack proper marketing
mechanisms intended not for “niche” market but for “the general market”.

Lack of adequate managerial and marketing skills— Most of the leather products businesses are
run on entrepreneurial basis. The owner/founder is also the manager who grows as the business grow
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and who, in most cases, is accustomed to “doing things his way” which in most cases is not the right
way. Given the African socialist culture, it is common to find relatives working in the businesses not
because of proper qualifications but because of cultural inclinations, which bring about trust and
loyalty.

4.1.3 EVALUATION PROCESS

Analysis of the impact of MIA as reported by AFLAI and meetings with the key actors in the countries
where MIA had been/will be organized:

4.1.3.1 THE NATIONAL COORDINATING COMMITTEE (NCC) THAT WAS IN
CHARGE OF THE ORGANIZATION OF THE EVENT
Briefing about the set up and the final realization of the MIA events: the problems, milestones and
outcomes of the organization. The role played by the local intermediate agencies or allied institutions
that sufficiently/not sufficiently supported the trade fairs and seminars events. The level of
communication articulated between the stakeholders and the predicted Executive Agency (AFLAI).

41.3.2 THE LOCAL ASSOCIATIONS INVOLVED

Evaluation report of the impact of the MIA trade fairs and follow up activities, analysing the level of
satisfaction achieved by entrepreneurs between several African countries.

41.3.3 SOME LOCAL COMPANIES THAT HAD POSITIVE FOLLOW UP DUE TO
THE MIA EVENT

Briefings about the follow up project or the new trades developed because of MIA.

4.1.3.4 ANY OTHER MEETING WITH RELEVANT INSTITUTIONS OR PRIVATE
ENTREPRENEURS THAT MAY BE OF INTEREST FOR THE EVALUATION
OF THE EVENT IN OBJECT

There have been meetings with entrepreneurs, social capital of the cluster, but also with the
intermediate agencies, financing institutions, State bodies designed to promote and support the sector,
training institutes etc...
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4.2 DOCUMENTS REVIEWED

5/8/99; Evaluation; Cape Town 98; El Mokadem
12/12/00; Evaluation; Casabalnca 2000; I'TC

1/10/03; Evaluation; MIA 2002; BICF

30/9/03; Questionnaire ; ABAY Tannery; Private
enterprise

30/9/03; Questionnaire ; Abon Kone; Private entetptise
30/9/03; Questionnaire ; Ambessa Shoe; Private
enterprise

30/9/03; Questionnaire ; atelier de maroquinetie; Private
enterprise

30/9/03; Questionnaire ; CMC Negoce; Private
enterprise

30/9/03; Questionnaire ; CNCC; Training Institute
30/9/03; Questionnaire ; Compagnie Mediterran. Du
Commerce; Private enterprise

30/9/03; Questionnaire ; COOPERATIVE tanneur
chad; Private enterprise

30/9/03; Questionnaire ; CTCP; Private entetptise
30/9/03; Questionnaire ; DIRE; Private enterprise
30/9/03; Questionnaire ; ELICO; Private entetprise
30/9/03; Questionnaire ; ETH Sung Bin; Private
enterprise

30/9/03; Questionnaire ; Ethiopia leathet; Private
enterprise

30/9/03; Questionnaire ; Fil Rouge; Private entetprise
30/9/03; Questionnaire ; FNCC; Association

30/9/03; Questionnaire ; Gaafar; Private entetptise
30/9/03; Questionnaire ; Griffe Yves; Private entetprise
30/9/03; Questionnaire ; Gringo leather; Private
enterprise

30/9/03; Questionnaire ; Hafde; Private enterprise
30/9/03; Questionnaire ; Hayet leather; Private
enterprise

30/9/03; Questionnaire ; jancel; Private enterprise
30/9/03; Questionnaire ; JM Esperabe; Private enterprise
30/9/03; Questionnaire ; Kgalagadi; Private enterptise
30/9/03; Questionnaire ; LAMIA; Private entetprise
30/9/03; Questionnaire ; Look; Private enterptise
30/9/03; Questionnaire ; MACVIL; Private enterprise
30/9/03; Questionnaire ; MAMEX; Private enterprise
30/9/03; Questionnaire ; Maroquinerie Mustafa
Abdelhedi; Private enterprise

30/9/03; Questionnaire ; Maroquinetie Zina; Private
enterprise

30/9/03; Questionnaire ; modetn Zege leather; Private
enterprise

30/9/03; Questionnaire ; Modjo; Private entetprise
30/9/03; Questionnaire ; MVL Cuir; Private enterprise
30/9/03; Questionnaire ; New Sciefic; Private enterprise
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30/9/03; Questionnaire ; PIDIEI Maghteb; Private
enterprise

30/9/03; Questionnaire ; Rata Shoes; Private entetprise
30/9/03; Questionnaire ; Sabelle; Private enterptise
30/9/03; Questionnaire ; SCIAC; Private entetprise
30/9/03; Questionnaire ; SCOTT; Private enterprise
30/9/03; Questionnaire ; SIMAP; Private entetprise
30/9/03; Questionnaire ; SMPCP; Private enterprise
30/9/03; Questionnaire ; Soplast; Private enterprise
30/9/03; Questionnaire ; SOVEPAC; Private entetprise
30/9/03; Questionnaire ; TAMAK; Private entetptise
30/9/03; Questionnaire ; Tamali; Private entetptise
30/9/03; Questionnaire ; Tannerie de L'Etoile; Private
enterprise

30/9/03; Questionnaire ; Tannerie du Nord; Private
enterprise

30/9/03; Questionnaire ; Tanneries tunisiennes; Private
enterprise

30/9/03; Questionnaire ; Tesoro; Private enterptise
30/9/03; Questionnaire ; Tunisie Froms; Private
enterprise

30-9-030; Questionnaire ; Association Tunisienne des
Techniciens des Industries du cuir ATTIC; Association
20/12/01; Interim teport; Proj; ITC

10/11/02; Interim report; Proj; ITC

28/11/93; Memorandum; Proj; AFLAI FACIC
4/4/01; Memorandum; Proj; ITC

13/7/01; Memotandum; Proj; ITC

1/1/04; Memorandum; Addis Ababa 04; SIC

1/1/04; Memorandum; Addis Ababa 04; ITC
30/7/01; PerQuestionnaireance report; Proj; ITC
23-12002; PerQuestionnaireance report; Proj; ITC
17/1/01 Project document; Proj; ITC

13/3/02; Project document; ; ITC

13/11/02; Project document; Proj; ITC

13/11/02; Project document; Proj; ITC

16/11/98; Repott; cape Town 98; ITC

30/10/00; Report; Casabalnca 2000; ITC

12/10/02; Repott; Tunis 02; ITC

10/11/02; Repott; Tunis 02; ESALIA

13/11/02; Repott; Tunis 02; CNCC

30/9/03; Report; Tunis 02; Chad

12-203; Report; Mission; SMCP

12/10/02; Review; Markets; AFLAI FACIC

19/5/93; Statute; Mutuelle des Professionels du Cuir et
Peaux; OMBEVI

30/11/98; Statute; Cape Town 98; AFLAI FACIC
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5. RELEVANCE

The fundamental guestion is: “is AFLAI MIA a good answer to the African leather
problems?”

The program implementation was planned according to the original CLIA framework, a coordinated
leather industry assistance concept, meant to improve the production performances and export trade
penetration of the leather business in Africa, by increasing efficiency of related technical cooperation
projects; to avoid duplication of work and consequent waste of donor funds; to increase the knowledge
at donor organization levels of what is going on in the leather trade industry in Africa and to advise
donors on the selection of their leather projects in Africa; to assist donor organisations in finding
experts and consultants; to involve increasingly national import promotion offices and other associated
institutions in developed countries in the marketing of African leather products.

The formulation is very determined and it predicts a strong leading project idea, and a lot of teamwork
activities coordinated between the key players of the expansion of the leather sector in Africa and the
intermediate agencies. The project draws the design to upgrade the competitiveness of the African
leather segments in the global leather cluster by means of an improved exploitation of the raw material
resources.

For instance it is commonly recognised that Africa benefits of some good and important primary
resources, like raw hides and skins, and for this reason it has been assumed that several African regions
have chances to play an important role in the development of the world leather business. The project
idea follows a bottom up agenda. Understanding that the development of the leather sector in Africa
is part of the movement to integration with the global market, ITC identifies several needs in order to
upgrade African skills and technology, to transfer modern Know how from developed countries, and
consequently, to design appropriate plans for adding value and quality to the African leather and leather
products.

If the current phase of globalisation, from the mid 1980’s to the present time, has been characterised by
far reaching changes in the global trading system, like the higher level of skill and technology intensity
of the products exported, some broad regional patterns are emerging with respect to developing
countries.

For instance East Asia and some selected East Europe countries dominate the top end of developing
country rankings in all leather and leather products fields, while Africa, despite the increased availability
of raw material, ranks relatively low, much behind the top developing country exporters. During last
decades, with the exception of Tunisia and Morocco, the percentage weight of the African leather
sector has diminished, many large scale manufacturing industries have been closed, investments were
stagnating and the African consumers’ markets have saw fast growing import penetration of low cost
products from China, or second hand goods from charitable organisations of the developed countries.

In this context, the schedule toward industrial rehabilitation, new acquisitions of technical services and
infrastructures, as the projects’ bottom up agenda confirmed, could not achieve crucial results to
determine a better competitive position of the African leather sector in the world context. The market
growth dramatically during last ten years, improving design and know how, as response to the elevated
segmentation of the consumer market, as well as expanding the production capacity through
delocalisation and enhanced machines and technologies, showing a new framework that sees the
African sector still subsidiary.
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As a group, Asian and East Europe country exports have grown faster than the world average and have
grown faster than the improvement achieved by the African sector, that is still missing appropriate
skills, finance resources, infrastructures and technologies.

MIA represents a very innovative program because the general criterion adopted to define weakness
and opportunities, priorities, goals and instruments is essentially embodied to change the African
leather sector from the “product oriented” system to become explicitly “market oriented”.

Further studies are necessary to find opportunities to rehabilitate the integration of the African leather
sector with the world market. More broadly, the analysis developed up to now reveals a gap in debates
around Africa’s industrialisation, which have been dominated by the implicit idea that Africa’s industrial
development should proceed in a linear manner from its resource base, through successively increasing
levels of value addition.

Going into details, the product-oriented programs envisage that the supplies side provides an indication
of the productivity potential of particular groups of products, based on the skill and technology
intensity embodied in the final product. In the market-oriented program, the general criterion of the
intervention foresees the vertical integration based on market specialisation networks, and it offers
more immediate opportunities and challenges for developing countries. The major opportunity is that it
is no longer necessary for developing country firms to master the entire scope of production of a
particular product.

It can specialise areas of production where it offers a competitive mix of costs and capabilities.
Challenges include competition from other countries in the same capabilities, and longer term
development of the domestic technological base, sometimes away from reliance on foreign
technologies.

Such opportunities may be better identified and promoted through networking of enterprises, business
meetings, product exhibitions and buyers and sellers encounters, as designed with the MIA program.
What at this juncture it is still not understandable, is how much ITC and their partners are conscious of
the market engagement promoted by the program, and, on the other line of attack, how much the
predicted activities within the program framework are still closed to the traditional product oriented
technical assistance concept. The mix of activities, showed in these pages, point out a vague approach,
between product-oriented and market-oriented.

For instance, market-oriented are the guideline of the central objective of MIA, that envisages the
improvement of trades through the implementation of an international trade fair in Africa, correlated to
the objective of enforcing the African association networks, but it is product-oriented the envisaged
task to enhance coordination between technical assistance activities among various development
organizations and donors.

Coordination between donors and T.A. agencies was envisaged in order to avoid overlapping or
duplication of technical assistance activities, not understanding that the key players of the African
development may not be the intermediate agencies, but the entrepreneurs, social capital of the
industrial sectors, and that the predicted coordination between technical assistances may be successful
only if it is motivated by market orientations and market actors. Integration of technical assistance
channelled only through intermediate agencies, looks like a less dynamic interface to the markets.
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6. CONCEPT AND DESIGN

6.1 PROJECT OUTLINE

6.1.1 PROJECT IDEA

When MIA was designed, the expectations from African leather industry were great, as confirmed by
FAO statistical information about raw availability of raw material. The upward development was
expected to continue. ITC studied the potential exploitation of raw material to justify market
improvement assistance (Africa share of the total world production: 5% of bovine hides and skins, 14%
of goat and kid skins, 9% of sheep and lamb skins, Africa share of the world trade: less than 2% in raw
hides and skins, 2% for leather and leather products; less than 1% for leather footwear and footwear
with leather uppers).

6.1.2 BACKGROUND

In December 1996 leather industry representatives from 18 African countries and two regional leather
trade associations, LLPI of the COMESA countries and ESALIA, signed a resolution requesting I'TC
to organize a sustainable leather sector African event. ITC responded by taking steps to organize a
biennial “Meet in Africa” event, which started in Cape Town in 1998 and which was conceived as the
central element of the integrated export development program for the leather industry in Africa (1996-
2005).

The latter integrated program was aimed at promoting sustainable services within trade support
organizations directly supporting the development of the sector.

The ITC leather unit started a coordinated industry assistance project in 1995, INT/47/57 —
Coordinated Leather Industry Assistance (CLIA), Phase I, Africa. Its main focus was to aid donors to
optimise the use of their investments, and it was outlined in order to avoid duplications caused by
uncoordinated assistance from many sources.

The project was followed by two other projects: the first was RAF/47/65 - the all Africa Leather
convention and trade fair (“Meet in Aftrica”). The other was RAF/47/66 leather products export
development supportt to selected enterprises in developing countries in Africa.

The all Africa Leather convention and trade fair “Meet in Africa” (Project RAF747/65) was launched
as a result to the findings generated by CLIA.

6.1.3 STRATEGY

The program had been designed with the aim to create the capacity and adequate conditions for the
leather business community, national and regional institutions, as well as associations and other
intermediate agencies to facilitate the trans African and international trade opportunities on a
permanent and sustainable basis.

The MIA project has been planned for an eight years cycle of biennial trade fair events as start up, and
with the perspective for MIA to become a constant event managed by the private sector, supervised by
a trans-national network of African entrepreneurs (AFLAI). The means to achieve the objective has
been very difficult, and AFLAI recently could not take over the responsibility to organise MIA

6.1.4 CHANGES FROM ORIGINAL DESIGN

The objectives and related outputs outlined in 1996 and 1998, preliminary to the first MIA event in
Cape Town, after MIA 2000 in Morocco, were integrated with new project plans, covering the period
between 2001 and 2005.

The main objective is to set up an integrated export development program for Africa with sustainable
economic growth and social development.
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A set of four objectives hade been identified and relevant outputs were implemented, at regional level,
national level, enterprise level, and cooperation level.

6.1.4.1 AT REGIONAL LEVEL

Objective 1: to boost intra-African trade and Africa exports to international markets

Envisaged performance indicators:

a) Throughout the program (1996-2005) at least 300-440 African enterprises, mainly SMEs and
participant to MIA event, should directly benefit by increasing their production and marketing
skills (at least 20-40 new trade contacts for each)

b) New annual trade transactions at regional and international levels

c) 3000 to 4000 buyers of African products will have gained a wide knowledge of the offer in the
leather sector

6.1.4.2 NATIONAL LEVEL

Objective 2: To build and strengthen the capacity of institutions, particularly leather
trade associations and training centres

Performance indicator: 80% to 90% of African National and regional associations, training centres and
other institutions would have a clear insight into the present status, common problems, possibility of
trade cooperation.

6.1.4.3 ENTERPRISE LEVEL

Objective 3: To enhance the competitiveness of leather sector enterprises
(particularly SME’s)

Performance indicator: over the duration of a seven-years period, ten enterprises per year would
increase their exports by 5-10% annually.

Objective 4: To establish a regional networking mechanism

Performance indicator: at the end of the long-term Integrated Program at least 50 to 70% of African
enterprises would use successfully the networking information system.

6.1.4.4 INTERNATIONAL COOPERATION:

Objective 5.

To enhance the coordination of development efforts among various donors organizations.
Performance indicator : no more overlapping or duplication of technical assistance activities occurring
by the international organizations active in the leather sector in Africa.

6.2 PROJECT COORDINATION AND FINANCING

6.2.1 COMPLAINT ABOUT CONSOLIDATION

The MIA program is covering a number of complementary self-contained clusters of activities:
preparation and implementation of the MIAs as a way to boost intra-African trade and African exports
to international markets; strengthening the Internet site for African hides, skins and leather products;
building and strengthening the capacity of sectoral institutions at national, sub-regional and regional
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level as well as promoting their networking; creating awareness on trade potential among SMEs and
developing enterprise competitiveness.

For this reason the MIA events have been harmonized with the trans Aftrican leather cluster association
AFLAL The feeling toward the project of networking the leather cluster is always very positive, and all
African entrepreneurs focused very much their comment on AFLAI performance, when they have
been enquired about the MIA fairs. MIA 2002 assigned an important role to AFLAI, and strengthened
the cooperation with other international and local partners, organisms, intermediate agencies, and
private associations.

More cooperation and partnership means strong impact, further promotion plans, more opportunities
of company matching and better quality of the follow up opportunities because of the increased
availability technical assistance facilities.

AFLAI operated very well through the organisation problems to set up MIA 2002, because that MIA
event was well sustained by the other Tunisian intermediate agencies. AFLAI took advantage, in this
situation, of its office location in Tunis.

Several initiatives of technical assistance related to the development objective 2 (To build and
strengthen the capacity of institutions, particularly leather trade associations and training centres) of
the ITC planning outlined on 2001, re-orienting the original project document, have been implemented
and others are in progress. Most relevant are:

O Activity 2.1 (2001-2002): Consultancy services in cooperation with AFLAI for the preparation
of a sustainable development program, by means of an expertise assigned to ASSOMAC and
developed with the contribution of ICE

a Also several meetings of the steering committee of AFLAI have been realised thanks to the
assistance of ASSOMAC, within the framework of the International cooperation (objective 5).

0 Existing regional cluster organisations had to be upgraded beforehand to a level where they
could contribute to the trans-African network as an equal partner. Defining some minimum
requirements for membership of a trans-African cluster would have helped to render co-
operation mutually beneficial and stimulate enterprise participation. ITC gave T.A. to some
regional associations and to AFLAI to promote the creation of regional and National
associations. Under the framework of objective 2, Activity 2.3 (2001-2005) AFLAI, with some
ITC assistance, has undertaken a study on the current situation and needs of creation of some
National and regional associations. ITC maintained continuous cooperation with AFLAI,
supplying secretarial and logistical support and funding for the AFLAI steering committee
meetings. Consequence of this encouragement, some local key actors, at regional and National
levels, are taking place programs to set up new associations: a local association of Senegal
entrepreneurs has been created, as well as a similar tentative association is underway in Mali;
talks about regional networks have been settled between the countries of Maghreb and between
CFA West African countries. Also in South Africa the local associations are envisaging to
develop a leather cluster network together with some bordering countries.

6.2.2

6.2.3 CONSOLIDATING THE ORGANISATION OF MIA

Already in 1998 there was a great interest for the Meet in Africa event from those met by the mission.
African participants expressed the importance of a stronger attendance at the trade fair by buyers and
investors from outside Africa. It was essential that more arrangements were made to attract more of
them to the second MIA in Casablanca 2000.

There was a real necessity to continue Meet in Africa with all its activities; the advertising campaign for
Casablanca 2000 was focused on attracting more visitors, investors and buyers from outside Africa.
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There was a need for the preparation of a National profile by each African country, and I'TC envisaged
to conduct a study to define the common obstacles that confront trans-African trade and proposed
measures to deal with it.

Export trades had been improved by means of projects for selected enterprises in African countries
with the following outputs:

0 Increasing the time given to each enterprise during the experts’ visits

0 Developing studies on particular import markets

a Contracts for training programs with detailed objectives

O A points system with chosen parameters and criteria to be prepared for the selection of
enterprises to be included in the projects

0 Measures had to be taken to ensure proper dissemination of the skills accumulated by the

selected enterprises to the rest of the sector.

Some weak points had been underlined also during the second event designed within the project
implementation (MIA at Casablanca, Morocco, 2000):

The attendance from Europe and South-East Asia was poor;

The promotion campaign was too concentrated on African countries;
The duration of the event was too long (8 days);

The buyet/seller meetings did not achieve sufficient immediate results.

0Oo0o0Oo

Since then, the project plan was improved envisaging a strategic long-term policy of strong
commitment of ITC in the organisation of MIA, since AFLAI did not show to be ready to start
manage MIA as planned. Within this framework, it was I'TC that carried out the visit to the Expo
Centre in February 2001, analysed the offer made by the Expo Centre and prepared the Terms of
Reference for the negotiation.

Before MIA 2002 in Tunis, in order to improve the logistic, between August and September of the
same year, I'TC prepared directly the Terms of Reference for the tender for sub-contracting the services
of local organizers.

Substantial progresses were made regarding the Programs of the presentations/lecturers to be
presented as contributions from UNIDO/PISIE sponsored and financed by ICE and ASSOMAC.

A new cooperation agreement was elaborated and signed between SIC and ITC for MIA 2002, with
again extra-budget contribution (USD 150.000) from SIC to cover the international promotional
campaign and the technical stand building at the fair, in order to increase the promotion through the
EU and worldwide.

To complete the organisational strength of the MIA, not being AFLLAI able to play a key role, the
number of donors had been increased; a consulting with a number of official supporters and donors of
MIA 1998 and MIA 2000 foresaw the possibilities of renewing cooperation.

With the purpose to get the fidelity of the participants, the existing mailing list and the setting up of an
improved data base and registration system of participants was updated at ITC.

Summarising, a MIA 2002 project document was prepared and a first provisional budget for MIA 2002
was made, in which it was envisaged for ITC to maintain permanent cooperation, coordination and
consultation with AFLAI and supply, whenever possible, technical assistance / monitoring to the
Federation.

According to the progress made and the key facts, in view of MIA 2004 in Addis Ababa, Ethiopia, ITC
is acting again in order that the project is enabling the establishment of networking, coordination and
consultation mechanisms, within African associations at sub-regional and National level.

19



Carlo Milone — Final Evaluation Meet in Africa - 24/05/04

Next MIA 2004 would be organized in cooperation with SIC SA and AFLAI Location and program of
activities have been decided by African entrepreneurs during AFLAI general Assembly held in Tunis in
the context of MIA 2002, and precise dates have been decided during the AFLAI Committee meeting
at Lineapelle — Bologna, May 2003: according with those decisions MIA 2004 event will take place in
Addis Ababa — Ethiopia, between 6-9 October 2004 and it will be focused on direct business
development. The program will include: 6 October, AFLLAI General Assembly; 7-8-9 October Trade
Fair including buyers-sellers and Partnership meetings.

6.2.4 MONITORING NEXT ADDIS ABABA GOAL

The set up of next MIA 2004 of Addis Ababa has been outlined according to the scheme that still
envisages the separation of responsibilities between external agencies on one side, controlled directly by
ITC and the local partner co-organisers of the event on the other side, also controlled directly by ITC,
AFLALI still playing a marginal role.

6.2.4.1 PROMOTION THROUGH THE EU AND AFRICA

A partnership agreement has been signed between I'TC and SIC SA of Paris, main I'TC partners for the
organisation of MIA. The major cooperation activities includes:

1. communication and promotion

2. prospecting of participants (exhibitors and visitors)

3. registration of participants (exhibitors and visitors)

4. Logistics of the trade (stands allocation, customers services etc.)

Cooperation with AFLAI and the AFLAI Executive Committee Members is in place for mobilizing

and coordinating African response and participation from all African sub-regions.

6.2.4.2 LOCAL CO-ORGANISERS

The terms of reference concerning the venue for the trade fair, buyers/sellers meetings and AFLAI
General Assembly have been prepared and preliminary discussions with local counterparts have
taken place. The UNECA building has been opted as the venue for the whole event. Support at all
governmental levels to the event, it has been promised by the Minister of Trade and Industry. A
new association representing the leather sector has been created: ELIA (or E-T.F.S.G.M.A. -
Ethiopian Tanners, Footwear and Leather Garments Manufacturing Association). It’s important to
note that Ethiopia is country member of ESALIA, a fact that assures better coordination of
participating members countries at MIA 2004.

The NCC (National Coordinating Committee), created also in August 2003, groups together the
leather sector professionals and all institutions and ministries involved in the organisation of MIA.

6.2.4.3 INTERNATIONAL PARTNES

UNECA:

Mechanisms of cooperation, coordination and consultation were established with UNECA for
what refers to the preparation of the terms of reference for renting the venue and securing logistic
and conference service from local providers.

UNDP / UNIDO:

The two organisations have manifested their utmost interest in cooperating for the successful result
of MIA 2004.
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CDE - PRO-INVEST:

With the objective of strengthening the institutional capacity of AFLAI and of the Africa sub-
regional and National associations, ITC has proposed that CODE-PROINVEST program be in
charge of the organisation of a capacity building workshop in the context of MIA 2004. The project
is currently under consideration in Brussels.

The Partnership with SIC

Since from the very beginning of the event ITC had to deal with the problem of selecting a new host
country for every MIA event of the targeted cycle, and they had to propetly take action to improve the
organisation of the program, according to the feedback resulting after each MIA trade fair and
connected events. Some weak points have been identified, related to the quantity and quality of visitors,
buyers and sellers, and some important improvements had to be envisaged to strengthen the
cooperation between partners and allied in view of next MIA 2004 in Addis Ababa. Strengthening the
cooperation with SIC and MIA itself have also improved the promotion tasks. ASSOMAC accepted to
continue sponsoring the biennial meetings of the AFLAI Executive Committee Members in Bologna,
in order to maintain a high level of cohesion and communication within AFLAI

6.3 BUDGET

CBI/ITC assistance provided the project INT/47/57 — Cootdinated Leather Industry Assistance
(CLIA) for Africa 417 million USD, as resumed the project was followed by two other projects: the
first was RAF C/47/65 - the all Africa Leather convention and trade fair (“Meet in Africa”) with a
budget of 1 million USD and the other was RAF/47/66 leather products export development support
to selected enterprises in developing countries in Africa, with a grant of 400 thousand USD.

For the Integrated Program, three components together and/or their multiples, another 450 thousand
USD were added in 2001, plus 250 thousand in 2002, and 500 thousand between 2003/2004.

The third Meet in Africa (MIA), Tunis, 6-12 October 2002, capitalized on the experience gained in the
previous events (Cape Town, 1998, and Casablanca, 2000), as well as on the increasingly high
reputation of MIA among the business sector.

African participation was being largely subsidized by the international cooperation: free stands at the
fair and daily allowances to all African participants.

AFLALI is the main output of Objective 2: “To build and strengthen the capacity of institutions,
particularly leather trade associations and training centres” and it will be verified after the conclusion of
the cycle (2005) by performance indicators that envisage that 80% to 90% of African National and
regional associations, training centres and other institutions would have a clear insight into the present
status, common problems, possibility of trade cooperation.

However AFLAI manages a small budget compared to the envisaged needs of communication
throughout the whole African territory. The current total cost of AFLAI office in one year is on the
tune of 53.300 USD, and it has been supported with 30.000 USD in kind (the annual meetings) offered
by ASSOMAC. The remaining 23.300 should have been covered by means of a small contribution for
communication offered by I'TC (USD 1.000), and the annual association fees from the members, but
the Tunis office is still not receiving the contribution fees by most associated (300 USD per year), so
that the contribution received have been reduced year after year (2.667 USD in 2000, 3.173 USD in
2001, 2.068 USD in 2002, and only 573 USD in 2003). The settlement of the total expenses had to be
covered by means of other contributions received from ITC and the balance of 7.400 USD has been
granted from some associated in Tunisia.
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Box 2 Table: MEET IN AFRICA expenditures 1

1998 2000

(Cape Town) (Casablanca)
Attendance
Exhibiting companies
African 186 256
Other 7 105
Registered visitors 971 1,746
Seminar participants 225 356
Buyer-seller meetings 1,450 750

(in two days) (in one day)
Income (US$)
Registration fees - rental of stands 65,645 148,378
Interest 13,583
Total 65,645 161,961

Box 3 Table: MEET IN AFRICA expenditures 2

Expenditures breakdown
(budget estimates/allocations for MIA 2002)

(‘000 US$)
(a) Trade fair Between 150,000 — 200,000
(b) Conference, Seminars, Expert group meeting, Buyer-seller meetings
. 585,000
and MIA services
() Subsistence allowances 160,000
(d) Promotion and logistics management 180,000

(a)  Trade fair ground and stands. Expenditures depending on total surface required.

(b)  Research work and implementation of conference, seminars, expert group meeting and buyer-seller meetings.  Conference halls, inclusive
of multimedia facilities and simultaneons interpretation. General MLA services, facilities and reception, e.g.  transport, customer
services, eft.

()US$ 100/ day per African participant. 8 days/ person as maxcimum entitlement.

(d)  Including materials, mailing, publicity, direct promotion in international events, stand allocation and services supply.

In addition to the above expenditures, the following costing elements of I'TC staff should be taken into
account:

Cootdination and implementation (18 w/m)

Monitoring, supervision and evaluation (4 w/m)

Secretatial services and administrative support (20 w/m)

Travel (US$ 50,000)

Other administration costs

The organization of MIA is the major component of the “Integrated leather export development
program for Africa”, implemented by ITC and financed by the Government of the Netherlands,

YVVVVY
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through CBI, whose net resources in 2001-2002 are US$ 654,000. The following Organizations
contributed and participated in the realization of MIA 2002 and/or specific events:

Box 4 Table: MEET IN AFRICA expenditures 3

Organization

Groupe - Semaine
Internationale du Cuir (SIC)

African Federation of Leather
and Allied Industries
(AFLAI) - Executive
Committee members

‘Centre National du Cuir et
de la Chaussures’ (CNCC)
and ‘Federation Nationale du
Cuir et de la
(FNCC)

Chaussures’

Expert Meeting

Common Fund for

Commodities (CFC)

Food and Agriculture
Otrganization (FAO)

National =~ Association  of
Italian Footwear, Leather
Goods and Tannery

Machines — ASSOMAC

United Nations Industrial
Development  Organization
(UNIDO)

Activities
Co-organizer of MIA since its creation in 1998, Cape Town,

SIC is responsible for the overall event promotion and for the
logistics management of the trade fair

To create awareness of MIA within the sector and mobilize
response from African enterprises. To co-ordinate the
attendance of enterprises and to participate in steering the
event through the MIA National Coordinating Committee.

Organising the presentation of local industry and developing
seminars aimed at facilitating exchange and sharing of training
programs in Africa. Co-ordinating the participation of Tunisian
enterprises and co-operating with I'TC in organizing local
activities.

Field research. Analysis and development of specific themes
for the Expert Group Meeting, presentation of resulting
studies and participation in preparing the final blue print on
“Supply Chain Management and Development of Raw Hides
and Skins, Leather and Leather Products: An African
Perspective”.

Printing 1500 copies of the blue print

Field researchs on the current situation and needs of the
leather sector in Africa. Analysis and development of specific
themes for the Expert Group Meeting, presentation of the
resulting studies and participation in preparing the final blue
print. '

Coordination of research work for the Expert Group Meeting.
Field research. Analysis and development of specific themes.
Presentation of resulting studies and coordination of final blue
print preparation. Sponsoring participation of 30 selected
African sector representatives.

! These activities are co-financed by ASSOMAC and the Italian Institute for Foreign Trade (ICE).
In addition, ASSOMAC facilitates and hosts AFLAI Executive Committee meetings during the SIMAC and TANNING-
TECH trade fairs in Italy and finances the participation of selected AFLAI members through funds made available by the
Italian Ministry of Foreign Affairs.
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7. IMPLEMENTATION AND OUTPUTS

The conclusions of this eight years time program have been positive in terms of participation of the
private sector. The project concept predicted several activities to get better business to the African
entrepreneurs, like buyers and sellers meetings during the trade fairs, and expert meetings, related to the
technical assistance issues. AFLAI general assemblies discussions allowed the identification, time by
time, of the appropriate locations for the (up to now) itinerant trade fair. After MIA 2002 of Tunis, a
Survey study was assigned to AFLAI in order to evaluate the Impact of MIA on the leather Sector in
Africa, and to report about the state of the art of the program, highlighted by some information about
the competitive position of the African leather sector in the world market. Organisational and
communication limits of AFLAI did not permit to finalise the study. The study was based on
questionnaires delivered throughout participants of MIA that didn’t come back or were poorly
completed, so that it is not possible to know now the opinion of the entrepreneurs with sure statistical
relevance. Many reports expected from Nations and regions represented in the AFLAI assembly have
not been delivered to the AFLAI central office. The evaluator continued the survey visiting several
important African countries that expressed delegations attending MIA fairs and directly interviewed the
entrepreneurs involved in the project.

The interviews demonstrate several success stories, including partnership developments, technical
assistance and successful business; between them most relevant are those related to trans African
trades. Twenty-four success stories have been recorded, two of them from the Cape Town 1998, nine
experiences related to Casablanca 2000, and thirteen resumed by some participants of Tunis 2002.
Business of different nature and technical assistance programs occupied entrepreneurs from Tunisia,
Senegal, Mali, Morocco, Cameroon, Ethiopia, South Africa, Mauritania, Chad, Burundi, Algeria, Kenya,
and Botswana between the African countries, and the EU, India and Brazil worldwide. Many business
and technical assistance programs have been designed between African countries, with fifteen examples
gathered from the interviews. About the trans-national follow up projects designed between African
enterprises, a number of ten were pure trade business, and five were technical assistance programs with
North Affrican partner on one side, and Sub Saharan promoters on the other side. Interviews underline
that trans African contacts were developed with MIA for the first time, since business between Africans
of different countries are not common for this sector.

7.1 ACTIVITIES

The activities followed the modus operandi of MIA framework, that is divided between two main
outputs:

a) The biennial Meet in Africa trade fair, located every two years in a different country, and
completed with other linked activities, like the buyers/sellers & partnership meetings, , expertise
conferences on selected technical assistance themes.

b) The trans African leather cluster association AFLAI, designed for networking the African
sector and to be the focal point of the MIA events.

7.1.1 (A) MIA TRADE FAIRS AND MEETINGS

Four events have been totally planned, including the start up of MIA in 1998, MIA 2000 in Casablanca,
Tunis 2002, and the next one in Ethiopia, Addis Ababa 2004.

Previous MIA trade fairs were completed with conventions aimed at high-level policy makers in the
industry, government and international intermediate agencies of the cooperation, and of the cluster
networks. The conventions, like the Seminars of experts in Tunis, were designed to build and
strengthen the competence of institutions, to establish regional and international networks, as valued
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elements to tie the cooperation between all key actors of the leather sector, with I'TC playing a unifying
role in the context, within a framework of a general integrated draw-round of technical assistance
interventions.

Executive Agency for the organisation of the project was I'TC, in coordination with the Centre for the
Promotion of imports from Developing Countries (CBI), main donor of the project Meet in Africa,
and with the preferred partner SIC (Group Semaine le du cuir), utilised for the promotion outside
Africa.

The first two events have been organised by I'TC with SIC. With Tunis 2002 the cooperation improved,
and the event was organised by ITC and SIC, in collaboration with the Centre National du Cuir et de la
Chaussure [CNCC] and the Tunisian La Fédération Nationale du Cuir et de la Chaussure [FNCC] as
co-organizers. The event was also supported by the Centre for the Promotion of Imports from
Developing Countries [CBI]- Netherlands as the principal donor, but also by the Tunisian government,
United Nations Industrial Development Organization [UNIDO], Common Fund for Commodities
[CFC], Food and Agriculture Organization [FAO], Associazione nazionale costruttori Macchine
dell’area pelle [ASSOMAC], African Federation of Leather and Allied Industries [AFLAI], Center for
Development of Enterprises [CDE], Tunisian Le Centre de Promotion des Exportations [CEPEX] and
other international organizations and associations.

7.1.1.1 TUNIS

The Meet in Africa 2002 Fair held in Tunis, Tunisia on 6 — 13 October 2002, was the third edition of
the Meet in Affrica Fairs, the other two having previously being held in Cape Town, South Africa and
then in Casablanca, Morocco. The Tunis fair, deemed to be Africa’s greatest leather assembly included
conferences, seminars, buyer/seller and partnership meetings, factory visits and excursions and a 3-day
trade fair and was thus an innovative combination of three types of events.

7.1.1.2 CAPE TOWN

The first MIA took place in Cape Town in 1998.

The Implementation of the First meeting in Cape Town 1998 followed a framework utilised also for
the other events that followed the start up.

The Cape Town agenda was including:

0 Two days conference, where it had been defined the framework of AFLAI (a. facilitate access
to technology and market; b. organize trade fairs; c. advocate joint ventures; d. advocate and
facilitate continuous learning and upgrading market skills; e. considering globalisation
environment market mechanism; f. pollution control; g. dealing with elements that confront
intra-African trade and export to the international market).

0 Three days seminars (seminars covered a range of topics which were presented by a group of
experts). Three days fair: activities undertaken to manage the process were mainly the following:
contracting with subcontractors SIC and Global Conference Ltd; press conference, publicity
stands, editorial coverage; continuous contact with participants; monitoring selection of seminar
subjects and choosing specialized experts.

0 Two day buyers/sellers meetings

0 One day factory visits.
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7.1.1.3 CASABLANCA 2000

The second “Meet in Africa” was held in Casablanca from 25 September to 2 October 2000 and saw a
growing participation of African and non-African enterprises.

7.1.1.4 ADDIS ABABA 2004.

The major component of the project “Integrated leather export development program for Africa
(2001-2005)” will continue with the organisation of the fourth Meet in Africa (MIA 2004) which is
planned to take place in Addis Ababa, Ethiopia, in the last quarter of 2004. The confirmation of Addis
Ababa has been completed. The Mia structure applied to date will continue in 2004 (trade fair, buyer-
seller meetings, joint venture consultations and capacity buildings events). The duration will be reduced
to five days in order to proportionally reduce some cost factors.

7.1.2 (B) AFLAI

From the point of view of AFLAI outputs, the first cycle of implementation of the MIA program,
between Cape Town and Addis Ababa (1998-2004), was designed to strengthen sub-regional and
trans-African cluster network. The project plan was to start up and consolidate MIA before transferring
the project to the private sector. The idea of a cluster agency of the African leather sector, representing
the sub-regional intermediate agencies, was introduced during the first MIA in Cape Town 1998.
AFLAI was set up including a steering committee, with the aim to improve step by step the
association’s capacity building and decision abilities. With MIA 2002 in Tunis the AFLAI assembly
proposed to locate next MIA 2004 in Ethiopia, and the AFLAI steering committee followed the
preliminary feasibility of the new event, assisted by I'TC.

The project then continued to support networking, coordination and consultation mechanisms within
African associations at sub-regional and National level to support AFLAI playing a central unifying
role.

AFLALI counts seventeen associated members. Between them five represent some regional or National
associations, two are delegates by local institutions that promote the leather business in their countries,
and ten are private entrepreneurs individually associated. Most of them are key players in their
countries, related to the leather sector, acting as State or parastatal managers, or involved in the
intermediation.

The countries represented are Algeria, Benin, Botswana, Cameroon, Chad, Ethiopia, the COMESA
East African countries that are included in the ESALIA regional association system, Kenya, Libya, Mali,
Mauritania, South-Africa, and Tunisia.

Morocco, formally represented by the National federation FEDIC has no delegates or associated
participating to AFLATI anymore. FEDIC of Morocco was the partner responsible for the organisation
of the Casablanca trade fair. The members of FEDIC confirmed that there are still some friendly
communications, but substantially they do not recognise the AFLAI assembly as a significant mean of
discussion and confrontation at regional or trans African level.

AFLAI-FACIC, active since 1998, after MIA in Cape Town, is facing serious difficulties in terms of
capacity building, decision making and, above all, representation. Many African stakeholders already
involved with National associations, even those participating to the MIA events, admit that most of the
African countries, among those where leather is an important issue, have still not given their
representation to AFLAI. Communication has been identified also as a big problem, since translations
in English or other languages are not available, but the lack of strategy and perspective reduce very
much the appeal of such organism.
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7.2 RESULTS

7.2.1 RESUME OF THE MIAS EVENTS

7.2.1.1 MIA 2002 Tunis
MIA Tunis was the third edition of the fair and it was attended by

367 registered exhibitors from 38 countries

2201 professional visitors

260 companies at the buyer/seller meetings with about 480 bilateral consultations
over 300 participants in the Seminars and Expert Group Meeting,.

000D

The participating companies exhibited in Tunis their various products. The major products exhibited
by the companies included:

- Pickled sheep skin

- Wet Blue sheep/goat skins and hides

- Crust

- Pickled sheep lining

- Dyed crust sheep skin

- Crust goat lining

- Vegetable tanned leather

- Leather goods; bags and wallets

- Shoe uppers

- Finished shoes
The participants to the ‘MEET IN AFRICA 2002’ took part to the General meeting of African
Federation of Leather and Allied Industries [AFLAI], Expert Group Meetings, Buyer -seller and Joint
venture Meetings, Factory visits and the Trade fair.

The leather-specific website “Leathetline” (www.intracen.org/leatherline) has been completed. The
website is an additional support element, it is already operational and its public release is planned for
the coming days. The administrator is ITC for the moment.

7.2.1.2 PREVIOUS MIAS

Objectives for Cape Town 1998 and Casablanca 2000 were:
0 To increase the image of Africa and to present the leather and leather products to the
international markets
0 Foundation of the first pan-African leather federation
0 To tackle the technical and commercial problems that delay the mechanism of development of
the industry
0 To initiate a strategy for future African development.

The event was open to all countries and sectors of the African leather trade and industry.
The most important aim was to improve commercial ties, export capabilities, to provide an opportunity
for traders, importers etc. and it has succeeded to the following promotions:

The creation of an all Africa leather industry federation (AFLAI)

Improving the image of the African leather industry

It was the first time that such a number of African representatives gathered in one event
About 195 African and non-African companies exhibited in the trade fair

Creation of business contacts and contracts

Common and coordinated African training strategies and programs

00000 ODO
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The activities to achieve the main project objectives were:
QO conference

trade fair

training

buyers/sellers meetings

seminars and workshops

factory visits

000D Oo

CAPE TOWN 1998

193 exhibiting companies, around 1000 participants from 58 countries, attendance to the seminars,
workshops, buyer/seller meetings and conference was significant.

Taking advantage of the MIA event, ITC conducted a study to define the common obstacles that
confront intra-African trade.

As follow up, ITC envisaged to design a project to identify particular import markets besides
information about needs conditions, style and specification accepted in those markets.

In order to attract more non-African participants, it had been recommended that promotional materials
clearly offered each participant the possibility of fixing his own program from a multiple choice menu.

SECOND EVENT. CASABLANCA 2000

The second “Meet in Africa” was held in Casablanca from 25 September to 2 October 2000 and saw a
growing participation of African and non-African enterprises.
The total 10.000 square m. was filled by a total of 356 companies from 38 different countries. Neatly
2000 visitors from all over the world were registered plus many visitors who entered without
registration.
The National pavilions were represented as follows:

e Tunisia for raw material and finished products

e [Fritrea for raw material and finished leather

e Italy for machinery

e Spain for raw material and components

e Portugal and Greece for accessories and components

Participation

Total 1.746 visitors. Breakdown of exhibitors: 123 Moroccan companies, 128 African companies, 1.054
international companies. Most of them where from Morocco, Tunisia, Eritrea, Ethiopia, South Africa,
Egypt, Portugal, Spain, Italy, France.

The 10.000m? was filled by a total of 356 companies from 38 different countries.
Breakdown of exhibitors :

123 Moroccan companies

128 African companies

105 international companies.

BUYER/SELLER meetings

As in 1998 in Cape Town, the “Meet in Aftica” programme included buyer/seller meetings but, In
Casablanca, joint ventures meetings were also held at the same time. Both the buyer/seller and the joint
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ventures meetings proved to well suit and complement the trade fair as both enrich the
exhibiting/visiting patticipation and enhance chances of making the right and often unexpected deal.

FASHION SHOW

An excellent fashion show, organized by FEDIC, the Moroccan Leather Federation, presented
Moroccan leather products. The show took place five times.

FACTORY VISITS

A lighter menu concluded eight days of hard work for the participants who had a choice of either a
series of factory visits, including tanneries, around Casablanca or an excursion to Rabat.

Box 5: Table: development indicators of MIA 1998-2000

Meet in Africa 1998 2000

Development indicators 1998 2000

Cape Town Casablanca
Exhibiting Companies: 186 African 256 African

7 International 105 International

Participants in seminars: 275 356
Number Of buyer/seﬂer 1.450 750
meetings: ’

(in 2 days) (in 1 day)
Registered trade and industry 971 1.746
visitors: ,

7.2.2 AFLAI ASSEMBLY, SEMINARS, EXPERT GROUP MEETING,
BUYERS-SELLERS MEETINGS, TRADE FAIR, FACTORY VISITS

7.2.21 AFLAI ASSEMBLY

AFLALI held its second general assembly on 6™ and 7" October 2002, this having been the first activity
of Meet in Africa 2002. The meeting brought together Regional and National associations of the leather
sectors in Africa who are members of the continental leather association. The participants were able to
deliberate on the various achievements, activities/ programs in progress and future projections of the
continental association as well as those of some of regional and National associations. This meeting
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also provided a forum of the representatives of the various leather sector companies to present their
needs to the associations for consideration during future interventions:

0 The assembly of MIA 2000 in Casablanca requested a study about the actual situation and
needs for technical assistance and policy changes in the leather sector that has been
completed. The combined ITC — ASSOMAC report on technical assistance needs and
development strategies at National and regional level was presented during the General
Assembly of AFLAT at MIA 2002

0 Some tasks of the International cooperation (objective 5) have been utilised to support the
AFLAI assembly. Many participants were involved in MIA assembly, and the assembly
defined next location for MIA 2004 (Addis Ababa).

7.2.2.2 SEMINARS, AND EXPERT GROUP MEETING

Seminars and expert group meetings in Tunis have been implemented and developed according to the
scheme of International cooperation (objective 5).

The Expert Group Meetings were organized by United Nations Industrial Development Organization
[UNIDO]J in collaboration with Food and Agriculture Organization [FAO], International Trade Center
[ITC], Associazione nazionale costruttori Macchine dell’area pelle [ASSOMAC], and the Common
Fund for Commodities (CFC). The meeting brought together experts from the above organizations,
Leather experts representing various African countries, and other participants from the various leather
sector companies taking part in the Meet in Africa event.

The theme for the Expert Group meetings was “Trade Development in the Leather Industry in Africa’.
The following themes were discussed at length during the meetings: -

- Effects of Globalisation on the African Leather Industry

- Benchmarking the African leather Sector.

- Macroeconomic policies, Trade and Investment and Institutional Environment.

- Essential actions to meet quality requirements of hides, skins and semi-processed leather from
Africa.

- Marketing requirements for importers of African hides and skins.

- Quality Control and Management on the African Leather sector.

- Impact of the main policies and Environment protection measures in Africa’s leather sector

- Innovative models in the field of business

- Prospects for E-Enabling International Trade in the African leather Industry.

- Financing Strengthening of the Leather Supply Chain in Africa.

- Challenges of setting up Structure finance in Africa.

The meetings enabled participants to exchange views and issues regarding the above topics that meant
to enable African leather sector to take advantage of its high potential. At the end of the meetings
recommendations were drawn and again all the stakeholders had the opportunities to discuss the
recommendations. The recommendations of this meeting has served as a guide in drawing up a blue
print African leather sector document, to serve as a reference point for the various International
organisations when coming up with future interventions for the African leather industry.

7.2.2.3 BUYERS-SELLERS MEETING

These meetings brought together various buyers and sellers from Affrica and the rest of the world.
Match-making was done by the organizers where buyers were matched with sellers to discuss the
possibility of establishing long-term trading links between the companies.

The meetings acted as a foundation for the creation of long-term inter-enterprise strategic alliances or
long term commercial agreements between African and companies from the rest of the world.
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Several meetings have been good in terms of follow up results, but entrepreneurs suggested to develop
a preliminary matching profile to improve the targets of the meetings. Also the small participation of
international buyers was still a weak point for the buyers-sellers meetings.

7.2.2.4 TRADE FAIR

The Trade fair of Tunis was organised according to the scheme of objective 1: “To boost intra African
trade and African exports to international market through”. Two events have been planned, as per
output 1.1 description: Tunis 20002. Addis Ababa 2004

The major objective of the fair was to improve, on a global basis, the image of Africa as a supplier of
leather and leather products and, for the participating companies, both from within and from outside
Africa, to establish business contacts. The aim was to promote intra-African leather trade as well as
trade between Africa and the rest of the world with a view to strengthening and widening the
international market share of African produced leather and leather products. The fair also aimed at
introducing and widening the industrial and technical know how in the sector.

With Tunis in the 2002, the capability of attraction of MIA was improved and consolidated: more than
2200 visitors, 367 exhibitors from 38 countries, 480 bilateral consultation within the buyers/sellers
section.

The visitors constantly increased, compared to the 1.000 of Cape Town and 2.000 of Casablanca

MIA 2002 was an important opportunity to improve trans-African business.

The participation of many African companies at the fair gave them an opportunity to show their
products to the international markets, but much more to interact with other Africans in the business in
the perspective of strengthening the business links between them.

There was also some interest from companies outside Africa in the products displayed but especially
wet blue hides and sheepskins. Exhibitors felt the participation was giving them an opportunity to
show their products both to the African and the international markets. However, overall, the demand
for wet blue hides and skins during the fair from outside Africa was higher compared to the demand of
finished goods.

In order for the companies to fully benefit from the international trade, ITC implemented several
linked activities within objective 1.

Output 1.2 and 1.3 internet sites www.intracen.org/leather www.intracen.org/leathetline

Output 1.5 articles published in the global leather press, that partially failed to get the objective to set
up an African leather magazine “Africa Leather” published in France due to lack of subscriptions.

The set up of the trade FAIR has been implemented thanks to the cooperation agreement between SIC
and ITC for MIA 2002, with extra-budget contribution from SIC to cover the international
promotional campaign and the technical stand building at the fair. Other cooperation arrangements
have been developed with ITC partners, namely UNIDO and PISIE regarding the promotion of the
event and the program of seminars. The promotion carried out by the partners involved throughout
Europe has been efficient, and this may be a model for further expansion of the promotional activity,
because promotion has still missed to be professionally extended through the rest of the world and it is
still focused on Africa and Europe only. The capacity building of the African sector by coordinating
and networking the promotional activities did not take advantage of the transfer of know- how from
SIC and the other partners, since this specific target had not been precisely outlined with the designed
cooperation agreements.
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7.2.2.5 FACTORY VISITS

In Tunis, the participants were taken around various Tunisian Leather Industry companies to exchange
and share experiences with them.

This activity designed according to output 1. 1 of the objective 1, was successfully developed thanks to
the cooperation between AFLAI and the local sector associations.

According to Output 3.2 “Hide and skin recovery”, the activity 3.2, “Consultancy services possibly in
cooperation with FAO to increase the recovery and commercialisation of hides and skins”, .a special
device called SSF (Static Flaying Frame) was presented during MIA. Some experts judged this
innovative, simple and non-expensive system of flaying that may have a major impact on improving the
quality of hides and skins produced at rural level.

7.2.3 BALANCE OF AFLAI SURVEY ON MIA AND INTERVIEWS THROUGH
THE SECTOR
7.2.3.1 AFLAI SURVEY

About the « Rapport: Fédération Africaine du Cuir et Industries Connexes — Impact de MIA
2002 sur le secteur cuir africain »

The document contained a lot of useful information, but the development of the comments didn’t
satisfy the objectives of the study.

The commented data were substandard, since the questionnaires received back from the enterprises
and analysed were less than 30% of total participants and the reports were often very poor.

The selected sample of questionnaires is also not representing in homogeneous way all the African
regions.

Due to the poverty of the gathered data it has not been possible to develop any comment about the
Comparative evalnation of the “Impact of MLA by sub-regions” and also “...by sector components”. The sub-regional
reports supposed to be prepared by the 10 members of the Executives Committee have not been
received, except for a short report from Chad.

The analysis country by country was not concluded: the filled questionnaires reported the opinions of
less than 15% of the Northern African participants (70% of total participants to MIA Tunis). No
questionnaires arrived from Eastern African Sub-regions®, (17% of the total participation from Africa) .

Despite they were based on an insufficient number of questionnaires, representing only 14,5% of
African exhibitors (40 entrepreneurs on 276 total), the statistic methodology used by the independent
Consultant, a bureau of economic studies (BICF) that elaborated the data on behalf of AFLAI allows
to underline some positive feedback of the trade fair. The general feeling expressed by entrepreneurs is
that MIA is a good event but still external to the private sector, an affair of the cooperation institutions.
Entrepreneurs were convinced of its success, but if the organisation of MIA will be transferred to the
private sector in the near future, many entrepreneurs replied they’ll not come.

The BICF consultant tried his best to complete the evaluation and reported that the participants, about
40% of them, confirmed that their business improved, and 30% agreed that the fair has positively
affected the quality of the products. More than 50% were in favour of a rotating MIA, as it is now, in a
different country every two years. Only 13% favoured the solution of MIA stabilised in one country.

2 Several questionnaires have been filled by the Ethiopian entreprencurs and have been delivered to ITC, but after the
conclusion of the AFLAI survey report.
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60% believed that MIA should be taken over by AFLAI, but they were not sure about the financial
sustainability. Entrepreneurs (93%) also preferred MIA to be continued as a cooperation affair.

7.2.3.2 SUMMARY OF INTERVIEWS

Entrepreneurs believe that there are good opportunities to expand African trades in the leather sector
by means of ITC assistance and MIA trade fair. Educational programs are welcomed, because
delocalisation from developed countries to developing areas requires quality improvement, new know
how and abilities to preserve raw material within a low impact environmental policy. Those know how
have to be transferred from the North of the world, because in Africa modern technologies have not
been developed. Entrepreneurs are positive and believe that Africa stands a chance of increasing the
share of trade in leather products in the global markets. The strengths that Africa possesses, if propetly
utilized, could give a competitive advantage.

Entrepreneurs suggest that the vast population in Africa offer a comparative advantage as far as
affordable labour is concerned. Previously, initiatives are undertaken by various donors and programs
assisted enterprises to take advantage of the competitive edge enjoyed by African countries, endowed
with livestock resources, or available labour resources and facilities, or local consumers’ to satisty, of
closeness with the EU Mediterranean markets. However, Africa remains a small player in the global
leather market, earning less than 2.5% of the leather trade global turnover, which is estimated at more
than US § 40 billion annually.

Entrepreneurs feel that lack of competitiveness of leather products manufactured in Africa both for
domestic and international markets has been the major problem in the sector, and the consequence is
that many large and small- scale industries manufacturing leather products have already collapsed. Yet
the impact of the program that we are appraising is not univocal, in the entrepreneurs’ opinion, but it
differentiates in relationship to complexities and differences that exist between different sub-regions of
the continent and the degree of global integration. According to entrepreneurs, the common
denominator that justifies MIA program is that Africa has a vast population. African population is
affected by poverty, but potentially Africans represent a wide market still to be exploited. Trans African
integration opportunities are thought very important and entrepreneurs are favourable to promote
inter-regional trading at least by means of various regional trading blocs formed to enhance regional
trades.

The existing trading blocs and trade associations offer preferential tariff and non-tariff treatment to
member countries and encourage regional economic development. Different blocs are North Africa
and Sub-Saharan Aftrica, and between Sub-Saharan Africa the East and the South mote industrialised
and the West and the Centre still raw hides and skins dealers, with the exception of Nigeria that is well
advanced in the industrialisation process of the leather sector.

Many companies from Tunisia exhibited their goods and were present to MIA, both in Casablanca and
Tunis. North African entrepreneurs finalised good business in particular with some other African
countries. Unfortunately some trades could not be implemented, because of lack of trade
infrastructures, sometimes due to trade (custom) barriers or insufficient transport facilities.

Local institutions that co-organised MIA 2000 of Casablanca in Morocco do not have a very positive
opinion about the MIA program, because they registered very low impact of MIA on their trades and
reported that many buyers attending the fair in Casablanca were leather traders only, or mostly, while
they met few visitors interested in finished goods. However some entrepreneurs did good business in
Casablanca with the components and accessories sectors. Entrepreneurs from all regions confirm
positive opinions about trans African trades, mainly between North African and sub Saharan joint
partners. Some Western Africa entrepreneurs dealt with intermediate goods sectors from Morocco and
Tunisia. Maghreb products were sometimes competitive compared to the EU accessories and supplies.
Lack of communication and bad transport infrastructures again limited the development of such trade
business. Entrepreneurs from Maghreb have extensively utilised MIA services. Maghreb economic
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integration processes are still at a very eatly stage, affected by political problems, but MIA represents an
opportunity to overcame barriers, from the point of view of the specific sector of reference, of course.
For instance, recently in Algeria the industrial sector was liberalised and several entrepreneurs exhibited
to MIA with positive results. Algeria is a big importer from Asia. Officially China exported 1.8 million
pairs of shoes to Algeria, but informal imports may be double. Regional integration in the area may lead
to an important import substitution progress. Also The Egyptian sector represented by The Chamber
of Leather & Fur, that organises a local and international trade fair [“Cairo International Leather
Show”], approves MIA programs and Egyptian entrepreneurs are interested in dealing with MIA also in
the future.

South African entrepreneurs are favourable to regional integration too, and they were promoting
advanced technologies from South Africa to be distributed throughout Africa. South Africa is a large
consumers’ market for footwear and leather products, but its industrial sector is facing tremendous
crisis, and domestic market is importing finished goods from China. The footwear production was of
63 million pair of shoes in 1992 and now in 2003 has been of 20 millions only.

RSA entrepreneurs hope in regional markets and in AGOA opportunities. However at the present
moment the situation is very unstable. A trade fair for Africa has been and it will be a good opportunity
to implement the trans African Business, for export trades toward world markets the expectations are
more confused.

Sub-Saharan entrepreneurs ask for more assistance to become able to compete both in quality and price
in standard or niche/segmented markets. The industries need help to improve skills, productivity,
technology and marketing capacity.

ESALIA and ETA (Eastern African and Ethiopian leather associations) professionals are only partially
half positive considering the impact of MIA, and limited to the Meet in Africa Trade Fair section,
where in many cases the entrepreneurs have obtained some good results both in sense of number of
contacts, and real business. Entrepreneurs have great expectations and want this kind of events to be
continued also because they give a good image of the African business.

Therefore, from that point of view it has added qualitative impacts to some extent. It has been difficult
to some instances to quantify the actual benefits for individual enterprises. ESALIA, for example, has
consistently been represented in the Trade Fair, by over 50 companies, and ETA as well, by 10 to 15
from Ethiopia, and this happened most of the time since the previous editions and therefore they now
teel like they want to participate again in this event, also in the future.

Entrepreneurs and professionals are very much concerned about next MIA of Addis Ababa 2004. This
year 2004, in the Region of Eastern of Africa, it will be organised for the first time the MIA event
interesting Sub-Saharan Africa. This is really the first time it could be truly seen what is the possibility
of having a successful event with purely African Sub-Saharan characteristics and it may be premature
now to conclusively say that MIA has reached positive results for the sector, because one has to keep in
mind that the Trade business during the last ten years in Africa has been undergoing through a lot of
transformations, toward a dynamic and transitory situation. Besides strength and weakness,
entrepreneurs feel also that the fact that there will be a good event in Ethiopia is really a positive aspect
and that it is good to promote the African leather industry, substantially.

The entrepreneurs of Mali are very much in favour of MIA, because it is an opportunity in Africa to
expand the business, where the industry is at a very primitive stage.

In Senegal the MIAs have been promoted by a National Body, the “Centre International du Commerce
du Sénégal” (CICES), that is a State Commission Organism designed to facilitate the creation and the
internationalisation of SMEs.

Main objective of the CICES is to link the Senegal leather sector to other international markets, to
improve export, the quality of the local market, and attract FDI.
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Since Casablanca the participation to MIA of several companies from Senegal (there were 7 companies
from Senegal with their own stand, plus few others without stand hosted by the CICES booth) has
been granted by CICES promotional campaign.

The lack of organisation and lack of budget did not permit a good set up of the place with a proper
booth, good promotional brochures, and the performance of the “Senegal image” have been very poor,
of low impact.

Also the products brought in were not so interesting because the most important companies that
participated to Tunis were mainly export traders of raw hides and skins, while few samples of footwear
were of very poor quality. Entrepreneurs are sure they have learned something and they also propose to
implement in Senegal, as focal point for the West Africa, a trade fair of the MIA program in future.

7.2.3.3 SUCCESS STORIES

Success stories as follow up of the MIA trade fairs may be many, but not always these examples have
been reported within the feedback debriefing or the final reports. However several success stories have
been verified by means of the interviews gathered through the sector within the evaluation report
activity:

FOLLOW UP OF CAPE TOWN 1998

0 A Tunisian factory, as follow up of MIA "98 in Cape Town, developed a trading line for export
shoes toward Senegal, and

Q After the meetings linked to MIA, in Cape Town, a tannery of Senegal started a cooperation
with the UNDP: with UNDP the tannery cooperates up to now within a program framework,
designed to upgrade the quality of vegetable tanning, in partnership with the leather sector of
Mali.

FOLLOW UP OF CASABLANCA MIA 2000

a After Casablanca MIA 2000, a shoe factory implemented a joint venture business with Morocco
to import vegetable tanned leather in Tunisia on regular bases

o After MIA of Casablanca the CNCC of Tunisia completed a new program in Cameroon for the
upgrading of the raw hides and skins collection and preservation, wholly supported by the
private sector.

Q A leather garment producer from Ethiopia, during the Casablanca event in 2000, had the
opportunity to meet several Morocco companies dealing with accessories and raw material
supplies, then imported to Ethiopia.

O The same leather garment enterprise started to export leather garments to South Africa, due to
the contacts in Casablanca.

O A leather garments manufacturer from Morocco, could contact some new clients in India and
Pakistan, as follow up of the MIA 2000.

O A large tanning group from Morocco, producing finished leather: during the MIA 2000 they
received the visit of Italian, French and German buyers, that they had never seen before. After
the conclusion of the meeting and of the fair they could finalise business with 3 new foreign
customers from Europe, representing an increase of 5-10% on their export trades on yearly
basis.

0 A Tannery and shoe upper manufacturing company of Morocco, during MIA 2000 in
Casablanca, received in total 5 new clients that during the next year represented 30% of the
total monthly turnover, equal to 1,5 million sq/ft (30% = 0,45 million sq/ft).

O A leather trader from Senegal, who had the opportunity to be part of the event in Casablanca
2000, verified positive results, since he could improve the sales through Europe at that time.

O A Brazilian chemical company that participated to the Casablanca event, could engage two
agents, one in South Africa and one in Tunisia, for the regular export of chemicals for tanning
purposes.
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FOLLOW UP OF TUNIS MIA 2002
0 A number of three different programs have been developed by CNCC as follow up of the MIA

2002 in Tunis:
a) Mauritania: rehabilitation of a tannery co-financed by ITC funds, through the
cooperation with AFLAIL
b) Chad: training of technicians of the leather goods sector, under ITC umbrella in
cooperation with AFLAI
¢) Burundi: rehabilitation of a local tannery and market study, financed by UNIDO
through AFLAI

Q Mauritania: A Tunisian group of enterprises could really experiment, thanks to the MIA fair and
the atmosphere of the MIA seminars, some follow up projects in partnership with some other
African countries:

a) T.A. programme to upgrade the wet blue of a Mauritanian tannery, trading 30.000
pieces of wet blue leather for assistance and know how. The T.A. has been developed
by means of the support received from a technician offered by the CNCC, and the
programme implemented in 2003 will be continued in 2004

b) Trade agreement has been defined between a Tunisian footwear manufacturer and a
Cameroon footwear company, to provide shoe uppers for the security booths, that have
been assembled and finished in Cameroon with the support of the Tunisian know how

0 A Tunisian manufacturing enterprise, after MIA-Tunis started a trade business with Sudan,
supplying men shoes.

0 A Kenya incorporated company established in 1988, involved in the manufacture of leather
goods, like handbags, wallets, folders, briefcases, travel bags and handcrafted sisal bags,
currently employs 15 people. Major customers are banks and hotels in Kenya, but after MIA in
Tunis they have also started some export trades to Switzerland, Germany and the USA. After
the MIA 2002 in Tunis, Nalina Ltd implemented a program to enter the Italian market.

0 In Tunisia, MIA 2002, an Ethiopian leather garment manufacturer could develop several
business as follows:

0 new customers in Botswana,
O new customers in Kenya plus a new local agent,
O sales agreements for to Tunisia, as trading point for some other international markets.

0 A South African tannery successfully participated to Tunis, the follow up has been good and
they could export finished leather to new customers met in Tunis MIA 2002.

O A large raw hides ands skins dealer of Senegal took advantage of MIA to rehabilitate the
activity, and with the technical assistance of agencies, like UNIDO, for the creation of SMEs
cluster, the UNDP to improve the artisan sector, the FAO and the CFC to upgrade the raw and
hide skins collection and selection, the company could start up again its export trade program
worldwide.

Q The MIA 2002 has been successful for the Algerian State Group managing the leather sector,
that implemented a programme of rehabilitation and privatisation of the public sector involved
in the leather business.
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8. THE MARKET RESPONSE

8.1 FEEDBACK

The impact of the MIA program on the African market cannot be statistically valued on continental
basis. Vastness of the territory, incompleteness of local statistic analyses and existing ephemeral
relationship between intermediate organizations and the private sector are the most common obstacles
to a proper evaluation. The MIA trade fairs located in Maghreb, Morocco and Tunisia, have benefited
of the encouraging trend of the local leather sector, for worth of the preferential relationship of the
Mediterranean area with the EU.

It has been reported (it is not possible to verify how much reliable are the data) that after MIA of
Casablanca the participating companies received potential orders of approximately US$ 2 million and
confirmed orders worth US$ 1 500 000, but further expansion of the business throughout Africa was
not conformed between 2000 and 2003, rather a light decline in the Southern Africans markets. The
economic progress of the leather sector within North African regions is genuine, but how much it is
connected also with the MIA trading fairs, this is not possible to know.

From the interviews through the sector in Africa, the impression was that the impact on business had
been positive for export trades between Africans, but the impact on business between Africa and the
rest of the world was insufficient because of limited numbers of buyers visiting the fairs, coming from
outside Africa. EU countries were well represented, among other international visitors, but
entrepreneurs remark that there were few buyers, and most of the visitors, plus the exhibitors were
sellers.

With Tunis 2002, the attraction of MIA appeared more solid ( more than 2200 visitors, 367 exhibitors
from 38 countries, 480 bilateral consultation within the buyers/sellers section). The visitors were
constantly increased, from 1.000 in Cape Town, 2.000 in Casablanca and more in Tunis. Nearly 60
countries were represented by the exhibitors’ sector in Cape Town, and 38 in Casablanca and Tunis.

8.2 MARKETS

Between two main events, implemented between 2000 and 2002 in Morocco and Tunisia, the African
market exported an increased quantity of shoes resourced from North Africa for West European
countries. Mainly Tunisia and Morocco, both expanded production and export of footwear to Italy,
France, and Germany. But in South Africa the shoe industry, formally very important in this country,
continued its decline, started since 1994. In the whole of Africa, since the year 2000 the consumers’
market growth of 3,3%, with a 26% on production capacity, and a reduction of the import penetration
of about 10%. The competitiveness of the African raw hides and skins market growth a little bit with
the expansion of the footwear production in China, but the industrialisation based on the exploitation
of the local raw material resources was still stagnating with few investments in the sector, despite some
positive examples like Ethiopia or Sudan.

The African market background, (N- Africans entrepreneurs as preferred suppliers of the European
sector and Sub Saharan Africans needing machines and technology for traded leather) was duplicated
throughout the exhibitions, where it was possible to verify that the North African countries were more
actives with their European customers, Sub Saharans more focused on leather export and machines
imports.

37



Carlo Milone — Final Evaluation Meet in Africa - 24/05/04

Box 6 Figure: Evolution of the participations to MIA between 1998 and 2002
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8.3 SATISFACTION AND OUTCOMES

The results of the fairs organized according to the scheme of Meet in Africa can’t be analysed like
outputs fully controlled by the organizers. Entrepreneurs do not inform very often about their
outcomes during the fairs, and the evaluations depend to a large extent on the discussion of the
opinions investigated through the participants after the show.

The principal aspects to appraise, are the rate of satisfaction reached by the participants, the number
and the quality of the business that have been somehow made known, in terms of volume or
percentage, as well as the classification of the exhibitors and the visitors. That allows us to understand
what is the specific weight of the potential exports, or what is the specific weight of the importations
for capital goods and intermediary goods, thought essential to improve technology and value added of
the African products. It is also important to verify the position of MIA trade fairs among other
international events of the same nature.

8.3.1 EXHIBITORS’ SATISFACTION

According to the AFLAI report on MIA 2002 of Tunis, the level of satisfaction was nearly 90% among
those participants that replied (not many) to the questionnaire, however the satisfaction about the
participation has been confirmed with further questionnaires received later and the majority between
the entrepreneurs confirmed their full satisfaction. It must be remarked that there is a contradiction in
the opinion itself, because the same participants that were very enthusiastic about the results obtained
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from the trade fairs, showed small interest to continue the participation in future (93% of those that
replied to the questionnaires), if the participation will not be supported by some benefits granted by
ITC, like hotel free of charge or exhibition booth free.

The rate of satisfaction goes down when it comes to evaluate the utility of some events connected to
MIA, like seminars, 16% fully satisfied only, or the visits to the enterprises, 9% fully satisfied, or the pre
organised meetings between buyers and sellers, 24% fully satisfied, and perhaps this is a symptom of
criticism for the organization of such events, but it may be also be explained as a hidden symptom of a
growing interest toward the pure business, compared to the technical assistance activity.

The interviews to the African entrepreneurs explain the controversy between high satisfaction for the
past events and low grade of interest when foreseeing the future participation in absence of contributes.
Most of the interviewed report positive business outputs, with details about some success stories, but
they also remark some lack of international visitors, and underline that the majority of European and
other non African participants were mostly suppliers.

8.3.2 IMPORT AND EXPORT TRADES

35% of exhibitors during MIA Tunis exported goods to other African countries. Exports within the
African markets were on the tune of 37%. 12% of import agreements and 19% of exports were related
to the footwear sector, 12% and 15% were connected to the footwear sector, respectively 4% and 19%
were the import and export leather goods contracts, 12% and 8% other sub sectors.

8.3.3 CLASSIFICATION OF COMPONENTS

More than 50% of exhibitors to MIA 2002 were producers (179 on total 360), between them 38% were
exporters. In percentage we had: 52% producers, 38% exporters, 36% importers, 12% tanners, 9%
traders, 12% retailers, 12% sales agents, and 7% participated with other lines of activity.

Total 40 countries have been represented, between exhibitors and participants, 30 countries from
Africa, 8 countries from Europe, 1 from Asia, and 1 from the American continent.

Entrepreneurs from some important countries still missed to join the event, between them Nigeria, and
China. Nigeria is the third African country for raw material resources and the local industrial sector, --
tanneries and finished goods-, is between the top units in Africa, while China is the first world exporter
of footwear. Other entrepreneurs or traders came from the raw hides and skins sector, chemical sector,
machines sector, other components, and no footwear or leather goods/garments were registered at this
stage.

8.3.4 BENCHMARKING

An important lesson learned interviewing the entrepreneurs in Africa, and confirmed by the
benchmarking, is that the market and the manufacturing world is one thing and the Fair is another.
Manufacturing world in Africa is still at the early stage of development, with the top section
represented by contractors that produce shoe upper or assemble shoe and leather products for export,
or tanned leather producers, but MIA has consistently retained its role as one among the world's
foremost fair leader as regards leather, shoe and leather goods. The structure of the event is getting
stronger and, if the exhibit layout will be better defined, the numbers will be confirmed and improved
in terms of exhibitors and visitors.

On the visitors’ front, there is every reason to believe that the number of attendances will be the same
also during next Ethiopia event, since the number of accrediting requests is what it has been in the
preceding years, and the usual number of foreign official and collective delegations are also expected.
The weak point is that much participation will be defined again with the effort and financing
contribution of ITC on behalf of the program’ grant.
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The links between MIA and some European leading world events and agencies or associations, like SIC
for the organisation of MIA, and ASSOMAC for the promotion through the EU leading sub-sectors is
thus, a favourable circumstance that attracts considerable interest toward the African fair. In addition,
MIA confirms its role as the obligatory crossroads for all leather, shoe and leather goods manufacturers
or accessories suppliers who want to implement trans African business proposals.

From this last depicted point of view, MIA is not just an opportunity for manufacturers and traders to
meet, through an organised method, the clients who they know, but also becomes a new opportunity
for trading and cooperating between Africans of different regions, and worldwide businessmen, as it
has not been possible to do it before, if not through the intermediate communication and services of
the European sector, for historical reasons. Until thirty years ago Europeans (and Americans) were
unquestionably the major leather and footwear producers, but since then, developing countries in Asia
and South America have gradually built up their own manufacturing capacity. This trend was given a
significant boost from the 1970s onwards as Western companies transferred their leather product
manufacture, principally shoemaking, to Asia to take advantage of appreciably lower manufacturing
costs. By the 1990s, the Western leather sectoral industry had taken a severe pounding and considerable
manufacturing capacity has been lost. It is a trend, which is likely to continue, and in the new context
the African market may be not represented from now on only as a corner area in the European
meetings.

The following exercise compares the performance of two most important world leather fairs and Meet
in Africa on 2002. The first was the combined Lineapelle and SIMAC exhibition of Bologna, leathers,
accessories, components, synthetic products and models, machines and technologies. The second was
Asia Pacific Leather Fair of Hong Kong, also a set of two international exhibitions of fashion and
finished products, raw Materials and manufacturing. Possibly the two combined events are still the
most popular in the leather world business.

Together, the three events, Tunis, Bologna and Hong Kong, attracted over 70.000 visitors, and MIA
allocated 3% of total guests. If we look at the world leather production and footwear production
figures, Asia performed 54% with China on the top, and for footwear China alone performed 54%,
compared to Africa always below 2% of world production. The trade fairs figures reproduce the world
market situation with a better position for the European events, 50% of visitors, that is understandable
because in Europe there are important fashion and technology leather districts, but also MIA
performed better instead of simply reflecting the African production situation, with this 3% instead of
the 1,5-1,9% actually performed by the manufacturing units. Thus MIA is a good base to start for
enhancing market development in that part o the world.
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Box 7 Diagram: vistors between MIA and other leather fairs
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The numbers of the trade fairs were:

0 MIA, as reported from Casablanca 2000 and Tunis 2002 are:
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367 registered exhibitors from 38 countries

2201 professional visitors

260 companies at the buyer/seller meetings with about 480 bilateral consultations
over 300 participants in the Seminars and Expert Group Meeting.

About 2 million USD as business turnover

0 Lineapelle, Bologna, and SIMAC Italy:: Two international exhibitions of leathers,
accessories, components, synthetic products and models for footwear, leather goods,
leatherwear and furnishing, footwear and leather goods machines, technology and accessories
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Exhibitors: 1.900
Country: 50
Visitots: 35.000

Exhibition sectors tanneries: accessoties, synthetics, designers, press/schools/Aftrica,
machines

0 Asia Pacific Leather Fair, Hong Kong: Two international exhibitions of fashion and finished
products, raw Materials and manufacturing.

o
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33.000 visitors

90 countries involved

nearly 3.000 exhibitors from 38 countries

80% of trade business to and from Mainland China
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9. FINDINGS AND LESSON LEARNED

9.1 EVALUATION OF MIA

As part of the MIA process, a formal evaluation of the “Export Development of African Hides, Skins,
Leather and Leather Products” was initiated by an independent evaluator (Mr. Yehia El Mokadem)
between May and August 1999, after the event in Cape Town had been concluded. This evaluation was
designed to assess the utility of the three combined projects, “Coordinated Leather Industry Assistance
(CLIA)”, “All African Leather Convention and Trade Fair (Meet in Africa)” ands “Leather Products
Export Development Support to Selected Enterprises in Developing Countries in Africa”. It was
recognised that many organisations, many African representatives and many African entrepreneurs and
other professionals and managers participated in the first MIA event. In addition to this qualitative
review of the MIA, a quantitative analysis was conducted about the coordination between the
programs, all using financing resources mainly coming from Netherlands. More support could have
been available from closer technical cooperation between ITC and other bodies of the cooperation
system.

From this evaluation, it was concluded that the creation of AFLLAT was a significant result in order to
transfer MIA to the African network of cluster associations, but the management of the program, for
the moment, remained committed to the conceptual framework of technical assistance as cooperation
grant. Since then, Meet in Africa fairs shifted to the top position within the priority scales of the
activities predicted with the integrated program.

However, AFLAI appeared to have limited utility given the existence of systemic issues and pre-
established priorities for managing MIA. As a result, the previously envisaged mandatory use of AFLAI
as the “Executive Agency” in charge of the organisation of MIA was discontinued after MIA 2002 in
Tunis. In addition, further regional-wide refinement of the Network was also discontinued and the
AFLAI was not effective as sole trans- African cluster network as originally intended. Few stakeholders
and intermediate agencies continue to use AFLAI services, but every year less.

9.1.1 WHAT HAS WORKED?

Results from the evaluation of reports and group meetings suggest that the development and
implementation of MIA as unique project framework resulted in the following accomplishments:

9.1.1.1 ENHANCED SUPPORT TO ENTREPRENEURS’ TRADING OUTPUTS

Through the trade fair, including buyers and sellers meetings, MIA has enhanced rehabilitation at
marketing level of responsibility for quality upgrade of the merchandised products.

MIA side events, like expert meetings, also supported professional decision-making by providing a
standard set of main concerns. In fact, professionals often used MIA follow up technical assistance
suggestions as support to explain the manufacturers’ position in the competitive African/world
context. New methods for raw hides and skin preservation experimented after MIA were positive
examples, as well as bi-lateral technical assistance projects approved by some T.A. agencies (e.g. CDE)
during MIA, by implementing plans that had been conceived not within a technical assistance pre-
determined framework, but in consequence of the “we need upgrading” oriented atmosphere of the on
going seminars.
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9.1.1.2 INCREASED RELIABILITY OF INTER-AFRICAN TRADES

Increased South-to-South sales were realized, foreseeing associations involvement with more lobbying,
aimed to infrastructures improvement, through African Countries. A different approach between client
and supplier has been introduced, and transactions are now made between two actors playing in the
same context, instead of between somebody from a developed country, fully responsible of the
integrated process, and somebody else, African, still undeveloped within certain limited constraints.
Consequently some new marketing elements have been introduced within the African sales philosophy
related to the importance of developing standard criteria to determine client needs.

9.1.1.3 INCREASED FOCUS ON CLIENT FUNCTION AND PREDICTED
OUTCOME

Entrepreneurs realized the importance of considering the impact of the presenting problem on
function during the sales process. In addition, entrepreneurs recognized the importance of considering
predicted client outcomes during the sales process. This happened simply because in MIA, located in
Africa, it was the first time that sales were promoted starting from suppliers inventiveness. During the
trade fairs in Europe, Africans are often marginalized.

9.1.1.4 USEFUL TOOL FOR MANAGING PRICE LISTS AND SALE SAMPLES

Entrepreneurs and managers reported that MIA trade fairs were useful tool for price-lists and sale
samples decision-making tool. The MIA meetings were used as an objective mechanism to assess the
relative need of clients waiting for appropriate goods and cost proposals.

9.1.1.5 STRONG SUPPORT FOR THE MARKET PROMOTION ACTIVITY

Entrepreneurs expressed their strong support for the concept of consistent specialisation of the
exhibitors according to their real core business, enhancing “Made in Africa” concept and transparent
market information, as result of being all together in the arena, from which get in turn (because of the
itinerant asset of MIA fairs), facilitate equitable access across Africa. Results: increased information
about African products and abilities, reduction of long intermediation chains, easier approach to the
market access without requirements of personal links and other barriers’ by passing contrivances.

9.1.2 WHAT DID NOT WORK?

9.1.2.1 TECHNICAL DIFFICULTIES WITH MIA

Entrepreneurs reported that the specialisation factors weren’t specific enough for each sub-sector (e.g.,
leather traders and footwear plastic components were in one group, together with raw material and
finished goods). Entrepreneurs suggested the need for greater specificity of the marketed items to
reflect the unique characteristics of each sub-sector. In addition, the MIA specialised sub-sectors did
not provide profiles. The time scale allowed for preliminary identification for the company matching
between buyers and sellers was one or two days before the date of the meetings, which is an insufficient
projection period especially for international clients. It was difficult to rate the impact of the problem
on function for clients who were in the process of selecting proper complementary partners, as
promised by means of a specifically supported activity named “buyers and sellers meeting”. Better at
this stage to leave free encounters through the fairs, if it was not possible to design proper “company
matching” profiles. Another difficulty encountered by entrepreneurs using the MIA services it was the
limited commitment to research a wider variety of potential buyers to be invited to the fairs. Visitors’
diffidence was also affected by the supposed low profiles of the exhibitors. In fact entrepreneurs also
expressed difficulty in describing the primary products for clients. These and other problems would
have been solved by means of appropriate training plans related to market promotion and marketing.
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9.1.2.2 PROCEDURAL DIFFICULTIES WITH MIA ORGANISATION AND
MANAGEMENT

Entrepreneurs have identified a number of issues that diminished the overall acceptance of AFLAI as
the subject of the organisation process of future MIA events. AFLAI did not appear to be a useful tool
for the privatisation of MIA, according to the original design for transferring the MIA Executive
Agency functions from ITC to the African cluster network. Some management outputs were most
often used directly by ITC, like hidden caseload criteria, and never showed outside. ITC alone
established budget assignment, preliminary activities, allied agencies guarantees etc... . In addition,
other factors affected AFLAI aptitude to provide adequate support services to the program. These
included the existence of pre-established priorities (e.g., AFLAI is the African cluster network agency
for statute, the function has not been built from the bottom, local and regional associations that would
have organised the tarns-African network), the small availability of human resources devoted to the
project tasks, lack of communication especially in English language, and differences in the nature and
loom to set up a trans African network expressed by different sub-sectors or markets, as well as
different rules played in their local networks by the professionals embodying the AFLLAI panel, across
the African regions.

9.2 MIA PRIVATISATION GUIDELINES

Farly in 1998, ITC provided further support for the development of AFLAI A steering committee was
established to identify ways to promote the sector and to establish the AFLAI as the future Executive
Agency to manage MIA. A stakeholder group, which included more than 15 local and national or
regional associated related to more than 20 Nations, from State promotion agencies to private
enterprises, associations, training institutes, and professional bodies, met on several occasions in
biannual briefings plus the biennial encounter with the MIA fairs, to draft practice guidelines for taking
over the management of MIA, to prioritise locations for the envisaged MIA events, for getting better
capacity building of the organisation.

The document, insufficiently completed, “Impact de MLA 2002 sur le sectenr du cuir africain” was released in
October 2003. This document was designed to assist future discussion about MIA assets and the
African cluster networking. Despite the strong commitment of ITC and other professionals and
agencies to the plan (e.g. ASSOMAC that support a biannual encounter of the AFLAI steering
committee, or UNIDO and CFC assistance to the expertise seminars), up to now the association has
failed the assignment to be a network on continental bases, and may not be the Executive Agency of
the MIA administration in future. Currently ITC substitutes the Executive Agency and is also acting as
supervisor in view of next MIA 2004 of Addis Ababa. ITC will be in charge of finding out new links
for transferring, either all in one time or step by step, the MIA project to the private sector.

9.3 EVALUATION OF THE SUSTAINABILITY OF MIA

9.3.1 OPINIONS FROM THE PRIVATE SECTOR

Despite the returned questionnaire of the AFLAI survey were few, the opinions, confirmed also by the
interviews, were favourable to the “nomadic” MIA, and many entrepreneurs expressed favourable
opinions in order to transfer MIA to the African sector, but they were afraid of the responsibility, so
the solution to continue with the supervision and support of ITC would have been preferred, and many
entrepreneurs expressed not a very positive opinion about the role of AFLAI Similar reactions have
been verified also with other about 30 sheets received after the AFLAI survey document was
completed. Still pointing out that findings from this evaluation cannot be generalized to the entire
number of entrepreneurs within a known degree of statistical confidence, it is remarkable that one of
the questions on the feedback sheet was whether the performance of MIA was adequate to the
business outcome; the replies generally have been “yes”. The majority of respondents indicate that the
trade fair in Tunis was adequate reflecting some convincement that it is positive for business to have an
African trade fair. When asked about participating with or without ITC benefits contribution,
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respondents suggest better to continue like now, with grant contributions, and also indicate that they
could not participate to MIA without cost benefits. During the interviews with the entrepreneurs, when
asked to explain their position on this matter the most common comments were:
» Certain criteria and expectation were not realistic, were exaggerated, Africa is still too behind.
» Management strategies already exist, why to change them?
» Privatisation or not, guidelines have been already established within the ITC framework, as
resulted from the ITC — AFLAI links, and a certain distance between MIA executives and
entrepreneurs doesn’t help commitments by new entries.

Other suggestions to assist with the implementation of the privatisation include: the need for good
information from ITC sources and the need for additional support staff to assist with the privatisation
process.

Others suggest that MIA experience is good, but the realisation of the all African event is not
sustainable without important external factors, like funding from the international cooperation, and
they believe that the experience achieved with MIA, in absence of further implementation under the
cooperation umbrella, at least could be used as a reference to guide the development of specific
regional trade fairs.

9.3.2 MIA SUSTAINABILITY: BENCHMARKING

If we take a look, for instance, at an important exhibition of the leather sector in Europe, we may
observe that the basic cost of the fair may be around USD 236.000, compared to USD 150.000
according to the budget report of MIA. The promotional costs, being of different origin and
composition, may be put also on the tune of USD 800.000 in Europe and USD 925.000 referred to
MIA, for a total of 370 exhibitors at MIA and 367 in Europe. The parameters, therefore, are in close
proximity, but the European fair received many visitors, between them many selected buyers, in the
quantity of 31.985 people, while MIA received 2.200 visitors only.

For this, the net cost that burdens on every exhibitor of MIA is similar to that in Europe, (USD 2.929
for MIA compared to USD 2.800 in EU), but the cost that burdens on every exhibitor for each
possible contact with clients, it is much higher in case of MIA (USD 489 for MIA, against USD 32 in
Europe).

ITC is expected to achieve an improved balance between costs and visitors prior to transfer the fair to
the private sector.

Box 8 Table: Benchmarking MIA expenditures

ITEMS Currency MIA | SIMAC
(unit)

Basic costs: Trade fair USD 150.000 || 236.000
Promotion costs: Conference, Seminars, Expert group meeting, Buyer-seller
meetings and MIA services, Subsistence allowances, Promotion and logistics USD 925.000 | 800.000
management
Exhibitors No. 367 370
Visitors No. 2.200 31.985
Total costs supported by the exhibitors (per capita) UsSD 2.929 2.800
Total costs divided per visitors UusDh 489 32
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9.4 SUMMARY OF OBJECTIVES AND EVALUATION OF THE
PERFORMANCE INDICATORS

1. A Priority objectives’ scale was developed as a result of extensive coordination between three main
projects, thought synergic, within a unique export trade promotion concept, and it was implemented, as
described in these papers (in the chapter “Concept and Design — sub title: Objectives and Outputs”),
with the following synthesises: “...to boost intra-African trade and Africa exports to international
markets”, ““...to build and strengthen the capacity of institutions, particularly leather trade associations
and training centres”, “...to enhance the competitiveness of leather sector enterprises (particularly
SMEs), .. .to establish a regional networking mechanism, to enhance the coordination of development

efforts among various donors organizations”.

2. An evaluation of the objectives was envisaged according to predetermined performance indicators,
(again described in the “Concept and Design” chapter).

[a. Throughout the program -1996-2005- at least 300-440 African enterprises, mainly SMEs and participant to MIA
event, should directly benefit by increasing their production and marketing skills -at least 20-40 new trade contacts
for each-; b. New annual trade transactions at regional and international levels; c. 3000 to 4000 buyers of African
products will have gained a wide knowledge of the offer in the leather sector; d. 80% to 90% of African National
and regional associations, training centres and other institutions would have a clear insight into the present status,
common problems, possibility of trade cooperation; e. Over the duration of a seven-years period, ten enterprises
per year would increase their exports by 5-10% annually f. At the end of the long-term Integrated Program at least
50 to 70% of African enterprises would use successfully the networking information system g. No more
ovetlapping or duplication of technical assistance activities occurring by the international organizations active in
the leather sector in Africal.

Those parameters of evaluation will expire after MIA 2004, but the predetermined performance
indicators in object are far from the real intervention’s conclusion, and somehow they seem to be
unrealistic. It is possible that during the project implementation, due to technical and procedural
difficulties with the extent of objectives, the parameters of evaluation were discontinued before last
Tunis MIA event.

3. However an integrated selection of projects, sometimes divided then grouped according to priority
settings, began in 1998 with emphasis on the principles of consistent coordination between
intermediate agencies and cooperation bodies as defined in the CLIA strategy. The outcome of these
initiatives was the development of several activities, like web sites, trainings and specific seminars
interconnected with MIA and AFLAI development. Entrepreneurs indicated that these single activities
contained sufficient quality in terms of T.A. for each single service. Sometimes less, but the mass is
positive.

What is impossible to realize, is the outlining of all these activities in one integrated strategy starting
from the peripheral point of view of intermediate agencies, including programmes designed according
to different methodologies and different donor strategies. Coordination will be achieved simply if
entrepreneurs will use these experiences and services for the orientation of new market improvement
and for prioritising interventions through cluster’” networks.
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9.5 LESSONS LEARNED

There have been many lessons learned during the evaluation of MIA. The lessons learned are organized
into the following categories:

0 Lessons learned regarding the project design

O Lessons learned regarding implementation

0 Lessons learned regarding market impact

9.5.1 LESSONS LEARNED REGARDING PROJECT DESIGN

It is clear that the dealing with the specificities of a cluster made of different field industries is limited
when designing a tool that must be applicable to many different sub-sectors, even if interconnected.
There are conflicting objectives and activities, several categories, several models of service and a broad
range of local interests. This makes it difficult to establish acceptable levels of reliability and validity of
the scale of priority between the set of objectives. A better solution would have been to divide MIA
trade fairs according to specific prioritisations of the main sub sectors (e.g. raw material, tanneries,
accessories, synthetics, chemicals, machines, designers, footwear, garments, leather goods,
intermediation, cooperation, training, magazines) that would have contained the unique characteristic of
the African all comprehensive leather cluster and the common practice patterns.

A significant investment of time and resources is still required to develop, evaluate and document the
reliability and validity of a continental-wide priority rating scale for the sub-sectors: are there chances
for components? finished products? large industrial sectors? or SMEs? . Then it depends from the
selected country where to locate the MIA trade fair through the implementation years, if it is better to
accentuate leather tanning, or sub contracting shoe manufacturing etc... . What successful company-
matching may outcome from an exhibitors’ context characterised by footwear components and
assembling units facing buyers’ scenery characterised by raw hides and skins traders.

Failure to follow the technical steps necessary to achieve reliability and validity may result in poor
decision making, wasted resources and frustrated participants. A detailed plan for establishing reliability
and validity is essential before beginning to develop each MIA fair, including company matching for
buyers and sellers meetings, company visits, side seminars, etc... .

It is especially important to obtain a commitment to the plan, including the resources required to
accomplish each steps in the validation process, realizing that the plan may require a long term
commitment over a number of years, envisaging different leading themes according to the envisaged
locations, as well as according to the needs to include step by step all sub-sectors within their specific
strength points.

The involvement of entreprenecurs in the development of MIA is critical to ensure that the resulting
outline is acceptable and practical. Large numbers of entrepreneurs, representing usually exporters and
domestic oriented manufacturers as well, have to participate in item generation, item selection and
methods of score of MIA events.

Extensive consultation will be also an important element of the evaluation of MIA, including the
principal key actors of the African sector, not only limited to those debriefings between accredited

representing organisms.

Entrepreneurs should also be involved in the development of prioritisation instruments to ensure that
the priority setting criteria are fair and non-discriminatory from the enterprises’ point of view.
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9.5.2 LESSONS LEARNED REGARDING IMPLEMENTATION

MIA, as integrated project, was implemented through a “networking the networks” approach allowing
regional facilitators to network entrepreneurs in each region/country. While this approach worked well
in the time frame provided, prior the implementation of the trade fairs, with the quick set up of
AFLALI, in any case a communication tool, this approach is not recommended when consistency is the
goal. It should be better to eliminate hierarchies between networks. This method would enhance scale
reliability of envisaged sub regional cluster networks and possibly a trans African cluster, but focused
only on the MIA process as common interest.

Sufficient resources are required to balance the decrease in commitment resulting from the time
required to implement new stable tools for networking the sectors. It is difficult to implement a new
tool that negatively impacts on communication between the clusters when other intermediate agencies,
associations, or other various organisms continue to grow outside the initially designed scheme.

An ongoing commitment to management is required from ITC, or from ITC plus partners when
implementing a new tool such as the envisaged MIA, not granted from cooperation’s donors. A “one
time only” opportunity may not be sufficient especially if constant selection throughout the continent is
essential.

9.5.3 LESSONS LEARNED REGARDING MARKET IMPACT

It is clear that a MIA trade fair will not result in equitable access to trans African markets for all African
and non African leather business opportunities. The MIA may contribute reaching the goal of
facilitating access to African markets by providing a consistent approach to specialisation, but it is
unrealistic to expect that the MIA alone will determine the business improvement goal as a service to
entrepreneutrs.

Other factors such as pre-established technology levels within each sectors, the availability of natural
resources and differences in the nature and approach to free trades across the continent, all affect the
provision of uniform access to industrial development.

Together with implementing every new MIA trade fair, the infrastructutes system/environment should
be carefully reviewed to identify system barriers (e.g., custom duties, transport, communication system,
investment regulations, marketing instruments, financial tools). Once identified, efforts could be
directed toward changing or eliminating these barriers.

The MIA framework emphasizes a number of technical assistance concepts to enhance export
development. These concepts include:

0 Internet sites of importers and of finished leather products, as well as of semi processed
and raw material

Production of an African leather magazine

Public relations through press releases and other activities

Monitoring the technical assistance needs

Trade support activities (?)

Creation of regional and national associations

Hides and skins recovery assistance

00000 D

The single act of including these concepts within the MIA context is not sufficient to get them effective
into practice. Other strategies, such as educational initiatives or regional forums, would provide
professionals with opportunities to discuss appropriate ways of integrating these concepts into practice.

Educational strategies should have been in place prior to the introduction of a new tool such as next

cycle of MIA trade fairs. It should not be assumed that a new tool could provide changes. Tools like
the trade fairs should only be used to support changes in practice.
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10. PERSPECTIVES AND FUTURE ORIENTATION

10.1 ORIENTATION

This evaluation of MIA aspects of trade fair and cluster networking has identified several areas for
future orientation:

10.1.1 MEASURES TO GET MIA TRADE FAIR SUSTAINABLE IN VIEW OF
ITS PRIVATISATION

Research is required to develop standardized measures of outcome for the evaluation of the
sustainability of MIA.

It is difficult now to define the sustainable break-even point of MIA events. Sustainability is determined
by several factors: the location is a standard factor, the ability of the organizers to put it together also is
a standard factor. If we go through all this things positively together, it will be possible to make it
sustainable; it may not be a very big event, but a sustainable African grand event with ITC support
which will be limited to only those very specialized areas where international agencies are supposed to
participate.

The evaluation results, from this project, has identified already the need for the development of
appropriate outcome measures to guide decision making related to: trade improvement through
appropriate company matching, buyers increase, infrastructures upgrade, improved management,
prioritisation of sub-sectors, networking of African entrepreneurs.

The determination of MIA in the appropriate environments, as selected African countries where the
leather sector plays a key role in the local economy, and the prediction of partnership naturally outcome
during the implementation process.

In addition, research is required to develop standardized proposals that are buyers focused. Proposals
could consist of a combination of outputs, like managers’ training and identification of reliable partners
for the trade fairs, mixed with promotion through buyers and/or company matching. The development
of market oriented proposals could focus on the following points:

0 MIA management tool, in particular selection of trade fairs organisations, creating an
independent Executive Agency, managed by some key players of the leather sector
throughout the continent, under the supervision of I'TC on behalf of donors (if any), or
ITC in joint venture with commercial partners operating as trade fair organisers, possibly
located in Africa. Training outputs, in order to set up an Executive Agency able to act in
response of the following basic requirements to organise international fairs:

0 identification of culture-bound behaviour and culture-bound conduct;
0 measurement of the effects of the encounter of different cultures;

O development of comprehension of the cultural differences;

O practical problem-solving ability.

0O Alliance and constant sounding between MIA management and the African leather
cluster, networking the key players within a trans-national network. In terms of its
institutional status, the trans-national network should be fully autonomous and independent
from the regional and national leather sector networks. The services of the trans-national
cluster are consequence of the services and resources of the regional partners, but should
not impede the services of some promotional state offices, state or private intermediate
agencies, or some private groups, or single enterprises operating throughout the cluster.
Therefore, rather than providing newer services, existing regional services are to be
harmonised and opened to enterprises of the partner regions.
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10.1.2 EXPLORE THE RELATIONSHIP BETWEEN CERTAIN MARKETS
AND AGENCIES THAT MAY CO-PROMOTE AND CO-ORGANISE MIA
TRADE FAIRS

Studies are required to examine the relationship between certain markets, in Africa, and possible local
agencies representing instances for the organisation of MIA events. Does identified agency support and
promote the sector? Does identified agency increase the effectiveness of financial sustainability of
MIA? Further studies are required to study potential outcomes related to regional/national industrial
assets in order to compare and contrast various models of event outlines. These types of studies could
identify the strategies that provide the maximum benefit to the export promotion.

10.1.3 EXPLORE THE RELATIONSHIP BETWEEN BUYERS AND
SELLERS

Results from this evaluation will reveal a strong relationship between market oriented entrepreneurs
and clients’ needs.
Further research is required to improve our understanding of this relationship, especially within the
international clusters’ enterprises, as single or involved by National or sub regional organisations.
Entrepreneurs will only participate to MIA if they think they can use the fair to find new business
opportunities. In order to facilitate the understanding of the trade fair concept it will be prepared a
database containing the economic and technological profiles of exhibiting or potential exhibiting
African enterprises, in order to create an informal exchange of experiences between the networks of
private entrepreneurs contacting buyers worldwide. The database may be an evolved model of the
actual web system administrated by I'T'C in the leather field.
The trade fair will be divided between the different sub-sectors and markets to facilitate company-
matching.
The inclusion of the whole international leather cluster is the final goal, so targeted subject of the
promotion activities will be:

0 African Partner Enterprise (Main beneficiaries) as singles

0 Regional networks

0 International Partner organisations

10.1.4 TEST THE VALIDITY/RELIABILITY OF THE MIA DEVELOPED
BETWEEN THE PRIVATE SECTOR

Initial testing of the entrepreneurs’ satisfaction level indicated that MIA trade fairs have been useful
indicators of market oriented reforming process of the African leather industry system. Some sellers
and buyers satisfaction have been recognized within the MIA services. Further testing of these
outcomes is required to refine the validity and reliability of MIA. Factors analysis is required to validate
the findings from this project with other international visitors such as clients who have already visited
MIA. In addition, the concepts and contents of MIA should be constantly evaluated by using the
comparative models of other trade fairs at international level. Further studies could assess the suitability
of MIA for assessing the African leather market experience with other international markets. Finally,
further testing is required to test the internal MIA parameters to measure variations in African
entrepreneurs satisfaction, as per the following sensitivity targets, “test of capacity to do”, designed to
detect changes in market satisfaction over time:
- Involve enterprises in MIA trade fair by offering multiple support services,
including the provision of enterprise profiles and the maintenance of a co-
operation partner exchange for international co-operation projects.
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- Create co-operation relationships between enterprises and leather sector
poles from the different partner regions by using international
intermediate agencies and programs.

- Deal with inter-cultural particularities: implications for trans- African
leather sector networking, to suggest the improvement of the African
regional integration of the leather sector.

10.2 SCENARIOS

10.2.1 ABAUT MIA

Scenarios are determined by two factors:
0 The role of the Executive Agency, “Who is going to manage MIA?”.
O The priority scale of the African markets, “Which African Market? Who are the key
players?”

These are necessary pre-requirements to reply to the questions about with whom to organise future
MIAs, and where to locate the MIA trade fairs and the leading themes to be selected for each event.

10.2.1.1 WHO IS GOING TO MANAGE MIA?

Although several expressed intentions to transfer the organisation of MIA to AFLAI appear in the
project literature, there is no formal agreement about this and recent ITC reports recognise this option
as impossible at the moment. A possible scenario is to set up AFLAI on new bases, starting from
regional and national networks, but this means that MIA will be suspended until when the cluster
network will be in condition to take over this obligation, just not a very dynamic picture.

Apparently the only probable scenario is to construct an independent Executive Agency. The
framework will be designed to develop the entrepreneurs’ satisfaction, as part of the set up of clusters’
networks throughout Africa. The Executive Agency could be used as a foundation to develop and test
a general networking plan, but starting from the MIA services.

In a future scenario a Trans-African network will not necessarily exist. There is not a model of network
like this in other parts of the world, nor in Europe where connections between National associations
are limited and specialised.

If justified, the trans-African network will start with contacts at the level of the regional cluster
organisations with the target to interconnect different clusters. During this phase, it will be necessary to
build up the regional clusters networks, then regional networks should facilitate enterprises’ access to
existing services in the field of inter-enterprise co-operation relationships and after this, mutual trust
may be enhanced between the regional clusters to establish a trans-African association.

10.2.1.2 WHICH AFRICAN MARKET? WHO ARE THE KEY PLAYERS?

Results from some international monitoring system data (ITC; FAO, SATRA, ASSOMAC) reveal a
trend showing decreasing numbers of referrals to the African leather sector as well as decreasing
amounts of investment conditions across all regions in Africa. Further evaluation is required to
determine the actual reason(s) for this decline.
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CLUSTER’S CONSTRAINTS IN AFRICA

East Africa

Recorded: 92 tanneries, 689 footwear manufacturing units, 554 of leather goods and garments, 8
institutes for the research and training.

Southern Africa

Recorded: 79 tanneries, 125 SMEs of the footwear sector, 74 producers of leather goods, 3 training
organisms.

North Africa

recorded: 407 tanneries, 7000 footwear producers including cottage enterprises, 1000 for the leather
goods and garments, 4 training, technical assistance and quality control institutes.

Central Africa
Recorded: 4 tanneries, 50 medium-large footwear units, 65 producers of leather goods.

West Africa

Recorded: 47 tanneries, between them 38 are located in Nigeria, but their number is growing, only one
in Burkina Faso (one company, divided between 3 units), 1 in Cote d’Ivoire, 3 in Mali, 2 in Senegal, the
footwear producers including the whole SMEs sector are 1735 and 2 leather-footwear centres.

Footwear Production

Recorded in 2001: 1,9 million pairs, 1,6% of world production, divided between: Egypt 6,1, Morocco
62, Tunisia 68, Uganda 1, Zimbabwe 9, others 7.

Footwear Market

Recorded consumption, 463 million pairs, production 50% of consumption, Maghreb (Egypt, Tunisia
and Morocco) produces 42% of total output, total export 34% of production, 93% is the export’s quota
of Maghreb, official imports 67% of local consumers market.

Major Exporters and Importers

Increased quantities of shoes are being resourced from North Africa for EU countries. In 2001 Tunisia
and Morocco both expanded production and exports of footwear to the EU.

In South Africa the Shoe industry continued its decline, year after year, that has been happening since
1994.

Imports are mainly from China, major importers from China in Africa are, in order of volume of
importts, Togo (about 40 ml/p.), Cote d’Ivoire (36 ml/p), Nigeria (29 ml/p), Mozambique (7 ml/p.),
Ethiopia (6 ml/p.), Senegal (4 ml/p), Algeria (3 ml/p), Kenya (2 ml/p) and Malawi (1 ml/p).

COMPETITIVE CONSTRAINTS

Currently the Small and Medium scale producers’ category appears to be the hardest hit group by
flooding of the market by cheap Chinese footwear.
The following are some of the constraints faced by many large and SMEs that dominate the sector.

e Lack of formal training for those who are employed in the sector, due to the decline of the
training infrastructures.

e Tack of finance or access to credit for those engaged in production in the leather sector,
inheritance of the high indebtedness
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e Tack of financial management and business management skills of the enterprises, due to the
low level of maturity of the communication system

e Lack of coordination and consorted effort, lack of public or private dialogue, and lack of cluster
management

While the SMEs manufacturers decline, the informal sector is promising.

The informal sector does not receive T.A. from the cooperation system, except from UNDP
programmes and NGOs activities, designed to fight famine and poverty but not at the stage of
upgrading consolidated small scale family business.

Apparently in the last 10 years the informal sector has grown very much in some countries. The
informal footwear production, that is considered the lowest sub category of footwear production, but
that employs large number of people with fluctuating number throughout the year, is coming up, and
although there are differences among this type of shoe producers, and most are marked by the low
quality and cheap cost of their products, seasonal production and non-specialized actors, there is visible
improvement at all levels of footwear production in quality of product, fashion and design followed in
response to the fierce competition with the imported products.

These characteristics make upwards mobility from this sub sector to higher subsections of footwear
production. It is difficult but not impossible, since there are examples of large footwear producers who
were able to rise up starting from this level.

MIA project, and allied associations, should research an appropriate funding formula for the
participation of those sub-sectors that need more rehabilitation services. More research is required to
contribute to the development of an appropriate funding formula for that component of MIA that
must be co-financed by cooperation, and that are possibly sustainable by the market. Further testing is
required to identify statistically significant exhibitors and visitors that affect resource utilization.

WHERE TO LOCATE NEXT MIA EVENT?

Currently the discussion around the location of the MIA events launched by the AFLAI doesn't have
enough diagnostic to be commented. It is not possible to solve the problem at this stage, the rotating
system utilised up to now has allowed different evaluation of the events. If next exhibitions will also
obtain better results of those of Casablanca or Tunis or Addis Ababa, MIA will be eventually continue
through those countries.

Actually several partners are ready to apply for the set up of next MIA following Addis Ababa:

a) CNCC as expression of the local association system in Tunisia, as follow up of
the good performance achieved with the MIA 2002

b) The Chamber of Leather & Fur in Egypt, where a new trade fair has been
presented. The "Cairo International Leather Show" which will take place for
the first time from 9th-12th December 2004 in the Egyptian capital

c) CICES, in Senegal, the agency designed to promote the SMEs sector, that has
long terms experience of cooperation with ITC for promoting the MIA events
through the local leather and leather good enterprises. CICES is tied up with
the local entrepreneurs’ associations. The local candidate organisers think to
set up the event in cooperation with other intermediate agencies of the Sahel
area, namely Niger, Mali, and Burkina Faso

d) ESALIA, the regional sector association located in Nairobi, if the response of
the associated national organisms will be positive

e) SAFLEC (South Africa Leather Export Council) in South Africa, within the
context to rehabilitate the trade fair of Durban
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10.2.2 ABAUT AFLAI

It is not possible to predict Scenarios for AFLAI since it does no exist one similar example in the
leather world market. The implementation of cluster networks varies considerably from one region to
another, and from one production sector to another. The scenario therefore may not result from an in-
depth empirical analysis of other models of cluster networks and from cross-cluster comparisons.
There are three specific elements that characterise as unique the experience of AFLAI:

a) AFLAI covers a very wide market area, extended to the whole African continent

b) AFLAI includes all allied sectors within the leather technology sector, extended also to some
comparable products, like plastic shoes and their components.

c¢) AFLAI has been established and its operational asset is independent from the existence of
regional or national networks, including among the associated single entrepreneurs, other
intermediators etc. ..

When looking for models to establish trans-national cluster networks we find that several sub-
sector associations covering wide market areas, or cluster networks, are limited within regional
market areas.

COTANCE in Europe is related to the leather-tanning sector. Within COTANCE framework the
common interests between the members of the same sub- sector may be easily identified even
throughout a trans-national market area. The leading policies grouping the national associations
members of tanneries between several EU countries are the implementation of advanced
technology projects in the field of environmental protection, quality assurance and high-tech
applications for the leather production process. We may assume that the COTANCE network is
mainly based on environment and technology issues that are common problems for the European
tanneries, that have to face an EU extended legislation system for the environmental protection.
This is mainly a technology network where the tanneries, that are often SMEs, are faced with the
need to improve their technological capability and to lower environment polluting impact
simultaneously.

ESALIA is an example of a regional cluster network, grouping several associations of the
COMESA market area including all themes related to “leather and non leather sectors”.

ESALIA it is also an output of the cooperation system and was born out of an urgent need to have
a coordinated approach in charting out short and long term development strategies for the
continent leather industry. Differently from AFLAI, this trans-national association is based on the
existence of national associations, and also only national associations are connected with it.

The regional market covered by ESALIA is limited to a group of countries that are already
promoting inter linked activities between various economic and political issues, and in the leather
sector as well, like a COMESA leather institute. The vertical integration between the leather
industry through COMESA markets is still the main objective, and finished leather products, raw
hides and skins, semi-processed leather and finished leather sectors can interact by starting form
more or less the same level of technology and capacity building within the referred area.

Apparently the ESALIA project, despite the wide range of products involved, is somehow similar
to that of COTANCE, from the point of view of the identification of common interests between
the members. With the market area extension concerns, however it must be undetlined that the
weakness of many associations involved in ESALIA allowed the association to turn out to be a
semi independent promotion agency operating through the sector, instead of a real interlinked
regional network.
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The model to establish a trans-national technology network, as resulted from the analysis of

the experience of other cluster organisations and national associations (through meetings, but also
workshops and the evaluation interviews), definitely presupposes the existence of regional networks
and consists of creating overall trans-national networks formed by the interlinked regional
networks.

AFLAI could be reformed in order to be the intermediate agency outlined to set up and implement
the MIA fairs, independently from the existing African sector related networks, --when granted a
feasible asset-, but regarding the target of setting up such a network, a phased approach is
recommended. It consists of several progressive (and manageable) steps aimed at avoiding failure to
fulfil the expectations of the main beneficiaries. In a first stage, only the regional network managers
are involved in the setting up of the trans-national network (different from actual institutional
framework that preview the presence of different actors). This process is difficult without the co-
ordination of an external advisory body (ITC) to manage discussions and to communicate the
added value and advantages of such a network (the advantages must be higher than the costs
incurred by the regional clusters in harmonising and opening up their networks).

The second stage is characterised by the integration of enterprises into the network, through the
promotion of MIA events and inter-enterprise relations and through the use of the follow up
services by enterprises seeking new business opportunities.

It is the MIA trade fairs project that helps the set up of a trans-national association, not the so
called association that develop the MIA project.
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11. CONCLUSION

MIA was designed as a project with a limited lifespan. Within the cycle of the project implementation
every output has contributed to improve the visibility of the MIA international events, designed to
improve business within the African and international leather sector.

Each single event that has been implemented up to now, Cape Town, Casablanca and Tunis had
different results, but the tendency has always been in favour of growing number of participants and
growing business, as well as new performances as follow up projects to upgrade know how and
technology.

The organisation of MIA has been efficient, but mainly managed from the outside, and the African
intermediate agencies have been superficially involved.

MIAs are still not sustainable without the contribution of the international cooperation. Besides the
general and organizational costs of the events being in the norm, the MIA’s participation measure
should increase the actual relationship between buyers and exhibitors from 6 buyers for 1 exhibitor to
at least 10 for 1, in order to be able to transfer the organisation of the events to the private sector.

AFLAI was designed as an establishment, then enhanced to change also MIA from a temporary project
to an establishment. The makeover of MIA, when transferred from cooperation agencies to the private
sector, is justified by the assumption that AFLAI will become a trans-African leather cluster network,
strongly related to the whole African leather sector. Actually AFLAI is not such a network. So the fault
of lack of sustainability of MIA is linked to some extent to the form in which the project was designed
with a short lifespan. At a first stage a restricted Committee including as much as possible the regional
network managers, or other well known professionals have been involved in the setting up of the trans-
African network, through a process that benefited of technical assistance provided by ITC, because it
was difficult without the coordination of an external advisory body to manage discussions and to
communicate the added value advantages of such a network. It may be assumed that the way of
checking the success of such strategy could be measuring the advantages that have to be higher than
the costs incurred by the regional or National clusters in harmonising and opening up their networks.
This did not happen, as confirmed from the low quality of the contribution received by AFLAI, from
the private regional and National associated and intermediate agencies. Therefore a second stage
characterised by the integration of enterprises into the network, through the promotion of African MIA
Fair/Symposium and through the use of the network services by enterprises seeking new business
opportunities has never been implemented. All contacts at the level of the regional/national cluster
organisations with a view to inter-link different clusters have been limited to the unilateral offer of
services from ITC, while in this phase it would have been necessary to build up trust and mutual
relationships between the regional clusters.

MIA will be rehabilitated with more specialised sub-sectoral specialisations, and re-organised through a
reform of its management tools. A funding formula will be studied finding new commercial partners in
the African market, while the communication system between MIA and the private sector will be
reformed, creating a new trans-national network, and expanding the promotion services, in order to
attract more qualified buyers.
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Box 1 Acronyms

AFLAI - FACIC

ASR-PCP-DAO
ASSOMAC

ATC
BICF
CBI
CDE
CFC
CICES
CLIA
CMPE
CNCC
CNTC
COMESA
DTI
ELIA
ESALIA
ETA
EU
FAO
FEDIC
FNCC

ICE
ITC
LIRI
LLPI

MIA
MOU
NCC
OM.BE.VIL
PAPEL
PR.
PROINVEST

SHLC
SIC
SIMAC
SMEs
T.A.

TANNING-TECH

UN
UNCTAD
UNDP
UNIC
UNIDO
WB

WTO

Aftrican federation of leather and Allied Industries — Fédération Africaine du Cuir et des Industries
Connexes

Association sous régionale des professionnels du cuirs. Peaux et dérivés de I’Afrique de 'Ouest
Associazione Nazionale Costruttori Macchine dell’Area Pelle (Italian Leather Sector Machine
Manufacturers Association)

Association Marocaine de Tannerie

Bureau des Ingénieurs Conseils et Formateurs

Centro for Promotion of the Imports from Developing Countries

Centre of Development of the Enterprise

Common Fund for Commodities

Centre International du Commerce du Sénégal

Coordinated Leather Industry Assistance

Morocco Export Promotion Centre

Centre National Chaussure et Cuir de Tunis

Centre National Textile Cuir Chaussure et Jouet, Algeria

Common Market for Eastern & Southern Africa

Department of trade and Industry of South Africa

Ethiopian Leather Industry Association

Eastern & Southern African Leather Industry Association

Ethiopian Tanners Association

European Union

Food & Agricultural Organisation of the United Nations

Fédération Marocaine des Industries du Cuir

Fédération Nationale du Cuir et de la Chaussure, section de la Union Tunisienne de 'Industrie du
Commerce et de Artisanat.

Istituto nazionale per il Commercio Estero (Italian Foreign Trade Office)

International Trade Centre

Leather Industry Research Institute of the University of Grahamstown, South Africa
Leather & Leather Products Institute of COMESA

Meet in Aftica

Memorandum Of Understanding

The National Coordinating Committee (of MIA)

OFFICE MALIEN DU BETAIL ET DE LA VIANDE

Projet d’appui a I’élevage, Sénégal

Public Relation

PROINVEST is an EU-ACP (Africa, Caribbean and Pacific) partnership programme developed and
undertaken by the European Commission on behalf of the ACP countries. PROINVEST, is
financed by the European Development Fund (EDF).

Skin Hides Leather Council in South Aftrica

Semaine du Cuir, France

International trade fair of the footwear and leather goods machines

Small & Medium Enterprises

Technical Assistance

International trade fair of the leather tanning machines

United Nations

United Nations Conference of Trade And development

United Nations Development Programme

Unione Italiana Industria Conciaria (the Italian Tanning Association)

United Nation Industrial Development Organisation

World Bank

World Trade Organisation
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A. CONTEXT

Box 2 Extract from the T.O.R.

Implementation strategy for the evaluation
An in-depth survey among the African business sector is Phase A of the evaluation, An external evaluation, Phase B,
will follew which will draw on the results obtained from the survey and validated in the field.

Part A of this exercise will be carried-out by AFLAL which will be responsible for mobilizing and coordinating its
networl for feld ressarch, analyzing the information and for presenting the final report that will be the result of
research carried out in countries having participated in previous MIA events, by AFLAT's network members, under
the coordination of the AFLAT Presidency, The final report should contain information on:

1} Cruanditative and qualitative results obtained by Affican enterprises from participation in MIA;

2) Specific success slories,

3} How to optimize MIA impact from the African perspective;

4) Measures to be taken to ensure MIA sustainability and Afriean ownership - the role of AFLATL

Phase B will be camied out by an independent consultant appointed by ITC in collaboration with the AFLAT
presidency. It will cover the aspects mentioned above, sombining the results of the AFLAI study and the ressarch
work of the evaluator in ITC and in the field.
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1. Methodology of the Evaluation

The evaluation has been developed after a first phase of acknowledgment of the report documents
produced by ITC on the referred programme and of the first evaluation completed by AFLAI
regarding last MIA 2002 in Tunis.

After this first phase of acknowledgment, the evaluator started with several missions on the African
market area to contact some of the key actors that played a role within the MIA programme and the
general trade environment as well.

Scope of the Missions

Objective of the missions is the verification of the impact of MIA events in each of the countries in
which the fair has been realized: what about the follow up projects, what has been the impact on the
commercial aspects that have been consolidated, or those achievement that have been missed after the
event, what the impact in general on the leather sector of the host country. All answers to the questions
linked of course to the context of haw it has been the impact in the general African trades and PR
(public relations) system, as well as the follow up in terms of T.A. (technical assistance) improvement.

Program of the Evaluation of the AFLAT’ Study and of the Complementary Missions
Analysis of the impact of MIA as reported by AFLAI and meetings with the key actors in the countries
where MIA has been/will be organized:

a) The National Coordinating Committee (NCC) that was in charge to organize the event

Briefing about the set up and the final realization of the MIA events: the problems, milestones and
successes of the organization. The role of the local intermediate agencies or institutions that
supported/not supported the event. The level of communication through the stakeholders and with the
organizing agency (AFLAI).

b) The local association involved

Evaluation of the impact of the event and of the follow up activities. Level of interest about the MIA
events carried out in different African countries.

c) Some local companies that had positive follow up due to the MIA event

Briefing about the follow up project or the new contacts resulted from the MIA event.

d) Any other meeting with relevant institutions or private entrepreneurs that may be of interest
for the evaluation of the event in object
Not only the local stakeholders, social capital of the field, but intermediate agencies, financing
institutions, State bodies designed to promote and support the sector, training institutes etc...
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2. Scheduled Missions

The first mission has been to Geneva, for a first acknowledgement, then Tunis, where is located the
AFLAI main office. Next has been Kenya, location of ESALIA (Eastern & Southern African
Association) that is representing ten countries of the Southern and Western area and member of
AFLALI too (ESALIA; list of member countries: 1. Uganda Leather and Allied Association, 2. Ethiopia
Tanners Association, 3. Kenya Tanners Association, 4. Eritrean Leather and Allied Industries
Association, 5. Leather Industries Association of Zambia, 6. Leather Association of Tanzania, 7.
Leather Association of Malawi, 8. Leather Chamber of Sudan, 9. Leather Industries Association of
Namibia, 10. Leather Institute of Zimbabwe). After Kenya the mission has been developed to Ethiopia,
the next host country for MIA 2004, organised in partnership with the local ETA (Ethiopian Tanners
Association) and ELIA (Ethiopian Leather Industry Association). In Morocco the local Leather field
Association (FEDIC) and some stakeholders have been met, and enquired about the past MIA of
Casablanca (2000). South Africa has been visited because it is member of AFLAI and because in Cape
Town (1998) it has been the first MIA event. Between other regions of Sub-Sahara Africa, Senegal and
Mali have been selected for their participation and involvement in the AFLAI (Mali) activity. Algeria
and Egypt have been contacted, as preferred countries of the Mediterranean free trade zone with the
EU, for their important role, in perspective, within the trades between Europe and Africa

Box 3 Missions calendar/justification

Period Mission Details Justification

October 2003 Lineapelle MICAM  Preliminary meeting with Introduction of the
the AFLAI members evaluation

November 2003 ITC- Geneva Discussing and screening all - First acknowledgement
concerned documents

November 2003 Tunisia Meetings & interviews Location of AFLAI

December 2003 Kenya Meetings & interviews Location of ESALIA

December 2003 Ethiopia Meetings & interviews Location of MIA 2004

January 2004 Morocco Meetings & interviews Location of MIA 2000

February 2004 South Africa Meetings & interviews Location of MIA 1998

February 2004 Senegal Meetings & interviews Participants to MIA,

important trading market for
the leather sector in West
Africa: key actors interested
to set up a MIA event in the
country

February 2004 Mali Meetings & interviews Participants to MIA, key
actors involved in AFLAI
and Regional development
of the sector

Informal meetings ~ Algeria Meeting Interesting area under
rehabilitation of the sector
Informal meetings  Egypt Briefing at distance Organisation of an

international trade fair
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B. EVALUATION FRAMEWORK

1. Assumption

The project MIA started on 1998, and its first cycle of events will be ended after Addis Ababa MIA
2004.

Objective

MIA is a project designed within the context of the Integrated Leather Sector Export
Development Programme for Africa (RAF/47/72), whose main objective is to assist the African
leather sector (or cluster) in achieving sustainable growth through improved competitiveness
and expanded trade with a social development impact in terms of employment.

Strategy

The programme has been designed with the aim to create the capacity and adequate conditions for the
leather business community, national and regional institutions, and associations to facilitate the inter
African and international trade expansion opportunities on a permanent and sustainable basis.

Planning

Four events have been totally planned, after the start up of MIA in 1998, with MIA 2000 in Casablanca,
Tunis 2002, next will come Ethiopia, Addis Ababa 2004.

Key actor of the management of the event in Africa should be AFLAI, the trans-African cluster
association of the leather sector, that was created contextually with the start up of MIA in Cape Town,
and that would eventually take over the MIA project. The transfer of the management from ITC to
AFLALI has been envisaged gradually, but it would be completed after the end of the present cycle, that
means after next MIA 2004.

Means of implementation

Main partner for the organisation of such project ITC is the Cooperation agency of the UN
(UNCTAD) and of the WTO that since 1998 in Cape Town, that is supervising the project and is
ensuring the sustainability of each MIA event, in coordination with the Centre for the Promotion of
imports from Developing Countries (CBI), that is the main donor of the project Meet in Africa.

The first two events have been organised by I'TC with SIC, an international trade fair organisation,
while Tunis 2002 included new partners, like CFC, FAO, CDE, ICE, UNIDO and ASSOMAC for the
seminars and workshop, for the facilitation of the AFLLAI works and assemblies, as well as in order to
expand the promotion of the event and to organise groups of EU exhibitors linked to the ASSOMAC
association.

The AFLAI, African cluster association of the leather sector, created with the assistance of ITC during
the first MIA in 1998 in Cape Town, is very important within the MIA framework, to deal with
national and regional intermediate agencies, international donors, governmental representatives, to
promote sustainable development programmes to support the leather sector, to improve private and
public dialogue of the most relevant African countries, and to cooperate with local training institutions.
The AFLAI has set up a steering committee, meeting twice a year under the ASSOMAC umbrella, in
order to define work-plans concerning the T.A. to the sector and the feasibility of the MIA events.
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2. Outline of the Evaluation

) Expected Points of Verification of the
Preliminary Screening of Relevant Documents

The impact of MIA during the set up:

0 How effective has been the preparatory activity.

0 Level of communication between MIA organisers and the National Coordination Committees
(NCCs) of the countries that hosted MIA.

a Capacity of NCCs to perform their role

Q Level of involvement of key National institutions and leading companies

0 Critical mass of National enterprises participating in MIA (percentage and qualification)

0 Advanced information available on participants from Africa and overseas

0 How available and sufficiently staffed has been the cluster office and with which level to access
the regional key institutions and leading companies of the region

0 Have the NCCs been informed of relevant International funding programmes invited to the
event and which level of capability to advise enterprises on their application for such
programmes?

The follow up:

0 Trade agreements

0 Trade improvement

0 Upgrading regional leather sector networks

0 Exchange of experience

0 Agreement on regulations and standards

0 Creation of new basic infrastructure

0 Involvement of the enterprises for internationalisation

0 Provision of support services like technical assistance or export promotion projects

a Creation of business between the enterprises

Evaluation of the abilities of AFLAI

a

000D

O

Support in finding co-operation partners in the different African partner regions;

Provision of enterprise profiles and maintenance of a co-operation partner exchange;

Contacts with foreign partners through the intermediary services of the partner organisations;
Information on selected foreign markets;

Information on technological developments and the availability of technologies in the partner
regions;

Information on International funding programmes.

II)  Preliminary overview: Achieved Information

With the visit to Geneva, the writer had the opportunity to acknowledge some relevant background
documentation, above all the feedback report on MIA 2002 (Meet in Africa) prepared by AFLAL

The first screening of documents, but including comments and remarks received during several
preliminary meetings with the components of the AFLAI board, shows a scenario where AFLAI
apparently has failed for the moment to be the instrument to set up and manage the MIA events in
future, as well as to network the African leather sector. The Mia events have not been properly

9
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surveyed until now, and despite it is known and demonstrated a considerable success of participants,
both from the African leather sector and the EU partner (buyers) entrepreneurs, the evaluation of the
impact of MIA on the business trend and the follow up in terms of investments growing, program
improvement and business volume has not been evaluated.

Box 4 Remark on the report on the MIA 2002 impact edited by AFLAI

Notes about « Rapport: Fédération Africaine du Cuir et Industries
Connexes — Impact de MIA 2002 sur le secteur cuir africain »

The document contains a Qlot of useful information, but the
development of the comments doesn®t satisfy the objectives of the
study.

The commented data are not only inferior to the expectations,
since the set of sample questionnaires considered for the analysis
is constituted of only 40 participants (less than 30% of total),
but are also not representing in homogeneous way all the African
regions included in the AFLAlI, and particularly have not been
included the enterprises of Eastern Africa.

The presentation of the report is rather hasty and inaccurate,
e.g. Portugal has been inserted between the African countries.
However this is not an element of criticism, apart the suggestion
to correct the list of the countries, although induces to think
that the collective commitment In the editing of the document has
been rather superficial.

All developed comments contained in the document are weak because
not supported with a sufficient number of information of good
quality.

Due to the poverty of the gathered data i1t has not been possible
to develop any comment around the Comparative evaluation of the
“Impact of MIA by sub-regions” and also “.by sector components.
The sub-regional reports supposed to be prepared by the 10 members
of the Executives Committee have not been delivered, except that
letter containing some remarks only from Mali, and a report from
Chad. In fact Central Africa (representing minus 5% of the total
African participation) has been surveyed by completing the
questionnaires of more than 40% of the Regional participants.

The chapter of analysis country by country may not be considered
concluded: the replies obtained to the concerned questionnaire are
not including 15% of the Northern African participants, that were
representing about 70% of the total African participants, no one
of the Eastern African Sub-region, that represent 17% of the total
participation from Africa.

The study should be revised according to the data obtained by at
least 40% of the participants, according to the guidelines.

10




Carlo Milone — ANNEX 1 - Evaluation Meet in Africa - Saturday, 10 April 2004

Between the screened documents, the project reports are prevailing in comparison to those of
verification. Particularly poor is the analysis included in the feedback report about the countries that
participated to MIA the 2002.

The basic data of the screened report are founded on a sample set of filled questionnaires that is below
1/3" of the total participants and it is also not homogeneously distributed between the African
markets: English speaking areas of the FEast Africa, or of Nigeria have been excluded, and other regions
are represented in unbalanced way. Verifying the appointment of the AFLAI is also difficult because it
doesn't exist a complete file of the AFLAI” activities. Another element of uncertainty is due to the
impossibility to verify properly the trend of African exports of the sector related to the MIA events,
since a list of identified parameters, to be used as models on which to base the analysis after every
event, has not been fixed.

Within this context, proceeding in the verification in a linear way could require a lot of time and could
bring non exhaustive results, whereas some wedges that compose the complete mosaic of MIA and
AFLAI components may have gone lost (e.g. the poverty of analysis produced by AFLAI).

This is a most probable situation because the great number of countries and partner involved in the
project, and because of the limits of communication between the different sub-regions.

After the acknowledgment, the evaluation has been focused on two principal aspects, the
verification of the impact of MIA events in each of the countries in which the fair has been
realized on one side, and the role of AFLAI on the other.

All together the two aspects have been analyzed from the point of view of the results in terms of follow
up projects, what has been the impact on the commercial aspects that have been consolidated or not
consolidated after the event, what the impact in general on the leather sector of the host country. All
answers to the questions linked of course to the context of haw it has been the impact in the general
African trades and P.R. (public relations) system, as well as the follow up in terms of T.A. (technical
assistance) improvement.

Box 5 Focus of the evaluation

Aspect of the MIA impact / With the MIA verification concern, the work-plan has been
outlined on the visits to the organisms that have managed MIA events in South Africa,
Morocco, Tunisia and the association that is preparing Meet in Africa 2004 of Addis Ababa.

Aspect of the AFLAI development and activity/ For the issues related to the verification of
the role and capacity building of AFLAI, a lot of useful and real information have been
picked up through the visits to the African countries that have been selected in the work-
plan.

11




Carlo Milone — ANNEX 1 - Evaluation Meet in Africa - Saturday, 10 April 2004

3. Focus on The MIA Objectives

) The context of MIA 2002 in Tunis

The meetings of MIA have been the occasion to deliver a message of market improvement through the
international leather market, beginning with the African key actors. For this reason MIA has been
designed as biannual meeting, started in 1998 in Cape Town, Republic of South Africa (RSA), then in
the year 2000 the event has been hosted by Morocco in Casablanca, in Tunis the 2002, between 6" to
12™ October.

MIA is not only a trade fair, but the opportunity of meeting between the different private promoters,
that constitute the social capital of the sector, the intermediate agencies, the cooperation agencies, all of
them involved in the objective to upgrade the African private sector, starting with the participants of
the leather cluster. With the organisation of a trade fair within the all inclusive event, MIA tries to be
the catalyser of the African market, in order to ameliorate the image of the African leather industry, and
its promotion abroad, mainly by means of the buyers sellers events, that should boost the relationship
normally built through the informal meetings during the exhibition.

In order to support MIA, the ITC promoted the creation of a trans African leather cluster association,
named AFLAI, that should group all five African Macro-Regions. During last MIA in Tunis, 2002, for
the first time, several organisation of the international cooperation, namely UNIDO, ITC, FAO and
CFC have decided to bring together their experiences to set up a common strategy for the African
leather sector. Besides them, ASSOMAC, an important association of the private leather sector in Italy,
that also organises important trade fairs in Italy (like SIMAC or TANNIN TECH) co-sponsored the
event and organised the Italian participation together with the Italian Foreign Trade office (ICE).

I) Resume of MIA Tunis

Others than the intermediate agencies and cooperation bodies, most of participants to the MIA in
Tunis were African entrepreneurs, as it had been also during Casablanca and even before, during Cape
Town.

The Leith-motif of the participation has been the basic assumption that Africa holds 15% of world
cattle resources, 25% of goats and sheep, but is only contributing to the world leather trade with 3%
and 11% of hides and skins, and however its share of world trade is less than 2% of tanned leather,
about 2% of some leather products, and reduced to 1% for leather or leather shoe upper footwear. To
improve the African quota of market penetration it has been emphasised the need of technical
assistance to upgrade the capacity building of the African sector, in terms of product development,
quality, skills, free market and design.

The participation framework to MIA, both from Africa and from other parts of the world, has
been strongly focused according to the assumption in base to which an amelioration of the
African industry of the sector is envisaged when the ability of exploitation of the local raw
material, hides and skins above all, will be grown, and this will possible also because the T.A.
agencies facilitate the access to the advanced know how and the intermediate goods, while the
same framework is a little less market oriented when considering the participation from the
point of view of the consumers market evolution, both for supplies and final products
marketing.

The MIA approach in Tunis was unbalanced toward the T.A. compared to the trading promotion: 3

days for the exhibition, but seven days for the other events, tutored by the organisation, like seminars,
buyers and sellers meeting, and the general assembly of AFLAIL
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Tasks assigned to the participants
The tasks of the missions of every African participant may be resumed as follows:

0O Participation to a set of meetings with international leather experts, to screen the
experiences of development of the African leather sector.

0 Acquiring and discussing proposals related to the technical assistance projects managed by
the international agencies of the cooperation.

0 Introduction of new themes for the transfer of know how from the developed world to
Africa, for which some T.A. is expected.

0 Set up some formal or informal organisms designed for the follow up of the planning
eventually envisaged during the meetings.

0O Participation to the meetings, organised before the trade fair, like one to one meetings
between entrepreneurs based on the preliminary identification of needs between the offer
and the demand.

0 Participation to the trade fair as exhibitors and/or visitors.

Tasks assigned to the T.A. organisms

The MIA has been organised directly by I'TC, like in the past, and it has been facilitated by some allied
organisms, like the private group SIC, the agency that has the experience of organising the “Semaine du
cuir” in Paris, a former top important leather fair in the world, and other international organisation as
depicted before.

SIC

SIC and ITC designed a MOU (Memorandum of Understanding) for the organisation of MIA, that
envisages the cooperation between SIC and ITC regarding the promotion and communication, the
prospecting and registration of participants, and the logistic of the trade fair including allocation of
stands space and customer services during the trade fair.

AFLAI

The first cycle of implementation of the MIA programme, between Cape Town and Addis Ababa
(1998-2004), is designed to strengthen sub-regional and trans-African cluster network, creating an
agency, recognised by some selected African countries owning a relevant potential in the leather sector,
through which it will be possible to consolidate MIA and transfer the programme to the private sector.
AFLAI has been established by ITC as preferred interface between the cooperation activity
and the beneficiaries, that are the SMEs of the private sector. Some meetings of the steering
committee of AFLAI have been finalised, and it has been the steering committee of AFLAI
that decided to locate next MIA 2004 to Addis Ababa. However a funding schedule that should
lead to financial independence of the organisation itself, the improvement of the cooperation
between AFLAI and regional /national association, and the transfer of the responsibility of the
organisation of MIA from ITC to the African representatives has still missed to be discussed
and planned.

Technical Assistance

The expertise meeting has been developed between three days, before the start up of the trade
fair, and there were discussing about 10 paper presentations regarding marketing themes,
industrial policy, trading approach, technology and environmental protection.

The result of the discussion has been resumed by means of a blueprint, that represents a

summary of the experiences of support to the leather sector in Africa, assisted by means of the
international cooperation.
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Box 6 MIA 2002 — Tunis, Experts’ meeting, Blueprint recommendations

Blueprint Recommendations

0 The Vision is one of optimising production, investment and trade so that the African
leather industry will become competitive in the global market.

0 This vision implies the attainment of a number of aims:

0 To substantially reduce the gap between available raw material resources and the
products processed and traded from these resources within a market-oriented
approach

0 To agree on regional trade initiatives and an approach to trade liberalization

0 To attract FDI by improving the business environment and the transparency of
operations

0 To modernize the leather industry components of the African leather supply chain
both technically and managerially, and improve the quality of human resources and
support institutions

0 To bring a well-defined market oriented approach to the production of footwear and
other leather products by Pursuing import substitution

0 Promoting linkages with the global leather supply chain through sub-contracts,
partnerships and other alliances,

0 Highlighting Africa’s own capacity in design by introducing the “Made in Africa «
strategic approach.

The recommendation should have been spread through the stakeholders and the intermediate agencies
in order to coordinate the technical assistance and the training programme. Also through the private
sector to orient the partnership programmes and the trade activities as follow up of MIA.

The T.A. within the MIA scheme, refers to the project proposal for the “Integrated Leather Sector
Expert Development Programme in Africa” (2001-2005), Development Programme, International
Cooperation, Objective n°® 5: “To enhance the coordination of development efforts among vatious
donor organisations through a broadly agreed, coherent leather sector development framework,
continuous information on relevant donor projects and activities, and periodic meetings”. The target is
to avoid overlapping or duplication of technical assistance activities occurring by the international
organisations. For this reason has been designed an appropriate output (output 5.1) named
Coordinated Leather Industry Assistance (CLIA). The task is to active organisations/donors in the
leather sector in Africa to inform each other’s assistance projects and possibilities of coordination in
order to achieve the highest possible impact of donor funding.

CLIA has been developed, from the side of ITC, by means of a bulletin describing the technical
assistance activities of more than 30 donors in the leather sector.

A bulletin seems not to be sufficient.

It is important that the relevant information flows currently through the private sector, between
the associations and intermediate agencies at national and regional level, taking advantage by
the trans-national African cluster organisations.

It is also important that the communication finds a focal point outside the very specialised club of the
external cooperation agencies. A kind of “network” must be set up between the cooperation agencies
and the private entrepreneurs through their associations and other intermediate agencies, where
existing.
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The main emphasis now rests upon the promotion of co-operation between the partner
enterprises from the different regional networks. Enterprises will be able to benefit from a wide
range of services available from the trans-national network.

As follow up of MIA, every regional partner of the trans-national network should inform
regional enterprises of upcoming events and organise their participation. Other African
initiatives important to the trans-national network in the leather sector include the Meet in
Africa that provides targeted assistance for African international Leather fairs systems.

The trans-national network organisation should also verify whether or not its activities overlap
with other Cooperation activities in the field of inter-enterprise T.A. and P.R.
It is not possible to organise such coordination only between external cooperation agencies.

4. Focus on the MIA Outputs

) Background

For more than 20 years ITC has developed significant experiences in the leather sector in DCs,
particularly in the area of promotion and marketing. I'TC offers assistance on specific trade problems,
conducts market studies and participate in international trade fairs related to hides, skins and leather
products for networking purposes.

In December 1996 leather industry representatives from 18 African countries and two regional leather
trade associations, LLPI of the COMESA countries and ESALIA, signed a resolution requesting I'TC
to organize a sustainable leather sector African event. ITC responded by taking steps to organize a
biennial “Meet in Africa” event, which started in Cape Town in 1998 and which was conceived as the
central element of the integrated export development programme for the leather industry in Africa
(1996-2005).

The latter integrated programme was aimed at promoting sustainable services within trade support
organizations directly supporting the development of the sector.

The overall objective of the integrated export development programme is to assist the hide, skin,
leather and leather products sector in Africa; the expected benefits are increased employment and
enhanced export earnings. The programme covers the period 1996-2005.

I) The Set Up
Evaluating Cape Town 1998 and Preparing Casablanca 2000

Sept-1999

ITC has launched a number of development projects in the leather sector in Africa particularly
targeting the area of market, trade and business skills. ITC offered African countries assistance on
specific problems and conducted feasibility and related studies on request.

Several constraints stand against development for African leather sector such as low recovery, bad
flaying, primitive preservation technique and improper treatment of raw material and, at leather product
level, lack of design, product development, marketing skills, export management and training.

The ITC leather unit started a coordinated industry assistance project in 1995. INT/47/57 —

Coordinated Leather Industry Assistance (CLIA) Phase I. Africa. Its main focus was to aid
donors to optimise the use of their investments.
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The project was followed by two other projects: the first was RAF/47/65 - the all Africa Leather
convention and trade fair (“Meet in Africa”). The other was RAF/47/66 leather products export
development support to selected enterprises in developing countries in Africa.

The three projects were financed mainly by grants to I'TC from the Government of the Netherlands.

Findings:

There was a great interest for the Meet in Africa event from those met by the mission. African
participants expressed the importance of a stronger attendance at the trade fair by buyers and investors
from outside Africa. It was essential that more arrangements be made to attract more of them to the
second MIA in Casablanca 2000. The creation of AFLAI was a significant result of MIA 1998. The
completion of the legal framework of the Federation was assumed as essential for the African leather
sector development.

Recommendations:

There was a real necessity to continue Meet in Africa with all its activity, the advertising campaign for
Casablanca 2000 have been focused on attracting more visitors, investors and buyers from outside
Africa.
There was a need for the preparation of a national profile by each African country, and ITC envisaged
to conduct a study to define the common obstacles that confront intra-African trade and propose
measures to deal with it.
Export development for selected enterprises in African countries have considered the following points
to enhance its achievements:
0 The increase of the time given to each enterprise during the experts’ visits
0O The carry out of studies on particular import markets
0 Contracts for training programmes that would have contained more detailed objectives
O A points system with chosen parameters and criteria to be prepared for the selection of
enterprises to be included in the projects
O Measures had to be taken to ensure proper dissemination of the skills accumulated by the
selected enterprises to the rest of the sector.

A development strategic long-term policy was thought to be designed by I'TC with the cooperation of
other UN bodies. The strategic plan should have covered the following activities:
0 Training and developing human capabilities;
Hides and skins improvement;
Enhance production techniques;
Developing intra-African and international trade;
Further stretching the value added chain by processing the raw material to finished
product.

000D

The project plan was outlined according to the above depicted recommendation.

First issue: Coordination of T.A. in the leather industry (Project INT/47/57) - CLIA

Why coordinated assistance?

During the MIA events it had been defined that uncoordinated assistance from many sources may lead
to duplications. Differences in perspective, approaches and methodologies are detrimental to good
development.
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Project concept:
To create an ongoing technical capability at ITC to fulfil the following:
0 To monitor the coordinated development of assistance projects
0 To aid donors with information to avoid duplication of efforts
0 To achieve development with the minimum investment and obtain the highest possible
efficiency

Strategy

It should keep participating organizations informed about planned and ongoing projects in Africa
through the publication and the dissemination of a special bulletin on a regular basis. It should propose
useful projects to aid organizations, based on ITC’s experience and knowledge (ITC Market News
Service is considered a major reliable source for leather market, mainly for raw hides and skins and
semi-processed leather).

The strategy of this project is expected to improve international development efforts in support of the
export orientation for leather industry in Africa.

ITC will lead to better selection of project to be financed, better selection of the areas, integration of
projects, emphasis of the programme approach for long-term development projects.

The project strategy was presented to 38 development institutions and the evaluator was informed that
reactions were positive.

Implementation:

Contacting and visiting the organizations concerned, explaining the objectives and requesting their
coordination and contribution and ensuring their participation. Creation of the publication “CLIA
Africa” on a regular basis.

Results:

A regular I'TC publication providing ongoing up-to-date information; formulation of a platform for
technical coordination; advice to donors; increased involvement of import agencies; avoidance of
duplication and waste of funding resources; expansion of the Market News Service (Leather).

Attention to the coordination:

Comprehensive thinking about using the same approach for other sectors. Bulletins for other
continents.

Second issue: The all Africa Leather convention and trade fair “Meet in Africa” (Project
RAF747/65)

Background

This project was launched as a result to the findings generated by CLIA INT/47/57

The evaluation of potentials of Africa in the leather industry is great, according to FAO statistical
information. This increasing trend is expected to continue. To evaluate the potentials of the African
contribution to the leather industry worldwide also ITC referred to the following percentages:

Africa share of the total world production:

5% of bovine hides and skins

14% of goat and kid skins

9% of sheep and lamb skins
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Africa share of the world trade:

less than 2% in raw hides and skins

2% for leather and leather products

less than 1% for leather footwear and footwear with leather uppers.

This fact leaded to the next question: why is the African leather sector not fully utilizing its natural
resources and could it be further developed?

Project formulation

In 1996 I'TC was requested by key African leather producing countries to organize a regional event, has
reported above in the background chapter, with multi activities: to establish a common vision, create
awareness, identify problems that hinder intra-regional trade and export development, presenting Africa
to international markets and attract buyers/visitors from other continents.

ITC responded by taking steps for the creation of a biennial event, Meet in Africa, and formulated an
integrated export development programme for the leather industry in Africa.

The main funding of the project was provided by CBI, Netherlands.

The first MIA took place in Cape Town in 1998, at this stage the second had been scheduled in
Casablanca

Objectives and project design (Cape Town 1998 and Casablanca 2000)

O Increase the image of Africa and present the leather and leather products to the international
markets

0 Foundation of the first pan-African leather federation

0 Tackling the technical and commercial problems that delay the mechanism of development of
the industry

0 Initiate a strategy for future African development.

The event was organised open to all countries and sectors of the African leather trade and industry.
The most important aim was to improve commercial ties, export capabilities, provide an opportunity
for traders, importers etc.

Activities

The activities to achieve the main project objectives were:
Q conference

trade fair

training

buyers/sellers meetings

seminars and workshops

factory visits

000D Oo

Project Implementation: First meeting Cape Town 1998

ITC as the responsible body for organizing and promoting the event took the following steps:

funding arrangements (the main funding was provided by CBI, Netherlands). There were 20 other
organizations that supported and/or contributed to the event. Among them SIC (France) undertook
the responsibility of promotion and the trade fair arrangements with I'TC.

Execution performance (the event was held in Cape Town, in November 1998).
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Two days conference (during the conference some African attending to the meeting decided to create
AFLALI; they defined its main objectives as follows: a. facilitate access to technology and market; b.
organize trade fairs; c. advocate joint ventures; d. advocate and facilitate continuous learning and
upgrading market skills; e. considering globalisation environment market mechanism; f. pollution
control; g. dealing with elements that confront intra-African trade and export to the international
market).

Three days seminars (seminars covered a range of topics which were presented by a group of experts).
Three days fair: activities undertaken to manage the process were mainly the following: contracting with
subcontractors SIC and Global Conference Ltd; press conference, publicity stands, editorial coverage;
continuous contact with participants; monitoring selection of seminar subjects and choosing specialized
experts.

- Two day buyers/sellers meetings

- One day factory visits.

Project results

193 exhibiting companies, around 1000 participants from 58 countries, attendance to the seminars,
workshops, buyer/seller meetings and conference was significant.

Outputs

0 Creation of an all Africa leather industry federation (AFLAI)

improving the image of the African leather industry

it was the first time that such a number of African representatives gathered in one event
about 195 African and non-African companies exhibited in the trade fair

creation of business contacts and contracts

common and coordinated African training strategies and programmes

000D Oo

Identified weak points

Some weak points had been underlined:
1) attendance from Europe and South-East Asia was poor;
2) promotion campaign too concentrated on African countries;
3) present duration of the event too long (8 days);
4) buyer/seller meetings did not achieve sufficient immediate results.

Achievements

There was a real necessity to continue MIA in order to keep the momentum alive and accumulate the
results.

ITC should have conducted a study to define the common obstacles that confront intra-African trade.
ITC envisaged to design a project to identify particular import markets besides information about needs
conditions, style and specification accepted in these markets.

ITC should have concentrated more on attracting non-African participants.

It had been recommended that promotional materials clearly offered each participant the possibility of
fixing his own programme from multiple choice menu.
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Lessons learned

Comprehensive coordination between donors, contributing organizations and beneficiaries
yield positive results.

Concentration of activities under one event accelerates development opportunities.

The programme approach is the basis for successful development through integrated projects.
Creation of awareness is an important element for development.

II)  The Follow Up: After Casablanca
Year 2001, Comment about Casablanca MIA 2000

The second “Meet in Africa” was held in Casablanca from 25 September to 2 October 2000 and saw a
growing participation of African and non-African enterprises.
The total 10.000 square m. was filled by a total of 356 companies from 38 different countries. Close to
2000 visitors from all over the world were registered plus many visitors who entered without
registration.
Breakdown of exhibitors: 123 Moroccan companies, 128 African companies, 1054 international
companies. Most of them where from Morocco, Tunisia, Eritrea, Ethiopia, South Africa, Egypt,
Portugal, Spain, Italy, France.
The national pavilions were represented as follows:

e Tunisia for raw material and finished products

e Eritrea for raw material and finished leather

e [Italy for machinery

e Spain for raw material and components

e Portugal and Greece for accessories and components
Visitors: 1746 visitors.

Updating the outline of the project plan

The world footwear and leather products sector was moving from high-cost industrialized countries to
developing countries, but only a limited number of African companies have developed the capacity to
produce finished products. Lack of management, marketing and technical skills have constrained the
development of the leather industry. The export potential of the sector was still suffering from lack of
long term products and market development strategy on the part of producers, lack of trade support
services and development facilities. Unawareness on the part of importers with respect to sourcing
African opportunities was also a major constraint. The top international trade fairs took place in
Europe (Bologna), Asia (Hong Kong) and America (Miami), there was a need to establish an event for
Africa : MIA which had now been held in 1998 and 2000. The necessary steps would have followed to
gradually make Meet in Africa trade fair a sustainable event on a commercial basis.

Programme strategy at enterprise, national and regional level

The programme depicted above had been designed to facilitate the intra-African and international trade
expansion opportunities on a permanent and sustainable basis. The integrated export development
programme has been implemented starting from 2001 up to 2005, and it is focused specifically on
African countries and all sectors of the leather trade and industry. The mix of programme elements
depends on specific circumstances to be determined by needs analysis and discussions with country
officials and other partners ( AFLAI).
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It is involving ITC services currently in place (area marketing) and expertise in functional areas and in
training geared to leather sector development needs.
The envisaged achievement were:
1. Creating awareness of existing trade opportunities (trade fair like Meet in Africa)
Enhancing the image of African leather
3. Increasing competitiveness at enterprise level (improvement of skills, transfer of know-how and
technology, joint ventures)
4. Strengthening associations and training centres at regional and national level
Creation of a networking mechanism and trade information system
0. Enhancing international coordination of the cooperation activities

o

Beneficiaries and partners involved

Since that time, like today, the programme is open to all countries and sectors of the African leather
trade and industry.

Private sector manufacturing enterprises:
The main direct beneficiaries of the project are the private sector enterprises, particularly SMEs.

Service providers.
The trade fair part of MIA is targeted to, in addiction to manufacturers and exporters, provide an
opportunity for traders, importers and potential investors.

Institutional representatives.

Training institutions, leather research institutions, national and regional institutions, international
donors organizations and government representatives: through the Meet in Africa event they may
coordinate their interests.

Development objective

Integrated export development programme for Africa: the overall gaol is sustainable economic growth
and social development.

Immediate objectives, outputs and activities
The objectives, outputs and tasks had to be updated and outlined as reported in the intermediate
memorandum or interim progress reports.

At Regional Level:

Objective 1: to boost intra-African trade and Africa exports to international markets

Envisaged performance indicators:

a)  throughout the programme (1996-2005) at least 300-440 African enterprises, mainly SMEs and participant
to MLA event, will directly benefit by increasing their production and marketing skills (at least 20-40 new trade
contacts for each)

b)  new annual trade transactions at regional and international levels

¢) 3000 to 4000 buyers of African products will have gained a wide knowledge of the offer in the leather sector
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Output 1.1 Meet in Africa 2002 and 2004

An effective forum for participants in the leather sector. Project activities include trade fair, AFLAI
conference, seminars, training sessions, workshops, buyers/sellers and joint ventures meeting, fashion
shows and factory visits.

Activity 1.1 (years 2001-2002, 2003-2004)

Undertake the organisation of MIA 2002 (in cooperation with SIC). This activity is estimated to cost
approximately US§ 1.0 — 1.5 million per event, and special fundraising efforts have started to secure
MIA 2002. The event will be gradually taken over by AFLAI, created during the first MIA in 1998. The
first two events in Cape Town and Casablanca generated an income from the sale of stands and
application fees which has been set aside in a revolving fund for future MIA events. The revolving fund
has at present a positive balance of about US$ 150,000

Output 1.2 Internet site of African hides, skins, leather and leather products manufacturers and
exporters (year 2000 and onwards)

This site is fully operational

Activity 1.2 (2001-2005)

Follow up and updating — mailing of questionnaires to African enterprises in order to continue
collecting and updating the relevant data for the website

Output 1.3 Internet site of importers of finished leather products (year 2001 and onwards)
Activity 1.3 (2001 onwards)

- Create the website

- Undertake the research and collection of information

- Draft and mail questionnaires to potential buyers

- Process the information onto the website

Output 1.4 Production by AFLAI of an African Leather magazine (year 2002 and onwards)

Activity 1. 4 (2002 — onwards)

Consultancy services to AFLAI for a co-production between AFLAI and a commercial publishing
house.

Output 1. 5 (year 2001) Articles published in the global leather trade press on the direct and
Indirect impact of MIA

Activity 1.5 (year 2001)

Specialized leather specialists to provide feed-back on the direct and indirect impact of MIA events on
the African industry and trade.

At National / Regional Level

Objective 2: To build and strengthen the capacity of institutions, particularly leather trade
associations and training centres
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Performance indicator: 80% to 90% of African national and regional associations, training centres and
other institutions would have a clear insight into the present status, common problems, possibility of
trade cooperation.

Output 2.1 (2001-2002)

A report considering the actual situation and needs, formulation and establishment of development
strategies. The study will also include:

a. alist of intra African barriers in the leather sector

b. promotion of joint ventures and technology transfer

c. training exchange programme

Activity 2.1 (2001-2002)

Consultancy services in cooperation with AFLAI for the preparation of a sustainable development
programme.

Outpur 2.2 (2002-2003)

African leather industry representatives (from more than African 20 countries) trained in providing
supportt to the African leather industry.

Activity 2.2

Programme to be designed in cooperation with national trade support institutions and with relevant
organizations (UNIDO, AFLAI, ESALIA, LLPI, FAO, ASSOMAC, PISIE, etc) and three regional
seminars to be organized for the industry representatives.

Output 2.3 (2001-2005)

Five national and two regional leather associations would have been created and the existing ones
strengthened. AFLAI, with I'TC support, becomes an active operational body.

Activity 2.3 (2001-2005)

AFLAI with some I'TC assistance, will undertake a study on the current situation and needs of creation
of a national and regional associations. ITC maintains continuous cooperation, coordination with
AFLAI, supplies secretarial and logistical support, partial funding of AFLAI steering committee
meetings. A funding schedule that should led to financial independence of its members, and review
AFLAT’s involvement and responsibility in the organization of the third MIA.

Output 2.4

Translation of training material and publications.

Activity 2.4
Undertake the translation of training material and publications.
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At Enterprise Level

Objective 3: To enhance the competitiveness of leather sector enterprises (particularly SMEs)

Performance indicator: over the duration of a seven-years period, ten enterprises per year would have
increased their exports by 5-10% annually.

Output 3.1 (2002-2005)

Ten leather product manufacturing companies in four African countries with a demand driven adapted
and further developed product line. In the four countries concerned, national leather goods industries
and trade associations involved in and benefiting from the project.

Activity 3.1
Training activity and direct technical assistance to enterprises. Investigate export potential, improve
marketing and management skills.

Output 3.2 Hide and skin recovery (2002)
Improved collection systems with better quality raw material through better flaying, curing and grading
practices.

Activity 3.2 (2003)

Consultancy services possibly in cooperation with FAO to increase the recovery and commercialisation
of hides and skins.

Objective 4: To establish a regional networking m