
Chapter 5: SME Development in Taiwan 
 

5.0 Introduction  
 

This is another interesting chapter, as it takes the thesis discussion one step further. It 

provides reasons for selecting Taiwan as the standard with which Belize’s current policy 

initiatives are compared. This section first provides proof of Taiwan’s achievements in SME 

development. Furthermore, the chapter describes in detail strategically chosen Taiwanese 

programs that the author perceives as most applicable to the advancement of Belize’s system. 

For clarity and focus, discussions for the remainder of this thesis will focus on the 4 key areas 

of business facilitation, financial assistance, marketing and promotion and export support. 

Most importantly, this chapter prepares the readers for an evaluation of Belize’s policy 

initiatives based on Taiwan’s lessons in SME development.  

 

 5.1 The Achievements of SMEs in Taiwan  
 

Before getting into Taiwan’s achievements, it is essential to provide reasoning for selecting 

the country as the benchmark upon which to suggest enhancement methods for Belize. There 

are four fundamental reasons for using Taiwan as an example for Belize to follow. Firstly, 

the country’s SME development strategies are far reaching and comprehensive. In fact, the 

Taiwanese government has been promoting their more successful strategies in APEC for 

several years and hold highly sought after workshops for government officials from around 

the world, of which the author was privileged to attend. Furthermore as suggested above, 

their programs are highly researched and evaluated for effectiveness. The implementers see 

policy writing as simply the starting point upon which to improve and enhance initiatives. 

These implementers constantly strive to create the best programs possible.  

 

Thirdly, it was most practical to use Taiwan as it enabled the author to physically 

communicate with Taiwanese scholars and implementers. Having the opportunity to be 

immersed in the field not only allowed for improved research gathering but also enabled the 

author to better understand and then evaluate the inner workings of the country’s systems.   
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Lastly and most importantly, Taiwan’s board-based programs could be easily applied to any 

country, as there are crucial policies that all countries should be implementing.  

 

Even though, Taiwan’s economic development is several years ahead of Belize, their 

financial reserves are far greater than Belize’s and their SME sectors are at different levels of 

development, the policies discussed are basic ones essential to create a thriving domestic 

SME sector. The author primarily utilized these principles to apply Taiwan’s lessons to 

Belize, especially considering that Belizean SMEs hope to reach the success levels of their 

Taiwanese counterparts in the future.   

 

To expound on the country’s successes, this thesis briefly summarizes Taiwan’s SME 

development. Taiwan has had a long history of SME policy creation. There development 

programs started in 1966 with the establishment of the Small and Medium Enterprise 

Guidance Team slated “to handle matters relating to the provision of loans and to provide 

small and medium enterprises’ working capital and other such needs” (Small and Medium 

Enterprise Administration, 2004b. p. 9). Since then there have been many more SME 

development policies created, some of which will be discussed in this chapter, and as a result 

a tremendous amount of growth in the Taiwanese SME sector.  

 

Over the years, the Taiwan’s SME sector has been characterized by words like dynamic, 

diverse, innovative, and creative. Their contributions to the Taiwanese economy are far and 

wide, especially considering SMEs make up 97.83% of all enterprises, with 1.4 million in 

operation at the end of 2003 (Small and Medium Enterprise Administration, 2004a). This 

number is expected to continue to grow. According to Taiwan’s Small and Medium 

Enterprise Administration (SMEA), SMEs have contributed to the diversity of Taiwan’s 

private sector, employment levels, and gross production. In 2003, SMEs employed 7.42 

million persons, which accounted for 77.56% of local employment. Additionally, SME gross 

production for 2003 was 42.77% of total gross production (Small and Medium Enterprise 

Administration, 2004b). With SMEs representing a little less than half of total gross 

production, it is clear that small and medium sized businesses in Taiwan play a significant 

part in fostering Taiwan’s rapid economic growth and fast pace industrialization. This can be 

further reviewed in Table 13. It provides more details on the status of Taiwanese SMEs in the 

areas discussed above.  
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Table 13: Taiwan’s Enterprise Statistics for 2003 
Criteria  All Enterprises Large Enterprises SMEs 
Number of 
enterprises 

1,171,780 25,428 1,146,352 

a. Percentage 100% 2.17% 97.83% 
b. Annual 
growth rate 

3.65% -1.51% 3.77% 

Number of 
employed 
persons 
(thousands) 

$9,573* $1,159 $7,425 

a. Percentage 100% 12.11% 77.56% 
b. Annual 
growth rate 

1.26% 1.05% .87% 

Gross 
production  
(US billion) 

$220 $126 $94 

a. Percentage 100% 57.23 % 42.77% 
Note: * Employed persons include government workers.  

Source: Small and Medium Enterprise Administration (2004b) 

 

A large part of the reason for SME growth in Taiwan is the many government based 

development initiatives created over the years. To achieve this, these government initiatives 

have played several very important roles. These individuals act as formulators of policy, 

guiders of programs, problem solving brokers, and supporters of innovative SMEs.  Their 

roles are also spread across a large spectrum; activities start off from the very basic concept 

of defining SMEs to the more complex management of incubator platforms.  

 

Under the criteria described in Table 14 below, it is clear that Taiwanese SMEs are larger in 

size in comparison to Belizean SMEs. Nonetheless, the important part is that this 

classification scheme, of having basic or exception criteria, allows for more flexibility. The 

objective is simply to enable more small and medium sized businesses to take advantage of 

the benefits of government run development programs. For instance, a real estate agency 

having had revenues exceeding US$3.1 million in 2004 but employing 30 persons is still 

eligible to attend 2005’s best-business practices workshops geared to improve SME business 

management.  
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Table 14: Criteria Identifying SMEs in Taiwan 
Sectors Basic Criteria Exception Criteria 

Manufacturing, 
construction, mining, and 
quarrying  

Capital less than US$ 2.5 
million (NT$ 80 
million)15

Employees less than 200 
persons 

Commerce and services  Preceding year revenue 
less than US$ 3.1 million 
(NT$ 100 million) 

Employees less than 50 
persons  

Source: Small and Medium Enterprise Administration (2004b) 

 

Even though, Taiwan’s SME development programs are created to suit the needs of the local 

economy, which is larger and more developed, there is still much to be learnt from their 

experience. No matter if there is talk about doing business in Taiwan or in Belize, small and 

medium sized businesses face many of the same problems of improving their business 

management skills, accessing financing, marketing their products and getting their products 

sold across borders. In fact, Taiwan’s more advanced SME sector offers the Belizean 

government agencies a large pool of tried and tested programs of which can be applied to 

Belize far into the future.  Hence, without further ado, this paper will discuss those 

Taiwanese SME development programs, which can best be applied in Belize.  

 

5.2 SME Development Programs  
 

Taiwan has a very comprehensive system of programs geared towards SME development. 

The objective of this section is to identify some of these Taiwanese SME development 

projects, within the chosen focus areas of business facilitation, financing, marketing and 

promotion, and export support. Then to provide basic reasoning for the selection of these 

particular programs which may be most applicable in Belize. A more detailed comparison 

will be done in the proceeding chapter. It also should be noted that programs for these key 

areas are discussed in more than one section. This is due to the very nature of the business 

facilitation focus areas in relation to the other more specific areas of finance, marketing and 

export support. Nonetheless, all attempts will be made to make the discussion clear cut and 

strait forward.  

 

                                                 
15 Note: Exchange rate = US1 = NT31.8 
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5.2.1 Business Facilitation  
 

The main Taiwanese government agency in charge of SME business facilitation is the Small 

and Medium Enterprise Administration (SMEA), under the Ministry of Economic Affairs 

(Small and Medium Sized Administration, 2004b). Its general responsibility is to plan and 

promote SME development programs and to provide guidance that helps SMEs overcome 

challenges encountered when doing business. Therefore, its mandate is to foster a business 

environment that is conductive to SME growth.  A few of the duties of BELTRAIDE in 

Belize do overlap with SMEA. BELTRAIDE is mandated to foster a better business 

environment for all Belizean businesses, including SMEs, and does plan and promote the 

SME development concession, which is particularly geared to assisting SMEs. Nonetheless, 

SMEA’s obligations are much greater and more far-reaching so there are lessons here for 

BELTRAIDE to learn.  

 

The vision of Taiwan’s small and medium sized enterprise administration is to create “an 

environment beneficial to the establishment and growth of SMEs” (Small and Medium 

Enterprise Administration, 2004b. p. 15). SMEA have come up with a simple and effect way 

of fostering SME growth at different levels of development. This organization has a three 

level system with a philosophy of “service, minding, esteem and awareness” (Presentation by 

Robert Lai, 2005).  

 

5.2.1.1 SMEA: Strategy Initiatives  
 

According to Robert Lai of SMEA, there are five main strategy initiatives to foster the 

creation of the organization’s vision mentioned above (Presentation by Robert Lai, 2005). 

These five strategies and measures, laid out in Figure 12, can be used as a model to enhance 

the current business facilitation options offered to Belizean SMEs.  
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Figure 12: SMEA’s Strategies and Measures 
Source: International Cooperation and Development Fund: SME Workshop (2005) 

 

The first measure is to create a healthy environment for the development of SMEs in which 

the Administration works to put together resources to write legislation that advocates an 

SME’s legal rights, undertakes research and surveys to analyze the business environment for 

small businesses, encourages publication of SME growth status, and ensures that policy 

planning is responsive to the constantly changing needs of SMEs.  The second is to enhance 

the information technology skills of SMEs. This calls for guidance on information 

management applications, enterprise computerization, and quality upgrading just to name a 

few. Ultimately, Taiwan’s government has recognized the tremendous benefit that computers 

and the internet offer to all businesses in terms of knowledge gathering, information 

exchange and even as a promotional tool.  

 

Another encourages the strengthening of management guidance functions. This is different 

from the second measure as it focuses more on improving the operational management skills 

of SMEs to ensure their survival and development. For instance, SMEA provides training and 

other forms of assistance to ensure that all SMEs keep standardized and up-to-date financial 
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records. This measure even helps SMEs to secure business opportunities for government 

procurement and promotes mutual assistance between local enterprises.  

 

The next strategy focuses on financial assistance programs offered in Taiwan. Some are 

directly run by SMEA; however, others are not. The largest and most comprehensive is the 

Credit Guarantee Fund, which will be discussed in the proceeding section. Nonetheless, 

under this measure, the organization has a strategy geared towards integrating the financing 

mechanisms currently offered to SMEs in Taiwan (Small and Medium Enterprise 

Administration, 2004a). The goal here is to encourage the coordination and integration of 

these financial agencies under a one-stop service center in order to ensure that these programs 

complement each other rather than simply overlap.  In addition, this SMEA strategy 

encourages the establishment of sound financing and accounting systems.  

 

The fifth strategy, calls for the building of platforms for enterprise start-ups and incubation. 

In particular, it aims to establish a mechanism for supporting entrepreneurial activity and 

innovation; to strengthen the SME innovation and incubation function; to strengthen SME 

manpower resource development; and to participate in international activities and cultivation 

of international SME talent (Small and Medium Enterprise Administration, 2004a). SMEA 

has recognized that the early stages are always the most difficult yet important, so has created 

this strategy to make it easier for SMEs to get a productive start.  

 

5.2.1.2 SMEA: Roadmap to Strategy Achievement  
 

Furthermore, SMEA has developed a road map for the establishment of these platforms. 

Figure 13 below provides details on the platforms, including the focal areas and key players 

in each respective area.  Before getting into the details behind each strategy, it is important to 

note that the implementation of these programs are being done by a network of government 

agencies, national and local associations, volunteer businesses, financial services, educational 

institutions, and internet providers just to name a few that together offer services, which 

greatly assist in the development of SMEs in Taiwan. These services are also constantly 

evaluated, primarily using statistical data, for their effectiveness and merit. Those that are not 

performing to expectations are immediately vetted and changes are made to improve their 

effectiveness.  
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The information providing aspect covers the first three strategy initiatives discussed above, 

including building a healthy environment for SMEs, enhancing an SME’s information 

technology skills, and strengthening SME management functions. This includes the 

allocation of money to non-profit organizations to provide training courses and consulting to 

entrepreneurs. The financing feature addresses the fourth strategy which calls for the 

integration of SME financing mechanisms; while the incubation part does exactly as its title 

suggest, encourages the development of enterprise start-ups and incubation processes to 

nurture the growth and progress of small and medium sized businesses.  

 

 

Figure 13: Platform of Entrepreneurship and Incubation for SMEs 
Source: International Cooperation and Development Fund: SME Workshop (2005) 

 

More specifically, the organization leaders have recognized that SMEs need different types 

of development programs. For this reason, this three level system entails a strategy that is 

created to directly address the needs of SMEs at different levels of productivity (Presentation 

by Robert Lai, 2005). Figure 14 below provides a graphical representation of the three 

different levels of SME productivity.  
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Figure 14: Strategies for Fostering SMEs 
Source: International Cooperation and Development Fund: SME Workshop (2005) 

 

The top level is representative of those SMEs who have prospered in their respective fields 

and require little or no assistance from government based programs. The strategy is to 

continue to foster their development through award programs that encourage competition. It 

gives incentive to continue to progress.  In particular, SMEA have yearly national awards for 

the most productive SME, awards for the rising starts within the small and medium sized 

business sector and research and development awards that encourage SMEs to be innovative.  

 

At the second level, SMEA believes a guidance strategy is essential for those more mature 

small and medium sized businesses. Hence, it has established ten unique guidance systems 

that are particularly geared to meet the needs of SMEs at this level of development. These ten 

systems cover “production technology, quality upgrading, research and development (R&D), 

marketing, information, finance, operational management, industrial safety, pollution 

prevention, and mutual assistance” (Small and Medium Enterprise Administration, 2004a. p. 

65). 
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The strategy at the base of the pyramid above is focused on start-ups and those SMEs who 

have had a hard time establishing a growing and productive business but offer viable 

products or services. The strategy at this level is called the grouping strategy. It encourages 

the creation of mutual cooperation and clustering. As the foundation level tends to represent 

the majority of Taiwanese SMEs, the organization puts the most emphasis, in terms of 

funding, into this level’s programs. At this point, SMEs are the most vulnerable and quite 

rightly need more government assistance than those at the other stages. 
 

5.2.2 Financial Assistance  
 

Like many other governments around the world, Taiwan has recognized the importance of 

creating programs that provide financial assistance to SMEs. According to SMEA, over 80% 

of problems that SMEs encounter are financial, more specially these problems are difficulties 

in obtaining financing (Small and Medium Enterprise Administration, 2005). Hence, it 

remains one of the main challenges, if not the biggest challenge, to SME development.  

 

 This organization now has year’s worth of experience in modifying and improving these 

systems to meet the needs of small and medium size businesses in Taiwan. In Belize, such 

financial assistance programs have been written but are yet to be implemented; therefore, 

there are many lessons for Belize to learn from Taiwan’s tried and tested application of 

financing projects, even though the country’s financial resources are not as vase as Taiwan’s. 

The idea here is to use Taiwan as a model that will be amended to suit Belize’s unique needs. 

This is not extraordinary, developing countries all around the world use lessons from more 

developed nations to help guide the improvement of their economies.   

 

In addition to the financial assistance programs under SMEA, Taiwan has the Small and 

Medium Business Credit Guarantee Fund (SMEG), which operates separately from the 

SMEA. Its functions are to act as an effective collateral substitute, promote SME-oriented 

loans, and meet the requirements of the government’s SME-assistance policies to ultimately 

stabilize the financing environment for SMEs. The SMEG was established in 1974 as a non-

profit foundation and since 2003 has been supervised by the Ministry of Finance where its 

aims have received wide support (SMEG System, 2004).  
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In recent years, the SMEG was allotted an additional capital injection of US$1.57 billion 

dollars (NT$50 billion dollars)16 over a 5-year period (Presentation by Robert Lai, 2005). In 

addition to this, SMEG’s sources of capital come from donors and contracted financial 

institutions (CFIs) (SMEG System, 2004). Since its establishment, the organization has 

assisted 2.59 million SMEs, which accounted for 15% of total SME lending, from within the 

banking system, as of the end of 2004 (SMEG System, 2004). Partly as a result of these 

continued successes, the SMEG has grown to include 11 primary departments that are 

detailed in Table 15.  

 

Table 15: SMEG Departments 
SMEG Departments 
Review Reviewing for Authorized Cases  

 Reviewing for Normal Cases  
Follow Up Credit Investigation  

 Guarantee Asset Management  
 Claims  

Internal Affairs Administration  
 Data Processing  
 Accounting  
 Treasury 
 Auditing  
 Planning and Research  

Source:  Presentation by Robert Lai (2005) 

  

5.2.2.1 SMEG: The Credit Guarantee Fund  
 

At the beginning stages of their strategy formulation, the SMEG identified major problems 

relating to financing for SMEs. These problems are no different from those being faced by 

SMEs in Belize. Some include limited financial sources, the high cost of loans, failed quality 

of institutional credit, and unfavorable terms and conditions for institutional credit 

(Presentation by Yun-sen Jiang, 2005). Once the problems being faced by their target 

customers are identified, the parties established evaluation principles based upon the SME 

owners, focusing on management-integrity, business profitability, industry-conditions, the 

purpose of loans, proposed repayment methods, collateral, including both internal and 

external sources, and the perspective risks, rewards, and economic value.  

                                                 
16 Note: Exchange rate = US1 = NT31.8 

 71



These evaluation principles would be applied through the banking system. In order to access 

a SMEG loan, creditors needed to contact a contracted financial institution (CFI) branch 

network where the credit guarantee service would be initiated. The idea was for the SMEG to 

take advantage of the extensive banking network and employee experience of local banks. An 

application for the credit guarantee fund is usually screened and investigated through a 

regular lending procedure.  The rights and obligations, governing this relationship between 

the SMEG and CFIs, are set forth in an “Entrustment Contract” signed by both parties 

(SMEG System, 2004).  

 

Within the Entrustment Contract there are 9 key stipulations. The first and most important is 

the partial risk assuming policy in which the percentage of coverage taken into consideration, 

risk, and return is agreed upon. This is the foundation for the other aspects which include 

agreements on collateral, guarantor, collectible guarantee fees, rules on refunding old loans, 

tracing and collecting procedures, notice of credit deterioration and overdue payments, 

claims and provisions for rejection of credit guarantees (Presentation by Yun-sen Jiang, 

2005).   

 

With this entrustment contract in place, an eligible business may apply with any contracted 

financial institution.  When generalizing Taiwan’s more specific mandate to suit this thesis’s 

purpose, eligible businesses including those in the manufacturing and non-manufacturing 

fields, any kind of innovative entrepreneur, self owned business seeking global markets, and 

an enterprise otherwise approved by the directors of the SMEG. Generally these clients are 

chosen for their importance within the Taiwan market; nonetheless, there is also room for 

changes to suit the specific needs of the local market.  

 

There are two methods for approving credit guarantees applied for through CFIs. The first is 

called the Simplified Approach; while the second is called the Normal Approach 

(Presentation by Yun-sen Jiang, 2005). In the former approach, CFIs can extend credit before 

referring the individual case to SMEG, for post-review and confirmation, if the creditor 

applies for an amount of money and for a period of time below the limitations set fort in the 

Entrustment Contract with SMEG.  

 

Those SMEs not meeting the requirements of the Simplified Approach need to apply for 

credit guarantees through the Normal Approach. In this approach, applicants who apply for 

 72



loans or require loans for periods of time exceeding the previously stipulated amount or 

durations, in the Entrustment Contract, need to consult with both the CFI and SMEG. In this 

case, the CFI refers the application to SMEG and their staff will make visits to the enterprise 

and interview its representative before a credit guarantee can be extended17.  

 

In addition to the CFI, SMEs are allowed to apply through aid agencies like the Small and 

Medium Enterprise Administration (SMEA) and the Small Business Integrated Assistance 

Center (SBIAC) (SMEG System, 2004). These organizations work along with the SMEG and 

a CFI to ensure that assistance is provided to those companies that have tremendous potential 

but require additional capital to improve the development of their business. The linkages 

between these companies are so strong that SMEA and SBIAC have the ability to approve 

applications that are then directly transferred to the contracted financial institutions for 

processing.  

 

5.2.2.2 SMEG: Management of Guaranteed Fund  
 

The goals of the processes detailed above are far reaching. So far, many of these goals have 

been achieved. As a result of implementing the guarantee systems, the organization has been 

able to expand the scale of guaranteed enterprises, encourage financial institutions to develop 

SME-oriented loans and provide guidance on strong credit position in order to guide SMEs 

into the regular financing arena (Presentation by Yun-sen Jiang, 2005). The management of 

SMEG’s programs, of course, has a lot to do with their success.  

 

Their management starts off with building good relationships between the key players and 

doing yearly evaluations of the program itself.  In particular, trust building is essential 

between SMEG’s management and those of the contracted financial institutions. The main 

foundation of their relationship starts with the Entrustment Contract; nonetheless, both seek 

to go beyond the contract by continually building better relationships. This is because there 

are benefits to be received on all sides. If these programs are managed to their full potential, 

CFI’s may get more business while SMEG can better fulfill its manage to assist SMEs with 

financial credit guarantees, and last but not least SMEs get more access to loans to develop 

their businesses.  
                                                 
17 Please see Appendix 7 for a flow chart describing the approval approaches 
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To show their commitment to fostering trust and encourage CFIs to upgrade lending 

management, the SMEG strives to channel 50% to 90% of the applications through the 

Simplified Approach (SMEG System, 2004). It is important to note that this approach puts 

application approval in the hands of CFIs. Only in cases where the SMEA has found 

improper use of the credit guarantee does it start channeling more loans through their offices 

or the Normal Approach.   

 

In addition to a detailed review process for accessing collateral, the SMEG staff does follow 

up interviews whenever deemed necessary, especially to those enterprises given greater 

guaranteed credit. In order to identify potential problems before occurring, the SMEG has 

also created notification criteria for CFIs to follow.  When any of the criteria listed in Table 

16 is violated, the SMEG will take control of the case until all relevant debt has been paid, or 

the case is closed through legislation (SMEG System, 2004). 

 

Table 16: Criteria for Notification to SMEG 
Responsibility to Report Criteria 

CFI The guaranteed enterprise has 
suspended operation 

CFI The guaranteed enterprise fails to pay 
the installment of principal for one 
month 

CFI The guaranteed enterprise or its 
representative has had suspended 
business transactions by the 
clearinghouse 

CFI The guaranteed enterprise fails to pay 
three consecutive monthly installments 
of interest on a loan 

CFI The guaranteed enterprise is under 
application for bankruptcy, 
commencement of settlement 
procedures, provisional attachments, or 
auction of assets 

CFI The guaranteed enterprise or its 
representative has been filed with a 
lawsuit, which will influence the 
repayment of the loan 

CFI The CFI argues that the guaranteed 
enterprise forfeits any time related 
benefits. 

Source: SMEG System (2004) 
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In the case of defaults, the SMEG maintains responsibility once it has been notified by the 

contracted financial institution of loans being overdue or not expected to meet its obligations 

within a previously stipulated timeframe. Expectedly, building better trust and coordination 

between the SMEG and CFIs ensure early notification of potential defaulting SMEs and so 

decreases the organization’s lost. 

  

Once under the control of the SMEG’s staff members, the defaulting SME is assessed for its 

ability to pay back the loan. For those enterprises that have feasible plans for repayment, one 

of two solutions is proposed. The first solution is to postpone the repayment for a future date 

or pay in installments (Presentation by Yun-sen Jiang, 2005). In other cases, the SMEG will 

request that the CFIs follow the rules set out for defaulting in the Entrustment Contract. 

These actions include: “investigating the causes for passing the due date, taking stock of 

assets, assessing the prospect of recovering the loan, setting up a collection plan, adopting 

necessary steps to secure the right and interests as a creditor, and taking the case to the court 

for recourse” (SMEG System, 2004. p. 22-23). In addition to this, the CFIs should update the 

SMEG on the collection process and are not allowed to enter into any major agreements with 

the debtor without the prior consent of the SMEG (Presentation by Yun-sen Jiang, 2005).  

 

In an effort to gain a better understanding of the credit environment and as a means to 

minimize the organization’s loses, the SMEG has started to collect information on debtors 

once individual situations have been settled and shares this information with CFIs.  In 

particular situations, it may even advise the CFI on measures to adopt based upon the 

information it has collected. In cases where default is eminent, the SMEG may assign a staff 

member to manage their accounts with individual CFIs.  

 

According to the SMEG’s management, the credibility of a guarantee scheme is based on 

how claims are handled. “Clear regulations on when a claim will be paid and quick review 

and settlement are crucial for maintaining credibility.” (SMEG System, 2004. p. 23) For this 

reason, the SMEG has created a policy for claims when loans are likely to be defaulted.  This 

policy allows contracted financial institutions to request subrogation or substitution payments 

from the SMEG under the requirements listed below: 

 

- “a guaranteed loan is overdue for over 5 months, 

- the enterprise has gone out of business, 
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- the CFI has instituted necessary legal proceedings against the guaranteed 

enterprise and guarantors for urging repayment” (SMEG System, 2004. p. 23). 

 

Furthermore, payment on an SME’s defaulted loan will include paying the principal, the 

remainder of the default loan guaranteed, and the interest not paid before default, which 

includes that yet to be paid after defaulting. It should be noted that the payment for interest 

paid after default cannot exceed 6 months.  The SMEG and a CFIs will also share legal fees 

entailed during legal proceeding with defaulting SMEs. The final part of this program calls 

for the CFI to continue to urge SMEs to pay off their loans, even after the SMEG has taken 

over.  If there are any moneys recovered, the CFI will turn this over to SMEG according to 

the ratio of guaranteed coverage stipulated in the Entrustment Contract (Presentation by Yun-

sen Jiang, 2005). 

 

5.2.3 Marketing and Promotion  
 

Just as in APEC and OCED, the policy initiatives of the Taiwanese government to promote 

improved marketing and promotional skills for SMEs are not clear-cut. This is mostly due to 

the nature of the subject itself. According to David Aaker (2001), “marketing is by its very 

nature concerned with the interaction between the firm and the marketplace.” (Strategic 

Market Management, 2001. p. 14) Hence, in response to the dynamism of the market place, 

promotion involves an ever-changing business process. For this reason, the Taiwanese 

government has opted to create initiatives that focus on a “bottom-up” policy formulation 

approach and a “top-down” implementation approach for marketing and promotion. In other 

words, these government officials create policy based upon the needs of the market but 

implement or guide these policies through governmental offices that then manage these 

policies for the betterment of the SME sector.  

 

The ROC government’s Small and Medium Sized Enterprise Administration (SMEA) have 

two main schemes to assist SMEs with marketing and promotion. This paper will focus on 

the consulting scheme, as it is presumed to be more applicable to Belize. Nonetheless, it will 

start by briefly discussing the other program and the reasons for not choosing it.  
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5.2.3.1 Commerce Modernization  
 

This first program calls for the development of linkages with the Department of Commerce, a 

staff unit, also under Taiwan’s Ministry of Economic Affairs (Interview with Patricia Huang, 

2005).  This department has a Business Modernization Plan to focus specifically on the 

development of commerce modernization. The structure to expedite the six major strategy 

initiatives of this program is detailed in Figure 15.  

 

 

Figure 15: Structure for Expedition of Six Major Strategies 
Source: MOEA (2005a)  

 

As inferred above, this strategy is broad and wide reaching as its objectives do not focus on 

small and medium sized businesses only. In fact, the idea is to create policy for the 

modernization of all types of Taiwanese businesses.  According to Patricia Huang of the 

Small and Medium Sized Business Institute of CNCCU, SMEs are particularly encouraged to 

take advantage of the e-economics project (Interview with Patricia Huang, 2005).  This 

project focuses on creating an Internet platform upon which businesses can sell their products 

and also create electronic linkages with other companies seeking knowledge exchanges.  
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There is far researching potential for such a program; nonetheless, it does not focus 

particularly on the needs of SMEs. Hence, it is felt that the other consulting based program 

has more far reaching benefits for Belizeans SMEs.  To reiterate, SMEs have special needs 

and the best kind of assistance and support come in the form of programs particularly geared 

towards meeting those needs. In fact, this is the underlining reason for the creation of a 

particular administration office, the SMEA, to assist with their unique needs.  

 

Belizean SMEs in particular lack many of the basic marketing know-how and underestimate 

the importance of good distribution channels and business linkages to get their products and 

services sold. Currently, there is only one government run marketing and promotion based 

program, which is run by the Belize Marketing and Development Corporation18. It focuses on 

providing packaging skills and distribution channels for SME products, particularly for small 

farmers. There is much more that needs to be done to assist Belizean SMEs, particularly in 

other industries like commerce and services. The consulting based programs can be a start.  

 

5.2.3.2 Consulting  
 

Under this SMEA initiative, contracts are awarded to consulting agencies that are then tasked 

with assisting small and medium sized businesses with finding potential solutions for their 

particular marketing needs (Interview with Patricia Huang, 2005).   Some of these projects 

are listed in Table 17.  

 

Table 17: Marketing and Promotion Consulting Agencies 
Consulting Agencies Project Focus 

Computer and Telecommunication 
Industry Laboratories, Industrial 
Technology Research Institute  

Development of Value-Added Network 
Techniques  

Mechanical Industry Research 
Laboratories, Industrial Technology 
Research Institute  

Development Plan for Material 
Distribution, Packaging, Foodstuffs 
Techniques  

Institute for the Information Industry Development Plan for Value-added 
Network Integration 

                                                 
18 Please see section 4.2.5.1 Belize Marketing and Development Corporation for more details on this program.  

 78



China Productivity Center Plan for Promoting Customer’s 
Satisfaction (CSI) 
Improvement for Traditional Store 
Management 

Chung Wei Development Center Development and Promotion Plan for 
Shopping Avenue  

Automation Association of ROC Plan for Training Personnel for 
Commodity Distribution  

Small and Medium Enterprise 
Management Association of ROC 

Personnel Support Plan  
Seminar for Nation-wide Retail-Sale 
Distribution Modernization 

Business Image Development 
Association of ROC 

Plan for Replacing/Upgrading Store 
Signboards  

Source: MOEA (2005b)  

 

As a part of the program, SMEs are encouraged to identify their particular marketing and 

promotional needs. Once this has been done, businesses need to contact the SMEA staff 

members who will in turn create links between the company and the consulting firm. Once 

these contacts have been made, the consulting agencies may assist SMEs with their specific 

needs, including networking, building promotional plans, modernizing their retail sale and 

distribution potentials, and many others as are exhibited in table 17 above.  

 

Furthermore, these consulting firms provide a good way for knowledge exchanges not only 

with the public sector but also with the dynamic private sector. These firms are able to 

provide SMEs with information and knowledge about the ever-changing business market far 

beyond that of government agencies, as consultants usually play a very active part in the 

energetic marketplace itself. These opportunities may even enable SMEs to create networks 

and partnerships with these consulting agencies, to further build upon their marketing and 

promotional skills, even after their SMEA funded projects are complete. In fact, such 

relationships can enable SMEs to gain knowledge in other important business areas such as 

human resources management, information and technology capabilities. Ultimately, there is 

much for SMEs to gain from these relationships and there is a great likelihood of improving 

their chances of becoming business success stories.  

 

Figure 16 provides a graphical review of the interaction process between SMEA, consulting 

agencies and small and medium sized businesses.  
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Figure 16: Consulting Triangle for Marketing and Promotion Information 

Exchange 

  

5.2.4 Export Support  
 

Perhaps the exportation of an SME’s goods and services is the quintessential test of their 

business success.  Taiwanese small and medium sized enterprises have been playing an ever 

more important role in the export arena. According to the SMEA’s white paper 2004, SMEs 

have played an important part in Taiwan’s economic development as their strength has been 

the foundation for over 50 years of prosperity and growth (Small and Medium Enterprise 

Administration, 2004b) Hence, SMEs have been getting high scores on the exportation score 

card. It is believed that part of their success is as a result of the many export support 

programs initiated by the Taiwanese government.  Along with the Small and Medium 

Enterprise Administration, the Taiwan External Trade Development Council (TAITRA), 

founded in 1970, is one of the key governmental organizations involved in the assistance 

process (www.traitra.org.tw, 2005). Its mission is to enhance the trade opportunities for 

worldwide trading of Taiwanese products (TAITRA’s Annual Report, 2005).  

 

This section focuses on two initiatives of the Taiwanese government. The first centers on the 

activities of TAITRA, which manages Taiwan’s primary export support programs. According 
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to Mr. Yeh, Vice President of TAITRA, this organization has several ways of assisting SMEs 

to export their products and services. Of these, there are certain strategic services that are 

most beneficial (Interview with Walter Yeh, 2005). In particular, the organization focuses 

their support efforts on Taiwanese small and medium sized enterprises, which make up a 

majority of the business environment. This is primarily because larger businesses need less 

government assistance to expand their businesses across-borders.   

 

The second has been spear-headed by the Small and Medium Enterprise Administration 

(SMEA) and encourages active participation in international SME activities.  Such initiatives 

have far reaching benefits once adopted to meet Belize’s particular needs. In fact, programs 

like BELTRAIDE’s “The Natural Niche” detailed in Chapter 4, under section 4.2.1.2, shows 

that the government has recognized the need to create assistance programs that benefit 

Belizean small and medium sized exporters. Belize’s domestic market is very small 

compared to world standards; hence, exports are an important driver for continued economic 

growth and development. These exports may be of particular importance under Belize’s 

current economic situation, as the country is facing a balance of payments deficit19. This 

means more exportation of SME products is ever more essential to the sustainable 

development of the country at large.   

 

5.2.4.1 TAITRA: Access to International Markets  
 

In addition to the local development strategy for SMEs, it is important that government create 

a sturdy policy to encourage and support their access into international markets. For a 

strategy to meet these demands it needs to be “informed by current and future comparative 

advantage of a national economy and be an integral part of national export strategy” 

(Promoting SME Export, 2003. p. 4). It is also important that such strategies are structured to 

suit all types of SMEs. For instance, strategy can be created to emphasize “less demanding 

regional markets for first-time SME exporters and more demanding international markets for 

established SME exporters” (Promoting SME Export, 2003. p. 4). These programs must of 

course take into consideration the specific sectors and markets that are being promoted based 

upon the particular strengths and weaknesses of local SMEs.   

                                                 
19 Please see Appendix 1, in particular 1.2 The Economy, for more details on Belize’s current economic 
situation.  
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These strategy needs have been incorporated into TAITRA’s services to ensure that the 

organization plays an active role in “undertaking market promotion, collecting trade 

information, organizing exhibitions, conducting market research and surveys, promoting 

product design and packaging, offering convention services, proving trade education and 

Taiwantrade, e-Trading hub service” (TAITRA, 2004. p. 4). During an interview with Mr. 

Yeh, the author was able to identify successful TAITRA services best suited to help advance 

Belize’s current export promotion activities (Interview with Walter Yeh, 2005).  Table 18 

provides a detail synopsis of some objectives under this strategic mix.  

 

Table 18: TAITRA’s Strategic Services 
Place of Implementation Objectives 

Local  
 Working closely with the Taiwanese 

government in attracting foreign 
investors, paving the way for long term 
partnerships between investors and 
Taiwan enterprises 

 Offering on-the-spot consultation and 
advice to meet the business needs of 
local enterprises  

International  
 Assisting Taiwan businesses and 

manufacturers participate in foreign 
markets through the establishment of 
overseas offices to assist Taiwanese 
businesses entering and/or operating in 
foreign countries 

 Selecting export markets strategically 
and then actively promoting Taiwanese 
products 

Source: Interview with Walter Yeh, 2005; TAITRA’s Annual Report (2004)  

 

As seen above, TAITRA’s initiatives span across borders. On the local front, TAITRA works 

with other government agencies to first create national policies that encourage the free flow 

of goods and services across borders. In other words, it works to remove trade barriers. Along 

with this, it attempts to create connections between foreign and Taiwanese investors on a 

local front. For example, it does this through large locally hosted trade shows that showcase 

the innovations and other manufacturing advancements of Taiwan’s productive sectors. One 

example of such an event is “COMPUTEC”, which introduces to the world the computer 

manufacturing skills of Taiwan’s information technology (IT) sector.   In addition to this, the 
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organization provides consulting services to Taiwanese SMEs, who plan to export their 

products or those already in overseas markets and need governmental support to bypass 

unfair trade practices. These local services, which facilitate trade and prepare exporters, set 

the stage for more international activities.  

 

On the international side, the organization has established 35 overseas offices and plans to 

increase this number to 45 in the near future. According to Mr. Yeh, these offices are 

particularly important to the success of TAITRA. These missions due to their strategic 

proximity in key markets offer exporters better information, support and networks with 

foreign companies than their local Taiwan based offices. Mr. Walter Yeh mentioned that 

these overseas offices help chose places with platforms for the promotion of products and 

services and it enables management to select particular niche markets to focus on (Interview 

with Walter Yeh, 2005). He also emphasized that these offices act as the middle ground upon 

which TAITRA becomes knowledgeable of local laws and builds partnerships between key 

industries and their Taiwanese counterparts (Interview with Walter Yeh, 2005). Ultimately, 

these very effective foreign networks of offices help ensure that Taiwanese businesses are at 

their greatest advantage when attempting to export.  

 

5.2.4.2. Regional Promotion 
 

In recent years, the government has been actively helping SMEs to participate in international 

trade organizations. This is being encouraged as the Taiwanese government has recognized 

the trends towards economic globalization and internationalization around the world. The aim 

of such programs is similar to the objectives discussed in Chapter 2, the literature review. It is 

to facilitate the establishment of international networks, partnerships and improve access to 

international markets for small and medium sized exporters. According to the SMEA, 

“international business activities, strategic alliances, and collaboration on the establishment 

of international brands now constitute an important element of the government’s SME 

guidance strategy” (Small and Medium Enterprise Administration, 2004a. p. 259).  

 

In particular, the Taiwanese government has been promoting more private sector involvement 

in the Asian Pacific Economic Cooperation (APEC) and even the International Council for 

Small Business (ICSB), which it believes provides a great platform for local SMEs to learn 
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from their counterparts in other developing and developed countries like the United States of 

America.  A list of promoted activities is provided in Table 19.  

 

Table 19: International SME Activities 
International Organization International Economic and  

Trade Activities 
APEC APEC SME Ministerial Meeting  

 APEC SME Forum  
 APEC SME Working Group 
 Meeting of the Exporter’s Community  

 Conference on Entrepreneurial Spirit  
 APEC Incubator Center Forum  

ICSB  
 Annual World Conference  
Source: Small and Medium Enterprise Administration (2004a)  

 

In order to get a better understanding of the benefits of attendance at such international 

conferences, this paper now discusses a few of the activities held during several of the 

meetings. Firstly, such conferences enable government officials to hold bilateral talks with 

representatives from other countries and local SMEs to discuss initiatives and their potential 

for application in other countries. This enables key policy makers to have direct exchanges 

and allow for real-time feedback on the potential effects of implementing new SME 

assistance programs already established in other countries. Additionally, SMEs get to 

actively interact with small businesses from foreign countries and thus facilitate the creation 

of networks and partnerships that extend beyond the confines of the conferences. Overall, 

there are many benefits for all parties involved in such international exchanges.  
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