
CHAPTER 5: RESEARCH FINDINGS 
 

5.1 Introduction 
 

The trade relationships between Taiwan and Nicaragua in general are very 

small. There are very important and potential areas to be explored. This chapter 

presents the results of the field research. First, the opinions on the current situation of 

the industry as well as the international trade experience of the Nicaraguan exporters 

are presented. Subsequently the point of view of the Taiwanese importers is offered. 

To finish this section, the experience with the promotion of Nicaraguan products is 

presented from the perspective of the Nicaraguan embassy in Taiwan. The factors 

identified in this section are the answers to the research questions and serve as 

foundation for the recommendations made on chapter six of this research project.  

5.2 Findings from Field Research 
 

The field research provides insights to the challenges and opportunities for the 

industry. The findings are presented in three parts, from the perspective of the 

Nicaraguan exporters, Taiwanese importers, and the role of the government. 

5.2.1 Nicaraguan Exporters 
 

In order to obtain a deeper knowledge on the leather as an export product, it is 

fundamental to go beyond the information provided by secondary data and find out 

the opinions of the industry players. This research summarizes the experience and 

opinion of several players in the productive chain. One industrial slaughter house and 

two big tanneries were consulted to better understand the dynamics of the leather 

business in Nicaragua.  Their opinions were obtained by two email interviews and 

one telephone interview . They were asked the same questions to single out the 
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common critical factors. A comparative summary of their answers is shown in table 

11. 

Table 10 Comparative Responses from the Exporters in Nicaragua 
1. - To which markets have you exported leather?  

Slaughter house    Guatemala and Costa Rica (only 20% of the production) 

Tannery 1              China, Mexico, Italy, Korea  

Tannery 2              Central America, Mexico, and Hong Kong 

2.-How was the commercial relationship started? 

Slaughter house   The relationship was started through telephone communications.  
They don’t like to work with intermediaries (trading companies) 
because those require a high margin. They don’t participate in 
any type of promotional fair.  

Tannery 1     Through a European Trading Company and after attending  
international     fairs. 

Tannery 2                Directly contacted the client and through attending international 
fairs. 

3.- What type of product are you exporting now (type and quality)? 

Slaughter house    Salted hides. Only 20% of the production is being exported. The  
remaining 80% is sold locally as fresh skin 

Tannery 1                1.- Wet Blue 
                                  2.- Leather (for shoe and furniture making)   
                                  3.- Salted Hides 

Tannery 2                1. - Wet Blue 
                                  2.- Leather for shoe manufacturing 
4.- Have you exported leather to Taiwan before?, If your answer is yes, what is 
the name of the Taiwanese company that purchased from you? And when did it 
start? 
 

Slaughter house   We have not exported leather to Taiwan. So far we have only 
exported meat. The relationship started in 2004. 

Tannery 1                Not yet, but this month a deal is being closed with a trading 
company   

Tannery 2              No, have not exported to Taiwan before. 

5. - How did you get in touch with your Taiwanese clients? 

Slaughter house      Their contact with the Taiwanese clients was started by the 
Nicaraguan embassy in Taiwan.   

Tannery 1                Through intermediaries, European and Mexican Trading companies 
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Tannery 2                N/A 

6. - What have you done to attract Taiwanese customers? 

Slaughter house     Work with the Nicaraguan Embassy in Taiwan 

Tannery 1               Work with the European and Mexican Trading Companies 

Tannery 2               We have not sold to Taiwan yet, but some Taiwanese 
businessmen visited our plant. 

7. - What type of challenges and difficulties have you encountered in the 
commercial   relationship with your Taiwanese clients? 

Slaughter house    The main challenges and difficulties in exporting are that the first 
shipments have logistic problems. Also communication problems 
with the filling out of the export format. The most common 
problems are mistakes made in filling out the forms. 

 

Tannery 1               The payment method. Taiwanese Companies use letters of credit. 
Most of the time the process of getting confirmation for these 
letters of credit is long and troublesome. 

Tannery 2                N/A 

8. - Do you think your company could cooperate in a strategic alliance with 
Taiwanese investors to obtain capital and technology to improve your quality 
and production? 

 

Slaughter house  They are very open and willing to start any kind of strategic 
alliance or joint venture. Especially with companies that have the 
know-how in the elaboration and commercialization of skins in 
“wet blue” and finished skins.  

 

Tannery 1              Of course. It would be feasible. 

Tannery 2              Yes. 

9. - Which challenges have you found in the commercialization (exporting) of the 
leather? 

Slaughter house    Not a problem yet. 

Tannery 1              To obtain a stable demand for the product. The buyers don’t make 
their orders with regularity. Sometimes they buy and some other 
times they don’t. 

Tannery 2               The quality of the skin (it has natural defects), price and 
governmental policies. There is bureaucracy and corruption. 
Sometimes you have to pay bribes to speed up the process. 
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10. - Is there any governmental policy that promotes exporting? Which one? 

Slaughter house      Currently there is nogovernmental policy to promote     the 
exports of leather .There is only a fiscal policy to promote the 
exports in general. The government reimburses 1.5% of the FOB 
value on 60% of the export quantity. 

Tannery 1                Not specifically to Taiwan. There is a fiscal incentive. 
 

Tannery 2                No. There is not any policy to support the export of leather. 

 

The following observations can be made after the evaluation of the answers 

given by the respondents.  

•  The industry is not well integrated and they don’t cooperate as a 

cluster. Each company has their way of contacting their clients. There 

is no pattern in the industry. Slaughter houses that do not process the 

leather prefer to sell it without much value added directly to the foreign 

buyers. The tanneries process the leather into wet blue and contact 

foreign clients either directly or through trading companies and 

attendance to international fairs. The industry is still small so the 

players work through intermediaries and don’t have subsidiaries in 

other markets. 

• Salted hides, wet blue, and leather processed for shoe making are the 

main export products. 

• The trading relationship with Taiwan is very limited. None of them had 

previously exported leather to Taiwan.  There have been only a few 

business meetings. Also they do not take advantage of the support 

provided by the Embassy of Nicaragua in Taiwan. Only one of them 

responded to have worked with the embassy to promote their exports. 
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• The commercial relationship of the meat exporters with Taiwan has 

presented a few challenges for the Nicaraguan exporters. These 

challenges are mainly paperwork filling. This can be attributed to the 

exporters lack of experience on Taiwan’s paperwork requirements. The 

other factor presented as a challenge in the relationship has to do with 

the relationship with a third party, the banks. The fact that the 

Nicaraguan banks can not confirm the letters of credit in a more 

expeditious way might also be generated by  lack of experience in 

dealing with Taiwanese commercial institutions.  

• The companies recognize their shortcomings and are willing to 

upgrade their capacities by forming ventures with Taiwanese partners.  

• There are several difficulties in the commercialization of leather such 

as: lack of a stable demand for the product, capacity to meet quality 

standards and ability to negotiate prices. Government bureaucracy in 

export processing was also mentioned as an obstacle in the 

commercialization.  

• There is not one specific policy for the export of the product. There is 

only one fiscal incentive but it is not perceived as a great support. 

Through the telephone interview it was also obtained additional information to 

the one asked in the interview guide. Due to its relevance and importance in 

better understanding and assessing the industry, its main highlights are 

presented below: 

• Currently there is not an association of tanneries. It was dissolved 

because there was not unity in goals. As was explained in the industry 

background section, this sector is formed by many small tanneries and 
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only a few big. The association was controlled in its majority by small 

tanneries that do not have the same infrastructure and economic 

position as the big ones. There was not uniformity of needs. 

• Although there is not one association of tanneries, there are some 

alliances among the big sized enterprises. Right now one of the big 

tanneries that has an important contract with a Asian client is sourcing 

part of its wet blue from another big tannery to be able to meet such 

demand. 

• The entrepreneur interviewed mentioned that, in the case of an 

increased demand from a stable buyer it would be necessary to work as 

an alliance with other tanneries from Central America. For example, in 

year 2003, the total production of Nicaragua was 423,610 heads of 

cattle and the total annual import quantity from just one Taiwanese 

trading company was up to 800,000. 

5.2.2 Taiwan Importers 
 

Several interviews and questionnaires were conducted in order to find answers 

to the second research question of this thesis regarding the needs of the Taiwanese 

importers. The opinions of one trading company and one tannery association were 

sought through face to face interviews. In addition, one large tannery was contacted 

via a email questionnaire.  A comparative summary of their answers is shown in table 

12. 

 

 

 

 66



Table 11 Comparative Responses from the Importers 
1. - Why did you not import from Nicaragua?  
Trading Company         Nicaraguan Businesses do not know or understand 

international trade. They do not honor their contracts. Two 
weeks ago during my visit I placed an order of 30 containers 
and they were only able to deliver 5 containers. They asked 
for more time to fill the order. 

 

Question 1 modified to fit the specific circumstance of this respondent. Why did 
you not import from Nicaragua? (Three years ago when you considered the 
possibility of buying from Nicaragua) 
 
Tannery Association     The quality of the skin is not very good due to the breeding 

conditions of the cattle. The skin condition observed showed 
that the cattle suffers from high incidence of larvae of 
Dermatobia hominis  and other permanent marks. 

Tannery 1                       N/A 

2. - Do you remember the name of the suppliers that you talked to? 

Trading Company        Yes, one of Nicaragua’s biggest tanneries6. 

Tannery Association    No, but they were slaughter houses and tanneries  

Tannery 1                      N/A 

3. - What are your needs? What do you require from a supplier? 

Trading Company         I only require that my clients honor the contracts. The 
Nicaraguan leather quality is mid-to-low, but also the price 
is good. 

 

Tannery Association     High quality skins and reliability.  

Tannery 1                       Consistency in quality, competitive price, on time de- 
                                         livery 
4. - Which type of leather do you buy? 

Trading Company         Wet blue and wet salted  

Tannery Association     Wet blue and wet salted hides. But Taiwanese tanneries 
prefer to import wet salted hides since these have less value 
added and therefore are cheaper.   

Tannery 1                       Raw hide (salted hide), wet blue, crust leather for up-
holstery leather. 

                                                 
6 The name was excluded to avoid creating any damage to the tannery reputation. 
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5. - From which countries do you import now? 

Trading Company         Estonia, Russia, Ukraine, Denmark, Sweden, Finland, 
Germany, Holland, UK, Ireland, Argentina, Brazil, 
Venezuela, Mexico, US, Canada, New Zealand, Australia. 

Tannery Association      The United States, Brazil, Canada, Argentina, Australia.  

Tannery 1                        The United States, Australia 

6. – Why do you import from these countries? 

Trading Company          Because they offer a good combination of quality and price.

Tannery Association       They offer the best quality  

Tannery 1                       These countries have export experience and we know the 
quality of leather they produce 

7. - What do you suggest to Nicaraguan suppliers? What can they improve so 
that you can import from Nicaragua? 

Trading Company         They should honor their contracts and improve their quality. 
They should use more advanced and sophisticated ways to 
reduce the incidence of  Dermatobia hominis . 

Tannery Association      Good quality, reliability  

Tannery 1                       To contact the importers and provide them more information 
about their products, so importers can know them better. 

8. - What type of products do you make? 

Trading Company       We do not make any products, just import leather and sell to 
the tanneries 

Tannery Association      N/A  

Tannery 1                        Upholstery leather 

9. - Have you had any contact with or have you heard of the Central American 
Trade Office in Taiwan? 

 
Trading Company           No, have never heard of them. 

Tannery Association        No, have never heard of them.  

Tannery 1                          No, have never heard of them 

  

The following observations can be made after the evaluation of the answers 

given by the respondents: 
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• The importers have pointed out several problems regarding the import of this 

product from Nicaragua: 

1. Lack of international trade experience. Exporters are not able to honor 

contracts or communicate effectively with their counterparts regarding 

their problems in delivering under the agreed terms.  

2. Low quality products due to deficiencies in the upper stream of the 

production chain. This fact has a significant impact on the rest of the value 

chain since one can not build a better valued product when the foundation 

is not firm. Also since it is a very long value chain with  many players that 

do not interact or communicate in an organized way, it is more difficult to 

coordinate to obtain better products in the primary stages of the chain. 

• The major needs of importers are quality and consistency in quality, 

competitive prices and reliability. This reliability refers to delivery time and 

quantity as well as trust worthy relationships. 

• The products with most demand are wet salted hides and wet blue. The wet 

salted seems to have the most demand from the two, due to its lower value 

added and therefore lower price. 

• There are several countries in the world that export leader, the most developed 

countries such as USA, Australia, and most European countries are the ones 

that produce the best quality leathers and therefore the higher priced. Although 

they have a high price, importers prefer to source from these countries due to 

their international trade experience, high quality products, and reliability. 

• Taiwanese importers suggest Nicaraguan exporters to improve the quality of 

their products, specifically in the breeding, to avoid damages to the skin 

caused by the larvae of Dermatobia hominis.  Exporters should be more 
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proactive in contacting Taiwanese businesses and let them know about their 

companies and products. The need for clear and trustworthy relationships was 

also mentioned.  

• None of the respondents expressed to have knowledge of the existence of the 

Central American Trade Office. 

5.2.3 The Role of Government 
 

According to Porter’s theory about the competitive advantage of nations, the 

role of government has a significant importance in the development of national 

advantage in industries. The role of government in export promotion in Taiwan was 

also studied to get a more complete picture of this industry development. 

To obtain the insights on the export promotion of Nicaraguan products in 

Taiwan a personal interview was conducted with the Ambassador of the Republic of 

Nicaragua in Taiwan, Mr. Luis Wong. The issues covered in the interview are 

summarized in the following paragraphs. 

The role of the Nicaraguan embassy in the promotion of exports is carried out 

in cooperation with Central American Trade Office (CATO). Both institutions 

collaborate to create contacts and networks with the business community in Taiwan 

and link them with the Nicaraguan companies interested in exporting.  The case of 

beef, which is one of the major products that Nicaragua sells to Taiwan, will be used 

to exemplify the promotion mechanisms used by the Nicaraguan Embassy and CATO. 

In this case the Nicaraguan government also served as information provider. The 

embassy and CATO communicated the Nicaraguan exporters all the information 

regarding permits to export their meat to the Taiwanese market. Once the respective 

authorizations were obtained  by the Nicaraguan certified industrial slaughter houses,  

Farming Industry Trade and Investment Mission was organized by CATO. A group of 
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eight beef importers along with the Nicaraguan Ambassador visited the ranches and 

slaughter houses in Nicaragua to get to know the exporters and tell them of the 

requirements and needs of the Taiwanese market. 

 Another way in which the Nicaragua embassy promotes the exports is in the 

participation of fairs and shows. For example since last year Nicaragua participated in 

the food show organized at the world trade center in Taipei. But it is more an 

initiative of the embassy than of the Nicaragua entrepreneurs. Actually it is the 

embassy that has to incur in the expenses of buying product samples, and the hotel 

accommodations for the Nicaraguan entrepreneurs. They seem to be risk averse, or 

don’t have any knowledge of the Taiwanese market. 

 Regarding the experience that Taiwanese and Nicaraguan entrepreneurs have 

had once the commercial relations were started, we learned that so far it has been 

smooth. There have been a few problems of format filling but the embassy has been a 

facilitator and support to the Nicaraguan exporters. 
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