A Service of

[ ) [ J
(] [ )
J ﬂ Leibniz-Informationszentrum
° Wirtschaft
o Leibniz Information Centre
h for Economics

Make Your Publications Visible.

Busche, M.

Article — Digitized Version

Trade Fair for developing countries

Intereconomics

Suggested Citation: Busche, M. (1968) : Trade Fair for developing countries, Intereconomics, ISSN
0020-5346, Verlag Weltarchiv, Hamburg, Vol. 03, Iss. 11, pp. 326-329,

https://doi.org/10.1007/BF02930046

This Version is available at:
https://hdl.handle.net/10419/138057

Standard-Nutzungsbedingungen:

Die Dokumente auf EconStor durfen zu eigenen wissenschaftlichen
Zwecken und zum Privatgebrauch gespeichert und kopiert werden.

Sie dirfen die Dokumente nicht fiir 6ffentliche oder kommerzielle
Zwecke vervielféltigen, 6ffentlich ausstellen, 6ffentlich zugénglich
machen, vertreiben oder anderweitig nutzen.

Sofern die Verfasser die Dokumente unter Open-Content-Lizenzen
(insbesondere CC-Lizenzen) zur Verfiigung gestellt haben sollten,
gelten abweichend von diesen Nutzungsbedingungen die in der dort
genannten Lizenz gewahrten Nutzungsrechte.

WWW.ECONSTOR.EU

Terms of use:

Documents in EconStor may be saved and copied for your personal
and scholarly purposes.

You are not to copy documents for public or commercial purposes, to
exhibit the documents publicly, to make them publicly available on the
internet, or to distribute or otherwise use the documents in public.

If the documents have been made available under an Open Content
Licence (especially Creative Commons Licences), you may exercise
further usage rights as specified in the indicated licence.

Mitglied der

Leibniz-Gemeinschaft ;


https://www.econstor.eu/
https://www.zbw.eu/
http://www.zbw.eu/
https://doi.org/10.1007/BF02930046%0A
https://hdl.handle.net/10419/138057
https://www.econstor.eu/
https://www.leibniz-gemeinschaft.de/

INTERVIEW

Trade Fair for Developing Countries

Interview with Dr M. Busche, of “Ausstellungs-Dienst Berlin”

It is six years now that the first Import Trade Fair called “Pariners of Progress” has
been staged in Berlin. lts original form was that of o pure aid to information, but follow-
ing actual needs, it graduaily changed into a commercial trade foir of the developing
countries, The number of exhibitors taking part in these fairs, and the growing interest
shown by more and more expert visitors, have both made it clear that this kind of
trade show has gained a firm position among German trade fairs and specialised
exhibitions. We have asked Dr M. Busche, authorised signatory of the Berlin Exhibition
Service (Ausstellungs-Dienst Berlin: ADB), about his experiences with the import show,
“Parimers of Progress”, which is designed exclusively for the promotion of imports from
African, Asian, and Latin American developing countries.

QUESTION: The Import Show,
“Partners of Progress®, which takes
place annually in conjunction with
the German Industries’ Fair, has
opened its gates for the sixth
time this year. Which were the
original considerations that have
led to the conception of such a
special trade fair for developing
countries?

ANSWER: The Import Show,
“Partners of Progress”, is designed
to promoting the Federal Republic’'s
imports from the industrially less
developed countries of Africa,
Asia, and Latin America. We be-
lieve that, for achieving the par-
ticipation of developing countries
in the trade exhibitions, a spe-
cialised trade fair service is requir-
ed, which is not, and probably
cannot be, offered by other trade
fairs and trade fair organisations
of the traditional type. The general
motto of this import show is the
adage of “aid by trade”, whose
truth has been proved many times,
and it is possible to interpret this
slogan by emphasising the fact that
aid by trade is of advantage for
the two trading partners.

QUESTION: Which kind of de-
velopment has this kind of trade
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show taken, measured by the num-
bers of exhibitors, the breadth and
variety of the goods on show,
etc., during the years in which it
has existed?

ANSWER: In our view, the im-
port show has gone through a
highly favourable course of de-
velopment. In the beginning, it
was usual to specialise by ex-
hibiting the products but also the
cultural achievements and even in-
formation about political develop-
ments and conditions of individual
development regions or continents,
Thus, in 1962, a special African,
in 1963, an Asian, and in 1964,
a Latin American special regional
fair were staged.

But for 1965, we decided to give
up regional delimitations, we drop-
ped the designation of the fair as
a “special regional show* and re-
named and re-styled it as an “Im-
port Exhibition*. No fewer than
35 development countries from
three continents then took part
in this first import display; their
number rose to 48 in 1965, and to
56 in 1966.

From 1966 onwards, we have
also tried to persuade private en-

terprise from less developed coun-
tries to take part in our exhibi-
tions, We succeeded in gaining for
participation about 50 and in 1968
about 220 direct private exhibitors
in the Import Fair, “Partners of
Progress“. The breadth and variety
of goods supplied for purchase
orders has also steadily grown.
In 1968, the show harbours about
10,000 different types of goods as
exhibits.

The Commercial Impact of the Fair

QUESTION: Is this Import Fair
an event which may be of real
commercial advantage to develop-
ing countries, showing the way to
sales and opening up marketing
outlets, or are its uses more or
less restricted to an educational
exercise, training developing
countries for what they could and
should do when taking part in
“real”, conventional trade fairs?

ANSWER: Our import exhibition
is of great commercial interest. It
is a meeting place where important
business contacts are taken up and
consolidated. Its greatest value is
that sellers can spy out the lie
of the land in studying potential
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markets, but also actual sales show
a gratifyingly high and rising
volume, There are big groups of
buyers from department stores,
purchasing associations, typical
wholesaling and import traders,
and, last but not least, the in-
numerable trade brokers and com-
mercial agents who have been
turning up here with great re-
gularity and provide proof of the
commercial value of our import
fair, There is, of course, still an
educational element; we try to
educate participants in taking part
in a more effective and more suc-
cessful way in future import shows
opening their gates in Berlin.

QUESTION: One sometimes
hears it said of the Import Fair
that it is more of a folkloristic
display, whose exhibitors prefer
the picturesque show to the sales
effect. What has been your ex-
perience, in this respect, with ex-
hibitors from developing countries?

ANSWER: Since we have scrap-
ped the name of “Special Show",
the folkloristic element has also
disappeared. However, it must not
be overlooked that participating
countries often — and in many
respects with full justification—
felt that the special regional shows
served as representative demon-
strations of their national sov-
ereignty, which had only very re-
cently been gained, their historical
dignity, and their cultural achieve-
ments, up to and including the 1964
exhibition. The special Latin Amer-
ican event of 1964 was a partic-
ularly well-designed show of this
kind. But after this, it has been our
experience that exhibitors from
less developed countries have fol-
lowed the new trend towards
the trade show, initiated in 1965,
with a great deal of good will and
largely also with definite success.

QUESTION: The Import Show,
“Partners of Progress*, is accessible
to the general public. Would it
not be more germane to the pur-
pose of this type of fair, designed
to foster imports, to permit entry
to buyers and potential buyers on-
ly, leaving the general public out-
side?

ANSWER: It is certainly true
that buyers and potential buyers
are the most important visitors and
talking partners for exhibitors,
Companies and business associa-
tions domiciled in the developing
countries want to meet them, to
build up contacts with them, and
to prepare for, or close, sales deals
with them. However, the public
who also attend the fair in large
numbers fulfil there a twofold and
highly important mission. In the
first instance, European visitors for
the first time obtain there a
glimpse, a true impression, of the
goods on offer and of the eco-
nomic potentialities and peculiari-
ties of the exhibiting nations. In
the second instance, the attendance
of the general public makes the
exhibition a market test for the
exhibitors, The degree of interest
displayed by the visitors, enquiries
made for certain products, and in-
dividual purchases made of ex-
hibits demonstrate to the exhibitor
which kind of product may have
a real chance to impress the Ger-
man consumer and be accepted by
him, or may have the same but
wider effect in a European market.
The exhibitor can even find out
which kind of adjustment of this
production and marketing policies
will be required to make his prod-
ucts marketable.

QUESTION: Do individual coun-
tries and here again individual
branches of these exhibitor coun-
tries' economies predominate in

your Exhibition, demonstrating a
trend towards regional and prod-
uct specialisation running counter
to its intended character of a
generalised import fair?

ANSWER: It is a gratifying
observation that our Import Show,
“Partners of Progress”, has made
very well-balanced progress. Yet
there is a certain degree of con-
centration of the fair in the fields
of commodities (raw materials},
foodstuffs and staple consumer
goods, in their widest sense. The
import show has become the venue
for highly interesting talks about
deals in cotton and copper, but al-
so in transistor radios and mosaic
building boards, and we also re-
gister negotiations about joint in-
vestment ventures of German and
foreign partners in developing
countries.

Some degree of specialisation
has become unavoidable: for prac-
tical reasons, we had to take the
field of tourism ("New Holiday
Centres in Three Continents”) out
of the import show, and we have
called into life a completely new
kind of annual event serving
touristic interests, the “Interna-
tional Touristic Exchange Market”,

Direct Build-up of Contacts

QUESTION: You do not only put
at the disposal of the exhibitors
exhibiting floors and stands but
offer less developed countries as-
sistance of various kinds. Which
advisory and supporting tasks are
being undertaken by the ADB?

ANSWER: ADB (Trade Fair and
Exhibition Services, Berlin),
through its departments for the
Promotion of Trade, and for Press
and Publicity Questions, offer the
following forms of assistance and
trade fair service:

DEUTSCHE SCHIFFSBELEIHUNGS-BANK

Finance of ships — shipbuildings and second-hand tonnage

Gilt-edged bonds for every investment
13 Katharinenstrage - P.O. Box 111920 - 2 Hamburg 11 - Phone 362566 - Telex 214029

S %

L
HAMBURG
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We publish a trade promotion
magazine, called “Partner”, on the
one hand in a German version
which contains information and ad-
vice for the German import trade,
and, on the other hand, in three
foreign editions (English, Frendh,
and Spanish), which contain advice
and information for the exporters
in Asia, Africa, and Latin America.
We have also commissioned and
published a German pamphlet,
“Buying in Developing Countries®,
and another one in the three for-
eign languages, “How to Export
to the Federal Republic of Ger-
many”“. In the same foreign lan-
guages, there is also available a
“Guidebook for Exhibitors in the
Import Trade Fair, ‘Partners of
Progress’®.

Our Department for the Promo-
tion of Trade closely cooperates
with the Geneva International
Trade Centre of GATT and with
the German Federal Foreign Trade
Information Office (Bundesstelle
fiir AufBlenhandels-Information} in
trying to establish direct contacts
between exporters in development
countries and importers in Ger-
many. Written enquiries are not
simply passed on to trade associa-
tions but (if necessary with the
help of such associations) to in-
dividual firms.

With special relevance to the
import fair, the ADB has been run-
ning an introductory seminar for
German attendants at exhibition
stands for promoting trade, and
both an introductory and a follow-
up seminar for exhibitors and their
staff. In cooperation with the “for-
eign country associations” (Afrika-
Verein, Ibero-Amerika-Verein,
Nah- und Mittelost-Verein, Ost-
asiatischer Verein) at Hamburg and
Bremen, the ADB is staging an
annual  “Wirtschaftstag  Berlin®
(Economic Conference at Berlin)
for discussing topical problems of
international trade.

After the import fair has closed
its gates, ADB produces an over-
all confidential report on the course
of the exhibition, which will be sent
to all our exhibitors, accompanied
by an equally confidential report on
the success of his country of dom-
icile at the exhibition,
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QUESTION: Is it at all possible
that Fair Management or the Fair
as suc can help to launch deals,
to close sales agreements?

ANSWER: There is very much
that can be done. What is essen-
tial and indispensable is timely
and—as far as possible—compre-
hensive information, telling Ger-
man importers what they need to
know about exhibitors, about goods
on show, about the authorised del-
egates attending the fair, etc. This
information is contained in the of-
ficial Catalogue of the Fair, the
List of Exhibitors, the Gazette of
Goods shown, a list of names and
addresses, etc.

During the Fair, the ADB runs a
Fair Office, manned by the De-
partment for Trade Promotion. This
Department offers aid and advice
for the finding and establishment
of contacts and for making negotia-
tions technically less difficult. This
also requires comprehensive and
correct information. To help ob-
taining such information, the Com-
mission of the European Commu-
nities, the Federal Office for For-
eign Trade Information, several
foreign trade banks, an Informa-
tion Office on Marine and Air
Freight Rates, etc., are also re-
presented at the Fair,

More Private Exhibitors

QUESTION: Is it worthwhile for
an individual trader from a de-
veloping country to exhibit at the
fair, or would it not be more ef-
fective if he left his representation
to trade associations and/or gov-
ernment agencies?

ANSWER: On principle, private
and direct participation will al-
ways pay its way. We have seen
with satisfaction that about 50
private exhibitors, whom we had
here in 1966, have grown into 220
who show their own goods and
services in 1968. It is certainly
true that private and direct par-
ticipation in a trade fair is a higher
form of foreign trade promotion
than indirect representation there.
Traders fare always best by doing
their own bargaining.

However, our experience shows
us that also trade associations and
government agencies may be act-

ing usefully and with good com-
mercial effect in representing pro-
ducers and exporters from develop-
ment countries at our import fair.

QUESTION: How do you view
the willingness and the scope of
German importers for becoming
“partners of progress”, facilitating
development countries’ access to
foreign markets?

ANSWER: German importers
have always been broadminded
and open to promotion of new
partners’ interests. It is certainly
true that traders’ and trading
customs are different in various
parts of the world, and that psy-
chological attitudes vary locally,
but this applies also to Europe and
its different nations, and every
foreign trader must get used to
this.

Interesting Supply Capacities

QUESTION: Do you believe that
the Import Fair offers advantages
also to German importers, for ex-
ample by opening up for him new
sources of supply?

ANSWER: German importers
have a deep understanding of the
fact that so-called developing
countries represent growing and
highly interesting supply capaci-
ties, offering favourable purchas-
ing possibilities for the German
consumer. There are *old“ prod-
ucts offered by new makers (for
example, straight stitch sewing
machines and telescopes), “new*
products brought out by new firms
(hardwood prefabricated houses
from Brazil, banana liqueur from
Ecuador, hard straw “wallpapers”
from Korea), and last, but not least,
traditional products at “new
prices (lamps, watches, watch
straps, wigs, etc., from Hong Kong).

QUESTION: Do you test the
success achieved at your Fairs,
and have you any idea which
products have been tested and
found acceptable by the fair and
have made the transition to be-
coming saleable trading commodi-
ties?

ANSWER: Yes, we have several
kinds of tests. Our first indicator
is the comparative value of num-
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bers: numbers of countries and
individual exhibitors taking part,
of individual goods exhibited, of
buyers registered as such at the
fair. Other things remaining equal,
e.g. the fundamental amount of
aid invested in the Import Show,
if indicator figures all show an
increase between 1966 and 1968,
this seems to be a most convincing
proof of the success of the 1966
Fair.

To test the success of individual
exhibitor countries is not only a
difficult but also a delicate task,
but there are such possibilities.
The results of our enquiries into
these problems are being transmit-
ted confidentially to the exhibitors
and countries concerned.

Testing the success of every
single product exhibited is phy-
sically almost impossible in view
of the colossal number (about
10,000) of goods shown in 1968.
The only thing we can do is
pointing to individual “show-
stealers”, e.g. the highly striking
successes of inflatable dinghies

from the Chinese National Re-
public (i.e. Formosa), of ladies’
handbags from Korea, of carpets
from Pakistan, of wine from Al-
geria, silver jewellery from Mexi-
co, which all these have achieved
in Berlin,

Organisation
for Promoting Exports from LDC

QUESTION: After products of
less developed countries have pas-
sed the marketing test successfully
at your Import Fair, do you advise
them to enter, in future, also the
more traditional trade fairs and
specialised exhibitions, as ex-
hibitors?

ANSWER: No, we leave this de-
cision entirely to the participating
countries and firms. However, we
are witnessing that export pro-
moting agencies of exhibiting
countries and exhibiting companies
from there, in spite of strong com-
petition for their ,custom*” by other
organisers of trade fairs are re-
turning and bringing with them
also steadily rising numbers of

newcomers to the Import Fair at
Berlin, whilst the comparable
figures for other fairs are stagnat-
ing. The Import Exhibition, “Part-
ners of Progress”, is absolutely
the biggest export fair of develop-
ing countries in the whole world.

QUESTION: Do you believe it to
be useful or even necessary to set
up organisations for promoting
trade in Western Germany which
will specialise in the trade with de-
velopment countries?

ANSWER: Yes. A short time ago,
I addressed the German Founda-
tion for Developing Countries on
this subject at greater length. I
am of the opinion that export pro-
motion organisations operating in
development countries ought to
have partners in our country. A
non-profit making body designed
to promote imports from develop-
ment countries, operating in the
Federal Republic of Germany,
could do much practical good. The
field to be worked may be full
of rocks but it is also full of un-
exploited fertility.

New Publication

PUBLICATIONS FROM THE HAMBURG INSTITUTE FOR INTERNATIONAL ECONOMICS

THE UNITED STATES, THE SOVIET
UNION AND THE THIRD WORLD

by Karel Holbik

American and Soviet development aid gives decisive impulses to the
policies of the remaining industrialised nations towards the develop-
ing countries. The author of this publication compares the economic
foreign aid policy of the USA and the USSR, and makes the surpris-
ing assertion that the economic aid of the two great powers is ap-

proaching in many fields.

104 pages, 1968, paperbound, price DM 28.—

VERLAG WELTARCHIV GMBH -
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