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Experiences of Caribbean Enterprises in Exports & Case Studies

Introduction
Catherine Kumar –

 

Chief Executive Officer

Moderador
Notas de la presentación
Any conversation on the success of entrepreneurs starts with a strong sense of motivation and confidence in the export of a product or service. Research has shown that intuitive entrepreneurs persist in all their tasks until results are achieved, this innate quality ensures that they are able to overcome the vast majority of adversity they encounter during the start up period all the way to the maturing phase. It has been proven that successful entrepreneurs with strong personal initiatives have been able to improve their management capabilities, enhance business operation skills and embark on a continuous learning and development attitude.  With global dynamics changing daily, entrepreneurs now have the edge over larger well established firms in accessing links into global value chains. 

We recognise in the Caribbean that the full potential of the SME sector needs to be realised and the removal of barriers for growth and export can give rise to a sector which can be seen as a power house of economic growth in the Caribbean.  In Trinidad and Tobago citizens pride themselves on being highly individualistic and creative.  
In T&T’s context:
	a SMALL    enterprise is defined as having   6-25 employees,   assets bet. USD   39K - 234K & annual sales bet.  USD   39K -   780K

	a MEDIUM enterprise is defined as having 26-50 employees,   assets bet. USD  234K - 780K & annual sales bet.  USD 780K - 1560K 

Our membership comprises approx. 60% SMEs which form part of the national landscape of approx 18,000 -20,000 SMEs.  Our Central Statistical Office has estimated that over 85% of all businesses registered, belong to this sector.



FINANCIAL
Challenge 
Access to and Cost of Financing for 
SMEs
Solution
Equity Financing:

Listing on Stock Exchange

Moderador
Notas de la presentación
We see the lack of Financial resources as the overarching challenge which would dovetail into other areas such as Capacity Building, Marketing, Supply side constraints, Research and Development, to name a few key areas. 

CHALLENGE
	Many of the challenges that SMEs face operating in the local environment are exacerbated in attempting to market their products and services overseas. The most common challenge is lack of access to capital and funding sources.  Traditional lending institutions are geared towards collateralized lending, and they become even more conservative given the fact that approx. 90% of all start ups fail.  SMEs are at a disadvantage because their borrowing needs far outweigh  their assets as they seek to expand their business operations. Exporting requires another whole level of expertise and resources which call for more working capital – a challenge they already face operating in the local market.  Operating in a foreign market will require additional resources (both human and financial) which is even more difficult for SMEs to qualify for.  

SOLUTION
	In 2011, the TT Govt. provided tax incentives and the TTSE established a 3rd tier on the Stock Exchange in order to alleviate this perennial problem.  The Chamber strongly supported this move and it is expected over time that this avenue for funding will become more popular which will put entrepreneurs in touch with investors who are willing to take risks associated with SMEs. In addition to equity financing, this company achieves some level of corporate governance which is generally lacking in SMEs as filing of returns are required and conformity with the Stock Exchange Rules.  The benefit of listing is that the importers dealing with the local SMEs are able to get a sense of assurance and independent verification of the authenticity of the company with which they want to do business.   To date we have had no success with this listing and we really need to see a change in the culture of our SMES to become more transparent and institute proper Corporate Governance within their institutions.  



INADEQUATE   INFRASTRUCTURE

Enforcement of Contracts

Moderador
Notas de la presentación
CHALLENGE
Small scale enterprises in most cases do not qualify or do not have the capital for large scale contracts, particularly those procured by the government.  In most instances, SMEs are sub-contracted by other large scale firms and payment for their service is often very delayed, putting them into a cash deficit. This is an internal barrier to small and medium enterprises becoming export ready because awaiting payment always causes them to be in a cash strapped position. 

SOLUTION
Our Ministry of Labour and Small and Micro Enterprises is currently working towards the development of a Micro Small Enterprise Legislative Framework which will enhance the enabling environment. Furthermore, this Ministry has implemented the Fair Share Programme which sets aside a preferential arrangement for public procurement opportunities up to approx USD 154K qualifying small and micro enterprises and co-operatives.  



MARKET  INTELLIGENCE  RESEARCH
Allows firms to engage in higher productive 

sectors

Moderador
Notas de la presentación
CHALLENGE
SMEs have neither the capacity nor the capital to engage in market intelligence research.  Research from the Global Entrepreneur Monitor indicated that “the strong research and development focus and business development education and training which is needed to facilitate the entrepreneurial process, does not now exist within the appropriate institutions in the national economy”.  This results in the inability of firms to really engage in entrepreneurial activities that fall within the medium to high productivity sectors.

SOLUTION
Government must play a more pro-active role promoting alliances between research institutes and the business sector. This will ensure that the new SMEs and those existing, could re-tool to situate themselves at a higher end of the value chain.





 

CHALLENGES IN BECOMING AN 
EXPORTER

Case Study #1: A local manufacturer of 
specialty / herbal soaps and scrubs

Case Study #2 : A cottage industry 
producing a local preparation of smoke 
herring

Moderador
Notas de la presentación
Case Study #1
A small local manufacturer of specialty / herbal soaps and scrubs, decided to make preparations to enter the export arena.  The issue arose as to how to classify the exports and it was difficult to ascertain what industry the manufacturer was the categorized in?  Given the classifications available, it showed clearly that a knowledge gap existed with Customs Authorities. Labeling requirements also became a challenge for this potential exporter.  Product was lab tested  and it turned out that the actual ingredients discovered/tested by the lab did not correspond with the ingredients on the label. Once a product is lab tested, the ingredients must correspond with what is on the label.  Exporting to more sophisticated markets require higher standards and specifications - PRECISION

Case Study #2
The Cottage industry company which belongs to the Food and Beverage Sector, experienced challenges of a different nature.  Given the type of product, the smoke herring had to be pressure packed in a glass container, which when added to the weight of the shipment, was somewhat heavy.  This was not the  “packaging material type” that was factored into the original pricing structure so that when the ex-factory price was re-calculated, the cost for export (when multiplied by several cases of boxes) resulted in exponentially higher shipping costs.  

This negatively affected the competitive pricing given the volumes being produced.  Another factor that had to be taken into consideration is how the product is packed. Here again when the lab did its due diligence it was found that the actual quantity of product in the glass bottle was less and here again, what is on the label must correspond with the contents. Cottage industries very often cannot afford machinery which will give them exact specifications/measurements.  These issues give rise to barriers to exporting.

Anther issue to be aware of for firms of any size is that if something is cultural, it may be well known in its country of origin however when exported (unless target market is to diaspora) the product may become lost in translation so to speak.








 

CHALLENGES IN BECOMING AN 
EXPORTER cont’d

Case Study #3: Successful exporter in 
Food / Agro processing industry

Moderador
Notas de la presentación
CHALLENGES
Regional and overseas importers from the US, Canada, Europe and Central & South America of this international product line were not prepared initially to take a full container-load of one product and this was a motivating factor to diversify the company’s product line.  While this company has had some of these export markets perhaps as early as the late 60’s or early 70’s, what is interesting to note is that while the firm’s products may prove to be more expensive for the West Indian diaspora, particularly in North America, West Indian emigrants are prepared to buy these products regardless and this is because of familiarity with the brand. 

SOLUTIONS
This company continues to have a strong history of research and innovation and has had to modify packaging and labeling of its products to attract and maintain overseas market appeal.  






CONCLUSION


 

As SIDS i.e. Small Island Developing 
Economies, our exporters need to 
identify niche markets and export 
products that are unique, differentiated 
and are of high value.

Moderador
Notas de la presentación
I leave you with one other closing thought which is applicable to all sizes of enterprises whether small, medium and large firms and it is this:

The cultural dimension of marketing and selling products extra-regionally and overseas is sometimes overlooked.  A product may be well known in its country of origin, however when exported, the product because of a name or packaging type may have a negative connotation - be synonymous with something negative.   A good e.g. of this is how Chevrolet had problems marketing the Chevy Nova automobile in Latin America. Since no va means "it doesn't go" in Spanish, the oft-repeated story goes, Latin American car buyers shunned the car, forcing Chevrolet to embarrassedly pull the car out of the market. 

Don’t let that be your story – 

TRY THIS APPROACH  - According to a study commissioned by GE, 8 top practices for business success are:

Manage processes, not people. Focus not on what they do, but on how they do it.

Use techniques (like "process mapping" and "benchmarking") to achieve continuous improvement.

Value incremental gains.

Measure performance by customer satisfaction.

Introduce new products faster than the competition

6   Design new products for efficient manufacture.

7    Treat suppliers and customers as partners.

8    Manage inventory in superior fashion.
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