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Introduction

Export promaticn is e relatively new idea. It emerged when it
was recognized that, in view of the difficulties facing the export
of primary products, the expansion and diversification of exparts
of manufactures and semimanufactures by the developing ccuntries
constitutes ore of the main factors for increasing their trace.
The need for this expansion has been widely discussed in various
international forums, especially the United Nations Conference cn
Trade and Development (UNCTAD), and has been recognized in the
International Development Strategy. It can be achieved on the cne
hand by improving cenditions of access to the markets of the developed
countries and on the other by promoting the exports of the developing
countries. Export promotion may thus be considered as the domestic
parallel of the efforts being made internationally to obtain better
conditions of access to markets. The action taken to make the most
of these new opportunities for selling the developing countries’
exportable products as well as of the export opportunities already in ~
existance can basically be grouped under the heading of export promotion.

Export promotion has been acouiring greater importance as the
developing countries have come to recognize that improved conditions
of access to markets will not by themselves bring about a substantial
flow of new exports. Consecuently, it has become increasingly necessary
to adopt measures aimed at developing and stimulating these exports. In
meny cases, however, the approach to these measures has been of a
fragmentary nature, basically aimed at commercial—typs promoiion
and mainly consisting of the provision of services to the exporter in
such matters as market studies, standards of presentation of the products,
ouality control, information services, international fairs, etc.,
which although they represent indirect financial aid do not play a
decisive part in determining export possibilities. Especially in the
Latin American countries, the facts show that these measures fail to
get to the root of the problems hindering exports of industrial products
unless they ere accompanied by modifications in the institutional
structure and the structure of industry and in the gconomic pplicies,
which sometimes discourage exports. '

Export promation must therefore be considered from the broader
viewpoint of export development, & concept which covers everything
connected with the planning of exports, policies to promote them,
aspects of the supply for export, export financing, the institutions
reouired, and the marketing of the products. The integrated group of
measures which the public sector must adopt in this context, the fixing

' /of targets



-2 -

of tergets and priorities for these measures and their subsecuent time
sequence constitute the strategy for the export of manufactures, which
permits the different elements making it up to be assimilated systematically
through a process of formulation, implementation and appraisal.

In Latin America there is a clear awareness of the need to promote
exports so as to diversify the export structure and make it less
vulnerable to the fluctuations in basic commodities, and so as to
develop an industrial output capable of comceting on interrational
markets, with a view to making more rational use of production capacity
and stimulating its development on a broader basis than the local
market. These aims have been teken up as a central concern by various
international agencies.

The majority of the countries of the region have adopted measures
and set up institutions for the promotion of new exports lf. The
international agencies of the United Nations and inter-American systems
have also give special attention to providing the Latin American countries
with assistance in the promotion of their exports.

A1l the efforts being made in this field recuire the preparation of
a detailed analysis which will make possible the icentification of the
structural problems raised by this new strategy and the evaluation of the
effects of the various measures teken by BGovernments. In the present
introductory pcper an endeavour has been made to bring together the
basic elements needed to evaluate, on the basis of the results achieved,
the export promotion policies which have been tried out in the region.

The evaluation of export promotion policies may cover three basic
aspects: (a) evaluation of the results obtained, using guantitetive
indicators of the evolution of exports; (b) evaluation of the content
of the policy or strategy as such by seeking to identify causal relations
and determining the degree to which the policy is eppropriate to the
country's prcblems, the different measures included in it and the relation
between them, and (C] pvaluation of the application of the policy hy
reviewing the administrative, institutional or other factors which may
have affected its full implementation.

Six chapters have been written along these general lines. The first
describes the evolution of policies to promote exports of manufactures
in their most general context and their relation to other aspects of the
national economy such as industrial and trade policy, physical infrastructure,
etc, The second chepter describes the various means of stimulation used

1/ See the county monographs prepared by the Economic Commission for
Latin America (ECLA/SE/Ex/DRAFT/71 to 83)

t
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in the different countries of the area, indicating their relative

importance in the application of the policies and their practical scope.
The third chapter studies the institutions responsible for applying the
promotion policies and their evolution to fit themselves for the new
requirements of external trade. The fourth chapter analyses the developmerit
of exports of manufactures by Latin America in recent years, their share in
the total trede in manufactures, changes in their structure and geographical
destination, and the items which have contributed most to the greater
dynamism of total exports, The fifth chapter details aspects of internatioral
bilateral and multilateral co-operation in this field. Finally, chapter
six offers a first appraisal of the effectiveness of the policies, based

on the results obtained and endeavouring to distinguish whether these have
been the consequence of the mere application of incentives or the result

of a more global strategye

/I. EXPORT



I. EXPORT DEVELOPMENT POLICIES

1, The evolution of policies for developing
exports of manufactures

A new approach towards Latin American development was adopted
in the 1560C%s, when the rate of industrial growth began to show
signs of slowing down owing to the virtual disappearance of the
momentum provided, by the process of import substitution, which was
generally conceived solely in terms of the final product. The limitations
of the process of substitution, which were even apparent in the larger
countries, derived in part from the small effective size of the domestic
market in view of the existing level and distribution of income. '

As a result of this situation, which was preventing the attainment
of higher ecornomic growth rates and was accentuated by the permanent
balance-of-payments crises of several countries, systems of regional
economic integration were devised,

It was thus that four integration areas came into being in
Latin America: the Latin American Free Trade Association (LAFTA), the
Central American Common Market (CACM), the Andean Sub-Regional Integration
Agreement (AISA] and the Caribbean Free Trade Association (CARIFTA). At
their different levels, these integration areas gave rise to a powerful
flow of trede in industrial products, as will be seen in greater detail
in chapter 1IV.

As a result, many new products began to appear which, thanks to the
larger economic space now open to them, managed to bresk the vicious
circle of limited markets, high costs, and high prices which in turn
restricted demand, and this helped to build up from the initially low
levels of regional trade,

For a number of reasons, however, after at first prowoking a sharp
increase in trade owing partly to the displacement of former sources of
supply, the various integration schemes began to run out of steam. The
limited exterral competitiveness of their industrial structure resulted
in a lack of flexibility that impeded the operation of the integration
machinery, and this situation was further aggravated by the lack of
export-mindedness within the entrepreneurial sector and by the essentially
supervisory mentality of a public sector accustomed to controlling exports
of primary products as the traditional source of foreign currency.

/To combat
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To combet this situation, the promotion of non-traditiomal exports,
especially of industrial goods, came to occupy an important place among
" the measures and actions taken by Governments.

The development policies of the various countries included tariff
and fiscal incentives aimed originally at offsetting tax burdens on
production and subsequently at compensating for the higher costs caused
by the inefficiency of the productive sector and for imbalances stemming
from exchange policy, the overall purpose being to improve the external
competitiveness of the products manufactureds,

¥hen these incentives were introduced, one of the pillars on
which the expansion of exports was based was the utilization of idle
industrial capacity.

By the end of the 1960's, the combined fiscal, tariff, credit,
exchange and other incentives adopted by several of the region®s more
industrialized countries had succeeded in turning the export sector into
a permanent and profitable activity unfettered by the contingencies of
the domestic market,

In Argentina, Brazil and Colombia the growth of new exports
became faster and steadier from 1967 onwards, It is significant that in
both Argentina and Brazil 2/ many of the export-oriented measures were
adopted during periods of contraction of the industrial product, which
resulted in a reduction in utilized capacity.

It was only towards the end of the 1960%s that the more comprehensive
policies of some of the countries of the region began to bear fruit, These
policies, which were based on direct and indirect incentives, sought to
promote the export of manufactures in such a way that they would be less
affected by the vicissitudes of the domestic market,

The response of enterprises to government incentives aimed at turning
the export of industrial goods into a stable and profitable activity has
meant that several Latin American countries now have a share in the world
trade in manufactures, although there is no guarantee that this trend will
be either permanent or self-supporting. The element of uncertainty derives
from the fact that the export trade may at present be a profitable
business only because of the exlstence of a broad range of fiscal, credit
and exchange incentives.

2/ Cerlos V. Doellinger, "Exportagoes Brasileiras: Diaandstico e Perspecti:
Pesquisa e Plarejamento, IPEA, No. 1, June 1971, p.89.

/The future



The future of exports will depend both on the investment policy of
enterprises in the light of the potential offered by foreign markets and
on the export development policy that Governments apply. This latter will
in turn be largely dependent upon the cost—benefit ratio that export
incentives represent for the economy as a whole, compared with the
cost~benefit ratio of applying import substitution to more technologicelly
sophisticated products under autarkic or regiomal systems,

In sum, there are grounds for maintaining that the present flow of
exports is due more to the introduction of tariff and fiscal incentives
that to measures that have gone to the root of the existing problems,
the commonest of which, apart from infrastructural shortcomings are
problems stemming from the inefficiency of industrial sectors that are
mostely protected from outside competition, frequently as a result of
difficulties connected with the production and exchange structure., It
will therefore be necessary not only to increase production and merge
and convert enterprises but also to develop and adapt products, set up
marketing networks, provide services and technical assistance for foreign
clients, and so on,

2. Non-traditional exports within the context of development plans

The importance attached by the various countries to non-traditional
exports is genzrally related to each country?s export-consciousness in
this regard, the inelasticity of the import needs of its productive structure
and the stage of industrial development reached.

Colombia, for example, which is probably the Latin American country
with the most clearly-defined strategy regarding the part to be played
in the medium term by non~traditional exports (particularly those considered
as dynamic for the development of its economy) counts among its objectives
the perfectly natural aim of reducing its present dependence on exports of
coffee, petroleum and petroleum products,

With this end in view, and in line with the goals laid down in the
Colombian Development Plan, it has prepared the 1972-1975 Four-Year Export
Plan, aimed at securing the priority growth of exports other than coffee,
petroleum and petroleum products, which in 1960 represented only 10 per cent
of total exports but which by 1970 already accounted for 35 per cent, Sixteen
groups of non-traditional products have been chosen as those which should
be mainly responsible for the greater expansion envisaged, and two annual
growth targets have been sstablished for them, i.e., 34 and 48 per cent,
respectively, ' .

/Brazil®s First
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Brazil's First National Development Plan for 1972-1974 contemplates
an expansion of exports of manufactured products at annual rates of over
20 per cent, so that total export earnings will increase by 10 per cent
annually., This is considered essential, not only so that Brezil can
finance its import needs with its current export earnings, but also so that
hich rates of growth of the production of manufactures and non-traditional
agricultural products will be feasible, For this purpcse a production
policy geared to the external sector will be adopted as a vital step
towards improving efficiency in the production sector.

A study of the 1971~1975 Development and Security Plan which Argentina
is putting into practice shows that while it holds out quite favourable
prospects for traditional exports such as wheat, meat, maize and sorghum,
exports of manufactures are assigned a more vigorous growth - about
13,4 per cent annually - a growth rate of 7 per cent being envisaged for
exports of agricultural origin and 24 per cent for exports of purely
industrial origin. This faster growth would step up the share of
non-traditional exports in total exports from 30,8 per cent in 1870 to
34,3 per cent in 1975, :

The Medium-Term Foreign Trade Plan recently prepared by Peru is mainly
based on a higher decree of processing of the products now being exported,
plus the sale of new export commodities. According to the proposed goals,
nor-traditiomal exports would increase from 60 million dollars in 1971
to some 50C million dollars in 1275,

The Venezuelan Fourth Natioral Plan lays down the basic principles
for the policies currently being implemented by the Government: reform of
the tariff system to include ad valorem taxation; elimination of quantitative
restrictions and gradual reduction of tariff protection; establishment of
export incentives, and creation of a fund for fimancing exports.

As regards the plans drawn up by the relatively less developed countries
in the region, the "Basic Principles of the 1973-1977 Integreted Change and
Development Plan of Ecuador” provide that this country will boost its exports
in both the petroleum sector and manufacturing. This will make it possible
to diversify exports and prevent the distortions observed in other petroleum
exporting countries, so export promotion will constitute a key element of
the strategy adopted, According to projections of exports of goods and
services, the share of traditional exports (bananas, coffee and cocoa)
will shrink from the figure of 65.7 per cent of total exports at which it
stood in 1972 to 37.4 per cent in 1977, owing mainly to the smaller
proportion of banama sales. Moreover, likewise in accordance with the
Integrated Plan, exports of manufactures are scheduled to grow at a rate
of 30.3 per cent during this period, so that in 1977 they will account for

14,7 per cent of total exports of goods and services.
/In Uruguay



Tn Uruguay the feasibility of the 1973-1976 Development Plan largely
depends on the expansion of industrial exports. The set Tor these exports
is 334 million dollars, which represents a projected increase of 127 per cent
over 1971,

As recards the Central American Common Market countries, the
Permanent Secretariat of the General Treaty on Central American Economic
Integration (SIEEA] and the Central American Export Promotion Programme
(PADIECA) are jointly studying a strategy for the promotion of non-traditionel
exports at the regiomal level, with the aim of orienting export policies
within the context of the individual countries?! development plans.

In the CARIFTA countries, where foreign trade policy has traditiorally
been based on preferential arrangements with the United Kingdom, the trend
is to diversify their export markets in order to cushion the possible effects
of the United Kingdom's entry into the European Economic Community (EEC).
Exports of manufactures by the CARIFTA countries have thus far be=n
negligible, since they accord preferences, to a greater or lessar extent, to
industrial products from the EEC countries. Industrial export policies are
therefore still in their infancy and will greatly depend on future trade
relations within the context of the enlarged EEC now including the
United Kingdom,

Firally, it may be mentioned that other Latin American countries have
drawn up econonic development plans which cover export activities, and
some of these plans are in the process of being revised with a view to
up~dating their goals,

3. Exports and industrial policy

The interest shown in increasing and diversifying the volume of exports
of menufactures not only influenced the character of the industrial
development strategy adopted but also in many cases compelled countries to
strengthen the application of policies by taking appropriate measures that
changed the orientation of various branches and sectors. As a result of
these readjustments, there emerged within the industrial sector an export
area composed of a set of higher-productivity enterprises which benefited
from the economies of scale resulting from the expansion of the market and
gradually grew into a dynamic group which has helped to increase the efficiency
of the rest of the manufacturing sactur'gj.

Q/ For further details, see "El sector industrial latinoamericano y la
estrategia internacional de desarrollo" (ECLA/DI/DRAFT/85).

/In this



In this context, several countries of the region origirmally made
a big effort to expand the industrial processing of exportable primary
products and to make use of surplus installed production capacity. These
traditional activities, however, being generelly the oldest in the region,
suffer in nearly all the countries from the fact that the existing
enterprises display a number of distortions and inelasticities which
today limit their possibilities of external competition, The efforts
made in some countries to change this situation have mainly been in
two directions: to modify the conditions of manufacturing supply so as
to provide industry with more modern efficient and suitably dimensioned
installations, and to ensure the supply of raw materials of appropiate
cuelity and quantity by taking eppropriate measures in the primery sector.
The advisability of making a careful selection of products and lines when
deciding on these modernizations so as to minimize investment costs was not
always borne in mind, however, and freguently, in an attempt to cover a
wide potential range, resources were too thinly spread and did not succeed
in producing the expected results. '

An analysis of the achievements in this field shows that they have
not been uniform, either by sectors or by countries., In some caseS, &S
for example the leather industry in Brazil, Argentina and Uruguay 4/,
exports of dressed and semi-dressed goods increased substantially,
together with an incipient but promising volume of manufactures (shoes,
leather goods and clothing). As regards these items, the efforts have
been along the right lires, and although progress has been slow, partial
success has been achieved. Notable prcgress has also been observed in
the textile industry in Brazil and Colombia, in the timber products
industry in Brazil, and in the pulp and paper industry in Chile.

Although in these traditional branches Latin America export potential
is relatively large and the world market for products based on these raw
materials is expanding, however, the efforts of the rest of the countries
to adjust mational supplies to the quality, quantity and price levels
recuired to gain entry to the international market are not yet satisfactor:
to say nothing of the problems of access which exist for some products
1ike textiles and footwear, which have managed to compete in the - -
international market but which .the developed countries consider to be
"sensitive".

af As from 1971, Uruguay forbade exports of undressed hides.

/Ouring the
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During the 1960%s, many countries made tremendous efforts to export
food products which had undergone various degrees of processing, made from
raw materials which those countries were in a relatively advantageous position
to produce, Their structure of industry, however, has prevented full use
being taken of these advantages. '

After only a little progress had been made in this field it became
obvicus in nearly all the countries that a development strategy for the
export of manufactures would be condemned to failure unless there was a
carefully selective policy as regards products or groups of products and
a preliminary selection of export markets, so as to channel promoticn
activities and use to the full the resources at hand. Consequently,
studies were made in several countries to identify products and possibilities.
Thess studies consisted of product identification (Mexico gf and Venezuela{ﬁ/]
adjustment of supply and estimates of potential markets (Argentina'jf and
Brazil 8/ ), or merely of preliminary studies without a strict criterion
of selectivity, aimed at identifying ootential exports S/.

Even in the countries which are exporting manufactures to a substantial
extent, however, it cannot yet be said that the point has been reached
vhere the need for specialization has been reconciled with the target of
diversifying the structure of exports.

In addition to the products from the traditioral branches of industry,
special mention should be made of the products of the metal-wecrking, metal
manufactures and chemical industries, It is in the metal manufactures
industries that the greatest progress towards the diversification of exports
is to be observed, Growing exports of these manufactures, which are highly
processed and have considerable technological complexity, are the best

Promocién de exportaciones mexicanas de productos manufacturados, UNIDO
Nacional Financiera S.A., 1967,

It
e~

6/ Industries Development Corporation {International Services) Co. Ltd.,
Evaluation of Export Position - Venezuela Industries, 1972.

7/ UNIDO, Perspectives de exportacién para algunos sectores de le industria
fArgentira, 1270.

8/ UNCTAD/GATT International Trade Centre, The Market for Selected
Manufactured Products from Developing Countries (country reports ),
Genava, 196C.

¢/ Fondo de Promocién de Exportaciones (PROEXPO), Plan Curtrienal de
Exportecicnes 1872-1075.,

/indicator for
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indicator for measuring the level achieved by industry in some of the
countries of the region. It is particularly noteworthy that the results
obtained in the export of these products by four countries of the region
(Argentina, Brazil, Chile and Mexico) are closely linked with the
intecration process mentioned above. There can be no doubt that this process
has induced an important change in the structure of regioral exports of
manufectures towards goods of greater industrial value added and complexity
of production, At the same time, it may be mentioned that the advences
recorded in the efficiency of these sectors of industry have been influenced
by the establishment of enterprises based on transnational capital, with
plants equipped with advanced technologies and of a suitable size to profit
from the advantages of the new expanded market s

In this connexion, it should be mentioned that as a large part of the
exports are concentrated in the interrational companies, the limitations
on exports imposed by the head offices of these companies constitute a
negative factor in addition to the effects on the belance of payments
produced by the remittance of profits and the fact that the centre of
economic decision-making is taken out of mational hands. The same may
be also said of the limitations on exports contained in patent and trademari
purchase agreements as a condition for the transfer of the technical
know—how needed in order to be able to export,

Another of the concerns expressed by the countries is the difficulty
of providing domestic inputs and services for the export industry at
competitive prices.

A further element recently included in the industrial pelicy of one
country of the region is the granting of facilities o outside enterprises
to move their industrial equipment to that country on condition that
preference is given to its use for export production.

In Mexico, the need to develop the border area with the United States
and to create employment in this depressed area has led to the establishment
of the making-up system (régimen de maquila), which involves authorizing
border enterprises to import parts and components on a temporery basis so
thet they can be put together, assembled and finished for re—-export. Vhile
it is true that ficures for trade between the two countries have increased,
especially in lines such as clothing, toys and electrical appliances, there
has so far been little of what can be considered as genuine exports of
merufactures, howewver, since the proportion of local physical inputs in
these exports and the degree of processing of the elements imported are
practically nil. The recently sanctioned change in the making-up system,
whereby up to 40 per cent of the cost must represent domestically~produced

cemporents, may perhaps help to change the situation.
/a, External
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4, External marketing

In some Latin American countries, the policies of incentives to
ex:ernal marketing encourage the exports in themselves, regardiess of
whether the export sales are made by the producer himself or merely by an
intermediary, whereas in other countries the incentives to exports are
geared to producer-exporter entéfprises. -

Broadly speaking incentives to exports often compensate for possible
disadvantages in production costs, so that the preferences accorded uncer
‘integration systems, and particularly through the industrial complementarity
agreements laid down in the. Montevideo Treaty, offer distinct advantages
for many producers. Therefore, a considerable proportion of the regiont®s
exports of manufactures, and especially those coming under section 7 of the
Standard International Trade Classification (SITC), are destined for the
Latin American market, sometimes under compensatory trade agreements
covering parts and components, as in the motor-vehicle industry.

Several exporting countries in the region are paying increasing attention
to the external marketing problems faced by small- and medium-scale producers,
either by encouraging the establishment of special enterprises for the
external marketing of goods produced by other enterprises, or by promoting
links between local producers and enterprises in developed countries which
possess efficient distribution machinery,

An attempt is being made in Brazil to ensure that marketing enterprises
consist meinly of national capital, so thet the decision-making centre is
in the exporting country, The possibility is also being explored of
declaring the sales made by the manufacturers to these enterprises to be
eligible for the same treatment as exports, soc that they will receive the
benefit of all the incentives offered to exports.

This action is consistent with the objective of bringing a larger
number of industrial enterprises into the export field, since Brazil displays
a high degree of concentration on export enterprises, 11 of which handle
over 50 per cent of the total exports of manufactured porducts ég/. Other
studies show that one-third of the international enterprises operating in
Brazil export more than a third of all exports of the more sophisticated
manutactured products, and generally speaking the decisions on production
and marketing policy are linked to the plans and strategies of their head
offices, Certain exports of products with a hich technological content,
such as data-processing equipment, go largely to developed countries.

&g/ See Instituto de Pesguisa Economico-Social Aplicada Instituto de
Pesquisas, Exportesfios dindmicas brasileiras, 1971, page 89.

/In order




In order to encourage the establishment of its own marketing channels
abroad, one Latin American country allows national enterprises to extend
to their overseas subsidiaries the incentives which they themselves are
given in connexion with profits obtained from marketing export goods.

Lastly, some of the more commercially aggressive countries in the
region are making use of the warehouses in Free Zones which exist in
some European countries, in order to bring the marketing of certain exports
closer ta ihe fimal consumer and reduce the praoblems deriving from the
distance between production and consumer centres, In addition, a general
trend is ohservable towards divorcing the conquest of new external markets
from any differences in ideology.

5. Export infrastructure

This is a problem which adversely affects the capacity of most
Latin American countries ta compete abroad.

The internal difficulties that stand in the way of exports of
manufactures include problems associated with the phynical infrastructure,
such &s internal transport and the supply of certain Lnputs and electricity,
gas and water. The operational efficiency and prices of these items have
an adverse effect on the production casts of a large range of goods.

External itransport is another highly important factor to which
priority has been given. This remains a problem in spite of the huge
cums vhich many countries or groups of countries -~ such as the
Cantial Amzrican States - have invested with thz object of reducing part
operating costs end thereby lowering the cost of transporting their
exports to the sules markets. '

6., Policies For promoting ex 0" LS ofqgvimari_grQQpctg

During the 1060%s Latin America's share of total world exports dropped
from 6,7 to 4.8 per cent, althouch as regards manufactures its participation
increased from 0,4 per cent in 1960 to 0.7 per cent in 1570,

This increase in its albeit very small share of trade in manufactured
products has been the result of a policy of giving incentives to exports
of non-traditional products (particularly manufactures and semi—manufacturss)
with the objective of diversifying exports. '

- /1In view
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In view of the as yet modest share atcounted for by manufactured
products ;l/ - which average less than 10 per cent of the regionfs
total exports - as well as the nroblems faced by some countries which
have endeavoured to reduce the strong protection extended to their
industrial production, the slow progress of regional economic intecration,
and the difficulty of bringing the operations of internatioral enterprises
more closely into line with the needs of the countries in the recion, it
seems clear that, without detriment to the policy of promoting exports of
manufactures, Latin America should not neglect the possibilities available
for the export of those primary products which countries of the region are
in a comparetively advantageous position to produce and which do not
normally require strong incentive measures, although not only production
but also transport and external marketing must be efficiently oiganized.

ithout playing down the seriousness of the negative aspects presented
by ‘the policies of direct and indirect subsidies adopted by many developed
countries to encourage the production and export of agricultural
commodities, by their recognized protectionist bias, by their methods
of selling surpluses and agricultural reserves, and by the conditions of
preferential access which these countries, either individually or in
groups, accord to certain developing countries, it must be recognized that
the region should try to obtain a bigger share in internatioral trade in
those commoditins which it has the agricultural, forestry, fishing and
mining potential to produce efficiently.

Mention may be made, in this respect, of the steps which some countries
of the region are taking to encourage exports of vegetable products
(including tomatoes, melons and nineapples) and mining and fisheries
products to industrialized countries, It is also worth mentioning some
natiomal, regioral and international projscts in process of execution
which are simed at developing the export of products such as coal and
metallurcical coke, processed bauxite, etc. These exports, as well as
coming under the guantitatively most important sector of the region's
exports, usually also create important sources cf employment requiring
1little treining and promote new exports of primary preducts or of
maenufactured goods based on raw materials which the countries of the
region ore guite edvantogeously placed to produce,

Py

&;j For this purpose these products are considered to be those included
in SITC sections 5, 6 (excluding division 68, non-ferrous metals),
7 and 8.
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II. INSTRUMENTS FOR STIMULATING NON-TRADITIONAL EXPORTS

In view of the importance of instruments for encouraging the
implementation of policies, and in order to deal with these as sistematically
as possible, a distinction has been made between tariff, fiscal, exchange
and financial instruments and other types of export promotion iﬁstrumenté,
particular attention being given to those which are achieving the greatest
impact in the countries where they are in force.

1, Tariff incentives

Tariff incentives are designed above all to prevent the cost of
export products and the price paid for them by the importing country from
being excesively increased by the taxes levied on external trade in goods

in the country of origin, the aim being to facilitate their access to
new markets. |

These are the incentives which have been longest in force in Latin America,
They present two major drawbacks, however: one related to their
very nature, which limits them to the exemption from or refund of the customs
duties stipulated in the respective provisions, and the other related to their
actual application, which tends to involve difficult calculations and
cumbersome formalities that often cause entrepreneurs to refrain from using
them or lend the authorities to compensate for this by means of tax
incentives. '

(a) Exemption from export duties

In nearly all the Latin American countries, manufactured goods are
exempt from expaort taxes, which are normally confined to primary
commodities. The main purpose of help to cover the country's treasury
requirements while indirectly establishing a more favourable rate of
exchange for exports of non-traditional goods.

(b) Refund of import duties (drawback )

Orawback means the full of partial refunding of import duties actually
paid on imported inputs and is already provided for in the regulations of
most countries of the region. In view of the complexity of the practical
application of this measure, owing to problems of weighting of the imported
component and the limitations that sometimes have to be applied when '

/there is
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there is a similar locally-manufactured product, exporters prefer other
simpler alternatives (as, for instance, thaose employed in Colombia).

As regards the refunding of import duties paid on machinery and
equipment used in producing articles for export, regulations also exist
{in Chile, for example) which provide for refunding to enterprises the
proportion corresponding to the use of such items for this purpose.

(¢) Temporary entry of inputs

Although the legislation of a number of Latin American countries provides
for this type of system, its application in practice is fairly limited owing
to the lack of suitable regulations, the complications arising from
bureaucratic requirements and the resistance put up by the national
producers who are afraid that they will suffer from possible improper
channelling of products entering the country in this way. The use of this
incentive is therefore generally restricted to items that do not receive
subsequz=nt processing and are thus easily identifiable, such as containers
and packings., This system of suspending duties is in practice more effective
when combined with the "industrial deposit” of inputs for subseguent
re-export or when governed by the import-export contracts that are applied
in Colombia under the "Plan Valle jo".

The system of "Plan Vallejo" contracts employed in Colombia makes it
possible, subject to a financial guarantee but without any prior deposit
or consular and customs duties, to introduce into the country raw materials
that are to be used exclusively in the processing of products for export.
Under this system, the processor undertakes to absorb such domestic inputs
as are technically and economically usable. Another method employed by
Colombia is the "making-up contract", which, like the "Plan Vallejo", is
regularly used by exporters. In certain cases, these contracts are open to
entrepreneurs whose products, although not directly intended for external
merkets are to be entirely used by other enterprises in the production of
export goods. '

In several countries of the region, special systems are also applied
to facilitate the entry of inputs which are to be processed in the country
for subsequent return to the external supplier. The main purpose of these
systems is to make it easier for manufacturers to sign sub-contracting
agreements for export purposes so as to engage in meking-up work of the
kind carried out in Mexico, to which reference has already been made.

/(d} Replacement




(d) Replacement of raw materials and other inputs

Several Latin American countries grant exporters this facility so that
they can replace imported inputs on which customs duties have been paid and
which have been incorporated in exported products, although some countries
impose certain restrictions when a similar national product exists. In
Brazil this is the teriff incentive that is most frequently used by export
producers, and in Colombia this right can even be passed on by the exporter
to the manufacturer of the products exported.

2. Fiscal incentives

Few countries in the region have a flexible exchange policy under
which the rate of exchange received by the exporter is more or less directly
and permanently related to domestic production costs. Two countries which
adjust their rate of exchange in accordance with a set of indicators
(Brazil and Colombia), however, acknowledge that this policy has become
a key mechanism in their export promotion policy since it avoids both
violent fluctuations in profit margins (where they exist) due to increases
in domestic salaries and inputs in general, and speculetion and periodic
pressure on the credit system.

It is observed that when the producer knows that the rate of return on
exports bears some relationship to their cost of production, especially
when the imported component is not perticularly large ég/, his response to the
various incentives is more favourable than when the exporter is exposed to
sudden readjustments of the rate of exchange.

(a) Indirect taxes

Many of Latin American countries apply various kinds of measures
designed to compensate the exporter for the payment of indirect taxes on
both production and marketing. The complexity of these incentives generally
depends on the degree of sophistication of the tax system.

;g/ See "Informe especial sobre las exportaciones de manufacturas®
Coyuntura Econdmica, vol. II, July 1972.

/By means
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By means of certain export boruses, countries also try to make up for
problems arising from the difficulty of estimating accurately the real
cascade effect of taxation, the value added by the manufacturing process,
the increased cost of domestic and imported inputs, shortcomings in the
energy and physical infrastructure, the cost of peretration of new markets,
the frequent over-valuation of the export rate of exchange, etc.

This being so, it is hard to generalize about the multiple fiscal
mechanisms employed by Latin American countries to promote exports. It can
probably be stated, however, that the countries which have been most successful
in applying fiscal incentives are those that have combined them with a
flexible exchange policy. This has enabled the exporter to rely on a set
of fiscal incentives that do not need to be modified every time domestic
costs fall out of line with returns on exports and has made possible a
more consistent attitude towards exports, since it guarantees the producer
a yield that maintains a more or less permanent relationship to that which
he would get if he switched his production back to the domestic market.

This would suggest that the regular exporter is concerned that his
net profit on sales abroad should maintain a favourable relationship to his
potential earnings on the domestic market: i.e.,

FOB export price less unit cost for export (aFter deduction of export
incentives) >
1
Domestic market price less unit cost for the domestic market (including
the relevant taxes)

In Brazil, which applies indirect taxes on the value added, the exbort
producer is exempted from the tax on industrial production. He is also
entitled to a credit equal in value to the taxes on production paid by the
supplier of the inputs acquired for processing or packing the products
exported, unless a refund of import duties has already been obtained. This
encourages the incorporation by the export producer of the largest possible
value added and explains why exports are concentrated in the large vertically-
integrated enterprises.

Exporters are further entitled to an additional fiscal credit whose
percentage is equal to the tax on production that. they would have had to pay
to sell their products on the domestic market. These credits are based on the
FOB value, the CF value, or, if the product is transported and insured by
Brazilian enterprises, the CIF valie.

/Studies carried
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Studies carried out in Brazil 13/ indicate that on average the
incentives mentioned above, togettier with others of lesser importance
(without counting credit incentives), enable products to be sold on foreign
markets at 64 per cent of the domestic market price without net profits
being affected. Appreciable differences occur owing to the varying
relationship between the incentives and the value added in the country.

It is interesting that there has been a lack of response to export
incentives among Brazilian fruit and vegetable processing enterprises,
although Brazil is a major producer in this field and the world?!s largest
exporter of concentrated cranmge juice. The surveys that have been made ;ﬁ/
suggest that the factor affecting their export outlook is the high
return available on the domestic market thanks to the extensive tariff
protection enjoyed by the processed produot, and that this could only be
offset by very costly export incentives.

One of the countries that applies a percentage incentive based on
the FOB value {(or the CIF value when the services are provided by
Colombian enterprises) is Colombia, where tax is payable not on the value
added but on the sale price. Under Colombian law, exporters of products
other than coffee, raw cattle hides and petroleum or petroleum products receive
what is known as a tax credit certificate emounting to 15 per cent of the
total value of the exported product. These certificates can be used for paying
income tax, sales tax or customs duties and are issued idependently of
tariff incentives granted under such instruments as the Plan Vallejo, which
covers most manufactured products that are exported. Studies on the export
protection afforded by the combination of tax credit certificates and the
Plan Vallejo suggest that it represents between 25 and 58 per cent for the
group of sectors analysed ;g/. Mexico adopted a similar system in the
form of tax refund certificates.

;g/ Helmut Hesse, "Promotion of Manufactured Exports as Development
Strategy of Semi-Industrialized Countries: The Brazilian Case",
Tberoamerika Institut flir Wirtschaftsforschung, University of Gyttigen,
Federal Republic of Germany, 1972.

lﬂ/ John G. Clarke, "Saidas de Mercado de Exportagao para Frutas e Vegetais
Brasileiros Enlatados", Instituto de Tecnologia de Alimentos (I7AL),
Campinas, Brazil, 1972 (mimeographed).

15/ See "Informe especial sobre las exnorteciones de manufacturas"”
Coyuntura Econémica, op. cit.
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Venezuela is studying the introduction of a tax refund system based
on the value added domestically, while other countries, such as Argentina,
are applying a system of reimbursements, based on the export value of goods,
that bears a relationship to the value added in the exported product.

In almost all Latin American countries with an export promotion policy,
exporters are exempt from taxes on formalities connected with export

transactions and the preparation of export documents.

(b) Direct texation

In many countries export profits are exempt from income tax: in some
cases these profits are calculated as a percentage of the value exported
(with possible deduction of imported inputs), while in other cases the
tax reduction is besed on the ratio of the value exported to sales on the
domestic market.

In view of its association with the calculation of profits, some
countries which wish to promote the use of idle industrial capacity allow
more rapid amortization of machinery working more than one shift daily
and offer incentives if it is used for export purposes.

It should be mentioned that, except in a few cases no relation is to
be observed in industrial development policies between the granting of
financial banking and incentives for the import of industrial equipment and
the intensive use of this equipment for multiple shifts, although such a
procedure could be lirked with the penetration of external markets as part
of an export strategy.

It is probable that the lack of a policy to promote the intensive
use of industrial equipment (especially when it has to be imported), the
difficulties of financing working capital (in contrast to the relatively
easy conditions which the countries producing capital goods provide for the
export of their equipment) and the limited competition in the domestic
market have all contributed to the accumulation of idle capacity which
could be used to start production flows permanently directed towards the
export markets.

/(c) Other




(c) Other fiscal incentives

With the exception of the most developed countries of the region,
few countries have provided adequate incentives to compensate new
exporters for the effort and expenditure involved in penetrating a new
market. It should be mentiarned, however, that in order to promote the
conquest of new markets the Republic of Argentina grants an additional
reimbursement of 5 per cent in respect of the promotion of products for
export to non-traditional markets; apart from its selactiuity;,this
stimulus takes the place of the deductions of promotion costs authorized
by other systems applied in Latin America.

3. Exchange incentives

It has already been noted how important it is to have a flexible
exchange policy to back up the fiscal incentives to export, especially in
those countries where there is rapid inflation of domestic prices., \While
fiscal incentives can correct these disequilibria teco, it is abvious that
ad justment of the exchange rate is a more flexible and effective measure
and also serves as a basis for calculating fiscal incentives, which can
then carry out their purpose of offsetting tax and other burdens.

In some countries with less flexible exchange policies, however,
recourse has been had to fixing preferential exchange rates for use as
a selective exchange instrument to ensure a rate of return high enough to
compensate exporters. Argentina and Chile, inter alia, come into this
categary. :

Without prejudice to the foregoing, it should be borne in mind that
exchange palicy cannot be fully analysed if it is divorced from the various
general economic development policies - of which it constitutes an
important aspect - applied in each of the countries of the region. -This,
however, is outside the scope of the present document.

4. Credit incentives

The countries of the region are developing a growing awareness of the
importance of offering exporters credit conditions comparable with those
required in international competition. Generally speeklng, it may
be said that the basic aim of credit incentives has been to remedy the
problem of the scarcity of cheap financial resources, aggravated in some
countries by monetary policies which have restricted domestic credit.
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Furthermore, in countries with high rates of inflation, the low interest
rates offered have become subsidies of greater wcrth than their apparent
cost. It is worth noting that these incentives can be handled in a
discretionary manner, and are therefore appropriate for selective application
in accordance with export policies,

It may be said that the incentives aimed at channelling resources
towards small- and medium-sized industry which has export potential but
does not possess the qualifications traditionally necessary to obtain
credits from commercial barks have not fully achieved their objectives.
The mere fact of the availability of cheaper resources for this type of
loan has not been a sufficient stimulus for the banks to take on new types
of risk in connexion with the external markets, and this has contributed
to the concentration of credit on enterprises where the risks are covered
by traditional guarantees (fixed assets, real guarantees, or the status
of branches of major foreign enterprises).

Credit insurance, which is theoretically supposed to supply this type
of guarantee for the liquid assets generated by exports (drafts, current
accounts, etc.), has only been accepted by the banks as an additional
guarantee, partly because of the way this instrument has been put into
effect in the region.

It is to be assumed that in Argentina and Brazil the channelling of
credit towards the smaller enterprises can be carried out through the
commercial export enterprises, especially if these are constituted with
the participation of the commercial bank itself. The knowledge these
enterprises have of the purchasers and foreign markets could make up for
the inadequacy of so-called traditional guarantees.

(a) Export credits

The channelling of credit resources for export has been carried out
by creating financing funds, supplied from fiscal resources, such as the
Export Finmancing Fund (FINEX) in Brazil, the Fondo de Promocién de
Exportaciones (PROEXPO) in Colombia, the Fondo para el Fomento de las
Exportaciones de productos Manufacturados (FOMEX) in Mexico, and also
through the use of typical instruments of monetary policy such as rediscounting
and selective legal cashressrves (Argentina, Brazil, E. Salvador, etc.).
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The machinery used to facilitate export credit varies from country
to country; thus, as regards pre-shipment financing, mention should be
made of the Brazilian credit system, where rediscounting machinery established
by the Central Bank of Brazil is based on the undertaking by the producer-
exporter enterprise to export a predetermined monthly average to external
markets no contract with the importers is required when the entrepreneur
registers previous exports.

In Peru, pre-shipment credits are granted for up to 80 per cent of the
FOB value of exports, on condition that the enterprise requesting them is
constituted mainly by domestic capital, or in default,of this, that all
the inputs used are local. In Argentina and Colombia, in contrast,
credit is granted on the basis of firm export contracts, pre-shipment credit
being granted in Argentina not only to industrial manufacturers but also
to export traders.

Mention should be made of the innovation introduced in the early
1960%s in the Republic of Argentina whereby the commercial barks are
authorized to make authomatic use of part of the legal cash reserves to
finance export credits.

Various countries which are already producing capital goods grant
medium— and long-term financing (up to seven or eight years) to back up
exports of industrial equipment and make them sufficiently competitive.

A large number of the more important exporter countries have set up
systems to allow the exporter to consign his goods tc an agent for sale

by agreement.

() Export credit insurance

This machirery to back up the financing of export credits began to
operate in a cautious and exploratory manner in several countries of the
region in the late 1960's. The system normally invalves State coverage,
while the trade risks are usually the responsibility of private enterprises
operating on a complementary basis. In some countries, these enterprises
also administer the coverage of political risks on behalf of the State.

In Latin America, except in a few cases, this tyre of credit insurance
has limitations which render it unattractive both to the bank and to the
exparters themselves. The banks look askance at the high co-insurance
percentages (risk borne by the exporter himself), the obligation to pay out
indemnities for the non—fulfilment of the contractual 1liabilities of the exporter
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and importer, and the absence of provisions to deal with non-payment where

it is not associated with lack of funds on the part of the purchaser
(prolonged overdue payment)., The exporters, for their part, object to the
cumbersome procedures and the high marginal cost of the premiums owing to the
rigid application of blanket coverage.

5. Incentives for marketing abroad

Although one sub-regional grouping has already set up guidelines for
the establishment of multinational enterprises which will include marketing
among their activities and will have their centre of decision in the
sub~region, generally speaking thereis no regional movement to promote
marketing abroad.

Because of its awareness of the importance of marketing, Brazil provides
incentives to offset even the expenditure incurred by enterprises in promoting
sales of their products abroad and increased net profits by branches or
associated companies of Brazilian export enterprises.

In addition, the problems arising from the lack of an efficient
marketing system for non—traditional export products have created in Brazil
a climate which favours the creation of what are known as local trading
companies. Japanese investors are interested in participating in these
enterprises, to which they would contribute capital and, essentially,
technical know-how, One of the questions which has given rise to discussion
is the extension of fiscal incentives to exports, since there are persons
who consider that the various export incentives adopted guarantee a high
rate of return to export enterprises and fear that this could give rise to
a heavy flow of profits abroad if marketing activity came under the control
of foreign investors. It is therefore envisaged that the share of foreign
capital in these trading companies should be limited to one-~third.

In Argentina, direct incentives to export sales made by industrial
or commercial firms have stimulated the establishment of commercial export
enterprises, and some banks are also engaging in this activity.

Although the instruments of regional industrial complementarity
established under LAFTA are being used with increasing frequency by the
relatively more developed countries of Latin America, no substantial progress is
to be observed in the establishment of authentically regional marketing
channels. A substantial share of intra-regional trade in goods of high
technological content is being produced and marketed by the transnational
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enterprises established in the region, which teke advantage of national
incentives and of the preference margins offered by the regional economic
integration instruments.

Except in the sub-regional Andean Group, no pressure has been exerted
to obtain a larger regional share in the production and marketing of the
goods in which these enterprises trade, although in the individual countries
there is a tendency to seek agreements with these enterprises or groups
of them, with a view to achieving compensatory trade in accordance with
established policies. The agreements on trade in parts and components
in the motor-vehicle sector are an example of this.

An initiative which may be considered of interest from the point of
view of external marketing, because it solves in advance the problem of
building up a clientele abroad, is the system used in Brazil, which consists
of offering incentives for the transfer of complste factories from abroad
on condition that they aim their production basically at external markets.

Likewise with the aim of assisting the marketing of non-traditional
export products abroad, the most enterprising exporting countries have
extended the field of operations of their financial intermediary institutions
as far as the main importing centres. This allows the extension of credit
support and the commercial intelligence service to assist national exporters.
The same countries are also utilizing the services provided by free zones
and customs warehouses in some industrialized countries to take more
advantage of the oopportunities which exist in these markets.

Generally speaking, nearly all the countries of the region provide -
assistance to promote the participation of their exporters in the fairs and

exhibitions held in the main purchasing markets.

6., Other incentives

Among the other instruments used by the countries of the region to
promote non-traditional exports, mention may be made of the incentives aimed
at making up for disadvantages in the transport of export goods. Mexico,
for example, subsidizes transport as far as the Mexican port of exit for
goods which are exported directly and also subsidizes the transport of goods
being sent to free zones or border areas of the country. Likewise, it provides
facilities for the temporary import of the containers and pallats used for
transporting and handling merchandise, so as to lower the cost of exportable
goods.,
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There are also countries which provide compensation .for the higher
price of certain locally-produced inputs when these are incorporated in
export products; sugar in Argentina is an example of this.

Growing interest is to be observed in using the possibilities offered
by international industrial subecontrecting, This could be encouragec by
the application of the Generalized System of Preferences by the industrialized
countries, and there are countries in the.region which are planning tc set
up duty free areas in conjunction with industrial sstates whose activity
would be basically export-oriented.

/III. THE
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III. THE INSTITUTIONS RESPONSIELE FOR APRLYING POLICIES FOR
THE DEVELOPMENT OF NON-TRADITIONAL EXPORTS

1. Public sector bodies

During the 1960%s, many countries of the region set up institutions
for the promotion of non~traditional exports, since they needed them to
apply the instruments through which they had to put new export policies
into practice., These institutions, in their turn have been adapting and
co-ordinating their activities to fit the new forms and needs of external
trade. '

The machinery which existed earlier was intended primarily for
facilitating and controlling the flow of commodity exports to the
industrialized centres. When countries attempted to diversify their exports,
they began to appreciate that the export of manufactures vas substantially
different from traditiomal exports in its market structure, the type of
purchaser and seller, and the channels for marketing abroad. They also
saw that competitive ability was rot normally determined by the availability
of natural resources, but by the capacity to process them efficiently, and
they later came to understand that effective marketing abroad was in some
respects just as necessary as efficient production for export.

In the face of the need to deal successfully with the challenge of
external markets, both regional and extre-regiomal, the countries found
themselves obliged to formulate new external trade policies, more coherent
and with more precise objectives than the old ones, and they also had to
provide the appropriate institutions to go with them.

In this regard, some countries have established high-level agencies,
such as the Consejo de Comercioc Exterior in Brazil, the Consejo Directivo
de Comercio Exterior in Colombia, the Consejo Superior de Comercio Exterior
in Peru, the Governing Council of the Instituto de Comercio Exterior in
Venezuela, the Consejo Superior del Instituto de Comercio Exterior e
Integracién in Ecuador, the Board of Mamagement of the Instituto Mexicano
de Comercio Exterior, etc., in which Government ministers take part together
with senior officials of the autonomous institutions most directly responsible
for export promotion policy,
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Some countries of the region expand the base of these councils by
extending participation to representatives of entrepreneurs and workers,
since it has been observed that joint action by the government and
entrepreneurial sectors enables problems to be faced more effectively and
the policies adopted to be applied more rapidly. This approach alse helps
to overcome ways of thinking traditionally directed towards import
substitution or the control of external trade activity in primary products,
In the medium and small countries of the region, there is even a tendency
to give an important place on these bodies to representatives of national
agencies connected with regional integration policy.

The existence at the political level of a collegiate body responsible
for formulating and co-ordinating the implementation of external trade policy
does not, however, do away with the need for an executive agency which,
without claiming faculties that rightly belong to other institutions,
nevertheless possesses adequate power of orientation, co~ordination and
possibly to some extent control over the agencies involved in the development
of non-traditional exports,

It is also possible to see that the success of the agencies responsible
for the promotion of non-traditional exports has depended to a large extent
on their participation in the instruments of financial intermediation. This
is the case, for example, with CACEX in Brazil and PROEXPO in Colombia.

This experience has been duly noted by the external trade institutes
recently set up in Ecuador and Venezuela,

2. Private sector agencies

Most of the trade associations which represent private activity
connected with production and trade are concerned to some extent with
various aspects of exports. Indeed, in the more developed countries of
the region, there are specialized institutions which deal exclusively with
exports (Chambers and Associations of exporters).

One element which has served to consolidate entrepreneurial activity
in external trade has been provided by the regiormal economic integration
schemes, which through their periodic negotiations or their sectoral meetings,
have put entreprencurs in contact and have led them to co-ordinate their
action at the national level so as to make the mest of the opportunities
available and overcome the problems which have arisen with the expansion
of the markets.
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The incentives which some countries, like Argentina, have offered to
export marketing activities have helped to foster enterprises concentrating
on the extermal sector, while some incentives offered to banking have
similarly helped to induce these institutions to give more consideration
to the promotion of norm=traditional exports.

It should be mentioned that the Andean sub-regional group has
instituted representation of the workers, who have begun to show interest
in the effort to develop new exports in other countries also.

3. Other machinery

(a) GQuality control for exports

During the 1960%s, many countries of the region set up or boosted
institutes responsible for promoting the establishment and control of
standards of quality, with the aim of ensuring a good image for their
exports. This has not been an easy taslk, owing to the frequent need to
adapt the mentality of producers, who have treditionally been used to a
captive domestic market well protected from external competition, to the
standards prevailing on internatiormal markets.

Generally speaking, it has been the branches of international
enterprises, particularly in the motor-vehicle séctor, which have most
contributed to introducing the idea of quality control with the object of
ensuring their success in regioral trade in this sector. It may be noted
that in several countries of the region, the agencies responsible for
quality control still do not enjoy the requisite support from the public
and private sectors, and there are even some countries which have still
not established an institution responsible for such control. In some cases,
this probably affects the quality of output, owing to deficiencies in
domestic inputs. ' '

From the regiomal point of view, no substantial progress has been
observed in co-ordination between the institutions responsible for quality
control in the countries of the region (such co-ordination. is aimed at
achieving mutual recognition of quality certificates and marks, in accordance
with the standards established by the institutions), nor do there appear to
be any links between the granting of certain export incentives and the
fulfilment of specific basic quality control requirements,
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(b)  Technological research and exports

Although the problem of technology is dealt with in another chapter,
it is worth noting that in the second half of the 1960's the Latin American
countries at an advanced or semi-advanced stage of development were attaching
increasing importance to the development of a technological research
infrastructure, with a view to gradually reducing their present dependence
on the industrialized countries, Within the programmes of work of the
institutions set up, however, no important links appear to have been
established between export policies and the work of applied technological
research, although several institutions, such as the Instituto de
Tecnologfa de Alimentos (ITAL) in Brazil and the Mexican Institute of
Technological Research (IMIT), have carried out research on specific products,
mainly in the field of agro-industrial exports.,

In Central America, the Central American Technological Research Institute
for Industry (ICAITI) has contributed to a process of technological adjustment
mainly aimed at the integration industries.

Some universities are pursuing research programmes and other subjects
connected with extermal trade.

(c) Statistical information on exports

The analysis of exports of manufactures from Latin America is frequently
hindered by the difficulty of obtaining appropriate statistical data, whether
it be national, regional or international.

During the 1960's, however, probably partly owing to the undertakings
to provide information made with the regional integration agencies, the
countries of the region showed considerable progress in the timeliness,
homogeneity and discrimination of their statistical data. Special mention may
be made of bodies connected with export promotion, such as PROEXPO in Colombia,
the Banco Industrial del Per, the Carteira de Comércioc Exterior (CACEX) of
the Banco do Brasil, the Ministry of Commerce in Argentina, and the Instituto
Mexicano de Comercio Exterior (IMCE), which have given a boost to statistical
information,

As regards the markets for their industrial exports, many of the countries
of the region still lack sufficiently flexible systems to provide timely and
detailed statistics for products with export possibilities.

/IV. TRENDS




s

IV. TRENDS AND CHARACTERISTICS OF EXPORTS OF MANUFACTURED
FRODUCTS IN LATIN AMERICA

1. Summary

During the First United Nations Development Decade, Latin America‘’s
exports of manufaectures grew at an avarage rate of 18 per cent annually.
From only 269 million dollars in 1960 they rose to 1,428 million in 1570,
and to nearly 1,900 million in 1271. This cdynamic trend, the pace of which
accelerated still further in the second half of the decace, considerably
outpaced that cbservable in other developing or deveicped regions. In
contrast, Latin Anerica's exports of raw materials increased a good dzal
more slowly than those of other regicns, i.e., by only S per cent annually.

The rapid growth of Latin America’s exports of manufactures helped
to increase the region?s participation in this branch of trade,; but its
share still remained modest both at the world level (D,? per centj and
compared with the other developing countries [15 per cent). In spite of
their vigorous growth, Latin America'’s exports of manufactures producis
represented not more than 10 per cent of the region®s total exports.

Intra-regional trade in menufactures contributed significantly towards
the dyrnamic trend recorded, with an average annual growth rate of 28 per cent
in the 196D0%s., The greatest momentum was observable in the first half of
the dscade, when this trade accounted for nearly half the total zxports of
manufactures. The developed countries absorbed slightly over half the total
exports of thsse goods, an increease being noted in the share of Vlestern Europe
and a decrease in that of the United States.

Seventy per cent of Latin America®s exports of manufactures come from
only three countriea: Argentina, Brazil and Mexico. Among the other countries,
Tne Central American States, have considerably stepped up their incustrial
exports, although these are still at fairly modest absolute levels, while
Colombia has recorded substantial increases iIn both absolute and relative
terms. No marked trends are evident in the sectoral compnsition of irdustrial
exports, although in both Argentina and Brazil those inczluded in SITC sections 6
(manufactured goods classified chiefly by material) and 7 {mechirery and
transport equipment) seem to have sccounted for the largest share. In Mexico
the biggest expansion is to be noted in exports included in section 7, which
ranked first among the sections 5 to 8,
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ODuring the 1960%'s, the efforts of the Latin American countries to expand
and diversify their exports of manufactures and semi-manufactures were
revarded by an appreciable increase, since the region®s exports of manufactured
proaucts rose from 269 to 1,428 million dolliars &Q/ and the cumulative growth
rate was 18 per cent arrually, with an accelerated ircrease in the secornd
half of the decade, as shown in table 1.

In comparison with other areas, the growth rate recorded by lLatin America
was higher than that of the developed countries (11.4 per cent), the socialist
countries (10.4 per cent) and the developing countries as a whole
(13.9 per cent}, The accelerated growth of Latin America’s exports of
mariuFactures contrasts with the sluggish evelution of traditiomal exports
of primary products, which registered a cummulative growth of only 5 per cent
during the period concerned. Indeed, although in exports of manufactures
Latin America showed greater dvnamism than the other reclons considered, in
the case of primary products the rate of growth was lower than that of otiner
regions, with a resultant contraction in its share of world trade. Thus,
campared with an expansion of 7 per cent for the developed countries,

9.2 per cent for the socialist countries and 6.1 per cent for the developing
countries as a whole, the 5 per cent rate reccrded by Letin America caused
it to lose ground in total werld trade.

In contrast, the rapid expansion of exports of msnufactured products
helped to increase Latin America‘®s share of world trade in manufactures,
although of course in absolute terms this share has been and still is minimal:
0.4 per cent of the world total in 1980 and 0.7 per cent in 1970. The bulk
oF this trade is conducted by the developed mariket-econcmy countries
(85 per cent), followed by the sociclist countries (10 per cent), while the
developing countries as a whole contribute less than 5 per cent. In relative
terms, however, Latin America’sposition in the total for the developing
countries as a whole has shown signs of improvement. In 1960 Latin America‘s
share was barely 10 per cent of that total, while in 1970 it had reached
15 per cent, although this is still a nodest proporticn considering other
comparative indicators, such as the cont~ibution to total “rade or the stags
of industriel development,

iQ/ Taking manufactured products to mean those covered by SITC sections
S, 6, 7 and 8, except division 68, This classification tends to
undeczstimate exports of manufactures, since it does not incluce
foodstuffs, which appear in other divisions.
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Tabls 1

TRENDS AND CHARAGCTERTISTICS OF WORLD TRADE I MANUFACTURED PRODUCTS s/

—

World Developad Developing Sooialist Latin
total osourtries countrias countriss Americe
Ae World trade in manufactures
(i) Verid exports of manufactursa
{millions of dellars FOR)
1960 65 608 55 06 2 519 7 321 269
19611965 84 593 70 211 3 Lgd 292
19661970 * 146 176 120 394 6 554 15 632 253
1969 165 110 - 140 170 7 700 17 230 1 080
1970 189 692 161 330 9 220 19 120 1 428
(11) Pexcentegs shere in world exports
1940 100,06 8349 3.8 1.2 0.4
1970 100.0 85,0 4.9 10.1 0.7
(1i1) Cumvlative ennusl grvth
ralas, 1960-1970
Manufectured products 11.2 114 13.3 10.1 18.2
Pripary products €.3 7.0 6.1 942 5.0
{iv) Percenisge sharc of exports
of menuractues in total
exports of goods
1960 51.3 6.l 9.2 564 3.1
1970 0.9 72,0 17.0 56.1 93
B, Intra-regional trede in manufactures
(1) Intra-rcgional exports of
manufaciures (millions of
dollars FOB)
1960 35 316 1075 b o7ck 58
197 121 250 3 co05 13 310 655
(11) Percentage share in total exports
1960 64,2 7 65.5 21.7
1970 75.2 32.6 €9.6 45.9
(i11) Crowth rates 1960-1970
Intra-regional exports 13.1 10.0 10.7 28.0
Exports to countries outside the
region 7.3 15.7 8.7 13.8
Sources: United Natione, Munthly Bulletin of Statistics, Marsh 1967, Maroh and Mey 1971 and July 1972, and

date supplied by the Statistical Offioe of the United Nations.

8/ Inoluding SITC sectiorns 5, 6, 7 and 8, exoept division 68.
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This is borne out by an analysis of the figures for the share of
exports of manufactures in total exporte of goods. VUihereas in 1970 the
develcping countries as a whole exported 17 per cent in the form” of manufactores
the proportion for Latin Americe was enly 2.3 per cent, according to the
definition used. At all events, whatever the definition, the shaie of
manufactures in total exports is much higher in the developing regjicns as
a whole than in Latin America iZ/. The accelerated growth of Latin America’s
exports of manufactures has helped to narrow the gap, since in 12960 the
respective proportions were 9.2 and 3.1 per cent, but there is still an
appreciable difference (see table 1).

As regards the destination cf Latin America's exports of manufectures,
655 million dollars? worth went to countries within the region in 1970,
Intra-regicnal trade expanded rapidiy in the first half of the 1960's and
remained steady in the seconc half. Thus, in 1960 its participation was
only 22 per cent, but over the period 1961~1965 it rose to an average of
38 per cent, and from 1966 onwerds the average remained virtually stable
at arcund 46 per cent of total exports of manufactures.

The developed market-economy countries, mainly the United States and
Wectern Europe, absorbed 52 per cent of Latin America's exports of manufactures
in 1870, and the socialist countries 2 per cent. The part played by other
countries as markets for Latin Americais manufactures is still negligible
and shows no clearly--cefined trends. The trend among the developed countries
is towards an increasing share for Uastern Europe and a relative c=zcline in
expcrts to the United States, while Japen®s share is no more than 3 per cent,
as shown in table 2.

Exports to the United States grew by 14,3 per cent annually during
the period 1961-1970, while those to Western Europe rose by 26 per cent.
For Latin America, however, the increase was 2€ per cent anrually - a
considerably higher rate than the average growth of 18 per cent recorded
for the region®s total exports of manufactufes.

Although intre-regional trace has registered sizeable increases in
Latin America, it is still far from attaining the importance it has gained
in the developed and socialist countries., As far as the developing world is
concernec, however, intra-regionsl trade has progressed more repicly in
Latin America than in other regions, In 1960 it represented a smeller
proporticn than in the developing countries as a whole, but by 1970 it
exceeded the percentage shown by this group of countries (see table 1).

&Z/ Partly owing to the sizeable volume of export by Southeast Asia and
Hong Kong.
/Table 2



Tabla 2

LATIN AMERTCAs EXPORTS OF MANUFACTUDED PRCDUCTS BY DESTINATION a/

World Duvaloped Developing Socialist . Latin United Western
Pericd cr yeer Jepan

totel countiies couwntidles  countries Lperica States Europe

A, Millions of dollars OB
1960 269 197 68 4 58 - - -
19611565 392 215 163 9 150 k9 52 20
1966-1970 969 uds 46y 20 u5o 283 155 20
1969 1 ofo 536 520 24 500 328 177 22
1970 2 428 745 659 2l 655 279 300 Lo
B, Fercentagoe shara of each area of deatination in the toiel
1960 100 73 25 1 22 - - -
196€1-1965 100 55 42 2 30 38 13 3
1965-1970 100 50 48 2 L5 30 i 2
1969 100 50 43 2 45 30 15 2
1970 iCo 52 Lg 2 L& 27 21 3
C. Cu;aul&‘;tv:a arrual grevoh 1ates

1960.-1570 : 8.1 .2 25.0 19.6 28.0 .35/ 25,08/ 20.0b/

Sources: United Naticns, Morthlr Bulletin of Siatistics, March 1967, March and Mey 1971 and July 1972, end
data supplied by the Siatistiocel CFflcs of the United Nations.

a/ Including SITC sections 5, 6, 7 erd 8, except division &3,

=

/ 1961-1970,

/2. Exports



2. Exports of manufactures bv country of origin

In 1972, exports of manufactures by the Latin American countries amounted
to over 2,500 million dollars; thus their rapi< growth during the 1960°%s was
maintained. In the second helf of the decacde they rose from 614 million
dollars in 1965 to 1,587 million in 1570 ig/. Everything seems to indicate
that this rate of expansion is likely to continue and increase still furthesr
in 1973, for table 3 showsthzt in the last few years the dynamism of these
exports has resulted in appreciable increases in both absolute and relative
terms, Thus, between 1565 and 1970 exports increased more tnan two-and-a=half
times, at an annual rate of 21 per cent.

Exports of manufactures expanded much mcre rapidly than exports of
primary products, since their share of total exports doubled in five years,
increasing from 5.7 per cent in 1965 to 10.8 per cent in 1970 and 14.9 per cent
in 1972. These percentages reflect the size of the effort made by the
various countries, and have helped to alleviate the balance-of-payments
problems. This contribution is even more significant if a study is mads
of the statistical classifications of the countries themselves, wiich Znclude
exports of traditicnal industrial products, non=-traditional industriel
procucts and some new primary products igfp According to these classifications
exports of manufactures amounted to 2,347 million dcllars in 1§70 and
2,618 million in 1971, which wouid represent 16 and 17.5 per cent, respectively,
of total exports (see table 4),

1=
()
T

On the basis of the aforementioned SITC dafinition. The small
discrepancy in the 1970 total shown in table 1 is dus to the fact
that data were available for a smaller number of Latin American
countries in the period 1980-1970.

i

&E/ Some countries such as Cclombia and Peru include non~traditicnal
exports other than of industrial origin in this ciassification.
in contrast, Mexico?®s statistics exclude an important group of
border exports of manufactures which are apparently produced by
make-up industries. These totals for the region do. however,
seem more representative, in view of the above~mentionad underestimation
in the SITC.

/Table 3
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Table Y4
IATIN AMERICA: EXPORTS OF MANUFACTUTED PRODUCTS, BY TR CCUNTRIES! CGiWN CLASSIFICATIONS

(Thonsands of dollars FCB)

Perocaiage variation

1969 1970 1971 1972 CERT T T

Total 2 005 216 2 347 457 2 618 632 sue 17.2 il.6
hrgentina a/ 569 500 644 100 653 030b/ 222 160e/  13.1 1.4
Bolivia 1 500 2 600 3 000b/ 52.9 5.4
Brezil 425 000 664 586 822 ouB 1 c00 000d/  3k.3 23.6
Codonbia o/ 208 504 221 057 25% 030 253 2008/ 6.0 k.9
Chile 75 4oo 107 300 119 600 eae o H2.3 11.5
Eonador 20 112 20 371 29 349 1.3 47.0
Mexico 198 500 204 900 2Lé 200 vue 3.2 20.5
Yavaguesy g/ L 658 5 174 € 281 ess 11.1 21k
Para h/ 30 825 57 369 35 988 10 200/ 21,1 ~$a1
Uruguay 52 500 60 100 £€ 500 ore 14,5 ~6.5
Vsnazuela L6 523 52 015 50 000b/ 11 3003/  11.8 -3.9
Costa Rica 36 038 42 713 13 ooob/ 31 hoog/ 18,5 0.7
El salvador g/ &4 181 65 622 €6 000b/ 50 Beok/ 2.3 0.6
Guatarala g/ 65 000 61 000 82 ooob/ 53 700k/  24.6 1.2
Hordures g/ % 713 14 0o0p/ 15 000b/ 1 gock/ - 14,3
Nicarizm g/ 18 7% 27 733 50 0Cob/ 21 500K/ 48,3 749
Porera z/ 2 by 1 388 1 500b/ 43,7 8.1
Dusiniean Republic g/ 5 4oo 5 900 6 820 asa 9.3 15.3
Trinidad and Totago g/ 58 274 55 249 60 coob/ -5.2 - 8.6
Barbados g/ € 288 7 770 7 700b/ wes 23.6 -
Cuyana 2/ 3 781 4 100 3 Bo0e/ 8.4 -
Jamalea g/ 25 135 21 950 27 U36 wee -12.7 25,0

Source: ¥CLA, on the bYasis of the respactive countriss' slassifioations and the SITC,

Hzses Tae definitiens on which these olassifications are hasod are not cowparabie beiween ore countiy
and another,

Including tiraditional industrial producis,
Estimates.

January-June. )
Estimates prepared by the Statistiocs Unit of the Cartelirs de Comercio Exterior (CACEN/NUCEX), Braz:il,
January~October,

January-December,

SITC sections 5, 6, 7 and 8, except division 63,
Including new primary products.

Janvary-May.

January-March.

Jarvary-iugusi.

KREERRRE R
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As regards the contribution of thece exports to industrial development,
no figures ars available on the basis of which a velid cpinion can be given.
According to some estimates, however, despite the boom in Brazilis industrial
exports, these still represent only 3 per cent of its gross industrisl
output gg/. O0f course, this percentege variess considerably Letween the
different sectors of industry. Estimates for Colombia show that in 1963
industrial exports represerted 2.85 per cent of its gross industrial ocutput;
however, the textile industry exported about 20 per cent of its procduction,
the paper industry 14 per cent,

Onz feature of this export process has been its concentration in a
small rumber of countries, mainly Argentina, Brezil, Colombia and Lexico.
In order to examine this point, the region has besn divided into three
groups of countries: large, meaium—-sized and small.

(1) Large countries. The weight carried by the three largest countries
- Argentina, Brazil and lexico - in exports of manufactures is evident from
every point of view, In absclute terms, the 1,334 million dollars worth of
manufactured gocds which they exported in 1971 accountad for 70 per cant of
the total for Latin America as a whcle. In 1965, these three countries
exported 60 per cent of the regioral totel, tut their exports - espzcislly
thoce of Brazil - expanded so rapidly that their share in 1970 was 65 percent,
The rapid growth of abcut 30 per cent in 1971 means that much of tihe progress
achieved by Latin America in this field is athributable to the efforts of
this particular group of countries.,

Teble 1 of the Statistical Annex shows the shares of each of these
three courtries, those of Erazil and Mexico being particulurly high, althcugh
an appreciable part of Mexico's industrial exports was in the form of border
trade under "make-up" system, i.e., the assembly of imported components gif.
Moreover, tha raticnal statistics for Argentina and Brazil indicate
considerably higher levels owing to the problems of definition that have
already been referred to. On this basis, Argentina’s exports amounted to

Jr— P e

20/  The Promotion of Manufactured Exports as Development Siratsgy of
Semi-Industrislized Countries: The Brazilian GCasz, op. cit~s p. 252,
and Bela Balassa and colleagues, Estructura de je oroteccibn en psfses

en desarrollo, Centre ior Latin American Monctary Studies (CEWiA),
p. 31, gt _seq,

g&f For a more detailed description of this process, see section 3 of
this chapter.

/644 million



634 million and €53 million dollars in 1970 and 1971, respectively, and
those of Brazil to 665 million and 822 million dollars for the same years.
Official estimates gg/ put Brazilf’s exports of manufacturss and semi-
manufactures in 1972 at over 1,000 million dollars.

A major factor in these countries is the share of exports of manufacturas
in total exports, since these account for over a fifth of the latter, This
proportion, which was a mere 9 per cent in 1955, rose steadily to 17.6 per cent
in 1970 and 21.9 per cent in 1971, Here again, the mational classifications
show thz percentage to 2e even higher -~ about Z5 per cent, or a quarter of
all exports,

(ii) WMedium-sized countries. Considering their industrial potential,
the group of countries described es of medium size - Colombia, Chile, Pzru
and Venezuela - have played a fairly modest role in the region®s exports
of manufactures. 1In 1965, their exports in this category amounted to a
bare 78 million doliers and in 1970 to only 178 million, with Colombia,
which has been epplying a vigorous export promotiocn policy, accounting for
over 40 per cent of the totai. All in gll, this group of countries lost
ground in relation to Latin America as a whole, insofar as its share of
the regional tctal dropped from 12.7 per cent in 1965 to 11,2 per cent
in 1970,

Table 1 of the Statistical Annex shows the share of each of the four
countries of the group betwsen 1965 and 1970. In the case of Colombia, the
naticnal classification of non-traditicral expcrts gives figures cf
€21 million dollers in 1970, 254 million dollars in 1971, and 157 million
dullars for the first five months of 1972, However, 64 per ceint of these
"minor" exports - to distinguish them from coffee and petroleum — are made
up of basic products of vegetable, animal or mineral origin and only
35 per cent of semimarufactures cr manufactured products, The inclusion
of non-traditicnal basic products likewise increases the axports of Chile
and Peru to more than doukble those listed under the more restrictive SITC
classificetion, and i% raises those of Verezuela considerably too.

The share of exports of manufactures in the total exports of this
group of countries is minimal, amounting to 3.1 per cent in 1970 compared
with 1.8 per cent in 1965, Note should be “aken of the low absolute volume
of these exports, which, even for all Ffour.counteiss together, fails to

22/ Carteira de Coméreio/Exterior/Ndclec de Estadistica (CACEX/NUCEX )

/equal that
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equal that of any one of the large countries, The primary exports of this
group, however, are feirly high and emount to more than thcse of all the
large countries togsther (see table 3), tharks to exparts of petroleum from
Venezuela and copper from Chile, In this group of countries - except
perhaps in Colembia ~ pressure to diversify exports would therefore appear
not to have been as strong bzcause of their large revenue from traditional
exports, Furthermore, the Andean Pact does not yet seem to have had any
major effect on the exports of manufactures of this group of countries.

(iii) Small countries. This group comprises three sub-groups: the
Central American and Caribbean countries excluding CARIFTA, the CARIFIA
countries, and the group of countries formed by Bolivia, Ecuador, Paraguay
and Uruguay. In global terms, the group incrsased its expor:s of
manufactures frem 165 million dollars in 1565 to 372 million dollars in
1970. Despite the substantial increase in absolute terms and the relatively
high level of these exports in terms of the level of the countries®
industrial development, however, the growth rate was not sufficient to
maintain their position in the region as a whole, siince their share in
total Latin American exports cropped from 26.8 per cent in 1965, to
23.4 per cent in 1970,

In 1970, exports of manufacturss represented 12 per cent of total
exports, which represents a favourable trend since 1965 whern they amounted
to 7.4 per cent. It is significant that this group of countries exports a
larger percentage of manufacturss than the intermediate~size countries and
that, in absolute terms, they export more than twice as many manufactiuired
Cuods. A major factor in this phenomenon is the considerabie flow of
exports among countries of the Central American Common Mariket; which
absorbs about €0 per cen:t of the group's trade in manufactures.

A look at the trends in the three sub~groups reveals substantial
differences. Sub~group A, which includes the Central American countries,
the Dominican Republic and Haiti, registered the most repid growth during
the period 1965-1970, with exports of manufactures amounting to 238 nillion
dollars in 1970, This growth rate was similar to that of lLatin America as a
whole where, as has already been pointed out, the influence of the threa
largest countries of the region was particularliy strong, and it ensbled
the sub-group to maintain its position in the region with 15 per cent of
totel exports of manufactures. Wost exports of manufactures -~ about
90 per cent ~ went to other countries withir: the same sub~group. The
effect of the Central American Common Market is thus reflected in the

/absolute trade




absolute trade figures, in the growth rate of treade, and in the share of
manufactures in the total exports of these ccountries, which rose from

9.5 per cent in 1965 to 16.7 per cent in 1970. These figures are very
similar to those of the three largest Latin American countiies during the
same period, although the level of industrialization of the latter is far
greater than that of the Central American countries.

Sub-group B, comprising Barbados, Guyana, Jamaica and Trinidad and Tokagr
showed no clear-cut trends during the period under consideration. Though
there was an expansion from 19685 ormwards, this (as can be seen from
table 3) was followed by a recession in 1969 and 1970, As a result, this
group of countries lost ground in the region as a whole, since it arcounted
for only 5.6 per cent of total exports of manufactures in 1970 compared
with 8.6 per cent in 1965. The share of exports of manufacturss in total
exports rose slightly from 7.3 to 8.9 per cent aquring the period.

Finally, sub-group C, consisting of Bolivia, Ecuador, Paraguay and
Uruguay, exported 44 million dollars worth of marufactures in 1970 - more
than twice the figure for 1965 - but its growth rate was slower than the
average for Latin America, and conseqguently, its share in the regional
total dropped to 2.8 per cent, On the other hand, the share of exports
of manufactures in total exports, although still small, rose from 3.5 percent
in 1955 to 6.2 and 6.5 per cent in 1977 and 1971 respectively,

3. Exports of manufactures according to destination gg/

Previous sections have shown that, although exports of manufactures
have grown rapidly in recent years, they account for only between 10 and
12 per cent of the region's total exports, in which primary commodities
continue to predominate. The latter are sold mainly outside the region,
less than 10 per cent going to regional markets. By contrast, Latin America's
exports of manufactures are more or less equally divided between regioral
markets and the rest of the world., In 1970 and 1971, exports to thz rest
of the world, which had expanded extremely guickly. reached 51.6 and
54.5 per cent of the total, respectively, and exports within the region
48.4 and 45.5 per cent, thereby reflecting the decline in the intra~regioral
trade that has been noticeable for some time, particularly among the LAFTA
countries (see table 2 of the Statistical Anrex ).

gg/ For further details, see the monographs on Argentina, Bolivia, Brazil,
CARIFTA, Central America, Chile, Colcmbia, Ecuadcr, Mexico, Paraguay,
Peru, Uruguay and Venezuela (ECLA/SE/EX/DRAFT/71 to 83) which were
prepared as background material for this document,

/Because of




Because of the weight they carry in the region as a whole, the three
largest countries - Argentina, Brazil and Mexico - concributed to this trend;
Brazil?s share of the regiomal trade in manufactures, for example, dropped
from almost 60 per cent in 1965 to 43 per cent in 1970 and 1971, with a
corresponding increase in its share in exports to tie rest of the world,
The tendency was less marked in Argentina, but in 1971 its exports of
manufactures to the rest of the world moved up to 56 per cent of the total,
and it is believed that the introduction of thz generalized system of
preferences in that year could further encourage the trend. In the case
of Mexico, 72 per cent of its industrial exports went to the rest of the
world in 1965 and 77 per cent in 1971, but much of this is attributeble to
the re-exportation of products made up from components imported into border
areas,

The inference cculd perhaps be drawn that, although the large countries
participate actively in the opportunities offered by regional markets and in
the trade liberalization systems, they are also in a positicn tc compete on
external markets in terms of quality, design and price, and that, because of
their size and dynamism, these markets nowadays offer better possibilities
for selling Latin America®s industrial exports. A further stage of regiomal
trade liberalization and the strengthening of the integration systems cculd
mocify these trends, but an analysis of these aspects falls outside the
scope of this chapter,

Among the medium~sized countries, the tendency is towards an expansion
in the trade in marufactures within the region itself, alithough Colombia cdoes
exsort almost half its manufactures to the rest of the world. In the smallest
countries (mainly Central American countries 90 per cent of whose trede is
with members of the Central American Common Market) there is likewise a
considerablie volume of regional trade. Paraguay and Uruguay, hovever,
registered a high percentage of exports of manufactures to the rest of the
viorld, consisting largely of essencial oils, guebracho extrect and wool tops.
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4, Exports of marufactures by products 24/

Of Latin America®s total exports of manufactures, those figuring in
sections 6 and 7 of the SITC - manufactures gcoods classified chiefly by
matarial, and machinery and transport equipment - have recorded most
progress over the last five years and have accountzd for more than
60 per cent of total exports of manufactures. Exports of chemical products
(section 5) account for around 25 per cent and miscellaneous manufectured
articles (section 8) account for around 14 per cent,

In the three larcest countriss, exports under sections 6 and 7 of
the SITC acquire even greater importance, since they account for nearly
75 per cent of the total, as may be seen from teble 1 of the Statistical Annex.
As en example of tire main products exported under section 6, which are
noteworthy for their volume, special mention may be made of those under
division 67: semimanufactures of iron and stesl {blanks, shsets, sections,
tubes, etc.)., In 1970, Brazil exported 98 million doliars wnrth of thase,
Mexico 30 million and Argentina 28 million. IF these figures are compared
with those for 1965 (Brazil doubled the value of its exports, Mexico increased
it by 40 per cent and Argentirma increased it five times}, it may be observed
that the growth rate is closely linked with the investment made in the steel
gactor in these three countries, which cnebled them in this very short time
to cut down imports of the above-mentioned groups of items to only a few
very specific products for which the domestic market was still very small,
and to generate surpluses which were sold on the regiomal market and even
outside the region. '

Exports of semimanufactures from the traditional branches of industry
~ textiles, hides and wood -~ have lost importance in relative terms but
continue to be an important part of the total. 3Some of them, however,

24/ For further details, ses the country morographs referred to carlier,
These give information for a series of generally traditional products
of the agro-industrial and fisheries, sectcrs which, for methodological
reasons, were not dealt with in the text. Among the most important of
these products in 1971 were the following: Peru, fish meal to the value
ot 277.5 million dollars, fish fats and fish oils to the value of
52.3 million, and sugar to the value of 69.7 million; Brazil, processed
meat to the value of 50.9 million dollars, soluble coffee to the value of
49.7 million and fruit and vegetable juices to the value of 35.9 million;
Ecuador, sugar to the value of 13.5 million dollars and processed seafoods
to the value of 3,8 million; Argertina, processed meat to the value of
124,2 millicn dollars and cattle feed to the value of 15.5 million,etc,
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registered figures which suggest that some action is taking shape in the
countries to strengthen industrial supply so as %o add value to export procducts
from the egricultural sector. Generally speaking, export of yarns and fabrics
(wool and cotton) from these countries registered lower growth rates than metal
products: in 1971 they came to a value of 32 million dollars in Brazil,

27 million in Mexico, and only 5 million in Argentina. Between 1965 end 1970,
the dressing of hides in Argentina increased more than 7 times {from 5 to

356 million dollars), whilc in Brazil it increased rether more than 3 times

(to 16 million dollars in 1971). In semi-processed wood products (sawn wood,
panzis, sheets, plywcod, etc,), however, Brazil made notable progress,
attaining exports of 24 million dollars four times the 1965 figures), although
it should bz borne in mind that this result is still modest if the countryts
export potential in this field is taken into account. Exparts of pulp and
paper from these ccuntries have still not achieved significant levels.

This same group also includes a number of products which have come
to be exported in fairly considerable amcunts in recent years, such as
glass and glass manufactures (Mexicc 9 million dollars worth and Brazil
7 million)}, hand tools (Brazil 5 million dollars worth and Argentina
2 million), metal conteiners (Mexico 4 million dollars worth) and domestic
appliances (Mexico egain 4 million dollars worth),

In the case of the products included under group 7 of the SITC,
whose developnent is particularly dyramic, progress differed from one country
to another. In exports of electrical machinery, Mexico®s export figure of
54 million dollars is in striking contrast with the figure of omly 2 million
doilars worth of exports recorded in 1965, while Brazil®s figures for the
sanz year were 21 million dollars (four times the value of 1965 EXPCIts )
and those of Argentina 8 million. In the case of Mexico, however, it should
be pointed cut that these figures ere distorted, since the data for 1570
include exports from the free perimeters and frontier areas where "made-up"
goods (televisicn sets, radio receivers, sewing machines, radio parts, etc.)
account for a high percentage of sales,

For non~elesctrical equiprent and machinery, Argentina recorded in
1970 both the highest absolut:z figure (48 million dollars worth) and the
lairgest increase (four times the 1965 figures). Approximately one~half
of this figure is accounted for by exports of office machines (typewriters
and calculating machines), sales of which received a sharp baost from the
complementarity agreements sigred within LAFTA, while oth=r ma jor items,
in order of importance, are agricultural machinery (5 million doilars worth)
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and machine=tools end equipment for various industries (foodstuffs, plastics,
etc. ). Mexico, for its part, exported 40 million dollars worth of
non=electrical machinery, including 12 million dollars worth of parts

and components for office machines. Brazil's results were lower for

these items, with exports worth 35 million dollars, or only double the

1065 figure; of these, 11 million were acccunted for by machinery and
equipment for special industries.

Promising figures were also achieved for transport equipment. Mexico
exported 36 million dollars worth in 1970, the progress tovards this figure
having been achieved almost exclusively in the last five years of the 1960°%s.
As might be expected, the motor-vehicle indust:y accounted for rmost of
this (27 million dollars), but the aercrautics industry made important
progress, since in 1970 its exports reached a value of 6 million dollars.
In Brazil, exports of trensport equipment in the same year wers worth
15 million dollars, of which rather more than 9 million vas accounted for
by the motor-vehicle industry, while in Argentina more than 96 per cent of
the 10 million dollars worth of exports of transport equipment was also
accounted for by this industry. These achievements are mainly due to the
complzmentarity agreesments for the motor-vehicle industry, to certain
bileteral agreements, and to decizions taken by the terminal enterprises
of the motor-vehicle industry in accordance with the investment policies
and division of markets decided upon by their head offices.

Among the varied goods included in section 8 of the SITC, manufactures
of clothing, footwear and printed matter were most promirent, but in many
cases the value of exports of these procucts (with the exception of printed
matter) did not even reach one million dollars per country in 1965. 1In
clothing, the results of an intelligent promotion policy applied by these
countries are to be seen, for in 1970 Argentina exported 16 million dollars
worth, Mexico 11 million and Brazil 3 million. Similer efforts in footwear
are producing very promising results, since Brazil achieved exports worth
8 million dollars and Mexico 3 million. The achievements in both sectors
are the result of the appropriate incentives adopted by the countries and
the effort made to adjust manufacturing supply to the conditions required
by the new markets by endeavouring, at least in the leading enterprises,
to solve the praoblems of size and efficiency inherited from the traditionzl
structure., Exports of printed matter continued to grow, reaching a value
of 38 million dollars in Mexico and 17 million in Argentina. Ancther item
of considerable importance, because of its technological complexity, is
scientific and precision instruments, even though the export figures are
still modest and the three countries together exported only about 7 million
dollars worth of such instruments in 1970.
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As regards chemical products, in 1970 Mexico exported 81 million dollars
warth of a very wide renge of products in which the wost important were
medicinal and organotherapeutic products (antibiotics, vitemins, hormores,
medicaments, etc. ), manures and fertilizers, toluene and xylene, phasphoric
acid and various specialities for incustrial use. In the same year
Argentinals exports, consisting mainly of antibictics, medicaments and
serums, were worth 55 million dollars, while Brazil®s exports were
worth 39 million,

As regards the four medium—sized countries - Colombia, Chile, Peru
and Venezuela - section 6 of the SITC covers 56 per cent of their total
exports of manufactures, chemical products account for 16 per cent, section 7
covers 1l per cent, and section 8 accounts for the remaining 7 per cent.

Among the products included in section 6 — manufactured gcods classified
chiefly by material - which are exported by this group of countries are
intermediate iron and steel goods, pulp and paper, and yarns, fabrics and
made-up clothing. '

As regards exports of semimanufactures of iron and steel by the
countries of this group, \enezusla's echievements are of note, for as a
result of investment in the steel sector it was able to export 15 million
dollars worth of surpluses — especially iron ingots and blanks, tubing and
accesories - in 1970, while Chile only exported slightly more than 3 million
dollars worth in thet year and its annual marketing volume has been variable.
In intermediate textile products (cotton yarns and febrics), Colombia
continues to maintain a high value of exports, although they do not seem
to be increasing in accordance with the expectations aroused at the
beginning of the decade, since from slightly less than 11 million dollars
worth in 1965 exports increased only to a little less than 13 miliion in
1970, with sharp deciines in intermediate yeers. It has not proved possible
to separate exports from the fluctuations of the domestic market in this
branch of industry, and this has become the factor which limits the
capacity of expansion of the sector.

Chile is the leading Latin American country as regards exports of
pulp and paper: in 1970 its exports exceeded 15 million dollars, which
was more than double the 1965 figures, more than €0 per cent of this figure
being accounted for by paper and paperboard (cardbcard and newsprint] and
the rest by pulp (mainly long-fibre sulphate chemical pulp). In 1969
Colombia exported rather more than 5 million dollars worth of pulp and
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paper, thus showing & picture of manifest decline, since in the previous
three years of the five-year pericd it had exported 7 million, 9 million
and 10 million dollars worth respectively. In the same year, Peru
contributed slichtly more than 2 willion dollars worth to regional exports

uncer this heading.

As regards chemical products, Chile exported 16 million dollars
worth (especially chemical products for industrial use) and Colombia
10 million.

Lastly, in the machinery and transport equipment group, special mention
need be made only of the notable progress made by Chile, the velue of
whose 1970 exports wes two and one-half times the 1955 figures, reaching
rather more than 10 million dollars. More than 7 million of this was
accounted for by transport equipment, and of this most was composed of
parts and components for the motor—vehicle industry, as a result of the
agreements in force with Argentina. In Colombia, section 7 of the SITC
accounted for S million dollars worth of exports, of which 4 million were
for office, textile, and leather processing machinery, parts and componznts.

Tn the group of small courtries, with tre exception of the five
countrins belonging to the central American Common iarket which are
analysetd separately, only Uruguay deserves special mention, mainly for
its exports of semi~proccssed leather products (dressed and semi-dressed),
which earned 19 million dollars. This was due to a rniizy of renovation
and equipment of the tanning industry, to govermment irczntives aimed at
industrial integration, and to the discouragement of exports of the
primary product, even going so far as to forbid exports of raw hides.

As regards yarns, fabrics and made-up clothing, the reacticn cf the
sector was not so satisfactory, since only an increase in e<uurts of
wool tops was noted, the remaining items registering tie sane Tigures
as in the 19607s.
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V. INTERNATIONAL CO-OPERATION: BILATERAL AND MULTILATERAL

The International Development Strategy refers to tha steps that
have to be teken by developing and developed countries and by international
agencies in order to promote the exports of developing countries. The
foregoing pages examined some of the efforts that have been made by
Latin American countries in this respect; this chapter now turns to
the steps taken by the developed countries and by international
agencies,

1. Steps_teken bv the developed countries

-

In addition to the reccgnition by the international community of
the need for the developing countries to expand and diversify their
exports, such international forums as UNCTAD and the United Nations
Economic and Social Council have eppealad to the developed countries
to assist the developing countries in their attempts to promote the
export of non~traditional products. Tnis assistance could be providad
either directly and bilaterally or by supportirg the multilateral
programm= of international sgencies.

As the third session of UNCTAD in 1972, representatives of
developed countries described the tvpe of assistance that their
respective Govermments had granted or were prepared to crant in this
area,

Japan, for exemple, is taking steps to promote the marketing of
the products of developing countries and to enhance their competitiveness
on the world market, The Japan External Trade Organization firances
an annual exhibition and trade fairs aimed at promoting the sale of
primary, manufactured and semimanufactured products from developing
countries, In order to further the expansion of the exports of
developing countries, the Japarese Bovernment is considering the
possibility of organizing a floating trade exhibition aboard a
ship that would visit Jepanesz end other ports in order to exhibit
and sell those countries® products, In addition, & training programne
on export promotion is orgenized every year for students from developing
countries,

Belgium has organized twe seminars [1968 and 1969) with a view
to familiarizing Latin American commercial attachds with current
export marketing problems, In 1969 and 1971 another two seminars
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were orgenized on international trade and export promotion which d=alt
with the expansion of exports of manufactures and semimanufactures and
analysed the role of the Belgium Bovernment in export promotion and the
relations between Latin American exporters and the Eurcpean Economic
Community.

France, Sweden and Switzerland, inter alia, also provide training
in this field and offer study progremmes on their respective markets
as outlets for the exportable products of the developing countries,

The Netherlands Sovernment has established a centre for the
promotion of imports from developing countries which assists tha
latter by providing them with information on outlets for their
industrial products in develcoped countries, especially in Vestern
Eurcpe, and supplies exporters with information or assistance
regarding trade fairs and exhibitions, trade regulations, fiscal
measures, trade prcspects, addresses of importers and markets. The
centre also gives direct assistance to exporters, export organizations
end regional agencies that wish to break into the Western European
market, The purpose of the centre, which is attached to the lHnistry
of Foreign Affairs of the Netherlands, is: (a) to provide a complete
information as possible regarding the possibilities for marieting
products from develcping countries; (b) to serve as an intermediary
between potential exporters and buyers off products; {c]} to take other
measures to contribute to the growth of impeorts from develeping
countries; and (d) to maintain centect with the UNCTAD/GATT
International Trade Centre.

The Unitad States has established an office for export development
assistance within tha Agerncy for International Development (AID), which
has already assisted over 25 developing countries in all aspects of
export development programmes: exchange and tariff policizs, financial
resources, investment pleanning and jdentification and development of
products,

AID has also sponsored a series of seminars on export at the
New York World Trade Centre, These seminars have been attended by
participants from developing countries and have contributed to a
better understanding of the reguirements for processing products and
selling them on the markets of the cdeveloped couritries, AID has
further financed market-research trips to developed countries and
visits to Washington to make contact with officials specializing
in this field,
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The assistance which the United States is prepared to grant
Latin America in this connexion has been described on a number of
occasions - at the meeting of the Trode Group of the Special Committee
for Consultation and Negotiation (CECON) in October 1970, at the
meeting of CECON itself in March 1971, and at the meeting of governmental
experts on export promotion in February 1972 (dccuments GIES/CECON -
COMERCIO 34 and CIES/CECON/90). This assistance corcentrates on the
five areas where external aid seems most useful: preparation of a
comprehansive export strategy, product development, market reszerch,
export promotion, and training.

The United States has collaberated on projects eimed at
identifying exports of products with comparative advantesgss,
increasing national market-research capability and treining persannzl,
For the fimancial year 1973, the Administration has asiked Congress
for an extra 3 million doliars to help increase the exports of th2

aveloping countries, In additinon to its bilaterel assistance, the
United States is giving financial and technical support to a number
of multilateral programmes,

Must of thz2 develcped countries, and especially the Scandinavian
countriss, are also collaborating with the developing countries by means
of direct contributions to international agencies specializing in the
field, particularly the UNCTAD/GATT International Trade (entre,

The Socialist countries have indicated that long-term trade
agreements and agresments on technical co-operation, payments end
ecocnonic co~operation are useful means of enabling develcping
countries to organize exports to the markets of those countries on
a stable basis,

2. Steps taken by irternatianal agercies
- L T S S T e

(a)

[ >

t th=2 world level

United Nations export promotion activities come under a programme
established in 1967 with a view tc creordinating existing ectivities and
resources in this field, The United Netions agencies participeting in the
programme are the Department of Cconomic and Sociml Affairs, the
four regional economic commissiaons and the United Nations Economic
and Social Office in Beirut [LﬁESﬂB), the United Netions Develcopment
Programme (UNDP), the United Naticons Conference on Trade and
Develcpment (UNCTAD), the United Naticne Industriel Development
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Organization (UNIDO), the General Agreement on Tariffs and Trade (GATT),
the UNCTAD/GATT International Trade Centre (ITC), the Feod and Agriculture
Orgenization of the United Nations (FAQ) and the International Labour
Organisation (ILO).

The United Nations Economic and Social Council and the trede and
Development Board periodically study the reports submitted to them by
the Secretary-Gereral on the activities rcarried out by the above agencies
and co-ordinetion among them, On taking note of the latest of these
reports (document E/4940), the Council recognized that the growing
need of the developing countries for United Nations essistance in the
promotion and development of exports required a corresponding increase
in resources so as to attain the objectives of the Second United Nations
Development Decade cencerning the expansion of the trade of developing
countries. The Economic and Social Council therefore adopted a
resolution recommending that the develcped countries should give their
full support to the regional economic commission in their export
promotion activities, as well as to the UNCTAD/GATT International
Trade Centre and other agencies and institutions participating in the
United Nations Export Promotion Progremme,

Noteworthy work is being carried out in Latin America by the
UNCTAD/BATT Internestional Trade Centre, whose activities are mainly
concentrated on the following areas: (i) improvement of the national
institutional infrastructure for the development of exports; (ii) creation
of institutions and services specielizing in the develapment and
marketing of exports; (iii) identification and definition of market
opportunities, and processing and adeptation of products for export
through market research; {iv) export marketing end development
strategies; (v) multinational product promotion activitlies; (vi) export
development measures in generalj and (vii) training in export cevelopment
and marketing,

UNIDO's contribution to export development includes direct
assistence to countries for the establishment and development of
export-oriented industries. In addition, this organization engages
in such supporting ectivities eas: (a) identification and selection
of manufecturing industries with export potential; (b) policies and
measures for the development of the industrial export sector;

(c) measures to improve the efficiency of exports; (d) promotion of
international sub-contracting agreements; (e} adaptetion and development
of products for export-oriented industries,
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FAD assists countries in adjusting their production and making
the recessary changes for promoting the export of fishery products
‘and products of forestry and forest industries and in marketing
exports of agricultural and agro-industriel products,

(b) At _the Latin American level

From the very start, the Economic Commission for Latin America
(ECLA) has recognized that the external sector is a key to the
economic development of the region., For the first session of UNCTAD
in 1964, ECLA conducted a series of studies in collaboraticn with
UNCTAD to determine the immeciate and future prospects for increasing
Latin /merican exports of manufactures and semimanufactures, The
export of manufactures to world merkets was also discussed at the
Latin American Symposium on Industrialization (1966), which was jointly
sponsored by ECLA and UNIDO, The United Nations Export Promotion
Programme has designated the regional econonic commissions, including
ECLA, as initiative centres, which means that the secretariats of
these commissions must establish their own export centres cr programmes,

ECLA has adocpted en 'integrated approach to export promotion: that
is to say, it stresses the industrial production aspects, along with
the institutional and administrative aspects, fiscal and financial
incentives and marketing channels, within the framework of a coherent
export promotion policy, This policy, or global strategy, tekes into
account the interrelationships batween sectoral measures and policies
throughout the process of exportation, in order to improve their
efficiency and thereby achieve & steady increase in the volume of
manufactures exported 25/.

ECLA's integreted interdisciplinary approach and the importance
it attaches to export policies and to planning g@j mean that its
activitiss in this field, in which Govermments have not yet received
sufficient international technical assistance, are complementary to those
of other regional agencies that are providing commercial and promotional
information,

25/ In July 1971, ECLA organized e leeting of Experts on the Formulation
and Implementation of Strategies for the Export of Manufactures, at
which these concepts vere discussed on the basis of specially
prepared documents (ST/ECLA/Conf, 37/L.1-L.37).

g@/ See also ECLA, "Report on the Meeting of Experts on the Formulation
and Implementation of Strategies for the Export of Manufactures"
(sT/ECLA/Conf. 372/L.37).
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ECLA has worked in close liaison with the UNCTAD/GATT International
Trade Centre, and several projects have been organized jointly, It has
also collaborated with UNIDO and UNDP and with various regional and
sub-regional agencies working in this field.

The Inter—American Export Promotion Centre (CIPE) was set up
by the Organization of American States in 1967 to collaborate with
the Member States in their various attemps to promote, expand and
diversify their exports, particularly of manufactures and semimanufactures.
CIPE operates through three technicel services: technical assistance,
information and promotion, In order to co-ordinate its work with that of
other regional and world agencies, meetings are held periodically with
representatives of such agencies in order to exchange information, hold
consultations and avoid unnecessary overlapping.

The Inter-American Marketing Centre (CICOM), which is attached to
the Organization of Anerican States, holds courses on marketing at
both the inter-American and the national level and conducts research
in related fields,

The Inter-American Development Bank (IDB) has a project for
financing intra-regional exports of cepital goods produced in one
Latin American member of country of the Bank and exported to another,

LAFTA has compiled a list of regulations on expcrt incentives
currently used in member countries with a view to their co-ordination
and standardization.

The Central American Export Promotion Programme {PROMECA) is
planning to work on the regional co-ordination of export development
and promotion, the promotion and regional harmonization of incentives
for non-traditional Central American exports, Central America's
external trade policy on the promotion of exports, and commercial
documentation and information,

3. Conclusions
B

Since the first session of UNCTAD in 1964, the international
community has come to realize the importance for the economic growth
of developing countries of the expansion and diversification of their
exports, The maeasures adopted by those countries, which have been
described in previous sections, have been complemented by an increasing.
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volume of technical assistance from both developed countries and
international agencies, This assistarnce reflects the priority that
the developing countries have assigned to tiis problem, whose
solution requires increasing external collaboration as mare and more
aspects of the process of diversifying their exports structure are
revealed.

It would be an over~simplificetion to suggest that all the
foregoing remarks are covered by the term "export promotion", which
is so often used. As the many vain attempts to restrict efforts to
surely commercial type promotion have demonstrated, the matter is far
more complex. The strictly commerciel approach is, of course, useful
in its proper place, but it does not offer any significant contribution
unless the proper eccnomic conditions and climate for exports already
exist, Oreat importance must therefore be attached to basic measures
for improving the exchange, financial, fiscal and industrial aspects
of the economic structure so es to lay the foundation of a potentially
successtul export promotion programme,

This fact has recently been recognized by the developing countries
themselves and also by those affording them international co-operation.
Whereas the efforts of both were originally directed mainly towards
trade promoticn and market research, both bilateral and multilateral
assistance nowadsys takes the form of export strategies, integrated
approaches or integrated programmes, wherein each agency endecvours
to gain a comprehensive grasp of the problems and of their
interrelationship within a particular context, Should the countries
concerned so desire, it would therefore be highly advisable for
international co-operation also to include assistance in over-coming
domestic or supply problems that prevent the expansicn of exports, for
in this way assistance with the external problems involved in breaking
into new markets would be complemented and backed by essistance in
creating the basic domestic conditions required for the export of
Latin American manufactures and semimanutactures,
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VI, EVALUATION OF THE RESULTS OBTAINED AND
OF THE POLICIES APPLIED

Chapter IV of this study contains the most illuminating data on
the evolution of Latin America®s exports of manufactures, and some
conclusions are advanced which are closely related to the comments in
chapter I on the development of policies for the promotion of these
exports,

The most striking fact that emerges now from the evaluation of thoses
data and policies is the opposite trend of Latin America®s exports of
manufactures to that of its exports of primary products: while the
region has the highest rate of growth in the world for the former
(18 per cent annually), it has the lowest rate (5 per cent annually) for
the latter, notwithstanding its continuing dependence on these commedities,
which represent about 90 per cent of total exports classified according
to the SITC., Since, moreover, the inelasticity of its trade in traditional
primary products is even more pronounced than in other developing regions,
probably because of discriminatory preferential agreements and subsidized
production in the industrialized countries, it is difficult to question
its decision to try to mitigete such dependerce by promoting the
accelerated growth of its exports of manufactured products, without
prejudice to redoubling its efforts to eliminate those obstacles,

The relationship between demand trends for both types of products
and policies for the promotion of exports of manufactures is perhaps
more evident in the medium-sized countries, i.e., Chile, Colombia, Peru
and \enszuela. Taken together, these countries, fail to reach the volume
of exports of manufactures of any of the three major countries in the
region, but their exports of primary products amount to more than the
total for the three major countries, It may therefore be concluded that
because of the high per capita export coefficients of some of these
medium-sized countries — especially Chile and Venezuela — it has not
been so urgent to adcpt measures for the diversification of exports,
Colombia, in contrast, which does not present such high coefficients, does
have important advances to show in this respect, and its exports of
manufactures represent 40 per cent of the total for the medium—-siz=d
countries,

As we saw in greater detail in chapter 1V, thz first sﬁeps in
connexion with foreign trade in manufactures were taken mainly vithin the

integration systems, particularly LAFTA and the Central American Common
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Market, but in the last few years these systems have gradually lost some
of their importance compared with the developed countries, especially
those with market economies (of Latin Americals trade in manufactures,
46 per cent goes to countries in the region, 52 per cent to developed
market-economy countries, and the remaining 2 per cent to countries

with centrally-planned economies),

This situation is accounted for by the following factors: the
economic expansion cf these markets is mors repid than that of the
Latin American markets; access to the latter has not been given
sufficient stimulus owing to the stagnation of the above-mentioned
integration systems in recent years, and, lastly, industries in the
region are attaining a higher level of complementarity with those of the
developed countries, It may be recalled, in this respect, that 70 per
cent of Latin America’s total exports of menufectures are concentraeted in
Argentina, Brazil and Mexico, which compete with one another.

On the other hand, the rising trend of trade with the developed
countries could be further accentuated if more use was made of internaticnal
subcontracting, other special agreenents (DF the type covering make=-up
industries) and the Generalized System of Preferences, The GSP, hovever,
does not yet justify the formulation of special trade and industrial
policies by the countries in the region, although of course they should
try to take full advantage of the opportunities offered by the System ng.

The previous chapter shows that exports coming under SITC sections
6 (manufactured goods classified chiefly by material) and 7 (machirery and
transport equipment) represent over G0 per cent of the total manufactures
exported, It is interesting to note that exports from section 6 consist
mainly of steel products, as a result of the heavy investment in this
sector which has enabled it to produce exportable surpluses, It is also
worth noting the importance acquired by SITC section 7, since this
section covers maore sophisticated products with a higher percentege of
value added.

For want of comparable statistical data, no attempt is made here
to develop the comments made in cthar chapters regarding exports of
traditional industrial products, This does not mean, however, that we

22/ The conclusions of the Seminar on the Gererelized System of Preferences
organized jointly by UNCTAD and ECLA at Santiago, Chile, in October
1972 are in keeping with this view,
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are overlooking their intrinsic importance and that assigned to them
by the courtries in the region, which are seeking a higher degree of
processing for traditicnal raw materials through many of the promotion
measures analysed in previous chapters.

After a study of the quantitative data which reveal a predominating
trend in the Latin American economies towards opening themselves
unilaterally to other regions through their secondary and tertiary
sectors, the next step is to analyse the nature of the strategy which
the countries in the region have formulated and appear to be implementing
in order to achieve such results..The term “"unilateral®™ is used to indicate
that the countries of the region have agreed to compete abroad with their
products, but, except within the context of the r gional =sgreements, they
continue to protect themselvzs from externel competiticn in their domestic
markets, Some of these countries have made sporadic attempts o modify
their tariff protection policy in the interests of greater efficiency,
but this trend seems to have been adondoned, Brazil’s latest development
plan contains no indicaticn of any changes in present levels of protection
although Venzzuela does envisage a gradually regressive protectionist
policy based on tariffs rather than, as hitherto, cn guantitative
restrictions.

The opening up towards externel markets seemed to gain mors
momentum from the second half of the 1960%s, when some basic promotion
instruments were adopted by various countries in this connexion: Decree
9588/67 and the exchange and tariff refcrm of March 1967 in Argentina,
the introduction of arrangements for fcreign exchange adjustment and the
system of incentives in Brazil, as from 1865, and Legislative Decrec 444 of
22 March 1S67 setting up the Export Promeotion Fund in Colombias At the
same time, it should be noted that in these, as in other countries of
the region, some instruments of this kind alreeady existed: in Mexico,
for example, FOMEX has been in existence since 1962.

The object of the foregoing comments is to show that these
promoticn instruments are perhaps the clearest indication that an
export promotion strategy exists, Within the present context of
Latin America's productive structure gg/, the entry into force of these
instruments would be a preconditicn for the existence of a new external

gg/ It is assumed that manufacturing industry in the region is not in
a position to compete on the world market without the help of
exogenous incentives (tariff preferences), endogenous incentives
(fFiscal incentives), or both types at the same time, in order to
offset higher costs due to lower productivity, inadequate scale of
production, tax and social security pressures, the high cost of
imputs, insufficient financial market, etc.

/sector strategy
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sector strategy. It remains to be determined whether their adoption
constitutes the whole strategy, in that reliance is pleced basically

on the spontaneous reaction of the productive and cocmmercial sector,

or whether, in spite of the apparently neutral character of the

export incentives, the goverrment authorities utilize them for promoting
what, explicitly or implicitly, are considered to be priority sectors,

The choice of sectors, the adoption of instruments and their
appropriate handling would therefore help to shepe a strategy which
would represent more than the mere adoption of incentives basically
concerning exchange, fiscal dnd credit conditions.

Of course, the area of research thus defired is not isolated,
since the strategy forms part of another more generel strategy
covering monetary, anti-inflationery, industrial development,
agriculturel and other policies, but the area must be identified so
as not to bring the whole ecconomy within the concept of export
promotion, with the consequent risk of this concept bsing submerged.

It should be noted that the above-menticned stages (choice of
sectors, approval of instrumants and eppropriate handling) do not
necessarily describe a chronnlcgical process that may be observed
in the region, but rather a logicel process which can only be
verified afterwards, i.e., after a period of co-existence in which
the instruments may have been adopted before the sectors have been
chosen, or, in other words, a period in which the choice was based
on the instruments, At all events, however, the appropriated handling
would always bethe last phase, since unless an adequate policy for
first identifying sectors with export potential is adhered to, such
handling could become merely erbitrary,

It is not easy to determine vhethsr an export development
strategy really exists in a country, since it may be that it has
been expressly formuleoted but not put into execution or, conversely,
that it is being implemented without having been officially
announced.

Useful aid in establishing the characteristics of the strategies
implemented is provided by study of:

/(i) the
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(i) the chapters on the external sectors in the relevant
national development plans;

[ii] the public institutions set up to formulate and implement
trade policies, the asbsence of such institutions or
their lack of co-ordination;

(iii) fiscal, financial, exchange and marketing instruments; and
(iv) the handling of these instruments,

Verezuela®s Fourth Plan for the Nation, 1970-1974 and Colombia’s
1972-1975 Four Year Export Plan would seem to illustrate the first
of these points, since they involve a choice of sectors which are
to be promoted and selection of the necessary messures for this
purpose, Whereas, however, the broad spectrum of sectors covered by

the Colombian plan could detract from its selective aim, the Venezuelan

plan distinguishes between three groups of industrial sectors; of
which the first, composed of intensive activities in the petroleum
refining, petrochemical, steelmaking and energy rescurces fields, is
considered the net exporting sector, In Argentina, the 1971-1875
National Development and Security Plan relies for the fulfilment

of its gquantitative non-traditional export goals on the development
of those sectors which have shown themselves to be most dynanic in
previous years, but it does not envisage selective policies for
them, Brazill's 1972-1974 National Development Plan contains no
provisions in this respect, either despite the fact that exports
of manufactures are heavily concentrated among a small number of
enterprises and sectors in this country. '

The institutional factor is a valuable analytical tool, if
the nature and real functions of the institutions established in
the region can be identified irrespective of the progremme objectives
vhich were originally mentioned as justification for their
establishment.

First and foremost, a distinction should be drawn between

agencies that formmulate policies and those which implement them, as
well as, amony the former, between those which can adopt the basic

/measures for



measures for their ultimate implementation ggf end those having mercly
advisory functions,

The existence of agencies responsible for both formulating and
adopting basic policies is a good sign of the existence of a strategy.

In Brazil, where outstanding results have been obtained in
exports of non-traditional products, the Foreign Trade Council is
composed of Ministers and high-level government cfficials with wide
decision-maling powers 30/.

The importance of the purely cdvisory agencies should not
a pricri be underestimated, however since it denends partly on factors
which ars difficult to estimate such as prestige, political influence,
technical cepacity, etc. Morecver; it is possible to see a link
between relative weakress of these institutions and vagueness at the
highest political lavel in this regard. Some of these agencies could
in fact serve as instruments through which industrial groups with
export potential could exert pressure to secure greater support for
their sector.

Among the executive agencies, distinction should be made,
between those which carry out complementary promotional functions and
those working in areas here considered to be of a substantive nature,
although some do both, This is the case of PRCEXPO in Colombia, for
example, which works in connexion with fairs, trade missions and market
studies but alsoc has considerable powers in the financing of exports

29/ This would involve study of the delegation of legislative powers
to the Executive, as heppens in many countries in the tariff
protection field. As regards ircentives, the Executive (or even
the Minister of Finance, as in Brazil) is usually empowered to
change the amount of the incentives et its discretion.

gg/ See the previous footnote, Ancther example is the recent provision
permitting the importation of complete industrial plants for the
production of manufactured gonds for export, This measure was
adopted through a legislative decree of the Executive, despite the
maghitude of its repercussiors on local industry and the opposition
it encountered in this sector.
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and even their direct marketing. CACEX, the external trade department
of the Banco do Brasil, is considered to be the executive agency of
Brazilian export promotion policy. It will be seen below how a
financial agency is able to reach this level of authority.

The creation of institutions for the marketing of non-traditional
products may be another indicator that the govermment authorities are
not fully satisvied with the fiscal and exchange incentives for exports.
The need for these institutions was graphically expressed by small and
medium=sized Brezilian industrialists when they stated that they
could now compete in terms of prices thanks to the fiscal incentives,
but asked where, to whom, what and when they should sell glf.

As we have already seen, the major national and international
enterpriees are making intensive use of the export incentives, mainly
thanks to the fact that efficient external marketing channels are
open to them, Colombia's official assistance in this context is
provided through PRCEXPO, an agency empowered to act in a subsidiary
form in direct marketing., In Brazil, the problem has long been
under discussion, together with that of the extension of fiscal incentives
to export traders, who are at present excluded from them., After
ebortive attempts with export consortia, a solution is now being sought
by encouraging the constitution of trading companies with a limited
share of foreign capitel (principally Jespanese) and the relevant
technical know-how, The close coonexion (between this topic and
the magnitude of the fiscal incentives suggests that it would be
a good idea to come back to it when the latter are dealt with later,

The policy of boosting exports of manufactures through fiscal
incentives has already been described as one of the pillars of the
present strategy for the development of non-traditional exports,
This study endeavours to link this policy with others of more
selective nature, but it should be borne in mind that the most
important background to this matter lies in the structurel problems
of economic development which the region has had.,

g;/ A. Nilson Quezado C. and Etiene F, Cracco, "Os incentivos &s
exportagdes de manufecturados: anflise e sugestao", Revista
de Administracifn de Empresas, Vol. 12, 1 March 1972.




Tt has already been said that the analysis of this material
lies outside the limits of this study, but as we have seen, the level
of fiscsl incentives for exports is closely connected with the
already existing tariff and monetary stebilization policies, which
generzlly speaking, have existed alongside the application of these
incentives. In the countries of South America, this has been because,
in addition to the problems of scale and the pressure of taxes and
social contributions, the existing tariff protection measures have
generated high domestic prices and anti-inflationary policies have in
“heir turn produced a contraction of domestic demand which has led
industrialists to export in order to recover the costs of the fixed
assets thus immobilized.

To these factors should be added the process of regional
integration and the policy of the internationel enterprises
opereting in the region. This policy is closely linked to the
progress made by the integration process,for the head offices of
the international enterprises which have tradionally provided many
of the goods negotiated under the trade liberalization machinery
decided to enter this process in order to keep and extend their
share of the market and take advantage of the economies of scale
and the profits from protection against imports from third countries,
Their influence boosted trade, mainly owing to the complementarity
agreements, but now the countries are prevailing upon these
enterprises to export to other regions and thus fight against the
restrictive export policies of the head offices.

Tracing en export development policy beyond the creation of
fiscal incentives for exports is a perticularly erduous task, owing
to the leack of reliable data. Fiscal incentives do not seem to
discriminate in any way, since all exporters of non-traditionzl products
are exempt from paying export duties and the indirect taxes on production
and marketing, and they slso benefit from a fiscal credit, which may or may
not be negotiable, equivalent to a percentage of the value of their
exports ggf. This indiscriminate treatment may be seen in the Colombian

ggf This is taking an average view of the systems of incentives. Some
countries, like Pcraguay and the Central American countries,
limit their incentives to exemption from the payment of export
dues, while Argentina provides for the cash payment of the
reimbursements of internal taxes,
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system, which grants the same fiscal credit whatever the value added
of the product exported,

The strictly ncutral nature of fiscal incentives does not by
itself reveal the existence of the strategy which we are looking for,
but the level achieved by them and the capacity of the system to
adept to chamges in the economic situation could indeed do so.

Tre cases of Argentina and Brazil seem to be good examples of
the sbove, In these countries, the application of anti-inflationary
measures towards the middle of the 1960%s produced a strong contraction
in the domestic market. Simultaneously, exchange end fiscal incentives
for exports were introduced, allowing exports at marginal costs and
the recovery of part of the fixed costs. Exporting eppeared to be
the only way to recover the cost of the idle cepacity produced by
the decline in domestic demand.

This policy obvicusly called for consecutive answers to two
important gquestions: first, what degree of inefficiency was the
system of incentives supposed to compensate for, and secondly, vhat
was the system's answer to the recovery of internal demand to be,
in order that industrialists should not again forget about foreign
markets once the domestic market had been reectivated.,

In fact, both guestions acgquired great significance once
domestic demand had recovered, since, as already stated, when
demand was poor it was only necessary to offer a level of incentives
high enough to offset a percentage of the fixed costs,

When demend recovered both systems reacted positively, and
there was a qualitative charnge in the nature of the incentives,
which were raised to guarantee exporters returns similar to or
higher than those obtained in the domestic market, so that they
would maintain their rates of exports.

Tt has already heen observed that at present fiscal incentives
consist in exemptions from customs duties and taxes on the production
and marketing of the product exported, plus a fiscal credit which
offsets disadvantageous production and infrastructure costs and
gives profits comparable with those obtained on the domestic market,

While Tiscal exemptions place all enterprises in the same tax
situation as far as exports are concerned, those whose production
costs are closest to the costs prevailing on the international market

Jobtain the



obtain the biggest benefit from fiscel credit, and this is possibly

why a few national or international enterprises are meking intensive
use of the incentives system. The other causes of this phenomenon

have already been analysed in other sections of this chapter

(marketing network, complementarity agreements, decisions of heed
offices, production of the goods for which demend is more dynemic,etc. ),
but all these suggest that the tax authorities should take these
enterprises into eccount in fixing the incentiwves.,

Refinancing and export credit insurance are other important
incentives introduced by several countries of the region; these are
of the type described above and show the existence of selective
policies, because of their discretionary epplication,

The case of these incentives is worthy of consideration, for

they vere established, at least formally, to provide credit for

small and medium-sized entrepreneurs, yet apparently only the relatively
large enterprises of the region are making effective use of them. The
_reason for this should be sought in the operational arrangements of

the official refinancing agencies, which hold the intermediary financial
bodies responsible for the credits they grant, thus encouraging them to
operate only with export enterprises which have won their confidence,
As has ccocurred in other countries outside the region, credit insurance
is considered by the barks merely as an additional guarantee which is
not sufficient on its own to warrant the granting of credit to an
exporter who does not otherwise qualify as an eligible customer,

This cculd also lead to the selection of exporting enterprises
not by planning agencies, but by trade credit bodies, generally
private, In any case, hovwever, this selection would coincide with
that resulting from the incentives system, which also tends to
be orisnted towards the most efficient enterprises.

Since the systems of incentives established in the region
in order to place the small and medium-sized enterprises in a suitable
position to export have not really succeeded in solving their
financing problems and their lack of marketing networks, recourse
is now being had to institutions which have proved their effectiveness
in some highly industrialized countries, Ve have already seen that in
Brazil considgration is being given to the setting up of trading
companies to solve not only the marketing problems already noted,
but also the problems of organizing and financing the production,
transport and storage of exportable products, The projects now under
discussion in this connexion would limit the share of foreign investors
in the cepital and management of these companies and would provide
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that the fiscal incentives for export would be paid to industrialists
when they sold their products to the trading companies which would
only be entitled to collect incentives in respect of the value

added by them, These two measures are aimed at avoiding foreign
control of external trade in manufactures and preventing excessive
remittances of profits abroad.

From this analysis it may be concluded that, in accordance
with their overall development strategies, there are countries
in the region which are formulating and epplying strategies for
the development of their exports. It may also be said that this
strategy has up till now been based on fiscal incentives Tor
exports but these alone have not been sufficient to achieve
significant results. Proof of this is provided by the countries
which have cuthorized these incentives but, because they did not
accompany them with other economic and commercial measures, have not
succeeded in aeppreciably increasing their exports of manufactures,
or at lecst, not as much as other countries in the region.

T+ has been seen that the countries of the region have
tried to improve the institutional infrastructure with a view
to applying the strategy, and that the greater the co-ordination
and the power of decision of the institutional machinery, the
greater the quantitative results obtained.

T+ has also been seen that although this was not the explicit
aim of the strategies when they were formulated, the tariff,
Ffiscal and financial incentives operating in the region have led
to a selection of products and exporting enterprises, especially
international enterprises. Various factors have contributed to
this selection, including the higher efficiency of such
enterprises which allows them to make better use of the fiscal
incentives, the existence of marketing channels, and the technical
and financial cepccity to gain high credit~worthiness.

It has also been observed that the countries cppear dissatisfied
with these limitations of their systems of incentives, even though
better results have been achieved here than in other regions of the
world, and this will lead to a search for new institutions to make
external trade in menufactures accessible to small and medium—-sized
national entrepreneurs with potential export capacity. '
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A final glance at this picture shows that the strategy applied
to date appears to lead towards another vhich is frarkly selective
end which would not only take into accourit the above-mentioned
elements (efficiency, marketing channels, and credit capacity) but
also export potential deriving from other factors which should
be first identified and then eppropriately stimulated, while at
the same time an endeavour would be made to integrate export
incentives with an industrial policy aimed at making the sector
more efficient and hence less dependent on fiscal-type solutions,

International co-operation in the field of export development
is taking a definite shape, but it is still considered to be
inadeguate for the countries of Latin America and the developing
countries in general, Increased financial resources have been
insistently requested for example, for technical assistance and
for the creation of machinery for the refinancing and reinsurarce
of export credits, In bilateral co-operation, the improvement
or introduction of generalized systems of preferences is required,
and complaints cre being made about the conditions of access
to markets in general. The countries of the region ere consciously
trying to avoid a repetition in industrial exports of what happened
with their primary exports, i,e,, that these products shculd be
bought in their place of origin instead of being sold by them in
the countries of their destination,
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Table 1 (contimed 1)

Total
primary
products SITC sections
(s1TC Total
Country Year sections m:ufa% Total
0 to 4 tures exports
plus
division 5 6 7 8
Total for group 1965 4 294 465 17 o24 49 392 6 615 5 340 73 371 4 372 836
13359 4 932 351 22 177 91 322 15 277 10 342 139 118 5 071 469
1970 5 511 15? aee LERE] LR R LR 17? 658 5 &38 815
1971 5 L78 298 .ee .ee eee .o 167 502 5 644 933
Srall countries
Group &
Guatemala 1965 159 760 6 LoB 12 122 1 957 5 547 26 034 185 794
1969 189 960 14 525 33 232 4 030 13 608 65 395 255 355
1970 209 026 19 W6 39 W6 5 308 16 896 81 156 290 182
1971 224 011 75 989 300 000
El Salvador 1965 156 524 7 604 14 536 1 96k 8 072 32 176 188 700
1969 137 948 14 oz24 28 537 6 300 15 300 64 161 202 109
1970 162 695 13 €80 29 712 6 172 16 058 65 622 228 317
1971 157 800 72 200 230 000
Kondures 1965 120 527 2 448 1 941 - 1 658 6 047 126 574
1969 151 118 4 990 4 672 6 5 014 14 682 165 8ae
1070 157 093 4 921 4 315 4 4 46y 13 707 170 800
1971 185 400 9 Yoo 195 000
Nicaregua 1265 140 764 2 176 2 569 - 2 591 7 335 148 100
1969 140 011 6 91y 7 U9k 376 3 953 18 737 158 7hG
1970 150 830 9 526 11 930 318 6 019 27 793 178 623
1971 153 800 29 000 182 2o
Costa Rioa 1965 95 367 5 797 4 365 617 5 678 16 U57 111 Bou
1969 154 1720 8 687 13 237 3 587 8 719 34 230 188 yoc
1970 188 us0 11 Yeu 16 777 4 6u8 9 884 42 713 231 163
1971 184 500 eos ese .o 47 300 221 800
Penama 1965 77 442 30 391 1 135 558 78 000
1969 111 633 121 1 495 L1 §10 2 467 114 100
1970 110 312 106 88o 21 331 1 588 111 700
1971 115 600 eun eon aes aes 2 Loo 118 ooo
Dominican
Aepublic 1985 132 560 3 890 250 - - 4 140 136 700
1969 178 600 4 300 500 - - 5 L4oo 184 ©oo
1970 207 700 5 350 550 - - 5 900 213 600
1971 256 200 6 500 300 - - 6 oo 243 00G
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Total
Pﬂ‘(’-‘;"-'i SITC sections
. products Total Total
Covntry Year se(ziifzns manufeo- exports
0 to b tures
plus 5 6 7 8
division
€8)
Hoitd 13€5 was ves ees .es ven .se 36 800
1569 .us ses .an are ees ese 37 200
1970 vee .es ove ves Lo 200
1971 oo 46 200
Totel group A d/ 1965 882 guk 28 353 36 174 4 539 23 682 92 7u8 975 692
1969 1 063 uho 54 161 89 167 14 340 47 Lol 205 072 1 268 512
1970 1 186 106 64 463 103 640 16 471 53 705 238 279 1 b2k 385
1971 1 257 511 2L3 089 1 500 600
Group B
Barbados 1965 26 946 127 238 35 Lol 8ok 27 750
1969 22 429 655 826 2 848 1959 6 2008 28 717
1970 22 729 1 048 913 3 250 2 559 7 770 30 499
1971 25 700 8 8oo 34 500
Guyana 1965 98 us0 868 3 598 - 8l 4 550 103 000
19€9 113 219 722 2 410 30 619 3 761 117 000
1970 130 900 850 2 250 - 1 000 4 100 135 000
1971 108 550 1 000 1 600 - 1 200 3 800 112 350
Jamaica 1965 158 Lys 3 077 4 554 114 7 740 15 525 214 000
1969 263 865 6 957 L 9lg 479 12 750 25 135 289 00O
1970 117 050 6 363 4 000 1 189 10 398 21 950 339 000
1571 318 564 6 877 6 126 1 oko 13 393 27 b3é 346 00C
Trinidad and
Tobago 1965 345 716 21 222 4 412 2 481 3 827 31 gh2 377 658
1969 kog 055 4 459 5 975 432 7 hod 58 274 467 329
1970 k24 751 27 §oo 8 175 49 8 8os 55 249 480 000
1971 458 Loo 59 600 518 000
Total group B 1965 669 537 25 294 1z B2 2 630 12 055 52 821 722 4oB
1969 808 568 52 793 14 160 3 789 22 756 93 478 902 046
1970 895 30 4§ 061 15 338 4 908 22 762 89 069 984 499
1971 911 214 99 636 1 0lo 850
Group C
Bolivia 1965 111 351 - 826 - 23 849 112 200
1969 176 800 - 1 000 - - 1 000c/ 177 800
1970 188 Loo - 1 000 - - 1 000/ 189 Loo
1971 173 000 - 1 000 - - 1 000c/ 174 006
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Total .
primery
products SITC sections .
G (s1TC ota Total
ountry Year sections manuféo- exports
0 to Y 6 8 tures
plus 5 7
division
68)
Ecuador 1965 175 306 1 557 416 - 921 2 89y 178 200
1969 185 008 1 899 498 - 695 3 092 188 100
1970 230 317 1 Y423 232 - 528 2 183 232 500
1971 228 079 1 748 266 - 2 007 L 021 232 100
Paraguay 1965 52 L6 4 685 119 - 15 I 819 57 265
1569 46 294 3 816 828 - 14 Y 658 50 952
1970 58 896 4 135 1 024 - 15 5 174 64 070
1971 58 923 5 007 1 258 - 16 6 281 65 204
Uruguey 1965 180 698 841 9 142 43 Y76 10 502 191 200
1969 172 717 1 859 22 747 1181 1 832 27 619 200 335
1970 196 759 2 491 28 329 1 824 3 306 35 %50 232 709
1971 172 871 Y 768 25 481 1 416 1157 32 822 205 695
Total group C 1965 519 801 7 083 10 503 43 1 435 19 06Y 533 865
1969 580 819 7 574 25 073 1 181 2 541 36 369 617 188
1970 674 372 8 o49 30 585 1824 3 849 L4 307 718 €79
1571 632 873 11 523 28 005 1 416 3 180 Yy 124 676 997
Total ups
—1&?3 “E 1965 2 072 332 60 730 59 519 7 212 37 172 164 633 2 236 965
1963 2 452 827 114 528 1268 Yoo 19 310 72 681 334 919 2 787 7ué
1970 2 755 908 118 573 149 563 23 203 80 316 371 655 3 127 563
1971 2 8ol 598 386 849 3 188 Lyy
Total E._a_‘l':_in
America d/ 1965 10 115 okl 188 543 277 267 72 411 76 313 614 534 10 729 578
1969 11 948 uyy 299 372 514 270 232 320 172 977 1 218 939 13 167 413
1970 13 114 334 vee eee ase vee 1587 089 14 701 423
1971 13 o4 920 1 868 385 14 933 305
8/ Figurer provided by CACEX (Banco do Bresil),
b/ Banco de la Repdiblica de Colombie.
o/ Lstimate,
4/ Excluding Cube and Heiti,
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Table 2
SHART OF LATIN AMERICA AND REST OF WORLD IN TOTAL EXPORTS

(Peroeteges)

Latin Americe g/ Rest of world
Country Year Primary Manufac- Prirery Menufac -
products tures Total procducts tures Total
Large ocountries

Argentina 1960 15.4 25.3 15.8 84.6 a7 84,2
1965 14.8 49.0 16.7 85.2 51.0 83,3

1369 18.3 52.6 23.0 B1.7 L7.4 7740

1570 15.9 52,0 20,9 8l4.1 L3.o 73,1

1971 17.3 Ly, 2 21.3 82.7 55.8 78.7

Brezil 1360 6.6 26,4 7.0 95.4 73.6 93.0
1965 8.7 59.4 12.7 91.3 40.6 87.3

1969 7.4 46.8 11.2 92.6 53.2 86,8

1970 5.8 b2,6 11.5 9L.2 57.4 . 88.5

1971 5.0 42,9 12.6 95.0 57.1 87,4

Mexzico 1360 1L 18.7 3.6 98.6 81.3 96.L
1955 2.6 28.3 6.7 97.4 71.7 93.5

1969 3.1 28.5 8.6 96.9 71.5 91.4

1970 3.3 2L 9.0 96.7 75.6 91.0

1971 L4y 22.7 10.6 95.6 773 89,4

Medium~sized countries

Colembia 1960 1.1 52.2 1.9 98.9 7.8 98.1
1965 749 51,2 10,6 92.1 485.8 Ba.1

1969 7.8 43.9 11.4 92.2 56.1 62.5

1970 9.l 50.1 13.5 90.9 Lo.9 85.5

1971 10.6 55,0 15.9 83.4 Ls5.0 84,2

Chile 1960 3.6 81.8 77 96.4 18,2 92.7
1365 6.4 63.3 8.3 93.6 5647 91.7

1969 8.2 777 10.6 91.8 22.3 89.%

1970 10.5 64.9 12.8 89.5 35.1 87.2

1971 11.8 81.0 14.8 8802 19.0 85.2

Peru 1960 9.7 36.1 9.9 90.3 63.9 90.1
1965 9.3 30.4 95 90.7 9.6 90,5

1969 6.1 64,9 6.8 93.9 35.1 93.2

1970 5.9 4g,2 6.5 94,1 5048 9345

1971 8-3 59-3 9-1 91.7 L?Oa? 90'9

Venezuelsa 1960 8.5 32.3 8.6 91.5 67.7 91.4
1985 13.3 42,3 13.5 86.7 5747 86.5

1969 16.2 66,4 16.8 83.8 33.6 83.2

1570 141 60,0 4.6 85.9 Lo.0 85.4

1971 10.9 57.6 11.4 82.1 Yol 88.6
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Latin imerica &/

Rest of world

Country Year
i pems | Twl  pumm o Memtes g
Small countries
(2) Central Ameriean Common
Forket, Panama and the
Caribbgan :
Guaten. la 1960 3.6 61.3 543 96.4 3.2 9k, 7
1965 9.5 91.0 20,9 90.5 9.0 79.1
1969 13.4 93.9 34.0 86.6 6.1 66.0
1970 13.9 95.3 36.7 85.1 by 63.3
1971 10,6 95.8 32.2 89.4 4,2 67.8
El Salvador 1960 5.9 93,9 10.8 9l 1 6,2 89.2
1965 8.8 98,6 24,1 91,2 1.4 75.9
1969 9.4 97.5 37.4 90.6 2.5 62.6
1970 6.8 96.6 32.7 93.2 3.4 €7.3
1971 6.6 96.6 34.9 93.4 3l 65.1
Hondures 1960 7.4 50.0 18.1 82.6 50,0 81.9
1965 13,0 88.3 16.6 87.0 11.7 8.1
1969 11.3 39.8 18,2 88.7 10,2 81.8
1970 10,1 89.5 16.4 9.9 10.5 83.5
1971 5.8 89.5 9.8 9k, 2 10.5 90.2
Nicaregua 1960 6.6 17.1 7.2 93.4 82.9 92.8
1965 3.6 99.7 8.4 96.4 0.3 91.6
1969 11.0 98.1 21.3 89.0 1.9 78.7
1970 14,7 97.9 27.7 85.3 2.1 72.3
1971 14,5 98,1 27.8 85.5 1.9 722
Coste Rloa 1960 R 80.0 5¢3 95.6 20.0 9.7
1985 6.8 94,7 19.7 93.2 5.3 80.3
1969 7.5 97+3 23.8 92.5 2.7 75,2
1970 6.3 98.2 23.3 2.7 1.8 76.5
1371 7el 98,5 25,8 92,9 1.5 74,2
Penend 1960 - 100.0 0.5 100.0 - 99.5
1965 1.3 91.6 1,9 a8.7 8.4 98.1
1843 4.5 88.9 6.3 95.5 11.1 93.7
1970 3.1 7640 4.0 9649 24,0 96.0
1971 9.1 89.4 10.7 90.9 10.6 89.3
Dominican Republic 1960 0.4 - 0.4 99.6 100.0 99.6
1965 1.4 .7 1.5 58.6 94,9 e8.5
. 1969 0.4 3.7 0.5 99.6 96.3 99.5
1970 0.9 2.4 0.9 29,1 96.6 99.1
1371 0.8 2.9 0.9 99.2 97.1 99.1

/Teble 2 {contimed 2)
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Country

Year

Latin America &/

Rest of world

Prima Manufac=- Prim Menufac-

praduom‘;s tzﬁs Total p:odzgs tu:ﬁs Total
Barbados 1360 3.4 71.4 5.4 96.6 28.6 94,6

1965 1.9 62.2 3.6 98.1 37.8 96.
5 1969 0.9 12.6 3.5 99.1 87.4 96.5
1370 0.9 10.3 3.3 99.1 89.7 96.7
1971 0.8 9.1 2.9 93.2 90.9 97.1
Guyanza 1960 13.9 28.6 4.5 86.1 1.4 85.5
1965 1l0.4 15.8 10.7 89.6 84,2 89.3
1969 12.5 21.2 12,8 87.5 78.8 87.2
1970 10,8 22.0 11.1 89.2 78.0 88.9
1971 12.1 23.7 12.5 87.9 7643 87.5
Jameica 19650 - 20.0 1.0 100.0 80.0 99.0
1965 0.8 8.8 1.4 99.2 91.2 93,6
1969 1.6 314 4.2 98.4 68.6 95.8
1970 %l 60,1 5.9 97.9 39.9 9l 1
1971 2.0 51.0 5.9 98.0 49.0 94,1
Trinided and Tobago 1960 1.0 46.0 3.6 99.0 54,0 96.4
1965 2.5 20.4 4,0 97.5 79,6 96.0
1969 6.8 23.0 Ge8 93.2 77.0 9%.2
1970 8.1 33.5 11.0 91.9 66.5 89.0
1971 8.1 33.5 11.0 91.9 66.5 89.0

(b) Four South kmerican
countries

Bolivie 1960 12.3 100.0 12.4 87.7 - 87.6
1965 2.0 88.7 2.7 98.0 11.3 97,
1359 9.1 90,0 3.6 30.9 10.0 90,4
1970 10,1 90.0 10.6 89.9 10.0 89.4
1971 13.9 90,0 4L 86.1 10.0 85.6
Eeuador 1950 52 41,7 5.8 94,8 5€.3 9, «
r 1965 4.9 60.6 6.2 95.1 19.4 93.0
1969 7.6 9740 9.0 92.4 3.0 9l.cC
1970 8.3 91.6 9.0 91.7 8.4 91.0
" 1971 8.6 87.0 3.9 91.4 13.0 90.1
Paraguay 1960 38.7 - 33.0 61.3 100.0 6740
1965 21.9 543 29.7 68.1 a7 70.3
1969 36,0 by 33.4 64.0 92.9 66.6
1370 32,9 11.8 31.2 67.1 88,2 68.8
1971 31.3 9.1 29.1 68.7 90.9 70.9
Uruguay 1960 1.0 33.7 3.1 99.0 66.3 96.9
1965 7.8 18.2 8.4 92,2 81.8 91.6
1969 4.0 4.7 15.5 g6.0 7543 8l4.5
1970 9.2 30.0 12.5 90.8 70.0 87.5
1971 19.5 31.3 21.4 80.5 62.7 78,6
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Table 2 (conoluded)

Latin America &/ Rest of world
Country Yoor Primary . Manufac- Total Primary Manufac- Total
products tures products tures
Tstal Central _American
Common Market 1960 6.7 65.2 8.8 953 34,8 91.2
1965 8.3 95,0 18.4 91.7 5.0 81.6
1969 10,7 95.8 28.0 89.3 4,2 72,0
1370 10.4 96.2 28,4 89.6 3.8 71.6
1971 8.9 96.6 26,9 91.1 3.4 75.1
Total LAFTA 1360 7.8 51.1 8.5 92,2 68,9 91.5
1965 10.2 o 11.9 89.8 56,0 86.1
1969 10.9 43.5 17.6 89.1 5645 86.4
1970 10.0 40.6 13.1 90,2 594 86.9
1971 10.0 36.5 13.% 90,0 61.5 86.4
Total Istin Americe b/ 1960 7.4 33.7 8.2 92.6 66.3 91.3
, 1965 9.4 48.9 11.7 90,6 51.1 88.3
1969 10.3 50,4 14,0 89.7 49.6 86.0
1570 9e6 48,4 13.8 90.4 51.6 86.2
1971 9.5 45.5 141 90.5 54.5 85.9

Source: Offioial foreign trade statistics,
&/ Inoluding exports to the 24 member countries of ECLa,
b/ Excluding Cuba end Haiii,



