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MARKET STUDY ON THE Z4EXICAN MARKET FOR

HOME AND OFFICE FURNITURE

This market study has been prepared to assist
n f irms interested in exporting to Mexico. While
rt bas been made to examine thle most imIportan~t
of the. sector, the. study is not exhaustive.

es will have ta taij.or their marketing approach
ng to their particular interests and
tances.
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BACKGROUND

n imports of consumer products have increased dramatically
e past four years as a result of Mexico's trade
lization policies, which in 1988 reduced all import duties
lowed the importation of many items previously protected by

import permit requirements. These measures had a
ularly strong effect on consumer products because these
ýrotected by the highest duties and by more import permit
ements. Total imports of consumer goods increased by 82.1%
39,. -44.4% in 1990 and another 10.6% in 1991. Consumer
te, which in 1988 represented 10.2% of total imports,
sed their participation to 14.9% in 1989, 16.3% in 1990 and
all to 14.8% in 1991.

be seen, the upward trend is decreasing, as the first boom
and is giving way to a more stable growth pattern. The

n consumer is very much influenced by the U.S. market, and
Mexicans have at least been to Mexico-U.S. border
ities and are familiar with U.S. consumer products. This
d an attraction towards imported products, which was
r reinforced by the fact that these items were not
ble in Mexico, since their importation was either
,ited or non competitive. Therefore, when the importation
.beralized, this created a short term boom. Slowly this
riminate sale of imports has given way to more reasonable
,sing programs, mostly based on a close relationship between
chains and major foreign distributors or representatives.
>nsumer is no longer favoring imports over locally made
only because they are imported, but shops for a price and
y balance. Brand and company names are also now being
ized and related to particular features.

CONOMIC ENVIRONMENT

the objective of reducing the inflation rate, the Mexican
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annual rate of 5% and total $741.7 million in 1994. Imports are
expected to grow at a faster pace than domestic production, and
increase their market participation from 8.6% in 1988 to 22.3% in
1 ccA

TAELE 1
APPARENT CONSUMPTION OF

FURNITURE AND LIGNTING FIuTURES
(U.S.$ million)

1988

450.2
37.5
52.3

435.4

1989

508.7
85.8
54.5

540.0

539.2
117.4

51.6

605.0

560.8
131.5

50.1

642.2

1994P

630.8
165.6

54.7

741.7

tta published by Secretarla de Comercio y Fomento
OFI); production figures based on data by Instituto
;rafla, Estadistica e Informática (INEGI).

notion for 1990 can further be divided into
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921.5
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2,447.3
399.0

16j,196. 1

374.9
664.9
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3,014.7
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457.7

21,269.9
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DITS PRO MNEXICO
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Little or no know,1.dge of Canadian~ products, both by ratai 1ers
and4 copnauers;

-Vry little interest by Canadian mu1acturers in market~ing
their prodiuçts in Meico, as perci.ved by retailers, who
renorted havina rece iv close ta no catalogs, calls or visits



Productionl

>d furniture manufactuing industry represeflts
,ufacturing GDP and Qnly 0.4% of total GDP, whil.e
nanufacturiflg accounts for 0.08%. Eetween 1970
ndustry grew at an average rate of 3.2%, as
4.6% overail GDP growth rate. Furniture

a yery fagm~ented industry. It is estimated that
L of apprQciIEately 2,200 furniture manufactuers
ding siiall shops. They are predoinantly (62%)
Lishments vith an average of 6 workers and amal
25 workers. Only 1% of ail f irms are large and
rs on average. Miost of these manufacturers (40%)
Le Mexio City area and in thie Northern (20%) and
'gions of the counItry near Mexico's largest
s, Guadalajara and Monterrey. The Mexican
ry still has a very 1ev automation level, in
LS production cf wood furniture, where portable
Ll predoiiafltly used.

ota1. wood furnituare manufacturing, approxÙ1mately
,usehiold fur~niture, 7% of kitchen furn4 -u a, in
% se caled loose pieces, siçIh as hairs,
,s of drawera, etc. used in the. liuse, office
ants another 14%, do- it-ypiursel pfrniture 1% and

fa l f nilt±uro- 55% corresnDonds te

levels ef w~od furniture for 1987 in
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Promotion of furniture is mostly done through use of a direct
sales force, followed by participation in national and
international exhibitions, and use of newspaper, radio, TV and
magazine advertisement.

The commercial margin usually is of approximately 42% on the cost
and 30% on the sales price. Distributors purchase household goods
with either cash or credit, in similar proportions. Final sales
are usually made in cash or with credit cards. Credit is usually
granted for periods of 30 days.

The private sector distribution channel, which accounts for 90%
Of sales (the remainder is through government or union stores) ,
is strong and adequate, but is very centralized in the Mexico
City area. To get their products to national markets, many
companies maintain regional warehouses and some have plants in
different areas of the country. Most national chain stores have
their main purchasing offices in Mexico City, where the initial
sale and contact is made, but regional purchasing offices are
responsible for re-supplying. Others operate their own fleet of
trucks to deliver to major market areas where products then move
in"to wholesale/distribution channels. Some companies even ship
directly to their clients through the normal transportation
network. The cities which show the highest consumer indexes of
non-durable goods are Mexico City (39%), Guadalajara (7%),
Monterrey (6%), Puebla (4%), León, Tampico and -Culiacán (2%).

Commercial establishments are grouped in several chambers and
associations, the most important of which are: the National
Chambers of commerce, all associated within the Confederation of
National Chambers of Commerce (CONCANACO); the National Chamber
Of Commerce of Mexico City (CANACO); and the National Association
Of supermarkets and department stores (ANTAD).

According to a survey made by CONCANACO in the Mexico City area,
the majority of furniture stores source themselves directly with
the producer, although some 30% purchase from wholesalers. At the
same time, most stores that purchase imported furniture, which
are estimated at 50%, do it from local distributors rather than
import them themselves.

A survey carried out by INEGI in the country's largest cities,
identifies the number of stores (S) for furniture distribution,
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j units lias over 5 roouis, 27% lias between 3 and 5 roons
58% lias less rooius.

needs of housing, both to cover the needs of an increasing
tion and for substitution of old housing, are estimated at
iglit million units between 1988 and 2000. 0f theas, 74-%
pond to 10w income housing; 21% corresponds to middle class
j and 5% to higli to luxury housing.

ing to the Centro Impulsor de la Construcci6n y la
:-i6n A.C. (CIHAC) , private investuent in construction lias
sed from $11.9 billion in 1988 to $15.4 in 1990 and another
a 1991, to $16.7 million. Public investuent in construction
timated at $7 billion in 1990, of whicli 34% corresponded to
instruction of buildings, distributed as follows: office

1990
value

1991
value

10,740.0

.9 6,333.3

1,786.7



1,236.8 1,122.7



accepted by the Secretariat of Planning and
tarla de Programaci6n y Presupuesto - SPP). As of
,bove require3uent for prior registration with SPP
ted.

-es nov in force require the f oreign supplier to
nt or representative and it bas to be registered
ai representative as an accepted supplier with
ministry and/or decentralized agency according to
i tender requirements under review.

enders f inanced by the World Bank - or the
ýveiopment Bank are open to ail meiuber countries
Ltions. More recently, the World Bankc, where its
ived, bas required that bid documents should also,
lavit conf irming that the Canadian company is a
.an company with an of ficiai residence in canada
i. recognized as a contributing uiember to the

Eicial metric requirements applicable to imports
wever, since the metric system of unit. is, by
al 4miiri f w.iht-g and mAaaurps tin Maxdco.

.80
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LIST 07 MAO UER8KT

armACENES AURRERA B.A. de C.V.
(Aurrerd, Bodegaurrer, superama)
Presidente Masaryk 111
Col. Chapultepec Morales
11570 México D.F.
Phone: 203-1311 399-4011 Axt. 3620

531-8672 direct
new: 327-9111

Fax: 726-34-50
Contact: Sr. Javier Lpez Mancisidor

Purchase Vicepresident

BANCO SUCEBCRES, B.A. de C.V.
Av. Jardin 245
Col. Tlatilco
Estado de México
Phone: 355-7555
Fax: 355-33-55
Contact: Sr. Mateo Codinas A

Commercial Vicepresident

GIGANTE B.A. de C.V.

Av. Ejército Nacional 769-A
Col. Polanco
11520 México D.F.
Phone: 250-3011
Fax: 250-9171
Contact: José Luis Curiel

Purchases Clothing
Jorge Fernández
Purchases General Merchandise

OPERADORA CauanCIAL NurTCANA B.A. de C.V.
Chabacano 43
Col. Asturias
06850 México D.F.
Phone: 740-4955 740-3737 .740-4101 740-5612 740-4362
Fax: 740-8307 740-9298
Contacti: Irkg. Santiago Garcia Garcia

Purchasing Director

TIENDAS CBEDRAUI, B.A. DE C.V.
Av. Javier Rojo Gomez 400
Col. Barrio Sn. Pedro
09000 México D.F.
Phone: 685-53-22 686-90-22
Fax: 685-02-11
Contact: Sr. Benigno Oses

Comprador de Importaciones.



ISCUENTO SULTANAP S-A. (SORIA>
igeles 1732 Ote.
.ey, N.L.
1) 31-00-19 ext. 142
1) 31-07-84
Carlos Alvarez

-ente de Compras

L UNAN
-sitaria
D.F.
)-50-64 550-50-65
)-50-71
,Gerardo Garcia A-
>director de Adquisiciones

NWIAL DE TODO B.A. de C.Ve



B.A. de C.V.



MXICO S.A. de C.~V.
-anza 72

D. F.

)ez Vazquez

y Caiie Deportiva k1.434

ous p1urchasi1nq managers by area>



CONMCIL CLIORNAN8B.. de C.V.
la Cat6lica 191
tntro
*a Paz, E.C.S.

(682) 2-58-77 ~ 2-43-60
(682) 5-39-70

Ag ~ustin Rut! o Velarde
Imprts

1 DE DNMUETO DULTAINI B.A. de C.V.



APPm.NDI IV:
& LIGETINO IIXTURE8 DI STIBUTI ON CRAINS
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Garz a, N. L.
50-44-44

;uerrero C.



NUEBLERIA NOSQUETA, B.A.
Mosqueta 174
Col. Guerrero
06300 México D.F.
Phone: 591-18-66
Fax: 592-35-56
Contact: Isaac Hannon

Jefe de Compras

VADU
Molinos 18 Local B
Col. Mixcoac.
03910 México D.F.
Phone: 611-60-33
Fax: 611-69-81
Contact: Lic. Abel del Vázquez

Jefe de Compras

LIGRTEIe0 FIXTuRES

ARC
Av. Revolución 1349
Col. Tlacopac - Sn. Angel
Phone: 593-29-51
Fax: 680-46-98
Contact: Gustavo Avilés

Jefe de Compras

ARTE0ANIAS BAJAI B.A. DE C.V.
Segundo Eje Ote-Pte. No. 25.
Cd. Industrial
Masa de Otay
22500 Tijuana, B.C.N.
Phone: (66) 23-34-00
Fax: (66) 23-30-72
Conitact: Robert Blattner

Vicepresidente

P0000, S.A.
ChUrubusco 3900 Nte.
Col. Francisco G. •Sada
64510 Monterrey, N.L.
Phone: (83) 34-11-00 34-11-01
Fax: '(83) 34-23-24
Contact: Ing.. Roberto Zambrano V.

Director General

ILUNINACION LAUREL, B.A. DU C.V.
Prol., Av. Vicente Guerrero 7515
Col. del Vaile
32340 Cd. Juárez, Chih.
Phone- (16) 17-33-88 17-32-27
Fax: (16) 549-60-60
Contact: gIg. Noé lRodrIgues A.

Gerente General



La CASA DEL Poo B.A. DE C.V.
Bolivar 69 - B
Col. Centro
06080 México D.F.
Phone: 709-54-63
Fax: 709-94-62
Contact: Srta. Julieta Cer6n

Jefe de Compras

LUCES DE MEXICO, 8.A. DE C.V.
Rio Grande No. 1 y California
Parque Industrial Rio Grande
88170 Nuevo Laredo, Tamps.
Phone: (871) 272-77 277-12
Fax: (871) 273-03
Contact: R.L. Hamilton

Gerente General

OSRAM, S.A. DE C.V.
Alce Blanco 22
Frace. Industrial Alce Blanco
53370 Naucalpan, Mex.
Phone: 360-03-82 ext. 116

Fax: 360-20-28
Contact: Srta. Gabriela Jurado N.

Encargada de Importaciones

950s, B.A. DE C.V.
Av. Interceptor Poniente 16
Fracc. Industrial
54730 Cuautitlán Isaalli, Edo. de Máx.

Phone: 872-60-66
Fax: 872-17-47
Contact: Ing. Peter Petersen

Gerente General

27
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