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INTEGRATING THE WESTERN 
BALKAN COMPANIES INTO 
EUROPEAN SUPPLY CHAINS:
ECONOMIC INTEGRATION AS A 
KEY STABILIZING FACTOR FOR THE 
REGION

Western Europe is the key trading partner of the Western Balkan countries, but local 
companies play a minor role in exports compared to foreign investors. Strengthening the 
local companies with a potential and pushing foreign investors to develop from extended 
workbenches to integrated providers will enhance the local value added and push 
economic growth. The current strain on the supply chain and the need for nearshoring/
friend-shoring create a window of opportunities. This brief focuses on the key elements 
to grasp this opportunity. 

Key facts:

1.There is a substantial economic potential following the need for nearshoring/friend-
shoring, which can increase exports and foreign direct investments.

2.FDI can have a significant impact on the local economy if pre-products can be manufactured 
locally. This is not possible for all products, and it should be taken into account when 
choosing the investors.

3.The existing tools and policies should be re-evaluated and more streamlined. Most of the 
required policies will benefit existing companies as well.
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1. GENERAL STATEMENTS

1.1 Definitions

According to Martin Christopher, a 
supply chain is defined as a “…network of 
organizations that are involved, through 
upstream and downstream linkages, in 
the different processes and activi-ties that 
produce value in the form of products and 
services in the hands of the ultimate con-
sumer”.¹ 

Nearshoring means to move current 
suppliers closer to the delivery points, 
e.g., for European companies from Asia to 
Central or Eastern Europe, in order to reduce 
the transportation risk, the transportation 
cost and, thus, also reduce their CO2 
footprint. Friend-shoring means to move 
current suppliers away from authoritarian 
regimes that align with Russia and/or China 
to countries with a lower political risk as 
democracies with free market economies. 
This label has been increasingly used due 
to supply-chain disruptions arising from the 
Covid-19 pandemic, US-China trade war and, 
more recently, Russia’s invasion of Ukraine.  

1.2 Economic integration of the 
Western Balkans

A strict focus on local or even regional 
markets will not increase the national 
wealth to the EU average or above as 
the Western Balkans per se are a small 
market with low purchasing power. The 
increased integration of the economies 
into the EU and their customers has 
largely supported the wealth growth 
of new member states. However, the 
purchasing power parity (PPP) increase 
varies depending on the country, due to 
different economic policies and baseline 
situations. While all countries, except for 
Greece and Cyprus, have experienced 
an economic growth after their EU 
accession, the growth differs, regardless 
of their GDP per capita. Western Balkan 
countries (and Ukraine) lag behind the 
EU member states of the last accession 
round in GDP per capita. Yugoslav 
successor states show a very different 
growth rate by country.

Integrating the Western Balkan Companies into European Supply Chains

¹  Christopher, M. (2005) Logistics and Supply Chain management, Creating Value-Adding Networks, Financial Times 
Prentice Hall, Harlow, 3rd ed. 

7



IDSCS Policy Brief No.19/2022 - Sept 20228

0

20,000

40,000

60,000

80,000

100,000

120,000

140,000

0.0%

1.0%

2.0%

3.0%

4.0%

5.0%

6.0%

7.0%

8.0%

9.0%

G
er

m
an

y
Fr

an
ce

Ita
ly

N
et

he
rl

an
ds

B
el

g
iu

m
Lu

xe
m

bu
rg U
K

Ire
la

nd
D

en
m

ar
k

G
re

ec
e

Sp
ai

n
Po

rtu
g

al
Sw

ed
en

Fi
n

la
nd

A
us

tri
a

Es
to

ni
a

Li
th

ua
ni

a
La

tv
ia

Po
la

nd

Sl
o

va
ki

a
Sl

o
ve

ni
a

H
u

ng
ar

y
M

al
ta

C
yp

ru
s

Ro
m

an
ia

B
ul

ga
ri

a
C

ro
at

ia
Se

rb
ia

M
o

nt
en

eg
ro

B
os

ni
a

A
lb

an
ia

N
or

th
 M

ac
ed

on
ia

Ko
so

vo
U

kr
ai

ne
Tu

rk
ey

GDP per Capita PPP Adjusted annual Growth rate Average per group

C
ze

ch
 R

ep
ub

lic

Table: GDP per capita (PPP adjusted) and average growth since the entry into the EU – since 
1995 for WB6-Ukraine-Turkey, since 2008 for Kosovo. Countries with the same accession 
date are grouped together.

Data https://data.worldbank.org/ 

https://data.worldbank.org/ 


1.3 Existing knowledge

Two major studies have recently analyzed 
the situation of the Western Balkans 
in relation to supply chains: the Vienna 
Institute for International Economic Studies 
(WIIW) study entitled Getting Stronger 
After COVID-19: Nearshoring Potential in 
the Western Balkans² and the FinanceThink 
paper Integrating Western Balkans 6 towards 
Integrated European Union – a View from 
North Macedonia.³

The WIIW concludes that “Western Balkan 
economies can benefit from nearshoring 
trends”, but that their governments have 
to take a very active role and establish 
corresponding policies. Low labour cost 
alone will not suffice to attract Foreign Direct 
investments (FDIs). The study recommends 
education and training to improve the 
quality of the labour force, strengthening of 
the governance in terms of effectiveness, 
regulatory quality and the rule of law, and 
further improving the relations between 
foreign and local companies as well as foreign 
companies and government institutions as a 
crucial factor. Benefit schemes, such as state 
aid and low taxes, while popular, only play a 
secondary role according to the study.

The study was conducted after the Corona 
shock, but before February 24th, 2022. The 
impact of the rising energy prices – which 
affects transportation costs – was not that 
noticeable at that time.

FinanceThink compares the Common 
Regional Market, as one of the objectives 
of the Open Balkan Initiative, with the EU 
accession process. The study reveals that the 
interregional trade share of the WB6 countries 
is rather low, except for Montenegro and 
Kosovo. They conclude that both processes 
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are complementary but indicate that other 
factors, such as the rule of law, remain in the 
responsibility of the countries and that the 
limited regional market is a challenge for the 
further economic development without EU 
integration.

1.4 General strategy: focus or 
process mastering

There are two possible general strategies for 
companies to develop. One is to establish 
themselves to master the full business range 
of their activity, build their own brand and 
control their supply. Such a strategy follows 
the paradigm of, for instance, GE General 
Electric: be present in markets only if you can 
attain the No. 1 or No. 2 position. This means 
abandoning all other markets and restricting 
the activity to certain markets if the financial 
and other means are not sufficient to expand.

The alternative is a “bottleneck-focused 
strategy”4, i.e. focusing only on certain 
elements of the value chain and partnering 
or outsourcing all other activities. The 
available resources are thus centred on the 
areas with the highest value added. Such 
examples are Red Bull or Coca-Cola. Red Bull 
only focuses on marketing, while production, 
distribution and sales are outsourced to 
partners. Coca-Cola produces only the 
syrup, while bottling, logistics and sales are 
delegated to partners. Companies that focus 
exclusively on production for other brands are 
similar examples of saving the capacity for 
multinational marketing and distribution in 
order to focus on an efficient production. 
This strategic choice for a company of the 
WB6 region could mean deciding if they want 
to focus only on the region and establish 
a brand and distribution, or to focus on 
production but partner to supply all over 
Europe or even further. 

² Jovanovic B et al. (2021) Getting Stronger After COVID-19: Nearshoring Potential in the Western Balkans Vienna Institute for 
International Economics Vienna Institute for International Economic Studies https://wiiw.ac.at/getting-stronger-after-covid-19-
nearshoring-potential-in-the-western-balkans-dlp-5814.pdf
³  Srbinovski B., Petreski B. (2022) Integrating WB6 towards Integrated EU - A view from North Macedonia https://www.financethink.
mk/wp-content/uploads/2022/02/Policy-Study-40.pdf
4  In German EKS, Engpaß-konzentrierte Strategie 
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2. SUPPLY 101

To promote economic integration in the 
sense of selling more products to potential 
buyers, it is important to understand the 
purchasing and supply processes. These 
processes consist of several steps, and 
every effort needs to be adjusted to the 
relevant process step. This study is intended 
to shed light on integration from the buyers’ 
perspective and to provide practical advice 
on how to improve the integration of 
the Western Balkan 6 companies in the 
European and other economies. Thus, it 
is necessary to understand why potential 
customers would like to buy from this 
company rather than from one of their 
competitors. The buying process basics 
are the same everywhere, even though not 
formalized in smaller companies or private 
households. Any measure to improve 
the chances of the industry to find new 
clients has to comprise an understanding 
of the different phases of the purchasing 
process and to adjust the activities to the 
relevant steps. As an example, the role of 
the marketing and sales force differs in 
terms of whether the potential customer is 
in the “need profile definition”-phase, where 
they ares searching for information and 
alternatives, or in the ”product certification”-
phase, where they might need technical 
engineering and quality support.

2.1 Supply process from first 
demand to final obligations

As regards the first procurement from a 
new supplier and/or a new product, the 
process follows certain steps and ends 
only when the last part ever is acquired 
from this source. 

2.1.1 Need profile

Companies establish a need profile, 
stating their requirements as to the type of 
product, the quantity, the timeframe for the 
purchase, the quality, but also the design of 
said product. This is quite often linked to the 
development of the product itself. There is 
also the possibility that current purchased 
products do not fulfil the requirements, 
from a qualitative or quantitative point of 
view. It can also be considered that there 
are price opportunities.

Companies trying to extend their customer 
base can be active in offering new solutions, 
alternative sources, and better prices 
already at this stage. They might also 
offer their own product design features to 
potential customers thus influencing the 
need profile of their potential buyers. This 
needs a strong sales force and permanent 
presence with their potential customer 
base. Fairs, participation in or organization 
of supplier days, a regular follow-up of 
market information, are just a few of the 
many methods to attract potential new 
customers. 

On the other hand, companies might be 
reluctant to change their existing supply 
chains as they do not consider it a priority, 
but then they have no opportunity to 
present their solutions. Other companies 
might not be aware of the type of a problem 
the potential customer wants to solve and, 
therefore, they waste their marketing efforts 
on companies which are not interested.

2.1.2 Scouting

Companies looking actively for new 
suppliers will send requests for offers to 
known suppliers. In some cases, a simple 
general technical capability is requested, 
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while in other cases concrete product 
specifications and quantities are part of 
the request. In this phase, the specification 
exists in general terms and alternative 
solutions have fewer chances to be 
accepted. In this process, another important 
decision is made: “make” (manufacture) or 
“buy”. The company decides whether to 
purchase or produce certain items. Besides 
the cost, the availability of the required 
production tool is of crucial importance. 
Normally, companies limit themselves 
to certain production processes and 
completely outsource others, especially if 
they differ from their general profile, e.g., 
chemical treatments in metal industry, 
packaging products for non-paper and non-
glass industries, etc.

2.1.3 Selection and qualification 

In principle, the buyer makes the selection 
of the final supplier based on their criteria, 
with the purpose of being able to supply 
the necessary quantities with the required 
quality. Production equipment, experience 
in production and previous deliveries are 
key criteria.

In numerous cases, the chosen suppliers 
need to have certain qualifications such 
as: ISO, IATF, certain labels like OEKO-
Tex in textiles, food safety certifications 
or others. For several countries, and in 
the future for all EU member states, the 
supplier due diligence laws will apply, 
meaning that the buyer will have a certain 
share of responsibility for standards like no 
child labour, human rights, etc. The supplier 
and the country it is located in will have to 
qualify in that respect. Thus, improving the 
national safety standards, while attracting 
and promoting certification and organizing 
shared use of equipment in clusters and/or 
universities for quality testing, is extremely 
important.

2.1.4 Negotiation 

Once the supplier is chosen, the delivery 
frame defined and the necessary 
qualifications obtained, the price 
negotiation is finalized. Suppliers might or 
might not obtain adjustment clauses, e.g., 
in case of price variations for raw materials, 
labour cost increases, volume changes or 
the like. They might receive the necessary 
fixtures for the production free of charge, or 
other support for the necessary equipment. 

To support the companies in this step, 
common information platforms that include 
elements for specific financing such as 
export guarantees or reverse factoring and 
specific training on financing tools and 
trade negotiations can boost the industry.

2.1.5 Production certification

At a certain point before the delivery starts, 
the supplier has to show the first products 
for certification. The product, made on the 
final machines with the defined production 
process, normally undergoes testing 
according to the client’s standards. Training 
in standards and availability of local 
certification agents, sometimes associated 
to clusters or university laboratories, are 
again helpful.

2.1.6 Start of production SoP / Job # 1

The start of production is the first 
delivery of a serial product to be used in 
the serial production of the customer. 
At this stage, besides the production, all 
logistic and financial transactions have 
to be active. Numerous measures make 
a region competitive for this step, like 
common standards on carrier boxes, 
border management for fast transport, 
multimodal transport interchange  
facilities and others.

Integrating the Western Balkan Companies into European Supply Chains
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2.1.7 Production and adaptation

During the life cycle of the product, 
adaptations might be necessary, be it for 
quality, cost-saving or other reasons. It is 
quite normal to see variations in the quantity 
due to product enlargement actions or 
variations in the demand. A competitive 
industry policy supports all types of product 
improvement and quality actions, like 
trainings on Kaizen and other productivity 
techniques. This should be encouraged by 
human resources and management and 
assisted by a corresponding education and 
fiscal environment.

2.1.8 End of production

With the end of production (EoP), the 
delivery for serial production is stopped. 
Nevertheless, contractual relations might 
continue to exist (see the following 
chapters). In most cases, the production 
tool will be adjusted, refitted for other 
productions, sold or scrapped.

2.1.9 Obligation for the delivery of parts 

In many cases, except for fast moving 
consumer goods (FMCG), an obligation for 
the delivery of parts remains, usually for 
10 or more years after the EoP. Contrary 
to serial production, the quantities are 
much lower and the production is often 
transferred to smaller lines. EoP obligations 
can also be transferred to other entities, an 
interesting market for less sophisticated 
markets like the WB6 region. Suppliers 
face less stringent delivery schedules and 
the possibility to produce by means of the 
available or used equipment. Technical 
assistance for production transfers would 
support such a development. Another 
possibility for this obligation is batch 
production and storage, usually at low-cost 
storage locations.

2.1.10 End of contract obligation

It is with this step only that all obligations 
of the parties end, usually years after the 
end of the serial production.

2.2 Supplier qualification, 
customs and other constraints 

In many industries, suppliers have to qualify 
for a variety of specifications, either industry 
standards (like IATF, ISO, food safety, etc.) 
or customer specific specifications (e.g., for 
aircraft production). It has to be understood 
that the requirements are international and 
that customer acceptance is the final judge, 
while local standards, below a continental 
level (EU, US, etc.), have little international 
value.

Certain industries need special 
qualifications to sell their products, e.g., 
export permits in armament, food and 
phytosanitary certificates, etc. The status 
of AEO - Approved Economic Operator will 
contribute to ease customs procedures. 

2.3 Types of purchasing 
organizations

Companies have distinct types of 
purchasing operations. While local 
companies by default have local purchasing 
structures, international groups have 
different structures.
In local purchasing, all purchasing steps 
are made at a local level. This is not 
only the case for local, but for some 
international companies as well, especially 
when transportation costs, distance or 
other requirements demand or favour local 
suppliers. For example, fast food chains like 
McDonald’s prefer to source and therefore 
procure locally.
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In central purchasing structures, purchases 
are made at the level of the headquarters 
or some higher regional level. This is mainly 
the case when the procurement requires 
highly specialized know¬ledge, when the 
connection to the product development 
requires close cooperation with the central 
product design or when the procurement 
is done worldwide. Aircraft industries with 
very few production locations are typical of 
very centralized purchasing, which procure 
materials from the world market and follow 
the standards top-down.

In many cases, companies choose a 
mixed approach between local and central 
purchasing. This is often the case when 
different items for procurement have 
a different complexity, when local cost 
advantages, specifically transportation 
cost, should be recovered and when local 
technical knowledge, at least regarding 
some items, is available or easy to create. In 
some cases, local purchasing procures only 
for local needs. In blended organizations 
local units procure certain items for a larger 
complete company level. A specific state 
aid credit for local or blended purchasing 
organizations will help develop a local 
supplier base.

Integrating the Western Balkan Companies into European Supply Chains
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3. SUPPLY POTENTIALS 
IN NORTH MACEDONIA
North Macedonia as a small country has 
only limited local resources. To serve 
its large industrial base, a facilitation of 
different material streams is essential. 
Except for agricultural products, very 
few raw materials are available in the 
country. However, the close ports of 
Greece (Thessaloniki) and Albania (Durres) 
make ship-transferred raw materials 
quite accessible. The integration into the 
European road and rail networks gives 
access to other materials.

3.1 Production materials

Production materials are materials that 
become part of the final product, from 
steel and plastics to glass and other raw 
materials, but also parts and components. 
Each industry needs a different set of 
production material.

Industries with a high-capacity output 
mostly need large quantities of production 
material items and therefore source from 
partners with a large industrial base, e.g., 
electronic components for electronic 
elements, or cable for wire harnesses 
in the case of automotive suppliers. In 
many cases, there are currently no local 
suppliers for the quantities needed. Some 
companies attract suppliers to invest and 
to produce locally.

Other industries with lower quantities 
consequently have lower quantity 
requirements, which fit local industries 
better. In the case of North Macedonia, 
one can observe a higher share of local 
purchases by companies with lower 
quantity requirements, regardless of the 
complexity.

The influence of the transportation cost 
cannot be underestimated. Goods with a 
high volume/worth ratio, like beer cans, are 
more likely to be locally procured compared 
to goods with a low ratio, like electronic 
components, for which the transportation 
cost even of air shipping is of lesser 
importance. Any policy encouraging local 
sourcing should start from this aspect.

3.2 Non-productive materials

Non-productive materials are all materials 
that do not enter in the final product 
composition. This starts from production 
machinery and stretches over to fluids 
and tools, as well as to packaging and all 
personal equipment and supplies for the 
workforce. Real estate is a separate case in 
this category.

Depending on the specification, local 
sourcing might not be possible, e.g., 
machinery is normally sourced on a 
regional if not global level. However, for the 
majority of the items local procurement is 
used, be it for purchasing convenience due 
to a large variety of items while the quantity 
needs are often low and, many a time, even 
unique.

3.3 Services

Services are another part of procurement 
and the range from facility services 
(maintenance, cleaning, canteen) to 
consultancy services (legal, tax, auditing, 
financial), as well as to specific qualification 
and training needs. For industrial 
production, the transportation makes up 
a large part of the expense. Energy and 
special fluids or compressed air are a mix 
of service (provision) and material (oil and 
gases); their constant availability has a 
higher cost tag than the material itself.



In the current energy situation, the 
provision of renewable energy, e.g., 
from photovoltaics, becomes another 
important factor. Companies that have 
their own photovoltaic production require 
maintenance and connection services as a 
precondition to an investment in that area.
Specific attention should be paid to 
maintenance. Complex machinery requires 
specific maintenance and repair services, 
usually provided by the manufacturer or 
their technical partners. While the number 
of employees is normally low – machines 
should not require many workdays of 
external specialists – the value per hour 
is relatively high as the necessary skills 
are expensive and need a lengthy training. 

15Integrating the Western Balkan Companies into European Supply Chains

Machine suppliers usually have 
regional solutions for their teams that 
are more effective when they speak 
the language and are regionally based. 
Improving the conditions for such 
companies does attract a significant 
value per employee.

In this context, it should be 
mentioned that the conditions for 
foreign specialists are not optimal in 
several WB6 countries and that such 
specialists, while working only for a 
limited time in the country, might stay 
for an extended period or might need 
to start their work on very short notice 
in case of emergencies.



4. STRATEGIC 
SUPPLY INITIATIVES 
(DATABASES, B2BS)

Databases play a huge role in the search 
for new suppliers. In each of the phases in 
the purchasing process, the professional 
buyer might want to look for new and 
previously unknown suppliers, in addition 
to the existing ones.

The internet has brought new possibilities. 
One is to use platforms where tenders 
are published and companies can apply. 
For certain purchases, the use of such 
platforms is mandatory, e.g., for purchasing 
projects above a certain value if state aid 
is involved. Public procurements also are 
mandatory for purchases regulated by 
the national and/or EU legislation. Most 
of the procurement platforms allow for 
registration and the setting of alerts, so that 
tenders fitting certain criteria automatically 
trigger a notice to the company. Companies 
should register on these platforms if their 
offers fit the purpose of those specific 
platforms.

For the purpose of this study, the focus 
is on platforms that allow companies 
to register their offer for purchasers to 
find them. Purchasers are looking for 
potential suppliers in the scouting phase, 
long before a concrete purchasing action 

is taken as described in the negotiation 
phase. The presence in such databases is 
a recommended marketing tool to expand 
sales.

The active management and improvement 
of these platforms should be a policy for 
any government, organization or company 
that wishes to reinforce the integration of its 
economy in the international supply chains. 
There are a number of databases which 
are relevant for companies on a national 
and regional level: Invest Macedonia5  has 
an export database that enables searching 
for trade partners based on specific goods, 
types of companies and locations. The 
Western Balkan Chamber Investment 
Forum6  (WB6 CIF), as an association of 
the economic chambers of the Western 
Balkan region, has a common export 
database. The data is maintained by the 
chambers of commerce in each of the six 
countries. The AHK Suppliers forum7  is a 
common initiative of the German chambers 
in 15 countries, among others Serbia, North 
Macedonia, Albania, Kosovo and Bosnia-
Herzegovina. Suppliers and buyers can 
register, while the supplier registration is 
free for members of the German chamber.

A commercial platform is Alibaba.com, a 
web service run by Alibaba Group Holding 
Limited. It claims to be the world’s largest 
online B2B marketplace for manufacturers, 
suppliers, exporters and importers, and it 
operates worldwide. Its main base is China. 
It is listed to be the 33rd largest company 
in the Global 200 list by Forbes8. A specific 
feature of Alibaba.com is the proprietary 
technology using AI and the combined 

5 Invest North Macedonia database https://Export.InvestNorthMacedonia.gov.mk/
6 Western Balkans 6 - Chamber Investment Forum Official Website https://www.market-access.wb6cif.eu/
7  AHK-isf.eu
8 Murphy A., Contreras I. (2022) The Global 2000, Forbes https://www.forbes.com/lists/global2000/?sh=6acbe8ca5ac0 
(retrieved May 22nd, 2022)

IDSCS Policy Brief No.19/2022 - Sept 202216

https://Export.InvestNorthMacedonia.gov.mk/
https://www.market-access.wb6cif.eu/
https://www.forbes.com/lists/global2000/?sh=6acbe8ca5ac0


approach to unite C2C, B2C and B2B in 
one specific service. Buyers and sellers are 
assisted with a chatbot. Alibaba claims a 
presence in 200 countries and connection 
with 26 million buyers and 400 000 inquiries 
daily. While Alibaba might not be the ideal 
database for companies in the Western 
Balkans that want to sell in Europe, the 
technology and methodology used can give 
an example for the development of their 
own solutions. It should be considered as a 
platform for sales on the Chinese and even 
the Asian market.

Different organizations run regular 
or spontaneous events to establish 

business contacts. The German purchaser 
association BME organizes annually the 
Western Balkans B2B meetings. Companies 
that are interested to meet purchasers have 
to pre-qualify by delivering information 
and certifications. Qualified companies 
will then meet specific buyers in B2B 
meetings in person (during the Covid-19 
crisis online). Via this mechanism, active 
matching is created. Different chambers, 
such as the AHKs, organize specific B2B 
forums and delegation visits, incoming as 
well as outgoing. Furthermore, they offer a 
market research service where companies 
can request a search for specific  
business partners.
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5. CONCLUSION AND 
RECOMMENDATIONS

While there is a large number of initiatives, 
it is difficult for local companies to get an 
overview and to find the specific support 
that they need. Structured support provided 
by the state institutions, chambers of 
commerce and/or promotional agencies 
would consist of listing and combining the 
different initiatives, thus achieving some 
level of coordination and synergies.

The proposed measures are as follows:

1.Structured, long-term joint promotional 
and marketing efforts of businesses in 
cooperation with the state institutions, 
such as fairs, participation in supplier 
days, regular follow-up of market 
information, presence in supplier 
databases, direct sales presence 
through business representation 
offices and other types of promotion 
of specific industries to investors and 
local industries.

2.Industries and state institutions 
need to further develop the national 
standards and support quality 
methods, while promoting alignment 
with the European standards.

3.Certification and other laboratories 

need to be created, promoted and used. 
Clusters and/or universities should 
join forces through an exchange of 
personnel and equipment.

4.Informational campaigns need to be 
constantly organized and updated, 
while training should be offered by 
competent organizations. Exchange 
between companies in the same 
businesses and clusters should be 
encouraged. 

5.The existing support by competent 
organizations should be promoted and 
additional support, such as a business-
friendly tax environment, should be 
established for all types of product 
improvements and quality actions. 
The respective measures could could 
comprise a minimum training effort for 
all employees in relation to the salary 
mass.

6.Common informational platforms 
containing specific financing 
information and trainings about 
export guarantees, factoring, reverse 
factoring and international trade 
information, should be established, 
e.g., by the banking association or the 
Development Bank.

7.FDI/export promotion activities and 
trainings should support specific 
aspects, such as 

1) new suppliers regarding the 
obligations for the delivery of parts; 
2) technical assistance for 
production transfers; 
3) market information about the 
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needs and opportunities for local 
supply of all kinds of products; 
4) state aid conditions for 
companies with highly-skilled 
employees; 
5) companies with local sourcing 
options and local or blended 
purchasing organizations. The 
conditions for foreign specialist 
legal employment need to be 
streamlined.

8.Integration of various databases of 
national and regional organizations, 
such as chambers of commerce, 
international chambers like AHK and 
WB6-CIF, etc. Information recovery 
through web crawling, data lake and 
advanced search tools should be used.

9.Regarding the transport sector, 
efficiencies should be stimulated 
such as: 

1) common standards on carrier 
boxes; 
2) border management for 
fast transport; 3) creation of 
multimodal transport interchange 
facilities; and 
4) handling of transportation 
permits. 

10.Concerning redundant workers 
in specific sectors, such as mining, 
retraining and requalification should be 
established together with a targeted FDI 
attraction, thus leveraging the existing 
skill sets.
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ANNEX: 

List of interviews/company visits for this 
study

o Van Hool
o Johnson Matthey
o Kostal
o The Customs Administration
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