
European fur SME perspectives on the

TRANSATLANTIC TRADE AND  
INVESTMENT PARTNERSHIP (TTIP)



The negotiations of the Transatlantic Trade and 
Investment Partnership (TTIP) between the Eu-
ropean Union and the United States represent 
an outstanding opportunity to foster employ-
ment and competitiveness, and to promote real 
growth on both sides of the Atlantic.

The European fur sector mainly consists of high-
ly specialised SMEs, providing high quality and 
innovative goods and craftsmanship, making 
Europe the global leader in the production of 
pelts with Fur Europe countries accounting for 
996.6 million euro of global export in 2014.

It is Fur Europe’s opinion that TTIP is a key tool 

to enhance the openness between the EU and 
US markets. In order to fully unleash the un-
tapped potential of the transatlantic trade flows, 
the TTIP negotiations shall entail a high level 
of ambition, addressing specific key barriers 
that are fuelling a vicious circle between high 
customs, onerous regulatory requirements, and 
non-tariff barriers on the one hand, and limited 
volumes of trade and net revenues of small fur 
retailers on the other.

This brochure provides a number of hands-on 
examples experienced by actors in the European 
fur sector intended to bring further perspectives 
into the TTIP negotiations.



“Joaquim Ruiz” is a family-run retail company 
located in the centre of Barcelona, producing 
fur garments and accessories. With a substan-
tial number of American customers purchasing 
fur garments during their stay in Barcelona, the 
owner of the company, Mr. Joaquim Ruiz Abad, 
describes the trade barriers he experiences 
when trading across the pond:  

“The retailer usually gets no information from 
the bank regarding the payment transaction.”

Mr. Ruiz believes 
that this is not 
the case for 
larger compa-
nies cooperating 
more closely with 
the banks. 

“Discrimination between SMEs and larger com-
panies becomes apparent when disputes be-
tween companies and clients arise. The much 
lower profit margin of SMEs is hardly taken 
into account in the courts and therefore these 
companies often suffer from their inability to 
pay the respective penalties. Despite the qual-
ity and the craftsmanship expertise that the 

European fur sector 
offers, e-commerce 
remains uninteresting 
for small retailers since 
the blurred regulato-
ry environment of cross-border online sales is 
likely to bring additional costs; no wonder that 
virtually 90 percent of the online market is cov-
ered by fur products made in China, where large 
companies can rely on economies of scale of 
mass production to cover the burden of bureau-
cracy.”

What Mr. Ruiz proposes as solutions to these 
trade obstacles is, the harmonization of the  
customs code in the EU and the US, a clear 
distinction of SMEs and larger companies that 
will also be reflected in the banking system, an 
independent dispute settlement mechanism 
enforced to settle exclusively trade matters, and 
finally an online system able to provide accurate 
information on customs, disseminate best busi-
ness practices and identify the reliability of the 
companies operating in the EU-US trade area. 

He says that TTIP should not only facilitate trade 
for SMEs, but also level the playing field be-
tween SMEs and larger companies.

“ TTIP should not only 
facilitate trade for 
SMEs, but also  
level the playing field 
between SMEs and 
larger companies 

CASE STORY SPAIN FACT BOX

Company: Joaquim 
Ruiz
Location: Barcelona, 
Spain
Founded: 1974



“Liska Fashion” is a family-run retail company 
founded over 50 years ago and currently run by 
the third generation of the Liska family. Starting 
from a small shop in Vienna, the company today 
counts a number of celebrities among its clien-
tele. 

”The European fur sector consists mainly of 
SMEs highly specialised to provide quality  
products and innovative goods,” says Mr. Aron 
Liska, owner of the company.  He looks at TTIP 
as an opportunity for the European fur business 
to access the US market and ensure growth, 
employment and competitiveness in the sector.

“Currently, our transatlantic trade activities face 
serious delays, penalties and complex paper-
work. While intra-EU e-commerce is growing, 

online sales to US 
consumers still re-
main very low. The 
main reason is that fur 
garments have to be 
classified as containing 
parts of animal origin 
and thus fall under the 
fish and wildlife  
regulation. It takes 
avery long time to get 

these goods cleared for import in the US. Fish 
and Wildlife customs only allow access through 
certain ports and not all shipping companies 
use these ports. A simple scarf made of fur, 
for example, will have to be rerouted through 
several different ports, eventually discourag-
ing many European fur fashion retailers from 
putting their products on the US market. Addi-
tionally, the custom 
controls require 
the placement of 
the animal’s scien-
tific name on the 
product, but these 
names are different 
in Europe and the 
US, thus enhancing 
the complexity.” 

Favouring TTIP, Mr. Liska finally notes that fa-
cilitating transatlantic trade for the European 
fur SMEs means the establishment of an SME 
helpdesk that will help small fashion retailers to 
realise the procedures of trade between the EU 
and the US; lowering the administrative bur-
dens, such as the classification of products con-
taining parts of animal origin and easen up the 
procedures for e-commerce and online trade in 
general.

CASE STORY AUSTRIA

“ Our transatlantic 
trade activities face 
serious delays,  
penalties and  
complex paperwork 

FACT BOX

Company: Liska 
Fashion
Location: Vienna, 
Austria
Founded: 1965
Size: Five shops in 
Austria, Hunagary 
and Slovakia



Launched in 1980, the Italian brand “Giuliana 
Teso” has conquered some of the prominent 
fashion markets around the world, occupying 
exclusive corners in famous stores located in 
Europe, the US, Russia, as well as The Far East.  

Mr. Carlo Teso, Executive Commercial Director 
of the brand, naturally considers the US mar-
ket of great importance and therefore awaits 
a TTIP legal text that will be comprehensive 
enough to cease the trade barriers that his 
company currently faces. 

“The biggest 
problem that 
our exports 
to the US face 
concerns the 
United States 
Fish and Wild-
life Service 
(FWS) and the 
way this agen-
cy operates,” 
he says. 

Classified as con-
taining parts of 
animal origin and 
thus falling under 
the fish and wild-
life regulation, 

fur garments are obliged to go through official 
controls conducted by the FWS before being 
placed in the US market. 

“The way the Fish and Wildlife Service conducts 
the official controls ends up being a huge ad-
ministrative burden for us, causing sound delays 
and consequently considerable costs. I will give 
you an example of how rigid FWS tends to be: 
You need to schedule an appointment for the 
controls which is usually way beyond the de-
sirable date, let alone that the agency strictly 
works until 16.00 hours. How can we address 
this issue when all of our flights from Italy arrive 
later than this time in the US? Burdens like these 
are not neglectable, especially for SMEs, whose 

budgets are de facto limited.” With regards to 
Mr. Teso’s expectations from TTIP, he adds: 

“The TTIP negotiations have brought SMEs in 
the spotlight and therefore it is a great oppor-
tunity for both negotiating sides to  
exploit this  
momentum and 
bring some real 
and ground-break-
ing changes in this 
regard. From the fur 
sector’s side, we wish 
that red tape issues, 
as the one I earlier 
described, will be 
phased-out either  
by classifying fur gar-
ments differently or rationalizing the operations 
of FWS. Most importantly, TTIP should facilitate 
SMEs to open themselves to trade overseas, 
initially by providing SMEs appropriate informa-
tion and security. The online helpdesk which is 
already announced seems to point in the right 
direction”.  

CASE STORY ITALY

“ The agency strictly 
works until 16.00 
hours. How can we 
address this issue 
when all our flights 
from Italy arrive  
later than this? 
Burdens like these 
are not neglectable, 
especially for SMEs, 
whose budgets are 
defacto limited

FACT BOX

Company: Giuliana 
Teso
Location: Vicenza, 
Italy
Founded: 1980
Size: Three shops in  
Italy and the United 
States



DTS is a 
dressing 
and dying company located in the region of 
West Macedonia, specifically in Kastoria, a city 
with 400 years of history with fur manufac-
turing. Since 1965, the Ditsios family has built 
an expertise in fur dressing and dying, which 
eventually led to the creation of the world’s first 

CO2 neutral dress-
ing and dying plant. 
With more than 100 
employees and a 12,5 
million euro invest-
ment, Mr. Naoum 
Ditsios, owner of 
the company, claims 
that improving the 
quality of the prod-
uct requires constant 

investment in research and labour force. 

But how does he feel about the EU-US trade 
framework that the fur sector is currently sub-
ject to, and what kind of changes does he aspire 
to see if and when TTIP will be signed? 

Presenting the other side of the coin, as he 

mainly imports fur skins from the US, he states: 

“There is no doubt that red tape and relative-
ly high customs duties are amongst the main 
trade barriers that we as European SMEs face 
when we trade with the US. But to a certain ex-
tent, these are problems which are always raised 
in this debate. I would rather underline another 
aspect of SMEs’ trade barriers. The lack of in-
surance when 
exporting or 
importing from 
the US has made 
European SMEs 
reluctant to cross 
the pond and 
they prefer to re-
main safe instead 
of taking any 
risk. However, to 
change this cli-
mate of mistrust, 
such a substan-
tial size of cap-
ital is required 
which SMEs 
cannot afford to 
pay themselves. 
This is one of 
the reasons why 
figures present 
European SMEs 
as relatively 
weak in import/
export index-
es. A common European insurance scheme for 
SMEs would reduce the financial risk and make 
it worth the while for Europan SMEs to enter the 
American market .” 

Mr. Ditsios proposes the following: 

“In the context of TTIP and particularly its SMEs 
chapter, a great opportunity arises to incorpo-
rate a credit agency, which, backed by state-
owned capital/collateral, will guarantee safe 
trade activities for our SMEs. This will help our 
businesses to regain trust and start becoming 
interested in the American market.” 

He says he has hopes for the transatlantic trade 
agreement to be comprehensive and coura-
geous enough to cover such aspects of trade. 

CASE STORY 
GREECE

FACT BOX

Company: DTS
Location: Kastoria, 
Greece
Founded: 2011
Size: Factory in  
Kastoria

“ The lack of insurance  
when exporting and 
importing from the 
US has made Europe-
an SMEs reluctant to 
cross the pond and 
they prefer to remain 
safe instead of tak-
ing any risk 



Wanger Ltd is a family-owned company estab-
lished in 1978, currently employing 45 people. 

Its business 
includes a 
cage produc-
ing factory and 
three chinchilla 
farms: the farm 
in Komárom 
(northwest 
Hungary) 
consists of 
6,000 breed-
ing females, 
but to satisfy 
the custom-
er demand, 
the company 
also buys live 
animals from 

all over Europe and skins from South America. 
reiot outoirtorutiorutru  uitreituritui uitrui turitur 
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“Our export to the US only amounts to 5 per-
cent of the total turnover of the company,” says 
Szilvia Szabó, Foreign Sales Manager at Wanger. 

“We have trade relations with four customers in 
the US, but our biggest markets are Hong Kong, 
Russia and Europe.  When it comes to trade with 

the US, it would be very useful to have more 
legal certainty. Currently we are asked by the US 
authorities to provide a certification of origin of 
the animals used, plus a certification demon-
strating that we are exempted from CITES.”

Ms. Szabó believes that a step-by-step guide or 
a comprehensive list of requirements for retail-
ers willing to expand to the US market would be 
a useful tool to avoid red tape or delays. 

To comply with these requirements, Wanger 
Ltd is supported by the Hungarian Chinchilla 
Breeders Association to produce the former 
certificate, and by the 
Hungarian  
government for the 
latter. Ms. Szabó 
believes that the 
introduction of a SME 
chapter in the agree-
ment would be very 
useful to be compli-
ant with the bureau-
cratic procedures 
necessary to trade 
lawfully with the US: 
an online helpdesk 
would help SMEs save a lot of time and mon-
ey in researching and producing the necessary 
documentation. 

FACT BOX

Company: Wanger 
Ltd
Location: Komarom, 
Hungary
Founded: 1978
Size: Dressing and 
dyeing facilities, 
chinchilla farms and 
cage production

“The introduction of 
a SME chapter in the 
agreement would be 
very useful to be com-
pliant with  
bureaucratic proce-
dures necessary to 
trade lawfully with 
the US

CASE STORY HUNGARY



CASE STORY GERMANY “ This is a lot of paper-
work for an SME  
considering that in 
such a small compa-
ny the structure is 
very fluid and we do 
not have someone 
delegated to deal 
with this issue

Ms. Fani Tsanikidou is the owner of “Fani – The 
Label”, a Frankfurt-based SME founded in 2010. 
Her family has been involved in the fur industry 
for more than 60 years. Ms. Tsanikidou recently 
started to export her products to the US, and 
she currently has relations with two big custom-
ers in addition to a US sales representative. 

“We have very good orders, but I am afraid of 
the payments: my parents - as well as other col-
leagues - have had very bad experiences in the 
US, where they lost significant amounts of mon-
ey in delays, and on many occasions they could 
not collect the payment. The difference with big 
companies is that an SME cannot afford to go 
after every case, as it becomes very expensive.” 

Talking about customs and bureaucracy, Ms. 
Tsanikidou finds some difficulties as well: 

“It was difficult to retrieve all the information 
to comply with the US legislation, and I had to 

ask for help from the 
International Cham-
ber of Commerce. 
It has happened in 
the past that I was 
contacted by the 
American shipping 
company because the 

certificate of origin 
of the animals was 
not attached to the 
shipment, and I did 
not know how to 
get it.” 

Beside this certi- 
ficate, she also has 
to submit a declaration to the Fish and Wildlife 
Services in which her suppliers state that they 
sold the raw material to the company. This kind 
of documentation causes long delays in the 
whole process. Moreover, she has to produce a 
Manufacturer Identification (MID) code contain-
ing very specific information about the location 
of her company. 

“This is a lot of paperwork for an SME, espe-
cially considering that in such a small company 
the internal structure is very fluid and we do 
not have someone delegated to deal with these 
issues.” 

According to Ms. Tsanikiodu, the SME Chapter 
in the TTIP would be very much welcome, as 
long as it would harmonise customs across the 
Atlantic, and introduces measures to allow SMEs 
to identify the reliability of their counterparts in 
the US.

FACT BOX

Company: Fani - The 
Label
Location: Frankfurt, 
Germany
Founded: 2010



Fur Europe is a Brussels-based umbrella organisation covering the entire value chain of the European fur sector including farming, 
trapping, auctions, brokers & buyers, dressing & dyeing, manufacturing, marketing and retail. Fur Europe’s values are based on 
openness, transparency and reliability. Established in 2014, Fur Europe is the result of the merging of the European Fur Breeders’ 
Association and the European members of the International Fur Federation. 

For more information and further  
fur sector perspectives on the TTIP  
negotiations, please contact Fur  
Europe.

Fur Europe
3-4-5 Avenue des Arts
1210 Brussels, Belgium
Tel: +32 2209 1170

Additional reliable information about 
the European fur sector can be found on 
www.fureurope.eu


