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• Latest Trends

• The push & pull of wire harness manufacturing in Mexico

• On the Horizon

• How wire harness makers are handling Mexico’s growth & 

wage pressures

• Room to Grow 

• Adding value beyond wire harnesses

• Barriers to Mexico & Some Advice 

• Cost Model Review

• Questions & Answers
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• Nick Coulter, Operations Manager

Electrex

• John White, EVP, Operations of 

Industrial Solutions Group 

Telamon

• Dave Ritland, President

The Sentral Group
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The Push

• OEMs and Tier Ones are demanding lower costs 

every day, while expecting more value-add 

• Constantly being asked to provide quotes for projects

• The need for a low-cost country (LCC) in order to 

retain existing business
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The Pull

• Losing out on projects to competitors with Mexico 

operations

• The potential for growth in Mexico – 44 Free Trade 

Agreements with global partners

6





• Management becomes more Mexican

• Mexican Operations becoming more automated

• Further integration of production within Mexico
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• Wire harness, component makers and capital machinery will move to Mexico 
for direct sales

OR
• Distribution centers need to be set up in Mexico and pricing structures need 

to be established that are the same or cheaper than in US
OR

• In conjunction with our clients, Entrada is exploring setting up “stores” 
with our clients’ suppliers where they can hold inventory and only bill once 
materials are pulled







YearYearYearYear EntryEntryEntryEntry 6 Months6 Months6 Months6 Months

2016
Pesos Cost

per Hr. @ 17.85

$103.00

$1.52

$114.20

$1.67

2015
Pesos Cost

per Hr. @ 16.57

$86.00

$1.52

$96.00

$1.69

2014
Pesos Cost

per Hr. @ 13.29

$78.00

$1.55

$88.64

$1.73

2013
Pesos Cost

per Hr. @ 12.45

$75.00

$1.65

$86.00

$1.86

2010
Pesos Cost

per Hr. @ 12.21

$63.31

$1.36

$78.00

$1.68





• OEMs & Tier Ones coming to town 

affects wages

• They want you close but you want 

to be far away to protect your cost 

structure

Another question to consider: 

Does the local/state government want you there in 

the first place?



• Changes to IMMEX laws

• Mexican Government wants to be able to tax a fair share 

of the value created in Mexico

• Predominantly affects companies operating without a 

permanent establishment in Mexico 

• 4 years after initial contract, companies will be expected 

to pay income tax to the Mexican Government – either 

directly or through a partner



The Pros: 
• Two large global 

players (Japan’s Yazaki

& Germany’s 

Dräxlmaier) employ 

15,000 people

• Low-cost labor

• Integrating into global 

economy





The Cons: 
• Freight of finished goods 

to North America

• Management talent

• Political: Daniel Ortega

• Supply base







• Suppliers seeking opportunities to grow and 

add value beyond wire harnesses

• Transitioning to high-mix, low-volume 

products

• Mexico footprint enabling new client growth
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22%

18%

8%

23%

• Putting the right management in place

• Customer acceptance of quality

• Identifying the right partner to facilitate 

Mexico operations and bureaucracy





• Access to fast track lanes at 

the U.S./Mexico border.

• Exclusive faster-clearance 

lanes (e.g. red light 

inspections).

• Inspection of goods through 

non-intrusive methods 

(gamma and x rays).

• Faster inspections in cases of 

“red” (from 3 hours to 1).

• Minimal of “red” inspections 

(EG has less than 3% – vs. 

10% avg).

• Access to customs process for 

correction of errors, without 

embargo of merchandise.

• No use of express lanes for 

import/export.

• No exclusive lanes –

unpredictable wait times.

• Time consuming manual 

inspection – removing boxes off 

trucks, opening each box, 

reloading on truck.

• Inspections last a minimum of 3 

hours.

• A minimum of 10% “red” 

inspections – based on customs 

declarations.

• No correction of errors, with the 

embargo of merchandise possible.



• hours customs operations 
Extended (open on holidays). 

• Able to return raw materials & 
products in 3 yrs, including 
goods received by virtual import.

• No need to ask for extension of 
the Maquiladora (IMMEX) permit 
to import components essential 
to your manufacturing process.

• Ability to utilize V5 transfers –
Manufacturers’ shipments to 
Mexican company for sales in 
Mexico, without goods passing 
through Mexican customs.

• No ability to utilize V5 transfers.

• No extended hours for 
customs operations.

• Must return goods in 18 
months or 6 months for virtual 
import.

• Must request for program 
extension when importing 
components essential to your 
manufacturing process.

• Requirement of additional 
process for approval of 
Maquila services.

• Automatic authorization for 
Maquila services – transfer of 
raw materials to another 
IMMEX company.







22%

18%

23%

More than two decades of experience in central Mexico, helping 

companies establish and run their own local production. 
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