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Fastener Taiwan 2026

The Global Major Fastener Manufacturing Base
Showcases Integrated Supply Chain Capabilities

The biennially held significant industry event of Taiwan fastener industry, Taiwan International Fastener Show (Fastener Taiwan),
took place from April 22 to 24 at Kaohsiung Exhibition Center. A total of 317 exhibitors from Taiwan, Germany, the UK, India,
Japan, South Korea, Malaysia, Singapore, Thailand, the U.S., and Vietnam registered to exhibit, using 950 booths.

This year's exhibition was themed "Sustainable Fasteners, Precision in Action!” The South Hall mainly featured
fastener products, while the North Hall gathered many fastener-related machinery & equipment manufacturers.
There were also designated areas for molds & dies, hand tools, raw materials, foreign suppliers, and a brand-
new green sustainability zone. It not only fully showcased the globally renowned, integrated supply chain of Taiwan's fastener
industry, from raw materials to shipment, but also served as a platform for domestic and international fastener-related procurement and
distribution companies to gather firsthand information on the latest technologies and industry insights regarding finished and semi-
finished fastener products, machinery & equipment, molds & dies, and related peripheral services.
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According to the organizer, the number of international buyers visiting this year increased by 55% compared to the previous edition.
During the three-day exhibition, Fastener World’s booth primarily encountered buyers and distributors from Europe, America,
Canada, Japan, South Koreq, India, Southeast Asia, and Latin America. Most of these buyers have long-standing
and stable purchasing experience and cooperative relationships with the Taiwanese supply chain, and some
even have purchasing representatives based in Taiwan. The items inquired about mainly consisted of various
fastening parts for construction, automotive, and industrial applications. Several buyers also sought information
on suppliers of secondary processing machinery & equipment or surface treatment services.

“The Procurement Policy and Market Briefing: Europe Focus" was one of the highlights of the exhibition, featuring keynote
speeches by Andreas Bertaggia, President of EFDA; Gary Henderson, President of BIAFD; and Dr. Volker Lederer, President of FDS,
on EU regulations, fastener opportunities, and challenges for fastener distributors. In addition, “Global Fastener Forum”, focusing on
the competitiveness of Taiwan's fastener industry over the next decade, provided insights from industry and academia experts on policy
changes, market shifts, and industrial upgrading, allowing attendees to better understand and explore future development opportunities for
Taiwan's fastener industry.

In recent years, Taiwan's fastener industry has faced various challenges in its exports due to numerous internal and external factors,
including wars, EU's CBAM, US tariffs, rising operating costs, and related geopolitical issues. Therefore, many exhibitors hoped to use
this exhibition as an opportunity for overseas buyers to gain a firsthand understanding of the current development of Taiwan's fastener
production base, actively showcasing the unique industrial cluster characteristics, high-value products, advanced technology, and excellent
customer service advantages of Taiwan's fastener industry within the global supply chain. Many visitors also told Fastener World’s staff
on-site that Taiwanese suppliers are indispensable partners, consistently providing strong support for customers' sustainable growth at
crucial moments. Some domestic exhibitors also expressed that Taiwan is a globally important fastener production base, hoping to use this
exhibition as a platform to attract overseas customers and deepen Taiwan's connection with the global industrial supply chain. W
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NFDA President Ed Smith

Taiwan and USA have always maintained a close
epartnership in the fastener supply and demand

sectors. | guess you’ve also visited Taiwanese
industry partners for times. Could you tell us if there
is any special visit scheduled during this trip to the
Taiwan Fastener Show, and if there is any specific
area of the Taiwanese fastener industry that you
particularly wish to examine in depth this time?

Taiwan has always been a critical part of our supply chain, and
I always look forward to spending time with key supplier partners
here — walking production floors, sitting with factory owners and
their teams, and having real conversations. That kind of firsthand
understanding is something no email or video call can replicate,
and honestly, every trip here teaches me something new.

The three areas I'm most focused on this visit are innovation,
labor, and cost management. On the innovation side, | want
to see how Taiwanese manufacturers are continuing to
invest in automation and process technology — and more
importantly, how those investments are translating into
real gains in quality and production efficiency. On the labor
side, workforce challenges are something the entire global
fastener industry is grappling with right now, and I'm genuinely
interested in how Taiwan is approaching it — what strategies
manufacturers are using to attract and develop the next
generation of skilled workers, and how automation is being
deployed not just for efficiency but to address workforce gaps.
And third, cost management — which ties directly to both of
those areas. In the current tariff environment, managing total
cost structure is more important than ever, and I believe the
suppliers who are investing thoughtfully in innovation today are
the ones best positioned to protect their competitiveness tomorrow.
I want to understand how Taiwanese manufacturers are thinking
about that connection — because those insights are just as relevant
to what we're navigating on the U.S. side.
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Taiwanese businesses are very concerned

eabout the impact of steel & aluminum tariffs on
their fastener exports to the U.S. Is there any part
regarding import declarations and customs duty
calculations for steel and aluminum products that
you would particularly like to bring to the attention of
your Taiwanese partners?

As I mentioned in our last interview, there's still a fair amount
of uncertainty in the market, and that hasn't fully resolved. What
I would emphasize to Taiwanese partners is the importance
of documentation accuracy. U.S. Customs scrutiny has
increased, and the areas that tend to create the most
problems are country of origin records, HTS classification,
and the proper declaration of steel and aluminum content
for Section 232 purposes. These tariffs are calculated based on
material composition, and inconsistencies — even unintentional
ones — can create real issues for importers. My best advice is to
stay in close, proactive communication with your U.S. buyers, keep
your compliance documentation airtight, and flag any changes in
materials or production processes early.

3 Despite rising costs, imported fasteners continue
eto play a crucial role in the development of the U.S.
industrial supply chain. In 2025, Taiwan maintained its
position as the largest source of U.S. fastener imports,
ahead of China, Japan, Germany, Canada, and South
Korea. What do you think are the reasons Taiwan

has been able to maintain its leading position in U.S.
fastener imports?

Honestly, it comes down to trust and capability. U.S. distributors
have built strong relationships with Taiwanese suppliers over many
decades, and those relationships are built on consistent quality,
reliable delivery, and a very wide product range. Taiwan can
handle everything from standard commodity fasteners to highly
engineered specialty products — and that versatility matters a lot
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when you're trying to serve a broad customer base. There's also the regulatory
dimension. With all the uncertainty around other sourcing regions, buyers have
increasingly gravitated toward supply chains that are stable, well-documented, and
compliant. Taiwanese manufacturers have invested seriously in certifications and
quality systems that allow them to serve demanding industries like automotive
and aerospace. It's worth noting that Section 232 steel and aluminum tariffs
apply equally to all countries — no one has an advantage there — so what truly
differentiates Taiwan is not tariff favorability but the trust and quality
reputation that has been earned over decades. That combination of
reliability and capability is hard to replicate.

4 In an interview with Fastener World late last year, you
ementioned that “the market demand will remain steady,
with moderate growth through 2026, driven by core industries
such as automotive, construction, aerospace, and high-tech
manufacturing.’ Based on your observations, has the industry
been moving in line with your expectation since the first quarter

of this year?

Broadly yes, though the story varies significantly by segment. The standout
has been data centers and Al infrastructure — the scale of investment
in that space has exceeded most expectations and it is creating real, sustained
fastener demand. Construction is mixed — commercial and infrastructure
remain solid while residential has been softer. Aerospace continues its
steady recovery, and agriculture had a difficult 2025 with large equipment sales
down considerably, though we expect some rebound as deferred purchases come
back. The one thing I'd add is that revenue numbers across the distribution
channel can look healthier than they actually are — a meaningful
portion of those gains reflect tariff cost pass-throughs rather than true
volume growth. That's an important distinction when you're trying to read the
market accurately.

Cooperation between Taiwan and USA plays a crucial role
ein the success of bilateral economic development. In your
view, in what other areas could U.S. distributors and Taiwanese

suppliers further deepen their collaboration?

I see a few areas with real potential. Digital integration is one — distributors
are increasingly investing in systems that require real-time data
from suppliers on inventory, lead times, and quality. The Taiwanese
suppliers who can connect with us at that level will have a meaningful
advantage. Sustainability and ESG documentation is another growing area.
Our customers are starting to ask for carbon footprint data and supply chain
transparency in ways that simply weren't common a few years ago, and building
the processes to support that reporting will require closer collaboration between
buyers and suppliers. And there's always value in deeper demand forecasting
and inventory planning — the pandemic taught all of us how costly it is when
supply and demand get out of sync, and closer information sharing between U.S.
distributors and Taiwanese manufacturers can help both sides manage that better.

What is your view on the outlook for U.S. fastener demand
® within the framework of Taiwan-USA cooperation?

I'm optimistic. The underlying demand drivers in the U.S. are solid —
infrastructure investment, the EV and clean energy transition, and the build-out of
Al and data infrastructure are all creating meaningful fastener demand. Taiwan is
well-positioned to serve those markets given the product range and quality systems
that already exist here. As I've said before, demand for fasteners produced in
Taiwan will continue — the partnership is too well established and the capabilities
too strong for that to change. What I'd encourage Taiwanese suppliers to
continue investing in is responsiveness to shorter lead times, stronger
product application support, and proactive communication on
compliance. Those are the areas where the best partners really stand out.

Also as a Sr. Manager for Strategic
e Sourcing of Wuerth Industry USA,
what do you hope to gain from this
biennial flagship event of Taiwanese

fastener industry?

From a sourcing perspective, it's an opportunity
to strengthen the supplier relationships that are
critical to our business, evaluate new capabilities,
and identify partners who can grow with us. Our
product needs at Wiirth Industry USA continue
to evolve, and the show gives us a concentrated
window to have those conversations efficiently.
Beyond sourcing, wearing my NFDA president hat,
I hope to deepen my understanding of the challenges
Taiwanese manufacturers are navigating — on
tariffs, on costs, on technology — so I can bring
those insights back to our membership. The more
our members understand what's happening on the
supplier side, the better positioned they are to build
strong, informed partnerships. And honestly, I just
enjoy being here. The people in the Taiwanese
fastener industry are talented and genuinely
passionate about what they do, and that
energy is hard to find anywhere else.

8 Is there anything else you’d like to
® share with your partners in Taiwan?

I want to start by expressing sincere gratitude to
our Taiwanese partners. The relationship between
the U.S. fastener distribution community and the
Taiwanese manufacturing community is not just a
commercial one — it is a genuine partnership built
on decades of mutual respect, shared problem-
solving, and a commitment to delivering quality to
the end customer. That foundation is rare and worth
protecting.

We are operating in a complicated environment
right now. None of us can control tariffs, freight
rates, or what trade policy looks like next year. But
what is entirely within every supplier's control
is who they call when a shipment is delayed,
whether they raise a problem before the
customer finds it, and whether they show up
— not just when chasing business, but after
it's awarded and every day that follows. The
partnerships built on that kind of transparency and
trust are the ones that weather uncertainty best —
and that is exactly what Taiwan and the U.S. have
historically maintained.

The Taiwanese fastener industry has been an
exceptional partner on all of those dimensions, and I
have no doubt that foundation will continue to carry
us through whatever the market brings next. I'm
grateful to be here, grateful for the relationships, and
as always it is an honor to be part of Fastener World
Magazine. Thank you. m

ONFDA

NATIONAL FASTENER DISTRIBUTORS ASSOCIATION
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EFDA President Andreas Bertaggia

Taiwan and Europe have always maintained a close
e partnership in the fastener supply and demand
sectors. In the past, you’ve visited Taiwanese industry
partners for times. Could you tell us if there is any
special visit scheduled during this trip to the Taiwan
Fastener Show, and if there is any specific area of the
Taiwanese fastener industry that you particularly wish

to examine in depth this time?

Besides the Taiwan Fastener Show, it’s a normal daily business.
Obviously, with the ongoing regulations this is one of the main topics some
discussing with the suppliers. There is no specific area or specific suppliers
I'm visiting. It’s rather like a normal business trip like in the past, just leave
it more focus on discussing preparation and also increasing the awareness on
these suppliers regarding all the regulations which are coming.

Taiwanese businesses are very concerned

e about the specific implementation guidelines
and changes to the CBAM. Are there any upcoming
regulatory developments regarding the CBAM that you
would particularly like to bring to the attention of your
Taiwanese partners so they can stay informed and take
concrete action?

We are still awaiting guidelines from the Commission to clarify
key issues regarding CBAM. It is possible that some of the
Commission’s figures may still be revised, but for now we must
work with the information currently available to us. EFDA will inform its
members and suppliers in Taiwan of any potential changes. We also intend
to produce a handout on the verification of actual emissions
data to help suppliers prepare more effectively.

*
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Regarding the CBAM, are there
eany parts European importers
or distributors think that Taiwanese
suppliers should improve more to
be fully compliant? What are your
recommendations?

The transition to the full CBAM implementation
phase, which began on 1 January 2026, presents
a major challenge for all parties involved. As you
know, EU importers must pay CBAM charges on
all fasteners arriving in the EU since the start of the
year. The most important task for suppliers
in Taiwan is to do everything necessary to
ensure they can provide their customers
in the EU with the actual emissions data,
verified by an authorised body.

This requires the establishment of a monitoring
system by the manufacturer of the fasteners and close
contact with their suppliers and us, their customers
in Europe. If the actual data cannot be determined
and verified, EU importers must automatically use
the European Commission’s default values for the
CBAM cost calculation. Experience shows that these
are significantly higher than the actual values.

Therefore, those suppliers which are
unable to provide verified actual data will
face higher costs and may not be able to
compete on the market.
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4 In addition to the CBAM, your presentation will also

e cover “product safety regulations” and “packaging
regulations.” Based on your observations, how can
Taiwanese suppliers collaborate with European distributors

in these areas?

These EU laws aim to enhance consumer safety and reduce packaging to
protect the environment, and in doing so place considerable demands on European
wholesalers who import products into the EU. Generally speaking, the importer is
effectively treated as if they were the manufacturer of the fasteners. This requires
a significant amount of data transfer and transparency through the supply chain.

Suppliers in Taiwan must therefore be prepared to provide the
necessary data and ensure the required transparency. To do so, they
must take proactive steps and seek close contact with customers in Europe. If this
is achieved alongside the high quality of the fasteners, Taiwanese suppliers can
achieve a great deal.

I think the most important thing is, first of all, Taiwanese suppliers should
take it very seriously on all the points I mentioned in my presentation. Secondly,
go really deep on each regulation. Third, take precautions and actions to do and
reorganize internally the compliance area that they really set up specific people
working on this. And, the fourth point is to work very closely with European
customers in exchanging information, stay in contact what is going on, keep
ahead or stay ahead of the information, and with the information internally in
their organization to act them prepared and provide all the necessary information,
because this is, in the next 3 to 5 years, very crucial in working with European
customers.

Speaking of the deforestation regulations you
e will also cover in the speech, | suspect that many
fastener manufacturers may not fully understand how the
regulations directly affect their industry. Could you please
elaborate on the specific points that Taiwanese fastener

manufacturers need to be aware of?

The Deforestation Regulation is intended to prevent the clearing of natural
forests. However, the products that may not be imported into the
EU include not only those made from wood, but also those made
from natural rubber. It could apply, for example, to washers made
from natural rubber. This regulation does not affect our sector as much as
others, but anyone who stocks the affected products must find out more and
prepare accordingly. This also applies to suppliers in Taiwan who supply their
customers in Europe with such products.

Cooperation between Taiwan and Europe plays
ea crucial role in the success of bilateral economic
development. In your view, in what other areas could EU
distributors and Taiwanese suppliers further deepen their

collaboration?

Well, it’s exactly what I said before. It’s not any more the trading business
like buying products and just shipping them. Now it’s much more it’s a whole
big wave and huge content of information and data which need to be provided
with the products. And, if you are not compliant to that, it’s very simple, you
are not able to work together with European customers and this will deepen the
relationship for the ones who embrace it, who act accordingly, and I guess that the
partnership (it’s really getting into the partnership) that once you provide all
the data, the ties are much more closer and it's really getting into
the partnership where you exchange information, data and obvious things, so
it will deepen to those ones who keep up on the level of the requirements that will
enhance the partnership even more than in the past.

7 What is your view on the outlook
o for European fastener demand
within the framework of Taiwan-EU

cooperation?

Well, demand is always dependent on the
economic growth situation, but since Taiwan
together with China are the biggest fastener
manufacturers in the world and are exporting to the
U.S. market or European market (which are by far
the no.l and no.2.), there is no market which cannot
deal with Taiwan. Taiwan is so important
when they embrace these new challenges
that we all together are facing, Taiwan
will still be a super important supply
market for fasteners, and with that, if we can
manage it to get to the next level of cooperation and
partnership, I believe that demand will be stable or
even increase.

Also as a rep of a globally
erenowned fastener procurement
company, what do you hope to gain
from this biennial flagship event of

Taiwanese fastener industry?

Yeah, I always hope to get lot of contacts to
exchange information, deepen the relationship
and partnership. And of course, with this new
situation, bringing up the awareness at
the suppliers, telling them, “Hey, it is serious.
It is complicated. We have to do it. It is not going
away,” and for sure this is one of the main topics.
Like in the old days we were talking about prices,
materials, trends and so on, today we are talking
about regulations & laws, compliance, governance
and all these kinds of things.

9 Is there anything else you’d like
e to share with your partners in

Taiwan?

What I'd like to share is that every
Taiwanese company should take it really
seriously all the regulations and really
think about what they need to change
to keep up with the European importers
that they are not losing the relationship,
partnership, and not losing the market.
So, it’s all about the awareness, making sure they
know what’s going on and take it seriously. And
of course, it’s always great being here in Taiwan,
great people, great friends, great manufacturers.
It’s always very lovely to be here. W

EFDA

European Fastener
Distributor Association
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Global Fastener Forum

Taiwan CSC President, Shou-Tao Chen:

Partnering with Fastener Industry for Transformation and
Upgrading via AloT

Taiwan faces challenges from policies (CBAM, U.S. tariffs), international markets (non-
inclusion in CPTPP/RCEP, wars, inflation), and industrial transformation (digitalization, AI),
urgently needing to shift toward high-value products. Taiwan CSC is developing premium steel
products and partnering with the fastener industry for digital low-carbon transformation and

supply chain upgrades. Taiwan CSC will transition to low-carbon blast furnaces, targeting net-
zero blast furnaces by 2050. The new process uses scrap steel in electric arc furnaces to produce
low-carbon wire rods.

The wire rod processing chain is lengthy, generating substantial carbon emissions—especially

for conventional high-strength fasteners, which add high-hardness chromium and molybdenum elements,

leading to undesirable martensite in the wire rods that hinders wire drawing. To address this, Taiwan CSC developed controlled

rolling and cooling technology, creating a wire rod microstructure of ferrite + pearlite that's ideal for drawing,

eliminating the spheroidizing annealing step. This reduces emissions by 0.1 metric tons co2e and cuts
processing costs by NTD 4,000 per ton.

Taiwan CSC is gradually introducing drone and robot dog inspections and AloT systems, which will reduce greenhouse gas
emissions by 11,346 tons annually while helping fastener manufacturers transform and upgrade.

NFDA President Ed Smith:

"Trust" Matters More Than Price

The National Fastener Distributors Association (NFDA) includes 80 distributors, 61
manufacturers, and 15 service providers, representing 2,300 professionals across the US. Citing
data, Ed highlighted the U.S. Al construction boom, with the data center market valued at USD
84 billion in 2025. He forecasted that Al infrastructure investments are no short-term
frenzy, as server cabinets, structural steel, raised floors, and cooling systems all

rely heavily on fasteners!

U.S. buyers hold Taiwanese fasteners in high regard for their product size precision, material
consistency, complete documentation, and decades-long reputation—topping Asia in these areas.
While Chinese fasteners excel in price and volume, Taiwan is the go-to choice for avoiding product
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failures and risks. Notably, U.S. tariffs have narrowed the price gap between China (hit with 75% duties) and Taiwan (50%), giving
Taiwan more competitiveness on landed costs than a decade ago. The U.S. supplies niche markets like special automotive
parts, small screws, cap screws, and structural bolts, but it can't replace Asia's capacity and pricing—this gap
won't close anytime soon.

Ed stressed that U.S. buyers no longer chase low prices; they seek "trust," defined by on-time delivery, precise dimensions,
cleanliness, certification, and after-sales service. Yet, trusted suppliers must remain competitive to help buyers lower total costs.
He advised visiting U.S. customers' offices and warehouses in person to understand their concerns and potential needs: "U.S.
distributors will keep you in mind—they remember who shows up in critical moments. If both sides send people for face-to-face
talks, it signals you're not just a 'customer,' but a 'partner. " Future competitive edges will come from “trust,” "quality,” and
“competitiveness.”

President of Thai Subcon, Chanin Khaochan:

Taiwan and Thailand Unite to Build EV Competitiveness

In 2024, Thailand produced 1.47 million vehicles, ranking 10th globally; output dipped
slightly to 1.46 million in 2025, remaining essentially flat. For passenger cars, 2025 saw
247,929 internal combustion engine vehicles, with pure EVs, plug-in hybrids, and HEVs totaling
302,527 units, and other vehicle types at 927,455. With over 50 years serving global Tier 1
automakers, Thailand is transitioning from ICE to new energy vehicles, evolving into "Asia's

4 Detroit." Vehicle exports grew 39% in February, targeting 6% production growth this year to hit
< » 1.5 million units. As a "de-risking" hub amid global supply chain fragmentation, Thailand offers
._‘_\_\_ . "

political and economic neutrality, low labor costs, logistics advantages, IATF 16949 compliance, and
joint ventures for tech protection and localized production.

Thailand has invested in 11 pure EV factories (10 already in production), along with 5 pure EV bus
assembly plants. Over the past 4 years, EV production share rose from 15% to 55%, while ICE dropped from 85% to 45%. In 2025, EV
registrations reached 271,000 units, accounting for 54%. Local content for passenger car parts is estimated at 50-80% this
year, 90% for fuel-efficient vehicles, but only 40-50% for EVs—highlighting challenges for Thai manufacturers in
supplying EV components.

Thailand now needs fasteners for EV powertrains (high-precision, vibration-resistant, insulated, for battery
and motor assembly with zero-failure tolerance), smart electronics (ultra-small fasteners for sensor assembly),
and Grade 12.9 high-strength bolts (with anti-corrosion coatings for tropical climates). The president encouraged
combining Taiwan's precision R&D with Thailand's mass production scale and OEM networks to create unbeatable competitiveness.

Managing Director of PwC Taiwan, Andrew Lee:
Mitigate CBAM Impact to Avoid Operational Burden

Challenges for Taiwan’s Fastener Industry

1. Cost and Competitiveness: High electricity emission factors in Taiwan
increase landed costs and squeeze profit margins.

2. Data Integration: Consolidating carbon footprint data across different factories and
suppliers is highly complex.

3. Customer Requirements: EU buyers are extending carbon footprint, emission reduction,
and due diligence requirements throughout their supply chains.

Given the complexity of fastener products, companies must establish robust carbon
inventory and management systems by tracking both raw material carbon content and manufacturing process
emissions. The following approaches are recommended:

1. Organizational Carbon Inventory (ISO 14064-1, GHGP): Systematically map process boundaries, emission source
inventories, and internal data collection flows. This provides the "data foundation" for product carbon footprint (PCF)
calculations and helps identify carbon hotspots. Because fastener manufacturing often involves shared production lines, precise
carbon allocation to individual products is essential.

2. Product Carbon Footprint (ISO 14067): Calculate the footprint for specific fastener products by utilizing manufacturing
activity data (from organizational inventories) combined with upstream raw material emissions. This directly supports CBAM
reporting and satisfies client requests for PCF or Environmental Product Declarations.

Bt Fastener World no.218/2026
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3. Third-Party Verification (ISO 14064-3): An essential trust-building threshold for entering European markets. Verification
enhances data credibility and prevents the application of high-carbon default values, significantly reducing corporate costs.

4. Recycle and refine production scrap/offcuts to reintegrate them into the production line. Furthermore, fastener design should
prioritize easy disassembly at the product's end-of-life to facilitate recycling.

5. Prioritize wire rods produced via electric arc furnaces and those containing high ratios of recycled steel to lower embedded
carbon emissions.

Key Amendments to the CBAM Regulation

“ Original Regulation (2023/956) New Amendment (2025/2083)

Certificate Purchase Date Starting Jan 1, 2026 Starting Feb 1, 2027
Reporting Deadline By May 31 each year By Sept 30 each year
Exemption Threshold Value < €150 per shipment Annual import volume < 50 tons

Specific fine steel/aluminum

Process Emissions Calculation All processes included .
processing excluded

Average of top 10% highest-emitting Average of top 10% highest-emitting
EU ETS facilities countries

New default value for third-country
carbon pricing

Default Values

Third-Country Carbon Pricing Deduct only actual price paid

Senior Industry Consultant of MIRDC, Kristy Chi:
Demand Hasn't Vanished; the Market Landscape is Simply

Reshaping

In recent years, panic has permeated the Taiwanese industry due to low order visibility,

leading many to mistakenly believe that a global economic downturn has caused demand to

shrink. However, macroeconomic data signals tell a different story: Taiwan's export value and

volume remained stable in 2025, without any sharp decline. The real challenge is not a short-

term business cycle, but a fundamental shift in the global competitive landscape. Some U.S.

manufacturers have indicated that American capacity cannot meet domestic demand, nor can they

match the pricing of Asian suppliers; consequently, they have shifted the majority of their fastener
procurement to Taiwan.

The global market has increasingly polarized into two distinct camps. The U.S. and European
markets like UK and Italy are experiencing growth in both price and volume, whereas Asian markets—including
Taiwan, Japan, South Korea, and China—are seeing shrinking profits and momentum. The causes of this polarization
are summarized below:

Drivers of Market Polarization

Western “"Premium Markets™ Asian "Traditional Manufacturing "

Tariffs & Policy Environment  Located within protective, high-tariff barriers Target of high, punitive tariffs

“Gravity centers” for end-user demand and "Red oceans” of overcapacity and

iRl SRl (GliETn [te friendshoring price competition

Structural supply chain reorganizationand ~ Reliance on traditional export routes

Primary Growth Drivers national infrastructure investment and cutthroat economies of scale

The following strategies are recommended for Taiwan fastener industry targeting the Western market:

1. Adopt Early Relocation or Friendshoring Strategies: Long-term access to the U.S. market requires local production
capabilities; consider Southeast Asia or Mexico as strategic springboards.

2. Focus on High-Value and Differentiation: Standardized fasteners offer thin margins. Focus on transitioning
toward special specifications, automotive certifications, and aerospace or power-generation
applications.

¥ Fastener World no.218/2026 B5g4s:
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3. Seize the Infrastructure Policy Window: Take advantage of the current policy environment and tariff reduction measures
through 2027 to expand orders in sectors like power infrastructure.

4. Navigate the EV Market Reorganization: Deepen relationships with EV clients, evolving from a pure supplier into a
technical partner.

President of SPEC Products Corp., Zephyr Chang:
Smart Transformation is Essential for Taiwan’s Fastener Industry

Compared to their Western counterparts, Taiwanese fastener manufacturers are primarily
small and medium-sized enterprises facing significant challenges: labor and land shortages,
inflationary cost pressures, geopolitical uncertainty, and low-price competition from China and

e other nations. Therefore, smart upgrade is no longer optional—it is a necessity. By integrating

- Al-powered image recognition, companies can automatically identify head types, sockets,

thread forms, specifications, and sizes; calculate total weights; query automotive standards; and

: provide intelligent Q&A services. This also enables smarter customer relationship management by

g automating delivery status reports, analyzing customer transaction habits, and automating payment

reminders, which significantly increases customer loyalty. Al can further optimize decision-making

for production scheduling, automatically match recurring or new orders to the most suitable machinery

(through CPK process capability analysis), and predict delivery timelines and inventory levels. By embedding

chips into dies, manufacturers can track usage frequency in real-time and receive alerts when dies are nearing the end of lifespan.
Furthermore, precisely calculating wire rod length and demand effectively reduces dead inventory.

Another vital aspect of smart transformation is the inheritance of expertise, which can be achieved by: (1) Digitizing technical
drawings, specifications, standards, dies designs, and PPAP data; (2) Automating dies parting to reduce development cycles from hours
to minutes; (3) Utilizing pressure-sensing technology for smart monitoring, triggering automatic machine shutdowns in the event of an
abnormality; and (4) Employing statistical process control systems to monitor production data in real-time. When machine performance
(CPK) declines or a die reaches a wear threshold, the system issues an early warning, allowing engineers to perform maintenance or
adjustments before a significant volume of defective products is produced.

The path to survival for Taiwan fastener industry lies in achieving "human-Al symbiosis.” Additionally, the
industry must pursue mergers and collaborative efforts to reduce cutthroat competition, avoid redundant
investments, and boost overall efficiency and profitability. Finally, implementing global strategic alliances and
joint production ventures is essential to effectively navigate the challenges of globalization.

NAFCO President, Alvin Lin:
Aerospace Fasteners Demand a "'Systemic Capability Upgrade"

The aerospace industry is currently seeing robust demand for commercial aircraft, stable
growth in the MRO market, and rising defense demand. To enter the aviation manufacturing
market, suppliers must demonstrate timely delivery, ensure 100% part consistency, and
meet stringent specifications; the ability to mass-produce these components is what catches
customers' eyes. What is needed goes beyond a mere "product upgrade"—it is a "systemic
capability upgrade." This encompasses certifications (AS 9100, AS 13100), traceability, the

development of difficult-to-machine materials, functionality/quality assurance (zero failure

tolerance), risk management in the face of geopolitics, and smart manufacturing. Suppliers must

strive to become long-term partners who are zero-defect, non-interruptible, predictable, reliable
(incorporating decarbonization, cybersecurity, and ESG), and fully compliant.

High-strength bolts, self-locking nuts, and anti-loosening fasteners (which are produced in lower volumes but carry higher unit
prices) are used in aircraft engines for applications such as securing fan frame modules, panels, variable inlet guide vanes, and high-
pressure turbine. For the fuselage, the majority of components consist of lightweight rivets—a single aircraft can use up to a million of
them—along with High-Lok bolts, airframe bolts, nuts, and blind rivets.

The global aerospace fastener market was valued at approximately USD 8 billion in 2025 and is projected to reach USD 13.6 billion
by 2033. If Taiwanese fastener suppliers can build a system based on "fail-safe designs, safety-critical products,
and on-time delivery,” ensure supply security, leverage professionals with high-efficiency communication skills
and one-stop solutions, and master the characteristics of safety-critical products, they will hold the key to
unlocking the aerospace market. B
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Procurement Policy and Market
Briefing: Europe Focus

Chair of BIAFD, Gary Henderson:

Fastener Demand to Rise from UK's 10-Year Infrastructure
Nk Investments

British & Irish Association of Fastener Distributors (BIAFD) represents 117 fastener companies,
collectively holding 65% of the UK market share. Many assume the import flow of fasteners from
Taiwan to the UK follows a linear structure: "Taiwanese manufacturers — UK importers/retailers —
regional distributors — end users." However, Gary clarifies that the actual flow is multidirectional: (1)
Taiwanese manufacturers supply local importers/retailers, distributors, or directly to end users; (2)
importers/retailers then supply distributors or end users; (3) distributors supply end users. Notably,
the channel from Taiwanese manufacturers to UK importers/retailers accounts for 80% of Taiwan's

fastener exports to the UK.

Among the UK's top 5 fastener import sources are China, Germany, the U.S., Taiwan, and Italy. In
2025, the UK imported 125,000 tons from China and 34,000 tons from Taiwan. Taiwanese fasteners are
priced 1.76 times higher than Chinese ones.

In June 2025, the UK government launched The UK’s Modern Industrial Strategy—a
10-year plan to boost domestic investment and industrial growth. To achieve net-
zero emissions by 2050, the UK is prioritizing upgrades to the power
grid, EVs, and batteries, alongside developments in aerospace, the
construction of 1.5 million homes, public transport, 500 schools and
hospitals, 3 prisons, and flood defenses. All these infrastructure
projects rely on fasteners for construction and maintenance. Gary
emphasized that the UK must build to deliver on these plans, urging Taiwanese
suppliers: "Never forget how important your work is!"

EFDA President Andreas Bertaggia:

Focus on 6 EU Regulations and Work Closely
with EU Clients to Provide Accurate Data

EFDA President pointed out 6 new EU regulations that would have a
significant impact on the fastener industry, including (1) Carbon Border
Adjustment Mechanism (CBAM), (2) Packaging and Packaging Waste
Regulation (PPWR), (3) Corporate Sustainability Due Diligence Directive
(cspbDD), (4) corporate Sustainability Reporting Directive (CSRD),
(5) General Product Safety Regulation (GPSR), and (6) Deforestation
Regulation (EUDR). With GPSR, CSRD, and EUDR already going into the
implementation phase, PPWR, CBAM carbon levy, CSRD (SME Expansion), and CSDDD
will follow suit, increasing the legal complexity and impact.

In terms of CBAM, carbon costs will be officially calculated starting in 2026.
Importers must provide verified actual emissions data to avoid using default values
that will incur higher costs in their declarations. Manufacturers are obliged
to establish a monitoring system and must coordinate with suppliers of
relevant precursors to provide accurate emissions data.

The main aim of PPWR is to make all packaging recyclable by
2030, setting strict targets for waste reduction and the use of recycled
materials in plastic packaging, and requiring suppliers to provide




FEATURE: FASTENER TAIWAN 2026 [}

detailed documentation on the raw materials used in packaging and whether they are recyclable. EU importers may also require
specific EU sorting symbols or QR codes on shipping packaging.

CSDDD will affect large EU companies with over 1,000 employees and the revenue of €450 million by 2029. This law requires
importers to identify and prevent human rights and environmental violations throughout the supply chain and allows for damage
lawsuits against importers in European courts if they fail to fulfill their due diligence obligations. This may lead EU companies
to demand mandatory contractual clauses from suppliers and conduct frequent on-site audits. Suppliers will also be required to be
fully transparent.

GPSR requires risk analyses and technical documentation for each shipment. Each product must be mandatorily labeled and
have safety guidelines provided in a language understandable to local consumers. This clearly defines the responsibilities of
importers, and violators will be penalized.

EUDR prohibits the importation of products related to deforestation. This law applies to timber and natural rubber (e.g.,
washers made of natural rubber) and requires the precise geographical coordinates of the production of each batch of raw materials.
Each shipment must be fully traceable. EU importers who fail to provide these data may be fined up to 4% of their revenue.

The regulations mentioned above require suppliers to provide necessary data, and EU importers must ensure that the info
provided by suppliers is complete and transparent. Since importers bear ultimate responsibility, suppliers must ensure that every
link in the supply chain complies with regulatory requirements. It is recommended that Taiwanese suppliers provide accurate data
to meet EU regulatory requirements, ideally with a dedicated legal department or leader to maintain close cooperation with EU
clients; otherwise, they may lose the opportunity to supply the EU market.

FDS President Dr. Volker Lederer:

Asia is an Important Source of Procurement. Suppliers Need to
Understand Importers’ Requirements.

Dr. Volker Lederer explored the challenges facing fastener distributors from an economic perspective in Germany. He notes
that Germany's economic growth over the past few decades has primarily benefited from geopolitical conditions such as cheap
energy from Russia, security guarantees from the U.S., and high Chinese demand for German goods. Germany's industrial energy
costs remain relatively stable between 2021 and 2026, but experienced a significant surge in 2021-

2022. Defense spending also increased substantially from 2021, exceeding €100 billion in
2025. Exports to China remained above €76 billion between 2016 and 2025, peaking in 2022.
Between 2016 and 2025, Germany's real GDP growth was positive in all years except for
-4.1% in 2020, -0.3% in 2023, and -0.5% in 2024.

By industry, total automotive production reached 5.12 million units in 2018 (150,000
units being EVs), and is projected to decline to 4.3 million units in 2026 (1.85 million
units being EVs). The German railway industry's sales are projected to reach €23 billion
in 2026, with infrastructure investment expected to reach €15.5 billion. The mechanical
engineering industry's real revenue remains above €200 billion (with an export rate of
over 75%). The construction industry has experienced four consecutive years of negative
production growth, but is projected to turn to 2.5% growth in 2026. Regarding renewable
energy development, installed wind power capacity is expected to surpass solar power
again after 2025, reaching a projected 145 GW in 2026. The performance of German
fastener distributors declined by as much as 9.38% in 2024 compared to the previous year,
but is expected to narrow to -1.30% in 2025. German screw distributors have an annual
turnover of €4-5 billion, and a quarter of the EU's imported fasteners come from Germany
(approximately 500,000 tons), many of which are managed by German distributors
sourcing from Taiwan.

Asia remains an important sourcing market. Volker
emphasizes that the demand for quality standards,
specification, and flexibility is rising, requiring suppliers to
further understand the requirements of EU importers. In this
era where the big gets bigger, the administrative burden
from the EU, family business succession issues, and the so-
called "super-wholsalers” will all pose challenges. @
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Jern Yao Enterprises:

" Jern Yao Enterprises has officially opened
its new second factory (12,561 square meter)
in Rende District of Tainan City, focusing on
boosting in-house parts production rates and
processing precision. We've introduced nearly
50 five-face and advanced milling machines,
greatly enhancing speed, stability, and quality
while refusing low-quality outsourced parts. By
integrating Al to optimize machine performance
and capacity, we're fully elevating competitiveness
and advancing toward becoming a global leader in
forming machines through this show."

Sheh Fung Screws:

"Sheh Fung Screws launched its new Vietnam factory at the end
of 2024. Through this facility, we're expanding our core products
from construction fasteners to automotive fasteners, promoting them
internationally via the Kaohsiung show. In the future, the Vietnam
plant will introduce automated guided vehicles and become a fully
unmanned factory, showcasing our market-leading edge."

Tycoons Group:

"We provide the industry's highest-quality screws, bolts,
and rebar products through our Thailand factory. Tycoons'
biggest highlight is its perfectly executed 'vertically integrated'
production process—from raw materials to finished products,
offering buyers a one-stop solution. Through the Kaohsiung
show, we establish our image as an industry leader."

Exhibitor Mini-Interviews

Masterpiece Hardware
Industrial:

"At the show, we showcase our proprietary
products: Streak Anchor, Diamond Anchor,
and Canyon Decking Screw. This demonstrates
our unique innovative momentum and R&D
strength in the industry, delivering time-saving,
labor-saving, and secure fastening for consumers
while helping clients achieve carbon reduction

y benefits."

Zyh Yin Enterprise:

QST International:

"Our core offerings include diverse patented products,
automotive fasteners, and industrial fasteners. Through high-
grade customization, we aim to become a world-class, full-
service supplier for automotive components, with the vision of
being the 'leading provider of OEM component support services
in the Asia-Pacific region.' By participating in the Kaohsiung
show, we demonstrate our commitment to supporting the
sustainable development of Taiwan fastener industry."

" Zyh Yin Enterprise has specialized in furniture and construction
screws for over 40 years, exporting to Europe and America as a core
supplier to European brands. We focus on drywall and metal dowels for
high-speed, high-precision assembly experience. We've also implemented
ERP systems and digital transformation to boost efficiency and quality
traceability, secured multiple international certifications, and committed
to ESG practices—continuously creating greater brand value for clients

through technology and service." W
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