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The Committee began its wo~k February 11, 1986 and following 
eleven Committee meetings and several months of research, it has 
prepared this final ~eport. 

The report provides a background of the Committee and its charge, 
a summary of the Committee meetings, information about what the State 
of Iowa, other entities in Iowa and othe~ states are doing in the 
area of trade promotion and foreign investment attraction. 

Most important are the recommendations we make in the report. We 
believe these are vital steps toward increasing Iowa exports. 

The Committee thanks the Legislative Service Bureau for their 
cooperation and services throughout the year and particularly through 
the report production. 

Also important to the Committee's work were the Iowa Department of 
Economic Development staff and the many people who took their time to 
assist in our research efforts. 
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SUMMARY OF THE REPORT 

The Iowa World Trade Advisory Committee has prepared a summary of its 

report to the Iowa Legislative Council and the Iowa General Assembly. 

The report is divided into several sections which are briefly 

summarized below. 

BACKGROUND 

The World Trade Advisory Committee initially was created as the World 

Trade Center Site Selection Committee. The Legislative Council 

retained the membership of the selection committee and added. two new 

members after the Committee was unable to recommend a building 

proposal for the state to support. The Council charged the new Iowa 

World Trade Advisory Committee to examine international trade 

initiatives which the state could sponsor which would potentially 

increase Iowa exports. 

SUMMARY OF COMMITTEE MINUTES 

This section is included in the report in lieu of the full text of 

the eleven Committee meetings which are on file at the Iowa 

Legislative Service Bureau. The summaries are brief and generally 

organized by date and topics. 

IOWA TRADE PROMOTION ACTIVITIES 

Iowa Department of Economic Development 

The activities of the department as they relate to inter­

national trade promotion and development are summarized 

within this section. IDEO sponsors several trade promotion 
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programs. The department organizes international trade 

missions and trade shows, administers the interest buy-down 

program, cosponsors seminars and conferences, distributes 

publications, and staffs foreign offices. 

Other Iowa International Trade Activi~ies 

Not only is the state involved in international trade 

promotion 

entities 

section 

and assistance, but also there are several other 

which have varying degrees of involvement. This 

describes the many activities of the groups in the 

state. Some of the organizations include the universities 

and colleges, community colleges, chambers of commerce, and 

federal agencies. 

OTHER STATES' INTERNATIONAL TRADE ACTIVITIES 

This section describes international trade promotion and development 

activities in other states. States are focusing efforts on 

international trade promotion and development as is evidenced by the 

increase in those expenditures for 29 reporting states from $21 

million in 1984 to $39 million in 1986. Most states fund trade 

assistance, disseminate trade leads, sponsor trade conferences and 

seminars, organize trade show participation, and spon~or and organize 

trade missions. Thirty-four states now have foreign offices with 70 

of them located in 12 countries around the world. This section also 

highlights two unique programs: federal-state cooperative agreements 

and a contract between a state and an investment banking firm for the 

solicitation of foreign direct investment attraction. 

COMMITTEE FINDINGS AND RECOMMENDATIONS 

This portion of the report details the Committee's findings and 

suggests 

believe 

direction 

recommendations which address those findings. The members 

the recommendations will move Iowa significantly in the 

of increasing international trade. 

1. REGIONAL 
economies oE 
other states 

TRADE ALLIANCE This section explains the 
scale which could be possible should Iowa and 
merge resources. The combined population and 
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gross products of several states can jockey those states 
into a higher profile than if they were to remain 
independent. This improved position would be especially 
important in attracting foreign investment. Additionally 
these states could work together on more efficient services. 

One potential activity of the association would be mutual 
planning of trade shows and trade missions. Missions and 
shows could be planned for a broader range of industries 
than would be possible for only one state because the depth 
of each industry would be greater with more states. Another 
possibility could include sharing of overseas office space 
and administrative expenses including telex, copying 
equipment, etc. This section also describes an operating 
regional trade affiliation of five southern states which has 
successfully been planning missions and trade shows. 

The Committee recommends the state take the lead in 
developing a regional association of states to accomplish 
mutual goals. 

2. TRADE MISSIONS AND TRADE SHOWS - This section explains 
the benefits which can be derived from international trade 
missions and trade shows. Information from those who plan 
them indicates difficulty in recruiting companies to 
participate in them. The Committee's telephone survey 
(Exhibit 1) documented that time and money precluded them 
from participating. The Committee recommends shows and 
missions be organized together to decrease both the costs of 
planning them and the expenses incurred while on t~em. 
Successful trade mission planners claim industry specific 
missions attract more foreign interest. More industry 
specific missions could be planned in Iowa if there were 
enough businesses in each industry to attract a sufficient 
number of participants. The Committee suggests shows and 
missions be planned in cooperation with other states to 
decrease the costs of both and to increase the foreign 
interest in the missions. 

The committee also recommends the state subsidize or loan 
funds so that financially strapped companies can participate 
in international trade shows and trade missions. 

3. FOREIGN DIRECT INVESTMENT - The section briefly explains 
the current operation of the Iowa foreign offices. The 
Committee suggests there are more effective ways of 
attracting foreign investment than solely·through foreign 
office staff contacts. The Committee recommends the 
alteration of the office's focus and the increase of their 
staffs. The state should redirect state emphasis away from 
foreign investment attraction and toward trade promotion and 
assistance. More staff should be assigned the trade 
promotion task and direct investment leads will result as a 
spin-off of the trade contacts. 
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The Committee believes a more effective means of attracting 
foreign direct investment is through the networking which 
naturally occurs between investment bankers and their 
clients. To tap into that network, the Committee recommends 
the state contract with an investment banking firm as an 
alternative for fulfilling the foreign direct investment 
goal. The increased foreign office st~ff would then be free 
to more aggressively help Iowa companies enter or expand 
their foreign markets. (The committee cites a similar 
arrangement between Oklahoma and the investment banking 
firm, Morgan Grenfell, Inc. See Exhibit 3.) 

4. EXPORT FINANCING - This section describes the sources of 
financing and the differences between some of the programs 
states have imolemented. The Committee recommends Iowa 
continue to study the performance of the other state trade 
finance programs because they are still in their incubation 
stage. 

5. LEASING SPACE IN FACILITIES - The Committee recommends 
the state lease space in facilities which have the potential 
to draw international audiences. The Committee members 
believe this expcsure to a continual flow of international 
visitors can additionally expose lowa companies to the 
international marketplace. The state could sublease exhibit 
space In these facilities, perhaps at subsidized rates, to 
those Iowa businesses which could not otherwise afford to 
lease the space. 

The Committee describes two facilities in the Midwest wpich 
the Committee members believe have the potential to draw 
qualified international audiences. The centers are the 
Kansas City Agribusiness Center and the Minnesota World 
Trade Center. 

6. INTERNATIONAL BUSINESS RESEARCH AND TRAINING INSTITUTE -
The Committee's telephone survey documented the need for 
more market information and a means for making that 
information available. The Committee recognizes the need 
for an entity to study market information and relate the 
findings and basic educational programs back to Iowa 
businesses through training programs. 

The Committee proposes an independent organization provide 
goals and agenaa for the institute to ensure that it will 
fulfill the needs of the Iowa business community and the 
organizations whiCh serve it. The institute will be able, 
oecause of its independence, to dete~rnine Iowa business 
needs and mObilize the appropriate organizations to deliver 
the services to meet those needs. 

It is the Committee's intent that the institute be operated 
on an ad hoc basis with only a full-time director and 
secretarial assistance. Specific research projects would be 
let on a request for proposal basis. 
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7. HOUSING OF PROGRAMS - The international trade research 
and training instltute needs a location within which to 
locate and provide services. The Committee members 
believe that centralizing the location of state-supported 
trade programs within a facility which leases to other 
organizations and private entities which also provide 
international trade services will assist the Iowa business 
community in its efforts to increase international trade 
efforts. The Committee members believe that a building 
marketed as a location for international trade services and 
activities will focus in-state and out-of-state attention. 
Iowa businesses will know where to find international trade 
related assistance and out-of-state visitors will have a 
place to meet with Iowa business people or to determine 
where or who else in the state to visit. 

The Committee recommends that the state ask for proposals 
for buildings within whiCh the state can provide trade 
services and assistance since there are developers 
interested in building such a facility. Since the developer 
potentially would financially gain from state-supported 
services located in the facility, the developer'S proposals 
should provide free space for state-sponsored trade 
programs. The Committee requests that the selecting body not 
be required by the state to select proposals should none be 
acceptable. 

8. WORLD TRADE COMMISSION The Committee believes the 
independent organization which should be responsible, for 
coordinating the trade institute should be a nine-member 
commission. The commission should select the director of 
the institute and approve the operations and activities of 
the institute. The commission should be the body that 
determines within which building the state will locate 
trade-related services. 

The Committee also recommends this commission initiate the 
conversations with other states to develop a trade 
association for the benefit of all the states involved. 

The commission should coordinate the leasing of exhibit 
space in trade facilities. The commission will negotiate 
any contract arrangements with investment banking firms to 
find foreign investment prospects. 

With the aid of the institute, the commission also would be 
the appropriate body to study and report recommendations to 
the legislature relating to export financing problems and 
alternatives for addressing them. The commission, through 
the institute's market research function, will assist with 
planning foreign trade missions and international trade 
shows. 
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9. CONCLUSION (ECONOMIC DEVELOPMENT FOCUS) - This sectior. 
explains that the Iowa Department of Economic Development is 
geared toward seeking out-ot-state investments in Iowa. The 
department uses its limited resources of staff and money in 
pursuit of that goal at the demise of the trade assistance 
and promotion programs for existing Iowa businesses. 

The Co~~ittee recommends the state separate the goal of 
economic development from the goal 0: international trade 
promotion and assistance. The Co~~ittee members believe that 
as long as the two goals compete for limited funds within 
the department, resources will continue to be directed to 
fulfill the prioritized goal. 

If state leadership believe trade promotion and assistance 
are a priority for Iowa, then it has to be recognized as 
such and resources have to be committed specifically toward 
improving and developing programs designed for those 
purposes. 
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BACKGROUND 

The 1985 General Assembly created the World Trade Center Site 

Selection Committee to select a developer and a site for an Iowa 

world trade center. However, after meeting several times with the 

developer, the Committee did not make a recommendation because terms 

could not be agreed to within the time constraints. 

Recognizing the need to increase Iowa's efforts toward trade 

promotion, the Iowa Legislative Council changed the focus of the 

Committee and created the World Trade Advisory Committee at its 

September 19, 1985, meeting. The Council appropriated $250,000 for 

the new Committee to use toward developing ~deas to expand Iowa world 

trade. 

The Council leadership appointed two additional members to the 

original five-member World Trade Center Selection Committee, creating 

a seven-member committee. 

Members of the new Committee include the original five members of the 

selection committee. 

Committee are: 

Members of the current World Trade Advisory 

Ned Chiodo, Chairperson (Des Moines) - lobbyist for Personal 
Representatives, Inc., former Polk County Auditor, former 
legislator of 10 years, golf course professional and 
manager; 

Richard Canella (Fort Madison) retired president of 
Shaeffer Pen, which has international operations; 
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Dennis Houlihan (Dubuque) manager of A. G. Edwards and 
Sons, Inc., an investment banking firm: 

Tom Parks (Marion) - P.esident of Kwik-Way Manufacturing, 
Inc., which is involved in international trade: 

Bart Rule (Dunlap) former executive directoc of Iowa 
Association of Association of Municipal Utilities; 

Arthur Vogel (Hamburg) - President of Vogel Popcorn, which 
trades internationally: and 

Francis Zrostlick (Garner) - President of Iowa Mold Tooling 
Inc., which engages in international operations. 

The Committee met nine times throughout 1986 and twice in 

1987 in pursuit of its objectives. Although not all members 

were in attendance at all the meetings, all members were 

apprised of activities and of research through occasional 

newsletters and circulation of meeting minutes. 
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SUMMARY OF COMMITTEE MEETINGS 

The World Trade Advisory Committee held nine meetings in 1986 and two 

in 1987. During the course of the year, the Committee expended funds 

for the following activities: hired staff person Nancy E. Brennan; 

funded $1,000 of a statewide survey of export needs which the 

University of Iowa and the Cedar Rapids Chamber of Commerce conducted 

(the funds were not used, so they returned them); expended $5,000 for 

an Iowa State University organized conference to discuss the 

possibilities for an international trade institute; funded $5,000 of 

a cross-cultural seminar on China which was organized by Iowa State 

University for businesses; allocated $25,000 toward the hiring of a 

consultant by the Iowa Department of Economic Development; and spent 

$5,000 on a telephone survey of Iowa exporters. 

A complete copy of the minutes for each meeting is available from the 

Iowa Legislative Service Bureau. A summation of each of the meetings 

follows: 

February 11, 1986 

All the Committee members, Speaker Avenson, Senator Hultman, and 

staff were in attendance for the Committee's first meeting. The 

Committee members discussed their plans for the Committee's work. 

Committee role 

Chairperson Chiodo asked the General Assembly leadership and the 

Committee members to discuss their perception of the Committee's 

role. Other remarks relating to the Committee are in the notes frem 

the February 28th and March 25th meetings. 
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Speaker Avenson wanted the Committee to assess the assets and 

liabilities of the state with regard to trade. 

Richard Cane1la felt the Committee could clarify the language 

relating to barter. 

Chairperson Chiodo indicated the Committee could bring the various 

splinter groups together and focus the direction of each. He also 

said the Committee should determine whether Iowa businesses have the 

necessary and sufficient resources to engage in international trade. 

Dennis Houlihan said the Committee could serve as a resource or 

marketing arm for the state's international programs. 

Senate Minority Leader Hultman said the Committee could serve as a 

coordinator or a catalyst. It should provide the General Assembly 

direction for programs which can promote the increase of Iowa 

exports. 

Bart Rule said the Committee should stress the cultural aspects of 

international business. It also should look into the possibility of 

utilizing the Des Moines railroad yards and airport for trade 

purposes. 

Francis Zrostlick 

interpreters more 

make use of Iowa 

commented that the Committee should make 

accessible for business purposes. It could even 

university st~dents. The Committee should educate 

business people that international sales are not that much unlike 

domestic 

markets 

sales. The 

and determine 

state needs to define 

what Iowa businesses 

existing and developing 

need to produce to meet 

those researched needs. 

February 28, 1986 

Members from the District Export Council, which advises the U.S. 

Department of Commerce International Trade Administration (ITA) 

District Office in Des Moines, and the ITA staff addressed the 
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Committee. Also at the meeting were a member of the Cedar Rapids 

International Trade Bureau, representatives from the Committee of 200 

(a group of interested citizens), staff from the Iowa Development 

Commission, and a group from Iowa State University. 

International trade research and training institute 

The ISU group presented a proposal for an international trade 

research and training institute which is described in a separate 

section of this report. 

Needs analysis survey 

The Cedar Rapids International Trade Bureau presented a proposal to 

survey small business export needs throughout the state. The 

University of Iowa people planned to analyze the data collected from 

the surveys which were distributed by the chambers of commerce 

throughout the state. The Committee funded $1,000 of the project for 

the data analysis, but because of the poor response to the surveys, 

the Trade Bureau returned the unused $1,000 the Committee allocated. 

Iowa Development Commission (IDC) international activities 

Mark Kapfer is the IDC division administrator responsible for the 

activities of the international group. He explained that the state 

needed a Japanese office for the state to more actively pursue 

foreign investment (the General Assembly funded the office in the 

1986 session). He said the other foreign offices are underfunded and 

understaffed. The offices need more staff to attend shows and more 

money to use for advertising. If the department had $2 million, 

Kapfer indicated they would spend it on the foreign offices so the 

staff could generate more trade leads. 

Jon Kuehner explained that missions are too much of a strain on the 

small business person because there are not enough people employed in 

a supervisory status for that person to leave the business for an 

extended time, nor is there enough money in small business operations 

to cover the expenses of a lengthy trade mission. Because of these 

problems, 

missions. 

Kuehner said the department plans to sponsor fewer 
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House Minority Leader Stromer on the Committee's role 

Minority Leader Stromer said the Committee should improve IDC's 

credibility. IDC Director Alan Thoms responded to Representative 

Stromer's co~~ent by saying that many of :he problems contributing to 

the lack of credibility are attributable to fragmentation of the 

services to Iowa business people. Thoms said that the fragmentation 

should be curtailed with the reorganization effort. 

Committee of 200 

Joe Jongewaard indicated that the Committee of 200 wanted to be the 

organizational body for the international training and research 

institute. They proposed to hire staff and to determine programming 

with advice from the business community and the universities. 

International Trade Administration (ITA) and 

the District Export Council (DEC) 

The ITA staff and DEC members related their insights and experiences 

to the Committee. 

Trade shows: Jeanine Hettinga (DEC member) said some products are 

difficult to explain but easier to show. She proposed the state 

underwrite show participation. According to Hettinga, Great Britain 

underwrites 25 percent of the space its companies lease, and Italy, 

75 percent. She said trade shows are a large expense for a company; 

she pays $50,000 for space at an international trade show. Wayne 

Fox, DEC chairperson, said shows are valuable marketing tools because 

demonstration of the operation or explanat~on of the technology 

behind a product is a large part of selling the product. 

Financing: Hettinga can't find a bank in Iowa which can finance the 

volume of business her company generates, so she banks in Chicago. 

Fox uses irrevocable letters of credit and has no problems with 

financing his trade. Canella used cash for his international 

transactions. 
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Durden added that the Small Business Administration (SBA) has an 

inventory loan for financing production for export. 

Foreign offices: Both Hettinga and Fox believe that foreign offices 

are good lead and contact sources. 

State Fair: Fox said the state should sell the state fairgrounds and 

buy land adjoining Heritage Farms outside Des Moines. He envisions a 

new racetrack and set of buildings could be built and used throughout 

the year for agricultural exhibits and shows. He also sees seed 

companies planting demonstration plots and equipment manufacturers 

demonstrating their equipment working the fields. 

(See another DEC member's comments: Joe Wallace's comments on March 

25,1986.) 

March 25, 1986 

This Committee meeting focused on financing and included other 

comments from Senator Hutchins and DEC member Joe Wallace. 

Financing 

Pierre Herszdorfer (Merchants National Bank) and Kent Mericle 

(Norwest Bank), both from international divisions within their banks, 

explained that if a deal is bankable, their banks will finance it; if 

the deal is not bankable, the state shouldn't finance it either. 

Herszdorfer commented that Iowa businesses need to be more flexible 

with payment and shipping terms; he contended that such flexibility 

increases the possibility of increasing exports. 

Mericle said he traveled throughout Iowa's business community and 

concluded there is a need for more training in business and export 

basics. He believes IDC needs to conduct more training sessions. 

Senate Majority Leader Hutchins on the Committee role 

The Committee needs to provide direction for the legislature in what 

programs to finance for world trade, i.e., staff for foreign offices, 
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etc. 

Joe Wallace (DEC member) 

Joe Wallace indicated that he favors a world trade center because it 

would focus international activity. He added that trade shows are 

expensive and the state could assist businesses with the expenses. He 

said missions are good tools for making contacts. 

He claims about one half of one percent of u.s. Department of 

Commerce Trade opportunities 

valid because the Standard 

trade leads is too broad. 

April 2, 1986 

Program (TOPs) leads he receives are 

Industrial Code (SIC) used to sort the 

The committee met at the University of Iowa to learn about the 

university's role in international trade. 

The university is a member of the Midwest Universities Consortium for 

International Activities. This group provides technical assistance 

and educational training for Central American countries and other 

projects of the consortium. 

Also at the university is the Center for International Education and 

Services, which is the outreach arm of the university to the regional 

business community. The Center for International and Comparative 

Studies at the U of I provides degree programs and organizes study 

groups on specific countries or regions of the world. The university 

also has a Technology Innovation Center which assists beginning 

businesses. 

The dean for the College of Business Administration said the 

university has the data base capability of determining product 

marketability in Western Europe. The college also conducts an alumni 

survey each year which has a 70 percent return rate; the survey could 

provide potential leads for Iowa businesses because it spec:fies the 

name, position, and business address of each alumnus. 
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The university has a translation lab which utilizes foreign students 

to translate foreign broadcasts or uses students to assist businesses 

with their translation needs. The university has equipment which can 

translate VCR tapes into the appropriate signals for use with foreign 

video equipment. 

April 29, 1986 

The Committee met at the Iowa Development Commission offices where 

the IDC staff explained the activities and organization of the new 

Department of Economic Development the General Assembly had just 

created through state government reorganization. 

Department Director Alan Thoms described the organization of the new 

department and in that discussion indicated that international trade 

promotion would be part of a bureau under a division within the new 

department. 

Mark Kapfer, division administrator overseeing the international 

activities, described the activities of the division. He said the 

foreign offices generate trade leads for Iowa businesses, and staff 

for those offices provide leads from the trade shows they attend on 

behalf of Iowa businesses. Kapfer commented that it is difficult to 

get businesses to follow up on leads generated at a trade show. Jon 

Kuehner explained the problem is the fear of dealing in the 

international arena. The department also organizes the annual 

Governor's export conference but doesn't run many conferences or 

workshops because of the few staff they have in the international 

bureau.. Kapfer said the department needs more people for 

international trade programs. He stated they need one domestic and 

foreign office person for every 20 trade leads the offices generate. 

Kapfer passed out examples of the department's publications relating 

to international activities. Each year they publish a directory of 

exporters which they send overseas to the Foreign Commercial Service 

office libraries. They have a section 

Development's newsletter devoted to 

division's activities over the course 
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also has a brochure for informing Iowa businesses about the services 

available through the state international bureau. 

May 22. 1986 

The Committee met In Cedar Rapids with the directors of the Iowa 

foreign offices from Germany and Hong Kong who both described their 

activities and needs. 

Hong Kong Office 

Jimmy Chu attends trade shows, conducts direct mailings for Iowa 

companies, and acts as a translator. He handles Taiwan, Korea, and 

Japan. 

Frankfurt Office 

Paul Wagner said there should to be two people in his office so that 

one can concentrate on foreign investment recruitment and the other 

can concentrate on trade development. 

Currently the fccus of the German office is on foreign investment. 

Wagner said that trade shows are effective in Europe,' and Chu 

commented missions were more effective in the Far East than trade 

shows. 

JUly 2. 1986 

The Committee hired Nancy E. Brennan as a staff person for the 

Committee. 

The Committee discussed how trade missions could more effectively be 

run. One member suggested the trade missions focus on one country 

for a two-week period. Because there would be less traveling to 

different countries, it may be more affordable for small business 

people in terms of time and money. 

Canella explained that the Governor's export advisory committee, of 

which he 1S a member, heard from a knowledgeable source that bad 

grain quality was hurting the reputation of other Iowa exports. He 

said there was some interest in pursuing the issue within that 



committee. Chairperson Chiodo said the World Trade Advisory 

Committee also could look into the issue. 

Chairperson Chiodo suggested the Committee let requests for proposacs 

for information the Committee desires beyond what the staff pe"son 

assembles for the areas of trade missions, trade shows, foreign 

offices, and clean grain. 

The Committee also requested staff person Brennan to research the 

programming sponsored by the Minnesota and Long Beach world trade 

centers and the programs originally proposed for the Iowa World Trade 

Center. 

August 14, 1986 

Brennan presented the Committee a summary of each of the study areas 

the Committee indicated an interest in at the last meeting. Brennan 

suggested the Committee wait until after the grain conferences in 

September to release a request for proposal for that study. (See the 

minutes from the meeting for discussions about the study areas and 

Committee members' comments on them.) 

October 31, 1986 

The Committee convened in Des Moines to discuss several issues. 

IDED consultant 

The Committee voted to offer the Iowa Department of Economic 

Development $25,000 for the hiring of New York consultant Bob Keller 

to determine Iowa's exportable products and match them with existing 

or developing foreign markets. 

ISU cultural conference on China 

The Committee voted to allocate $5,000 to an ISu-sponsored conference 

on the "cross-cultural" aspects of doing business with the Chinese. 

The conference was the first in a series the university plans to 

offer. 
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Mid-America World Trade Center 

Pat Marx from the Minnesota World Trade Center spoke to the Committee 

about the possibility of combining the financial assets of several 

states to organize a Mid-fu~erica (or regional) World Trade Center. 

The programs would be decided by and sponsored by the participating 

states. (Since this meeting, Minnesota has abandoned the concept of 

renaming their facility, but sources indicate the state still may 

consider discussions of a cooperative trade alliance with other 

states. Roger Johnson also supported the concept at the January 7, 

1987, Committee meeting.) 

Business Research and Training Institute 

Paul Coates and Steffan Schmidt from ISU talked with the Cowmittee 

about the training institute and presented another paper describing 

the institute. They indicated the new proposal was more specific 

than their earlier proposal and also involved more expertise from 

other universities and community colleges throughout the state. 

Chairperson Chiodo stated he wants to ask the General Assembly for $1 

million to fund the institute. 

January 7 and 8, 1987 

The Committee met in Kansas City to examine the Kansas City 

Agribusiness Center and then traveled to Boston to tour the World 

Trade Center Boston. 

Kansas City Agribusiness Center 

The developers of the Kansas City Agribusiness Center explained to 

the Committee the plans they have for the center. President Dick 

Sneddon and partner Ralph Wenger explained they plan to provide the 

programming which will draw qualified audiences to the center. 

The center has 100,000 sq. ft. for office and permanent exhibit 

space. 

sq. ft. 

Within the building there are conference rooms and a 42,000 

exhibit hall. There also are restaurants within the 

building as well as many in the surrounding area. The center is 

located in a business park off I-435 near the intersection of three 
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major interstates. It is 100 yards from a hotel with other meeting 

and eating establishments. 

The developers explained that the annual cost for an 8' x 10' 

permanent exhibit space is $1,800. The cost includes utilities and 

maintenance of the exhibit including the stocking of literature and 

forwarding of potential trade leads. 

World Trade Center Boston 

The Committee met with the World Trade Institute director Bob Kearney 

and his associate. They explained the center's background and showed 

the Committee around the facility. The Massachusetts Port Authority 

(Massport) 

leased to 

has spent 

owns the pier 

develop as the 

$85 million to 

passenger ship loading pier. 

and building that the private developer 

World Trade Center Boston. The developer 

rehabilitate the old pier which was a 

The 850,000 sq. ft. center has a 120,000 sq. ft. convention center, a 

150,000 sq. ft. market center with staffed product display galleries, 

350,000 sq. ft. of office space, 24 soundproof conference rooms, a 

426 fixed-seat amphitheater equipped for teleconferencing and 

simultaneous language translation, and many other amenities. The 

trade center also has a teleconferencing center. 

The 150,000 sq. ft. marketing center will be leased only to high 

technology concerns ranging from software companies to audio-visual 

firms. Because of the specialized product concentration, the center 

plans to draw visitors who specifi~ally are there to "shop". The 

trade center plans to attract 400,000 people each year to its 50 

international and technology related trade shows in its conven:ion 

center. 

Mid-America Trade Center 

Roger 

met 

Johnson, former president of the Minnesota World Trade Center, 

with the Committee in Kansas City to discuss the Mid-America 

concept. He submitted a proposal which is on file with the meeting 

minutes at the Legislative Service Bureau. 
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Johnson is now president of the Mid-America World Trade Center in 

Wichita, Kansas. Johnson said he took the Mid-fu~erica concept with 

him when he left Minnesota. He is developing the programming for 

privately funded project in Wichita, Kansas. He is certain Minnesota 

has abandoned the renaming of the Minnesota Center and is working on 

a regional trade alliance. 

Johnson is attempting to solicit support from several states to form 

an alliance to pursue some form of a trade group. The shared 

activities of the states would be dependent upon what the states 

collectively decide to pursue. 

Other Committee business The Committee members approved the 

extension of employment of staff person Nancy Brennan until the 

Committee no longer requests her services. 

The Committee members also discussed the final report which they will 

present to the legislature. Members wanted the following 

recommendations included: 

creation of a nine-member world trade center commission; 

creation of a world trade research and training institute 
which the commission will oversee; 

- the state should promote additional participation in trade 
shows and trade missions and provide funding for 
subsidization for those businesses needing it; 

continue state financing of the interest buy-down program 
and propose further study of export financing problems; 

state emphasis on development should be redirected toward 
trade promotion; 

state foreign offices should direct more attention toward 
trade promotion; 

the commission should pursue the concept of creating a 
regional trade alliance with other states; 

the commission should pursue the possibility of hiring an 
investment banking firm to represent Iewa to the firm's 
clients overseas; 
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the 
centers 
expose 

commission should pursue the leasing space at trade 
of other facilities which have the potential to 

Iowa businesses to qualified international visitors; 

the commission should ask for proposals to recommend a 
place within which to locate the institute. 

February 16, 1987 

The Committee held a conference call to discuss the revisions of the 

report draft. The Committee appropriated $5,000 to ISU organizers of 

a conference for Iowa academic people to discuss plans for a world 

trade research and training institute. 
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IOWA TRADE PROMOTION ACTIVITIES 

Understanding of Iowa's needs as they relate to international trade 

promotion and foreign investment attraction requires knowledge of the 

activities and their success. The committee through its meetings and 

staff person identified several of the entities which are involved in 

international trade promotion and the programs those activities 

sponsor. 

The Iowa 

promotion 

commodities 

Department of 

arm of the 

which are 

Economic Development is the official trade 

state for all but unprocessed agricultural 

under the direction of the Department of 

Agriculture and Land Stewardship. 

IOWA DEPARTMENT OF ECONOMIC DEVELOPMENT 

The state agency responsible for trade promotion of Iowa-processed 

products is the Iowa Department of Economic Development, which was 

previously the Iowa Development Co~~ission. Under the department is 

the Bureau of Trade, Commerce, and Agriculture which carr:es out 

international trade promotion and development activities. There are 

ten professionals under this bureau: the bureau chief; three 

foreign office directors in Frankfurt, Hong Kong, and Tokyo; one 

person for the procurement office; one person for trade shows and 

missions; one person who concentrates on reverse investment and 

outreach; one person for processed food promotion domestically and 

internationally; one person for the sister state program and 

visiting foreign delegations; and one person to work on export 

finance and trade leads. The staff also answer telephone inqUiries 
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relating generally to trade or specifically relating to each of their 

areas of responsibility. 

Trade leads The state receives trade leads through its foreign 

offices and through the trade shows in which it participates. ~he 

state also offers the foreign Commercial Service ger.erated ~OPs 

(Trade Opportunities Program) leads to several hundred Iowa 

businesses, biweekly. The leads are matched against Iowa businesses' 

SIC (Standard Industrial Code) numbers and disseminated via computer 

mailings from Kirkwood Community College. 

The department has recently scaled down the number of Iowa businesses 

which receive the TOPs leads from 2,000 to 400 as the result of a 

recent survey indicating the lack of interest in the leads by many of 

the companies. The survey of TOPs users indicated many of the leads 

were dated or not appropriate for many of the businesses. 

Trade seminars - Last fall the department cosponsored several basic 

how-to-export seminars for Iowa businesses throughout the state. 

According to bureau personnel, the department had not participated in 

many seminars prior to that time because of the lack of state 

personnel to coordinate them. 

Publications - The state international bureau publishes a listing of 

Iowa businesses which export or would be interested in exporting. 

The listing includes the Standard Industrial Code listing and the 

firms' addresses and appropriate contacts for the discussions. 

In 1986 the bureau published a booklet in Japanese which outlines the 

advantages for Japanese investment in Iowa. 

The bureau also has a section in the agency annual report and 

newsletter in which it recaps the bureau's activities relating to 

international trade promotion and investment attraction. 

Trade shows - The state development department usually participates 

in two or more international trade shows each year. The staff 
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selects shows on the basis of previous experience and whether the 

Show can benefit Iowa firms. The staff judgmentally selects 

potential participants and sends those businesses letters. The 

businesses which respond to the letter are the ones which, provided 

they have the financial resou.ces, will be represented by the IDED 

staff . 

The staff prepares for the show by making an on-site visit to the 

company to gather information so that the staff person becomes 

familiar with the company that person will be representing at the 

show. 

The food processor staff 

shows in 1985 and three 

person attended two international trade 

in 1986. In 1985, the state staff 

represented four companies at the "Taste of Iowa" booth in October at 

ANUGA in Cologne, West Germany. Three other Iowa firms sent 

representatives which shared the booth. The staff person from the 

Hong Kong office represented 11 Iowa companies at the AG China show 

in November 1985. Two other companies paid IDED a fee and sent their 

own representatives to share the space. 

Foodex was held in March 1986 in Japan. Iowa state staff represented 

four companies, and two others sent their own exhibits. 

The state 

held in 

represented 

September 

seven Iowa companies at the Inp.odtorgmash s~ow 

1986 in the U.S.S.R. Five other Iowa firms sent 

their own representatives to the show. 

Trade missions - The bureau plans the trade missions several months 

in advance. The staff selects several destinations within a reg:on 

in which staff believes there is potential for Iowa businesses. The 

bureau staff forwards invitations to several fi:ms which may be 

interested in the mission. Then the staff visits the responding 

companies to assemble information which the department forwards ~o 

the U.S. Department of Commerce's Foreign Commercial Service offices 

in each of the countries to which the mission will travel. Foreign 

Commercial Service staff then identify interested foreign contacts 
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for the Iowa company. 

The Iowa staff travels to the country one month prior to the mission 

to schedule meetings with the potential contacts the rcs has located. 

The state person also arranges for a stenographer, an interpreter, 

meeting rooms, and hotel accommodations. 

While on the pre-mission trip, the staff person attempts to meet with 

the foreign contacts to ensure that the Iowa and foreign companies 

have mutual interests. Then, the same staff person travels with the 

mission to handle any problems and to ensure the mission's success. 

The bureau organized two missions in 1985 to Israel and one to 

Australia, New Zealand, and Malaysia. The staff also organized one 

in 1986 to Japan. The Israel mission consisted of the Governor and 

31 others, 20 of which were from private industry. The mission to 

the Pacific countries took seven Iowa firms for a 17-day mission. 

The 1986 mission to Japan also was under the Governor's leadership. 

There were 25 participants from the Cedar Rapids area who contributed 

to defray the costs of the receptions and a seminar. The Governor 

also opened the new Iowa foreign office in Japan while there on the 

mission. The members met with government ministries, Japanese banks, 

industrial firms, and a trade association. 

Governor's missions are planned differently than regular business 

missions. The Governor primarily makes contacts with government and 

business leaders for both political and reverse investment purposes. 

Such missions require extensive planning by IDEO staff but do not 

involve the specific business appointments which are arranged for a 

regular trade mission. Governor's missions would more appropriately 

be titled investment missions. 

Sister state program - The department recen~ly acquired the sister 

state program as a result of the 1986 state government 

reorganization. The state has three sister state agreements: Heibei 

Province in the Peoples Republic of China, Yaminashi Prefecture in 
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Japan, and Yucatan State in Mexico. 

Originally focused toward cultural and educational exchanges, the 

relationships have evolved into business ones as each state beco~es 

more aware of the other state's needs. Heibei Province has outli~ed 

some buying priorities to Iowa :irms, and both Yaminashi and Iowa 

businesses have found trade contacts. 

Investment attraction and foreign offices - The bureau also works on 

attracting foreign direct investment to Iowa. The department and 

bureau management have traveled to several U.S. cities to discuss 

investment in Iowa with the U.S. executive of foreign companies and 

governments. They also have traveled overseas in that pursuit. The 

bureau recently placed an exhibit in the Bank of Tokyo, Chicago 

office, so that it will attract traveling Japanese business people. 

Also as part of the investment attraction goal, the department staffs 

offices in three foreign countries. There is a professional person 

and secretarial help in each of the offices located in Frankfurt, 

Hong Kong, and Tokyo. 

nationals, have a myriad 

These professionals, who are' foreign 

of responsibilities including: attending 

and 

and 

representing 

trade leads, 

firms, assisting in 

with the offices 

Iowa at trade shows, developing foreign investment 

locating foreign agents and distributors for Iowa 

interpreting, 

on a daily 

and more. The department interacts 

basis via satellite communications. 

Food processors - One staff person coordinates all the domestic and 

international promotion of Iowa food processors. This is the only 

industry which has one staff person specifically assigned to it. The 

staff person arranges participation in trade shows and organizes a 

traveling show entitled "Taste of Iowa". 

Financing -

which the 

description 

The General Assembly enacted an interest buy-down program 

bureau operates. (See the Export Financing section for a 

of the program and its operations.) 

The staff introduced the program to all the major lenders and 
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potential exporters throughout the state. The staff plans to do some 

additional promotion, but their resources are limited because the 

legislature did not fund any administrative or promotional expenses 

for the program. 

1986 bureau activities - The following are the activities the bureau 

sponsored in 1986: 

opened a foreign office in Japan, signed cooperative 
agreements with two Japanese banks for the promotion of 
Japanese foreign investment in and trade with Iowa, placed 
an Iowa display in the Bank of Tokyo, Chicago office; 

hosted a procurement mission from the Republic of China, 
hosted five sister state delegations, and assisted with 
Senator Grassley's International Trade Symposium which 
brought foreign dignitaries to Iowa; 

participated in two international food shows and 
Inprodtorgmash (trade show) in the U.S.S.R., sponsored three 
Taste of Iowa shows, and organized a trade mission to 
Israel; and 

participated last fall with other agencies in several 
trade seminars around the state. 

The department signed an agreement January 1, 1987, with 

international trade consultant, Robert Keller (See Exhibit 2). The 

contract stipulates the consultant will analyze the state's basic 

indicators (i.e. population, labor costs, productivity, etc.). He 

will evaluate Iowa's export development as it is reflected in the 

industrial and agricultural bases. He also will examine the nature 

of export growth indicated in export growth trends and the supply 

base for export development. The contract's major thrust is the 

targeting of domestic and foreign markets for the products the 

consultant identifies in the initial studies. 

The consultant also will study direct investment in Iowa, comparing 

it to that of other states, and suggesting how it can be increased. 

36 



OTHER IOWA ACTIVITIES 

There are entities within the state other than 

department 

development. 

(IDED) 

Some 

which are involved in 

the state developme~t 

trade promotion a~d 

of these entities receive public funds w~ile 

supported activities or organizations. This 

activities and the groups is not exhaustive. 

others are privately 

of those swrunation 

The Department of Agriculture and Land Stewardship 

The 1986 General Assembly reorganized state government and, in so 

doing, included 

under IDED and 

the promotion of processed agricultural commodities 

left the promotion of unprocessed commodities under 

the state's agriculture department. 

The Agricultural Commodities Division under the department has an 

active promotion program. The program includes trade lead 

dissemination, trade missions, and trade show participation. 

State universities 

The University of Iowa (U of I) and Iowa State University (ISU) both 

have students and staff involved in programs and activities relating 

to international trade promotion activities. 

ISU 

International trade institute - ISU has several professors, 
an extension specialist, and a graduate student who have 
worked on a proposal for an international t:ade institute 
which is proposed to meet the business needs of 
international market research and training. The institute 
is described under a separate section within this repor:. 

CIRAS The Center for Industrial Research and Service 
(CIRAS) also is located at ISU. CIRAS assists businesses to 
incorporate technological advances into their management and 
production operations. Most of their efforts are geared 
toward optimization of plant productivity. 

CIRAS administers the Small Business Development Center 
(SBDC) network. The 11 centers are cosponsored by the Small 
Business Administration of the 0.5. Department of Commerce. 
These centers are located primarily on college campuses and 
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receive input from faculty and students, private 
consultants, SCORE (retired business executives), and 
full-time professionals who provide small business people 
free assistance ranging from preparing business plans to 
marketing. 

The center's staff can assist Iowa small businesses to start 
the process toward building international sales via 
workshops, marketing assistance, and referrals to the 
appropriate state or federal agencies or private 
consultants. 

CIRAS staff also publishes a directory of ISU alumni living 
overseas. Businesses can use these names for contact with 
someone who understands the two cultures and the business 
climate in the foreign country. 

MERC - The General Assembly created the Meat Export Research 
Center in the 1985 session. The Center's charge is to 
research processing and production techniques to increase 
exports. According to the professor in charge of the meats 
program, Dennis Olson, one of the center's best successes 
has been the discovery of utilization techniques for spray 
dried blood plasma from slaughtered animals. This 
utilization of traditionally disposed of by-products has 
lowered costs of production for animal slaughter and has 
provided overseas markets for at least one Iowa firm. 

U of I 

The university has a Center for International and 
Comparative Studies which focuses on the differences between 
countries. There are several regions and programs which are 
highlighted in the center. The university also has 
equipment for the translation of foreign television signals 
as well as for the translation of VHS videotaoe into format 
for playback on foreign equipment. -

The College of 
college claims 
Western Europe. 
70 percent of 
positions. 

Community colleges 

Some of the community 

Business Administration has a data base the 
can determine product marketability in 

In addition, the college has contact with 
its alumni, many of whom have overseas 

colleges in the state are actively involved 1n 

international promotion efforts. Some of the efforts are limited to 

educational and cultural programs, and others include more business 

oriented pursuits. 

Each year the Des Moines Area Community College (DMACC) sponsors an 

annual week-long exhibition featuring a specific country. Last year 
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the college sponsored a week on China in which the college featured 

cultural, social, artistic, 

through various media. The 

and business aspects of the country 

college periodically holds workshops on 

trade mechanics, and it also frequently offers credit courses on 

i~ternational business. 

Ed Lowe is manager of international trade relations for the college. 

Lowe also is the director of the International Business and Visitor 

Center which is a joint venture of DMACC and the Greater Des Moines 

Area Chamber of Commerce Federation. He maintains a contact data 

base in which he enters people's names, background, foreign 

languages, expertise, and other relevant information. Lowe uses his 

data base to find contacts, translators and distributors for area 

business people in their overseas pursuits. 

Through the joint-sponsored center, a list of interpreters is 

maintained, travel arrangements can be finalized, and general 

information for visitors and area business people is available. 

The Kirkwood Community College hosts the state procurement office and 

also disseminates trade leads biweekly to Iowa businesses from the 

USDOC TOPs program to which IDED subscribes. The college also offers 

a 90-hour curriculum in international business. 

Chambers of Co~~erce 

The Cedar Rapids and the Des Moines chambers both have international 

programs in which they offer assistance for their area businesses. 

Cedar Rapids The Cedar Rapids International Trade Bureau hosts 

foreign delegations; mails a monthly newsletter to about 300 

members; hosts international trade seminars, conferences, and 

training sessions; disseminates trade leads; and lobb:es for issues 

before the Iowa legislature. 

Des Moines The Greater Des Moines Area Chamber of Cow~erce 

Federation cosponsors the International Business and Visitor Center 

with the Des Moines Area Community College; Ed Lowe from the college 
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manages 

of the 

lobbies 

the visitors center and handles the international activities 

chamber. The chamber also hosts foreign delegations and 

before the legislature on issues relating to international 

trade development. 

Inter~ational trade clubs 

There were five international trade clubs at last count throughout 

Iowa which usually meet on a monthly basis to discuss topics of 

interest. Those topics cover a realm of subjects ranging from 

specifics about trade mechanics to general trade policy. These clubs 

provide a network through which businesses involved in international 

activity can exchange information and contacts. 

FEDERAL TRADE ASSISTANCE AVAILABLE IN IOWA 

There are many services available to Iowa exporters from federal 

government agencies. The agencies include the u.S. Department of 

Agriculture, the International Trade Administration, and the Small 

Business Administration. 

Foreign Agricultural Service (FAS) 

The FAS is part of the u.S. Department 0: Agriculture. The 

FAS staffs offices abroad for market research and contact 

referrals for domestic firms and provides trade leads which 

the Iowa Department of Agriculture and Land Stewardship 

distributes. FAS also organizes trade missions overseas. 

International Trade Administration (ITA) 

The U.S. Department of Commerce has a district ITA office in 

Des Moines. Some of the district office services i~clude: 

professional assistance from a trade specialist, access to 

some Department of Commerce publications from t~e office's 

library, access via telex to all of the res posts throughout 

the world, market identification reports, market assessment 

studies, and market contact services. The ITA staf: can 

refer businesses to the appropriate people or information if 

the staff can't help them. 

40 



The district office sponsors activities of the District 

Export Council which is comprised of exporting companies 

from around Iowa. The purpose of the group is to advise the 

office in the specific export assistance needs of Iowa 

businesses. 

The Department of Commerce also organizes trade missions 

abroad for interested and relevant firms. Missions usually 

are industry specific. 

The Small Business Administration 

The SBA offers financial and technical assistance to Iowa 

firms contemplating trade abroad. The SBA district office 

in Des Moines has arranged production financing for many 

Iowa firms. That loan is entitled the Export Revolving Line 

of Credit Loan which allows qualified small businesses to 

purchase the inputs necessary for production for the trade 

contract. 

SBA also cosponsors the 11 Small Business Development 

Centers located throughout the state. The activities of 

these centers are described under the ISU section. 
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OTHER STATES' INTERNATIONAL TRADE ACTIVITIES 

The trade imbalance and general change in economic conditions 

throughout the country have resulted in states looking overseas to 

change the economic conditions by increasing export trade and foreign 

investment. A federal economist contends 31 states are still in a 

recession while the coastal states are enjoying some expansion of 

their economies. 

BUDGETS 

Statistics collected by 

Agencies (NASDA) and 

the National Association of State Development 

the National Council of State Legislatures 

(NCSL) indicate the states are directing financial resources toward 

increased trade promotion and foreign investment recruitment. Every 

two years NASDA surveys state development agencies to accumulate 

comparative data 

states sponsor. 

to the 1984 survey, 

of $27.5 million 

reporting states. 

about the various export development programs the 

The 1986 survey (NASDA Export Data Base), compared 

revealed an increase from 46 states' expenditures 

to the 1986 figure of $39 million for only 29 

The 29 states reporting in 1986 had a 1984 total 

of $21 million in expenditures for state programs. These figures 

demonstrate the increased focus of state legislatures on 

international trade development and foreign investment recruitment. 

STAFFING 

States also have increased the staff which administers the :rade 

development programs. According to the 1986 NASDA survey, 36 

reporting states have added 109 new staff over the two-year period. 

Few of the staff increases are a result of increased overseas offices 
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by the states, even though the states added 15 foreign offices in the 

two years. 

PROGR~V.S 

The states fund several programs fer trade deve:op~e~t a~d foreign 

investment. The programs include 

dissemination of trade leads, 

trade assistance for b~sinesses, 

sponsorstip of seminars and 

conferences, organization of trade missions, sponsorship of trade 

missions, and operation of overseas state offices. Iowa offers 

varying degrees of all these programs as well (see the IDED section). 

Trade assistance Nearly all the states (46) provide trade 

assistance to businesses. That assistance may be a simple referral to 

direct someone to a more knowledgeable source or it may be to direct 

a business in how to complete documentation for a foreign 

transaction. Iowa offers limited trade assistance because of the few 

number of staff to provide it. Staff usually direct calls to someone 

who can assist if they cannot answer a question. 

Trade leads Most states (46) also provide trade leads to their 

clients. Many use the U.S. Department of Corr~erce (USDOC) Trade 

Opportunities Program (TOPS) which is a frequently generated source 

of leads from many USDOC sources. Most states which use TOPs also 

supplement the leads with internally generated leads. Some states, 

according to the survey, only utilize their own leads. ~here are a 

few states which also verify the legitimacy of the leads prior to 

dissemination to the business community. 

Iewa disseminates trade leads to 400 Iowa businesses and plans to 

increase the mailings to twice a month. 

=S~e~m~i~n~a~r=s __ ~a~n~d=-~c~o~n~f~e~r~e~n~.c~e~s= - Anotter popular program that most states 

(44) fund is the joint sponsorship of seminars and conferences. 

States often cosponsor these seminars in ccnjunction with the 

International Trade Administration district of:ices, local trade 

groups, 

everything 

or with other organizations. The topics can include 

from the exporting basics such as obtaining letters of 
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credit to the mechanical intricacies of documenting a sale. Iowa 

also cosponsors seminars and conferences. IDED assisted last fall 

with several workshops on how to export. These workshops were held 

around the state and coordinated with the ITA, SBA, and local ~rade 

groups. The staff assists with the seminars and conferences when 

time and need merit. 

Trade shows and missions - Many states participate in international 

trade shows and foreign trade missions. Forty-two states 

participated in more than 173 international trade shows in 1985 and 

1986. The 39 states which conduct trade missions sponsored more than 

62 trade missions overseas for 1985 and 1986 (from The States and 

International Trade: New Roles in Export Development, NCSL, 1986 and 

the 1986 NASDA State Export Program Data Ease). 

Iowa also sponsors trade missions and organizes participation in 

trade shows (see the IDEO section). 

Foreign offices Perhaps one of the more costly programs states 

pursue is the staffing of foreign offices. The number of state 

foreign offices has increased from 35 in 1984 to 70 in 1986. 

Thirty-four states have offices in 12 countries throughout the world. 

The most popular locations are in Tokyo (25 state offices), Belgiu~ 

(10), and Germany (9). The others are scattered in other countries 

and cities around the world. 

Iowa staffs three foreign offices in Frankfurt, Hong Kong, and Tokyo. 

The activities are outlined in the section of the report about the 

Iowa Department of Economic Development. 

According to several 

office determines the 

or direct investment. 

state officials, the location of the foreign 

emphasis of the office toward export promotion 

But information from NASDA indicates states 

prioritize 

Few offices 

foreign investment attraction in state foreign offices. 

time 

33.4 

states 

percent 

prioritize trade promocion. The average percentage of 

allocate from trade promotion in the foreign offices is 

(from the 1986 NASDA Export Program Data Base). 
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States have differing ways of attracting foreign investment. Alabama 

has six offices overseas which measure their effectiveness by the 

number of foreign visitors they convince to travel to Alabama. The 

state director of interna:ional effort belie~es the only way to 

attract investment is to get the business people to visit Alabama. 

The state beasts a tremendous increase in foreign i~vestment since 

the opening of the offices around the world in 1972. 

One state has initiated a unique approach for obtaining foreign 

direct investment leads. Oklahoma has the only known agreement of 

its kind with the goal of increasing exports and foreign direct 

investment. The state signed an agreement with the investment banker 

Morgan Grenfell, Inc. to represent the state to Morgan Grenfell's 

clients as a potential location for foreign direct investment. The 

agreement is detailed in the Foreign Direct Investment section (See 

Exhibit 3 for a copy of the agreement). 

Other programs - States are engaging in some additional activities to 

fulfill the goals of increased export sales and foreign investment. 

The financing activities of the states are described in a separate 

section. Some states publish brochures, industry directories, 

catalogs, and newsletters. A couple of the states publish a 

pictorial catalog of products the state's businesses offer. There 

are 15 states which publish a separate newsletter periodically; 16 

others have a section in the agency newsletter devoted to 

international division activities. Twenty-seven states conduct 

surveys of the businesses in the state to prepare the publications, 

and of these states at least 20 conduct the survey no less than 

biannually. 

Intearated state and federal relationships - There are several states 

which have either a state sta:f person in the International Trade 

Administration District Office or have the state and federal offices 

colocated. Many of the state development entities have a state staff 

person located in the ITA district office. The federal gover~ment 

trains the state staff person in trace assistance and the various 

services the federal office provides the state's businesses. The 
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close relationship between the state and ITA facilitates the 

communication between the state and the federal offices, thereby 

enabling the continuity of services to the business community. 

Some states have colocated their trade assistance offices with the 

federal assistance offices with the federal ITA district office. I~ 

1982 the state of Oklahoma colocated their offices in Oklahoma City. 

The office is titled "Oklahoma International Export Services". The 

U.S. Department of Commerce trained Oklahoma staff in the operation 

of the DIAL.OG data base and provided software for the hardware the 

state purchased. The state staff have ready access through the USDOC 

communications system to all the U.S. consulates and embassies 

throughout the world. The office also circulates a monthly 

newsletter to the state's business population (See Exhibit 4 for a 

copy of a similar agreement between the state of Connecticut and 

ITA) . 
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1. REGIONAL TRADE ALLIANCE 

Iowa noncornmodity exports are relatively small compared to those of 

California, Illinois, Michigan, New York, Ohio, and other industrial 

states. However, were Iowa and other states with small manufacturing 

populations to merge resources, the region could be at par with some 

of the largest industrial states. 

There are several advantages which could be accrued with a multistate 

association. This regional association of states could draw 

attention from foreign business and governmental concerns because of 

the gross state products and the population size. Such an 

association would draw attention for those wishing to locate foreign 

offices or manufacturing plants or even marketing foreign products. 

The direct investment potential for the Midwest is tremendous with 

the Japanese and other foreign interests examining the logistics of 

centrally located manufacturing and distribution cente~s and the 

practicalities of the central states' "work ethic". 

Iowa and its partners could jointly plan and organize foreign trade 

missions and international trade shows. Trade staffs from 

participating states could realize the economies of scale that are 

possible when homogenous industry trade missions and shows are 

organized. Per client costs associated with the planning p~ocess are 

decreased with an increase in the number of participants. The 

missions could gain additional attention that the port authorities 
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and larger states 

mission encompasses 

manufacturing base 

claim are afforded their trade missions when the 

a uniform theme or industry. With a deeper 

upon which to draw, the region also could 

by combining trade missions 

take 

advantage of in;'Qvative with 

minishows anc co~ferences to draw attention a~d attendance at the 

events. For example, a mission of agrlcultucal equipment companies 

could have a mini trade show as well as host a series of related 

seminars at a concurrent convention, etc. 

Other possibilities of a regional approach inClude the collocation of 

overseas offices for the purpose of sharing the administrative costs 

which would decrease the state expenditures on overhead. These 

prorated shared services could include secretarial services, 

utilities, office space, conference rooms, telephone services, telex, 

copying equipment, etc. Were these expenses decreased for the 

participating states, then perhaps funds could be allocated for 

increasing budgets for other program expenditures. 

Such associations are not foreign to American demographics. In 1983, 

the Mid-South Trade Council was formed to promote the interests of 

Alabama, 

Brooks 

Alabama 

Arkansas, Louisiana, MissisSippi, and Tennessee. Louis 

is the head of the international trade promotion efforts for 

and one of the key initiators of the council. He said the 

council is a very loose association of state international trade 

development 

to the fact 

directors, and he believes their success is due in part 

they have no written agreement or bylaws. Since the 

council's inception, Brooks claims it has cooperated in the planning 

of nearly 20 trade promotion activities. They alternate the planning 

of the trade missions and shows among the five states. The council 

prorates those expenses which are easily prorated, but otherwise, 

they alternate the planning of the various activities. The council 

has pooled resources to purchase a folding display for trade shows 

which features the council's name anc generic photographs cepicting 

the region's products. 

Brooks said the council has allowed the businesses in his state co 

participate in many more missions and shows because of the greater 
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industry depth they now have to work with in the five states. 

Another advantage of the association with the other states, according 

to Brooks, is that they know more about the other states' businesses. 

When leads come into one of the five states, the states forward them 

on to each other if they don't have a business which can respond. 

RECO~~ENDAT!ON 

The Iowa World Trade Advisory Committee members recommend that Iowa 

should initiate discussions for an international trade promotion 

alliance with other states. The Committee members believe the 

association will increase Iowa's visibility to the world while 

reducing the costs of doing so. 
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2. TRADE MISSIONS AND TRADE SHOWS 

TRADE MISSIONS 

Trade missions are organized business trips to foreign countries for 

the purpose of meeting distributors, agents, or potential sales 

contacts. Usually an officer or principal in the American firm 

travels abroad. Many different organizations sponsor and plan 

missions and charge only the business person's actual personal 

expenses. 

U.S. Department of Commerce (USDOC) Trade Missions 

The USDOC sponsors missions in which the staff invites applications 

from businesses which are either new to export or new to market. In 

the past, USDOC offered $1,000 rebates on some missions for those who 

could demonstrate their firm was either new-to-export or 

new-to-market; however, USDOC staff recently indicated rebates no 

longer will be used. 

The USDOC also offers a designation to organizations which organize 

missions. This designation is IOGA and stands for industry organized 

and government approved trade missions. State governments, public 

organizations, and industry associations seek this designation which 

allows participants official recognition by the U.S. government and 

ensures the assistance of the USDOC's overseas Department of 

Commerce's overseas offices, the Foreign Commercial Service (FCS). 

Iowa Department of Economic Development Trade Missions 

The Iowa Department of Economic Development (IDC at that time) 
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sponsored two missions in 1985. In May the mission went to 

Australia, New 

participants to 

the announcement 

Zealand, and Malyasia. June's mission took the 

Israel and coincided with the Gove~nor's visit and 

of a U.S. :ree trade agreement with the Israelis. 

The mission planned for 1986 to Thailand, India, and ?akistan was 

canceled because of a lack of participants. The state seeks rOGA 

designation 

help make 

for all its missions so that it can use FCS offices to 

appointments for the mission. State missions travel to 

several different countries within a large region for lengths of time 

from two to three weeks. 

Massport Missions 

Massport is the port authority of Massachusetts. The Massport 

international staff consists of four professional staff, two support 

staff, and student interns. Massport received the "E" award in 1982 

for its trade promotion program of which trade missions are the core. 

Massport missions are single industry focused and are combined with 

trade shows. Missions are usually industry specific because of the 

depth of the several industries in the New England region upon which 

the staff can draw. The port authority no longer organizes single 

function trips abroad but now plans trips which integrate trade shows 

and trade missions. On their way to and from a show, business 

executives can stop 

appointments (the 

organizing trade 

effectiveness of 

over in different cities to meet with prearranged 

mission). The Massport staff said this method of 

missions, together with trade shows, maximizes the 

the trip but minimizes the time and expenses. 

Instead 

several 

-people. 

of using 

different 

They 

the Foreign Commercial Service, Massport uses 

sources to schedule meetings with the appropriate 

use the foreign chambers of commerce, trade 

associations, yellow pages, commercial listings, and the port's 

foreign of:ice staff. 

New York World Trade Center Missions 

A separate entity of the New York/New Jersey ?ort Authority at the 

New York World Trade Center organizes missions overseas. The staff 
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operates approximately three missions a year, but from July 1986 

through March 1987 they will be leading seven missions. 

Like the Massport program, the New York staff also takes o~ly one 

industry on each mission. They claim it is m~ch more efficient to 

organize. The staff also said the missions draw more foreig~ 

interest because they are industry specific. Foreign businesses want 

to meet with members of the mission to compare production or product. 

Also, competing domestic companies become more interested in 

participating in the mission because they want the same advantage 

their competition acquires by going on the mission, and such 

competition breeds industry interest in participating in the 

missions. 

TRADE SHOWS 

Trade shows are perceived by experts as a valuable and cost-effective 

technique in making trade contacts. Exhibits at a trade show can 

appeal to all the senses and emotions, bring qualified prospects to 

the exhibitor, and minimize individual sales call expenses. 

Although trade shows are one of the most cost-effective means for 

making contacts, they are one of the most expensive facets of the 

marketing mix. Studies indicate expenses per show average $73,000 

exclusive of top management time in attendance at the show (from 

Bonoma, Thomas, "Get more out of your trade shows", Harvard Business 

Review, January-February 1983, p. 76). 

Companies spend 5 to 35 percent of the annual advertising budget on 

trade shows. The Sonoma study contends medium-sized firms attend 

about nine shows annually. Even though che costs seem extravagant, 

he documented that the costs of trade show contacts are substantially 

less than those for personal sales contacts. Sonoma's study showed 

the cost for a trade show contact in 1979 was $60 relative to a 

personal sales contact which cost $140. 
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Costs affect the ability of small businesses to participate in trade 

shows. Small businesses may have difficulty allocating the resources 

necessary for participating in the show. But if the space and the 

costs of staffing and supplying the booth were shared, t~e small 

business people would be i~ a better financial position :0 

participate in this method of securing contacts or leads. 

FINDINGS 

Recruitment for missions - The IDED staff has difficulty recruiting 

people to go on the missions. The New York/New Jersey Port Authority 

and Massport (the Massachusetts Port Authority), both of which are 

recognized for their successful trade missions, also have difficulty 

in recruiting mission participants. 

Several sources indicated some of the reasons for the recruitment 

problem focus around the availability of time and money. The tight 

cash flow situations which are prevalent in small businesses keep 

their owners frcm taking 

presents. The Committee's 

confirmed the major reason 

advantage of the opportunities a mission 

telephone survey of Iowa exporters 

why businesses don't participate in 

missions; 53 percent of the firms did not have the money or time to 

participate. Many other reasons we:e cited, but none were as 

significant as the percentage for time and money problems. 

The telephone survey asked interviewees whether they participated in 

IDED-sponsored trade missions abroad. Eighty-five percent indicated 

they never had. A. factor in the lack of participation of 

state-sponsored trade missions is the lack of knowledge about them. 

Of the reasons given for lack of participation, the second highest 

reason, after lack of time and finances, was that they had not been 

asked to participate in IDED missions. The reasons for companies not 

being asked by IDED to participate included the fact that there are 

so few missions and so few industries with a sufficient number of 

businesses in them to plan several missions for different industries. 
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Trade show participation - The Committee's survey revealed that 69 

percent of the businesses did not participate in international trade 

shows. Of that percentage, 60 percent of the exporters did not 

participate in international trade shows. Fifty-one oercent of the . . 
responses cited the primary reason :or lack of participation, again, 

was the lack of time and money. Costs affect the ability of small 

businesses to participate in trade shows. Small businesses may have 

difficulty allocating the resources necessary for participating in 

the show. But if the space and the costs of staffing and supplying 

the booth were shared, the small business people would be in a better 

financial position to participate in this method of securing contacts 

or leads. 

RECOMMENDATIONS - Trade shows and trade missions are effective means 

to expose Iowa businesses to foreign contacts. But to increase 

participation 

with regard 

several ways 

of Iowa business, the costs of trade shows and missions 

to both time and money need to be decreased. There are 

the Committee recommends these costs can be minimized 

and the benefits maximized. The Committee members believe trade show 

subsidization 

shows. Low-

would increase 

or no-interest 

small business participation 1n trade 

loans also could be made available as 

assistance or as an incentive to encourage Iowa businesses to 

participate in the shows and missions. 

The Committee members believe that in order to decrease the costs and 

to draw foreign attention to the trade missions, the missions should 

be combined with the shows. Senior company representatives could 

personally followup leads resulting from the shows and meet the 

foreign contacts arranged for as part of the mission. Such a 

combination of shows and missions could reduce the expenses for small 

business participation in both shows and missions. 

Adding to the cost of Iowa's state-sponsored missions are the number 

of countries and time involved in each mission. The number of 

countries on a mission directly aEEects the travel expenses and time 

component for each business person. The Committee recommends state 

missions concentrate on one or two specific countries for a period 
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no longer than a week. These changes will decrease the expense of 

the trip and perhaps afford more Iowa businesses the opportunity to 

participate. 

Furthermore, with the addition of staff and change in foc~s, the 

foreign offices can 

agenda for missions 

be used to make appointments and prepare the 

traveling abroad from Iowa. More time can be 

spent working with mission participants to ensure that the meetings 

between the Iowa business person and foreign representative are 

optimally productive. Such coordination by foreign office staff 

could decrease the necessity for pre-mission trips by domestic office 

staff and also reduce the expense of trade mission planning. 

Also in that pursuit of decreasing the time requirements and costs of 

trade shows and missions, the state should investigate cooperative 

planning of trade shows and missions through a multistate 

association. The state could realize the decreased per capita costs 

for regional cooperation in planning. Plus, the depth of industries 

within a region would allow the missions and shows to attract more 

foreign attention by being single industry oriented. 

Recruitment of businesses for shows and missions can take place with 

cooperation between state entities and the business assistance 

organizations throughout Iowa. Widespread promoting of the missions 

and shows may result in increased interest in exhibiting, which also 

should result in a reduction of the per exhibitor cost for the state 

and, hence, the small business person. 

The Committee members believe that because of the importance of trade 

shows and trade missions in the international marketing arena, the 

General Assembly should appropriate additional funding for these 

programs. Additional funds will allow the state to sponsor an 

exhibit in a trade show in each major region of the world and for 

each principal industry every year and plan an appropriate trade 

mission for each show. The funds also will offset or assist Iowa 

small business expenses for shows and missions. 

62 



The Committee believes that active trade show and trade mission 

recruitment and availability of financial assistance for needy 

companies will help increase the state's small business exposure to 

international markets with the result of boosting Iowa's export sales 

abroad. 
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3. FOREIGN DIRECT INVESTMENT 

Foreign direct investment is the investment of foreign source money 

in a state, and it can be one or a combination of things. It can be 

an equity investment 

also be intercompany 

of 10 percent or more to a company; or it can 

loans, charges for shipments, products or 

equipment. Foreign investment can be through reinvested earnings to 

the American company and not the parent foreign company (from 

"Foreign Direct Investment in the United States; Completed 

Transactions, 1974-1983, Volume III", by the U. S. Department of 

Commerce, International Trade Administration, June 1985). 

Foreign companies invest in the u.s. for many reasons. The 

management may anticipate trade barriers; they may be protecting 

their products from domestic competition; management may want to 

decrease the costs of production including transportation, labor, and 

other expenses; or management may want to increase the ability to 

serve the foreign market by producing in the market to ease problems 

of distribution and service. 

STATES' ACTIVITIES IN ATTRACTING FOREIGN INVESTMENT 

Information from the National Association of State Development 

Agencies indicates states use their foreign offices primarily to 

secure reverse or direct investment contacts. The Alabama state 

director for international trade indicated they even base performance 

of the foreign office's staff on the number of visitations to 

Alabama. Many states also have signed an agreement similar to the 

one Iowa signed with the Bank of Tokyo's Chicago office to cooperate 
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for promotion of trade and investment development. The state of 

Iowa, among other states, placed a display in the lobby of the Bank 

of Tokyo in Chicago to catch the attention of visiting Japanese 

business people and to inform them of what Iowa has to offer. 

Another state has taken an unconventional approach toward investment 

attraction. The state of Oklahoma signed the only known agreement of 

its kind to increase the export of its products and, foremost, to 

increase foreign direct investment (See Exhibit 3). The state signed 

an agreement in July 1986 with the international investment banking 

firm of Morgan Grenfell, Inc. to represent the state to Morgan 

Grenfell's clients as a potential location for foreign direct 

investment. The original contract provided Morgan Grenfell $250,000 

and $50,000 for expenses for a one-year contract. 

The state's goal is to expand and diversify the Oklahoma economy. 

Morgan Grenfell is to prepare a brochure for prospects entitled 

"Oklahoma! Investing in the USA". The company is to provide support, 

promotion, and stimulation for economic development by attracting 

foreign investment. The contract specifies that Morgan Grenfell will 

prepare a list of targeted companies that the firm will identify for 

potential foreign investment participation in Oklahoma. 

The contract was geographically limited to representing Oklahoma to 

Morgan Grenfell clients in the United Kingdom and Western Europe, but 

the parties amended the contract for additional money and services. 

In the amendment to the contract, Morgan Grenfell also is 

representing Oklahoma as a potential location for investment in the. 

U.S. to its clients in Singapore, Hong Kong and Tokyo for an 

additional $120,000 and $20,000 in expenses. The agreement assigns a 

specific 

interests. 

person in Singapore to solely represent Oklahoma's 

State officials already report there are negotiations underway for 

the first investments which are a result of the contract with Morgan 

Grenfell. 
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RECOMMENDATIONS 

Contracted services 
The nature of foreign investment recruitment requires long lead time 

and investment in resources before any payoEfs are realized. Foreign 
investment leads require developing of long-term relationships. Such 

relationships naturally occur between an investment banker and its 
client. The Committee believes the state can take advantage of these 
natural relationships between foreign concerns and their investment 
banker. 

Foreign offices 

The Iowa foreign offices, like those of most other states, 
concentrate on attracting foreign investment. Each of the Iowa 

offices has only one staff person to carry out the myriad of tasks 
assigned. The professional staff person is forced to handle problems 

on an ad hoc basis. The constant barrage of questions and requests 
keep them from the more directed efforts at trade promotion 

activities such as arranging appointments for trade . mission 
participants or qualifying and forwarding trade leads to Iowa 
businesses. 

An agreement similar to the one between Oklahoma and Morgan Grenfell 
would take advantage of those networks. The Committee recommends the 

state pursue the possibility of a similar arrangement between the 
state of Iowa and an investment banking firm with international 

contacts. 

The use of investment banking networks would more appropriately seek 
foreign investment prospects. 

focus of the Iowa foreign 
Therefore, the Committee proposes the 

offices be redirected toward trade 
promotion. Someone still 
contacts developed through 
those prospects identified by 

can work with the foreign investment 
trade contacts and leads in addition to 
an investment banking firm. 

The Committee contends that if the state leaders want to prioritize 
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trade promotion, the 

staff. There should 

state should fund an increase in the foreign 

be at least two people dedicated to work with 

current and proposed t~ade promotion programs, and a least one person 

to work with foreign investmer.t prospects which both the foreign 

office trade staff and investment banking firm locate. 
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4. EXPORT FINANCING 

There are many sources of financing for export transactions. Some of 

these sources include the Export-Import Bank (Eximbank), Small 

Business Administration (SBA), state financing programs, commercial 

lenders, factoring houses (which purchase receivables sometimes 

without recourse), and export management companies (which carry the 

financing and pay the exporter immediately for the sale). 

FEDERAL SOURCES OF FINANCING 

Eximbank - The Export-Import Bank, or Eximbank, is a U.S. government 

agency which sponsors several programs through which exporters of all 

sizes can obtain export financing. There is the Working Capital 

Guarantee Program which guarantees commercial lenders repayment of 

loans extended to borrowers for pre-export activities including 

inventory stocking and overseas marketing operations. 

The Eximbank also provides export credit insurance through the 

Foreign Credit Insurance Association (FCIA). 

FCIA The 

association 

Foreign Credit 

of independent 

Insurance 

insurance 

Association (FCIA) is an 

companies responsible Eor 

administering Eximbank's export credit insurance program. FCIA 

administers several insurance programs on behalf of Eximbank. There 

are programs which insure the commercial and political risks Eor 

short-, medium-, and long-term loans. The Commercial Bank Guarantee 

Loan insures commercial lenders' risks. There also is the 
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New-to-Export policy 

and 100 percent of 

which covers 95 percent of the commercial risk 

the political risk with no deductible. The 

New-to-Export policy is available to new-to-export companies with 

export sales not exceeding $750.000 each of the two years preceding 

the policy. 

For those businesses needing assistance or expertise in operating 

under the New-to-Export policy. there is the Umbrella policy. This 

policy is administered for exporters by approved entities such as a 

bank. an insurance broker. state or municipal 

They investigate the buyers and exporters 

shipments to FCIA. The administrator acts on 

government agent, etc. 

and report all the 

behalf of the exporter 

in relaying information to the FCIA and Eximbank. 

FCIA also has the Multibuyer Export policy which covers an exporter's 

shipments to several buyers for a specified time. This policy allows 

easier and less constrictive access to credit. thus increasing the 

speed with which credit decisions can be made. (Information relating 

to FCIA programs is available from an FCIA pamphlet entitled "Your 

Competitive Edge in Selling Overseas".) 

SBA The Small Business Administration also has an export loan 

program 

Credit 

available. It is entitled the Revolving Export Line of 

Loan, through which the agency provides direct loans and loan 

guarantees to small businesses. This loan program can guarantee up to 

90 percent of a bank line of credit to small business exporters who 

meet SBA criteria. 

STATE SOORCES OF FINANCING 

From 1982 to the end 0: 1985, 20 states had adopted legislation for 

export financing to assist small and medium sized exporters in 

financing their overseas trades (from "The States and International 

Trade: New Roles in Export Development. National Council of State 

Legislatures. December 1985). According to IDEO research, an 

additional 12 states have adopted legislation in 1986. Eighteen of 

the 32 states which have adopted export finance legislation 
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currently have operating finance programs. Three variations of state 

export finance programs include loan guarantees, direct loans, and 

the Iowa interest buy-down program. The financing programs cover 

both preshipment and postshipment financing. Preshipment financing 

includes purchase of the inputs for production, and postshipment 

financing covers credit extended to the foreign buyer. 

Loan guarantees 

The loan guarantee programs usually require the company to be 

rejected by a lender prior to applying for the guarantee. The loan 

guarantee actually is made to the lender. It reduces the lender's 

commercial risk to 10-15 percent of the deal. Since the credit riSk 

of the lending institution is significantly reduced, the lender 

grants the loan under the guarantee of the state for the other 85-90 

percent of the loan. The states usually require the exporter to 

purchase FCIA insurance from the state under the umbrella policy so 

that the state's risk of the loan guarantee is also covered. 

The guarantee programs vary 

have established bonding 

bonded indebtedness from 

on the funding of the money. Some states 

authorities with limitations as to the 

$50 million to $100 million. California 

initially funded their program from the general fund, but staff 

anticipate repaying at least some of the money from fee proceeds. 

California A California legislator indicated their loan guarantee 

program was the single most valuable export promotion program the 

state has sponsored because it actually does increase trade. The 

program has such a direct effect on increasing trade because the 

guarantee program is the borrowers' last resort for financing the 

trades they already have put together. 

The California legislature established the Export Finance Office 

under the World Trade Commission in 1984. The state runs its own 

loan guarantee program funded with S2 million for the program and 

$350,000 for four professionals and one clerical person. Guarantees 

are for working capital and postshipment orders no greater than 180 

days. The guarantee is for 85 percent of the bank loan with a 
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$350,000 limit on the amount loaned. 

The program has guaranteed 23 transactions totaling $3.7 million 

since starting up operations in mid-1985 ("States Launch Efforts to 

Make Small Firms Better Exporters", The Wall Street Journal, Feb. 2, 

1987, p. 17). According to director Fargo Wells, the office has 

directly and indirectly generated $20 million in export activity 

which would have otherwise not been funded. He explained the 

authority takes credit for the deals which they convince the bank to 

take without the need for the guarantee. The California staff has 

concluded that there is a need for more education in export credit 

and flexibility for the banking community. 

Minnesota The Minnesota Export Finance Authority has been 

operational since mid-1985. Since that time the authority has issued 

approximately $2.5 million in loan guarantees in 17 transactions. 

The state guarantees 90 percent of the loan and the interest on the 

90 percent. The financial institution is exposed for the remaining 

interest on the 10 percent of the loan. The state also administers 

the umbrella policy for Eximbank and FCIA so that 90 percent of the 

commercial risk and 100 percent of the political risks are covered. 

Direct loans There are several states which created loan 

authorities for raising funds for export financing. The Illinois 

program has an independent agency which raises money in the bond 

market. Since the state is able to borrow the funds at a 

comparatively low rate on the bond market, Illinois officials expect 

to loan the funds at comparatively low interest rates. There is also 

a loan program that Ohio sponsors called the linked deposit program. 

The state loans funds to the banks to loan at three percent below the 

market rate. More is explained about each program below. 

Illinois The Illinois program was initiated in July of 1986 when 

the Illinois Export Development Authority issued $15 million in 

taxable bonds which the authority's director claims will support $45 

million in export sales. Since July the Illinois program has made 

six transactions totaling $2.5 million in sales, according to 
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Executive Director John Kerwitz. 

The program is administered by the authority's board of directors. 

The board of directors approves which lenders will be participating 

lenders and extends a line of credit to each of those approved. 

There are virtually no risks for the lending institution under the 

program. The loan has to be insurable against both political and 

commercial risks which normally are insurable for 100 and 90 percent, 

respectively. Additionally, both the authority and the financial 

institutions have been granted a "hold-harmless" agreement under FCIA 

which holds both the financing institution and the authority harmless 

for any loss regardless of cause. Thus, the authority and the 

financing entity are fully protected against loss. 

One of the primary goals of the Illinois program is to make the 

export loan as easy for a bank to process and administer as an auto 

loan application. It is the director's hope that the simplicity of 

the loan application will increase participation by institutions in 

the program, and particularly the ones which loan to small 

businesses. 

The authority staff review the applications and request credit 

information relating to the foreign buyer and take care of many of 

the evaluations which are necessary for the insurance. The authority 

limited the amount anyone company can have outstanding at any 

particular time to $500,000 (inclusive of the authority's 90 percent 

and the bank's 10 percent). With this limitation, the authority's 

board of directors hopes to assist small and medium sized exporters. 

Ohio The Export Bank of Ohio was created in the 1983 state 

legislature. Termed the linked deposit program, the state deposits 

state funds equivalent to the approved export loans made by each 

bank. The banks are obligated to loan the funds at three percent 

below the market rate to the exporters, making the money available 

also at reduced interest rates (Business America, "New Export Credit 

Tools Will Help Smaller Exporters", June 11, 1984, p.S; and The 
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States and International Trade: New Roles in Export Development, 

NCSL, December 1985, pp. 87-88). 

Interest rate buy-down - Iowa's interest buy-down program which was 

passed by the General Assembly in the 1986 session is unique. It 

leaves financing up to the banks, but allows qualifying exporters to 

apply for a grant of funds to buy down the interest on a loan. The 

program was funded with $1 million, all of which is dedicated to 

programs and not to administration. As of January 1987, the Iowa 

Department 

$12,000; 

of Economic Development (IDEO) has awarded six grants for 

these supported just over $500,000 in export sales. A 

department staff person claims the program merely assists those who 

already can receive export credit to secure a lower interest rate. 

The department indicates interest in the program is increasing as 

more business people and financing institutions become aware of it. 

One proponent of the 

account that they had 

program said his company regained a foreign 

previously lost. He indicated it was due to 

to finance the postexport agreement terms the increased ability 

through the interest buy-down which brought his company back to a 

competitive position. 

SU~~TION OF COMMITTEE FINDINGS 

None of the state programs have been in existence long enough to make 

an accurate statement about the effect of the programs on the 

availability of 

programs which 

export finance 

were initially 

in each of 

created in 

the states. Some of the 

1983 and 1984 have since 

been amended to make them more workable within the parameters of each 

of the states. There are, however, some general statements which can 

be made about the programs. 

Loan guarantees - The loan 

be turned down prior to 

preclude 

bidding on 

guarantees 

applying 

usually 

for the 

require an exporter to 

guarantee. Such a 

some companies from 

some trade contracts. 

meeting the time 

However, for those 

requirement may 

requirements for 

companies which can obtain credit because of the guarantee, the 

program can mean expanding international markets. 
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A recent Wall Street Journal article made a case in point about a 

small California business which was refused credit from commercial 

lenders until the authority made the loan guarantee. The company, 

C.M. Magnetics Corp., even secured substantial repeat sales because 

the California Export Finance Authority guaranteed a working capital 

loan for the initial order of video tape for China. 

Fargo Wells from the California program points out that bankable 

loans are being 

until after the 

turned down by financing institutions and it isn't 

authority staff works with the file that the banks 

take a second examination of the loan and fund it, often without the 

guarantee. 

Direct loan - The direct loan programs financed by Illinois and Ohio 

also have some merits. Proponents claim the programs make export 

finance available throughout the state because of the availability of 

loanable reserves for the banks and the ease of the transaction. 

Still, the state export finance authority approves the lending 

institutions which may participate, so it remains to be seen' whether 

the banks which loan to small businesses actually make credit more 

available to those businesses. Additionally, even though the 

authority doesn't borrow money from the taxpayers, the state will 

still need to dedicate money for capitalization of the authority. If 

the Illinois authority can't loan all the money it borrowed from the 

bond market, the state may be liable for paying the interest. 

Another goal for the direct loan programs is that the banks will 

extend exporters lower interest rates because the money loaned to the 

financial institutions is borrowed from the bond market rather than 

the more expensive markets which financial institutions traditionally 

use. The program is still too new in Illinois to determine whether 

the banks are passing the savings of the lower interest rates on to 

the exporters; there are no requirements in Illinois statutes to do 

so. 
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Interest rate buy-down The Iowa program is also too new to pass 

judgement. The program has assisted some businesses to extend credit 

to foreign buyers, but it is questionable whether the program 

addresses the financial needs of small exporters. It does not make 

credit any more available to small businesses; rather it makes it 

less expensive. 

RECOMMENDATION 

The telephone survey the Committee sponsored indicated 57 percent of 

the nonexporters have a problem with financing availability, while 27 

percent of the exporters had a problem with financing. These numbers 

potentially represent a significant number of trade transactions 

which have faltered because of the lack of credit availability. 

The Committee recommends continued study of this issue. More 

information needs 

problems are and 

to be gathered 

whether the state 

to determine what the financing 

should take appropriate action. 

Further study will provide more time for the Committee to observe the 

operations of the programs that the other states have recently 

adopted and implemented. 
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5. LEASING SPACE IN FACILITIES 

There are advantages to locating state-supported display areas within 

buildings with potential for high visibility to qualified audiences. 

Trade centers create environments which naturally attract targeted or 

qualified audiences. The World Trade Center in Boston has a product 

display area dedicated entirely for high technology companies to 

display their products. 

of the exhibit space 

visitation. 

The center staff believes the specific focus 

will ensure domestic and international 

The Committee has explored the possibility of locating 

state-sponsored displays in two centers in the region. These are 

described below. Permanent exhibit space in these facilities offers 

businesses which cannot afford trade show participation an 

alternative for presenting their products to qualified audiences. 

THE KANSAS CITY AGRIBUSINESS CENTER 

The president of the center is Dick Sneddon, who formerly was the 

president of the Agricenter International in Memphis, Tennessee. The 

partner in the project is developer Ralph Wenger from California. 

Wenger has developed several "mart" buildings for wholesale showing 

of gifts, apparel, etc. 

The primary concept of the 

industry one-stop shopping 

center is to provide the agribusiness 

convenience 

producers to equipment manufacturers. 

for audiences ranging from 

The visitor can view all the 
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various products available for each segment of the agricultural 

industry or can visit with company representatives who locate an 

office in the center. Sneddon explained this is a departure from 

traditional marketing in the agricultural industry, so to ensure the 

project's success, their objective is to attract as many qualified 

people as they can to the center. 

Programs 

audiences 

Sneddon 

to the 

said the 

center. 

programs 

The center 

will also 

plans to 

draw qualified 

host several 

conferences relating to agribusiness throughout the year. 

Conferences currently are being planned with industry associations in 

conjunction with small trade shows. Such a conference is being 

planned for the veterinary medicine industry. The center also plans 

to host an annual agricultural technology show to highlight the most 

recent developments in the field. The center plans to draw upon the 

agricultural audiences which already frequent the Kansas City area 

throughout the year. According to Sneddon, those audiences 

conservatively include: 3,000 of the top operators and managers of 

Farmland Industries cooperatives; 20,000 conventioneers from the 

annual national FFA convention; 500 students from the American Royal 

4-H Conference; American Royal attendees; 1,200 foreign visitors 

and delegations; and 8,500 other convention, seminar, and conference 

attendees to the Kansas City area each year for agriculturally 

oriented activities. 

Location and facilities - The Agribusiness Center is located at the 

intersection of three major interstates in the Kansas City area. It 

is between the Truman Sports Complex and Worlds of Fun on 1-435. 

The center occupies 100,000 sq. ft. of a 320,000 sq. ft. building in 

Executive Park. Office space, permanent exhibit space, and meeting 

rooms occupy the 100,000 sq. ft. There are a 42,000 sq. ft. 

exhibition hall, two restaurants, on-site catering, a SOO-person 

meeting room, and conference rooms. 

planning construction this spring on 

showroom for large equipment. 
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Adjacent to the center is a 340-room hotel which also has meeting 

rooms and convention facilities. Another hotel will add additional 

rooms to the business park when it is completed this summer. 

Permanent display space - Permanent display space leases are $1,800 

annually for an 8' by 10' space, and the fees include all expenses. 

The center staff will stock displays with literature and forward 

trade contacts to the leasee as part of the lease fee. 

MINNESOTA WORLD TRADE CENTER 

The Minnesota World Trade Center is a public/private venture in Saint 

Paul. The city is the public participant in the project with $10 

million 

unleased 

in tax 

space 

increment financing 

which falls below the 

and an agreement to lease any 

85 percent tenancy level upon 

the opening of the building. 

$110 million building was 

The remainder of the financing for the 

from private sources. The state is 

committed to fund programs for the center. The Minnesota World Trade 

Commission, the members of which are appointed by the governor, 

directs the center's programs. The state, through the World Trade 

Commission, will maintain the World Trade Center Association 

membership and fund $800,000 for use toward programs for the center. 

If $100,000 is raised from the private sector for programs, the state 

is obligated to match the money. 

The trade center developer plans to open the door in the Facility 

fall of 1987 and 

is 

expects occupancy to be at 65 percent; currently 

45 percent. The building is a 36-floor structure 

ft. The building, encased in glass and polished 

leased 

with 

space 

466,000 sq. 

granite, towers over the central part of downtown Saint Paul and is 

two blocks from the convention center. 

Plans for the building inClude three floors of retail space, 

temporary office space, and some exhibit space, although plans for 

the exhibit space are not finalized. 

Programs The Minnesota World Trade Commission, a state entity, 
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controls the programming for the state and determines the allocation 

of the 22,000 sq. ft. the developer gave the state to house the 

state-sponsored programs. Plans for the programs include a trade 

institute which will sponsor seminars and workshops and serve as a 

clearinghouse for world trade information and referrals. 

The state is moving the Minnesota Trade Office to the center and 

consolidating those services with the other trade services the state 

offers through other departments. Even the Minnesota Export Finance 

Authority will be consolidated into the Trade Office. According to 

Richard Nolan, former Minnesota World Trade Commission Chairman and 

now president of the Minnesota World Trade Center, the trade center 

is finally starting to focus international trade services and 

activities. 

The Trade Office hosts 

which, with the office 

Trade Center. 

groups. 

Tenants 

20 foreign trade delegations each month, 

moving, will now go to the Minnesota World 

in the building will be exposed to these 

The center also will be a draw to the international passengers who 

arrive at the Minneapolis/Saint Paul International Airport on direct 

flights from foreign countries. Additional international flavor will 

come from the requirement that 50 percent of the building tenants are 

to be internationally oriented. According to the developer, BCE 

Development, there are Iowa companies which have realized the 

potential international audience and have already leased space in the 

facility. 

Permanent display space Plans have not been finalized for the 

permanent display space in the center, but a representative of the 

developer indicated space would probably rent from a~ound $12 per sq. 

ft. for a five-year lease on 1,000 sq. ft. 

RECOMMENDATION 

Trade centers create environments whiCh naturally attract target 

audiences. The environment may attract international or domestic 
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attention or specifically targeted industry. Permanent exhibit space 

offers businesses which cannot afford trade show participation an 

alternative for presenting their products. Businesses could sublease 

smaller portions of the exhibit space if they cannot use or afford 

the larger space. 

The Committee recommends the state pursue the leasing of exhibit 

space in these and other facilities which can draw qualified 

audiences. Small or financially unequipped companies can exhibit 

under a state of Iowa banner which not only would provide general 

information about the state's businesses, but also would allow 

individual companies to display products or provide brochures for the 

trade center's targeted audiences. The state could sublease the 

exhibit areas at subsidized rates to assist businesses to increase 

their exposure to qualified audiences. 
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6. INTERNATIONAL BUSINESS RESEARCH AND TRAINING INSTITUTE 

The October, 1984, Price Waterhouse report on economic development in 

the state of Iowa indicated it is difficult for Iowa businesses not 

only to know where to go for help, but even that help exists. The 

report stated that once that hurdle is cleared, there needs to be an 

organization which can fulfill the need of educating and training 

Iowa business people in the tools which they will need to participate 

in the international arena (from "Trade Promotion and Development 

Strategies for the State of Iowa," prepared by Price Waterhouse for 

the Economic Development Administration, U.S. Department of 

Commerce, 1984). 

Additionally, Price Waterhouse pointed out the need for an 

organization to conduct market research on Iowa's export base and 

potential growth sectors and markets in both the domestic and 

international markets. with this information, the state development 

agency can, as Price Waterhouse suggests, take a more aggressive 

stance in the marketing of Iowa products because the state will know 

which products have a demand in a particular market. 

Need for market research and training 

Additional support for an organization to conduct research and 

training comes from Iowa businesses which export or would like to 

expert. The telephone survey of Iowa businesses (Exhibit 1) 

indicated support for market research and several training programs. 

Fifty percent of the interviewees said they could use workshops on 
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international documentation to better their international trade 

efforts. Sixty-five percent of the nonexporters indicated 

international documentation workshops would be helpful to their 

international efforts. Survey participants also supported the idea 

of holding other workshops such as international transportation (47 

percent of the respondents indicated yes); trade mecha~ics (51 

percent of the respondents indicated yes); and business protocol 

overseas (57 percent of the respondents indicated yes). 

Iowa businesses also voiced support for additional international 

trade research. There were many consistent responses relating to 

availability of that information. marketing information and 

Fifty-six percent of the respondents said that identification of 

foreign markets is a problem in their efforts to engage in 

international trade. 

increasingly larger 

Consistent with the 

The survey also revealed this became an 

problem as the size of the companies decreased. 

identification problem is the response to the 

question which asked whether the availability of that market 

information was a problem; 55 percent said that it was. This is a 

greater problem for nonexporters. Seventy percent 'of the 

nonexporters said market information availability was a problem in 

their firm's efforts to engage in international trade. 

There was overwhelming support for easier access to market data with 

69 percent indicating yes. In support of marketing-related 

workshops, the businesses affirmed ones on export marketing 

strategies (62 percent) and on more specific strategies such as third 

world marketing (56 percent). 

The telephone survey results document there is a gap of marketing 

information -and accessibility to the information which the Committee 

believes an international business research and training institute 

can serve to fill. The training need also is well documented, and 

with the various trade assistance networks in Iowa, the institute can 

work to provide the appropriate workshops or training sessions. 
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The institute 

Although the Price Waterhouse report advised the establishment of two 

entities to separately fulfill the functions of research and 

training, the Iowa World Trade Advisory Committee recommends the 

organization which coordinates the research also be the one that 

assists or oversees the delivery of the information to the business 

sector. This tie will ensure that the research will be applicable to 

business training and marketing needs. 

The Committee recommends that Iowa State University coordinate the 

creation 

institute. 

the staff 

of an international business research and training 

The institute should be operated on a project basis, and 

should consist of a director and perhaps secretarial 

assistance. 

The Committee talked with a number of colleges and universities about 

their international activities. The group from Iowa State University 

presented a structure and proposed operation for the institute which 

uses the assets of all academic institutions in the state. The ISU 

proposal is described below. 

ISU PROPOSAL 

Several people from Iowa State University presented the Committee a 

proposal for an International Business Research and Training 

Institute which would address those training and research needs for 

which Price Waterhouse concluded there was a need. The ISU group 

selected several activities which weren't being pursued by other 

organizations and those for which they perceived a need by Iowa 

businesses. 

Those activities the group isolated for the training and research 

institute include: 

serving as 
disseminating 
other relevant 
commerce; 

a clearinghouse by assembling, processing and 
current research information, trade leads and 
data for Iowa firms involved in international 
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conducting ongoing research for potential markets, 
matching those markets with Iowa firms, and developing 
strategies to penetrate those markets; 

organLzlng training fo" the new exporters and the 
experienced exporters; and 

monitoring 
conditions. 

changing world economic and political 

The institute's target groups are those businesses which indicate an 

interest in international trade or those businesses which have 

conducted international trade and would like to expand their 

international operations. 

Research 

The research will emphasize regional and country demographic, 

economic, and political conditions. Special research projects could 

be selected by committees, consisting of business people and 

educators, which will recommend appropriate projects. Individual 

market research projects could be initiated on a fee-per-project 

basis. Because the area studies would be on-going, response ~ime for 

the requests from the Iowa business community would be minimal. 

As an additional part of the research function, the institute staff 

could develop an inventory of contacts throughout the world utilizing 

contacts of Iowa firms and contacts of university staff and :ormer 

university students. The staff would then try to match those 

contacts with the appropriate Iowa businesses so that those contacts 

could assist the business people to make the necessary arrangements 

for entering a specific market or country. 

~he Committee recommends .the research and training initia:ly be 

conducted on a task basis. Such projects could include similar 

sessions like the Cross Cultural Aspects of Conducting Business in 

China which ISU sponsored in November 1986, and the Committee helped 

sponsor with a $5,000 grant. 

Training 

The institute's training function will ensure the assessed needs are 

fUlfilled. Training programs will utilize resources from both the 
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private and public sectors and will range from broad-based seminars 

on the basics of international trade to topics relating to specific 

regions of the world. 

As part of the training function, the institute will arrange to 

catalog information 

reference base for 

have access to an 

relating to international trade for use as a 

Iowa businesses. Additionally, businesses will 

international trade library, which also will be 

developed and supported by the institute. 

People behind the institute 

Several ISU people participated in the institute discussions and 

worked on the proposals. Dr. Steffen Schmidt, who is a professor of 

Latin American Studies at ISU, and Paul Coates, who is an Extension 

Training Specialist at ISU, together are the spokespeople for the 

group which is working on this project. 

Other professors working on the institute concept at ISU are: Don 

Hadwiger, Agricultural Policy; Victor Olorunsola, Chair of the 

Department of Political Science and Public Administration; John 

Wong, Chair of the Marketing Department; Yong Lee, Management and 

Organization; John Hawley, a graduate candidate in public 

administration who was involved in the planning of the institute 

proposal. 

The ISU group is planning a conference this spring for Iowa college 

and university representatives to discuss the potential programs and 

goals for the institute. The Committee allocated $5,000 for expenses 

related to the conference. 

Operation 

The Iowa State University group proposes to coordinate the efforts of 

the institute, but the institute will utilize the research and 

training resources of the University of Iowa, University of Northern 

Iowa, private colleges and universities, community colleges, and 

other trade assistance resources in the state. 
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An independent 

institute to 

organization should oversee the operation of the 

ensure the state's resources are efficiently used to 

fulfill the needs of the Iowa business community. 

The Committee ~ecor.~ends the General Assembly fund the institute so 

that it can become fully operational. Such an amount should not be 

less than $500,000 for start-up operations. 
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7. HOUSING OF PROGRAMS 

World trade centers present an identifiable focal point to draw 

out-of-state and out-of-country visitors and provide those within the 

state a focal point from which to reach out to others. But a 

building alone cannot necessarily draw the visitors to it without 

some other amenities. The developer needs to qualify the building 

tenants so those visiting the trade center know what they can expect 

to find in the center. The developer also needs to create the 

atmosphere which will draw the qualified audiences to the center. 

Tenants covering all aspects of the exporting spectrum can be 

attracted to a world trade center. A range of tenants would provide 

a one-stop location for business people to find assistance for their 

international trades. Those tenants may include: law firms which 

write contract specifications or licensing agreements; federal staff 

to assist with sales documentation or to provide advice on the 

licensing documents required for export; an organization which can 

assist in trade mission planning or cultural education; companies 

which specialize in export management or freight forwarding; or 

companies which operate in international markets. 

The building can also have many amenities which visitors and tenants 

may utilize. Such amenities could include meeting rooms, temporary 

office space, computer access, communications center, telecommuni­

cation, audio/visual services, etc. 
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The center could bring trade service organizations together for the 

convenience of the business consumers so they can access assistance 

at one location and also have the legal and other professional 

tenants within the same building to assist further their 

international trade e:forts. 

This centralization of trade assistance organizations and businesses 

would help Iowa businesses identify where to go for information or 

assistance relating to international trade. 

The demand could potentially increase for trade center leases if 

trade service entities and the programs those entities sponsor were 

located in the building. Because of the additional international 

related traffic that the assistance organizations would attract 

through the programs they sponsor, the center would monetarily 

benefit. Program users would make use of building services which 

could also benefit the developer. This is especially evident with 

the trade center in Minnesota. The developer is gaining interest in 

office space leases from several businesses which, the developer 

says, realize the Minnesota Trade Office (which is locating in the 

center) draws 20 foreign trade delegations each month. 

RECOMMENDATION 

The committee recommends the state consolidate trade services within 

a central location if a developer of a world trade center in Iowa 

offers the state space for its international trade programs. 

The Committee is aware of developers interested in building or 

Iowa for the purpose of designating such as 

With this interest, the Committee reco~~ends 

refurbishing buildings in 

a world trade center. 

the state no longer consider capital financing of a world trade 

center. Rather, the Committee recommends the state concentrate on 

planning and funding the programs which can further educate and 

expose Iowa businesses to foreign markets. If the state leadership 

desires to pursue consolidating trade services within a building, 

then the state should first request proposals for the location of the 

state-sponsored programs. 
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The Committee recommends that the state allow complete flexibility in 

the consideration of the proposals. There should not be any time 

constraints or requirements to select any submitted proposals. This 

would allow plenty of time to consider any proposals and reject or 

accept any proposals. 

The Committee also recommends the state obtain and maintain 

membership in the World Trade Center Association for the advantages 

of networking and program sharing. The state can then designate the 

building which will be the world trade center within which the state 

will locate international trade services and trade center association 

activities. The state will evaluate the success of the developer in 

maintaining the integrity of the building as the world trade center, 

and should the developer not maintain the criteria required by the 

state for world trade center designation, the state may withdraw its 

services and world trade center association related activities. 

91 



8. WORLD TRADE COMMISSION 

The 1984 Price Waterhouse report entitled "Trade Promotion and 

Development Strategies for the State of Iowa" recommended, on page 

11, the need for a coalition of public and private sector groups. 

According to the report this coalition should work toward eliminating 

the gaps and overlaps in the existing programs and "capitalize on the 

resources of a collective trade promotion effort". 

Although the report recommended four organizations be responsible for 

the various trade development efforts, the World Trade Advisory 

Committee recommends only one entity be established to fulfill the 

needs prescribed by the Price Waterhouse study. 

The Committee recommends the establishment of a broad based Iowa 

World Trade 

wi 11 appoint 

Commission. The 

the nine-member 

Governor and the Legislative Council 

commission which will be comprised of 

voting members of the business community and the general public. 

The Commission will interact with banking interests, major Iowa 

exporters, small and medium-sized exporters, nonexporte:-s, 

representatives from an export trading company, representatives from 

state and private universities and colleges, and representatives from 

community colleges. The commission members will have insights as to 

the most viable program delivery organizations because of its 

coordinating role between all the groups involved in the 

international trade scenario. 
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The commission will be obligated to avoid duplicating activities 

which may be conducted by other state, federal or private concerns. 

Such a charge will make this proposal consistent with executive and 

legislative intent relating to reorganization of state government by 

ensuring that duplication is minimized. 

Commission activities 

The World Trade Commission will oversee implementation of several 

programs its members believe 

international exports from Iowa. 

are essential for increasing 

The commission will oversee the 

operation of 

institute by 

the institute. 

the international business research and training 

establishing the goals and reviewing the operations of 

The commission will work with the director to 

coordinate and plan the institute activities, and the director will 

supervise the research and training staff to ensure the institute'S 

goals are achieved. 

The commission will work toward increasing participation in 

international trade shows and foreign trade missions abroad. Through 

the network of the institute, small businesses will learn of' various 

shows and missions which the regional trade group organizes. The 

commission could use the institute to'assist the state in determining 

business assistance for trade mission and show participation. 

The commission will participate in the creation of the regional 

association of states with the goal of cooperation for expanding 

international trade. The commission will encourage joint planning of 

shows and missions and perhaps explore other possibilities such as 

shared foreign office expenses. 

The Committee proposes the commission at least have input, :: not set 

the goals, for the foreign offices relating to trade promotion and 

development. With the change in the focus of the foreign offices, 

the commission, on behalf of the state, will negotiate a contract 

with an investment banker for foreign investment leads. 

94 



The commission will negotiate leases in trade facilities and work 

with public and private entities to sublease the space to Iowa firms 

so they can expand their exposure to foreign markets. 

The commission will, through the institute, collect information 

relating to the performance of other states' export finance programs. 

It will monitor the effect of Iowa's interest buy-down program on 

encouraging exports. The commission will further research the 

questions of export finance availability and make recommendations to 

the Iowa General Assembly. 

Finally, the commission will apply for membership in the World Trade 

Center Association on behalf of the state of Iowa. It will release 

requests for proposals for the housing of state trade programs and 

determine which, if any, are acceptable. Upon acceptance, the 

commission will designate a facility and determine the criteria for 

the developer to maintain the designation. 
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9. CONCLUSION (ECONOMIC DEVELOPMENT FOCUS) 

In the fall of 1985, the Legislative Extended Assistance Group at the 

University of Iowa surveyed 500 Iowa small businesses from the 

universe of over 100,000 Iowa businesses. That study, released in 

March 1986, demonstrates the familiarity of Iowa small businesses 

with the assistance available through trade associations, the SEA, 

community colleges and the rsu Extension Service. The survey 

revealed 66 percent of the respondents were not familiar with the 

assistance available through IDEO (See Exhibit 5). New emphasis has 

to be placed so that small businesses know what trade services are 

available and from whom they are available. 

Part of the reason why services are not well communicated to small 

businesses is because the focus of the Iowa Jepartment of Economic 

Development has been toward economic development on a large scale. 

The department's emphasis is more toward the goal of recruiting new 

businesses from other states and abroad to move to or invest in Iowa 

than toward counseling existing Iowa firms one-on-one with trade 

assistance. 

IDEO's activities currently are not focused on the one-on-one 

assistance to the state's exist:ng business sector. The department 

provides some 

IDEO offices, 

assistance to Iowa business people when they call the 

but any large-scale assistance is directed toward 

direct investment prospects (economic development). 

Inconsistent with the department's activities to recruit those large-
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scale projects are those programs which assist Iowa small businesses 

expand their markets (trade development and promotion). Current 

programs which the international bureau administers under IDED for 

trade promotion have become diluted because of insufficient funding 

or staff to administer the programs. This dilution and lack of depth 

are a result of the prioritization of the department's goal to 

recruit the investment prospects. IDED management has to constantly 

juggle the other financial and staffing requirements of the 

department to fulfill that major goal. Unfortunately, it is to the 

detriment of the Iowa small and medium-sized businesses which need 

that assistance on a more fundamental level. 

If Iowa is to focus on international trade promotion, separate from 

international development, it is imperative the state separate these 

functions from one another as much as is feasible. If these are 

recognized as distinctly separate goals, then more effective programs 

can be designed to address Iowa trade promotion goals. Because IDED 

currently is not concentrating its resources on these fundamental 

programs, separating these functions can easily be accomplished. 

Such an action will be a signal to the businesses of the state and 

the foreign contacts abroad that the state is committed to making 

international trade promotion' a central focus for the state of Iowa. 

The members of the Iowa World Trade Advisory Co~~ittee believe these 

initiatives will make trade promotion and assistance more accessible 

and financially available by removing some of the barriers which Iowa 

business people indicate keep them from either entering or expanding 

their international trade efforts. The Committee emphasizes these 

programs need to be similar to the market they attempt to access: 

dynamic. Therefore, the Committee recommends monitoring oE the 

effects of these proposed new or expanded programs. 
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EXHIBITS 
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LIST OF EXHIBITS 

1. Survey of Iowa Exporters 

2. Contract Agreement Between Iowa Department of Economic 

Development and Mr. Robert Keller for Brokerage and World Trade 

Expertise 

3. Contract Between Oklahoma Public Trust Compact and Morgan 

Grenfell and Company Limited 

4. FY 1987 Federal/State Cooperative Plan (Connecticut and u.S. 

5. 

Department of Commerce) 

Legislative Extended Assistance Group 

Survey 

Iowa Small Business 

6. Letter to World Trade Advisory Committee from Mr. Bart Basche of 

Lee's Research & Development, Ltd. 
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EXHIBIT 1 

SURVEY OF IOWA EXPORTERS 

January 1987, the Committee hired the marketing firm Valentine­

Radford to conduct a telephone survey of Iowa exporters. The 

sample was selected from the Iowa 1985-1986 Directory of Exporters 

published by the Iowa Development Commission (now the Iowa 

Department of Economic Development). Completed calls totalled 170 

from a population of approximately 1,100 businesses. 

The Committee's staff per.son, Nancy Brennan, designed the survey 

which used some of the questions from the Cedar Rapids 

International Trade Bureau's and the University of Iowa's mail 

survey which they conducted last summer. 

The Committee's survey asked several questions relating to the 

company's involvement in international trade, its training needs, 

its marketing requirements, whether it participates in trade shows 

and trade missions, and whether it has problems securing financing 

for its trade deals. The answers to the survey are reflected by 

percentages of responses. The questions and responses are listed 

below: 
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DEMOGRAPHICS OF SURVEYED COMPANIES 

Involvement in international trade: 

73% of respondents currently are involved in 

international trade 

43% of those who are not involved in international 

trade have not considered exporting their products 

Breakdown of exports as a percentage of sales (exporters): 

45% less than 5 percent of sales 

22% 5 to 9 percent of sales 

15% 10 to 19 percent of sales 

6% 20 to 29 percent of sales 

3% 30 to 49 percent of sales 

5% over 50 percent of sales 

5% don't know or refused to answer 

Gross annual sales volume: 

21% less than $500,000 

14% $500,000 to $1 million 

25% $1,000,001 to $10 million 

11% $10,000,001 to $50 million 

3% over $50 million 

26% don't know or refused to answer 
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Number of employees in 1986: 

39% less than 20 employees 

38% 20 to 99 employees 
10% 100 to 249 employees 

6% 250 to 499 employees 
2% 500 to 1,000 employees 

4% more than 1,000 employees 

1% refused to answer 

Type of businesses: 
43% manufacturers of industrial goods 

19% processors of foods or raw agricultural products 

18% manufacturers of consumer goods 

8% manufacturers of components used in manufacturing 
4% wholesalers or retailers 

3% export agents or brokers, trading companies 

6% other 

(NOTE: 50 percent of the non-exporters are manufacturers 

of industrial goods.) 

Ways the exporters began exporting: 
(Some of the respondents had more than one answer, so the percentages 

are reflective of the responses): 

43% responded to unsolicited orders 

27% responded to contacts made at trade shows 
14% actively researched and sought foreign markets 

3% responded to contacts made on trade missions 
3% contacted an export management company, agent or broker 

10\ other 
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TRAINING NEEDS 

Would workshops on trade mechanics be helpful? 

YES - 51% of all respondents 

44% of exporters 

70% of non-exporters 

NO - 49% of all respondents 

(NOTE: the percentage of no responses increased as the 
size of the company, in terms of employees, increased. Larger 

companies do not have need for this training.) 

Would workshops on international documentation be helpful? 

YES - 50% of all respondents 

44% of exporters 

65% of non-exporters 

NO - 48% of all respondents 

(Don't know responses accounted for 2%) 

Would workshops on international transportation be helpful? 

YES - 47% of all respondents 

40% of exporters 
65% of non-exporters 

NO - 52% of all respondents 

(Don't know responses accounted for 1%) 
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MARKETING INFORMATION AND TRAINING 

Is identification of new foreign markets a problem? 
YES (and sometimes) - 56% of all respondents 

53% of exporters 

63% of non-exporters 

NO - 44% of all respondents 

Is availability of foreign market information a problem? 

YES (and sometimes) - 55% of all respondents 

50% of exporters 
70% of non-exporters 

NO - 45% of all respondents 

Would easier access to market data be helpful for 

YES - 69% of all respondents 

68% of exporters 

72% of non-exporters 

NO - 31% of all respondents 

export efforts? 

Would workshops on export marketing strategies be helpful? 

YES - 62% of all respondents 
56% of exporters 

80% of non-exporters 

NO - 38% of all respondents 
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Would easier access to trade publications be heloful for export efforts? 

YES - 50% of all respondents 

47% of exporters 

59% of non-exporters 

NO - 50\ of all respondents 

Would workshops on Third World trade be helpful for export efforts? 

YES - 56% of all respondents 

55\ of exporters 

61% of non-exporters 

NO - 42% of all respondents 

(Don't know responses accounted for over 1%) 

Would workshops on business policy and risk analysis be helpful? 

YES - 51% of all respondents 

48% of exporters 

59% of non-exporters 

NO - 48% of all respondents 

(Don't know responses accounted for 1%) 
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CULTURAL ASPECTS OF INTERNATIONAL TRADE 

Would workshops on business protocol overseas be helpful? 
YES - 57\ of all respondents 

51% of exporters 

74% of non-exporters 

NO - 41% of all respondents 

(Don't know responses accounted for 2%) 

Would workshops with business people on trade practices be helpful? 

YES - 65% of all respondents 

59% of exporters 

83% of non-exporters 

NO - 34% of all respondents 

(Don't know responses accounted for 1%) 
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TRADE FINANCING 

Is availability of in-house expertise a problem? 

YES (and sometimes) - 43% of all respondents 

38% of exporters 

57% of non-exporters 

NO - 56% of all respondents 

(Don't know responses accounted for 1%) 

NOTE - This appears to be more of a problem 

for smaller firms: 

% of YES 

Responses 

NUMSER OF ~~PLOYEES 

:less than 20 20-99 100-249 

54.5 41 30 

Is availability of trade financing a problem? 

YES (and sometimes)- 35% of all respondents 

27% of exporters 

57% of non-exporters 

NO - 65% of all respondents 

250-499 

27 

(NOTE: 82% of those who indicated they had a problem 

securing financing, were those who employed fewer than 100 

full-time employees.) 
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TRADE SHOWS 

Firms which participate in international trade shows: 

YES - 31% of all respondents 

40% of exporters 

4% of non-exporters 

NO - 69% of all respondents 

(NOTE: the percentage of participants increases as 

the size of the firms increase except for the top end of the 

spectrum. This indicated medium size firms are more active in 

trade show participation.) 

Reasons for lack of trade show participation: 

51% Lack of finances and time 

11% Trade show not appropriate 

8% Company too small 

30% Other reasons (mostly single mention) 

Would low or no interest loans for trade shows 

YES - 56% of all respondents 
52% of exporters 

67% of non-exporters 

NO - 42% of all respondents 

(Don't know responses accounted for 2%) 
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TRADE MISSIONS 

Firms which participate in state sponsored trade missions abroad: 

YES - 15\ of all respondents 

19\ of exporters 

4\ of non-exporters 

NO - 85\ of all respondents 

Reasons why firms don't oarticipate in state sponsored trade missions: 

47\ Lack of finances or time 

8\ No awareness or invitation to participate 

8\ Not appropriate for product or worth the time any money 

29% Other reasons (mostly single mention) 

8% Don't know or refused 

Would low or no interest loans for trade missions be heloful? 

YES - 56% of al1 respondents 

51% of exporters 

70% of non-exporters 

NO - 44% of all respondents 

(Don't know responses accounted for 1%) 

Would city or chamber soonsored missions be helpful? 

YES - 42% of all respondents 

36% of exporters 

59% of non-exporters 

NO - 53% of all respondents 

(Don't know responses accounted for 5%) 
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EXHIBIT 2 

S.:"7/I~;C 
....... ..., 
r., ... ",.; .. 

="fC~I--' -_.' , 
,.. .--. ,,-
C': : .'11 t. 

FO~ 
9ROKERAGE Ana WORL~ TRADE EXPERTISE 

TH!S AG~E~~1ENT~ effec:ive as of :anuarv 1, 1987, bv a~d be~~e2~ t~e !cwa 
De~ar~::-:er'!t of Ecor:c:nic Ce'/e1ccr::e!1t, he~etnafter abbre'/iatea as ICEJ, ar.c 
~r. Rebert Keller. hereina~ter re""ErrEc te as the CCNTP.;'CTC~; 

WHEREAS. IDELl is the designated leader in the field of economic de'le;opment 
in Iewa; 

WHEREAS, IDEO wishes to obtain technical assistance and expertise in the 
area of brokerage and world trade that would reposition Iowa produc~s and 
services in the eomestic and internat1cnal marketplace; and 

WHEREAS, the CONTRACTOR represents that it is qualified and able to render 
brokerage and world trade expertise. 

NOW. therefore. IDEO and the CONTRACTOR do mutua lly agree as fo 11 ows: 

r. SERV I CES TO 8E PRey IDEO 

Pursuant to SF 2175 and SF 2303, as amended. IDEO shall purchase 
technical expertise from the CONTRACTOR. CONTRACTOR shall 
provide expertise in the area of brokerage and world trade to 
reposition Iowa products and services in the domestic and 
international marketplace. A complete statement of work and 
services is detailed in Appendix A. 

II • TERM 0 F AGR EEMENT 

Perfonnance under this Aareement shall commence on January 1. 
1987, and shall continue- until the agreed upon services are 
completed. which shall be July 31, 1987. This period may be 
extended, contingent upon satisfactory work and available 
funding. 

II r. CONTRACT PAYMENT CONSIDERATIONS 

A. IDEO agrees to reimburse the CONTRACTOR at the rate of one 
hundred fifty thousand dollars (5155,000) according to the 
fee schedule in Appendix B. IDED will pay for related 
expenses for tra'le 1, ground transporta ticn, lcdgi"g. ar.d 
meals incurred by the Contractor in the performance of this 
contract. 

B. Method of Pavment: Payment by IDED shall be made after the 
receipt of Ser'llCeS and upon submission or proper invoices 
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~o~~rac~ Mu~ter SA~/l~C S7-C! 
~as; ·:~;i.:-:e!" ., 

.:!na doc:Jrr.E:r;~et;i()r. by t~~ CG~':7~~C7CP:. Sa;c C~?:~S Qr~ 
sub,~e~t to thE: ~ccr~':a' er.e ac:e~:cr.CE or a:lCr:pr1at~ :~:: 
of L icia7s pr~or t: ca:"i.':e~:. Pa':~e~: is ~ace cccorc~:.; 
the ~che~ul~ ou:1ine~ in !~~e~~{x S. 

A. IndE:~n;fica~~cn Claust?: The CC~:T~;"C7CR a~rees tc .. ~oir.:1y 
a~.c se'lera 1 ,'/ 1 nCc'-ln 1 ~'I ar.d ho 1 <i I CS: anc! or ; ts succes scrs , 
a~d assigns ·har.:Jless frcrn and against aii liability, less, 
dar.ega or ex~enset inc,!t;c':~~ 1"e:scr.cb1~ cou:lse1 fa'2~ 1 ""hie"': 
!0~: ~ay inc~r or sus:ain ~y reasc~ =~ fai1ur~ cf C:~~~~;C:~~ 
to "ully per7or.:J and co:rrly wHh the te:-r::s and ob1iua~ior.s 
cf thi s asree!!te!'lt. -

B. Comoliance with Laws: The CO~!7;;';CCF, agrees that for the 
dura:10n or anc as a condition or iDEJ's CU~'I to per~crm 
under the ter.ns of this contract that it wi11 be in 
compliance with all applicable laws and regu1atic~s of the 
State of Iowa and the Federa1 government. including. but not 
limited to Equal Employment Opportunity provisions, 
Occupational Health ar.d Safety Act. recorcs retention. audit 
reauirements. and allowable costs. 

C. Technical Assistance and Consultation: [DEll shall furnish 
the CONTRAcTOR witn sucn technlca1 assistance and 
consultation by IDEO staff as is reasonably necessary to 
assure satisfactory performance in providing the services 
required by this Agreement. 

IDEO shall des; gnate Cynthia Lidgett to serve as Project 
Officer for this Agreement. All contact between IDEO and 
the CONTRACTOR regarding matters relative to this Agreement 
shall be coordinated throush the IDEO designated Project 
Off; cer. 

O. Amendment of Aareement: This Agreement may be amended as 
the tOED and tne CONTRACTOR mutually agree in writing. 
Except for the specific provision of the Agreement which is 
thereby amended. the Agre~ment shall remain in full force 
and effect after such amendment subject to the same laws, 
obligations, conditions, provisions. rules and regulations 
as prior to said amendment. 

E. NonDiscrimination in Emolovrnent: The CONTRACTOR shall 
operate unaer this Agreement so that no person, othe!"Nise 
qua 1 i fi ed, ; s den i ed emp I oymen t or 0 ther benefi ts on the 
grounds of race. color, sex, creed, national origin, age, 
marital status, or phy~ica1 or mental handicap which would 
not reasonably preclude the required performance, Except in 
subcontracts for standard corranercial suppl ies or raw 
rna teri a 1 s. the CONTRACTOR sha i1 inc 1 ude a clause 5 imil ar to 
this clause in all sub-contracts, 

114 



F. 

Ccntract Nu~bep s;~!:~:c R7-Cl 
Pa~e ~~ur.ber 3 

Ncr.;'_SS ; cr.rr:t::':: I ne C~;~7;::":'C70?- may roct duri r.g :~e 
tnls cOntrac: or a~y re~e~a~s cr extens~cr! o~ t~e 
transfer, a$S~S~ Or' s:J:--:~r.:;a~: a~~ or an:, Oc~-: ('~ ~"e 
Contrac: wi:~cu~ :~e :rfcr ~r~~:e~ CC~s~r': cf t~e :,.. .... ·;:.r-.- .... -
Off~ce!"'. 

G. Ter:nine tic~ for" Ccr.·/er.;e~ce: The I=er~cr:;,anc~ o{ '""cr)( ur.ce..­
trns Al,;re~~~n: rna:, ~e ~er~~r.a:ec C:l ~DEJ in acc:rCcrlC2 '..,i~~ 
this clause in wncle, or in par:. whe~e'/e,. ICE:; ~r.c.ll 
de~er"Tiine that such te~inat~on is in the bes,= ~nter"es: of 
the State. 18~J 'Xiii ~cy all re=scna~le cos~s cssocia":e~ 
with this ~gre!~en: tha: :he CO~7~AC7CR has ircurre~ uo :c 
the date? of te~ination, includinc ac'=ual cos~s for" wcri< 
perfon::ed by thirc parties. I:E~ ~i1l not cc.y ~or any wcrk 
which has not been cone prior tc the date of te~inatjcr.. 

H. Terminaticn for Oe7auit: If the CONTRACTOR faiis tc fulfiil 
its ooligations unaer th:s Agreemen~ properly anc on ti~e, 
or othen.ise violates any provision of the Agr"ement, IDC 
may terminate the Agreement by written notice to the 
CONTRACTOR. The notice shall specify the acts or omissions 
relied on as cause for termination'. All finished or 
unfinished products and services provided by the CONTR;'CTOR 
shall, at IDEO OPtion, become the State's property. IDEO 
shall pay the CONTRACTOR fair and equitable co~pensation for 
satisfactory performance prior to receipt of notice. of 
termi na ti on. 

r. Document Retention and Insoection: CONTRACTOR shall reta in 
all books, recoros and other documents relevant to this 
Agreement for a period of no less than three years after the 
date of the final invoice submission. And upon receipt of 
reasonable written notice, full access and the right to 
examine any of said materials shall be afforaed Federal 
and/or sta'te auditors who shall have substantiated in 
writing a need therefore in the performance of their 
official duties and such other persons as are authorized by 
IDEO. 

J. This Agreement, together with Appendices A and 8 represents 
the complete, total and final understanding of the PARTIES 
and no other unders tandi ng or representa tions, era 1 or 
written, regarding the subject matter of this Agreement, 
shall be deemed to exist or to bind the PARTIES hereto at 
the time of execution. 
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.A??£N:>r:< "A" 

PREPARED FOR: 

lOIlA DE?ART:~E1lT OF 
ECOiWmC DE'IELOPr1ENT 

TRANS- NA T! ONA L l" .;;.·,N.::-AcooG""E1-'.:;t""N..:.,.T ____________ _ 

CORPORA TlOi't 

IO~'s GlOBAL COMPETITIVENESS: 
A DIAGNOSIS 

PREPARED BY: 

TNMC 

SEPTEHSER 8, 1986 
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A?P~ND!X II .... t 

" 
TRANS-NATIONAL MANAGE~ENT 

CORPORA TI ON 

CONCEPTUAL F~~E~CRK 

It Is impossible to Quarantee fui1 economic development in the state of Iowa 
merely by creating an incus~r~a1 base of new ana innovative co~~anigs. T~es~ 
enterprises will net succeed unless they have the internaticnal c:m:e:itivenes5 
and know-how to ente, the glcbal market place. 

Peter Drucker has stated, "From now on any country but also any business that 
wants to prosper will have to acce?t that it is the world economy that leads." 
Therefore regional economic policies will succeed only if they strengthen 
their region's international position. 

In the U.S. domestic market today, comoetition comes not only from regionai 
and national U.S. companies but even from companies in faraway places with 
unpronounceable names such as Piduruta1aga1a and Euskadi. Such competition 
is the result of the globalization of the world economy. 

The massive U.s. market accounts for 25 percent of the total global market, 
and foreign companies have taken advantage of this huge potential to increase 
their market share. In the same way, American companies who wish to increase 
their total market share must look to the global market. 

The Depar~~ent of Commerce estimates that over 20,000 U.S. companies could 
successfully enter the foreign marketplace but have not done so. This 
asymmetry must be reversed if the U.S. economy is to maintain its position 
in this new integrated world market. Most non-Fortune 500 companies do 
not have the knowhow to formulate global market or investment strategies. 
Entry strategies are plural rather than Singular in nature. That is, 
such strategies are not necessarily restricted to physical export, but 
many also take the form of technology transfer, licensing, joint venture, 
or some such combination. 

Our proposal is for the diagnosis of Iowa's competitive potential 
within the global economy. This diagnosis will: 

• examine the comparative advantage of the state's 
industrial/agro base for both export and reverse 
investment and 

• identify possible sectors of opportunity for each 

In this way the analysis will lay the groundwork and become the blueprint 
for the implementation of the Iowa Depar~"ent of Economic Development's (IDEJ's) 
strategy of increasing Iowa's role within the global market~lace. 
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TRANS-NATIONAL ~ANAGE~ENT 

CORPORA Tl CN 

A !J~AGNOS!S 

PHASE I - THE /"AGO lE'/EL: 
Overview of t~e Economic E~viron~ent 

This first phase of the diagnosis builds the fra~~work for in·d2pth sector 
analysis in Phase II. The ove~yiew places specific ernohasis on the eleme~ts 
which could act as catalysts on the growth potential of the state. 

PHASE I - ELEMENTS 

A. Analysis of Basic indicators 

l. Population. Employment, Education 

2. Labor Costs & Productivity 

3. Inflation and Monetary Poll cy 

4. Exchange Ra te and Balance of Payments as They 
Affect Iowa's Economic Development 

5. Overall Economic 'Growth of the State 

B. Evaluation of Iowa's Export Development and Growth 

1. Industrial Base 

2. Agricultural Base 

3. Export Growth Trends 

4. The Supply Base for Export Development 
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II ~ " .-. 

TRANS-NATIONAL HANAGEHENT --------------------------CORP OR! TI ON 

S. Demand Analysis 

a. Demand Marke~s for iowa's Produc:s 

• u.s . 
• Foreign 

b. Constraints on Growth of Cemand 

C. Evaluation of Iowa's Inves~~ent Development and Policy 

1. Growth and Structure of Reverse Investment into Iowa 

Z. Investment Parameters: Incentives and Constraints 

a. U.S. Domestic Market Potential 

b. State Industrial InveS~'llent Policy 

• Tax Incentives 
• Labor Incentives 
• Subsidies 
• Other Investment Incentives 

c. Comparison with Other States' Industrial Investment 
Policies 

d. Investment Constraints 
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TRANS-NATIONAL ~ANAGE~£~T 

CORPORA Tl ON 

• THE ~EZ2a LE'/E~ 

Hav~ng placed the s~a~e's procuc~ sec:cr catescries in the ccn:ext of 
their economic envircn~entt we will next probe t~e sectors spec~f~ca~1y 
to determine their relative export anc invest:::ent potential. 

?H~SE Ii - EXFORT :EVELCP~£~17: S7~~7EG:C SEC7CR~L A~ALYS:S 

In Phase II, we use the Export Develop:::ent Quotient Model to quant:tatively 
identify and select up to 50 sectors of opportunity for export growth 
(the sectors will be of at least 4 diait SITe specificity). In addi,ion, 
3 separate target markets will be used: 

• Domestic U.S. Market 
• EEC 
• Japan 

PHASE II - ELEMENTS 

A. Pre-screening and selection of product categories by 4 digit SITC 
subsectors for input into the Export Develop~ent Quotient Model 

B. The Quotient Model 

1. United States Domestic Market 

• Import Volume 

• Import Growth 

• Export Volume 

• Export Growth 

• Domestic Production 

• Grewth Rate of Domestic Production 
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A?PE)l~!X "A" 

TRANS-NATIONAL ~ANAGE~ENT 

CORPORA TI ON 

2. Demand in Target Ex;;crt Markets 

• Tar;et Market !~ports 

• Growth Rate of Imports 

• Iowa/U.S. Volume of Exports to Target Market 

• Grcwth Rate of Exports 

• Iowa/U.S. Market Share in Target Market 

• Growth Rate of Market Share in Target Market 

3. Analysis of Competition in U.S. and Target Import Market.s 

• Number of Countries exporting to U.S. Market 

• Number of Countri es Exporti ng to Target /·1arket 
(EEC and Japan) 

• Number of Countries Holding Significant Market Share 

• Transportation Cost Competitiveness of Iowa/U.S. vs. 
Competition in Target Markets 

• Price Competitiveness of Iowan Products by Product 
Category 
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TRANS-NATIONAL K~NAGE~ENT 
CORPORA Tl ON 

P~ASE II! . RE~E~SE !~~ES7~E~T CEVELC?~E~:7: 
STPJ. --;-ETIC 5ECTOP~L . .l.:l;'.LYS:S 

Within this phase of the Diagnosis we Investigate and rank up to 5 Iowa 
industries to ascertain their comoarative advantace aoainst U.S. nor~s 
anc a s~ec~fic forei~r. country for d~reC: investmer.~ pur~oses. i~e 
five inaustries (SITe 4 dicit soecificlty) arc to be chaser. ana pr~v'ce~ 
by the IDEO for this analyiis .. 

Phase III: ELEHE~TS 

A. Establishment of Criteria for Incustry Analysis 

1. U.S. Market Size and Growth 

2. Labor Rate Comparison 

3. Labor Productivity Comparison 

4. Labor Disputes 

5. Inflation 

6. Energy Costs 

7. Technological Infrastructure 

B. The Invest~nt Oecision MOdel: 

Analysis and Ranking on Comparative Industry Data 

NOTE: Phase IV - Marketing Strategy - has been agreed upon to 
be included in this contract per Appendix IV. 
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TRANS-NATIONAL MANAGE~ENT 
CORPORATION 

The Final Re~or:: "The Diagnosis of Iowa's Global Competitiveness" 
will be submitted within six ~cnths of the acce~tance of this proposal 
by the [OE~. Various sectoral analysis will be submitted on an ongoing 
basis throughou: t~e six mon:~s. Phase IV "Marke:~ng S:ra:esy" for one 
incividual factory will be 60 days late~. 

A formal declsionas to acce~tance of this proposal is expected within 
two weeks of its submission to the IDEO. 

DATA REOUIRED 

A list of preliminary Iowa specific data required for this analysis 
is included in the Appendix to this proposal. Additional data which 
may be required would be made available by IDEO upon request. 

OTHER SERVICES 

On-going consultation regarding the IDEO's Information Services and 
Economic Development project during the six months following acceptance 
of this proposal is included within the contract price. See Appendix II. 
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TRAIIS-NA TIClNAL KAIiAGEl'IENT 

CORi'ORA TI Oil 

APP£~O!X I 

.:.,'1:'.:' YS: S 

1. Economic Statistics (:-<';'C"O) 

• Population, Employrr.ent (by Sector) 
• Gross State Product (by Se~tor) 
• Inflation Rate 
• Agric~ltural Produc~ion (Volume ant Value) by Se~tor 
• Agricultural Proaucers 
• Industrial Production (Volume and Value) by Sector 
• State Export Statistics, by Sector and Country of Destination 

(Volume and Value) 
• State Import Statistics, by Sector and Country of Origin 

(Volume and Value) 
• Interstate Cormerce Statistics, by Sector (Volume and Value) 

2. Other Information 

• Investment Incentives Available: Tax Incentives, Labor Incen.tives, 
Subsidies 

• Directory of Manufacturers 
• Electricity Rates for Industrial Users 
• Listing of Universities, R&D Centers, etc. 
• State Budget (Total and Allocation by Area) 
• Labor Costs: Compensation per hour - wages, salaries, 

and benefits (average by sector) 

*A11 data Should reflect at least 5 years: 1980, 1981, 1982, 1983, 
1984 (1985 data if available) 
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APPClO!X II 

The fc11cwir:g isst.:es -.. ili :e a~=resS~~ inte:a;Ta '",i:hin t~e c;:nSl,;::':::c~ 
services to be included: 

• Infor.nation in sufficient detail frcm ~he buyers (the tr-Jce inQuiry) 
and the suopliers (response) to enable the completion of a trace 
transaction. 

• The nature of the infcrmation to be s:ored in the De:a~:ment of 
Eccno~ic Oeveiop~ent's database to faci1ita~e the ~at~~ing of 
Iwoa companies to trade inquiries. 

• Sources of trade leads and hew to access these sources. 

• Information on differences concerning the way domestic and international 
leads are generated and processed. 

• t1ethodology for product/senic!! information gathering and ucdating. 

, Factors used to gauge capability of a firm to produce additional products. 

• Appropriate inducements for Iowa buyers to buy from Iowa producers. 

• Linking out-of-state buyers with the Center system. 

• Data sources and best utilization to improve the level of exporting 
expertise for Iowa companies. 
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PHASE IV: 

APP£~D rx I! I 

CONCEPTUAL FRAME~ORK 

The objec!ive of this s!rategy is to: 

- Diagnose the market to develop a marketing ~lan to ~e 
used as an operational blue~rint to develop sales through 
a strategic market penetration plan 
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A?pcNDrX IV 

PHASE IV; MAR)(nl~G STRATEGY 

TABLE OF CCIITE!iTS 

CONC~?TUAL FRA~E~O~K ........................................ 

r!. PROOUC7 OfSCRi:?TrC:: .................. # ••• '" ••••••• '" •• " • 

- Produc~ Description .••..•...•.•........•••..••••........• 
- Product Specifications .....•••....•••.••..••••...•.••••.. 

III. /d.ARKET SIZE •....•••••.............•......••.......•.•.•.... 

- U.S. Imports ..•••••••......•.•••.••.••••••..••••••.•••••• 
- U.S. production ••••••...•••.•.••••••.•••••••••..••••••••• 
- Conclusion •••••••.••...•.••••••.••••••••••••••••••••••••• 

IV. COMPARATIVE l".ARKET ANALYSIS •••••••••••••••••••••••••••••••• 

- Competition by Company ••••.•••••..••••••••••••••••••••••• 
+ You and the Competition .•••.•••••••••.••••••••••••.•... 

- Conel us i on ............................................................................... 

V. HOW THEY BUY ••••••••••••.•••••••••••••••••••••••••••••••••• 

- Target Market Segments .••••.••••••••••.•••••••••••••••••• 
- Channels of Distribution ••.••••.••••••••••••••••••••••••• 
- Conclusion ..................................................................................... . 

VI. COMPARATIVE PRICE AIID PRODUCT A1IALYSES ................... .. 

- Pricing Summary Sheet ................................... . 
- Pricing Models ......................................... .. 
- Price and Specifications Comoarison with the 

Competition .................................. , •••••.••. 
- Conclusion ............................................. .. 

VII. TARIFf AND NON-TARIFF BARRIERS ........................... .. 

- Customs Duties .......................................... . 
- Government Regulations .................................. . 
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A??S:~DIX "3" 

1st. payr.len~: 

2nd paymenc: 

S 153,COC 

Upon cont~ac~ exec~t:c~ for 
o~gcing ccnsul:a:io~ on the 
Pri~ary Cen~e~/Sa:~lli~e 

Cencer 

3~d paymenC: Phase II & III cc~plec~on 

Final payment: Phase IV cC~9!eticn 
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CONTRACT 
BE'rHE~ 

OKLARO~_~ PUBLIC TRUST COMPAC~ 
Party of the First Pa=t 

:-!ORGA.'< GRE~FELL & COl"-P.;"Y LI:1I~E;J 

Party of the Second Part 

EXHIBIT 3 

This contract, made and entered into this 23rd day of June, 
1986, between the Oklahoma Pu~lic Trust Compact (herei~after 
referred to as ·Compact W

) and ~~e international merchant bank, 
'Morgan Grenfell & Company Limited (hereinafter referred to as 
-Morgan Grenfell·), witnesseth that it is ag-reed and understood 
as follows: 

I. Purooses of the Contract. The major objective of this 
Ag-reement is to provide support, promotion and stimulation for 
the economic development and growth of the State of Oklahoma by, 
inter alia, attracting direct foreig-n inVestment. Furtbermore, 
the purpose of this Agreement shall be the preparation and 
delivery of a list of target companies--viz., those witb releva~e 
industries and product areas and corporate strategies suitable 
for inves~~ent in Oklahoma; and, thereafter approaches, 
presentations, fQllow-up contracts by Morgan Grenfell so that 
expansion and diversification of ~~e economy of Oklahoma is 
accomplished. Potential target investors will be shown. ways to 
invest in Oklahoma. . 

II. Morgan Grenfell's consideration. Moraan Grenfell, 
through its authorized representatives, shall contact its 
numerous clients and business associates in countries throughout 
the world, in particular in the United Kingdom and in Continenea: 
Europe, to advise them regarding business opportunities in 
Oklahema. 

Morgan Grenfell shall implement its extensive experience 
in advising- on and in arranging the financing of international 
investment~. Morgan Grenfell shall develop preparatory work i~ 
conjunction with Oklahoma entities in both ~~e public and privaee 
sectors to identify industry, joint venture and project 
investment opportunities in Oklahoma in conjunction with the 
state authorities and business community to prepare a document 
for investors entitled ·Oklahoma: Investing in the USA~; and, to 
finalize a strategy and work pro~ram for investment promotion 
which shall be ini tially presented to ~'le Compact. After 
preparation has been completed, Morgan Grenfell shall duly 
Ferfo~ the listed activities. 
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Morgan Grenfell shall ~centify target companies by: 

(1) Definition of criteria for company icenti:icatic~ 
(e.g. relevant industries and product areas a~d 
corporate strategies for the O~i~ed Stat9s ~a~ket) ; 

(2) Prepara~ion of a p~el~~i~a:y ~ist 0: ta~get . 
companies from Morgan Gren~ell In-~cuse a~d exte=~a~ 
sources; and 

(3) Appraisal of a prelL~inary list and finalizat~on 
target companies. 

Morgan Grenfell shall approach target companies by means of: 

(1) Preliminary approaches to target companies by 
Morgan Grenfell and arrangement of company meetings 
program; 

(2) Preparation of individual writ~en presentations fo~ 
ccmpany meetings; and 

(3) Systematic follow-up of initial results of company 
meetings. 

Morgan Grenfell shall consult with and report progress 
to the Administrator of the Compact be~~een all parties and sha:: 
make monthly written reports to the Compact. Morgan Grenfell 
shall at all times faithfully, industriously and to the best 
ability, experience and talents, perfor.n the duties designated 
herein to the satisfaction of the Administrator. Compact and 
Morgan Grenfell intend an independent contractor relationship. 
Compact is interested in results to be achieved, and the conduct 
and control of the work shall be with Morgan Grenfell, subject 'cc 
reporting and approval described herein and all activities shall 
be subject to general right of inspection and supervision to 
secure satisfactory completion of the work by the Compact. 

III. Comoact's consideration. Compact, for the benefit of 
all. the citizens of the State of Oklahoma--its named 
beneficiaries L~ the creation of the entity--shall allocate to 
Morgan G~enfell for the period of time beginning July 10, 1986, 
and ending June 30, 1987, a sum not to exceed two hUndred and 
fifty thousand dollars ($250,000.00) to be expended in respect 
of Morgan Grenfell's remuneration for the foregoing duties and 
activities as set out here~n, and a sum not to exceed fitty 
thousand dollars (S50,000) which shall include and cover all 
costs of. travel and any incidentals arising t~erefrom. Such 
funds shall be and remain the property of Compact until expendec 
by Morgan Grenfell for proper purposes. For per"formi:1g the "'or'~;; 
as described above, Morgan Grenfell will be paid monthly, "'ithi~ 
twenty (20) working days of issuance of its invoice setti:1g out 
its monthly activities. 
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IV. Publication. Any publication or announcement =ega=ci~~ 
any activities herein must be authorized by the Compact and sha:: 
be first provided to the Compact Administrator, State 0: 
Oklahoma, to be distributed therefrom. 

V. Ownershio of Data 'and Records. All origi~al ~~teb~c~~, 
data sheets, record cha:~s, graphs, or ether =eccrcs ma~nta:~ec 
by Morgan Grenfell which are kept during, or arise oue of, the 
work perfo~ed pursuant to this Agreement shall be the ?ro?er~y 
of the respective parties and subject to any existing agreements 
or agreements hereafter entered into between such parties. 
Copies of such material shall be released to the Compact, 
consistent with this agreement. 

VI. Liabilitv. Morgan Grenfell agrees to indemnify and hole 
harmless Compact, ~~eir directors, officers, agents and employees 
from and against all liabilities', demands, claims, damages, or 
judgments including attorney's fees and other costs and expenses 
incident thereto, because of harm, injury or death to persons, or 
loss, damage or destruction to property resulting from Morga~ 
Grenfell's negligence. 

Subject as aforesaid, Compact shall indemnify and hold 
harmless Morgan Grenfell, its officers, directors, affiliates anc 
employees from and against all losses, claims, da~ages, 
liabilities and expenses (including reasonable legal fees) which 
Morgan Grenfell may suffer or incur as a consequence of its 
reliance on information provided to Morgan Grenfell by 'the 
Compact or any person reasonably believed by Morgan Grenfell to 
represent the Compact. 

VII. Amendments. This instrument contains the entire 
agreement between the parties and no statement, promises, or 
inducements made by either party or agent of either party that is 
not contained in this written contract shall be valid or bindi~g 
and this contract may not be modified or altered except in 
writing signed by the parties and endorsed or noted hereon. 

VIII.Comoliance with Laws. Morgan Grenfell agrees to comply 
with all foreign, United States, state and municipal laws, rules 
and regulations that are now, or may in the future become, 
applicable to Morgan Grenfell or its work under this Contract. 

IX. Termination. Morgan Grenfell agrees to carry out the 
agreed work program outlined herein within a period beginning 
July 10, 1986, and June 30, 1987. Compact shall aid Morgan 
Grenfell ,in completing this project by supplying materials and 
information as availability and confidentiality requirements 
allow. PrOVided, ~~is contract may be terminated at any time by 
either party by giving written notice of termination to the Oth2~ 
parties at least thirty (30) days prior to the date fixed in sue" 
notice. 
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x. Points of Contact. The following incividuals shall 
serve as pOints of contact for the conduct of various aspects 0= 
the agreement. 

XI. Effective Date. The effective date of t~is contract 
shall be July 10, 1986. 

Compact: 

Morgan Grenfell: 

Dr. Francis Tuttle 
6601 Broadway Extension, 
Oklahoma City, Oklahoma 
(405) 521-2401 
Telex: 350352 

Robert Jenkins 

Suite 200 
73116 

23 Great Winchester Street 
London EC2P 2AX 
01-588 4545 
Telex: 8953511 

Administrator of Compact 

. . /, '. , .-r ,-

By: Dr. Francis Tuttle 

Morgan Grenfell & Co. Limited 

,,' 
By: Robert Jenkins 
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Addendum 

Pursuant to Article VIr contained in the contrac: (the "Contract") bet~een t~~ 

Oklahoma Public Trust Compact. party of the first part. ("Compactrt) and ~crgs~ 

Grenfell &. Co. Limited. part:! of the second part ("~!organ Grenfell") to whic:-. 

this addendum is attached and made a part. the Contract is hereby amended :0 

read as follows. (but in all other respeCt:3 shall remain unaltered): 

I. In addition to contacting clients in the United Kingdom and Continente'!' 

Europe. Morgan Grenfell shall utilise its offices or representative offic~s 

in Tokyo. Japan. Singapore and' Hong Kong for the benefit of Oklahoma a:- r : 

shall direct its authorised representatives to seek and find investors a.'1C 

business em:!ties which shall be made knowledgeable about opportunl. ties :e:. 

OIclahoms. Morgan Grenfell shall be assuted in the performance of varicl!:: 

of those activities set out in Article II of the contract by advice a. ... c: 

assistance of lts representative office in Tokyo. Japan on the basis oC " 

werle progrlllDllle to be agreed between COlIIPact and Morgan Grenfell. 

Additionally. Morgan Grenfell shall assist in the promotion of Oklahomz..:-, 

e,qlorts through its offiCes in Hong Kong and Singapore and shall aid. 

appropriate. in the development and financing of contracts ~cr 

importation of such produces into the countries in t.'le region. Morg~ 

Grenfell shall arrange meetings for representatives of the COm?~::~ 

Administrator upon t"equest. wit.'l prospective inves.ors in Oklanoma 

Japan. Hong Kong and Singapore as appropriace. 

11. Compact. in ccnsiderat::.cn for the provision of the above "enticned ser'l~ce. 

shall allocate to ~organ Grenfell an amounc in addition to that set cu~ .. 

the Contract at Article H!. of One Hundred and Twentj' Thousnnd :01::.. .. · 

(S120. 000. CO) !'r'C:D the Compact fund. Such funds shall be and r'e"laln :c' 

property of Compact until expended by !oIorgan Grenfell for proper' p\lr?OS2~. 
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Such funds shnll be eXPended as follows: One Hundred Thousand 0011=$ 

(SlOO.OOO) for performing the works described above. and an amount not :0 

exceed Twenty Thousand Dollars ($20.000) for receipted expenses i.'1C':.Irrea :""'1 

carrying out such duties. Such funds shall be paid =on:hly. within t~en:1 

(20) working days of issuance of Morgan Grenfell's invoice which SetS c~: 

1 ts mon t!uy ac:ti vi ties and elq)encti tures • Receipts fcr expenses sh~: 

accompany the inVOice. 

Witness: 

:'.' ." '. t· ' ... ~: -
Robert Jenld.ns. Assistant 
Director. 
Morgan Grenrell &. Co. Linte<! 

'. 
l ,. 

. , "-
The Honourable George Nigh 
Governor of' Okl.ahOIlla 

MORGAN aRENFELL " CO. UMI1"'"cl) 

'\ 
.~ -. t . , ... '_. '. . ....... ' . .... . .• ' I 

By: Sir Peter Carey. Diteccor, 
Morgan Grenfell Group pic 

OKLAHO:.IA PUBUC TRlJS1' COMPAC! 

By: Dr. Francis Tuttle 
~~~~tive Director. 
Okl.ahoma Depart:Den t 0 f 

COlllllleree 
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IT 1987 
Fede~al/State Cooperative Plan 

Hartford D1.trict Office. U.S. and Foreign Co~ercial 
Service (US&FCS), u.s. Department of Commerce (USDOC), and 
Department of Eeono~ic Development. S~ate of Connecticu~. 
Internat~onal Division. . 

EXHIBIT 4 

Tne Hartford District Office and the Connect1c~t Department of 
Economic Development in recognition of their common miaeion. to 
promote the economic well being of the State of Connecticut and the 
United States of America primarily through increased exports. 
~utually agree to undertake the following actione in 1987 in 
addition to their regular efforts to advance export expansion. 

1. ~nat the Connecticut Cepart~ent of Eeonomic Development and the 
U.S. Department of Co~arce, US&FCS. maintain a close working 
relationship 1n respect to the goala of the Federal/State ~ilot 
Program of which Connecticut is a key me~ber. 

2. That the attached Memorandum of Under.tanding dated October 1, 
1986 be implemented to lOcate a state Trade Specialist in the 
Hartford D1.trict Office. 

(a.) In addition to those actions in the Memorandum of 
Understanding, the state Trade Specialist shall become fa~11ia: with 
elMS, COMPUSERVE and will undergo appropriate training to achieve 
tht. • 

3. That with the co=pletion of the new Hartford World Trade Center 
each office will move to the Trade Center Q~ponent. 

4. This component, managed by the Connec:icut world Trade 
Association will assure a aharing of all facilitiea including: 

(a.) oUice 
(b.) library 
(0.) office equipment. telex, compu~et and telephone 
(d.) conference facilities 

5. Until such time 8& our offices are located in a com~on facility 
we will meet at appropriate intervals to review goals, proqrama and 
prospects. 
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6 •• We will continue to publish a joint newsletter (Connecticut 
:xportsr). 

7. We will plan and deliver sem1nar~ and conferences utilizing 
other 8ssocieate offices and multipliers whenever possible. 

8. We will cooperate 1n the preparction of market studies ut1li~ing 
the Education Co=m1ttee of the Connecticut District Export Council, 
Connecticut educational institutions and other multipliers whenever 
possible. 

9. We will jointly sponsor those export develop=ent conferences, 
foreign de1esation receptions and regional New England State Deys 
Overseae as indicated in our individual annual plans (attached). 

10. We asree to sh~re and jointly maintain the following I 

(a.) ma11inq lists 
(b.) marketing information 
(c.) country marketing data 
(d.) statistical data 
(e.) state manufacturers directory 
(f.) Connecticut source book 
(g.) trade leads 
(h.) Client referral 
(i.) stete calendar o! export related events 

11. We agree to work jointly where appropriate on reverse 
investment opportunitioa for Connecticut only. 

12. We will support Department of Economic Development legislation 
consistent with OS&FCS policy through support eaterial., expert 
witneea and promotional efforts. 

1:. We will jointly review tne District Of!1ce Annual Work Plan 
with the Department of Economic Development providing input and 
c00p4rative venturae. 

14. We will develop a joint plan for sale and distribution of 
US'FCf-produced information cervices. Such plan shall cover the 
method by which the state can r9-sell US&FCS services. The Di5tric~ 
Office ia to provide the state with materials as needed. 
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ME~ORANDUM OF UNDERST~~DING 

Connecticut Depart~ent of Economie Development 
International Oiviaion 
210 Washington Street 
Hartfct~, CT 0&103 

International Trade Administration 
U.S. an~ Foreign Commereial Service 

Hartford District Office 
450 Main Stroet 

Hartfor4, CT 06103 

The State Of Connecticut and the U.s. and Foreign Commercial Service 
Hartford District Office sgree to a aharing of resourcos and 
information through location of a State Trade Specialist in the 
Hartford District Office, effective Oetober 1, 1986. . 

The she red objective is to improve State/Federal government 
relations through a combined effort to ssrve the Connecticut 
buslneea community in providing marketing information and counseling 
to sma12 and medium si:ed ne~-to-export and new-to-market firms. 

The State Trade Speeialist will report directly to the Director ot 
the International Divis1on, Connecticut Deportment of Economic 
Development, who will provi6e guidanee trom tne State level. The 
District Office Director will provide guidanee on the development of 
thi. position/program, and will provide input for performance 
appraisal of the Trade Speeialist. 

Q~ar~erly meetings will be held to review tne program. The 
participants will include the State and Federal Directors and tho 
Sta~e Tra6e SpeCialist 

The State Trade spec1alist will service the Hartford Motropolitan 
area, working with existing acco~nt. as well as eeveloping new 
acco~nta for the State. Counseling will be provided to 
new-to-e~port firms on how to b~9in exporting, what egrvices are 
provided through the State's overseas offices, and other general 
infor~atio~. The State Trade Specialist will work with District 
Office Trade Specialists when more in-depth counseling i& required 
in areal euch a& export control, locating agents abroad, foreiqn 
tariff information, etc. 
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The U.S. and Foreign Commercial Service will provide a fully 
equipped office for the State Trade Specialist, which includes 
telephone, telex, clerical assistance (when needed). use of all 
office equipment and library resources. A separate telephone line 
will ~e installed to ring at the State Trade Specialist's desk, with 
a switch to transfer calls to the receptionist in the Trade 
Specialist's absence. The telephone will be answered "International 
Division, State of connecticut." 

The U.S. and Foreign Commercial Service offers the State access to 
its telex computer network linking all Foreign Co~mercial Service 
Posts a~road with the District Office. The State will provide the 
U.S. and Foreign Commercial Service acceee to its telex f~cility 
which allows for sending telexes outside of sovernment channols. 

7ne State Traae SpeCialist will attend and participate in District 
Office weekly staff meetings to keep abreast of local activities and 
to ahare State activities with 0.0. staff. 0.0. Director/Deputy 
Director will be invited to participate in .taf! meetings of 
International Divioion. Connecticut Departcent of Economic 
Development, as well as the Annual Econ~ic Development Conference. 

The State Trade Specialist will work with District Offices 1n the 
area of COmwerce sponsored trade event recruitmont to maximize 
opportunities for fi~m8 to exhibit their products/services 
overseas. This aleo includes developing ide~8 for State-cponaored 
~issions and shows, and recruiting for eame. District Office Trade 
Specialists will assist in the recruitment vf these State sponaorsc 
event5. 

State ~rade Specialist will com;lete ITA-700 "Business Counseling 
and Seminar/Conference Report" on e~ch counseling session, just as 
the D.O. Trade Specialists, copy of each to be filed in the District 
Office. The District Office will al~o share copies of ITA-700. on 
firms they counsel who are accounts 0: the St~te !rade Spocialist. 

On an annual basis, the State Trade Specialist will work with the 
District Office in the developoent of the Annual Wor~ Plan which 
will reflect activities which impact Pederal/State relations. 

State Trade Specialiot will work with District Office to develop and 
prc~ote seminars, con!erences, and other events. The gt~te will be 
invited to be co-sponsor of all D.O. eventB and will attend each 
function (at no charge whenever PQa8ibl~). 

The Oistrict Office will provide a range ot opportunities for 
training. This will include on-the-job training 8S well ae 
specialized training such AS Export Finance, tx~ort Administration, 
Training for ~ew Trade Specialists, and local area commcnity college 
courses (if poaaible' 
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It is understood that this asreement cannot cover every fcrseeable 
element of the working relationship. We unQertake this co-location 
with the expectation that Soodwill and open co~munication will 
prevail to minimize misunderstanding and differences that may arise 
and eGX resolutions that are fair and equitable to both parties. 

SEP ~ IBI!6 ) 

Director 
Connecticut Department 
International Division 

of Economic Development 

.~ -....-_. . 
Res ona 
U.S. and oreign Commercial Service 
International Trade Administration 
Hartford District Office 
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15. We will ~eve1op a plan to ao#iot the Depart~ent of Econo~ic 
Development in the recruitment of companies for EDO pro~oted 
commercial exhibits, trade mi.sions, etc. 

16. The Office of Ec:o::omic Development will be represented on the 
District Export Council to assist in fostering the effortB of export 
expanaion, 

re or 
Connecticut Department of Economic Develo~ment 
International Diviaion 

Regional M~na9ing Oirector 
U.S. and ~eign Commereial Service 
International Trade Administration 
Hartford Oi.triet Office 

Director General 
U.S. and Foreign Com~ercial Service 

142 

SE:P ~ 19&0 

SEP 3 1980 



H 

A 
w 

I.I'.(;YSLATIVE EXTENDED ASSISTANCE GROUP - IO\,A SMALL 811S INESS SURVEY. Harch 1986. Page 12 

Familiarity with and use of assistance available through Institutions. 

-~~=-====-~~-~~.. '~.'~==-~--=:'~.-~==-~-:=---===~' _._-----~~.====-=-----======----------- --... _-

Ass I stance Program N 
Very 

Familiar 
- --- - ._---------------------_.- --- •... __ ._--_ ...• " 

Your Trade Association 475 461: 
Small Business Administration 493 16% 
Community College H8 IU 
ISU Extension Service 486 14% 
SCORE 468 7% 
Iowa Oevelopment Commission 473 61: 
Urban Revitalization Program 462 5% 
Small Business Development 
Center 461 2% 

" .. -.". __ . -------- ---------

faml1larltl ------
Somewhat Not 
Faml1 iar Famlllar 

---'----
26% 'l7% 
451: 39% 

411: 45% 

38% 48% 

24% 69% 

28% 66% 

17% 79% 

12% 86% 

N 

492 

495 

485 

488 

484 

485 

481 

484 

Received 
Assistance ----_. __ .-
% having 

received assist. 

33% 

~~ 

91. 

13% 

3% 
3~ 

2~ 

21. 

Note: Readers are reminded the data are representative of persons already 
for awareness and/or use of the services of thQse not In business. 
target their services to persons just starting a business. 

In business and do not account 
Several of the agencies listed 
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:I: 
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LEE'S 
RESEARCH & DEVELOPMENT, L TO. 

1105 South Eleventh - P.O. Box 397 
Oskaloosa, Iowa 52577 

(515) 673-9711 

February 19,1987 

Mr. Ned F. Chiodo, Chairman 
Legislatures World Trade Advisory Committee 
Capital Bldg. 
Des Moines, IA. 50319 

Dear Mr. Chairman: 

With much interest! read David Yepsen's article acout you and 
your work. Speaking from a small business posi~ion (less than 
$500,000) I would thank you for your work and to point out the 
need for help in the details of how to export. To show what I 
mean, please let me tell you of our experience. 

EXHIBIT 6 

We found our own customers in Canada, England, Sweden, New Zealand 
and South Africa. We later decided not to do business in South 
Africa. After getting the orders, filling them and preparing 
for shipping, I then tried to find out the method to get them 
Shipped. r called Government offices in Des Moines and WaShing­
ton D.C. with no real results. Later a friendly and very patient 
large exporting company came to our aid. 

One place with the "how to" information in Des Moines would 
be of much help to the Iowa entreprenuer. 

My thanks to you for your good work, please kee~ it up. 

-(j 
I 1'1-.0 Kindest Regards 

Bart Basche 
LEE'S RESEARCH & DEVELOPMENT, Ltd. 

BBB/sg: 
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SUMMARY 

of the Report 

of the 

IOWA WORLD TRADE ADVISORY COMMITTEE 

NED CHIODO, CHAIRPERSON 

"RECOMMENDATIONS TO FOCUS IOWA WORLD TRADE PROMOTIOW 

IOWA GENERAL ASSEMBLY 

February 1987 



ADDITIONAL COPIES OF THIS SUMMARY OF THE REPORT OF THE IOWA 

WORLD TRADE ADVISORY COMMITTEE ARE AVAILABLE FROM: 

Legislative Public Information Office 
Legislative Service Bureau 
State Capitol Building 
Des Moines, Iowa 50319 
515-281/5129 



SUMMARY OF THE REPORT 

The Iowa Wo~ld Trade Adviso~y Committee has p~epa~ed a summa~y of 
the Iowa Legislative Council and the Iowa Gene~al Assembly. 
divided into several sections which a~e briefly summarized below. 

BACKGROUND 

its ~epo~t to 
The ~epo~t lS 

The Wo~ld Trade Advisory Committee initially was created as the World Trade 
Cente~ Site Selection Committee. The Legislative Council retained the 
membership of the selection committee and added two new members after the 
committee was unable to recommend a building proposal for the state to support. 

The Council cha~ged the new Iowa World Trade Advisory Committee to examine 
international t~ade lnltlatives which the state could sponsor which would 
potentially increase Iowa exports. 

SUKHARY OF COMMITTEE MINUTES 

The full report includes summa~ies of the meetings of the Committee which are 
included In the report in lieu of the full text of the minutes of Committee 
meetings, which are on file' at the Iowa Legislative Service Bureau. The 
summaries a~e brief and generally organized by date and topics. 

IOWA DEPARTMENT OF ECONOMIC DEVELOPMENT 

The activities of the 
promotion and development 

department as they ~elate to international trade 
are summarized within this section of the report. 

IDEO has several trade promotion p~ograms it sponsors. The department 
o~ganizes international trade missions and trade shows, administers the 
inte~est buy-down program, co-sponso~s seminars and conferences, distributes 
publications, and staffs foreign offices. 

OTHER IOWA ACTIVITIES 

Not only is the state involved in international t~ade promotion and assistance, 
but there are also several other entltles which have varying degrees of 
involvement. This section of the repo~t describes the many activities of the 
g~oups in the state. Some of the organizations include the universities and 
colleges, community colleges, Chambers of Comme~ce, and federal agencies. 

ACTIVITIES OF OTHER STATES 

This section of the report describes international trade promotion and 
development activities In other states. States are focusing efforts on 
international trade promotion and development as is evidenced by the increase 
1n those expenditures for 29 reporting states from $21 million in 1984 to $39 
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million in 1986. 

Most states fund trade assistance, disseminate trade leads, sponsor trade 
conferences and seminars, organize trade show participation, and sponsor and 
organize trade missions. Thirty-four states now have foreign offices with 70 
of them located in 12 countries around the world. 

This section also 
agreements and a 
the solicitation of 

highlights two unique programs; federal-state cooperative 
contract between a state and an investment banking firm for 
foreign direct investment attraction. 

COMMITTEE FINDINGS AND RECOMMENDATIONS 

This portion 
recommendations 
recommendations 

of the 
which 

will 
international trade. 

report details the Committee's findings and suggests 
address those findings. The members believe the 

Iowa significantly in the direction of increasing move 

1. REGIONALISM - This section explains the economies of scale which could 
be possible should Iowa and other states merge resources. rhe combined 
popUlation and gross economic product of several states can jockey those states 
into a higher level than were they to remain independent. This improved 
posltlon would be especially important in attracting foreign investment. 
Additionally these states could work together on more efficient services. 

One potential activity of the association would be mutual planning for trade 
shows and trade missions. Missions and shows could be planned for a broader 
range of industries than would be possible for only one state because the depth 
of each industry would be greater wich mOre states. Another possibility could 
includes Sharing of overseas office space and administrative expenses including 
telex, copying equipment, etc. 

This section describes an operating regional trade affiliation of five southern 
states which has successfully been planning missions and trade shows. 

The Committee recommends the state take the lead in developing a regional 
association of states to accomplish mutual goals. 

2. TRADE MISSIONS AND TRADE SHOWS - rhis section explains the benefits 
which can be derived from international trade missions and trade shows. 
Informacion from those who plan them indicate difficulty in recrultlng 
companies to participate in them. The Committee's survey documented that the 
time and money required precluded them from participating. The Committee 
recommends shows and mission be organized together to decrease both the costs 
of planning them and the expenses incurred while traveling on them. Successful 
trade mission planners claim industry specific missions attract more foreign 
interest. Hore industry specific missions could be planned in Iowa if there 
were enough business in each to attract a sufficient number of participants. 
The Committee suggests shows and missions be planned in cooperation with other 
states to decrease the costs of both and to increase the foreign interest in 
the missions. 

The Committee also recommends the state subsidize or loan funds so that 
financially strapped companies can participate in international trade shows and 
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trade missions. 

3. FOREIGN DIRECT INVESTMENT - The section briefly explains the current 
operation of the Iowa foreign offices. The Committee suggests there 1S more 
effective ways of attracting foreign investment than solely through foreign 
office staff contacts. The Committee recommends the alteration of the office's 
focus and the increase of their staffs. The state should redirect state 
emphasis away from foreign investment attraction and toward trade promotion and 
assistance. More staff should be as.igned the trade promotion task and direct 
investment leads will also result as a spin-off of the trade contacts. 

The Committee believe. a more effective means of attracting foreign direct 
investment is through the networking which Occurs between investment bankers 
and their client.. To tap into that network, the Committee recommends the 
state contract with an investment banking firm as an alternative for fulfilling 
the foreign direct investment goal. The increased foreign office staff would 
then be free to more aggressively help Iowa companies enter or expand their 
foreign markets. (The Committee cites the contract for a similar arrangement 
between Oklahoma and the investment banking firm, Morgan Grenfell, Inc.). 

4. FINANCING - This section describes the sources of export financing and 
the differences between some of the programs states have implemented. The 
Committee recommends Iowa continue to study the performance of the other state 
trade finance programs because they are still in their incubation stage. 

5. LEASING SPACE IN FACILITIES - The Committee recommends the state lease 
space in facilities which have the potential to draw international audiences. 
The Committee members believe this exposure to a continual flow of 
international visitors can additionally expose Iowa companies to the 
international marketplace. The state could sublease exhibit space in these 
facilities, perhaps at subsidized rates, to those Iowa businesses which could 
not otherwise afford to lease the space. 

The Committee describes two facilities in the Mid-West which the Committee 
members believe have the potential to draw qualified international audiences. 
The centers are the Kansas City Agribusiness Center and the Minnesota World 
Trade Center. 

6. INTERNATIONAL BUSINESS RESEARCH AND TRAINING INSTITUTE - The committee's 
telephone survey documented the need for more market information and a means 
for making that information available. The Committee recognizes the need for 
an entity to study market information and relate the findings and basic 
educational programs back to Iowa businesses through training programs. 

The Committee proposes an independent organization to provide goals and agenda 
for the institute to ensure that it will fulfill the needs of the Iowa business 
community and the organizations which Serve it. The institute will be able, 
because of its independence, to determine Iowa business needs and mobilize the 
appropriate organizations to deliver the services to meet those needs. 

It is the Committee's intent the institute be operated on an 
only a full-time director and secretarial assistance. 
projects would be let on a "request-for-proposal" basis. 

ad hoc basis with 
Specific research 
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7. LOCATION OF PROGRAMS - The international trade research and training 
institute needs a location within which to locate and provide services. The 
Committee members believe that centralizing the location of state supported 
trade programs within a facility which leases to other organizations and 
private entltles which also provide international trade services, will assist 
the Iowa business community in its efforts to increase international trade 
efforts. The Committee members believe that a building marketed as a location 
for international trade services and activities will focus in-state and out-of­
state attention. Iowa businesses will know where to find international trade 
related assistance and out-of-state visitors will have a place to meet with 
Iowa business people or to determine where or who else in the state to visit. 

Since there are developers interested in building a facility with the state 
providing serVlces, the Committee recommends the state ask for proposals for 
buildings within which the state can provide trade services and assistance. 
Since the developer potentially would financially gain from state supported 
services located in the facility, the developer's proposals should provide free 
space for state sponsored trade programs. The Committee requests that the 
selecting body not be required by the state to select proposals should none be 
acceptable. 

8. WORLD TRADE COMMISSION The Committee believes the independent 
organization which should be responsible for coordinating the trade institute 
should be a nine member commission. The commission should select the director 
of the institute and approve the operations and activities of the institute. 

The Committee 
other states 
involved. 

also recommends this commission initiate the conversations with 
to develop a trade association for the benefit of all the states 

The commission should coordinate the leasing of exhibit space ln trade 
facilities. The commission will negotiate any contract arrangements with 
investment banking firms to find foreign investment prospects. 

With the aid of the institute, the commission also would be the appropriate 
body to study and report recommendations to the legislature relating to export 
financing problems and alternatives for addressing them. The Commission, 
through the institute's market research function, will assist with planning 
foreign trade missions and international trade shows. 

9. ECONOMIC DEVELOPMENT FOCUS This section explains that the Iowa 
Department of Economic Development is geared toward seeking out-of-state 
investments in Iowa. The department uses its limited resources of staff and 
money in pursuit of that goal at the demise of the trade assistance and 
promotion programs for existing Iowa businesses. 

The Committee recommends the state separate the goal of economlC development 
through international trade promotion and assistance from the goal of economic 
development by attracting out-of-state investment. The Committee members 
believe that as long as two goals compete for limited funds within the 
department, resources will continue to be directed to fulfill the prioritized 
goal. 

If state leadership believe trade promotion and assistance are a priority for 
Iowa, then it has to be recognized as such and resources have to be committed 
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specifically toward improving and developing programs designed for those 
put'poses. 



APPENDIX 

The initial press coverage of the Committee's findings has generated 
feedback to the Committee. One such communication received by the Committee is 
attached as an appendix to this summary. 



· LEE'S 
RESEARCH fie DEVELOPMENT, LID. 

110.5 South Eleventh - P.O. Box 397 
Oskaloosa, Iowa .52.577 

(.515) 673-9711 

February 19,1987 

Mr. Ned F. Chiodo, Chairman 
Legislatures World Trade Advisory Committee 
Capital Bldg. 
Des Moines, LA. 50319 

Dear Mr. Chairman: 

With much interest I read David Yepsen's article about you and 
your work. Speaking from a small business position (less than 
$500,000) I would thank you for your work and to point out the 
need for help in the details of how to export. To show what I 
mean, please let me tell you of our experience. 

We found our own customers in Canada, England, Sweden, New Zealand 
and South Africa. We later decided not to do business in South 
Africa. After getting the orders, filling them and preparing 
for shipping, I then tried to find out the method to get them 
shipped. I called Government offices in Des Moines and Washing­
ton D.C. with no real results. Later a friendly and very patient 
large exporting company came to our aid. 

One place with the "how to" information in Des Moines would 
be of much help to the Iowa entreprenuer. 

My thanks to you for your good work, please keep it up. 

Kindest Regards 

Bart Basche 
LEE'S RESEARCH & DEVELOPMENT, Ltd. 

BBB/sg: 


