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EXECUTIVE SUMMARY

A. Programs Evaluated
Al. USAID Strategies for Argentina and Uruguay

In Argentina, USAID strategy has been to improve prospects for business expansion by
making Argentine and U.S. business more aware of trade and investment opportunities. In
Uruguay, the strategic objective has been to generate more active participation by the Uruguayan
private sector in the process of reform. To implement these strategies, USAID sought the
assistance of the International Executive Service Corps (IESC), a not-for-profit organization that
utilizes the skills of volunteer retired executives (VEs). Through its Business Development
Services (BDS) IESC operates its Advanced Developing Country programs for countries, like
Argentina, that are on the brink of industrialization. The program seeks to link indigenous and
U.S. companies who seek joint or co-ventures.

In Uruguay, IESC conducted a pilot program known as “Fast Track.” This type of
program was designed to be operated by IESC-hired staff and technical consultants in country,
but in Uruguay was sited in a local Chamber of Commerce selected by USAID. Its objective was
to identify and “match” Uruguayan and U.S. businesses that could benefit from joint venture
arrangements. This pilot program was intended to test the feasibility of starting a larger scale
BDS program.

A2. Funding

USAID/Argentina/Uruguay signed grant agreements with the IESC to provide technical
services to facilitate the establishment of joint ventures and other cooperative arrangements
between U.S. and indigenous firms. The grant for the Argentine BDS program totalled $994,296,
comprised of $654,573 provided by USAID/Argentina, supplemented by an additional amount of
$339,723 from a world-wide cooperative agreement between IESC and USAID/Washington
specifically to cover the IESC costs in the U.S. The “Fast Track” program in Uruguay received
$59,200 from USAID/Uruguay, supplemented by an additional $77,800 from USAID/Washington
to cover IESC U.S. costs.

There is nothing intrinsically complicated or unusual about USAID funding from two
separate sources. But major differences of opinion between the USAID managers of these funding
sources as to project approach and deployment of human resources have resulted in substantial
conflicts regarding program structure, management and staffing, and have had a material effect
on the progress of the projects.

B. Rationale for Evaluation

A decision has been made to terminate direct, bilateral USAID assistance to Argentina and
Uruguay by September 30, 1995 and June 30, 1995, respectively. The “Fast Track” program in
Uruguay completed its 18-month pilot phase in June, 1994, The Argentina BDS program will




have allowed only two-and-a-half-years’ experience, though the project was designed to last three
years.

C. Scope of the Evaluations

USAID has asked the Evaluators to (a) assess the results achieved by IESC in generating
U.S.-host country business opportunities in Argentina and Uruguay; and (b) to identify lessons
learned in implementing these programs that could be of value to USAID in other countries.
While some of the lessons learned (see Section V) may well be applicable to other IESC
programs in other countrics, the Evaluators are not sufficiently familiar with these programs to
judge the relevance of Argentina/Uruguay findings and conclusions to these other programs.
Therefore, this evaluation focuses primarily on Argentina and Uruguay.

D. Organization of this Report

The Report begins with overviews of the economies and business environments of
Argentina and Uruguay, both members with Brazil and Paraguay of the recently formed Southern
Common Market (MERCOSUR). Section II presents overviews of the two projects being
evaluated, the evaluation team, and the methodology the team used to implement its work, i.e.
review of all relevant documents, and extensive personal interviews in Argentina, Uruguay,
Washington, D.C., and Stamford, Connecticut (headquarters of the International Executive
Service Corps). Sections III and IV present detailed descriptions of the BDS program in
Argentina and the Fast Track program in Uruguay. A summary of recommendations is presented
at the end of each of these major sections. Since sustainability was and is an issue relating to
these programs, Section IV is devoted to that subject, treating fee generation, packaging of IESC
services, and institutional arrangements proposed to optimize use of these services. The Report
concludes with a section on Lessons Learned. A series of Annexes contain most of the principal
promotional, informational, and analytical documents used by IESC to implement the two
programs.

E. Principal Findings and Conclusions

El. Project Management

The Evaluation examines the management of the Argentina and Uruguay projects from two
perspectives: (a) IESC project management ard (b) USAID project management. The Evaluators
find large and small gaps at both levels, and offer suggestions for improvement.

E2. Argentina

E2a. Proposed Results

The following are described by USAID as the “key, critical targets” to have been achieved
by the end of the Grant period:

® At least 8 joint ventures or similar business arrangements between Argentine and U.S.
firms will have been completed.




& The IESC BDS program will have been established in Argentina on a self-sustaining

basis through a feasible system of fee assessments and coilection.

& Cooperative relationships between the IESC BDS program and business organizations in

at least the provinces of Santa Fe, Cordoba, Mendoza and Buenos Aires wiil have been
established.

& A continuing marketing strategy implemented both in Argentina and in the U.S. to

facilitate the process of promoting and completing joint ventures and similar busmess
arrangements between U.S. and Argentine firms.

E2b. Results Achieved/Argentina

Following are the questions USAID asked the Evaluators to consider in Argentina, and a
precis of the Evaluators’ responses:

Q.

Did the activity being evaluated assist in developing small and medium-sized
enterprises by facilitating the establishment of joint ventures, co-ventures or other
international trade and investment transactions between Argentine and U.S. firms?

To date, no joint ventures have been concluded. One Argentine company has
entered into a distribution arrangement. Another Argentine firm has projected that
it will purchase an estimated $3.5 million worth of equipment from U.S.
companies. However, it is unclear that BDS can be entirely credited with these
purchases. IESC’s view is that equipment purchases, licensing agreements, and
technology sales are customary first steps in the joint venture process.

If such transactions were not established, why not?

Consummation of joint ventures requires a long timeframe. But the achievements
of the Argentine program have also been limited by imperfect sector and, in some
instances, company selection by local Chambers of Commerce with the agreement
of USAID and BDS in Argentina; lack of industry experience on the part of many
of the managers and officers involved in the program, both in Argentina and in
the U.S.; English language decficiencies of some of the Argentine players; and
some lack of clarity as to which market(s) were to be targeted. VEs have been
used in connection with sector surveys, strengthening project proposals and
providing industry contacts.

Did participation in the BDS program bring benefits other than business contacts
to Argentine firms, such as awareness of the industry-specific requirements
necessary to compete more effectively in the marketplace? Did the program
increase Argentina’s access to U.S. technology, U.S. market information, and
U.S. suppliers?

There is some evidence that the program helped some Argentine companies to
become aware of new technologies, processes, and suppliers.



Were the industry sectors chosen by IESC ready to expand and, therefore,
appropriate recipients of IESC’s assistance? Was the assistance significant in
promoting the development of the Argentine firms?

Industry sectors were chosen by local Chambers of Commerce, with the
agreement of USAID and Argentine BDS staff. However, these choices appear to
have been made without the benefit of objective criteria in the target market(s) and
without a rigorous methodology and sufficient reflection and research.

Were there positive results, beyond those the project was designed to achieve?

As a result of the outreach elements of the program, many more Argentine firms
have become aware of the BDS, and the beginnings of a constituency have begun
to appear.

Is there any evidence that the BDS program has led, or will lead, to follow-on
activities by other organizations to promote the same objectives?

As yet, such evidence is not apparent.

Considering the cost of the BDS program, the expcrience to date, and the potential
demand for services. is it possible to achieve self-sustainability in the near future?
If so, when?

IESC’s current fee structure commits both Argentine and U.S. companies to pay a
“success fee™ of $5,000 or 1 percent of the value of the transaction, whichever is
higher. Beyond this, IESC has considered a number of proposals for fee
generation earlier in the process, but has not yet adopted any of these. However,
even if such fees are levied, the Evaluators think it unlikely that the BDS program
will ever become fully independent financially.

E3. Uruguay

E3a. Proposed Results

& An estimated 15-20 credible and indnstry-specific venture transaction opportunities
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generated, leading to 5-10 completed ventures.

A range of 25-75 Uruguayan firms to have received IESC services.

5 Sector Assessment Surveys to have been completed.

An estimated 100-300 U.S. firms contacted.

12 promotional articles prepared for newsletters and magazines.

A formal recommendation made for future institutionalization of the program.

E3b. Results Achieved/Uruguay

The specific questions raised in the Scope of Work, and a precis of the Evaluators’

responses, are shown below:
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Did the “Fast Track™ program lead to mutually beneficial trade and investment
transactions between Uruguayan and U.S. firms?

IESC claims to have put one Uruguayan dairy company in contact with a major
U.S. company, but USAID/U disputes this claim, and documentation is
inconclusive.

How many Uruguayan firms engaged in serious business discussions with U.S.
firms?

The one referred to above. However, IESC reports that its U.S. efforts generated
“22 strong opportunities for Uruguayan companies to pursue.”

If trade and investment activities were not identified and pursued, why not?

Sectors were chosen for the wrong reasons, criteria emphasized supply/
production capabilities, rather than target market demand. Some VEs performed
poorly. IESC had no direct staff involved in-country, making the project difficult
to manage. The Uruguayan-U.S. Chamber did not have the necessary management
capacity or staff experience. And Uruguayan companies were uniformly
unresponsive.

Did participation in the IESC activity bring benefits other than business contacts to
the Uruguayan firms, such as awareness of the industry-specific assistance
required to compete in the marketplace? Did the activity increase Uruguayans’
accessibility to U.S. technology, U.S. marketing information, and suppliers in the
U.s.?

The Evaluators are aware of no such benefits.

Were industry sectors chosen by USAID ready to expand and, therefore,
appropriate recipients of IESC assistance? How significant was this assistance in
promoting firms’ business development?

As noted above, industry sectors were chosen based on incomplete criteria. In at
least two of the three target sectors, the target markets were unpromising and/or
were not pursued because of U.S. import restrictions.

Were there positive results, beyond those the project was designed to achieve?
No.

Is there any evidence that the Fast Track activity has led, or will lead, to follow-
on activities by the Uruguay-U.S. Chamber of Commerce?

No.




F. Principal Recommendations
F1. Argentina

Roles and responsibilities. The capabilities and needs of Argentine business must be the
primary driver of the BDS program. IESC/S must be responsive to this requirement. This does
not mean, however, that the BDS/Argentina program needs to be managed and administered from
Argentina, as has been suggested by several interviewees. As the grantee of record, IESC n.ust
be accountable for overall policy direction and management, and must have at least one in-
country executive paid by and accountable to IESC. The precise division of labor between
IESC/S and in-country operatives should be flexible and should depend upon the particular
circumstances of each program. A previous evaluation of BDS programs in other countries has
described the relationship between IESC/S and in-country resources as two piers of a suspension
bridge. One pier is the ADC Manager and his staff in Stamford. The other pier is the IESC
Representative in-country, and his colleagues. The program cannot function without an effective
and coordinated effort by both IESC/S and IESC/A. Use of VEs needs to be increased
substantially; for example, once the VE has been identified and recruited by the IESC/S Project
Officer and the IESC Recruiting Department, in-country program managers—and their clients—
should be able to communicate directly with these VEs, while at the same time keeping the
Stamford-based Project Officer informed.

Sector selection. If the sectors selected do not provide good opportunities for both
Argentine and U.S. firms, then the foundation for implementing the program is weak. It is,
therefore, with the selection of sectors that the industry-specialized VEs should begin their

contributions to the program. The Report sets out a proposed methodology for sector selection
based on a combination of market demand and ability to produce. IESC/S must guide and control
the sector selection process; it should never be delegated to a Chamber of Commerce, USAID, or
anyone else.

Company selection. Industry-specific VE experience should be applied in all cases to
qualify the prospective Argentine firms for the program and then to assist to look for the U.S.
match. Basic criteria, very similar to those used to select sectors, should be applied as a screen
for selection of individual companies, both Argentine and U.S., to be matched. The application
of these criteria should be by an industry-experienced VE assisted by . he Investment Promation
Officer or IESC Country Representative in A-zentina and by the BDS Project Officer in the case
of U.S. companies. The Report sets out proposed criteria for company selection.

Documentation/communication. Argentine firms should be more closely involved in
development and final review of the profiles that are to be used by the Project Officer i
Stamford. VEs should also review these profiles before they are used with potential U.S.
matches. Based on the Evaluation Team’s interviews, in numerous cases the U.S. and Argentine
companies appeared to be looking for different kinds of support relationzhips than those offered
in the “match.” Frequently, the U.S. firms were primarily interested in distribution/sales of their
U.S.-produced goods, while the Argentine companies wanted the U.S. firms to provide
technologies and marketing and management know-how as equity investors with minority
positions in Argentine-based manufacturing operations. Periodic formal and informal
communications should take place with the Argentine and U.S. firms invoived in the matching




process to keep the parties clear as to the progress and status of their participation in the program
and to establish and maintain a suitable pace.

F2. Outreach
F2a. Argentina

To have an effective program, VEs with relevant industry expertise must be much more
actively involved at more stages of the progression. If this cannot be done then the ability of the
IESC to successfully produce linkages is questionable. Coordination with other USG programs in
Argentina should be established. The BDS should leverage its program by working with
representatives of th: USDA and USDOC to utilize their contacts and promational activities. The
BDS should continue to collaborate with various Argentine business associations that are willing
to promote and sponsor opportunities for BDS outreach.

F2b. USA

The program should seek out ways to involve U.S. BDS candidate firms with the
USDOC’s investment missions to Argentina. The BDS Program should leverage itself using the
USDOC’s Emerging Markets Program. Greater involvement of the VEs is essential to strengthen
the U.S. outreach. The program should use VEs whether or not the match involves a sector that
has been surveyed. More than one VE should be used to assist with a match when skills
requirements are broader than a single VE can cover.

F2c. Reporting

The monthly status reports now produced in Stamford should (a) contain more anecdotal
narrative information about program achievements and (b) highlight operating problems and
suggest solutions. IESC should also produce the quarterly newsletter originally proposed.

F2d. Monitoring and Evaluation

The objective of monitoring and evaluation should be to keep both the program managers
and their clients informed of progress and significant developments. Reports should be frequent
and simple. Project Officers in Stamford and Argentina should check cn the status of each project
(match) on at least a quarterly basis, and the results should be shared with parties in both
locations. This should include a description of expectations for next steps.

F3. Uruguay
F3a. Overall Program

The Evaluators understand the experimental nature of this project, and feel that
experimentation in the BDS field is both positive and necessary as ways to learn how to improve
these programs. But to be of value, experiments must be able to demonstrate that a given
approach worked or did not work, and why. Unfortunately, the reasons for the failure of Fast
Track in Uruguay are largely ambiguous. Perhaps the principal lesson learned in the Uruguayan
Fast Track is that given apparent business attitudes, and the limited funds and professional




resources avail=i:le, it might have been wise for IESC to have declined to undertake this program
at all.

F3b. Sector Selection

In an economy as small as that of Uruguay, the Evaluators question whether sector
selection is an apprcpriate approach. The reason is that no single sector selected contains a large
enough number of firms to constitute critical mass. USAID and IESC might have been better
advised to “cherry pick” the best companies, regardless of their respective sectors, and attempt to
find matches for these companies through increased use of VEs. From its inception, the program
lacked the steady intervention and supervision of an individual capable of serving as the bridge
between the expressed needs of Uruguayan industry and the systems and resources of the IESC.
Sector selection should have been carried out according to basic criteria suggested in this report.
This process should have been managed and directed by IESC/S.

F3c. Company Selection

Companies selected to participate in the program were not subjected to careful scrutiny
against a reasonable set of criteria. This process, too, suffered from lack of daily supervision by
someone oriented and responsive to the IESC Stamford system.

F3d. Roles and Responsibilities

More use could have been made of VEs. The IESC Stamford operations level staff and the
Peace Corps Volunteers were not experienced business people and were unable to carry the
program with the same authority as could experienced VEs. But the most important deficiency in
this program was the failure to correctly assess the apparent lack of interest among Uruguayan
businesses. IESC points out that it was “not on the ground in Uruguay to be able to make
assessments of Uruguayan firms’ interest. That responsibility was placed with the (Uruguay-U.S.
Chamber of Commerce and its Peace Corps volunteer assistant). The U.S. Project Officer was
responsible for assessing the interest of U.S. firms only.”

G. Sustainability

Gl1. Fees

The fees charged to participating firms should be more easily understood, equitabl;, and
collectible. The Evaluaticn proposes a progressive schedule of fees based not on the value of the
investment, but on the sizes of the companies involved.

G2. Services

The totality of IESC services—joint and co-venture formation, technical assistance, and
ABLE research—should be marketed to clients as a coherent and integrated package. Clients
should be encouraged to buy only the services they need. For this reason, pricing of the services
must be complementary and not competitive.




G3. Institutional Relationships

BDS/Argentina should seek to preserve its relationships with Regional Chambers of
Commerce while adding a Chamber covering Buenos Aires Province or Municipality. All
Chambers selected should be prepared to designate a person to be responsible for the day-to-day
conduct of the program. A revenue-sharing agreement should be developed for each participating
Chamber. Chambers should be helped financially until revenues can be generated. USAID should
be asked to subsidize the front-end costs, with grant amounts decreasing as income increases. A
senior BDS program officer, responsible to IESC, should be assigned to spend substantial blocs
of time working with each participating Chamber.

H. Lessons Learned

While this Evaluation has been limited to Argentina and Uruguay, some of the lessons
learned in these countries may be relevant for BDS programs in other countries.

1. BDS programs should not be undertaken unless there is at least one experienced full-
time person in-country who is accountable to IESC/S. 1t is this person who must drive the
program, since he/she is closest to the clients seeking U.S. partners. This does not mean,
however, that the in-country IESC representative should necessarily manage or administer the
total program; as the grantee, IESC/S must be accountable for policy and financial administration
of its projects. Operationally, IESC should view headquarters and in-country activities as two
piers of a suspension bridge (as has been pointed out in a previous evaluation). But IESC should
attempt to be flexible and innovative about the division of labor between Headquarters and the
Field.

2. If different parts of USAID provide funding for different parts of the BDS program, the
USAID executives must reach agreement on how best to allocate resources in order to optimize
program performance.

3. Since sector selection is the first step in the BDS process, IESC should never relegate
this activity to a Chamber of Commerce, USAID, or anyone else. IESC/S should develop and
implement and new methodology for sector selection; this should involve al! relevant in-country
resources, but IESC/S should play a leadership role.

4. Given the complex and continuously iterative nature of joint venture formation, BDS
projects should be programmed for not less than 3-5 years.

5. Because of their lack of familiarity with external markets, most small and medium
companies in LDCs and ADCs are poorly equipped to visualize the range of possibilities that
could be generated through collaboration with a U.S. company. The VE is the key to solving this
problem; telephone/fax/letter interaction between the VEs and the host country companies should
be encouraged and increased. Budgets should recognize the long-term nature of this type of
work, and particularly the increased use of VES, both in the field and in the U.S..

6. A standard schedule of graduated fees, plus a “success fee,” should be adopted for all
ADC programs. While this may have to be varied based on location of the program, changes
should be as minimal as possible. In all cases, host-country firms should be charged a front-end
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fee, however modest. This helps defray IESC costs but, more importantly, provides a measure of
the seriousness of the client.

7. IESC should re-think its concept of piesenting one company at a time to host-country
prospective partners. By definition this elongates the timeframe for achieving results, and the real
benefits are a-guable. There is little reason to believe that U.S. firms would object to host
country companies talking with several U.S. companies simultaneously.

8. BDS programs must have nbjectives that are clear, understood, and accepted by all
players. There should be no conifusion or ambiguity about the market(s) being targeted.

9. IESC should continue to be flexible regarding its in-country arrangements, modifying its
“Chamber of Comm:erce” model whenever this seems most appropriate to the particular country
involved. Chambers of Commerce or other member-based business organizations can be valuable
partners for IESC. Howevc. . these organiz:tions shotld be selected for institutional and
commercial reasons only, i.c., they must believe enthusiastically that their ability to attract and
retain members, and therefore to generate revenue, wili be strengthened by providing BDS
services.

10. The BDS program should avoid raising unreasonable expectations of results among
clients and donors alike. BDS personnel should err on the side of conservatism in making
projections of the numbers of deals that can be consummaied over a reasonable timeframe.

11. IESC should develop and budget for significantly increas=d communications with its
host country clients. In-country clients should be fully and frequently informed—not less than
once 2 quarter~—of the progress of the program and particularly of the status of their partner
search. Conversely, IESC can also learn from such contact, especially when discussions are
ongoing between U.S. and in-country companies.

12. Lawful exports to the U.S. should not automatically be ruled out as a target market for
BDS-generated joint ventures. Products should be assessed on a case-by-case basis.



SECTION I

BACKGROUND




SECTION 1
BACKGROUND

A. Country Overviews
Al. Argentina

For the first time in more than a generation, the environment for American business in
Argentina is positive. This is a result of a political decision by the Menem government to embark
on a course of free market reform that has included fiscal responsibility, an open market,
privatization, and dererlation. Between 1991 and mid 1994, industrial production increased by
some 35 percent (though not uniformly throughout the country).

Moreover, the completion of the regional Mercosur trade bloc—Brazil, Paraguay, Uruguay
and Argentina—in January 1995, will profoundly affect Argentina’s trade relations with the rest
of the world. The member countries have formed, in effect, a customs union with a common
external tariff. Mercosur represents a substantial trading bloc with increasing purchasing power.
However, to reach this market effectively, many U.S. companies will have to scale the external
tariff wall by manufacturing inside the trade bloc, much as was done in the early days of the
European Union. This development encourages joint ventures and other forms of cooperation
between U.S. and Argentine companies.

In Argentina, the Menem government has reversed statist, isolationist, import
substitution-at-any-cost economic policies of the past half century. Tariffs were reduced
substantially in the early days of the Menem presidency. With convertibility, inflation fell
dramatically and the economy is now experiencing deflation. Argentina is now a world leader in
privatization. The Menem government has largely completed the privatization of the large public
sector firms it inherited when it took office; only a few sectors such as the airports and a few
energy projects remain. The provinces, however, have hardly begun to privatize their
government-owned companies, nor do they have much will to do so. Argentina is in the midst of
an effort to rationalize jurisdictional problems in environmental regulation.

The Argentine challenge lies now in perfecting the regulatory bodies and regulations to
govern the behavior of the privatized companies that are largely engaged in the provision of
essential services: electrical power and gas generation, transportation distribution;
telecommunications; road, rail and river transportation; steel production; the insurance and
pension administration sectors, and, lastly, the vast state oil company, YPF. The privatizations in
which U.S. companies have participated as lead partners or as operators have been
extraordinarily productive for U.S. exports.

The Government began its stabilization program in 1989, but signs of success did not
appear until 1991, after enactment of the Convertibility Law (which fixed the exchange rate,
prohibited the Central Bank’s financing of the federal government’s deficit, eliminated indexation,
and legalized contracts in U.S. dollars). The myriad of Argentine problems have not all
disappeared, but they are today little worse (and perhaps better) than those seen in many OECD
economies. The growing maturity of the system is evident to any who have followed it over the
long term: the oscillations in basic macroeconomic indicators and in the government’s policies
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have diminished dramatically, eliminating the enormous uncertainty that plagued business
planning and undercut the pubic’s confidence in the entire political system.

These reforms have translated straight into solid economic growth at a rate touted by
President Menem to be second only to China in the last three years. This growth has been fueled
by rapidly growing investment (up 30 percent a year since 1991) and strong consumer demand
(which has grown ten percent a year). These trends should persist in the near term. However, as
of March 1995, loans-to-reserves ratios in the banking sector have been judged inadequate; this
has created a credit crunch, with loans not available and/or interest rates at some 80 percent
annually.

Prior to this seemingly short-term banking problem, pressure from international competition
and the fixed exchange rate is obliging Argentine manufacturers to invest at a furious pace.
Investment today is largely directed towards increasing the efficiency of existing capacity;
tomorrow’s investment will be to expand this productive base, in some cases to allow for export
of high value-added products. For several years, U.S. suppliers of these capital goods have
enjoyed a distinct edge this market, since in many sectors the United States offers preferred
technology and makes buying it easy, through a competitive exchange rate and relatively
inexpensive financing.

The minerals sector is only now receiving its first major infusions of foreign capital, after
decades of statist control that limited access to the country’s mineral patrimony to foreigners.
The recent granting of concessions to develop the country’s massive petroleum and gas reserves
has already resulted in a rapid growth in investment, production, and exports. The country is
now actively courting multinational firms to enter the market and develop Argentina’s largely
unexploited resources.

Agriculture remains Argentina’s “odd man out,” largely left behind in the massive growth
spurt the country is enjoying today. The Argentine agricultural sector has never recovered its
former glory days of enormous profits with little effort that were largely due to wars and other
economic dislocations abroad as well as to the natural richness of the Argentine Pampas.
Argentine agricultural exports have suffered misguided export tariffs, both because they were
easily collectible and because the agricultural sector was in political disfavor under populist
regimes. These disadvantages are slowly being corrected and should eventually revive the market
for U.S. agricultural and dairy machinery and services. Continuing strong domestic consumer
demand and the urgent pressure on the real sector to invest to improve its competitiveness will be
the biggest factors in determine Argentina’s near-term growth prospects.

In late March 1995, U.S. Secretary of Commerce Ron Brown visited Argentina and
reaffirmed U.S. support for the country’s economic program. Brown and Argentine Economy
Minister Domingo Cavallo attended the first meeting of the Argentine-North American Council
for Business Development (BDC). Said Brown: “I believe U.S. companies, particularly in the
energy, mining, communications, and infrastructure areas, have the experience and technology
necessary to help Argentines develop their vast natural resources.”

A2. Uruguay
Uruguay has a small and relatively open economy. Its historic basis has been agriculture,

particularly livestock production, and agriculture remains an important sector both directly (wool
and rice) and indirectly as inputs for other sectors (textiles, leather and meat). However, industry
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is now Uruguay’s largest sector and has diversified beyond agro-industry into chemicals and
consumer goods for local consumption. Services have assumed greater importance in recent
times, particularly tourism and financial services, the latter benefitting from the country’s open
financial system.

Uruguay has sought to reverse a long-term economic deterioration to prepare itself for its
participation in the Southern Common Market (Mercosur). The Government is currently
attempting to implement a program of economic reform, whose principal elements include
privatization of state enterprises, financial sector reform, and a costly social security system. The
progress of reform, however, has been slow.

There have been significant limitations on foreign equity participation in certain sectors of
the economy. Investment in areas considered as “strategic” require government authorization.
These include electricity, hydrocarbons, banking and finance, railroads, strategic minerals,
telecommunications, and the press. Some of these are controlled by state-owned monopolies.

There are certain significant barriers to U.S. exports to Uruguay. Products such as drugs,
certain medical equipment, chemicals, firearms, radioactive materials, fertilizers, vegetable
materials, frozen embryos, livestock, bull semen, anabolics, sugar, seeds, hormones, meat, and
vehicles all require special licenses or customs documents. Bureaucratic delays also add to the
cost of imports, though importers now report improvement in this area. There are few
restrictions on services.

Uruguay is the beneficiary of large inflows of capital, principally from neighboring
Argentina and Brazil. The country is categorized as a middle income country, but both public and
private sectors are heavily indebted. The Government has been able to finance a substantial
proportion of its deficit through the issuance of dollar-denominated treasury bills. The Uruguayan
Government allows the peso to float freely against the U.S. dollar within a declining 7 percent
band.

B. Project Overviews
Bl. USAID Strategies for Argentina and Uruguay

In Argentina, USAID strategy has been to improve prospects for business expansion by
making Argentine and U.S. business more aware of trade and investment opportunities. In
Uruguay, the strategic objective has been to generate more active participation by the Uruguayan
private sector in the process of reform.

B2. Implementation of USAID Strategies

To implement these strategies, USAID sought the assistance of the International Executive
Service Corps (IESC). Through its Business Development Services (BDS) (formerly known as
the Trade and Investment Services/TIS), IESC has developed and operated USAID-supported
programs in a number of countries. For countries on the brink of industrialization (such as
Turkey and Mexico), IESC has developed its Advanced Developing Country (ADC) service,
which utilizes Volunteer Executives (VEs), a U.S.-based staff, an in-country program advisor
responsible to IESC, and a business organization such as a Chamber of Commerce to link it with
indigenous companies who seek joint or co-venture arrangements with U.S. companies. In most
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cases, the local business organizations pay their own expenses, while the part-time IESC advisor
within the organization is funded by the USAID/W Core Cooperative Agreement.

Variations on this model have been used in other countries, such as Portugal, Indonesia,
and Ecuador. Similarly, IESC has used somewhat different approaches in Argentina and
Uruguay. The organization of the IESC ADC programs is shown in the table on the following

page.

In Argentina, IESC has taken a proactive stance to help Argentine and U.S. companies to
idertify mutual opportunities and create linkages that would lead to joint ventures and other forms o
of cooperation. This program, managed directly by IESC, is known as Business Development @
Services (BDS). Its achievements were to be measured by the “number of firms engaged in deal- e
related discussions as a result of USAID-sponsored pr..grams” and the “number of deals
completed.”

In Uruguay, IESC has conducted a pilot program known as “Fast Track” designed to work
through local business organizations selected by USAID to idertify and “match” Uruguayan and
U.S. business that could benefit from joint venture arrangements. The objective of this pilot
program was to test the feasibility of starting a larger scale BDS program. Evaluation was to be
based on the “number of discussions/negotiations aimed at joint ventures generated through
USAID trade and investment activities.”

The major thrust of the Uruguay “Fast Track™ project was to link U.S. and host country
companies to penetrate the new Southern Common Market (Mercosur), thor:gh there appears to
be some difference of opinion on whether the programs should also have included competitive
exports to the U.S. (see later). The Grant Agreement for Argentina is silent on the subject of
market(s) to be targeted. According to USAID/W, the Core Cooperative Agreement was not to
be used to fund activities leading to exports to the U.S., loss of U.S. jobs, or encouragement to
U.S. companies to move offshore.

B3. Funding

In both countries, USAID/Argentina/Uruguay signed grant agreements with the IESC to
provide technical services to facilitate the establishment of joint ventures and other cooperative
arrangements between U.S. and indigenous firms. The grant for the Argentine BDS program
totalled $994,296, comprised of $654,573 provided by USAID/Argentina, supplemented by an
additional amount of $339,723 from a world-wide cooperative agreement between IESC and
USAID/Washington specifically to cover the IESC costs in the United States. The “Fast Track”
program in Uruguay received $59,200 from USAID/Uruguay, supplemented by an additional
$77,800 from USAID/Washington to cover IESC U.S. costs. Program sustainability was an
explicit goal in both agreements.

The goals, purposes and operations of these projects are described in greater detail in
Sections II and III of this evaluation, as is the issue of financial self-sufficiency, which is
considered in Section IV.
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C. Project Management

Neither IESC nor USAID would characterize the Uruguay program as a “success.” The
Argentina program shows promise, but the jury is still out in terms of concrete results achieved.
A variety of factors is responsible; for example, overestimating the results to be expected, in-
country staff with divided allegiances, lack of clarity as to market(s) to be served, selection of
inappropriate target sectors, unrealistic expectations on the part of program participants and
inadequate communications with these beneficiaries, some ineffective VEs, some unresponsive
companies, and policy differences between USAID/W and USAID/A. While it is not possible to
identify any single factor as most serious, project management is certainly one of the contributing
factors.

Project management must be assessed at two levels: (1) IESC management and (2) USAID
management.

Cl. IESC Project Management

The principal project management problems faced by IESC/Stamford included:
Cla. Operating Oversight

The IESC management process has improved considerably since completion of the last
recent external evaluations. Moreover, IESC is still in a learning mode vis-2-vis its BDS and
ADC programs. However, certain problems persist. For example, there appears to have been
some lack of clear policies, practices and procedures that are known to and understood by all
participants, both in Stamford and in-country. In particular, in-country project personnel have not
always understood what is expected of them. This has contributed to the difficulty of coordinating
the activities of U.S. and in-country staffs. In the Argentina and Uruguay programs, IESC/S has
not always exercised strong and consistent day-to-day direction from senior management. This
has placed the Project Officer in Stamford in the position of being the de facro program manager.
There have been a number of conceptual disagreements between in-couniry and Stamford
personnel—for example, over the issue of whether or not to house the BDS program within a
Chamber of Commerce. On occasion, the IESC establishment in Stamford and in-country
personnel in Argentina and Uruguay have appeared to take on lives of their own, unconnected to
one another. It is to be expected that from time to time there will be disagreements among project
personnel; however, these differences should be resolved internally, and should certainly not
involve USAID. Once a decision has been made, all personnel should be expected to endorse it
and to operate as a team.

Clb. Staffing

This problem has been exacerbated by in-country personnel decisions. In an effort to be
responsive to USAID, IESC embraced project models that faced serious problems from the
outset. In neither Argentina nor Uruguay are there project personnel on IESC’s payroll,
accountable to IESC.

In Argentina, the part-time Project Advisor is the IESC Country Representative, i.e., a

consultant paid on a commission basis for sales of IESC services not even included in the BDS
package; the Project Officer is on the USAID/A payroll. Key decisions—for example, on sector
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and company selection—have been made by participating Chambers of Commerce, with the
approval (but not always the active involvement) of IESC/S.

In Uruguay, the IESC Country Representative was excluded (by USAID/U) from any
meaningful participation in the program. The USAID Project Officer was not expected to play a
major operating role in the management of the Fast Track program. The in-country part of the
program was, in effect, turned over to the Uruguayan-U.S. Chamber of Commerce and its Peace
Corps volunteers. None of these players had any sense of accountability to IESC/S. Nor did
IESC attempt to direct their activities (there is a world of difference between reporting on
activities and managing them).

According to the USAID Representative for Uruguay and Argentina, when a Chamber of
Commerce or other business organization operates the BDS program in-country, “...even when
there may be an IESC employee assigned to the Chamber, the Chamber remains primarily
responsible for the in-country part of the program. IESC needs to be responsible for the whole
[italics ours] program in order to be held responsible by USAID for obtaining results.”

Clc. Use of VEs

The VE is IESC’s “unique selling proposition.” It is what gives IESC its comparative
advantage over other types of consulting institutions. Over the past few years, there has been a
significant improvement in IESC’s ability to mobilize VEs for both in-country and U.S.
assignments; VEs in the U.S. are now used far more extensively for contacts and industry-
specific guidance than ever before. But the process is not fool-proof; for example, some VEs
dispatched to Uruguay were clearly the wrong choices.

But the principal problem facing VEs is that sectors are selected by others before they ever
arrive in-country. The result is that, sometimes, they do a splendid job assessing the wrong
things. This should not be unexpected if IESC has no objective criteria for sector selection, and
in effect abdicates this activity to an affiliated Chamber of Commerce, or to USAID.

IESC must develop a mechanism that allows it to control the sector selection process,
because it impacts directly on the VE recruiting process.

Cld. Monitoring, Evaluation and Reporting

IESC is awash in monthly and quarterly reports to USAID. But much of the information
contained in these reports is purely numerical and statistical, and does not provide a helpful
management tool either for IESC or its clients. For example, IESC reports include a long list of
VEs contacted and how many hours they worked, but it remains unclear for what reason they
were contacted. Only a tiny fraction of the VE entries are coded as “BDS”; the majority are
noted as CONS (consultations). Further, reports do not address current operating problems—or
successes.

The BDS and ADC programs are still in an experimental stage. This underlines the need
for IESC to evaluate its own progress and problems (and proposed solutions) more frequently,
and to share these frankly with in-country personnel and with USAID.

An additional key part of project reporting is communicating with beneficiary companies.
As is pointed out elsewhere in this Evaluation, this has not been done with consistency of timing
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and substance. The consequence is that many participating companies are not aware that they are
still participating; many former participating companies believe they are still part of the
programs; and, in the case of Uruguayan companies, many do not know that the program has, in
fact, ended.

Cle. Relationships with USAID

There is nothing intrinsically complicated or unusual about USAID funding from two
separate sources. Many programs are set up to operate in this way, with a contractor hired and
responsible to Washington doing work in the field at the request, and under the direction of,
USAID field missions. What is needed to make this arrangement work is cooperation and
flexibility on both sides so that the contractor receives consistent direction.

In the cases of Argentina and Uruguay, cooperation and flexibility have been minimal.
Major (and some unresolved) differences of opinion between the USAID managers of these two
funding sources as to project approach and deployment of human resources have resulted in
material conflicts regarding program structure, management, and staffing.

The problem for IESC is the management of constructive relationships with two different
parts of USAID, both of which provide funds for IESC projects, but which have frequently
disagreed with one another. This is covered below.

C2. USAID Froject Management

The history of the Uruguay and Argentina projects has been marked by frequent policy
disagreements between USAID/W and USAID/A. The relationship between IESC and USAID/W
is intimate. It has existed for a number of years, and has experienced the start-up and growing
pains of the ADC program. Moreover, since this relationship is via Cooperative Agreement, the
USAID/W Project Officer plays something approaching an executive role in ADC programs. At
the Mission level in Argentina and Uruguay, experience with IESC programs is far more limited.

It is not an exaggeration to state that in-country personnel involved in IESC projects feel
more of a kinship with USAID at the in-country level, while IESC/S leans heavily toward
USAID/W. At best, this would be an unhealthy situation. But the differences of opinion and
approach between USAID/W and USAID/A have accentuated the problem; both are clients of
IESC; IESC must attempt to be responsive to both. Failure to do so places IESC in the untenable
position of being caught in the middle!

USAID/W and USAID/A have had differences of opinion and approach on a number of
issues, ranging from interpretation of PD20, to the issue of full-time staff paid by IESC, to the
more fundamental question of whether the IESC program should be housed within a Chamber of
Commerce or operate as a free-standing IESC office, albeit cooperating with a chamber or a
number of chambers. This issue is made more complicated by the language of the IESC Core
Cooperative Agreement, which includes sustainability and institution building as goals. At the
time of this Evaluation, this latter issue has become a major area of contention and, as of this
date, remains unresolved.

The Evaluators feel that, just as IESC should be able to res..«:: its internal differences
internally, USAID ought to be able to do the same. When that proc::s is completed, USAID
should speak to IESC with a single voice, and IESC should then be in a position to embrace or
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reject USAID’s position, since USAID has cooperative agreements/grants with IESC for the BDS
program, under which it should take responsibility for the results achieved.

D. Scope of the Evaluation

A decision has been made to terminate direct, bilateral USAID assistance to Argentina and
Uriguay by September 30, 1995 and June 30, 1995, respectively. The “Fast Track” program in
Uruguay completed its 18-month pilot phase in June, 1994. The Argentina BDS program will
have allowed only two-and-a-half years’ experience, though the project was designed to last three
years.

USAID has asked the Evaluators to (a) assess the results achieved by IESC in generating
U.S.-host country business opportunities in Argentina and Uruguay; and (b) to identify lessons
learned in implementing these programs that could be of value to USAID in other countries.
While some of the lesson learned (see Section V) may well be applicable to other IESC programs
in other countries, the Evaluators are not sufficiently familiar with these programs to judge the
relevance of Argentina/Uruguay findings and conclusions to these other programs. Therefore, this
evaluation focuses primarily on Argentina and Uruguay.

The complete Scope of Work for the evaluation will be found at Annex D. -
E. Evaluation Team

The in-country evaluation was carried out between March 20 and April 5, 1995, by two
Senior Trade and Investment Specialists, William Fisher of IGI International Inc., and Gordon
Bremer of Chemonics International Inc. Brief resumes of their experience will be found in Annex
E.

F. Methodology

The Evaluation Team first reviewed all relevant documentation provided by IESC and
USAID. Documents consulted are listed in Annex B.

The Evaluation Team then met for a full day’s briefing by IESC program managers and
executives at the organization’s headquarters in Stamford, Connecticut on March 15. On March
17, the team was briefed by Mr. Ed Wise of USAID/W and Harvey M. Wallender, Executive
Director, Program Development for IESC’s ADC programs.

The team then travelled to Argentina, where it conducted personal interviews with IESC,
USAID, and other U.S. Government personnel, with Argentine business organizations that played
roles in the BDS program, and with Argentine companies who are, were, or expect to be
beneficiaries of BDS services. Interviews were held from March 21 through April 2 in Buenos
Aires, and in a number of cities and towns in the provinces of Cordoba and Rosario.

Also in Buenos Aires, the evaluators discussed the BDS program with representatives of
the U.S. Department of Commerce Foreign and Commercial Service (FCS) and with the U.S.
Department of Agriculture Foreign Agricultural Service (FAS).

In Uruguay, the Team met during April 3-5 with the Uruguay-U.S. Chamber of Commerce
(UUSCC), which was selected by USAID to implement the “Fast Track” program; with other
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organizations which were involved; with IESC’s country representative; and with a number of
Uruguayan firms designated as beneficiaries of the program. All Uruguayan interviews were held
in Montevideo.

In Montevideo, the Evaluation Team debriefed the USAID Representative for Argentina
and Uruguay, and submitted a written memorandum of preliminary findings and conclusions.

Upon their return to the U.S., the team held numerous telephone conversations with IESC
executives to clarify various issues, debriefed the Project Officer for USAID/W, and the IESC
Executive Director for Program Development.

Persons and organizations interviewed are listed in Annex A. Discussion Guides used in
these interviews will be found in Annex B.
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SECTION I
ARGENTINA

A. Project Goal and Purpose

Goal. According to the Grant Agreement between USAID/Argentina and the IESC, the
goal of the BDS project was “to improve private sector support for market-led reactivation and
trade and investment” in Argentina. The project was intended to contribute to this goal by
“promoting the growth and development of small and medium-sized Argentine business firms
through industry-specific linkages between Argentine and U.S. firms.”

“The program’s proactive venture development strategies will identify those companies in
Argentina willing and able to propose viable projects that can be developed through joint and co-
ventures with U.S. firms, which will provide long-term busincss development assistance to

complete transactions.”

Purpose. The purpose of the project was to “establish a permanent, self-sustaining BDS
program in Argentina. The IESC plans to establish this program in cooperation with private

sector business associations, such as Chambers of Commerce, to facilitate the development oi’
small and medium-sized Argentine businesses with the assistance of U.S. business firms.”

“In addition to the number of joint ventures resulting from the program, a key indicator
of the accomplishment of the Project purpose is the extent of the program’s long-term financial
sustainability. This entails demand for the full range of services that the IESC will provide under
the BDS program, as well as the establishment of an adequate and effective fee assessment and
collection system that generates resources to continue the program after the termination of AID
assistance.”

B. Proposed Results

The following are described by USAID as the “key, critical targets” to have been achieved
by the end of the Grant period:

& At least 8 joint ventures or similar business arrangements between Argentine and U.S.
firms will have been completed.

& The IESC BDS program will have been established in Argentina on a self-sustaining
basis through a feasible system of fee assessments and collection.

& Cooperative relationships between the IESC BDS program and business organizations in
at least the provinces of Santa Fe, Cordoba, Mendoza and Buenos Aires will have been
established.

& A continuing marketing strategy implemented both in Argentina and in the U.S. to
facilitate the process of promoting and completing joint ventures and similar business
arrangements between U.S. and Argentine firms.
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C. Structure and Organization Of The BDS/Argentina Program

The structure and organization of the BDS program in Argentina is shown in the Table on
the following page.

The principal participants in the BDS/Argentina program are:
At IESC Headquarters, Stamford, Connecticut.

® Manager, Advanced Developing Countries (ADC) programs.

e Project Officer, BDS/Argentina.

& Project Executive, responsible for reporting to USAID.

& Volunteer Executives, recruited by IESC Recruiting Department in consultation with
BDS/Argentina Project Officer.

In Argentina, the BDS program is sited in USAID’s offices in Buenos Aires. Principal
participants are:

IESC’s Country Representative.

Chambers of Commerce in Rosario, Cordoba and Mendoza.

Other business organizations in Buenos Aires.

An Investment Promotion Officer provided by USAID/Argentina.

An Administrative Assistant provided by USAID/Argentina.

A group of prospective beneficiary companies in several sectors, including farm
equipment and machinery, automobile parts, and environmental services (soon to be the
subject of a VE sector survey). Fruits and vegetables were originally included as a
target sector, but later dropped (see below).

e & ° 000

D. Process As Proposed

The process proposed for BDS/Argentina is similar to the model developed for IESC’s
Advanced Developing Countries (ADC) program, which is operating and/or has operated in a
number of other countries, including Mexico and Turkey.

The process involves activities both in Argentina and in the U.S. Expressed in ideal terms,
the process begins with the selection, in Argentina, of those sectors thought to have the most
promise and that will appeal to U.S. firms. In Argentina, sectors were selected by the regional
Chambers of Commerce that participated in the BDS program. IESC/Connecticut then recruits
Volunteer Executives (VEs) with experience in those sectors to carry out in-country surveys of
each sector and the principal companies in the sector. The VE’s report contains profiles of
companies interviewed, descriptions of their proposed projects and joint venture needs, and
assessments of their potential to attract a joint or co-venture partner.

For companies that join the program after the VE has completed his survey, or which fall
into sectors not examined by a VE, company and project profiles are drafted by the USAID
Investment Promotion Manager in Buenos Aires. These are then sent by the IESC/Connecticut
Project Officer to a group of VEs with experience in the subject industry, along with a
questionnaire dealing with project feasibility and possible U.S. company leads personally known
to the VEs.
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VE Sector Assessments are then turiied over to the IESC Project Officer in Connecticut,
who edits the company and project profiles, in consultation with the VE who carried out the
sector survey, as well as other VEs who are experienced in the subject industry. The Project
Officer then prepares a list of likely U.S. compznies based on consultation with VEs, use of
secondary databases (e.g. Infotrack) and refzience directories (e.g. Thomas Register), attendance
at sector-specific trade fairs, or collaboration with the National Association of State Development
Agencies (NASDA) or the Small Business Federation of America (SBFA)—both USAID-funded
subcontractors. The Project Officer then writes to these U.S. companies (approximately 15-20
letters are sent out for each potential joint venture opportunity) to present the Argentine company
and project profiles, and to solicit interest in exploring possible areas of collaboration. Sample
letters are included in Annex L.

The first appropriate company that responds positively is th.en presented by fax or letter to
the corresponding Argentine company. In BDS terminology, this is known as a “match.” Other
respondents are presented on a one-at-a-time basis only after negotiations with the initial
respondent have been discontinued. IESC believes the one-at-a-time basis is important to protect
the interests of the U.S. company and the confidentiality of the Argentine company, though this
obviously lengthens the process.

Before a final “match” takes place, both the Argentine and U.S. companies are asked to
sign agreements with IESC agreeing to pay IESC a success fee of 1 percent of the value of the
transaction, or $5,000, whichever is higher. This is handled by the 1J.S. and Argentina-based
Project Officers.

The IESC/Connecticut Project Officer then arranges a conference phone call involving
himself, and representatives of the U.S. and Argentine companies, to discuss their respective
abilities and needs. If there is sufficient mutuality of interest, the companies decide to meet or to
continue their correspondence directly. This is known as a “link.”

At this point, the U.S. prospectivz joint venture partner company is asked to sign a
Memorandum of Understanding (MCU), a non-binding agreement setting out the parameters of
the proposed agreemert. This siep in the process is known as a “transaction.” The progression
varies somewhat in the case of equipment or product sales, or distribution or licensing
agreements, as versus joint ventures. A sample MOU is included in Annex J.

As a matter of policy, IESC does not participate in actual negotiations between companies,
though Project Officers both in the U.S. and Argentina attempt to stay in close touch with both
parties. However, IESC considers that its principal work has been completed when both parties
have signed the Memorandum or Understanding and the success fee agreement.

IESC estimates that, from the identification of a host-country client through to the signing
of a binding contract between the parties, the process should take a minimum of 18 months.

The process described above may appear to be logical, tidy, and straightforward. In reality,
it is multi-layered, complex, and continually iterative. As in most programs, large and small
changes were made in project implementation and policy. The following section describes how
the program has worked in real time. '
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E. Process In Operation
El. Sector Selection

According to the business associations interviewed in Rosario and Cordoba, the industry
sectors to receive priority BDS program attention in Argentina were recommended by them to
USAID based upon their perception of the demand or need by Argentine businesses in their
respective regions of Argentina. The Chamber of Commerce in Rosario was most interested in
farm machinery manufacture and the Chamber of Commerce of Cordoba had greatest interest in
helping the auto parts manufacturers in its area. The Chambers in Mendoza and San Juan, which
were not interviewed during this evaluation, were reportedly interested in linkages to export fresh
fruits and vegetables.

USAID reportedly also played an important role in selection of the targeted sectors,
particularly regarding the selection of the environmental services sector that is scheduled to be
surveyed in the latter part of April 1995. Conversely, the loss of interest and subsequent
dropping of the Mendoza and San Juan fruit and vegetable sector activities from the program can
be attributed at least in part to a disagreement between USAID/W and USAID/A regarding the
applicability of USAID Policy Directive 20 to exports from Argentina (and Uruguay) to the U.S.
(the fruit and vegetable producers were interested in supplying the U.S. winter market.)
According to USAID/A, the eventual resolution of this disagreement was that such transactions
would be acceptable. The issue became moot, however, as it was determined that most Argentine
fruits and vegetables would not be competitively priced for the U.S. market.

E2. Company Selection

The Argentine companies were largely selected based upon two methodologies. The first
was the through a mailing and subsequent promotional meeting sponsored by the collaborating
business organizations in Rosario, Cordoba, and Mendoza. The second was through personal and
professional networks and contacts of the IESC Country Representative and the Investment
Promotion Officer. Similarly, some companies were referred to the program by their buyer and
supplier firms. No formal criteria for selection of the businesses to be matched with U.S.
companies was evident.

Companies that were interviewed by the VE Sector Specialist were informally assessed as
to their suitability or potential for a match with a U.S. firm. In this manner, some Argentine
companies were encouraged by the VE to continue with the program and others were not.
Companies outside the surveyed sectors, or which signed up later than the VE visit, were
generally assisted on the U.S. side by the Stamford based Project Officer, with VE assistance to
find the match. The IESC Advisor in Argentina estimates he has met with some 150 companies,
of which 48 have been selected to be included in the program. Of these, IESC estimates that 50
percent are still active.

E3. Roles and Responsibilities

Who is in charge of the Argentina BDS program is not entirely clear. Some of the key
actors and their principal roles include:
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¢ The ADC Program Manager at IESC/S has primary responsibility for overall
development of all ADC programs, and direct supervision of the activities of the BDS
Project Officer at IESC/S.

¢ The Project Officer assigned in Stamford to the Argentina BDS program has been the
kev liaison for the outreach efforts made to U.S. firms. The individual holding this
position has recently changed and the new officer has only recently completed his first
field orientation in Argentina (March, 1995).

e The IESC Country Representative in Argentina, also working out of the USAID Buenos
Aires office, supported the Investment Promotion Officer’s activities by preseniing the
program at scheduled promotional events sponsored by business associations, describing
other complementary IESC services, generally networking with Argentine companics to
promote the mix of IESC services in Argentina, and assisting with IESC Stamford
communications.

s The BDS Officer working out of the USAID Buenos Aires office, with an administrative
assistant, took primary responsibility for contact with the Argentine businesses and
business associations. He provided the primary effort for development of the individual
client profiles and for communications between the Argentine companies and the IESC
BDS Project Officer based in Stamford.

s Volunteer executives were utilized for devzlopment of program activities in the farm
machinery, auto parts, and fruit and vegetable sectors. These volunteers were recruited
to conduct sector surveys and to subsequently lead an outreach effort to promote
business linkages with U.S. firms. To date, this sequence of VE activities was
completed for the auto parts and farm machinery sectors but not the fruit/vegetable
sector. A VE is scheduled to lead the environmental services sector work. While IESC
formal reports reflect that VE activity appears to be heaviest in connection with sector
surveys, IESC claims that more than 120 VEs have been used in connection with the
BDS Argentina program, and that many of these have been used to identify U.S.
contacts and strengthen company and project profiles received from the field. The
recently appointed Project Officer reports that he intends to increase the use of VEs
unconnected with Sector Surveys. Other Project Officers do so now; for example, the
Project Officer for Turkey has prepared a short questionnaire regarding project
feasibility that he routinely sends to VEs for their input.

E4. Documentation/Communications

The Argentine companies interviewed were pleased with information contained in sector
survey reports (on farm equipment and automobile parts), which outlined the status of the
Argentine sector and the interest and potential of the firms interviewed. These were prepared by
a Volunteer Executive. Argentine companies considered the information to be a helpful
orientation prior to initiating the raatching activities with U.S. firms. No such survey was
prepared regarding the U.S. or globs: status of the sector, although a number of Argentine firms
said they would benefit from such information.

Company profiles were developed for each of the Argentine companies participating in the
BDS. The basic information utilized was taken from each company’s response to a form letter
asking them provide information about seven points: (1) date of founding; (2) annual sales; (3)
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number of employees; (4) number of employees with university degrees; (5) area where support
from a U.S. firm is desired; (6) three examples of work carried out in similar areas; and (7)
current licenses, contracts, or joint ventures with foreign firms.

The profiles were subsequently refined using this basic information. The profiles reviewed
by the interviewers were not generally judged to be written using appropriate technical
terminology of the subject industry. Also, most Argentine firms said they had not reviewed the
final (English or Spanish language) profile and therefore did not have the opportunity to correct
any inaccuracies before it was passed to the U.S. firms. The profiles were generally developed
by the USAID/Argentina Investment Promotion Officer and, when possible, supported with the
information the Sector Survey VE provided in his assessment. Profiles were routinely faxed or
mailed to Stamford and subsequently to the U.S. companies to stimulate expressions of interest in
a match.

Several Argentine companies interviewed were unclear as to their status in the program.
These were generally companies that had been presented with “matches” that did not work out.
In numerous cases the U.S. companies and Argentine companies had been looking for different
support relationships. Frequently the U.S. firms wanted distribution/sales of their U.S.-produced
goods, and the Argentine companies wanted the U.S. firms to take equity positions as minority
partners in Argentine firms providing know-how and capital/financing to manufacture in
Argentina. The Argentine companies were desirous of additional opportunities for matching but
did not know at what point the program would stop looking for a match.

After Argentine firms submit the information requested for development of the profile but
before the Stamford office presents a potential match, both the Argentina BDS office and the
Stamford offices ask the potential partners to agree in writing to pay a success fee of one percent
of the value of the transaction, or $5,000, whichever is higher. The letter requesting the promise
to pay is not clear as to what exactly the percent will be based on or how, therefore, the
calculations will be made (see separate comments on modification of the fee charging system in
Section IV).

No sector surveys or company profiles were developed on the U.S. side regarding the
targeted U.S. industries.

ES. Outreach
ES5a. Argentina

A number of Argentine business associat’ons, including one in Rosario and another in the
Province of Cordoba, are/were being utilized in varying degrees for outreach to Argentine firms.
The associations in Cordoba and Rosario sponsored meetings to present the BDS and other IESC
services and subsequently helped to short list firms for the various VE sector surveys. The
Mendoza and San Juan chambers dropped out of the effort early in the program (see later).
Presently the Fundacién Banco de la Ciudad de Buenos Aires is promoting and preparing to host
a meeting for environmental services firms, which coincides with the arrival of the VE who will
conduct the environmental sector survey.

An interview with the USDA FAS Agriculture Counselor, Max Bowser, in Buenos Aires,

indicated no previous coordination with the BDS efforts. The USDA FAS considers export of
U.S. agricultural commodities and forecasting of agricultural production to be its basic mandate
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and, therefore, interest in facilitating linkages with U.S. companies—for example, for agricultural
machinery joint ventures—was felt to be under the purview of the U.S. Department of
Commerce. He indicated, however, willingness to participate in future orientation programs for
U.S. and Argentine businesses as may be considered appropriate for the BDS program.

Mr. Bowser expressed the opinion that Argentina’s current ability to compete in the global
fresh fruit and vegetable market was quite limited. He indicated that of the high value products
currently being produced, cherries were potentially of export quality and volume but the presence
of the Mediterranean fruit fly was a prohibitive factor at this time.

Alvaro Mendez, the USDC FCS advisor interviewed in Buenos Aires, expressed strong
endorsement for the BDS program as one well suited for both U.S. and Argentine business
needs. He said that his office was prepared to collaborate with the BDS. More specifically, a
forthcoming USDOC-sponsored investment mission for U.S. firms in the environmental sector
was discussed as an opportunity for collaboration between the USDOC and BDS programs.

The USDC has selected Argentina as one of ten emerging markets to receive their
attention. The recently formed U.S.-Argentine Business Council was discussed as a possible
outreach vehicle for the BDS program. The USDC was cited as the organization to coordinate
with (Walter Bastian is the USDC contact for this initiative in Washington, D.C. and Albert
Alexander in Buenos Aires).

ESb. USA

The outreach program to U.S. firms is coordinated by the Stamford-based Project Officer.
When there was a Volunteer Executive conducting a sector survey, such as for farm machinery
and auto parts, the Volunteer participates in the outreach to U.S. firms with which he has
contacts and the Project Officer follows up on these VE contacts. For Argentine firms that fall
outside of the surveyed sectors, the Project Officer makes contacts directly with U.S. firms based
upon consultations with VEs, and through desk research. The Monthly Situation Analyses
indicate VE involvement has been heaviest in connection with sector survey related assistance;
but IESC/S reports that VEs are also used extensively for guidance as tc project feasibility and
industry contacts.

E6. Reporting

Monthly Situation Analysis Reports are submitted by IESC Stamford to USAID/W and
USAID/A. These reports are based in part upon monthly reports received from the Argentina
BDS office. The monthly reports from Argentina are also provided to USAID/W prior to
combining with information from Stamford.

The quarterly Program Newsletter for distribution to organizational memberships,
mentioned in the BDS Project Description, has not been published.
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E7. Monitoring and Evaluation

The Global Evaluation and Reporting System (GEARS) system was developed to quantify
and report on the status and outputs of the program. The GEARS report is highly numbers-
oriented, and quantifies activities carried out. The consensus is that this is insufficient and that
more supplementary anecdotal narrative material might create a more useful manageraent tool by
illustrating the meaningful accomplishments of program. As noted earlier, IESC reports should
clarify the specific uses of VEs in connection with the BDS program.

ES8. Results to Date

At the present time, IESC reports 8 “matches” 4, “links,” and 2 “transactions” in
Argentina, Most of the “links™ and both “transactions™ are concerned with equipment purchases
or distribution arrangemerts, rather than joint ventures. Moreover, the attribution of some of
these entirely to the IESC BDS program is unclear.

F. Evaluation Issues and Responses

Following are the questions USAID asked the Evaluators to consider in Argentina, and the
Evaluators’ responses:

Q. Did the activity being evaluated assist in developing small and medium-sized
enterprises by facilitating the establishment of joint ventures, co-ventures or other
international trade and investment transactions between Argentine and U.S. firms?

A. To date, no joint ventures have been concluded. One Argentine company has
entered into a distribution arrangement (Agrometal/Greas Plains Manufacturing),
and Agrometal has reportedly sold 12 Great Plains drills as of 31 January 1995.
Unfortunately, Agrometal is currently in serious financial difficulties, and this may
Jeopardize the future of the relationship. Another Argentine firm, Zanello, has
projected that it will purchase an estimated $3.5 million worth of equipment from
U.S. companies including Sunstrand, Eaton Charlin, and others. However,
whether these technology purchases can be entirely attributed to the BDS program
is unclear; the contacts with U.S. manufacturers were made by the BDS Project
Officer who accompanied the Argentine company to a major industry fair, the
Farm Progress Show; but the Zanello firm had been attending on its own for some
years.

Q. If such transactions were not established, why not?

A. By definirion, the consummation of joint ventures is a fragile and complex process
with a particularly long timeframe. Having said that, however, it can also be said
that the achievements of the Argentine program have been limited by imperfect
sector and, in some instances, company selection by local Chambers and
USAID/A; lack of industry experience on the part of many of the managers and
officers involved in the program, both in Argentina and in the U.S.; English
language deficiencies of some of the Argentine players; some lack of clarity as to
which market(s) were to be targeted; and disagreements between USAID/W and
USAID/A as to the locus and staffing of the program, i.e. the principal areas of
disagreement between these two funding sources appear to revolve around (a)

o (
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whether or not the project should or should not be housed in a Chamber of
Commerce, and (b) roles and extent of staff paid by and accountable to IESC/S.

Did participation in the BDS program bring benefits other than business contacts
to Argentine firms, such as awareness of the industry-specific requirements
necessary to compete more effectively in the marketplace? Did the program
increase Argentina’s access to U.S. technology, U.S. market information and U.S.
suppliers?

Based on interviews, there is some evidence that the program helped some
Argentine companies to become aware of new technologies, processes, and
suppliers.

Were the industry sectors chosen by IESC ready to expand and, therefore,
appropriate recipients of IESC’s assistance? Was the assistance significant in
promoting the development of the Argentine firms?

Industry sectors were chosen without the benefit of objective criteria in the target
market(s). They were selected without sufficient reflection and research, largely on
the tasis of the supply side, i.e., production capacity, rather than on analysis of a
combination of supply side and demand side, i.e., market trends in the rarget
market(s). The ability of the program to help Argentine firms has not yet been
demonstrated to any substantial degree.

Were there positive results, beyond those the project was designed to achieve?

As a result of the oustreach elements of the program, many more Argentine firms
have become aware of the BDS, and the beginnings of a constituecy have begun
to appear. The growth of this constituency is currently being restricted by a credit
crunch and usurious rates of interest, but nonetheless provides a foundation on
which to build. On the U.S. side, outreach activities have made some contribution
to increased awareness of market opportunities in the Mercosur.

Is there any evidence that the BDS program has led, or will lead, to follow-on
activities by other organizations to promote the same objectives?

As yet, such evidence is not apparens. The reality appears to be that the Chambers
with which BDS has worked would probably not continue this activity absent an
IESC presence.

Considering the cost of the BDS program, the experience to date, and the potential
demand for services. is it possible to achieve self-sustainability in the near future?
If so, when?

IESC needs to recalculate its BDS fees. It also needs to create an additional
revenue stream by packaging BDS with TA and ABLE research. However, even if
these steps are 1aken, the Evaluators think it unlikely that the BDS program will

ever become fully independent financially.
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G.

Summary of Recommendations

G1. Sector Selection

If the sectors selected do not provide good opportunities for both Argentine and U.S.
firms, then the foundation for implementing the program is weak. It is, therefore, with
the selection of sectors that the industry specialized VEs should begin their contributions
to the program.

The first step in sector selection should be a practical assessment of where strong
medium- to long-term market opportunities lie. In the Argentine reality, when the
various business associations suggest a few industry sectors as those with the greatest
local interest, these should become the first sectors to check for market opportunity.
Since the grant agreement for the BDS is silent on target markets, one should assume
that markets located anywhere are eligible subject to restrictions on use of USAID
funds. Furthermore, many markets are now viewed globally with annual seasons and
competing production dictating where the market opportunities are during a particular
time of the year, production cycle, and/or market location.

The second step is to estimate the potential of Argentine industry to produce
competitively for each market opportunity identified. The VE needs to assess the extent
to which the Argentine firm(s) are likely to be able to produce the necessary quality and
volume of product deliverable to the target market at a competitive price—some basic
assessment of the availability and cost of inputs, labor, capital requirements, etc. In
practice, for an experienced VE, this exercise could be more like an intuitive, “back-of-
the-envelope” calculation, rather than a formal analysis.

Thirdly, the VE should identify those areas—technology, management systems,
marketing, etc.—in which the contribution(s) of U.S. partner firms would be of greatest
assistance to ensure successful business ventures. The main incentives for U.S. firms
need to be clearly pointed out.

Inputs from the VE experts doing the sector selection work should be packaged as
outreach materials for both the Argentine and the U.S. firms when the sectors being
assessed meet basic, minimum criteria. IESC should be prepared to drop sectors from
the program when reasonable criteria are not met during the selection process. General
criteria which should be considered are listed at the end of this section.

Accomplishing the sector selection most effectively may require using a mix of skills not
readily available from one VE. For example, if VEs are chosen with backgrounds for
assessing targeted markets, they may not be the most qualified to determine Argentine
ability to produce competitively to supply the target markets as would, for example,
industrial engineers or production process people. Using different VEs may be advisable
to serve different stages of the program. :

In some instances the sector survey can result in discovery of other non-sector
opportunities. This happens when the VEs qualified to assess Argentine production
capabilities spot different opportunities to produce for other markets. For example,
while assessing the metal fabricating operations of an Argentine firm for producing
agricultural machinery, the VE may spot other, non-agriculture machinery product that

-1




Evaluation of Business Development and Fast Track Program Chemonics International Inc.

could be readily produced with existing capabilitiess. EMATA, S.R.L., a tractor parts
manufacturer of Rosario, Santa Fe, could have been a successful example of this had the
appropriate VE been identified to help make the linkages to U.S. gas range
manufacturers. Lack of timely identification of a U.S. partner with technology (dies) to
produce low-cost kitchen gas ranges was cited as the cause of failure of this attempted
match. The company would have considered another product line had it been suggested.
The liberal and flexible utilization of VEs is critical to the success of the program at all
stages. When this happens new, qualified VEs should be recruited to assess the market
potential for the suggested new product lines.

Other non-technical factors influencing selection of sectors and firms and their
participation in the program, such as interpretation and application of USAID policies
restricting use of funds, should be carefully considered and clearly interpreted to the
program participants at the onset of program activities. Care should be taken, however,
to avoid selection of a sector if program restrictions would unduly handicap normal
business development activities.

General criteria that should be considered and documented during sector selection
include:

Ample and growing market for the targeted product line;

Adequate production standards are achievable (can meet quality, volume, and
price requirements) from an Argentine base of operations;

Demonstrable advantages to U.S. firms’ involvement with Argentine firms in
sector;

Clear advantages for Argentine firms to associate with U.S. firms in sector;

Development of linkages within this sector is not likely to cause violations of
restrictions placed upon use of foreign assistance funds.

G2. Company Selection

Industry-specific VE experience should be applied in all cases to qualify the prospective
Argentine firm for the program and then to assist to look for the U.S. match.

As was recommended for the sector selection process, in some cases more than one VE
should be used if, for example, a technical orientation is needed to assess the needed
technology or status of the current production technology and an entirely different set of
experience needs to be drawn upon to network with decision makers of potential partner
firms about joint venturing. This kind of an approach could utilize more VEs who
worked with a limited number of firms in relatively narrow technical areas in tandem
with broader based and perhaps executive level former executives.

Basic criteria, very similar to those used to select sectors, should be applied as a screen
for selection of individual companies, both Argentine and U.S., to be matched. The
application of these criteria should be by an industry-experienced VE assisted by the
Investment Promotion Officer or IESC Country Representative in Argentina and by the
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BDS Project Officer in the case of U.S. companies. The following criteria are
suggested:

- Market for specific, proposed product line is growing or at least stable;

- Company is sufficiently financially healthy and managerially and technologically
capable to apply and/ or acquire the necessary expertise to meet the production
standards required by the target markets (with the assistance of the desired foreign
company match);

- There is reasonable potential to make the desired match, i.e., potential advantages
to both the Argentine and U.S. firms are apparent;

- Company is prepared to pay the prescribed service fees to the program;

- Development of this specific match is not likely to cause violations of restrictions
placed upon use of foreign assistance funds.

G3. Roles and Responsibilities

o The capabilities and needs of Argentine business must be the primary driver of the BDS
program. IESC/S must be responsive to this requirement. This does not mean, however,
that the BDS/Argentina program needs to be managed and administered from Argentina.
A previous evaluation of BDS programs in other countries has described the relationship
between IESC and in-country programs as the two piers of a suspension bridge. The
program can not function without an effective and coordinated effort by both IESC/S
and IESC/A. However, since IESC/S is the grantee of record, it should be in control of
policy and overall project management.

& The use of VEs needs to he increased. For example, once a VE has been identified and
recruited by IESC/S, in-country program managers—and their clients—should be able to
communicate directly with these VEs.

G4. Documentation/Communication

® Profiles are currently faxed or mailed to Stamford and subsequently to the U.S.
companies expressing interest in a match. An EMAIL system for electronically
transferring information between Buenos Aires and Stamford should be considered to
reduce time required for mailing and costs incurred through faxing.

® Argentine firms should be more closely involved in developrnent and final review of the
profiles that are to be used by the Project Officer in Stamford. VE(S) should also review
these profiles before they are used with potential U.S. matches.

& Based on the Evaluation Team’s interviews, in numerous cases the U.S. and Argentine
companies appeared to be looking for different kinds of support relationships than those
offered in the “match.” Frequently, the U.S. firms were primarily interested in
distribution/sales of their U.S. produced goods while the Argentine companies wanted
the U.S. firms to provide technologies and marketing and management know-how as
equity investors with minority positions in Argentine-based manufacturing operations.
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The extent to which these mismatches should be blamed upon unclear company needs
and profiles is difficult to determine precisely; however, more specific and detailed
descriptions of what the Argentine company is looking for will undoubtedly improve the
matching process.

Periodic formal and informal communications should take place with the Argentine and
U.S. firms involved in the matching process to keep the parties clear as to the progress
and status of their participation in the program and to establish and maintain a suitable
pace. Reasonable and flexible deadlines for moving ahead or dropping a potential match
should be suggested as part of the written material accompanying information about a
potential match. The program currently has no formal methodology for closing a deal or
ending the BDS assistance. Closure on services, based upon expectations of time
required to complete services, should be addressed with both the Argentine and U.S.
firms.

e The calculation and subsequent collection of the “success fee” is seen as problematic.
The amount of the success fee expected needs to be much less complicated to calculate
and should be known in advance of signing the promise to pay. Currently, both the
Argentina and Stamford BDS offices ask the potential partners to agree in writing to pay
a 1 percent or $5,000 (whichever is higher) success fee. However, the letter requesting
the promise to pay is ambiguous as to the exact basis of the fee and, therefore, how the
calculations will be made (see Section IV for a further discussion of this issue).

e If MOUs and contracts are supposed to be the end results of the program, then the
Stamford Project Officer and the Argentina based Investment Promotion Officer should

be building this into the expectations of the firms being matched. The reporting process
suggested below could encourage or facilitate reaching the agreement stage to be able to
graduate the firms from the program and collect the success fees.

GS5. Outreach
G5a. Argentina

¢ To have an effective program, more VEs with relevant industry expertise must be
involved. If this cannot be done then the ability of the IESC to successfully produce
linkages is questionable.

Coordination with other U.S. Government programs in Argentina should be established.
The BDS should leverage its program by working with representatives of the USDA and
USDOC to utilize their contacts and promotional activities. For example, the USDOC
investment missions can be “piggy backed.”with U.S. firms interested in BDS firms and
the USDA can be used to orient visiting U.S. firms.

The BDS should continue to efiectively use various Argentine business associations that
are willing to promote and sponsor opportunities for BDS outreach. A formal
arrangement to work more closely with one association, for example, may in fact work
against the BDS by reducing its ability to work with others, especially regional
associations.
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G5b. USA

e The program should seek out ways to involve U.S. BDS candidate firms with the
USDC'’s investment missions to Argentina. The BDS Program should leverage itself
using the USDC’s Emerging Markets Program. (Contact Walter Bastian at the USDC in
Washington.)

Greater involvement of the VEs is essential to strengthen the U.S. outreach. The
program should use VEs whether or not the match invclves a sector that has been
surveyed. More than one VE should be used to assist with a match when skills
requirements are broader than a single VE can cover.

VEs should be more actively involved in IESC communications with prospective U.S.
company “matches.” IESC sometimes experiences problems in using VEs for industry
contacts when the VE has been retired for too long and his contacts have either died or
retired. Therefore, some project officers are making a concerted effort to choose
younger retirees; when possible, VEs who still hold high offices in their respective trade
and industry associations.

A letter to a U.S. company that begins, “I am writing to you at the suggestion of Mr.
Joe Smith, former CEO of ABCD Corporation” is far more likely to be read than one
beginning, “As you know, Argentina’s economic growth is explosive....” (see Annex
G.).

G6. Reporting

¢ The monthly status reports now produced in Stamford should be continued. However,
these should (a) contain more anecdotal narrative information about program
achievements (b) highlight operating problems and suggest solutions and (c) indicate
how often and for what purposes VEs have been used.

IESC should produce the quarterly newsletter proposed. This should utilize inputs from
the experience of the VESs and participating companies (bio-sketches, summaries of
progress made, etc.) to promote the program.

G7. Monitoring and Evaluation

¢ The objective of monitoring and evaluation should be to keep both the program
managers and their clients informed of progress and significant developments. Reports
should be frequent and simple.

Project Officers in Stamford and Argentina should check on the status of each project
(match) on at least a quarterly basis, and the results should be shared with parties in
both locations. This should include a description of expectations for next steps.

IESC should attempt to make the tracking and reporting of progress relevant and
readable. Brief narratives of accomplishments and problems should be included with the
quantitative monitoring activities. Charts showing the numbers of activities carried out
are, alone, generally not useful as management tools. IESC reports should identify VEs
and the specific activities/hours/locations related to the BDS program.
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SECTION I
URUGUAY

A. Goal and Purpose
The Uruguay Fast Track Program process has both similarities to and differences with the
Argentina BDS Program. In this section, the Evaluators pay principal attention to the differences

and do not necessarily elaborate on the similarities. The reader should review Section II of this
report prior to reading the section on Uruguay.

Goal. The goal of the Uruguay program—known as TIS (Trade & Investment Services)
“Fast Track™—was to promote private sector support for market-led economic reactivation and
trade and investment in Uruguay. The project was to contribute to this goal by facilitating

industry-specific linkages between Uruguayan and U.S. firms, thereby strengthening international
competitiveness of Uruguayan firms.

Purpose. The purpose of “Fast Track” was to support, generate, develop and complete
mutually beneficial trade and investment transactions between companies in Uruguay and those in
the U.S. IESC was to use its established business networks to attain this purpose. The project
was to seek to develop business projects with export potential to Argentina and Brazil which
would be attractive to U.S. companies.

B. Proposed Outputs
Results expected from the “Fast Track” program were:

e An estimated 15-20 credible and industry-specific venture transaction opportunities
gencrated, leading to 5-10 completed ventures.

o A range of 25-75 Uruguayan firms to have received IESC services.

® 5 Sector Assessment Surveys to have been completed.

® An estimated 100-300 U.S. firms contacted.

e 12 promotional articles prepared for newsletters and magazines.

e A formal recommendation made for future institutionalization of the program.
C. Structure and Organization

The structure and organization of the “Fast Track™ program was as shown in the Table on
the following page. Its principal components were:
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IESC/Stamford

o The Executive Director of BDS. ' :,‘.‘"5
e A Fast Track Project Officer. .
¢ Volunteer Executives recruited by the IESC Recruiting Department in consultation with
the Project Officer in Stamford and his in-country counterparts.
¢ (Clerical and secretarial help.

IESC/Uruguay

¢ The Uruguayan-U.S. Chamber of Commerce.

o Two Peace Corps Volunteers who assisted the Chamber (at different times) to implement
the program.

¢ The Camera Mercantil, a confederation of sectoral “Gremiales,” and IBM/Uruguay,
which assisted the Uruguayan-U.S. Chamber of Commerce to identify Uruguayan firms
which could be recipients of IESC assistance.

¢ A group of participating Uruguayan firms in three sectors: software, fruits and
vegetables, and the dairy industry.

D. Process As Proposed

The process proposed for the Uruguay “Fast Track” program was from the beginning
identified as experimental. It differed in several meaningful ways from the “model” used in the
BDS/Argentina and similar programs in other countries. Most significantly:

o There was no fulltime IESC representative in the Uruguay model. The “proxy” for the
IESC representative was the Uruguay-U.S. Chamber of Commerce. With the help of a
USAID/U-funded study by a Uruguayan research firm, the Chamber selected the sectors
to be surveyed. The Chamber generally managed the in-country aspects of the program.

o The Chamber had the services of two Peace Corps volunteers, serving in succession to
one another, who wrote reports, company and project profiles, and handled much of the
client relations and visiting VE logistics. These volunteers also assisted in analysis of
sectors to be targeted.

e USAID/Uruguay assigned a Project Officer to exercise oversight and provide guidance.
o The IESC Country Representative played a relatively marginal role in the program.

¢ The period allocated to this admittedly experimental program was shorter than the
customary BDS time frame (12.5 months versus 41 months for the program in
Argentina).

In most other respects, the process was similar to that described earlier for the Argentina
BDS program, involving a range of company identification, matching, and relationship-building
activities between U.S. and Uruguayan companies.

As is also true in the Argentina model, the progression of activities and events is complex,
constantly iterative, and not nearly as neat and tidy as it appears on the written page. How the
program operated in real time is described in the following section.
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E. Process in Operation
El. Sector Selection

Sectors were selected by USAID/U and the Uruguay-U.S. Chamber of Commerce in
Montevideo based on the results of a USAID-funded study by a reputable research firm. This
study identified software, dairy products, and fresh fruits and vegetables as target sectors.

The methodology employed by the research consultants employed the following principal
criteria:

& Good performance in growth of physical volume of production over the past five years.
¢ Dynamism concerning investment in Uruguay.

¢ Good export performance within the region.

e Expanding product lines.

® Increased investment.

© Sectors prepared for regional market penetration.

o Acceptable technology, financial condition, management capacity.

& Interest in regional expansion and interest in relationships with U.S. firms.

Once target sectors were identified, specialized organizations such as the Camera
Mercantil—a confederation of Gremiales—and the IBM company, were enlisted to help the
Chamber to connect with firms in each sector. The Grant Agreement also contemplated the hiring
of a number of local industry consultants, as needed. This was not implemented. The consultants
were to have been hired by the Uruguay-U.S. Chamber of Commerce. Instead, the Chamber
asked IBM to provide one of their employees to prepare a selection of firms qualified to
participate in Fast Track and help develop company profiles together with the Peace Corps
volunteer. The Chamber also received help from the EMPRETEC program of the United Nations
Development Programme to identify and screen Uruguayan firms.

However, the methodology employed by the USAID-funded consultants’ study focused
primarily on supply/production issues and did not include target market demand. For example,
in the dairy sector, the rather comprehensive sector survey report prepared by a VE with the help
of the U.S. Peace Corps volunteer, points out the relative lack of opportunity for the industry in
the Mercosur.

The program was intended to focus on supplying the Mercosur market and therefore the
companies involved needed to agree with this preference. This became a problem with the fruits
and vegetables sector where the Uruguayan firms were reportedly interested in the U.S. winter
market rather than the Mercosur.

Of the five sector surveys planned under the Grant Agreement, only three were completed
(two under the Grant Agreement and a third under a separate Agreement). USAID/Uruguay says
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that “...after ihe experience with Fresh Fruit and Vegetables, we decided to stop the work and let
the Agreemer.t expire....” Other sectors were considered, but rejected either by IESC or USAID
or both.

E2. Company Selection

Companies were largely selected through personal and professional networks and contacts.
This was probably an adequate methodology since Uruguay has a relatively very small business
and industrial base.

A statement by one of the larger companies interviewed revealed a “you get what you pay !
for” attitude. The manager indicated his firm probably wouldn’t be willing to commit to more i
than the minimal success fee even if the program had offered a higher level of service. His firm .
had been contacted directly by the VE after the sector survey and was sent samples of products
of interest. The U.S. company appeared to be very small but this was not confirmed. The 2
samples arrived in poor condition, the Uruguayan firm was slow to respond and, the opportunity
was not pursued with any vigor. Subsequently the Uruguayan firm sent a comprehensive set of R
unrelated and very technical questions to the VE to answer for the Uruguayan dairy industry. The
VE never responded. The program scope and process and the role of the VE were never clear to
this company.

E3. Roles and Responsibilities

Unlike the Argentina program, there was no IESC or USAID-funded Investment Promotion
Officer reporting to IESC from Montevideo on a full-time basis. Rather, the program relied
primarily upon the president of the Chamber, who enthusiastically devoted considerable time to
visiting Uruguayan clients and prospective clients. Attempting to substitute for the program’s full-
time Investment Promotion Officer was a U.S. Peace Corps volunteer who was assigned to the
Uruguay-U.S. Chamber of Commerce in Montevideo. His responsibilities included acting as
liaison between Uruguayan firms and the IESC Project Officer in Stamford for preparation of
sector surveys, development of the individual client profiles, and facilitation of follow-up
communications for establishment of business linkages.

The lack of business background and experience of the Peace Corps volunteer, who in
large part substituted for both the IESC Country Representative and the Investment Promotion
Officer, is considered by IESC to have been a serious limitation in the Uruguay program. The
youthful Peace Corps volunteer did valuable work, but did not have the necessary private sector
experience, nor could he command the level of respect that might have been afforded a more
mature person. It was alsc noted that many of the IESC Stamford operations level staff were not
experienced business people and were not able to substitute for the experience of VEs.

During the life of Fast Track, another individual, the IESC Country Director for Uruguay,
promoted and managed the IESC TA and ABLE services independently of the Fast Track
program. His contact with the Fast Track was marginal.

In the Uruguay program, VEs~customarily the driving forces in IESC programs—had
mixed reviews. In the software sector, for example, VE Bob Bartizal displayed a good deal of
creativity in (a) suggesting possible linkages for Uruguayan firms (b) drawing upon his contacts
in the industry to generate interest in opening discussions, and (c) informing the relevant
Uruguayan firms of these opportunities. The history of this aspect (and other similar parts of the
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Fast Track program) is a bewildering account of unanswered letters, faxes, and phone
calls—which apparently no amount of intervention by the Uruguay-U.S. Chamber of Commerce
was able to correct (and which they are at a total loss to explain). The VE assigned to the
software sector was by all accounts thoroughly professional, experienced, and well connected in
the industry, and enthusiastic about identifying and following up opportunities for U.S. linkages
with Uruguayan software firms.

The VE in the fruits and vegetables sector—an active businessman rather than a retired
executive—reportedly did a creditable sector analysis, but than evidently committed what IESC
considers “the cardinal sin"—he asked for a fee to pursue linkage opportunities. IESC/S was
apparently unaware of this event. However, the ineffectiveness of the VE in this sector prompted
the IESC/S Project Officer to recruit a second VE specialist in the fruits and vegetables sector,
who reportedly attended a trade show with the Project Officer and then contacted some 30 U.S.
companies on behalf of the program.

The third VE, an expert in the dairy industry, was described as professional and
knowledgeable, but thoroughly negative. This may be more a reflection on the choice of the dairy
sector than on the VE, i.e., the dairy sector in the U.S. is and has been experiencing a steady
decline in sales over a considerable period of time—a phenomenon the VE attributed to “the
invention of cholesterol.”

The USAID/Uruguay Senior Project Officer, Mr. Juan Carlos Belza, had management
oversight responsibility for the Fast Track Program but was not expected by USAID/Uruguay to
play an operational level role in the program. This was in contrast to the USAID-funded
Investment Promotion Officer in Buenos Aires who is a key operational figure in that program.

Yet, from the above litany of shortcomings, no single reason emerges that even begins to
explain the total lack of response from Uruguayan firms. On this issue, the Evaluators have been
unable to gain any helpful insights.

The USAID Representative for Uruguay acknowledges the lack of response from the
software sector, but goes on to explore other sectors that were involved:

“...in the cases of the fruit/vegetables and dairy sectors, other factors prevented the private
sector firms from even getting a chance to react in one way or another. In the fruits/vegetables
sector, the VE did not establish a productive relationship with the membership of the Camera
Mercantil, and he later refused to do follow-up work in the U.S.; so there were no results for the
Uruguayan businesses to react to one way or the other. In the case of the dairy sector, the VE
did not do an adequate job, and then later made things worse for the relationship of USAID/U
and (the Chamber) with the dairy chamber by writing a letter saying that the U.S. dairy industry
never really had any interest in ventures in the Southern Cone anyway. In both these cases, it
was the Uruguayan business leaders who deserved to complain, rather than the rest of us.”
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E4. Documentation/Communications/Qutreach
E4a. Uruguay

In light of the above, it is an understatement to conclude that there was insufficient
communication among the Uruguayan clients, the Uruguayan sponsors, and IESC/S and the U.S.
companies it was contacting for matching. Nor is it surprising that a Uruguayan firm told the
Evaluators during an interview that “we didn’t know the Fast Track Program had ended.”

While some synergy and efficiencies might have been gained by promoting other IESC
services (TAs and ABLE) along with the Fast Track Program, it is doubtful that this would have
had much material effect on the program’s lack of accomplishment.

E4b. USA

It is also doubtful that greater use of VEs would have had much impact. The irony is that
through the efforts of at least some of the VEs involved in-country, a number of bona fide joint
and co-venture opportunities were identified—but could not be pursued because of the
unresponsiveness of the Uruguayan client companies.

ES. Organizational Structure

According to Robert J. Asselin Jr., the USAID Representative for Argentina and Uruguay:
“...the organizational arrangements...were overly complicated...confused lines of authority
contributed to the implementation problems encountered.” Mr. Asselin adds: “...it was our
intention in setting up the local organizational arrangements...to hold the (Uruguayan-U.S.
Chamber of Commerce) responsible for achieving results in Uruguay and IESC responsible for
achieving results in the US. Obviously, it was intended that they work together cooperatively...
The (Chamber) president decided to ask the Peace Corps to give him help he felt he needed to do
his part....” These arrangements “did not work, and wfere], in retrospect, not a good
management decision....”

F. Evaluation Issues

The specific questions raised in the Scope of Work, and the Evaluators’ responses, are
shown below:

Q. Did the “Fast Track” program lead to mutually beneficial trade and investment
transactions between Uruguayan and U.S. firms?

Generally not.

Q. How many Uruguayan firms engaged in serious business discussions with U.S.
firms?

A. One at most. IESC reports that the “22 strong opportunities” for maiching it

generated were not followed up by Uruguayan companies.

Q. If trade and investment activities were not identified and pursued, why not?
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A. Sectors were chosen for the wrong reasons. Some VEs performed poorly. The
Uruguayan-U.S. Chamber did not have the necessary management capacity or
staff experience. Many Uruguayan companies were unresponsive. And IESC and
the Uruguayan-U.S. Chamber did not establish the kind of cooperative, iterative
relationship calculated to produce results.

Q. Did participation in the IESC activity bring benefits other than business contacts to
the Uruguayan firms, such as awareness of the industry-specific assistance
required to compete in the marketplace? Did the activity increase Uruguayan’s
accessibility to U.S. technology, U.S. marketing information and suppliers in the
U.S.?

The Evaluators are aware of no such benefits.

Q. Were industry sectors chosen by USAID ready to expand and, therefore,
appropriate recipients of IESC assistance? How significant was this assistance in
promoting firms’ business development?

A. Industry sectors were chosen primarily based on unused production capacity rather
than on target market demand. In at least two of the three target sectors, the
target markets were unpromising and/or were not pursued. In the case of fruits
and vegetables, this was partly antributable to U.S. import restrictions (even
though Uruguayan fruits and vegetables would have been produced for the U.S.
counter-season) and partly because VEs did not believe that Uruguayan producers
could beat Chilean prices.

Q. Were there positive results, beyond those the project was designed to achieve?
No.

Is there any evidence that the Fast Track activity has led, or will lead, to follow-
on activities by the Uruguay-U.S. Chamber of Commerce?

A, No.

G. Summary of Recommendations

Gl1. Overall Program

¢ The Evaluators understand the experimental nature of this project, and IESC’s wish to
be responsive to the suggestions of USAID. Experimentation in the BDS field is both
positive and necessary as ways to learn how to improve these programs. But to be of
value, experiments must be able to demonstrate that a given approach worked or did not
work, and why. Unfortunately, the reasons for the failure of Fast Track in Uruguay are
largely ambiguous. But perhaps the principal lesson learned in the Uruguayan Fast
Track is that given apparent business attitudes, and the limited funds and professional
resources available, it would have been the better part of wisdom had IESC declined to
undertake this program at all. IESC has now managed similar programs in other
countries; it has gained some insights into what works and what doesn’t. IESC should
not participate in programs that do not meet their basic minimum requirements, no
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matter how well intentioned. As the grantee, IESC is after all responsible and
accountable for the wise use of public funds.

G2. Sector Selection

& In an economy as small as that of Uruguay, the Evaluators question whether sector
selection is an appropriate approach. The reason is that no single sector selected contains
a large enough number of firms to constitute critical mass. The Evaluators understand
that companies are grouped by sector principally for economic reasons, i.e., it is not
cost-effective to assign VES to assess a dozen companies in a dozen different industries.
On the other hand, USAID and IESC might have been better advised to “cherry pick™
the best (and most willing) of Uruguayan companies, regardless of their respective
sectors, and attempt to find matches for these companies through increased use of VEs.
This increased use of VEs would obviously have had to have been reflected in a higher
project budget. In any event, if this program was to utilize the sector approach, the
methodology and implementation of the selection process should have been initiated and
controlled by IESC.

& Sector selection should have been carried out according to criteria which included
demand as well as supply.

G3. Company Selection

° As is true of sector selection, companies selected to participate in the program were not
subjected to careful enough scrutiny in terms of their level of interest in participating in
the program. This process, too, suffered from lack of daily supervision by someone
oriented and responsive to the IESC Stamford system. IESC feels that candidate
companies should have been subjected to much more rigorous screening; this, it says,
was not possible because no one in the Fast Track program was answerable to IESC.

% It is recommended that all the Uruguayan and U.S. firms that were actively participating
in the Fast Track be contacted in writing to inform them that the program has ended and
to thank them for their involvement.

G4. Roles and Responsibilities

° More use could have been made of VEs. The IESC Stamford operations level staff and
the Peace Corps volunteers were not experienced business people and were unable to
carry the program with the same authority as could experienced VEs. This was
especially damaging due to the absence of the daily supervision of a Montevideo-based
person on the IESC payroll.

*e From its inception, the program lacked the steady intervention and supervision of an
individual capable of serving as the bridge between the expressed needs of Uruguayan
industry and the systems and resources of the IESC.

*e IESC should have held an orientation in Stamford for key perscnnel of the Uruguay-
U.S. Chamber of Commerce (including the U.S. Peace Corps volunteer assigned to it).
This could have made the Chamber’s management of the program more effective.
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¢ The USAID Senior Project Officer should have been oriented to take a more hands-on,
oversight role in the program.

But perhaps the most important deficiency in this program was the failure of USAID
and IESC to correctly assess the apparent lack of interest among Uruguayan businesses.
Perhaps these attitudes were unreadable before the fact; but they were apparently
recognized early in the program. At that point, if no course of corrective action was
forthcoming, perhaps the program should have been terminated even before its PACD.

GS5. Lessons Learned from “Fast Track”

¢ IESC should decline to take on even experimental projects in which there is no fulltime,
capable IESC-paid representative.

¢ Even when IESC works within a Chamber—as it did in Uruguay and does in all ADC
countries—achievements can not be separated into in-country achievements and U.S.
achievements. IESC needs to be accountable for the rotality of the program, and this
should be reflected in arrangements made with each Chamber.

Regardless of how small the budget, once IESC takes on a pilot project such as the
Uruguay Fast Track, it should be prepared to invest in its success. The Evaluators are
aware that IESC sent a Project Officer to Montevideo to help kick off the program. But
the unresolved difficulties of establishing a solid working relationship with the Chamber
obviously suggested that more a more aggressive approach was required.
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SECTION 1V
PROGRAM SUSTAINABILITY

The issue of sustainability—the ability of BDS programs to be self-supporting financially
without USAID assistance—has been a consistent, but elusive, IESC goal. With reference to
BDS/Argentina, it is clear to the evaluators that this program cannot achieve self-sufficiency in
the short- or medium-term, and it remains problematic that it could do so even in the longer
term.

A. ADC Models

IESC has wrestled with this problem for a number of years. The organization has always
conceived of USAID funding of its BDS-type programs as being able to be gradually decreased
and eventually phased out altogether. This was a major consideration in IESC’s development of a
program model in which an indigenous business organization, such as a Chamber of Commerce,
substituted for an IESC country office. The inclusion of these types of organizations accounts for
the “institution building™ aspect of the BDS/ADC model, i.e., the rationale is that to the extent
that a Chamber cou successfully use the BDS program to provide new, revenue-generating
services to its members, it becomes stronger and more valuable. However, the view of the
Evaluators is that, while more sustainable institutions may well be positive by-products of
relationships with IESC, the primary goal of these kinds of associations is to sustain the program
not the institution. Institution-building would, in any event, require specialist personnel in the
many aspects of organizational development for member-based business associations, and this
does not appear to have been contemplated by the USAID grant agreements.

IESC’s experience with this approach has been mixed. The current BDS program in Turkey
is cited as the most successful. However, the organization found that to make the Chamber of
Commerce concept workable there, an IESC employee was required to work within the Chamber.
In Portugal (an Advanced Developing Country without a USAID Mission), the program was
discontinued because both the chosen Chamber and the IESC representative were not equipped to
take on the management, implementation and administration of so complex a program. This has
also been the case in several Less Developed Countries (LDCs).

B. Experience in Uruguay

In Uruguay (which has no USAID Mission but does have a USAID representative who
covers Uruguay and Argentina), the pilot “Fast Track™ program was sited within a Chamber of
Commerce, but no employee directly answerable to IESC was part of the equation (as noted
earlier, the IESC Country Representative played virtually no substantive role in the program).
Instead, this role was assumed by Peace Corps volunteers. IESC feels that this configuration
contributed to the acknowledged failure of the program to produce tangible results.

C. E:perience in Argentina
In Argentina, the BDS program has been housed in the USAID office in Buenos Aires, and

is managed and implemented by the IESC Country Representative (part-time), a USAID
Investment Promotion Officer seconded to IESC on a full-time basis, and a full-time
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Administrative Assistant. As an alternative to working with a single business organization, the
BDS program chose three regional Chambers of Comnierce, all outside Buenos Aires. Two of
these Chambers have performed valuable promotional and outreach activities on behalf of the
BDS. However, one of these organizations was responsible for selecting auto parts and farm
machinery and equipment as target sectors—a decision it admits was based on no objective
criteria and “probably a mistake.”

IESC and USAID are currently negotiating to replace this multi-Chamber configuration
with a relationship with a single, larger Chamber located in Buenos Aires. The Chamber would
contribute its credibility, constituency, promotional capacities, and office space to the BDS
program. In return, USAID/W would pay the Chamber’s costs and provide housing and support
to BDS program personnel, and IESC would provide the Chamber with a share of revenues
realized from BDS sales. However, various actors in the BDS program appear to have diffrent
views as to the wisdom of this change and have proposed possible aiternative arrangements.

Given the uncertainty of continued USAID funding, IESC has been attempting to develop
schedules of fees that would at least make a contribution to costs, and thereby reduce the
programs’ dependency on USAID. This dilemma has become more urgent as USAID funding has
decreased. Moreover, with the closure of many USAID missions, BDS programs find themselves
in need of, at a minimum, a place of work and enough funding to cover salaries and program
costs.

In the early days of the BDS predecessor program, TIS, no fees were charged by IESC to
either U.S. or host-country corporate participants in connection with joint venture formation.
However, these programs were not dedicated exclusively to promoting joint or co-ventures; they
included the sale, albeit subsidized by USAID, of other IESC services such as its traditional
Technical Assistance (TA) and market research via its American Business Linkage Enterprise
(ABLE). Diminishing USAID dollars and disappearing USAID country missions have lessened
the amounts of subsidy available for TA. At the same time, Congressional action banning the use
of U.S. public funds to promote offshore investment and many exports to the U.S., has limited
USAID’s ability to fund ABLE’s largely export-oriented market research.

In Argentina and Uruguay, marketing of the BDS program is divorced from sales of TA
and ABLE research, which is the responsibility of the IESC Country Representative, who sells
these services on a commission basis. Therefore, the BDS program could not have benefited from
the revenue stream created by these other products. In fact, the lower pricing of the BDS package
has resulted in BDS competing with, rather than complementing, these other services.

There then appear to be three interrelated problems facing IESC that impact pricing and
revenue-generation.

¢ The first is the integration of all IESC services into a coherent, credible, and affordable
marketing package to create a more or less predictable revenue stream to cover
expenses.

e The second is how to arrive at an affordable ADC fee schedule based on services
rendered and on achievable results.

o The third is the institutional arrangement that will best meet the Project goals in each
country.
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D. Integration of IESC Services

The Evaluators feel strongly that all IESC services—jcint and co-venture formation, B
technical assistance and ABLE research—should be offered and priced as a coherent and
comprehensive package. The institutional arrangements made should be designed to optimize the
implementation of these activities. This approach offers a number of persuasive benefits to IESC
and its clients.

. .
N 2 -
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¢ First, sales of TA and ABLEs generate revenue.

¢ Second, clients—particularly smaller companies—frequently need Technical Assistance
to become more attractive to U.S.joint venture partners. ABLE studies of the U.S. side
of their industry can provide the indigenous company with valuable choices of
prospective partner companies and/or sources of technology; armed with a solid ABLE,
the company may decide to seek out partners (or equipment) on its own. However,
comparies quickly discover th~t searching for partners is a complex and time-consuming
task requiring a degree of specialized knowledge and expertise and sufficient
management resources to select and approach the right target companies, and have the
staying power to persist in the search until a match is found (or a decision is made that a
match is not possible). While indigenous companies are intended to receive th. VE
benefit in all IESC services, the VE who works with them on a factory floor in a TA
production context may or may not be the right VE to assist the company with its
marketing and distribution. And the VE who knows about market research may not have
the high-level industry contacts necessary to ferret out prospective joint venture partner
companies.

Therefore, the Evaluators see these services as mutually reenforcing. In no case, should
they be divorced from one another and sold independently. Among other adverse impacts, this
double-track marketing approach can only serve to confuse IESC’s in-country clients.

The tasks facing IESC include (a) packaging these services in a presentation that is simple
and clear to in-country companies and business organizations, and (b) pricing these services so
that they complement, rather than compete with, one another.

E. ADC/BDS Pricing
El. Background

In May, 1993, a formal fee structure was introduced into ADC progi.a:nming. This was
based on an end-of-engagement “performance” payment of $5,000 or 1 percent of i value of
the joint or co-venture, whichever was higher. The ADC program in Turkey, begin in 1999, had S
produced $5,000 in revenues as of December, 1994, with $2,500 going to the Turkish Chamber Lo
and an equal amount to IESC/US. .

This formula was initially used both in Argentina and Uruguay. Thus far, there have been
no revenues generated because no joint or co-ventures have been consummated.

This is a symptom of a deeper problem. Generating joint ventures—even between
companies located in the same city-——is a complex and time-consuming process, which can and
does frequently fall apart at the iast minute. It is perhaps suitable to investment bankers because
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they have many deals and many sources of retainer and success revenue going simultaneously. It
is doubtful that this arrangement is suitable for IESC. First, it produces no revenue until the deal
is done—the time lapse can be 18-36 months, or never. Second, IESC is not able to handle the
volume of deals managed by investment banking houses; therefore, it can not depend on average
hit-rates. Third, IESC is dealing with smail to medium-size companies; their ability to pay is
therefore more limited than if it were working for the Fortune 500; and smaller companies’
frequent lack of experience in international business makes success that much more difficult to
achieve. Fourth, joint ventures of the kind IESC is attempting to put together are typically part in
cash and part in “kind,” with the “kind” component often in the area of intellectual property,
which is extremely difficult to value. Fifth, within the current program management context, a
joint venture could conceivably be consummated and IESC might never know about it. This is
because, once IESC, puts two prospective collaborating companies together, it backs off and
plays no role in the actual negotiations.

E2. Proposals

With at least some of these considerations in mind, the IESC’s ADC Program Manager
proposed in December 1994, that IESC adopt a graduated fee structure designed to produce
cashflow earlier in the process, plus a success fee when a deal was consummated.

The proposed fee schedule was as follows:

Benchmarks Foreign Company U.S.Company
Program Application N/A/ N/A/
Preparation of Project

Profile $250. N/A/
Opportunity Interest

Confirmed (“match™) N/A/ N/A/
Face-to-face meeting or

Equivalent Linkage $250. N/A/
Signing of Memorandum of

Understanding (“transaction™) $2,000. $2,500.
Contract and/or

Commercial Activity $2,500.(*) $2,500.(%

(™) or 1% of venture value, whichever is higher.

This memorandum went on to compare the revenues of the existing fee structure in
Argentina with those generated by the graduated schedule. Based on projections for Argentina in
1996, the existing fee schedule would have produced $360,000, i.e., $180,000 each for
BDS/Argentina and BDS/Stamford, based on 36 contracts @ $5,000 for Argentina and the same
number and price for BDS/Stamford. These figures exclude the 1 percent “rider.” Under the
graduated fee schedule, the forecast was as shown below:
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BDS/Argentina - 48 projects prepared at $250 per project= $12,000
BDS/Argentina - 48 linkages made @ $250 per= $12,000
BDS/Argentina - 48 MOUs signed @ $2,000 per= $96,000
BDS/Stamford - 48 MOUs signed @ $25,000 per= $120,000
BDS/Argentina - 36 contracts signed @ $2,500 per= $90,000
BDS/Stamford - 36 contracts signed @ $2,500 per= $90,000
TOTALS: BDS/Argentina $210,000

BDS/Stamford $210,000

The memorandum concludes: “Financially, the program benefits from the fact that it can
start to create an early revenue stream, and that it can begin to more closely align itself with
ofner strategic services available through IESC....”

The BDS/Argentina staff has meantime made several of its own projections. In one, for
1996, it posits 48 projects @ $400, or $19,200; 24 linkages @ $2,000, or $48,000; and 6 joint
ventures @ $10,000, or $60,000, for a total of $127,000. This projected income rises to
$160,000 during 1997,

In another projection, BDS/Argentina forecast 10-20 projects, 3-5 MOUs, and 2-3
contracts, to realize $15,000-$25,000 in 1995. This total forecast grew to $48,600-$97,200 for
1996, and $64,400-$120,000 for 1997.

According to the ADC Project Officer for Argentina at IESC/S, none of these proposals
have as yet been adopted as formal policy. Though IESC continues to consider changes, it is
concerned that increasing its charges will result in a loss of clients.

The problems the Evaluators have with all these constructs is not only the pricing or
payment terms, but the assumptions upon which they are based. During 1993, 1994, and thus far
in 1995, BDS/Argentina has generated no concluded joint ventures. Therefore, it appears
questionable to operate on the assumption that there will be 2-3 or § contracts in 1995, 3-6 in
1996, and 4-8 in 1997.

It is likely that as the Stamford and Argentine teams perfect their joint-venture-making
skills, the success rate will increase. It is also likely that adopting a graduated fee schedule will
produce revenues earlier in the progression. Finally, it is likely that integrating TA and ABLE
will produce an additional revenue stream. But, because we do not find the revenue projections to
be credible based on the track record thus far, we do not see the total impact of these initiatives
adding up to covering all costs any time in the foreseeable future.

It may be worth noting that, while self-sufficiency and sustainability were important
features of the Grant Agreements for the Argentina and Uruguay programs, this objective is not
shared to the same extent by the spokesman for USAID/W, who told the Evaluators that “joint
venture formation is a long process, and we are prepared to provide the seed capital until
revenues can be generated; we are as interested in institution-building as we are in promoting
joint ventures.”

The Evaluators frankly do not know how many joint or co-ventures IESC can achieve in
the time remaining before the program ends—nor do we think anyone else knows. But given the
fact that Turkey, often cited by IESC as a “model”™ program, has only recentiy realized its first
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$5,000, we think it prudent to err on the side of conservatism. But two assumptions are
reasonable: (1) However much revenue IESC can reasonably be expected to generate from joint
venture formation, it will not be enough to make the program financially self-sufficient; and (2)
the addition of revenues from TA and ABLEs can only improve the income situation.

In addition to the BDS pricing proposals already on the table, we suggest consideration of
the simpler progressive fee formula presented below:

o Initial fees should be levied on both Argentine and U.S. firms at the time they apply to
the program. These would be minimal flat fees of, say $100, $250, or $500 depending
on annual sales (see the three plateaus under “success fees” below).

& Matching fees should be charged to both Argentine and U.S. firms in conjunction with
presenting information about a firm that is responsive to the type of joint venture being

sought. These matching fees would be repeated for each additional match requested and
supplied.

o Success fees should be calibrated, not on the value of the investment, but rather on a
small percentage of the average of the past three years’ sales based on audited financial
statements. There would be a minimum and a maximum cap but there could be, say,
three payment plateaus with a sliding payment scale between plateaus. Annual company
sales (reported to the tax authorities as invoiced sales) between the following levels
could dictate the following success fees. For example:

Company Sales One-Time “Success” Fees
UP TO $1 million $5,000 (minimum)

UP TO $5 million $10,000

UP TO $10 million $20,000

UP TO $20 million $40,000

OVER $20 million $75,000 (maximum)

The absolute amounts charged should be adjusted up or down based upon level of demand
and the degree to which the program is required to defray its costs. As IESC considers this
approach, it should be mindful that raising the “success fees” may cause a shift in the clientele to
generally larger firms that are more demanding in terms of the quality of services. Moreover,
these may not be the ideal targets (the project has been designed to serve small and medium scale
companies). Should this begin to occur, downward revisions could be made.
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F. Institutional Arrangements

The issue of pricing is inextricably linked to the issue of institutional arrangements. For
example, further complicating the pricing picture is a currently unresolved difference of opinion
between ADC Program management in Stamford and the IESC Country Representative in Buenos
Aires.

As noted earlier, IESC (and USAID/W) is recommending an alliance with a Buenos Aires-
based Chamber of Commerce. This will involve an outlay of approximately $130,000 by
USAID/W. According to USAID/A (and confirmed by the Evaluators’ interview with its
Executive Secretary), this particular Chamber “was considering not responding posivitely” to the
IESC/USAID proposal that it house and partly finance the BDS program. The Chamber
reportedly suggested an alternative, more limited, arrangement to the IESC Country
Representative. In response, in March, 1995, at the request of USAID/A, the IESC Country
Representative presented a report of his exchange with the Chamber, and included a e
corresponding budget. The budget contemplated (a) taking over part of the current USAID/A P
office and continuing to use it to house the BDS and other IESC programs; (b) paying half of the o
expenses of the USAID Investment Promotion Officer; (¢) paying 50 percent of rent, utilities,
cleaning, maintenance of equipment, and 100 percent of directly related BDS expenses for
phone/fax, postage, and supplies; and (d) using the Buenos Aires Chamber on an ad hoc basis for
8-10 promotional events annually and as a “feeder”™ of prospective BDS candidate companies.
This proposal envisions the integration of TA and ABLE services with BDS services, and
forecasts that TA and ABLE revenues will cover the remaining 50 percent of costs within
Argentina. The costs associated with this proposal are roughly the same as those involving the
Chamber of Commerce, i.e. $130,680 p.a. However, it is unclear how much of the proposed
amount would need to come from USAID/Argentina; presumably, USAID/W would be asked to
fund the IESC/U.S. portion of the costs (as it now does) but a spokesman has made it clear that
USAID/W would be prepared to fund establishment of a BDS or IESC office only in a Chamber
setting.

The Evaluators hold no rigid opinion regarding the Chamber versus no-chamber approach.
The key to this question is not whether or not to use the “IESC model,” but which configuration
is likely to produce the best results.

It should be a given in the equation that if an organization is selected to house the BDS
program, it will need to be an enthusiastic as well as able partner for IESC, rather than simply a
willing recipient of USAID funding. As IESC’s ADC Manager has noted: “Chambers of
Commerce and Industry appear to be strong counterparts. However, the institutions must be
committed to supporting the program long term and to view it in more commercial rather than
political terms.” Moreover, if a relationship with a local business organization is found to be
desirable, the presence of a fulltime executive answerable and accountable to IESC would appear L
to be another given. e

The Evaluators suggest consideration of a third approach. IESC has already made a
considerable investment of time and effort in the regional Chambers of Commerce with which it
has been working in Argentina. These Chambers have also invested: in the two Chambers
interviewed, a part-time “point person™ was assigned to handle the BDS portfolio, the Chambers
provided BDS with credibility and constituencies, and Chambers promoted and hosted special
BDS events such as mailings, meetings and presentations.
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The Evaluators agree that the absence of a Buenos Aires (Province or Municipality or both)
Chamber represents an unsatisfactory gap in BDS outreach potential. But we question whether it
is wise or necessary to jettison the regional Chambers currently working with IESC to create an
alliance with a Buenos Aires-based Chamber. We suggest that there may be compelling reasons
for not doing so. For example, IESC has invested in building a learning curve vis-a-vis the
regional Chambers; the full potential of this process is probably yet to be realized. Second, much
of IESC’s small to medium-size industrial and agricultural constituency is located in the areas
served by these Chambers. Third, these companies may in fact be better candidates for TA or
ABLE research than larger, Buenos Aires based firms. Finally, company interviews for this
evaluation reveal that there is a kind of love/hate rivalry between Buenos Aires and the
Provinces; companies say they belong to various organizations in the capital because they have
to, but their local organizations have greater credibility.

Therefore, we suggest the following construct for consideration:

s BDS/Argentina should select an effective, motivated Buenos-Aires-based Chamber,
which would provide office space for a senior IESC in-country program advisor, and a
staff consisting initially of an Investment Promotion Officer and secretarial support. This
Chamber should be asked to assign one fulltime person to the BDS effort to facilitate the
“transfer of technology”™ over time.

o At the same time, BDS/Argentina should continue to work with those regional
Chambers with which it is currently working. Each of these Chambers should nominate
a “point person” to manage the local aspects of the program. The Buenos Aires-based
Investment Promotion Officer would be analogous to the American “circuit rider” of the
mid-19th century, i.e., he would be programmed to spend regular and considerable
blocs of time in each of the three or four Chambers participating in the program, and
with current and prospective IESC clients in the respective regions.

¢ All those involved in the BDS/Argentina program would market the full package of
IESC services.

¢ The team—and visiting VEs—would be assisted by the local industry specialists
described in the Grant Agreement but never hired.

¢ An equitable revenue-sharing formula would be worked out between IESC and the
Chambers involved.

s USAID/A and USAID/W should consider providing the seed capital for this
configuration. As revenues increase, USAID should be asked only to make up the
difference between revenues and budgeted costs.

o USAID/W should also be asked to continue to fund the Stamford side of the “suspension
bridge.”
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G. Summary of Recommendations

F1. Fees

The charges made to participating firms should be more easily understood, equitable, and
collectible. IESC should consider the formula proposed on the preceding page.

G2. Services

The totality of IESC services—joint and co-venture formation; technical assistance; and
ABLE research—should be marketed to clients as a reasoned package. Clients should be
encouraged to buy the services they need. For this reason, pricing of the services must be
complementary and not competitive.

G3. Institutional Relationships

BDS/Argentina should seek to preserve its relationships with Regional Chambers of
Commerce while adding a Chamber covering Buenos Aires Province or Municipality. All
Chambers selected should be supported financially with seed capital until revenues can be
generated. USAID should be asked to subsidize the front-end costs, with grant amounts
decreasing as income increases. Chambers should not be considered unless they are (a)
enthusiastic about the program; (b) able to assist in its implementation; and (c) aware of the
potential of the program to attract and retain members and generate revenues by providing
valuable services. Participating Chambers should be trained in sales of TA and ABLEs as well as
joint venture formation, and a revenue-sharing arrangement should be worked out by IESC with
each participating Chamber.
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SECTION V
LESSONS LEARNED

As noted earlier, this Evaluation has been limited to Argentina and Uruguay. Nonetheless,
some of the lessons learned in these countries may be relevant for BDS programs in other
countries.

BDS programs should not be undertaken unless there is at least one experienced full-time
person in-country who is accountable to IESC/S. It is this person who must drive the program,
since he/she is closest to the clients seeking U.S. partners. This does not mean, however, that the
in-country IESC representative should necessarily manage or administer the total program; as the
grantee, IESC/S must be accountable for policy and financial administration of its projects.
Operationally, IESC should view headquarters and in-country activities as two piers of a
suspension bridge (as has been pointed out in a previous evaluation). But IESC should attempt to
be flexible and innovative about the division of labor between Headquarters and the Field.

If different parts of USAID provide funding for different parts of the BDS program, the
USAID executives must reach agreement on how best to allocate resources in order to optimize
program performance.

Since sector selection is the first step in the BDS process, IESC should never relegate this
activity to a Chamber of Commerce, USAID, or anyone else. IESC/S should develop and
implement and new methodology for sector selection; this should involve all relevant in-country
resources, but IESC/S should play a leadership role.

Given the complex and continuously iterative nature of joint venture formation, BDS
projects should be programmed for not less than 3-5 years.

A standard schedule of graduated fees, plus a “success fee,” should be adopted for all
ADC programs. While this may have to be varied based on location of the program, changes
should be as minimal as possible. In all cases, host-country firms should be charged a front-end
fee, however modest. This helps defray IESC costs but, more importantly, provides a measure of
the seriousness of the client.

IESC should continue to be flexible regarding its in-country arrangements, modifying its
“Chamber of Commerce™ model whenever this seems most appropriate to the particular country
involved. Chambers of Commerce or other member-based business organizations can be valuable
partners for IESC. However, these organizations should be selected for institutional and
commercial reasons only, i.e., they must believe enthusiastically that their ability to attract and
retain members, and therefore to generate revenue, will be strengthened by providing BDS
services.

Because of their lack of familiarity with external markets, most small and medium
companies in LDCs and ADCs are poorly equipped to visualize the range of possibilities that
could be generated through collaboration with a U.S. company. The VE is the key to solving this
problem; telephone/fax/letter interaction between the VEs and the host country companies should
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be encouraged and increased. Budgets should recognize the long-term nature of this type of
work, and particularly the increased use of VEs, both in the field and in the US.

IESC should re-think its concept of presenting one company at a time to host-country
prospective partners. By definition this elongates the timeframe for achieving results, and the real
benefits are arguable. There is little reason to believe that U.S. firms would object to host
country companies talking with several U.S. companies simultaneously.

BDS programs must have objectives that are clear, understood, and accepted by all players.
There should be no confusion or ambiguity about the market(s) being targeted.

The BDS program should avoid raising unreasonable expectations of results among clients
and donors alike. BDS personnel should err on the side of conservatism in making projections of
the numbers of deals that can be consummated over a reasonable timeframe.

IESC should develop and budget for significantly increased communications with its host
country clients. In-country clients should be fully and frequently informed—not less than once a
quarter—of the progress of the program and particularly of the status of their partner search.
Conversely, IESC can also learn from such contact, especially when discussions are ongoing
between U.S. and in-country companies.

Lawful exports to the U.S. should not automatically be ruled out as a target market for
BDS-generated joint ventures. Products should be assessed on a case-by-case basis.




ANNEX A

ORGANIZATIONS AND INDIVIDUALS CONTACTED




ANNEX A
ORGANIZATIONS AND INDIVIDUALS CONTACTED

U.S. Agency for International Development

Robert J. Asselin
USAID Representative, Argentina

Juan Carlos Belza
Project Officer, USAID, Uruguay

Ed Wise
Project Officer
USAID, Washington, DC

Lic. Ricardo Bisso
Investment Promotion Officer
USAID/Argentina

U.S. Department of Commerce

Alvaro Mendez

Commercial Advisor

US Foreign and Commercial Service
US Embassy, Buenos Aires

U.S. Department of Agriculture
Max F. Bowser
Consejero Agricola
Foreign Agricultural Service (FAS)
US Embassy, Buenos Aires
Companies and Organizations

In Argentina

A. Chiuchich, S.A.L.C., Buenos Aires
Rudolfo A. Chiuchich, President

A. Giacomelli, S.A., Ferreyra
Claudio 1. Giacomelli, President

Agrometal, S.A., Cordoba
Fernando E. Puelles, Project Manager




Ambiental, S.A., Buenos Aires
Dr. Carlos Adlerstein, Vice President

Autolatina, Transax, S.A.C.LF., Cordoba
Hector Lomello, Sales Representative

Car-La, S.A., Buenos Aires
Francisco Angel de Simone, President

Cooperativa Graniera de Productores Carne Ltda. (COOPROCAR), Pedro San Nicolas
Dr. Hugo Torno, Technical Advisor

Consersa, Buenos Aires
Inz. Carlos J. Sozzani, President
Dr. Roberto Tezon

Construcciones Metalurgicas Zanello, S.A., Las Varillas
Luis L. Zanello, President

DeKalb Swine Breeders Inc., DeKalb, Illinois
Jimmy R. Ramsey, Special Accounts Manager
Carlos Munoz, Project Manager

Establecimientos Metalurgicos Oncativo, S.A., Oncativo
Dr. Alberto Beccani, General Manager

Fabrica de Medias, Buenos Aires
Ing. Fernando Ponieman, President

Falcone, Bodetto y Ditto, S.A., Rosario
Omiil L. Falcone, President

Industrias Walter, S.A., Las Parejas
Haroldo Scarpeccio, President

Inelcos, S.A., Pilar
Eng. Raul R. Altimirano, General Manager

Ingersoll Argentina, Cordoba
Jose Luis Cucchuiotti, President
Bruno R. Kostrun, General Manager

Luis J.D. Scorza y Cia, S.A., Buenos Aires
Oscar A. Scorza, Vice President
Ruben R. Scarpetta, General Director

Menzaghi Pharma, S.A., Buenos Aires
Dr. Roberto Maria Manzaghi, President

A-2




Oakite Argentina, S.A., Buenos Aires
Ing. Carlos Alberto Vallejos, Manager

Perkins Agentina, S.A.I.C., Cordoba
Ing. Luis Ernesto Lonardi, General Director

Schiarre, S.A., Marcus Juarez
Efren Juan Ulla, General Manager

Sigsa, S.A., Buenos Aires
Ing. Fernando L. Teigeiro, Vice President

In Uruguay:
Top Systems Software House
Montivideo
Alvaro Dominguez, Director
Enrique Talmon, Director

Cooperativa Nacional de Produciores de Leche (CONAPRGLE)
Montivideo
Javier Fernandez Scola, Export Manager
In the United States
To come
Organizations

International Executive Service Corps

Harvey M. Wallender, Execative Director, Program Development
Stamford, CT.

Judy Halleran, Deputy Director
Business Development Services and Program Development

Amy Epys
Outreach Specialist
Stamford, CT.

Jay Pati
Manager, Advanced Developing Countries Program
Stamford, CT.

Jonathan Just
Project Officer
Business Development Services




ADC Programs
Stamford, CT.

Sam Ticknor
Project Officer
ADC Program, Turkey

Sam Summers
IESC Representative, Buenos Aires

S. Milewski
BDS Planning and Controls Coordinator

Stamford, CT.

IESC Country Representative, Montivideo
Ricardo Escardo

Cooperating Business Organizations

Camera de Comercio Exterior de Cordoba

Hector Lomello, Secretary

Luis E. Gilli, Technical Advisor

Lic. Carlos A.Pelliza, Manager

Camera Argentina de Comercio

Dr. Miguel Lombardi, General Manager

Federation Gremial del Comercio e Industria de Rosario
Roberto O. Paladini, President

Fundacion Integracion

Lic. Guillermo Grenillo Ocampo, Director
Area International Cooperation and Sustainable Development

Fundacion Banco de la Cuidad Buenos Aires

Dr. Walter E. La Francesca
Institute of Foreign Commerce

Camarg Mercaatil de Productos de Pais

Montivideo
Simon Pierre Berkowitz, President
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Chamber of Commerce, Uruguay - USA
Montivideo

Ing. Adbaldo Yanuzzi, President

Daniel Connolly, Peace Corps Volunteer
Carlos A. Boubet, Manager
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ANNEX B
DISCUSSION GUIDE/IESC, STAMFORD

Argentina

Al. Program Genesis

1.
2.

3.
4.
5

How was the BDS Program conceived? By whom? When?

What was new about it? What was not? To what extent did it build on previous
IESC programs? Which ones? How?

What were the goals of the BDS program?

Who set these goals?

With the benefit of hindsight, were these goals realistic? If not, how could they
have been changed?

A2. Program Organization

1.

How did IESC organize its resources to implement the BDS Program? What
resources were utilized? Where?

Who was in charge? What qualifications does this person have to manage this kind
of program? Where is that person located?

Who else was involved in the program? Qualifications? Location?

Is there a system for reporting, monitoring, evaluation, etc.? Has this system led
to any changes (i.e. mid-course corrections) in the program?

Are there any provisions for program beneficiaries to participate in decision-
making to improve program performance? Describe.

A3. Program Process

1.

b

How does the program work? Who initiates what? Who follows up? Who develops
strategi2s? Who is involved in tactical implementation?

What role (s) do volunteers play in this program?

How do staff people interact with volunteers?

Who interfaces mostly with corporate beneficiaries? How?

What role (s) do business associations play?

A4. Program Implementation

W N =

Nk

How were target sectors selected?

How were target sectors investigated?

With the benefit of hindsight, were the right sectors selected, i.=. were they ready
to expand? Could this part of the work have been done more effectively?

Did local firms and/or associations play a role in selecting target sectors?

How was the program brought to the attention of local firms?

What was the process through which local firms were selected to participate?
What criteria were established for firm participation?
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Who was in charge of/participated in the firm selection process?
How v.as the pricing structure arrived at?
Did local firms and/or associations understand and carry out the work that was

expected of them?

AS. Program Evaluation

w kb

PN

10.
11.

12.

What have been the program’s most significant successes?

What have been the program’s most serious failures or shortcomings?

What could be done to increase successes and reduce failures?

What praise has the program received? For what? From whom? How do you
evaluate this praise?

What criticism has the program received? For what? From whom? How do you
evaluate this criticism?

Were the program’s goals achieved? If not, what were the principal reasons?
What or who were the principal contributors to the program’s success or failure?
How do you assess the cost-effectiveness of the program from the (a)
beneficiaries’ viewpoint (b) IESC’s viewpoint and (c) the U.S. Government’s
viewpoint?

Do you feel the program is sustainable? If yes, how will sustainability be
achieved? If no, why and can anything be done now to make it sustainable?

If you were designing this program today, would you change anything and, if so,
what?

What are the principal Iessons IESC has learned from its experience with this
program?

How do you characterize the strengths and weaknesses of the Argentine business
associations which helped in operating this program? Has the program resulted in
benefits to these organizations that could help the program to continue and become
self-sustaining? Specify.

Uruguay

Bl. Program Genesis

1.
2.

3.
4,
5

How was the “Fast Track” Program conceived? By whom? When?

What was new about it? What was not? To what extent did it build on previous
IESC programs? Which ones? How?

What were the goals of the program?

Who set these goals?

With the benefit of hindsight, were these goals realistic? If not, how could they
have been changed?

B2. Program Organization

1.

2.

How did IESC organize its resources to implement the Program? What resources
were utilized? Where?

Who was in charge? What qualifications does this person have to manage this kind
of program? Where is that person located?
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B3. Program Process

1.

nhwn

B4. Program Implementation

Y-
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Who else was involved in the program? Qualifications? Location?

Is there a system for reporting, monitoring, evaluation, etc.? Has this system led
to any changes (i.e. mid-course corrections) in the program?

Are there any provisions for program beneficiaries to participate in decision-
making to improve program performance? Describe.

How does the program work? Who initiates what? Who follows up? Who develops
strategies? Who is involved in tactical implementation?

What role (s) do volunteers play in this program?

How do staff people interact with volunteers?

Who interfaces mostly with corporate beneficiaries? How?

What role (s) do business associations play?

How were target sectors selected?

How were target sectors investigated?

With the benefit of hindsight, were the right sectors selected, i.e. were they ready
to expand? Could this part of the work have been done more effectively?

Did local firms and/or associations play a role in selecting target sectors?

How was the program brought to the attention of local firms?

What was the process through which local firms were selected to participate?
What criteria were established for firm participation?

Who was in charge of/participated in the firm selection process?

How was the pricing structure arrived at?

Did local firms and/or associations understand and carry out the work that was
expected of them?

BS. Program Evaluation

A e

el

10.

What have been the program’s most significant successes?

What have been the program’s most serious failures or shortcomings?

What could be done to increase successes and reduce failures?

What praise has the program received? For what? From whom? How do you
evaluate this praise?

What criticism has the program received? For what? From whom? How do you
evaluate this criticism?

Were the program’s goals achieved? If not, what were the principal reasons?
What or who were the principal contributors to the program’s success or failure?
How do you assess the cost-effectiveness of the program from the (a)
beneficiaries’ viewpoint (b) IESC’s viewpoint and (c) the U.S. Government’s
viewpoint?

Do you feel the program is sustainable? If yes, how will sustainability be
achieved? If no, why and can anything be done now to make it sustainable?

If you were designing this program today, would you change anything and, if so,
what?
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11.

12.

What arr: :::~ principal lessons IESC has learned from its experience with this
program?

How do you characterize the strengths and weaknesses of the US-Uruguayan
Chamber of Commerce in operating this program? Has the program resulted in
benefits to the Chamber that could help the program to continue an? become self-
sustaining? Specify.
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DISCUSSION GUIDE/COMPANIES/ARGENTINA

Date
Interviewer:

>

g
.

About the Company

Company Name

Address

Telephone/Fax

Person Interviewed

Position in Company

Sector/Products

Year Established

Were you with the company when it was established? __

Were you with the company when it first became involved in the BDS program?_

Trammgoowy

II. Company Size
A. Sales Today 3 Years Ago 3 Years From Now

Totals
Exports (%)

B. Employment Today 3 Years Ago 3 Years From Now

Totals
Managerial (%)
Skilled (%)
Unskilled (%)

III. Sectors/Markets/Products

A. Was your sector ready to expand? Explain why you feel this way.

B. Sales
Today 3 Years Ago 3 Years From Now
Leading
Products 1.
2.
3.
Leading
Markets 1.
2.
3.




IV. Experience With the BDS Program
A. How did you hear of the BDS Program? |

1) Seminar/Workshop

2) Trade, Industry Association/Chamber of Commerce, etc.
3) Visit by IESC Representative N
4) Newspaper/magazine/media/other published sources i
5) Local Government Agency
6) Foreign Government Agency (USAID/ U.S.Embassy, UNDP, etc) ?
7) Directories ‘
8) Trade Fair, Trade Mission ‘

9) Other (specify)
B. What was involved in applying for Help? What did you have to do? Was it difficult?

Why?
C. How long did application procedure take?

E. What were your objectives in seeking help from the BDS program?

D. Who did you work with mostly in the BDS Program? “‘;'-‘.:-:'J
1) Commence/increase exports to US ‘
2) Find a U.S. partner for:
-- Technology
-- Markets
-- Capital
-- Management know-how
-- Sub-contracting

3) Obtain market information
4) Identify U.S.suppliers
5) Other

F.  What kinds of problems were you trying to solve?

1) Production/Processing
2) Pricing/Cost Accounting
3) Quality Assurance

4) Management

5) Marketing

6) Financing

7) Packaging/Transportation
8) Documentation

9) Personnel

10) Technology
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11) U.S. Market Access
12) Other

What happened after your application for assistance was approved?

Did you have contacts through this program with any U.S.firins? If so, how many and
what were the subjects discussed? Were the contacts face to face, or by letter/fax/phone,

etc.

How often did the BDS prograin communicate with you? Was this often enough? What
form did the communications take (letters, phone calls/faxes, newsletters or other
publications/personal visits, etc.?

Did you have any contact with people from the International Executive Service Corps
(IESC)? Who? Where were they? What did they do? Was their help effective and of value

to you?

Do you feel that you were able to fully participate in the program? Were your ideas and
suggestions listened to? Do you think they influenced the program?

Had you received similar help previously? From whom? Describe. Cost. Results.
What was the most difficult aspect of your participation in the BDS Program?

Do you feel your firm is better prepared now than it was before the program began to
enter/compete effectively in U.S.markets? Explain why.

Effectiveness/Results of Your Participation in The EDS Program
Did the BDS program help your company to achieve its objectives?

-- If yes, describe process and results.
-- If no, explain why not and what happened.

Did you obtain benefits beyond those you were expecting?

How much did you spend on the BDS Program?

Do you consider this a cost-effective investment? Why? If not, why not?
How would you rate the effectiveness of the BDS Program?

1) Useless (explain)

2) Useful (of value, but didn’t matter that much)

3) Very Useful (saved time, money, avoided errors)

4) Critical (couldn’t have gone ahead without)

Is there another source of help you think would have been as/more effective?
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G. In the areas described in IV, above, what changes have you (a) implemented (b) expect to
implement within the near future? \

H. Can You Identify specific improvements in your business that are directly attributable \
your participation in the BDS? w

J.  Have your sales and exports increased as a result of your participation in the BDS?
Total Sales Exports

No Increase
5-10%
10-15% 8
15-25%

More than 25%

1.  Did you gain skills and knowledge that helped your business generally? Explain. |

K.  Are your export sales more/less profitable than your domestic sales? (Explain).

L. If your goal was to find a partner/investor, did the BDS program help? (Explain).

M. Did you have any unrealistic expectations of what could be achieved by participating in
the BDS Program? (Explain)

N. Do you think the BDS program should be continued?

O. Do you think the BDS Program will lead to other useful activities? Explain.

P.  How would you help ensure that it is sustainable?

Q. Can you think of anything that could be done to improve the program in the future?
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DISCUSSION GUIDE/LOCAL BUSINESS ORGANIZATIONS

Argentina

Al. Program Genesis

NPLO-

el 4

How was the BDS Program conceived? By whom? Wien?

What was new about it? What was not?

What were the goals of the BDS program?

Who set these goals?

With the benefit of hindsight, were these goals realistic? If not, how could they
have been changed?

How did the International Executive Service Corps (IESC) become involved?
How did USAID become involved?

How did your organization become involved?

A2. Program Orgsnization

[
.

bl

6.

What role did your association play in this program?

How did your association organize its resources to participate in the BDS
Program? What resources were utilized? Did this involve your obtaining any new
resources? Specify.

Who was in charge? What qualifications does this person have to manage this kind
of program?

Who eise in your organization was involved in the program? Qualifications?

Has your organization developed a system for reporting, monitoring, evaluation,
etc.? Has this system led to any changes (i.e. mid-course corrections) in your part
of the program?

How were your interactions with IESC organized?

A3. Program Process

1.

halF ol ol

How does the program work? Who inijtiates what? Who follows up? Who develops
strategies? Who is involved in tactical implementation?

What role (s) do IESC volunteers play in this program?

How do IESC staff people interact with volunteers?

Who in your organization interfaces mostly with corporate beneficiaries? How?
Do you regard the program process as well thought out and reasonably efficient?
Could it be improved? How?

A4. Program Implementation

L.
2.
3

i

How were target sectors selected?

How were target sectors investigated?

With the benefit of hindsight, were the right sectors selected, i.e. were they ready
to expand? Could this part of the work have been done more effectively?

Did your organization play a role in selecting target sectors?

How was the program brought to the attention of local firms?
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What was the process through which local firms were selected to participate?

What critcria were established for firm participation?

Who was in charge of/participated in the firm selection process?

How was the pricing structure arrived at?

0. To what extent did local firms understand and carry out the work that was
expected of them?

11. Were there any provisions for program beneficiaries to participate in decision-

making to improve program performance? Describe.

=l i B

AS. Program Evaluation

What have been the program’s most significant successes?

What have been the program’s most serious failures or shortcomings?

What could be done to increase successes and reduce failures?

What praise has the program received? For what? From whom? How do you

evaluate this praise?

What criticism has the program received? For what? From whom? How do you

evaluate this criticism?

re the program’s goals achieved? If not, what were the principal reasons?

What or who were the principal contributors to the program’s success or failure?

How do you assess the cost-effectiveness of the pr.sgzam from your organization’s

viewpoint?

Do you feel the program is sustainable? If yes, how will sustainability be

achieved? If no, why and can anything be done now to make it sustainable?

10. If you were designing this program today, would you change anything and, if so,
what?

11. What are the principal lessons your organization and its members have learned
from your experience with this program?

12. Has the program resulted in benefits to your organization that could help the

program to continue and become self-sustaining? Specify.

hPODN -

b

PN

o

Uruguay

B1l. Program Genesis

1. How was the “Fast Track” Program conceived? By whom? When?

2, What was new about it? What was not? To what extent did it build on
previous IESC programs? Which ones? How?

What were the goals of the program?

Who set these goals?

With the benefit of hindsight, were these goals realistic? If not, how could
they have been changed?

How did the International Executive Service Corps (IESC) become involved?
How did USAID become involved?

How did your organization become involved?

0w

PN




B2. Program Organizaiion

What role did your association play in this program?

How did your association organize its resources to participate in the BDS
Program? What resources were utilized? Did this involve your obtaining any
new resources? Specify.

Who was in charge? What qualifications does this person have to manage this
kind of program?

Who else in your organization was involved in the program? Qualifications?
Has your organization developed a system for reporting, monitoring,
evaluation, etc.? Has this system led to any changes (i.e. mid-course
corrections) in your part of the program?

How were your interactions with IESC organized?

Are there any provisions for program beneficiaries to participate in decision-
making tc improve program performance? Describe.

B3. Program Process

1. How does the program work? Who initiates what? Who follows up? Who
develops strategies? Who is involved in tactical implementation?
What role (s) do IESC volunteers play in this program?
How do IESC staff people interact with volunteers?
Who in your organization interfaces mostly with corporate beneficiaries? How?
Do you regard the program process as well thought out and reasonably

efficient? Could it be improved? How?
B4. Program Implementation

How were target sectors selected?

How were target sectors investigated?

With the benefit of hindsight, were the right sectors selected, i.e. were they
ready to expand? Could this part of the work have been done more effectively?
Did your organization play a role in selecting target sectors?

How was the program brought to the attention of local firms?

What was the process through which local firms were selected to participate?
What criteria were established for firm participation?

Who was in charge of/participated in the firm selection process?

How was the pricing structure arrived at?

To what extent did local firms understand and carry out the work that was
expected of them?

Were there any provisions for program beneficiaries to participate in decision-
making to improve program performar.c2? Describe.

BS. Program Evaluation

1. What have been the program’s most significant successes?
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10.
11.

12.

What have been the program’s most serious failures or shortcomings?

What could be done to increase successes and reduce failures?

What praise has the program received? For what? From whom? How do you
evaluate this praise?

What criticisia has the program received? For what? From whom? How do
you evaluate this criticism?

Were the program’s goals achieved? If not, what were the principal reasons?
What or who were the principal contributors to the program’s success or
dailure?

How do you assess the cost-effectiveness of the program from your
organization’s viewpoint?

Do you feel the program is sustainable? If yes, how will sustainability be
achieved? If no, why and can anything be done now to make it sustainable?
If you were designing this program today, would you change anything and, if
so, what?

What are the principal lessons your organization and its members have learned
from your experience with this program?

Has the program resulted in benefits to your organization that could help the
program to continue and become self-sustaining? Specifv.




DISCUSSION GUIDE/COMPANIES/URUGUAY

Date
Interviewer:

w >

]
.

About the Company

Company Name

Address

Telephone/Fax

Person Interviewed

Position in Company

Sector/Products

Year Established

Were you with the company when it was established? ____

Were you with the company when it first became involved in the “Fast Track”

program?____

TEQMmoaow»

IO. Compazy Size
A. Sales Today 3 Years Ago 3 Years From Now

Totals
Exports (%)

B. Employment Today 3 Years Ago 3 Years From Now
Totals

Managerial (%)

Skilled (%)

Unskilled (%)

III. Sectors/Markets/Products

A. Was your sector ready to expand? Explain why you feel this way.

B. Sales
Today 3 Years Ago 3 Years From Now
Leading
Products 1.
2.
3.
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Leading
Markets 1
2.
3

Experience with the USAID “Fast Track” Program

How did you hear of this Program?

1) Seminar/Workshop

2) Trade, Industry Association/Chamber of Commerce, etc.

3) Visit by IESC Representative

4) Newspaper/magazine/media/other published sources

5) Local Government Agency

6) Foreign Government Agency (USAID/ U.S.Embassy, UNDP, etc) ?
7) Directories

8) Trade Fair, Trade Mission

9) Other (specify)

What was involved in applying for Help? What did you have to do? Was it difficult?
Why?

How long did application procedure take?
Who did you work with mostly in the Program?
What were your objectives in seeking help from the program?

1) Commence/increase exports to US
2) Find a U.S.partner for:

-- Technology

-- Markets

-- Capital

-- Management know-how
-- Sub-contracting

3) Obtain market information

4) Identify U.S.suppliers

5) Other

What kinds of problems were you trying to solve?
1) Production/Processing

2) Pricing/Cost Accounting
3) Quality Assurance
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4) Management

5) Marketing

6) Financing

7) Packaging/Transportation
8) Documentation

9) Personnel

10) Technology

11) U.S. Market Access
12) Other

What happened after your application for assistance was approved?

Did you have contacts through this program with any U.S. firms? If so, how many and
what were the subjects discussed? Were the contacts face to face, or by
letier/fax/phone, etc.

How often did the progra.n communicate with you? Was this often enough? What form
did the communications take (letters, phone calls/faxes, newsletters or other
publications/personal visits, etc.?

Did you have any contact with people from the Intcrnational Executive Service Corps
(TESC)? Who? Where were they? What did they do? Was their help effective and of
value to you?

Do you feel that you were able to fully participate in the program? Were your ideas
and suggestions listened to? Do you think they influenced the program?

Had you received similar help previously? From whom? Describe. Cost. Results.
What was the most difficult aspect of participating in the Program?

Do you feel your firm is better prépared now than it was before the program begaa to
enter/compete effectively in U.S. markets? Explain why.

Effectiveness/Results of Your Participation in the “Fast Track” Program
Did the program help your company to achieve its objectives ?

-- If yes, describe process and results.
-- If no, explain why not and what happened.

Did you obtain benefits beyond those you were expecting?
H:v much did you spend on the Program?

Do you cor:ider this a cost-effective investment? Why? If not, why not?

B-15




How would you rate the effectiveness of the Program?

1) Useless (explain)

2) Useful (of value, but didn’t matter that much)

3) Very Useful (saved time, money, avoided errors)

4) Critical (couldn’t have gone ahead without)
Is there another source of help you think would have bewa . as/more effective?

In the areas described in IV, above, what changes hav: you (a) implemented (b) expect
to implement within the near future?

Can you identify specific improvements in your business that are dirzctly attributable
your participation in this program?

Did you gain skills and knowledge that helped your busines: generally? Explain.

Have your sales and exports increased as a result of your participation in the program?
Total Sales Exports

No Increase

5-10%

10-15%

15-25%

More than 25%

Are your export sales more/less profitable than your domestic sales? (Explain).

If your goal was to find a partner/investor, did the program help? (Explain).

Did you have any unrealistic expectations of what could be achieved by participating in
the Program? (Explain)

Do you think the program should be continued? Who should manage it?
Do you think the Program will lead to other useful activities? Explain.
How would you help ensure that it is sustainable?

Can you think of anything that could be done to improve the program in the future?
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ANNEX C
DOCUMENTS CONSULTED

ARGENTINA
Government of Argentina

Argentine Investment Update, January-March, 1994, Ministry of Economy and Public
Works and Services.

Opportunities for Investment in the Construction Sector, Ministry of Economy and e
Public Works and Services, undated.

U.S. Agency for International Development

Sample letter of agreement with Argentine companies.

Grant Agreement dated August 26, 1993.

Grant Agreement dated May 19, 1994.

Previous Evaluations of ADC and other IESC programs in other countries.

International Executive Service Corns

Slide Presentation of Advanced Developing Country (ADC) Program.

Sample correspondence relating to Turkey Program.

Country Assessment for Indonesia.

Multiple Business Services (MBS) Table of Organization.

Argentina Program Evaluation, March 15, 1995.

Projec. Description, Business Development Services (BDS) Program for Argentina,
undated.

Monthly and Quarterly Reports, BDS/Argentina Program.

IESC News, newsletter dated Feb.-March, 1994,

Joint Venture Brochures, undated.

ADC Programs Orge.. cation Chart, undated.

Memorandum from Sam Summers to Bob Asselin, dated March 31, 1995.
Exchange of correspondence between Harvey Wallender and Robert J. Asselin Jr.
Project Development Roadmap and Timeline.

“ADC Lessons Learned“, memo from Jay Pati to Harvey Wallender, 3/1/95.
Memo from Jay Pati to Harvey Wallender and Ed Wise: “Fees Generation Issue:,
12/7/94

Sample Letter of Agreement with U.S. companies, 10/26/93.

Memorandum from Hobart Gardiner: “Procedures to Ensure Compliance with U.S.
Government Legislation”,

Description of IESC Business Development Services.




Other Publications

International Trade Reporter, “Garten Helps Launch U.S.-Argentine Business Group,
Praises Economy”, Bureau of National Affairs, Feb. 22, 1995.

Doing Business in Argentina, Ernst & Yourg

Newsweek, Nov. 8, 1993

Buenos Aires Herald, March 25, 1995

Political Notes, Argentina, U.S. Embassy

Argentina’s Re-Engagement to the Multilateral Trading System, Part II, Julio J.
Nogues, World Bank.

Corporate and Sales Literature of Companies Interviewed.

Descriptive and Promotional Literature of Organizations Interviewed.

U.S. Department of Commerce, Foreign and Commercial Service, Schedule of
Activities

URUGUAY
International Executive Service Corps

Giant Agreement for Fast Track program.

Letter from VE Bob Bartizal to Chamber of Commerce

IESC graphic: IESC Fast Track Results, Indonesia and Uruguay

Uruguay Fast Track Final Report, 2/6/95

Modification of Cooperative Agreement, 8/29/88.

Memorandum from Hobart Gardiner: “Procedures to Ensure Compliance with U.S.
Government Legislation”,

Description of IESC Business Development Service: .

USAID Policy Paper relating to “Guidelines to Assure USAID Programs do not Result in
the Loss of Jobs in the U.S.”

Various reports and correspondence relating to program progress and problems.

U.S. Agency for International Development

Exchange of correspondence between Harvey Wallender and Robert J. Asselin Jr.
Uruguay-U.S. Chamber of Conimerce

Various sector analyses.

Chamber publications.
Copies of correspondence to/from VEs.
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SCOPE Of WORK




Attachment No.1l
PIO/T No. 528-0616-3-50003

EVALUATION OF USAID/ARGENTINA BUSINESS DEVELOPMENT SERVICES PROGRAM
AND USAID/URUGUAY FAST TRACK

I. Tntroduction

Over the last two years, the USAID Offices in Argentina and
Uruguay have been implementing relatively modestly funded business
development services activities aimed at creating business
opportunities among medium and small-size Mercosur and U.S. firms.
Argentina and Uruguay have been opening their economies to foreign
trade and investment, which has presented significant new business
opportunities in both countries. In the context of the USG's
overall efforts to collaborate with Argentina and Uruguay while
they undergo their current process of economic change, USAID has
supported the International Executive Service Corps' (IESC)
business development activities designed to contribute to the USAID

bilateral programs' strategic objectives of:

(1) "improving prospects for business expansion in Argentina,
by making Argentine and S business more aware of trade and
investment opportunities*; and

(2) "more active participation by the Uruguayan private
sector in the process of economic reform".

Accordingly, for Argentina, achievements of the IESC programs
were defined by the "number of firms engaged in deal-related
discussions as a result «of USAID-sponsored programs'" and the
""“number of deals completed." In the case of Uruguay, the
achievements were defined by the ‘'number of discussions/
negotiations aimed at joint ventures generated through USAID trade
and investment promotion activities".

IESC has used different approaches in Argentina and Uruguay
to promote business opportunities. In Argentina, IESC has taken a
more proactive role to help Argentine and U.S. firms generate trade
and investment opportunities -- by designing and managing directly
a business opportunity identification and promotion program called
the "Business Development Services" (BDS) Program. In Uruguay,
USAID selected local business organizations to work with IESC to
carry out pilot trade and investment activities to test che
feasibility of starting a larger scale BDS Program. USAID/A/U
signed grant agreements with the IESC to provide technical services
to facilitate the establishment of joint ventures between US firms
and Argentine or Uruguayan firms. These grants.were complemented
by resources provided to IESC by PRE, under its world-wide grant
for the BDS program to cover program costs in the USA. For more
references concerning project purpose, components, outputs and




reporting, contractor should Tread Project Description for both
countries.

A decision has been made to terminate direct, bilateral USAID
assistance to Argentina and Uruguay by September 30, 1995, and June
30, 1995, respectively. This will allow only two and one-half
years' experience implementing activities to generate trade and
investment opportunities in Argentina, although the project was
designed to last three years. The Uruguavan program completed its
18-month pilot phase on June 30, 1994.

USAID wants (1) to assess the results achieved by IESC in
generating U.S.-host country business opportunities in Argentina
and Uruguay, and (2) to identify lessons learned in implementing
the BDS Program that could be useful in other countries. For this
reason, USAID is seeking the services of a qualified firm to carry
out an evaluation of IESC's Business Development Services programs

in both countries.
II. Background

A. Argentina
1. Strategic Objec. ives and Program Outputs.

In terms of USAID's strategic objective in Argentina, USAID
assistance seeks to "improve prospects for business expansion in
Argentina." The USAID program works to achieve this strategic
objective by making "Argentine and U.S. business more aware of
trade and investment opportunities."®

2. Strategy

USAID/Argentina has focused on the following key strategic
elements:

o’ Trade and Investment Promotion Office. A USAID Trade and

Investment Promotion Office was opened in Buenos Aires in
September 1992. 1Its primary function has been to expose
small and medium-size Argentine and U.S. firms to trade
and investment business opportunities in the Mercosur.
Personnel were hired, a strategic plan was developed, and
resources were allocated for providing hlgh guality
services to U.S. and Argentine firms.

] Support for the IESC. USAID signed a grant agreement
with the IESC for the purpose of utilizing IESC's U.S.,-
based network of business executives and contacts from
various industries. This 2agreement, .together with one
signed by IESC with the PRE Bureau, provided for IESC to
promote cooperation between U.S. companies and small and
medium Argentine businesses.




Institutionalization process. USAID and IESC agreed to

implement a program that could be institutionalized and
continue after USAID/Argentina support ended -- most
likely through an indigenous business association. IESC
initially introduced the Business Development Services
Program in Argentina's three major provincial markets --
Rosario (Santa Fe Province), Cordoba and Mendoza --
working with local business chambers, and later expanding
to other provinces as well. The purpose of these
linkages has been to facilitate contacts with Argentine
firms desiring to work with U.S. firms.

. Program Sustainability. IESC has agreed to implement a
fee generation plan to achieve self-sustainability by the

end of the two and one-half years of the grant. The plan
entails charging a fee to U.S. and Argentine companies
that receive significant IESC assistance in completing
contractual business agreements, such as partnership and
source agreements proposals and joint ventures, etc.

IESC's approach for achieving the goals of the Argentine
Program is based on its experience operating trade and investment
service programs in more than 20 developing countries and newly
emerging market economies. The program is designed to capitalize
on the e'pertise and business conta<ts of IESC Volunteer Experts
(VEs) and professional staff in order to achieve successful
business linkages between U.S. and developing country companies.

B. Uruguay

1. Strategic Objectives and Program Outputs.

Concerning USAID's economic growth strategic objective in
Uruguay, USAID assistance has sought to promote "a more active
participation by the private sector in the process of economic
reform." IESC pilot trade and investment activity is geared toward
promoting discussions/negotiations aimed at generating joint
ventures, and trade and investment opportunities.

2. Strateqy

USAID/Uruguay awarded a Grant to tke IESC to manage a
technical linkage and coordination office ir. the U.S, and to help
defray the costs of three sector surveys in Uruguay. As in the
case of USAID/Argentina, this agreement was designed to capitalize
on the business networking expertise of the IESC in order to help
firms in Uruguay generate, develop and complete trade and
investment transactions with ccmanies in the U.S. For information
concerning the project purpose, components, outputs and reporting,
the contractor should consult the USAID grant agreement.




As part of its strategy, USAID selected the U.S.-Uruguayan
Chamber of Commerce as the local counterpart to IESC to provide
staff and logistical and technical support to IESC in order to

carry out the project.
III. Contract Objective

The contractor will provide the required personnel to (1)
carry out a final evaluation of the impact, or results, of IESC
business development services projects in Argentina and Uruguay,
and (2) to identify key lessons 1learned and implementation
experiences that might be useful to IESC's Business Development
Services Program in other countries, or to USAID to support
small/medium sized business growth in other countries.

In order to ~eet these objectives, the contractor will answer the
following questions:

A. Results Achieved

1. Argentina

-- Did the activity being evaluated assist in developing small and
medium-size enterprises in Argentina by facilitating the

establishment of joint ventures, co-ventures or other international

trade and_investment transactions between Argentine and U.S. small
and medium-size firms? How many of these firms engaged in serious
business discussions with U.S. firms?

-~ If joint ventures, co-ventures or international trade and
investment transactions were not established, why not?

-~ Did participation in the BDS Program bring benefits other than
business contacts to Argentine firms, such as awareness of the
industry-specific requirements necessary to compete more
effectively in the marketplace? Did the program increase
Argentina's access to U.S. technology, U.S. market information, and

U.S. suppliers?

-- Were the industry sectors chosen by IESC ready to expand, and
therefore, appropriate recipients of IESC's assistance? How
significant was this assistance in promoting firms' business

development?

-~ Were there positive results, beyond those that the project was
designed to achieve?

-- Is there any evidence that the BDS Program has led, or will
lead, to follow-on activities by other organizations to promute the
same objectives?




-- Considering the cost of the BDS Program, the experiencg to date,
and potential demand for services, is it possible to achieve self-
sustainability in the near future? If so, when?

2. Urugquay

-- Did the activity being evaluated lead to mutually beneficial
trade and investment transactions between Uruguayan and U.S. firms?
How many Uruguayan firms engaged in serious business discussions
with U.sS. firms? If trade and investment activities, joint
ventures and co-ventures were not identified and pursued, why not?

-- Did participation in the IESC activity bring benefits other than
business contacts to Uruguayan firms, such as awareness of the
industry-specific assistance required to <compete in the
marketplace? Did the activity increase Uruguayans' accessibility
to U.S. technology, U.S. market information and suppliers in the

Uu.s.?

-- Were industry sectors chosen by USAID ready to expand, and

therefore, appropriate recipients of IESC's assistance? How
significant was this assistance in promoting firms' business
development?

-- Were there positive results, beyond those that the project was
designed to achieve?

-- Is there any evidence that the Fast Track activity has led, or
will lead, to follow-on activities by the U.S.-Uruguayan Chamber of
Commerce?

B. Lessons Learned - Argentina

-- Are the various elements of IESC's strategy for promoting
joint ventures effective (e.g. startiig with host country
proposals, use of IESC's network of executives in the U.S. to
identify clients, roles and incentives used to spur good
performance by IESC Headquarters, local chambers, and local IESC
personnel)? How does this strategy compare to those employed by
other USAID-supported projects to promote growth of host country
small and medium-sized enterprises?

-- Are the capabilities of the VEs used to maximum advantage?

-- Did the different management and operational structures
employed by IESC and USAID in Argentina operate effectively? Are
there any lessons which IESC and USAID might put to use in this
regard in other BDS countries?

-- Was the support of the Argentinean business associations



participating in the project’satisfactory in assisting IESC in
carrying out business development services? If not, what other
support would be recommended?

-- Can existing fee structures achieve intended objectives?

-- Have appropriate criteria been used to choose sectors to be
surveyed prior to arrival of VEs?

-- Do proposals submitted to IESC Headquarters contain all
necessary information?

-- Can marketing efforts in the US be improved?

-- Does IESC provide adequate follow-up support to client firms to
facilitate closing deals?

C. Lessons Learned - Uruquay

-- Are the various elements of IESC's strategy for promoting
joint ventures effective (e.g. starting with host country
proposals, use of IESC's network of executives in the U.S. to
identify clients, roles and incentives used to spur good
performance by IESC Headquarters, local chambers, and local IESC
personnel)? How does this strategy compare to those employed by
other USAID-supported projects to promote growth of host country
small and medium~sized enterprises?

-- Are the capabilities of the VEs used to maximum advantage?

-- Did the different management and operational structures
employed by IESC and USAID in Uruguay operate effectively? Are
there any lessons which IESC and USAID might put to use in this
regard in other BDS countries?

-- Was the support of the Chamber of Commerce satisfactory in
assisting IESC in carrying out the proj -st? 1If not, what other
support would be recommended?

~-- Have appropriate criteria been used to choose sectors to be
surveyed prior to arrival of VEs?

~-- Do proposals submitted to IESC Headquarters contain all
necessary information?

~-- Can marketing efforts in the US be improved?

IV. Tasks

The contractor will provide two Senior Trade and Investment




Specialists to work with USAID personnel and counterparts in
carrying out an evaluation of the impact of USAID/IESC's programs
in both countries. In conducting the work, the contractor will be
responsible for performing, or arranging for, the following tasks:

A. IDENTIFYING THE INFORMATION

Task 1. Discuss background and information needs. The
contractor will contact USAID staff to identify and discuss the
information needs and address all guestions relevant to the
This will be considered as part of the initial

evaluation.

planning and design process which will identify the targeted firms
and entities that are participating in USAID's Program. The
contractor will also review USAID's Action Plan, Project

Description and background information to get a thorough
understanding of USAID's Business Development Service Program in
Argentina and trade and investment activity in Uruguay.

Task 2. Develop a work plan and schedule for the
evaluation. The contractor will contact or meet with USAID

personnel to agree upon a final work plan and schedule. The work
plan will include activities that cover Argentina's BDS Program and
Uruguay's trade and investment activity. The work plan will
include the definition of the objective of the study, plans for
field work, time estimates, staff, and logistics. planned sources
of data and analysis techniques, and other related information the
contractor considers relevant for the purpose of the evaluation.

The contractor will present a preliminary version of the work
plan and schedule for USAID approval.

B. DATA COLLECTION

Task 3. Conduct field work in Argentina and Uruguay. The
contractor will visit both countries to interview and meet with a
limited number of firms and indigenous entities that have received
benefits from USAID's assistance (the contractor will not need to
carry out any costly methods for data collection, such as census or
sample surveys). The contractor will also meet with USAID staff,
gualified business executives and other knowledgeable individuals
regarding the impact of the BDS Program and trade and investment

activity in Uruguay. Field work will encompass the following
activities: .
3.1. Interview a select number of Argentinean and

Uruguayan firms. As a mode of data collection, the
contractor is requested to design. and administer a
guestionnaire that addresses the questions raised in
this PIO/T. This questionnaire will provide the
information necessary for developing an
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understanding of Argentine and Uruguayan firms'
experience with USAID assistance. The sample of
firms to be considered for this task should be at
least 35 in Argentina and 5 in Uruguay. Regarding
Argentina, the contractor will visit Cordoba (3
days) to interview a selected number of firms and,
then, it will concentrate the rest of its fieldwork
in Buenos Aires. Concerning Uruguay, all the work
will be carried out in Montevideo.

Probability sampling to generate an unbiased sample
representative of the total population is_not a
requirement. However, efforts should still be made
to see that participants are as representative of
the target firms and entities as possible. The
contractor will use personal or phone interviews
with firms that have participated in the BDS Program
in Argentina and trade and investment activity in
Uruguay. It is the contractor's respecnsibility to
coordinate and set the schedule for these meetings.
The USAID offices in Argentina and Uruguay will
provide the names, addresses and phone numbers of
firms and business executives selected by the
contractor to inverview.

. Meet with USAID's staff in Argentina and Urugquay and
use secondary information sources. USAID staff will
meet the contractor to discuss project purpose,
design and achievements. The contractor will also
use various secondary sources of information, such
as existing project progress reports from
counterpart chambers, business associations, and

IU

staff.
3.3. Interview with chambers and associations. The
contractor will interview the Argentine and
Uruguayan chambers and business associations which
are, or have been used to channel IESC assistance.
The contractor will meet with representatives from
these associations to get feedback on project
performance and services.
Task 4. Meet with USAID/G/EG/BD in Washington. Following
completion of fieldwork, the contractor will meet with G/EG/BD
Program Coordinator responsible for IESC's BDS Program. The

purpose of the meeting will be to discuss the BDS Program's
objectives, strategy, operational mechanisms, coordination with
USAID/A/U, and any other aspects the contractor may ccnsider
relevant for the purpose of achieving project results.

Task _S. Meet with IESC's BDS Program Manager and Project
Officers at IESC's Headquarters. Likewise, the contractor will




meet with IESC staff to discuss the process for generating
business linkages. The Program Manager and Project Officers should
be interviewed. The contractor 1is expected to analyze IESC's
operational plan for these projects, including the system for
identifying U.S. firms, promotional efforts, the system for
reporting to USAID and participating Chambers and firms, Volunteer
Executives' participation in the process, Project Officers’

support, etc.
C. ANALYSIS

iask 6. Information analysis. After the information is
collected, the contractor will answer the questions raised in
section III, "Contract Objective." The contractor will devise
his/her own method for data aggregation and analysis. More
specifically, this task will focus on:

1. determining the impact of the assistance provided to date by
answering the questions raised in section III, "Contract
Objective: Result Achieved" and the programs' successes in
relation to the following USAID project objectives:

Argentina.

(A) -- number of firms engaged in deal-related
discussions as a result of USAID-sponsored programs;

(B) =- number of deals completed;
Urugquay.
(C) -- number of discussions/negotiations aimed at

joint ventures generated through USAID trade and
investment promotion activities.

2. the implementation experience and the lessons_ learned as a
result of the activities. It 1is expected that the
conclusions and recommendations made as part of the analysis
carried out on the implementation experience and lessons
learned will be shared with other missions for their possible
use in the design of related programs in other countries.

Task 7. Debriefing USAID when Contractor finishes analyzing
the information. The contractor will report to the USAID
Representative and staff and USAID/W Growth Center officials when
he/she concludes his/her analysis. An outline of major findings
will be presented to both USAID offices for discussion.

After discussion of the draft report with USAID, the contractor
will present the final report for USAID approval.




D. REPORTING

Task 8. Prepare a draft report in English. The contractor
will submit to USAID for discussion a draft report of his/her
significant findings, including analyses of "lessons learned" and
the implementation experience.

Task 9. Prepare the final report in English. The
contractor wiitl deliver to USAID a final report consisting of:

a) an executive summary of findings addressing the
questions raised in section III;

b) a brief description of the methodology |used,
difficulties encountered in collecting and gathering
information, and any factors that may affect the

information provided;

c) a concise but thorough discussion of rindings,
lessons learned, implementation experience and
recommendations for future USAID programs that could
be useful in the design of private sector
strengthening and development activities in other

countries;

d) an annex that describes in detail the study survey
design, sampling or case selection procedures, data
collection procedures, steps taken to ensure data
objectivity and validity, and any known problems or
shortcomings of the study.

Summary of Reports and Deliverables

The following reports and deliverables are required under the
contract, in the guantity specified:

Deliverable Quantity Due Date Language
Work Plan and Schedule 5 3 days DOC English
Outline, as per Task 7. 5 5 days DOC English
5
2

Draft of Final Report 30 days DOC English
Final Report 0 40 days DOC English

DOC = Date of Contract

V. WORK DAYS ORDERED

The contractor will provide two Senior Trade and Investment
Specialists, under functional labor category "Senior Trade and
Investment Promotion Specialis", to work with USAID personnel and
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counterparts in Argentina and Uruguay in carrying out an evaluation
of the impact of USAID-sponsored trade and investment activities.
The contractor proposed, and USAID has already accepted, the

following specialists:

® William Fisher, (Team Leader) Senior Trade and Investment
Specialist
® Gorden Bremer, Senior Trade and Investment Specialist

The negotiated work days for this Order for each position is the following:

BDS PROGRAM IN ARGENTINA AND TRADE AND INVESTMENT ACTIVITY IN URUGUAY

Tasks ITI Team Leader TI Specialist Total
Review Documents/Data - 2 2 4
us
Develop Work Plan 1 1 2
Fieldwork in Argentina 12 12 24
(Cordoba: 3 days)

Fieldwork in Uruguay 2 2 4
Meet with USAID/W (PRE) 1 0 1
Meet with IESC/Stamford 1 0 1
"Analysis - US 6 5 11
Draft 4 0 4
Review/Debriefing/Report

Total 29 22 51

D-11
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ANNEX E
EVALUATION TEAM

William Fisher o
Senior Advisor ;
IGI International Inc. N

William Fisher, Team Leader, has been in charge of IGI’s Washington, D.C. operations
since 1992. He has over 30 years’ experience as a senior corporate manager and international
development consultant. Mr. Fisher has served as an international marketing consultant to
numercus multinational corporations and financial institutions, and has carried out development
assistance assignments for donor organizations and government agencies in Latin America, the
Caribbean region, Europe, North Africa and Southeast Asia. His fields of specialization are
economic development, institutional strengthening, export and investment promotion, market
research, communications and outreach, and technology transfer. Mr. Fisher served in the
Kennedy Administration as Special Assistant to the Secretary of Commerce, where he played a
major role in developing and implementing the US Export Expansion Program. Mr. Fisher has
served as team leader and senior consultant for the design, management and evaluation of
development assistance projects in the Far East, Europe, Latin America and the Caribbean for
public and private donor agencies and governments including the U.S. Agency for International
Development (USAID), the European Union (EU), the Center for Industrial Development (CID)
and the Fund for Multinational Management Education (FMME). For these clients, he has
carried out project design and management assignments in Guatemala, the Dominican Republic,
El Salvador, Peru, and Ecuador; has conducted program evaluations in Costa Rica, Bolivia,
Guatemala, Dominican Republic, the Eastern Caribbean and Thailand; has worked in the
technology transfer field in the ASEAN countries; and has conducted research, market analysis
and communications and outreach programs for the British and Japanese Governments.

Gordon Bremer
Agribusiness and Trade Development Manager
Chemonics International Consulting

A senior international business and trade development manager with more than 20 years of
hands-on experience in over 30 countries worldwide. Advises private firms, organizations and
governments worldwide on developing industry sectors, new export markets and on managing
business. Experienced in project supervision, has managed a trade and investment promotion
projects and provided technical assistance in institutional and organizational development. Has
advised on agricultural production, agribusiness, marketing, institutional development, export and
investment promotion, and training. Experienced working with USAID on project design,
implementation, and evaluation. ' o

Extensive experience matching buyers and sellers and promoting joint ventures, co-
production arrangemnents, technology transfer, and direct investment. Managed a Central America
based trade and investment promotion program that included developing the textile/apparel,
electrical/electronics, gift ware, style hard goods, metal/mechanical, and fresh and processed
foods export sectors. Works with all aspects of planning, conducting, and supervising business
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development and training activities. Has led teams of specialists in the Middle East, Asia and
Africa to prepare strategies for enterprise development programs and, in Russia and Eastern
Europe, to restructure agriculture.

More than 10 years of experience in the private sector. As the international division
manager for one of the world’s largest designers and manufacturers of livestock production and
feed milling systems, developed a comprehensive international marketing strategy and opened
new markets in Asia and Latin America. Also owned, managed and consulted for livestock and
crop production operations.
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PROJECT: TAPEBICUA LUMBER AND PLYWOOD

Market opportunity.

The Argentine residential building industry is in the pre-boom
stage. This is the consequence of a post-inflation econcmy. Pent-
up demand plus credit availability will fuel this take-off.

This situation will follow the pattern set by the Auto and
Household Appliance Industries which have quadrupled in Sales over
the last 3 years.

Client's Profile.

TAPEBICUA can supply the raw wood but needs a US partner that can
supply Industry Management Expertise and 6 million dollars in
additional capital.

This new venture will produce mainly lumber and plywyod. 1In
addition it will also produce T&G (tongue and groove) and
blockboard. The required Investment will be used to build a plywood

plant and related buildings.

TAPEBICUA has already implanted forests of pine and eucalyptus to
supply the production of raw materlals for said products. It also
has the sawmill.

At the forestry level, the firm's technical expertise plus the
excellence of the seedlings and very favorable climate resulted in
notable growth levels of up to 10y cubic meters per hectare per
year.

The firm now owns or controls 2180 hectares of Eucalyptus Grandis
and 520 hectares of Elliotis or Taeda pine, with a weighted average
age of 11 years.

Wood production from this forestry is estimatcd at an annual rate
of 105,000 m3 of eucalyptus and 14,000 m3 of pine without reducing
the stock of timber in the woodlands. 80% of this production can
be turned into sawn wood or plywood, leading to a net annual
production for these industrialized activities of some 95,000 m3.

The firm's evaluation of the Argentine market [and eventually
international markets} for lumber and plywood has led to the
definition of an industrial project for a sawmill with a capacity
to produce 30,000 m3 of lumber per year and a plywood plant with an
annual production capacity of 26,000 m3.




With this the firm expects a 1,5% share of the domestic lumber
market by the year 2000 [or 30,000 m3 out of a total 1,85 million
m3,)] and a 12% of the domestic plywood market [or 13,000 m3 out of
a total 82,500 m3.

Critical issues.

1. Can IESC's ADC group find US firm interested in investing 6
million dollars to get a head-start participation in this growth
market opportunity. TAPEBICUA is flexible on how the final
arrangements will result. 4

The final venture will have the described forestry and sawmiil
plus:

- kiln drying plant

- moulding, profiling and T&G manufacturing plant

- a plant for the manufacture of plywood and blockboard
- a steam and electricity generating plant.

(Please see the attached product flow chart].

2. This forestry project can also be beneficial to a US lumber
company interested in securing a supply of wood free from zoning
restrictions, etc.

3. This project has the added value of not being detrimental to
the environment.



Argentine Grain Silo Company

COMPANY BACKGROUND:

The company was founded in 1939, and is located in Santa Fe province, the heart of Argentina's
agricultural region.

The companyv manufactures metal grain silos used to store. clean, and dry grain and cereal after it
has been harvested Purchasers of these grain silos are pnimarily grain broker cooperatives. flour
mills. chicken and pig producers who feed grain to their stock. etc. The company's silos are
manufactured out of plated metal sheets with capacities ranging from 6 to 357 tons, and ground.
cement-based silos with capacities ranging from 21 to 3 thousand tons. They also make bucket
hoisters with lifting capacities ranging from 30 to 130 tons per hour.

The company is among the top three dominant producers of silos in Argentina.

Annual Sales Figures: 1992 - 2,900,000. USD
1993 - 3 million
1994 - 3,200,000.
1995 - 3,700,000. (projected)
1996 - 4 million  (projected)

The manufacturing facility is 6, 300 square meters. The company employs 50 people in
manufacturing, and 12 in administration.

MARKET INFORMATION:
Although initially the primary market for the proposed collaboration is Argentina, as of January
1, 1995, the new Mercosur regulations go into effect, allowing Argentinian products to enter the

Brazilian market duty-free.

The market for grain silos in Argentina is expanding due to the following factors:

- Change in distribution channels. Argentina's macroeconomic stabilization plan has
resulted in lower inflation, thereby producing more stability in prices and increased
consumer awareness of price differentials among suppliers. This has sharply reduced
profit margins throughout the grain distribution chain, motivating farmers to by-pass
the traditional grain middlemen, and to store and sell the grain themselves. This is
creating increased demand for smaller, farm sized silos.
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- Growth of chicken production. Argentina has been shifting in recent years from a beef
consuming country to more poultry consumption. Poultry producers need silos to store

grain for chicken feed.

o

- Growth of rice production (a storable commodity). Argentines are consuming mor: tice,
thus an increase in rice production for the domestic market and expor? to Brazil. Brazil,
a traditional rice-consuming country has experienced a large increase in demand for rice
because of their improving economy.

- Annual production of sova beans is 12 million tons in Argentina (rice is 3 S million tons).
and mn Brazil. the eventual market tor this project. these production figures are doubled

" Brazilian silos are of lesser quality

The USA has a grain storage capacity of more than 2 times it's average harvest, while Argentina
has the capacity to store less than 1 time it's grain production.

PROPOSED PROJECT:

The Argentine company is seeking a US manufacturer of grain siles that could contribute new
storage technology and manufacturing methods for silos and related grain-handling equipment.
The Argentine company brings it's established presence and knowledge of the Argentinian and

Mercosur markets to the project.

S L
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VALLE ORGAHICO S.A. ~~ ORGANIC BEVERAGES

Company Background

valle Orgénico was founded in 1991 by » group of internationalli-
ninded vg;ayard producers of the Argantine province of S8an Juan, in
the foothills of the Andes range, for the production of organic or
"natural" wines and otlier derivativas fron grape juica.

Organi: or natural) wine is produced trom grapes thit have not bessan
treated by any chamical substance. The wine does not carry any
conservativs.

Thies company owng 50 hectares (125 acres] of vineyards (cabernst,
chardonnay, rieslina grapes) snd supervises the sacological
cultivation of an additional 200 hectares [500 acres).

valle Oxrgénico’s winery has a processing capacity of 2.1 million
liters. It produces several types of wine:

- ¢ine organic - under brand nane "vValle Ecologica",
~ liqueur (sveet, higher alcohol content) bdranded “OIKOS"
- and for the preparation of foods branded “Cooking winan,

It employs 30 paople. Ite currant bottling machinery can process
3,000 bottles per hour.

It also produces "organic must (unfermented grape juice}", some ot
which waxe sold to the Swattle coupany CABCADIAN FARMS Inc, through
certification by the local Foundation for Aryentine Ecclogic Frood
and the U3 certification outfit OREGON TILIH.

Valle Organico’s scological farming of yrapes resched the wine
production stage in 1993. Sales for 199¢, its first commercial
production-scale year are estimated at 1.3 million dollars, with
sales projections of 1.8 million for 1995 and 2,2 wmillions for
1996.

The 1995 sales projection breaks down aw: domestic market USD ‘70U
thousand; to Japan USD 500 thousand; to Europe 300 thousand; to the
US market USD 160 thousand; and to other countries uUsD 40.000.

The company has already successfully offered itw winus to most of
the largest supermarket chains in Argentina: Kakro, Norte, Disco
and Junbo, plus upscale chains as Tanti and Apple and many smaller
health food outlets.

Valle organico is also sending sanples to brokers in Holland,
Switzerland and Japan.

F-5




" FROM ¢ USRAID/Argentina (54103728251 PHONE NO. ¢ 1372 GOS1

APR. -12' 95 (WED) 14:57 IESC 205 359 946 TEL:203 359 9461

Exopossd_Project

FOB pricas for a 750 milliliter bottle of organic wine manufactured
by Valle Organico in Argentina atand at USD 1.80 vhile the sane
one originated in the USA has an FOB price of USD 3.00,

This is the compustitive advantags,

valle offers its potential US joint venture partner to take
advantags of this production-cost advantage to jointly penetrats
nark:t- in Northern Europe, Japan and Latin America (primarily
Brasil) .

US partner should provide a total of USD 1.3 million investment
of which approximately one third will be used for equipment and
facilities, one third for working capjital and the remsining third
for marketing efforte in the target countries.

VALLE ORGANICO BA is willing to relinquish partial ownership of the
firm and some its managenent Control.

Investnent in egquipnent will be utilized ror

- congtrucotion of largar building facilities

- purchase of Ps necassary for detter handling of the wine
within the vinery

additional bottling eguipment

eguipment tor storage of bottles, such as forklicts etc.
equipment for air conditioning and refrigerated storahousing.
equipment for erfluent treatment

The third of the total invastmant to be utilized as working capitai
will pay for inputs necessary f£or the bottling and labeling of 1
million bottles of wina already produced and certified.

The inputs are primarily: a stock of 700 milliliter bottles, 4.5
centineter corks, and labhels.

Market Information

organic food consumption in davelupsd=countcsy wmarkelw has shuwn a
sharp grovwth in secent years.

The consunption of organic or “natural® winea in the Buropean Union

hes gone f£rom 18 of total food consumption in 2990 to 2.58 in 1992
and to 7% today.

P. 009
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Trands in organic wine consumption in Northern Europe, (and also .
in the US and Argentina) show &n strong increase since the product -
- was firgt offered in the market. -

Nurthern Burope consumption has increased 9% annually since 1987. &
(US consumption has grown 7% gince 1988). edl
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HEXICO

Sactor: METAL .
Subsector(s): METAL FABRICATION; STEEL SERVICE

: ACERO Y FIERRO DS MONTERNKY, S.A. da C.¥V.
i

LIC. ROBERTO GARZA QUIROGA

]

4

I, COMPANY RYSTORY
!

ACERO Y FIERRO DE MONTERREY (AFM) is ons of two related companies
(theomrisnmnsrmasemmommm £ about 11
vesrs ago and located just outsids Montarrey cn #|site of adout
40,000 sq. nnters (12 acres), shared by the two ee. The
facilities Ifor the two compaiuy ciw segregated|snd include 3
‘total of abont 9,000 sg. metsrs of covered space (elwmost 100,000
sqg. f£t.). The Garza family, who omn and thesa two

es, also control a supstantisnl amouat of LEJ(:SO acras)

adjacent to thase facilities, suus: oOf which @ bc mada
evalilable to the operation, ‘shonld exponsica a strategic

allisnce $0 require 1t. ;

AFM pannfactures, fabricates and assenbles stoel products. Ite
activitias and processes, starting wilh steel tolls, include
catting, folding, stamping. GLunch press. forming, alitting and
walding. In-house equipaent includes the followlng:

Shaars {
Forklift trucks :

i
+

The company custom-fabricates a variety of stesal products,
includings stes]l storage tdnks, material handling equipment.,
tablas, workdbenches, counteXr tops, self duspiug hoppers, truck
racks. structurals, boiler sticks, drain carts, | engibe stands,
steel fence posts, bc:bocuepielundtmt)msuhmntaim:aoz
varicus sizes and eanﬁgnratia}s

APM hag about 80 aemployeas, ch.ud:l.ng plant and pffice sapport.
The company's =mmnaqement is8 young, Dbut experienced and
ve, with forwerd visién and the objactivie ol posturing
the company for g:outhtonutth. challenges of an integrated :
North Amaricen market. ' ¢

2 Levalling steal 11nes

1 Slitting lipe !

4 Prassg brakas :

20 Punch presses |

4g+ Welding equipment, conventicnal & a?m-anton_ntic
3

AAPWEP.Po/Pab. 11. 2999 : 1
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IX. MAEKET SITUATIOR

t

A. Market Ierformonce '

Whilea AFM bhaa thneapabilttytocuyportn

principal fabricatien activitiee have baan . 8t the
dosestic Maxicsn markst. '!h;.c focus 1is ©o contima,
especially in rogpect of wmsts handling sys snd trash
containers, o area it wighas;to davalop At present,
AFM's markat in Moxico is condantrated imn thae N¢ of +the
country. pus to the high cost of transporting largs, bulky

and heavy producte that it manufacturag, which ic [typical in this
industry, this geographic concentration focus is rno“- axpactad to
vary significantly in the fature.

The campany boasts atrumdmdewtmoodcw[ttowlom
technical aspe~ts of dnnign., and fabrication af its currant
proguct line.

1992 66 3.0 million

1993 T8 § 3.0 millian \
1994 U8 ¢ 5.0 milliom

1995 e g 5.0 lillion (pxrojoction)

N

C. Markat Opportunity ,
H

"AFM bhas ideatified the area of wastc hardling syrbous snd trash
conitainegs io Mexico as & promiging £ield., as | thers are fow
Mexicou vospanies producing for this sectoxr, while thore is a
growiny naed for thase productsa. Industrial dcvnl,upmnt afforts,

canstruction and commercial: murkst changos growth in

Tesidentiul waste disposal activities prosonting
digpocal

opportunities for local companies to supply
equipment Lu Whdls growing field. Additionall enviroomental
regulations aud government ipnitiatives are al providing an

' opportunity for compsnics, such as AFH, but y if thoy cmn
offar :tnta—-a[—Lhe art units at competitive pri o Civen the
company's oapebllities, AFM managemasnt feal they can do

this, bu: within the context of the right stxautogic sllizoen with
a U.S. company. Currently, this area's dsmend for} wastc handling
and dlsposal systeas is ‘baing sotisfied fzom
alturuatives outside the aren, ;most of which axe ipternatiomal.

0Ny Pre/feh. 21, 1996
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IXI. _EREOROIED PRRJECT
A. Project Dascription {
APM geocks 3 strategic allianks with u U.8. mebel fabricating

company exparienced and Wwith State-of-tbs art in tha
field of waste handling systhms. AP will [contemplata a
suitable Joint ventura om any 0f the number of fabricated

products identified abova. Howewver, its speciel focus {5 trash
coptainars and waste disposal.! on wlhich the two | companiae can
bring together technology and marketing expertise on tho part of
the U.S, partner, with <facilitias, production capabllity and
knowl of tha potential cuslomer basa from [AFNM. It 1ig
P that ¢this compipatian. will provide the opportumity to
penstrate a "virgin® apd prom!.s;ing Mexican market.
i

AFM is flexible to consider 2an squily iovestment by tha U.S.
partner by which the Nexicah entity will be|‘'co-owmod or,
altamatively, an appropriath agreemenl providing for the
1icensing of the desired tacimology-

B. Objective '
AFM's short to mid-term objective is +to obtain high quality and
fanctiocnal design techmology to manufucture mackgt wasta
handling and disposal systens in Maxico. The 's intontion

is to obtain this design and rfabrication tadmolog; through the
appropriate allianca with 2 U.S5. partmar compeny.

Longer temm, the cbjective is for AFM, in combipaticn with e U.S.

partner, to position the joint venture entity as|the leader in
Mexico supplying waste handling ana disposal systems,

C. Proposad Cooperation & Contributions

AFM is prepered to offer its production facilities in NMonterrey,
its mansgement, knowledge ot the market amd tu its custamer
base. The U.8. partner mist provida p dasign and
technology. The cocperative assoclation can be the basia of
licensing of technology, :jJoint smanmufacturing and/or a
distribution agreement. Equity investment cu the part of tha
t1.S. partner can also be cansidered.
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PROJECT=-283
ELECTROLYTIC COPFER MANUTACTURING PROJECT

I. CONPANY HISTORY:

This is a jolnt stuvk compeny which wna eatsblished in
letandbul. This firm has been in metal mspufecturing businaess
since 1978, The {firm’s primary activity is manufacturing
brass sections, bilicts and metal ingots.

The firm is currently composed of § aharehoiders. Andon
ARARELYAN ic the chalrman of the Board.

The factory consiats of a covered plant of approximately
9,000 square metecs on & plot of land of 16,000 square
meters. Their annual capacity is 20,000 tons/pesr year. The
company employs 135 people (35 Technicians and 100 Laborers).

II. MARKET SITUATION:

II. a. PRODUCTION: All of the raw materials such ey
copper, zinc and lead were imported from Bulgaria in ths
early $0's but now they are availeble lucully.

The firm sells its semi-finished products mainly to
hardware mznufacturers and cunstructien accegoories.

Their major cusiomvis &rs Lczacibag:s Artems Armatdr Group
{Haroware Cv.), ITO Kilit, KALE Kilit and PDK (Lock Mn’'g)
which are the leading companies of Turkey.

IT. b. MARKET DPERFORMANCE: As shown in the firm’'s income
statement, their salez in 1993 incraased by 157% and net
profits incrcased oy 277% compared to 1992. The firm's
annuel cales revenue figures over the past three years is
shewn below,

YEAR SALES DOMESTIC  EXPORT

1991 $1,345,598 1005 -
1992 $2,412,616 100% -
1693 $6,195,921 100% -

Increase in sales and net income were mainiy atiridbuted to
business growth and more etfficient operations.

The firm's main distribution channels are wiwlesalers and
retailers. The tirm has 40% donestic market shars. Theirx
major local competitor is Exrtay Ianc.

- - v N EPID w= A D G WP W P e e e = DT T D g o D B P S S D WP G P P WP = e

Electroiytic Covoer Maaufacturing Project pazel/4
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The firm's foreign trade activities ware;

YEAR JIMPORTS Decrease in imports are mainly
attributed to the avajlability of

1992 $ 297,118 tho rav materials locelly.

1993 $ 97,685 Currently, the firm doecs not nave

1994 $ 81,748 any exports.

TI. c. DINARCIAL STAIVS;

The company's authorized capital is 1,290,000. SUSD and
685,000.-3USD of thls eauwount -is paid in.(basod on the
exchange ratec uf 1USD=l}1,000TL)

Theisr total aasetc ore 1,639,000.-SUSD which ig listed
below.

Total Assets 1.639,000 SUSD
Fixed Assets 227,800 $USD
current ASSATS 1,411,200 S$USD

Por additional financial information; "Financial
Assegssment Tables” are attached.

171. PROPOSED PRQJECT:
I11.a. SHORT RUN OBJECTIVE

The {irm would like to work with a2 U.S. partner un a
joint venture basis to co-produce and cu—mumrket their
products. This cooperation will eveatually help them to
increase their domestic wuiket share.

This will be an uyportunity for o U.§. firm to gain
imrediate access to the firm's cxjioting domegtic

channels.

I11.b. LONG RUN ORJECTIVE

Iu the long run, the firm plans to mannfacture
clectrolytic copper with a U.S. company in the form of
a2 joint vonture at an othar Incation called Lileburgaz.
Ao o result of the propnmed project, estimated annusl
production capacity will increase to 30,000 tons.
According tn their business plans, the forecasted sales
and exparta for the new investment are given below;

YEAR SALES DOMESTIC EXPQRT

$ 161,000,000 60% 4UR
S 258,000,000 60% 40%
$ 387,000,000 60% 40%

- P

Elevtrolytlic Coppur Mauuulaclusriog Prajmce page2/4
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In thc long run, the {irm plans to cxzpand and modernizc

© ite facility with the objective of exporting their

products to the nawly emarged markets of the
surronnding ragion.

Sarkuysan and Hes Kablo will be the domestic
competitors for the proposed project but foreign
competition is not anticipated in the near future.

They are planning to acquire a S0%X domestic market
share and export >U% of the products they will
manufacture.

I1X.c. PROJECT [FINANCING

Total project invostment ig ontimated at
16,129,000.-USD compoced of items ag follows;

Land and Buildings. ................ § 1,612,900 TISQ
Machinary and Pquipment............$ 6,451,600 USD
Working Capital.....cccvvnnncnacsacd 6,451,600 USD
Other..............................S 106120900 USD

Total..sieveienncneccnncsacanna--0.516,129,000 USD

The firm plans t¢ finance the project with 40% of
equity, SO% of lopng term Ioans and 10X of short and
medium term loans. The estimated return on investment
is spproximately 30%.

ITI. 2. PROFOSKD CUOPUKATION:

In order to realize this new invesilment, they wish (v
cooperate wilh an U.S. [lxw iu tlhe fuiw of joiant
veutuwie iuncludiog equity participation, eqQuipment
supply and transfer of tcchnology. Thcy expcot cquity,
technology, forcign market accosg, marketing and
cquipmont oupply from the prospective U.S. psrtner.
Thoy are ready to offer 40% share to the prospective
pertner in the new ventura,

In the meantime, they stAate thar aignificiant markat
shara will be the most important aepect of thio projoct
which makes it gn unique opportunity for en U.S. firm
to participate. The firm is ready to contribute their
equity, current technology, their duildings & equipment
and local] marketing experience to the new investment
praject.

- - —— e > — - G WP WS e e g

Electrnlytic Copper Napufacturing Project pagel/4

F-15




APR. -12' 95(WED) 15:05 IESC 203 359 946 TEL:203 359 9461
@S-11-198¢ 17:31 Sa 4 417971 P.B6

PRODUCTION FLOWCHART

WOOD COPPZER ZINC LEAD
SHAVINGS :
- I | ] o
QUALITY CONTROL '
{
INDUCTION MELTING
QUALITY
CONTROL
RESTING (REPOSING)
—— QUALITY -
SRR CONTROL
PULLING 170 O *° 650 NM -
Ej QUALITY
i CONTROL
& CUTTING 1T UP IN
N MEASURED SIZES
" I
K ANNEAL ING(TEMPERING)
| | A
EXTRACTION PRESSING
M T
| CHEMICAL CLEANING
! . 1
!
: ROLLING, STRAIUMTING,
% "| POLISHING, CUTTING 11 UP
. IN MEASURED SIZES
QUALITY
i;l CONTROL
L PACKAGING
: ' QUALITY CONTROL
| &
b EXIT REPORT
! MARKRT TN
I
] ."
‘. Electrolytic Coppcr Manufacturing Project B ;;;;;;;-
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SUMMARY uuww SHEET (Iin USS)

Actusl
1991 1992 1993

CODSSURERS N TP SSRENBAPIB SRS

4,215 9,362 1,106
15.275 2,092 1.738
71.56% 353,893 406,405

2384179 387,806 993,303
652 652 é52

IWAT®  TEIGES 1,303,303

3.33%6 80,505 6.101
S 350371 135,927
145.000 78.904 524.162
6.283 8,080 10,214

RIS LT T66AA
171,251  530.965 726,799

157,369  232.113 198,310
(103.31%) (183.747) (217.014)

Net Fled Assete - 058 TR  IELLES
Invesiments

Tozat Fixed Assets TTRLLOMT TT78.5%6 T18L.E5T

Linbllitics
€ Long Tw;:u oy — — 226,373

Totat Long Team |laba. TS “315.¢ee “SeY_15%
I Tzuity {Net A‘“tﬁ_FﬂM&d’ lggm m‘ i!ﬁ aﬂn




APR. -12' 95(WED) 15:06  IESC 203 359 946 TEL:203 359 9461

09-11-1994 17X 90 4 417911 F.28

1k « 31.000 TL

SUMMARY STATEMENT OF INCOME(USE)

ACTUAL
. 1991 1992 1993

" SEELeRUSEESBPOST PYY 22X Y2

Totat Sates 1.292.487  2.336.600 6,056,427
Domestic Non Gov. Salos

W “ w’. PO

W e~ ] p——— S ERA—

Totak Sotes T355-487  2.336.600 T.058.427
Cost 0f BGoods Sold ) ]

Paw Matealald 1.145,9085 5.434.592

Dirgst labor . 39,947 1%6.028

Depreciation 18,634 48.7638
Othex Dinect Expersesd 94,386 262.719

Totat Cost 0f Goodd Seld T 58,552 B.885.107
Gaoss Income (6.434) 176,320

sazw.sgnmmw
Expensed
Seling 3,940
L 17,202

adminietaotion
Total Indixect Expenscs -m

Openating Income 139,504

F.incncial Expensess 3 122,337
( Interestélenoe Payments)

Other Expensed 82.792

TS at—»

Net Profit Before Tax: 81,100

RN
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Finonclal Assesament - Fi% 1955
Current Assats $309,870 $753, $1,4008,25
Current Liooilities . sﬁ,sls $222,810  $6/6,404
mnd;gsg:isml $17L, 51 $550,955  $725,799
| e FE 2= wo
i Sales. e 1, fgj? ‘&,,’?g'g 5 ossﬁg
@Pr&'??t"lmmn% $53.12G #7019 $130,504
|
i
: Debt Utilization (%) 0 B 145
Efficiency izg 0 % %
Profit in K %
Current Racio 2 3 2
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Company: QUESERIA HELVETICA

’

1) Products: 15,000 liters of packaged milk, 37,000 liters of cheese

summer increase: 2,100 liters of carmelized miik soread (dulce de
leche), 1,000 liters for yogurt (daily production), 20,000 kilograms of low
grade cheese (fundido), 20,000 kilograms of grated cheese, 20,000 liters

of fruit juice (monthly).

2) The majority is packaged manually and the rest in an automatic form.

3) Cheeses in molds of 6, 3, and 1 kilograms, in pieces, low grade cheese
(fundido) in bars of 54 and 1.5 kilograms, 400 grams, and 200 grams,
grated: in packages of 1 kilogram, 1/4 kilogram , 80 and 40 grams.

4) The sales of our products, within the country.is carried out by 25

distributors in Montevideo and 30 in the interior.

As well, we sell

directly to the principal supermarkets and pastry shops in the country.

Exports: 1990 1991

Germany 134,188 (09.18%) 192,803 (12.2%)
Argentina 140,000 (08.86)
Brazil 848,288 (58.04) 1,146,206 (72.55)
Mexico 448,048 (30.66) 67,551 (04.28)
Sweden 5,118 (00.35) 2,796 (00.18)
USA. 25,937 (01.77) 30,610 (01.94)
Venezuela

total 1,461,569 1,579,966

1992

640,323 (35.53)
323,325 (18.49)
542,469 (30.10)

35,100 (01.95)
251,087 (13.93)

1,802,304

5) In the intemal market, we compete with CONAPROLE, LACTERIA,
CLALDY, INLACSA. In the external market our principal compatitor is the
European Common Market that sells their products with large subsidies

from the State.

6) The registered brands of our firm are MILKY, MILYMIL, TREBOL, KIRY,

and HELVETICA.
a) Advertising? Yes.

F-20




7) Reputation? For quality and service.

8) In the states of Soriano, and Colonia in the Southwaest of the country.

8) Production: Actually, 70,000 liters daily. In the summer months we
receive 100,000 liters daily and in winter it falls to 60.00U.
100% from private farmers

10) liters of production: 1991 18,000,000
1892 22,000,000
1993 26,000,000

11) Quality? Yes, it is good.

12) .Supply? Yes we have our own trucks and contract out, as well.
13) Variation? Yes, see question #9,

14) Surplus? Yes, in the summer months.

15) Adequate equipment? Yes, it is adequate.

16) Yes, bettor control of production and of stock, increase in
productivity and production to decrease the impact of fixed costs. The
incorporation of automatic packaging equipment for certain products.

17) We reprocess if it is in good condition, if the condition does not
permit, it is destined to a pig raising facility, the stakeholders of which,

also pertain to the company.
a) Yes, when the product permits to be processed, otherwise it is

very limited.

18) Adequate sewage system? Yes,
is sewage treated? Yes.

19) Enough people? Yes.

20) The Cardona plant has 2 shifts, one from 4 am til 12pm and the other
from 12pm til 8 pm. In Montevideo they work from 7am til 11 am and 1pm

tii S5pm.
a) The total of salaries paid by Queseria Helvetica in the fiscal year

1991/1992, including social security rose to $1,832,000. The cost of

F-21




labor per liter, at the Cardona plant, where they work with fresh milk,
rose to 0.043 cents.

21) Mgt staff sufficient? It is normal.

22) The plant has 2 laboratories, one for physical analysis of chemicals
and the other to analyze micro organisms, the labs have the necessary
equipment to do quality control tests of the product.

23) Healthy cows? Yes.

24) We accept bad milk, but pay much less and it is given to the pig farm
owned by the stockholders of the company.

25) Work everyday except Sundays, when the only task is to receive the
milk and store it.

26) Adequate refrigeration? Yes.

27) Consumption increasing? In this season, yes, but the annua! tendericy
shows a sustained and significant increase.

25) Price paid per liter of milk? $0.12 industrial
$0.20 consumer
29) Sale price? supermarkets: $0.33
distributors: $0.30

30) Problems with farmers? No.

31) Every four months the price of consumer milk is changed. Industrial
milk changes less frequently and generally a result of requests by the
producers.

32) Profitable by-products? Yogurt and dulce de leche (carmelized milk
spread).

33) see attachment

34) see attachment

35) Change the machinery that receives the milk to permit a larger
volume, decrease personnel and increases worker speed and obtain a




higher quality product. Build a large storeroom with humidity control, and
temperature to store merchandise to be sold at the best price availabls.
Study the market for possibilities to place fresh products, like flavored
milk, if | assume the spare stock is going to be used and endorse the

production with good advertising.
36) Owners: Enrique and Federiio Wail

37) It is not if | had the freedom, but the nacessary economic means, |
would request a market study for possibilities to sall in time, to the
neighboring countries, cream cheese and other types of best products.

38) The quality of our products, permanencs in the market and our brand
names.

39) Waeaknesses: working capital, the size of our building, the
competition from the subsidized European Common Market.

40) We have already arranged much with Brazil, like in Argentina, with
distributors in the supermarkets to place our fine of products, not only the
products that arrive without our brand name, but those that amive

packaged.

41) With greater financial support, the business can be equipped with the
necessary storage facilities to make cheeses not for immediate sale, and
maintain them as determined by need and sold at the most convenient

economic moment.

F~-23
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Memory Computacion

Memory Computacion SRL

Br. Artigas 1352 :

Montevideo, Uruguay
phone: (598 2) 79 9555
fax: (5982) 7739 05

Director:

Roni Lieberman (Mr. Lieberman is also President of the Software Chamber
in Uruguay, which has 80 members representing 90%
of the market)

Business Description

Although the legal starting date of the business is 1989, Memory Computacion
began its activities in 1985 and today has very strong brand recognition and over
3,000 clients in Uruguay. Memory Computacion is one of the most sucoessful
producers of standard management software in Uruguay and has sold more than
1,500 copies of its most successful program, “Contabilidad Central” or central

accounting,.

The firm has gained tremendous popularity in Uruguay with its exceptionally
high level of training and support. The accounting programs in the universities
and technical schools all employ its accounting software, which has led to a
virtual monopoly within the accounting profession.

Current Staff:
4 management
4 administration/secretarial
6 salesperson
8 analysts, engineers
12 support parsonnel
34 current staff

Financial Background
Sales for 1993 were $900,000.
(NOTE: All $ figures in this report signify US$)
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Banking references indlude Banco de Boston, Casa Central and Casa Bancaria
Leumi.

Office and Equipment

Two houses have been rented and converted into office space. The main office
has 3 floors and 500 square meters and the second, located next door, has 100
square meters of space available. Machines include: :

- Novell 3.11 network of 20 microcomputers (ACER and clones)
- the development equipment is all 486, 386 and 286

Technical Background

Operating System:

- DOS
- Novell network

Programming languages include Turbo Pascal and FoxPro.

The programming staff has an average of 8 years experience and the staff level of
technical expertise is considered by management to be a "4.5" on ascale of 1 to0 5.

Staff wages ranges between $600 to $2,000 per month.

Product Information

Memory Computacion's principal products are stand alone management and
accounting software programs. The products are easy to use and modify, and
have quick response time and good graphics capabilities. They are PC and PC
network based. The software is divided into distinct modules oriented to

automate a specific administrative job, induding:

- invoicing
- inventory

- accounts payable/accounts receivable
- accounting

- personnel/payroll

Each module can function independently or can interact with the entire system of
modules. This permits the client to select the jobs that he/she is interested in
having automated.

% TOTAL PARGE.P19 #¥x




Banking references include Banco de Boston, Casa Central and Casa Bancaria
Leumi.

Office and Equipment

Two houses have been rented and converted into office space. The main office
has 3 floors and 500 square meters and the second, located next door, haleO |

square meters of space available. Machines indude:

- Novell 3.11 network of 20 microcomputers (ACER and clones)
- the development equipment is all 486, 386 and 286

Technical Background

Operating System:

-DOS
- Novell network

Programuming languages include Turbo Pascal and FoxPro.

The programuming staff has an average of 8 years experience and the staff level of

technical expertise is considered by management tobea "4.5" on ascaleof 1t0 5.
Staff wages ranges between $600 to $2,000 per month.

Product Information

Memory Computacion's principal products are stand alone management and
accounting software programs. The products are easy to use and modify, and

have quick response time and good graphics capabilities. They are PC and PC
network based. The software is divided into distinct modules oriented to

automate a specific administrative job, including:

- invoidng

- inventory

- accounts payable/accounts receivable
- acoounting

- personnel/payroll

Each module can function independently or can interact with the entire system of
modules. This permits the client to select the jobs that he/she is interested in

having automated.




Their next generation of softwase will be DOS and Windows versions. The DOS

beta version, which has network capability, is scheduled to be released in
September 1994. No spedfic plans have been set for the Windows versions.

Product Distribution and Support

Memory Computadion sells directly to the customer as well as through a network
of distributors. In Montevideo, the software firm has approximately 10 major -
distributors and various resellers. In the rest of Uruguay, they have established
distributors in the major cities. Price discounts for the distributors range
between 15% and 30%. These distributors rely on the support of Memory
Computacion for sales and post-sales assistance.

Training is included in the price of the program, as is all follow-up support and
servicing. They have telephone "hot-line" support and recently introduced
modem support. Memory Computacion owns a small house two blocks from its
headquarters which serves as its training certer or classroom.

Marketing and Market Position

Memoary Computacion primarily serves small- and medium-size businesses and
accounting professionals in Uruguay. Sales are conducted via telemarketing,
direct door-to-door, discounts offered to various business association members,

and through advertising in the country's leading newspapers.

The firm has an estimated 75% market share among public accountants, which is
further strengthened by the use of Memory Computacion software in the
university and technical school accounting classes.

Price Structure

Average price per module is $400 to $500, or $2,000 for the entire package. This
price includes training, service and support.

Long-Term Plans and Goals

Having acquired a substantial market share in Uruguay, Memory Computacion
believes they are now ready to expand through partnerships in Argentina
and/or Brazil. Management stated that plans for the future were being
forestalled until the development of the DOS versions of the software.




Memory Computacion programs are written in Pascal and need to be rewritten
to allow multiple users through PC networks. Therefore, the programs are now
being redesigned and rewritten in Foxpro to run on DOS.

Opportunities Available to 2 U.S. Partner/Investor

While the software cwrently available through Memory Computacion may not
be cutting edge by U.S. market standards, this firm nevertheless has a client base
of more than 3,000 in Uruguay. A partnership with this firm to upgrade their
clients’ capacity is highly possible. Memory Computacion may also offer
attractive opportunities for U.S. firms interested in selling complementary
products through that firms distribution channels.




IdeaSoft Uruguay S.R.L

Ideasoft Uruguay S.R L.

Gabriel Pereira 2941

Montevideo, Uruguay
phone: (5982) 792590
fax: (5982) 7928 05

Directors:

Alfredo Amaya
Enrique Tucd

Business Description

Founded in 1987, IdeaSoft focused primarily on the market in Argentina through
a distributorship with InterSoft, a software house in Argentina with over $6
million in annual sales. On April 1, 1994, Ideasoft merged with Intersoft and its
two directors became partners of Intersoft. The newly formed business is very
busy reorganizing and setting up a major export operation in Montevideo's tax-
free zone.

IdeaSoft supports the Open-Systems philosophy and is opposed to proprietary
technologies. The firms' basic objectives are:

- high tech software generation, implemented in C language, to make
possible the development of applications consuming lower programming
effort, as well as maximizing performance level for the user;

- steady growth of the company as a vendor of services, not only of
products, in order to achieve a high percentage of customer satisfaction,
thus meeting the goal of deep and wide penetration of the market; and

- the production of software in accordance with industry standards,
providing portability and compatibility with other software and
databases, thereby allowing the client/user a high level of independence
and a safe investment.

S employees
10
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2 directors

2 administration/secretarial
1 salesperson

14 analysts/engineers

19 current staff

TdeaSoft provides continuous training opportunities to all of their technical staff
to keep their level of expertise on the cutting edge.

Financial Background

Sales Sales Sales
Year Foreigh = Domestic Jotal Profit
$20,000 $60,000 $80,000
$70,000 $140,000  $210,000
$190,000 $240,000  $430,000

(NOTE: All § figures in this report denote US$)

Bank references include Banco Comerdal - Cuentas Corrientes and Cajas de
Ahorro.

Office and Equipment

A modest house is rented to serve as an office with approximately 200 square
meters of floor space. However, as stated previously, the firm is moving a
substantial part of its operations to a tax-free zone in Montevideo. Machines

include:

-5-486

-3-386

-1 -~RS 6000 220

- PC + terminals ASCCI - n

Technical Background

IdeaSoft works almost exclusively with POSIX open systems and utilizes
Windows in some cases for front end applications in UNIX machines. Some of
the operating systems within the offices computers include UNIX Interactive,
UNIX SCO, UNIX ESIX, and AIX (RS 6000).

Programming languages include C and C++.




The programmers have an average of 2 years experience, while the average for
the engineers is 5 years. The programmers and engineers level of technical
expertise is considered by management to be "4 and 5" respectively on a scale of
1to5.

Product Information

OpenCalc — an electronic calculus form based on UNIX capabilities with several
database environments. Functionally compatible with Lotus 1-2-3, multi-user
capability, and available in English and Spanish. Database queries and reports
performed according to the SQL standard. The program can also access Ideafix.,

AXIS - an MRP production systems software that provides continual production
process control.

AURUS - an administrative management software system integrating the
applications of accounting, bank transactions, accounts recejvable and payable,
cash-flow and all necessary reparts into one program with a central database.
Optional modules are budget, treasury and tax handling — each having an
auxiliary database, interactive interfaces and specific queries and reports for each
sector involved.

DENARIUS - a payroll systems software, including personnel administration
facilities, that allows for simple and efficent handling of complex trade-union
agreements or special remuneration.

IdeaSoft also rells InterSoft's IDEAFIX — a set of utilities and programming tools
that provide an integrated, fourth generation software development
environment. Includes a relational database administrator with high
performance transactional capacity and SQL facility. Applications are available
for equipment running on UNIX, MS-DOS and local network systems. It also
runs on PCs, workstations, minicomputess and mainframes.

Together with Intersoft, the firm is now trying to market a software product for
local governments in Brazil. Other products indude Virtual Fon, a Unix based
voice recognition software.

Distribution and Customer Support

As Ideasoft's major market has been in Argentina, Intersoft has customized,
installed and provided field support for AXIS, AURUS and DENARIUS in that
country. This servicing arrangement has been relatively easy given Intersoft's

capabilities in production systems and their IDEAFIX database.




Newtec in Brazil is selling OpenCalc, yet neither exclusively nor with any large
degree of success.

The firm recently began negotiations with System Six of Detroit to implement
Ideafix and OpenCalc in their real-time operating system, UNIX upgrading
system.

Marketing and Market Position

Ideasoft currently has 40 clients in Uruguay and some 500 in Argentina. Total
installations are 900.

Aurus dients include the Argentine Air Force, Telecom and Mobicom.

Together with Intersoft, Ideasoft is in final negotiations of a sale with MasterCard
in the US.

Competitors in Argentina indude ATG, Oradle, Informix, and Digital,

Pricing Structure
Ideasoft recognizes that their prices are higher than their Uruguayan
competitors, yet they claim quality sells.

Full installation price for AURUS and AXIS in Uruguay is between $20,000 and
$40,000, with approximately $10,000 more for customization. Licenses cost
double in Argentina.

Support and service charges are as follows:

Argentina Uruguay
Support $50/hr $25/hr
Consulting  $100/hr $40/hr

Long-Term Plans and Goals

The April 1 merger of IdeaSoft and InterSoft entails an ambitious plan for market
expansion. Operations in Montevideo will hire 40 more people in 1994 and
establish a subsidiary corporation in Montevideo's tax-free zone. Operations in
the tax-free zone will bring a substantial reduction in cost through lower
communication costs (teleport fadlities provide up to 50% lower prices than
through ANTEL, the government-run telephone company) and zero taxes. The




group also plans to invest some $200,000 in printing and packaging equipment to
reduce packaging costs by some 50%.

In terms of product development, Fuzzy Logic is being applied to the MRP
systems.

The new business will aggressively try to penetrate the Brazilian market this year
through an assodiation with one of several firms that management is now
evaluating, The same proocess is underway with firms in Venezuela. A sales -

effort is also planned for Bolivia in May. .

The Ideasoft/Intersoft team sees a large window of opportunity with the
consulting firms of Arthur Anderson, Price Waterhouse and Touche Ross.
Apparently these systems integration firms are now lacking software and their
maz "ket position is weak. These firms could serve as major distributors or more.
Price Waterhouse already serves as a distributor for Ideasoft in Uruguay.

IdeaSoft is currently in contact with a U.S. software firm named System Six,
which has their own UNIX system and are negotiating to install IdeaSoft's
financial spreadsheet and database software, as part of their operating system.

Opportunities Available to a U.S. Partner/Investor

The IdeaSoft/InterSoft partnership is well positioned in the Southern Cone and
operations inside the tax-free zone will serve as a strong export platform for
improving its market share. The group is very ambitious and now looking for
more distributors of its software in Latin America.
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PROJECE ¢ AEROMECANICA INDUSTRIAT. ATR FILTERS

Market Opportunity

There is & Lerket opportunity in Argentina for e US manufacturer of
eloctrostatic air filters for industrial use [(Waste disposall.

An Argentine company with 40 yeasrs in the market of air
purification wants to associete with a US firm that provides the
sophistinated "core®™ of electrostatic aix filters and the know-how
to assemble them with the necessary metal components.

The recent emphasis in Argentina on cufurcerent of existing
environment al regulations regarding air emisgiuns to the atmosphere
brings a market opportunity for manuiscturors/installers of large.
sophisticated ajr filters for use in industriul plants.

Many industrial plants are now heavily Ifined Ly ecavironmental
agencico if they are fournd to release air pollutanis beyond legal
limits. Thic croates the nsad fer sophisticated eluctrostatic
fiiters. Co¢ far, theesa filters are almost unknown in Argentina
whers "mechanio® f£ilters prevail.

Eiectrostatic £ilters render pure air by electrically charging
particles that are then captured by surfaces wWith an upposite
charge.

These fillers are made up of two parts. A “"gore unit" [electronic
and electris] and a metal "gurronnding”™ part.

Aeromecanica bulieves that the "core unit" is fairly standardized.
The U.5. partour mnust c¢ither export this "core unit”™ to
Aesromecanica or Lransfexr the nscessar? tachnology for Aeromecanica.

With regarc to the “suriounding" part, Aercmaecanica feels that they
are capabic of muking it themgelves. FRach industrial filter is a
project that demundc adjusting the inatallation of the filter to
the peculiar needs o€ each cite aud the type of particles to be
captured.

A typical project would handle ¢ filter aymt.am that measures 7 X b
X 24 meters, handling 60,000 cubic metara/hour and working at a
temperature of 200 Qugrees calsius. :

Aeromecanica mgnufaciures ond installs mechanic air filters tor
industrial twecilitles. -t was founded in 1948 ye¢ars ago, employees
30 people iacludiny 3 cngineors and 2 technicians. Annual sales
amount tc &pprox UBD 1 willion per year.

— —




Critical Issues

1s their &ny U.E. mekers of elsctrostatic air tilters for
industrial use intercsocted in:

a. Providing technoloyy to an Argartineg JV partner.

b. Sell, on an excvlusive bacis, "core units” to their JV partner.
c. Help th&¢ Argentins partner put their act in order in regard to
the “surrounding” parte needed to nake this filtering system work.
d. Financ:ially suppwurt this venture by participsting to some
extend in the stock holdings of the neuw JV partnership.

The U.6. partner would Get in return a inside tract to a developiug
piece of arn interesting market. Azrcmecanics 18 open to consider
different types of arrangementa that cculd nrave to he mutually

beneficial.

BEST AVAILABLE COPY
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ANNEX G
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November 8, 19393

Mr. Donald Rooyakkers

Vice President - Intemational
QUEST INTERNATIONAL, INC.
400 intemational Drive

Mount Olive, NJ 07828

Dear Mr. Rooyakkers:

As you know, Argentina's economic growth is @xplosive. GDP is growing
over 6% annually, and is axpectsd to continue well into the decade. A large
and growing middie ciass and the highest per capita GDP in all of Latin
America present a lucrative investment climate. Personal care products is 8
leading growth sector, creating a tremandous demand for related fine
chemicals.

With the above in mind, I'd fike to introduce you to an Argentine manufacturer
of benzyl chioride, benzyl slcohol, acelate and salicylate, 8s woll as other
derivatives. The company is ths sole producer of benzyl chioride within the
Mercosur market, which will soon be closed to imports of this nature.
Possessing state-of-the-art manufacturing facilities and a progressive
management team, it seeks a U.S. partner to better take advantage of the
Southem Cone markets. The partnership envisioned is a joint venture,
although the actual structure of the relationship is open to discussion.

This is an excellent opportunity to secure a strong position in the Mercosur. |
will call you shortly to discuss the details of this opportunity, as well as the
activities of our not-for-profit organization. Thank you.

Sincerely,

ivan M. Peill
Project Officer, Argentina

o | . | W
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November 30, 1994

Shaun Kuhn

Marketing Manager

SourceMate Information Systems, Inc.
20 Sunnyside Ave

Mill Valley, CA 94941

Dear Mr. Kuhn:

I enjoyed speaking with you on the phone today regarding the
International Executive Service Corps Fast Track program in
Uruguay. This program, which-operates under a grant from
USAID, seeks to assist U.S. companies in establishing
cocperative ventures with Uruguayan software companies. The
marketing focus is regional distribution of products fronm
Uruguay to the rest of the Mercosur region, which also
includes Argentina, Brazil and Paraguay.

IESC sent Volunteer Executive, Bob Bartizal to Uruguay,
Brazil and Argentina for one month to meet with software
companies and distributors to determine appropriate channels
of distribution within Brazil and Argentina and to analyze
the Uruguayan software conpanies. We are not at the point
where we are sending profiles of the Uruguayan companies to
U.S. companies that are interested in exploring the
possibility of a cooperative venture. I am sending two
Uruguayan company profiles, Memory Computacion and IdeaSoft,
to you to determine if you are interested in discussing
opportunities directly with the Uruguayan firms. If so, ve
can assist with establishing direct communication with these
companies. Please note that there is no fee for
participation in this program.

Thanks so much. I will call you soon.

Sincerely,

Vs
Project Officer

Uruguay




Janmuary 6, 1995 MA,’T(}‘(""'

Mr. '
Chairzan
TurLseh.. . Company
Oorganize Sanayi Bolgesi 3 cd
Eskisehir, Turkey

Dear Mr. Beslar:

Mr. Sam Tioknor, Project Officer of International Executive Service
Corps raferrad company’s infermation to me. JFrom reviewving
your product 1 it seems that ocur companies share the same
confoctionary background and a common objective to explore a Joint-
venturing in the area of expanding intsrnationsl sales.

I an Pederal BExpressing directly to your office:
o Background information adout our company.
o Catalogues of our product lina.

As a matter of further interest, our company is now in the final
negotiations of a Joint Venture with a large manufacturer in
Argentina ($700 Million) who produces chocolats, candy, amd wvater
products. We are also in the middle of (wveloping a Joint Venture
with a large checcolate manufacturer in Lurope. The above means
that va can also bring with us production kmowehow, technology,
sanagerial assistance, and equally important, sarkat access to the
U.5.A., nost of the Amaricas, Burope, and also the Far Bast.

AsS a personal note of interast, in 1963 to 1967, my family and I
lived in Turkey, Izmir and Yalova, wrile wvorking with the U.S.
Corps of Engineers. We carry with us only fond memories of the
pecple, culture, anl the beautiful country you have.

The International Sweet Messe (ISM) in Koln, Germany takes place
very shortly -- January 28 to February 2. I will definitely visit
the show and will atay at the Excelsior Hotel in Koln. If you also
plan to vigit the shovw it will give us an opportunity to meet and
further exchange ideas about a mutual cooperation. Please advise
if you plan to attend the ISM.

Meanwhile, if you would like any additional information please do
not hesitate to ask.

Sincerely yours, /
. (4
President

¢ct Mr. Sam T or

6110 EXECUTIVE BLVD.  SUITE 1080 « ROCKVILLE, MARYLAND 20852

PHONE (301) 881-9340 ¢ FAX NO.(301) 8810826 ¢ TELEX NOQ. 592820
T1:.T  SE6T-93-Ngf

Sot—

7 o\

Uziel Frydman




November 30, 1993

Mr. Greg Mankevich

OMA

6055A Arlington Boulevard
Falls Church, VA 22044

Dear Mr. Mankevich:

I've bean referred to you by Dr. B.J. Shannon who, as you krow, is a
volunteer with our organization.

Briefly, I'm writing en behalf of an established Argentine firm which
manufactures and distributes ophthalmic lenses and related eye-care
products, As one of Argentina's leading suppliers to the retail eye-care
industry, the company plans to expand into the bifocal lens market which is
estimated at 84,000 pairs per year or $4.2 million. With this in mind, it seeks
a U.S. partner to better take advantage of the market. They envision a joint
venture, although the actual structure of the relationship is open to
discussion; the venture will primarily require investments in new lens making
equipment. The company offers its prestige in the Argentine eye-care
market, its local market savvy and advanced manufacturing capabilities.

This is an excsllent opportunity for an OMA member company to enter a new
and growing market. I've enclosed some background information on our
not-for-profit organization, and will call you shortly to discuss the details of
this opportunity. Thank you.

Sincerely,

ivan M. Pelll
Project Officer, Argentina

Enc.




August 18, 1993

|
Mr. Peter Bauman "
Licensing Department «
MAYTAG INTERNATIONAL
8700 Waest Brynmawr
Chicago, IL 60631

Dear Mr. Bauman:

I've been referred to you by Peter Hughes who suggested that | contact you regarding
an Argentine appliance manufacturer we represent.

A privately-held concem, the company sells its washers, dryers and small appliances
throughout South America under its own brand name, as wall as through
Phillips-Whirlpool. it is also a high quality OEM component supplier with exports
throughout Latin America, Africa and the Middle East. They have strong brand identity,
extensive distribution channels, a progressive management team and advanced
manufacturing capabilities, annual sales are approximataly $60 million.

The firm seeks a partner to laveraga it position in a rapidly growing domestic market,
as well as overseas markets. Given the quality of their products and market access, we
belisve this is an excellent opportunity for a U.S. appliance company to expand in
South America.

I've enclosed some background information an aur not-for-profit organization, and will
call you shortly to discuss the details of this opportunity. Thank you.

Sincersly,

jvan M. Peill -
Project Officer, Argentina
Trade & Investment Services

Enc.




June 10, 1993

Mr. Angelo Mastrangelo
President

ADIRONDACK BEVERAGE
701 Corporation Park
Scotia, NY 12302

Dear Mr. Mastrangelo:

I've been referrad to you by James Cook, formearly with Shasta, conceming an
Argentine firm which seeks a U.S. partner to take advantage of the explosive growth in
Argentina's $753 million soft drink market. In 1992 alone, demand for carbonated
beveragas there rose 26%. Overall, Argentina's economy is growing at a rate in
excess of 6% annually, and is expected to continue this pace well into the decade.

The aforementioned company, a juice bottler with brand identity and established
distribution channels, is targeting a fruit-flavored soft drink niche, planning to initially
capture 1% of the overall market. The U.S.-Argentine relationship envisioned is that of
a joint venture, requiring investments in facilities, equipment and additional working
capital.

Separately, I've enciosed some background information on our not-for-profit
organization.

| will call you shortly to discuss the details of this opportunity. Thank you.

Sincerely,

lvan M. Peill
Project Officer, Argentina
Trade & Investment Services
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IESC/BDS ARGENTINA PROGRAM
MONTHLY SITUATION ANALYSIS
NOVEMBER, 1994

Cooperative A: ~zement No.: PDC-0013-A-008-160-00
Length of Agreement: Twelve months (9/1/93-8/30/94)

Funding - Touai: $ 241,150
- Current Year: 130,788

U.S. Project Officer:
'S Program Manager
Senior BDS Officer:
BDS Officer

INTRODUCTION:

Ivan M. Peill
Jay V. Pau
Sam Summers
Ricardo Bisso

The Business Development Services (BDS) Argentina program is a cooperative effort between
the International Executive Service Corps (IESC) and USAID. Its purpose is to assist small and
medium sized Argentine companies through the assistance of U.S. companies by developing
business relationships between U.S. and Argentine companies. Such relationships can initially
encompass distribution, licensing, franchising or technology transfer agreements, and may
ultimately lead to joint or coventures. This program will mutually benefit U.S. and Argentine
firms, and will not result in the "export" of U.S. jobs or the relocation of U.S. facilities to

Argentina.

In conjunction with representative business organizations in the Provinces of Santa Fe, Cordoba
and Mendoza, small and medium sized Argentine companies are contacted by Ricardo Bisso, an
AID BDS Officer based in Buenos Aires. Sam Summers, a contracted Senior BDS Officer also
based in Buenos Aires, oversees and facilitates Mr. Bisso's activities. In turn, IESC/BDS contacts
the U.S. companies on behalf of the Argentine companies utilizing its network of industry specific
volunteer executives (VE's). These executives will also be used to facilitate business development
assistance by providing guidance, planning, and management support. When applicable, volunteer
executives will be used to provide technical assistance to Argentine companies or newly

established ventures.

Capitalizing on the industry expertise and networks of its VE's and that of its in-country BDS
officers, as well as the resources provided by the Provincial Business Groups (PBG's), IESC can
efficiently and rapidly effect joint and co-ventures between U.S. and Argentine firms; again, to the
. mutual benefit of companies in both countries. The most obvious benefit to U.S. firms is access

"+ - - to- Argentina arid the MERCOSUR trading-area Argentine firms can benefit fomU:S. © ™= . -;

technology and management expertise.

In addition to VE networking efforts, IESC will promote the program utilizing an array of
marketing methods such as telemarketing, trade show attendance, informational seminars, public




media relations and company visits. Furthermore, it will develop and distribute promotional
material.

Finally, IESC will analyze Argentine company profiles and U.S. company applications. Other
functions will include facilitating communications, and performing various administrative and

reporting functions.

PROGRAM PROMOTIONS

In addition to its usual outreach activities, BDS Buenos Aires met with the Camara de
Exportadores de la Republica Argentina. BDS emphasized that a long-term relationship with
U.S. firms could greatly enhance their member firms' abilities to enter markets such as Mercosur,
Europe and Asia. The chamber will include BDS information in its bulletin.

BDS Buenos Aires is continuing to interview companies which have applied for the upcoming
environmental secior surveys. In addition to this, BDS provides selected companies with
assistance in preparing for the survey. They are also considering including Mendoza companies in
the survey as the Mendoza Province has more advanced environmental regulations.

Lastly, BDS met with the Camara de Comercio and the American Chamber to introduce them to
the BDS program, as well arrange a December meeting for Ed Wise of AID, and Harvey
Wallender of BDS Stamford. BDS Buenos Aires also scheduled meetings with ten Argentine

clients for Ivan Peill's upcoming December visit.

One new project was received this month. La Saltena wishes to improve and expand its
dough-based product lines through an alliance with a US company.

COMPANIES SERVED

During the month of September, the BDS program served twenty Argentine companies and six
U.S. companies.

Agrometal (Agricultural Equipment)

The proposed December meeting with Great Plains Manufacturing was canceled. Agrometal has
invited GPM to jointly exhibit again at the Venado Tuerto trade show this year.

Alianza (Natural Gas Conversion Equipment and Automotive Test Equipment)

IMPCO is scheduled to visit Alianza early next year, Separately, Actron will visit Alianza in
January as scheduled.




Ambiental (Environmental Services)

BDS Stamford has begun developing a list of U.S. environmental services companies in order to
begin U.S. outreach. It has also requested the assistance of environmental VEs.

Chiuchich (Bicycle Spokes & Nipples)

Chiuchich has requested pricing information on EDO Sports' spoke technology. They have also
expressed interest in Union Frondenberg's bicycle accessory products. Accordingly, information
is being forwarded to Argentina.

ETMA (Automotive Parts)

ETMA met with Alloy Industries on November 1st at an automotive trade show in Las Vegas.
They were not able to reach an agreement on an alliance. In conjunction with VE Bohn, BD3
Stamford has contacted all U.S. universal and cv joint manufacturers on ETMA's behalf.

Far Plast (Agricultural Plastics)

U.S. outreach is being conducted by SBFA.

Gantos (Socks)

In addition to Auburn, Buster Brown Hosiery has expressed interest in Gantos. BDS Stamford
met with its Director of International Marketing on November 22 at Buster Brown's offices in
New York. A conference call will be arranged with Gantos in December.

Giacomelli (Auiomotive Parts)

Longwood has postponed its trip to Argentina until early next year.

GMP Farma (Pharmaceuticals)

-~ Eli Lilly has decided niot to work with GMP Farma. . As such, BDS wilt conduct a second round
of U.S. outreach. ' ' ' o

Hersa (Building Systems)




Hersa has been dropped from the program.

Inelco (Optical Sensors)

U.S. outreach is being conducted by SBFA.

Industrias Walter (Agricultural Equipment)

Walter has been dropped from the program. In conjunction with VE DeMaine, BDS Stamford
contacted all U.S. based hay tool manufacturers on behalf of Walter.

Intpor (Swine Breeding)

Intpor is tentatively scheduled to meet with Dekalb in December.

Pulenta (Beverages)

Pulenta has been dropped from the program.

Quinsa (Fragrance Chemicals)

Quest s still evaluating the Quinsa operation. A decision is expected by year-end.

Schiarre (Agricultural Equipm:nt)

Schiarre has expressed interest in Fleischer Manufacturing's Buffalo equipment line. Accordingly,
BDS Stamford will contact Fleischer to discuss a possible licensing arrangement.

Tapebicua (Timber)

Tapebicua is waiting to hear from Stone Container’s lumber division as to whether they are
interested in pursuing an alliance.

- . . i . . . .
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Zanello (Agricultural Equipment)

The proposed visit by Funk Manufacturing has been postponed until Funk receives approval from
its parent company, John Deere. A question has arisen concerning a potential conflict of interest.




STRONG PROSPECTS:

The Agrometal, Alianza, and Quinsa projects have strong potential,

VOLUNTEER EXECUTIVE PARTICIPATION:

There was no VE participation for the month of November. To date, telephone consultations |
have been conducted with a total of one hundred and twenty two VEs, in addition to the
completion of three sector surveys. :

CUMULATIVE RESULTS:

42 projects received from Argentina for U.S. joint venture partner searches.
14 sector survey projects received from Argentina

- 134 U.S. companies served.

15 meetings between U.S. and Argentine companies

11 P.O. meetings with U.S. companies

3 meetings with U.S. business organizations .
4 meetings with U.S. government entities =
4 meetings with Argentine government entities )
513 Argentine companies served

1 meeting with U.S. business magazine

10 meetings/seminars with Argentine Provincial Business Groups
Press coverage by 9 Argentine media groups

4 articles in association publications

3 trade shows attended




IESC/BDS ARGENTINA PROGRAM
VOLUNTEER EXECUTIVE ACTIVITY LOG

NOVEMBER, 1994
DATE NAME INDUSTRY ACTIVITY DAYS
4/93 W Appel Appliances CON 5
4/93 G. Buhrow Appliances CON .5
4/93 W. Hamilton Appliances CON 5
4/93 P. Hughes Appliances CON 5
4/93 R. Johnson Appliances CON 5
4/93 T. Kay Appliances CON .5
4/93 C. Purcell Appliances CON .5
4/93 J. Ready Appliances CON .5
4/93 A. Rorbaugh Appliances CON 5
4/93 J. Savage Appliances CON .5
4/93 A. Stemn Appliances CON .5
4/93 P. Van Orden Appliances CON 5
4/93 C. Vondran Appliances CON .5
4/93 F. Christian Mortuary CON 5
4/93 S. Damon Mortuary CON .S
4/93 R. Salzer Mortuary CON .5
4/93 R. Vik Mortuary CON 5
4/93 B. Whitaker Mortuary CON 5
5/93 M. Coady Serum CON .5
5/93 K. Cowan Serum CON .5
5/93 W. Downs Serum CON 5
5/93 H. Kusher Serum CON S
5/93 C. Philipp Serum CON .5
5/93 A. Zodda Serum CON .5
5/93 D. Ininns Soft Drinks CON S
5/93 H. Leppert Soft Drinks CON .5
5/93 R. Rickert Soft Drinks CON 5
5/93 G. Smith Soft Drirks CON .S
5/93 R. Buckingham Soft Drinks CON 5
* 2+..5/93 ".:. ...D.Chamberlain. .*-., Soft Drinks .- CON.-. . o 2.8
T 5093 R. Countryman ‘-~  Soft Drinks CON"- =~ s
5/93 W. Fowle Soft Drinks CON .5
5/93 A. Gerry Soft Drinks CON .5
5/93 H. Hall Soft Drinks CON 5
5/93 C. Huggins Soft Drinks CON 5




5/93 J. Cook Soft Drinks CON S
5/93 R. Estabrooks Soft Drinks CON S
5/93 L. Fusco Soft Drinks CON 5
5/93 J. Saldarini Soft Drinks CON 5
5/93 F. Schiller Soft Drinks CON .5
6/93 D. Agresta Auto Parts CON S5
6/93 R. Arbizzani Auto Parts CON S
6/93 A. Feinburg Auto Parts CON 5
7/93 D. Cavalier Appliances CON .5
7/93 R Clark Appliances CON .5
7193 D Huch Appliances CON 5
7193 P. Hughs Appliances CON .5
7193 T. Kay Appliances CON .5
7/93 K. Kilderry Appliances CON .5
7/93 R. Mills Appliances CON 5
7/93 A. Motz Appliances CON .5
7/93 H. Prost Appliances CON .5
7/93 E. Pugh Appliances CON .5
7/93 C. Cameron Appliances CON .5
7/93 W. Shane Appliances CON .5
7/93 A. Stemn Appliances CON .5
7/93 R. Weser Appliances CON .S
7/93 J. Savage Appliances CON .5
7/93 R. Antoine Food CON S
7/93 W. Clark Food CON .5
7/93 K. Crocker Food CON 5
7/93 E. Engel Food CON .5
7/93 D. Furbee Food CON 5
7/93 W. Higby Food CON .5
7/93 L. Holloway Food CON 5
7/93 D. Jaicks Food CON .5
7/93 W. Kamin Food CON 5
7/93 J. Matson Food CON .5
7/93 M. Nevacoff Food CON .5
7/93 D. Osell Food CON .5
7/93 L. Pacini Food CON 5
7/93 W. Powers Food CON .5
7/93 J. Rawcliffe Food CON .5
7/93 B. Sturm Food . CON .5
«, 993 :.-.. ~T.Sutton. :+... :-Food "~ ., . - CON- 55
© 93 ' R Tt “Food © '~ 7 CON -’ 5
8/93 A. Boughner Auto Parts CON S
8/93 J. Brooks Auto Parts CON .5
8/93 N. Jeantet Auto Parts CON 5
8/93 T. Garbeff Dried Fruits CON 5




8/93
8/93
8/93
8/93
8/93
9/93
9/93
9/93
9/93
9/93
9/93
10/93
10/93
10/93
10/93
11/93
11/93
11/93
11/93
12/93
12/93
2/94
6/94
6/94
6/94
6/94
6/94
6/94
6/94
6/94
6/94
6/94
6/94
6/94
6/94
6/94
6/94
6/94
6/94

6/94 . . -

" 6194
6/94
6/94

L. Hildebrandt
D. Manly

R. McCann
R. Neville
D. Conkey
F. Dahlem
F. Yannett
J. Jinishian
R. Stewart
G Kovich

R Bareiss
H. Kaplan

A Fischer
F. Harwood
D. Walker
B. Shannon
J. Puhle

G. Bohn

D. DeMaine
E. Sutherlin
H. Kaplan
E. Andruchowicz
R. Dougherty
F. Ethier

R. Graves
E. Hayashi
J. Horseman
R. Jennings
C. Locke

A. Matson
M. Nevacoff
D. Osell

P. Russell

J. Waight

J. Booth

R. Anderson
E. Behr

W. Benson
R. Bequette

- G. Brewer . .
A Camaghi'

B. Chertow
J. Herr

Dried Fruits

Dried Fruits

Dried Fruits

Dried Fruits

Silos

Air Pollution

Air Pollution

Lumber

Lumber

Lumber

Lumber

Chemicals

Truck parts

Truck parts

Truck parts
Ophthalmic Lenses
Ophthalmic Lenses
Auto Parts

Farm Equipment
Ophthalmic Lenses
Chemicals

Fruits and Vegetables
Fruits and Vegetables
Fruits and Vegetables
Fruits and Vegetables
Fruits and Vegetables
Fruits and Vegetables
Fruits and Vegetables
Fruits and Vegetables
Fruits and Vegetables
Fruits and Vegetables
Fruits and Vegetables
Fruits and Vegetables
Fruits and Vegetables
Pharmaceuticals
Pharmaceuticals
Pharmaceuticals
Pharmaceuticals
Pharmaceuticals
Pharmaceuticals .

* Pharmaceuticals

Phammaceuticals
Farm Equipment

CON
CON
CON
CON
CON
CON
CON
CON
CON
CON
CON
CON
CON
CON
CON
CON
CON
BDS
BDS
CON
CON
BDS
CON
CON
CON
CON
CON
CON
CON
CON
CON
CON
CON
CON
CON
CON
CON
CON
CON

£ON. - - ..
CON - °

CON
CON

L
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........

Total VE Work-Days:

Value of VE Contribution for period ending 11/30/94: 115 X §513 = $58,995
Activity Key:

CON - Consultation

BDS - BDS project

TA - Technical Assistance

Other - Trade Show attendance, meeting assistance and other activities

USVE - USVE Project
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INTERNATIONAL EXECUTIVE SERVICE CORPS
BDS/MANAGEMENT INFORMATION SERVICES

ABCs of BOS:
‘F. g Progtamsgf:uerate clien?s
. { 4
'c\:A%UNTgY. A TIVA |44 & Cienes get o seric
NTH: ﬂgmhcr“ Ll‘ ransactions resutts

PROMOTIONAL
PROGRAMS

Company Visit

Seminar/ Workshop

Newstletter

Mailing

Sector Survey : .

Media Evert
(TV. Radio, Articles)

Public Speaking
Engagemert

institution Visit

Trade Show Attendance

Trade Show Participation |

Industry Research

OTHER SERVICES

Volunteer Debriefings

Technical Assistance
Project Support

" ABLE. Reports

Other

TOTALS ' . ‘ Sl'l'

* Company served: Any firm/individual for which/whom
BDS has done more than send an initial letter-or
make/answer an initial phone inquiry. w 0
K-10 \
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Date Argentine Annual us
Recelved _ Company Sales Company
- 793  Agromelal $20M  Great Plains Mig

Cordoba

7/93  Schiame $5M  Fleischer Mig
Cordoba NE

10/93  Zanello $40M  Funk Manufacluring
Cordoba KS

194  Glacomelli $3M  Longwood Industries
Cordoba NJ

384 Allanzall $2M  Actron
Cordoba OH

S84 Intpor* $2M  Dekad
SantaFe L

694 GMPFarma $1.2M Zenith
Buenos Alres NJ

894 Pulenla M Hansen Baverage Co
Buenos Alres CA

8/94 Gantos $3M  Bustsr Brown
Buenos Alres FL

8/94  FarFlast $2.5M Conwed Plastics
Sela MN

/94 Chiuchich $1.5M EDO Sporis
Buenos Aires uTt

994  Inelco® $1.5M EGAG
Cordpoba MA

14/84  Ambiental $1M  Bowser-Momer
Buenos Alres OH

1104 LaSaltena $38M -
Buenos Alres

12/84 Valie Organico $2M
San Juan

1294 Consera $5 -
Buencs Alres

195 Boschetto 32M  Arcon Man.
Sania Fe NC

105 Gantosh 3M  Aubum Mgr.
Buenos Aires NY

ADC SCORECARD FOR ARGENTINA - ACTIVE & COMPLETED PROJECTS - 1/31/95

Annual
Sales
$90M
$10M
$70M
$50M
$30M

$300M

60M
$30M
$150M
$18M
NA

258

-NA

30M

i Com‘t::i:menl Project/Sector Objectiva  Match  Link _Transaction _Conlract
Yes Fam Equipment v 8/93 993 11/94
Pending Farm Equipment License/JV  11/94
Yes Farm Equipment License/JV 4194  9/94
Yes Car Parts DisvJv 94 10194
yes Auto Test Equipment  Distribution 3/94  1/95
Yes Swine License 8194
pending Pharmmaceuticals Vv
pending Beverages DisvJv
Yes children’s apparel Jv 10/84
Panding Agricultural Plastics Distribution
Pending Bicycle Spokes vV 10/94
-panding Grain Selactors License/JV
pending Environmenta! Services vV
- Food Products License/JV
- Organic Baverages Y
. Environmental Services
Yes Graln Silos JV/Dist.
pending socks JV/Dist.

U.S. Client
Contact Tel #

Roy Applequist 913/667-4755
President

Dale Kumpf 402/564-3244
Export Manager

Gene Wright 316/252-3541
Market Planner

James Harnet 201/514-2010
President

Thomas Slater 216/651-8200
President

James R. Ramsay 815/758-9152

Sales Manager, LA

Irwin Levy
Export Mgr.

Rodney C. Sacks
Chalman

Randy C. Belcher
Director of Intl. Mkiing.

Rebecca Wolney
Intl. Sales & Miding.

Cherle Zerinque
Genera) Manager

Ted Theodorss
Dir. Corp. Davipmt.

Bill Treasure
Dir. of Sales

Jan Humdon
Dir. of Intl Mktg.

Jim Manning
President

201-767-1700

714/834-4200

305/266-7200

612/623-2500

801/536-6204

-817-237-5100

-513-236-8805

704-304-2188

212-532-0404




Date Argentine Annusl us
Recelved  Company Sales Company
[Totat: 18 15

1195

* SBFA
o]
I
—
(N
e

Annual Fee

U.S. Ciient
Sales  Commilment

.. ProjectSaclor Cblective  _Match _Link Transaction Cuntract ___ Conlad

Tei®

18 8 4 1 ’ T

1
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; BDS/ARGENTINA . ‘
2 . :
3 : . |
< JAN _FEB MAR APR MAY JUNE JULY ___A_UG;“_ SEP oCT NOV DEC
6 . 1994 ] . Yearly
e . i i } Totale
7 |SUMMARY OFf MONTHLY NET GHANGES | v
8 [TOACTIVE PROJECTS PORTFOLIO T
9 . _ N SR
10 { Stant of Month Portiolio . 1% 16 15 20 18 20 20 18! 22 18 18 20
1" . . A
12 | (iess: Pikos Projects Dropped) . o 0 0 4 0 -1 -2 ol -6 0 0 0
13 [ (less: Prior Projects Completed : o 0 ) 0 0 0 0 0 0 0 0 0
14 , .
15 [ piue: New Projects Recsived o o 0 3 0 4 1 0 4 2 0 a 22
16 | .
17 | End of Month Portfolio _ 1 15 15 20 16 20 20 18 22 18 18 20 23
18 : )
19 : .
20 | Matches Made P v 0 3 1 ] 0 0 0 2 1 0 2 10
21 Links Made 1 o, o 0 2 [ o 0 2 1 3 ) 1 8
22 | MOU's Signed ; o 0 0 C 0 0 0 o 0 0 0 5 5
23 [ Contracts Signed i o0 o 0 C 0 0 0 0 o [ 0 0
24 ' )
25 . .
20 3
27 , JAN' FEB MAR APR MAY JUN JUL AUG SEP ocT NOV DEC
28 ' 1995

o 29 :

" 30 | Start of Month Portiiio N 290 28 32 30 40 44 a8 52 56 65 59 §9

- ) | ) .

W 32 [ (ess: Prior Projects Dropped) ! T
as ess: Prior Projects Completed : o [} 0 0 0 ] 0 0 5 0 4 K]
34 . .
ss ; New Projects Recsived | 4 4 . 4 Y 4 2 3 3 4 3 a8
30 : .
37 [ Endef Momh Porifolio — 28’ 32 36 40 44 48 52 586 55 58 59 62
8
39 i
40 Matohes Made o, 2 4 4 4 4 4 4 4 4 4 4 4
41 [ Uinks Msde : o 4 2 0 2 4 3 4 a 3 4 2 3¢
42 [ MOU's Signed : o 4 1 o 4 2 0 2 4 a r 2
43 [ Contracts Signed : 0 0 3 0 4 1 0
48 ! )
45 : .
40 . A
7 JAN’ FEB MAR APR MaY JUN JuL AUG BEP ocT NOV DEC
48 1996
49 i .
50 . .
61 [ Start of Morth Portfolio : 62’ 68 60 68 72 74 74 74 74 74 74 74
62 — . .
63 flese: Prios Projects Dropped) . .
64 | fless: Prios Projects Completed)] = o, -4 -2 o -2 4 -4 -4 -4 -4 4 4
68 .
56 | plus: New Projects Received . 4 4 4 4 ] 4 ) 3 4 3 3 4 48
87 | .
68 | End of Month Portfolio : 66’ (1] (1] 72 74 73 74 74 73 74 74 74
69 : X
60 : .
01 [Motohes Made : 4’ 4 4 4 a < 4 3 3 3 4 3 a8
62 [ Uinks Mads 4 4 4 4 r 4 4 4 4 4 r 4 48
03 | MOy Signed - 4. 4 4 4l .4 4 4 4 I | 4 4 48
64 | Cocttructs Sigreg o 4 2 [+ a 4 4 4 3 4 4 4 38




OPERATIONS REPORT - ARGENTINA g
(thru 1/31/95)

PREVIOUS CURRENT | E

MONTH MONTH .
CUME PROJECTS RECEIVED 44  (100%) 46 (100%) 5
PROJECTS DISCONTINUED :
OR DORMANT 26  (59%) 28 (61%) )
PROJECTS IN SYSTEM (NET) 18 18 :w
COMPLETED CONTRACTS 0 0 |
CURRENT ACTIVE PORTFOLIO 18  (100%) 18 (100%) ‘
TOTAL MATCHES 10 8
TOTAL LINKAGES 6 4
TOTAL TRANSACTIONS 1 1
PROJECTS ON OR AHEAD
OF SCHEDULE 9  (50%) 9 (50%) B
PROJECTS BEHIND SCHEDULE S  (50%) 9 (50%) '

H-14 \0\\




BDS ARGENTINA
MONTHLY REPORT
FEBRUARY 1995

Outreach Activities:

During the month of February new contacts were made with the
Ministry of Foreign Relations, in order to have the BDS program
included among the US-Argentina trade and investment activities
that the Ministry will promote the current year.

As a result, information on BDS will be provided to all interested
businesses by Fundacién Exportar, a private non-profit outfit
largely funded by the Ministry.

The Ministry has already included the program in the bulletin
published by its Center for International Economy and released

early this year.

In addition, contacts were renewed with the Council for Development
of the province of Neuquen. Besides a new agreement with the
Council for a promotion of the program in this vegetable and fruit
producing area, new contacts were made with medium-size 1local
companies that serve the oil and gas extracting industry.

0il and gas extraction is booming in the area as a result of the
recent privatization of YPF. The smaller companies that provide
services to oil and gas activities are in sharp need of partners
that could provide them with modern and more efficient technology.

A presentation of BDS and other IESC programs will be made thorough
the Bank of the City of Buenos Aires Foundation in April, for the -
business community of the city of Buenos Aires.

Environmental Survey:

-

The short-list of companies to be Surveyed by VE Gelman is almost
completed. BDS profiles on several of these companies have been
already sent to Stamford.

As part of BDS outreach efforts the VE will be asked to give his

comments on the pollution-fighting industry in a presentation
organized by the Bank of the City of Buenos Aires.

New Projects:

Two new projects were sent to Stamford this month:

- Oakite, effluent treatment; and
- Car La, on-site treatment for car manufacturer’s effluents.




v151t by anathanuaugt._f&;;:

As the new project officer for Argentina Jonathan will pay a ten
- day visit to the country starting March 10th.

The schedule of his visit is being currently prepared, including an
overview of the country plus meetings with existing active projects
and also companies that will be included in the coming

Environmental Survey.

Companies served:
During the month of February 12 companies were served.
Review of Current Active Projects:

- Ambiental (effluent treatment): will be part of coming Survey,
K&A Bowser initially interested.

- Agrometal (planters): will meet with GP!M’s marketing .manager at
the coming Expo-Chacra Trade Show. Will discuss a JV agreement once
Agrometal has sold in Argentina USD 1 m of GPM equipment.

- Alianza II (Vehicle emission testing equipment): Currently
negotiating terms of distribution agreement with Actron, and about
to do it with Actron’s current distributor, HV Distributors.

- Boschetto (Silo manufacturing): Information on Arcon’s proposal
will be sent to Boschetto once we receive BArcon Silos brochures

- Car La (on site treatment of effluents): will be included in the
coming Survey, Monroe Environmental expressed preliminary interest.

- Chiuchich (bicycle spokes): Waiting to receive price lists from
Edo and Union products, in order to consider distribution.

-~ Consersa (water treatment): will be part of coming Survey,
Wastewater Treatment Systems expressed interest.

- Cotti: same as Consersa.

- Far Plast (agricultural plastics): Conwed sent catalog of
products. Far Plast interested in distributing, waits for a price
list.

- Gantos (socks manufacturer): mildly interested in distributing
Buster Brown’s children: apparel. Buster’s Randy Belcher will
contact Gantos. Auburn Hosiery’s president Jim Manning interested
in Gantos, will let Stamford know when to further contacts.




AGiacomelli {steel‘rubbef“&utqparta).-v181ted Longwood in’ NJ~1n4@Q“g‘
' October, now waiting™ for,-,]‘..ongwood's v:.s::.t which will evaluate A
Giacomelli manufacturing fac111t1es. -

GMP Farma (pharmaceutical): Waiting for Zenith’s price list to
con31der distribution of its products starting mid’95.

- Inelco (grain selectors): Waiting for price list of Seedburo
products in order to consider distribution or exchange agreement.

- Intporsa (swine breeding): Expects Dekalb visit on March 24th to §
- consider distribution of its products in the Buenos Aires province. >

- La Saltefia (dough products): no news on this project.

- Oakite (effluents treatment): Will be included in the coming
Survey. :

- Pulenta (juice beverages): Pulenta is currently reviewing
information on Hansen Beverages. ,

- Schiarre (farm implements): His manager Mr. Ulla will have a

phone conference on technical issues with Walpico’s Walter
Petrovich (Walpico is the intl. distributor of Buffalo implements)

next week.

- Valle Organico (orgamic beverage): No news on this project.

Potential Project:

- Zanello (axial flow combines): will become a project if there is
interest on the part of US engineers to be contacted.

End of Report.

H-17
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ANNEX 1

SAMPLE LETTER OF INTENT
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A9 Mo IOUSTRES COMPANY
Lan e

March 31, 1994

Mrs. Sevda Kizvilmaz. Mana?ina Director
orewsn L ¢ Com
e Ta \“‘fl's. -

Demirciier Sanay: v
Posta Kod No 42151 PK 1§

Konya, Turkiye

Dear Mrs. Yilmaz,

This letter follows meetings with Mr. Sam Ticknor of the

International Executive Service Corps and Mr. Edward Olson,

Chairman of M-C Industries, Inc. on the subject of developing a —
T

cooperative relationship between anc Hydraulics,
Inc.
.

Upon review of your literature and your capabilities expressed

, therin, there would appear to be competitive werit for us to join -
forces in some fashion. A joint venture on a project by project .

1 basis ic one approach but other combinations are also possible.
’ Together we should explore our options and then select the one
that fits our circumstances the very best. :

’ I suggest that could orovide most of the sales and
marketing requirement, the cylinder and system design and some of
the componentry and the majority of the hardware.
Remco is particularly interested in accessing the markets in -
_ﬂ_/

Turkey, the Mjddle East, India and Zurope.
T

In order to allow both of us to bacome better acquainted and

1 evaluate each others strengths, I would suggest you send a
representative sample cylinder tc us for evaluation. This sample

can be any size, but preferably greater than 10 inches in bore

with a stroke 10 inches or greater.

Soon following the evaluation, I suggest that - ~ake 3 a
personal visit to your facility #sr further talks. .

For your consideration is the nassibility of combining our

brand names (for example } to allow vs to meet our |
mutual objectives in the market place while maintaining =
N

established identities.

934 South Main Street, Willits, CA 95490 «°(707) 459-5301 FAX: (707} 459-4590 «~(800) 321-8888 Nationwide




Page 2

In short, there are many exciting things for us to consider that
can capitalize on the multiplication effect of combining the

strengths of two outstdnding companies. 1 look forward to
additional discussions on this subject and ask that future
corresponderice be directed to me. 1 will keep Mr. Olson advised

as we develop our plan of action.

Sincerely

President
GRM/dcs

P.S. Please let me know what certifications you hold and which
quality jrograms you follow. For example: ASME, DNV and

IS0 9001.

cc: Mr. Sam Ticknor,
International Executive Service Corps

Mr. Edward Olson, Chairman
M-C Industries
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SAMPLE MEMORANDUM OF UNDERSTANDING




MEMORANDUM OF UNDERSTANDING

: US PARTY, ALSO; REFERRED TO AS .
Name of Cowmpany: HYDRAULICS, INC.

Representative : MR. GUY R. MADDEN
Title : PRESIDENT

: TURKISH PARTY. ALSO REFERRED TO AS
Name of Company: MAK. END.

Title : CHAIRMAN OF THE BOARD / MANAGING

g eafter referred to collectively as “the parties"” and
Bdjvidually as the “Turkish Party"” or the “USA Party"
Bspectively.

party's representatives acknowledge they have met and
ichanged information on their respective activities,
Bchnelogy. production facilities and Xnow-how as a result of
efforts of the TOBB and the IESC/Business Deve lopment

vices (BDS).

partiecs have agreed to enter into a cooperative business
Jlationship. in order to pursue business opportunities in
rkish and other markets as appropriate to realizing their

Ntual and cocmplementary goals.
GUTLINE OF INTENDED COOPERATION

The following is a brief description of those
3n which the parties envision cooperating :

0

areas and

-
~

f1<¢ naCUMENT OUTLINES THE BASIC UNDERSTANDING OF . AND

' ON THE SUBJECTS DISCUSSED IN MEETINGS HELD ON 11
4D 12 JULY 1994, AND EXPRESSES THEIR GENERAL AGGREEMENT IN

E FORM OF THIS MEMORANDUM OF UNDERSTANDING,

JE PARTIES AGREE TO DEVELOP A BUSINESS RELATION SHIP IN THE
¥ILLUWING PHASES:

MCO WILL TAKE A LEADING ROLE 1IN DEVELOPING EXPORT MARKETS
ASIA OR OTHER LOCATIONS (NOT IN THE US) FOR THE
ENUFACTURE OF HYDRAULIC CYLINDERS OR OTHER EQUIPMENT. IN
FSE MARKETS. WHEN POSSIBLE. WILL TAKE ADVANTAGE OF
COMPETIVE POSITION (LOW LABOR COST. GEOGRAPHICAL
@CATION, ETC.) WHICH COMBINED WITH REMCO'S EFFICIENCY AND
ALITY ATTRIBUTES .WILL MAKE JOINT MANUFACTURE OF HYDRAULIC
INDERS MORF. COMPETITIVE. IN THESE.- EXPORT MARKETS PROVIDING

./ g

UITABLE SHARING OF PROFITS BY THE TWO COMPANIES. //

VE TiC. A.35. and
KONSANTAS KONYA DOKUM MAK. SAN. ThC. A.S. v
Representative : MR, MEHMET KAYHAN and MS. SEVDA KAYHAN YILHAapgr

DIRECTOR

..

!

1]

'
N
g' .

1

!‘




R AN

R ; A SECOND STEP. THE PARTIES AGREE. AFTER A REASONABLE TIME
B AN. TO JOIN FORCES AS R JOINT VENTURE EQUITY PARTICIPATION
3 ) BE ESTABLISHED IN TURKEY WHERE REMCO CAN PARTICIPATE
RN TH EQUITY (IN CASH OR. BY BRINGING IN MACHINERY OR OTHER
BN ;SETS) IN  KAYAHAN. THE PURPOSE OF THE JOINT VENTURE 15 TO
P 1N FORCES SO THAT BOTH PARTIES SHARE IN RUNNING AN
] FICIENT OPERATION AND ENJOY PROFITS AND OPPORTINITIES.

R wILL BE FREE TO ALLOW EQUITY PARTICIPATION BY A THIRD
B RTNER (POSSIBLY GERMAN) PROVIDED THE JOTNING PARTY WILL NOT
B MPETE WITH AND / OR THE FUTURE JOINT

| NTURE IN ANY mARKET. PRIOR-TO AGREEING TO A LEVEL OF EQUITY

AR \RTICIPATION RY A . THIRD PARTY., .AGREES TO CONSULT
: SHOULD BE GIVEN THE OPPORTUNITY TO ACQUIRE

N TH
R MAJORITY POSITION.OR’THE SHARES AVAILABLE (MAX.30% OF TOTAL)
B © THEY SO DESIRE. @ . .

. EXPRESSES A DESIRE TO RETAIN AT LEAST 70 % EQUITY 7
B /NERSHIP OF THE FUTURE JOINT VENTURE.

2 It is further anticipated that

yecific contributions as described
icessary to the achievement of their mutusl goals.

" WILL FIND OUT AS SOON AS POSSIBLE THE INCENTIVES
OVIDED. OR ANTICIPATED BY THE TURKISH GOVERNMENT FOR
(PORTS OUT OF TURKIYE - COMPONENTS AND COMPLETE HYDRAULIC
/LINDERS.

TOBP WILL FIND OUT FROM THF TNDIAN ECONOMIC COUNSELLOR IN
(ARA. DUTIES/ CUSTOMS FOR CYLINDERS AND COMPONENTS

BE IMPORTED TO INDIA FROM uo AND FROM TURKEY.

WITH THE HELP OF TOBB WILL DEVELOP THE PROCEDURLS TO
Low IN PREPARATION FOR REMCO'S PARTICIPATION IN A JOINT
ITURLZ ENTERING TURKUGYE.

each party will make
below, which are

.0 CONFIDENTIALITY

1e parties recognize the confidentiality of information
all exercise due diligence in the protection thereof.

and

.0 DURATION

.1 This wiemorandum of Understanding is non-bdinding an

sture and may be terminated by either party or altered or
snewed by mutual consent:; otherwise it will expire upon the
tgnature of a formal agreement for the cooperative octxvicy;//

/ J-2 nf y e
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cipated that the parties may enter into a more
t prior to the expiration of this Memorandum

It 1s anti
g and will communicate this act t¢ the

] aareemen
nderstandin
BLns .

arties hereby agree to and acknowledge this Memorandam

derstanding.

|

.
B

g
s
4.
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SAMPLE FEE LETTER




B INTERNATIONAL EXECUTIVE SERVICE CORPS
STAMFORD HARBOR PARK, 333 LUDLOW STREET

STAMFORD, CONNECTICUT 06902 MAILING ADDRESS P O BOX 10005

¥ TELEPHONE (203) 967-6000
TELEX 413874 (INTEXUI)
FAX (203) 324-2531

M IESC Directors
Danwi B8 Burke

John P Birkelund

- I R LR R L LY R LT

B Crusenaen
R Ounnr Heau Co i

N Oweyne O. Andress

Bl Crrawrna o 11> Band a1 CEQ
N Artun Deanwets Msalana Co

B Raiph E. Beitey
Powrnw (Iamon g et CEQ
i Cormuarine
i Robert D. Bailey
Gonnag) [ veCartrvee
Cadanm

 willism S. Barrack, Jr.
Sevier Ve Fresoent fe )

Il 1ee.mtr Wn

i Hon. Lucy Wilson Benson
. AT

Jhersnr & Avam citesy hiw

M Atbent V., Casey

Y 7 cwrrne Civpwernan 3ent EQ

B Amorciv Aukines
Howard L. Clark, Jr

-+ AR RN PITY

Carelata e At b

JRuth M Davis
+ ER T NI N X
Poa Ulionggtpmeng) o wg 10w
George M Ferns, Jr
Wt aan absee (Pl
R eers Bobee Watis iw

Hobart C Gardiner
LRTET S TS N R

g John A Georges
Croenmnee unt (8
0 dersuatanat P
Fred W. Gluck
Wt piapeng hoen e
Bl Aermivry CU v
i Eart G. Graves, St.
Prossxt ang CEO
f Eart G Graves Lic
i David E. McKinney
B Formey Sonae vice Presicent
18M Corporaton

B AEA Invesiors. Inc

Secretawy and General Counset

Richard McGrath, Esq.
B Scrwor Parnor
Cummings & Lockwood

February 9, 1994

Mr. Louis Zomer

Vice President - The Americas
QUEST INTERNATIONAL
400 International Drive

Mount Olive, NJ 07828

Dear Mr. Zomer:

STAMFORD, CONNECTICUT 06304-2005

The United States Agency for Intemational Development (USAID) through the Iniemational
Executive Service Corps (IESC), has established an investment promotion program to assist
U.S. and Argentine companies take advantage of new business ventures.

This letter is to confirm the arrangements under which the Investment Promotion Office
(IPO) of the Business Development Services Division (BDS) of IESC operate in facilitating
business linkages between United States and Argentine companies.

It is the policy of IESC to receive a fee for services rendered if the project between the
parties results in the form of a joint venture, co-venture or some other business or financial
arrangement including a licensing, technotogy transfer, distribution or franchising contract.

The U.S. and Argentine parties agree that each party is responsible for the payment of a
performance fee equal to the higher of $5,000 USD or 1% (one-percent) of the total value of
the transaction. The payment shatt be due and payable to the appropriate offices of IESC on
the date of execution of the contract,LFor purposes of this agreement, a transaction shall be

defined as:

a. In the case of a joint venture, the amount of capital including {Zhce e

4 wnf-C

L4

borrowed funds and intellectual property being invested. P

L]

-

In the case of licensing, franchising, distribution and other
arrangements, the present value of such services ar technology.

Please confirm your agreement to these terms by co-signing, dating, and returning the

attached copy of this letter.

Sincerely,

a By —

Intemnational Executive Service Corps/
Business Development Services 3
By: Thomas A. Brown

Title:  Vice President, Finance

/' . - D
Agreed: f1eed } ( CVYrga.

N\
By: . ){t ¢t

(Signature)

UP 7&. Gerenncan §
(Title)

Date: 7';6\ 24 2}7‘(




