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EXECUTIVE SUMMARY 

A. Program 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). Though its Business Development 
Services (BDS) ESC operates its Advanced Developing Country programs for countries, like 
Argentina, rhat 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 identi@ and "match" Uruguayan iind 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 

USAIDiArgentindUruguay 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 fms. Th;; grant for the Argentine BDS program totalled $994,296, 
comprised of $654,573 provided by USAIDIArgentina, supplemented by an additional amount of 
$339,723 from a world-wide cooperative agreement between IESC and USAIDIWashington 
specifically to cover the IESC costs in the U.S. The "Fast Track" program in Uruguay received 
$59,200 from USAIDiUruguay, supplemented by an additional $77,800 from USAIDAWashington 
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 stxucture, 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 USAD assistance to Argentina and 
Uruguay by September 30, 1995 and June 30, 1995, respectively. The 'Fast Track" program in 
Uruguay completed its l&month pilot phase in June, 1994. The Argentina BDS program will 
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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 countr~zs, the Evaluators are not suficiently familiar with these programs to 
judge the relevance of ArgentindUruguay 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 I1 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 I11 and N 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 N 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 md (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 business 
arrangements between U.S. and Argentine firms. 

E2b. Results AchievedlArgentina 

Following are the questions USAID asked the Evaluators to consider in Argentina, and a 
precij 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. f m s ?  

A. To date, no joint ventures havc 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 fust steps in the joint venture process. 

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

A. 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 dcficiencies 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. 

Q e  Did participation in the BDS program bring benefits other than business contads 
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? 

A. 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 aqsistance significant in 
promoting the development of the Argentine f m s ?  

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 Argenthe f m s  
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 experience to date, and the patential 
demand for services. is it possible to achieve self-sustahability in the near future? 
If so, when? 

ESC'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, IELiC 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. 

Uruguay 

E3a. Proposed Results 

An estimated 15-20 credible and industry-specific venture transaction opportunities 
generated, leading to 5-10 completed ventures. 
A range of 25-75 Uruguayan f m s  to have received IESC services. 
5 Sector Assessment Surveys to have been completed. 
An estimated 100-300 U.S. fm contacted. 
12 promotional articles prepared for newsletters and magazines. 
A formal recommendation made for future institutionalization of the program. 

E3b. Results AchievedNruguay 

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



Did the "Fast Trackn program lead to mutually beneficial trade and investment 
transactions between Uruguayan and U.S. f m s ?  

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

How many Ziruguayan fums engaged in serious business discussions with U.S. 
f m s ?  

The one referred to &we. 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, rattier than target market demand. Some VEs performed 
poorly. IESC had no direct staff involved in-country, making the project diffi~ult 
to manage. The Uruguayan-U.S. Chamber did not have the necessary management 
capasity or staff experience. And Uruguayan companies were uniformly 
unresponsive. 

Did participation in the IESC activity bring benefits other than business contacts to 
the Uruguayan fums, 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 rekipients of IMC assistance? How significant was this assistance in 
promoting fums* business development? 

As noted above, industty 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 Uruguay4J.S. Chamber of Commerce? 

A. 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. IESCIS must be responsive to this requirement. This does 
not mean, however, that the BDSiArgentina program needs to be managed and administered from 
Argentina, as has been suggested by several interviewees. As the grantee of record, IESC h.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 
IESCIS 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 IESCIS 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 IESCIS and LESCIA. Use of VEs needs to be increased 
substantially; for example, once the VE has been identified and recruited by the IESCiS Project 
Officer and the IESC Recruiting ~epartnient, 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. f m s ,  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. IESCIS 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 fms 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 Promtion 
Officer or IESC Country Representative in P*gentina and by the BDS Project Officer in the case 
of U.S. companies. The Report sets out proposed criteria for company selection. 

Documentation/communieation. Argentine fums 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 relationships than those offered 
in the "match." Frequently, the U.S. fms were p~imarily interested in distribution/sales of their 
U.S.-produced goods, while the Argentine companies wanted the U.S. fm to provide 
technologies and marketing and management know-how a 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 involved in the matching 
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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 

ma. 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 thi USDA and USDOC to utilize their contacts and promotional 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 f m s  with the 
USDOC's investment missions to Argentina. 11e 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 W s  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. 

F'2d. 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. 

M. Uruguay 

F3a. Overall Program 

The Evaluators understand the experimental nature of Lfiis 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~ble, 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 apprcpiate approach. The reason is that no single semr selected contains a large 
enough number of f m s  to constitute critical mass. USAID and IESC might have been better 
advised to "cherry pickn the best companies, regardless of their respective sectors, and attempt to 
find matches lor 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 IESCIS. 

Mc. 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 (Uruguay4J.S. 
Chamber of Commerce and its Peace Corps volunteer assistant). The U.S. Project Officer was 
responsible for assessing the interest of U.S. fums only." 

G. Sustainability 

GI. Fees 

The f e s  charged to participating fms should be more easily understood, equitable, and 
collectible. The Evaluation proposes a progressive schedule of fees based not on the valule of the 
investment, but on the sizes of the companies involved. 

62. 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 encouragd to buy only the services they need. For this reason, pricing of the services 
must be complementary and not competitive. 



G3. Institutional Relationships 

BDSIArgentina should seek to preserve its relationships with Regional Chambers of 
Commerce while adding a Chamber covering Buenos Ares Province or Municipality. All 
Chambers selected should be prepared to designate a person to be responsible for the day-today 
conduct of the program. A revenue-sharing agreement should be developed for each participating 
Chamber. Chmbers should be helped financially until revenues can be generated. USAID should 
be asked to subsidize the front-end costs, with grant amount. 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 t h s e  is at least one experienced full- 
time person in-country who is accountable to IESCIS. It is this person who must drive the 
program, since helshe 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, IESCIS 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 bem 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 
USATD 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. IESCiS should develop and 
implement and new methodology for sector selection; this should involve al! relevant in-country 
resources, but IESCIS 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; telephonelfaxiletter 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 f m s  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. 

7. IESC should re-think its concept of pkcsenting one company at a time to host-country 
prospective ptners .  By definition this elongates the timeframe for achieving results, and the real 
benefits are zguable. 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 qbjectives that are clear, understood, and accepted by all 
players. There should be no conhsion or ambiguity about the market(s) being targeted. 

9. 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-baed business organizations can be valuable 
partners for IESC. Howevc. these organiztions should be selected for institutional and 
commercial reasons only, i.e., they must believe cnthusiasticaliy that their abilitqr to attract and 
retain members, and therefore to generate revenue, will 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 consunmated over a reasonable aimei'rarne. 

11. IESC should develop and budget for significantly incrreasxi communications with its 
host country clients. In-country clients should be fully arid 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. 

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-me basis. 
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SECTION I 
BACKGROUND 

I 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 dere::.~lation. 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 enmurages 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 f m s  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. 

?he 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 fmed 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 gmwth 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-KO-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 fued 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 fust major infirsions 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 f m s  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 fust meeting of the Argentine-North American Council 
for Business Development (BDC). Said Brown: 'I believe U.S. companies, particularly in the 
energy, mining, communications, ana 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 

1-2 
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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 fkom 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 "strategicn 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 dollardenominated treasury bills. The Uruguayan 
Government allows the peso to float freely against the U.S. dollar within a declining 7 percent 
band. 

B. Projest Overviews 

B1. 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. Implem~tation 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/l'IS), 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 ( A M )  service, 
which utilizes Volunteer Executives (VEs), a US.-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 advisor 
within the organization is funded by the USAIDIW Core Cooperative Agreement. 

Variations on this model have %tin 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 US. companies to 
ider,tify mutual opportunities and create linkages that would lead to joint ventures and other forms 
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 fmns engaged in deal- 
related discussions as a result of USAID-sponsored pr.igrarnsn 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 idemify 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 discussionsl~egotiatioll~ aimed at joint yentures 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), tho~: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 USAIDJW, 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, USAIDIArgentindUruguay 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 prugram 
totalled $994,296, comprised of $654,573 provided by USAIDIArgentina, supplemented by an 
additional amount of $339,723 from a world-wide cooperative agreement between IESC and 
USAIDMrashington specifically to cover the IESC costs in the United States. The "Fast Track" 
program in Uruguay received $59,200 from USAIDIUruguay, supplemented by an additional 
$77,800 from USAIDJWashington to cover IESC U.S. costs. Program sustainabili!y wa9 an 
explicit goal in both agreements. 

The goals, purposes and operations of these projects are described in greater detail in 
Sections I1 and 111 of this evaluation, as is the issue of furancia1 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, &ealistic expectations- on the part of program participants and 
inadequate communications with these beneficiaries, some ineffective VEs, some unresponsive 
companies, and policy differences between USAIDIW and USAIDIA. While it is not possible to 
identify any single factor as most serious, project management is certainly one of the contributing 
factors. 

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

C1. IESC Project Management 

The principal project management problems faced by IESCIStamford included: 

Cla. Operating Oversight 

The PESC management process has improved considerably since completion of the last 
recent external evaluations. Moreover, IESC is still in a learning mode vis-a-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 af them. This has contributed to the difficult- of coordinating 
the activities of U.S. and in-country staffs. In the Argentina aid Uruguay programs, IESCIS has 
not always exercised strong and consistent day-today direction h m  senior management. This 
has placed the Project Officer in Stamford in the position of being the de facto program manager. 
There have been a number of conceptual disagreements between in-counlxy 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. 

This problem has been exacerbated by in-country personnel decisions. In an effort to be 
responsive to USAID, ESC 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 USAIDlA 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 IESCIS. 

In Uruguay, the IESC Country Representative was excluded (by USAIDIU) 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 Uruguayan4J.S. Chamber of Commerce and its Peace 
Corps volunteers. None of these players had any sense of accountability to IESCIS. 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 whob 
[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 chokes. 

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 objec-pive 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 am 
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 cornmunhting 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 staffig. 

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. 

a. USAID Pkoject Management 

The history of the Uruguay and Argentina projects has been marked by frequent policy 
disagreements between USAIDMI and USAIDIA. The relationship between IESC and USAIDIW 
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 IESCIS leans heavily toward 
USAIDN. At best, this would be an unhealthy situation. But the differences of opinion and 
approach between USAID/W and USAIDIA have accentuated the problem; both are clients of 
IESC; IESC must attempt to be respordive to both. Failure to do so places IESC in the untenable 
position of being caught in the middle! 

USAIDM and USAIDIA 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, alkit cooperating with a chamber or a 
number of chambers. This issue is made more complicated by the language of the DESC 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 re&, its i n & d  differences 
internally, USAID ought to be able to do the same. When that proc0;: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 US AID'S position, since USAID has cooperative agreementslgrants 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 
Unlguay by September 30, 1995 and June 30, 1995, respectively. The "Fast Trackn program in 
Uruguay completed its l&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 lait 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 @) 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 ArgentinaLJruguay 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 briefmg 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 USAIDrW and Harvey M. Wallender, Executive 
Director, Program Development for IESC's AD@ programs. 

The team then travelled to Argentina, where it conduded 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 &ougb 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 USPUD 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 f m s  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 preliminvy 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/',  and the IESC 
Executive Director for Program Development. 

Persons and organizatiom interviewed are listed in Annex A. Discussion Guides used in 
these interviews will be found in Annex B. 





SECTION 11 
ARGENTINA 

A. Project Goal and Purpose 

Goal. According to the Grant Agreement between USAIDIArgentina 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. ims . "  

"The program's proactive venture development strategies will identify those companies in 
Argentina willing and able to propose vihle projects that can be developed through joint and co- 
ventures with U.S. firms, which will provide long-term busi~ms 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 of 
small and medium-sized Argentine businesses wi!h 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 W C  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 targetsn 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 sstablished 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 



C. Structure and Organization Of The BDSlArgentina 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 BDSIArgentina program are: 

A t  IESC Headquarters, Stamford, Connecticut. 

Manager, Advanced Developing Countries ( A X )  programs. 
Project Officer, BDSIArgentina. 
Project Executive, responsible for reporting to USAID. 
Volunteer Executives, recruited by IESC Recruiting Department in consultation with 
BDSIArgentipa 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 h s .  

0 An Investment Promotion Officer provided by USAIDIArgentina. 
An Administrative Assistant provided by USAIDIArgentina. 
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 swey). Fruits and vegetables were originally included as a 
target sector, but later dropped (see below). 

D. Process As Proposed 

The process proposed for BDSIArgentina is similar to the model developed for IESC's 
Advanced Developing Countries (ADC) program, which is operating andlor has o ~ r a t e d  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. f m s .  In Argentina, sectors were selected by the regional 
Chambers of Commerce that participated in the BDS program. IESC/CoMeCticut then recruits 
Volunteer Executives (VEY) 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 IESCICo~ecticut 
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 tunred 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. compsnies based on tonsultation with VEs, use of 
secondary databases (e.g. Infotrack) and refzrence directories (e.g. Thomas Register), attendance 
at sector-specific tradc 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 ~ s s i b l e  areas of collaboration. Sample 
letters are included in Annex L. 

The first appropriate company that responds positively is &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 U.S. and Argentina-based 
Project Officers. 

The IESC/Connecticut Project Oficer 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. prospective joint venture partner company is asked to sign a 
Memorandum of Understanding (MCIU), a non-binding agreement setting out the parameters of 
the proposed agreement. This ;tep 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 19%. 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 bemeen USAIDrW and USAIDIA 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 USAIDIA, 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. fm. 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 IESCIS. 

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 
pisition has recently changed and the new officer has only recently completed his fust 
field orientation in Argentina (March, 1995). 

The IESC Country Representative in Argentina, also working out of the USAID Buenos 
Aires office, supported the Investment Promotion Officer's activities by presen'ring the 
program at scheduled promotional events sponsored by business associations, &scribing 
other complementary IESC services, generally networking with Argentine companies s 
promote the mix of IESC services in Argentina, anc! assisting with IESC Stamford 
communications. 

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. 

Volunteer executives were utilized for development of program activities in the farm 
machinery, auto parts, and fnrit 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. fm. To date, this sequence of VE activities was 
completed for the auto parts and farm machinery sectors but not the fruithegetable 
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 faom the field. The 
recently appointed Project Officer reports that he intends to increase the use of VEs 
u n ~ ~ e ~ t e d  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. 

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 f m s  interviewed. These were prepared by 
a Volunteer Executive. Argentine companies considered the information to be a helpful 
orientation prior to initiating the matching activities with U.S. firms. No such survey was 
prepared regarding the U.S. or globu stahrs of the sector, although a number of Argentine fms 
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 
fiom 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 fums 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 USAIDIArgentina 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 "matchesw 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 distributionlsales of their U.S.-produced 
goods, and the Argentine companies wanted the U.S. firms to take equity positions as minority 

- . -  

partners in Argentine frtms providing know-how and capitallfinancing to manufacture in 
Argentina. The Argentine campanies 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. 

E5. Outreach 

E5a. Argentina 

A number of Argentine business associat?ons, including one in Rosario and another in the 
Province of Cordoba, arelwere 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 Fundacidn Banco de la Ciudad de Buenos Aires is promoting and preparing to host 
a meeting for environmental services fms, 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). 

E5b. USA 

The outreach program to U.S. fums 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 f a  that fall 
outside of the surveyed sectors, the Project Officer makes contacts directly with U.S. fms 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 IESCIS reports that VEs are also used extensively for guidance as to project feasibility and 
industry contacts. 

E6. Reporting 

Monthly Situation Analysis Reports are submitted by IESC Stamford to USAIDIW and 
USAIDIA. These reports are based in part upon monthly reports received from the Argentina 
BDS office. The monthly reports from Argentina are also provided ta USAIDIW 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 quantifL 
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 management 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. 

ES. Results to Date 

At the present time, IESC reports 8 "matchesn 4, "links," and 2 "transactionsn in 
Argentina. Most of the "links" and both "transactions" are concerned with equipment purchases 
or distribution arrangements, 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 Argentinz, 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. fms?  

A. To date, no joint ventures have been concluded. One Argentine company has 
entered into a dIstn'butfon arrangement (AgrometaUGrecat Plains Man@acnvlng), 
and Agrometal har reported& sold 12 Great Plains drfUs as of 31 January I995. 
U.rnutQteiy, Agrometal is currently in seriousfhmhl d@culries, and t& may 

jeopardize t h e m e  of the relationship. Another Argentinefinn, ZarreUo, has 
projected that it will purchase an estimated $3.5 mfllfon worth of equ@ment#om 
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 fm had been attending on its own for some 
years. 

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

A. By definition, the conswnmanon of joint ventures is apagile and complex process 
with a parnarncular& long timejiame. Having said that, however, it can ako be said 
that the achievements of the Argentine program have been limited by imperfect 
sector and, in some instances, company selection by local Clrmnbers and 
USAID/A; lack of industry experience on the part of many of the managers and 
oncers involved in the program, both in Argentina and in the U.S.; English 
hguage depcfencies of some of the Argentine plqyers; some lack of clarity as to 
which market(s) were to be target& and dlsagreunents between U W / W  and 
USAIZI/A as to the locus and s t m g  of the program, Le. the principal areas of 
disagreement between W e  two funding sources appear to rewlve around (a) 
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whether or not the project should or should not be houred in a C3uamber of 
Commerce, and (b) roles and extent of stafpaid by and accowable to IESCIS. 

Did participation in the BDS program bring benefits other than business contacts 
to Argentine f m s ,  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 hebed some 
Argentine companies to become ware 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 f m s ?  

Iriustry sectors were chosen wfthout the hen@ of objective criteria in the target 
market(s). lhey were selected without sagpcient reflaion and research, largely on 
the basis ofthe supply side, i.e., production capac@, rather than on analysis of a 
combination of supply s&le and demand side, Le., market trends in the target 
market(s). The ability ofthe program to he@ Argentinefim has not yet been 
demonstrated so any substantial degree. 

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

As a result of t k  oweach elements of the program, many more Argentinefim 
have become aware of the BDS, and the beginrtings of a constitue*~ have begun 
to appear. lhe growth of this constituency is current€y being restricted by a credit 
crunch and usurious rates of interest, but nonetheless provides a foundation on 
which to build. On the US. side, outreach activities have rnde some contribution 
to increczsed awareness of markt opportunities in the Mercosw: 

Is there any evidence that tii9 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. Tk real& appears to be that the Quunbers 
with which BDS has worked would probabiy 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 poss>ible to achieve self-sustainability in the near future? 
If so, when? 

IESC nee& to recalculare tts BDSfees. It ako nee& to create an additional 
revenue stream by packaging BDS with TA and A&ZE research. However, even If 
these steps are taken, the Evaluarors think U unWcly that the BDS program will 
ever become jUy independentjlmmciaUy. 
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G. Summary of Recommendations 

GI. Sedor Selection 

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

The fust 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, andlor 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 fm(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. f m s  
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. fms when the sectors W i g  
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. 

Accalmplishing 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, 
indu!itrial engineers or production process people. Using different VEs may be advisable 
to serve different stages of the program. 

In salme instances the sector survey can result in discovery of other non-sector 
opportunities. This happens when the VEs qualified to assess Argentine production 
capalbilities spot different opportunities to produce for other markets. For example, 
while assessing the metal fabricating operations of an Argentine fm for producing 
agric:ultural machinery, the VE may spot other, non-agriculture machinery product that 
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could be readily produced with existing capabilities. EMATA, S.R.L., a tractor p m  
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 f m s  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. f m s '  involvement with Argentine firms in 
sector; 

- Clear advantages for Argentine firms to associate with U.S. f m s  in sector; 

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

62. 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 
f m s  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 thaw 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. f m s  are apparent; 

Company is prepared to pay the prescribed =mice fees to the program; 

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

63. Roles and Responsibilities 

'The capabilities and needs of Argentine business must he the primary driver of the BDS 
program. IESCIS must be responsive to this requirement. This does not mean, however, 
that the BDSIArgentina 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 IFSCIA. However, since IESCIS is tho, 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 IESCIS, in-country program managers-and their clients-should be able to 
communicate directly with these VEs. 

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 Aims and Stamford should be considered to 
reduce time required for mailing and costs incurred through faxing. 

Argentine fms  should be more closely involved in developrnent and final review of the 
profiles that are to be used by the Project Officer in Stamford. W(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. fm 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. f m s  involved in the matching prows 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. 

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). 

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 f m s  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. 

G5. 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 backedmwith U.S. fm interested in BDS firms and 
the USDA can be used to orient visiting U.S. firms. 

The BDS should continue to eEedivcly 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 

The program should seek out ways to involve U.S. BDS candidate f m s  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 involves a sector that has been 
surveyed. More than one VE should be used to assist with a match when s!dls 
requirements are broader than a single VE can cover. 

0 VEs shomrlld 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 ta 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 Corporationw is far more likely to be read than one 
beginning, "As you know, Argentina's economic growth is explosive.. . . " (see Annex 
G*). 

66. Reporting 

The monthly status r e p a  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 VEs and participating companies @io-sketches, summaries of 
progress made, etc.) to promote the program. 

67. 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 pryties in 
both locations. This should include a description of expectations for next steps. 

IESC should attempt to make the tracking and reporting of progns  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/IOC8tions related to the BDS program. 
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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 I1 of this 
report prior to reading the section on Uruguay. 

Goal. The goal of the Uruguay program-known as TIS (Trade & Investment Services) 
"Fast Trackn-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. f m s ,  thereby strengthening international 
competitiveness of Uruguayan fums. 

Purpose. The purpose of "Fast Trackn 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 Trackn program were: 

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

0 A range of 25-75 Uruguayan f m s  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 migazines. 

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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IESClStamford 
l 

0 The Executive Director of BDS. 
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. 

IESCNruguay 

The Uruguayan-U.S. Chamber of Commerce. 
Two Peace Corps Volunteers who assisted the Chamber (at different times) to implement 
the program. 
The Camera Mercantil, a confederation of sectoral "Gremiales," and IBMAJruguay, 
which assisted the Uruguayan-U.S. Chamber of Commerce to identify Uruguayan fms 
which could be recipients of IESC assistance. 
A group of participating Uruguayan f m s  in three sectors: software, fruits and 
vegetables, and the dairy industry. 

D. Process As Proposed 

The process proposed for the Uruguay "Fast Trackn program was from the beginning 
identified as experimental. It differed in several meaningful ways from the "modeln used in the 
BDSIArgentina and similar programs in other countries. Most significantly: 

There was no fulltime IESC representative in the Uruguay model. The "proxyn for the 
IESC representative was the Uruguay-U.S. Chamber of Commerce. With the help of a 
USAXD/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. 

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. 

USAIDIUruguay assigned a Project Officer to exercise oversight and provide guidance. 

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. Sedor Selection 

Sectors were selected by USAIDIU and the Uruguay-U.S. Chamber of Commerce in 
Montevideo based on the results of a USAID-funded study by a reputable research fm. 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. 

Expanding product lines. 

Increased investment. 

0 Sectors prepared for regional market penetration. 

Acceptable technology, financial condition, management capacity. 

Interest in regional expansion and interest in relationships with U.S. fm. 

Once target sectors were identified, specialized organizations such as the Camera 
Mercantil-a confederation of Gremiales-and the II3M company, were enlisted to help the 
Chamber to connect with f m s  in each sector. The Grant Agreement also contemplated the hiriig 
of a number of local industry consultants, as needed. This was not implemented. The consultants 
were to have been hired by the Uruguay4J.S. Chamber of Commerce. Instead, the Chamber 
asked IBM to provide one of their employees to prepare a selection of f m s  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 U&d Nations 
Development Programme to identify and screen Uruguayan f m s .  

However, the methodology employed by the USAID-fimded 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 fiuits 
and vegetables sector where the Uruguayan fms 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). USAIDNruguay says 
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that "...after ihe experience with Fresh Fruit and Vegetables, we decided to stop the work and let 
the Agreeme~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 
forn attitude. The manager indicated his fm probably wouldn't be willing to commit to more 
than the minimal success fee even if the program had offered a higher level of service. His fm 
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 
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 
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 
Uruguay4J.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 
youthfbl 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 also 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 prograrns-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 fms (b) drawing upon his contacts 
in the industry to generate interest in opening discussions, and (c) informing the relevant 
Uruguayan fms 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 f m s .  

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 sinn--he asked for a fee to pursue linkage opportunities. IESCIS 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 s e a r  in the US. 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 USi'JDIUnrguay to 
play an operational level role in the program. This was in contrast to the USO-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 ackmwledges the lack of response from the 
software sector, but goes on to explore other sectors that were involved: 

"...in the cases of the fruitlvegetables and dairy sectors, other factors prevented the private 
sector fm from even getting a chance to react in one way or another. In the fruitsJvegetables 
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 USAIDKJ 
and (the Chamber) with the dairy chamber by writing a letter saying that the US. 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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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 IESCIS and the U.S. 
companies it was contacting for matching. Nor is it surprising that a Uruguayan fm 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 ESC 
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 &onawe joint 
and co-venture opportunities were identified-but could not be pursued because of the 
unresponsiveness of the Uruguayan client companies. 

E5. 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 w[ere] , 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. f m s ?  

A. Genera@ not. 

Q. How many Uruguayan f m s  engaged in serious business discussions with U.S. 
f m s ?  

A. One at most. IESC reports that the "22 strong oppo?tuni!iesmfir matching it 
generated were notfiUowed up by Uruguayan companies. 

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

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 ~ruguay&'s 
accessibility to U.S. technology, U.S. marketing information and suppliers in the 
U.S.? 

nte 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 f m s '  business development? 

Industry sectors were chosen prlpnan'iy based on mused production capacity rather 
than on target market demand. In at least two of the three target sectors, the 
target markets were utlpromising and/or were not pursued. In the case ofJhdts 
and vegetables, this was part& attributable to U.S. import restrictions (even 
though Umguayanjhits and vegetables would have been producedfir the U.S. 
counter-season) and pmty becam dld not believe that Uruguayan producers 
could beat CMlean prices. 

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. 

Summary of Recommendations 

GI. 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 srnrall as that of Uruguay, the Evaluators question whether ?zctor 
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 tampanies 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, USAD and IESC might have been better advised to "cherry pickn 
the best (and most willing) of Uruguayan companies, regardless of their respective 
sectors, and attempt to frnd 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 
demrind as well as supply. 

63. 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 fiom 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. f m s  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. 

64. 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. 

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

IESC should have held an orientation in Stamford for key personnel 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. 

G5. Lessons Learned from "Fast Trackn 

0 lESC 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 totality of the program, and this 
should be reflected in arrangements made with each Chamber. 

Regardless of how small the budget, once PESC 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 lESC 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. 





SECIlON IV 
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 
BDSIArgentina, 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 ofice. The inclusion of these types of organizations accounts for 
the "institution building" aspect of the BDSIADC model, i.e., the rationale is that to the extent 
that a Chamber en 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 Chmber 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 USAD 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. Experience in Argentina 

In Argentina, the BDS program has been housed In the USAID offiw in Buenos aires, and 
is managed and implemented by the IESC Country Representative (part-time), a USAID 
Investment Promotion Officer seconded to lESC 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 Cormrierce, 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 Aim. The Chamber would 
contribute its credibility, constituency, promotional capacities, and office space to the BDS 
program. In return, USAIDIW 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 fiom BDS sales. However, various actors in the BDS program appear to have different 
views as to the wisdom of this change and have proposed possible alternative 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 USAII) funding has 
decreased. Moreover, with the closure of many USAID missions, BDS programs frnd 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 LmLage Enterprise 
(ABLE). Diminishing USAD 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 finds 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 progra!! 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 fust 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. 

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

The third is the institutional arrangement that will best meet the Roject goals in each 
country. 
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D. Integration of IE§C Services 

~ R e  Evaluators feel strongly that dl IESC services-joint and co-venture formation, 
I technical assistance and AbLE research-should be offered and priced as a coherent and ~ 
I comprehensive package. The institutional arrangements made should be designed to optimize the 

implementation of thew activities. This approach offers a number of persuasivz benefits to IESC 
and its clients. 

First, sales of TA and ARES 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 p m e r  companies andlor sources of technology; anned with a solid ABLE, 
the company may decide to seek out partners (or equipment) on its own. However, 
compariies quickly discover t k t  searching for partners is a complex and time-consuming 
task requiring a degre 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 t h ~  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 tczf'earet out prospective joint ventlue partner 
compamanres. 

Thersfore, 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 WC's in-country clients. 

The tasks facing IESC inchde (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. ADCIBDS Pricing 

El. Background 

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

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 venhlres--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 small to mediumsize 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 

which is extremely difficult to value. Fifth, within the current program management context, a 
joint venture could conceivably be consummated and DESC might never know about it. This is 
because, once IESC, puts two prospective collaborating companies together, it backs off and 

I 
plays no role in the actual negotiations. I 

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 folhws: 

cash and part in 'kind," with the 'kindn component often i t h e  & of intel~ectu~-~rop&&, 
- -  - - - - - - -  . 

I V 4  

Benchmarks Foreign Company U.S.Company I 
Program Application N/A/ N/A/ I 
Prsparation of Project 
Profile $250. 

Opportunity Interest 
Confirmed ("matchn) 

Face-to-face meeting or 
Equivalent Linkage $250. 

Signing of Memorandum of 
Understanding ("transactionn) $2,000. 

Contract andlor 
Commercial Activity $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 
BDStArgentina and BDSIStarnford, 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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BDSIArgentina - 48 projects prepared at $250 per project= 
BDSIArgentina - 48 linkages made @ $250 per= 
BDSlArgentina - 48 MOUs signed @ $2,000 per= 
BDSIStamford - 48 MOUs signed @ $25,000 per= 
BDSiArgentina - 36 contracts signed @ $2,500 per= 
BDSIStarnford - 36 contracts signed @ $2,500 per= 

TOTALS: BDSiArgentina 
BDSlStarnford 

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 
orher strategic services available through IESC.. . . " 

The BDSIArgentina staff has meanthe 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, BDSIArgentina 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 IESCIS, 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 b d .  W i g  1993, 1994, and thus far 
in 1995, BDSlArgentina has generated no concluded joint ventures. Therefore, it appears 
questionable to operate on the assumption that there will be 2-3 or 5 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/', 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 am in promoting 
joint ventures. " 

The Evaluators frankly do not know how many joint or -ventures IESC can achieve in 
the time remaining before the program ends--rror do we think anyone else knows. But given the 
fact that Turkey, often cited by IESC as a 'model" program, has ody recentiy realized its fust 
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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 fmancially self-sufficient; and (2) 
the addition of revenues from TA and ABLEs can only improve the hwme situation. 

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

Initial fees should be levied on both Argentine and U.S. fums 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 fm that is responsive ts the type of joint venture Wig 
sought. These matching fees would be repeated for each additional match requested and 
supplied. 

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-Tixne uSuccessn Fees 

UP TO $1 million $5,000 (minimum) 

UP TO $5 million $lO,OoO 

UP TO $10 million $20,000 

UP TO $20 million $40,m 

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 f m s  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 U N ~ S O ~ V ~ ~  difference of opinion 
between ADC Program management in Stamford and the IESC Country Representative in Buenos 
Aires. 

As noted earlier, IESC (and USAIDtW) is recommending an alliance with a Buenos.Aires- 
based Chamber of Commerce. This will involve an outlay of approximately $130,000 by 
USAIDIW. According to USAIDIA (and confmed by the Evaluators' interview with its 
Executive Secretary), this particular Chamber 'was considering not responding posivitely" to the 
IESCIUSAH) 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 USAIDIA, the IESC Country 
Representative presented a report of his exchange with the Chamber, and included a 
corresponding budget. The budget contemplated (a) taking over part of the current USAIDIA 
office and continuing to use it to house the BDS and other IESC programs; (b) paying half of the 
expenses of the USAID Investment Promotion Officer; (c) paying 50 percent of rent, utilities, 
cleaning, maintenance of equipment, and 100 percent of directly related BDS expenses for 
phonelfax, postage, and supplies; and (d) using the Buenos Aires Chamber on an ad hoe basis for 
8-10 promotional events annually and as a "feedern 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 USAIDIArgentina; presumably, USAIDJW would be asked to 
fund the IESC1U.S. portion of the costs (as it now does) but a spokesman has made it clear that 
USAIDIW 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 versw 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 
to be another given. 

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 DESC's small to mediumsize 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 fm. Finally, company interviews for this 
evaluation reveal that there is a kind of lovehate 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: 

BDSIArgentina 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. 

At the same time, BDSIArgentina 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 lESC clients in the respective regions. 

All those involved in the BDSIArgentina 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. 

USAIDIA and USAIDtW 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. 

0 USAIDIW should also be asked to continue to fund the Stamford side, of the "suspension 
bridge. " 
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G. Summary oh 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. 

62. 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. 

63. Institutional Relationships 

BDSIArgentina 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; @) 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 arevenue-sharing arrangement should k? worked out by IESC with 
each participating Chamber. 





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 IESCIS. It is this person who must drive the program, 
since helshe 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, IESCIS 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 fnst step in the BDS process, IESC should never relegate this 
activity to a Chamber of Commerce, USAID, or anyone else. IESCIS should develop and 
implement and new methodology for sector selection; this should involve all relevant in-country 
resources, but ESClS 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 fe ,"  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 f m s  should be charged a front-end 
fee, however modest. This helps defiay IESC costs but, more importantly, provides a measure of 
the seriousness of the client. 

ESC should continue to be flexible regarding its in-country arrangements, modifjling its 
"Chamber of Commercen 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 BUS 
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; telephonelfax/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 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 weasonable 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 communicatiolls 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. 

Lawfhl exports to the U.S. should not automatically be  led out as a target market for 
BDS-generated joint ventures. Products should be assessed on a case-by-case basis. 
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U.S. Agency for International Development 

Robert J. Asselin 
USAID Representative, Argentina 

Juan Carlos Belza 
Project Officer, US AID, Uruguay 

Ed Wise 
Project Officer 
USAID, Washington, DC 

Lic. Ricardo Bisso 
Investment Promotion Officer 
USAIDIArgentina 

U.S. Department sf 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.I.C., Buenos Aires 
Rudolfo A. Chiuchich, President 

A. Giacamelli, S.A., Ferreyra 
Claudio I. Giacomelli, President 

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



Autolaha, Transax, S.A.C.I.F., Cordoba 
Hector Lomello, Sales Representative 

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

Cwperativa Graniera de Productores Came Ltda. (COOPROCAR), Pedro San Nicolas 
Dr. Hugo Tomo, Technical Advisor 

Consersa, Buenos Aires 
Ing. 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 
Omil L. Falcone, President 

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

Inelws, S.A., Pilar 
Eng. Raul R. Altirnirano, General Manager 

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

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

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



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 Ares 
Ing. Fernando L. Teigeiro, Vice President 

In Uruguay: 

Top Systems Software House 
Montivideo 
Alvaro Dominguez, Director 
Enrique Talmon, Director 

Cooperativa Nacional de Productores de Leche (CONAPRGLE) 
Montivideo 
Javier Fernandez Swla, Export Manager 

In the United States 

To come 

Organizations 

International Executive Service Corps 

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

Judy Halleran, Deputy Director 
Business Development Services and Program Development 

Amy EPY s 
Outreach Specialist 
Stamford, CT. 

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

Jonathan Just 
Project Officer 
Business Development Services 



ADC Programs 
Stamford, CT. 

Sam Ticknor 
Project Officer 
ADC Program, Turkey 

S m  Summers 
IESC Representative, Buenos Aires 

S. Milewski 
BDS Planning and Controls Coordinator 
Stamford, CT. 

IESC Country Represeiltative, 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 

4hmera Argentina de Comercio 

Dr. Miguel Lombardi, General Manager 

Federation Gremid del Comercio e Industria de Rosario 

Roberto 0. Paladini, President 

Fundacion In tegracion 

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

Fundsrcion Banco de la Cuidad Buenos Aires 

Dr. Walter E. La Francesca 
Institute of Foreign Commerce 

Camam Mercaatil de Produdos de Pais 
Montivideo 
Simon Pierre Berkowitz, President 



Ing. Adbaldo Yanuzzi, President 
Daniel C o ~ o l l y ,  Pms Corps Volunteer 
Carlos A. Boubet, Manager 
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: DISCUSSION GUIDES 



A. Argentina 

A l .  Program Genesis 

1. How was the BDS 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? 
3. What were the goals of the BDS program? 
4. Who set these: goals? 
5. 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? 

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

3. Who else was involved in the program? Qualifications? Location? 
4. Is there a system for reporting, monitoring, evaluation, etc.? Has this system led 

to any changes (i.e. mid-course corrections) in the program? 
5 .  Are there any provisions for program beneficiaries to participate in decision- 

making to improve program performance? Describe. 

A3. Program Process 

1.  How does the program work? Who initiates what? Who foliows up? Who develops 
strategks? Who is involved in tactical implementation? 

2. What role (s) do volunteers play in this program? 
3. How do staff people interact with volunteers? 
4. Who interfaces mostly with corporate beneficiaries? How? 
5.  What role (s) do business associations play? 

A4. Program Implementation 

1. How were target sectors selected? 
2. How were target sectors investigated? 
3. With the benefit of hindsight, were the right sectors selected, i.s. were they ready 

to expand? Could this part of the work have been done more effectively? 
4. Did local f m s  andlor associations play a role in selecting target sectors? 
5. How was the program brought to the attention of local firms? 
6. What was the process through which local fms were sele~Zed to participate? 
7. What criteria were established for firm participation? 
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8. Who was in charge oflparticipated in the fum selection process? 
9. How tvas the pricing structure arrived at? 
10. Did local f m s  andlor associations understand and carry out the work that was 

expected of them? 

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? 
Were the program's goals achieved? If not, wha 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 lessons 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. 

B. Uruguay 

B1. Program Genesis 

1. How was the 'Fast Trzckn 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? 
3. What were the goals of the program? 
4. Who set these goals? 
5. With the benefit of hindsight, were these goals realistic? If not, how could they 

have been changed? 

B2. Program Organization 

1. How did lESC organize its resources to implement the Program? What resources 
were utilized? Where? 

2. 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. 

Program Frocess 

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? 

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 local f m s  andlor associations play a role in selecting target sectors? 
How was the program brought to the attention of local f m s ?  
What was the process through which local f m s  were selected to participate? 
What criteria were established for firm participation? 
Who was in charge oflparticipated in the fum selection process? 
Mow was the pricing structure arrived at? 
Did local f m s  andlor associations understand and carry out the work that was 
expected of them? 

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? 
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 @) 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? 



11. What arc r?- principal lessons IESC has learned from its experience with this 

12. 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 and become self- 
sustaining? Specify. 

B-4 
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Date 
Interviewer: 

About the Company 

Company Name 
Address 
TelephoneIFax 
Person Interviewed 

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?- 

Company Size 

Sales Today 3 Years Ago 3 Years From Now I 
Totals 
Exports (96) 

B. Employment Today 

Totals 
Managerial (96) 
Skilled (%) 

3 Years Ago 3 Years From Now 

Unskilled (%) 

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. 

Leading 
Markets 1. 



IV. 

A. 

B. 

C. 

D. 

E. 

F. 

Experience With the BIDS Rogram 

How did you hear of the BDS Program? 

1) SeminadWorkshop 
2) Trade, Industry AssociationIChamber of Commerce, etc. 
3) Visit by IESC Representative 
4) Newspaper/magazine/media/other published sources 
5) Local Government Agency 
6) Foreign Government Agency (USAIDI 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 p rodore  take? 

Who did you work with mostly in the BDS Program? 

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

1) Cornmencelincrease 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 Lying to solve? 

1) ProductionIProcessing 
2) PricingICost Accounting 
3) Quality Assurance 
4) Management 
5) Marketing 
6) Financing 
7) PackagingtTransportation 
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.fmss? 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 program communicate with you? Was this often enough? What 
form did the communications take (letters, phone callslfaxes, newsletters or other 
publications/persona1 visits, etc.? 

Did you have any contact with people %am 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 f i  is better prepared now than it was before the program began to 
enterlcompete effectively in U.S.markets? Explain why. 

Effectiveness/Results of Your Participation in The BDS 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 admore effective? 



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

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

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

Have your sales and exports increased as a result of your participation in the BDS? 

TotalSdes Exports 

No Increase 
5-1096 
10-15% 
15-25 % 
More than 25 % 

Are your export sales morelless profitable than your domestic sales? (Explain). 

If your goal was to find a partnerlinvestor, did the BDS program help? (Explain). 

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

Do you think the BDS program should be continued? 

Do you think the BDS 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? 



DISillCUSSION GUIDEILQCAL BUSINESS ORGAPJI(ZATI0NS 

A. Argentina 

Al .  Program Genesis 

How was the BDS Frogram conceived? By whom? When? 
What was new about it? What was not? 
What were the goals of the BDS program? 
Who set these goals? 
With tire 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 USAD become involved? 
How did your organization become involved? 

1. What role did your association play in this program? 
2. 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. 

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

4. Who else in your organization was involved in the program? Qualifications? 
5.  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? 

6. How were your interactions with IESC organized? 

A3. Program Process 

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

2. What role (s) do IESC volunteers play in this program? 
3. Mow do IESC staff people interact with volunteers? 
4. Who in your organization interfaces mostly with corporate beneficiaries? How? 
5. Do you regard the program process as well thought out and reasonably efficient? 

Could it be improved? How? 

A4. Program Implementation 

1. How were target sectors selected? 
2. How were target sectors investigated? 
3. 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? 
4. Did your organization play a role in selecting target sectors? 
5. How was the program brought to the attention of local f m s ?  



6. What was the process through which local fums were selected to participate? 
7. What critcria were established for fm participation? 
8. Who was in charge oflparticipated in the fm selection process? 
9. How was the pricing structure arrived at? 
10. To what extent did local fums 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. 

A5. 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? 
W s e  the program's goals achieved? If not, what were the principal reasons? 
What or who were ths principal contributors to the! program's success or failure? 
How do you assess the cost-effectiveness of the pr,Jgam 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? Specify. 

B. Uruguay 

B1. Program Genes% 

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 



1. What role did your association play in this program? 
2. 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. 

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

4. Who else in your organization was involved in the program? Qualifications? 
5. Has your organization developed a system for reparting, monitoring, 

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

6.  How were your interactions with IESC organized? 
7. Are there any provisions for program beneficiaries to participate in decision- 

making to 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? 

2. What role (s) do IESC volunteers play in this program? 
3. How do IESC staff people interact with volunteers? 
4. Who in your organization interfaces mostly with corporate beneficiaries? How? 
5. Do you, regard the program 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 fm participation? 
Who was in charge oflparticipated 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 perf or mar:^.:? Describe. 

B5. Program Evaluation 

1. What have bees the program's most significant su-? 
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What have been the program's most serious failures or shortcomings? 
Winat 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 criticim 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 
i"ule? 
How do you assess the cost-effectiveness of the program from your 
organization's viewpoint? 
Do you feel the p r o g m  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 ~rincipal 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? Specie. 



DISCUSSION GUIDElCOMP~rCJRUGUAY 

Date 
Interviewer: 

About the Company 

Compauy Name 
Address 
TelephondFax 
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" 

11. Comp~zj. Size 

A. Sales Today 3 Years Ago 3 Years From Now 

Totals 
Exports (%) 

B. Employment Today 

Totals 
Managerial (%) 
Skilled (76) 
Unskilled (96) 

3 Years Ago 3 Years From Now 

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 4th the USAID "Fast Trackn Program 

A. How did you hear of this Program? 

1) SeminadWorkshop 
2) Trade, Industry Association/Chamber of Commerce, etc. 
3) Visit by IESC Representative 
4) Newspaperlmagazine/media/other published soulees 
5) Local Government Agency 
6) Foreign Government Agency (USAID/ U.S.Embassy, UPJDP, 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? 

D. Who did you work with mostly in the Program? 

E. 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 

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

1) Production/Processing 
2) PricingICost Accounting 
3) Quality Assurance 



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 progmn 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 
('EX)? Who? Where were they? What did they do? Was their hdp effective a d  sf 
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 p r ~ ~  now than it was before the program began to 
enterlcompete effectively in U.S. markets? Explain why. 

Effectiveness/IPesults of Your Farticipation in the "Fast Trackn 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? 

How much did you spend on the Program? 

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



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 '&I admore effective? 

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

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

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

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

Total Sales Exports 
No Increase 
5-1096 
10-1596 
15-25 % 
More than 25% 

Are your export sales mordless profitable than your domestic sales? (Explain). 

If your goal was to find a partnerlinvestor, 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 e~nsure 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 
DO@UMENTS 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 
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. 

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. 
Projea Description, Business Development Services (BDS) Program for Argentina, 
undated. 
Monthly and Quarterly Reports, BDSIArgentina Program. 
IESC News, newsletter dated Feb.-March, 1994. 
Joint Venture Brochures, undated. 
ADC Programs Orge_'Lation Chart, undated. 
Memorandum from Sam Summers to Bob Asselin, dated March 31, 1995. 
Exchange of correspondence between Harvey Wallendzr an! Robert J. Asselin Jr. 
Project Development Roadmap and Tieline. 
"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, 10126193. 
Memorandum from Hobart Gardiner: "Procedures to Ensure Compliance with U.S. 
Government Legislationn. 
Description of IESC Business Development Services. 



Other Publications 

International Trade Reporter, 'Garten Helps 'Launch U.S.-Argentine Business Group, 
Praises Economyn, Bureau of National Affairs, Feb. 22, 1995. 
Doing Business in Argentina, Ernst & Yomg 
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 11, Julio J. 
Nogues, World Bank. 
Corporate and Sales Literature of Companies Interviewed. 
Descriptive and Promotional Literature of Organizations Interviewed. 
US. 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 
U q ~ u q  Fsb '!''rack F~c_n_l Repert_, 3,/1!5)5 
Modification of Cooperative Agreement, 8/29/88. 
Memorandum from Hobart Gardiner: "Procedures to Ensure Compliance with U.S. 
Government Legislationn. 
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. 

Uruguay4J.S. Chamber of Coml~merce 

Various sector analyses. 
Chamber publications. 
Copies of correspondence totfrom VEs. 





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

EVALUATIONOF USAPD/ARGENTXNA BUSINESS DEVELOPMENT SERVICES PROGRAM 
AEID USAID/URUGUAY FAST TRACK 

I. Introduction 

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 Uruquay 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 USGts 
overall efforts to collaborate with Argentina and Uruguay while 
they undergo their current process of economic change, USAID has 
supported the International Executive Service Corpst (IESC) 
business development activities designed to contribute to the USAID 
bilateral programs1 strategic objectives of: 

(1) m8imptoving prospects for business expansion in Argentina, 
by making Argentine and US business more aware of trade and 
investment opportunities"; and 

(2) %ore active participation by the Uruguayan private 
sector in the process of economic reformw. 

Accordingly, for Argentina, achievements of the IESC programs 
were defined by the mlnumber of firms engaged in deal-related 
discussions as a result f USAID-sponsored programsm' and the 
"number of deals c ~ m p l e t e d . ~ ~  In the case of Uruguay, the 
achievements were defined by the Denumber of discussions/ 
negotiations aimed at joint ventures generated through USAID trade 
and investment promotion activitied1. 

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 Servicest1 (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 tead 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 
yearsv 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 IESC1s Business Development Services programs 
in both countries. 

If. Background 

A. Argentina 

1. Strateqic Obiec,ives and Proaram Outputs. 

In terms of USAID3s strategic objective in Argentina, USRID 
assistance seeks to 81improvc prospects for business expansion in 
Argentina." The USAID progrsm works to achieve this strategic 
objective by making "Argentine and U.S. business more aware of 
trade and investment opportunities." 

2. Stratesv 

USAIDIArgentina has focused on the following key strategic 
elements: 

Trade and Investment promotion Office. A USAID Trade and 
Investment Promotion Off ice was opened in Buenos Aires in 
September 1992. Its 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 high-quality 
services to U.S. and Argentine firms. 

Sumort for the IESC. USAID signed a grant agreement 
with the IESC for the purpose of utilizing IESC1s U . S . -  
based network of business executives and contacts from 
various industries. This inreement, .together with one 
signed by IESC with the PRE Bureau, provided for IESC to 
~romote cooperation between U.S. companies and small and 
kedium ~ r ~ e n t i n e  businesses. 



Institutionalization process. USAIR and IESC agreed to 
implement a program that could be institutionalized and 
continue after USAXD/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. 

Proaram Sustainabilitv. 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. 

IESCts 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 em:pertise and business contacts of IESC Volunteer Experts 
( V E s )  and professional staff in order to achieve successful 
business linkages between U.S. and developing country companies. 

B. Uruguay 

1. Strateclc Obiectives and Proaram 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. Strateav 

USAID/Uruguay awarded a Grant to tPa 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 cr;m!:ranies 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 thh project. 

111. 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 learned and implementation 
experiences that might be useful to IESCts 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 

-- 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 IESCts assistance? How 
significant was this assistance in promoting firmst 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 promote the 
same objectives? 



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

2. Uruauay 

-- 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.S. 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 
U.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 firmst 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 - Araentina 
-- Are the various elements of IESCts strategy for promoting 
joint ventures effective (e.g. start; 13 with host country 
proposals, use of IESCts 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 - Uruquav 
-- Are the various elements of IESC1 s strategy for promoting 

joint ventures effective (e.. starting with host country 
proposals, use of IESCts 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 .:t? If not, what other 
support would be recommended? 

-- Have appropriate criteria been used to choose sectors to be 
surveyed prior to arrival of V E s ?  

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

-- Can narketing efforts in the US be improved? 

IV. Tasks 

The contractor will provide two Senior Trade and Investment 



Specialists to work with USATD personnel and counterparts in 
carrying out an evaluation of the impact of USAID/IESCas 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 questions relevant to the 
evaluation. This will be considered as part of the initial 
planning and design process which will identify the targeted firms 
and entities that are participating in USAID1s Program. The 
contractor will also review USAID'S Action Plan, Project 
~escription and background information to get a thorough 
understanding of USAID1s 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 plall 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 informarion 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 USAIDts 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, 
qualified 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 Aruentinean and 
Uruuuavan firms. As a mode of data collection, the 
contractor is requested to design. and administer a 
questionnaire that addresses the questions raised in 
this PIO/T.  This questionnaire will provide the 



understanding of Argentine and Uruguayan firms1 
experience with USAID assistance. The sample of 
firms to be considered for this task should be at 
least 3 5  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 populatim 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 contractorls responsibility to 
coordinate and set the schedule for these meetings. 
The USAID offices in Argentina and Uruguay will 
providr the n%iiss, sddresses and phone numbers of 
firms and business executives selected by the 
contractor to inverview. 

Meet with USAID'S staff in Araentina and Uruauay and 
use seco~~darv information sources. USATD 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 
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 IESC8s BDS Program. The 
purpose of the meeting will be to discuss the BDS Programls 
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 5. 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 is expected to analyze IESCts 
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 
Executivest - participation in the process, Project Officersm 
support, etc. 

C. ANALYSIS 

;ask 6. Information analysis. After the information is 
collected, the contractor will answer the questions raised in 
section 111, "Contract Objective. l1 The contractor will devise 
his/her own method for data aggregation and analysis. More 
specifically, this task will focus on: 

1. determining the im~act of the assistance provided to date by 
answering the questions raised in section 111, "Contract 
Objective: Result Achieved'' and the programs successes in 
relation to the following USAID project objectives: 

Arsentina. 

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

(B) -- number of deals completed; 

(c) -- number of discussions/negotiat ions z imed at 
joint ventures generated through USAID trade and 
investment promotion activities. 

2. the im~lementation experience and the lessons learned as a 
result of the activities. It is 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 i n  English. The contractor 
will submit to USAID for discussion a draft report of his/her 
significant findings, including analyses of  lessons learnedu and 
the implementation experience. 

Task 9. Prepare the  f i n a l  report i n  Engl ish.  The 
contractor will deliver to USAID a final report consisting of: 

a) an executive summary of findings addressing the 
questions raised in saction 111; 

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 findings, 
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 quantity specified: 

Deliverable guantitv Due Date JIansuaae 

Work Plan and Schedule 5 3 days DOC English 
Outline, as per Task 7. S 5 days DOC English 
Draft of Final Report 5 30 days DOC English 
Final Report 20 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 I1$enior Trade and 
Investment Promotion S ~ e c i a l i s ~ ~ ,  to work with USAID personnel and 



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 TI 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 
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A-E 
EVALUATION TEAM 

William Fiher 
Senior Advisor 

IGI International Inc. 

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 sewed as an international marketing consultant to 
numerous multinational corporations and financial institutions, and has carried out development 
assistance assignments for donor organizations and government agencies in Latin America, the 
Caribbean region, Europc, North Africa and Southeast Asia. His fields of specialization are 
economic development, institutional strengthening, export and investment promotion, market 
research, cc?lmmunications 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. 

Extensive experience matching buyers and sellers and promoting joint ventures, co- 
production arrangements, technology transfer, and direct investment. Managed a Central America 
based trade and investment promotion program that included developing the textilelapparel, 
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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SAMPLE COMPANY/PROJECI' PROFILES 

ANNEX F 



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 economy. 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 
ihe 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 plyhmod. In 
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 materials for said products. It also 
has the sawmill. 

A t  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 10'2 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 estimated 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. 



market by 
m3,J and a 
a total 82 

-- 
the year 2000 [or 30,000 m3 out of a total 1,85 million 
12% of the domesticplywood market lor 13,000 m3 out of 
,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. 

The final venture will have the described forestry and sawmill 
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 Fc province, the heart of Argentina's 
agricultural region. 

The company nlanufacturcs 11lctiil grain silos used to store. clean. and dry grain and cereal after i t  
has heen hanlestcd Purchasers of these grain silos are primarilv $ram broker cooperatives. !lour 
nlills. chicken and pis producers w h o  feed grain to their stock. etc. The company's silos are 
manufactured our of' plated nictal sheets with capacit~es ranging from 6 to 357 tons. and ground. 
cement-based silos with capacities ranging fiom 2 1 to 3 thousand tons. They also make bucket 
hoisters with lifting capacities ranging tiom 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. mis has sharply reduced 
profit margins throughout the grain distribution chain, motivating fiumers to by-pass 
the traditional grain middlemen, and to store and sell the grain themselves. This is 
creating increased demand for smaller, fann sized silos. 



- Growth of chicken production Argentina has been shifting in recat years fiom a b e d  
consuming county to more poultry consumption. Poultry producers need silos to store 
grain for chicken feed. 

Growth of rice production (a storable commodity). Argentines are consuming mors rice, 
thus an increase in rice production for the domestic market and orport to Brazil. Braril, 
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 5 million tons). 
and ~n Hraztl. thc trvetltual niarker  or this prqect. these production iisures are doubled 
Brazilian silos arc of lesser qualily 

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 sibs 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 
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This is the  aompatitive advantage, 

Valle offers its p o t ~ i a l  US joint ventura partner to take 
advantage of this produation-cost advantage t o  jointly pneaata  
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PRO3ECT-283 
ELECTROLYTIC COPPER ~ A ~ I N G  PROJECT 

Tha9 is a jolnt  aruct  company rhioh erne oetmbliohrd in 
Istanbul. Thfv f irm haa barn in m o t r l  m ~ n u f ~ c t u r i n ~  business 
s inca 197d. Thc f ism'. primary 80t ivity i o  aanafnetnri ng 
bra66 auctionsr billoto and mat81 insets. 

Thr firm i a  ~urraaatlp composd of S aharrholdara. Andon 
ARARELYMt i c  tho cbmlrman af the Boatd. 

 he fbctory consints of a coverad plant of approxiaately 
9,000 opuara metere on 8 ulot of  land of 16,000 aqaare 
anters-  The ir  annual capacity is 20,000 tons/ger ?cura The 
company e m p l o ~ a  135 people ( 35  Tecbicisns and 100 LaDOrors). 

11. a. A11  of tne r w  materials Y U G ~  as 
copper, m a d  w f e  UUPOCteU fmo Bulrasla in  the 
early 90's but now they are a~ailabls l u c ~ l l y .  

The firm sells its semi-fiuirhed productr mainly t o  
hsrdurre maaufacturcrs snQ cunstruction eceaaootirr. 

11. b. Ao shown i n  the firm's income 
,tatcmcnt, their r r l o s  i a  I993 increased by 157% and net 
profits increased br 277X compared t o  1992. The firm's 
annual calec raveaue figuvss over the oant three years is 
ohaivn be low. 

lnarsavc in salrs and net income were mbiaiy acttibuted t o  
business growth and more efficient operations. 

- Tba firm's min distrabutlon channrls are wlrslesrlors and 
ratailer~. The tirPD he8 40% donastic markst abata. Thcir 
major local competitor is Lrtag lac. 
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Thm f j r m ' ~  foreign trade acti~ities rare;  

lEAR 11BbBTS Decrea6a in imports ate mainly 
attributed t o  the  rvailsbility of 

1992 $ 297,118 tha raw matsrirls locally. 
1993 $ 97,685 Currently, tne firm docs nar nave 
1994 $ 81,748 any exports. 

The coapsny'a authorized uayital i a  1,290,000. sUSD and 
683,000.-WSD of tlticr amount . i s  pa id  in, (baaed on thm 
txcnange rare uf 1USl)=3lrO0OTL) 

Tl'air t o ta l  aoactc uro 1,639,000.-$U.W which i s  l i s t e d  
bs10w. 

T ~ t a 1  Aaoots  1,634,000 SUSD 
Pfxod Assets  227,800 SU8D 
Current A S S ~ T S  1,411,200 SUSD 

For additional financial infarmstion; "Financial 
Assoament Tablas" are attached. 

The f i r m  would like to  Work ritb a U.S. partner uu u 
joint ventura basls to c0-produce and c o - i ~ ~ r l e t  t h e i r  
ptoducts. T h t s  cooparat1on will rvwntually help thua t o  
increase their aomestlc wrkat share. 

Tnis w i l l  be un upportunity for o U.S. firm to uain 
imeaiate sccraa to tho f i r m ' *  oxioting Booleatic 
channe 1 s . 

111 the Ion6 run, the f i r m  plrno to mannfnctare 
~lactrolytic coppmr w i t h  r U.S .  campany i n  the form of 
B jo int  vantute at an othat Incation called LUlebur~az. 
Aa o result of the  prnpnaed'project. estimated annual 
prodacitioa capacity rill incrsasr to 30,000 ton$. 
According t n  their buaiaes8 plans, the forecaatsd sales 
and e x p t w t ~  for  tha new investment are given below; 



Za thc loni tun, tha f i r m  ~lrna t o  expand and rrrodcrnizc 
its facility with t h e  obj.ctivm of a~portigq their 
productu to the nflwly tmniesd marketa of the 
~ ~ ~ r r n n n d f  ng tmgfoa. 

S~rkuyrran and 88s Ed10 will be tho domortic 
oompetitors f o r  the  proposrd project but foreign 
competition is not anticipated in the near future. 

They arm planning t o  acquire n 50% darnretic mrarkmt 
m a t e  and export 3FJX of the products they will 
msnufacture. 

~ o t a l  ptojoct invoutmont i a  aotimotcd at 
16,i29,000a-USD ootopoaed of itdma r c  followc; 

Land and Buildings ,........-.......$ 9,612.9CIn tlsn 
Uwhjnary and Pquigmsnt ............ S 6,451,600 USD 
Working Ca~itrl.. .u........-.I.....S 6,451,600 USD 
Otberr,.........................a..S 1.612.900 USD 

~ ~ ~ ~ 0 0 0 0 0 ~ ~ ~ ~ ~ ~  

............................ Total * e $ 1 6 , 1 2 9 0 0  USD 

Tha-firm plans t o  finance the  wct ject  with 40% o f  
equity, 50% of long term Soans and 10% o f  short mnd 
medium term loans. The estimated return on fnrestment 
is approxiaateIy 30%. 

In order t o  raslizs tbla urw invua launl, Lbry w i s h  i u  
cooparal\u w i l l r  an U.3- Cirur i u  tho fulu of Joint  
verrturt  i r ~ c l u d i n g  equity participation, equipment 
supply tmd tromfcr of tachnology. Thcy cxgaot equity, 
technology, foraiga markot o t a o o o ,  marketin$ on8 
cquipmont oupply from thr prorpot ivo  U a S a  gartnor. 
Thoy arm ready t o  offar  40% sharr t o  tha prorpectirm 
partner i n  the now vonture. 

In thm meantime, they s t ~ t e  t h a t  ~ i g n i f i c i a n t  mntkrt 
*harm w i l l  be the m8t important 8epect o f  th io  projoat 
which makes it an unique opportunity for an U.S. firm 
t o  participate. The firm f a  ready to contribute their 
equity, curreat technology, their Buildings & equipment 
and local marketing experience t o  the new inrestaent 
pra j e c t  . 
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r w u v  Darrv P rocessiqg Plant Ouestionnaire 

Company: QUESERlA HELVETICA 

t 

1) Products: 15,000 liters of packaged milk, 37.000 liters of cheese 
- .  

summer increase: 2.100 liters of carmelized miik s?read (duke 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 5.4 and 1.5 kilograms, 400 grams, and 200 grams, 
grated: in packages of 1 kilogram, 114 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 countly. 

Exports: 1990 1991 1992 

Germany 134,188 (09.18%) 192,803 (1 2.2%) 
Argentina 140,000 (08.86) 640,323 (35.53) 
Brazil 848,288 (58.04) 1,146,206 (72.55) 333,325 (18.49) 
Mexico 448,048 (30.66) 67,551 (04.28) 542,469 (310.10) 
Sweden 5,118 (00.35) 2,796 (00.18) 
USA. 25,937 (01 .n) 30.63 o (01 -94) 35,100 (01.95) 
Venezuela 25 1,087 (1 3.93) 

total  1,461,569 1,579,966 1,802,304 

5) In the internal market, we compete with CONAPROLE, LACTERIA, 
CLALDY, INLACSA. In the external market our principal competitor is the 
European Common Market that sells their products with large subsidies 
from the State. 

6) The registered brands of our firm are MILKY, MlhYMIL, TREBOL, KIRY, 
and HELVETICA. 

a) Advertising? Yes. 



8) in the states of Soriano. and Colonia in the Southwest of the country. 

9) Production: Actually, 76,000 liters daily. in the summer nonths we 
receive 10U.000 liters daily and in winter it falls to 60.00U. 

1Q0% from private farmers 

lo) liters sf production: 1991 18,000,000 
1992 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 slammer months. 

15) Adequate equipment? Yes, it is adequate. 

16) Yes, beater 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 g o d  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 ti1 12pm and the other 
from 12pm ti1 8 pm. In Montevideo they work from 7am 111 11 am and 1pm 
lil 5pm. 

a) The total of salaries paid by Queseda HeIv8tica in the fiscal year 
1Q9111982. including sodel security rose to 51,832,000. The cost of 



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 annual tendericy 
shows a sustained and significant increase. 

28j 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 receive3 the milk to permit a larger 
volume, decrease pewonml 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 I assume the spare stock is going to be used and endorse the 
production with good advertising. 

36) Owners: Enrique and Federit o Well 

37) It is not if I had the freedom, but the necessary economic means, I 
would request a market study for possibilities to in time, to the 
neighboring countries, cream cheese and other types of best products. 

38) The quality of our products, permanence in the market and our brand 
names. 

39) Weaknesses: 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 line of products, not only the 
products that arrive without our brand name, but those that amve 
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. 



er. mgas 1352 
monte vide^, Uruguay 

phone: (598 2) 7'9 95 55 
fax: (598 2) 77 39 05 

Director. 

Roni Lieberman (Mr. Lieberman is also W e n t  of the Software Chamber 
in Uruguay0 which has 80 wabers representing 90% 
of the market) 

Although the Iegd starting date of the business is 1989, Memory Computadon 
began its activities in 1985 and today has very strong brand recognition and over 
3,000 clients in Uruguay. Memory Cornputadon 59 one of the most sumessful 
producers of standard management software in Uruguay and has sold more than 
1,500 copies of its most successful program, "Contabitidad Central" or central 
accounting. 

The fkm has gained tremendous popularity in U m p y  with its exceptionally 
high level of training and suppart. The amounting programs in the universities 
and tedurical schools all employ its accounting software, which has led to a 
virtual monopoly within the amunting profession. 

Financial Back8pound 

Sales for 1993 were $m8000. 

(NOT&: AU $ figures in this report signify US61 



0-g references lndude Ban00 de Boston, Casa Cenbal and Casa Baneria 
hlmi. 

I O f f i  and Equipment 

T w  houses have been rented and cmverkd into offios spaae. The main office 
has~fIoorsand500squi~emeter~md theseaod810catednsxtdoo18has100 
square meters of spa= available. ~~ indude: 

- Novel1 3.11 network of 20 miaocomputers (ACER and clones) 
- the development equipment is all 4 8 6 8  386 and 286 

Techniul Backgmund 

Operating System: 

-DOS 
- Novel1 network 

Rogramming languages include Turbo P a d  and FoxPro. 
I 

me programming staff has an average of 8 years expajenae and the staff level af 
technical expertise is amsidered by management to k a w4.S" on a scale of 1 to 5. 

Staff wages ranges between $600 to $2,000 per month- 

Product Informatiorr 

Memory Computation's principal products a~ stand done management and 
awunting software programs. The produds are easy to use and modify, and 
have quick response time and good graphics capab'ities. They are PC and PC 
network based. The software is divided into distinct modules oriented to 
automate a spedfic admMstrative job, induding: 

- invoicing - inventory 
- acrounts payable/accounts receivable - accounting 
- personnd/payroU 

Each nodule 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. 

F-25 



Office and Equipment 

Two houses have been rented and converted into o h   spa^ The main office 
hns 3 floors and 500 scpe meters and the m d ,  b t e d  next door, has 100 
square meters of space available. Machines indude: 

- Novell 3.11 ne-rk of 20 miaommpure~ (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 FoxPm. 

The programming staff has an average of 8 years experience and the staff level of 
technical expertise is oonsidend by managanent to be a "4.Y on a scale of 1 to 5. 

staff wages ranges between $600 to $2,000 per month. 

Memory Cornputadan's principal products are stand alone management and 
accounting software pmgmm. The products are easy to we and modify, and 
have qui.ck reqxmse time and good gnphio capabilities. They are PC and PC 
network based. The softwam is divided into &tinct modu&s oriented to 
automate a spedfir administrative job, including: 

- invoicing - inventmy - accounts payabie/acmunts receivable - accounting 
- personn~/payro~ 

Each module can function independently or can interact with the entire system of 
modules. This parnits the dient to select the jobs that he/she is i~terested in 
having automated. 



Their next generation of s0ftwa.e will be DOS Md Windows v d a s  ?he WS 
beta version, which has network capability, ir scheduled to be &eased in 
September 1994. No specific plans have been set for the W ~ M  versions. . 

Product Distribution and Support 

Memory Computaaon sells d i d y  to the customer as well as through a network 
of distributors. In Monteviaeo8 the software diRIP has approximately 10 major -. 

distributors and various d m .  In the rest of Ur&awy8 they have established 
distributors in the major cities. Price disaomts for the disbibub range 
W e e n  25% and 30%. nese &trhtOrs &yon the support ~f Memory 
Computation for sales and post-srle~ auistance. 

Training is included in the prim of the m, as is all follow-up support and 
&cing. They have telephone "hot-Ittea support Md recently introduced 
modem support. Memory Computrdon owits a small house two block from its 
headquarters which serves as its tnining or dasmorn. 

Marketing and Market Position 

Memory Computaaon primarily serves small- and medium-size businesses and 
accounting pmfessjonals in Uruguay. Sales are conducted via telemarketing, 
direct door-tdoor, discounts offered to mubus bJsiness association members, 
and through advertising in the country's leading newspap.  

The firm has an estimated 75% market share among public amuntants, which is 
further strengthened by the use o f  Memory Computacion software in the 
uxuversity and technical xhool accounting dasses. 

Average price per module is $400 to $500, or ~ , O O O  for the entire package. This 
price indudes training, Servicx and support. 

Long-Term Plans and Gods 

Having acquired a substantial market share in Uruguay8 Memory Cornputadon 
believes they are now ready to e x p ~ d  through p-ps 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  bputacion programs are mitten h P d  and need to be rewritten 
to aUow multiple usem through PC network. W w e ,  the programs are now 
being redesigned and rewritten in Foxpro to nur on DOS. 

Opportunities Available to r U.S. Parhrdnvesfor 

While the software cu14endy available h u @  Memo."y Camputadon may not 
be aatting edge by US. market standards, this firm nevertheless has a client base 
of mare than 3,000 in Umguay. A parbumhip with this fkm to upgnde their 
dients' apaeity is highly possible. Memory Ccmputacion may also ofkr 
attractive opportunities for US firms interested in ~ U i n g  aamplementary 
products througt% that firms distribution chameIs. 



Ideasoft Uruguay SoRoL 

Alfred0 Amaya 
Enrique Tucd 

Founded in 1987, IdeaSoft focused grimariiy on the market in A r p t h  through 
a distributorship with Intdoh, a SO* house in Azptina with over $6 
million in annual sales. On April 1,1994, I d 6  merged with Intersoft and its 
two directors became partners of Znteosoft. 'Ihe newly famed business is very 
busy reorganizing and settir.tg up a major export operation in Montevideo's tax- 
free zone. 

IdeaSoft supports the Open-Sys- phiIosophy and is opposed to proprietary 
technologies. The fums' basic objectives are: 

- high tech software generation, implemented in C language, to make 
possible the development of applications mnsdng lower programming 
effort, as well as maximking perfonnance lev4 for the 

- steady growth of the company as a vendor of services, not only of 
products, in order to achieve a high percentage of customer satisfaction0 
thus meeting the gual of deep and wide penetration of the xnarket; and 

- the production of software Kn accordance with industry standards, 
providing portability and umpatib'ity with other software and 
databases, thereby allowing the dient/user a high level of indepdence 
and a safe investment. 

staff: 
1991 5 employees 
1992 10 
1993 19 



IdeaSdt provides c o n t h ~ ~ u s  tnining opptunitie~ to all of theit technical staff 
to keep their level of ewpertise on the cutting edge 

Financial Background 

@JOTFg AU $ figures in this report denote US$) 

Bank referenoes include Ban- Coxnerd - Cuentas Ccxrientes and Cajas de 
Ahono. 

Office and Equipment 

A modest house is rented to serve as an office With apprcxhately 200 rquare 
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: 

Technkal Background 

Ideasoft works almost adusively with POSD( open systems and utilizes 
Windows in some oases for front end applications in UND( machines. Some of 
the operating systems within the offices mmputers indude UND( Interactive, 
UND( SCO, UNIX ]ESIXI and AU (RS 6000). 

Ragramming languages include C and C++. 



The programmers have an avenge of 2 years experience, while the average fos 
the qghexs is 5 years. The programmers and engineers level of k&nid 
expertise is considered by management to be "4" and 5" respectively on a scale of 
I to5. 

OpenCalc - an electronic dculus Iorm based on UNM capabilities with several 
database en-& FunctionaUy compatible with Imtus 1-2-3, multi-user 
capability, and available in English and Spanish. &abase queries and reports 
performed according to the SQL standard. The program can also access Ideafix. 

- an MRP production s y s t e m  software that provides cmtinual production 
process control. 

AURUS - an adarinisbatJve management software system integrating the 
applications of acmunting, bank transactions, aaunts receivable and payable, 
cash-fhw ;lnd all necessary reports into one progsam with a clenhal database. 
Optional modules are budget, treasury and tax handling - & having an 
auxiliary database, interactive interfacs and spedfic queries and reports for each 
sector involved. 

DENARNS - a pap11 systems software, including pemmnd administration 
facilities, that allows for simple and efficient handling of ~ o m p k  trade-union 
agreements or special remuneration. 

IdeaSoft also mils InteffoWs I D E M  - a set of utilities and propmmhg tools 
that provide an integrated, fourth generation software development 
environment. Includes a & a t i d  d a W  admhbmtor with high 
performance &nsactionaI capacity and SQL facility. Applicatians are available 
for equipment running on UNIX, WDOS and local network systems. It also 
runs on PCs, workstations, minicomputers and maidkames. 

Together with Intemft, the firm is now trying to market a software product for 
locat governments in Brazil. Other products include V i  Fon, a Wnix based 
voice mopition software. 

Distribution and Customer Support 

As Ideasoft's major narlcet has been in Argentina, in- has customized, 
installed and provided field support for AXIS, AURUS and DEMARIWS in that 
arruntry. This servicing arrangement has been relatively eusy given Intersoft's 
capabilities in production systems and their IDEAlFlX database. 



Newtec in Brazil is d i g  O j x K d c  yet neither exdusively nm with any lage 
degm of success. 

The hrm recently began negotiations with Systan Six of Detroit to implement 
Ideafix and OpenCalc in their real-time opersting system, UND( upgrading 
systexn. 

Ideasoft currently has 40 clients in Umguay and same 500 in Argentina. Total 
installations are 900. 

Aurus clients indude the Argentine Air Force8 TeEeoom and Mobicom. 

Together with Intersoft, ideasoft is in final negotiations of a sale with Mastercard 
in the U.S. 

Competitors in Argentina indude ATG8 Orade, Informix, and Digital, 

Ideasoft recognizes that their prices are higher than their Uruguayan 
competitors, yet they claim quality &. 
Full installation price far AURWS and AXIS in Uiuguay is between $20,000 and 
$40,000, with approximately $10,000 more far custcunization. Licenses a t  
double in Argentina. 

Support and service charges are as follows: 

Long-Tenn P h  and Go& 

'fie April I merger of IdcaSoft and InterSoft auriLs an ambitious plan for market 
expansion. Operations in Montevideo will hixe 40 more people in 1994 and a 

establish a subsidiary corporation in Montevideo's tax-free unre Operations in 
the -free rone WUI bring a substantial reductim in ast through lower 
c~llununication costs (teleport faalities provide up to 50% lower prices than 
through ANIZL, the government-run aelephone company) and zero taxes. me 



h term of prdud development, Fuzzy Lagic is being appfied to the MRP 
syskm!L 

The new business will aggressively try to penatrate tk Drsdlian mwlcet this year 
though an &tion with one of several firms that managanent is now 
evaluating. The same process is underway with firms in Venezuela. A sales . 

effort is also planned for Bolivia in May. 

The Ideasoft/InSersoft team sees a large window of opportunity with the 
consulting firms of Arthur Anderson, Price Waterhouse and Touche Ross. 
Apparently these syssystems integration firms are now kdjng software and their 
mr -ket position is weak These firm d d  save as major distributors or more. 
Price Waterhouse already serves as a distributor for Ideasoft in Uruguay. 

IdeaSofft is currently in contact with a U.S. software ffrm named System Six, 
which has their own UNIX bystem and are negotiating to install IdeaSoft's 
financial spreadsheet and database software, as part of their operating system. 

Opportunities Available to a U.S. Partnez/Investor 

The IdeaSoft/Inte&ft partnership is weU positioned in the Southern Cone and 
operations inside the tax-free zcme will serve as a stmng export platform far 
improving its market share. The group is very ambitious and now looking for 
more distributors of its software in Latin America. 



mrltet Opportunity 

There is a ctterket op ortunity in hrgcntinn for UO manufacturer of 
mlectrastatic air f f' i t e m  for indubtrial use [Waste disposal1. 

An Argnnt im company with 40 yaars i n  tho market nf air 
purif  icetjon wants t o  associete With a US firm thst providec the 
oophictinated l l~orea 3f e1ectr~stat . i~  u i x  filters and the know-how 
t o  acsembfe them with tha necessary metal componanto. 

The rocont enmhasis In Ar~entina on urrfurcsanent of oxioting 
environment a: regulations regarding air emiovLun6 t o  the ntmoophsre 
btiaga r market o~port?nity iOr ml)w~6cturors / l~1~1t81~er~  of largo, 
aophiatieatsd s3r filters f o r  use In industrial y l a n t r .  

Many induttrie3 n'Lants are n w  heavily fined by cnvironsontal 
~gencieo if they srn foucd to re lease  air pollutants beyond Logal 
l i m i t s  . T h i c  cre.4.e~ the need far saphi.#ticated ~ l e c t t o s t a t i o  
g i l t e r a .  co far, there filters are elmolt  unknown 111 Argentha 
whwro "machnniow f i l t a r u   reva ail. 

Eiectroatat ic  f f l ters vwnder- purr, a i r  by electrically charging 
perLiclca that ara rhen captured by surface8 with all uppasite 
charge. 

Theee t i l k r s  are made up of +.wo parts. A "core unitm [electronic 
and electric] and a rnotal l m a u ~ r o ~ ~ n b i n g "  part. 

Aeromecanlca bulicvea that  the *zcrc mitt' 18 fairly otandarbized. 
The U .  partner murt oithor hxnort t h i s  ''core unit" t o  
A ~ ~ O ! U W U ' U C U  or Lransfer the aecogcar:? t ~ c h n w 1 o ~ y  for Aeroaecanica, 

With regard t o  the "bcrt-auntling" part. Aarornecanlca feels that they 
are capable of makirrg ir t h w m a l v e ~ .  Each indu~trial filter i s  i~ 
project tna t  barnuau3t adjuoting the ~ ~ ~ t a l 3 8 t i o n  of the f i l t e r  t o  
the peculiar netrrlu af each t i t o  aa~A +.he type of particles to be 
captured. 

A typical 3rcrject would kendle f i l ter  -yut.em that raea6ures 7 x 3 
x 24 metere, handltny 60 ,000  oubio nwtara/bour and working a t  a 
toarperature of 200 Jugxess colsiue. 

Aeromscanlcn nanu~act~res on4 inotalla mechanic a ir   filter^ tor 
industrial rlrcllltiesr. It was foundod in !948 ydars ago, employees 
20 people tncludiny 3 cngineoro and 2 t~cnL1icia11~. Annual sales 
amount to approx U8D 1. ~u i l l i on  per  yoar. - - . .. ... 



industrial  uae intsrcated i n :  

a .  Provldlng technology to tn Argarting s?F pttrtner- 
b ,  S e l l ,  c.? an exu lus i~*t  bacls, "core 9nitsn t o  their JV partner. 
C. lfelp t:?e Argentfare partner put thei? ~ c + .  in order in regard t o  
the 'surroi;ndingN parcb :reeded to xake c h i c  filterin9 system worlr. 
d. Pinanclally suppart t h i s  v e n t u r e  by partici~eting t o  gome 
extend in the stock holding6 of thc, neu JV partnership. 

The U.6. partner would s e t  &a return ir 3nride tract t o  (I devolopiug 
piece of afi interesting market.  A=rcmeeanice i n  oCen to consider 
different t y p s  of arracgementa that  could prove to he mutually 
beneficial. 





November 8,1993 

W. Donald Rooyakkm 
V i  President - International 
QUEST INlERNATlONAL, INC. 
400 lntematri~l  Drive 
Mwnt Olive, NJ 07828 

This is an excellent opportunity to secure a sttong pasition in the Memsw. I 
will call you dxutly to discuss the details of this opportunity, as well as the 
adiv'iies of our not-for-pmfit organization. ?hank you. 

Ivan M. Peill 
Projed Offmr, Argentina 



November 38, 1994 

Shaun Kuhn 
Marketiag Hsnager 
SourceMate Information SysteWr Inc. 
20 Sunnyside Ave 
Mill Valley, CA 94941 

Dear Mr. Kuhn: 

I enjoyed s p a k i n g  with you on tha phone today regarding the 
International Qcecutive Service Corps Fast p a c k  program in 
Uruguay. This program, which-operates under a grant from 
USAID. seeks to assist U.S. ~~BipaniWif in establishing 
cooperative ventures with Ufllguayan moftwase companies.   he 
marketing focus is regional distribution o f  product8 from 
Uruguay to the rest of the Mercosur region, which also 
includes Argentha, Brazil and Paraguay. 

IESC sent Volunta~~ Executive, Bob Bartieal to Uruguay, 
Brazil and Argentina for one month to meat with software 
companies and distributors to determine appropriate channels 
of distribution within Brazil and Argentina and to analyze 
the Uruguayan software co~lpanies. 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 coopuative venture. I ar sending two 
Uruguayan company profiles, Memory Computation and Ideasoft, 
to you to determine if you are interastad in discaasoing 
opportunities directly with the Uruguayan firao.. If so, wa 
can assist with establishing direct c~~~~llunication with those 
companies. Please note that there is no fee for 
participation in this program. 

Thanks so much. I will call you soon. 

Sincerely, 

k2- M Y  
Project Officer 



The tntrmational Sweet Hawse (ISH) in Rob, G~lrmaury take# placa 
very sbortly -- January 28 to Fekuary  2. I vill ddixaitely visit 
the show Md w i l l  8tay at the Excelsior Bute l  in Koln. If you alsa 
plan t o  v i a i t  tAe shew it will g i n  US M opportuhity to meet .nd 
further axehangfi id- about a mutual cooperastion. P1.asc advise 
if you plan to attend the I-. 

H-mUle, if you would  like any additional Lnformrartion pPwhse do 
not hesitate to ask. 

&ct Tclr. Sam T 

6110 EXECUTNE BLVD. S U E  1080 R O C W U ,  -0 20852 
PHONE 13011 889-9340 FAX NO, 1301) 881-0826 TELEX NO. 592820 

tI:LT S66T-90-NtJT - 
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November 30. 1993 

Mr. Greg Mankevich 
o w  
6055A Arlington Boulevard 
Falls Church, VA 22044 

Dear Mr. Mankevich: 

I've been referred to you by Dr. 8.3. Shannon who, as you how,  is a 
volunteer with our organization. 

Briefly, I'm writing en behatf of an established Argentine firm which 
manufactures and distributes ophthalmic lenses and related eyocars 
products. As one of Argentina's leading suppliers to the retail eyeare 
industry, the company plans to expand into the bifocal lens market which is 
estimated at 84,080 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 mlationship is open to 
discussion; the venture will primarily require investments in new lens M n g  
equipment. The company offers its prestige in the Argentine e m m  
market, its local market sawy end advanced manufaduring capabilities. 

This is an excelCent opportunity for an OMA member campany to enter a new 
and growing market I've endosed 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. 



Mr. Peter Bauman 
Licensing Department 
MArrAG INTERNATIONAL 
8700 West Brynmawr 
Chicaga, IL 60631 

Dear Mr. Bauman: 

I've been referred to you by Peter Hughes who suggested that I ontact you regarding 
an Argentine appliance manufacturer we represent. 

A privately-bld concern, the company sells its washers, dryers and smell appliances 
throughout South America under its own brand name, as well as through 
Phillips-Whirlpool. It is also a high quality OEM component wppliwwith exports 
throughout Latin America, Africa and the Middle East They have strong brand Identity, 
extensive distribution dranneb, a pmgmssive management team and advanced 
manufacturing capabilities; annual sales are approximately $60 million. 

The fim seeks a partner to leverage its position in a mpkliy gming domestic market, 
as well as overseas markets. Given the quality of their products and market access, we 
believe this is an excellent opportunity for a US. appliance company to expand in 
South America. - 
I've endosed some background information on our not-for-profit organization, and will 
call you shortly to discuss the details of this opportunity. Thank you. 

Project Officer, Argentina 
Trade & Investment Services 

G-5 



June 10,1993 

Mr. Angelo Mastrangelo 
President 
ADIRONDACK BEVERAGE 
701 Corporation Park 
Scotia, tdY 12302 

Dear Mr. Mastrangelo: 

I've been rnferred to you by James Cook, formerly with Shasta, concerning 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 carbonatad 
beverages 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 afomrnentioned company, a juice U e r  with brand identity and established 
distribution channek, is targeting a fruitflawred soft drink niche, planning to initially 
capture 1 % of the overall market. The U.S.-Argentine reletionship envisioned is that of 
a joint venture, requiring investments in facilities, equipment and additional working 
capital. 

Separately, I've enclosed some backgmund information on our not-f~~-profR 
organization. 

I will call you shortly to discuss the details of this opportunity. Thank you. 

Sincerely, 

Ivan M. Peill 
Project Argentina 
Trade & Investment Services 



I 
ANNEX Pi 

1 SAMPLE STATUS IREPORTS 



IESCIBDS ARGENTINA P R O G U  
MONTHLY SITUATION ANALYSIS 

NOVEMBER, 1994 

Cooperative & r m e n t  No.: PDC4013-A-008-160-00 
Length of Agreement: Twelve months (9/1/93-8130194) 
Funding - Tod:  S 241,150 

- Cunmt Year: 130,788 
U.S. Project Officer: Ivan M. Peill 
I ! S I'rogra~n Manager Jay V. Pati 
Scnior BDS Oflicer: Sam Summers 
DDS Oficer. Ricardo Bisso 

The Business Development Services (BDS) Argentina program is a coopaative effort between 
the International Executive Service Corps (EX) 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, hchising or technology transfa agreema&, 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 Oficer 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 Busiiess Groups ( P B G ,  IESC can 
efficiently and rapidly effect joint and co-ventures between U.S. and Argentine fhmq again, to the 

. mutual benefit of companies in both countries. The most obvious benefit to U.S. firms is,access 
*Argentina ad- thaMERCOSUR t t b d i n g m  Argeniine firms can benefjt h m  X J ~ , ,  : 0.' . . . . . . . . . . . . .  
technolo& and management expertise. 

In addition to VE networking efforts, IESC wiU promote the program utilizing an array of 
marketing methods such as telemarketing, trade show attendance, informational seminars, public 



media relations and company visits. Furthennore, it will develop and distn'bute promotional 
material. 

Finally, IESC will a n a l p  Argentine company profiles and U.S. company applications. Other 
hnctions will include facilitating communications, and terforming various administrative and 
reporting functions. 

PROGRAM PROMOTIONS 

In  addition to its usual outreach activities, BDS Buenos Aires met with the Camara dc 
Exportadores de la Republics 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 chiunbu will include BDS information in its bulletin. 

BDS Buenos Aires is continuing to interview companies which have applied for the upcoming 
environmental sector surveys. In addition to this, BDS provides sdected companies with 
assistance in preparing for the survey. They are also considakg including Mendoza companies in 
the survey as the Mendoza Province has more advanced environmental regulations. 

Lastly, BDS met with the Camara de Comerdo and the American Chsmba 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 A i m  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 U.S. company. 

COMPANIES SERVED 

During the month of September, the BDS program served twenty Argentine companies and six 
U.S. companies. 

Agrometal (Agricrrltural Equipment) 

The proposed December meeting with Great Plains Man-g was canceled. Agrometal has 
invited GPM to jointly exhibit agln 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 
J a n u q  as scheduled. 



Ambiental (Environmental Scrviccs) 

I BDS Slamford has begun developing a list of U.S. environmental smrices companies in order to 
begin U.S. outreach. It has also requested the assistance of environmental VEs. 

I , 

Chiuchich (Bicycle Spokes & Nipples) 

Chiuchich has requested pricing information on ED0 Sports' spoke technology. They have also 
espressed interest in Union Frondenberg's bicycle accessory products. Accordingly, information 
is being fonvarded to Argentina. 

ETMA (Automotive Parts) 

ETNlA met with Alloy Industries on November 1st at an automotive trade show in Eas Vcgas. 
They were not able to reach an agreement on an alliance. In conjunction with VE Bohn, BDS 
Stamford has contacted all US. universal and cv joint manukcturers on E M ' S  behalf 

Far PIast (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 (Automotive Parts) 

Longwood has postponed its trip to Argentina until early next year. 

GMP Farma (Pharmaceuticals) 

Hersa (Building Systems) 



U.S. outreach is being conducted by SBFA 

Industrias Walter (Agricultural Equipment) 

Walter has bccn dropped from the program. i n  conjunction with V13 1)eMainc. B I X  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 Decanber. 

Pulenta (Beverages) 

Pulenta has been dropped fiom the program. 

Quinsa (Fragrance Chemicals) 

Quest is still evaluating the Quinsa opetation. A decision is expected by year-end. 

Schiarre (Agricultural Equipmmt) 

Schiame has expressed interest in Fieischer Manufacturing's Buffalo equipment line. Accordingly, 
BDS Stamford wiU contact Fleischer to discuss a possible licensing arrangement. 

Tapebicua (Timber) 

Tapebicua is waiting to hear h m  Stone Container's lumber division as  to whether they are 
interested in pursuing an alliance. 

. . . . .  .... . .  . . . . . . . . .  ... . . . . . . . . . .  :....... ... . . .  ... . . . . . . .  ......... .. . . - .  . . . .  .. -. . . . .- 
Zanello (Agricultural Equipment) 

The proposed visit by Funk Manuhcturing has been postponed until Funk receives approval fiom 
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 
complc~ion of thrcc sector sunrcys. 

- 42 projects received fiom Argentina for U.S. joint venture partner searches. - 14 sector survey projeds received fiom Argentina - 134 U.S. companies served. 
- IS meetings between US. 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 
- 5 1 3 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 



DATE - 

4/93 
4/93 
4/93 
4/93 
4/93 
4/93 
4/93 
4/93 
4/93 
4/93 
4/93 
4/93 
4/93 
4/93 
4/93 
4/93 
4/93 
4/93 
5/93 
5/93 
5/93 
5/93 
5/93 
5/93 
5/93 
5/93 
5/93 
5/93 
5/93 

NAME 

W Appcl 
G. Buhrow 
W. Hamilton 
P. Hughes 
R Johnson 
T. Kay 
C. Putcell 
J. Ready 
A. Rorbaugh 
J. Savage 
A. Stern 
P. Van Orden 
C. Vondran 
F. Christian 
S. Damon 
R. Salzer 
R. Vik 
B. Whitaker 
M. Coady 
K. Cowan 
W. Downs 
H. Kusher 
C. Philipp 
A. Zodda 
D. I~~Ms 
H. Leppert 
R. Rickert 
G. Smith 
R. Buckinglum 

NOVEMBER, 1994 

INDUSTRY AciTWIY 

Appliances CON 
Appliances CON 
Appliances CON 
Appliances CON 
APpliances CON 
APpliances CON 
Appliances CON 
Appliances CON 
Appliances CON 
Appliances CON 
Appliances CON 
Appliances CON 
Appliances CON 
Mortuary CON 
MoPtuary CON 
Mortuary CON 
Mortuary CON 
Mortuary CON 
Serum CON 
Serum CON 
Serum CON 
Serum CON 
Serum CON 
Serum CON 
Soft Drinks CON 
Soft Drinks CON 
Soft Drinks CON 
Soft Drinks CON 

.. . Soft Drinks CON 
.; -. .5/% .-. j. . . . D. Charnberiarn 
.- ' 3/93 - K Countqhnah " ' Soft D d c i  * . . . . . - .  

5/93 W. Fowle Soft Drinks CON 
5/93 A. Geny Soft Drinks CON 
5/93 HHaU Soft Drinks CON 
5/93 C. Huggins Soft Drinks CON 

. . . .  . . 
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J. Cook 
R Estabrooks 
L. Fusco 
J. Saldarini 
F. Schillcr 
D. Agresta 
R Arb-Ltzani 
A. Feinburg 
D. Cavalier 
R Clark 
D Huch 
P I-iughs 
T. Kay 
K. Kilderry 
R. Mills 
A. Motz 
H. Prost 
E. Pugh 
C. Cameron 
W. Shane 
A. Stern 
R. Weser 
J. Savage 
R. Antoine 
W. Clark 
K. Crocker 
E. Engel 
D. Furbee 
W. Higby 
L. Holloway 
D. Jaicks 
W. Kamin 
J. Matson 
M. Nevacoff 
D. Osell 
L. Pacini 
W. Powers 
J. Rawcliffe 
B. Stum 

Soft Drinks 
Soft Drinks 
Soft Drinks 
Soft Drinks 
Soft Drinks 
Auto Parts 
Auto Parts 
Auto Parts 
Appliances 
Appliances 
Appliances 
Appliances 
Appliances 
Appliances 
Appliances 
Appliances 
Appliances 
Appliances 
Appliances 
Appliances 
Appliances 
Appliances 
Appliances 
Food 
Food 
Food 
Food 
Food 
Food 
Food 
Food 
Food 
Food 
Food 
Food 
Food 
Food 
Food 
Food 

CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 
CON 

~ ~ 

.., W3 : .. -.. 'T. -ti.: : ....  food:' ' 
. 5 . " ~ 5 .  . . -  . . 

- a  . -,'CONa -. *. .. . ... . . . .  . . . . ... . . 
7/93 ' ' ' R Truitt' Food ' " COR ' .'. 2'.5t '  ' " ' 

8/93 A, Boughner Auto Parts CON -5 
8/93 J. Brooks Auto Parts CON .5 
8/93 N. Jeantet Auto Parts CON .5 
8/93 T. Garbeff Dried Fruits CON .5 



L. Hildebrandt 
D. Manly 
R McCann 
R N d e  
D. Conkey 
F. Dahlem 
F. Yannett 
J. Jinishian 
R. Stewart 
G Kovich 
It Rarciss 
1-1 Kaplan 
A Fischer 
F. Harwood 
D. Walker 
B. Shannon 
J. Puhle 
G. Bohn 
D. DeMaine 
E. Sutherlin 
H. Kaplan 
E. Andruchowicz 
R. Dougherty 
F. Ethiw 
R Graves 
E. Hayashi 
J. Horseman 
R. Jennings 
C. Locke 
A. Matson 
M. Nevacoff 
D. Osell 
P. Russell 
J. Waight 
3. Booth 
R. Anderson 
E. Behr 
W. Benson 
R. Bequette 

Dried Fruits CON 
Dried Fruits CON 
Dried Fruits CON 
Dried Fruits CON 
Silos CON 
Air Pollution CON 
Air Pollution CON 
Lumber CON 
Lumber CON 
Lumber CON 
Lumber CON 
Chemicals CON 
Truck pans CON 
Truck parts CON 
Truck parts CON 
Ophthalmic Lenses CON 
Ophthalmic Lenses CON 
Auto Parts BDS 
Farm Equipment BDS 
Ophthalmic Lenses CON 
Chemicals CON 
Fruits and Vegetables BDS 
Fruits and Vegetables CON 
Fruits and Vegetables CON 
Fruits and Vegetables CON 
Fruits and Vegetables CON 
Fruits and Vegetables CON 
Fruits and Vegetables CON 
Fruits and Vegetables CON 
Fruits and Vegetables CON 
Fruits and Vegetables CON 
Fruits and Vegetables CON 
Fruits and Vegetables CON 
Fruits and Vegetables CON 
Pharmaceuticals CON 
Pharmaceuticals CON 
Pharmaceuticals CON 
Pharmaceuticals CON 
Pharmaceuticals CON 

.. ..:. 4394 . . : 2.  .G. Brews . . '., Rhannaceuticals . .CON. . ' ; ..' 
. 6194" ' 

A: carnaghi. '. Ph&&&ticals CON ' ' 

6/94 B. Chertow Pharmaceuticals CON 
6/94 J. Herr Farm Equipment CON 



I 1 Activity Key: 

1 CON - Consultation 
1 BDS - BDS project 

TA - Technical Assistance 
Other - Trade Sliow attendance, meeting assistance and other activities 
USVE - USVE Project 



Company Vtslr 

Sem~nar/ Workshop 

Newslener 

Mailing 

Sector Swwy 

Media Event 
(lV. Radio. Articles) 

Public Speaking 
Engagement 

Institution Viit 

Trade Show Attendance 

Trade Show Panicipat . . ion 

lndustry Research 

OTHER SERVICES 

Volunteer Oebriefings 

Technical Assistance 
Project Support 

. . ' .  . . - - .. . 
AS.L.E:'K+NKS 

Other 

Company served: Any fudlndividual for M U N w h o m  
BDS has done more than send an initial leaer or 
mke/answer an initial phone inquiry. 
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ADC SCORECARD FOR ARGENTINA- ACTIVE 6 COMPLETED PROJECTS - 1131195 

Date ArgenUne Annual US Annual Fee US. Cllent 
Received Company Sales Company Sales - Commilmenl ProjecllSedor Objective Match Link Transact~on . Conlract Conlad Tel l 

* 7193 A~romelal 
Cordoba 

S20M Great Plains Mlg 
KS 

S90M Yes 

SIOM Pending 

SlOM Yes 

S5OM Yes 

S30M yes 

S300M Yes 

60M pending 

S3OM pending 

S15OM Yes 

S18M Pending 

NA Pending 

2 SB -pending 

-NA pending 

Yea 

30M pending 

Farm Equipment 

Farm Equipment 

Farm Equipment 

Car Parts 

Auto Test Equlpmenl 

Swine 

Pharmaceuticals 

Beverages 

children's apparel 

Agricultural PlasUa 

Bicyde Spokes 

Graln Selecton 

Environmental Services 

Food Pradu& 

Organic Beverages 

Environmental %rvlces 

Graln Sllor 

socks 

N 

LlcensdJV 

LlcensdJV 

DisVJV 

Dislribulion 

Lkenss 

JV 

DlsllJV 

JV 

Olstributlon 

JV 

LksnselJV 

JV 

Ucens&JV 

JV 

JVnILI. 

Jvmlsl. 

Roy Applequlst 
Proddent 

Flelscher Mlg 
NE 

Dale Kumpf 
Export Mana~er 

Funk Manufaclurmg 
KS 

Gene Wrlghl 
Market Planner 

James Harlnet 
Presldonl 

Thomas Staler 
Presldenl 

Oekalb 
K 

James R. Ramsey 
Sales h b ~ g e l ,  LA 

8/91 W F a n n a  
BlJanoa Alms 

Zenith 
NJ 

Rodney C. Sacks 
Chalman 

Hansen Beverage Co 
C A 

Buster Brown 
n 

Randy C. Betchar 
D l r W  of htl. Wng. 

r 8/91 Gallto8 
c. Buenor Aires 

Conwed Plastics 
MN 

Rebecca W h y  
InU. Sales 6 Whg. 

Ted nl* 
Dir. Corp. OevlpmL 

Bill Troasuro 
Olr. of Sales 

3 W Anon Man. 
NC 

Jan Humdon 
Dlr. of lnll Mldg. 

Jlm Mannlng 
President 
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End of M o m  Ponfolie I 
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OPERATIONS REPORT - ARGENTINA - 
(thru 1/31/95) 

PREVIOUS 
MONTH 

emmKNT 
MONTH 

CUME PROJECTS RECEIVED 44  (100%) 4 6  ( 100% 

PROJECTS DISCONTINUED 
OR DORMANT 

PRQJECIS IN SYSTEM (NET) 18 

CCMPLETED CONTRACTS 0 

CURRENT ACTIVE PORTFOLIO 18  (100%) 18 (100%) 

TOTAL MATCHES 

TOTAL LINKAGES 

TOTAL TRANSACTIONS 

PROJECTS ON OR AHEAD 
OF SCHEDULE 

PROJECTS BEHIND SCHEDULE 9 (50%) 9 ( 50% 



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 Fundaci6n 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 f o r  a promotion of the program in this vegetable and fruit 
producing area, new contacts were made with medium-size local 
companies that serve the oil and gas extracting industry. 

Oil and gas extraction is booming in the area as a result of the 
recent privatization of Y P P .  The smaller companies that provide 
services to oil and gas activities are in sharp need of pa-tners 
tha: could provide them with modern and more efficient technology. 

A prescntat ion 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. 



Aa the new project office= 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 
ovewiew of the country plus meetings with existing active projects 
and also companies that will be included in the coming 
~nvironmental Survey. 

Companies served: 

During the month of February 12 companies were served. 

Review of C u r r e n t  A c t i v e  P r o j e c t s :  

- Ambiental ( e f f l u e n t  treatment):  will be part of coming Survey, 
K&A Bowser initially interested. 

- Agrometal (planters): will meet with GPtlls 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 I1 (Vehicle  emission t e s t i n g  equipment) : Currently 
negotiating terms of distribution agreement with Actron, and about 
to do it with Actronts current distributor, KV Distributors. 

- Boschetto ( S i l o  manufacturing): Information on Arcon's proposal 
will be sent to Boschetto once we receive Arcon Silos brochures 

- Car La (on site treatment of e f f l u e n t s ) :  will be included in the 
coming Survey, Monroe Environmental expressedpreliminary interest. 

- Chiuchich (bicycle spokes):  Waiting to receive price lists from 
Edo and Union products, in order to consider distribution. 

- Consersa (water  t reatment) :  will be part of coming Survey, 
Wastewater Treatment Systems expressed interest. 

- Cotti: same as Consersa. 
- F a r  P l a s t  (agr icul tural  p l a s t i c s ) :  Conwed sent catalog of 
products. Far Plast interested in distributing, waits for a price 
list. 

- Gantotii (socks manufacturer): mildly interested in distributing 
Buster Brownf s children1 apparel. Buster's Randy Belcher will 
contact Gantos. Auburn Hosiery's president Jim Manning interested 
in Gantos, will let Stamford know when tq further contacts. ' 



- .  GMP Farma (pharrmaceutical): Waiting for. Zenith's price list to 
consider distribution of its products starting mid895. 

- Inelco (grain se l ec tor s ) :  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. 

- lira SalteEa (dough products): no news on this project. 

- Oakite  ( e f f l u e n t s  t reatbent):  Will be included in the coming 
Survey. 

- Pulenta ( j u i c e  beverages): Pulenta is currently reviewing 
information on Hansen Beverages. , 

- Schiarre (farm implements): His manager M r .  Ulla will have a 
phone conference on technical issues with Walpicols Walter 
Petrovich (Walpico is the intl. distributor of Buffalo implements) 
next week. 

- Valle OrgSnico (organic beverase): 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. 





March 31, 1994 

Oear Hrs. Yilaaz, 

This let ter  fol lows meetings with  Wr. Sam Ticknor of  the 
lnternatimal Executive Service Corps and Mr. Edward Olson. 
Chaimn o f  H-C indushies. IN. on the subject o f  developing a 
cooperative re1 ationship between anc' Hydraul ics, 
Inc. 

Upon review of your 1 i terature and your cepabi 1 i ties expressed 
therin. there would appear to be competitive aer i  t for us to join 
forces in SOW fashion. A joint venture on a project by project 
basis is one approach but other cabinstions are also  possible. 
Together we should explore our options and then select the one 
that f i t s  our circmstances the  very best. 

I suggest that  could ,orovide most o f  the sales and 
marketing requirement, the cylinder and systecn design and some of 
the cmponenlry and $he rsajori ty of the hardware. 
Rewo is particularly interested ir. accessing the markets in 
Turkey, the Middle East, India and :?urape. 

In order to a 1 low both of us to k o s n e  better acquainted and 
evaluate each others strengths, X would suggest you send a 
representative sample cyl indet tc us for evaiuation. Tni s 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 sake a 
personal visit to your facility for furthe; talks. 

For your consideration is the mssibility of combining our 
brand names (for example ) t o  allow us to meet our 
mutual objectives in the market place while maintaining 
established identities. 

934 W h  Main 8 r M .  Witlits. CA 95490 v7) 459-5301 Fa :  (707) 45WgO (800) 321 -8 Nubnwid. 
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In short. there are many exciting things for us to  consider that 
can capital ite on the w h i p 1  ication effect of combining the 
strengths of two outstqnding coaganies. 1 look fonrard t o  
additional discussions on this subject and ask that future 
correspondence be directed - to  me. 1 wi 11 keep Hr. Olson advised 
as we develop our plan o f  actlon. 

P.S. Please let  me know what cert~fications you hold and which 
qua 1 i t:, jrograns you fol low. For example: AS)(E, DNV and 
IS0 9001. 

cc: Mr. Sam Ticknor, 
International Executive Service Corps 

Mr. Edrrard Olson, Chairman 
M-C Industries 





HM)IRAULZCS, INC. 

: PIZESIDPFT 

: 'IURKISH PAKIY. ALSO REFERRED TO AS 
Name of Company : MAX. END. VE TIC. A . 5 .  and 

KOIJSAKTAS KONYA DtiKUM MAX. SAN. TJC. A.S. 

caf ter referred to collectively as "the parties" and 

mrty's  representatives acknovledpe they have mrt and 
hinged informst ion on their respective activdties. 
hnelogy. production facilities and know-how as a result of 
efforts of the  7'088 and the IESC/Business Development 

vrccs (BDSI. 

part ~ c s  have agreed to enter into a cooperative bit:::lnesJ 
at~onship. in order to  pursue business opportun~t~cs Jn 
kiah and 6thcr markets a8 appropriate t o  realizing their 
uai and complementary goals. 

CUTLI NE OF INTfiJDED COOPERATION 

The following is s brief description of those at'etrs ard 
5 In w h i c h  the parties envision cooperating : 

7c ruKUMENT OUTLINES THE BASIC UNDERSTANDING OF . 
ON THE SUBJECTS DISCUSSED IN MEI.TrINGS HELD ON 11 

12 JULY 1994, AND EXTRESSES WIR GENERAL A G G R E E M W  IN 
FCGM OF -mIS MPIORANDUM OF UNDERSTANDING, 

PARTIES AGREE TO DEVELOP A BUSINESS VIEtATIOVHIP IN THE 
i u W J  NG PHASES : 

CO WILL TAKE A LEADING ROLE IN DEVEWPXNG EXPORT MaRK&TS 
A S I A  OR O m R  E A T T O N S  (NOT IN THE US) FOR 7NE 

WILL TAKE ADVANTAGE OF 
COlcaPFXIVE POSmON (LOW LABOR COST. GEOGRAPIiICAL 

ATJON. RC.) WHICH -I= WITH REMCO'S EFFICIENCY AND 
LITY A T T R I ~  :WILL .MAKE JOINT MANUFACTORE OF HYDRAULIC 
INDERS MORT? COEIPR'ITIVE. IN TIES&- EXPORT MAFU(ETS PROVIDING 
ITAPLE SHARING OF PROFI1S BY THE TWO COMPANIES, 







i ANNEX K 

SAMPLE FEZ LElTER 



INTERNATIONAL EXECUTIVE SERVICE 
STAMFORD HARBOR PARK. 333 LUOLOW STREET 
STAMFORD, CONNECTICUT 06902 
T€LEPHOFJE (203) 9674000 
TELEX 413874 (INTEXUI) 
FAX (203) 324-2531 

February 9,1994 

Mr. Louis Zomer 
Vice President - The Americas 

IESC D~iectors QUEST INTERNATIONAL 
D a n d  B Burkc 400 International Drive 

Mount Olive. NJ 07828 

CORPS 

MAILING ADDRESS P 0 BOX 10005 
STAMFORD. CONNECTICUT 06904-2005 

JWW P Borhrluno 
) , , . , . . , I  ... I l . , I ' . :  a : . . .  

, . IbW*lbVo  L.., ~ C . J ~ C I J  I,* Dear Mr. Zomer: 
0. Andlwro 

~ l ~ * n b ~ , ~ * o b s e n l l n A f v f C E C )  L~I,.. L L ~ + .  M~~~~ OJ The United States Agency for International Development (USAID) through the International 

krc1,wy and G m a l  Counsel 
IWud MrGra(h. Esq. 
bun Pafrm 
:vmnps 6 Locknvoo 

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, technology 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 shaft be due and payable to the appropriate offices of IESC on 
the date of execution of the contract For purposes of this agreement, a transaction shall be 
defined as: .a 

.+ u, j-L 
a. In the case of a joint venture, the amount of capital including 

borrowed funds and intellectual property being invested. /? 
I ,  

b. In the case of licensing, franchising, distribution and other 
arrangements, the present value of such services or technology. 

Please confirm your agreement to these terms by w-signing, dating, and returning the 
attached copy of this letter. 

Sincerely, 

7 -  

International Executive Service Corps/ 
Business Development Services X 
By: Thomas A. Brown 

Tile: Vice President, Finance 

By: 
?..a& CN - 

' ' (Signature) 

4 
Date: 6 5 . 2 g  q f  


