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ACTION MEMORANDUM TO THE MISSION DIRECTOR

FROM: Richard P. Burns, Chiet, POPE N

SUBJECT: Accessing International Markets (AIM)
Project (608-0219)

PROBLEM: You are regquested to approve (a) the Project Paper for
the Accessing International Markets (AIN) Project, and (b) thc
Project Authorization.

DISCUSSION: The Assistant Administrator of the Near Bast Bureau
redelegated authority to the Nission to approva and authorize
the subject project at a life of project funding level of $10.4
million on May 28, 1992.

The goal of the Project is to promote broad-based, self-
sustainable economic growth, leading to increased income and
employment. The purpose of the Project is to assist Moroccan
companies to successfully manage entry and increase their
competitiveness in international markets (particularly the U.S.
market), by increasing their ability to adapt new technologies,
produce more efficiently, attract foreign investment, export,
contribute greater value added, and create jobs.

The redelegation of authority cable (State 169758) made two
requests:

‘e=-®_ _ . that under the Moroccan U.S. Tourism Promotion
(MUST) Program component, the USAID/Morocco Mission
director closely examine and document each travel request
to determine whether the project should fund travel for
U.S. tour operators visiting Morocco to develop U.S.-
Morocco tourism businesses;™ and

-= %, ., . that if the Trade and Investment Service Progranm
intends to promote private sector export of products that
might pose potential problems to U.S. markets, the Mission
will investigate the issue as it relates to A.I.D. policy
ileterninations."

Proceduree for Mission Director approval to fund the travel
costs of U.S. tour operators have been formally incorporated in
the project documentation and authorization. Guidance will be
provided to the IESC, as in the past, so that the Trade and
Investment Service Program does not pose potential problems to
U.S. markets.

)
The Mission Reviev Committee met on May 21, 1992 to review all
project components and adequacy of Project Paper documentation.
The committee recommended that the Project Paper be approved
subject to certain final changes in the text. These changes
have been completed and are incorporated in the attached Project
Paper.

ii
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A Congressional Notification was sent to Congress on May 21,
1992 and expired without objection on June 5, 1992. On June
18 , 1992, the USAID/Morocco Agreements Officer approved the
Justification for noncompetitive avard of a nev cooperative
agreement with the IESC to implement the project.

RECOMMENDATIONS:
(a) That you approve the Accessing International Markets
(AIN) Project by signing the face sheet of the Project
Paper.

(b) That you sign the attached Project Authorization of a
life-of-project total of $10,400,000.

e (o 24

Approved: Disapproved:
Dennis M. Chandler
Director

pate: 3 Tucf 1994

PROG/ECON:G.Hirackiovir s %
CONT : RDechambault: ﬂf/‘

RCO: MReynolds :_&,
RLA:BBarringtony (Substance)
nra:ceazcmﬁ}tﬁmr:mmww—
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k. _Mission Dixsctor Approval of USAXDR-Financial Travel

coste _Lor U.3. ZIONK OREXALOLS

As a gencral rule USAID funds vill not be used to finance travel
costs for U.S. tour operators. Hovaver, in the exceptional
instance vhere USAID funds are dessed necesssry for this
purpose, as stipulated in Redelation of Authority Cable (92
State 169758), each travel request tor, U.S. Tour Operators
visiting Morocco to develop U.S. Norodgo tourisa businesses vill
be closely examined and documented by the USAID/Morocco Mission

Director to deteraine appropriatensss of using USALD grant funds
for such travel.

[}
4. 1In accordance vith Handbook 1), Section 2.B.3.b. and ., &
justification of noncompetitive avard has been approved by the

USAID/Morocco Agreements Officer to award this grant to the
International Executive Service Corps.

Dennis M. Chandler
Mission Director
USAID/Morocco

al TutY 1993
Date

178
:coﬁz’ﬁxracklcvicz: A&o

CONT:RDechambault: R/
PDPE:RBUurns: W
RCO:MReynolds: iR
RLA:BBarringtgn: “(Substance)
Drafted:y : :
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PROJECT AUTHORISATION

. Name of COunt}y: Morocco
¢  Name of Project: Acceseing International Markets (AIN)
Number of Project: 6080219

$

1. Pursuant to Section 531 of the Foreign Assistance Act of
1961 as amended, subject to the svailsbility of funds and in
accordance with the A.I.D./OYB Allotmeht process, 3 hereby
suthorize the Accessing International Markets (AIM) Project for
Morocco invelving planned obligations of not to exceed
$10,400,000 in USAID Grant Funds over a five year period to help
in financing foreign exchange and lecsl currency costs for the

project. The planned Life of the Project is five years from the
date of initisl obligation. .

2. The purpose of the Project is to assist Moroccan companies
to successfully manage entry and increase their cospetitiveness
in international markets, by increasing their ability to adapt
new technologies, produce more efficiently, attract foreign
investment, export, contribute greater value added, and create
jobs. The Project will be implemented through & cooperative
agreement with the International Executive Service Corps (1ESC).

1. The agreement(s) wvhich nay'bc negotiated and executed by the
off{ icer(s) to whom such authority is delegated in accordance
vith A.I1.D0. regulations and delegations of asuthority shall be

t.bject to the following essential terms and covenants ani major
conditions:

. Source and Origin of commodities, Nationality of
) Services

Commodities finance by A.1.D. under this project shall have
their source and oriq{n in the United States except as A.I1.D.
Bay othervise agree in writing. Except for ocean shipping, the
suppliers of commodities or services shall have the United
States as their place of nationality, except as A.1.D. may
othervise agree in writing. To the extent permitted under the
Agency's Buy America Initistive guidance and A.I.D. Handbook 13,
limited procurement of Moroccan gsource and origin will be
permitted., Ocean Shipping financed by A.I.D. under the project
shall, except as A.I.D. may othervise agree in writing, be
financed only on flag vessels of the United States.

iv
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J. PROJECT SUMMARY AND RECOMMENDATIONS
A. Grantes

The Accessing International Markets (SIH) Project will be
implemented by the International Executive Service Corps (IESC)
through a Cooperative Agreement with USAID/Morocco.

B. Project Cost

The total cost of the Project is $14 million, including $10.4
million in USAID funds, $1.2 million in contributions by IESC
through fee income, and $2.4 million by IESC volunteer
executives through in-kind contributions.

C. Projeot Assistance Completion Date

The Project has a duration of five years and will be coterminous
with the Cooperative Agreement with the IESC, which will end on
July 23, 1997.

D. Project Goal and Purpose

The goal of the Project is to promote broad-based, self-
sustainable economic growth, leading to increased income and
employment. The purpose of the Project is to assist Moroccan
companies to successfully manage entry and increase their
competitiveness in international markets (particularly the U.S.
market), by increasing their ability to adapt new technologies,
produce more efficiently, attract foreign investment, export,
contribute greater value added, and create jobs.

BE. Bummary Project Description

The Project represents a continuation and expansion of IESC's
activities in Morocco which have been supported by USAID over
the past six years under the Private Sector Export Promotion
Project (608-0189). The Project consists of three technical
components and two management/support components. The technical
components are: (1) the Volunteer Executive Technical
Assistance (VETA) Program; (2) the Tracde and Investment Services
(TIS) Program; and (3) the Moroccan-U.S. Tourism Promotion
(MUST) Program. The support components are: (4) IESC
Management; and (5) Audit, Monitoring, Evaluation and Support.

VETA Program: This program will provide 155 IESC volunteer
executives (VEs) to work with individual private Moroccan
companies as well as on other assignments. The VE assignments
will average at least six weeks in length and the costs of the
assignments will be partially covered through fees charged to
client companies. The VEs will assist a broad range of clients,
many of wi:ich will be identified through the TIS and MUST
program activities. Approximately 10% of VE assignments will be
for special purposes including assistance to private
associations, financial sector institutions, government
entities, firms undergoing privatization, or groups of small

|
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companies. In addition, this program will provide 15 market,
technology, or other business information searches for private
Morgcgan conpanies under IESC's American Business Linkage (ABLE)
facility.

TI8 Program: This program will assizt Moroccan exporters
to access the U.S. market and to establish long-term sustainable
trade and investment relationships with American business
partners. The TIS program has two subcomponents: Export
Development. and Foreign Investment Stimulation. The Export
Development subcomponent will assist at least 30 Moroccan
exporters to reach the trial export shipment stage, and at least
s8ix exporters to reach a "breakthrough" stage involving
signiticant levels of sustainable annual exports into the U.S.
market. A cumulative total of at least $83 million in export
value will be genesrated. The Foreign Investment Stimulation
subcomponent will result in at least 14 new joint or co-ventures
between Moroccan and American companies. The TIS program is
highly transaction-oriented. A range of export saectors will be
assisted, including processed agricultyral and fish products,
handicrafts and artisan products, and other manufactured
products with high export potential.

MUST Program: This program, over a three-year pilot
period, will seek to promote U.S. tourism in Morocco. Based on
already on-going activities begun under TIS, the MUST program
will faciiitate contacts and transactions between American and
Moroccan tour operators resulting in the generation of at least
40,000 additional U.S. tourists and foreign exchange
expenditures of at lcast $60 million.

IESC Management Component: This support component will
provide a full-time, paid professional General Manager to
supervise the total project, including staff based in both
Casablanca and Stamford, Connecticut. The component includes
special attention and support for the strengthening of
computerized financial accounting and project monitoring
systens.

Audit, Monitoring, Fvaluation and Support Component: This
support component groups all project-funded activities which
will be managed and controlled directly by USAID/Morocco through
separate USAID contracts within the IESC Cooperative Agreement.
Included are the costs of external audits, external impact
evaluations and environmental services.

F. Project Mznagement and Evaluation

The IESC will be responsible for project implementation, in
accordance with the tasks outlined in its Cooperative Agreement.
USAID/Morocco will closely follow the project's progress through
its "substantial involvement" as defined in the Cooperative



Agreement. Botk parties will participate jointly in monitoring
and evaluating project activities and accomplishments. Results
will be periodically reviewed by USAID and the Government of
Morocco's Ninistry of Economic Affairs in the context of USAID's
overall private sector dsvelopment programs in Morocco.

G. 8Special Concerns

Enviroamental Coasiderations: 7The project has received a
"negative determination® from AID/W based on information
subaitted in the Initial Environmental Examination. The Project
will finance a buy-in to a centrally funded A.I.D. contract for
environmental services to be made available to selectced Moroccan
companies as problems or issues are identified by IESC.

Solected Issues: Issues relating to the rationale of the
AIM Project and aspects of IESC's methodology and which have
been thoroughly examined during project design include: (1)
market distortion; (2) size of firm assisted by IESC; (3)
application of 1IESC client fees to cover project costs; (4) fee
payrents and legal liabilities in the TIS Program; (5)
coordination with the MAP Project; and (6) the role of the
Moroccan Government in the project. These issues are addressed
in detail in Section II.

USAID Punding for U.8. Tour Opsrztors® Travel Cost: As per
redelegation of authority cable from A.I.D./W (92 State 169758
contained in Annex A), the USAID/Morocco Mission Director will
approve all USAID-funded travel costs for U.S. Tour Operators
visiting Morocco to develop U.S.-Morocco tourism businesses.

H. Justification

A justification for the selection of the IESC as the AIM Project
implementor is furnished in Annex E.

I. Recommendations

The project analyses have determined that the project as
designed is technically, administratively, financially and
economically feasible. The VETA and TIS programs are firmly
grounded on proven IESC performance and methodologies. The MUST
program represents a new initiative with corresponding risks.
The project incorporates all relevant lessons learned and
recommendations contained in the external impact evaluation of
the predecessor project completed in January 1992, as well as
recommendations for strengthened financial accounting and
internal controls contained in an independent audit report. The
project has been designed collaboratively with the IESC, based
on an initial application by IESC. Cost estimates have been
carefully drawn, and the project is designed to leverage
substantial additional expenditures by both the Moroccan and
U.S. private sectors. Based on these considerations, it is
recommended that the Project Paper be approved and the Project
Authorization be signed leading to an obligation of funds
through a nev five-year Cooperative Agreement with the IESC.
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II. BACKGROUND AND PROJECT RATIOMALB

A. General Conditions

Morocco is currently poised for economic take-off and has the

potential to emerge as one of the world’s newly industrialized

countries. The VWorld Bank ranks the Moroccan structural

adjustment program as one of the great successes in the

developing world. Economic growth averaged four percent in the

latter half of the 1980°'s, and annual per capita income is now

$830. With continued policy reform, the World Bank expects ~ .
growth to accelerate to five percent yearly during the 1990°'s.

Morocco's external de!it remains high, at approximately $23.5

billion or roughly 97¢ of GDP, and the current debt service .
ratio stands at the equivalent of 37% of export earnings.

Exports have become a driving force in the economy, having

reached 20% of GDP in 1990.

Morocco began a structural adjustment program in 1983. Since
then, the country has ertered into six stand-by agreements with
the IMF (one was canceled) and eight structural adjustment loans
with the World Bank. A major program of economic liberalization
has been undertaken, including measures to reduce tariffs on
imports, encourage exports, deregulate and reduce price
controls, eliminate commercial monopolies, reduce consumer
subsidies, introduce tax reforms, remove credit ceilings,
liberalize interest rates, and privatize state-owned
enterprises. Despite external obstacles (drought, a locust
plague, stagnant world trade, the Gulf crisis), the reform
program has put in place a solid policy and institutional
stcucture which should provide the foundation for sustained
economic growth. The current account has witnessed a remarkable
improvement during the course of the 1980's, even registering
surpluses in 1987 and 1988. The budget deficit has been reduced
significantly, and Moroccan inflation rates have been among the
lowest in the developing world. With regard to debt, official
debt has been rescheduled with the Paris Club (six times) and
commercial debt rescheduled with the London Club (three times).
No further rescheduling is anticipated, and Morocco is now ready
to re-enter international capital markets.

The challenge for Morocco in the 1990's is to maintain the
momentum of economic growth while addressing a postponed agenda
of social programs that have been underfunded due to the budget
restrictions associated with structural adjustment.

Unemployment levels remain high, and there is a clear link
between continued economic growth (generating new jobs and
income) and social progress. The private sector has assumed and
will retain the lead role in the economy, while the government
concentrates more explicitly on investaents in physical and
social infrastructure. Much will depend on a continued rapid
expansion and diversification of Morocco's exports, stimulated .
by reinforced policies to eliminate remaining import biases,




maintain realistic foreign exchange rates, assure access to
export finance, allow unrestricted access to imported raw
materials and intermediate inputs, and otherwise open the
country to internmational trade and investaent.

B. Constraints and Prodblems to be Addressed

The AIM Project vill address specific, business-level
constraints faced by individual private Moroccan companies
seeking to increase their competitiveness in internmationmal
markets. Constraints associated vith macroeconomic or sector-
level policy and institutional reforam, access to finance and the
developaent of capital markets, improvements in physical
infrastructure, or other facets of the "enabling environment”
within which businesses operate will not be directly addressed,
although several of these constraints are the subject of other
USAID/Morocco projects and form part of the overall USAID
strategy for private sector development.

The project is oriented primarily, but not exclusively, toward
the removal of constraints affecting the ability of Moroccan
companies to export, specifically to the U.S. market. Access to
U.S. markets, technologies, and venture partners is the common
theme. With regard to tourism, which is considered an export
industry, the same problems of access apply, centered on
attracting U.S. buyers (tourists).

Moroccan exporters, depending on their degree of development,
face constraints that are roughly grouped in three categories.
First, there is inadequate access to information on U.S. markets
and contacts with potential U.S. buyers, suppliers, and
investors. Second, there are needs for the technical and
managerial know-how critical to manufacturing exportable
products, in sufficient quantities and of the quality demanded
by U.S. buyers. Finally, there are gaps in the capacity of
firms to package their products to meet buyer expectations and
satisfy other U.S. import requirements.

At the firm level, some of the more specific constraints which
the project will address include the following:

Perceived inaccessibility of the U.S, market: There is
frequently an anxiety or hesitancy to try to penetrate the
seemingly large and complex U.S. market. U.S. governmental
regulations and U.S. business practices, although comprehensible
and manageable to experienced professionals, often represent
formidable barriers to Moroccan exporters unfamiliar with the
U's.

¢ Moroccan
businesses have poor access to U.S. industry networks that can
help supply practical infermation on U.S. markets and specific
companies with whom to do business.

¢ Technical know-how, raw
material and equipment inadequacies also limit the development
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of Moroccan exports, especially toward the United States. MNany
Moroccan exporters could improve their penetration of the U.S.
market if they sourced these production inputs from the U.S.
Conversely, U.S. buyers/importers would generally have a much
higher confidence level in the quality and reliability of
Moroccan products if they knew that their Moroccan exporters or
partners vere “"geared” to U.S. technologies.

Nanagerial systema: Moroccan firms often require assistance in
improving or developing managerial systems, including ®soft"
technologies such as quality control, marketing, sub-
contracting, or eaployee training programs. Such systems are
egssential to becoming productive and competitive in
international markets. ‘

¢ The traditional
paternal approach to ownership and management is slowly changing
in Morocco but is still widely prevalent. It emphasizes overly
centralized authority, ascription by birth rather than merit and
can result in poor discipline and inefficient business
practices. It limits the readiness of owners to seek and share
business profits with partners, whether domestic or foreign.

$ More

and more Moroccan business people have a command of English. 1In
general, howvever, inadequate knowledge of commercial English
used in international business transactions is an impediment to
communication, particularly with U.S. partners.

The AIM Project will intervene with both Moroccan and U.S.
companies in ways designed to mitigate these constraints.
Technical assistance will be provided to individual firms, and
there are a number of other interventions which will be used to
reduce or "buy down" the risk to a company in pursuing a
potentially profitable but as yet unproven trade or investment
opportunity.

C. IESC Approach

The IESC is uniquely well suited to facilitate business-to-
business linkages between private U.S. and Moroccan companies,
which are the vehicle through which the project objectives will
be achieved. Working almost exclusively at the fira level, IESC
staif and volunteer executives will transfer U.S. know-how and
technology to the benefit of Moroccan companies, and in the
process help to generate sustainable trade and investment
relationships with counterpart American companies. As detailed
elsevhere in the Project Paper, the IESC approach is based on
proven experience and capacity to produce results, in whi¢h one
of the most vital elements is IESC's access to U.S. business
expertise through its established networks with the U.S.
business community. 1In Morocco, the IESC has been active for
s8ix years, gained an in-depth understanding of Moroccan business
practices, and developed contacts with Moroccan companies and
exporters across a range of economic sectors.




A key point to reemphasize about the IESC approach is its
"bottom line" mentality. As an organization led by individuals
vhose prior experience has been in the U.S. private sector, IESC
understands that "sales” and "closures® are vhat ultimately
count. Distractions in the form of too much time spent on
studies or institution-building are purposely kept to a minimum,
and the success of both the program and the staff wvho manage it
will be judged on hard nunbers of exports, investments, foreign
exchange inocome from tourism, and other concrete measures ot
individual company perforasance.

Important improvements or reinforcements in the IESC approach
are incorporated in the AIM Project based on the findings and
recommendations of the January 1992 External Impact Evaluation
of the IESC program in Morccco conducted by Rudel and Belot.
Among the most notable findings are:

The effectiveness of the IESC program in Morocco has been
hindered by an inability to maintain long-tera personnel to lead
the overall program. Every effort will be made to recruit and
keep key U.S. personnel in place for a minimum of two and ¢ half
years. To strengthen management continuity, IESC will also
recruit experienced, transaction-oriented Moroccan staff from
the Moroccan private sector, endeavoring to retain best
qualified individuals for multi-year periods through motivation
and incentives. It is desirable that the senior-level VETA
Director position eventually be occupied by a Moroccan
professional.

X ]
follow-up: Increased follow-up of completed VE assignments is
esgsential in order to better measure project impact on client
companies, including follow-on assistance where needed in the
form of additional VE assignments or other support.

The export focus should be retained: An outward-looking
development strategy is an important design feature, takes
advantage of IESC's strengths, and should be reinforced in the
new project.

Use of Marketing Associates to promote deals has been a key to
TIS success: The Marketing Associates are U.S. businessmen and
women with years of experience in their fields and with
extensive networks in the U.S. TIS has acted as a catalyst,
introducing carefully selected Marketing Associates to Moroccan
companies, then letting business take place naturally with a
minimum of hand holding.

)
IESC VEs have a lifetime of experience in their industries
enabling them not only to assess the potential of Moroccan firms
but to link firms successfully with appropriate U.S. companies
with whom they can forge commercial relationships.
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Communications between IESC/Stamford and IESC/Casablanca are
easential: PFrustrated U.S. importers (or Moroccan exporters)
introduced to each other through TIS have frequently required
TIS staff to fight urgent communications battles on their
behalf. This communication capability must be further
strengthened in the future.

inproved: The nev project should place a high priority on
computerized data bases and methods to measure the impact of
both VE and TIS interventions, particularly at the fira level
(exports, production, employment, value added, etc.).

: TIS is meeting a portion of initial entry
costs of Moroccan producers to penstrate the U.S. market.
External benefits to the Moroccan economy justify these costs.
Fees should not be charged for TIS services (see subsection F,
below) .

[ ]

: This board has been dormant and if reactivated and
reconstituted to include leading Moroccan private sector
representatives could be a useful mechanism in improving IESC
performance.

D. Other Lessons Learned

Additional lessons learned from past A.I.D., World Bank, and
other donor experience in projects similar to AIM have been
taken into account in the design process. Two principal sources
and respective lessons they have drawn are:

Keesing and Singer, How Support Services Can Expand
Manufactured Exports, World Bank, 1990,

"Emphasize support services that overcome supply difficulties
holding back otherwise potentially profitable exports. Provide
consultant assistance to promising firms in products with strong
export prospects, to help them improve their supply capabilities
and performance."

"Provide exporters with ready access ... to commercial service
suppliers abroad.*®

"Direct each project component specifically toward the one
overriding objective of expanding exports within the project's
time frame. Avoid premature and unrealistic institution-
building." \

“Create packages of assistance ... (to) ... provide cost-sharing
grants to firms to help pay the costs of services from suppliers
of their choice."

"Project components for promoting investment and providing
support services for exporters should almost certainly be kept




separate. Experience suggests that vhen export promotion
services to locally owned firms are combined with investment
promotion, one task nearly always dominates to the detriment of

the other.”

“Specify the impact which each unit of expenditure in a project
component should aim at, measured in terms of the value of the
exports that result, and then carefully monitor the exports
generated.® ‘

*"A project design fixed in stone for three of more years cannot
allow for unexpected changes. Incorporate an annual progress
reviev into the project design, which leads to an annual
redistribution of resources among separate activities, depending
on relative progress in different subsectors and changing
circumstances.”

Irade and Investrent Promotion Projects: The A.I1.D.
Expexience, A.J.D., 1991,

"The younger the program and the more constrained the
environzent, the simpler the project should be kept. Complex
projects, which attempt to remedy a multiplicity of constraints
simultaneously, belcng at the end of the road if they belong
anywhere."

“Show some tangible success early."

*Start dealing with issues of sustainability and organizational
destinies early."

"Seek entrepreneurial doers as members of the project staff and
as favored service recipients.”

"Try to focus trade and investment projects on growth objectives
and avoid complicating them with equity rationales which
increase their cost and heighten the chances of failure. Wwhere
growth and equity objectives must be pursued simultaneously,
allocate resources and give special attention to individual
situations with high investment and/or export potential."

“Be careful about mixing investment promotion and export
promotion in single organizational units.”

*Build local staff and consultants into the project delivery
mechanisms early and encourage them to take proaminent roles in
areas in which they are cost-effective."

B. Relationship to USAID/Morocco Strategy

This project representec one of the principal means through which
USAID/Morocco will address the first strategic objective listed
in its FY 92~FY 95 iction Plan. Strategic Objective No. 1 is

"increased competitiveness of Moroccan firms in selected export
markets," to be measured by improved productivity and marketing
capability of Moroccan firms as well as increased private sector
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investment. This is virtually the definition of the AINM
Project, which will be one of the key inputs into attainment of
Strategic Objective No. 1. The project will also contribute
partially to Strategic Objectivs No. 2, which is to achieve an
“expanded base of small and medium enterprises.” The project is
fully consistent with the overriding Program Goal of the Action
Plan, vhich is defined as "broad and sustainable economic
growth,” vith one of the primary measurements being increased
employment and income.

¥F. Selected Issues

1. Market Distortion.

IESC supplies business support services to for-profit Moroccan
clients which, in the case of the VETA Program, pay fees
covering partial costs for those services. In the case of the
TIS Program, Moroccan firms do not pay any fees for service. Do
these practices distort existing business service markets?

First, for VETA services, the full market cost of the
equivalent of a two-month IESC VE assignment would be at least
$50,000, counting all direct costs including salary plus
indirect costs and fees charged by the company supplying the
expertise. This is over five times the $9,000 fee that would be
charged by IESC. Only the very largest Moroccan companies are
in a position to consider such an expenditure, and the only
likely suppliers of such expertise would be international
consulting firms. The great majority of IESC clients in Morocco
would be unlikely to pay the higher cost, resulting in a
judgment that market distortion is minimal.

With regard to TIS, there is no attempt to create a market
for TIS services, i.e., through introducing a fee structure
which would eventually lead to full cost recovery by a for-
profit TIS successor entity or other private company. As with
VETA services, TIS provides one-time services which will cease
and not be replicated or otherwvise sustained after the end of
the project. On the other hand, there is greater possibility
that TIS may in certain ways distort existing markets by
providing uncompensated services to Moroccan exporters. Other
private firms, engaged in "brokering® (facilitating contacts)
between Moroccan exporters and American clients interested in
establishing commercial relationships, may perceive themselves
to be in competition with TIS. IESC should be sensitive to this
possibility and devise means to avoid any market distortion.

2. gsize of Firm Assisted.

\
IESC assists relatively large enterprises as well as small and
medium enterprises (SMEs). The nature of the assistance
provided (sophistication of VE expertise) and the size of the
U.S. markets to be accessed by Moroccan firms combine to bias
the IESC client company profile toward larger firms. 1In
practice, about one fourth of firms receiving VEs have been SMEs
(less than 150 employees), and several TIS clients fall in this
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category. Client selection is iargely market-driven. The
standard fees for VET. servicas are not overly high or
unaffordable by smaller firms, and IESC has learned through
sxperience that attempting to vary the fee structure by firm
size is impractical. 1In addition, as indicated in one of the
lessons learned from prior A.I1.D. experience, the project
concentrates on growth objectives. Equity concerns are not
ignored -- one of the current TIS initiatives targets very small
ceranic and wood handicraft producers -- and IBSC is sensitive
to the need to seek and assist smaller firms vhere this is
consistent vith project objectives.

3. Application of IESC Client Fees.

Fees generated by IESC will be applied in two ways: (a) to
"offset” certain direct project costs, which are specifically
identified in the project budget; and (b) to cover other
expenses which are consistent with the parameters and objectives
of the project. Approximately half of anticipated fee income
will be applied to each category. This allocation follows
USAID/Morocco policy on the use of client fees in private sector
projects and is also consistent with OMB Circular No. A-110.

IESC will indicate the categories in which clients fees will be
programmed during the coming year in its annual work plans. By
approving the work plans, USAID also approves the general areas
in which these funds will be spent. IESC will also show in
their quarterly financial reports how client funds were expended
during the quarter in support of the project.

4. TIS Fees and Legal Liabjlities:

The 1991 final impact evaluation helped to define the TIS
Program as a temporary service to meet a portion of initial
"entry costs™ of Moroccan exporters to the U.S. market.
Charging fees was not recommended because (a) the income is not
needed for self-sustainablility purposes and (b), more
importantly, it may expose IESC to claims for damages from
dissatisfied Moroccan clients if fees were perceived to place
legal obligations or liabilities on TIS for participation in a
transaction. In addition, the charging of fees is impractical
in an entry cost situation; only after a sufficiently large flow
of product has been established will normal brokerage

10. Circular Mo A-110 stetes that “Federal spongsoring sgencies shatl apply the standards set forth
in this attechment in requiring recipient mtutlm to account for program income related to projects
finenced in whole or n part uith Federal funds. ....

. (Plrogram income earned during the project period thall be retained by the recipient and, in sccordance
ulth tho grant or other sgreement, shall be:

Sg. Added to funds committed to the rrojoct by the Federal Sponsoring sgency and recipient
organizstions and be used to further eligible program abjectives;

*b. Used to finence the non-Federal share of the project, wvhen approved by the Federal sponsoring
sgency; or

%c. Deducted from the total project costs in determining the net coats on Qﬂdq the Feders! shsre of
costs will be based.”
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commissions kick in between buyer and seller, and the role of
TIS is to facilitate contacts and trial shipments vhich will
allow such business relationships to mature.

5. Coordination with other USAID-Punded Proiascts:

The AIM Project will need to be closely coordinated with USAID's

Morocco Agribusiness Promotion (MAP) Project, the New Enterprise
Davelopment (MED),Project, the Privatisation Ssector Assistance

Program, the Training for Development Project, and other USAID-

funded projectsand activities. Particularly, both the AIN and

MAP projects target agribusiness, with AIM concentrating on .
specific export transactions and MAP covering a broader range of
technical assistance, training, and research and development

support for Moroccan agribusiness companies and related support -
institutions. To prevent overlaps or duplication of efforts,

and to maximize complementarity, the IESC TIS Director and

General Manager will be expected to maintain direct and frequent

contact vith the contractors selected to manage other USAID-

financed projects. Special attention is needed to assure that

client companies understand and are not confused by what each

project offers.

6. Role of Moroccan Government:

This is a private sector project involving no direct
implementation responsibilities and no direct commitment of
funds by the Moroccan government. The project will be carried
out within the broad context of the USAID program in Morocco,
with USAID funds being obligated directly via the Cooperative
Agreepent with the IESC. A formal government-to-government
Project Grant Agreement will not be utilized, but the Government
of Morocco recognizes the purpose and objectives of the project
and will provide the necessary customs and tax exemptions, visa
privileges and other berefits normally made available to
contractors or grantees implementing USAID projects (see Annex
D). 1In addition, there will be an annual review meeting during
which USAID and IESC will present progress reports to the
Ministry of Economic Affairs and assure that the project remains
consistent with expectations.
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IIZ. PROJECT DESCRIPTIONM

The Accessing International Markets (AIM) Project will finance a
five-year $10.4 million grant to fund a Collaborative Assistance
Cooperative Agreement with the International Executive Service
Corps (IESC). The AIM Project .follows on and expands the
successes of the $4.020 million IESC Cooperative Agresment
financed from June 1986 to June 1992 under the Private Sector
Export Promotion Project (608-0189). Along with the USAID grant
contribution of $10.4 million, IESC volunteer axecutive (VE) in-
kind contributions will total $2.4 million, and the Moroccan
private sector contribution will total $1.2 million, bringing
~the total project value to $14 million.

A. Project Objectives
1. Project Goal

The goal of the Project is to promote broad-based, self-
sustainable economic growth, leading to increased income and
employment.

2. Project Purpose

The Project purpose is to assist Moroccan companies to
successfully manage entry and increase their competitiveness in
international markets (particularly the U.S. market), by
increasing their ability to adapt new technologies, produce more
efficiently, attract foreign investment, export, contribute
greater value added, and create jobs.

3. BEnd of Project Btatus (EBOPS)

By July 1997, the project activity completion date, the
following results will have been produced:

o Over 230 Moroccan firms will have received assistance to
improve operations and management. U.S. firms will have
benefitted directly and indirectly through project-promoted
trade and investments.

(] 25 business information searches (ABLE services) will have
been completed, providing access to U.S. markets,
technologies and business partners.

o At least 20 new technologies, products or processes will be
mastered by Moroccan-based firms.

o 30 firms will have achieved trial export shipments with new
trading partners.

o 6 firms will have achieved major export "breakthroughs"
with new trading partners (sustainable annual exports of
significant value).
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o Total cumulative exports to the U.S. by project-assisted
firms will have reached $83 million.

o 14 or more foreign investment ventures (Moroccan-American
joint and/or co-ventures) will have been signed.

(- 40,000 additional U.S. tourists will have visited Morocco
contributing $56 million in foreign exchange earnings.

o IBSC wvill have assisted selected private associations,
financial institutions, government entities or firms
undergoing privatization which will have impacts on private
ucti:ori: ;inrtcmnco, in concert with other USAID-financed
activities. ’ .

B. Project Components

The Project consists of the five components described below.
Table 1 presents an overviev relating inputs (sources of funds)
to outputs (project components). A summary of the outputs and
principal inputs is presented in this section at the end of the
description of each technical component, and detailed budgets
and IESC staffing requirersnts are provided in Section V and
Annex G. VETA, TIS and MUST are the project's three technical
components. IESC Management and Audit, Monitoring, Evaluation
and Support represent panagement and gupport components which
cut across all parts of the project and are broken out as
separate budget categories. The two project support components
total $1.5 million.

Teble 1: Total Project Value by Major Contributor and Component
(8 U.S. Nillions) .

1. Component 1: Volunteer Executive Technical
Assistance (VETA) Program

The VETA Program, over a five-year period, will provide 155
volunteer executives to work with individual Moroccan companies
as well as on other assignments. The VETA Program will operate

in two complementary areas:
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o Pirst, it will support and reinforca the export focus
of the TIS and MUST components by providing improved
production, marketing and management through VE
assignaents to private Moroccan exporters and cther
enterprises identified by the TIS and NMUST prog.-ams.

o Second, it will respond to a broader-based demand for
IRSC services marketed to the Moroccan private sector
in general and, in limited cases, vith private
associations and governaent organizations.

a. VETA Assistance to Pirms

The individual VE assignments involve one-on-one, *in-company"
technical and managerial assistance. VE interventions span the
range of company functions including general organization and
management, production, cost reduction, export planning,
inventory control, marketing, personnel practices, and energy
conservation, among others.

Direct benefits from the VETA coxponent are expected in two
basic types: (a) technical, producticn-oriented, factory floor
assistance; and (b) business management assistance. Technical
assistance interventions help companies to conceive, launch, or
produce new products, identify and select new technologies and
vays of processing, make existing machinery orerate more
efficiently and new machines perform optimally, or improve
quality control. Management assistance results in better
organizational structures, improved marketing strotegies and
techniques, more effective planning, technical upgrading
(including computerization), and realistic business plans for
new ventures.

Indirect benefits from VE interventions are as important as the
direct benefits. Positive behavioral changes on the factory
floor, such as improved safety, cleanliness and factory
maintenance, often accompany VETA interventions. The volunteer
executive many times serves as a role model for the client,
resulting in positive changes in company philosophy, improved
gtaf f /management relationships, and increased sense of business
control. VE recommendations often strengthen amiddle level
management in businesses traditionallv dominated by a family or
single individual by urging owners to decentralize authority, to
routinize mid-level management procedures, or to increzse staff
responsibility and devote greater attention to training. As
outside change-makers and impartial observers, VEs can play a
“political® role in the client firm, such as making
recommendations which would not be listened to othervise.
Pinally, VEs are good U.S. business diplomats; when the VE

b. Range of VBTA Services

The Project will finance a range of VETA services reflecting the
different modes of IESC operation. The IESC's world-wide
business network of more than 12,400 volunteer industry experts

15
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can be exploited in diffarent ways. In addition to direct in-
company VE assignments to provide technical and managerial
assistance to individual firms, the VETA Program will provide:

o  American Business Linkages (ABLE services) to drawv on
the VE network to research information on equipment
suppliers, product specifications, potential partners,
product buyers, and other information for Moroccan
firms conteaplating nev ventures or product
developaant efforts.

(<) to assist Moroccern
clients develop an export plan, including market
analysis, product evaluation, packaging design and .
other activities required to understand industry-
specific opportunities and access foreign markets.

to develop plans to move assets into private
organizations, assist in reorganization and transfer,
and provide specialized technicidl assistance during
and after divestment.

o to offer training,
consulting backup and information to small firms
through VE assistance to local business associations
and cooperatives.

o to up-grade skills and improve
' productivity through industry-specific seminars and
training programs.

o - to promote private
sector thinking and approaches to divisions within the
government or to private non-profit organizations
charged with servicing the private sector.

¢. VE Delivery System

Project funds will be used to finance highly coordinated
interaction between IESC/Morocco and IESC/Stamford to deliver
qualified VEs to meet specific client needs. This and the
following subsections detail the VE delivery system and then
summarize the outputs of the overall VETA Progranm.

The IESC business development cycle begins when, after a
sustained marketing effort, a potential client indicates its
desire to request assistance from IESC. A request for
assistance is drawn up and forwarded to IESC/Stamford. The
approved agreement is returned to IESC/Morocco while the
recruiting process begins in Stamford. When a qualified
candidate is located, Stamford transmits full details of the
candidate’'s suitability for the prcject. The Moroccan client
reviews and approves the proposed candidate. VEs usually are
accompanied to their assignments by their spouses. Once the
Moroccan client confirms the selection and fixes a starting
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date, the VE couple is briefed pre-departure and fielded to
Morocco. The VETA Director in Norocco plays the key role in
receiving, briefing, and trouble-shooting during the VE's period
of assignment. Finally, on completion of ussignment, the VETA
Director reports to Stamford on the project and follows through
wvith the client on any further support that may be required.

d. Marketing and Fees

The VETA uarketing effort, or ldentifying those firms which can
best take iivantage of assistance and helping them articulate
company probleus in solvable ways, is an important aspect of the
development program. The VETA marketing effort must assure the
following: (1) a successful and cost-effective program through
the development of high-quality VETA projects; (2) VETL client
satisfaction through the resuits of completed projects; and (3)
a planned means for measuring impact on the client firm's growth
and development through the gquality of the VE recommendations.

Techniques for VETA Program marketing include publicizing the
VETA Program through appropriate local channels, direct
marketing (face-to-face meetings to prosy act new clients),
indirect marketing (meetings and seminars at business club
meetings, promotion by IESC's National Advisory Council) and the
development of promotional materials.

Clients pay up to $12,000 for a three-month in-country VE
project ($6,000 for the first month, $3,000 for each month
thereafter) to assure that clients are serious and motivated to
make effective use of the VE. Charging fees requires a more
intensive level of selling and a stronger marketing effort. The
essential IESC marketing challenge is to demonstrate to clients
that their fees will be repaid several times over by the cost
savings and improvements in efficiency or productivity
introduced by the VE.

In special cases, such as VE assignments {0 assist groups of
companies through training programs or industry-specific
seminars, the fees may be reduced or waived. There is a
separate fee schedule for ABLE services (provided by
IESC/stamford staff and volunteers based in the U.S.).

Past marketing efforts were concentrated in Casablanca. To
expand the VETA Program, the Project will fund more marketeers
to evenly market the program in other Moroccan cities.

e. Recruitment

The mi:keting effort ends with a signed agreement between IESC
and its client. This agreement lays out the definition of the
problens and the scope of work of the VE. This is a key point
in the IESC business cycle because the effort put into defining
the client problem will determine the adequacy of the match
between VE skills and client needs. The Project will make
standard fixed payments to IESC/Stamford to support recruitment
efforts by IESC recruiters including use and maintenance of
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IESC's VE data bank. A number of exchanges take place until the
client reviews and approves the VB for its firm.

£. Management for Impact

Discounting the occasional mismatch or false-start wvhich
inevitably occur between VEs and their clients, evaluations of
the VE Program around the world almost unanimously conclude that
the IB5C product -- the individual volunteer executive -- is
overvhelmingly apprrciated by its clients. VE impact can be
significantly imprc -4, howvever, through better in-country
Ranagement. Consequently the Project will focus VETA management
on improvements in the VE delivery system known to result in.

greater impact.

. IESC staff will pay greater
attention to the preparation of VEs. Since VE recommendations
to tirms have to take into account the social and business
culture of Morocco, improved orientation and cultural adaptation
will increase the impact of the VE intervention through VE
reconnmendations that are more culturally relevant.

¥hile in Morocco, VETA management will undertake extensive
dialogue with the client at every stage of the VE intervention.
At least one work plan meeting with the client approximately 10
days after the VE's arrival will identify problems at an early
stage. VETA management will undertake other meetings as
nacessary. If problems are resolved early, VEs tend to stay
longer. The longer they stay the more they understand how to
recomrend change in companies and the greater impact they have.

To enhance the credibility of the VETA Program through greater
client satisfaction, VETA managoment will exercise an IESC
"Warranty Policy" by furnishing clients with a "replacement" VE
free of charge, wvhen an obvious mismatch or false start has
occurred.

g. TYollov~up Post VE Daparture

Another critical element in the business cycle is follow-up
after the VE departure. Numbers of VE interventions, no matter
how satisfied the clients may be, are not indicative of project
impact. Typically, within the three-month assignment only
initial changes in company operations have been r»ade by a client
firm. Full implementaticn of VE recommendations may take months
and sometimes years. Even if everythirg has gone successfully
up to this point, it is the implementation of VE recommendations
that results in company growth and leads to broader
socioeconomic impact. Evaluation reports have shown that
“follow-up," of alnostz any sort, can be a major factor in
program effectiveness.

2
Multinationsl Strategfes, Inc., "Evalustion of the International Executive Service Corps,* USAID
Veshington, D.C.: 1968, p. 88.
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VETA manageaent will make a follow-up visit to each client firm
within six to 12 months after the VE assignment is completed (a)
to determine if further assistance is required in implementing
the VE's recommendations, (b) to better monitor and assess the
VE a:ciotnncc impact, and (c) to market additional IESC
services.

The Project vill also finance staff, training and equipment
necessary to develop a computerized data base. The purpose of
the data base will be to monitor directly attributable effects
of VE interventions on client firms' levels of exports,
investaments, production, job creation, acgquisition of
technologies, increased efficiency and other relevant
performance variables. This data base will record the client's
situation prior to the VE assignment, enter information on the
VE's intervention and the recommendations to be implemented, and
periodically update subsequent client company performance. The
. data base will be used for analyzing VE interventions, tracking
performance indicators, targeting markets and subsequent
evaluation efforts. See also Section IV for monitoring and
evaluation plans.

h. BSummary of VETA Program Outputs and
Inputs

The outputs of the VETA component are summarized as follows:

© 155 VE assignments completed in Morocco for private Moroccan
companies, of which at least 24 are related to TIS-assisted
companies, at least 11 are related to MUST-assisted companies,
and up to 15 (10%) are for assistance to groups of companies,
private associations, financial institutions, government
entities, or privatization efforts.

0 25 ABLE services completed in the United States for private
Moroccan companies, of which at least 10 are related to TIS-
assisted companies.

The principal inputs of the VETA component consist of technical
assistance (IESC staff and volunteers), plus modest amounts for
staff training, commodities and other costs:

o Staff costs include the VETA Director and marketing and
support personnel, staff travel and office expenses in Morocco,
and a flat charge per VE to cover IESC costs in Stamford for
recruitment, administrative and field support of the VEs.

o Volunteers include the VEs who come to Morocco on assignment
as vell'as volunteers who assist IESC staff in the U.S. on VE
recruitment and ABLE projects. Costs consist of the value of
the volunteer's tirze (salary equivalent), plus travel, per dien,
and other support costs in Morocco for VEs and their spouses
paid by the project and client fees.
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o In-house training or conferences will be provided in Morocco
to support the marketing effort. Commodities will include two
vehicles, a computer system, and other small purchases.

2. Component 2: Trade and Investmeat services
(TI8) Program

The purpose of the TIS component is to promote Moroocan exports
and stimulate nev Morocco-U.S. business partnerships resulting
in increased Moroccan trade and investment. Consequently, the
TIS activity consists of two related and mutually reinforcing
subcomponents which target different client groups with
individual needs: '

o Export Developmant to provide information, contacts
and technical assistance to Moroccan firms and/or
trading companies vhich are ready to penetrate new
foreign markets in order to obtain export orders.

o Foreign Investment Stimulation to provide information
and contacts to Moroccan and American firms to
interest them in undertaking joint ventures and
investeents in Morocco which will result in exports.

a. Export Development

The Moroccan TIS trade promotion effort is one of the most
successful IESC TIS programs in the world. The various
functions performed by TIS involve a number of roles which
effectively buy down the "entry costs®™ for Moroccan firms to
penetrate new markets. TIS promotes trade by undertaking the
following catalytic roles:

° Links buvers with sellers: It identifies and links
potential buyers and sellers, and then encourages
export and venture deals to the point of closure,
i.e., signing orders.

. Reduces time: It reduces the time lags for
entrepreneurs to export new products that may
eventually have been exported without the program.

) Reduces risk: It reduces the costs and risks for
Moroccan producers as they conduct market searches,
trial shipments, technological innovations, etc.,
asgsociated vith entry into relatively unfamiliar North
Anerican markets.

. Builds credibility: It provides credibility for buyer
and seller of the other party.

o Closes deals: It actively convinces the buyer and Ve
seller to come to closure.

o Asgists expedition: TIS acts as an expediter to get

Moroccan producers to perform shipments in accordance
vith generally accepted international trade practices,
particularly U.S. practices.
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o Feeads back information: It feeds market information
back to the producers, impacting on the production
process, to adapt products to market needs.

(1.) TIdentification of Bxport Products

TIS will pursue two approaches to product identification. Prom
the supply side, TIS will identify Moroccan products already
being produced that are readily available for export. From the
demand side, TI8 will identify products that are not yet being
produced but can be readily produced in Morocco and have a
strong demand in foreign, particularly American markets.
Simultaneocusly TIS will seek to interest Noroccan industrialists
and/or trading companies to commence production of such products
so that TIS can connect thea with pre-identified potential
buyers.

In both cases product identification will be "deal® driven,
i.e., lead to new and increased exports. Once products are
identified, the TIS strategy is to focus on the most easily
exportable things first, to bring willing buyer and willing
seller together, to intervene to the minimum extent necessary to
help the seller to meet the buyer;s requirements, to make the
deal and to go on to other deals.

(2.) TI8 Network

The Project will fund the TIS structure for the export and
investment promotion efforts. The TIS structure requires an
activist unit in Morocco balanced by another activist unit in
the U.S., located at IESC headquarters in Stamford. Both units
are managed directly by the TIS Director. These two units act
as the two piers of a suspension bridge, allowing rapid traffic
(communications, personnel and sample goods) to move in both
directions. TIS staff will use IESC's network of volunteer
executives and its access to U.S. private sector importers,
international trade brokers and manufacturers to locate the
technologies, sources of market information and contacts needed
to 1ink the Moroccan producer or exporter with whatever is
needed to make him capable to sell to the U.S. markets.

(3.) BSector surveys and Market
surrogates

The Project will finance IESC VE-led short (usually two-week)
surveys in selected sectors, to identify those companies that
could meet U.S. specifications and are willing to adapt their
product to the market. Each will look at about 10 to 15

'
Y

sfrmn with buyers alreedy pre-{dentified by TIS which swsit the development of & cepsble Noroccan
oxport/-rkotim effort include 1. Dehydrated vegetables, 2. Dried tomatoes and spricots, 3. Poudered tomstoes,
. Sticed black and green olives, 5. Stuffed olives, 6. Canned pesied tomatoss, 7. Artichoke hesrts bottoms
mdnrimud quarters, 8. Roasted psppers, 9. Pimentos, 10. Capers in Jars, 11. Anchovies, 12. Skinless and
borwless sardines, 13. Narble tiles, 14, Cork (semi- ﬂnf.Md), 15. Pottery, and 16. Nand-knotted cerpets.
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companies in their selected sector and be designed to identify
the twvo or three producers that are closest to being ready to
export, in terms of their production capability, exportability
of product line and attitude. Subsequently, VEs and TIS staff
will use their U.8. industry contacts and the IESC network to
open doors for these Moroccan producers, through visits in the
U.S. to each of the most likely trade candidate firms in a
product-specific sector. The surveys somstimes result in
unidentified product lines with high export potential. When
this happens the identification process becomes -olt-adjuoting
to market demand.

Individuals selected to conduct the sector surveys are former
entreprensurs and leaders in the corresponding U.S. industry
they are fielded to survey. As such, they represent in effect
the American marketplace for their sector; they act as
surrogates for the U.S. community of buyers or product-specific
marketplace they represent. If the businessaan or woman
conducting the survey is not the appropriate business person to
make the order, he or she will know who is.

(4.) MNarketing Associates

Although TIS is commerce-oriented and rigorously deal-focused,
TIS as such does not make the deals; TIS is the catalyst for the
match-making. Once TIS gets the "right" dealer to visit the
firms, orders are the natural by-products of match-making.
After deals for trial shipments are made, export trading begins.
To this end, the Project will fund Marketing Associates to visit
Morocco for the purpose of exploring the fezsibility of
immediately concluding deals in specific product lines.
Marketing Associates screen companies that have been identified
by the sector surveys, select those that offer the best
potential for sustained export production, and demonstrate what
these companies have to do to export.

As with sector surveys, Marketing Associates may identify new
product lines with strong export potential that went unnoticed.
For example, a sardine Marketing Associate may also be a U.S.
importer of anchovies or several other product lines related by
distribution network. Unanticipated product lines are thus
added to the list of export products.

TIS pays minimal necessary costs, usually only per diem in
Morocco and international travel, to the Marketing Associates
(U.S. experts or brokers) whom TIS selects to visit Morocco. 1In
some instances, brokers travel to Morocco without any TIS
contribution. Only after the broker demonstrates ithat he can
make a satisfactory program contribution will TIS agree to
designate him as a Marketing Associate and fund the out of
pocket costs of the visits.
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(S.) MNatural Selectivity

Screening, selectivity and deal-paking are the underpinnings of
the TIS approach. A relatively long list of firms identified by
surveys are vinnowved down by their abilities to undertake trial
shipaents, make delivery on time and meet required import
specifications. The Marketing Associates then work intensively
vith a limited number of firms most able and willing to commence
export operations, invest and adapt to market needs. True
success only occurs waen an exporter has developed a
sustainable, repeat business relationship with a buyer/hroker,
referred to as a "breakthrough® into the nev market.

For example, during the first 24 months of TIS operations under
the current Cooperative Agreement, the TIS staff identified and
had some contact vith approximately 275 firms. Out of that
number of firms, 22 successfully completed trial shipments. Out
of the firms completing trial shipments, one, or possibly two,
firms have thus far developed significant and self-sustaining
new trade relationships (in olives and olive oil exports). Two
to three other exporters are well-positioned for breakthrough
(including sardine and anchovy exports).

This approach may appear to be based on an overly hard-nosed
business sense. However, the TIS market surrogate approach
saves would-be exporters from the ruthless selection that the
market would eventually make. At the same time, it distributes
TIS efforts proportionately on the eventual winners, thus
maximizing the return on invested time and resources funded by
the project. Finally, it should be noted that while relatively
larger firms enjoy substantial advantages in the natural
selection process, even these firms require intensive
counselling to adapt to international competition and break out
of protected environments. On the other hand, TIS has also
successfully developed orders for small firms (e.g., artisan
handicrafts).

(6.) Pollow-Through: Other TIS
Support

As TIS operations progress, situations develop where TIS-
assisted firms at different stages of penetrating a new market
need other TIS support. Some need to invest in the acquisition
of new technologies and equipment. Others need technical
assistance to resolve production, management or commercial
problems. Still others are ready to conclude deals with only
minor adjustments, but they may need additional facilitation to
put then in touch with U.S8. buyers or partners. Consequently,
project financing is designed so that TIS can respond to
different follow-through needs in various ways.

o Selected U.S, buver visits will be partially funded, and
the TIS Program will also attract unfunded buyers to visit
Morocco. Buyers, even when no deal is concluded, can
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transfer to Noroccan companies significant knowvledge and
technology in the course of educating Moroccan exporters on
how to satisfy U.S. buyer reguirements.

o U.S. seller visits will not be funded by TIS but will be
encouraged for their commercial as well as educational
value. Assisted by IESC's volunteer netwvork, TIS will
select high-quality U.S. firms interested in transferring
technology or sell equipment, semi-finished materials
and rav materials to Norocco. 8uch imports from U.S8.
sources may become direct inputs into a Moroccan company's
export operation. To sell their products, sellers assist
Moroccan entrepreneurs to adapt technologies, sxplain the
technological value of their products and services, and
usually follow-up with Moroccan buyers to assure that the
buyer is profitadbly using and satisfied with the product.

° YETA Program services, such as standard VE assignments, or
special technology, market, or partner searches (ABLE
services), will be marketed to TIS-assisted firms based on
usual client fee rates. As indicated in the description of
the VETA Program, at least 24 VE assignments are expected
to be dedicated to companies also receiving TIS support.

° Other miscellaneous support, focused on small expenditures
of funds focused on requirements to conclude a transaction,
may be partially or fully funded by the project. Examples
include in-country training in Morocco for groups of
companies (such as advice on U.S. entry requirements for

. agricultural products, or advice by pottery, woodwork or
other handicraft experts on the quality of artisan goods
demanded by the U.S. market), as well as partial costs of
travel to the U.S. and/or participation at trade fairs when
such travel relates directly to concluding business deals.
These expenditures of funds will assist TIS Staff in their
concerted effort to explain market requirements and
persuade producers to invest in new equipment to adapt
their product to U.S. specifications.

(7.) Export "Breakthrough' and Export
sustainability

Oonce match-making is successful and trial export trading
commences, TIS staff continues to intervene as a facilitating
communications link, to respond to requests froa either party in
the transaction, toc trouble-shoot (e.g., resolve shipping,
quality or other problems), and to otherwise promote a
sustainable business relationship. TIS withdraws its support
once the flow of goods from & TIS client gets on a firm footing
or, in a contrary situation, circumstances demonstrate that a
sustainable relationship beyond the trial shipment stage is not
viable. The decision to graduate a "breakthrough®” firm is based
on the volume of goods shipped, buyer satisfaction, and whether
the level of broker interest in the company's product (measured
by commission earnings) is adequate to maintain a sustained
trade relationship.
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b. Poreign Investment Stimulation

The purpose of this subcomponent of the TIS Program is to
identify Moroccan industry sectors and individual businesses
vhich are prime candidates for ventures with U.S. companies and
to match them with U.S. business counterparts. This effort will
produce a mix of joint ventures and co-ventures defined as

follows:

o Traditional joint ventures entail two companies
providing joint equity participation to form a nev
third entity.

o Co-ventures include a wvide range of other kinds of
agreements between two companies, such as agreements
to market goods and services, to produce components
for further assembly, to transfer technology,
trademarks, or other legally protected property, or to
-upgly an entire package to start-up a complete
business.

Like the TIS Export Development subcomponent, the foreign
investaent effort will be demand-driven, and successful venture
stimulation will result in increased exports. IESC will not
promote investment for production aimed at the Moroccan domestic
market or foreign firms wishing to export goods to Morocco.
Approximately 14 investment/co-ventures will be concluded and
about $7.5 million in purchases of U.S technology, equipment and
materials and other equity capital will be invested.

(1.) Recruitment of Expertise

The project will finance an Investment Stimulation Director, who
will be an experienced venture capital or investment specialist.
It is particularly important to recruit someone who has worked
in investment banking or with a venture capital firm and whose
experience includes a range of U.S. business sectors which could
be attracted to invest in Morocco.

(2.) Morocco Orientation

The Investment Stimulation Director will be based in the U.S.
but will travel periodically to Morocco for orientation and
follow-up visits as ventures develop. It is anticipated that
most venture possibilities will be identified or linked to other
TIS operations. The TIS/Casablanca staff will be the point of
contact in Morocco for the venture stimulati n effort to relay
contacts and information. Based on previous experience, TIS
currently knows of 'at least twenty financially well backed
Moroccan exporting firms who are eager candidates for ventures
with U.S. companies.

(3.) Promoiion in the U.8

As sectors of opportunity and potential Moroccan partners are
identified, the Investment Stimulation Director will start
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canvassing and soliciting U.S. companies to consider ventures
with Moroccan firms. There are two principal reasons vhy the
effort needs to be based in the U.S. Pirst, it is much more
difficult to find American investors who are seeking Moroccan
partners than vice~versa. Therefore, the main part of the '
investment stimulation work will be to identify U.S8. companies
vhich should be made avare of specific Moroccan opportunities.
Second, American firms are generally unfamiliar with Morocco,
there is a perception that French and other Ruropean firms have
competitive advantages, and there is a negative "Morocco for
Moroccans only® message that has come through in the past.
Therefore, a vigorous promotion effort in the U.S. is required
to infora American firms of the positive policy measures Morocco
has taken over the last decade, as well as the positive attitude
on the part of Moroccan businesses, to convince Americans to
look upon Morocco as a welcoming country.

(4.) Investor Reconnaissance Visits

As the promotion effort progresses, U.S. investors will begin to
visit Morocco. TIS in Casablanca will set up appointments and
act to build confidence with the appropriate Moroccan companies,
just as it does in the Export Development subcomponent. The
project will not finance investor visits as a general rule.
Investors do not operate on the low-profit margin that brokers
wvork on and any serious investor should finance his own trip to
Morocco. Howaver, the project may partially finance a limited
number of well-selected visits by key investor intermediaries,
such as investment bankers and venture capitalists, wvhose
knowledge of U.S. investors may supplement the work of the
Investment Stimulation Director, help transfer technical
knowledge on joint or co-venturing to Moroccan companies, and
succeed in leveraging a commitment by a U.S. investor.

(S.) 8upport during Venture Gestation

When U.S. companies recognize and wish to pursue business
opportunities with Moroccan firms, they may undertake market
studies, feasibility studies, conceive investment plans and
eventually draw up articles of association or other forms of
joint agreements. The project will not directly finance these
activities. However, the TIS staff, in its catalytic role, will
work to speed along the process, reduce time, shoot down
pioblens, ease communications and advise U.S. and Moroccan
tirms.

(6.) Uncertainty PFactor

The process of venture stimulation is similar to that of export
development, but is more difficult, takes longer, and is
riskier. Failures may occur due to market changes, partner
disagreements or, even after careful analysis, inadequate
profitability of the project. Results can be impressive but
they usually do not occur as rapidly as in export development
efforts.
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S. Summary of TIS Program Outputs and
Inputs

The outputs of the TIS component are summarized as follows:
©o 18 TIS sector surveys are completed.

o 7 Marketing Associates provide specialized assistance to
NMoroccan companies.

’ o 42 U.8. buyer visits to Morocco are completed (30 partially
supported with project funds).

o 60 U.S. seller visits to Morocco are éonplotcd (not supported
with project funds).

o 33 U.S. investor visits to Morocco are completed (12
partially supported with project funds).

© 30 Moroccan export firms reach trial export shipment stage.
o 6 Moroccan export firms reach the breakthrough stage.

o A cunulative total of $83 million in exports is generated by
TIS-assisted companies during the five-year period of the
project. '

0o 14 joint or co-ventures are signed between Moroccan and U.S.
companies involving $7.5 million in investment value.

The principal inputs of the TIS component consist of technical
assistance (Export Development and Foreign Investment
Stimulation staff, Marketing Associates, and VE-conducted sector
surveys), office support costs in Casablanca and Stamford, and
modest amounts of training and commodities.

o Staff costs include the TIS Director based in Casablanca
supported by two professional and one administrative assistants,
two TIS project officers and part-time administrative support in
Stamford, and the U.S.-based Investment Stimulation Director.

o Except for the Marketing Associates and some percentage of
the costs of U.S. buyer and investor visits, the costs of other
visits by U.S. buyers, sellers or investors represent leveraged
expenditures beyond costs covered by the project.

o Commodities include three vehicles, a computer system, and
»  other small procurements. There is a very limited budget for
' conferences, seminars and participation in trade fairs.

27




3., Coaponent 3: Moroccan-U.S8. Tourisa Promotion
(NUST) Program

The purpose of this component is to increase American tourist
visits to Morocco by linking Moroccan tourism companies to the
American tourisa industry. Tourism is an export equivalent
which increases income, creates jobs and has a major multiplier
effect on the economy. Business-savvy IESC executives
conservatively estimate that this component, over a three-year
period, can contribute directly to bringing a cumulative
additional 40,000 U.8. tourists to Morocco, who can be expected
to spend over $60 million in foreign exchange for air travel,
meals, hotels, gifts and entertainment while in Morocco.

The MUST component will be a time-limited, three-year pilot
program. It is based on analytical work conducted by IESC under
the existing TIS program. IESC, through the direct links it has
established with leaders in the American tourism industry,
including the U.S. Tour Operators Association (USTOA), will seek
over the three-year period to expose a large percentage of the
principal American tour operators to the profit potential of
promoting and packaging tours to Morocco. A working assumption
is that three years will be sufficient to reach a critical
nuaber of tour operators who will have invested in Moroccan
tours, gained experience, and have the positive results needed
to continue Moroccan tours into the future without additional
inducements or encouragement by IESC. At the same time, the
MUST component will develop and refine its methodology of
tourism promotion, accumulating lessons learned, and transfer
this experience to Moroccan tourism promotion organizations.

a. Background

The MUST component builds on momentum already begun. The TIS
program commenced a tourism development effort in Morocco in
July, 1990. Volunteer Executive Michael Alford conducted a TIS
sector survey in Morocco indicating that there is enormous
potential for Morocco to attract more U.S. tourists. VE Alford
followed up the sector survey by organizing two Familiarization
(FAM) Tours for U.S. tour operators to visit Morocco. The first
occurred in July 1991 in the wake of the Persian Gulf War which
sav foreign tourists to Morocco plummet; the second was
completed in January 1992. In addition, under TIS funding, IESC
has already produced and distributed one high-quality travel
video on Morocco to key U.S. travel industry personnel, and the
first two FAM tours have had the spin-off effect of placing two
feature articles on Morocco in U.S. travel-related publications.
Pour U.S. tour operators are currently packaging tours to
Morocco as a direct result of the January 1992 FAM tour.

The principal analytical work is contained in the 1990 survey,

as updated since by VE Alford. It identifies three strategic -
objectives in a marketing strategy to promote U.S. tourism in

Morocco.
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o Improved Air Linkages: The first objective and single
most important element in increasing rapidly ths
numbers of U.S. tourists is to improve and increase
the direct air links between the U.S. and Morocco,
firstly by interesting at least one American airline
to fly directly to Morocco, and secondly by improving
the service capability of Royal Air Maroc.

©  Batter Image of Morocco: The second objective is to
establish the right image of Morocco and to encourage
an atmosphere in vhich any promotional activities can
thrive. Education of the U.S. travel trade, beginning
with the U.S. tour operators and extending to the U.S.
retail travel agents, is the first step. The second
step is to publicize Morocco's close relation and
historically important role with the U.S. tarough
better public relations efforts.

o  More Welcoming Human Infrastructure: The th.:rd
strategic objective is to improve the quality of the
human infrastructure responsible for welcoming the
tourist, e.g., hotel managers, tour guides,
shopkeepers, restauranteurs.

While not all of these objectives are directly attainable by the
project, the MUST component will pursue these aims through three
activities: (1) a results-oriented promotion and marketing
effort in the U.S. to attract U.S. tourists to Morocco, which
will be the major thrust of the MUST component; (2) VETA
technical assistance assignments aimed at the identification and
resolution of industry-wide problems as well as standard VE
assignments with individual Moroccan tour operators, hotel
companies, etc.; and (3) to the degree possible, the development
of a private sector-led Moroccan National Tourism Association,
which would be able through its mixed private-public membership
to benefit from and absorb the lessons learned under MUST. With
regard to air linkages, by assisting U.S. tourism in Morocco to
become a commercially viable endeavor, a U.S. carrier may be
attracted to come to Morocco.

b. Tourism Promotion in the U.B.

The MUST Program will bolster Morocco's image and attract
American tour operators, travel agents and tourists to Morocco
by linking American business people to Moroccan business people.
A business~-oriented and deal-focused approach will be followed,
aimed at introducing the relevant parties and facilitating long-
term, sustainable business-to-business relationships. Few U.S.
tour operators have been solicited or convinced to look closely
at Morocco as an opportunity for profits. The MUST Program will
stimulate visits by U.S. tour operators, U.S. travel agents and
key U.S. tourism industry professionals to convince them that
Morocco is a tourism opportunity. These efforts will be
complemented by support for Morocco-specific retail travel agent
seminars and the development of promotional materials, the
latter including additional audio and video materials,
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catalogues and brochures. The costs borne by the project for
these activities will be held to the minimum level needed to
induce the targeted U.S. groups or individuals tc commit
themselves to the opportunity. As further explained in
subsection e., below, the modest project expenditures will
leverage a far greater amount of expenditure by the targeted
participants.

Four types of tourism promotion support will be provided:

Faniliaxization (FAM) tours will be supported to promote
Morocco to the U.8. tourism industry. Altogether, over the
three-year period, in the range of 60-75 individuals are
anticipated to participate in four IESC catalyzed FAM
tours. One FAM tour for the Meeting Planners International
(MPI) organization and another for the Society of Incentive
Travel Executives are currently envisioned. Both of these
FAM tours would include about 20 executives each. MPI
mexbers are the executives who make the decisions on where
to hold large company and association conventions.
Convention travel usually involves several hundrcd to
several thousand travelers at a time, and it is therefore a
potentially very efficient way to rapidly increase numbers
of U.S. tourists to Morocco. As a general rule, Royal Air
Maroc will finance the cost of air travel, the Moroccan
Hotel Association and the Moroccan Restaurant Association
will contribute the cost of hotels and meals, and the
Moroccan Tour Operators Association will share in the costs
of local ground transportation. The MUST component will
act in a catalytic role to finance necessary costs which
complement contributions made by Moroccan hosting

.organizations and the FAM tour participants themselves.

will

Seminars, conferences and other promotional training
be funded. Approximately 72 half-~day seminars in the U.S.

for the retail travel industry trade will be organized to
train and educate travel agents on selling Morocco. These
seminars will be scheduled to begin in 1993 when tour
operators will have printed brochures offering tours to
Morocco. Royal Air Maroc has also agreed to provide free
air transportation to over 400 top performers in U.S travel
agencies and tour operators.

4

Design, production and distribution of promotional
materials will be tailored to specific market segments.
For example, a number of short-run, 12 to 15 minute,
promotional videos will be funded. A video on Moroccan
tourisa in general will be completed for both the U.S.
tourism trade and general public. Other videos may
highlight new and important rasorts and/or tourism
facilities which are constantly being developed in Morocco.
For more specific interests, i.e., seaside resorts,
cultural sites, etc., videos, brochures, fliers and other
promotional materials focused on Agadir, Fez and other
cities may be funded as Moroccan popularity as a tourist
destination increases for U.S. travelers. Promotional
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materials will also be developed and distributed to
convention tour operators, based on the American Food
Industries convention in Marrakech in May 1992, and for
specialty markets such as golf tour packages.

o Funds for trade and media promotion will take the form of
buying down a limited amount of costs incurred by selected
U.S. tour operators or travel agents in promoting Morocco
tours through advertising in local papers, cable
television, or other media. 1In no case will this support
provided with project funds exceed 50% of a given promotion
cost, and the average leverage is expected to be at least
75%, i.e., each dollar of project expenditure will be
matched by at least three dollars spent by the benaficiary
company.

C. VB Surveys and Technical Assiatance

The MUST component will actively identify and refer new clients
to the VETA Program. These referrals are expected to result in
VE surveys and technical assistance for tourism associations
such as the hotel industry to assess the status of a given
tourism sector, propose improverment actions, recommend standards
for facilities and services, etc. Assistance through the VETA
Program will also be offered to at least 11 individual Moroccan
tourist enterprises on a standard fee-paying basis.

d. MNoroccan National Tourism Association

Some MUST Program staff time and energy may be devoted to
fostering a new, private sector led Moroccan National Tourism
Association (NTA) to a limited degree that reinforces and does
not distract staff from their primary objectives.

The idea of the NTA has been a subject of discussion over the
past year between IESC, private organizations, and the Ministry
of Tourism. As envisioned, the NTA would be private sector-led
and unite all private and governmental tourism interests. The
organization would be managed by tourism professionals, not
government officials, and be co~-funded by government and by all
sectors of private industry benefitting from tourism, e.g.,
hotels, tour operators, airlines serving Morocco, shops and
markets catering to tourists, car rental companies, restaurants,
credit card organizations, banks, taxi services, etc. The NTA,
if established, could serve several purposes, ranging from
policy advice and recommendations on industry-wide concerns to
the formulation and implementation of tourism promotion and
marketing strategies in specific markets (e.g., U.S., Europe,
Japan) . \

Because of its size and spread of its population, tourism
promotion in the U.S. is expensive. Segments of the Moroccan
tourism industry individually have not been able to mount
promotional efforts of any significance. Similarly, the
official Moroccan Tourism Offices in the U.S. and Royal Air
Maroc, both contrclled by the Moroccan government, do not have
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large enough budgets, adequata professional knowledge or the
organizational efficiency to have an impact on even a part of
the U.5. market. The NTA, as 2 single organization with the
government and private sector jointly working together and
pooling their financial resources, might be able to guide the
promotion effort more effectively.

With regard specifically to tourism promotion in the U.8., a
related proposal under discussion is the reorganization of the
existing government promotion offices in the U.S., perhaps under
nev supervision with a role for the NTA. It has also been
suggested that a more effective vay to run . reorganiszed U.S.
operation would be to seek the direct participation of the
USTOA, through a contractual or other arranjement.

It is emphasized that the MUST component is not aimed at long-
term institution-building of an NTA nor to the reorganization of
the official Moroccan tourism promotion effort in the U.S. On
the contrary, MUST staff resources will be focussed almost
entirely on short-term, concrete business transactions.
Nevertheless, part of the MUST approach assumes that the
experience gainzd over the next three years will be relevant and
vorth replicating in some degree by Moroccan organizations
charged with U.S. tourism promotion in the future. The early
thinking on the NTA makes sense, and it is worth cultivating the
idea. 1If successfully established, it may have the resources
and, more importantly, the private sector orientation to take
maximum advantage of the MUST experience.

e, Bummary of NUST Program Outputs and
Inputs

The outputs of the MUST component are cunmarizéd as follows:
o 3-4 Familiarization (FAM) tours completed.
o 72 seminars for U.S. travel agents/tour operators conducted.

O 40,000 additional U.S. tourists will have visited Morocco,
spending approximately $56 million.

o Over 400 U.S. tour operators/travel agents will visit Morocco
on free tickets provided by Royal Air Maroc as incentive rewards
for successful packaging of Morocco tours.

The principal inputs of the MUST component consist of technical
asgistance (MUST staff and office costs in the U.S. and
Morocco), support for seminars and advertising promotion in the
U.S., audio-video productions, and modest amounts for
commodities and participation in trade conferences.

o MUST staff includes tﬁe MUST Tourism Manager and part-time
Senior Tourism Advisor in Stamford and a tourism officer based
in Casablanca.

o Costs to the project for seminars and advertising will be on
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no greater than a 5C% basis, thereby leveraging at least an
equal contribution by the participating travel agente/tour
operators.

"o Only very limited project funds, if any, will be required to
insure that FAM tour expenses are covered, and most FAM tour
costs will be leveraged from other parties.

0 Commodities include a computer system and a small amount of
offtice furniture.

4. Component 4: IESC Management

The three technical project components described above will be
supervised and coordinated by a long-term, paid professional
General Manager in the Casablanca Office. The General Manager,
among other tasks, will provide overall coordination between
project components and assure that these components are
structured in an integrated, mutually supportive way. The
General Manager shall reinforce the aggressively commercial
nature of each component and build on the successes of the on-
going progranm.

The position of the General Manager is being created to respond
to the high rate of Country Director turnover experienced under
the first six years of IESC operations in Morocco. In spite of
the exceptional qualities of the some of the previous Country
Directors, the high turnover rate, with directors averaging
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under 13 months cach,‘ has been responsible for a lack of
follow-through in the volunteer executive program and lack of
development of IESC/Casablanca as an institution. All previous
Country Directors have served as volunteers. Given the
significant increase in size and complexity of the next five-
year project, and the need to supervise an expanded staff
located both in Morocco and the U.S., the expectation is that a
paid General Manager vill more readily commit to a multi-year
assignment and provide the desired continuity. This is also
consistent with IBSC policy worldwide vhere it is taking on
large nev projects.

Responsibilities of the General Manager shall 1nc1udo, but not
be limited to, the following:

o To assure that the technical program components are applied
in concert and are operating in a mutually supportive
manner to enhance the overall effectiveness of the project.
For example, VETA resources will be marketed to support
client companies that are identified by TIS and MUST.

o To assure that IESC resources are being used to achieve
specific, measurable private sector growth targets in
Morocco with attention to the quality of effort, not the
quantity.

o To have primary responsibility to collect baseline data
(production, employment, exports, investments,
technologies, etc.) from client firms and to maintain that

- data in computerized data files.

o To organize and guide IESC's general promotion and indirect
marketing efforts and, in particular, to reconstitute the
National Advisory Board to include individuals from the
export and tourism sectors which are not now represented.

o To introduce a number of modern office management
innovations to support the technical program, including:

-=- A computerized data management and other information

4
The chronology of JESC Comtry Directors is presented in the table below by (a) Name of Country
Director, (b) Tenure, (c) Months the Program was under Management, and (d) Nonths Vithout Nanagement:

o) ) {c)
Soris Sokoloff, Jr. | 1786 to 12/86 12

12/86 to ’Q 2
Milton Brown 7/88 to 10/ [
Russe! Sevtelle |__10/89 to 3/9%0
Plerre Lonsel _46/90 to 1/91
Oimitei Barton _S/91 to PADD 13

34




systems for monitoring and evaluation of the project.

-~ A computerized accounting system that is capable of
subaitting financial reports not later than 45 days
after the close of the quarter as well as a number of
other one-time reports.

== Nodern inter-office communications flow and control
betwveen Casablanca and IESC's office in the U.8. by
installing E-mail and other relevant systems.

-=- Overall, integrated design of the computerized office
systeas, including the development of detailed
specifications for budgeted equipment and plans for
equipment installation, start-up and personnel
training.

S. Component S: Audit, Monitoring, Bvaluation and
support

This component groups project funds which will be managed and
controlled by USAID/Morocco within the Cooperative Agreement
with IESC and cover the cost of external audits, evaluations and
other project support activities. Two external evaluations are
scheduled, at nid-term and at the end of the project.

Additional funds are budgeted for special impact studies and
baseline data updates to be accessed on an as-needed basis. Two
external audits of IESC financial accounts and internal controls
are planned. Punds are set aside for a buy-in to an A.I.D.
centrally funded contract providing specialized environmental
services for 1IESC client firms on a case-by-case basis.

Finally, approximately five to ten percent of the cost of these
funds will be used to finance translation, photocopying,
secretarial, data-entry and other miscellaneous administrative
costs needed by USAID to support the project.

USAID will have responsibility for contracting actions to access
the services included in the Audit, Monitoring, Evaluation and
Support component. There will be close coordination with IESC
in each instance to insure that the services are well designed
and utilized.
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IV. PROJECT INPLEMENTATION

A. Implementation Plan

The Project will be implemented over a five-year period, from
July 24, 1992 to July 23, 1997. USAID/Morocco will enter into a
nev Collaborative Assistance Cooperative Agreement with IESC to
support the program described in this document. Rapid project
start-up is favored by the fact that all project components are
already operational. However, timely recruitaent of new IESC
personnel and procurement of nev commodities will be required to
make a smooth transition to the new project.

1. Project Management

The Project will be managed by IESC in collaboration with
USAID/Morocco. USAID's interests and specific involvement in
the project will be clearly specified in the "substantial
involvement" understanding included in the Cooperative _
Agreement. Within USAID, the Office of Project Development and
Private Enterprise (PDPE) will have primary management
responsibility. First-line responsibility will be held by a
PDPE private enterprise officer who will be assisted by a PDPE
foreign service national (FSN) project officer. PDPE will be
assisted in administering the Cooperative Agreement by the
Agreements Officer in the Regional Contracting Office. The
Office of Financial Management will be responsible for
accounting of project funds, payment and liquidation of
advances, jointly managing and reviewing with PDPE the IESC
Annual Financial Reports and periodic external audits, and
advising IESC on the adequacy of its accounting procedures.

The principal project management roles of IESC/Morocco,
IESC/Stamford, and USAID/Morocco are outlined below:

a. Role of IESC/Morocco

o] Implement the program as described in this document,
except for the Audit, Monitoring, Evaluation and
Support component.

o Report to USAID/Morocco and distribute internal IESC
reporting to USAID/Morocco as described in the
Information Plan.

o Maintain adequate levels of staff and timely
recruitment of new IESC/Morocco staff, in concert with

IESC/stamford. .
{

b. Role of IESC/8tamford

° Define overall policy of the IESC program worldwide
and apply those policies as they relate specifically
to IESC/Morocco.

36




o Assure quality control in IBSC staffing and
programmning through continual monitoring and review of
the project with IESC/Morocco and USAID/Morocco.

o Provide timely recruitment of newv IESC/Stamford staff,
in concert with IBRSC/Morocco.

o. Role of USAID/Norocoo
o Nanage the project from USAID's perspective.

o Implement the Audit, Monitoring, Bvaluation and
Support component activities.

o Monitor and evaluate the IESC/Morocco program to
assure that project activities are having the impact
desired and advise IESC on measures to improve impact.

2. Implementation Schedule

Key events in the five-year life-of-project are outlined below:

New Cooperative Agreement signed.

IESC staff for all new or vacant positions recruited and
fielded.

New vehicles, computers and other equipment ordered, received
and installed.

Improvements in accounting procedures and data management made.
Quarterly reports submitted.

Year 2:

First Annual Financial Report submitted.
Expansion/move of office facilities in Casablanca.
Mid-term external evaluation commences.

First external audit conducted.

Quarterly reports submitted.

Year 3:

Second Annual Financial Report submitted.
Mid-term evaluation completed.

Mid-project modifications taken as necessary.
Quarterly reports submitted.

Year 4:
Third Annual Financial Report subnitted.
Quarterly reports submitted.

\

Xear 5:

Fourth Annual Financial Report submitted.
Second external audit conducted.

Final impact evaluation conducted and completed.
Quarterly reports subamitted.

Special end-of-project report submitted by IESC.
Project ends.
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A preliminary schedule for accomplishment of the principal
project outputs is presented in Table 2.

Table 2: luplamentation Schedule of Principal Preject Outputs

A VYoor § [ VYeor 2 | Yeor3 | Veur 4 | Vear S | Tetal
VETA jntervantions - 30 » B ) -] 153
ANLE Services 3 3 3 3 3 13
| Yoor § | Vear 2 | Vesr3 4 | Vear 5 | Tetsl
Sector ) 6 [ 0 0 18
Nerketing Asseciates 2 2 ! (] ?
{ 1% [} [ 0 9
lrwestor Visits 3 ] 14 9 9 3
Seller Visits 8 10 12 1% 16 60
ABLE Services 2 2 2 2 2 10
Ventures 8§ 2 3 3 3 3 14
L1 2] Yoor 1 | Veor 2 | Veor3 | Veor 4 | Vesr 5 | Tetsl
Seniners 24 24 24 0 0 2
familiarization Tours 2 2 0 0 0 6J
T0/TA Visits 116 114 T1 4 4] 441

3. Methods of Implementation and Financing

Under the Cooperative Agreement, the method of payment will be
direct reimbursement by USAID for allowable project
expenditures. Advances will be made as permitted by A.I.D.
requlations. External audits, evaluations and other project
support efforts funded under the Audit, Monitoring, Evaluation
and Support component will be contracted directly by A.I.D.,
through a combination of indefinite quantity contracts (IQCs),
buy-ins to centrally funded contracts or purchase orders.
Audits are likely to be contracted through IQCs. Evaluations
will be contracted with U.S. firms but have substantial local
input. Table 3 below presents the methods of implementation and
financing.
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Teble 3: Nethods of Implemantation and Financing
C(USAID Grant Only)
Retated to Preject Campenent Cest

Cempenent/Activ | Nethod of lsplementation | Nethed of -Amo

1ty fimncing U * 000

1. ¥TA Collaborative fRelabursement 9,03

2. 18 Assistance with Advences

3. et . Cosperative Agresmant

S. Ceaponant $ | Buy-lns/10Ce/Purchase dlrect Poy Total: §

tvelwtiens Suy-ins or 18Cs with direct Poy (§200)
y.8, firms

lapect Studies Purchase erders with direct Pay (s81)
lecat firms

Saseline Date Purchase orders uith birect Poy (854)
tlocal firms

Mxdits -{n to local 10C Oirect Pay (860)

Erw. Studies -{n to AID/A¥ Contract | Direct P $100

B. Prinancial Plan
1. Summary Pinancial Plan

Table 4 summarizes the total cost of the five-year project by
input category. The estimated total cost of $14 million
consists of $10.4 million in USAID grant funds, $1.2 million in
Moroccan program income through private sector contributions in
the form of client fees for IESC services, and $2.4 million in
in-kind contributions by IESC VEs. Table 5 provides the total
cost of the project by component while Table 6 provides the
total cost of the project by year. Detailed budgets of the
USAID grant contribution, client fee income and its
applications, and VE in-kind contributions are in Annex G.

It should also be noted that the $14 million figure for total
project cost does not include anticipated additional resources
that the project will leverage from both the Moroccan and the
U.S. private sectors in the course of implementing the TIS and
MUST components. A preliminary estimate of these additional
ieveraged expenditures is in the $2 million range, also detailed
n Annex G.

Teble 4: Susmary Cost Estimete and Financisl Plan

(] )
USAID InKind Client
Source ! Grant Contribution Foes Totat
\
Technics! Assistance §7,803,371 $2,471,630 81,192,500 811,547,501
Trafning $263,31% 0 %0 243,31
Commodities $224,943 0 80  S224,9%3
Other Costs 2,028,371 %0 0 82,028,371
PROJECT TOTAL $10,400,000 $2,471,630 31,192,500 $14,064,130
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Teble 5: Cesting (l.l' mnct Outpute/ Inputs

[ 4 [} VETA 118 M'm . 4 S Total
reject lnputs ote
USAID Grant 3,252,001 84,272,004 u,m.m 81, 1‘5& “c’m. 919,400,000
inKind Contributien 32. 471,630 ] ] ] o 982,401,080
Cliont Foes 1] m.so ® % 0 0 91,192,350
PROJECT TOTAL 6,916,221 84,272,800 $1,220,416 81,159,202 495,408 814,064,130

Teble 61 Projection of Lxpendt Flocsl ¥
e 61 jctm“lw“n scel Vesr

UBAIS tn-Kind Cliemt
Fiscal Yeor Grant Comtrilngion fesn Total

Yoor 1 82,270,119  $996,450  $193,500 2,066,329
Yeor 2 02,282,075 SAT8.300 S231,000 $2,991.453
Yoor 3 $2,144,732 SA78,300 S231.600 82,854,142
Yoor & $1,804, 797  9538.110  $248,500 82,431,327
Yoor S $1.894,297 358,110  $268,500 $2.720,907
PROJECT TOTAL $10,400,000 $2,471,630 81,192,500 314,064,130

2. Cost Estimates

Cost factors and other assumptions used in preparing the
financial plan (USAID grant funds only) are presented below.
Many cost estimates are based on IESC actual costs over the last
six years of IESC operaticn in Morocco. An annual inflation
factor of four percent for salaries and 10 percent for most
other costs is used throughout. Moroccan dirham rate of 8.5 per
U.S. dollar is used to convert local costs.

a. Technical Assistance

U.S.-hired staff based in either Casablanca or Stamford will be
salaried. All U.S. personnel are budgeted as full-time
employees. Housing costs for U.S. staff assigned to Morocco are
based on the most recent Post Housing Profile conducted by the
U.S. Consulate in Casablanca.

Local Morocco-hired employees' gsalaries are based on current
market rates. Moroccan employee benefits cover the following
items. Cost of the Caisse Nationale de la Securjté

(Moroccan Social Security), was calculated on a base of ten
percent of total salary for the family benefits portion; 5.7
percent on the first DH3,000 for social services and 1.6 percent
on total salary for protessional training tax. IESC withholds
incorme taxes from employees' salary, but there is no employer
income tax contribution and therefore no project cost for income
tax. Enmployees' insurance was calculated at 0.9 percent of
total salary with a 1.15 percent tax on that amount for the life
insurance portion; 0.9 percent of the total salary with a 13.8
percent. tax on that amount for disability and long-term illness
and a flat fee of DH110 for employee, DH110 for employee's
spouse and DH66 for each child of an employee, with a 13.8
percent tax on that amount for maternity and sick leave.
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International and local travel and per diem costs have been
calculated based on a standard cost factor for U.S.-Norocco
round-trip airfare and anticipated average allowable per dienm
rates in the U.8. and Morocco. Details for all staff travel are
provided in Annex G. :

Volunteer Executive costs are estimated at a standard rate of
$18,000 per VE intervention. This is based on $12,000 for
travel and per diea per VE assignment in Morocco, plus $6,000

. per VE project to cover direct IRSC/Stamford costs ($3,100 for
administrative support expenses, sz,zog for recruiting services
and $1,000 for field support efforts).

Other technical assistance line items are calculated as follows.
For the TIS component, Marketing Associates costs are budgeted
at a base cost of $25,000 per year to cover seven Marketing
Associates over a four-year period. Buyer visits (30) and
investor visits (12) supported with project funds are budgeted
at a base cost of ;3,250 each. Other non-project supported
buyer visits, seller visits and investor visits will be paid for
by the individuals or companies concerned and represent
leveraged resources. The costs of the TIS sector surveys is
estimated at a base cost of $5,600 per survey. Ten TIS-provided
ABLE services (market, technology, partner and other searches
conducted for Moroccan companies under the VETA and TIS
components) have a base cost of $2,000 per study. Finally, the
$51,000 estimate for TIS artisanal expertise is a modest amount
based on prior experience to be applied to technical assistance
for small-scale artisanal enterprises.

b. Training and Conferences

The annual training budget for the VETA and TIS components is
based on the cost of two international airfares for tvo trainers
to stay in Morocco for 20 days each at approximately $140 per
day.

The annual conference budget for the VETA and TIS components is
based on the cost of three international airfares for three
people to go to conferences in the U.S. or third countries for a
duration of ten days each at $150 per day. Travel tours for two
people for two weeks each are budgeted at $4,600 per tour per
year. The MUST component will finance 72 seminars for travel
agents and tour operators. The cost of each scminar is based on
an estimated 50 participants costing $56 each. Two seminars are
expected to take place each month or a total of 24 for each of
three years. MUST Fam tours are calculated at four per year at

S
costs cover rent, salaries, operating costs and related expenses of individust

VE project administration, miﬂ_m expenges cover expenses specifically associated with the recruitment
effort underteken by some 40 to 50 volunteer recruiters. costs cover the home office beck

stopping expsnses during specific VE interventions. The administrative, recruitment and field support costs
sre deterained by proreting these costs to all 1ESC projects worlduide.
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an average USAID grant cost of up to $4,000 for the
participation of approximately 20 industry executives, or a
total of $16,000 per year.

6. Commodities

Commodities consist of project vehicles, office and apartment
furniture, and computers and office equipment. Current IESC
project vehicles will be traded in to reduce recent high vehicle
maintenance costs due to the age of cars. Computer systems are
estimated at $10,000 each. All procuremants will meet A.I.D.
source and origin requirements. The eligible Geographic Code
for the project is 000 (U.S.) plus the host country. No wvaivers
are anticipated. A detailed list of commodities to be procured
is included in Annex F.

d. Other Costs

Promotion efforts are indicative planning figures budgeted on an
estimate of four promotional events (marketing seminars,
conferences, tours, etc.) or publications per year at a cost of
$2,500 each. Buy-down cost for the program to place
advertisements with the tourism trade is estimated at $100,000
per year for three years. At least one tourism promotion video
will be funded at an estimated USAID contribution of $100,000.

Office supplies are estimated at $5,650 per year. IESC
maintained office equipment under annual contract: fax
($1,060/yr.), telephone ($1,165/yr.), Telex ($400/yr.),
computers ($1,060/yr/computer) and photocopier ($1,000/yr.)
Vehicle maintenance is calculated at base cost of $10,000 per
vehicle per year for POL (petroleum, oil and lubricants) and
maintenance. Office rents for the Casablanca office are based
on actual costs over the past six years. Office rents for
Stamford-based offices are based on the pro-rata charge per
square foot utilized by project financed managers. Office rent
for the MUST office is based on a flat charge of $25 per square
foot for 750 square feet.

3. Private BSector Contridbutions
&. Client Pees

Client fees charged for each VE intervention are the first
source of private sector contributions to the project.
Individual private Moroccan companies receiving VEs for
assignments ranging from one to three months will pay a standard
fee of $6,000 for the first month and $3,000 each month
thereafter. The $1.2 million estimate in total fee income is
based on an assumption of 155 VE interventions being used to
assist individual client companies and an average assignment
length of six weeks.

The 15 ABLE studies (three per year) under the VETA component
are estimated to cost $2,000 for 40 hours of IESC staff research
and will be charged to individual clients.
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b. Volunteer Executive In-Kind Contributions

A Price Waterhouse audit of IESC accounts for 1990 estimated the
average value of an IESC volunteer executive (in salary
equivalent terms) to be $469 per day on the U.S. market. The VE
interventions ars expected to average six wveeks (30 working
days) in length. 1In addition, there are other contributions by
VEs elsevhere in the IESC operation which will be applied to the
project, principally in recruitaent assistance for the VETA
Program but also for assistance related to TIS and MUST. The
calculation of $2.4 million in VE in-kind contributions is based
on a an estimated 155 VEs working for 5 working days each at
$469 per day for an average of six veeks.

4. Othor Leveraged Expenditures

Experience shows that IESC activities have leveraged
considerable other expenditures, mainly from private sector
sources. All of this leverage cannot be anticipated, but some
forms of leverage can be reasonably estimated. Annex G provides
a table suggesting approximately $2 million in leveraged
expenditures. Buyer visits leverage is based on the assumption
of 10 buyers per year staying in Morocco for five working days
each at the standard audited rate of $469 per day. Investor and
seller visits use the same assumptions except that three and
seven days respectively are assumed in Morocco.

Tourism professionals will stay in-country for an estimated
seven days. Approximately 114 travel agents or tour operators
will visit Morocco in years one and two and 71 in years three,
four, and five. USAID~-financed costs of FAM tours are expected
to be leveraged 10 times by like contributions made mostly by
professional trade organizations. Seminars and cooperative
trade advertisements will be leveraged an estimated three times.
Audio-video productions will be leveraged 100% by other funds
from largely the private sector.

C. Information Plan
1. Information Needs

The project's information plan has been designed to satisfy the
information needs of a number of project participants and other
interested parties. IESC/Morocco, IESC/Stamford, and
USAID/Morocco need detailed information, albeit of different
kinds, to manage the project optimally. Private sector
beneficiaries, the host country government and U.S. Embassy
officials need information, specific to different needs, on
project impact and benefits to enhance the project's
credibility. A.I.D./Washington and other USiIDs pursuing
outvard-looking trade and investment strategies need information
on what works and what doesn't work to improve the design and
implementation of projects in other countries.
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Information is neaded at three levels of project intervention
and accomplishments: inputs; "first-levei® outputs; and
“purposs-level” outputs (see Table 7). '

At the input level, project decision-makers need to
knov if project-funded inputs are being delivered as
planned. Inputs consist essentially of the quantity
(and quality) of technical assistance provided in all
project components, as well as the provision of
training, commodities and other support. The
technical assistance includes tha IRSC VBs, IESC
staff, and specialized expertise such as the Narketing
Associates. o

At the f£irst-level output level, an essential

measurement of performance is the number and nature of
the private companies that are assisted by the
project, including specific information on assisted
companies at the time assistance begins so that
comparisons with company performance thereafter can be
analyzed and (to differing degrees) be attributed to
project interventions. Information needs to be
recorded on the nature of the assistance provided and
the response of beneficiaries to VE recommendations,
ABLE information provided, TIS export and investment
promotion efforts, and MUST tourism promotion efforts.
Both Moroccan and, particularly in the case of MUST,
U.S. companies are intended beneficiaries. At this
ievel, questions like these need to be asked: What
are the VE recommendations that firms are deciding to
implenent? How are they likely to have an impact on
competitiveness, productivity or another measure of
improved performance? How many firms are deciding to
export to nev markets opened up with TIS assistance?
How many American tour operators and travel agents are
deciding to start or increase tour packages to
Morocco?
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Table 7:

Eveslustion Metrix:

Key Informetion Indicators

VETA

#s of VEs
# of ABLEs

Key Recommendstions
and Follow-Up

Firms' Isplemantation
of VE Recommendations

Tis

kxpon Promot fon

Venture Stimulation

Sector

Narketing Associates
Suyer Visite

Seller Visits

Tours, Trg. Seminars

LO Export Orders

]

sector Surveys
Investor Visits
Cther Stimulation

$ Ventures Created

Promotional Efforts

hmbers of USTOs

Nusbers of New

g
3]

- |

Promotions!l Materisls Packeging Travel U. S. Tourists Incressed
Familisrizaton Tours to Morocco Productivity

Crestion of o Privete Incressed

— Sector-Lead National $ Ventures Crested Factery
Tour Assaclistion Efticiency
Key Recommenciat ions Firms' fmplemsntation Incressed
hmbers of VEs ond Fol low-Up of VE Recommendstions Competitivenses

] 1.1 1 Il S ]

Exports
Accuisition of
ew Tochnelegy
Job Crestien
Irvestmarts,

foreign and
Demsetic

Reduced Costs/
incrid Prefits

ince'd Foreign
Exchange
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o At the purpose level, actual results need to be
measured over time. The primary measurements
(impact variables) at this level are values of
exports and investasnts, jobs created, tourist
arrivals and foreign exchange for Morocco
generated from increased tourisa, and
quantifiable measures of improved company
perforamance and profit. Table 8 presents a
matrix of the preliminary purpose-level outputs
(or impact targets) for the total project.

Tabte 8: impect Tergets
(N.8.'000)

VETA Caomponent Yoor 4 | Yeor 2 | Yeor3 | Vear 4 | Yeor 5 | Tetsl
Export Sales 1,600 3,603 6,600 | 10,600 | 14,6001 37,000
Damestic Sales 1,500 3,300 5,600 8,600 { 11,600 | 30,600
Irvestments 1,000 2,000 2,500 3,000 3,000 | 11,500
Reduced Costs 100 100 15 180 Lo ) 630
Wew Jobs Creeted 200 20 80 0 200 120

718 Cenponent Yoor 1 Yoor 2 Yoor 3 Yoor 4 | Yeor 5 | Totsl
Exports Developed 3,000 5,000 7,000 | 12,000 | 13,000

40,000

ing Exports 6,000 7,000 8,000 | 10,000 | 12,000 ]| 43,000

Totst Exports 9,000 ! 12,000 | 15,000 | 22,000 | 25,000] &3, 000

laports Developed 100 200 1,200 2,500 3,500 7,500
Ventures $igned 2 H 3 3 4 16J

Ventures (Value) 1,07 1,07 2,42 2,142 4,204 7,500

WST Component Yeor 1 Yeor 2 Yeor 3 Yoor 4 | Year 5 | Votsl
Amrican Tourists 0 4,000 6,000 12,000 18,000 | 40,000 '
Tourist Spending 0 5,600 8,400 | 16,800 | 25,200 ] Se,000

2. Monitoring Plan

The monitoring plan for the project will consist of computerized
and other record-keeping and tracking systems, to be put in place
under the gquidance of the General Manager. The systems will be
sufficient to capture all of the data and information listed above.
Special attention will be paid in data-base collection to the
participation of vomen entrepreneurs, managers,' staff and
volunteers. Another area of special attention relates to the
Bumpers Amendment and other relevant considerations, such as
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A.1I.D.'s PD 71, both concerning exports of agricultural products
and materials. The monitoring system vill include a database that
will track all project-related exports and highlight any potential
problems.” At the same time, IESC will collaborate closely with
USAID to integrate the IESC data with USAID's Private Sector
Monitoring System (PSMS). USAID is putting the PSMS in place to
track the assistance and impact provided to Moroccan private sector
companies through all USAID-funded projects and activities in
Morocco. The AIN project data will be selectively integrated into
this system, which, for example, will track any assistance vhich an
AIM-assisted company has also received £rom another USAID project.

The following specific reports have bsen designed to monitor
project activities:

(] Annual Work pPlans will allov the USAID Project Manager to
monitor the conduct of the project without burdening the
project with unCie and countexrproductive operational
int;rvention by USAID into the administration of the
project.

o Quarterly Reports summarizing inputs and first-level
output accomplishments will be submitted on all project
components, including specijal implementation problems and
recommendations for their resolution. The reports will
be based on 2 mutually agreed format subject to periodic
revision, and the reports will include yearly and
cunulative summaries, including any evidence of purpose-—
level achievenments.

° other occasional reports. as mutually agreed upon by
USAID and IESC, will focus on special areas of interest
requiring further analysis.

o Lastly, a Specjal Report will be submitted by IESC
shortly prior to termination of the Cooperative Agreement

in July 1997. This report will take into consideration
the final external impact evaluation and provide the
1IESC's own summary of results, conclusions and
recommendations relating to its cumulative five-year
experience under the project.

IESC may also submit copies of the following internal IESC reports
to USAID/Morocco to supplement USAID's information on project
activities:

61»0 Rission financed & study to investigate the competit! an betwsen Noroccan and U.S. citrus prodcts in
third country merkets. This study concluded that only fn two third country markets do the two contries sctustly
complete (sfter correcting for seasonality): Canede (Quebec Province) and Wolland. MNowever, in both ceses
Morocco's merket shire i so smsll that, vhen seasonality §s accaunted for, it f8 not possible for Moroccan exports
to adversely affect U.S. market shares in these countries.
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1ESC/Client Agreements and Transmittal of Agreement
Mamos, which contain information on the nature of the
client's problem and describe the work the VE is expected
to perform prior to VE recruitsent.

., subaitted to the client for approval,
leted about tvwo weeks after the VE commences work,
vhich elaborate the definition of work to be done and
include refined coampany baseline data against which
results can be measured.

YE Reports to clients, vhich take on varied forms to
assure understanding and acceptance of .recommendations
and are delivered in the course of the VE intervention.

YE Frinal Reports, which specify the purpose and scope of
the assignment, a summary and review of the vork

performed and the VE's recommendations.

Reports of Assistance Rendered, completed just prior to
VE departure, which are additional in-house documents
used to compile data for evaluation, end which contain
key points which the VE would check if he were called
back a year or two later to evaluate the results of the
project.

Client Assistance Review (CAR) Ouestionnaires, which are
administered to the assisted coapany approximately nine
to twelve months after the VE intervention, and attempt
to measure client progress in implementing VE
recomnendations and the impact of the recommendations on
the client company.

(IESC Form 510),
recording the CD's (General Manager or VETA Director in
future) appraisal of the VE project, its impact on the
company and effect on other companies or the overall
econony around six weeks after the VE intervention.

1IESC Project Summaries, wvhich are one-page resumes of
individual VE projects completed by the IESC/Stamford
Evaluation Department around six months after the VE
intervention.

Client's confidential Reports to IESC (IESC Form 489),
containing the client's candid appraisal of the VE's
performance and suggestions for improvements in the IESC

program.

€D Evaluation Reports on the VEs (IEBSC Form 520A)
recording the CD's appraisal of the VE's performance and
abilities around six weeks after the VE intervention.
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3. Bvaluation Plan

Since assistance toc the private sector is the means--not the ends--
of socioeconomic development, USAID must be able to document impact
greater than benefits to single firms. 7Tvo complementary and
mutually reinforcing evaluation efforts are envisioned. The first
consists of scheduled external impact evaluations. The second
consists of on-going evaluation data gathering.

a. Impact Bvaluatioas

The Project will finance two external impact evaluations, the first
to begin toward the end of the second year and be completed no
later than the middle of the third year, and the second to be
started and completed during the fifth year. The monitoring systen
described above lacks the time perspective needed to capture
impacts systematically. Except for the CARs, all internal IESC
reporting on VE assignments is completed by six weeks after the
departure of the VE. While significant on-going accomplishments of
other VETA Program, TIS Program, and MUST Program activities will
be recorded in the IESC quarterly reports, comprehensive impact
analysis will be a principal task for the two external evaluations.

The precise teras of reference for the evaluations will be
determined in the six-month period prior to the start of each
evaluation and as specific contractors are being selected to
perform the work. Illustrative types of analyses and kinds of
information to be developed in the evaluations include:

-=-Surveyg of IESC client firms.

- g of the structure, function and
policies of IESC/Morocco, IESC/Stamford and USAID/Morocco
as they affect project implementation.
-~Project costs analvges to compare project costs to
benefits.

-~Case studies and descriptive profiles of highly
successful IESC client firms analyzing their success.

-- to contrast individual
IESC client firms with their respective sectors, clients
firms as a group compared to their sectors and client
firms at varying degrees of VE intervention success and
their respective sectors.

In addition, special) case studies will be financed to focus on
specific cases of client firms without examining the overall
project context. Often, project benefits are generalized
throughout the client firm, are difficult to quantify or are too

' dispersed to be evaluated in a cost-effective manner. Sometimes,

‘ hovever, project benefits are worth millions of dollars and spin-
of{ benefits are numerous. One example is when a VE study defines
a technological process which result in new investments, job
creation and greater market competitiveness. Another example is
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vhen a TIS client makes a multi-million dollar trade breakthrough
resulting in new investment, jobs and up-stream benefits. These
special cases need to be studied in depth for their secondary
effects, and such studies will be either incorporated into the two
t:p:ct evaluations or be performed separately on an as-needed

sis.

b. Ongoing Bvaluation Data Gathering

As part of its database, IESC management will systematically
collect baseline date (production, employment, exports,
investaments, etc.) from client firms and maintain that data in
computerized data files so that it can be readily accessed and
manipulated. This data base will track changes in these variables
vhich can be directly attributable to the VE intervention. The
data bank vill be updated once at the end of the VE assignment with
information concerning the work accomplished by the VE and the VE
recommendations for later implementation. The data bank will be
updated once again from six months to a year after the VE
intervention and thereafter wvhen follow-up calls are made. This
data base vill serve to help measure overall impact of the VE
efforts. Additionally, it will provide evaluation information for
systemic follow-up efforts by IESC management.

4. Information Plow

The flow of information from data sources to managers is slightly
different for different components.

For the VETA component, the VE will have first responsibility for
establishing (or refining) baseline data on the client firm. After
the intervention is completed the VE will also estimate the
potential impacts if recommendations are implemented by the firm
affecting exports, job creation, investment, acquisition of new
technologies, increased efficiency, vaiue added, and increased
productivity. Six months to a year after the intervention, the
follow-up survey will update this information.

For the TIS component, the IESC will focus on tracking export
orders. Past experience demonstrates that when the TIS staff
single-mindedly pursue orders, the other aspects of company growth
occur as a result. Project-financed evaluation efforts will
document the secondary benefits. As in the past, Marketing
Associates will furnish TIS with records of export orders.

For the MUST component, as with TIS, IESC staff will focus on
tracking numbers of tourists visiting Morocco and tourist spending.
Project evaluations will examine investment, job creation,
acquisition of new technologies, efficiencies and other variables.
Tour operators working under the program will provide MUST staff
with numbers of tourists buying their tour packages.
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S. Audits and Pinancial Control

Financial control of the Cooperative Agreement will be managed by
IESC/Casablanca staff, monitored by IESC/Stamford and supported by
locally procured accounting services and training. This is an area
of management which has received special attention by both IESC and
USAID during the past year, culminating in a recently completed
audit by Price Waterhouss. The audit highlights areas for
improvement, which are further discussed in the Administrative
Analyesis in section V.

The folloving financial reports and audits vill be provided by IESC
and/or external auditors over the period of the project.

o  Quarterly Accounting Reports (A.I.D. Form 269), which
vill be used in conjunction with liquidation of advances
to IEBSC and reporting on use of client fees.

o Annusl Financial Reports, which will report on sources of
funds from USAID, clients fees and value of VE in-kind
contributions and their uses among different IESC
expenditures. These annual reports, due in July of each
year, will give the full picture of the financial
situation which wvas previously missing.

- financed by the
project and scheduled to take place in the second and
fifth years of the project. A Regional Inspector General
(RIG/Dakar) audit as well as the local Price Waterhouse
audit were completed in March 1992. The audit in year
two should determine how well new accounting and account
reporting systems are doing and make any corrections
midway through the project. The audit in the fifth year
will be performed in parallel with the final impact
evaluation.
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IV. PROJECT AMALYSSS

A. Technical Analysis

The technical analysis considers the feasibility of the IRSC's
proposed technical approaches to carrying out the three principal
project components. The IESC approach is discussed generally in
Section II and fully detailed for each of the VETA, TIS and MUST
components in Section 1II. BEssential feasibility considerations
are treated below. '

i. VETA Progranm

The basic IESC VE assignment system consists of a tried and proven
methodology that has been exhaustively evaluated in IBSC programs
around the world. Improvements to the methodology as it is applied
in Morocco, derived from recommendations in the 1992 evaluation by
Rudel and Belot, will be applied in this project to enhance the
rate of successful VE interventions and emphasize the need for
measurable impacts. Among the principal elements of the VE
assignment system which should assure its likely success are:

Client and Project Selection

Projects are accepted for VE assignments only after rigorous cross
examination between IESC staff and the client coxpany, and
thereafter between IESC local staff and IESC/Stamford staff to
ensure that the scope of work has been properly written and
understood so that effective recruitment can begin. This is a key
to IESC's success.

VE Selection

IESC's computer-based skills bank of over 12,000 volunteer experts
is constantly updated to purge the system of ineffective volunteers
and introduce fresh volunteers as they enlist. IESC attracts
volunteers through a network of 250 volunteer field associates
located all over the United States, as well as through press
releases which are routinely submitted to VE hometown newspapers,
trade journals and alumni publications following VE project
completions. There are sixty VE recruiters based in Stamford who
are retired business people devoted to nominating only the best of
the available volunteers for a given assignment. The VE recruiters
are themselves evaluated on the quality of the VEs they select, and
they often develop recruiting specialties.

Preparation of VEs
In advance of project commencement, IESC provides the VE and VE |
spouse with maximum information available about the client company

in Morocco in order to ensure that a vell prepared, motivated VE
arrives. Upon arrival, the VE is introduced to the client by IESC
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staff. IESC staff then meet frequently with the VE and the client
to reviev the project, monitor the project throughout, make a final
evaluation, and strive to insure that maximum posc: ble value of the
VE's expertise is rendered to the client.

While IEBSC's ability to supply qualified VEs is therefore well
established, the demand for VEs by Moroccan companies (including
their ability and readiness to pay the required fees) appears to
remain high. The projected total of 155 nev VE assignments over
the next five years represents an average of 31 VEs per year and
only a slight increase over the 20-25 VEs averaged in prior {..::
in Morocco. Moreover, with an increasing emphasis on marketing the
program to client companies outside Casablanca, and planned levels
of VETA marketing staff (a direct correlation can be shown between
numbers of cold calls and companies contacted with requests for VE
a--i:tanco), there should be no difficulty in reaching the 155 VE
total.

The ABLE program has been functional for almost ten years. It has
been employed in the past with Moroccan client companies to good
effect. The 25 ABLE searches programmed for the project is a
modest number for which there is little reason to question either
sufficient demand or ability to supply.

2. TIS Program

The TIS Program, as already documented, has been a success story in
Morocco. It is not a tried and proven vorldwide program with a
standard methodology such as the VE assignment system, and wvhere
TIS-equivalent programs have been introduced by IESC elsewhere they
have differed based on local conditions or the nature of the USAID
project which has provided the funding. 1In addition, no TIS
program has had more than a few years of operational experience,
and the concept as such is still experimental.

The TIS methodology that has evolved in Morocco is now fairly well
articulated, again by the 1992 evaluation by Rudel and Belot, as
vell as by internal IESC/Morocco papers written by the out-going
TIS Director. Feasibility issues must focus on the likelihood of
continued success in pulling together the demand and supply factors
involved in the TIS equation, i.e., Moroccan exporters in need of
and prepared to accept TIS advice and facilitation in establishing
export markets in the U.S., and U.S. buyers, brokers, sellers and
investors willing (with modest incentives) to look seriously at
commercial business opportunities in Morocco. The project assumes
that the same approach applied thus far will succeed in identifying
an additional 30 Moroccan exporters over a five-year period who
will have commenced at least trial export shipaents, and another
six exporters who will have achieved "breakthrough.® These numbers
represent only a slight increase in firms assisted and impacts
achieved over the three years of TIS experience to date, with TIS
export development staff levels remaining constant. On the other
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hand, it is well known that much of the Morocco TIS success has
been due to the special abilities of the out-going TIS Director,
and caution is needed in assuning that the new TIS Director will
have equal success.

The feasibility of the TIS foreign investment stimulation
subcomponent is less certain. The project has been designed to
devote dedicated time, in the fora of a full-time investment
promotion specialist, to help realise a modest targst of 14 nevw
joint or uther co-ventures between U.S. and Noroccan firas.
A.I.D.'s experience worldwide supports the setting up of distinct
staff with distinct skills for export development vs. investment
promotion. Historic levels of direct U.8. foreign investment in
Morocco have bsen quite low; nonetheless, the 14 investment
ventures should be viewved as a minimum number which the TIS program
should be challenged to exceed.

3. NUST Program

The approach to be taken by IESC in the MUST Program is derived
from its TIS experience and focused heavily of facilitating direct
contact among U.S. and Moroccan tour operators and attracting U.S.
buyers (tour operators and travel agents) to the Moroccan product.
This is a pilot project, but similar approaches, not funded by
USAID, have worked to promote tourism most notably in Spain, Greece
and Turkey. The MUST Program as designed is based on an IESC
proposal, which in turn is based on initial experience under TIS in
analyzing the Moroccan tourism sector, conducting two
familiarization (FAM) tours, and assessing the potential untapped
market in the U.S.

The projected outputs for the component are 2mbitious and
challenging. Moreover, new staff hired to lead the program will
have to be very carefully selected to supply the needed special
experience and qualifications to achieve anticipated results.

There is a heavy programmatic load, in terms of the numbers of
additional FAM tours, travel agent seminars, and other promotional
work to be done, which will require excellent management in
addition to technical skill. On the other side, demand for MUST
services by U.S. tour operators/travel agents, on the assumption
that MUST project expenditures will cover only limited percentages
of "entry costs” with the balance of costs leveraged in most
instances from the beneficiaries, may or may not be strong. Much
will depend on quality of services and reputation. It is therefore
consciously recognized that USAID is taking a measure of extra risk
in backing the MUST rogram. The three-year pilot effort should
provide enough time to determine if hoped-for benefits are in line
vith costs, which interventions are succeeding and vhich are not,
and whether the program should be continued, modified, or ended.
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B. Administrative Analysis

The IESC organizational and staifing chart for the implementation
of the AIM project is provided in Table 9. This will be a major
project for IRSC, one of the fev single-country projects with a
life-of-project value in the $10 million range, and demanding
highly skilled and coordinated management. At the top of Table 8,
there is an indication by dotted line of the oversight and
supervision function of 1IESC senior management staff in Stamford,
vho will play especially critical roles in the initial recruitment
of key nev staff members for the AIN Project and, thereafter, with
any needs to replace key staff or othervise trouble-shoot as
implementation problems arise during the course of the project.
However, once the General Manager/Norocco is in place, it is
assumed that individual will have maximum delegated responsibility
to carry out the project and supervise all other staff.

The complexities of management are most apparent in the geographic
split of staff between Casablanca and Stamford. The line of
supervisory authority goes from the General Manager in Casablanca
to each of the three directors for the VETA, TIS and MUST programs,
wvho in turn supervise the remainder of the staff. In practice, it
is expected that the General Manager will delegate substantial
authority and responsibility to these three directors, providing
then the motivation and needed flexibility to perform successfully.
At the same time, there is unquestionably a need for teamwork among
the three program staffs, and a role for the General Manager in
assuring coordination and effective interaction.

Specific considerations by component include the following:

VETA Program: There is provision for a VETA Director and two
Marketing Managers in Casablanca, supplemented by two or more
Marketing Representatives who will work on a commission basis. The
principal improvement in the staffing confiquration compared to
that existing under the current IESC program is the separation of
responsibilities between the VETA Director and the General Manager.
Previously, there was no General Manager and the VETA Director
carried out both functions. While it remains for IEBSC to
determine, based on the qualifications of available candidates,
IESC is encouraged to recruit a senjior Moroccar. individual to
occupy the VETA Director position. Also, vhereas the VETA Director
has previously served in a volunteer capacity, both the VETA
Director and the General Manager are budgeted as paid employees in
the nev project.

TIS Program: This program will be supervised by the TIS Director
based in Casablanca. For the Export Develcpaent subcomponent of
TIS, there are two Project Officers in Stamford and two Marketing
Managers in Casablanca. For the Poreign Investment Stimulation
subcomponent, there is an Investment Stimulation Director based in
Stax’ord. Given the requirements of TIS management, the TIS
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Table 9: Or.mlzotiml Chart for the AIN Project
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Director will rely to some degree on the Invastment Stimulation
Divector, who will be the most senior individual based in Stamfora,
to oversee Stamford TIS operations, and limited part-time
additional guidance and support for Morocco-specific TIS operations
vill be provided by senior IESC management. On a technical level,
hovever, it is extremely important that the Investment Stimulation
Director not be expected to participate actively in Bxport
Development activities and, on the contrary, concentrate heavily on
foreign investment ventures; his/her oversight responsibilities in
Stanford of overall TIS operations should not distract froam this
primary technical responsibility.

MUST Program: As with TIS, this program relies on activities by
staff in both Casablanca and Stamford. The Touriem Manager in
Stamford will lead the total MUST effort, supported by a Senior
Tourisa Advisor budgeted for approximately half-time over the
three-year period and providing specialized technical expertise and
counsel. A second Tourism Manager will be based in Casablanca,
overseen for day-to-day supervision purposes by the TIS Director.
Given the experimental nature of MUST, it is expected that the
General Manager will be more closely engaged in its management.

The other dotted lines in the chart indicate reliance on VEs to
assist in different programs. In fact, it is the staff's ability
to make effective use of VE resources and the networks they
represent that in most instances will spell the difference between
success and failure.

Assessments of IESC's capacity to meet the staffing and management
challenges associated with the project indicate that the project is
administratively feasible. The primary strength is IESC's long-
established program to recruit and place VEs in overseas
assignments, including six years of experience in Morocco. The TIS
program vworldwide has recently been evaluated by AID/W and is shown
to be sufficiently well managed to handle an expanded TIS effort in
Morocco (in fact, the Morocco TIS program was revealed to be the
best managed program with the best performance to date). The MUST
program, as structured, remains to be tested, but based on IESC's
response to the risks with which it wvas entrusted to demonstrate
that TIS could become a success, the similar risk associated with
the MUST initiative is reasonable to assune.

Other points of potential vulnerability which will need close
attention as the project starts are the skills that IESC staff will
need to rapidly adopt, and then refine over time, the new or
improved computerized systems for program data management and
accounting/financial controls outlined in Section IV. Particularly
vwith regard to the latter systems, the recommendations stemming
fros the receht local Price Waterhouse audit need to be implemented
quickly. The General Manager will be particularly challenged to
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establish all computerized systems, ensure that the accounting and
other staff are well trained in their use, and make effective use
of outside assistance as needed.

C. PFinancial Analysis

The financial analysis for the project considers the feasibility of
that part of the Financial Plan that relies on fees for services
from clients. On vhat basis is it assumed that projected fee
income to IESC will be forthcoming?

IESC has been routinely collecting client fees since the inception
of its activities in Morocco in 1984. All fees relate to the
provision of VEs on one to three-month assignments, at already
standard and vell known rates ($6,000 for first month, $3,000 per
month thereafter). There is little reason based on historical
experience and IESC's reputation in the marketplace to anticipate
any difficulty in continuing to collect fees at the present fee
levels from individual Moroccan companies.

D. 8ocial Boundness Analysis

The social soundness analysis considers the full range of
beneficiaries expected to derive benefits from the project, with
special attention to the impact of the project on women. Also of
concern are possible socio-cultural constraints to participation by
beneficiary groups in planned project activities.

With regard to beneficiaries, the primary target clients of the
project are individual Moroccan and American businesses. Indirect
beneficiaries are the individuals who either are currently en. :oyed
by these businesses or will be employed as a result of a compa:'s
decision to invest, expand and create new jobs.

Mechanisms to promote participation by women-owned businesses in
the project are not explicit. While some percentage of beneficiary
companies will likely be in this category, and whilc several IESC
professional staff both in Casablanca and the U.S. will be women
who may be more successful than male colleagues in reaching women-
owned business owners, there is no target per se.

The motivations to participate in or take advantage of services
provided by the project will vary frca company to company. Factors
affecting motivation include: (1) the different needs the company
may have for assistance; (2) the company's self-perception and
readiness to seek and make use of outside assistance or guidance;
(3)' its willingneas to aeek new trade and investment relationships
with a foreign partner (Moroccar or American); and (4) the
company's calculation of the ratio between costs of participation
(fees or other expenditures it will incur) vs. potential benefits
(improved company operations, cost savings, profits, etc.). Some
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of theue factors are commercially driven, ard the question of
demand for IRSC services from that viewpoint was addressed earlier
in the Technical Analysis. Regarding socio-cultural elements,
prior IZ5C experience has indicated that a sufficient number of
‘companias have chosen to participate in IBSC activities and that
these have not been constraining factors. Logically, a "self-
selection” process occurs in cases wvhere for one reason or another
a company chooses not to participate.

Moreover, IESC has developed sonsiderable experience in dealing
vith Moroccan companies and gained an understanding of vhat drives
motivation. This is transferred into the marketing approaches used
in the VETA and TIS programs. Initial experience with tour
operators in the U.8., which vill be the primary target
beneficiaries under MUST, will also assist in identifying those
operators most capable of responding to IESC assistance or
encouragement. In fact, the ability of IESC staff to quickly
assess motivation will be highly important in limiting wasted
energy and selecting only those companies which are likely to
produce results.

E. Economic Analysis
1. Basic Assumptions

- Benefits will continue to accrue 5 years after the end of the
project. Consequently, the span of the project economic
analysis is 10 years.

- - To6 make the different categocries of benefits comparable,
national accounting parameters were used. These parameters
adjust financial prices which reflect market distortions,
rents, and taxes to ''shadow prices'' and which are accepted
by all analysts to estimate costs and outputs for all projects
in Morocco. The system of relative prices is in fact the
rates at wh;ch commodjties and services can be exchanged for
each other.

- The project cannot claim to be responsible for all the accrued
benefits (e.g., the increase in production) because the inputs
used to produce a given output are a primary cost element to
be deducted. Furthermore, other factors impossible to
guantify, such as a manager's ability at marketing, the
dynamics of each sector with regard to its production, the
availability of surplus capacity, or overall export and
investment trends also contribute to the realization of the

\

Tror more datails, refer to § tyatem of ational Accounting Parsmeters, Accounting Ratios and Shedos Prices
W, 1ke Van de Uetering, March 1991, Report prepered for USAID under contract msmber PDC-0095-1-12-
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expected benefits. As a consequence, we have made the
following assumptions:

a. Only before-tax income is to be considered,
vhich means that intermediate consumption of
purchased goods and services from other sectors,
salaries, subsidies and indirect taxes are netted
out froa the overall value of sales. The Input-
Output Table of Moroocan Rconomy estimates this
income at about 28.9% of total production. This
ut;o vas used to adjust the benefits of the
project.

b. One can consider that other unidentifiable
factors are responsible for about half of the
increase in the output of the enterprises or sectors
benefitting from the project. Thus, the project can
claim only 50% of the projected benefits.

2. Methodology

- Total costs considered include the U.S. grant contribution
($10,400,000), VETA in-kind contribution ($2,471,630), and
client fee income ($1,192,500). Total cost was rounded to
$14,064,000.

- Despite the fact that inputs vary for the different project
components, outputs (benefits) of the entire project were
aggregated to ease the analysis.

- Benefits of all components were split into 4 categories:

o Exports developed

o Tourism incorme

o Domestic sales generated
o Investments

Employment created and imports generated by the project were not
included because both are counted as inputs in the generation of
the outputs.

- The national accounting parameters used to adjust financial
prices to economic '‘'shadow prices'' are the following:
o Exports: 0.802
0 Tourism: 0.737
o Domestic Sales: 0.700
-]

Invutnex\\t : 0.105

'm most recent input-output teble (TES) sveilable is from 1900.
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- The resulting adjustment ratios (i.e. national accounting
paranster multiplied by 28.98%8, divided by 2) were as follows:

o Exports: 0.1157
0 Tourism: 0.1057
o Domestic Sales: 0.1012
o0 Investuent: 0.0152

- PFinally, to take inflation into account, a deflator equal to
lotjvu used in estimating the costs and benefits of the
project

3. Booromic Analysis

Based on the above assumptions and methodology, the net present
value of costs was equal to $11,591,000, vhile the net present
value of benefits reached $26,231,000. The internal rate of return
(IRR) for this project was computed to about 30.6%. Please see

Table 10 below.

Teble 10: Internal Rete of Return (IRR) Analysis
(3 000)

YEAR 1 2 3 4 S ) 4 [ ] ® 10
cosTS 2,095 3,019 2,881 2,590 2,60
Adjust

SENEFITS Rates
Domestic Ssles 0.1012 1,500 3,300 5,600 8,600 11,600 11,600 10,100 8,300 6,000 sooo
Investments 0.0152 1,000 2,000 2,500 3,000 3,000 3,000 2,000 1,000 300
Exports 0.1157 2,100 /,600 8,600 15,600 21,600 21,600 19,500 17,000 13,000 ooo
Touriom 0.1065 0 4,90 10,680 27,400 39,570 39,570 39 $70 35670 28,890 12,170
TOTAL BENEFITS 4,600 14,800 27,380 54,600 75,770 B.TT0 71,170 60,970 48,390 21,170
ADJUSTED BEMEFITS 410 ®7 2,122 3,858 64,637 7,953 7,58 7,03 5,811 4,075
Deflator 10%
Deflated Costs 2,895 2,17 2,3% 1,888 1,758 0 0 0 0 [/}
Deflated Senefits 410 807 1,719 2,813 4,35 4,684 3,99 3,36 2,502 1,5
Net Benefits (2,485) (1,910) (81%) 95 2,597 4,686 3,998 3,366 2,502 1,5m®

InR: 30.5&%

¥. BEanvironmental Analysis

The Mission's Initial Environmental Examination for this project
requested and received a negative environmental determination from
the Near East Bureau Environmental Coordinator (see cables 92 Rabat
04008 and 92 State 154300 for additional information). While there
is no correlation between IESC interventions and incidence of
negative environmental impacts, this deteraination is based on the
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concern that nev export or domestic economic activity resulting
from project interventions may be accompanied by an adverse
environmental impact for certain client enterprises if not
conducted in an environmentally sound manner.

To address this concern, the project will provide sufficient funds
to secure appropriate short-term environmental assistance services,
through existing IRSC mechanisms and/or through a project "bhuy-in"
to an appropriate centrally-funded project, to recommend
environmentally sound practices and procedures for those client
enterprises judged to be of priority environmental concern for the
improved future management and operation of said enterprises. Key
environmental services would include assessing the potential
environmental 1iabilities of a given enterprise, i.e., conducting
environaental audits, and recommending appropriate interventions
for mitigating those liabilities, e.g., operational/energy
efficiency improvaments, pollution prevention measures, %“good
housekeeping” techniques, etc.

with this information, private sector participants will be made
awvare of the potential environmental costs and benefits associated
vith a given operation or investment for consideration in their
greater enterprise improvement/development deliberations. And, in
this manner, the Mission can ensure that this project will be
conducted in an environmentally sound manner, consistent with all
salient agency policies and procedures.
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ACCESS (SIMA) PROJECT (608-0219) -~ INTERNATIONAL

EXECUTIVE SERVICES CORPS (IESC) COOPERATIVE AGREEMENT

1. THE AA/NE HEREBY REDELEGATES AUTHORI®Y TO THE MISSION
TO APPROVE AND AUTHORIZE THE SUBJECT FROYECT AT A LOP
FUNDING OF DOLLARS 10.4 MILLION FOR A FIVE YEAR PERIOD
BEGINNING WITH THE FY 92 OBLIGATION.

2. AID/W REQUESTS THAT UNDER THE MOROCCAN U.S. TOURISM
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TRAVEL FOR U.S. TOUR OPERATORS VISITING MOROCCO TO DEVELOP v
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THE CONDITIONS OF THE DIRECTOR’S APPROVAL, AS AN EXCEPTION .. | |

TO THE PRINCIPAL OF NON-APPROVAL OF A.I.D. FUNDING, AS t

INFORMALLY DESCRIBED IN THE MISSIONS 4/24/92 FAX, BE )

FORMALLY INCORPORATED INTO THE PROJECT DOCUMENTATION AND it

. AUTHORIZATION. i
et

3. AID/W ALSO REQUEST THAT IF THE TRADE AND INVESTMENT

SERVICE PROGRAM INTENDS TO PROMOTE PRIVATE SECTOR EXPORT
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m [ ¥
To promote broed-besed, self

sustainable sconomic grewth, leading
to incressed inccae end employment.

ANNEX B: Teble A.1:

AIN Logicel Framsuwork WNatrix

Project Titie & Wumber: Accessing Intermational Mon (All) Preject (608-0219)

Total U.8. Funding:
Life of Project:
Date Prepered:

m OBJECTIVELY VERIFIABLE 1IDICATORS WEANS OF VERIFICATION

Neasures of Genl Achievemant:

- Lowsr prices to consumers through
fncressed efficiency and competition

- Incressed per cepita income
- incressed GWP
- Stendard of Living increesed

$10.4 nitt
Five Yoon
5718792

Necroscensmic stetfetics rq-nd by the
Ninistries of Finance,
lidustry, Foreign Investaant, m Camtrsl
Sank, the the World
lut ond 10¢

Asmaptiors fer eshioving geal targetss

* Strengthening indiviant firme will
resvits ln m oreation of mere Jebe,
lower geads and banefit the

w of living ard {ncressed

. '.' .: 1} ﬂwmu be the
o
mm of sscio-ccerenie
- Sread-hased suppert te the privete
..ur witl result in incressed
o.mmn.
« farlecturing secter curremtly

dovelepmant

et To sesist Noreccan cospenies
to successfully manege entry and
incresse their competitivenses in
intermationat merkets (particulorly
the U.S. market), by incressing their
sbility to adopt new technologies,
produce more efficiently, sttract
foreign irvestment, export, centributc
grester velue sdded, and creste jebs.

Canditions thet will indicate purpese
boen achieved. €nd of Preject Statwm
(eors).

- Over 230 Moroccan firms essisted.

* At least 20 new technologies, products
or esses mastered.

- firms achieved trisl export

shipments.

- 6 firms uill have achieved major export
"breskthroughs.®

- Totsl enports by project-sssisted firme
reached 343 sfltion.

-' 14 or more foreign frvestment ventures
s

oned,
- 40,000 sdditfonst U.8. tourists vieited
Norocco

- $56 allijon in foreign exchange
eernings contributed.

- Privetizetion sssistence provided se
requested by USAID.

= Private sssociations and goverrmental
orgenizations sssisted by 1ESC.

Volunteer Executives End of Tour Reperts
1ESC Guarterly Reperts

Project Evelustions

Trade atatistics

Industry statistics

Rerescen privete secter
m of 188C serviess.
ineressed prefits will be (rvented
inte plant enparsien, Jebs, ote.
Nerecce hos sufficient cemperetive
advantage te aapert, attract frmestuant
and teurists whieh §s net wett knen
anugh te happen without 1E6C services.
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Outputs:
1. Compenies® eperstiers ard
* ragemant {sproved

'‘oint and coventure agresmants

3. Aerket studies produced.

4. Export orders signed.

S. Compenies privatized.

6. Technologies msstered.

7. Foreign investment stimuleted.
8. uq:-mz!e training and

9. Goverrment services {mpreved (from
o private sector point of view).

10. 128C/Cesablance mansgement
strengthensd

fagnitude of Outpauts:

- 135 V& sssigrment project completed
(24: TiS-eesisted companies; 11: WUST-
sssisted compenies; and up to 13 (10%):
sssistence to groups of compenies, private
sssociations, goverrment entities, or:
privetization efforts).

- 235 ABLE services completed.

18 Ti8 sector surveys completed.

7 Nerketing Associstes assist Noroccan
campenies. :

- 42 U.S. buyers visit Morecco.

- 60 U.8. sellers visit Norocco.

- 33 U.s. frwestors visit Norocco.

= 30 Moroccen export firms make triasl
export shipments.

~ 6 Woroccan export firms meke trade
breskthroughs.

= A cumlative totsl of 883 mfllion In
exports s gensrated by TiS-sssisted
campenies during the five-yesr period of
the project.

= 14 Joint or co-ventures are signed:
97.5 atllion in irvestmant value.

3-4 Familiarfzation (FAN) tours completed.
+ 72 saminars for U.S. travel agents/tour
eperstors conducted.

- 40,000 sdditionsl V.8, teurists visit
Noreceo, spending approximately 356
aflifon.

= Up to 400 U.S. tour cperators/travel
opants will visit Morocco en free tickets
provided by Royst Afr Maroc.

Nears of Yaritication

Volunteer Executive End of Teur Reperts
1ESC Guarterly fReports

Project Evalustions

Site visits

Ourterly reisburseasnt requests
Guarterly reports

Controller's records

Asmmption for ashioving eutpute:

Narbet denand for 129C services emist.
I26C Wis offer & unique service wihich
cempates uith ne lece! consultancy tire

Nagnituide of Inguts

. USAID VE/Xind Client Fees

"t

1. VETA 3.2 2.4 1.2 6.8
2. 118 4.2 (1] 0 4.2
3. ast 1.4 0 0 1.4
4. Comp. & 1.0 0 [ ] 1.0
S. Comp. 8 .8 0 0 .

Total: $10.4

rwe
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Al fuvls will hoseme availeble

Vs will continue to veluntesr servisss
Nereccan conpanies will pay for serviess




three parts.
Development Assistance and Bconomic
includes criteria applicable onl
resources. Part C includes criteria applicable only to Economic

Support Punds.

ANNEX C:

Statutory Checklist

SC(2) - ASSISTANCE CEECKLIST

Listed below are statutory criteria applicable
assistance resources themselves, rather than to the eligibility of

a country to receive assistance.
Part A includes criteria aspplicable to both

CROSS REFERENCE: IS COUNTRY
CHECKLIST UP TO DATE?

A. CRITZRIA APPLICABLE TO BOTH
DEVELOPMENT ASSISTANCE AND ECONOMIC
SUPPORT FUNDS

1. Host Country Development
Bfforts (FAA Sec. 601(a)):
Information and conclusions on
vhether assistance wvill encourage
efforts of the country to:

(a) increase the flow of
international trade; (b) foster
private initiative and competition;
(c) encourage developrent and use

" of cooperatives, credit unions, and
savings and loan associations;

(d) discourage monopolistic
practices; (e) improve technical
efficiency of industry,
agriculture, and commerce; and (f)
strengthen free labor unions.

2. U.8. Private Trade and
Investment (FAA Sec. 601(b)):
Information and conclusions on how
assistance will encourage U.S.
private trade and investment abroad
and encourage private U.S.
participation in foreign assistance
programs (including use of private
trade channels and the services of
U.S. private enterprise).

66

This section is

to Developaent

to the
divided into

rt Fund resources. Part B
Assistance

a) Yes, increased
international trade is a
major »roject purpose;
b) Yes, fostering
private initiative and
competition will be a
direct outcome of the
project;

c) No

d) Yes, as companies are
better able to penetrate
competitive export
markets, increased
competitiveness is
expect to spill over
into local business
operations;

e) Yes, through use of
IESC volunteer experts;
f) No

The project will buy
down the cost of
Moroccan companies
attempting to export and
the cost of investors
seeking to invest in
Morocco. Only private
trade channels and
services of private
enterprises are planned
to be used.




1
4
'

3. Congressional Notificatioa

a. General reguiremeat (Fry Congressional
1992 Continuing Resolution; Notitication will be
FAA Sec. 634A): If money is to ba prepared.
obligated for an activity not
previously justified to Congress,
or for an amount in excess of
amount previously justified to
Congress, has Congress been
properly notified (unless the
notification requirement has been
vaived because of substantial risk
to human health or welfare)?

b. Notice of new account N/A
obligation (FY 1992 Continuing
Resolution): If funds are being
obligated under an appropriation
account to which they wers not
appropriated, has the President
consulted with and provided a
vritten justification to the House
and Senate Appropriations
Committees and has such obligation
been subject to regular
notification procedures?

c. Cash transfers and N/A
ponproject sector assistance (FY
1992 Continuing Resolution): If
funds are to be made available in
the form of cash transfer or
nonproject sector assistance, has
the Congressional notice included a
detailed description of hov the
funds will be used, with a
discussion of U.S. interests to be
served and a description of any
economic policy reforms to be '

promoted?
4. BEngineering and Pinancial Plans a) Yes
(FAA Sec. 611(a)): Prior to an b) Yes

obligation in excess of $500,000,

will there be: (a) engineering,

financial or other plans necessary

to carry out the assistance; and

(b) a reasonably firm estimate of '
the cost to the U.S. of the \
assistance?
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S. Legislative Action (PAA Sec. N/A
611(a)(2)): If legislative action

is required within recipient

country with respect to an

obligation in excess of §500,000,

vhat is the basis for a reasonable
expectation that such action will

be completed in time to permit

orderly accomplishment of the

purpose of the assistance?

6. Water Resources (FAA Sec. /A
611(b); FY 1992 cContin

Resolution): If project is for
vater or wvater-related land
resource construction, have
benefits and costs been computed to
the extent practicable in
accordance vith the principles,
standards, and procedures
established pursuant to the Water
Resources Planning Act (42 U.S.C.
1962, ot s8g.)? (See A.I.D.
Handbook 3 for quidelines.)

7. Cash Transfer and Sector N/A
Assistance (FY 1992 Continuing
Resolution): Will cash transfer or
nonproject sector assistance be
maintained in a separate account

and -not commingled with other funds
(unless such requirements are

waived by Congressional notice for
nonproject sector assistance)?

8. Capital Assistance (FAA Sec. N/A
611(e)): If project is capital
assistance (e.,9., construction),

and total U.S. assistance for it

will exceed $1 million, has Mission
Director certified and Regional
‘Assistant Administrator taken into
consideration the country's

capability to maintain and utilize

the project effectively?




S

9. Multiple Country Objectives
(FAA Sec. 601(a)): Information and a) Yes, increased
conclusions on vhether projects international trade is a
vill encourage efforts of the major project purpose;
country to: (a) increase the flow b) Yes, fostering
of international trade; (b) foster private initiative and
private initiative and competition; ocompetition will be a
(c) encourage development and use direct ocutcome of the
of cooperatives, credit unions, and project;
.avingc and loan associations; c) No
(d) disocourage monopolistic d) Yes, as ocompanies are
practioces; (e) improve technical better able to penstrate
efficiency of industry, agriculture competitive export Ve
and commerce; and (f) strengthen markets, increased
free labor unions. competitiveness is
expect to spill over
into local business
operations;
e) Yes, through use of
IESC volunteer experts;

f) No
10. U.8. Private Trade (FAA Sec. The project will buy
601(b)): Information and down the cost of
conclusions on how project will Moroccan companies
encourage U.S. private trade and attempting to export and
investment abroad and encourage the cost of investors
private U.S. participation in seeking to invest in
foreign assistance programs Morocco. Only private
(including use of private trade trade channels and
channels and the services of U.S. services of private
private enterprise). enterprises are planned
. to be used.

11. Local Currencies

a. Reocipient Contributions Businesses receiving
(FAA Secs. 612(b), 636(h)): services from the IESC
Describe steps taken to assure will pay fees based on
that, to the maximum extent IESC approved client fee
possible, the country is structure.
contributing local currencies to
meet the cost of contractual and
other services, and foreign
currencies owned by the U.S. are
utilized in lieu of dollars.

b. U.S8.-Owned Currency (FAA No

Sec. 612(d)): Does the U.S. own
excess foreign currency of the ,
country and, if so, vhat !
arrangements have been made for its
release?




c. Separate Acocount (FY 1992 N/A
Continuing Resolution). 1If
assistance is furnished to a
foreign governsent under
arrangements vhich result in the
generation of local currencies:

(1) Has A.I.D. (a) required
that local currencies be deposited
in a separate account established
by the recipient government, (b)
entered into an agreement with that
governsent providing the amount of
local currencies to be generated
and the terms and conditions under
vhich the currencies so desposited
may be utilised, and (c)
established by agreement the
responsibilities of A.I.D. and that
government to monitor and account
for deposits into and disbursements
from the separate account?

(2) WwWill such local
currencies, or an equivalent amount
of local currencies, be used only
to carry out the purposes of the DA
or ESF chapters of the FAA
(depending on which chapter is the
source of the assistance) or for
the administrative requirements of
the United States Government?

(3) Has A.I.D. taken all
appropriate steps to ensurc that
the equivalent of local currencies
disbursed from the separate account
are used for the agreed purposes?

(4) If assistance is
terminated to a country, will any
unencusbered balances of funds
remaininy in a separate account be
disposed of for purposes agreed to
by the recipient government and the
United States Government?
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Yrade Restrictions
a. Surplus Commodities (Fry

12.

1992 Continuing Resolution): If
assistance is for the production of
any commodity for export, is the
commodity likely to be in surplus
on world markets at the time the
resulting productive capacity
becomes operative, and is such
assistance likely to cause
substantial injury to U.s.
producers of the same, similar or
competing commodity?

b. Textiles (Lautemberg
Amendment) (FY 1992 Continuing
Resolution): Will the assistance
(except for programs in Caribbean
Basin Initiative countries under
U.S. Tariff Schedule "Section 807,"
vhich allows reduced tariffs on
articles assembled abroad from
U.S.-made components) be used
directly to procure feasibility
studies, prefeasibility studies, or
project profiles of potential
investaent in, or to assist the
establishment of facilities
specifically designed for, the
manufacture for export to the
United States or to third country
markets in direct competition with
U.S. exports, of textiles, apparel,
footvear, handbags, flat goods
(such as wvallets or coin purses
wvorn on the person), work gloves or
leather wearing apparel?

13. Tropical rorests (FY 1992
Continuing Resclution): Will funds
be used for any program, project or
activity which would (a) result in
any significant loss of tropical
forests, or (b) involve industrial
timber extraction in primary
tropical forest areas?

!

No. Assistance for the
production of export
commodities will only
oocur vhere high demand
exists, therefore not in
commodities vhere
surplus world markets
exists; the project will
not bus ses
in commodities which
ocompete with U.8.
producers of the sanme,
similar or competing
commodity.

a) No
b) No

INTNNY0Q T18VTIVAY 1S538
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14. VO Assistance

a. Auditing and registratioa a) Yes
(PY 1992 Continuing Resolution):
If assistance is being made
available to a PVO, has that
organisation providei upon timely
request any document, file, or
record necessary to the auditing
requirements of A.I.D., and is the
PVO registered with A.I.D.?

b. Fundiag sources (FY 1992 b) Yes
Continuing Resolution, Title II, .
under heading "Private and

Voluntary Organizations®): If

assistance is to be made to a

United States PVO (other than a

cooperative development

organization), does it obtain at

least 20 percent of its total

annual funding for incernational

activities from sources other than

the United States Government?

15. Project Agreement Case~Zablocki Act will
Doocumentaticn (State Authorization be complied with.
Sec. 139 (as interpreted by

conference report)): Hac

confirmation of the date of signing

of the project agreement, including

the amount involved, been cabled to

State L/T and A.I.D. LEG within 60

days of the agreement's entry into

force with respect to the United

States, and has the full text of

the agreement been pouched to those

sane offices? (See Handbook 3,

Appendix 6G for agreements covered

by this provision).

BEST AVAILASLE DOCUMENT
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16. MNMetric System (Omnibus Trade Yes
and Competitiveness Act of 1988
Sec. 5164, as interpreted by
conference report, amending Metric
Conversion Act of 1975 Sec. 2, and
as implemented through A.I.D.
pnlicy): Does the ~ssistance
activity use the metric systeam of
measureasnt in its procureaents,
grants, and other business-related
activitics, except to the extent
tbat such use is impractical or is
likely to cause significant
inefficiencies or loss of markets
to United States firms? Are bhulk
purchases ucually to be made in
metric, and are components,
subassemblies, and semi-fabricated
paterials to be specified in metric
units when economically available
and technically adequate? Will
A.I.D. specifications use metric
units of measure from the earliest
programmatic stages, and from the
earliest documentation of the
assistance processes (for example,
project papers) involving
quantifiable aeasurements (length,
area, volume, capacity, mass and
weight), through the implementation

qtage?

17. Wwomen in Development (FY 1992 Yes. Project monitoring
Continuing Resolution, Title 1I, will track increases in
under heading “"Women in female participants.

Development”): Will assistance be
designed so that the percentage of
wvomen participants will be
demonstrably increased?

18. Regional and kultilateral No.
Assistance (FAA Sec. 209): 1s
assistance more efficiently and
effectively provided through
regional or multilateral
organizations? If so, why is
assirtance not so provided?
Information and conclusions on
vhether assistance will encourage
developing countries to cooperate
in regional development programs.

19. Ab?rtionl (PY 1292 Continuing
A ’ t ’ AR Vi - ~ e re
poouretins Tonre ind Sader Bexding ST AVAILABLE DOCUMEN
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a. Will assistance be made
availabls to any organization or
program vhich, as determined by the
President, supports or participates
in the management of s program of
coercive sbortion or involuntary
sterilization?

b. Will any funds be used to
lobby for abortion?

20. Cooperatives (FAA Sec. 111):
Will assistance help develop
cooperatives, especially by
technical assistance, to assist
rural and urban poor to help
themselves tovard a better life?

21. U.S8.-Owned Yoreign Currencies

a. Use of currencies (FAA
Secs. 612(b), 636(h); FY 1992
Continuing Resolution): Describe
steps taken to assure that, to the
maximum extent possible, foreign
currencies owned by the U.S. are
utilized in lieu of dollars to meet
the cost of contractual and other
services.

b. Release of currencies (FAA
sSec. 612(d)): Dhoes the U.S. own
excess foreign currency of the
country and, if so, what
arrangements have been made for its
release?

22. Proourement

a. 8mall dbusiness (FAA Sec.
602(a)): Are there arrangements to
permit U.S. small business to
participate equitably in the
furnishing of ccamodities and
services financed?

b. U.8. proourement (FAA Sec.
604(a)): Will all procurement be
from the U.S. except as othervise
determined by the President or
d:teninod under delegation from
hiw?

74

No

Yo

U.S. does not own any
foreign currency in
Morocco.

No

Yes

Yes
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c. Marime insurance (FAA Sec.
604(d)): If the cooperating
country discriminates against
marine insurance companies
authorized to do business in the
U.8., will commodities be insured
in the United States against marine
risk with such a company?

d. FE:h~U.8. agricultural
procurement (FAA Sec. 604 (e)): If
non-U.8. procuresent of
agricultural commodity or product
thereof is to be financed, is there
provision against such procurement
when the domestic price of such
comnodity is less than parity?
(Exception where commodity financed
could not reasonably be procured in
U.S.)

e. Construction or engineering
services (FAA Sec. 604(g)): Will
construction or engineering
services be procured from firms of
advanced developing countries which
are othervise eligible under Code
941 and which have attained a
competitive capability in
international markets in one of
thes~ areas? (Exception for those
countries vhich receive direct
economic assistance under the FAA
and permit United States firms to
compete for construction or
engineering services financed from
assistance programs of these
countries.)

f. Cargo preference shipping
(FAA Sec. 603)): Is the shipping
excluded from compliance with the
requirement in section 901 (b) of
the Merchant Marine Act of 1936, as
amended, that at least 50 percent
of the gross tonnage of commodities
(conputed separately for dry bulk
carriers, dry cargo liners, and
tankers) financed shall be
transported on privately owned U.S.
flag commercial vessels to the
extent such vessels are available
at fair and reasonable rates?

75

Morocco does not
discriminzte ungainst any
insurance companies.

N/A

No

No
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g. Techanical assistance
(PAA Sec. 621(a)): If technical
assistance is financed, will such
assistance be furnished by private
enterprise on a ocontract basis to
the fullest extent practicable?
¥Will the facilities and resources
o: other Pederal agencies be
utilised, wvhen they are
partiocularly suitable, not
competitive vith private
enterprise, and made available
vithout undue interference with
domestic programs?

h. U.S. air carriers
(International Air Transportation
Fair Competitive Practices Act,
1974): 1If air transportation of
persons or property is financed on
grant basis, vill U.S. carriers be
used to the extent such service is
available?

i. Termination for convenience
of U.S. Government (FY 1992
Continuing Resolution): 1If the
U.S. Government is a party to a
contract for procurement, does the
contract contain a provision
authorizing termination of such
contract for the convenience of the
United States?

j. comsulting ssrvices
(FY 1992 Continuing Pesolution):
If assistance is for consulting
service through procurement
contract pursuant to 5 U.S8.C. 3109,
are contract expenditures a matter
of public record and available for
public inspection (unless otherwvise
provided by lav or Executive
order)?
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Yes, use of other
Federal Agencies is not
contemplated.

Yes

Yes

Yes
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k. MNetric conversioa
(omnibus Trade and Competitiveness
Act of 1988, as interpreted by
conference report, amending Metric
Conversion Act of 1975 Sec. 3, and
as implemsnted through A.I.D.
policy): Does the assistance
program use the metric system of
neasuresent in its procureaents,
grants, and other business-related
activities, except to the extent
that such use is impractical or is
likely to cause significant
inefficiencies or loss of markets
to United States firms? Are bulk
purchases usually to be made in
metric, and are components,
subassemblies, and semi-fabricated
materials to be specified in metric
units vhen economically available
and technically adeguate? Will
A.I.D. specifications use metric
unite of measure from the earliest
programmatic stages, and from the
earliest documentation of the
assistance processes (for example,
project papers) involving
quantifiable measursments (length,
area, volume, capacity, mass and
veight), through the implementation
stage?

1. cCompetitive Selection
Procedures (FAA Sec. 601(e)): Will
the assistance utilize competitive
selection procedures for the
awarding of contracts, except vhere
applicable procurement rules allow
otherwise?

23, Construction

a. Capital project (FAA Sec.
601(d)): If capitil (e.q..
construction) project, will U.S.
engineering and professional
services be used?

b. Construction contract (FAA
Sec. 611(c)): If contracts for
construction are to be financed,
vill they be let on a competitive
basis to maximum extent
practicabla?
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Yes

Yes

Yes

Yes

N/A

N/A
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c. large projects, N/A
Congressionsal approval (FAA Sec.
620(k)): If for construction of
productive enterprise, will
aggregats value of assistancs to be
furnished by the U.S8. not exceed
$100 million (except for productive.
enterprises in Bgypt that were
described in the Congressional
Presentation), or does assistances
have the axpress approval of
Congress?

24. U.S8. Audit Rights (FAA Sec. N/A
301(4)): If fund is established

solely by U.8. contributions and
administered by an international
organization, does Comptroller

General have audit rights?

25. Coamviaist Assistance (FAA Sec. Yes
620(h) . Do arrangements exist to
insure that United States foreign

aid i{s not used in a manner which,
contrary to the best interests of

the United States, promotes or

assists the foreign aid projects or
activities of the Communist-bloc
countries?

26. Narcotioas

a. Cash reimdbursements (FAA Yes
Sec. 483): Will arrangements
preclude use of financing to make
reinbursements, in the form of cash
payrments, to persons vhose illicit
drug crops are eradicated?

-

BEST AVAILABLE DOCUMERT
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b. Assistance to marcotics 1) Yes
traffickers (FAA fiec. 487): Will 2) Yes
arrangements take "all reasonable
steps® to preclude use of financing
to or through individuals or
entities vhich we know or have
reason to believe have either: (1)
been convicted of a violation of
any lav or regulation of the United
States or a foreign country
relating to narcotics (or other
controlled substances); or (2)
been an illicit trafticker in, or
otherwvise involved in the illicit

i} trafficking of, any such controlled
substance?

27. Expropriation and Land Reform VYes
(FAA Sec. 620(g)): Will assistance
preclude use of financing to

compensate owners for expropriated

or nationalized property, except to
compensate foreign nationals in
accordance with a land refors

program certified by the President?

28. Police and Prisons (FAA Sec. Yes
660): Will assistance preclude use

of financing to provide training,
advice, or any financial support

for police, prisons, or other law
enforcement forces, except for
narcotics pro -rams?

29. CIA Activities (FAA Sec. 662): Yes
Will assistance preclude use of
financing for CIA activities?

30. Motor Vehicles (FAA Sec. Yes
636(1)): Will assistance preclude

use of financing for purchase,

sale, long-tera lease, exchange or
guaranty of the sale of motor

vehicles manufactured outside U.S.,
unless a vaiver is obtained?

BEST AVAILABLE DOCUMENT
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31. Military Persomael (Fy 1992 Yes
Continuing Resolution): WwWill
assistance preclude use of

financing to pay pensions,

annuities, retirement pay, or

adjusted service compensation for

prior or current military

personnel?

32. Pammeant of U.N. Assessaents Yes
(FY 1992 Continuing Resolution):

Will assistance preclude use of
financing to pay U.N. assessnents,
arrearages or dues?

33. Multilateral Organiszation Yes
Lending (FY 1992 Continuing
Resolution): Will assistance

preclude use of financing to carry

out provisions of FAA section

209(d) (transfer of FAA funds to
multilateral organizations for

lending)?

34. Export of Nuclear Resources Yes
(FY 1992 continuing Resolution):

Will assistance preclude use of
financing to tinance the export of
nuclear equipment, fuel, or

technology?

35. Repression of Population (FY Yes

1992 Continuing Resolution): Will

assistance preclude use of

financing for the purpose of aiding

the effoerts of the government of

such country to repress the

legitimate rights of the population

of such country contrary to the v

Universal Declaration of Human ;
Rights?

BEST AVAILABLE DOCUMENT
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36. Pudlicity or Propaganda (Fry No
1992 Continuing Resolution): Will
assistance be used for publicity or
propaganda purposes designed to

support or defeat legislation

pending before Congress, to

influence in any way the outcome of

a political election in the United
States, or for any publicity or
propaganda purposes not authorized

by Congress?

37. Marime Iasurance (Fy 1992 Yes
Continuing Resolution): Will any

A.I.D. contract and solicitation,

and subcontract entered into under

such contract, include a clause
requiring that U.S. marine

insurance companies have a fair
opportunity to bid for marine

insurance when such insurance is
necessary or appropriate?

38. Exchange for Prohibited Act No
(FY 1992 Continuing Resolution):
Will any assistance be provided to
any foreign government (including
any instrumentality or agency
thereof), foreign person, or United
States person in exchange for that
foreign government or person
undertaking any action which is, if
carried out by the United States -
Government, a United States
official or employee, expressly
prohibited by a provision of United
States law?

C. CRITERIA APPLICABLE TO ECONOMIC
SUPPCRT FUNDS ONLY

1. Boonomic and Political
stability (FAA Sec. 531(a)): Will Yes.
this assistance promote economic
and political stability? To the
maxinum extent feasible, is this
assistance consistent with the
: policy directions, purposes, and Yes.
‘ programs of Part I of the FAA?

BEST AVAILABLE DOCUMENT
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2. NMilitary Purposes (FAA Sec. No
S31(e)): Will this assistance be

used for military or paramilitary
purposes?

3. Commodity Graats/Ssparate N/A
Acocounts (FAA S8ec. 609): If
commodities are to be granted so
that sale proceeds will accrue to
the recipient country, have Special
Account (ocounterpart) arrangements
been made? (For FY 1992, this
provision is superseded by the
separate account requirements of ry
1992 Continuing Resolution, see
S8ec. 575(a) (5).)

4. Generation and Use of Local N/A
currencies (PFAA Sec. 531(d)): Will
ESF funds made available for
commodity import programs or other
program assistance be used to
generate local currencies? 1If so,
will at least 50 percent of such
local currencies be available to
support activities consistent with
the objectives of FAA sections 103
through 106? (For FY 1991, this
provision is superseded by the
separate account requirements of FY
1992 Continuing Resolution Sec.
575(a), see Sec. 575(a)(5).)

5. Cash Transfer Requirements (FY N/A
1992 Continuing Resolution, Title

I, under heading "Economic Support
fund,” and Sec. 575(b)). It

assistance is in the form of a cash
transfer:

a. BSeparate account: Are all N/A
such cash payments to be maintained
by the country in a separate
account and not to be commingled
with any other funds?

BEST AVAILABLE DOCUMENT
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b. Llocal curremcies: Will all
local currencies that may be
generated with funds provided as a
cash transfer to such a country
also be deposited in a special
account, and has A.I.D. entered
into an agreement with that
government setting forth the amount
of the local currencies to be
generated, the terms and conditions
under vhioch are to be used,
and the responsibilities of A.I.D.
and that govermment to monitor and
account for deposits and
disbursesente?

c. U.S. Goverament use of
local curremcies: Will all such
local currencies also be used in
accordance with FAA Bection 609,
which requires such local
currencies to be made available to
the U.S. government as the U.S.
deteraines necessary for the
requirements of the U.S.
Government, and wvhich requires the
remainder to be used for progranms
agreed to by the U.S. Government to
carry out the purposes for which
new funds authorized by the FAA
would themselves be available?

d. Congressional notice: Has
congress received prior
notification providing in detail
how the funds will be used,
including the U.S. interes* ' hat
will be served by the ass. .ance,
and, as appropriate, the eccnomic
policy reforms that will be
proaoted by the cash transfer
assistance? .

BEST AVAILABLE DOCUMENT
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ROYAUME DU MAROC

LE PREMIER MINISTRE ANNEX D: GOM Letter
MINISTERE DES AFFAIRES ECONOMIQUES
ET DE LA PRIVATISATION 2 ‘ JU\\ I ]' \
‘ & 4 i J 4c MONSIEUR LB DIRBC‘I.I'.BUR DE L’?SMD

OBIET / Le corps International des Services Exécutifs (CISE)
REFER / Votre lettre du 03 Juin 1992.-

-=000=-

Suite 2 votre lettre citée en référence et aux discussions qui ont eu lieu 3 ce sujet
_ entre mes services et ceux de I'USAID, j’ai I'hoaneur de vous informer que j'ai pris note de

votre décision de confier 1'exécution du projet d’assistance aux entreprises privées en matidre de
_ commerce extérieur au CISE.

A cet égard, je vous rappelie que I'intervention du personnel du CISE entre dans
le cadre de 1'Accord de coopération bilatérale signé le 24 Avril 1957 par la Gouvernement du
Royaume du Maroc et celui des Etats-Unis d’Amérique. S'agissant des avantages accordés au
personnel du CISE opérant au Maroc ils ont &£ préciség par la lettre du Ministere délégué auprds
du Premier Ministre chargé des Affaires Economiquesn® 4 - 270 du 06 Février 1985.

Veuillez agréer, Monsieur le Directeur, I'expression de ma parfaite considération.

r eauer Minicife

, %r):)'?"'""\ \

BEST AVAILABLE DOCUMENT Glgné  Mouley it TAII
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& unep states oF avernca®

AGENCE FOR INTERNATIONAL DEVELOPMENT VUEX D: page 2
RABAT, MOROCCO
United States Address : : LW | a ,_-" Adresse Yocale
USAID - Morocco . . 177, A ARal Ben
APO New York 09384 4B om Op Pl pAS BT e Abdellad
120 22,0 332iee Rabat - Maree
wykel o bl Téliphooe : 623-08
OFFICE OF THE DIRECTOR 022,85 : 3\

Noulay Zine Z%ahidi

Ministre g.l.q}.l.g“:h a
du premier Ministre argé des .
Affaires Economiques et de JUN 0 3 1992
la Privatisation

Monsieur le Ministre,

Comme suite & nos entretiens relatifs A 1la ﬂoursuite des
activités du Corps Intarnational de Services d'zxpa.rts (CISE) au
Maroc, activites financees par 1'USAID, j'ai 1'honneur de vous
transmettre, ci-joint, pour examen, un réesumé du nouveau projet
de cing ans “"Accés au Marché International (AMI).

Ce projet a été congu pour tabler sur l'ceuvre déjad accomplie par
le CISE, notammernit son assistance aux entreprises marocaines leur
permettant de penétrer avec succds et d‘'améliorer 1leur
compétitivité sur les marchés extérieurs (particulidrement, sur
le marché américain), en sugmentant leur capacité d'adapter les
nouvelles technologies, de produiro de facon plus rentable,
d'attirer les investissements ctranqer:, d'exporter, de
contribuer 3 élever la valeur ajoutée et A créer des emplois.

Cet important volet de notre programme d'assistance bilatérale
maroco-américaine sera entidrement oxq,utc par le CISE. C'est A
cette fin que je vous adresse la préséate lettre vous demandant
de bien vouloir vous ententre avec 1"USAID pour qu'elle accorde
sa contribution au CISE pour un montant total de 10,4 million de
dollars. Le montant total de l'ensemble du projet est estime A
14 millions de dollars.

Je me permets, en outre, de vous demander de bien vouloir assurer
les mémes privildges au CISE et A ses conseillers-représentants
au Maroc, que ceux dont jouissent tous ceux qui exercent des
activités financées par 1'USAID.

Je vous prie, Monsieur le Ministre, l'assurance de ma haute -

consideération.
- \\\ (l) ) “ '
Dennish . Chandler '
BEST AVAILABLE DOCUMENT Directeur
P.J
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ANNEX E: Justification for Noncompetitive Award

FROM: Richard P. Burns, Chief PDPE Office W
THRU: Dennis M. Chandler, Mission Director j &
TO: Mary Reynolds, Grants Officer

Probleas '

To justify that competition is not required for the award of a
cooperative agreement to the International Executive Services Corps

(IEBSC).
Background:

IESC first established a modest operation in Casablanca in 1985 to
offer to private Moroccan manufacturers access to the pool of U.S.
retired executives on a volunteer basis for periods of one to three
months., The start-up costs for this effort were met by an A.I.D.
Core Grant, a small contribuviici from USAID/Morocco and the fees
charged to clients served by the program. In 1985, 19 projects were
developed by IESC.

In late 1985 IESC assigned Boris Sokoloff to Morocco as Country
Director, to develop a five-y2ar cooperative agreement together
wvith the USAID Mission, covering cervices for the period 1986 to
1991. The IESC component was one of three original components of
ti'.he Private Sector Export Promotion Project (608-0189), which began
n 1986.

ANE issistant Administrator Greenleaf approved the Request to
Negotiate a Single Source Cooperative Agreement with the IESC on
June 4, 1986, based on evidence that ". . . IESC's extensive
knowledge of the 1local export community gives a predominant
capability to provide the services required in a timely and cost
efficient manner."

The IESC component was initially -funded at $2.8 million and
included three subcomponents: (a) A long-term export adviser
assigned to Centre Maroca:n de Promotion des Exportations (CMPE) to
upgrade the capabjlities of that instituticn tc promote Moroccan
exports; (b} Firm specific assistance in production and/or
marketing, and export marketing assistance to groups of firms and
associations (estimated to total 130 veclunteer executive
interventions); and (c) Management of an Export Development Fund to
respond to Government of Morocco requests to USAID for assistance
in specific export development activities.

After the two-year assignment of the long-term adviser to CMPE
expired in 1988, the cooperati /e agreement with IESC wvas amended in
1989, (a) to discontinue the long term advissr to CMPE, (b) o add
the Trade and Investment Service program (TIS) and (¢) to provide
funding in the amount of $1.5 million for the nev TIS activity.
The persorn who filled the position of long-term adviser to CMPE vas
placed in charge of the new TIS operation. Later, the cooperative
agreement was further extended to add one additional year without
increasing the budget with an end date of June 30, 1992.
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The proposed AIM Project (608-0219) follows on and expands the
successes of the first $4.020 million grant to the IESC from June
1986 to June 1992. The Trade and Investment Services Program under
the previous grant is the most successful USAID-funded trade
promotion activity in the world. The Volunteer Executive Technical
Assistance provided by retire American business. has helped over 130
firms to master new technologies and improve management pract.ices.
The new planned project will continue the above two activities and
promote increased American tourists to Morocco as well.

Justification:

Exception for noncompetitive awvard of a nevw cooperative agreement
with the IESC is 3Jjustified on two grounds. rirst, 1IESC's
world-wide business network of more than 12,400 volunteer industry
experts and its vast network of business contacts in Morocco
developed over the last seven years gives IESC a predominant
technical capabhility to assist to the Moroccan private sector
according to the objectives of the AIM Project. 1In this regard,
USAID's experience with IESC in Morocco has been superior, as
confirmed by a recent evaluation. Second, this is a follow-on
assistance award intended to continue or further develop the
ongoing assistance relationship between IESC and USAID/Morocco.
IESC has clearly proven to be important as a player in USAID's
private sector portfolio.

Authority:

A.I.D. Handbook 13, 2B.4.b gives the Grants Officer authority to
review the Justification of Noncompetitive Awards upon the written
submission by the technical officer. Only in the case where the
grants officer rejects the justification will the matter be
referred to the responsible Assistant Administrator or Officer
Director reporting directly to the Administrator.

gtandard:

Handbook 13, Chapter 2. Section 2A.3.b and d lay out the conditions
under which competition is not required in the selection of
recipients. The circumstances permitting the exception, which are
directly applicable to the cooperative agreement with the IESC are
(a) “Assistance awards for which one recipient is considered to
have exclusive or predominant capability, based on experience,
spccialized facilities or technical competence, or based on an
existing relationship with the cooperating country or
beneficiaries" (2A.3.b.); and (b) "Follow-on assistance awards
intended to continue or further develop an existing assistance
relationship." (2A.3.4.)

Approved:/ (g 7A\ Date 3.12%41« /992

“Mary Réynoldg, Grants Officer

Cleared: CONT:RDeschambault: (draft)
PDPE:AShapleigh: fdraft)
Drafted: 11:PDPE:X2372:6/10/92
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ANNEX F: Commodity Lists

USAID Grant Cantributien
Teble F.1: Tetal Commodity Budpet

Yoor 1 Yoor 2 Year 3 Yoor & Year $ Total
VETA COMMODITIES: TTL 951,000 2,000 2,4 42,250 2,5 940,633
Dedpe Veysper, epui. 233,200 0 % % ] 425,200
Dedge Colt, equi. $12,600 20 P % % 312,600
Cemputer System 410,000 0 % ] » $10,900
Typouriter 2,9%0 e Lol % % , 00
il Veluw Purcheses R0 2,000 =2, 2,530 2.3 10,053
718 CONXDITIES: TTL 990,000 $38,000 2,43 2,530 2,30 $1M,853
Artisaral Commodities $25,000 424,000 0 20 % 951,000
Dedge Wpirit, equi 817,800 4 0 ] ] 817,800
Oedge Colt, oqui. 812,400 0 0 0 % 12,600 -
Dedpe Colt, equf. $12,600 0 %0 0 ) 812,600
Computer System $10,000 0 $0 ] ] $10,000
Oftice Furniture (1) $10,000 90 90 0 0 $10,000
il Value Purchesss 42,000 42,000 2,168 $2,250 2,340 810,033
ST COMMODITIES: TTL $26,000 $1,000 21,108 0 ) 28,278
Coanputer Systea/Us $10,000 80 $0 $0 0 $10,000
il Vatlus Purchases $1,000 41,090 81,108 0 0 278
Office Furniture (2) 815,000 0 20 0 0 $13,000
1N COMMODITIES: TTL $11,200 $0 0 30 %0 $11,200
Nodem 81,200 0 0 $0 ] 41,200
Office Furniture (1) $10,000 $0 ) ) 0 $10,000
TOTAL PROJECT COMMODITIES  8179,000 131,250 35,515 84,499 4,60 . 224,943
Table £.2: 1ESC Computer System Package Buxiget
Ittustrative Package
s
oI injs nisyeld ol
Floppy 3 /2% 1 8127 8127
Narvard Graphice 1 375 8375
Word Perfect S.1 2 $195 2390
Lotus 13 1 8493 $495
Direct Access 1 t 344
P.C. Tools 7.0 1 3103 $103
orton 6.0 1 4 389
D.Sase IV 1  Tac] 795
WP Legerdet 111 1 81,514 81,516
Pacific Data ABN | $599
25-In-0ne Font 1 399 399
D Ethernet Card ) | 183 18
QENN Memory Menager 62 362
u?lm
Toner/Dev. Cart 8115 75
Box Discs 3 /2 2 35 $110
Box Discs 5 1/4% 1 3199 $199
Insurance/T oot 37‘&0
ransport,
Grant Tetal 8,734
\
Noden (Local) h'“lﬁu':rw 81,200
0ce
XTalk or ProCome Plu 1 izuo izoo \

BEST AVAILABLE DOCUMENT




Annex G: Detailed Budgets

URALD Srant Catrilnstion
Teble 6.1t Total Project Busipet Summary by Componant end Vear

Yoor 1 Yoar 2 VYear 3 VYeor & Veor 3 Totat

Comparamt 13 WETA BS6, 757 5,005 WP, W TN STILM 3.2
Comperant 2: VI8 9,627 M7, 780 059,38 SIT3.M3 STT2, 436 84,172,004
Comporent 3z WNT $401,040 364,606 373,000 0 0 81,200,401
4: B934 N7,004 135,319 S33,052 SR 81,199,282
Cemparant 33 43,000 $17%,000 847,000 ;M2 S, 495,408

VIAID ST GRAD TOTAL 82,174,179 82,302,673 2,144,732 $1,004,TI7 $1,800,7 10,400,000

Teble 8.2: Tetal Preject Dudpet Summary by lnputs and Year

' Yeor 1 Yoor2 Yesrd  Yesr s Yeor$ Totsl
Technical Assfistance: TTL 81,547,725 81,674,452 81,672,329 $1,400,212 $1,499,452 S7,003,3M1
Cemporent 1: VETA 439,172 9546, 749 567,749 453,905 445,00 82,000,785
Cemporent 2: 18 735,327 SN0, 068 73,271 632,176 625,28 83,477,430
Comporwnt 3: WAY 173,992 310,952 3188,1% 30 $0 $343,153
Component 4 SIT8, 734 815,804 $193.319 8201,052 8209,00 $968,082
Comporent S 20 90 $0 0 0 0
Training: TTL 73,138 n,09% 873,685 821,372 s, 27 $243,313
Comporent 1: VETA $13,000 813,520 $14,081 814,63 815,208 $70,412
Camporent 2: TIS 46,000 6,240 86,49 - 86,749 87,019 $32,498
Comporent 3: NAST $54,13% 53,133 853,138 0 %0 $160,405
Component 4 20 0 20 20 % 20
Comporent S ] 20 80 $0 %0 0
Commodities: TTL $179,000 431,250 85,315 84,499 4,67 $224,M43
Comporant 1: VETA 431,800 42,080 2,163 $2,250 2,340 860,433
Comporent 2: TIS ) 428,000 82,163 82,250 2,330 $124,083
Component 3: WST 826,000 $1,090 81,188 $0 %0 $28,278

. Component & $11,200 $0 30 0 ] $11,200
Camponent S 80 80 $0 $0 80 ]
Other Costs: TTL $474,318  $503,478 $303,004 $209,633 $367,938 82,028,337
Component ¥: VETA 841,785 843,456 845,195 847,002 848,003 $226,321
Camporant 2: TI8 $117,000  €122,312  $127,412 $132,509 $137,000 $438,043
Comporwnt 3: WUST 2227, 753  $129,509 131,356 20 0 3488, 599
Comporent & $42,000 432,000 842,000 132,000 $32,000 $180,000
Component S 845,000 $176,000 847,040 $78,122 8149,206 $495,408

USAID GRANT GRAND TOTAL  $2,274,179 $2,202,075 82,144,732 81,804,717 81,394,297 $10,400,000

—_——
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Teble 0.3: Componant 13 Voluntesr Exscutive Technicel Assistance (VETA) Pregrem

Yeor 1
TECWIICAL ASSISTANCE: TTL 439,112
Narketing Effort: Sub-Ttl mv.g

WVTA Directer 3,
Serafits (15X) 90,359

Rerkating Marager 940,000
Serafits (33X) 10,000

Nerketing Menager 34,700
Serefite (15%) 5,205

Mibinistretive Aset. 13,300
Saretits (19D o
Trovel Por bl os1,.n

Trevel/Per Digm CS1IK)  $229,000
Adain. Bup. (53, 908) 53,900
Recruiting (82,500)

tield (81,000) 819,000
Sus Res m (0ff-set) (96,000)

Travel (Off-8et) (00¢,450)
TRAJNING: TTL 313,000
Training 96,000
Canforences 97,000
CODITIES: TIL 951,000
Dodge Voyeger, equi. 25,200
Dodge Colt, eui. $12,600
Computer Systen $10,000
Typowriter 92,000
Small Valus Purchases 82,000
OTHER COSTS: 7L 1,788
0ff. Rent, Uts & Ina/Case 87,950
Phone/Telex/Fax/Post 3,350
. Offfce Supplies 22,825
Vehicle Oparstion $20,000
off. Equip. Neintenance 32,760
VETA MDGET SUNARY Yoor |
Tochnical Assistance 459,172
Training 813,000
Commodities 851,000
Other Costs 841,785
VETA Totat 343,757

Yoor 2 Yoor 3 Yoor 4 Yoar $ Total
BN WINP %SNS MEEN R,MNTS

. X 001,000 064 .
2,500 WK NW W6 944,685
SHI600 3264 S 98 N6, 216,653
10,400  SWB16  SI,MN9 811,60 54,16
. 7532 NG HOIN  9187.946

5,413 . B8 4,00 X

348 240
e 2,42 2,580 .
040 ﬂ,': “'“!t ﬂ.‘g C“l,ﬂ'
340,750 GIE, N0 MN,B50 UM  81,M3,0%0
208,000 312,000 9372,000 o 81,372,000
o, 40 , 800 9%, 100 ", 80 .
s 957,200 48, 948,200 )

020 0 80 L od $23,200
20 %0 %0 %0 $12,600
% o4 0 0 $10,000

943,456 848,195 847,002 48,003 $226,321
18,268 8,59 8,943 9,300 843,060
8,923 44

88,580 A 9,200 9,651 685
22,938 13,056 13,178 13,305 815,301
20,800 821,632 22,497 3,97 $108,326
22,870 2,985 $3,10% 3,229 $14,949
Yeor 2 Yeor 3 Yoor & Yoor S Totel

$546,749  SS67,749  $655,965  $445,070 82,800,725
$13,520  $14,061 $14,623 815,208 $70,412
H 82,340 $60,633

843,456  S45.195 847,002 348,083 $226.321
S605,805 629,167  8719,860  $731,501 83,252,091
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Table 6.4: Compenart 2: Trode and Irvestaant Services (T18) Pregrem

Yoor 1 Yoor 2 Yoor 3 Yoor & Yoar $ Total

TECMICAL ASSISTANCE: TTL  S735,827 SMN0,068 OS7H,271  8432,176 425,288 3,477,430
718 Staff: sub-Tet 467,927 S406, 644 $506,110 $526,33% $347,409  82.334,44%
718 directer/Case 0N SR SBN2 MM 89,00 BM W
Serefits (25%) 17,500 85,200 S1NS SN MS N3 94, 706
Neusing $2,58 BRGB!S40  SHAB 128
TIS Pre]. OH1.AB 035,000 $34400 7,86 HNIM  MLMS  S\M.SN
Senefite/Tanss (25%) 8,730 0,100 ML MM 919,236 (8
T erel. Off. A% 830,000 §31,200 S32,48 SX3,766 KI,006  $162.4%

ta/Tame (23%) 7,500 o, M2 046 8T .

Nerketing Men./Casa 825,300 SM312 STMA SN N7 S1¥.65
Benefits (195) o, GNT %5 MM 85,440 539,955
Nerketing fan. 21,00 W WIS NI B  $1%,98
Senetits (1SX) B HBIN BN B4 G 817,540
Mninfotrotive Ass't/Case S15,000 SU,720 SHAP 520,48 21,057 97,406
Senef| 82,70 20 NW 0,07 69 S14, 6

ts (190)
tw. Stimalation BirA.S. 940,000 02,400 . 944,00 97,402 N, 192 SN,
Senefite/Tanss (25%) 413,000 13,600 816,224 816,073 817,548 01,45

Exscutive Oversight /A% ST M6 SIS 88315 98,648 840,037
Nerketing Suppert/US 600 SNBSSl e 82 37,608
Aduin, Cest Atlecation $15,000 SISTH 1940  820,M8 821,057 97,49
Travei/Per biem 996,602 990,306 8102322 8106414 10671 9512998

i8S Nerketing: ud-Ttl 247,900 8274, 224 217,169 $10%,821 L2408 7, 962,905
VYolwrteer Execs: @ Pre). é é (3 [ 4 b 3
Velunteer Execs: Bub-Ttl $109,000 $109,000 873,200 $73,200 m.g $439, 200

Trovel/Per dim (81X) $72,000 N, 48,000 848,000 o 4208, 000
Aain. Suppert (83,100) 818,400 818,600 812,400 $12,400 $12,400 874,400
Recruiting (82,200) 813,200 813,200 48,000 $8,000 98,8000 32,000
Fleld Support (81,000) 24,000 94,000 4,000 $4,000 84,000 824,000
TIS Narketing: Sub-Ttl $1395,100  8164,620  $143,%1 132,621 %", 6m 9303, 785
Secter Survers 33,600 34,964 436,342 %0 0 $104, 006
Nerketing Asseciates 950,000 952,000 954,000 828,12 | ] $184,202
Suyer Visits 432,500 33,800 135,152 0 30 $101,452
Investor Visits $13,000 $13,520 $14,001 $0 20 . 581
Seller Visits 0 1 $0 20 $0 0
Sus. fReseerch Studies 84,000 ®%,160 %,326 84,499 %, 079 21,645
Artiseral Expertioe 25,000 ' 0 0 351,000
TRALWING: TTL $6,000 6,200 26,490 86,749 $7,019 32,498
Conferences $2,000 2,000 2,163 22,250 2,340 $10,633
Seniners 2,000 82,000 2,163 82,250 82,340 $10,633
Tours/Trade Faire 82,000 $2,000 $2,1683 32,250 2,340 810,633
COMDITIES: TTL 990,000 28,000 22,163 2,250 2,340 $124, 633
Artiserel Cammodities 23,000 426,000 $0 0 0 431,000
Dodge Spirit, equi $17,800 80 %0 $0 80 $17,800
Dodge Colt, equi. $12,600 $0 80 30 $0 $12,600
Dodge Colt, equi. 812,600 $0 80 $0 0 $12,600
Computer Systes $10,000 20 ] $0 80 $10,000
Office Furmniture (1) $10,000 L) $0 $0 $0 $10,000
il Yelus Purchases ,000 42,000 2,163 82,250 82,340 $10,033
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Campsnant 2:

Yoor 1
OTIER COSTS: TTL $117,800
118 Premstional Materials 910,000
Oftice RemA.S. 1,600
Office Remt/Cass 008
Phena/Tolen/Fan/Pest/U. 8. 813,490
Phena/Telen/Pan/Pest/Coss . 300
Office OpptinapN.8. 000
Ofice gpl {ea/Cane 5,500
Vehiste Gperation 430,909
Oft . Bquip.tial o,000
Sample 81,70
Shipping Semples 91,500
718 Budpet Summery Yeor 1
Technicel Assistence 78,827
Treining 94,000
Commodities 990,000
Other Cests 117,800
TIs Tetal M9, 627

Table 8.4 (Concluded)
UBAID Grant Comrilntion

Yeor 2 Yoor 3 Yoor 4 Yoor $
$122,512  SU7,412 132,500  SUST, 0N
310,400  S10,816  SITLM 811,00
-:313 '3:;’1.} .Zr'g .:3
e STee nese e
g% £% E2 &3
31,200 M8 933,06 00
018 6N BI85 2O
Nk Nem  Nw am
Yoor 2 Vear 3 Yeor & Yeor 3
S0,068 STH,ZN  M3Z,I6 425,20
86,200 96,490 6T 87,010
ﬁ%ﬁﬁ ,1?;:28 :}%is‘g :ﬁ:ﬁ
BEST AVAILABLE DOCUMENT
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Teble €.5: Compenant 3: Rerecce U.S. Tauriem (MBT) Premstion Pregran

Yoor Yeor 2 Yeor 3 Yoor & Yeor § Total

TECHMICAL ASSISTANCE: TTL SI73,992  8100,952 818,19 0 0 543,153
Sr. Tourism Advisor VS 940,000 841,600 843,264 0 90 $14,064
Taurien Preject Of1.AB 940,000 - 841,600 o % 0 S124,004
Senefits (23X) 810,000 219,400 910,84 0 0 31,216
Tourien /Casa 31,000 31,200 R, 48 ] 0 993,640
Sensfits (15X) 84,508 94,680 94,007 ] 0 S14, 047
Travel/Per bl ", 8,472 53,531 » 0 814,404
PRONOTION (TRAINING): TTL 954,135 %3, 155 53,198 R ®» $160,485
FAR Tame 216,000 16,000 o » 32,000
Senlmre /8 50,635 9,635 6,68 » » $131,98
Trade MITIM". 2,500 2,350 2,500 ] ] .50
Conputer Treining $1,000 t_J ] » ] 91,000
COIDITIES: TTL - 24,000 1,000 91,100 » ] @,1n
or Systaal8 $10,000 9 %0 ] $10,000

Smell Velus Purcheses 91,000 81,090 81,108 ] 0 78
Office Fumniture (2) 815,000 °0 ] | 0 813,000
OTMER COSTS: TTL Q227,733 $129,.309  $131,3%¢ 0 0 $400,599
Cosp Trade Advertisement 343,333 53,333 43,333 0 90 250,000
Madie-Video Preductions $100,000 0 $0 %0 ] $100,000
Subscriptions, Pert. fees $1,000 81,040 31,082 0 90 9,122
off .aent/AB 18,750 819,500 A 0 0 $3548,330
Ph/Telew/fan/Pest A8 99,600 9,904 810,383 %0 ] 29,967
Office ppliss /B $1,200 81,248 81, 0 0 5,76
:ripmt Neinten. A 81,000 81,040 81,082 $0 80 43,122
fice Rent/Casa 82,600 » TO4 82,812 0 %0 $8,116
Phone/Telex/Fax/Post/Cass 8,50 3,500 8,93 ] 0 25,753
Office upplies/Cose 81,300 81,560 81,622 0 $0 84,682
Equipment Maintain./Cesa $500 $520 8414 80 0 $1,%69
ST BLDGET SBGWRY Yoor 1 Yoor 2 Yeor 3 Year & Year $ Total
Technical Assfetance $173,992 100,932 $188,19%0 $0 0 $343,153
Training 854,135 953,138 $53,13% $0 0 $160,405
- Commodities 426, 000 $1,090 81,188 80 ] 28,278
Other Costs 227,733 319,509  8131,3%6 $0 $0 $408,599
ST Totel S481,040  8364,606 373,069 $0 $0 81,220,418

BEST AVAILABLE DOCUMENT

93




TECINICAL ASSISTANCE: TTL
1ESC General Nenager
Oenefite (B3%)
taning
TravelFer bimm
Acosustant/Cese
Serefits (M)

Accountant/ialf-t imaAB
Sematits (BBX) y
oriver

CasDITIES: TTL

Noden
Ooffice Furniture (V)
OTHER COSTS: TTL

Services: Acc't/Trane/Try
18SC Premotionsl Materisl

1E5C RANAGEMENT TOTAL
Table €.7:

lnh‘ntlm ot
Special lmpect Studies
Sesel ine Deta Update
Madite

Erwirormantel Services

T0TAL

table 0.6t Comparwret 43

Yeor Yeor 2
SI17, T34 S50
$70,000 872,800
817,500 18,300
22,508 3,.Mm
18,04 319,341
2,000 20,000
3,000 3,120
13,000 135,600
g.z 900
ll% 3,12
430 $ue8
19,200 0
1,200 0
816,000 %0
942,000 432,000
£32,000 132,000
$10,000 $0
S231,954  S217,884
Component S:

Yoor § Yoor 2
0 $100,000
$13,000 815,600
$10,000 $10,400
20 £30, 000

$20, 000 .
845,000 $176,000

BEST AVAILABLE DOCUMENT
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165C Nermgemant
Yoor 3 Yoor &
$193.319 201,052
73,712 878,760
918,98 9,688
3,431 8,400
0, 20,90
21,82 22,007
9, Q9,378
916,24 816,073
NS Wi
o o
ar 506
] 0
N
] 0
942,000 £32,000
£32,000 132,000
$10,000 80
$235,319  9233,082

Year 3
20
16,24
$10,016
0
$20,000

847,040

Yoar &
90
$16,473
811,249
$20,000
78,122

Audit, Nonitoring, Evalustion & Support

Yoor S

91,200
$10,000

Totel
$200,000
901,243
954,163
960,000
$100,000
$495,408




Table 6.8: Privete Secter Cantribution

Yoor ¢

Cemponent 1: VETA: Tt $193,500
VETA Client Fos Reverue $187,300
AMLE Studies Revenn 94,000
Cemperant 2: TiS »
Cespenent 3: %0
Ceaponant 4 ]
Ceaponant $ »
INCOE GAND TOTAL 193,300

Pregren Income:
Source of Client Fes Incems
Yeor 2 Yoor 3 Year & Yeor $ Totel
SBI1,000 31,000 S8,500 S8, 81,192,300
215,000 €225,000 €242,500 S22.300 81,142,300
5,000 96,000 96,000 95,000 30,
0 % 0 )
% 20 L ] ]
] 20 0 ] )
» ®0 » » ]
81,000 31,000 58500 SNE 2N 81,992,500
Applicatian of Client Foe Funde
A. Preject Off-Set: Deducted Frem Vetal Preject Cests
VETA Nerketing Rep. ] 912,000 24,000 $24,000 $2¢,000 984,000
VETA Nerketing Rep. 0 % 812,000 24,000 26,000 940,000
ABLE Studies Reverne 6,000 96,000 96,000 96,000 26,000 336,000
Interratiens! Travel 8133 476 3,378 816,890 84,430 %42R2,250
TOTAL PROJECT OFF-987 6,133 818,676 845,378 870,050 $138,430 - $596,250

8. Additive te Preject Funds to
Further Eligible Program Objectivas

{ESC/Morocco: Gen,Support
1NCOME GRAND TOTAL

$119,250
$125,388

$119,250
$137,v26

95

$164,628

$119,830 | $119,250

$19C, 140

$119,250 $596,250
257,700

BEST AVAILABLE DOCUMENT
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Teble 8.9 In-Kind Velunteor Exscutive Contribution
Yoor 1 Yoor 2 Yeor 3 Yoor & Yoor S Tetal

Component 1: VETA: TTL  SI96,650 847,300 8479,380  8538,110  $558,110 ' 2,471,630
VETA Client Prejocts SISI S0 $422,100 842,100 $492,450 492,450 82,100 880
¥E facruiting Effert L6900 356,20 356,380  $45.660 545,660  £290,780

Table 6.10: Other Lw'wm
C(YlS ard NRT Cemperants)

Yeor 1 Yeor 2 Yeor 3 Yeor & Yoor 3 Total

Campanant 2: TiS: Vel 46,00 03,313 SIS MBS NNES 379,00
Suyer Visite SBAY 838,40 S32,090  S37,320 42,200  8144,150
_invester Visits 7055  S1I,7S 816,615 821,108 821,168 77,385
Seilsr Vielts S M5 SIS0 SI. 0 852,430 637,520 8138335
Component 3: WUST: Tel ~S374,262 637,32 653,003 SI53,003 8233,008  §1,447,808
Toriom Prof. Visite SIN.M2  GTe,a2 SB35 SBI,008  $233.095 1,447,003
AN Tours $160,000  5160,000 20 20 0  $320,000
Seairars/Us S16,878 990,000  $79,000 20 0  $185.878

Cosp Trade Advertisement X 250,000  9230,000 0 0 R

Mudio-Video Preductions  $100,000 20 20 20 80 $100,000
GRAID TOTAL $421,162  S437,577 310,478 834,348  $333,928 81,827,693

—
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Qa

us
VETA Component )
VETA Director/Cass 1
VETA Narketing Bir. #1 O
VETA Rorketing Dir. @ O
Adninistretive Assfstent 0

Total Avvusl Travel: WTA

118 Birector/Casablance &
718 Preject OfficerAR #1 0
Venture Preamstien PirAS 4
718 Nerketing 0ir #1/Casa 1
Ti8 Narketing Oir #2/Casa ¢

Totel Annusl Trevel: TIS

Sr. Tourism AdvisorAS
ST Director/US

WST Preject Officern8
Tourism Nansger/Cass
Total Avvunl Travel: NUST

- =b RS N

1ESC General Menoger/Cass 2
1ESC General Accountant 0
1ESC Oriver/Case 0
1ESC Officer Asst./Casa O
Total Avvwal Travel

Grand Total: JESC Travel

14

Total

813,110
816,714

13,432
849,492

813,150
$0
95,406
20
815,616

$12,000 $193,882

Table §.11: 1ESC Plarved Avuml Travel Dudget
) @) (3 ) (42} 6)
/M Afrfore US Dam Alr US/%or P.0. US Land Tyl WNor Per Diem In-US P.D.
« 92,500 1+ 8900 1=81,100 1= 8240 1 =9910 1 = $1,000
Q2,50 ¢ 0 1 81,100 1 20 6 B0 O ]
0 ¢ 0 0 0 0 0 12 9520 O 0
0 o %0 0 0 0 0 12 3,90 ¢ 0
0 0 0 ¢ 0 0 0 o 0 ¢ %
2,300 ] 91,100 240 27,300 20
718 Cemperant
810,000 ¢ 0 8 9,000 10 82,40 12 810,90 O L4
S0 2 $1,600 1 1,100 5 81,200 1 910 1 81,000
319,000 4 3,200 & 000 10 8R40 8 a0 4 800
2,50 ¢ 0 1 81,100 1 240 12 810,920 ¢
0 0 0 0 0 0 ¢ 0400 0 %0
% 0 % 0 0 20 0 0 20
425,000 4,000 819,000 36,200 33,670 95,000
WST Component
83,000 2 81,600 2 2,200 2 %0 2 1,820 2 8,00
$5,000 4 83,200 2 92,200 2 480 2 1,820 & 84,000
$2,%00 0 80 1 st 00 3 20 1 910 1 81,000
82,500 0 0 0 0 0 $0 12 810,920 O $0
$15,000 4,800 $5,500 81,480 $15,470 $7,000
1ESC Menepement Component
$5,000 0 0 2 2,20 2 480 6 83,480 O 80
0 0 80 0 0 0 $0 0 $0 0 $0
0 0 80 0 0 0 0 ¢ 85,460 0O 90
0 0 80 0 0 0 0 O $0 O $0
$5,000 80 $2,200 8480 $10,920 - $0
$47,500 9,620 $28,600 88,640 447,360
i
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