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EXECUTIVE SUMMARY

The time 1s right to provide support for Indian agribusiness
development The recent visit to India of the high-level US
trade delegation led by Secretary of Commerce Ron Brown
demonstrated the readiness of Indian and US businesses to
establish linkages to take advantage of new opportunities in the
emerging Indian market and worldwide Interviews conducted with
more than thirty US and Indian agribusinesses and organizations,
many of them joint venture partners, echoed the enthusiasm
reported by Secretary Brown's mission The recently concluded
International Workshop on Horticultural Development, held in
Bombay and New Delhi, reflected the same strong and widespread
interest, attracting almost double the anticipated number of
participants from all over India

In spite of the need to continue work on reducing remaining
policy and regulatory obstacles, the newly liberalized business
environment, has i1gnited interest in development of high wvalue
horticulture exports and in the processed food sector,
particularly i1ts packaging, distribution, research, quality
control, and raw material supply components

The primary impediments to development of these sectors, as
expressed by the Indian agribusiness business community, center
on lack of knowledge about business opportunities, particularly
concerning global markets and appropriate technologies

Although the ACE Project has focused on financing to achieve
1ts mandate of i1ncreasing agribusiness i1nvestment, 1t could even
more effectively address the constraints i1dentified by adjusting
1ts menu of services to be able to also aggressively promote
market and technology linkages and opportunities Information
and technical assistance should be provided whether or not the
benefiting firms are candidates for financing In this manner,
ACE could build substantially upon the emerging successes of 1ts
lending program and have an impact upon a much larger number of
firms

It 1s recommended that the ACE Project collect and provide
basic information about promising markets, technologies and
potential venture partners and that i1t aggressively promote 1its
services with a particular focus on key agribusiness sub-sectors
The approach should emphasize leveraging resources and networks
cof key Indian and US business associations by working closely
with them to sponsor events which provide exchange of practical
information and promote business opportunities In addition,
utilizing minor project resources, ACE could also serve
effectively as a source of information to support policy reform
through Indian business associations and the newly formed Working

Group on Agribusiness



SECTION T
BACKGROUND - INDO~-US AGRIBUSINESS LINKAGES

A, The Agribusiness Sector
The agribusiness sector 1in India -- 1ncluding production
agriculture -- 1s a large and critical part of the economy In

1992/93, the wvalue of agricultural output including the livestock
sector represented some 26 2 percent of India’s GDP Production
agriculture has averaged 3 8 percent annual growth since 1981 (See
Annex A, Table A 1)

It 1s somewhat more difficult to determine the share of the
rest of the agribusiness sector i1n the Indian economy One way to
understand the importance of the agribusiness sector 1s to look at
employment i1n the sector Exhibit I 1 shows that there are some
5.3 million people employed in activities allied to agriculture,
which does not include an estimate of the employment in the agri-
business area of transport, storage, trade, commerce, and other
service sectors If we assumed conservatively that 10 percent of
the employment in these other sectors was related to agribusiness,
one could estimate at least another 7 million people employed in
agribusiness, bringing the total employment 1n agribusilness
including production agriculture to an estimated 200 million
people, or almost 72 percent of total employment.

Exhibit I.1
Employment by Sector in India - 1991

Persons (Mil) % Share

Agriculture & Allied Activities 186.2 68.8
Cultivators 107 1 41 6
Agricultural Workers 73 8 24.9
Others 1n Allied Activities 5 3 2 3
Manufacturing & Repalr 28.4 11.3
Mining and Construction 7.1 2.2
Services - 57 2 17.7
Transport,storage,communication 7 9 2 7
Trade & Commerce 20 8 6 2
Other Services 28 5 8 8
TOTAL 278 9 100 ©

Source Centre for Monitoring Indian Economy, Basic Statistics,
India, August 1994, Table 9 5




Agribusiness 1s the single largest sector in the manufacturing
sector Food products, beverages, and tobacco products accounted
for some 15 3 percent of the total average daily employment 1in
India in 1991 (See Annex A, Table A 2) Additionally, employment in
the textile manufacturing sector alone accounted for 21 2 percent
of the jobs in industry While jobs 1in the food products sector
grew at 2 4 percent per annum between 1961-1991, applications filed
with the government since liberalization proposed an 1increase of
direct employment of almost 500,000 new jobs

B. India's Agriculture in an International Perspective

Despite the size and importance of the agribusiness sector in
India, the importance of international trade and modern food
processing in the sector i1s relatively low For example, India 1s
the second largest producer of fruits and vegetables in the world
according to FAQ statistics However, India's share of the world
fruit and vegetable trade in 1991 was less than one percent (See
Annex A, Table A 3) The Ministry of Food Processing Industries
estimates that some one percent of the fruits and vegetables
produced in India are used by the food processing industry (MFPI,
Food Processing Industries in India, 1994/1995, p 42 ) This same
percentage in Thailand i1s 30 percent and in the Philippines 1s 78
percent

There are many reasons for the lack of international trade 1in
food 1tems and a relatively undeveloped food processing sector in
India over the last forty years These 1nclude

1) Trade regime that encouraged self-sufficiency rather than
participation in international markets

2) Investment policy that discouraged foreign 1nvolvement
and foreign technology in the food sector, either for
domestic consumption or international trade

3) Taxation structure that treated processed foods as luxury
1tems and levied domestic excise taxes on processed
foods

4) Tariff structure that heavily taxed imports needed to
modernize the sector including seeds, agricultural and
food processing equipment, packaging materials, and other
agricultural technologies

5) Non-tariff barriers to international trade and investment
such as outdated phyto-sanitary regulation and laws
governing food additives, lack of national market inte-
gration, laws banning the import of consumer i1tems, laws
reserving certain sectors for small companies, land laws
that 1increase the cost of production, bureaucratic
complexities and inertia that make 1t difficult for
foreign investors to work in India, difficulties 1in test
marketing new products, etc
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While this list 1s not exhaustive, 1t gives an 1indication of the
type of policies that have resulted in today’s agribusiness sector
in India The food sector in India 1is relatively small compared to
1ts potential The national market 1s not integrated and links
with 1nternational markets in agribusiness products are relatively
few. Information about the Indian food sector has not been made
fully available to the international community, nor do Indian en-
trepreneurs - especially from small and medium companies -- fully
know what opportunities are avallable with outside partners

Since 1liberalization, attitudes towards the agribusiness
sector have changed The Government has taken a much more bullish
attitude towards international trade, foreign investment, and the
food sector in general Tariffs have been lowered, excise duties
on processing foods have been lowered or eliminated, and foreign
investment and technology are encouraged While much remains to be
done, the Government 1s taking steps to creating a modern, competi-
tive agribusiness sector

At the same time, Indian entrepreneurs are trying to learn
about the opportunities i1n international markets They are working
on structuring deals that will be attractive to themselves and
foreign partners They are successfully entering foreign markets
with new food products Finally, they are creating new business
structures to meet the i1nternational challenge and to modernize the
food industry in India

Creating a modern agribusiness sector will not be done over-
night India has many advantages - a diversified climate, low
labor costs, a large domestic market, a stable and democratic
government, the wide-spread use of English i1n the country, a strong
legal system, growing capital markets, a well-educated group of
managers, and an organized and dynamic private sector Yet, there
1s much to do One writer put 1t as follows

"India must do a lot more than play host to business delega-
tions from various countries We need to accelerate the pace
of our economic reforms We need to throw open i1nsurance to
foreign companies and deepen financial sector reform We need
to praivatise infrastructure services like road and public
transportation. We need to de-bureaucratise procedures for
clearing foreign investment proposals India 1s still one of
the world’s most difficult countries to do business 1in A
fundamental change in attitude 1s necessary, among both poli-
ticians and bureaucrats, 1f that wholly deserved reputation 1s
to be erased. Indian businessmen too need a dose of self-
reform For 40 year, they produced inferior goods, sold them
at high prices to a captive market and brazenly evaded tax
Now they will have to compete with the best in the world and
follow 1international standards of reliability, gquality and
integrity " Minhaz Merchant in The Asian Age, 22 Feb 1995
(Chairman of an Publishing and Investment Group)



SECTION II
SCOPE OF WORK

The purpose of this study 1s to recommend actions to
increase US-Indian agribusiness linkages and to develop an
explicit strategy for the allocation of Agricultural
Commercialization and Enterprise Project (ACE) resources to
improve Indo-US business agribusiness linkages, particularly in
the horticulture and food processing sectors

Annex B contains the complete terms of reference for this
assignment



SECTION III
METHODOLOGY

The recommendations made 1in this report are based upon
information collected in interviews, a review of relevant
documents, and the authors' knowledge of and experience with
international agribusiness and USAID-funded business development

projects worldwide

More than thirty US and Indian firms and organizations were
interviewed during the course of this study In India,
interviews were conducted in the Delhi, Bombay, and Pune areas
In the United States, telephone interviews were conducted by
Chemonics agribusiness specialists, with firms and organizations
throughout the country Representatives of USAID, the GOI,
ICICI, and the US government (USDA and DOC) were also
interviewed Annex C contains a list of individuals contacted

A considerable volume of relevant agribusiness program
related documents were collected during the course of this study
Annex D provides a list of reference documents collected

Chemonics and its two primary report authors, Mssrs Bremer
and Scott, received considerable support i1n India from the
Chemonics subcontractor MITCOM Two other ACE subcontractors,
FINTRAC and GIC contributed to the interview process in the US
and generally supported the Chemonics home office specialists
assigned to the study



SECTION IV
OVERVIEW OF US-INDIAN AGRIBUSINESS LINKAGES

The team 1nterviewed more than 30 companies and business
associations 1in India and the United States as the basis for this
study In Annex E, the 1interviews are summarized by organization
and the i1mpediments, solutions, and recommendations for ACE by
each group More complete profiles for selected interviews are

provided in Annex F
A. Summary of Organizations Interviewed

Exhibit IV~-1l provides a summary of the types of linkages
between the U § and India found among the firms and
organizations interviewed Some firms had several types of
linkages, therefore the total number adds up to more than the
number of organizations surveyed

" EXHIBIT IV-1
TYPES OF LINKAGE MECHANISMS

No of

Cases TYPES OF LINKAGE

US business association (some Indian members)
Indian business association

GOI export authority

Joint venture for processing, finance, buy-back,
research, and/or technical assistance

Potential joint venture

Sourcing arrangements

US sales into Indian market

US company with Indian subsidiary

Indian company with foreign ownership

Indian i1mporter

Indian exporter

Franchising

Contract manufacturing

WHJWWWwerEWw, - Gt

Source Annex F

The number of joint ventures 1s high because we sought out
Indian and U S firms that had this type of arrangement so that
we could interview both sides of the joint venture

Exhibit IV-2 summarizes the type of business activities that

were being undertaken by the groups surveyed A broad range of
companies 1n the agribusiness sector are represented The size
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of the firms 1s also quite varied, from small to some the largest
in India and the United States The associations i1nterviewed had
a membership ranging from several hundred to over five thousand
individual firms and other professional associations Most of
the organizations were in the private sector, although several
organizations were either representatives of or owned by the
Government of India

No

EXHIBIT IV-2
TYPES OF BUSINESS ACTIVITIES

of

Cases TYPES OF BUSINESS ACTIVITY

W W — - [ S W i S S e el OIS

— =

US Business/Trade Association

Indian Business/Trade Association

GOI export development authority

US Seed research, production, and marketing
India Seed research, production, and marketing
US spice processing and merchandising

US cooling equipment sales

US corn products processor and distributor
Indian corn products processor and distributor
US manufacturer and distributor of breakfast
cereals

Indian designer, manufacturer, and installer of
drip 1rrigation systems

Indian government bread bakery and pineapple
processor

Indian fruit/vegetables processor/distributor
Indian fruit/vegetables processor/exporter
Indian freeze-dried and canned mushrooms

Indian bottler/processor and fast food retailer
Indiran agrichemicals and biotechnology research
and development

Indian grain and feed importing and exporting
Indian commodity broker

Indian manufacturer and distributor of 1ce cream
and frozen foods

Indian group of related companies importing,
exporting and manufacturing and distributing
diverse products and services animal feed,
agricultural chemicals, growth regulators,
vegetable o01ls, fresh and processed fruit and
vegetables, tissue culture seeds, cut
flowers,and research services

Processing and export sales of dried flowers

gurce

Annex F
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B. Major Constraints and Solutilons

The impediments and solutions to Ind:ian agribusiness
discussed i1in the following text are those which have been
suggested by businesses and organizations interviewed during our
study Solutions have not been suggested for all of the
constraints and not all of the solutions are actionable under the
ACE Project The recommendations for the ACE Project are
discussed 1n Section VI

Exhibits IV-3 and 1V-4, found on the following pages,
provide summaries of the impediments and solutions to
agribusiness linkages

BI. Markets and Technology

Almost all persons 1nterviewed considered lack of knowledge
about markets and suitable technologies to be a major impediment
Market information i1s thought to be insufficient, by both Indian
and US firms regarding the Indian market, and by Indian firms
regarding the US market Basic information about how a
particular market 1s segmented and structured, what the most
important price and quality factors are, demand and supply facts
and likely trends are, for example, the kinds of important market
information which are needed

Regarding technological information, Indian firms are
looking for an overview of the available technologies in many
different areas of agribusiness from food processing and
packaging to pre-cooling and grading as a first step and prior to
the process of selecting a technology which 1s appropriate for
them and/or a US partner that can supply 1t

Greater i1nformation about global markets and contact with
the segments of US agribusiness which correspond to the Indian
business interests are thought to be important solutions to the
problem The most practical methodology to accomplish thais
information exchange i1s considered to be participation in trade
conventions and events which are sponsored by targeted and
specialized organizations, both US and Indian Participation 1in
carefully selected business association led events 1s felt to be
a very helpful means of supplying much of the basic information
which 1s lacking about particular types of agribusinesses
Readily available trade and technical data should be collected to
supplement the interactive learning about markets and technology

One of many examples of the effectiveness of this kind of
information exchange 1s that of the Pune, India based dried
flower exporter which was recognized at the Internatiocnal
Workshop on Horticultural Development (Bombay 3/95) for their
pioneering in this field They got the initial and basic market
and technological information and i1deas through attendance at an
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MAJOR

EXHIBIT IV-3
IMPEDIMENTS TO AGRIBUSINESS LINKAGES

MARKETS AND
TECHNOLOGY

- Lack of knowledge of markets and oppor-
tunities for both Indian and U S entre-
preneurs

- Lack of access to potential foreign
partners for markets and technology

- Lack of Indian raw material production

- Low productivity in Indian production
agriculture

- High post-harvest losses

- Relatively small Indian processed food
industry

POLICY

- Government policies that increase the
cost of production of agricultural
products

- Bureaucratic inefficiencies and i1nconsis-
tencies

- Non-tariff barriers to trade and i1nvest-
ment

- Protection of 1intellectual property
rights on technology transferred.

FINANCE

- High production costs make 1t difficult
to be internationally competitive,
1ncluding i1nterest charges on money
borrowed domestically

- Difficulty 1n obtaining capital for small
and medium-sized companies

INFRASTRUCTURE

- Shortages i1in the supply of power, water,
and transportation sector 1ncrease costs

- Lack of post-harvest infrastructure -
refrigerated trucks, cold storage,
packaging, etc leads to spoilage losses
and lowers competitiveness.




EXHIBIT IV-4

KEY SOLUTIONS TO FACILITATE AGRIBUSINESS LINKAGES

MARKETS AND
TECHNOLOGY

Provide 1information about US and Indian
markets and technological strengths

Matchmaking Identify and assess
potential partners for accessing US,
Indian, and third country markets

Promote business linkages and goodwill
between US and India

Assess and recommend key market oppor-
tunities and priority technologies and
policies

Utilize IESC and consultants for studies
and training

Provide training for association staff to
conduct linkage events

POLICY

Work with business associlations and the
Working Group on Agribusiness to examine
government policies that increase produc-
tion costs unnecessarily and propose
modifications

Educate business leaders &policy makers
in 1nternational standards and policiles
to assure India’s ability to compete
internationally

Work with business associations and the
Working Group on Agribusiness to i1dentify
non-tariff barriers to trade and invest-
ment, working for their removal

Strengthen protection of intellectual
property raights

FINANCE

Continue funding for agribusiness under
the ACE Program through ICICI

INFRASTRUCTURE

Support praivatization of i1infrastructure
where appropriate

Target post-harvest infrastructure for
joint ventures, information activities,
and technology transfer

|



Israell trade exposition and by establishing contact with an
Israelil group at that event

A closely related and also significant i1mpediment 1s the
lack of access to potential foreign partners for markets and
technology This constraint comes i1into play after a firm has
focused on the market and/or technology 1t wishes to engage and
wishes to strike an alliance with a foreign firm to access market
and/or technology The larger and more well established firms
have often used their own networks and contacts, developed over
the years, to search for and develop business alliances and
partnerships This 1s a much more difficult process for smaller
and newly established firms and they can benefit greatly from
assistance

The matchmaking process can be effectively catalyzed and
made more efficient by utilizing intermediaries who have the
applicable industry networks and can assist with the matching of
1nterests and provide some assurances regarding credentials and
track records of the potential partners It 1s not suggested
that the intermediary get involved in the transaction or deal-
making but generally speaking should serve to provide
introductions between firms that appear to share mutual
interests A measure of the very high level of level of interest
1n matchmaking is provided through the evaluation of the recently
held International Conference on Horticultural Development where
an amazing 84% of the responding participants said they were
interested i1n receiving ACE assistance with business linkages

The current underdevelopment 0f key sectors of agribusiness
were discussed repeatedly as both problems and targets of
opportuiir.y The sectors most frequently cited were food
packaging and distribution equipment and systems including the
related cold chain for perishables and the post harvest handling
systems for fresh fruits and vegetables

Many commented on the deficiencies related to the raw
material supply This problem 1s attributed to low productivity
in Indian production agriculture, high post harvest losses, and a
poor distribution system among other factors The raw mater:al
si1tuation i1n turn impedes the growth of the relatively small
Indian processed food i1ndustry Although some of the raw
material problems stem from restrictive policies such as ceilings
on land holdings and processing plant sizes, i1t 1s felt that raw
material supplies can be impToved, for example, through
introduction of new seed stock and production methods and, very
importantly, by improving post harvest handling

A series 0f i1nfrastructure constraints including, for
example, transportation, power and telecommunications were also
mentironed as i1mpediments to agribusiness development Solutions
to the infrastructure problems will reguire time, substantial
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resources, and strong government commitment

B2. Policy

Liberalization has begun the process of creating a modern
economy 1n India But ©0ld habits die hard and there remain many
policies which hold back entrepreneurs 1n unnecessary ways It
will take some time to change the protectionist habits of earlier
governments but we heard many 1nstances where government policies
could be changed with relative ease with a relatively large
positive i1mpact on the economy For example, a number of
policies increase the cost of production of goods, making 1t
dirfficult to compete 1n international markets

One policy that 1s a constraint to a modern food sector and
foreign investment 1s a tariff on imported inputs, or even
outright restrictions For example, Baskin-Robbins was forced to
have 31 people carry in 1,000 dollars worth of flavorings for ice
cream in their personal luggage because the company could not get
permission to commercially import these flavors Other tariffs
on i1mported inputs for agricultural goods, even 1f relatively
modest 1in the Indian context, make 1t difficult to compete
internationally Duty draw-back schemes could help this
si1tuation, but are cumbersome and expensive for the entire
economy

Overly stringent phyto-sanitary restrictions on the import
of genetic materials slow the process of getting improved seeds
to farmers who very much need to improve their productivity
Excise duties on processed foods i1n the domestic economy hinder
the development of the processed food sector The lack of an
integrated national market, the lack of grades and standards
domestically, bans on the import of consumer goods,
underdeveloped retail and wholesale markets, limits on the size
of processing plants reserved for the “small-scale" sector, and
ceirlings on the amount of land that can be owned are all
constraints to the development of a modern agribusiness sector

The Government must carefully examine policies that hinder
competitiveness and domestic economic growth The revenues
generated by tariffs and excise duties would potentially be far
less than the employment (and taxes) generated by increased
economic growth A modern agribusiness sector 1s a large
generator of well-paying j]obs and higher multiplier effects

Business associations in India are very well aware of these
types of 1ssues Working with these organizations, the ACE
project could serve through its educatiocnal and demonstration
effects to reinforce the points already being made to the
Government by Indian business

The ACE project might also serve to find examples 1in the

Iv-5

\o



United States and elsewhere where i1mproved bureaucratac
functioning and processes can be very worthwhile 1in terms of
increased economic activity One entrepreneur interviewed by the
team said 1t took as long as 4-5 months to obtain an export
license This time delay 1s terribly costly to the export
revenues of India, when multiplied across the economy As 1n
many countries, there are too many bureaucrats who must approve
of economic activity, with the predictable stifling effect on
entrepreneurs - domestic and foreign

Yet, the most successful economies 1n Asia and elsewhere
have recognized the great importance of an open economy and trade
with other countries So has India, but 1t will take great
discipline to create a bureaucratic efficiency to match the new
openness There are many activities that ACE can undertake to
expose Indian business leaders and Government officials to more
efficient and effective ways of doing things Naturally, no
system can be transferred exactly from one country back to India
However, observation of the ways other people do something can
stimulated thinking and potentially changes in the ways things
are done i1n India

B3. Finance

A number of entrepreneurs complained that the cost of
capital was too high, and would like to see 1t decreased This
1s an i1ssue beyond the ACE project, however, we would generally
recommend that, in keeping with the other policy reforms,
agribusinesses be expected to pay market rates for their
financing

B4 Infrastructure

Entrepreneurs often noted the problems with infrastructure
1n India - power generation, transportation, and water Again,
these are generally beyond the scope of ACE However, ACE can
stay keep 1ts focus on the post-harvest infrastructure by
undertaking training and information awareness programs on the
realistic possibilities i1in this sector

IV-6
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SECTION V
OVERVIEW OF THE ACE PROJECT

A. Introduction

The Agricultural Commercialization and Enterprise project
(ACE) has been 1n operation for the past two and a half years,
half of the projected five year length of the project

The ACE project originally concentrated 1ts energies 1n the
State of Maharashtra It assisted companies to set up units to
export fresh produce exports and flowers, especially those which
had technical and marketing tie up with firms i1n Europe Only
equipment made i1n India or 1mported from the United States was
eligible for project financing

However upon review on the first one and half year progress,
1t was decided to expand the scope of ACE project to include all
of India, based on a study conducted in June 1993

The ACE project received a number of enquiries from other
states in India, but very few of these projects have been
financed under ACE Twelve projects have received financial
assistance The total amount that has been disbursed 1s Rs 170
million ($5 7 million) The ACE project has also 4 more projects
awaiting sanction, worth some Rs 30 million ($1 million)

The list of projects sanctioned so far with their location,
value and type i1s shown in Exhibit V-1 Exhibit V-2 shows the
projects have been appraised and are awaiting sanction

The promotion of the ACE project has been done by Mahratta
Chambers of Commerce and Industries (MCCI), which has members all
over Maharashtra MCCI was chosen 1n 1992 to promote the ACE
project in the state of Maharashtra MCCI held three conferences
and co-sponsored an exhibition i1in Bombay in order to promote the
ACE project

MCCI was also contracted to setup a databank on horticul-
tural commodity prices, technology, markets, etc and disseminate
information to prospective clients The data 1s to be given to
the entrepreneurs on fee basis Chemonics, along with MITCON,
assisted MCCI to design the data bank center and i1dentified the
sources to obtain and subscribe to the i1nformation and technical
literature Some information i1s being disseminated through
correspondence, during seminars, and word-of-mouth publicity



EXHIBIT V-1
LIST OF UNITS FINANCED UNDER ACE PROJECT

Sr Name of the Unit Location Product ACE
Loan
No RS. MIL
1 Freshtrop Pvt Ltd Nashik Grape 8
2 Eurofruit Pvt Ltd Nashik Grape 15
3 Triton Agro Exports Ltd Sangli Grape 6
4. Deccan Flowerbase Mulshi Roses 35
5 Essar Floritech Mulshi Roses 40
6 Zuari Agro Ltd. Goa Mushrooms 17
7. Radhakrishna Carriers Satara Cold Storage 12
8 H1 Rel Floritech Pune Dried Flowers 7
10. Trans Agro Pvt Ltd Nashik Grapes 11
11 Chordia Food Products Ltd Pune Curry Paste
Chutneys 8
12. Freshtrop Pvt Ltd Expansion _8
Total ——--> 174
EXHIBIT V-2
LIST OF UNITS CONSIDERED FOR FINANCE
Name of the Unit Location Product ACE Loan
No Rs M1l
1 Warna Agro Processors Coop Kolhapur Conc Paste 30
2 Agro ExpoLtd = ==--- ———— 15
3 Papain Products (I) Ltd Coimbatore Papain 15
Total -————- > 60




Tr chinical assistance was to be provided to clients 1n India
based on the acceptance of their request by ICICI The requests
of two clients were approved by ICICI The clients which
receil1ved were

. Manak Citrus, Jalgaon to upgrade 1ts pectin quality
through i1mprovements 1n processing

. Chordia Food Products Ltd Pune to i1dentify market
niches, improve processing, and investigate norms for
testing products and labeling requirements for products
to be exported

Under the trade and investment tours, two events were accom-
plished One trade and i1nvestment tour was arranged on October,
1993, for 16 entrepreneurs The second training program was
custom designed for 25 participants to update their knowledge of
post-harvest handling of tropical fruits

Addirtional assistance was provided for i1dentifying techno-
logies 1n fresh tropical fruit storage, freeze drying, vacuum
drying, super-critical extraction of flavors and oleoresin, etc
Several studies were i1nitiated to plan new training programs 1n
the coming year

B. Major Accomplishments

The major accomplishments under the ACE project through
February, 1995 are as follows

ACE provided technical assistance to two established
agribusiness firms

. Manak Citrus ACE fielded a pectin specialist, Dr
Philip Crandall, for a two week TDY to Manak Citrus
Dr Crandall provided recommendations on i1mprovements
1n technology and processing to assist Manak i1n pro-
ducing i1mproved quality pectin

. Chordia Food Products Limited ACE provided support to
CPEL to hire a food technologist, Mr Subodh Amin, to
conduct laboratory testing and make recommendations on
expanding 1ts existing product line and making adjust-
ments in flavor and texture for possible export to
foreign markets

In order to enhance the capabilities of MCCI to acquire
information and set up a databank, recommendations were made and
a Commodity Price Data Base was established using software
developed by Chemonics under PROEXAG in Central America



In response to specific needs of private sector, Chemonics
and MITCON jointly i1dentified technologies and sources of infor-
mation about innovative 1ideas These consisted of super-critical
extraction of oleoresin and flavors by the carbon dioxide method,
vacuum dry using ohmic/microwave drying methods, strawberry pro-
duction systems and export development market, etc

The project accomplished two types of tours to the United
States The first was a trade and investment tour from India
conducted in October 1993 The group cconsisted of sixteen
industry representative looking at a broad spectrum of tech-
nologies ranging from greenhouses to farm equipment The
participants attended two conventions and visited more than
twenty different companies

The second tour conducted was i1ntended to update the know-
ledge of twenty-five professionals from institutions, government
promotional agencies, consulting firms, and private industry
representatives in the area of post-harvest techniques The
training program was custom-designed conducted from August 20th
to September 19th 1994 in Davis, California

In addition, market and technology studies were conducted in
United States and Europe Market survey reports were prepared
for selected fresh fruits, vegetables and flowers, processed
fruit products These documents were handed over to MCCI for
distribution on a low-cost basis to i1ndustry and various public
and private agencies

Additional documents prepared 1nclude

. A study of production costs of different types of food
processing, such as dehydrating and canning, along with
list of machinery and their suppliers

. An analysis, "Success Story of Chilean Grape Exports"
was also compiled to give an insight to Government
cfficials in India and entrepreneurs how success 1n
export can be achieved through strategic planning

C. Unfulfilled Potential

The number of areas to study were i1dentified during the

course of the project However, for a variety of reasons, these
studies were never undertaken

. The cold chain i1n India was to be reviewed and stra-
tegies were to be recommended to overcome the con-
straints The study was shelved based on i1dea that such
documentation was available However, after long drawn
enquiries with various agencies, 1t has been difficult
to determine the whereabouts of this i1nformat:ion
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A plan to develop promotional material for distribution
in USA The Technical Coordinator and Local Coordi-
nator chalked out plan to develop ACE promotional
material along with photographs of companies such as
Kirloskar, Chordia Food Products, ARCO, etc However,
a decision by ICICI led to the shelving of this plan

MCCI, one of the promoting agency for ACE project, has yet
to get permission to promote ACE project on a broader basis
MCCI has also yet to get the green light to fully set up a data-
bank i1n order to serve the ACE clientele The reason for lack of
action was the question "Would there be any purchasers for the
data stored in the databank and how well 1s the present facility
on Internet being used"

Lastly there has been only one trade investment tour from
the Indian side A group of industrialists might also visit
India with a view to enhance Indo-US relationship

D. Other Key Organizations

In India, there are three apex bodies consisting of members
such as the different Chambers of Commerce, Industries (both
public, private and government-owned) and Associations These
are Associated Chambers of Commerce and Industries (ASSOCHAM),
New Delhi, the Federation of Indian Chambers of Commerce and
Industries (FICCI), New Delhi, and the Confederation of Indian
Industry, New Delhi (See Exhibit V-3)

These apex bodies make presentation to the concerned mini-
stries and government departments about the key 1ssues raised by
their members about the policy matters All these groups have
different committees which discuss different subject areas such
as exports, infrastructure, taxation, finance, etc

D1 Assoclated Chamber of Commerce and Industries - New
Delhi

The members consist of industries, chambers of commerce such
as the Indian Merchants Chamber, Mahratta Chamber of Commerce,
Indo-American Chamber of Commerce, etc This organization used
to look after the interests of foreign companies 1in 1ts early
years Now, 1t represents 1iimterests of all companies nationally
They have 2,000 members spread throughout India and 21 sub-
committees looking after various subjects



EXHIBIT V-3
INDIAN APEX BUSINESS ORGANIZATIONS

ASSOCHAM FICCI CIlI
Location N Delh: N Delh: N Delh1
FPrimary Foreign Indian Companies Companies with
objective investment Eng & Hi-tech
companies Products
Members 1 Companies with 1 Indian companies 1 Associations
majority foreign inves- eng products
by sequ- tment followed
ence by Indian Co
2 Foreign 2 State Chambers 2 Industries
Chambers of Commerce both with
(Indo-~ (PHD Chamber, Indian &
American,etc ) Federation of Foreign
Karnataka Investment
Chamber,etc )
3 Indian Chambers 3 Associations
(IMC,BCC,etc )
Foreign Member foreign —_———— Five overseas
Offices chambers have offices opening
tie-ups with shortly (one 1in
overseas counter Washington, DC)
parts like
US Chamber of
Commerce, etc
Approxi- @ 2000 2246 3044
mate no

of members
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D2 Federation of Indian Chambers of Commerce and
Industries (FICCI), New Delhi

Their members consist of i1ndustries and chambers of commerce
(mostly from various states such as the PHD Chambers of Commerce,
Federation of Karnataka Chamber of Commerce, etc) This organi-
zation primarily looks after the interests of the Indian compa-
nies They have 2,246 members throughout India

D3. Confederation of Indian Industry (CII1), New Delhi

This organization was earlier called as Confederation of
Engineering Industry (CEI) and used to look after interests of
the engineering products manufacturing companies Since 1992,
they have become Confederation of Indian Industry (CII) and
represent all industry

They have about 3,000 corporate members and 44 industry
assoclration members They have network of 21 offices i1n India
and four office abroad -- London, Zurich, Tashkent and Singapore
The 5th office i1n Washington D C 1s expected to be i1n operation
in May, 1995

Their interest 1n agribusiness 1s relatively recent They
organized "AGRITECH 94" at Chandigarh in December, 1994 During
this exhibition six seminars were held on various subjects like
technology, market, etc A similar exhibition was held in

February, 1995, at Hyderabad

Their overseas offices pass on the information about the
Indian industry to the overseas companies and also help to locate
technology suppliers to the Indian companies Generally, they
believe 1n working in cooperation with the counterpart organi-
zations 1n other countries to have better representation and
information They have about 150 members related to the
agribusiness sector

D4. Agricultural and Processed Food Products Export
Development Authority (APEDA), New Delhi

APEDA was set up i1n 1986 to develop and export agricultural
commodities and exports APEDA helps to i1dent:fy the new mar-
kets, providing better support system to Indian exporters and
manufacturers and introducing new products to the international
market APEDA undertakes various development programs and
1mplements various financial assistance schemes for the benefit
of agricultural exporters



D5. Indian Merchants Chamber (IMC), Bombay

Established in 1907, the IMC has on its list more than 2,300
members including 200 trade and industry associations, public and
private limited companies and entrepreneurs About 50 to 60
delegations from abroad are received every year Their services
include trade information to the members, support for match
making etc They have about 18 expert committees

D6. Bombay Chamber of Commerce and Industry, Bombay

The chamber has about 1,300 members who contribute to about
40 percent production by value 1in India It also has various sub-
commlttees They also receive business delegations from overseas
and assist members on policy matters

D7. Confederation of Indian Food Trade and Industry
(CIFTI), New Delhi

CIFTI 1s an organization devoted to promote the development
of food processing industries in the country It was set-up by
FICCI 1in 1985 It works with Government for to create a suitable
industrial policy framework, assists in the modification of food
laws, provides assistance for exports and technology transfer
CIFTI has chapters i1n four States It has a technical cell and
five expert committees for different issues Its members are
industries, chambers of commerce and trade association It has
about 200 members

D8 Indo~-American Chamber of Commerce, Bombay

The chamber has network of 12 offices across the country and
employs about 60 people They have about 3000 members They
have about 7 to 8 sub-committees which look after various
interests of their members

The strengths of the chamber 1n descending order are as
follows

1 Hi-Tech Products
2 Services Sector
3 Agribusiness

The Chamber 1s associated with US Chamber of Commerce and
American Chambers of Commerce



SECTION VI
POTENTIAL ROLE OF THE ACE PROJECT

A, Recommendations for the ACE Project

This section makes recommendations and proposes specific
interventions that should be carried out in the future by the ACE
Project to address the constraints and assist reaching the solu-
tions discussed in the previous section of this report These
recommendations are drawn from i1deas and suggestions originating
from various scources including 1) interviews with more than
thirty US Indian and US agribusinesses and related associations,
2) review of project documentation on the current lending program
of ICICI, and 3) substantial team experience working with a wide
range of agribusiness development programs worldwide The
proposed interventions are not controversial nor complex In
fact, they have selected because they are relatively simple and
achievable They have proven their worth in many other countries
as effective means to achieve business linkages and business

development goals

It 1s i1mportant to note that our recommendations carry
several common themes or cross-cutting characteristics These
include

. Ability to leverage other resources such as the
systematic utilization of the networks, activities, and
resources of various US and Indian business and trade
associations, and accessing other relevant donor
sponsored programs such as USAID RAP and TEST to
maximize project outreach and impact

. Establishment of proven, service delivery systems to
operate an efficient, proactive outreach program
effectively reaching as many firms as possible

. Allocation of substantial project resources on
developing businesses within®key agribusiness sub-
sectors that represent both major bottlenecks and
opportunities for development - such as food packaging,
post-harvest handling, and cold chain development

Key points of these recommendations are discussed under the
categories of market and technology, policy, finance, infra-
structure and project administration The recommendations have
been summarized in the following Exhibit VI-1 Exhibit VI-2,
which follows 1in Section B, provides an 1i1llustrative schedule
for carrying out the proposed actions
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EXHIBIT VI-1

KEY RECOMMENDATIONS FOR ACE PROJECT

MARKETS AND
TECHNOLOGY

Provide 1nformation about a range of
appropriate US technology and targeted
Indian and other markets

Match making Identify and help assess
potential partners for accessing US,
technologies and Indian, US, and third
country markets

Develop and utilize promotional packages
to encourage business linkages between US
and Indian firms and to extend ACE
services

Focus on key sectors for market
development and technological
opportunities

POLICY

Help groups and associlations examine and
advocate government policy and practices

Educate business leaders and policy
makers in international standards and
policies 1n agribusiness

Provide referrals,information and limited
technical assistance about policy and
regulatory 1ssues related to agribusiness

FINANCE

Continue funding for agribusiness under
the ACE Program through ICICI

INFRASTRUCTURE

Promote i1nvestment in i1nfrastructure

PROJECT
ADMINISTRATION

Establish full-time technical coordi-
nator

Establish ACE office 1in India
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Al. Markets and Technology

A basic set of services of the ACE Project should be to help
Indian agribusinesses i1mprove their access to markets and tech-
nology This should be accomplished through the following four
interrelated and mutually supportive approaches

Ala Provide Information About US and Indian Markets and
Technologles

By a large margin, the most frequently repeated constraint
expressed by US and Indian firms and organizations interviewed
was the lack of awareness of opportunities Individuals inter-
viewed frequently stated the logical point of view that they
wanted to leain much more about the nature of the market and/or
the range of appropriate technology for a particular product line
before they were prepared to pursue linkage arrangements

ACE can perform a valuable service by helping to educate US
and Indian firms about opportunities Information about US,
Indian, and third country markets 1s insufficient as 1s an
understanding of the kinds of technologies, equipment, supplies,
and services that are required and could be supplied to serve
these market opportunities

As one means to accomplish information dissemination, ACE
should become much more involved in various aspects of
organizing, facilitating, promoting, and participating in trade
shows, conventions, conferences, seminars, trade missions, obser-
vational tours and related events This type of service 1s a
very effective first step to facilitating business linkages By
working closely with US and Indian business and trade associa-
tions on these types of events, ACE can effectively and effici-
ently spread information about business opportunities for Indian
and US firms Working with and through associations 1s an excel-
lent way for the ACE Project to leverage other networks and
resources

In India, organizations at the national level and from se-
lected priority states should be targeted according to informal
assessment of their capability and willingness to work with ACE
to get the word out about agribusiness opportunities ACE
should work with various organizations simultaneously, both at
the state and national levels For example, events being
sponsored by local Chamber's of Commerce and Industry, the Indo-
American Chamber of Commerce, and the Confederation of Indian
Food Trade and Industry should be promoted by ACE These
organizations are enthusiastic about incorporating ACE project
activities i1nto their programs and feel that their membership 1is
eager for the kind of information on markets and technology that
could be made available through active direct working
relationships with the ACE Project
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In the United States, associations 1nterviewed for this
report including the Snack Food Association, the United Fresh
Fruit and Vegetable Association, and the Produce Marketing
Association have expressed their willingness to become more
involved with the ACE Project by receiving Indian delegations,
conducting seminars on technologies and opportunities, linking to
special activities with Indian associations, publishing articles
about Indian opportunities in their newsletters, and even possi-
bly featuring India as an emerging market on an annual interna-
tional trade program

The principal market and technology information services to
be provided under this category are

. Identify and organize participation in US and Indian
business organization events

. Provide information to US and Indian organizations for
publication,.

Alb., Match making: Identify and Assess Potential Partners
for Accessing US, Indian, and Third Country Markets and
Technologies

As logical sequel to providing information about US and
Indian markets and technologies, ACE can help Indian and US firms
to i1dentify specific, potential firm to firm linkages

Many of the Indian firms interviewed expressed the need for
assistance with the process of i1dentifying and assessing poten-
tial business partners as well as suppliers and buyers of goods
and services The following types of linkages are examples,
mentioned by the firms and organizations i1interviewed, as those
which are frequently sought and which would benefit from ACE
help

joint ventures (technical, financial, production,
manufacturing, and marketing)

strategic alliances (for exchange of product and market
information)

. franchising

. contract manufacturing

. service agreements for research and testing

. procurement arrangements for equipment, supplies, and

services
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After helping firms to 1dentify specific markets and techno-
logy sources, the ACE Project can also assist with the process of
assessing or evaluating potential business partners ACE can
assist with basic reference and credit checks on prospective
partners and operate under a system that provides basic screening
of ai least several potential partners for any given purpose

The praincipal match making services to be provided under
this category are

. Identify potential joint venture partners in
collaboration with US and Indian business associatilons.

. Assess qualifications of potential partners.

Alc. Promotion of ACE Project Activities

This recommendation 1s 1ntended to address more general
needs for promotion of the agribusiness development agenda and

ACE Project services

Concerns about the perception of doing business 1n India and
lack of understanding of what can motivate US firms to link with
Indian firms have been raised by various parties, both Indian and
US, during the 1interview process Two examples of differing
concerns ralsed are

. The perception of India as a place to do business, 1s
often inaccurate and 1s felt by many US-based companies
to be unfavorable

. Certain types of linkage arrangements - such as buy-
backs or joint ventures sought by India-based groups
who are not already in business - are usually felt by
US-based interviewees to be unrealistic and appear to
represent a lack of understanding of how US agribusi-
ness is structured and, therefore, what will and will

not attract business to India

The ACE project can help constructively to educate both
Indian and US agribusiness about each other's realities and
sometimes inaccurate perceptions These activities should be
directed to and through Indian and US trade and business asso-
ciations 1in order to utiliZe existing networks and have a multi-
Plier effect for reaching agribusiness leadership in both coun-
tries This promotional work 1s also beneficial because 1t pro-
vides a more realistic understanding of what linkage arrangements
the ACE project can realistically facilitate while simultaneously
promoting the growth of Indian agribusiness and Indo-US trade

The principal promotional services to be provided under this
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category are
. Develop materials to promote Indian agribusiness

. Promote Indian agribusinesses through presentations.

Ald. Create and Implement Key Sector Development Plan

This recommendation addresses the need to thoroughly
understand and focus on a few priority sectors of agribusiness
development in order to get the greatest results from ACE Project
efforts

Certain industry sectors such as food packaging, post
harvest handling of fruits and vegetables, and cold chain
infrastructure are seen as underdeveloped and bottlenecks to
rapid development of Indian agribusiness At the same time, they
represent the areas with the greatest potential for business
development The ACE Project should concentrate a portion of its
efforts on these or other sub-sectors considered to require
highest priority attention

To accomplish this, information about the needs of these
sectors should be collected, practical assessments should be
conducted, and recommendations should be made and acted upon
A strategy and action plan to promote and support key business
linkages within these priority sub-sectors should be developed
and receive strong project support The ACE Project service
delivery systems should be biased to favor activities involving
the sectors determined to be of the highest demand by
agribusinesses seeking assistance

The praincipal services to be provided under the key sector
development category are

. Identify and assess key sector needs
. Create a promotional strategy to support key sectors
AZ2. Policy

The reform of certain policy issues and regulations in India
remains an important part of the process of globalization and
liberalization in the country There are many of these issues
that are of concern to companies i1n both the Indian and the
American private sectors We believe that ACE can support the
process of policy reforms by working with Indian and American
business associations to make 1t clear to the Indian government
why and how some policies and regulations could be changed to
increase economic growth

VI-5
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A2a Support Policy Reforms Through Business Associations

Indian businesses have formed many associations to exchange
information and work with the Government to make sure that their
interests are represented For example, the Confederation of
Indian Food Trade and Industry (CIFT1) works with the government
on i1ndustrial policy, recommends modification in food laws, and
analyzes the tax policies - direct and indirect - to recommend
changes necessary for the orderly growth of food industry and

trade

While there 1s no single organization that represents "agri-
business" 1n India, many of the organizations have organized com-
mittees that deal with agribusiness i1ssues We recommend that
the ACE Project would establish an information exchange with the
business associations that deal the most actively with policy
issues that concern agribusiness Issues could be discussed over
the life of the project Certain 1issues might warrant the
organization of seminars or conferences

It might also be possible for ACE to provide technical
assistance on specific i1ssues that are of interest to these
business association This might be 1n the form of a joint
analysis conducted by Indian and American consultants Or 1t
might be an information exchange with a U S organization or
business association that has a special expertise 1n a given
area The presentation of these policy 1ssues to the Government
would be left largely to the associations themselves in a forum
of their choosing

On the U 8§ side of the equation, the ACE project could work
with U 8§ associations to acguire information about questions
that would be of concern toc Indian entrepreneurs trying to get
into the American market or work with U S companies For
example, labeling requirements, grades and standards, and techni-
cal i1nformation related to requirements to pass U S 1nspections
could be subjects of inquiry

In addition, the ACE project could provide some support to
the activities of the Working Group on Agribusiness, a policy
forum for Indian and American companies founded after the recent
visit of Secretary of Commerce Ron Brown While the exact
protocol for ACE to work with this group would need to be
estab.1shed, the project could assist the group in looking at
specific policy problems 1 conjunction with Indian business
associations ACE should play only a minor role with this group

We believe that the work proposed under ACE will 1ncrease
the economic activities of both Indian and American firms in such
as way that will not contravene the Bumpers amendment Many of
the joint ventures activities would lead to increased economic
activities for U S firms selling into the domestic market in
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India The project should also generate increased sales of
American equipment to India The horticultural exports generated
from India are largely off-season fruits and vegetables which
would not compete directly with U 8 agricultural exports (See
Annex G - U S Trade Development Restrictions)

The principal activities in support of policy reforms
through business associations are

. Exchange policy information with Indian and U S.
business assocliations.

. Support activities of organizations such as the Working
Group on Agribusiness.

A2b. Educate Business Leaders and Policy Makers

There are some 1ssues where a visit or study tour for key
business people and policymakers can make all the difference 1in
understanding how and why a new policy might make sense Often
business people and governments 1n other countries have gone
through the same types 0f policy changes as their agribusiness
sectors have grown For example, a trip emphasizing the food
retailing sector in the United States, with side trips to the
USDA and FDA, might facilitate some new thinking about the way
food laws work in India Or, a trip to terminal markets and port
inspection facilities 1in cities around the United States and
Europe would help officials understand international marketing
structures

The ACE project would first work to i1dentify the types of
policy areas where a first-hand educational approach would be
useful Then, working with business associations and key Govern-
ment officials, ACE could coordinate with associations, busi-
nesses, and government officials in the United States and else-
where to organize educational study tours

The principal activities to educate business leaders and
policy makers would be

. Identify areas where education would be useful
. Organize educational events and tours
A2c. Provide Limited Technical Assistance for US and Indian
Firms
The ACE project would be 1n a position to provide limited
technical assistance and information to U S and Indian firms

about the policies and regulations governing agribusiness in the
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United States and India The project would establish rules
governing th:s type of activity, including the limits to the
amount of technical help that could be provided without charge
Generally, the companies obtain assistance working with a
business association that would make information available to all
of 1ts members, providing a greater multiplier effect of ACE
rescurces ACE should establish partnership arrangements with
key organizations to share in the costs and benefits of providing
this i1nformation

Much of ACE technical assistance would be to refer companies
to the right information sources 1in the United States and India,
including the appropriate business associations and governmental
agencles A small library of reference materials would be kept
at the ACE office

The provision of limited technical assistance for U S8 and
Indian firms would be undertaken as follows

. Identify and organize relevant policy information.

. Implement limited technical assistance program working
through partnership arrangements with business
assoclations.

A3 Finance

The major strength of the ACE project to date has been 1in
the finance sector We would recommend that the ICICI continue
1ts financing activities under ACE, augmented by the type of pro-
motional and developmental activities that we are proposing 1in
this paper

A3a. Continue Funding for Indian Agribusiness under ICICI

The ACE project should definitely continue 1ts program of
funding under ICICI while the project augments 1ts market and
technology access services

A3b. Refer Firms to ICICI for Possible Funding

While working with business associations and US and Indian
firms, the ACE project staff will i1dentify some groups that would
be good candidates for ICICI loans These companies would be
referred to the appropriate officers at ICICI or other
institutions such as venture capital organizations

A3c. Mobililize Additional Resources from the Private and
Public Sectors

The ACE project, in general, should leverage 1ts limited
funds 1nto a large multiplier effect by encouraging the greatest
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number of U 8§ and Indian firms to become educated about the
potential for joint activities within the private sector Given
the great potential, there may be opportunities where ACE can
serve as a catalyst to involve other programs of the U S
government such as OPIC, USDA, TDA, and other projects of USAID
such as the Regional Agribusiness Project (RAP) Project
managers should be alert to potential additional sources that
will improve the performance of the ACE project

At the same time, there may be a role for ACE to help
mobi1lize funding available from the private sector to encourage
the activities of ACE, including donations of educational and
training programs from U S and Indian business assocrations and
companies ACE might also work to educate American and Indian
investors and fund managers as to some of the possibilities of
investing in these Indo-American joint ventures

A4. Infrastructure

While there are other USAID activities dealing more directly
with i1nfrastructure i1ssues (such as power generation), we
recommend that the ACE project promote infrastructure development
as part of 1ts overall promotional program

A5 Project Administration

The type of activities emphasized in this report would
require an additional administrative resources to implement the
proposed actaivities The administrative structure at ICICI has
allowed the project to successfully undertake 1ts lending
structure However, the increased level of technical assistance,
training, and promot:ional activities that we are proposing for
ACE would require someone who 1s not only familiar with India,
but also a person who is highly knowledgeable about the
agribusiness sector in the United States and globally The
person will need to be able to work effectively with both
business associations and private companies A much higher level
of activity, continuity, and efficiency will be necessary 1f the
desired results of the project are to be produced by the
scheduled end of project

AS5a Full-time Technical Coordinator in India

We believe that the promotional and informational activities
proposed for ACE in this paper would require the presence of a
full-time technical coordinator Working with bus:iness asso-
ciations in India and the United States, coordinating training
activities, understanding policy and regulatory 1ssues, and
managing the US based technical support team demands full-time
attention to the project in-country

In additional, there would need to be a reasonable staff of
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Indi1ans to support these additional ACE activities

Once a declsion has been taken to hire a full-time technical
coordinator, a scope of work and job qualifications should be
drawn up This would then be circulated and the candidate(s)
submitted to USAID for final approval Then, housing and moving
arrangements would be made for the chosen candidate and that
person would move to India to open a new ACE office

The following steps are needed to establish a full-time
technical coordinator in India are

. Identify and hire the technical coordinator.
. Make housing and moving arrangement for TC
AS5b Establish ACE office in India

The ACE project in now national 1in scope The project
office should be located i1n a place with the greatest national
reach It would be important to travel with some regularity to
the i1mportant business centers of India to work with regional
associrations and businesses

Once a location i1s decided upon, 1t would be necessary to
secure office space and obtain office equipment Consideration
should be given to sharing facilities with a business association
to reduce costs and leverage other resources It would also be
necessary to hire local staff to assist with the new work of ACE
The staffing would be decided upon when the work plan, which will
determine the staffing needs, 1s approved

To establish an ACE office i1in India, the following steps
would take place

. Arrange for office space and obtain office equipment
’ Hire local staff
A5c. Establish Project Management Protocol

As the proposed full-time Technical Coordinator (TC) takes
over management of the ACE technical assistance program under the
Chemonics USAID contract, the functional and decision making
lines of authority will neéd to be revised to fit the new
requirements As the chief Chemonics representative in the
fi1eld, the ACE TC would, with the assistance of the Chemonics
home office, need to establish working relationships with the
various organizations involved with ACE i1ncluding, of course,
USAID, the ICICI, the various subcontractors to Chemonics -
MITCOM, FINTRAC, and GIC, and the Chemonics home office
technical support personnel The project would need to set
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criteria for assistance to firms and organizations, establish
appropriate monitoring systems and develop the annual training
and work plans

The ACE project office in India would

. Revise functional and decision-making lines of
authority.

. Establish technical and administrative support systems
with the Chemonics office in the United States

. Develop monitoring and reporting system.

. Set criteria for assistance to firms and other
participants.

. Develop and administer annual training plan

B. Proposed Plan of Action for ACE Project

The following Exhibit VI-2 provides an 1llustrative schedule
for carrying out specific interventions proposed for the ACE
Project This proposed plan of action 1s a preliminary step
towards development of a detailed work plan which will give
precise consideration to the technical assistance contract budget
and level of effort The praincipal actions proposed in the
attached work schedule are not i1ntended to be all inclusive but,
rather, represent the most i1mportant actions to be undertaken by
the project

wWhen the recommendations proposed i1in this report have been
discussed and agreed upon, Chemonics should, together with 1its
subcontractors and, ideally also with the designated Technical
Coordinator, and ICICI representatives, develop a detailed work
plan which takes advantage of the strengths and experience of all
of the resources available to the project The planning should
take place as soon as possible so as not to lose the momentum and
enthusiasm generated by Secretary Brown's mission, the convening
of the Agribusiness Working Group, and by the International
Conference on Horticultural Development

Some points to bear in mind for planning the new
interventions and activities include, for example,
recommendations made by the participants to the horticultural
conference Some of the important recommendations discussed
regarding holding future seminars, conferences, and/or workshops
were

. Include successful Indian entrepreneurs/experts among
the panelists and presenters

VI-11
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EXHIBIT VI-2

ILLUSTRATIVE PRINCIPAL TASKS FOR ACE PROJECT

| MARKETS AND TECHNOLOGY
A Information
1 ldentifyforganize US & Indian Agribusiness Events
2 Prowvide information to US & India organizations
a) Conventions{Trade Shows
b) Conferences
c) Seminars
d) Trade Misssions
B Maichmaking
1 Identify Joint Venture Candidates
2 Assess qualifications of potential partners
C Promction of ACE Activities
1 Develop matenals to promote Indian agribusiness
2 Present promotion matenals
D Create & implement Key Sector Development Plan
1 Identify and assess key sector needs
2 Create promotional strategy to support key sectors

Il POLICY

A Support Policy Reforms Through Business Associations
1 Exchange policy information with indan/US Associations
2 Support activities of Working Group on Agnbusiness

B Educate Business Leaders & Policy Makers
1 Identify areas where education would be useful
2 Organize educational events/tours

C Provide Limited Technical Assistance for US/Indian Firms
1 Identify and organize relsvant policy information
2 Implement program

HI FINANCE

A Contlnue funding for indian agribusiness under ICICI

B Refer firms to ICICI for possible funding

C Mcbilize Additional Resources from Private/Public Seciors

IV INFRASTRUCTURE
A Focus support on post-harvest infrastructure sector

V PROJECT ADMINISTRATION

A Establish full-time Technical Coordinator in India
1 ldentify and hire technical coordinator
2 Make housing and moving arrangements

B Establish ACE office in India
1 Rent office space and obtatn office equipment
2 Hire Local Staff

C Establish Project Management Protocol
1 Rewvise functional & decision making lines of authority
2 Establish technicalfadmin support systems with US office
3 Develop monitoring and reporting system
4 Set criteria for assistance to firms & other participants
S Develop & administer annual training plan

See Section | D Key Sector Development Plan
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. Encourage attendance of GOI policy makers to attend
these functions as oObservers

Provide an orientation to India (statistical and
product/market information) for the foreign
participants early in the program so that they can
apply and direct their expertise more effectively
This could include some field site visits

. Have a specific sectoral and technical focus for each
event

. Try to allow for time after each event for the
presenters to confer with the participants, providing
advice and/or exploring mutual business opportunities.

. Develop programs that can be easily repeated in various
locations over a short period of time taking greatest
advantage of world class expertise

Regarding the potential for ACE to form strategic alliances
and partnerships, it 1s important to note that several Indian and
US business organizations have expressed strong interest in
working more closely with the ACE Project in the future These
include for example, the Agricultural and Processed Food Products
Export Development Authority (APEDA) in Delhi, the Indo-American
Chamber of Commerce in Bombay, the Mahratta Chamber of Commerce
and Industries (MCCI) in Pune, and the Produce Marketing
Associration (PMA) and National Food Processors Associat:ion
(NFPA), in the US These organizations represent good platforms
from which the ACE Project can launch 1ts outreach program
Specific plans for information exchange and co-sponsorship of a
series of events should be made as soon as possible

The next step, therefore, 1s to prepare and present a
detailed work plan and budget which incorporates the
interventions proposed in Exhibit VI-2 Such a work plan will
include projections for Allocation of level of effort, timing
and schedules of major activities, and budget utilization The
plan should rationally and realistically lay out at least the
next twelve months of work for Chemonics and 1ts subcontractors
according to the revised set of project activities

VI-12
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TABLE A-1

r 4] 1992-23
(Rs crore )
At current prices AL 1980-81 prices

Value of output Inputs Gross  As Valus Inputs Gross %
Agricul- Live~- Total value % of of value Change

ture stock added GDP output added

1950-31 4,690 501 26,790 59715 20815
1955-56 4,289 418 31,012 6,686 24326 -149
1960-61 6,903 1,476 8,379 1,850 6,529 403 36,761 7914 28 347 752
1961-62 7,149 1,507 8,656 1,940 6,717 391 37,101 8,049 29,052 on
1962-63 7,328 1,588 8,916 2,062 6854 371 36,602 8287 28315 -253
1963-64 §,577 1,700 10,277 2,176 g101 381 37 324 8294 29030 253
1964-65 10 572 1857 12 429 2 461 9969 403 40 310 8 620 31 690 916
1965-66 10 384 2,039 12,423 2 566 9,858 3717 35,477 8424 27053 -1463
1966-67 12223 2,244 14,467 3038 11429 387 35 395 8837 26558 ~-183
1967-68 15,362 2,648 18,010 3,459 14551 420 40 991 9835 31127 1720
1968-69 15,622 2,827 18,449 3506 14943 407 41,399 9894 31505 122
1969-70 17,332 3,039 20,271 3964 16,407 406 43613 10,047 33 567 654
1970-71 17,306 3,197 20,503 4,08 16,415 1380 46 645 10,555 36,090 752
1971-72 17,843 3,351 21,194 4524 16,670 360 46803 11078 35725 -lOl
1972-73 19,597 3,807 23,404 5070 18335 359 44310 11011 33299 -679
1973-74 26 115 4,600 30,715 6,316 24,399 393 47368 11,439 35929 790
1974-75 28,746 5,549 34,295 7,960 26335 360 46,765 11,734 35,031 -250
1975-76 27,289 6,147 33,436 7,839 25,596 325 51,962 12,392 39,570 1296
1976-77 27,876 6,612 34,488 8,518 25971 306 49721 12,601 37119 -619
1977-78 32,658 7,196 39,854 9286 30568 318 54932 13524 41408 1155
1978-79 32,873 7,864 40,737 9767 30970 297 56,889 13983 42905 362
1979-80 34,636 8,486 43,122 11,688 31,434 275 51326 14478 36848 -1412
1980-81 46,278 10,597 56,875 15247 41628 306 56,875 15247 41628 1297
1981-82 50,880 12 808 63,688 16892 46796 293 60,163 15885 44278 6137
1982-83 52,515 14,360 66,935 17500 49,435 278 59717 16113 43664 -139
1983-84 63,355 16,659 80014 19,936 60,078 289 65375 16564 48811 179
1984-85 65,443 19,582 85,025 21,345 63,680 275 65,915 17173 48,742 -014
1985-86 69,368 21,920 91,288 23,125 68,163 260 66428 17548 48 880 028
1986~87 72,990 24,552 97,542 25283 72259 247 66041 18036 48005 -179
1987-88 80,932 27,970 108,902 27744 81158 244 65768 17618 48 150 030
1988-89 100,774 32,165 132,939 31,876 101063 255 76316 19734 56582 175l
1989-90 108,441 37,685 146,126 34,036 112,090 247 77,441 20 171 57 270 122
1990-91 129,015 43,659 172,674 38,713 133961 252 \ 80,887 20666 60 221 515
1991-92 162317 254 59322 -149
1992-93 184536 262 62 440 526

CARG (%)

1951-63 55 jo

1970-81 93 120 98 130 88 24 39 20

1981-91 108 152 117 98 12 4 36 31 38

1969-91 100 135 107 13 105 30 35 28

Gross Value Added covered above does not include income from operstion of irrigation system

Centre for Monitoring Indian Economy

Basic Suatistics

India  August 1994



Vi toym
(June—end)
Average duly employmeat (‘000 Persons)
CARG (%)
Industry 1961 1966 1971 1976 1981 1982 1983 1984 1985 {986 1987 1988 1989 1990 1991 1961- [981- [96I-
1981 1991 1991

Food products 557 601 676 885 1000 993 1028 1029 1056 1043 1082 1081 1,184 1147 1140 30 13 24
Beverages & tobacco

products 182 ps 146 152 197 20 223 159 167 179 148 142 138 130 133 04 -39 -10
Textiles 1206 1261 1425 1618 1787 1,705 1776 1732 1738 1713 1,762 1677 1728 1710 1766 20 -01 13
Wood & cork, furniture &9 96 o8 130 130 139 154 153 162 183 168 169 152 156 161 32 2.2 29
Paper & paper products 42 59 208 249 317 321 327 331 336 340 340 348 354 364 378 106 18 76
Laather (except footwear) 20 26 44 49 55 56 60 63 64 67 (] 79 79 81 97 52 59 54
Rubber, plastics &

petroleum products 57 78 107 137 175 188 204 203 211 221 231 260 301 346 266 58 43 53
Chenucal & chemicals

products 146 206 269 360 460 470 500 480 502 512 541 555 533 499 609 59 2.3 49
Noo-metalle mmnerals 193 235 72 321 363 379 411 454 455 430 516 520 544 561 564 32 45 36
Banic metals 178 264 325 430 503 532 555 552 557 579 580 608 601 631 624 53 2.2 43
Metal products 135 201 185 210 257 270 274 280 305 282 285 287 295 300 347 33 30 32
Nea-cloc and eloc mach. 302 504 580 689 854 862 890 860 878 882 886 929 927 928 948 53 10 39

Noa electrical mach. 215 S 370 428 503 519 541 515 515 510 510 527 531 43

Electrical machmery 87 159 210 261 351 343 349 345 363 n 376 402 396 72
Transport equipment 358 452 302 380 417 447 462 461 430 476 463 487 488 480 4T2 0g 13 09
Miscellaneous mdustries 130 166 56 62 72 3 3 73 74 8t 78 99 88 90 99 =29 33 09
Electricity, gas & steams “ 54 58 74 99 101 102 115 12t 114 12 138 147 151 151 41 43 42
Others 285 425 437 453 445 459 478 478 496 494 531 562 2.0 2.3 2.3
All Industnes 3904 4,225 4751 5746 7111 7,193 7491 7390 756 7,630 7,749 7,875 8,053 8105 8318 30 16 26

Centre for Momtormg Indisn Economy Basic Statishics India, August 1994
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TABLE A-3

India's Share n the World Exports of Principal Commodities, 1970, 1980 and 1991

(US$ Million)
World Indian Exports India s sharo (%)
1970 1980 1991 1970 1980 1991 1970 1580 1991
Mot and meat proparstions 3584 17832 36214 4 67 o4 ot 040 026
Fish crustaceans and mollases & Ks prep 12 258 39704 242 57 200 146
Cercals and cereal proparations 6775 41 989 43712 9 201 391 013 050 089
Rico 925 4355 4 021 6 160 307 065 370 763
Vogetabics and fruits 1471 24 018 54 193 17 5% 370 120 110 068
Sugar sugar preparations and honey 271 16 183 14 795 26 46 0 i 00 030 000
Coffec and coffee substitutes 3205 12979 1473 N mn 135 100 210 159
Tea and mate 587 1631 2614 196 452 436 3340 2770 1859
Splces 255 1on 1395 52 156 121 2050 1450 8 67
Feeding stufl for animals 10322 16 501 164 376 160 228
Tobacco factured tob refuse 1058 31423 5813 42 151 128 400 4 40 220
Tobecco manufscture 655 13 339 1 26 0120 019
Oilsced and olcaginous fruit 9 487 10 138 30 46 030 045
Metalliferous ores and metal scrap 71357 30 239 34 981 193 465 714 260 I 50 204
Iron ore and concentrates 2373 6515 9932 158 411 583 670 630 587
Orgenkc chemicals 6 643 31 841 73832 9 17 306 010 o0 041!
Inorganic chemicals 15 491 27 855 26 KX} 020 012
Dying tanning and colouring materials 1 615 7986 20456 ) 65 258 050 080 126
Medicinel and pharmaceutical products 2 687 13918 41275 b 109 483 0 40 080 117
Esscntin] olls and perfume materials toilets
polishing and cleaning preparstions 916 7647 21831 10 86 257 110 110 118
Explosives and pyrotechnic products 630 1044 { 3 010 029
Artificial resins plastic materials
cellulosc csters & others 27223 69 376 3 14 (11171
Chemical materials and productane s 15 960 35152 ] 103 02
Leather leather mits nec 1 047 5 967 13984 95 405 651 910 6 30 4 66
Lesther 701 3415 91376 o4 2 296 1340 1000 316
Mfrs of lcather or of composition leath 132 975 3559 1 62 355 0 60 630 997
Furskins tannod or dressed etc 214 1577 1 050 1 0 010 000
Texties yarn fabrics mads up srticles
and related products It 37t 43 884 116 501 461 1 145 2343 410 23 201
Cotton fabrics woven 1436 6632 16 317 98 351 623 680 530 i
Fabrics woven of man made (ibres 3967 9328 25 401 189 44 202 480 050 030
Textile fabrics woven other than of cotton 6 40
or man made f{ibres 270 Jiss 8 505 2 204 209 080 246
Pearls precious and sermi-precious stoncs 2431 i8 563 3i 501 53 579 2460 220 310 781
fron and stecl 14 540 68 231 108 626 132 87 351 090 010 032
Menufaciures of metelsn e ¢ 4328 36 840 72 221 27 221 330 (X)) 060 046
Power g tng hinery & equipment 20 884 s 83 456 25 28 127 010 020 olts
Machinery specislised for particular indy 10 670 58495 116 501 17 65 184 020 gio 016
Metal working machinery 15 671 30 248 32 47 Q20 ols
General industrial machinzry & equipment
nec & machine parts theroof 59443 135715 67 17 010 009
Office machinery and ADP equipment 24750 142 856 2 66 Q00 00s
Telecommunication and sound recording and
cproducing apparatus and equip 26799 114 563 1 3 000 003
Electrical machinery spparatus and
appliances n ¢ s 60 %47 216 535 114 257 020 [N ¥}
Roed vehicles (including s cushion vehicles) 127347 163 610 208 aus 020 027
Othes transport oquipment 41291 119 068 k7] 45 010 004
Articles of apparel and clothing accessorie 109 32365 121083 590 2531 i 80 209
Total exports (including others) 313706 1939 867 3179 309 2026 3387 172383 060 040 0.55

Centre for Momitoring Indian Economy

Basic Statistics India Auguat 1994



ANNEX B
TERMS OF REFERENCE




IMPEDIMENTS TO INDQ-US AGRIBUSINESS LINKAGES

Terms of Reference
February 6, 1995

INDIA AGRICULTURAL COMMERCIALIZATION AND ENTERPRISE PROJECT
Contract No 386-0521-C-00-2166-00

Background

In recent years, India has made considerable progress in the process of economic
reform, and particularly the reduction of barmers to foreign trade and mvestment In 1993,
U S exports to India rose by 44% to an all tume high of $2 8 bilion India has attracted the
interest of multinational enterprises wn both Europe and the Pacific Rum as a base for
production as well as a market for consumer products The ACE project aims to increase the
level of investment and mntroduce new technologies 1n the horticultural sector (as stated 1n the
Project Paper and the PRISM document ) Enhancing the Indo-U S agnbusiness linkages 1s
also part of the overall objective of the Indo-U § Commercial Alhiance recently signed by
the US Commerce Secretary Ronald H, Brown and Commerce Mimster Pawar on January
16, 1995 n New Delln  The sigmng comncided with the recent trade mission of some 25
U S corporate executives led by Secretary Brown Although the delegation was largely
compnised of sectors other than agribusiness, e g , telecommumnications, there are many
lessons to be drawn from this linkage which might be applied to furthering agnbusiess
ventures The mission also represents an important event 1n furthenng trade relations
between our two countries

Scope of Work

Building on the framework provided by the Indo-U S Commercial Alhance, the
USAID-financed Agnculture Commercialization Project (ACE) will undertake a study whose
purpose 1s to recommend actions which will increase the agnibusiness market linkages
between the U S and India The study will provide USAID and other key participants with
a review of current policies and/or pra€tices by public and private sectors and business
associations that encourage, or under (1 ¢ , impediments to) commercial relationships
between Indian and Amerncan agnbusiness concerns  Finally, the study will recommend an
explicit strategy for the allocation of ACE resources to improve U S -Indo market Iinkages
the horticulture and food processing sectors

Methodology

In the spint of cost-effectiveness and producing a quality, timely analysis Chemonics
proposes to take an approach which relies on the strengths/accessibihity/contacts of our
respective subcontractors -- MITCON, GIC, and FINTRAC In the preliminary data-
gathering phase, we will utilize n-house data where appropnate, (e g , GIC has a listing of
Jomnt ventures registered 1n India through December 1994, and secondary data sources such



as donor studies), and we will complete the data where there are obvious gaps that directly
umpact on the task at hand utihzing MITCON for gathening information that can be obtained
more readily n India

The study will center around a series of case studies mvolving U S -Indo agnbusiness
linkages, and emphasis will be placed on the pature of the business linkage, and 1ts
faciitating (or hindering) factors We will use the local Indian firm MITCON to help
identify potential case studies and hinkages by conducting some of the mmtial telephone
wnterviews with Indian firms in New Delhi, Bombay, and other areas where a concentration
of targeted enterprises are located A seres of standard guidehnes for interviews will be
developed for obtamning information that can be readily synthesized
Similar telephone interviews will stmultaneously be conducted with U S firms to provide a
complete picture of how the hinkage occurred from vanous perspectives, and what linkage
helped the venture to come together (or not),

Followup interviews will then be conducted with some of the Indian partners of the
firms 1dentified during the telephone surveys, MITCON will once again participate
facibtating these meetings and where appropnate participate m them At the same time,
MITCON will help to 1dentify and set up meetings with some of the key private and public
sector actors which play some role 1n effecting agribusiness linkages We envision two
representatives from MITCON playing an important role n not only uutial organizational
meetings, but as the two-expatnate team splits up to cover different firms and organizations,
we would team a MITCON representative with each

Findings from the interviews (Jownt ventures, other actors and intermediaries) will be
synthesized Specific recommendations regarding mimmizing constraints to US-Indo linkages
will be made What seemed to work will be cited and finally, a strategy for allocating ACE
resources to fit with the administration’s strategy to strengthen US-Indo alliances will be
recommended

Estimated Tume and Proposed Schedule

We are prepared to begin work on this study as soon as we receive USAID’s
approval For purposes of planming and budgeting, we are prepared to begin work on
February 9 and would expect to have a draft report prepared for submission to USAID on
Friday, March 10 An imtial workplan follows

February 9-10: Preliminary information gathering taking place in the U § and India
(Chemoncs, GIC, FINTRAC, MITCON, Mssrs Bremer and Scott)

February 12-18
’ Mssrs Bremer and Scott travel to New Delhi and meetings are held with USAID to

discuss scope of work, itinerary, present draft interview instrument for
gathering/recording of data, draft outline of final report



March 6-10 Preparation of draft report incorporating responses from USAID and additional
data gathered duning convention (Mssrs Bremer and Scott)

Anticipated Deliverables
Chemonics will produce a report which will;

. Include a brief descrniption of present Indo-US linkages and the
mechanisms/orgamzations supporting them, (note These would be summanes of
some 8-10 linkage case studies annexed following a standardized format)

. Analyze
- selected jownt ventures
- failed attempts
- current advantages and barriers
- key orgamzations interested i improving Indo-US agnbusiness linkage (profile of
interested parties or organizations) both in India and the U S,

d Select broad potential areas (e g technology(production/processing), policy
framework, regulatory, marketing, infrastructure,) where efforts to improve Indo-US
linkages should be directed,

. Prpvide recommendations focused in two time frames short run (2 years), and
medium (3-5 years) and should include "what" to do as well as "how" to put them
mto practice,

. Indicate expected support to the Indo-US business agenda from recommendations,
. Define ACE's potential role in providing these linkages

Personnel

Chemonics proposes a personnel strategy that will result m a quality study that 1s both
timely and cost-effecive  OQur team will be led by Mr Gordon Bremer, senior agribusmess
and trade development manager for Chemomics Mr Bremer has many years of worldwide
experience in both leading and participating 1 with study teams of the kind proposed under
these terms of reference His expenience working with the private sector and thorough
understanding of business and development consulting projects will be especially helpful 1n
carrymng out this study Mr Bremer will be jomned by an agribusiness expert, Mr William
Scott, currently vice-president of Agland in Califorrua  As an agriculture economist, Mr
Scott has participated 1n both pnivate sector and donor funded teams 1n Asia and elsewhere

around the world

This study will also rely on the local business acumen and participation from
MITCON, one of our subcontractors under the ACE project Situated in Pune, India,
MITCON’s role will be help to assure a qualty and cost-effective product  Specifically,



MITCON will be responsible for helping to gather information and connect Mr Bremer and
Mr Scott with key players 1n India’s agribusiness sector At the same time, we will rely on
MITCON to help with wnting of some of the case studies (the information-gathering phase),
facilitate in-person iwnterviews (the validation phase), and assist where necessary with
logistics associated with the smooth operation of the study

Finally, we plan to utiize the home-office talent of Chemonics and 1ts two U S
subcontractors Fintrac and GIC to help with U § contacts Their role will be to provide
preliminary information to the team on linkages to date mvolving Indian agnibusinesses, and
to assist the team wn India i completing the linkage case studies as requested They will do
so by interacting directly via telephone or 1n person with U S agnibusinesses, trade
associations and orgamizations which have been 1nvolved or prospectively could play a hey
role 1n enhancing agribusiness market linkages The work m the U S will be coordinated by
Pamela Michel, the internm technical coordinator

Resumes for the Mssrs Bremer and Scott as well as their biodatas are attached
Resumes and biodatas for home-office personnel for MITCON, GIC, FINTRAC, and
Chemonics are currently on file with USAID
Budget

The proposed budget 1s attached



. USAID, the Foreign Commercial Service and Ag Counselor provide comprehensive
set of documents regarding hiberalization process, foreign investments, and the
agribusiness sector as well as discuss relevant aspects of the US-Indo Alliance
Additional background documents and key contacts for other relevant USAID projects

are provided

. Mssrs Bremer and Scott hold organizational meetings with MITCON representatives
in New Delhi

. MITCON, GIC, and FINTRAC representatives continue information gathering in
Us

February 16-22

. Telephone mnterviews with Indian partners of joint ventures are conducted with firms
primariy 1 the New Delhi and Bombay areas Discussion of the mmtial findings
(output, and process) 1s ong-gomng to reaffirm methodology and change as
appropniate (MITCON, G Bremer, and B Scott)

. Telephone mterviews with U S partners of Iinkages Commumnucation of findings via
fax to team 1mn India (GIC, Chemormncs)

February 22-24

. In-person nterviews with selected Indian firms to further validate the imtial telephone
mformation or complete profiles Interviews with key stakeholders from pnvate and
public sector, e g , ICICI, AID contractors from PACT project, Indian agribusiness
leaders (MITCON, G Bremer, and B Scott)

. Telephone mterviews with U S partners of linkages, and m-person interviews with
some trade organizations/associations, intermedianies, and additional contacts as
requested by team n India Communucation of findings via fax/modem to team mn

India (GIC, Fintrac, Chemonics)

February 25-28 Synthesize findings (analysis of case studies, role of intermedianes, market
linkages that have worked/failed and reasons why (policy constramnts, etc ) Formulation of
strategy that will enhance U S -Indo agnibusiness linkages, and suggested allocation of ACE
resources toward that objective (MITCOM, Mssrs Bremer and Scott)

March 1 Oral presentation of imtial findings to USAID  Solicit mput to conclusions and
recommendations for incorporation nto final draft (Mssrs Bremer and Scott)

March 2-4  Participation 1n the International Horticulture Convention in Bombay and New
Delli  Additional data gathering as appropniate  (Mssrs Bremer and Scott)

March 5 Departure from India for the U S

ni“%
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ANNEX C
LIST OF CONTACTS MADE

Sr Name and Address Phone/Fax
No
1 Mr Dick Goldman 11 686 5301

Office of Environment, Energy & Eneterprise, 11 686 8594
United Agency For International Development

B-28 Institional Area,

New Delhi - 110 016

2 Mr Ronald Somers 11 686 5301
India Private Power Intiateive 11 686 8594
United Agency For International Development
B-28 Institional Area,

New Delhi - 110 016

3 Mr. Fellipe Manteiga 11 686 5301
Project Officer 11 686 8594
United Agency For International Development
B~-28 Institional Area
New Delhi - 110 016

4 Ms Prerna Tandon 11 686 5301
Agribusiness Program Chief 11 686 8594
Uy s A I D.
B-28 Institional Area
New Delhi 110 016

5 Mr Thomas Pomeroy 11 611 3003
Agricultural Counselor 11 688 5606
American Embassy
Shanti Path
Chanyakya Puri
New Delhi - 110 021

6 Ms Ngoc Minh Le 202 663 2669
Business Advisor 202 663 2670
U S A I D
Centre for Trade and Investment Services,
Room # 100 SA - 2
Washington DC 20523 0229

usa
7 Mr D. H. Pail Panadiker 11 331 6076
Hon Advaisor 11 332 0714

Confederation of Indian Food Industry
Federation House,

Tansen Marg,

New Delhi - 110 001

Annex C - 1
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10

11

12

13

A)

B)

Ms Padmaparna DasGupta

Confederation of Food Trade and Industry
Federation House

Tansen Marg

New Delhi - 110 001

Ms Rekha Sinha

Cconfederation of Food Trade and Industry
Federation House

Tansen Marg

New Delhi - 110 001

Mr Gokul Patnaik

Agricultural and Processed Food Products
Export Development Authority

3rd Floor, Ansal Chambers II

Bhikajl Cama Place

New Delhi 110 066

Dr H A B. Parpia
Advisor and Director
Kejriwal Enterprises
312 World Trade Centre
Barakhamba Lane

New Delh1i - 110 001

Mr N M Kejriwal
Chairman and Director
Kejriwal Enterprises
312 World Trade Centre
Barakhamba Lane

New Delhi ~ 110 011

Chairman,

Golden Jubilee Celebration Committee
All India Food Presevers Assoclation,
206 Aurobindo Marg,

Hauz Khas

New Delhi - 110 016

Mr Jagmohan Singh Raju IAS

Dairector

Agraicultural and Processed Food Products
3rd Floor Ansal Chambers II

Bhikajl Cama Place

New Delhi - 110 066

Annex C - 2

11
11

11
11

11
11

11
11

11
11

11
11

11
11

331
332

331
332

611
687

331
332

331
331

660
660

668
687

9251
0714

9251
0714

4350
5016

5029
2884

5029
2884

860
860

1512

5é



14

15.

16

17

18

19.

20

Mr K D. Kapoor

Sr Marketing Manager
Mr. Rohit Bakshi

Asstt Marketing Manager
Flex Foods Ltd.

M-32 Commercial Complex
New Delhi - 110 048

Mr. R. L. Chopra

General Manager

Tropical Fruits International
312 World Trade Centre

New Delhi 110 001

Mr. S V. Padnabhan

Advisor Corporate Affairs

11th Floor, Mohan Dev Building
13 Tolstoy Marg

New Delh:i - 110 001

Mr.C K.Basu

Joint Secretary

Government of India
Ministry of Food Processing
Industry

Panchsheel Bhavan

Khel Gaon Marg

New Delhi - 110 049

Prof. Pyarelal Arya

Director

K.J Somaiya Institute of
Management Studies & Research
Vidyanagar, Vidyavihar

Bombay - 400 077

Mr.T.K.Chakrabarty

Chairman & Managing Director
Corn Products Co (India) Ltd
Shree Niwas House,

H Somani Marg,

Bombay - 400 001

Dr.G D.Pimprikar
President (Opration)

Kalyani Agrp Corporation Pvt Ltd

24 Suyojana Socliety II,
Koregaon Park
Pune - 411 001

Annex C - 3

11
11

11
11

11
11

11
11

22

22
22

212
212

644
642

331
332

332
371

649
649

512

204
204

663
661

9552
9511

5029
2884

3021
2827

2476
3228

8501

2321
6180

292
066



21

22.

23.

24

25

26,

27

Mr Pradeep Chordia

Director

Chordia Food Products Ltd
48/2, Parvati Indul. Estate
Pune-Satara Road

Pune - 411 009

Mrs Vidya Iyar

Director

Hi-Rel Agri Tech(India) Pvt Ltd
1583, Sadashiv Peth, Tilak Road,
Pune - 411 030

Mr.A.J.Advani

General Manager

Industrial Credit and Investment
Corporation of India Limited
Scindia House,N M.Marg,

Ballard Estate

Bombay - 400 038

Mr P N.Mogre

Secretary - General
Indian Merchants’ Chamber
IMC Marg, P.B.No 11211
Churchgat

Bombay - 400 020

Mr Damindra Dias
Managing Director
Kellogg‘s India Limited
56, Maker Chamber VI,
5th Floor, Nariman Point
Bombay - 400 021

Mr V Rangaraj

Executive Director
Indo-American Chamber of
Commerce

1-C Vulcan Insurance Bldg
Veer Nariman Road,Churchgat
Bombay - 400 020

Mr S8 R Kumar

Deputy Manager

Biotech Consortium India Ltd
Kubdan House, 4th floor,

16 Nehru Place

New Delhi - 110 019

Annex C - 4

212 435535
212 477833

212
212

22
22

446184
338460

261 8251
262 5444

22 204 6633
22 204 8505

22 283 4533
22 283 4444

22 221 413
22 204 6141

11 641 5385
11 643 8926



28

29,

30.

31

32.

33

34.

Mr Nadir B Godre)
Chairman

Pirojshanagar

FEastern Express Highway
Vikhrolzi

Bombay - 400 079

Mr.Desaix Myers
Deputy Director
United States Agency for

Internationational Development

American Embassy
New Delhi -~ 110 016

Mr.L A D’souza

Secretary

Bombay Chamber of Commerce
and Industcy

Mackinnon Mackezie Bldg

4, Shoor3ji Vallabhdas Marg
Ballard Estate

Bombay - 400 038

Mr K Bhatia

Chief Manager

Ministry of Food Processing
Government of India
Panchsheel Bhavan

Khel Gaon Marg

New Delhi -~ 110 049

Mr.B R.Jain

Chairman

Bhilai Engg Corp Ltd
31,Maker Chambers III
3rd floor,Nariman Point
Bombay - 400 021

Dr M M Kraishna

Chairman

Modern Food Industraies
Palika Bhawan,R K Puram
Ring Road -
New Delhi - 110 066

Mr.XK K.Malviya

BEC Foods

13, Mas3jid Moth DDA
Commercial Complex

New Delhi - 110 048

22 5171 861
22 5172 45%

11
11

22
22

11
11

22
22

6113051
6868533

261
262

649
649

283
287

4681
1213

2864
3228

1724
3789

11l 688 5452
11 687 2773

11 644 5815
11 644 5819
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36

37

Mr S N Dua
Chief Executive

Bharat Starch Industries Ltd
N-75, Connaught Circus

New Delhi - 110 001

Mr S N.Borkar
Commercial Manager

Continental Grain (I) Pvt Ltd
43 ,Nariman Bhavan,Nariman Point

Bombay - 400 021

Mr A C.Govindan

Dy Gen Manager

Ralls India Limited
21 D Sukhadvala Marg
Bombay - 400 001
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371
332

202
202

6148
5289

6205
2382

22 204 8221
22 204 7755
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Mr.J S.Sarma " Production and consumption of foodgrains in
India : Implaications of accelerated economic growth and
poverty alleviation", International Food Policy Research
Institute, Washington, July 1990

" Setting up a food processing unit from selection to
production", Confederation of Indian Food Trade and
Industry, New Delhi, 1993

" Horticultural Crops A Catalogue of Short Course", RAP, MD,
1293,

"Study of the Chilean Horticultural Export Program", Chemonics
International Consulting Division, Washington, D C,, 1993

"USAID/India - Strategic Framework FY 1994-2000%", USAID, 1993

"Doing Business 1n India", Ministry of External Affairs, New
Delhi, 1992

"38th Annual Report and Accounts 1993-94", The Industrial Credit
and Investment Corporation of India Limited, Bombay, 1994

"Doing Business 1n India", Ernst and Young Internatiocnal Ltd New
York, 1994

"India Business Perspectives®", Ministry of External Affairs,
Government of India, New Delhi, 1994

"India and America - Trading Compliments", The Economist, January
1995

"Development and Business Opportunities in India", On Line Data
Bank, Chemonics International Consulting Division,
Washaington, D C

"Barghouti, Cromwell and Pritchard," Agricultural Technologles
for Market-Led Development Opportunities in the 1990s", in
World Bank Technical Paper Number 204, The World Bank,
Washington, D.C 1992

"USAID India Program Summary", USAID, Washington, D C , 1994

"India Agricultural Commercialisation and Enterprise Project",
USIAD, Washington, D C 1991

"Report of Technical Assistance Assignment Results™, Chemonics
International Consulting Division, Washington, D C 1994
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"Formation of And Terms of Reference for the United States -
India Commercial Alliance’, Department of Commerce, USA,
Washington, D C 1995

WUSAID/INDIA - office of Environment Energy and Enterprise -
E3" ,USIAD, Washington, D C 1991

WUSAID/INDIA Agricultural Commercialisation and Enterprise -
Project Paper Team Report", Chemonics International
Consulting Division, D C 1991.

"INDIA ECONOMIC TRENDS REPORT~ JANUARY 1995", American Embassy,
New Delhi, 1995

"Multinational Corporations - The Big Fight, for The Big", India
Today, August 1994

"Trade Act Report!", American Embassy, New Delh1i, 1995

"United States Development of Commerce News", Department of
Commerce, Washington, D C , 1995

"India - Economic Trends Report", American Embassy, New Delha,
1994.

"India Budget Highlights - 1994-95", American Embassy, New Delhi,
1994

"Labour Topics for Prospective Investors", Consulate General,
USA, Bombay 1994

"Tndia‘’s Import Licensing Requlrements", US Department of
Commerce, Washington, D C 1994

"India Export Policy", U S Department of Commerce, Washington,
D C, 1994.

"Indian Customs Tariff", U S Department of Commerce, Washington,
D C 1994

The Horticulture Technology Market In India", American Embassy,
New Delhi, 1993

"Big Emerging Markets Development - Trade", 1n West Coast
International News, USAID, Washington, D C 1995

Pagricultural Machinery and Equipment ", American Embassy, New
Delhi, 1993.

Swajda, " India Seiving The Moment What Next in Reform
Process", at World Economic Forum Meeting, New Delhi, 1994
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Pursell and Gulati, " Liberalising Indian Agriculture", 1in Policy
Research Working Papers, The World Bank, Washaington D C ,
1993.

"Comparative Investment Incentives", DEG-Dutsche Investition,
GMbH and SGV and Co SC, 1994

"39th Annual Report and Accounts 1993-94", The Industrial Credit
and Investment Corporation of India Limited, 1994

"Agquaculture Industry - An overview", ICICI Ltd , Bombay, 1994.
"Invest in India", Indian Merchants Chamber, Bombay, 1994

"Highlights of Sectoral Session on Indo-US Alliance in Agri-
Business", FICCI, New Delhi, 1995

Mc Donald, "™ Economies Don‘t Look Back", in Far Eastern Economic
Review, March 1994

"A Survey of India", in The Economist, January, 1995.

Heeks, " Constraints on and support fr Industrial Policy
Liberalisation in India'", in Development Policy Review,
Overseas Development Institute, Lodon, 1992

"India Private Power Initiative Implementation Plan", Department
of Power’s Investment Promotion Cell and USAID, New Delh:,
1994

Saqib and Poulose, " Changing Role of FDI in India’s Reform
Process™, Indian Council for Research on International
Economic Relation, New Delhi, 1994

Barrow, Lee and Mc Hinch, " Creating An Internationally
Competitive Bio-technology Industry", Indian Council for
Research on International Economic Relations, New Delhai,
1994,

Gandhi, " Indo-US Technology Transfer Macro-Issues and
Potential", Indian Council for Research on International
Economic Relation, New Delhi, 1994

Abbott, " Intellectual Property Rights and Indo-US Investments
and Trade Issues", Indian Council for Research on
International Economic Relation, New Delhi 1994

Sagib and Poulose," An Overview of Economic Reform and FDI In

India," Indian Council for Research on International
Economic Relations, New Delhi, 1994
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"Approvals for US Investments In India Post Liberalisation
Period", Indo-American Chamber of Commerce, Bombay, 1994.

"Data on Indo~-US Economic Relations", Indo American Chanmber of
Commerce Bombay, 1994

"Join Hands with the Leader", Rallis India Ltd , Bombay, 1995
" Profile-Continental Grain Company", New York, 1995

"India A Report", Indo-American Chamber of Commerce and DSP
Financial Consultants Ltd Bombay, 1995

"Member Directory 1994-95", Indian Merchants Chamber, Bombay,
1994,

"Member Directory", Indo American Chamber of Commerce, Bombay,
1994

"Maize Info", Indian Maize Development Association, New Delhi,
Oct 1994.

" A Produce of India", Agricultural And Processed Food Products
Export Development Authority, New Delhi, 1994

"Directory of CIFTI Members", Confederation of Indian Food Trade
and Industry, New Delhi, 1994

"The New Maharashtra Horticulture Policy - Opportunities,
Constraints and Consequences Scenario Analysis", Bombay
Chamber of Commerce and Industry, Bombay, 1991

"Food Processing Industries In India Investment Opportunities",
Ministry of Food Processing Industries, New Delhi, 1994

"Business South Asia", The Economist,January 1995
"Survey of Indian Agriculture", The Hindu, Madras, 1992
"The Role of Agri Business 1n Asia'", RAP Maryland, 1994,
"Pre Budget Memorandum on Food Processing Industry”,

ignfederatlon of Indian Food Trade and Industry, New Delha,
995,
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ANNEX E
CASE STUDY SUMMARIES

I

A

COMPANY DESCRIPTION

COMPANY OR ASSOCIATION

Companiesg
(India) Kalyani Agro Corporation Pvt Ltd
(India) Orient Vegetexpo Ltd
(India) Pepsi Foods Limited
(India) Flex Foods, Ltd
(Us) Bioseed Genetics International
(India) Bioseed Genetics International
(Us) McCormick, Inc
(Us) Pressure Cool
(Us) CPC International
(India) CPC (India) Ltd
(India) Kellogg India Limited
(Us) NTB Bowsmith Irrigation Co Ltd
(India) Bharat Starch Industries, Ltd
(Indaa) Modern Food Industraies
{Indaia) BEC Foods, Ltd
(India) Tropical Fruits International Inc
(India) Agro-Foods Punjab Limited
(India) Rallis India Laimited
(India) Continental Grain (India) Ltd
(India) Wens Agro Food Ltd
{Indaia) Kwality Frozen Foods Ltd
(India) Godrej Group of Companies
(Indaia) Chordia Food Preducts Ltd
(Indaia) Hi-Rel Agri-Tech (India) PVT LTD
Associations
(Us) Snack Food Association
(India) All India Food Preservers’ Association (AIFPA)
(India) Confederation of Indian Food Trade and Industry
(CIFTI)
(India) Agriaicultural and Processed Food Products Export
Development Authority (APEDA)
(India) Indo-American Chamber of Commerce
(India) Bombay Chamber of Commerce
(Us) Food Processing Machinery & Suppliers Association
(FPM&SA)
(Us) Produce Marketing Association (PMA)
(Us) National Food Processors Association
(Us) United Fresh Fruit and Vegetable Association
(UFFVA)
(India) Indian Merchant’s Chamber (IMC)
(India) Confederation of Indian Industries

Annex E - 1
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TYPE OF BUSINESS

No of
Cages

H PR WWw o Y e Al

o

Type of Busgsiness

US Business/Trade Associations

Indian Business/Trade Associations

GOI export development authority

US Seed research, production, and

marketing

India Seed research, production, and
marketing

US spice processing and merchandising

US cooling equipment sales

US corn products processor and distributor
Indian corn products processor and
distributor

US manufacturer and distributor of breakfast
cereals

Indian designer, manufacturer, and installer
of drip irrigation systems

Indian government bread bakery and pineapple
processor

Indian fruit/vegetables processor/distributor
Indian fruit/vegetables processor/exporter
Indian freeze-dried and canned mushrooms
Indian bottler/processor and fast food
retailer

Indian agrochemicals and biotechnology
regsearch and development

Indian grain and feed i1importing and exporting
Indian commodity broker

Indian manufacturer and distributor of ice
cream and frozen foods

Indian group of related companies i1mporting,
exporting and manufacturing and distributing
daverse products and services animal feed,
agricultural chemicals, growth regulators,
vegetable oi1ls, fresh and processed fruit and
vegetables, tissue culture, seeds, cut flo-
wers, and research services

Processing and export sales of dried flowers

Annex E - 2
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TYPE OF LINKAGE

No of
Cases

Indian

[N Sa RS}

H

back,

Indian
Indian
Indian
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Type of Liinkage

US business association (some Indian members)

business association

GOI export authority

Joint venture for processing, finance, buy-
research, and/or technical assistance
Potential joint venture

Sourcing arrangements

US sales into Indian market

US company with Indian subsidiary

company with foreign ownership
importer
exporter

Franchising
Contract manufacturing

Annex E - 3
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II IMPEDIMENTS

A MARKET
No of
Cases Type of TImpediment

2 Lack of proactiveness from US firms

13 Lack of awareness of opportunities
- lack of ACE collaboration and flexibility
- 1naccurate market projections
- lack of partners with export market "tie

ups H

- lack of contacts
- India as a production base

1 Poor foreign image of Indian market

1 Lack of raw materials

1 Unrealistic business expectations

1 US market i1s not best for Indian fresh

products

1 Very small food processing industry
(L - 1 5%)

1 Trading mentality inhibits consistent supply

3 Lack of awareness of potential foreign

technology/partners
1 Third company competition
1 Has US domestic market focus

B TECHNOLOGY

No of
Cases Type of Impediment
10 Lack of awareness of potential foreign
4

technology/partners
- lack of ACE collaboration and flexibility
- lack of IQF partners
7 High production costs
- low productivity
- lack of i1mproved seeds
- low vyields

2 Post -harvest losses
1 Very small food processing industry
(1 - 1 5%)

1 Exploding population

2 US has had focus on product versus technology
sales

1 Lack of information about seed production
technology availability

1 Need ISO 9000 help (QUALITY CONTROL)

1 Lack a private sector common use laboratory

Annex E - 4
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POLICY

No of
Cases

7

W N

No of
Casges

NN U

INANCE

Type of Impediment

Indian government bureaucracy/regulatory
complexity e g export licenses take 4-5
months
Indian government’'s unresponsiveness to US
business needs

- can’t have 100% equity now
High production costs

- land ceilings make for small production

units

- contracting for production 1s necessary
Price instability of raw materials in India
Indian government non-cooperation/corruption
Policies and regulations vary and conflict
between states
Restrictive licensing system

- grain trade restrictions

- 1mports of raw materials

- test marketing

- 1mports of seed
High tariff schedules for consumer goods
Production area restrictions (land)
Too many authorities involved in food
processing
Difficult to test market new products
Grades and standards lacking
Input sourcing is difficult
Tax structure and duties on food processing
Political instabilaty

Type of Impediment

High production costs
Lack of budget/competition
Capital 1s scarce
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INFRASTRUCTURE

No of
Cases

5

R

1

SOLUTIONS

A

MARKET

No of
Casges

1l
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Type of Tmpediment

High production costs

- low productivity

- drastic weather conditions flood,

drought

Lack of raw material
Exploding population
Land (environmental) degradation
Infrastructure i1s underdeveloped electri-
city, cold chain, packaging industry,
(refrigerated containers),quality water
supply, etc
High transportation costs

Type of Solution

Educate US and Indian firms about
opportunities with ACE assistance

- develop customer directories

- profile agents and distributors

- get Indian membership in US associations

and vice versa

Participate 1n annual conventions/trade
shows/fairs, training/workshops
Utilize trade associations for leverage
Develop linkages between US and Indian
associations
Low research costs
Low production costs
Good Indian maintenance capability
Good Indian trainability
Good Indian technical skills engineering
and scientific
Expanding markets in region
Promote backward integration with US
businesses
Set up equipment manufacturing in India for
domestic and eastern markets
Matchmaking through associations
Do market research (both Indian and US)
Access US 1nputs
Use ACE/RAP for studies of export markets
Train Indian assoc to organize trade fairs
Prepare US companies for aggressive marketing
campailgns
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TECHNOLOGY

No of
Cases
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POLICY

No of
Cases

Type of Solution

Participate in annual conventions/trade
shows/fairs/workshops

Utilize trade associations for leverage

Low research costs

Use Indian managers

Low production costs

Good Indian maintenance capability

Good Indian trainability

Good Indian technical skills engineering

and scientific and research

Good growing conditions and skills levels

Use contract farming

Access US/foreign technology

Post-harvest technology transfer

Backward integration with US businesses

Matchmaking

Develop private extension service

Develop new seed varieties

Use ACE/RAP for studies of technology

Provide technical training for Indian

workers

Study and report seed production technology

avallabilaity

Conduct Indian product development research

Use IESC volunteers

Food processing and cold chain sector devt

Develop quality control (IS09000)

Type of Solution

Land leasaing/contract farming

Utilize trade associations for leverage to
educate policy makers

Better protection than China

Improve policy and regulatory conditions ainc
more flexible trade regime & privatization
Develop commodities exchange

Dependable legal system

Have 100% US equity to make your own
decisions

Reform tax structure

Improved phyto sanitary regulation
implementation

Patent protection

Protect intellectual property rights

US companies need to promote good will

Annex E - 7

4



D FINANCE

No of
Cases Type of Solution
1 ICICI financing
E INFRASTRUCTURE
No of
Cagses Type of Solution
1 Develop production through contract farming

v RECOMMENDATIONS

A MARKET

No of
Cases Recommendations
16 Raise level of awareness about opportunities

- organize a conference
- query association membership
- have ACE help
- i1nvolve US and Indian associations
- CII 1s recommended

3 Provide information about Indian and US
companies

1 Provide information to US business about
Indian cultural differences

1 Agsigt US companies to evaluate partners

5 Organize, facilitate, participate in annual
conventions/trade/shows/conferences/seminars/
trade missions

1 Send/receive an Indian delegation to/in US

2 Research Indian market

2 Educate Indian companies about US market
opportunities (market assistance)

2 Educate US companies about market
opportunities (market assistance)

2 Facilitate attendance at trade shows and
trade missions- to develop business linkages

1 Target US equipment suppliers

2 Facilitate joint ventures

- gource US markets,
- source Indian markets,
7 Match making
1 Promote sales of US equipment

Annex E - 8
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B

TECHNOLOGY

No of
Cases

4

N e Y
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B

POLICY

No of
Casges

S

Type of Solution

Participate in annual conventions/trade
shows/fairs/workshops

Utilize trade associations for leverage

Low research costs

Use Indian managers

Low production costs

Good Indian maintenance capabilaity

Good Indian trainabilaity

Good Indian technical skills engineering

and scientific and research

Good growing conditions and skills levels

Use contract farming

Access US/foreign technology

Post-harvest technology transfer

Backward integration with US businesses

Matchmaking

Develop private extension service

Develop new seed varieties

Use ACE/RAP for studies of technology

Provide technical training for Indian

workers

Study and report seed production technology

avallability

Conduct Indian product development research

Use IESC volunteers

Food processing and cold chain sector devt

Develop quality control (IS09000)

Type of Sclution

Land leasing/contract farming

Utilize trade associations for leverage to
educate peolicy makers

Better protection than China

Improve policy and regulatory conditions inc
more flexible trade regime & privatization
Develop commodities exchange

Dependable legal system

Have 100% US equity to make your own
decisions

Reform tax structure

Improved phyto sanitary regulation
implementation

Patent protection

Protect intellectual property rights

US companies need to promote good will
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D FINANCE

No of
Cases Type of Solution
1 ICICI financing
E INFRASTRUCTURE
No of
Cases Type of Solution
1 Develop production through contract farming

Iv RECOMMENDATIONS

A MARKET

No of
Cases Recommendationsg
16 Raise level of awareness about opportunities

- organize a conference
- query association membership
- have ACE help
- 1nvolve US and Indian associations
- CII 1s recommended

3 Provide information about Indian and US
companies

1 Provide information to US business about
Indian cultural differences

1 Assist US caompanies to evaluate partners

5 Organize, facilitate, participate in annual
conventions/trade/shows/conferences/seminars/
trade missions

1 Send/receive an Indian delegation to/in US

2 Research Indian market

2 Educate Indian companies about US market
opportunities (market assistance)

2 Educate US companies about market
opportunities (market assistance)

2 Facilitate attendance at trade shows and
trade missions- to develop business linkages

1 Target US equipment suppliers

2 Facilitate joaint ventures

- source US markets,
- source Indian markets,
7 Match making
1 Promote sales of US equipment

Annex E - 8
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KALYCASE GB
CASE STUDY SUMMARIES

L. COMPANY DESCRIPTION

A COMPANY Kalyani Agro Crporation Pvt Ltd
Dr G D Pimprikar- President - Operations

Dr V S Khuspe

B TYPE OF BUSINESS
Kalyani House of Industries Conglomerate of 11
companies based on the steel forging industry also with interests
in electronics and agrobusiness Us $300,000,000 and 5500

employees

Agribusiness: Kalyani Agro Corporation LTD - fruit
exports, seeds, agro consultancy (high quality seeds, processed
foods, floriculture, mushroom, bic technology/tissue culture)
seeds multiply, process and retail
grapes - export

THE BUSINESS THAT IS BEING STUDIED IS specialized potato seed
production for sales as certified seed to be used for chips and
fries Seed production 1s from true potato seed from the US

C TYPE OF LINKAGE

Technical JV with ESCA of San Carlos California (through the
PACT project) ESCA gets paid for the Gl seed and gets a
royalty ESCA does preliminary breeding and provides TA 1in
India (John Duke)

I1 IMPEDIMENTS

Where to access i1nformation about companies that could be
partners to supply technology Kalyani would have wanted to shop
around (learn what/who was available) before deciding on a
partner

Wanted to know more about the sub-sector technology

It was difficult to get permission to bring in the potato seed
It took the GOI 8 months to -test and grant permission (thought
of as a potential source of disease)

Many US companies offer to buy back but really just want to sell
equipment.

III SOLUTIONS
IV RECOMMENDATIONS



Need to be able to check reputations of US companies in their
industries

ACE should help to identify
-aequipment suppliers

-sources of appropriate technology
~information about markets

ACE should help Indian companies sell their services
domestically and internationally



KALYCASE GB
CASE STUDY SUMMARIES

I COMPANY DESCRIPTION

A COMPANY Kalyani Agro Crporation Pvt Ltd
Dr G D Pimprikar- President - Operations

Dr V S Khuspe

B TYPE OF BUSINESS
Kalyani House of Industries Conglomerate of 11
companies based on the steel forging industry also with interests
in electronics and agrobusiness UsS $300,000,000 and 5500

employees

Agribusainess Kalyani Agro Corporation LTD. - fruit
exports, seeds, agro consultancy (high quality seeds, processed
foods, floriculture, mushroom, bio technology/tissue culture)

seeds. multiply, process and retail
grapes - export

THE BUSINESS THAT IS BEING STUDIED IS specialized potato seed
production for sales as certified seed to be used for chips and
fries. Seed production 1s from true potato seed from the US

C TYPE OF LINKAGE

Technical JV with ESCA of San Carlos California (through the
PACT project) ESCA gets paid for the Gl seed and gets a
royalty. ESCA does preliminary breeding and provides TA in
India (John Duke)

Il IMPEDIMENTS

Where to access information about companies that could be
partners to supply technology Kalyani would have wanted to shop
around (learn what/who was available) before deciding on a
partner

Wanted to know more about the sub-sector technology

It was difficult to get permission to bring in the potato seed
It took the GOI 8 months to test and grant permission (thought
of as a potential source of disease)

Many US companies offer to buy back but really just want to sell
equipment

III. SOLUTIONS
IV. RECOMMENDATIONS



Need to be able to check reputations of US companies in their
industries

ACE should help to identify
-equipment suppliers

-sources of appropriate technology
-information about markets

ACE should help Indian companies sell their services
domestically and internationally
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Iv

COMPANY DESCRIPTION

A COMPANY - Flex Foods, Ltd.

B TYPE OF BUSINESS - Freeze-dried and canned mushrooms

c TYPE OF LINKAGE - Sell into European and U S markets
Working with agent in United States to sell canned
mushrooms Recently obtained US FDA approval for their
canning operation Dicing equipment from the US
Freeze-drying equipment from Denmark Received
technical assistance from Danish government. Went to
food fairs to make contact with U S and European
buyers. Shipping weekly to New York and Oakland

IMPEDIMENTS

A Want to expand markets and do new products

SOLUTIONS

A Like matchmaking functions

RECOMMENDATIONS

A Want to see matching to diversify product line



biocase gb

CASE STUDY SUMMARIES
I COMPANY DESCRIPTION

A COMPANY

BIOSEED GENETICS INTERNATIONAL

Ken Mishra (50% owner-in US) (India origin - US naturalized)
GP Group of Companies, Bangkok - 50% owner

SHRIAM BIOSEED - Indian company with 49% equity in JV
B TYPE OF BUSINESS

Bioseed has 100% of a research facility
Shriam responsible for marketing of seeds
Bioseed responibile for seed production
Distribution 1is shared responsibility

C TYPE OF LINKAGE
II IMPEDIMENTS

-Indian bureacracy- approvals for export licenses take 4-5
months

III SOLUTIONS

~low research costs

-low production costs

-nearby growing markets

more IPR protection than China

-respected, d?pendable, and uniform legal system

1V RECOMMENDATIONS

~US companies should maintain a global overview but hire local
management

-financing needs to be linked to US equipment

~more information about prospective Indian companies for
partnerships and joint ventures would be helpful

-assist US companies to evaluate partners



II.

III

Iv.

COMPANY DESCRIPTION
A COMPANY - Bloseed Genetics, International

B TYPE OF BUSINESS -~ Seeds/Biotech

C TYPE OF LINKAGE - Joint Venture with a Thai company
IMPEDIMENTS
A, Indian bureaucracy slows things down Approval for

export licenses 1s at least 4-5 months
SOLUTIONS

A Using Indian management locally 1is 1important India
has low costs of research

B Protection of intellectual property rights in India,
while there 1s room for improvement, are better than
some other places like China

RECOMMENDATIONS

A, Need U.S. companies here with i1nternational outlook

B Information services between U S and India could be
1mproved

D



MCCOCASE GB
CASE STUDY SUMMARIES
I COMPANY DESCRIPTION

A COMPANY
McCormick, 1Inc. AV Thomas, Madras (India)
Bob Dradshaw/Benjamin Kaestner
(see contact list)

B TYPE OF BUSINESS
Largest spice processing and merchandising company 1n world
Been 1in India for 40 years

C TYPE OF LINKAGE
A new 50/50 Joint Venture with AVThomas, a large scale plantation
grower, of primarilly tea and rubber 1s 1n the works Plant
will Dbe 50% owned by each McCormick has two other plants, the
status of which is unknown

For big volumes (chilies) McCormick enters deals with integrated
companies having both growing and processing For smaller
volume product, they work with dealers
(wholesalers/brokers/suppliers)

II IMPEDIMENTS
Rules vary from state to state conflicting

III SOLUTIONS

A great range of product Good growing conditions and skills
levels

McCormick keeps track of State regulations

Regulatiory environment is improving shorter time for import
and export permits Dollar accounts liberalized

India 1s an efficient grower

Iv RECOMMENDATIONS

Although McCormick uses commercial financing, they see EXIM and
OPIC operations helpful to American business

40



nbd PRESCASE GB
CASE STUDY SUMMARIES

I COMPANY DESCRIPTION

A COMPANY

PRESSURE COOL (US partner 1s EUROFRUITS)
Douglas York, President

{see contact list)

B TYPE OF BUSINESS

Sales of equipment (for pre cooling grapes) to Eurofruit on an as
needed basis

C TYPE OF LINKAGE

Sales of equipment
Pressure cool did a report in the 1970s

II IMPEDIMENTS

-Indian officials behaving i1n an arrcgant and condesending
fashion

-LC stipulations were absurdly unrealistic and an obstacle
-unfavorable and unrealistic import regulations

-over involvement of Indian officials 1n all aspects of business

III SOLUTIONS
-Indian companles can perform maintenance successfully

-Willingness to train clients
-Products w1ll help India succeed

Iv RECOMMENDATIONS

Clean up corruption

Explain cultural differences to would be partners

USG should

-do technical training of Indian workers\companies

~educate India to export opportunities (market assistance)
-facilitate more trade shows for more business to business
interface and development of personal ties



CASESUM 226
CASE STUDY SUMMARIES
I COMPANY DESCRIPTION
A COMPANY
CPC, International
Us
(see contact list)
B TYPE OF BUSINESS
Processed corn products fortune 300 company with plants in 52

countries (Knorr soups, Skippy peanut butter, Hellmann,s
mayonnaise, Best Foods (exporter))

c TYPE OF LINKAGE

II  IMPEDIMENTS — sl ‘3\\9\‘§ € (Nx,hk}\\ﬁ\\l\t%

-licensing system
~-high tariff schedules

III SOLUTIONS
-promising reforms
1V RECOMMENDATIONS

Watech changes closely Keep informed
Prepare for a more agressive marketing campaign

e



CPCCASE GB
CASE STUDY SUMMARIES

I COMPANY DESCRIPTION
A COMPANY

Corn Products Co. (India) Ltd. (Indian firm)
Tapan K Chakrabarty

Chairman and Managing Director

(see contact list)

B TYPE OF BUSINESS

o)

51% US owned subsidiary of US multinational 49% 1s publically
held on Bombay exchange as of 2&l1/2 yrs

Manufacture and distribute (to retail level of Indian domestic
market) a range of food products including custard powder,
Jelly crystals, jams, baking powder, 45% dextrose, caramel color,

etc
C TYPE OF LINKAGE

Indian firm founded as an importing company 1in Calcutta many
vears ago Now 51% US owned subsidiary of US multinational 49%
1s publically held on Bombay exchange as of 2&1/2 yrs ago Was
40% until the policy reforms made India more attractive

II IMPEDIMENTS

~Introduction of new products i1s difficult New products
cannot be test marketed 1f they fall i1nto the negative list
The policies could and should be changed

Systems of grades and standards are lacking

-Underdeveloped processed food industry makes sourcing
products/inputs difficult
General impediments are

1 Infrastructure electricity, cold chain, quality water supply
2 Regulatory environment complexity too many steps and players,
creates a "breadline" and difficulties for sourcing and

importing ingredients and other necessary inputs

3. Corruption A particular problem for US companies which
adhere to rules of Foreign Corrupt Practices Act and



ethics/standards of US business community making 1t difficult
to do business i1n India Unfair competition 1s created ‘
4 There 1s a tremendous trading mentality which needs to be
changed Causes firms not to honor their supply committments
when prices change

5.India needs to produce more cost effectively before 1t can
export widely successfully The interviewee disagrees with view
expressed at APEDA that export business will lead domestic
agribusiness development He thinks domestic market will come
first. He 1s also unsure where the export markets are,
potentially, for India

IIT SOLUTIONS

-It 1s a disadvantage to be 51% foreign owned It would be
better to be 100% foreign owned because Less responsible to
local owners with different philosophy, would have a longer time
horizon, and, i1n general, fewer partners would mean fewer
problems.

As, perhaps, for other processors, CPC has markets for 1its
processed products and would be willing to make 1long term market
garantees to new producers who could supply CPC

Processing technology exists 1n India and, furthermore, CPC can
access worldwide technology Engineering skills are quite good
but this 1s limited to the "technical technology”

-Engineering and scientific skills/knowlege are locally
avallable

Iv RECOMMENDATIONS

(CPC belongs to the CIFTI and see them more as a technical
information supplier than as a policy/regulatory lobby ) Other

organizations need to be developed to address the policy 1ssues
for the industry

- facirlitate entry (import of products)

- continue to improve the policy and regulatory
environment

- simplify the system for registering/selling new
products

~develop a futures market

9%



-develop i1nfrastructure (cold storage,

- develop systems of grades and standards Use
private associations to do the quality standards work
to issue something like a "quality seal of good

housekeeping"

The match making for supplying technology and products could be
facilitated by associations and organizations

Private associations or organizations need to be developed to
provide policy advocacy for individual firms and to work on
regulatory bottlenecks on behalf of individual firms He said
firms don't have time and resources to do this efficiently for
themselves Examples of issues/agendas to work on would be
developing systems for introduction of new products and systems
of grades and standards



KELLCASE GB

CASE STUDY SUMMARIES
I COMPANY DESCRIPTION
A COMPANY

Kellogg India Limited
Ms Damindra Dias, Managing Director (see contact list)

B TYPE OF BUSINESS

Manufacturer and distributor of breakfast cereals for Indian
market Might export to Bangladesh and Nepal in two years
Started in September 1994

c TYPE OF LINKAGE

100% US owned subsidiary of Kelloggs US She said this will
be no more - as of three weeks ago only 80% max

1I IMPEDIMENTS

Many Indian on the street believe that the economic
liberalization i1n India 1s an economic take-over by the US

-political instability

-drastic weather conditions rains, drought, humidity

-getting permission for 100% equity (but would have gone with
51%)

~-bureaucratic negligence people below a certain level haven't

bought into reforms

It 1s a very heterogeneous country Many differences between
states

EOQOUs require too many pre-conditions (have to release
strategy and projections ) Kelloggs doesn't want to release
information

III SOLUTIONS

HAVING 100% equity allows you to live with your own decisions
You take the long term view and support your management Need to
have deep pockets.

Don't use consultants to promise things to bureaucrats Set your
standards



India has a good legal system
v RECOMMENDATIONS

A priority should be placed on the processing and energy
sectors

Kelloggs and other US companies need to promote their good
will to avoid backlash Companies must have a social service

mentality

Trade missions and trade shows are good The Brown mlission was
well done - they used consulates, chambers, and the media 1in a

well targeted way

Help with ISO 9000 1is good (quality control isbecoming more
important)

¢]



CASESUM 226
CASE STUDY SUMMARIES

I COMPANY DESCRIPTION

A, COMPANY
NTB BOWSMITH IRRIGATION LTD (see contact 1list)
Vimal K Kacholia, Managing Director (see contact 1list)

B TYPE OF BUSINESS
NTB 1s comprised of several businesses, most of which are
related to mechanical engineering expertise These 1include

~power transmission and conveyer belt and equipment design,
manufacture, and distribution (in collaboration with Siegling of
Germany)

-technical ceramics for power, paper, textile, electronics,
etc applications (was in collaboration with Lambertville
Ceramics of US)

-Joint Venture with Bowsmith Irrigation of San Carlos,
California to design, manufacture, and install drip irrigation
systems in India US company has 33% of company and provides
finance and technical assistance and receives royalties as
payment This venture has 150 employees and $3,000,000 capital
investment It will go public soon They wi1ill represent Bowman
1n other Far East markets in the future

-Company 1s also importing and selling strawberry and mango
plants and providing accompanying packages of technology to
growers

C TYPE OF LINKAGE
-Joint Venture with Bowsmith Irrigation of San Carlos,
California to design, manufacture, and install drip irrigation
systems i1n 1India. US company has 33% of company and provides
finance and technical assistance and receives royalties as
payment
II IMPEDIMENTS

Land ceilings are still a barrier for agricultural production

Needed to use their family member 1n Los Angeles to search for
JV partner candidates

US company has to go to Delhi to collect royalty payments

9¢



-Israelili technology 1is less expensive

-Indian companies don't know where to access US technology

IITI SOLUTIONS

Indian climate and labor are positive factors for growth of
irrigation business

Import of drippers and filters 1s not a problem because
irrigation 1s a priority product

GOI policies are opening up

Educate US companies to think about long term relationships
versus short term gains

Belong to chambers of commerce and attend trade shows (Thane
Manufacturers

Iv RECOMMENDATIONS

Project should be able to help Indian companies i1dentify
suitable US partners

US companies need to know to be flexible

The US needs to publicize and promote 1ts trade shows like the
Germans do Use local tour operators to publicize shows

22



II.

III

Iv

COMPANY DESCRIPTION
A COMPANY -~ Bharat Starch Industries, Ltd.

B TYPE OF BUSINESS - Corning Milling and Starch Products
for Both the Food Industry and Industrial Applications

C TYPE OF LINKAGE - Working with Cargill Seed Company
(Bangalore) and Pioneer Seed on the Import of Hybraid
Corn Seed. Also work the Indian Maize Development
Association based 1n Delhi

IMPEDIMENTS

A Need for higher productivity in growing of corn to be
internationally competitive

B Lack of raw materials for corn milling operations

o Prices of corn not stable Large domestic price
fluctuations.

SOLUTIONS

A Work with seed companies to import hybrid and allow the

development of local seed companles

B Increase production of corn and allow the 1mport of
corn when necessary

C Import raw materials and create a commodities futures
exchange 1n India

D Find greater uses of corn products for food sector, as
well as paper and textiles industries

RECOMMENDATIONS

A Matchmaking between U S and Indian firms

B Relax rules on import of hybrid seed

C. More research by U S and Indian companies to find the
right hybrid seeds for India

D Expand research on by-products of other grains
including wheat, rice, potatoes, and cassava

Q@)



II.

IIT

IV

COMPANY DESCRIPTION

A COMPANY - Modern Food Industries (India) Ltd
(A Govt of India Enterprise)

B TYPE OF BUSINESS - Large bread-baking company (14
facilities) Also, owns a pineapple processing plant

C TYPE OF LINKAGE - Interested in foreign partner to
help diversify their product line They have written
to a number of American companies including Sara Lee
and Pepperidge Farms about joint ventures into cockies
for the Indian market Apparently, they got no
response Also, they talked to Dole Foods about the
rineapple plant

IMPEDIMENTS

A Would like to diversify, but have a difficult time
1dentifying partners (Note- their public sector
ownership ray be making them an unattractive partner-
WES)

B Have a modern pilneapple factory but i1t 1is being run
below capacity Productivity of local pineapple
growers 1s low

SOLUTIONS

A Need partner to help diversify into other products
Need for market studies to examlne possibilities

B Need backward integration with pineapple producers and
improved varieties of pineapple

RECOMMENDATIONS

A Would like matchmaking help for both bakery products
and pineapple.

B. Would like consultant to help i1mprove productivity of
pineapple operations



IT.

III

IV.

COMPANY DESCRIPTION

A COMPANY - BEC Fooads, Ltd.

B TYPE OF BUSINESS -~ Food Processing Company, processing
a variety of concentrates, pulps, and pastes of mango,
guava, papaya, and tomatoes In addition, they process
a number of other 1tems including essential oils and
extracts, as well as some natural pesticides

C TYPE OF LINKAGE - BEC Foods 1s linked to a number of
foreign equipment manufacturers, mostly European They
also have a link to Westbridge Company of San Diego,
California for their natural pesticides operation

IMPEDIMENTS

A Need better seeds and equipment in India

B Felt that policy constraints should generally be worked
out at the state level i1in India by the Indian partner

C Looking for partners Hard to find the right ones

SOLUTIONS

A Need to do what 1t takes to get right seed and
equipment

B Indian companies should work on policy 1ssues

C Like the 1dea of matchmaking

RECOMMENDATIONS

A Want help 1n matchmaking and looking for markets

B

Prefer to work with medium-sized companies

9%
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I1I

Iv

COMPANY DESCRIPTION

A COMFANY - Tropical Fruits International Ltd.
(Kejriwal Enterprises)

B TYPE OF BUSINESS - Processed fruit purees, packed 1in
200 kg aseptic containers Uses some U S equipment
Exports to Russia, but looking to diversify markets

C TYPE OF LINKAGE - Looking for small or medium partners
for joint ventures Wants "buy-back" arrangements

IMPEDIMENTS

A Need for matchmaking services

B Infrastructure (power, telephone, transportation) can
be a problem for some potential partners

c Need to get information to both sides of the equation
Mentioned the good job the German government 1s doing
1n getting delegations down from Germany

SOLUTIONS

A Do matchmaking

B Get the private sector i1nvolved

Lia v -

C Put resources 1nto“1nformaélon for U S and Indian
firms

RECOMMENDATIONS

A Likes the 1dea of matchmaking and information services

for entrepreneurs.
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IIT

v

COMPANY DESCRIPTION

A COMPANY - Agro-Foods Punjab Limited

B TYPE OF BUSINESS - Food Processing Company

C TYPE OF LINKAGE - Linked to Pepsi However, they are
trying to sell the julice processing factory

IMPEDIMENTS

A Demand for fruit juices did not turn out as projected

SOLUTIONS

A Sell plant
RECOMMENDATIQNS

A Can ACE help them to find a buyer for the plant

G
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III

IV

COMPANY DESCRIPTION

A COMPANY - Rallis India Limited
B TYPE OF BUSINESS - Agrochemicals Company and
Biotechnology

c TYPE OF LINKAGE - In joint venture with Cargill and
American Cynamid, among others

IMPEDIMENTS

A Looking for new joint venture partners in Research anq
Development

SOLUTIONS
A. Matchmaking 1s good 1dea
RECOMMENDATIONS

(What criteria do we use to pick the people to help)



II.

ITI

Iv

COMPANY DESCRIPTION

A COMPANY - Continental Grain (India) Pvt. Ltd.

B TYPE OF BUSINESS - Grain and Feed Trading - Import and
Export

c TYPE OF LINKAGE - Owned by Continental Grain, Hong
Kong which 1s connected to Continental Grain, New York

IMPEDIMENTS

A Trading operations easler since liberalization.
However, many grains still have trading restrictions by
GOI, so you have to known situation both in India and
the rest of the world

B. Looking to invest in other areas of the economy
Already have a crushing plant and a packaging materjials
plant in Goa

C They hedge 1n world commodities markets, but this 1is
not avalilable for many medium sized firms 1n India

SOLUTIONS

A Continue to liberalize trading

C Get commodities market in India

RECOMMENDATIONS

gt



II.

ITI

Iv

COMPANY DESCRIPTION

A COMPANY - Wens Agro Food Ltd

B TYPE OF BUSINESS - Commodity Broker

C TYPE OF LINKAGE -~ Product sales

IMPEDIMENTS

A High price of transportation - Miami to New Delhi made

1t difficult for transaction to take place
SOLUTIONS
A. Closer contact with Indian firms
RECOMMENDATIONS

None

s



KWALCASE GB
CASE STUDY SUMMARIES
I COMPANY DESCRIPTION
A COMPANY

(see contact 1list )

N K Seth

Executive Director
Kwality Frozen Foods Ltd
Bombay

B TYPE OF BUSINESS

Manufacturer and distributor of i1ce cream and frozen foods

C. TYPE OF LINKAGE

They will soon have three joint ventures with well known US
companies The JVs are for technical and financial cooperation

KWALBASK INT (one of three - This 1s for Baskin Robbins and main
interview report. Others are for Dunkin Donuts (KWALDUNK INT)
and Rich Products (KWALRICH INT)

BASKIN ROBBINS jv

Started 12/93 This was one of the first JVs for "trading"

Did two joint ventures with Baskin Robbins One 1s 60 Kwality
/40 Baskins Other 1s 50/50 They are for technical and
financial cooperation Baskins put in $200,000 and know how for
their retailing systems Kwality put in $100,000 and
manufactures the product Baskins gets the right to be in India
and open stores with out getting into manufacturing facilities
because Kwality can produce to Baskin specifications with their
own facilities

Baskins formed a new US company with Indians residing in the US
to take advantage of GOI provisions permitting of innvestment of
up to 40% of the capital i1n Indian ice cream manufacturing (a
type of manufacturing that 1s (was?) restricted to foreign
investors -

RKwality said that they prefer to have 55/50 JVs They have 12
separate agreements making up their Baskin Robbins Jv They are
very pleased with Baskins and their deal

DUNKIN DONUTS
In this case, they will work with Royal Industry of Thailand,



Dunkin Donuts largest franchise, to operationalize the Indian
franchise Royal will be a lone third partner and less
expensive to access for technical assistance and training

RICH PRODUCTS
This 1s a Buffalo New York company producing non~dairy toppings

and frozen foods

II IMPEDIMENTS

Lack of availability of proper packaging materials and
restrictions on importing 1t

Unavailability and restrictions on importing flavors/flavorings
that are needed to comply with Baskins specifications

Kwality says 90% of their raw materials connot be imported They
have been forced to go through innovative and cumbersome
approached to satisfy certain key raw material requirements like
having 36 different foreigners each legally bring in (import)
$1,000 worth of key raw material The alternative was for the
American partner to change the labeling on their product

The new products can't normally be test marketed before the
investment 1s made to manufacture them locally It 1s
restricted by the Ministry of Food Processing

Ice cream and fast food packaging and i1ce cream "dipping"
cabinets are not available locally and can not be imported (65%

duty)

The 1mage of India has been a problem Kwality pursued Rich
Products since 1980

III SOLUTIONS
Learn who are the fast food packaging suppliers in the US

Get the word out about opportunities to make money 1in a
liberalized India.

-

Entry of new products for test marketing was facilitated with the
Ministry of Food Processing by having the US company successfully
lobby with the Indian Embassy in Washington, DC

Kwality has a unique competitive position to manufacture 1ice
cream, a product on the list of those that are restricted
regarding the permitted size or output of the manufacturing



facilities They existed before the restrictions took effect and
therefore are exempted

It used to be helpful to venture with Npn-Resident Indian (NRI)
owned foreign firms because they could have a larger equity share
in an Indian company (up to 40%) but those foreign ownership
restrictions no longer exist [Theoretically]

v RECOMMENDATIONS

Mr. Seth attended the Agribusiness Working Group meeting (see
notes of the group)

They want comprehensive help with development of the food
packaging industry and cold chain industries in India

Help get the word out about opportunities to make money 1in a
liberalized India

\00



godrcase gh
CASE STUDY SUMMARIES

I COMPANY DESCRIPTION

A COMPANY GODREJ (group of companies) Agribusiness
related companies 1include Godre] Agrovet, Godrej
Foods LTD , and Godrej Plant Biotech Ltd

Nadir B. Godrej, Managing Director

B TYPE OF BUSINESS A group of companies manufacturing
and distributing soap, animal feed, agricultural
chemicals, growth regulators, vegetable oils, fruit
juices, tissue culture, plalm o011 cultivation, etc
(30% public) They have strategic alliances with US and
foreign companies including, Proctor & Gamble, and GE
and are negotiating with Pillsbury [British] They are
Blue Diamond's exclusive almond importer Developed a
high glycerin licorice product They will often
contract manufacture for a recognized brand name for
distribution in the domestic market but are also
looking to increase exports

C TYPE OF LINKAGE
11 1MPEDIMENTS

He believes foreign firms can't use 1India for an export
base except for software and shoes (not apparel)

Consumer i1tems were not allowed to be imported except
equivalent of up to 1% of the value of what they export under a
"tradable license" with an additional duty of 13 - 15% over the
maximum tariff of 65%

III SOLUTIONS

Maharastra 1s relaxing land ceiling laws Can form public
companies managilng shareholders land

Inexpensive labor i1s a factor for agriculture but the
markets are the eastern ones

Should set up equipment manufacturing in India to sell to
domestic and third markets

They get approached by foreign firms in their overseas
offices as i1in London by Pillsbury

He notes that the difficulties of doing business i1in India are not
an i1mportant factor when selling to local markets

Y@



Could do labor intensive research and testing in India

All parties are accepting 1liberalization There will Dbe a
market economy

v RECOMMENDATIONS

Says there are lots of opportunities

To facilitate indo-American business transactions, organize and
sponsor delegations, conferences, and use consultants to zero
in

CIFTI 1s small and focused

He recommends the CII as an intermediary organization to work

with because "they deliver" They have become strong at regional
and national level Have clout with the GOI



chorcase gb

CASE STUDY SUMMARIES

I COMPANY DESCRIPTION

A COMPANY Chordia Food Products Ltd (see
contact list) Pradeep H Chordia

B TYPE OF BUSINESS Processing and distribution of
(bottled, canned, boxed, dried, etc) foods [relishes
sauces, ketchup] , snacks, and spices 1n domestic
export markets Went public i1in 1994 - 500 employees

C TYPE OF LINKAGE vVarious

1 Manufacturing for Nestles (contract manufacturing under

Maggi brand - Netles does the marketing)
Looking for a US partner for the ethnic, and natural food

market
They have no US equity partners at this time

ICICI has an 8% equity position

O s W N

Have US importers for spices

II IMPEDIMENTS

The ACE project 1s "holding on" to some of their money
that wasn't used on _a previous RFS They want to use 1t to buy
some market i1nformation software but "ACE" 1s blocking that
They had to write ten letters to ICICI and Chemonics to use the
balance of money in the account

They had but solved a production bottleneck Their demand
was higher than their supply They also contract farm tomatoces
now Land ceilings and restricted size of manufacturing plants

are problems.

They need to get up and stay up with health and quality
standards/requirements (Need IS0 9000)

The government 1s not doing practical research and testing

for the food processors They are doing their own micro-biro
analysis now They wanted to have a common use lab

Bureacracy 1s a problem taking to long to process necessary

7



paperwork

IITI SCOLUTIONS
-They went to FMI food show and got sime sales
~No 10% sales tax when manufacturing in rural area
-They also contract farm tomatoes now

-They see bureacracy and policy improving

Iv RECOMMENDATIONS

~They would like marketing assistance from ACE They have set
aside $100,000 for launching the marketing of their
ethnic/natural foods in the US market (10% ofanticipated annual
sales)

~-They made effective use of an IESC volunteer - ex Gerbers to
stay up with health and quality standards/requirements

-Fund an NGO to set up and run a "common use" lab for the food
processors Promote an NGO for research and technology
transfer A lqb could be a commercial operation

-There 1s a need to know what 1s good technology for India

-Give some 1ncentives to bureacracy to help 1t to be more
responsive

-Fi1x the process problems of the ACE project

et
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“CASESUM 226
CASE STUDY SUMMARIES
I COMPANY DESCRIPTION

A COMPANY HI-REL AGRI-TECH (India) PVT LTD (see
contact list)

B TYPE OF BUSINESS processing and export sales of
dried flowers

C TYPE OF LINKAGE Export Sales to US distributor
through LC

II IMPEDIMENTS

-Needed to learn about foreign markets that they could
aspire to produce for ‘

-Indian technology is not likely to be the most suitable -
need to identify and acquire appropriate technology

- Needed to acgquire capital
~-Needed to arrange for production of quantities of raw

material meeting new specifications while not producing
themselves (contract)

III SOLUTIGNS

~-Went to trade show to get business i1deas

-Got RAP to do market study and link to a buyer
-Got MOU from buyer to leverage ICICI 1loan
-Got ICICI loan

-Got technology from a would be partner (Israeli)
-Used contract farming for raw materials

IV. RECOMMENDATIONS

~Have ACE help them get more tecnology to become more efficient
and to diversify

-Get more market information as needed
;
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CASE STUDY SUMMARIES
I COMPANY DESCRIPTION
A COMPANY

SNACK FOOD ASSOCIATION
Stan Barrett, Membership Director
(see contact 1list)

B TYPE OF BUSINESS
The leading trade associration for producers of snacks,
manufacturers of machinery, and other suppliers for snock
foods

C TYPE OF LINKAGE
About 1,000 members 1nc1ud1ng‘ 10-15 Indian firms
II. IMPEDIMENTS
-Lack of awareness of opportunities

~Lack of proactiveness on US side
-Lackof budgetto be involved in every opportunity (competitiion)

III SOLUTIONS

They do annualconvention (trade show) and are interested 1in
international markets

They publish a buyer's guide

IV. RECOMMENDATIONS

Raise level of awareness about opportunities

-Have 1India delegation come to show and get on the program

-Do a consumer study about India

-Do information about regulatory and 1labiling environment (for
US and Indaa)

-Target the equipmentsuppliers

-Receive an Indian delegation

\0b



AIFPCASE.GB
CASE STUDY SUMMARIES

I COMPANY DESCRIPTION

A COMPANY
All India Food Preservers' Assoclation (AIFPA)

HAB Parpia - Advisor -
N M Kejriwal - Chairman
(SEE CONTACT LIST)

B TYPE OF BUSINESS

A Trade Association.

-800 members with 4000 food processing licenses
-roughly 50% of their production 1s exported
-budget 1s based on membership dues

Goal 1s to stimulate development of food processing industry by

. Creagion of joint ventures between medium and small
INDO!and US companies

. by location US technology and management systems

for the following sectors

-fruit and vegetables (canned , frozen and dehydrated)
-cereal technology

-fish and meat

-by-product utilization

C TYPE OF LINKAGE <

I11. IMPEDIMENTS Q"
~O

-Only 1&1/2% of food produced 1is exporte
-land ceiling policies (plantation crops are excepted)
-There are a number of authorities involved- Ministry of Food
Processing Industries (created six years ago), meat 1s under
Agriculture, fish is elsewhere, food and drug regulation 1is
under Min of Health, and standards are under Central Committee
for Standards. (there are food products "orders")
~capital and financing system
~-population growth, land degradation, lack of resources, losing
animal industry, corruption

III SOLUTIONS



Examples of institutes are National Food Processors and Institute
of Food Technology in US

-land leasing with 99 year leases and do contract farming

-financing is available foreign investor can get a project 60%
financed - 20% local, 20% foreign, 60% Indian Bank (ICICI)

v RECOMMENDATIONS

- Create joint ventures between small and medium US and
Indian compapies The US companies can proyide markets,
technology, and financing/capital The Indian companies
pravide labor and resegrch capability/institutes.
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CASE STUDY SUMMARIES

I COMPANY DESCRIPTION

A

COMPANY - Confederation of Indian Food Trade and
Industry

TYPE OF BUSINESS - Industry association with the goal
of promotion the development of the food processing
1ndustry and interaction with Government for evolving a
suitable policy framework, focusing on modifications
required 1n food laws Set up by the Federation of
Indian Chambers of Commerce and Industry (FICCI).

TYPE OF LINKAGE

1) Policy body for the food processing industry

2) Promotion of Indian exports and interaction with
foreign counterparts including investment and

technology transfer

3) Laboratory for Quality Control

IT. IMPEDIMENTS

A

Why 1s processed food relatively expensive in India®

1) Inport duties on inputs (25-60%) and another 1s
excise duties on domestic production

2) Second, large post-harvest losses and lack of
proper post-harvest procedures

3) Third, low yields due to lack of improved seeds

IIT. SOLUTIONS

1) Taxation structure - policy changes needed to keep
food prices low and create employment 1in food
processing sector

2) Post-harvest technology transfer through confe-
rences, training, education, and joint ventures

3) Improved phyto-sanitary regulation implementation,
patent protection for foreign genetic material

Iv RECOMMENDATIONS

1)

Can help organize conferences and do other
international trade investment and promotion

wh
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IIT.

Iv.

COMPANY DESCRIPTION

A COMPANY - APEDA- Agricultural and Processed Food
Products Export Development Authority (Ministry of
Commerce)

B TYPE OF BUSINESS - Semi-autonomous governmental export
authority with 6,000 members Must be registered with
APEDA to export Financed with a cess on all exports.

c. TYPE OF LINKAGE - Information services to members,
participation 1n international trade fairs,
organization of buyer/seller meetings, and newsletter

IMPEDIMENTS

A, Post-harvest losses - 30-40 percent of production are
a major problem

B Still adjusting from the closed economy - Example-
difficulty in getting in improved planting material

C People expecting returns in too short a period One
should think about a 10-year period, not 3 years

SOLUTIONS

A Participation 1in trade and equipment fairs

B. Education of Indian entrepreneurs and revision of
policies and policy 1mplementation

c Involvement and backwards integration- Pepsi story
RECOMMENDATIONS

1) Need for Training of Indian entrepreneurs and
technicians.

2) Matchmaking activities between U S and Indian firms.

2) Information Gap for both U S and Indian entrepreneurs

3) Identify profiles of companies interested in joint
ventures and other forms of working with U.S8
companies,

4) Do seminars and investment fairs

5) Use consultants to examine specific areas and 1ssues

\\©
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IIT.

Iv

COMPANY DESCRIPTION

A COMPANY - Indo—-American Chamber of Commerce

B TYPE OF BUSINESS - Assoclation Indian businesses with
interests 1in USA 3,000 members ( maybe 25 1n agri-
business). 12 offices country-wide, 60 employees with
an honorary consulat in U S Affiliated with the U.S.
Chamber of Commerce

C TYPE OF LINKAGE - Started in 1968 by Indians and
Americans. They get involved 1n policy i1ssues and also
host delegations from the United States

IMPEDIMENTS

A Other countries are very active 1n sending delegations
and receiving them  Example - Israel

SOLUTIONS

A They are ready to do matchmaking

RECOMMENDATIONS



I COMPANY DESCRIPTION

A COMPANY - Bombay Chamber of Commerce

B TYPE OF BUSINESS - Association of 1,300 companies 1n
the Bombay region Many are large and medium
companies., Bombay accounts for 40% of country’s
manufacturing output.

C TYPE OF LINKAGE - Interested 1in globalization of
Indian industry including horticulture ICICI made a
presentation about this project in 1993, but nothing
much happened

II  IMPEDIMENTS

A. ACE has done nothing to collaborate with the Chamber.
ITT SOLUTIONS

A Would like to collaborate
IV  RECOMMENDATIONS

A Would be willing to do questionnaire of membership or
help to organize a conference
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I. COMPANY DESCRIPTION

A, COMPANY - Food Processing Machinery & Suppliers
Assoclation (FPM & SA)

B. TYPE OF BUSINESS - U S Business Assoclation with 525
members, mostly manufacturers of machinery for the food
processing industry or suppliers to the industry

c. TYPE OF LINKAGE - They are doing a study of
possibilities 1n India. Occasionally do trade
missions, but not high on the agenda They have an
annual convention, customer directories, and an
agent/Distributor program to link firms with foreign
agents (no one 1in India right now) Also have a
database- give your equipment specifications and they
will i1dentify suppliers.

II. IMPEDIMENTS
A. Lack of funding and time.
B Lack of local Indian contacts
III SOLUTIONS
A Take part in their programs
- Customer directories for India, linking more
Indian groups that can provide local names and
contacts
- Agents/distributors - 1f profiles could be
distributed in India, the association 1s willing
to publish names and contact information of
interested parties in the newsletter

- Annual show - more Indians might come to the show

IV. RECOMMENDATIONS

A Members of not interested in Joint ventures, they are
interested in sales of equipment and supplies

B Some members are worried about reverse engineering of
equipment sales
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Iv.

COMPANY DESCRIPTION

A COMPANY ~ Produce Marketing Assoclation

B TYPE OF BUSINESS - U S Business Association with 2,500
members 1n retall, foodservice, and floral sectors

C TYPE OF LINKAGE - They have a large annual
conventions that includes an international trade
conference and an international visitors center for
match making Also do trade missions occasionally.

IMPEDIMENTS

A Few U 8§ fresh products 1in India or Indian fresh
products into the U S Distance between markets 1s a
problem. Aslan markets are more "natural" for Indaia.

B U.S. companies may not have perceived that India could
be a production are products destined for Asia
(although they may also be more concerned about selling
U.S. products directly from U.S 1n India and other
Asian markets that in linking up )

SOLUTIONS

A U S. inputs - Agricultural machinery, seeds, technology

B Information and contact between U S and India -~
International Trade Program at PMA convention,
newsletter articles, PMA convention PMA training
programs - example- Indian learning about US
supermarkets

c. Working with U S companies that do desire an entree to
Indian or Asian markets

RECOMMENDATIONS

A Get more Indians to PMA convention

B Trade mission to India?

C Organizational development and training of Indian

counterparts, such as for AGRITRADE 1in Central America

I
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III.

Iv.

COMPANY DESCRIPTION

A COMPANY - National Food Processors Assoclation

B TYPE OF BUSINESS - U S Business Assocliation for 500
members that are processed and prepared food companies
and suppliers to the food industry

C. TYPE OF LINKAGE - Currently they provide assistance to
foreign members on technical, regulatory information on
U.S. markets They can do the same for US companies
interested 1n foreign markets Can also do nutrition
testing 1n three different laboratories.

IMPEDIMENTS

A. Associlation members may lack knowledge about India and
1ts opportunities.

B. The NFPA has mainly had a domestic focus, specializing
in regulatory/scientific issues However, this 1s
changing somewhat

C. Present interests of most members 1s more in favor of
products sales than joint venture agreements

SOLUTIONS

A. Provide 1information about India to NFPA members

B Get i1nformation out about NFPA to potential Indian
members

RECOMMENDATIONS

A Newly-hired international specialist quite interested

i1n India as prospective new area for NFPA activities

\>



II

III.

Iv

COMPANY DESCRIPTION

A COMPANY - United Fresh Fruit and Vegetable Association

B TYPE OF BUSINESS - U S Business Assoclation with
1,800 members who are growers, shippers, brokers,
foodservice operators, and industry suppliers

C TYPE OF LINKAGE - While largely oriented to providing
lobbying, education and training domestically, they are
interested in networking and provide a forum for
business opportunitaies.

IMPEDIMENTS

A Lack of information about India

B. Assurances for U S companies that something 1s in 1t
for them and not just giving their i1deas and
technologies

SOLUTIONS

A Attend annual convention or possibly have trade
missions.

B. Could provide access for Indian producers to U S
buyers 1n retail, foodservice, and fresh-cut
industries. Also could provide Indian producers and
buyers clear understanding of food industry in U S

C Workshop/International Trade Program - This new program
will provide information for U S companies on foreign
markets/regions (like India) and information for
foreign companies on the U S market (packaging,
si1zing, market preferences, labeling, etc.)

RECOMMENDATIONS

A Participate 1in above activities

B Organize other educational activities or trade

missions

\Wo



IMCCASE GB
CASE STUDY SUMMARIES
I COMPANY DESCRIPTION
A COMPANY
Indian Merchant's Chamber (IMC) (see contact list)
P N Mogre, Secretary General
S R Kumar - Dep Mgr.,and V K Swamy, Sr Consultant -
Biotech Consortium India Ltd, (working with Chamber under TEST
Project))
B TYPE OF BUSINESS Affil:iated with the ASSOCHAM, they
are the apex body in Western region Have 2600 members
(185 are trade associations)

Provides information on GOI policy, opportunities in other
countries, and passes problems to GOI
C TYPE OF LINKAGE
II. IMPEDIMENTS
III SOLUTIONS
Receive 50-60 delegations/yr

Known best for their policy and promotion roles

iv RECOMMENDATIONS

Looking for a linkage with a leading chamber in the US

W1
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ORGANIZATIONAL INTERVIEW GUIDELINES

Note This guideline has been developed for organizations that could be mvolved i support
of the ACE project

BACKGROUND INFORMATION
Contact Informapion,

Name of Organmization Food Processing Machinery & Suppliers Association (FFM & SA)
Individual Ms Lynn Chnstensen
Title Durector, International Programs

Address 200 Damngerfield Road
Alexandria, VA 22314-2800

Tel (703) 684-1080

Fax (703) 548-6563

1 What is the purpose of your orgamization?

FPM & SA’s mission 1s to help its members i marketing their products m ways that
could be more economucal than if they were to do so ndividually

2 Describe the membership (type, number, budget)

FPM & SA 1s a non-profit organization Its budget 1s about $US 3 million
525 members (90% U S , 10% foreign, mainly European)
Members are manufacturers of machinery for the food processing industry, suppliers

' to the food processing wndustry, e g , packaging or films, and some are service
orgamzations, € g , trade publications There are no organizational members The
National Food Processors Association (NFPA) 1s a sister organization, the two entities
work together on the annual convention
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3 Describe the prnincipal services offered (relevant io develop linkages)

. Market Study — Commissioned $20,000 study by KB Assocatates for members re
food processing wndustry in China (what food products, existing sources of supplies,
case studies, dong business in China) Sold 100 studies to members and non-
members Currently working with GIC to conduct same for India Bvery June,
the organization surveys its members, the international marketing council reviews
programs/directions, and deciston 1s taken to do one study per year (usually on
perceived emerging market)

Trade mussions have not been a big program for FPM & SA  The association did one
in 1994 and the last one before this was wn the 1980s Ms Chnstiansen commented
that they are very labor intensive, and that their members prefer to act individually

vs have an organized delegation

. Annual Convention -- Next one to be held in November 1995 in Chicago  Usually
attract some 8,000 visitors NFPA has conference sessions to cowncide with
exposition of food machinery/supphies Foreign visitors pay thewr own way to come
to the show FPM & SA has an International Business Center and works with foreign
buyers Advertise show/promote same through international magazines, single
language brochures, and the US Dept of Commerce's Foreagn Commercial Service
(latter 1s maihing to all field offices and based on assistance from those that respond )
Opportumty for more Indians to see wide range of equipment, make contacts 1n single
locations Equipment 1s new, not used

d Customer Directones -- Produced wn hard-copy, not a database These have been
produced for Mexico under association funds and for Russia and Poland with grants
from the DOC Provide information on products, prospective customers tor U S
compantes (manufacturers of equipment or supphes for the food processing industry)
Very much depends on linking with local entities with their own directories and
building dara based on what 1s available

. Agent/Distributor Program -- Lists potential foreign agents/distributors 1n 42
countries FPM & SA asks foreign entity to complete a form, unrated profiles are
published in monthly newsletter for members Note none currently shown for India,
1 e, this could be a possible link for Indian firms to represent U § companies who
wish to sell thewr products n India

. Database — 1t a foreign entity 1s seeking to buy new equipment, they can provide
their specifications (detatled) to the FPM & SA, and these specifications will be
communicated to those members which would be approprate to the inquiry Service
15 for new equipment purchases Application under ACE -- if an Indian firm wanted
to purchase a specific piece of potato processing equipment for the purpose of
producing frozen french fres, the size/specs of equipment could be sent to the
association and same would be transmutted to possible supplers of equipment

| A8
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Whas services would help Indo and/or US businesses to do more business together?

Market study on India — they have already commissioned this (GIC)

Customer directonies for India -- would like to Link with more local Indian entities
that could provide local names/contacts for content

Agents/distributors -- f profiles (form) could be distributed 1n India, the association 1s
willing to publish names/contact info of interested parties 1n their newsletter

Annual show -- if more Indians came to the show, ikelihood of sales would increase

Whar are the main impediments?

funding and time (the latter 1s function of funding)
lack of local Indian contacts

Whar are the main opportwnres?

Members are much more export-minded that 5 years ago Maybe only 10% of
members exported five years ago, today more than 60-70% do More open-minded
and economic curcumstances have caused firms to look beyond domestic market

Refer to #4 above

Other comments

FPM & SA members are not interested in joint ventures, they are mterested in sales
of equipment and supplies, Ms Chnistiansen said that if she had a dume for every
letter they have recewved from foreign compames stating that they would supply
land/labor m return for technology, joint venture  she could have retired by now
This comment seems relevant to ACE as many RFS’s received are requesting buy-
back arrangements and tech transfer Because many of FPM & SA’s members are
small to medium-sized compamies, they don’t have the resources or long-term view to
do JVs -- hence, they prefer to sell

Are ntellectual property rights a factor? Certainly a concern for many members and
this has led some compames to stay clear of certain countries India has not been
singled out as such, but 1s somethung that members are wndeed concerned with, e g,
reverse technology of equipment sales
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ORGANIZATIONAL INTERVIEW GUIDELINES

Note This guideline has been developed for organizations that could/have been involved in
support of the ACE project

BACKGROUND INFORMATION '

Contact Information,

Name of Organization Food Marketing Institute (FMI)

Individual John W Farquhar

Title Vice President, Scientific and Technical Services
Address 800 Connecticut Avenue, N W

Washington, D C 20006-2701

Tel (202) 452-8444
Fax (202) 429-4519

1 What is the purpose of your organization/membership ?

The Food Marketing Institute (FMI) 1s a nonprofit association conducting programs 1n
research, education, industry relations and public affairs on behalf of its 1,500
members including their subsidianes -- food retailers and wholesalers and their
customers 1n the U S. and around the world. FMI's domestic member companies

operate approxamately 21,000 retail food stores with a combined annual sales volume
of $320 biillon - mere than half of gll grocery stors sales in the United States
FMT’s retail membership is composed of large multi-chains, small regional firms and

independent supermarkets  Its international memberstup includes 200 members from
60 countnes

2 Describe the principal services offered (relevani to develop linkages)
. Trade missions -- have taken U S retailers (supermarket chains) to Chile that were

nterested in sourcing Chilean products (wine -- went well, seafood -- some progress,
and fruit— went well) Worked with PROCHILE, some ndustry services personnel at

b
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the U S embassy (not DOC), and the Chilean embassy in Washington Hired Jorge
Isaguirre as local consultant/liaison  (note none to Asia to date)

. Participation in the annual FMI convention/exhibition — Made visit to India (grant in
conjunchion with Hamit Shah and Federation of Indian Chamber of Commerce — later
served as catalyst and fully funded the visit Farquhar identified 6-7 viable export
products, e g , spices, teas, high-quality nce, cut flowers, seafood Recerved Indian
delegation that visited the show, made introductions Returned to India and made full
presentation to group of Indian companies re the show (onentation/preparation for
exhibiting) -- cost-shared with GOI and FMI Reconnected at the show (Indians
exhibited at the show), key contacts from India were Daves and Capur (from FMI
B GEe £ 7L WA ehn 2 geher) v TRt BRI AR AL SR RE IS BROY
purchasing agents around the U S Not much followup from Indians on leads from
show. Apparent difficulty in quoting landed costs, communication with prospective
buyers, some lack of understanding re international business transactions Indians
will again be exhibiting at FMI's May convention 1n Chicago (note John will
forward names of key Indian contacts for ACE followup)

. One-on-one assistance -- provision of assistance with business plan through reputable

consultants They would take commission (%) of final deal No followup to date
from Indians (note thus has worked for Argentina and Chule)

3 What services would help Indo and/or US businesses to do more business together?

refer to #5 below

4 What are the main unpediments?

Indians -- lack of knowledge re U S market, international business transactions
Culwrally, very cautious, hesitant, and regimented (note latter may be influence from
British, John commented about bureaucrats not operating outside of their specifc job
descripion) GOI “leads companies to the trough™ but that's 1f, 1 € , lots of work between A
and B — not just a hist of compames and that’s it, or partially subsidizing a trip There needs
to be more hands-on assistance This would be greatly helped by having an ex-pat in-country
to help expedite, give advice, work with the Indians on followup and learning business in

international marketplace
Amencans -- lack of mnformation about India and opportunmties

5 Whar are the main opportunines/ideas for ACE?

. Hands-on work with the FMI’s convention this May to assure more followup

7/1(_{,
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Preparation work for convention (and 1n general to educate FMI membership re
opportunities) factsheet on India, senes of articles in monthly newsletter or special
mailings, or column in Supermarket News and other publications on business
opportunties 1n India

Specific product export opportunities 1) high-quality rice for U S market (John
knows of interested buyers), 2) seafood (some problems with contamination but
Holland 1s irradiating product entering Canada); 3) tea (some retailers would like
blended teas; role for "diverting" some product and doing special label, 4) flowers
(John does not know this industry, but has been told by the Dutch that this industry 1s
a sleeping giant 1n India Need to check market windows against current suppliers to
U S market, e g , Colombia)

Having an ex-pat in-country help with stmulating linkages -- helping to pre-select
companies so that favortism 1s less an 1ssue (some companies have been "denied”
market access sumply because they weren’t friends or insiders to decision-makers),

Outbound U S retailers mussion to India -- FMI could erganize a group of buyers
who are interested in meeting with current producers of fresh/processed products

(note not interested in meeting with wishful thinkers, have to be currently in the

business)

Note A U S supermarket retailer, Marsh, Inc , headed by Don E Marsh, tel 317-
594-2100, fax 317-594-2704 1s 1n process of building supermarkets in India John
thinks this may be a cooperative agreement with a Bntish firm  Preliminary
calculations are that niche 1s for 300 million Indians (of total population) The
distribution/handling look to be real challenges (we will followup to get more
specifics) In contrast, a huge Dutch company decided not to touch India for now,
considered to be "too complex ™ Latter owns 4-5 U & retailers

In sum, many good opportunities, FMI 1s interested 1s working wath us to create more
business hinkages
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ORGANIZATIONAL INTERVIEW GUIDELINES

Note This guideline has been developed for organizations that could be involved 1n support
of the ACE project

BACKGRO RMATION
Contact Information,

Name of Organization National Food Processors Association (NFPA)

Individuals/Title Ned Endler, Membership Coordinator
Rhona Applebaum, PhD , VP of International and Regulatory Affairs

Address 1401 NY Avenue, NW
Washington, D C 20005

Tel (202) 639-5500
Fax  (202) 637-8068

1l Whar 15 the purpose of your organmzanon?

To represent scientific, government and public affairs of 500 processed and prepared
food companies and suppliers to the industry

2 Descnibe the membership (type, number, budget)

d Membership includes processors (small, medium, large), suppliers to food processing
mdustry, associate/service organizations, mternational affiliates, and foreign
companies (processors) that sell to the U S  (There are about 15 foreign members
currently which include processors, supphers) The board of directors includes
representation from different parts of the industry, well-known companies like Ocean
Spray and Campbell’s are on the board

. Membership overlaps with other associations, € g , FPM & SA  Supplers to the
industry, e g , packaging companies Some of these would also belong to the IOPP
FPMA and SA's members would typically produce the machipery for NFPA’s
members The work together on an annual convention/exposition

o
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3 Describe the principal services offered (relevant to develop linkages)

LN

Regulatory -- Liaise directly with USDA/FDA/EPA on 1ssues umpacting the processed
food industry Foreign companies that are interested in U S markets (and that are
members) could obtain information, 1 e , a) label review, b) spoilage problem For
other 1ssues, e g , nutrition testing there would be a fee NFPA uses 1its labs in DC,
CA, and WA for testing Similarly, NFPA mught help provide a U S company with
the regulatory information related to a foreign market (note presently information is
mare regulatory n nature, and less on consumer statistics/trends )

Lobbying -- less impact related to linkages, has more to do with domestic 1ssues on
the Hill

Research -- NFPA can do research in 1ts labs related to consumer claums at reduced
cost to members Example alleged claun by consumer that product contains “x"
product (somethung illegal, not approved, etc) NFPA can test the product and
provide a legal opion (known as third party testing) This can be of tremendous use
to members 1n crisis management, cost less than finding a lab for first-time use, etc
The lab can also be used to test new products

Newsletter -- form of communication with members

What services would help Indo and/or US bustnesses to do more business rogether?

Could NFPA members access MPP monies?

more information on India and opportumities, beginming with something that Rhona
Applebaum could take to her International commuttee to see if they are interested 1n
India and pursuing opportunities

What qre the main impediments?

lack of knowledge (information) about India and opportunities
present interest may favor sales of products, vs joiwnt production agreements
untl recently, focus was mainly domestic, and mainly on regulatory/scientific 1ssues,

1e, less on "gomg global” and helping members to realize market opportunities
This may be changing with hiring of Ms Applebaum

What are the main opportumines?

Provide information to NFPA re opportumties Sector information as well as
particulars For example, 1t’s interesting to learn that India has a population of 900
million people, many of whom consume yogurt, and that a consumer pack yogurt 1s
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not readily available in the country, 1 € , pomnts to possible opportunity BUT they
also need to know re state of refuigeration, etc

» Ms Applebaum seems quite interested 1n India as prospective new area for NFPA
activities She needs information to be able to "sell" her international commuattee
She asks for more info to communicate to them at therr March 7 meeting (we should
at least provide some highlights from the report and followup later as food processing
looks to be key to aghiz development for India )

]
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ORGANIZATIONAL INTERVIEW GUIDELINES

Note This guideline has been developed for organizations that could/have been involved 1n
support of the ACE project

Contact Informpation,

Name of Orgamzation Produce Marketing Association (PMA)

Individual Mrs Nancy Tucker
Title Vice President, International Trade and Development
Address 1500 Casho Mill Road
P O Box 6036
Newark, DE 19714-6036
Tel 302-738-7100
FRax 302-731-2409

1 Whar is the purpose of your orgamizanon?

PMA, established n 1949, 1s the largest trade association 1n the U S representing the
fresh produce and mass-market floral industries PMA has 47 staff members, "x" are
certified association executives (CAE), mcluding Nancy Tucker

2 Descnibe the membership (type, number, budget) (note this section may be updated
further by PMA’s membership director, mfo will be forwarded accordingly)

PMA revenues 1 1994 totaled close to $7 million

PMA currently has 2,497 members

PMA membership breakdown foodservice operators 58, international buyers 28,

individuals 74, international suppliers 19, brokers 156, supermarkets 222,

wholesale 677, grower/shuppers 780, supphers 372, promotional orgamzations 111
. PMA has three divisions retail (1,809 members), foodservice (905 members), floral

(616 members) Members belonging to more than one division retail/floral 256,

retail/foodservice 561, floral/foodservice 106, retail/floral/foodservice 87
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Descnbe the pnincipal services offered (relevani to develop linkages)

PMA Convention and Exposition -- this annual event 1s the largest trade show 1n the
fresh produce industry It typically draws 9,000 visitors and has more than 420
exhibiting compames (equates to more than 1,000 booths) Seminars on industry
topics are held i the mormings, the exposition 1n the afternoon

PMA Intemmational Trade Conference -- held 1n conjunction with the PMA annual
convention and exposition  Attracts several hundred people, good meeting place for
networking, eductional workshops

International Visttors Center/match-making -- Featured at the annual convention
Meeting place for wternational-U S participants On-site database available to
conduct searches for products/services by business type, geographic region

PMA Information Center-- mformation requests/searches, e g , product information,
news articles

Membership directones for the Floral Marketing Association and the Produce
Marketing Association -- cross-referenced information by state, company, business
type, comodities, key contacts, products, services

Freshline monthly newsletter and separate division newsletters

Regional training programs -- several regional tramning programs every year for
foodservice, retail, and other sector

Trade nussions to other countries -- Planning to do a retail operations tour to Mexico
to acquamnt U S compantes with supermarkets, wholesale markets and distnibution
systems 1n Mexico as target market for thewr fruits and vegetables Although no
formal brochure or announcement as yet, mission 1§ already oversubscribed Wil
likely become an annual event, 1 ¢ , return to Mexico or visit another foreign market

Organizational development/traiming of foreign counterparts, e g , received Central
Amerncans that were planning their regional AGRITRADE horticultural conference
Provided in-country assistance to counterparts 1 Central America

note The "Doing Business Internationally” country series has heen discontinued Members
weren’t buyng the books, the information updates were costly and time-consumng for
outside consultant

4 What services would help Indo and/or US businesses 1o do more business together?

the services described 1 #3 above

S What are the main vnpedunents?

currently no U § fresh products entering India (note impression rec’d from
USDA/FAS) Nancy 1s not sure if this 1s actual case, and if so, why, 1 e , if due to
high import duties -- 7? policy constraints

PAGE 12
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. distance to market -- U S products to India or Indian products to U S , 1€,
transportation may be possible comparative disadvantage for India vs other countrnes
(however as technologies change for fresh product, this may be less of any 1ssue)

. Asia markets may be closer and more "natural” markets rather than U S
U S companies may not have percetved that Indian could be production area for
products destined for Asia (they may also be more concered about selling U S
products directly from U S into India and other Asitan markets than n linking up)

6 What are the main opportunities/ideas for ACE?

. U S inputs -- Ag machinery, seeds, technology

. U S companues that do desire partners, 1.e , suppliers/producers as entree to Indan
market or Asian market

. International Trade Program (durnng the Oct '95 Trade Program) -- PMA has not yet
decided which emerging markets will be discussed, but India might be a possibility

o Newsletter articles -- Japan has been featured in the monthly newsletter Indian could
be a possible topic, too
° PMA traimning programs -- supermarket owners in India (learm about proper storing,

handling, labeling) techniques as used in the U S

. PMA convention - gefting more Indian buyers to the program 1n Oct '95 (San
Diego)
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ORGANIZATIONAL INTERVIEW GUIDELINES

e This guidehne has been veveloped for organizations that could be involved in support
he ACE project

BACKGROUND INFORMATION

Contact Informabtion,

Name of Organicatnon Snack Food Association

Individual Stan Barrett

Title Membership director

Address 1711 King St , Suite 1, Alexandna, VA 22314

Tel

Fax

!

2

(703) 836-4500

(703) 836-8262

What 1s the puppose of your organization’

The Snack Food Association 16 the leading trade association for producers of snacks
manutacturers of machincry and other supphers for snack toods

Descrnibe the membership (type, number, budger)

Budget 15 about US $5 mullion
Manufactunng members of snachs (e g , potato chips, preteels, corn chips, processed

nuts, meat snacks and fruitsnacks)
Associate members (suppliers of ingredients, flavor, seasonings, tats and oils,

packaging supphes and machinery
About 1000 members Some international wncluding 10-15 Indian firms

Descr.be rhe principal services offered (relevans 1o develop hinkages)

Government relations with DOC and USTA (regularly send information for their
shows, obtain some regulatory mfo)

PAGE 11
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. Trade Shows -- the association's own annual convention (‘95 convention was n San
Diego, CA) 1s good networking opportunity  Association aims [o promote
cooperauon between companies Two keynote speakers at recent convention ==
Pepsico’s CEO and from Keebler spoke on international markets Also there is an
international reception

Other trade shows (less activity at present, currently making information available at
the shows, have members that want to exhibit at more foreign trade shows, and the
Association "trades” booth space with 1its European counterpart at their respective
annual trade shows

o Trade Magazine -- some articles on opportunties, features on new markets, e g ,
Japan
. Indivadual response to foreign companies -- Example can provide names of U S

equipment/inputs suppliers for production of certain snack foods These companies
may also provide some expertise The association lets them make contact with each

other
. Buyers’ Guide
v Commuttees on production, technology, marketing
. Technical and education programs, and potato and corn hybnd research

4 Whar services would help Indo and/or US businesses to do more business together?
. Rawse level of awareness about opportunities

. Indian delegation to come to Snack Food Association’s show, get on program and talk
about India as market and place to do business

o Consumer study about India
. Information about regulatory/labeling environment (U S and India)
d Equipment suppliers are very interested in overseas shows

S5 Whar are the main impedimenis?

. Lack of awareness of opportunity by U § companies

. Lack of action by U S companies (current market demands may be sufticient)
Tendency to wait until opportumity presents itself rather than proactively seeking the
market

. Large U S market demand (vs going global)

. Sufficient funds/expertise -- had wanted to participale 1n Asian snack tood show but
couldn’t pull 1t together

O Whur wre the mmn oppuriunies?
(refer to #4)
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7 Other comments Very willing to receive any Indian delegations, discuss opportunities,
discuss Snack Food Association’s organization/roles/programs, etc

PAGE 13
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ORGANIZATIONAL INTERVIEW GUIDELINES

Note Ths guideline has been developed for organizations that could be mvolved m support

of the ACE project
BACKGROUND INFORMATION
0 ormation

Name of Organization United Fresh Fruit and Vegetable Association (UFFVA)

Individual Ms Sheena Kuruvilla (note Ms Kuruvilla 1s onginally from
Indore, Madya Pradesh state, India)

Title International Trade Manager

Address 727 North Washington St
Alexandna, VA 22314

Tel 703-836-3410

Fax 703-836-2049

1 What is the purpose of your organization?

(note this 1s bemng faxed to Chemonics Mission statement 1s somewhat long )
2 Descrbe the membership (type, number, budget)

Operating budget of about $US 4 mllion

. 1800 members Representing produce industry -- growers, shippers, brokers,
wholesalers, retailers, exporters, umporters, distributors, fresh-cut processors,
foodservice operators, industry suppliers (cartons, etc) Of these the largest segment
1s grower/shippers, and the fastest growing 1s foodservice operators

(9%

Describe the principal services offered (relevant to develop linkages)

. Annual convention (February) in U S -- learn about how the U § produce windustry
works, see mn one place many of the providers/players 1n industry

. Trade missions (note plannming for a sourcing mission to Costa Rica, and considering
trade missions to other countries to coincide with large trade shows, ¢ g , Japan’s

'Y
ey
\4&"3
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Foodex, where UFFVA’s members could make contacts to sell their products and 1n
some cases, source products

Bi-monthly magazine and bi-weekly newsletter -- provides tips to international
trading, articles on overseas markets, consumer mnfo (U S and foreign), and current
technologies/processes key to industry, e g , electromc bar coding, articles on the
cold chain, Hazard Analysis Cntical Pomnt (HACCP) for fresh-cut processors

For India producers -- access to U S buyers n retails, foodservice, and fresh-cut
processing mdustry

For Indian producers and buyers -- gain clear understanding of food industry 1n

U S -- what consumers want/buy, consumer surveys

Bducation regarding the U S promotional program -- "5-A-Day"
Workshop/International Trade program -- new, this program will have two facets
info for U S companies on foreign markets/regtons, and info for foreign companies
on the U S market (packaping sizing market preferences labeling)

What services would help Indo and/or US businesses to do more business rogether?

Bducauonal seminars (bar-ceding, HACCP, doing business m the U § )

More 1 on 1 counseling

Serving as source of inforomation for suppliers/buyers on overseas opportunities,
eg,India

Market information on Indsa (consumer trends, distribution system)

What are the main impedimenis?

lack of information

limited extent but because Sheena 1s onginally from India, perception might be one of
favontism toward India vs other countries

assurances for U S companies that something 1s 1n 1t for them (and not just to give
therr 1deas, technologies

What are the main opportunities?

Fresh-cut processing industry -- possibly to conduct semunar for Indians on
technologies and opportunties and as well the mmportant pomnts of HACCP)
Consumer information on how market works (seminars)

Links with logal associations In India (lists of entities that want to do business)
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Linkage Profile /
Date of Callsc February 20, 1995 (not answering)
Call Back: February 22, 1995 (Sec. 771-5158)
Confact: Bob Bradshaw/ Benjamin Kaesiner
Tel 410-771-5033
India. AV Thomas, Madras (no name was volunteered)
Date of Interview: February 23, 1995

Name of Company: McCormick, Inc.
Questionnaire. Respanse

Note: McCormick s old, mahure multinational enterprise. It 15 the largest spice processing
and merchandising company in the world. The spice industry, ifself, 15 a traditional
mdmhywl_nere.lnduhashadalustnncmle as a grower and supplier of foreigh markets.
Unlike other industries, there 1s a long track-record of assoaation between Indian

compenies and US as well as other foreign country counterparts

1) Busmess Arrangement:

McCormick has a 50-50 joint venture with AV Thomas, Madras. The la large
tter is
scale plantation grower, primarily of tea and rubber. It appears to be di s g
info same splce production, but McCormick was interested 1n this jomnt venture for
reasons having to do wath AVT's overall production capability, busmess influence
z;;;:c:ofa'f:mﬂNadwﬁnmdshngandabﬂim to run a processing
as the one now under constructton. The wned
Ty suchas the ore plant will be 50-50 o by

McCo
rmx-ckhaszoﬂzerplmts,ﬂ:esmtns of which was not addressed in flus

2) Hnw‘ came about?

McCormick has been operating in India for the last ears. Accordmng
Bardelaos 2 vboge s Laall. | SRUNRUSIRY of | Y ALY D wvaluaggg; an ejﬂdent growg

It has developed a variety of operating profiles in Indxa whach undoubtedly have

more fo do with i
oo dss:wsmmm and varymg state regulahions within Indza

Y
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McCormuck uses 10-12,000 metric tons of Indian product annually. It buys and
processes 5-6,000 tons of chilis per year. For the large volume products such as
chulis, McCormick has entered into relationshups with mtegrated compames with
growmg and processing capabilities. For smaller volume product, McCormick has

ips with Indian companies which are “dealers," which in India is a cross

between wholesalers and brokers or supplier agents.

3) bmpediments/ problems

The biggest problems for McCornuck, according to Bradshaw, are the conflichng
laws and regulations between state and central governments McCormuck is

accustomed to the lavel of regulations, having operated in India for so lo

iy ng, but
despule 1ts experience, 1t still loses ime and money from the pairhwork of state vs.
central goverunent measures

4) Advaniages

In the case of the spice business, the higgest advantages in o i
4 ” perating m India are the
range of spices, the ideal growing canditions, and skill levelgnfs concerns these

products.

Bradshaw noted certain initiatives over the last two years which have been
ful
to his company. Impart and export approvals are now obtamed in about ‘ll:fapﬂ'ne
time it used to u?:i&efx:]slt" accon;;.:s for import-export businesses have also been
liberalizad wai Year measure has
Sprvitraie been equally advaniageous to

McCormuck 1s, by Bradshaw's own deseny
] A phon, an eager buyer in India. Hence,
. ﬂ'ayarewiﬂmgbyutupm&nmomﬁmnothartypesofcomgm They also do
not use Ex-Im financmg because all their operations 1n India are commercially
dﬂnanced.'t Nonetheless, Bradshaw seen fhis program, along with OPIC McCormick
oesn't use this window erther:) as very useful to American business

ASS,
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4

Pressure Cool

Date of Call February 22, 1995

Contact Douglas York
President

Date of Interview: February 22, 1995

Business Amrangement:

Pressure Cool has a technical collaborahon agreement with its' Indian partner (Buro
Fruits), and the market board of the state of Mahastran. Pressure Coll sells equipment to
Euro Fruuts on an as needed basis to facilitate the export of pre<ooled grapes.

Start of Linkage:

Government of Indiz confacted Pressure Cool directly in the 1970s regarding conductin

a feasibility study on reducing post-harvest losses. 12 years later (19887) Indiaﬁ
government placed the first order Pressure Cool's products Order came about as a drect
result of someone in the Mahastran government going back and digging up Pressure

Cool's original report.
Impedimenis:

1. Pﬂmarympedimmtisadtnralmmdsetoflndhnbanks,busim
, and
government. Feels that most Indians do not conduct business in a *western”
fashion. York is bothered arrogance of afficials, and condescention toward western
bustnssesasyemgmfedormhtdnnbumnm

2 L.C. methods of banking: Requirements for L.C. for first Indian order filled
of paper £2* high. 1 a stack

3. Ca.!mbexsomennpmtr@ﬂaﬁons. Though thus is getting better, Indian Parliament
ongm§lly wanted a 200% import duty on first shipment of coolers despite th
pohanﬁalmmaseofSthDtﬁnesmvalneaddeda:pom TP -

4. The desire of Indian officials to be ev mess Includin
ery tune m order to d
sumply taking bags through, customs, © bus &
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Advantages:
1 Pressure Cool has state-of-the-art equipment: Indian techmaa
, however, can still
usuall rm the maintena o L
lypels'io ntenace tasks, even if they can not produce replacement

2 Pressure Coal's advantage hes m supegior product, and th
. e willn
therr clients on a continuing basis i the field, and in the US. asvgnfmedmb

3. Those Indran
T growers that are willing to adapt to new methods almost inervitably

Smoothing Linkages

Clean up corruption, and make sure that bo usmesses
th Indian
anderstand the cultural differences of both countries. and US ®

Government Rale.

1 US. goverernment could do more m actual technical traming of indian
awuh rkers/companies. Rather than simply giving money to India for thus, U.S. govt
ould run programs themselves to avoid waste and /or corruption. ’

2 US. gov't programs to educate Inchans fo ortunties, Indian
ward rt
businesses are still aimed only at domesiic mm PP s most

3. More trade shows where businessmen ¢can
actually speak to businessm
government involvement. Both here and in India. Personal Hes are s:lll :fgi;

nnportant aspect of domg business mn India.
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Note:

Background Note:

India contact

Summary Profile:

1

Linkage Profile. CPC
Tlus profile was drawn from existing reference sources and personal
knowledge og the company’s operations.

CPC has relatively hittle activity i India at this time. Regarding ats
India operations, the best source we are told would be Tapan K.

Chakrabarty

Tapan K. Chakrabarly, Chairman & Managing Director
Corn Producis Co (India) Lid.

Shree Niwas House, . Somam Marg

Bombay 400-001

Tel. 204321-22/ Fax: 2046180

CPC, India 15 a small corn ofl refinery facility. It has a negligible
share of the Bombay market. Its overall market strategy allows for
same rejaied addiuve sud (Uul produwis bul at prcosnt it 10 sleiotly an

oil refinery facility and is 100% owned by CPC, US.

CPC, as n Fortune 300 company, is a well heeled mulinational
corporafion (mnc). It %as plant locations 1n 52 countries. The India
facility 1s one of the suaallest. The company's strategy 1n India has
been go slow because of all the reputed road blocks to operating
within India.

For some of the flagship CT'C products like the Knorr soup line,
Skippy peanut butter, Hellmann's mayonnaise, the company is
relymg on.its export unit, Best Foods Exports. At present Best Foods
has not made any smignificant sales in Inda but 15 rewiewing
oppertunties at thus time.

Company spokespeople have indicated that the reforms are
promising, although they have not yet trickled down wn favor of
exporters of consumer food products The current licensing system
and hugh tanff schedules, according to CPC sources, make them wary
of commtiing too much time, energy, and marketing budget to India
at this tme. On the other hand, the company is following changes
closely to prepare for a more agressive marketing campaign.



rllE N
/

o 455 0223 ’95 07 45 ID CHEMONICS 202 331 2092

LINKAGE PROFILES

Name of partners
Us Consohidated International Broker Service (CIBS)

Indian  Wens Agro Foods Ltd

Contact U.S. (tel/fax/individual/title/address)

CIBS

Donna Piago, Secretary
9001 NW 97th Terrace
Miami, Flonda 33178
Tel  305/889-1105
Fax 305/884-4887

Contact India  (tel/fax/individual/title/address)

Pending details from Donna Piago at CIBS She will check her files and get back to
DB

Agribusiness (check one or more categories and specify actual product(s)/country

- fresh fruits and vegetables

- flowers (fresh or dried)

- processed product (baked, dried/dehydrated, canned, frozen, aseptic, beverage, other)
- grans or legumes (processed, cleaned)

- dau'y

- seeds or biotechnology

- hivestock/related businesses (chicken, feed, beef)

- machinery/machinery supplies

- other agnbusiness-related supplers (pachaging, post-harvest handling, transportation)

Additional notes

CIBS 1s a general commodity broker They will locate, procure and ship any
commodity their client wants

PAGE 2



F™ No 455 02-.23 g5 07 45 ID CHEMONICS 202 331 2082 PAGE
/

INDIVIDUAL FIRM INTERVIEW GUIDELINES

1 Describe the business arrangement that you have with the foreign firm

No business transaction ever took place

2 How did this come about, 1 e , linkage/catalyst (trade mission, ap from a friend, banker’s
reference, erc), and a description of what happened

Around September 94 contact was made by an Indian firm seeking quotes for specific
commoditics The Indian firm got CIBS contact information from another U S
broker

3 Idennfy impediments which could be descnbed as

a) particular to your type of business (informanon, insniunonal, operational,
policy/regulatory, financial, rechnology, local supplym e g , lack of or improper varieties
improper packing/packaging, postharvest handling, rransportanon, eic )

Business transacuon never took place because of high transportation cost quoted
Commodinies were quoted trom Miami FOB New Deltu  (Donna Piago of CIBS will
call DB back with more details on specific commodities )

b) specific 1o the business linkage you are involved in, 1 e , technology transfer, licensing
arrangement, franchising, joint venture, sale of product(s), local product for domesnc or
export markez, foreign markenng/distribution of product, foreign buyback of Indian
producnon)

If the transaction would have occurred the business linkage would have been a sale of
product

¢) charactenisnc to doing bustness in India
N/A

4 Idenrlfy advaniages which could be described as
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a) particular to your type of business (informanon, insntutional, operational,
policy/regulatory, financial, technology, local supply (lack of or improper varieties),
improper packing/packaging, postharvest handiing, transportanon, eic )

N/A

b) specific to the business linkage you are involved in, 1 e , technology transfer, licensing
arrangement, franchising, joint venture, sale of product(s), local product for domestic or
export market, foreign markenng/disiribution of product, forelgn buyback of Indian
producnon)

N/A

¢) characrensnc 1o doing business in India
N/A

5 Please share any recommendations you have regarding how U S -Indo business
transactions could be effected more quickly or more smoorhly

N/A

6 Whar role could government and private orgamizanons play in facilitanng increased U S -
Indo business linkages? (trade missions, unlizanon of trade associanons, trade shows, trade
promounon events, tralmung, internships, others)

N/A

v—.“g
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CPCBOMBY INT 2/20
LINKAGE PROFILE

Name of partners Corn Products Co. (India) Ltd (Indian firm)
CPC International Inc. (U S firm)

Contact U S (tel/fax/individual/title/address)

P O Box 8000
Englewood Clffs, NJ 07632
(see contact list)

Contact India. (tel/fax/individual/ttle/address)

Mr Tapan K. Chakrabarty
Chairman & Managing Director
Bombay India

(see contact list)

Agribusiness (check one or more categories and speafy actual
product(s)/country

- fresh fruits and vegetables

- flowers (fresh or dried)

XX~ processed product (baked, dried/dehydrated, canned, frozen, aseptic,
beverage, other)

-~ graimns or legumes (processed, cleaned)

- dairy

- seeds or biotechnology

- hvestock/related businesses (chicken, feed, beef)

- machinery/machinery supphes

- other agribusiness-related supplers (packaging, post-harvest handhng,

transportation)

Additional notes

Manufacture and distraibute (to retail level of Indian domestc market) a range of
food products including custard powder, jJelly crystals, jams, baking powder,
45% dextrose, caramel color, etc



CRITERIA FOR INCLUSION AS PROSPECTIVE LINKAGE CASE

Special request by USAID or embassy

- to include 1n study
- to not include 1in study
XX- rationale - Major US multinational with Indian subsidiary operating

1 Indian market

Size of Indian firm/orgamzation = Indian defimtion (sales/employees)

- small
XX medium sales $9,000,000 USD, less than 300 employees and shrinking

- large

Size of U S firm/orgamzation = U S defimtion
~ small

- medium

XX large XX ~ sales over ————-— million US

Location in India
- New Delln

XX Bombay

- QOther

Type of Business Arrangement (deals/transactions)
- technology transfer

- bcensing arrangement

- franchising

- joint venture

~ sale of U.S. product(s)

XX local production for domestic market

- local production for export market

- local production for domestic and export market
- U S. marketing/distmibution of product

- foreign buyback of Indian production

Note. 51% US owned subsidiary of US multinational 49% 1s publically held on
Bombay exchange as of 2&1/2 yrs.

Business Arrangement Qutcome

XX~ positive

- negative

- 11 process

XX~ business arrangement completed

138}
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INDIVIDUAL FIRM INTERVILW GUIDELINES

1 Descnibe the business arrangement that you have with the forewgn firm

Indian firm founded as an mmporting company in Calcutta many years ago Now 51%
US owned subsidiary of US multinational 49% 1s publically held on Bombay
exchange as of 2&1/2 yrs ago Was 40% unul the polhicy reforms made India more
attractive.

Manufacture and distribute (to retail level of Indian domestic market) a range of
food products including. custard powder, jelly crystals, jams, baking powder,
45% dextrose, caramel color, etc

CPC India can draw upon the know how (recipes, technology, systems, of any of
the afilhates of CPC worldwide

2. How did this come about, 1 e , linkage/catalyst (trade mission, tip from a
friend, banker's reference, etc), and a description of what happened

Palicy reforms beginnming in 1991 raised interest of parent to take a larger stake 1n
India business anticipating bigger opportunuty to sell into domestic market. They
do an annual strategic planning exercse and have long range plans

3 Identafy impediments which could be described as-

a) particular to your type of business (information, mstitutional, operational,
policy/requlatory, financal, technology, local supplym e g , lack of or .mproper
vaneties, improper packing/packaquiqg, postharvest handling, transportation,

etc )

~Introduction of new products 1s difficult. (Example Hellmans Mayonaise) It 1s
very expensive because new products cannot be test marketed if they fall into
the negative st The polictes could and should be changed There 1s no Bombay
based orgamzation that could help them with policy advocacy of this nature

~-Processing technology exists in India and,furthermore, CPC can access
worldwide technology Engineering skills are quute good but this is limited to the
"techmcal technology" Systems of grades and standards are lacking

-Underdeveloped processed food industry makes sourcing products/inputs
difficult CPC 1s not mterested in developing backward linkages and there 1s no
real processed supply capabuity. (CPC belongs to the CIFTI and see them more
as a techmecal information suppher than as a policy/regulatory lobby.) Other
orgamzations need to be developed to address the polcy issues for the
mdustry

b) speafic to the business hinkage you are involved in, 1 e , technology
transfer, licensing arrangement, franchising, jomt venture, sale of product(s),
local product for domestic or export market, foreign marketing/distribution of
product, foreign buyback of Indian production)

[[%}
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-It 1s a disadvantage to be 51% foreign owned It would be better to be 100%
foreign owned because Less responsible to local owners with different
philosophy., would have a longer tume horizon, and, in general, fewer partners

would mean fewer problems

¢) charactenistic to doing business 1in India

1 Infrastructure electricity, cold chain, quality water supply

2 Regulatory environment complexity tooc many steps and players, creates a
"breadline” and difficulties for sourcing and mmporting ingredients and other

necessary mputs.

3 Corruption: A particular problem for US compames which adhere to rules of
Foreign Corrupt Practices Act and ethics/standards of US business commuruty
making 1t difficult to do business 1n Indwia. Unfair competition 1s created

4 There 1s a tremendous trading mentality which needs to be changed
Causes firms not to honor their supply commttments when prices change

5 India needs to produce more cost effectively before it can export widely
successfully The interviewee disagrees with view expressed at APEDA that
export business will lead domestic agribusiness development He thinks domestic
market will come first. He 1s also unsure where the export markets are,
potentially, for India

4. Identafy advantages which could be described as:

a) particular to your type of business (information, institutional, operational,
polcy/requlatory, financial, technology, local supply (lack of or improper
varieties) , improper packing/packaqing, postharvest handling, transportation,

etc.)

The Indian market 1s gradually cpemung to the foreign multinationals They can
effictently and effectively distribute across a wide area.

As, perhaps, for other processors, CPC has markets for its processed products
and would be willing to make long term market garantees to new producers who
could supply CPC

b) specific to the business linkage you are invalved in, 1 e , technology
transfer, hicensing arrangement, franchising, joint venture, sale of product(s),

local product for domestic or export market, foreign marketing/distribution of
product, foreign buyback of Indian production)

~Processing technology exists in India and,furthermore, CPC can access
worldwide technalogy. Engineering skills are quite good but thus is limuted to the
"technical technology"”

¢) charactenistic to doing business 1in India

[
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~-Kelloggs 1s focusing geographically in Indian domestic market but this 1s not
good strategy for CPC with their particular cost structuring (I think meaning
relatively thun but spread market)

~Engineering and scientific skills/knowlege are locally available

5 _Please share any recommendations vou have regarding how U S -Indo business

transactions could be effected more quickly or more smoothly

facihitate entry (umport of products) CPC will not do backward linkages,
has no processed supply capability, and would garantee market to local
suppliers

continue to improve the policy and regulatory environment

sumphify the system for registering/selling new products

6 What role could government and private orgamizations play in facilitating

increased U S -Indo business hinkages” (trade missions, utihzation of trade

associations, trade shows, trade promotion events, traiming, internships, others)

~develop a futures market

-develop wmfrastructure (cold storage,

develop systems of grades and standards Use private associations to
do the quality standards work to issue something like a "quality seal of
good housekeeping"

Processing technology exusts in India and,furthermore, CPC can access
worldwide technology. Engineering skills are quite good but this is
hmted to the "techmcal technology" Nevertheless, access to foreign
technology 1s critical examples, flavor profiles, seeds, and flaking
techmques. The match making for supplying technology and products
could be facilitated by assocations and orgamizations

Private associations or orgamzations need to be developed to provide
policy advocacy for mndividual firms and to work on regulatory
bottlenecks on behalf of individual firms. He said firms don't have time
and resources to do this efficiently for themselves Examples of
1ssues/agendas to work on would be developing systems for introduction
of new products and systems of grades and standards.

o
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AIFPA INT 2/18
ORGANIZATION INTERVIEW

Contact Information (tel/fax/individual/title/address)
All India Food Preservers' Association (AIFPA)

206, Aurobindo Place Market

Aurobindc Marg

Hauz Khas, New Delhi - 110016

Phone 660860, FAX 011-660860

HAB Parpia - Advisor - Suryakanti, Hinkal, Mysore -570
017 India tel 0821 - 511144
N.M Kejriwal - Chairman - Office 312 World Trade Centre,
Barakhamba Lane, New Delhi 1, tel
3322880

Executive Secretary K P Sarin
Journal Editor KL Ardhakrishnan

Purpose of Organization
Founded in 1946 or 1966 °

Goal 1s to stimulate development of food processing industry by

. Creation of joint ventures between medium and small
INDO and US companies

. by location US technology and management systems

for the following sectors

-fruit and vegetables (canned , frozen and dehydrated)
~-cereal technoclogy

-fish and meat

-by-product utilization

Membership (type, number, budget)

Members include CIFTI, Snack Food Association, Dehydrated Food
Association, UPI? , CII? , etc

-800 members with 4000 food processing licenses
-roughly 50% of their production 1s exported
~budget 1s based on membership dues

Principal Services Offered (Relevant to Develop Linkages)

-Put members i1n touch with technical information
-committee to create joint ventures



~Library
~Journal "Indian Food Packer" (monthly)

~AIFPA participates on a Committee to remove policy impediments
(Part of Development Council for Food Processing Industry)
with 25~30 members and 6 panels taxes, consumer protection,
raw materials, R&D, etc )

What services would help Indo and/or US businesses to do more
business together?

-attract investors by using an improved profile system requiring
"matching" profiles

-Felipe Manteiga suggests a series a "modules" fora network to
develop "bankable" propositions

-What are the main impediments

-Only 1&1/2% of food produced 1s exported

-land ceiling policies (plantation crops are excepted)

~-There are a number of authorities involved Ministry of Food
Processing Industries (created six years ago), meat 1s under
Agriculture, fish i1s elsewhere, food and drug regulation 1s
under Min of Health, and standards are under Central Committee
for Standards (there are food products "orders")

-they are lessening

-capital and financing system

~population growth, land degradation, lack of resources, losing
animal i1ndustry, corruption

-What are the main opportunities

-~ Create joint ventures between small and medium US and
Indian companies The US companies can provide markets,
technology, and financing/capital The Indian companlies
provide labor and research capability/institutes Examples of
institutes are National Food Processors and Institute of Food
Technology in US.

~land leasing with 99 year leases and do contract farming

~financing 1s available foreign i1nvestor can get a project 60%
financed - 20% local, 20% foreign, 60% Indian Bank (ICICI)

b
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LINKAGE PROFILE

Name of partners

(Indian)

Ravindra Disa

Director and Ms Vidya lIyer

Hi-Rel AGRI-TECH (India) Pvt Ttd

Contact U S (tel/fax/i1ndividual/title/address)

(U 8 )
none - only have a distributor

Contact India (tel/fax/individual/title/address)

(see contact list)

Agribusiness (check one or more categories and specify actual
product(s)/country

- fresh fruits and vegetables

XX flowers (fresh or dried)

- processed product (baked, dried/dehydrated, canned, frozen,
aseptic, beverage, other)

- grains or legumes (processed, cleaned)

- dairy

- seeds or biotechnology

- livestock/related businesses (chicken, feed, beef)

-~ machinery/machinery supplies

- other agribusiness-related suppliers (packaging, post-harvest
handling, transportation)

Additional notes

i



CRITERIA FOR INCLUSION AS PROSPECTIVE LINKAGE CASE

Special request by USAID or embassy
- to i1nclude 1in study

- to not include in study

- rationale

S1ze of Indian firm/organization = Indian definition
(sales/employees)

XX small

- medium

- large

Size 0of U S firm/organization = U S definition
- small

- medium no US partner

- large

Location in India
- New Delha

- Bombay

XX Other - Pune

Type of Business Arrangement (deals/transactions)
- technology transfer

- licensing arrangement

- franchising

- jJoint venture

- sale of U § product(s)

- local production for domestic market

XX local production for export market (through a
distributor)

~ local production for domestic and export market
- U S marketing/distribution of product

- foreign buyback of Indian production

Business Arrangement Outcome

X positive

- negative

1n process

X business arrangement completed

N



INDIVIDUAL FIRM INTERVIEW GUIDELINES

1 Describe the business arrangement that you have with the

foreign firm
They are i1n sales to US market through a US distributor
They have a buyer who recieves their product in bulk Buyer

tells them what he wants and when

2 How did this come about, 1 e , linkage/catalyst (trade
mission, tip from a friend, banker's reference, etc), and a

description of what happened

They got the dried flower business 1dea from going to the
Agritech '93 in Israel MCCI advertised the fair They got
ideas from an Israeli company but couldn't (or didn't) partner

with them

RAP Project (Joe Pietrus) helped them to locate the buyer and
studied the dried flower market for them

3 Identify impediments which could be described as

a) particular to your type of business (information,
institutional, operational, policy/requlatory, financial,
technology, local supplym e g , lack of or improper varieties,
improper packing/packaging, postharvest handling, transportation,

etc )

Sourcing raw materials in large scale

Capital Capital 1s difficult to get You need to have a market
"garantee" suchas an MOU with a buyer Think loans should be at
lower rate. 8Said ICICI repayment terms are harsh {too short)

But they got their money in thirty days

They think the ¥ndian business environment 1s now very open and
free. They think the 60% duty on imported machinery (non-agri
use) 1s not bad

They contract farm so they don't think land ceirlings are a
problem

b) specific to the business finkage you are involved 1in, 1 e .
technology transfer, licensing arrangement, franchising, joint
venture, sale of product(s), local product for domestic or export
market, foreign marketing/distribution of product, foreign
buyback of Indian production)

They only have Indian drying technology and want help making
their drying more efficient

3



c) characteristic to doing business i1n India

4 Identaify advantages which could be described as

a) particular to your type of business (information,
institutional, operational, policy/requlatory, financial,
technology, local supply (lack of or improper varieties),
improper packing/packaging, postharvest handling, transportation,

atc )

b) specific to the business linkage you are involved in, 1 e ,
technology transfer, licensing arrangement, franchising, joint
venture, sale of product(s), local product for domestic or export
market, foreign marketing/distribution of product, foreign
buyback of Indian production)

c) characteristic to doing business in India

5 Please share any recommendations you have regarding how U § -
Indo business transactions could be effected more quickly or more
smoothly

6__What role could government and private organizations play in
facilaitating increased U S -Indo business linkages® (trade
missions, utilization of trade associations, trade shows, trade
promotion events, training, 1internships, others)

Think ACE should be able to show them new markets

They want to learn about other markets and technologies that
they could daiversify i1nto such as freeze dried roses

They would like ACE to be more i1nvolved 1in the production
{farming) assistance side

They feel they can go to RAP for their marketing and technology
needs

£
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Lmkage Profile
Date of Calls. February 20, 1995
Call back: 2/

Contact: Bob cmmended approprate contact would be lus
boss, Ken Mishra who wall be in tomorrow, 2/21. Tel 1-800-
531-1207
India. Salil Kumar Pandey, Bangalore 91-80-2204138

Agribusiness: Seeds/otech

Additional Notes: Bioseed 15 50% owned and managed by Ken Mishra; the other

50% 1s owned by GP Group of Compames, Bangkok The
latter 1s a conglomerate with its biggest achvities in

agricultural fradmg
Date of Interview: February 20, 1995
Name of Company: Bioseed Genetics, International

Questionnaire: Broseed

1 animssax:angem.ent
Bioseed has 100% of its research facihty. Ithas a joint venfure with Shoram
L a Bioseed
mwhichSIfmamhnldsQ% equty In the joint venture Shriram 1s responsible for
the marketing of Bicseed seeds and Bioseed retams responsibility for production.
Responsibility for distribution is shared.

2 How arrangement came about

Mashra 15 an Indian, naturalized US atizen. He first joined P1 seed
oneer in19711n
Indxganfiwentoubsetupﬂzdrinizmﬁoml operations. He spent 10 years in the
Knl’hﬂzo ppmﬂ;ls;a r.:pf: 20 years with Pmrﬁ, he estabhshed his own company.
through experience allowed hem ko sh :
Mngto 5 e ort circuit the learmng

3.  Impediments/problems:

Although Mishra finds things easler now than as liti mam
. e as J years ago, lus
problem remains the Indian bureaucracy He noted ﬁlathdiahas:giradepolicy
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designed to encourage exports and yet regulabions and bureaucratic management
tie up approvals far export icenses a muumam of 4-5 months This time period is
about as shart as he can getit and that's because Bioseed has people 1n high places.

4 Advaniages

a) Cost of research 15 very low mn seed industry—Biroseed i

pays approximatel
$400,000 apnually for uts research operations It would pay $21-93P million my
equivalent research m Brazil and 1/3 again as much in the US.,, according to

b) The cost of production 15 extremely low, notwithstanding the addrfional
ransaction costs of bureaucratic intervention.

c) Ind1a 15 a good location in terms of research and produchon. The nearby access
to rmporiant, growing markets is very helpful Y

d) Although there can be inprovements, India offers more IPR
s, protecion than
China for example. One sirgngth in this regard which India offers 1s that it has a
;pcfad,dependabhandumformlegﬂsystam by contrast to current conditions
S. Recommendations
American companies with infernational marketing strategies should maintain
global overview, accarding to Mishzs, but hire local management. The httzri:

exiremel
= y important since US management styles do not fitlocal cultural conditions

mung an Indian cony I mana
success In oparatme in rngiﬁly gement as well as operations 15 essental to

6. Role of government and private organizatians as facilitators in US-Indo linkages

Financing from US government 1s helpful but not

mancing . t essential; what 1s important fn
high industnies 1s to have finaneing which 1s linked io imported US product/
US informational servma_could be 1mproved upon by offenng more mformation

on. prospectiv i
US companjes. Itis difficult for 1S companies to evaluate parincrs and they could




ANNEX G
US TRADE RESTRICTIONS
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TO Chemorucs Field Offices
FROM Allen Eisendrath, Regional Director, Asia
RE Legislations restricting foreign assistance

DATE  August 26, 1992

The Bumpers amendment and the Lautenberg amendment are among the most
frequently cited pieces of legislation which restnict A I D development assistance These
legislauons protubit USAID assistance in production of agnicultural commodities and certain
manufactured goods which are in surplus or direct competition with U § agnicultural goods,
when that assistance would have a significant negative impact on U S exports

3 gn 2 g A The Bumpers amendment
snpulates that no development assistance funds can be made available for agricultural
development activities 1n connection with the production of an agricultural commodity for
export from a foreign country which would compete with U § exports, except
o where designed to mncrease food security and
o where such acuvities cannot reasonably be expected to cause a "sigmificant impact” on
U S exports and

o where activaties are not specifically and pnincipally designed to increase agricultural
exports
or except where production for export will not lead to direct competitzon for U §
agricultural exports,
or also except where research activities are pnmanly to benefit American producers

To comply with the Bumpers amendment, A I D set up a policy implementaton
process 1 Policy Determunation 15 (PD-15), establishing rules for consideration of programs
and projects PD-15 requires the examination of prospective projects 1o determune if they
will mcrease the production of a commodity for export and can reasonably be expected to
have a sigmuficant impact on U S exports AID cites five factors for missions to consider
when assessing proposed projects

export potential of the commodity in question,

magnitude of production hikely to result from the project,

likely export markets;

volume of U S. exports of the commodity 1n question and similar commodities, and
U S. share of the world or regional market that could reasonably be expected to be

affected by mcreased exports of the commodity

M#GN:—-

.
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These factors are considered when evaluating New Project Descripuons (NPDs)
included in the Mission Action Plans  If at that stage no determination can be made
regarding the legahty of the project under the Bumpers amendment, a Project Identfication
Document (PID) may be developed If any doubt remamns about Bumpers amendment
compliance, AID/Washington must more closely review it for Bumpers legahity

In AID’s determunation of projects, the Agency has set one percent as the tndicator of
"substantial imury” For example, 1n the case of a Palastan project, funding was requested
to produce mandann oranges which were to be used as a color enhancer for a product which
would then be exported AID determuned that even if some displacement of the exported
product occurred, the displacement would amount to less than 1 percent, and therefore, the
project remained consistent with PD-15

Preceding PD-15, AID took imtiatives to restnict uses of foreign assistance 1o Policy
Determination 71 PD-71 requures that "proposed projects involving production, processing
or marketing of sugar, palm ou, or citrus for export” undergo reviews to exammne the
“potential imyury” to U S producers P D -71 represents AID’s attempt to address
congressional concerns at an early stage to head off further restrictions

The Lautenberg amendment, The Lautenberg amendment extends protection as well to U S
“umport sensitive” manufactured goods and processed agricultural products, such as leather
goods and texnles/apparel Thus restricuon apphies to both direct assistance and to economuc
support funds There bas been no specific AID Policy Determination 1n response to the
amendment Rather, review has been on a case by case basis with AID bearing the burden
of proof for possible damage before approving a loan or assistance to a particular project
However, contractors should also be aware of and responsible for possible breach i the
amendment in the course of implemention, design or loan making

Bulatera/Multilateral Restrictions, Bumpers and sunilar trade related restrictions apply not
only to USAID, but to all trade-related U § Government-supported programs with durect
assistance or funding, such as the Export-Import Bank and the Overseas Pravdte Invesunent
Corporation (OPIC) Multiateral restrictions instruct U S representatives to multinational
development banks, such as the World Bank, to oppose any assistance by those institutions
from using any appropriated funds for the production of commodities or mmerals for export,
if the commodity 1s w surplus on world markets and if assistance would cause substantial
mjury to U S producers of the same, sinular, or competing commodity or mineral

10 /“‘l' \é
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US. AGENCY FOR INTERNATIONAL DEVELOPMENT

— Iax No 0632 /21 3241
1 i o]
?ﬁ?&i‘ﬁ:ﬁi&ﬁmﬂ @ o] TJd No 632 621 71106
wrimta 1000, Manila USAID
Philippines

November 6, 1982

Mr. Allen Eisendrath

Regional Director - Asia

Chemonics International Consulting Div.
2000 M Street, N.W. Suite 200
Washington, D. C. 20036

Subject: AID 492-0445-C-00-2121-00
Dear Sir:

The purpose of this letter is to advise you of an important
change in law governing the U.S. foreign assistance progranm
Section 599 of the 1993 foreign assistance appropriations act
prohibits the use of A.I.D. funds for activities that are likely
to cause a loss of jobs in the United States. The new law also
prohibits the use of A.I.D. funds for activities that would
contribute to the vioclation of internationally recognized workers

rights.

Congress has instructed A.I D to rigorously enforce the
prohibition. As an initial step, A.I.D. 1is applying the new law
to all actaivities, even 1f fundaed in earlier years, A.I D
missions are currently reviewing theilr portfolios to determine
which activities may contravene the law In the meantime, A I.D.
1s suspending all activities that appear to be inconsistent with
the purpose of the new law until we have further guidance.

Section 599 reads ags follaows®

"None of the funds appropriated by this Act may be obligated
or expended to prcvide -

(a) any financial incentive to a business enterprise
currently located in the United States for the purpose of
inducing such an enterpride to relocate cutside the Unaited
States 1f such incentaive or inducement i1s likely to reduce
the number of employees of such business enterprise in the
United states because United States production is being
replaced by such enterprise outside the United States;

(b) assistance for the purpose of establishing or

developing an a foreign country any export processing zcne
or designated area in which the tax, tariff, labor,

m

&



FILE No 819 03-01 "Sb 18 14 ID CHEMONICS 202 331 8202 PAGE 12

environment, and safaety laws of that country do not apply,

in part or in whole, to activities carried ocut within that
zone or area, unless the President determined and certifies ,
that such assistance 1s not likely to cause a loss of jobs °
within the Unated states, or

(¢) assastance for any project or activity that
contributes to the violation of internatiocnally recognized
workers raights, as defined in section 502(a) (4) of the tragde
Act of 1974, of workers in the recipient country, including
any designated zone or area in that country "

Section 502(a)(4) of the Trade Act of 1974, as amended, defines
internationally recognized workers rights as follows:

LI - amm e md Lo o e Lamleaad e hmn e

‘lnternatlonally recognized worker rights' includes -

(A) the right of association,

(B) the right to organize and bargain collectively,

(C) a prohibition on the use of any form of forced
compulsory labor;

(D) a minimum age for the employment of children, and

(E) acceptable conditions of work with respect to minimum
wages, hours of work, and occupational safety
and health.”

Please contact me as soon as possible if you are engaged in or
planning any activities that might be inconsistent with the new
law. If you believe it 1s necessary to meodify your contract in
light of the new prohibitions, please let me know.

Sincerely,

-mf%

S D. Heishman
Contracting Officer

cc.: Ms. Guia Minguez
Chief of Party
3rd Floor Zeta Bldg.
191 Salcedo St., Legasp: Village
Makati, Metro Manila



