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ABSTRACT 

Many scholars of international politics have warned of the 

need for states to gird themselves against multinational companies 

who are able to outsmart and disrupt governments and their 

policies. In Britain measures to guard against such disruptions 

are non-exiBtent. Britain benefits considerably from inward 

investment and the need to gird against foreign companies appears 
to be an overstated case. 

Central decision makers (M. P. 9) have shown virtual 
bipartisan favour to_foreign investment in Britain. Consequent- 

ly there is no policy differentiation between foreign and in- 

digenous companies. The only identifiable policy relating to 

inward investment is a policy of "welcome" to-it. This is not a 

policy in the usual sense for the actors and the acts they should 

pursue remain unspecified. The policy of "welcome" is thus 

implemented by approximately a hundred and thirty different 

bodies - Local Authoritiesp New Townsp development associationst 

Development Agencies and central bodies - all actively engaged 

in encourýging foreign firms to come to Britain. With little 

central direction theJndividuals in these bodies have become 

proximate decision makers and policy-shapers. The bulk of the 

study examines how well these individuals and actors go about 

their task and suggestions for iMprOTement are made. 

Your key concepts are used: consensus# coherencep 

competition and co-ordination. There isp first, a consensus 

on the benefits of inward investment shared amongst decision 

makers# both central and proximate* Paradoxicallyt howevers 

despite this consensus on the policy of "welcome"t the lack 

of specification of actors and the acts that they should pursue 

has led to incoherence in the implementation of policy. Such 

incoherence has caused concomitant competition amongst the 

actors concerned, This has probably been beneficialp but there 

is clearly a need for improving both methods and oo-ordination 
in order to maximise the amount'of inward investment coming to 

Great Britain. 



CHAPTER 5. THE ATTRACTION OF FOREIGIT INVESM. ý71, 'T TO GREAT 
BRITAIN: Provisions, perceptions and attitudes. 

In this chapter further results from the surveyt outlined 
in the last chapter are recorded. First, the problems of assess- 
ing the success of activities are considered prior to examining 
what the needs and requirements of foreign firms are perceived 
to be. Finallyp we record and consider the attitudes and 
opinions of the actors interviewed, as they form the group both 
implementing policy and having direct experience with handling 
foreign firms. 

5.0 The-Success of Promotional Activities 

Having painted the picture of promotional activities 
in the last chapter, attention is now turned to considering how 
the bodies concerned perceive their activity levels and either 
consider or-measure their success. Questions on this matter 

were asked in the interview programme. 
When asked of their perceived activity in attracting 

foreign investment relative to authorities of the same type in 

all regions the authorities in each region held different 

perceptions. The South East perceived themselves as least 

activey the Scots and Welsh as the most active and those in the 

North and North West as generally between the two. This tended 

to match the general findings in relation to specific approach- 

es to promotion. This was also the result when respondents were 

asked about perceived activity relative to all authorities in 

the same region. On an agency basis the Development Corporations 

perceived themselves as most active and the non-Metropolitan 
Districts as the least active with the other types of agency 
falling in between. 

Two questions on the perceived successesin attracting 
investment in generalp and foreign investment in particularp 
were also asked in the interview programme (see Table 5-1). 
Most respondents felt their authorities had been successful 
(71%t 11 = 32 and, for foreign investment only, this was 62%, 

N= 32)-. Those seeing themselves as most successful were New 
Towns and non-Metropolitan Counties. In other agencies there 

was considerable variation in opinions on their success. How- 
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evert with such a small N it is difficult to draw firm con- 

clusions and for the same reason it was also not possible to 

relate perceived activity with perceived success and reach 

significant conclusions although it can be said that little 

relationship did appear to exist. 

TABLE 5-1 Local Authorities and New Town Development Corpor- 
ations. Respondents' opinion of their authority's 
success in attracting investment. 
N- 32 -I missing case - 31 

Category Label Success of attracting Success of attracting 
investment in general foreign investment in 

particular 

Number 
-26 

Number 

Very 
unsuccessful 0 0 0 0 

Unsuccessful 2 7 2 7 

Partially 
unsuccessful 3 10 4 13 

Neither 
successful nor 
unsuccessful 4 13 6 19 

Partially 
successful 5 16 9 29 

Successful 8 26 3 10 

Very 
successful 9 29 7 23 

Morgan and Hookaday's study of Local Authorities and their 

industrial development activities in South Wales (1) used a 

basket of factors of Local Authority activity to produce an 

*objective" index of activity which was based on factors such as 

the existence of council committees for industrial development 

and the existence of industrial land and buildings ready for 

Occupation* This index of activity was compared to a question 

they asked about success. They found the extent of non- 

correlation between their objective index of activity and the 

subjective rating of success to be quite remarkable. Their 

results and the very tentative results shown by this study 

suggest that some authorities are successful without much effort 
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(for example, many authorities in the South East) and others 

remain less successful despite considerable activity. Camina 

did not try to relate a question on success to one on activity 
in the questionnaire she used but did spend a chapter of her 

study (2) defining and producing a normalive activity index 

using Principal Components Analysis. A composite bundle of 

activities, similar to those used by Morgan and Hockaday was 

established. 

Even when using sophisticated techniques whether it is 

possible to establish a measure or index of success is open to 

some considerable doubt. Attempts to measure the success of 

attraction policies are inevitably fraught with difficulties. 

It may be possible to compare the utility of a continuous 

programme in relation to one agency using a cost effectiveness 

measure based on elements such as number of jobs created, firms 

attracted or enquiries generated (3) but it is virtually 
impossible to say authority X was instrumental in attracting 
firm Y for so many intervening and exogenous factors could have- 

a bearing on this. This is particularly important when Local 

Authorities and-Dther agencies want to claim a success. A firm 

may be under the persuasive influence of the IBB, the regional 

bodyv and a Local Authority all trying to get it to locate at a 

particular site, but it is not possible to tell who was most in- 

fluential without an individual case study. Judging success by 

claims of success would be fruitless. Whilst one body may go in 

for publicity and press releases galore in order to Publicise 

what it sees as its success another's efforts may go unsung yet 

may have been crucial. 
Any attempts to measure cost effectiveness are often lost 

from the start. Many agencies appear to keep no data on their 

programmes or arep at leastp not willing to release them, and so 

interpretation has to be largely impressionistic. Neverthelesso 

keeping information on enquiries generated, or firms located 

would, as already mentionedy not necessarily demonstrate success 

or cost effectiveness. Programmes are not readily. amenable to 

measurement. Many problems exist. For instancep th e activities 

of one organisation are not easily. se*parable I time -lags exist. 
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promotional PrOGrammes may be aimed at promotine a name rather 
than attracting firms, and even the elements of a single 

agency's promotional programme are not necessarily separable. 

Making cost effectiveness analyses on cross authority or, 

agency levels may thus be a dubious method of assessment. Such 

was the feeling of the NEDC-W9 for instancep when they and 

other bodies were assessed in an unpublished review of industrial 

promotional agencies in England produced for the Department of 

Industry by the consultantsp Coopers and Lybrandq in late 1979- 

The problem is that authorities and agencies have different 

aspirations# advantages and disadvantagesp and comparison can 

only be false when they are often playing totally different 

games. 

It did seem clear that many agencies wereonly too aware of 

the problems in evaluating their activities and were ready to 

use this as a smokescreen for inadequacies. The New Towns were 

often most keen to produce evidence of their success. They 

were often capable of relating enquiries, company visits# 

company establishmentsp and jobs created to campaignso methods 

and expenditures even if not prepared to disclose such data. 

The development associations and bodies claiming to be more 

concerned with general image-building promotion rather than 

the more direct attraction of firms and jobs (as associated 

with the New Towns) were able to field more arguments as to why 

measuring programmes and successes and making cost-effectiveness 

comparisons were neither easy to produce nor. meaningfull 

especially when comparing different bodies. There seemed to be 

a reluctance to say what data was keptv how it was assessedt 

and how it was assimilated into future programmes. Many of the 

reasons given for this situation were somewhat evasive. Long 

time-scales for investment decisionsp and the inability to 

separate off the efforts of regional bodies from those of 

others were often given as reasons. Neverthelesss assessments 

of activities do seem necessary if only in order to convince 

others of their worth and for developing future programmes. 

Making evaluations is inevitably problematic. If 

independent evaluation is conducted, objections are raised 

from within and if an evaluat16n. is internal then it is unlike- 
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ly that things will be painted as anything but good. Caminal 

undertaking an external evaluationg tried to measure success. 
For exampley she suggested a County Borough was successful if 

it attracted one firm per year producing 70 to 150 additional 
jobs (5) but such can only be a very rough yardstick. This sort 

of view of success tends to be one based on a "norm" above which 

one is doing well and below which the authority is unsuccessful. 
No such conclusions as to what is success are made here. 

One could glibly say that firms plus jobs are what a Local 

Authority wants but success based on such criteria, although 

measureable is not necessarily useful. For examplev the 

establishment of a capital intensive heavy industry with few 

local links cannot be compared to a labour intensive plant 

with considerable local multiplier effectsy yet both are count- 

ed as an establishment and both may employ the same number of 

people directly. Success can only be related to local goalsq 

be they short or long termp and they require individual and 

specific bench marks and monitoring frameworks that are not 

amenable to generally applicable simple formulae or norms. 

Although it would be interesting to produce league tables 

on activity and success this author believes that even with 

sophisticated Principal Components Analysis too much would be 

lost in calculation. Furthermore, their basis would inevitably 

be normative and it would seem more honest to leave consider- 

ation at the level of discussing activity item by item-as done 

in the preceding chapter. Camina clearly recognised problems: 

"While it would have been satisfying to have been 
able to demonstrate high correlations between 
items of provision or promotion and success in 
terms of number of firms or jobs createdy it soon 
became apparent that this was not realistic both 
because adequate responses on the numerical 
'data were limited and because authorities-in 
practice do not single out particular "items". " 
(6). 

Also like Camina's studyp the present study suffered from 

inadequate responses to questions relating to number of firms 
a 
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establishing and number of jobs being created by them. 

It seemed that few had this information. This was revealed in 

the interviews and consequently these questions were not used* 
in later surveys. -Alternative sources of this data were not 

available and so a comparison between activity and success was 

not possible for this and the other reasons already mentioned. 

In general then, to any of the bodies concerned, success 

is a subjective matter. Respondents ranged in their views from 

considering their authority to have achieved nothingg with - 
success being termed as abysmaly to considering their authority 

as being embarrassingly successful. Despite such differences 

it is not possible to say that the authority with poor results 

should therefore copy the approach of the. authority with the 

best forg even if the authorities were identicalg which in 

actuality they plainly are noty the success need not necessarily 

be replicable. Whilst rigour may be applied to marketing, 

selling and pursuing a policy of attracting industrialists, the 

crux issue is that scientific principles and rationality do not 

hold. In a behavioural framework the approach needs to be as 

much an art as a science. 

Despite the foregoing comments it would seem useful to 

conclude this section by : commenting on the number of 

foreign firms the various agencies and authorities are dealing 

with before discussing respondents'perceptions which are based 

largely upon their contacts with foreign firms. The question 

asked in the interviews was: 

"Approximately how many foreign companies 
have you and your authority been in serious 
direct contact with in the last twelve months? " 
Followed by "How were these contacts achieved 
and what were the reasons for them? " 

It seemed that contact was mainly with existing foreign firms. 

11-any talked about non-too-serious contact such as via mail shots 

and it was apparent that the majority of Local Authorities were 
in serious contact with only a few foreign firms wishing to 

invest. Four out of the thirty-one respondents had experienced 

no serious contact in the last yearg although all said they had 
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previously had contacts. Over half of the respondents had seven 

or less contacts in the last twelve months. At the other end of 

the scalep howeverp some New Toims, and even some Countiesq with 
their long term programmes to attract investment had been in ' 

serious contact with not just tens but hundreds of foreign com- 

panies in the previous year. 

The civil servants and members of Development Agencies and 

development associations who were interviewedv said they and 

their agencies had usually been in touch with many foreign firms. 

They were often able to give figures on the number of in-depth 

and superficial contacts they had experienced in the past butq 

in generalg records seemed poorp making the development of 
future programmes and priorities less easy. 

In all, it seemed legitimate to consider respondents to be 

qualified to answer questions on their views of foreign invest- 

ment. Perhapsq those authority officers and authorities where 

contact with foreign firms had been greatest were more able to 

answer the questions as examined. in this chapter butj 

nevertheless, the aim of the next sections is to ascertain 

exactly what Industrial Development Officersp their equivalents 

and others think and feel about foreign investment and what 

they and their authority do for the inward investor. The find- 

ings can be related to the statistical evidence presented in 

Chapter 2 and to the view from the firm examined in the panul- 

timate chapter. 

5.1 The Perceived Needs of Foreign Firms 

In the surveys respondents were asked to rank a list of 

factors they considered most important to the foreign firm 

wishing to invest. The list of factors was drawn up by con- 

sidering the types of questions that had been asked in previous 

empirical studies on the location decision of the firm and by 

adding other elements considered relevant. These previous 

studies are combined with theoretical studies and further re- 

searches in Chapter 7 when we look at the view from the firm 

and begin to match the perceived views and needs outlined here 

with those held by decision makers in firms. 
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Perhaps the major factor in deciding where to locate is 

the availability of low costs. This was pointed out by a num- 
ber of respondents and although the author considered this to be 

taken as read it is worth mentioning at the outset of the dis- 

cussion. 
The question on factors influencing industrial location is 

an attempt to disaggregate what factors respondents perceive as 
having a bearing on reducing costs andp in the absence of cost 
differences between alternative locations, the fictors that would 
then bc seen as important in determining locational choice. 
Recognition of these factors has been discussed earlier, at 
least in terms of what bodies try to do to market and sell 
their area and specific sites and premises. If we can see what 
the officers and civil servants concerned perceive as important 

we can go some way towards explaining the concentration on 

particular aspects within overall promotional activities. 

Conclusions cannot be concrete for so much depends on the 

individual case, but it was only the general impression that was 

required from asking the question on the needs of firms. The 

question asked was prefaced by allowing for the needs of firms 

differing by case: 

"Granted the fact that the needs of firms differ 
by casel which of the following factors do you 
see as generally most important to the foreign 
firm wishing to invest? " 

The choice of factors are outlined in Table 5.2. 
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TABLE 5.2 Local Authorities and New To-,, vn Development 
Corporations. Respondents' views on the 
factors most inportant to the foreipn firm 
wishing to invest. N=1? 5 - 12 missing 
cases therefore N= 113. 

Number Adjuste ýNumber mentioning 
mentionin Frequency factor as one of 
factor the three most 

important factors 
N= 95 

Good transport links 93 82 44 

Readily available 
sites 90 80 57 

Government financial 
incentives 79 70 27 

Readily available 
factories 77 68 35 

Pool of skilled 
labour 77 68 28 

Good labour 
relations 73 65 32 

Good environment 61 54 3 

Ample area for 
expansion 58 51 15 

Central to market 49 43 20 

Nearby airport 49 43 6 

Housing for key 
workers 48 43 2 

Local financial 
incentives 41 36 4 

Educational 
facilities 40 35 2 

Professional 
location assistance 28 25 3 

High unemployment 18 16 0 

That so much depends on the individual case was often 

mentioned by respondents. The type of firm and field of 

operation was considered to be important. For example, foot- 

loose operations are less common than they would seem. Takep 

for instanceg a micro'processor production unit. This for various 

reasons cannot be near the sea# near metal refineries and in 

areas where theTeis noise and vibration, amongst other things. 
Another point often mentioned was that factors listed 
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became relevant at different stages. For instance, general 
factors about a country's economy are considered important 

initiallyp whilst the second stage involving the selection of 

a specific location, brings in more basic factors such as labour 

availabilityp premises and so on. This corresponds with the 

evidence provided as to the way in which the firm undertakes 
investment overseas, as outlined in Chapter 7- 

The results did not differ markedly on the basis of body 

or region of respondent and for this reason they can be taken 

as an overall opinion of the actors dealing with attracting 
investment and having to deal with foreign firms. 

A look at the list of the usual contents of publicity 
documents as set out in the previous chapter is a good indicator 

of what were seen to be the most important factors for the 

foreign firm wishing to invest. One of these elementsp good 
transport liýnksq often given prominence in promotional documentsp 

was mentioned as important most often whilst the existence of 

readily available sites was the factor rated as highly important 

most consistently. .1 

The reference to good transport links was seen as important 

to foreign firms not so much in relation to materials but in 

relation to accessibility to markets and even for the convenience 

of managers. The existence of a nearby airport could be taken as 

an indicator of the importance attached to accessibility but the 

need for a nearby airport (43%, N= 113) was seen as amongst the 

most important factors by only six respondents (N = 95)y five of 

these being near Heathrow. Generallyp transport was considered 

an important element, particularly to American firms. 

Centrality to market was seen as a very important factor by 

twenty respondents (N = 95)- The respondents tended to view it 

as the opposite side of the coin to g6od transport links. It was 

also widely held that centrality to market nowadays meant less in 

terms of local and national markets but more in terms of the E. E. C. 

as a %hole. Getting inside the E. E. C. was often perceived as an 
important reason for locating in Britain but the desire of firms 

to-, remain central to the E. E. C, market was seen as a reason for 

the disappointing amounts of investment emanating from within the 

E. E. C. The most common view was that the key'to obtaining 

225 



European firms was to ignore factors of location in relation to 

market and stress the lower costs of operating in Britain. 

The factors of transport and market are spatially variable 
considerations seen as important in the decision to locate in 
Europe, Britain and in a specific place within Britain. How- 

everv at the other end of the scale the availability of sites, 
factories andto a lesser extent, room for expansion were view- 
ed as the most important purely local factors in making a 
decision to locate. Many felt that ready availability was 
essential for firms who despite their supposed long term plann- 
ingt wanted sites or premises immediately and had little reason 
to wait'for those in one area when needs could often be ful- 
filled in a nu: nber of places. Respondents often commented that 
they found distinct psychological advantage in possessing sites 
and premises and occasionally authorities found they were 

embarrassed when clients arrived and there were no goods to sell. 
The generally held belief was that the foreign firm, in 

particulary was not simply dipping a toe into the water and 

would know its requiremehts- exactly. Sitesj preferably free- 

hold, were seen as a preference more usually required by 

foreignq particularly American firms, than they were by 

indigenous firms. Ideally, sites need to be amenable to early 

occupation meaning that infrastructural services and rapid 

planning permission are crucial. Firms are unlikely to wait for 

a factory to be built which usually takes a minimum of twelve 

months when suitable premises are available elsewhere. Depend- 

ing on circumstance choice may be limited. For instance, Ford's 

choice for its new engine plant in Bridgend, South Tales was 
largely conditioned by the need for a vast site which was 

readily available and next to a motorway, amongst other things. 

Its choice was probably limited to just a handful of sites in 

Europe. 

The need for room for expansion wasp it seemed, a common 
characteristic in locational choice seen as important by JU3t 

over half the Local Authority and New Town respondents. Firms 

were reported as always tending to over-estimate their re- 

quirements for expansion for fear of being inhibited in growth 
at a later stage but authorities had to be realistic in their 
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allocations df the scarce commodity of land and a useful method 
of preventing the tying up of land for too long was to offer 
firms options on the land. 

Flexibility was seen as the key word by many. Provision of 
sites and premises in a range of sizes appeared to overcome many 
problems. Such flexibility isp however, only usually available 
to the larger Local Authorities and New Towns who were able to 

provide a variety of sites and premises thus preventing gluts 
and scarcities. Smaller authorities often had very little 
flexibility and scope for even a semblance of a programme. 

Financial incentives and assistance available-were seen as 
having a bearing on locational choice by alleviating financial 
burdens in general. Government financial incentives (70/'up 

N= 113) were seen to be much more important to the foreign firm 
than local incentives (36%69 N= 113). This is logical in that 

government incentives are large and widely publicised whereas 
local incentives tend to be small and rarely made use of but, 

despite this, over a third of the Local Authority and New Town 

respondents said local incentives were importantp four putting 
this variable among the three most important factors. 

Although many responded that they thought foreign firms 

considered government financial incentives as important, a 
few commented that they themselves attached little importance 

to the grants and they felt firms wereobliged to say such grants 

were important whether they were or not, for otherwise they 

could be lost. Ambivalence about the role of financial induce- 

ments amongst respondents tended to arise from the opinion that 

as the financial package is the same in one place as in another 

of the-same status, then it becomes a somewhat irrelevant con- 

sideration in the absence of scope for bidding up. The pervasive 
feeling was that financial incentives did initially enhance the 

attractiveness of Britain as a low cost induýtrial_location. 
being especially useful as a catalyst in neutralising obstacles 
to Investment. 

Foreign firms were often regarded as being more aware of 
grants and assistance available than indigenous firms. This is 
due largely to more careful search procedures and is a function 
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of size. It is important that the foreign firms tend to be 

subsidiaries of large, highly competent firms with considerable 
in-house expertise. There is thus little difference between them 

. and the large British company. The perceived greater knowledge 

of foreign firms is only really in r6lation to smaller British 

compdnies. 

The system of grants was often criticised as unclear, un- 
duly complex, difficult to explain, and too changeable. Certain- 
ly the simpler the better for explanatory purposes but simplicity 
would reduce flexibility in the present systemp particularly with 
Selective Financial Assistance which can help projects go ahead, 
can be related to job creation or maintenance and can assist in 

steering investment. The civil servants consulted recognised 
the dilemma between simplicity and complexity and sympathised 

with the view that it would be far easier to sell definite 

grants but, -on balancep they felt that the national interest was 
best served with flexibility. In promotional terms flexibility 

can even be used to advantage but it is probable that a firm 

would prefer to hear that it would receive X am6unt of assist- 

ance early on in negotiations whereas an, officer can only approx- 
imate the amount of assistance that the government may be 

willing to give. 
Officers and civil servants mentioned numerous examples 

of ignorance of the assistance available which has been borne 

out by recent studies (8) but the common comment was that 

ignorance was rare amongst foreign firms seriously wishing to 

invest. A handful of foreign and British companies were even 

criticised as grant-grabbers. This process would involve 

o btain'ing grants, re-toolingg operating for a short period and 
then moving out, utilising or selling plant and machinery 

elsewhere* The scale of this occurrence seemed small but the 

officers relating the causes they had experienced did indicate 
the ill-feeling created by such activity. 

Financial incentivesp abused or noto serve to lower costs 

and make Britain look more attractive to the foreign investor. 

However, the low costs are often outweighed by the labour 

problems that may be incurred in Britain (9). Hence, good 
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labour relations (65%t N= 113) and the availability of skilled 
labour (6Vot N= 113) are seen as important factors for the 
foreign firm wishing to invest. Labour relations are seen as 
Britain's Achilles heel and it is ever-likely that respondents 
saw this factor as important in the mind of the location 
decision maker. The international image of poor labour re- 
lations in Britain exacerbated by the national press was re- 

, garded as the aspect which most needed countering in promotion- 
al activities. The problem is that areas with good labour re- 
lations have to counter the myths whilst localities with poor 
labour relations often have to adopt an honest approach, ad- 
mitting problems in certain sectors but stressing their non- 
generality, if at all possible. 

The need for a pool of skilled labour was a factor ranked 
highlyp although many commented on its importance as a smoke- 

screen than a real concern. Firms may often cite this factor 

for not locating or as the reason for its withdrawal. Respond- 

ents felt that if the firm was prepared to pay for the labour 

itwants theng within reasony it should then get that labour. 

However, in this way poaching and local wage escalation could 
become concomitant problems. 

Few saw high unemployment as important to the foreign 

firms (16%, N 113). Some left wing opinion (10) has suggested 
that the large or multinational firm will be drawn to areas of 
high unemployment in order to be able to pay low wages and 

exploit the workers. This is open to interpretation, but it 

certainly is true that under certain circumstances high un- 

employment may be an important factor if a large-scale labour 

intensive plantis built. 

A good environment (506Y N= 113). good educational 
facilities (35%, N= 113) and housing for key workers (43%, 

N= 113) were all seen as general non-economic factors which 
Provided "icing on the cake" and could have a bearing on 
locational choice in the light of alternatives. Together they 

only featured. in eight cases of the three most important 

perceived considerations of the foreign firm as to whether to 
invest and they were definitely of only secondary (but sometimes 
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determining) irnportance. 

High technology industries were often seen as needing links 

with local educational facilitiest but in terms of schools this 

was seen as an important consideration for child conscious 
parents. Those who would consider housing provision as import- 

ant were the companies who bring key workers from abroado 

or need to have housing as an additional bonus to attract 

personnel. 
The promotional literature produced tends to emphasise the 

environment available local to the area concerned. The ease of 
producing glossy photographs with considerable impact may be 
important in getting an individual to warm to an area prior to 

visitingv and this is probably more important to the unfamiliar 
foreigner with fewer pre-conceptions than the British person. 

Two views of what was meant by environment became evident. 
Firstp one concept of a good environment was taken to mean 
aesthetically pleasing, surroundings to keep senior management 

and personnel happy. Hence local culturev sports facilities and 
scenery would be emphasised in the promotion. Thesep it seems, 

were often important-considerations of Japanesep Americang 

Scandinavian, Danish and West German nationalspbut generalisa- 
tions could not be drawn because respondents in the same area 

often referred to firms putting the environment high on their 

list whilst others could not care less. At the micro level 
firms were also just as variable in relation to sites and 

premises. Some preferred complete freedom# others preferred 

clean and well maintained environs and one respondent even said 
that the simple task of mowing the grass on readily available 

sites often contributed to achieving a generally pleasing inage 

which visitors often admired. 
The second concept of a good environment was taken to be 

related to the provision of a place where business is encouraged 
to flourish. This tends to be seen as requiring a Local Authority 

which fosters the welfare of industry and provides it with 
favourable local conditions. Promotional literature often con- 
tains quotations from local businessmen andp quite ofteng 
interested investors are encouraged to visit local firms, 
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especially if of the same nationality as the potential invest- 

or* 

The provision of professional locaýtion assistance was not 

considcred to be a variable important to the foreign firm wish-' 

ing to invest by most respondents (251/lu, N= 113). Firms know 

what they want and often employ professional agents, to assist in 

their search for a location rather than rely on such assistance 

from the inevitably biased Local Authority. Nevertheless, a 

professional approach and positive attitude by the Local 

Authority or other agency concerned is often upheld as 

especially beneficial. 

One respondent said that the attitude and interest shown by 

the Local Authority was important and in his experience had been 

decisive. In a series of case studies Davies and Thomas (11) 

found examples of the importanae of attitudes held in Local 

Authorities. They quote one managing director of a German/ 

British firm setting up a plantin South Wales as saying: 

"It would appear that the development of a particular 
area is mainly dependent on the attitude of the Chief 
Executive and the Development Officer and their 

capacity to make decisions within a time scale which 
is acceptable to industry. " (12). 

The Steuer Report stressed the importance of this and the 

possible key importance of local champions whop by virtue of 

economic, political and social connections could bring new 

foreign investment to areas outside major commercial and in- 

dustrial centres (13)- 

The view generally held was not that professional assist- 

ance was necessary but that the general attitude of the agency 

or Local Authority was the important factor. This view is in 

keeping with Government views: 

"Local authorities do a great deal to create the 

right atmosphere for growth by showing an aware- 
ness and understanding of the needs of industry 
and a willingness to help. " (14). 

The most professional agencies and Authorities go so far as 

extending professional assistance by giving a helping hand to 

industry even after it has been established. After-sales 
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service, helping industry when it so requires, impresses 

potential investors. Local Authorities and other agencies 

should make knorm their willingness tq assist but rould be best 

warned not to interfere unless specifically asked to do so. - 
Careful monitoring of local industry can also pay dividends in 

projecting future programmes and policies and can allow feed- 

back from industry itself* A few respondents felt that looking 

at one's own patch was the best way of analysing and deciding 

what future strategies to follow. 

In the past major agencies and even some New Towns have 

appointed consultants to provide them with information suitable 
in devising future policies. The IBB has been most active in 

this recently. They are anxious to know why firms-have come in, 

the past and what to focus attention on in the future. The IBB 

has hired consultants to investigate these things in relation to 

Japan and in relation to micro-electronics companies in the 

United States (15). These studies have shown that it is strikes 

and low productivity in Britain that outweigh the fact that 

unit costs are lower in Britain than in much of the E. E. C. The 

IBB thus makes conscious efforts to rectify this image if it 

can do little to alleviate the actuality. 

5.2 Providingfor the Foreign Firm 

Having examined the views on the perceived needs of foreign 

firms as held by officers in various agencies and authorities we 

can turn to looking at what provisions are made for dealing 

with the foreign firm and for providing it with assistance. 

The factors that are thought to discourage firms from setting 

up in a particular area can also be considered. The 

contents of the remainder of this section is thus just as 

relevant and applicable to the indigenous firm as to the 

foreign. 

A major aspect of provision for firms is that of support 

achieved by assistance from Industrial Development Officers or 
their equivalent (16). Beyond thisp however, we can look at 

what is actually being made available to firms. 

Pirst, land. Camina concluded that the local body's main 
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task in terms of provision was "to ensure a constant supply of 

industrial land, preferably available for irL-aediate development" 

(17)- In 1978 Falk found that 721% of all Local Authorities he 

surveyed were offering serviced land with planning permission 
(18). During the piesent study most Local Authorities (all 

except a few in the South East), all New Townsp the Development 

Agencies and the English Industrial Estates Corporation (EIEC) 

were offering land for development. The provision of readily 

available sites on industrial estates was also very widespread. 

Even among Local Authorities and New Towns 806,01 = 32) were 

making such provisions. New or nearly new premises were generally 

available. The Development Agencies and the EIEC were involved 

in extensive advance factory provision and 72Y. g(N = 32) of Local 

Authorities and New Towns were making similar provisions. 

landq sites and premises for the incoming firm were also 

readily available. Unfortunately, however, despite apparent 

ready availability in Britain the hold-ups prior to occupation 

slowed things down considerably 9. especially when compared to 

other states (19). Obtaining planning p4rmission can be 

particularly long-winded and the longer time needed for con- 

struction in Britain compared to other major states (20) serves 

to be off-putting to investors. 

-Perhaps the most important provisions made for investors are 

financialy rather than the physical ones that have just been out- 

linedg although between areas receiving equal financial assistance 

the latter may form the basis of choice to the firm and competition 

between the agencies. The assistance available from central 

government is basically that made available by the 1972 Industry 

Actp and covering the Assisted Areas (21), although a Regional 

Policy offering assistance has been operating since the 1930's 

(22). At present the assistance consists of automatic Regional 

Development Grants (R. D. G. s) and Selective Financial Assistance 

(S-P. A. ) offered, within limitst at the discretion of the 

Department of Industry. The latter proviees the flexibility 

sometimes. needed to encourage a project to go ahead, particular- 

lY if it, is an inward investment. Howevery the Department is at 

pains 'to point out that there is equality of treatment both on 
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the basis of the nationality of firms and between rei-ions in 

the 1J. K. 9 in order to prevent preferentiality and competition. 

Whether this is always the case is in doubt. The flexibility 

of S. F. A. gives the Department more scope for action but on thQ 

other hand. doesnot allow firm figures to be talked about until 

late in the day. Many respondents found this a severe restraint 

when talking to investors who were keen to hear how much they 

would getin concrete terms rather than as possibilities and 

probabilities. 

On top of promotion and physical provision the various 

agencies also make financial provisions different from those 

available through the Department of Industry. The Develop- 

ment Agencies have the greatest ability in this fie. ld being 

able to offer equity finance and having the opportunity to act 

as merchant banks. The scope for assistance from Local 

Authorities is much more limited and is mainly in the form of 

loans and grants. Scope for Local Authority action comes from 

various Acts and circulars (23) supplemented, in about twenty 

casesy by Local Acts of Parliament (24). 

Quite a variety of levels of involvement in local assist- 

ance is evident. In the personal interview survey (11, = 32 - 

I missing case = 31) surprisingly few areas possessed Local Acts 

allowing them to assist industry (49 13%). Table 5-ý shows 

that many more than those with Local Act provisions were in- 

volved in giving loansy grants and reliefs. Local loans 

(16# 52%) and relief in the form of rent reductions were 

mentioned most often. The grants given (10Y 340 tended to be 

site preparation grants in the maing although in the larger 

conurbations such as Merseyside quite substantial grants were 

mentioned. 

c 
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TABLE 5.3 Local Authorities and Ile,,., TOvm Development 
Corporations. Assistance given to industry. 

N= 31 

ý00 
. 21-0 

Local Act Provisions 4 13 

Loans given 16 52 

Reliefs given 23 74 
Of which: 

Rent relief 21 68 

Rate relief 3 10 

Key rorker housing 15 48 

Grants given 10 32' 

I 

Although many provisions are available the actual giving 

of asbistance by the. Local Authorities appeared rarer most 

respondents suggesting that this is due to lack of finance. 

Another major reason given for not giving financial assistance 

was that in the interests of giving equality and preventing 

additionality the--, Department of Industry would take local 

assistanceinto account when allocating Selective Financial 

Assistance. Advertisements often appear to show local grants 

as additional to those available from central government. In 

this instance, this canonly be seen as misleading for Depart- 

ment of Industry interviewees were resolute that such would not 

be possiblep although in the light of the changes in Regional 

Policy in 1979 which made Selective Financial Assistance less 

"automatically" available local assistance may become more 

important giving inter-local competition a boost. 

Respondents in the Department of Industry were insistent 

that they knew what local provisions were made in each case 
but the extent to which this is the casel and also the degree 

to which they are taken into account in determining S. F. A. 9 
remains unclear. Certainly in the large projects and major 
inward investments the Department is probably very well informed 

but in smaller cases the Department is probably less well 

placed. Butp nevertheless, assistance as a provision for the 

firm must be kept in perspective. Even if local assistance 
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does "tOP-uP" central assistance it is only very limited and 

may amount to little more than an alternative loan source. 
As far as inward investment is concerned problems arise 

from the uncertainty surrounding assistance. When making 

comparisons between European states, firms are unlikely to make 
judgements on what they may get in Britain, preferring to 

simply judge on what they will get. On this basis, R. D. G. s 

as the only definite financial assistancep are taken to 

indicate the total assistance available when in actuality 

assistance is usually much higher when S. F. A. is added. The 

same applies to such things as taxesv but in a reverse fashion. 

Taxes in Britain are often seen as harsh. It needs to be 

brought to the attention of inward investors that although 
this may appear to be the case on the face of raw figures, the 

rates imposed are actually much lower once substantial allow- 

ances are taken into account (25)- Certainlyq the people 

talking with potential inward investors need to be very well 

versed in matters such as thesep whereas many are so 

parochially oriented that they can only talk of local matters. 

In generalp provisions in Britain are better than they may 

seem. Sites and premises are widely and readily available and. 

financial provisions are more substantial than they may at 

first appear when talking only about "automatic" assistance. 

Any confusion may be in the variety of bodies involved in 

provision, one so often mentioned by respondents referring 

enviously to the I. D. A. of Ireland. 

5.3 Opinions and Attitudes on Foreign Firms held by Actors 
Involved in Attractine: Inward Investment 

The final section examining the findings relating to 

bodies at the interface focuses on the views held about foreign 

firms. How authorities and the relevant actors within them go 

about attracting and providing for foreign firms is now 

supplemented by what the relevant actors think about foreign 

firms as based on their direct experience and assembled 
impressions. We can thus see the extent to which the views of 
those meant to be dealing directly with foreign firms tally 

with the statistical data presented in the oecond chapter and 
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with the views of politicians as set out in the third chapterv 
as well as simply observing what opinions are held. 

In the third chapter the focus was on politicians and 
political opinions and attitudesS The attitudes of politicianq 
are importan t in determining policy and assessing what factors 

shape the tenor of policy towards foreign investment. The con- 
sensus on the policy of "welcome" ha8--been identified and now it 

would seem worthwhile to consider those individuals actually 
implementing this policy and dealing with foreign firms as they 
form a significant group with a bearing on the success of policy. 
There have been no previous studies to identify systematically 
the views of these officials despite the important part they have 
to play in implementing policy. 

Questions asked in the surveys related to general views on 
the net economic impact of foreign companiest on the problems 
that either could or do result from foreign investmentp on the 
behaviour of foreign companies compared to their British counter- 
parts andp views on the desirable measures that ought to be taken 

in relation to foreign companies. Thus these individuals are 

asked their opinion on cost and benefit viewpoints outlined in 

the first chapter which were put into some sort of quantified 

context whenever possible in the second chapter. 
Respondents in the Local Authorities and New Towns 

generally felt that the net economic results of foreign 

companies in Britain were beneficial in that more said. foreign 

companies gave more than they took than said vice versa ,. 
Thirty- 

eight per cent (12t N= 32) considered that foreign firms gave 

more than they tooký the same number felt that the give and 
take was about balanced and 25% (8) suggested foreign companies 
took more than they gave. In the other Interviews civil servants 

and officials from the Development Agencies and development 

associations took a positive view of foreign investment saying 
that the give and take was at least balancedg although some 

suggested that neverthelessp the benefits from an indigenous 

rather than a foreign company would be greater. 
Respondents were not asked to explain what they were 

assessing on the give and take spectrum but the question was 
useful in providing a broad appraisal of views on the economic 
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contribution of foreign investment. Respondents who expanded 
their views saw important contributions to be in terms of job 

creationg growth in output, and. exports. Such views match the 
benefits of foreign investment identified in the statistical 
tablesin the secondthapter and they'support the viei that 
Britain will be favourable to foreign investment for benefits 

are seen to outweigh the costs (Proposition 3)- Amongst 

respondents elaborating their views there wad a tendency for 
them to make generalisations and then single out any foreign 

companies contrary to this. For example: 
I 

"In (our area) mos t, particularly the Americans 
give a lot to the local economy and want to get 
involved. At the other extreme some are 10C%. take 
and no give. For examplep we've one Scandinavian 
firm which has created jobs but only by stealing 
labour andp contrary to assurancep the firm has not 
trained a soul nor become involved in local buying. " 

The feelings expressed were that unacceptable behaviour was 
evident in some cases but not in general. Moving up the level 

of analysis steps to the international system a parallel could 
be drawn with ITT's behaviour in Chile and the behaviour of 

multinational companies on the world scene in general. In the 

first chapter we saw that views of the multinationals in the 

international system as held in much of the literature on inter- 

national politics tended to be extrapolated from-individual 

cases in such a way* If anythingp the interviewees discussed 

herein held more balanced views. 
Respondents' views of the net economic result., of foreign 

companies operating in Britain barely differed from their views 

on the net effect in general. Twenty-nine per cent (9, N- 31) 

felt foreign companies operating in Britain had a relatively 

small net effect on Britain. More (42%9 13) felt the effect was 
large and 29% (9) considered the net effect to be neither large 

nor small but moderate. Using the standard measures of central 
tendency - the modet median and meanfthe views on the net 

economic results and net effect of foreign companies on Britain 

yield a balanced view in both cases (26). 

A generally neutral appraisal on the two questions to 

assess overall perspective was conditioned by what appeared to 
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be a somewhat favourable attitude which tended to be moved 
towards neutrality by virtue of negative reaction on specific 
points as examined below. First, however, it is important to 
achieve an approximate disaggregation of the last two 
questions by examining the criteria considered as important for 

evaluating the value of foreign companies to Britain. The 

results are silmmarised in Table 5-4. 

TABLE 5.4 Local Authorities and New Town Development 
Corporations. Respondents' evaluation of 
criteria important for Judging the value 
of foreign companies to Britain. N- 31 

Mentioned as important, 

No. % 

Creation of jobs 28 90 
Access to new technology and 
methods 23 74 

Effects on national growth 18 58 

Overcoming regional problems 15 48 

Effects on the balance of payments 12 39 

Opportunities for managers 6 19 

Role of Britain in the world 5 16 

Control over national affairs 3 10 

Clearlyt the creation of jobs is seen as the most valuable 

contribution of foreign investment to Great Britain and as 
Table 2-7 showed, foreign companies contributed a considerable 
level of employment opportunity amounting to the provision of 
13% of the total employment in private sector manufacturing, 
not to mention the multiplier effects on employment. All the 
interviewees in the Development Agenciesp development 

associations and government departments ranked the creation of 
jobs as very important. Certain respondents were sceptical 
about the role of foreign investment in creating Jobs. They 

reflected general ambivalence present in many quarters. In- 

vestment is seen as generally beneficial but quite often very 
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few jobs are created for the most in needp the semi-and un- 
skilledg but this is part of a much wider issue involving the 
decreasing need for labour as an input 

* 
in the production 

function as the bias towards capital intensity proceeds as 
technology advances. Alternativelyq the argument can also be 

posed that the net effect of an incoming enterprise bringing 

new technology can even cause job losses in the firms now made 
less able to compete. This wasp of coursey the case put against 
Hitachi as discussed earlier. In another well publicised case 
trade unions in Britain blamed Chrysler for considerable job 
losses in its British operation by virtue of favouring its 
French operationt Simca. 

It was almost inevitable that creation of jobs should have 
been ranked highest by respondents for this is the goal most 
identified locally. The other alternatives that -respondents 
were asked to judge the importance ofp were definitely more 
nationally orientated. Amongst thesel access to technology 

and now methods was seen as the most important factor in judging 
the value of foreign investment. It seems ironic# however$ that 

such benefits are also the ones that generally give lower levels 

of employment fora given level of output in the long run. 
The only other factor judged to be important by over half 

the respondents was the effect of foreign investment on nation- 

al growth. Outputj capital expenditure and profitability are 
high in foreign companies in Britain (Tables 2.22 - 2.27) and 
these were all considered important elements by respondents 

when expanding their views that foreign investment is of value 
in that it adds to capital formation in the host state. 

Nearly half the interviewees mentioned the overcoming of 

regional problems as an important element in judging the value 
of foreign investment and all those questioned In the Develop- 

ment Agenciest development associations and the regional and 
national offices of the Department of Industry thought this 

to be an important factor. Although much foreign investment 

goes to the non-Assisted Areasp as discussed in Chapter 2, the 

respondents generally felt that Regional Policy did cause more 
foreign investment to go to the Assisted Areas than would 
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otherwise have been the case in the absence of the policy. 
The other factors listed in Table 5.4 were not seen as very 

important by most. The effect of foreign investment on the 
balance of paymentsp when mentioned, was seen as beneficialg 
thus providing some support to Proposition 6. The rare mention 
of the value of providing opportunities for management may be 
due to its encompassment within the "access to new technology 

and new methods" category. The role of Britain in the world was 
seen as only a peripheral factor in judging the value of foreign 

companies to Britain. 

Control over national affairs was the criterion considered 
least important in judging the value of foreign companies to 
Britain in contrast to M. P. s who so. often put their. views within 
the rhetoric of National Interestf sovereignty and xenophobia. 
Clearly the problems against which states need to gird them- 

selves as Kindleberger and others put it (see Chapter 1) were 
not regarded as important by respondents. A number of initial 

propositions were thus supported by the sample in question. 
These include Proposition 39 that the benefits of foreign in- 

vestment outweigh the costs# and Proposition, 109 that in Britain 
foreign investment will be encouraged actively. Negative re- 
actions to foreign investment were fewv and the lack of problems 
emanating therefrom, as identified by respondents9 was reflected 
in answering a question on what they saw as major or minor 
problems for Britain (see Table 5-5)- 
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TABLE 5-5 Local Authorities and New Town Development 
Corporations. Respondents' evaluation of 

roblems arising from foreign investment. 
30 

1 
Nery 
Minor 

23 

Number 

4567 
Midway Very 

Majo 
of Respondents 

The potential of 
foreign companies to 
take decisions 13 9 3 2 12- 
against British 
interests 

Circumvention of 
government policy 14 5 6 .3 11- 

Potential domination 
of particular in- 
dustries by foreign 1 8 7 9 32- 
companies 

Circumvention of 
taxation and trans- 10 12 2 1 
fer pricing 

I 

Few potential or actual problems were perceived by re- 

spondents. Only the potential domination of particular in- 

dustries appeared to arouse slightly more concern than the 

other alternatives in Table 5.5 and theng only 17% Op N= 30) 

believed there to be a problem of major proportions. 

The results given in Tables 5.4 and 5.5 indicate a general 

lack of concern about possible problems resulting from foreign 

investment and they also show a widely held belief that 

foreign investment is beneficial. The interviewees are not 

necessarily the best informed group to answer questions on the 

widest implications of foreign investment in Great Britaint but 

their views should reflect their experience gained and 
impression conditioned by the press9 government and the 

behaviour of firms themselves, Their views are those of 
important policy implementors whog judging by the results re- 

corded so far would appear to hold a consensual view on the 

need to welcome foreign investment. If anythingg the respond- 

ents exhibited xenophilia rather than xenophobia with regard to 
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foreign firms. The acclaim afforded the obtaining of a foreign 

company in a local area is witness to this. 

Having answered broad questions the interviewees were 
asked more specific ones which related more to their direct 

experience. Pirstp they were asked whether they belie-ied 
foreign firms in Britain offer betterl-worse or similar wages 
to those of indigenous firms. Table 2.20 showed that at least 

statistically foreign firms pay better wages in the vast 
majority of sectors in manufacturing. Such figures are not 

necessarily accurate in that they do not compare like groups 
and so opinion based on experience is a valuable contribution 
to deciding whether foreign firms underpay or overpay relative 
to indigenous firms. The generally observed view was that 
foreign firms either paid better rates than (129 40%s N= 30) 

or similar rates to (15,50%9 N= 30) indigenous firms. This 

view was also expressed by respondents in the various Develop- 

ment Agencies and development associations. A number of reasons 
for the giving of higher payments were put forward. Foreign 

firms were often starting with new premisesq equipment and 

employees giving more ideal conditions than the norm. It seems 
that cpmpared to many indigenous firms (or older foreign firms 

for that matter)v with their entrenched practices and less up to 

date equipmentg many foreign companies are able to offer better 

wages. Looked at from another angle foreign companies can even 
be said to be underpaying, for their productivity- may be 

relatively high and thus wages are relatively low. A few re- 

spondents even mentioned that they advised incoming firms to 

conform with local and national wage patterns wherever possible 

in order to avoid local wage escalation and disruptive labour 

desertions from other firms. 

On the labour front most respondents felt that foreign 

firms had better labour relations than indigenous firms (16,53% 

said foreign firms better; 12,40% similar; the rest "Don't 

know"9 N= 31), but, except in specific casesp there was no 
identifiable differencein the willingness of foreign and in- 

digenous firms to recognise Trade Unions (6v 20% said foreign 

firms were less willing; 17,56% about the same; 5,17% more 
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willing; the rest "Don't know"q N= 32). The better labour 

relations were often seen as a function of the newness of firms. 

Indeedp it does tend to be the traditional and now overmanned 
industries in Britain that get into most labour relations 
difficulties. Foreign firms are less prone to industrial 

disputes (see Table 2.21) but better labour relations appeared 
to mean more than this to most respondents. Even in cases 

where wages were no better, in the foreign owned plant, officers 

sometimes spoke of long waiting lists of people wishing to 

become employees of these companies* Management philosophies 

and better atmospheres for working were mentioned as in- 

fluential in thib. 

The importance of foreign labour practices had*been 

observed by a number of interviewees. For instancet most 
Japanese firms set up in Britain were seen as paternalistic. 
American firms were said to want to impose "the way things work 
back home" and were slow to adopt the maxim of when in Rome do 

as the Romans do. It was pointed out that it was generally the 

American companies which showed less willingness to accept Trade 

Unions. Often they were able to resist unionisation via 

financial compensation or by better working conditions, but it 

seemed that unions were often accepted in the endp especially 

as the number of employees grew. The consensus of opinion then, 

was that although some resistance may occur in the early staEest 

and a few firms managed to continue on a non-unionised basist 

foreign firms fell in line with the prevailing system of labour 

practices and Trade Union recognition. 
Respondentsq in the maing perceived foreign investment as 

beneficial and non-too-different in behaviour to indigenous 

firmst and where they were different they were generally seen as 

better. How well the foreign firm impacted upon the local 

community and its degree of local responsiveness was one import- 

ant question that could only be answered via impression. In its 

investigations on this matter the Steuer Report attempted to 

assess local impact by a rapidp almost cursoryq case study of 

foreign firms and their effect on Greenock (27). The Steuer 

Report concluded that the impact of foreign firms depended upon 
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the foreign firms to which one was referring. Such findings 

were borne out in the present study. In many cases no special 

significance could be attached to foreignness. 

One case which can be extremely dýtrimental locally is the 

withdrawal of an operation. An oft-repeated and widely held 

opiniony both-in the press and in academic literaturet is that 

foreign firms are more likely to do this than are indigenous 

ones. More research is needed to assess whether this is truth or 

myth. There has been no conclusive evidence offered on 
this when looking at Britaing but studies on other countries 
do suggest no difference between foreign and indigenous closure 

rates (28). Opinions in Local Authorities and New Towns varied 
somewhat but half the respondents saw no difference between the 

tendency to close foreign and indigenous firms. More felt that 

foreign companies closed down their plants less often (7,23%9 

N= 30) than felt they closed down, more often (4t 13%). ' 

A rigorous analysis is in need of being done in order to 

establish comparable closure rates and to investigate problems 

of what is called a branch plant economy where thereis reliance 

on external control (29). If anything# problems do appear to 

show some distance decay. An officer in a. Scottish authority 

put it this way, * "there's no difference in closure rates: 

whether the company's centre is London or New York they'll close 

us first in a recession"* The problem of peripheralism is one 

of the central difficulties of Regional Policy which may even 

-serve to catalyse closures in that marginality is encouraged 

by financial incentiveso Closure rates were often seen as a 

problem by respondents: 

"foreign firms do not represent an attractive 
proposition as far as strengthening the economic 
base of the town is concerned because they lack 
stability and there is increased likelihood of 
withdrawal during an economic recession. " 

"British firms tolerate mediocre performs to a 
greater extent. Foreign firms are more prone to 
closure if they do no better than mediocre. We had 
one foreign firm which closed because of low profits 
but'th6y weren't bad by British standards, and the 
Official Receiver was able to sell it as a going 
concern. " 
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"It's the old New Town story. We get the branch 
plantst the winds chill and the multinational companies 
gooff 

Others expressed viewpoints counter to ihese: 

"Foreign companies afford more autonomy'to their 
overseas plants than do multiijbranch British 
companies like GEC. So the foreign investment 
is more stable. " 

"Overseas investors are integrated well. They're 
not branch plants. They pull out no more than 
anyone else. Closures are rare but the loss of 
future potential investment is a problem. " 

On balance it was viewed that foreign firms were no more 
prone to closure than indigenous firms. Butq with regard to 

closures and other possible detrimentalbehaviours many 
respondents did suggest the need for better monitoring so 
that if a company pledged to achieve certain goals its efforts 
could be more closely observed. Howeverp the implementation 

of such proposals would be both difficult and costly. Imposing 

stronger clawback provisionsp although proposed by some would 
probably cause more problems than solutions. 

On the subject of what measures ought to be taken to attain 
an ordered framework on the behaviour of foreign firms it is 
hardly surprising that there was little support for imposing 

extra control and monitoring measures given that the behaviour 

of foreign firms was not seen as at all troublesome as shown by 

the findings on opinions and attitudes already. outlined. 
Finallyp we can look at the last "opinion" question where 

respondents were asked "Which of the following do you see as 
desirable measures? " A summary of results is given in Table 

5.6. 
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TABLE 5.6 Local Authorities and New Town Development 
Corporations. Respondentst views on what 
would be desirable measures on foreign 
investment. N= 32 -2 missing cases = 30 

No. % 

Improvement of the investment 
climate in Britain 22 73 
Increased financial encourage- 
ment of indigenous firms to 
compete with foreign companies 
in Britain 17 57 
Increased dialogue between 
foreign companies and govern- 
ment in Britain 16. 54 

Creation of intergovernmental 
codes for corporate behaviour 9 30 

Increased government surveillance 
of foreign companies in Britain 2 7 

Increased government control 
of foreign companies in Britain 2 7 

Not surprisingly most respondents were keen to see the 

investment in Britain improved whilst the majority also favour- 

ed the increased financial encouragement of indigenous firms 

mainly out of patriotism and fear of domination. Of these 

respondents some mentioned the important role that the IRC 

and NEB had played in the aim of helping along indigenous 

Industry. Only two respondents out of about ten who mentioned 
the Hitachi case thought that the reasons put against Hitachi 

by the indigenous industry were justified. On another subjectv 
the favoured buying of British goods by the governmentseven 

respondents volunteered this to be important. Preferential 

treatment of indigenous firms within Regional Policy was moot- 

ed by a few respondents but nearly all respondents were of the 

opinion that Britain had to continue to attract foreign in- 

vestmenty especially that which used advanced technologyq in 

order to prevent even further slippage in the industrial 
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stakes. 
Increased dialogue between foreign companies and the 

government was favoured by just over halfthe respondents. 
The hope was that government could then have an idea of what a. 1 
firm's intentions were and they could plan accordingly. The 

system of planning agreements and selection procedure for S. F. A, 
was already seen as adequate by many and a few thought govern- 
ment was already too involved. Although increased dialogue. 

was favoured by about half the respondents only a couple saw 
increased government control and surveillance as desirable. 
Virtually all felt that the government already did this 

adequately through monitoring even if this was relatively ad hoe' 
and uncodified. The creation of intergovernmental codes re- 
ceived a more favourable response but this was seen as more 
of a help to the more vulnerable Third World and as an aid to 
preventing specific problems of a financial nature such as 
taxation dodging, currency speculation and hedging. 

The opinions and attitudes of respondents in the Local 
Authorities and New Towns were thus in the main in favour of 
foreign investment. Problems were identified by some but they 

appeared to be specific to individual firms and issues rather 
than generally applicable. A parallel with the views of M. P. s 
on foreign investment was evident. They also sometimes 
recognised the existence of specific problems but saw them as 
insufficient to cause alarm and require general measures or 

action. 
Respondents' views provided support for the proposition- 

that the benefits of foreign investment in Britain are seen to 

outweigh the costs (Proposition 3). They found little to worry 
about in terms of foreiEp investment and so supported the view 
that rest rictions on foreign investment should be minimal 
(Proposition 2). They saw little difference between the - 
behaviour of foreign and indigenous firmsg and if there were 
differences foreign investment was seen as having even higher 

utility than indigenous investment. There was a general con- 
tradiction of the view that foreign companies have more scope 
for acting outside government policies (Proposition 4) (or at 
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least if they did have more scope then they did not exploit it). 

Foreign investment was seen as anything but detrimental and 
thus increased control seemed barely necessary to respondents 
(Proposition 8 supported). The need to actively encourage in-* 

ward investment was a view shared by the vast majority (Propo- 

sition 10 supported). 

In the first chapter the debate on foreign investment and 

multinational companies and the potential and actual policies 
towards them were outlined. In the second chapter statistical 

evidence showed that foreign investment appeared to have been 

a net benefit to Britain and foreign companies were shown to be 

generally more successful than indigenous ones* In the third 

chapter Britain's policy oi "welcome" and the favourable pos- 
ture of politicians towards foreign investment was evidenced. 
In the present chapter we have found that important implementors 

and strategic actors within the overall policy framework of 

welcoming foreign investment are usually well disposed towards 

inward investors and either welcome them when they arrive or 

openly pursue the attraction of foreign firms. In all, a 

general consensus on the value of foreign investment appears to 

be shared betWeen the proximate decision makers (the policy im- 

plementors) and central decision makers (M. P. s). It might be 

expected that an efficient and well co-ordinated system of 

attracting and handling foreign investors would logically follow 

on from this. In the previous chapterl howeverp we saw the 

large number of bodies that were involved and'suspicion was 

aroused as to whether the system was optimal and coherento des- 

pite the general consensus. This discussion on coherence and 

optimality is the substance of the next chapter. 

249 



(3. ) R. H. Yorgan and M. J. Hockaday "The Role of the Local 
Authority in Town Planning"q Research Paper, Dept. of 
Town Planning, UWIST9 May 1973- 

(2) M. M. Camina Local Authorities and-the Attraction of 
Industry, Peigamont '197-4-- 

(3) D. J. Storey and J. F. P. Robinson have done ang as yett 
unpublished case study of Cleveland County Council for the 
Centre for Environmental Studies. They attempt to 
evaluate the success of Local Authorities attracting iný- 
dustry. Theformal assessment criteria they use fit 
neatly into mathematical models which probably hide more 

than they expose largely because the causal linkages 
between a Local Authority's activity and a firm arriving 
are inadequately explored. Nevertheleasp the formal 
models may be used by individual Local Authorities but 
selling such models to political mentors would be 
difficult. 

(4) The Guardiang 8 Decemberp 1979, p. 16. 

(5) M. M. Camina op. eit., p. 169. 

(6) M. M. Camina, ibid., p. 86. 

(1) There are some apparent differences between the findings 
presented in Table 5.2 and one of the most thorough and 
recent studies on the subject. See J. M. Northcott 
Industry in the Development Areas: the experience of firms 
opening new factoriesq P-E-P-P 19779 esp. Table 12t P. 43- 
These differences can be put down to a number of factors. 
Firstlyq there were differences in the sample of respondents. 
Northcott interviewed key decision makers in 62 firms that 
had recently opened in Special Development Areas. Un- 
fortunatelyp 24 of these firms were foreign and so a straight 
foreign and indigenous comparison is not possible* 
Secondlyp there were differences in obtaining the opinions of 
respondents. Northoott simply allowed his respondents free 
rein to explain their reasons for locational choice . He 
then placed the reasons given into ten broad categories. In 
the present study respondents were asked to choose the 
factors they considered to be, most important from a list of 
fifteen alternatives. Both approaches have their short- 
comings. One problem with the list approach is the 
possibility of the "donkey effect". In retrospect this 
possibility could have been overcome by producing a number 
of lists in different order. Fortunatelyp howeverg no, such 
effect was apparent when the results were analysed. A 
further reason for quelling such doubts is the greater degree 
of similarity between the findings of the present study and 
those of Northcott than may at first seem apparent, 
In Northcott's study the most often mentioned factor for 
locational choice being made was that of "factory or site" 
availability whereas the single most often mentioned factor 
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in the present study was the availability of good trans- 
port links. Howevert in the present study readily avail- 
able sites was given as one of the three most important 
factors by the greatest number of. respondents. Further, 
when the two categories of readily available sites and 
readily available factories are combined this becomes the' 
most often mentioned factor, in line with Northcott's 
findings. 

(8) 

The only other major differences between the two tables 
of results is that "Labour" seems to be of great im- 
portance to Northcott's reBpondents. Howeverg as with 
factories and sites this "difference" can be overcome by 
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good labour relations on Table 5.2 of the present study 
and subsuming them under the title of "Labour" as in 
Northoott. 
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(10) For example see Counter Information Services The Ford 
Motor Companyq Report 20p 1979. The report links high 
unemployment to Ford's decision to locate a new engine 
plant near steel-closure areas in South Wales. The 
parallel is drawn between this move and Ford's past 
projects in high unemployment areas in Europe where 
the workers have supposedly been exploited* 

(11) G. Davies and I. Thomas Overseas Investment in Walesq 
Christopher Daviesy Julyl 1976. 

(12) ibidt po 191* 

(13) M. D. Steuer et. al. The Impact of Foreign Investment 
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1977. 
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(16) See M. M. Camina op. cit. -, especially p. 97 - 110, and 
N. Falk Local Authorities and Industrial Development, 
Urbed, 1978- 

(17) M. 11. Camina ibid. I p. 85- 

(18) N. Falk op. cit. 9 Appendix At P- 3- 

(19) See a series of publications on this matter published by 
Slough Estates since 1976. For examplep N. Mobbs The 
Inner City. A Location for Industry? Slough Estates, 
1976. The findings of a recent study in this series are 
briefly summarised in The Business Location Filet 3(4), 
June/July 19799 P. 17. 

(20) The Business Location Filet 3(4), June/July 1979, P. 17- 

(21) The incentives available are given in Incentives for 
Industryp Department of Industry pamphletj 1978. They 
are up-datedin Regional Industrial Policy Changesq 
Department of Industry pamphletp Januaryt 1980. For an 
excellent survey of the incentives available in Britain 
and the other E. E*C* states see European Regional 
Incentives 1980 D. Yuill and K. Allen (eds. ) C*S*P*Pot 
University of Strathelydep 1980. 

(22) For a history of assistance available see G. McCrone 
Regional Policy in Britain, q George Allen and Unwin, 1969 
and 1975- 

(23) For details of the statutory basis for local action on 
this front see 11. Boddy and So Barrett Local Government 
and the Industrial Development Processp. Centre for 
Xdvanced Urban Studiesp Bristolp 19799 especially 
Appendix 2. 

(24) Local Acts are often modelled on the Tyne and Wear Act 
Act of 1976. For details of this see P. B. Rogers and 
C. R. Smith "The Local Authority's Role in Economic 
Development; 

_ 
the Tyne and Wear Aotq 1976"9 Regional 

Studiesp 2(3)9 P- 153 - 163- 

(25) See M. C. C. Goolden "Tackling the tax tangle" The 
Business Location File, 4 JulY9 3-980o P- 3.7 - 21* The 
IBB has recognised the need to bring to the attention of 
industrialists that taxes are lower in Britain than they 
seem, see Financial Times 11 June, 19809 p. 24. 

(26) The results obtained by Fayerweather on M. P. s attitudes 
to these questions do not differ from these views. See 
Footnote 659 Chapter 3- 

252 
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(28) See evidence in Van de Bulcke et. al. Investment and 
Divestment Policies in Multinational Corporations in 
Western Europe_k Saxon Houseq 1979 and D. McAleese and 
M. Counchan "Stickers" or "SnAtchers"? " Oxford Bulletin 
of Economics and Statistics, Novembery 1979. Both are 
discussed in Chapter 3- 

(29) For a discussion of the problems of external control see 
J. Firn "External Control and Regional Policy" in The 
Red Paper on Scotlandq Edinburgh University Student 
Publications Boardl Edinburgho 19759 P. 153 - 169. 
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c HAnER 6. THE ATTRACTION OF FOREIGN INVESTIMENT TO 
GREAT BRITAIN. A COMPETITIVE FRAMEWORK? 

In this chapter more of the results from the surveys are 
presented and used in an examination and evaluation of the 
overall process of attracting foreign investment to Great 
Britain. 

The problems of the multi-organisational framework and 
duplication of effort receive considerable attention. Funda- 
mental questions are asked about the existence of a competitive 
framework for attractiiýg investment at internationalg inter- 
regional and intra-regional levels. 

The possibility of multi-organisational sub-optimisation 
is examinedt andt a central issue that is addressed is whether 
or not it matters that superficial or actual competition or 
duplication of effort is wasteful so long as the results are 
acceptableý With- the consensus on attracting foreign investment 
it would nevertheless seem legitimate. to strive towards an 
efficient framework for achieving the aspirations of the 
"welcome". 

Later in the chapter respondents' views on the best -frame-* 
work are assessed. A black and white approach is not assumed. - 
By this we mean that the conclusion that a multiplicity of 
agencies necessarily means inefficiency and poor results is not 
seen as an inevitable premise from idlich examination should begin. 

This, is exami ned further in the remainder of the chapter in an 

effort'to find ways of imprbvinj the overall approach. Through- 

out, the results and views obtained during interviews and surveys 
of individuals intimately involved in the implementation of 

policy are considered and used to shape the general a ssessments 

made. 
In shortp in this chapter we consider how the consensus 

shared by central and proximate decision makers on* the policy of 
"welcome" does not naturally lead to a coherent framework for 

attracting foreign investment, We continue to expose the link 
between incoherence and competition and we begin to look at 
the concept of co-ordination, This is developed further when 

assessing and making recommendations for the development of the 
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overall framework for attracting foreign investment in the 

concluding chapter. 
6.0 -. Coripetitlon-and Duplication 

This section overviews"the. possible inefficiencies 

of the framework for attracting foreign investment 

to Great Britain. Building upon the results and findings set 

out in the preceding chapters we consider whether and how the 

actors concerned perceive the competition for attracting foreign 

investment. Later in-this section the question of the 

existence of unnecessaty duplication in attracting foreign 

investment is examined. 
Possible sources of competition are reduced by the Depart- 

ment of Industry's efforts at achieving equality of treatment 

throughout Britain. However this does give an incentive to 

shift competition towards non-governmentalp non-central organi- 

sations involved in attracting foreign investment. Thus the 

Development Agenciesp development associations and local govern- 

ment bodies are given the incentive to try. to, attract investment 

to their particular areas at the expense of others. Howeverp 

their ability to offer financial assistance is restricted by 

various Acts of Parliament and by limited financial capabilities. 
The scope for competition based on offering financial inducements 

is thus subject to limitations but the scope for competition on 

the basis of providing for industry and by highly visible pro- 

motional and marketing activity can be a major area. for com- 

petitive activity, * The limitations of finanq'4 and expertise 

available restricts a situation of perfect competition as does 

the sheer variety of organisations and their activities. 
- *ýt should. be Physical limitations on competition exist but' 

noted that particularly in the Local Authorities and to some 

extent in the New Towns there is considerable variation in 

attention paid to the topic of attracting investment and this is 

especially so with regards to foreign investment. Such variation 

arises as often as not as a result of political decisions as it 

does by restraints on action of a statutory or financial nature. 

Clearly competition can involve both promotion and making 

provision for industry. Who is doing whatp where and why has 
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already been scrutinised in the last two chapters and so in this 

chapter reiteration is avoided except in the sense that the 

applicability of the term duplication is considered in relation 
to these findings. For instancep does the fact that 50% 
(N = 125) of Local Authorities and New Towns advertise overseas 

mean that there is duplication or is this just healthy compe- 
tition? The scope for competition existsp as the evidence pre- 

sented in Chapters 4 and 5 has shown but whether this is healthy 

or not depends on whether one sees competition as actually 

meaning unnecessary duplication. It becomes a question of 

whether one considers a tightly co-ordinated and united front 
(as evident in the I. D. A. of Ireland's approach) to be of more 
benefit than the much more multi-organisational approach resting 
on "a high level of local and regional initiativey pressure and 

competition" (1) as evident in Britain. At the outset it must 
be stressed that the all too readilyýmade assumption thit. a 

multi-organisational framework necessarily means inefficiency 

and duplication is not seýn as a legitimate starting premise. 
To. obtain opinions on competition respondents were presented 

with a list of possible competitors and asked to list those 

they felt their authority was in competition with the most. 
The responses and results are given in Table 6.1. 
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TABLE 6.1 Local Authorities and New Town Development 
Corporations. Respondents' views on the 
bodies with which their authority is in 
competition with the most in attracting 
foreign investment. N= 125 - 10 
missing cases - 115 

Mentioned as important 
No 

Other regions in the U. K. 74 65 

New Town Development 
Corporations in the same region&ý. 53 46 

Countries other than the U. K. 52 45 

New Town Development 
Corporations in other regions* 51, 44 

Districts/Metropolitan Districts 
in the same region. - 40 35 

Districts/M . 
etropolitan Districts* 

in other regions. 29 25 

Counties/Metropolitan Counties 
and Scottish Regions in the same 
region., 27 24 

Counties/Metropolitan Counties 
-other and Scottish Regions in 
. regions. 24 21 

. 
Other 4 4 

Competition with other countries was seen as important by 

many Local'Authority and Now Town respondents. It was seen as 
the most significant competition by respondents in the Development 
Agenciesp development associations and the Department of Industry. 
The views held in these bodies reflect their greater involvement 
in competition at this levelp especially in Europe. The focus of 
such competition was seen to vary. In general large scale in- 

vestments such as in the motor car industry tend to be concerned 
with-finding a location anywhere within the E. E. C. Less foot- 
loose industries such as petrochemicals tend to consider Britain, 
Belgiump Holland and North West Germany in the main. However, 
in many cas es the country with which there is competition cannot 
be certain. ' In the Assiated'ireas the assumption usually made 
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was that competition was with other regions in other states that 

were offering assistanceg but in the non-Assisted Areas it was 
generally not known with whom the competition was occurring. It 

may be that competition in the non-Assisted Areas is laigely with 
France and West Germany rather than Italy or Ireland. 

The country most often mentioned. as a competitor was Eire. 

The I. D. A. of Ireland was often upheld as the ideal model for an 
industrial development organisation and considerable envy uas 
apparent. Certainly the Irish have been very active and success- 
ful in attracting investment by applying thorough and persistent 
technique*s. An SDA officer remarked that "wherever we go we 
find 'Kilroy was here' before U3"9 Certainly the picture most 
often painted is one of "theýIrish versus the rest" as the 
figures given in Table 6.2 show* 

TABLE 6*2 "The Irish Versus the'Rest" 

Total of 
foreign 
firms 

Firms. 16cated 
during 1978- 

12 

-Population_ 
M. 

Unemployment 
June 80 

Scotland 275 13 5.2 9.9 

Wales 140 21 2.8 9.0 

Ulster' 61 12 1.5 12-7 

North of 
England i46 10 3-1 10-3 

Republic of 
Ireland 654 185 3-0 8.1 

. 
Source:, Table and title as it appeared in The Scotsman, p"., 

14 July. 19809 P-9- 

All European states offer incentives to incoming industry 

and the press often talks of competitive bidding and Eurosubsidy 

spirals all aimed at attracting investment. For instancep when 
in 1978-79 Ford planned to build a new car plant in Europe 

The Economist described it as'the great Eurosubsidy auction", 
(2). As a consequence of the competitiveness the concomitant 

problems of bidding have been brought up in both E. E. C. and 

O. E. C. D. forumst but little has been done to check the practice 

as states invariablyýclaim extenuating circumstances necessitate 
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high inducements to satisfy their desperate need for investment. 

In Europe the first test came in 1979. This was against the 

handing out of excessive assistance to the Philip Morris Company 

which had been given aids which were deemed unfair. Whether 

thýs sort of finding will be repeated remains to be seem but it 

is unlikely that one state will divest itself of its inducements 

unilaterally. 
The degree to which foreign companies were seen to be in- 

volved in playing countries off one against the other in order 
to gain better deals was assessed in a separate question in the 

surveys. The belief that this type of behaviour occurred was 

widespread. Three quarters of respondents (921 N= 125) said 
they felt that such "playing off" took place and only 2% 
Ot N= 125) felt it did nott the rest falling into the "Don't 

know" category. Despite the widespread view of its occurrence 

as held, both in the' Local Authorities and New Towns (as well as 
in government bodies)t- the view most often posited was that 

only somev predominantly the large scale multinational companies, 

were involved in this practice to any significant degree* The 

ceilings on government assistance in E. E. C. states were seen as 

preventing much international competition but the suspicion was 
that ceilings were all too often ignoredp although cases such 

as the Philip Morris one mentioned above were rarely heard. 

The most disturbing factor evident was that many felt much 

of the auctioning was futile, The firm knew where it wanted 
to locate and no amount'of financial incentives would drag it 

away from-its preferred 16cationg but threats of upbidding 

emanating from other states could be used to increase the thick- 

ness of the icing at the preferred location. In the case of the 

new Ford plant locating in Bridgendy for instancep the British 

government was slow to grasp the fact that this was probably 

Ford's most favoured European site. Ford kept up a pretence of 

examining other sites in other stat6p-and even succeeded in. 

getting Special Development Area grants in a Development Area 

when at the last minute a change of site was made (3). 

Returning to the issue of the perceived greatest competi- 
tion the respondents in the Local Authorities and New Towns 
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mentioned competition coming from other regions most often from 

amongst the available responses. When asked to expand on this 
interviewees invariably mentioned Scotland or Wales or bothq 

setting great store in. the existence of the Development Agencies. 

One of the reasons why these regions are singled out is the ease 

of identifying them as separate bodies able to promote a separate 
"national" entity in a co-ordinated fashion. 

Tab16 6.2 showing the success of different regions in the 

U. K. (as well as in comparison to Ireland) is an indicator of 
the potential for inter-regional rivalry. This came out 

strongly in the submissions made by the SDA and WDA to recent 
Select Committees on Scottish and Welsh Affairs(4). The Welsh 

were only too keen to discredit the activities of the SDA9 who 
despite spending ten times as much on the United States target 

and three times as_much on the European target had not attracted 

as many for 
* 
eign firms, as the Welsh (5)- Such comparisons are 

not necessarily fair- (6) but do provide 'ammunition - for the 

continuation of inter-regional_rivalry and battles. 

The Nei Towns were seen as important in the competition to 

attract foreign investment* New Towns in Britain do possess 
many attributes which may give them competitive advantages. 
They often possess a great deal of expertise in industrial 
development and its attraction. They can often offer factories 

virtually "off the peg" and are renowned for the speed at which 
they offer complete packages to industrialists. One officer in 

a large District Council said that whilst it took three weeks 
for their bureaucratic machine to deliver an offer after an 
enquiry the nearest New Town could achieve the same thing in 
two days. 

The New Towns have been threatened by their own successp 
the argument often being put that their success comes only at 
the expense of the inner cities. It is true that there may be 

goo Id reasons for channelling resources to the inner cities but 

it Is unlikely that slowing down growth areas to-do this 

necessarily-means concomitant improvement in the depressed areas. 
Neverthelesst many respondents did see the growth of one as at 
the expense of the other. It is not irrationalp however, to see 
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the New Towns as major competitors in attracting foreign in- 
vestment. Many of the findings in Chapters 4 and 5 have shown 
the high level of involvement of ýIew Towns in attracting 
foreign investment and, a glance at the figures showing where 
foreign firms are located in Britain (Tables 2.16 - 2.19) 
clearly demonstrates the success of New Towns in attracting 
foreign investment. Although all bodies seemed to put great 
emphasis on attracting foreign investment, not least for the 
kudos element the New Towns seem particularly keen: 

"While all good incoming iýdustry and commerce is 
welcomep it is fair to say that the overseas 
companies are considered as the Jewelb in the 
development corporations' crownsv and the readiness 
with which they have been absorbed into local 
communities is an added source. of pride. " -0). 
The Districts and Counties were'seen to be the least 

important in the 'overall competition to attract investment. 
Districts were seen as more relevant'in the competitiong 
because they often own siies and buildings which is often not 
the case for Counties. 

The fact that respondentsp with. an occasional exception# 
accepted the term competition does point towards their 

recognition of a competitive framewo , rk be it healthy or not. 
Competition is inevitably high given the associated prestige 
of foreign investment and the attractiveness of possible "at' 

a stroke" solutions to employment problems. 
Inter-local and inter-regional competition is, '_', 

inevitable., 'Actors representing a delimited spatial area 
are inevitably competitive. Local. Authorities-given their 

ambitious local and structure plans and given a part to play 
in government industrial strategies (as outlined'in govern- 
ment circulars) are inexorably drawn into the competitive 
arena. Local politicians and officials can be just as keen 
to attract investment as counterparts at the national level. 

Making an economic analogy1at the regional level an 
oligopoly, which has been described as "almost a synonym for 

cut-throat compe I tition". (Q) is evidentO At the local level 
the system is one of almost perfect competition; influence 
by each actor is negligible unless the local actor 
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Is'one desperately needing to attrac7t new industry 

as may be seen in many large metropolitan. -areas or New. Towns 

which claim-special circumstances for greater involvemeftt'than 

is the norm. Witness to the large number involved is that near- 
ly a hundred Local Authorities submitted plans and sites for 

INMOSp the NFAB's microprocessor facilities (9). Submissions 

varied but Tyne and Wear# for instancep were offering eight 

sites and a combination of government assistance and local 

assistance under the Tyne and Wear Actq 1976, that could have 

amounted to about Eq millionj or about 30% of the setting up 

costs. 
It would seem that the very existence of a multiplicity 

of agencies and bodies is necessarily linked with competition. 
Peterlee's copyrighted system for estimating assistance 

available using a portable computer terminal known as "Competer" 

was commentqd on as most aptly named by one correspondent. Most 

respondents recognised the. existence of competition as shown by 

the results in Table 6.1. 'Whilst interviewees in Development 

Agencies and development associations were apt to ignore lower 

level competition or treat it as an annoyance hopefully overcome 

with the magical ingredient of "co-ordination" few of the res- 

pondents in the Local Authorities and New Towns felt the situatiýn 

was so under control. 
Some respondentsp put forward interesting views. One from 

a New Town was-commenting on the feeble attempts to attract 

investment by other bodies when he said that although on one 

level the existence of others meant that all the actors were. 

competitors'g, in actuality efforts by most were soweak and dilute 

that there was no significant competition in evidence. Another 

New Town respondent re-emphasised this and also set out the 

different levels where competition could impact: 

. "Competition varies. You can virtually ignore 

. 
'the Counties down - but this depends on the 

imminence of the project. The nearer the project 
the more the competition becomes at a lower level. 
The progress is U. K. v Europ'eq U. K. regions v each 
other and then on to those offering sites in each 
region. " 

In summary, the majority of those involved in attracting 
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foreign investment accept competitionj and suggest that it is 

possibly wasteful. Forsyth concludes his investigation on U*S. 

investment in Scotland with a warning that competition could be 

wasteful: 

nWhilst it is certainly true that competition from 
other European countries should be metp it is important 
that resources are not wasted in this process by(One 
British region's bidding against one another. " 10). 

To return to the "playing off" issue againg just as a 

question was asked about states being played off one against the 

otherl the question was put whether it was felt this occurred 
between agencies and authorities, within the U. K. The belief that 

foreign firms did play agencies and authorities off one against 
the other to gain better deals was comzhon. Seventy-two per cent 
(899 N u-125) of respondents in the Local Authorities and New 

Towns said foreign firms did play off agencies and authorities 

and only 7% (89 Nn 125) said this was not the caset (the rest 
being"Don't knows"). These results are,. only. olightly different 

from the views expressed on the degree to which foreign companies 

play off states. Slightly more felt there was less playing off 

of agencies and authorities than of states. The views of 

respondents from Development Agencies and development associations 

were divided but all the civil servants questioned said that 

playing off within Britain could not occur as everyone could only 

offer the same. The civil servants were reflecting nothing more 

than their view that on the basis of regional assistance firms 

could only be offered the same levels of assistance according to 

the status of the Assisted Area concerned and any other 

financial incentives were only possible within strictly limited 

parameters. One civil servant put it this way: 

*What is available is firmly controlled by London. 
Competition is prevented. For example, the rent free 
periodl the government set down a maximum so this is 
a maximum for all authorities and there can be no 
stepping out of line. " 

Amongst the respondents from Local Authorities and New Towns 
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there was an undercurrent of suspicion. One officer in a Local 

Authority said: 

"I'm very suspicious. These companies will play 
off after maximum-grants. Any organisation will 
get the best bargain it can. We aren't able to 
compete in this game. You're never party to who 
offers what and why. Firms go around and get 
what they can. You never know why they're being 
offered more elsewhere. " 

Respondents in the Local Authorities and New Towns often re- 
ferred to firms or their agents hopping around looking for the 

best deal. This inevii'ably occurs in a thorough search and 

giving the impression of having better offers elsewhere is 

probably used as a tool whether or not such offers exist. 
On balanceg it appears that suspicions about the existence 

of surreptitious activities are not founded. Differences in 

financial assistanceg beyond that available under Regional Policy, 

are possible depending on, preparedness to make maximum use of the 

possibilities for financiiil assistance within t- he bounds of laid 

down limitations. But even here despite limitations contained 
in Acts of Parliament and so ont one Local Authority respondent 

who was cognizant of a whole range of financial possibilities 

was led to comment: 

"Authorities can give extra money. Ilm'often 
unaware where they get the money from. They 
play around with government circulars. I get 
them and can't see where the incentives are 
coming from. There is a greater flexibility 
than there at first seems to be. " 

Suspiciong if not necessarily the actuality is evident. All 

parties seem to suspect others of producing "magic money" and 

the very existence of the term in government circles suggest 

that such does exist if needed. 

In the last chapter it was suggested that scope for com- 

petitiong although it could be based on the willingness of 

authorities to maximise their limited financial incentivesp was 

shifted to the level of the ability to make physical provision 

for the firm and willingness to accommodate the firm's wishes. 

If any playing off is possible then'this is where there is some 

scope for its occurrence. For instancep the Development 
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Agencies and many New Towns tend to be in the advantageous 

position of being able to offer readily available factories 

and packages. Their scale of operation provides them with, 

added flexibility. 

In Britain many factor inputs do not vary spatially but 

it is factor costs that interest firms. Firms are less con- 

cerned with actors competing amongst themselves in order to 

present the best amenities and. environment than with costs 

such as rents, rates and utilities (as we see in the next 

chapter). The job of anyone marketing an area is to provide 

information on these costs and this is where there becomes a 

need for an individual to explain and guide firms through data 

which may be of interest to them. Although professional loca- 

tion assistance was only mentioned as an important factor to 

the foreign firm wishing to invest by 25% of respondents (K 

1139 see Table 5.2) the way in which the potential investor was 

dealt with did appear to offer scope for competition. The views 

of three responaents bear this out: 

"Pulling cords is the competitive level - on 
planning permissiont key worker housing and 
general red tape cutting. " 

"Financial incentives itre all the same so 
competition goes into willingness to bend 

over backwards, cut the red tape and. bend 
the rules. The attitude of Local Authority 

officers matterst they need-to take a posi- 
tive attitude with a make things happen 

approach. " 

"Foreign companies in particular are con- 
cerned about stringency and regulations. 
If we say 'O. K. 'we'll fix up the meetings 

, for you' with planning, the water. and fire 

authorities and so on regulatory things 
then become low hurdles not. giant oak doors. 
This is where we can help and have the edge 
over others. You must overcome the impression 
of difficulties. Flexibility is the key. " 

Limited scope for competition does exist particularly at the 

level of the attitude of the Local Authority. This competition 

is probably'more important to the foreign firm if it is unfamiliar 

to 33ritain but competition is just as evident in the game of 
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trying to attract mobile British firms. The 
, 
bodies may be pro- 

viding a service to the foreign firm and so competition is useful 
in assisting in the all important location decision. 'Whether 
there are too many bodies to do this and do it usefully must be 

considered as we move on to examine the issue of duplication. 
On taking up his position as Secretary of State for Industry 

in 1979 Sir Keith Joseph was keen to show his concern with the 

possible harmfulness and wastefulness of competition leading to 

unnecessary duplication in attracting foreign investment. 

Amongst his list of necpssary reading for those concerned in his 
department were some articles relating to these issues. For 

examplep one article entitled "U. K. regions at War" (11) was a 

serious indictment on the rivalry and confusion within Britain 

which led to losing potential investors. Later Sir Keith also 

expressed his concern, about. the need to lim it competition by 

making changes in Regional Policy (12). Cyril Silvert the 

Director of the IBB, had gained high level sympathy with his 

view that there were problems with the existing framework and 
that this led to unnecessary duplication of effort in attracting 
foreign investment to Britain (13). ' 

A competitive framework does appear to exist. The plethora, 

of advertisements in the'fi'eld are a manifestation of this. 

1! 

Things are maAe worse by the secreci and confidentially that is 

so pervasive. The bodies concerned are troubled by plagiarism 

and are fearful of passing on information on precious investors 

who may be torn-from their grasp* The situation regarding in- 

ward investment may not be as bad as it seems. The frenzied 

activity of development bodies within Britain is less intense 

in the overseas context as was shown in the last two chapters 
but nevertheless the situation is thought of as detrimentally 

competitive and duplicative by so many that it is not easy to 

talk of the framework in any other terms. 

In silmmaryp it can be said that the array of actors often 
fight in directf if not explicitj competition for what develop- 

ment is available* A competitive framework appears evident both 

objectively'and'as based upon the views of respondents. The next 

step after attaining. the view is to move on to see how far 

266 



respondents go along with the view of there being unnecessary 
duplication of effort in the attraction of foreign investment 

and, how far the degree to which thist if existentt appears to 

be of negative value. 
Clearly, Sir Keith Joseph came to power with the intention 

of reducing what he saw as wastefulness in many areas-including 

that of industrial promotion. The sheer number of organisations 

involved in this activityl as shown earlierv indicates that a 

revision of the framework may be necessary. The problems to be 

encountered in attemptirýg to alter the situation are manifold. 

It is inevitable that each area will be forced into competition 

as each has its own axe to grind. It follows that as each 

operates with a considerable degree of independencep effort will 
be duplicatede With such inevitability this system could be 

changed by establishing central direction of activities but this 

would seem too naive a solution in terms of political accepta- 

bility. Alternativelyp 'and as the, IBB has tried to do, central 

guidance can seek to reduce the most disruptive forms of dupli- 

cation and confusion arising from such a system by achieving 

higher degrees of co-ordination when'possible. 
Eighty-four per cent (27P N 32) of respondents in Local 

Authorities and Development'Corporations (as well as practically 

all respondents in other interviews) felt there was too much 

unnecessary duplication of effort in attracting firms from over- 

seas and that the framework could be confusing. Paradoxicallyq 

howevert the respondents generally did not want to accept any 

imposed reduction of their efforts or of their ability to pursue 

industrial and promotional policies. In generalp most respondents 

accepted both the existence'of competition and of duplication but 

the-latter was rarely seen as raising problems. 
The degree to which duplication and co-ordination to avoid 

it is evident in the four Standard Regions most involved in 

industrial development (Scotland, Walesp the North Westt and 

Northern) was examined both to allow comparison and to ascertain 

the utility of techniques for overcoming problems of duplication. 

Scotland 
The Scottish bodies were generally the most active in 
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attracting foreign investment in all the regions concerned. 

Views about the competence of the regional framework in Scotland 

to attract foreign investment variedl although in Scotland the 

lowest proportion of individuals believing there to be 

unnecessary duplication of effort was recorded. In other 

regions where belief in excessive duplication was much stronger 

there was only an occasional voice dissenting from this view. 

In general the organisations representing the whole of 

Scotland tended to hold the opinion that the present situation 

was generally effectiveg efficientp and successful but, the 

more local the body the more that doubts -, were? qxpressed. Within 

the various government departments with responsibility for 

industrial promotion and within the SDA the general consensus 

was that in recent years, especially in the 1ýte 19701s, and 

since the establishment and development of the SDAp wasteful 

fragmentation of effort had been reduced. The view was that 

fragmentation used to be a severe problem in Scotland but now 

the SEPD had gained a firm control of authorities who were now 

watched over and prevented from doing things such as making 

overseas visits without express permission. In the SDA a 

similar picture was painted. The SDA tend to view the framework 

as well co-ordinated and genuinely co-operative. They use the 

example of their visits overseas, when they take along repre- 

sentatives from the Scottish Regions9to show success in co- 

ordination. 

Since its inception the SDA has gradually been carving out 

its position as principal promoter. The Scottish Council 

(Development and Industry) has virtually handed over the task 

of promotion except for some administrative functions. The 

SDA has come to see itself as "the key to Scotland's industrial 

front door" (14). It has regarded a key element of its marketing 

strategy as "to provide a unified 'single-door' approach to 

U. Ke and overseas companies and to avoid the fragmentation of 

effort and confusion caused by Local Authorities and New Towns 

conducting their own campaigns" (15). This differs from the 

situation in other regions where the Now Towns are often con- 

sidered as best left to their own devicest mainly because they 
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are seen to be good at their jobs and because interference 

would bring resistance. Respondents in New Towns in all 

regions often mentioned that they would resist any interferencet 

and this was no less the case in Scotland whereq despite the 

SDA's aspirationsq the New Towns appeared to desire only a mini- 

mum of co-ordination. One respondent in a Scottish New Town 

said: 

"They (the SDA) asked us for information 
on our sitesq plans etc. p for their 
computersq but we would not give. them. 
Once they had that-they would start taking 
over and directing us. We're more 
experienced and professional than the SDA. 
They've a long way to go to catch up. " 

-J 

Despite doubts about their own opinion of their success and 

ability at least the SDA has firmly grasped the need to over- 

come problems of duplication and fragmentation. 

At the other end of the scale "the-fragments"l that is, 

the Local Authorities and'Development Corporations themselves, 

are less convinced that duplicatory problems have been overcome* 

A couple of respondents profferred open hostility towards the 

SDA but the majority appeared willing to go along with the SDAIg' 

efforts at reducing, or at least better co-ordinatingg the actors. 
Many of the smaller Scottish authorities accepted the existence 

of too much duplication and the need to overcome it by a transfer 

of the task of industrial promotion to the SDA (16). Consequently 

the authorities' had moved towards a lobbying function vis a vis 
the SDA. One Chief Executive of such an Authority put it this 

way: 

"In view of the fact that there is 
operating in the district a multiplicity 
of agencies with a development role 
HIDBO SDA9 Regionsg Scottish Council 
Development and Industry))t the District 

Council decided some time ago to be cast 
mainly in an influencing role only and to 
that end our efforts are concentrated on 
lobbying other agencies and providing 
the necessary statistical data in support 
of our, claims. " 

Despite the acceptance of the situation by some authorities 

0 
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many Local Authorities resent the usurpation of their role in 

promoting and assisting industry (17). Much of the dissatis- 

faction surrounds the fact that functions are being eroded by 

non-elected bodies such as the SDA. Such arguments are in- 

evitable but may be possibly outweighed by the benefits of 

simplification and co-ordination. Despite the strides made so 

farv unfavourable criticism is still possible in that although 

external promotion may appear more co-ordinatedg the interested 

firm would still have to deal with a large number of bodies in 

order to set up a planý. Not only would local layers of 

government be involved but also a large number of government 

departments would participate. One company, the Glasgow-based 

"Planning Exchange" provides a manual to simplify the framework 

which they claim to involve no less than twenty five government 

departments and agencies, just In the area of administering 

financial-assistance for economic development (18). 

Wales 

C 

In Wales problems with duplication of effort were also 

evident. Just as in Scotland the Development Agency in Wales 

has attempted to reduce duplication and concomitant inefficiency. 

The Development Corporation for Wales has been bolstered by WDA" 

funding to enable it to act as the central promotional agency 

overseas. 

Granville Davies, the DCW's publicity manager is convinced 

of the benefits of a co-ordinated approach in Wales& "We can 

have every organisation involved around a table within an hour 

where inward investment is concernedo"(19). This boastv although 

little more than an indication that the relevant organisations 

are concentrated in the Cardiff areav may be a partial reason 

why the framework is less well co-ordinated than it may at first 

seem in that there isp and will bev a tendency for distance decay 

in the opinion held about the adequacy of co-ordination the 

further one travels from Cardiff. Davies admits the task is 

difficult: "We have tried to convince the local authorities of 

the need to have a corporate body to do promotional work*overseas 

otherwise you have a fragmented effortg which can cause chaos and 

confusion, "(20). 
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From its inception the WDAt like the SDA has tried to 

forge itself in a central co-ordinating role, An editorial in 

the 11, VDA newspaper-Wales Ahead commented that "flying visits by 

small local groups - itarting from cold and ill equipped to 

supply the detailed information on which foreign industrialists 

base decisions - do little but cause irritation and confusion 

among the people they are designed to interest. " (21). 

The issue of duplication in Wales was rekindled when the 

1979 Select Committee on Employment's Report stated there were 
too many involved in industrial promotion in Wales. The Report 

failed t o, go into depth or make any suggestional and on re" 

flection it seems that similar things could have been said 

regarding any region in the U. K. 9 although one respondent felt 

that the situation in Wales was s6 bad that the problems could 
be called "a Welsh disease". The feeling amongst respondents 

was that references to problems-have to be treated sceptically 

as they fail to enter into detail. This is true, but such state- 

ments are important in that they do often bring about action and 

can provide ammunition for those in favour of centralisation or 

streamlining. 
Within the U. K. itself Welsh Local Authorities are probably 

amongst the most active'in the field of industrial promotiont 

but for overseas work there has been an increasing acceptance 

that a central bodyp the DCWp is a better face to present. - 

Many ofýthe Local Authorities in Wales have been far more active 

in the past than they are at a present. Their increased reliance 

on central bodies for this has not been solely because of, per- 

suasion'but has also come about as a result of the escalating 

costs of attracting the increasingly hard to come by foreign 

company. The successful persuasion of some Local Authorities 

to pull out of overseas promotion in order to leave it to the 

DOW and WDA was apparent. Some Authorities felt that they bene- 

fitted from formally moving out of overseas promotion to leave 

this to central agencies in that they were subsequently treated 

preferentially by the central bodies. This factor appeared to 

be recognised by both those Local. Authorities benefitting and 

those losing out as a consequence. The use of preferential 
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treatment as a reward ist of coursev denied by central bodies 

although such seems a possible technique for persuading 

authorities to pull out of the overseas promotional forum. 

Accusations of preferentiality are to be expected. In 

,, Tales such problems are exacerbated by the existence of a 
Cardiff-centredv South 'Tales polarity. The administrators in 

South_Wales seemed to be conscious of the natural advantages of 

South Wales and did see a need to "favour" North Wales to 

counter the balance. The activities of Local Authorities in 

the field of industrial promotion do seem to differ greatly in 

North and South Wales. Two examples at the extreme show this. 

Clywdt for instancet has an industrial development department 

with fourteen employeeag whilst South Glamorgan only has one 

and a half employees working in this field. 

In summaryp in Wales few Local Authorities continue to 

direct effort towards overseas firms. Most Authorities accept 
the role of the DCW in avoiding duplication and most of the 

others have been persuadeil of the merits of having a central 
body. The basic problem in persuasion is identified by the 

Director of Resources and Planning at Virexham Maelor District 

Council: 

i., "Until such time as specialist. organisations like this 

.,. 
(Thd'DC 

- 
W) deliver 

- 
the goodst I think you_will-get many 

loc'al-'authorities, -. continuing actively to-promote their 
own areas. Obviously they would not want to c. ontinue 
doing this unless'they felt it wab necessary'v because 
thdy w6uld, ýprefer'to use the money they are spending for 
-other puiposes. "But authprities. 'feel- they have" a7-respons- 
ibility towýrds -their own populations. " (22) 

England: The North West 

Every respondentl both in Local Authorities and other 

agencies in the North West felt that there was too much dupli- 

cation of effort. In Wales and Scotland D6velopment Agencies 

have statutory obligations as well as a national identity to 

sell but the North West and other English regions lack such 

benefitse 

The regional development associationg NORWIDA9 is neither 

as capable of persuasion nor as able to mount a level of activity 

comparable to the Development Agencies* Efforts by the Counties 
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and particularly Merseyside's MERCEDO make co-ordination difficult 

andduplication is obvious. District Councils are-often quite 
active and Liverpool City'District Councilq for instancep is not 

even a member of IIERCEDO. 

There has been improvement. According to most respondents 
the creation of wasted and duplicated effort was much worse in 

W the past. Matters had been improving steadily until-recently 

when what was seen as a lack of substantive lead from both 

government and at regional level had given a new impetus to local 

activity. 

England: The North 

The North's development associationg the NEDC9 has often 
found itself justifying its central place in often over-heated 

and public debate. It has striven to reduce duplicative activi- 
ties in the region but has only been partly successful. The 

NEDC strives to avoid duplication via'co-operation and discussion. 

It attempts to put itself forward as having the necessary exper- 
tise* Regular liaison with the County Councils and annual 

strategy discussions do give the Local Authorities a good deal 

of involvement which on the face of it should go towards over- 

coming the problems of duplication. Howeverp disillusionment 

with the NEDC has at times been evident and faith in it has 

wavered. Cumbria actually. left the NEDC in favour of NORWIDA 

and Tyne and, Wear threatened to leave the NEBO in 1978- 

,, 
The,. level of activity* of Local Authorities in the North of 

England varied considerably but with the odd exception belief in 

unnedessary duplication of'effort was strong with intra-regional 

probiems being cited as o'-ft-en as the , wider, proble . ms of dupli- 

cation in the U. K. as a whole. One Industrial'- Development Officer 

despaired that there was "quite simply, too much duplication of 

effort in the region degrading the value of activity to zero". 

Overall in the four regions concerned duplication was seen 
to be a problem both intra-regionally yet even moreso nationally. 
judging from, the findings outlined in Chapter Fourlparticularly 

in relation to spendingg advertising and general promotional 
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actiyit: bs of authoritiesand agenciesq the case for rationalising 
a situation of wasteful duplication appears strong. Duplication, 
howeverv only becomes a problem when it becomes clear that a 
reduction in the number of actors or of their area's of activity 
would lead to greater success overall. A Minister in the Depart- 

ment of Industry may be dismayed by the number of actors on the 

sceneg by the amateurism of manyq and by the rifeness of 
plagiarismp but this is not necessarily the picture received by 
4he inward investor and that is the crucial factor. The crux is 
that a centralised approach such as practised by the Irish may 
look more appealing and neat but there is more than one way of 
landing a foreign companyp and the involvement of many agenciesq 
although bureaucratically untidyp may bring political benefits 

such as allowing local and regional involvement in industrial 
development issues. 

The level at which one can argue, aboutadvertising and pro- 
motion is similar to the overall question of where and in how 

many bodies industrial development and promotion activities 

would optimally be placed. In a situation of competition he 

who does most promotiont hitting the right targets 
-with 

the best 

propositions should make the most inroads into the market shareg' 
that . isq assuming that these activities can have a bearing upon 
decision making in firms. A position approaching perfect com- 
petition may become more prone to duplicated wastefulness on 

promotion even if it is well executed. butt if*benefits accrue to 

the individual promoter by what seems to be a result of promotion 
then it will be difficult to stop. Advertising and promotion can 
always be claimed as wasteful but as Lord Leverhuime is supposed 
to have originated: "Probably half of every advertising appro- 

priation is wasted but nobody knows which half. " 

Most respondents claimed that promotion was useful in making 

achievements over and above those obtainable with no promotional 

activity. However, many respondents in the Local Authorities and 
New Towns felt that overseas promotion required such high expendi- 
ture's and involvement that only larger bodies could afford to be 

involved sufficiently to have significant impact. One officer in 

a very active Welsh Local Authority spelt out a view, that was 
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clearly shared by so many others: 

"It is our view that little is achieved by foreign 
advertising and promotion. Money is wasted and I 
couldn't recommend my council to allocate funds. " 

f 

t 

The most important challenge to the present framework is not 
that of just too manyg but too many - too ineffectively. 

Problems may be exacerbated by detrimental pestering. "A 
foreign company need only hint that it is interested in invest- 
ing in Europe and within days pamphlets and representatives 

come flooding in. " (23). This sort of behaviour can be seen as 
detrimental and duplicative pestering which is unlikely to be 

useful to the firm or it can be less harshly criticised as 
merely a dilute form of bidding for a tender as would be 

practised normally in industry. The various bodies concerned 
are simply engaged in marketing and selling and so contacting 
firms is a necessary part of their job. They are unlikely to 

opt out of such activity, just because others may be doing the 

same. "When in doubt we pester" is the way a respondent in a 
Scottish Local Authority put it. 

Whether a firm is being provided with useful information 

and worthwhile propositions depends on the quality of such 
provision. Many of the better organised actors would argue 
that quite often the information received by firms is not use- 
ful. Often Local Authoritiest in particulart are accused of 

providing sub-standard information based on inadequate research. 
The I. D. A. of Irelandq as a single national agencyt is no 

less involved in the pestering and badgering of firms. Dr. Hanna 

of the I. D. A. 's electronics division recognises the need to 

pesterv but to do it effectively: "The last thing they (firms) 

want is to be bothered by the I. D. A. Year int year out you have 

to build up a relationship with the decision makers. " (24). 

This type of argument is strong in many of Britaints regional 

agencies, New Towns and the more competent Local Authorities. 

There is a clear recognition that the firing off. of mail or the 

sending of a representative to a firm likely to be making a re- 
location are not the best ways to attract firms. Pestering 

or badgering has to be avoided yet at the same time contact has 
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to be sub3tantial in scopet clearly thought out and profession- 
ally executed in order to overcome the potential for annoyance, 

The IBB would like to take firm control to prevent problems 
from too many ineffective actors, but it finds itself constrain- 

ed by political factors such as regional and local claims for 

self representation. The IBB can provide important witnesses to 

the difficulties arising from the existing multi-organisational 

setting. Peter Jayq former British Ambassador to the United 

Statesp for instancep claimed that as a result of fragmentation 

into too many agencies one major investment was nearly lost by 

pestering whichl at one stage, involved four agencies in as many 
days. (25). Another example of pestering is contained in one 

of the articles that Sir Keith-Joseph'recomm6nded to be read, - 
by his Department of Industry officials. It said that "It is 

not unknoWn for a U. S. company to have a visit from a represent- 

ative of a regional ageneyt from a County within that region 

and from a town within that County - all of them arrivingJn the 

same week. " (26). The examplest howeverp are of rare events and 

with the growth of regional bodies and the IBB such cases are 

less likely to occurt-even with the somewhat limited degree of 

co-ordination they achieve at present. 
Pestering would not be so bad if it were not for the fact 

that it is the same companies that appear to be subjected to it. 

Many respondents suggested that they actually avoided these 

firmsp howeverv and concentrated on others selected usually by 

careful searches butp occasionallyt by stumbling upon them. 

The Department of Industry is able to provide a handful 

of examples of problems resulting from unco-ordinated visits. 

To counter these examples it can be argued that this is merely 

a hazard of a system which by virtue of involving many actors 

may reach more targets than would a single or a handful of 

actors. The IBB cannot cover all the groundq nor could a single 
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body. There are so many firms to contact although admittedly few 
are likely to move. An'earlier Stu 

, 
dy points out: "there are 

eight million business units in the U. S. alo ne" (27)- 

One New Town respondent suggested that his Corporation 
found that "firms are rarely contacted by anyone else, it's all 
IBB hooh hah. If they go to a place and find three others have 
been there beforehand-they are shocked but it's nothing. " 
Dennis Stevenson, the Chairman of Peterlee and Ayeliffe Develop- 

ment Corporations in a speech made in 1979 added his views to 
the debate: "'Ye have yet to come across an industrialist who has 

genuinely-marked the U. i. down or indeed_gone to another country 
because he has been bothered with a vast number of enquirers. 
The point often argued that we present a confusing face. to our- 
selves is overstressed. " 

Feelings run high when there are a number of tiers and a 
variety of ýLctors all trying to justify and maintain their 

positions. Fears of being restricted in any sphere of activity 

are intense when the parish pump predominates. Respondents quite 
often saw the situation of the preponderance of the parish pump 

as inevitable. Many stressed that a major or even the main 

objective of Local Authorities was employment creation and so it 

would be seen as a desertion of duty not to be seen to be 

striving to this end. At the regional level these views were re- 
iterated. With such parochial fe(ýlings in different iLreas of the 

country control from London would not be*easy. Giving up the 

role of attracting foreign investment to a more central or 

regional organisation was seen as logical by many Local Authority 

and a few Development Corporation respondents but mistrust in the 

ability of such organisations and the feeling that a body 

representing many political , 
mentors could not show favour to all 

stalls such change. Furthermoret even in a framework where 

organisation was more centraly ýocals would still possess local 

information and expertise often so essential in the minutiae 

of the, decision to-lo6ateý'at &_sPecific site. 

Co-ordination is certainly the key if the aim is to iron 

out issues of duplication in a framework where many organisations 

are accepted as being legitimately involved. The IBB9 as t he 

relevant branch of the national sponsoring department has the 
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mo3t central role in thist and has gradually been making in- 

roads into this field but the difficulties it is up against are 

considerable. Inter and intra-regional rivalries abound (28) 

and satisfying everyone is a virtual impossibility. "In 
Britain region can be pitted against regiong town against town 

and they can all be fighting government departments at the 

same time. The participants are manyp and varied and confusing. " 
(29). 

A debate on the line that the IBBtýtakes at the moment and 

ought to pursue in future with regard to the co-ordination of 
industrial promotion was re-kindled in 1979 with a-short article 
by Jeremy Howell, Industrial Development Adviser of Warwickshire 

County Council (30). He was dissatisfied with the way in which 

all Local Authorities were advised by the IBB not to enter into 

independent efforts to attract foreign investment. And he was 

perturbed by the fact that if a, Local Authority outside an 
Assisted Area approached the IBB9 help would not be forthcoming- 

, even if the motive for approaching-the IBB was in an effort to 

prevent such independent action being disruptive and duplicative. 

The view Mr. Howell put over was that a great deal of Britain,, ' 

that ist the non-Assisted Areasp was being undersold abroadt 

although the wider issues on the pursuance of Regional Policy 

in its present format underlay the debate. 

Partial support for Mr. Howell came from correspondents in 

other non-Assisted Areas. Norman Morep General Manager of 

Redditch Deirelopment Corporation're-iterated the underselling of 
Britain and the view that the IBB was really only an Invest in 

Parts of Britain Bureau_(21). Douglas Smith (Industrial Advisert 

Thamesdown District Council) said that despite the successes of 
his authority in overseas visits "it was suggested by both the 

IBB and an official of a certain Consulate in the U. S. A. that 

visits by teams'from non-Assisted Areas such as Swindon were 
'embarrassing and a waste of public money'" (32). With Local 

Authorities wanting to undertake overseas promotional ventures 

the-IBB is caught between the government's Regional Policy with 

its worthy aim of encouraging growth in areas of greatest need 

and the'desire to persuade investors to come to Britain regard- 

less of location.., 
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The IBB sees itself as the central focus for the investor 

with the other organisations being-important at a later stage. 
"This means liaising with all the local organisations which are 
much more familiar' than the IBB ever can be with particular 
services and environmental attractions which they represent. " 
(33). The IBB reluctantly accepts the role of other organisa- 
tions in Britain seeing local interests as important to them. 
The co-ordination issue is less important than the IBB's desire 
that those acting'abroad are thorough, consistent and profession- 
ali -In a situation where the IBB cannot take total control of 
Britain's activity overseas, largely due to the strength of 
local interests and the parish pump the atmosphere of antagonism 
between the IBB and Local Authorities'such as Thamesdown ought 
'not to occur but such conflict is inevitable when the IBB aims to 

reduce independent action and adhere to Regional Policy. 

The IBB can only slowly increase co-ordination of effort. 
It has been uncertain about making compromises such as accepting 
the view that Scotland has a valuable and exploitable identity 

overseas (34). Even if some acceptance has been made the Depart- 

ment of Industry still firmly holds the purse strings much to the 
dismay of the Soots who still feel that foot-dragging in London. 

was responsible for the "loss" of Mostek*t 
, 

the prestigious 

microelectronics manufacturert to Ireland in 1979. At this time 
the multiplicity of organisations involved was up for criticism 
once again and the Irish I. D. A. was upheld as the perfect model 
for Britain to ape particularly in order to prevent further 

difficulties such as the Mostek case. The IBB is certainly 
nowhere near being such an organisation and with regional and 
local pressures seems unlikely-to progress in that way. 

The IBB bothitself and via regional Agencies and associations 

can attempt to encourage co-ordination of activities in terms of 
overs . eeing who is doing whatp where and when. The IBB has also 
attempted to ascertain whether it can overcome the inevitable 

problems of the multiplicity of actors and reduce duplication of 

activities by instituing an examination of'the activities of 
industrial promotional organisations. To this end in 1979 the 

Depa I rtment of Industry appointed management consultants Coopers 
I 

279 



and Lybrand to make a review of some of the promotional 
organisations in England (35). The. situation in Scotland and 
Wales was not considered in this'way but by investigations made 
by Commons Select Committees on Scottish and Welsh Affairs. 
This separate reviewing of the actors was a criticism made by 

many of the organisations under scrutiny'in Englandq but the 

Welsh R eport did suggest that a consultant's review similar 
to that done in England was necessary for Wales (36). 

The Coopers and Lybrand study was only a partial overview 

which omitted Scotland and Wales and the role of Local 

Authoritiesq (37) all of which were outside the terms of 

reference for their investigations. The study was. directed: 

mainly at regional organisations (NORWIDA9 NEDC9 Yorkshire and 
Humberside Development Associationy-and the Devon and Cornwall 

-Development Bureau) plus BSC (Industry) Ltd. 9 and three New 

Towns (ITarringtonp Peterlee and Washington). The study also 

assessed Ireland's I. D. A.. 

The implicit aim of the investigations of activities of the 

various organisations appears to be to give foundation to - 
altering the existing framework. In the case of the study of 
English actors the development associations in the regions seem 

most vulnerable. The timing of the consultant's. study was 

prior to the triennial allocation of funds from government to 

the development associations and so the report was obviously 

aimed at providing a basis for making change. Howeverv bias 

was evident in that the study was only partial in scope and 

another indicator of the desire to discredit or Justify a re- 
duction in funding was that the "selected New Towns" in the 

study were amongst the mos. t successful particularly in 

attracting foreign investment.. 

The consultant's report has not been published and even 
the organisations, under study wereonly allowed to see that - 

section which pertained to them specifically. The NEDC was 

probably the most severely criticised of thosein the report. 

The report suggested that the NEDC's overseas promotion work 

had "not been commensurate with the resources expended" (38). 

The NEDC was quick to challenge the criticisms claiming that 
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the consultant's measure of cost-effectiveness was "based upon 

a formula which cannot withstand close scrutiny and'arumbles when 

contested" (39). Any cost-effectiveness- measure used would seem 
inadequate when comparing a New Town with a regional development 

association but a measure which apparently showed that the costs 

per Job "created" by the NEDC's activities was ten fold that of 

a New Town in the area did provide the Department of Industry 

with ammunition for criticism even if the comparison was not 

really legitimate. The criticism was expressed by the re- 

duction of the government's budgetary allocations to this and 

other regional bodies (40). 

Undoubtedly the Department of Industry would like to see 

the regional associations acting more along the lines ofv and 

being as successful ast many New Townsg but the New Towns are 

fundamentally different in that they have something to sell and 

can talk terms directly. Alternatively the regional associations 

could be removed as an alternative to changing them. The IBB 

could handle the general aspects of policy in Britain passing 

on firms to regional offices of the Department of Industry and 

involving Local Authorities at the later stage. Nevertheless, 

the regional associations exist as a result of the political 

need to be seen to be devolving industrial development 

activities to thq regions. They cost relatively little and 

the job they do is beneficial even if they are relatively cost- 

inefficient in job creation terms (if such can be measured). 

The Select Committees investigating 'gales and Scotland 

expressed doubts about'the effectiveness of the present frame- 

work for attracting foreign firms just as had been the case in 

England., The Welsh Committee severely criticised the effective- 

ness of the DOW-and wdre scathing about what the Committee 

perceived as a failure to assess effectiveness and adopt 

planned strategies for specific countries or market sectors 

(41). They concluded that the DOW should be wound up and the 

WDA should take over the promotional role in a fashion 

analogous to that in Scotland (42). The Committee agreed 

with the Secretary of State for Wales that there was no point 

making change for the sake of it (43) but they were almost 
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cursory in their dismissal of the DCWj suggesting its demise 

yet giving no substantial reasons why the INDA would necessarily 

do a better job. The suspicion is that hares thrown out by a 

few witnesses, notably CBI Walesp were all too readily chased 

by the Committee. The Committee was determined to see the demise 

of the DCW it seemed, even before giving the DCW chance in 

the review of actors that theyleoposed (44). 

The Select Committee on Scottish Affairs also suggested 

what it thought to be suitable changes for improving the 

promotional framework and making it more effective. The rather 

disappointing Report of the Committee seems to have fallen 

heavily towards overcoming just one aspect: the vexed issue 

of the SDA's offices in New York, San Francisco and Brussels. 

Although it does make recommendations on improved marketing 

and functional co-ordination its preoccupation was with removing 

the I SDA's offices ov I erseas, which were seen as duplicatory (45). 

But, in doing this, the Committee were determined not to-lose a 

Scottish voice and so suggested that-a number of Scottish staff 

should be put into both the IBB and into the Consular Offices 

abroad, the latter being much along the lines of the system 

operating for Northern Ireland. This approachq whilst looking 

n4at when wearing Scottish blinkersp falls down. under examin- 

ation. First, it has to be aooepted that Northern Ireland is 

" special case for obvious reasons. Second, Scotland is not 

" special case for her problems cannot be singled out as being 

significantly different from other parts of Great Britain. 

Third, and following on from the secondy the special treatment 

of Scotland in this way would lead to demands from many other 

bodies and parts of Britain for similar treatment. This would 

prove unworkable. The Committee on Scottish Affairs was 

obviously persuaded by Department of Industry and Foreign and 

Commonwealth Office arguments for a compromise in order to over- 

come a potential proliferation of overseas offices* Nevertheless 

the Committee would have been better advised to listen to those 

with a more adventurous marketing bent. The SDA's overseas 

offices have not been given sufficient airing and the Committee 

should have at least have given them chance to succeed. Clearly, 
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if of little use they would be abandoned and the incentive to copy 
would dissipate. If they succeeded then there is no reason why 
others should not enter into the same area. If worried that it 

would not succeed, be duplicatory, and a waste of money the 
Committee should have said this but should have been prepared to 

give a fair trial whilst recommending that the approach ought not 
to be expanded and copied by other bodies. The Co=ittee was over- 

concerned about overseas offices and appeared to neglect and be al- 

most too easily satisfied by the strides made by the SDA as an 

umbrella organisation aiming to reduce local competition and 
duplication (46). Regional bodies may be beneficial for reducing 
the pressure from Local Authorities to become more involved in 

industrial development activities to a greater extent than that to 

which they are at present thus lessening the possibilities for 

duplication. The very existence of regional bodies may achieve this 

even'before they take on an umbrella or co-ordinating role. The 

Local Authorities and their activities are not easily Ocontrolled" 

from the centre. Funding and monitoring Local Authority activities 

from central government would be difficult and costly. It would 

mean interfering with the current Rate Support Grant system and 
furthermorey would require the compromising of the present Con- 

servative government's supposed philosophy of non-interference in 

Local Authority operations. Any reduction of duplicationg it 

would seemt has to come either via Development Agencies and 

development associations, both already having had some limited 

success andq via IBB persuasion and co-ordination. 
In overcoming duplication intra-regionally the Development 

Agencies have been more successful than the development 

associations in England. This difference is probably more 

fortuitous than by design although a few reasons as to why 

Development Agencies have had more success may be offered. The 

Development Agencies have the advantage of youthy appropriate 

labellingg and national identities. Development Agencies 

operate in a wider range of areas and activities such as factory 

building and financing projects this giving them a higher profile 

than the development associations in England. The Development 

Agencies also have closer ties with government departments than 

to development associations. The backing of the SEPD and the 
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Welsh Office (Industry) has given the respective Development 
Agencies greater clout when persuading Local Authorities to 

establish working relationships based on supplementation rather 
than duplication. This saidq howevert even if the impact of the 
Development Agencies has reduced duplication to some extent, the 

vast majority of respondents in all regions agreed that there was 

still too much duplication. The prominence of the parish pump was 

regarded as inevitablev and to a limited extent desirable. As Hood 

suggests: "If there were no duplication at any point (at intra, 

inter or supra organisational level) everyone would be doing work 

no-one else could understand and therefore evaluate"-(47)- 
Local Authorities and other actors, bearing in mind their 

parish pump attitudep are unlikely to alter of their own volition 

activities that they supposedly duplicate. The Local Authorities 

and other actors being accused of duplication felt that it was the 

job of those-making the criticisms to make alterations butp re- 
dUcing the duplication is a difficult task for the IBB. Such a 
task summons up images of the Queen's plight in Alice in Wonder- 

land: *tOff with her head' cried the Queen at the top of her 

voice. Nobody moved. " 

The IBB has been able to do less than it would have liked to 

in order to make the framework more neat because of restraints on* 

what it can do. Political restraints have been discussed and the 

lack of a clear framework based on superordinate and subordinate 

roles and responsibilities is a concomitant problem. In such a 

framework a rationally co-ordinated system based upon directive 

giving and role definition is not possible. A clear hierarchy of 

organisations does not exist and competition is engendered by the 

presence of similar organisations differentiated spatially but 

without allocated foci for attention. The IBB would like to hold 

the reins but a directive system gives way to an ad hoe 
, 

one. An 

alternative systemp one that is co-orainated perfectlyp is not 

feasible as the objectives of actors are simply in conflict. The 

mini-debate sparked off by Jeremy. Howellq Warwickshire's industrial 

Development Advisor demonstrated this. 

6.1. The Best Framework 

This section explores the issue of what respondents felt the 

best framework ought to be for dealing with foreign investment and 
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its attraction. It is wor. thwhile ascertaining their attitudes in 
that they are basdd on their grasp of actual difficulties and 
problems that they perceive rather than on the basis of a 
simplistic desire to reduce competition and duplication in the 
name of organisational tidiness. Prior to outlining the norma- 
tive views of respondents, howevert the existing framework is 

subjected to scrutiny for although the structure appears clear 
the process by which potential investors are handled and the 

usual organisational channels through which they pass requires 

examination. 
Respondents in both the interviews and the postal survey were 

asked the following question: "In generalp what is the main 

route by which foreign companies wishing to set up a plant 

approach you? " Their answers are summarised in Table 6-3. The 
importance of regional and national agencies is indicated by the 
fact that half the respondents in Local Authorities and New Towns 

considered that the main route by which foreign companies 

approached them was via regional or national bodies. In the few 

cases where comment was made on thisp the Development Agencies 

and development associations were considered much less important 

than regional offices of the Department of Industry and the IBB. 

Howeverp a sizeable proportion (just under a third) felt that th*e 

main route was for foreign firms to come to them direct. 

TABIS 6.3 Local Authorities and New Town Development 
Corporations. Respondents' opinions on the 
main routs by which foreign companies wishing 
to set up a plant approach them. N= 125 - 11 
missing cases = 114- 

No* % 

Comes direct. 36 32 

Having been passed on by bodies 
covering a larger area than 62 50 
your own. 

Having been passed on by bodies 
covering a smaller area than 0 0 
your own. 

Other. 6 5 

Do not know.. 10 9 
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The results of the question on what respondents saw as the 

main route for foreign companies wishing to set UP a plant were 
crosstabulated by region (see Table 6-4) and by type of authority 
(see Table 6-5) of the respondent. In the non-Assisted region 
surveyed, the South Eastp all respondents said that the main 
route was for foreign companies to come direct indicating the 

absence of a regional agency and showing that the passing on of 
information about interested firms was conducted in keeping 

with Regional Policy priorities. In the Assisted regionsq in 

terms of the ratio of those seeing the main route as direct to 
those seeing it as being passed on by bodies covering a larger 

areat firms approaching direct are most important in the North 

Westt followed by Walest the North and Scotland in that order. 
Though conclusions can only be tentative it may be that the 

strength of regional bodies may have some bearing on these views. 
On an authority baBis# Metropolitan Districts and New Towns are 
the bodies where at least half of the respondents considered 
that most foreign firms came direct. In the case of New Townst 

with their often vigorous and independent overseas promotional 

activities, this is not surprising. In the case of the Metro- 

politan Districts (and also in the non-Metropolitan Districts 

where over a third of respondents claimed that foreign firms 

came direct more often than by other routes) the high response 
to the "come direct" option may hide the fact that in many cases 
the Districts are dealing with only a handful of firms each year. 

There is need to be wary of the responses in another sense in 

that responses were tentative on occasiont and quite often 

respondentsy particularly at District levelt were not aware of 

other bodies being involved'even when they weret 
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TABLE 6.4 Local Authorities and New Town Development 
Corporations. Respondents I opinion on the 
main route by which foreign companies ý 
wishing to set up a plant approach them, 
by region. 
N= 125 -'Il missing cases = 114. 

Come direct Passed on_j1j Other Do'not know 

Wales 6 13 1 3 
South East 10 0 3 3 

Scotland 6 22 0 2 

North West 10 13 2 0 

Northern 4 14 0 2 

Total 36 62 6 10 

(1) Having been passed on by bodies covering a larger 

- area than your own. 

TABLE 6-5 Local Authorities'and NI ew Town Development 
Corporations. Respondents' opinion on the 
main route by which foreign companies 
wishing to set up a plant approach 
them, by type of authority. N= 125 - 11 
missing cases = 114- 

Come direct Passed on(l) Other- . Do not'-know 

Development 7 7 0 0 
Corporation 

County 3- 14 2 0 

Non-Metropolitar 19 36 4 10 
District 

metropolitan 7 5 0 0 
District-. 

Total 36 62 6 10 

(1) 'Having been passed on by bodies covering a larger 
area than your own. 

A set route for foreign firms does not seem evident from 

the responses obtained. Firmsp in factp often appear to be 

going through many routes simultaneously themselves and know- 

ledge of this is not always interchanged between the various 

organisations involved. civil servant explained-the usual 
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procedures they have for dealing with the foreign investor: 

"The Department of Industry gets information 
from abroad and then a clearing house system 
comes into operation. Regional offices are telexed the information and they consider 
their potential for accommodating the firm. 
The response is usually rapid and a number 
of locational possibilities are transmitted. 
A telexed response is followed by more 
detailed information packages. The 
information then goes back to posts abroad 
before it is transmitted to the company. 
Often this goes on without anyone outside 
th 

-e 
Department of Industry and its regional 

offices knowing. Secrecy is important to 
firms. " 

Howeverp quite often the Department of Industry does not appear 
to be privy to information on potential moves yet it would be 
difficult for many of the organisations involved in attracting 
foreign investment not to-become aware of potential movers, 
Secrecy is not always upheld and quite'often Development Agencies 

and development associationsp who have contacted the firms in the 
first instance, work in close co-op6ration with regional offices 
of the Department of Industry. Some industrial development units, 
especially in the New Townsg try to maintain secrecy in relation. 
to government departments'but'this can only be short-lived as 
potential movers soon have to become involved with the major 
provider'of -finance.; . 

The clearing house system described above., is often used by 

central, regional and county bodies. Such an approach appears 
fair, even if it is less than optimal* A major complaint is that 
those responding to a telex saying no more than "Electronics' 

company wants 309000 square feet" can hardly avoid providing a 
lot of garbage information as so little is known from such a 
description to be able to tailor the informationg unless the 

responding agency is one of the more informed bodies and can 
speculate on or even pinpoint the actual company concerned. The 
Department of Industry's system. is unfair to non-Assisted Areas as 
there is bias towards the Assisted Areast thus in the South East 

we got resp ondents complaining of their potential being Ignored. 

In the Development Agencies and development associations the 
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claim was that most firms came to them direct. The large 

amount of groundwork being done by these bodies means that they 

are likely to achieve direct contacts, cultivate them andq if 
luckyp land the firm. The longer the ýodies had been in 

existence the more this'was possible and respondents in the 

Development Agencies and development associations often talked 

of very long gestation periods from initial contact to actual 

establishment of a company. 
In Britain theng all manner of routes for firms wishing to 

set up appear to exist. 
" 

once again all appears very unt idy when 

compared to, an organisation such as Ireland's I. D. A. The pressure 
for change of the fragmentary organisational framework would 

again seem to be prey'to "the Intelligent man's first naive 

reac. t. ion"(48). Respondents were asked another question in order 
to test feelings on where. the actors in the industrial develop- 

ment game felt that the attraction of foreign investment would 
best be focused. The results obtained from the Local Authorities 

and Development Corporations are set out in Table 6.6. 

TABLE 6.6 Local Authorities and New Town Development 
Corporations. Respondents' views about 
the level at which the attraction of 
foreign investment should be focused. - 
N= 125 - 13 missing values = 112. - 

No. 

More centrally 20 18 

More regionally 24 21 

More locally County level 25 22 

More locally District level 10 9 

Mixed 22 20 

As at present 8 7 

Do not know 3 3 

., No clear guidance as to the most preferable level can be 

gairibd from the results set out in Table 6.6. Few (7%, 89 N- 112) 
1; 

Local Authority and New Town respondents think that the present 

frame, xorkýfor attracting'foreign investment is optimal, 
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20/16 (22, N= 112) believe that a mixed frameworky but different 
from the present onep should exist. Similar numberst that is, 
around twenty per cent advocate approaches that are more 
centrali., sed (lE%)----(49)P more regionalised (21%) or more 
localised at the County level (22/06). Less (5%6) believe that 
the attraction of foreign investment should be even more locally 
focused at District level. 

Men the results set out in Table 6.6 were Qrosstabulated. - 
a few interesting results came out. Feeling for a more central 
focus was strongast in. 8cotland (11,33%q N= 33). In 'gales 
only one'respondent (5% N= 22) felt that the focus should be 

more centralised and here the largest group (6,2V69 N= 22) 
felt that a mixed system would be most. preferable. In the North 
West a local focus at County level'was mentioned most often out 
of the available. options Ot 30/16, N= 27). In the Northern 
Region most opinion favoured a regional 

' 
focus (6,32%9 N= 19) 

and least a. central or local (District) focus (in both cases 1, 
5%, N= 19). In the South East focusing at County level was 
most favoured (6,32%t N= 19) and the regional option was not 
mentioned at all. 

The results were also crosstabulated on an agency basis. 
In the Development Corporations opinion was that the focus 

should either be more centrally (59 36%q N= 14) or under a 
mixed system (6P 43%t N= 14). The preference in the Counties 

appeared to be towards a more central (6P 309,69 N= 20) or more 
regional approach (49 20/169 N= 20). In the Districts the central 
and District options were-the least favoured (in both cases 9, 
loo/o, N-- 86). Respondents in the Districts most favoured County 
level (23y 27Yot N= 86) and regional level (19y 22%9 N= 86) foci. 

No generaliSations can really be made from these crosstabu- 
lated, results but they should be noted.. The differences between 

Scotland and Wales with the respondents in the former preferring 

a more central system yet in the latter choosing this least often 

as a responseý is interesting. In the North of England where the 

NEDC appears to have the most torrid of times of the regional 

organisations vis a vis localised bodies it is worthy of note 
that most In this region felt that the best focus would be 
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regionally. This was different from the North 'West and South 

East where the most frequent response was for a County level 

focýLs. A Local Authority focusp but not at the District level, 

was favoured in these two regions. The lesser degree of regional 
identity. but desire for a semblance of local action can be posi- 
ted tentatively as reasons for this. On an agency basis most 

opinion appears to veer towards the best focus being at spatial 
tiers above that from which respondents came. Thus respondents 
in Districts tend to favour a County focus and in the Counties 

the)r appear to favour regional or central foci. The Development 

Corporation respondents differed from this favouring either a 

more central or a mixed approach. This is probably a reflection 

of the more holistic views held by the generally more professional 
individuals in the Now Towns. 

To most respondents in all of the agencies studied a mixed 

central and*local approach was seen as having potential in alle- 

viating or eliminating problems arising from one or other extreme. 

Consequentlyg conflict and the difficulties of co-ordination were 

uppermost amongst opinions on, the difficulty of achieving change. 

, Respondents evaluated the best focus on the basis of their 

own rudimentary judgement of costs and benefits. Few were con- 

sidering the situation in terms of cost effectiveness but most 

were thinking along the lines of the best focus in terms of poli- 
tical desires within the clomplexity of central-local relations. 

The structural relations and the allocation of areas of activity 

for the relevant bodies appeared to cause most concern. 
Only a fewt and then only Local Authority respondents, felt 

that a more local approach would be the best focus for attracting 

foreign firms. Many of these were fi= believers in the hope that 

revivification of Britain's economy would come by local initiative 

and independent efforts. Characteristically they saw themselves 

as intimate with core problems and this allowed them to understand 

needs and set realistic objectives. Larger bodies they considered 

too distant from grass root problems and biased in objectives* 

They felt that localising the response to problems would be more 

likely to le44, to solutions. 

Amongst those believing in more local action and autonomy 
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views differed as to whether Districts or Counties should be 
the most active in attracting investment. Those individuals 

who always believed in devolving to the "sharp end" of action 
inevitably saw the District as most important. For these res- 
pondents Counties had too general a role. Fears of wasteful 

. 
duplication were exceptional for these respondentsq some of 
whom, clearly considered that competition and duplication were 
preferable in an activity considered to be based fundamentally 

on competition. A local focus would not be without inter-organi, 

sational problems. The.. two tiers of local government are just 

as susceptible to problems of poor co-ordination and detrimental 

competition as the other organisations in the industrial deVelop- 

ment arena. 
Those who felt a more local focus was necessary but that the 

attraction of foreign investment was too large a subject for 
Districts to handle wanted a County level focus with Districts 
backing them up with information provision'. This sort of view 
is a localised version of r. egions wanting Counties backing them 

up andt at another level regions supporting a central government 
Organisation. The philosophy differs. The aim of a localised 

approach is to overcome the alienation at being distanced from - 
decision making. Central or regional activities when seen as too 
distant and failing to produce solutions are seen as a lost cause. 

Other respondents were of the opinion that regionalising or 
centralising the attraction of foreign investment would lead to 

a more professional job being done in a more profitable and less 

confusing manner. . The desire for local activity ebbs and flows 
largely in relation to how well Local Authorities perceive them- 

selves to be benefitting from the existing framework. Another 
important variable conditioning opinion on the best framework is 
theý'success Local Authorities have had in their activities. 
Foreign investments are rare occurrences for an individual 

Authority and hence many feel that they would be wasting their 

time seeking'out foreign firms and so they elect to concentrate 
their industrial policies on the attraction of indigenous firms 

and: ýassisting existing firms. 

eA common preface to statements made regarding the best focus 
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stressed that all depended on how well Local Authorities con- 
ducted themselves. Local activity could pay dividends. Some 

of the New Towns have been especially successful. Some Local 
Authorities-have failed miserably and are consequently supportive 
of more centralised arrangements for the attraction of foreign 
firms. This by no means indicates that Local Authorities are 
abrogating responsibilites. They are merely accepting what 
they see as a more efficient method of attracting foreign invest- 

ment. The regional and central bodies need to bear this in mind 
for Local Authorities want firms and want involvement in their 

attraction. The problem for the regional and central bodies 

becomes not so much one of achieving co-ordination but of tapping 

local enthusiasm and not stifling it. One Industrial Development 

Officer in a Local Authority saw this as best achieved by a single 

k central body attracting foreign investment with local involvement 

only at a later stage: 

, lam convinced that the idea of Local 
Authorities advertising abroad and sending 
delegations and*so on are on the whole 
counter-productive. The IBB should be sole 
promoter. That is the way it should be - 
the British representatives overseas should 
pinpoint potential investors in Britain and 
then national government agencies should 
descend on those investors. Only when over 
here should Local Authorities be involved 
except by chance projects or contacts. " 

Another re-asserted this view: 

"Promotion for inward investment from 
abroad is for central government alone 
but Local Authorities are the logical 
and only body capable of backing up 
central government when the available 
choices have been short listed. Regional 
bodies should not get involved and Local 
Authorities should not send anything but 
promotional literature abroad to encouraget 
from scratch, investment in their area and 
only if they have something uncommonly 
attractive to offer. They might send a 
person with local information if requested 
by central government for a particular 
project. " 

just as with advocates of a more localised approach the 
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common belief was that a more centralised approach would be 
Optimal if the existing framework was improved (50). Arguments 

against a more centralised approach were common and often based 

on the drawbacks evident in present activities. Some criticisms 
were fundamental and suggested that centralised activity would 
have to be based on radically different types of organisations 

and structures than those at present. As oneNew Town officer 
put it: 

"Marketing is not a function for which 
central government, is suited... 
Apparent advantages in financial terms 
of pooling resources for national or 
regional promotions are more than offset 
by the considerations which preclude such 
promotions from featuring any 

* 
constitimnt 

part of the country or region. As a result 
promotions at those levels lack point - 
concepts are promoted not specific invest- 
ment opportunities. " - 

Another Now Town respondent was also doubtful about the present 

approach by the Department of Industry: 

"I'm not sure of the quality of the. 
presentation put forward. I always try 
and formulate an approach based on good 
economic reasons. They're not sentimentalists 
in industry. So often I am at odds with those 
selling to industry as they would a tourist 
resort. " 

The centralised approach is criticised as too distanced 

""-froia selling goods butp then again, if marketing a name 
is important then keeping the name of Britain in the mind of the 

foreign industrialist may be'beneficial. Criticism about 

centralisation theng is based on the unsuitability of a government 
department for the task. Government departments have to be 

"fair" to all, have to apply government policies which steers 

industry to the Assisted Areas and may be possibly be criticised 

as too distanced from problems. 
A mixed system of some sort would seem a way of overcoming 

conflicting views of localisation and concentration. Unfortunate- 

ly it is not necessarily likely that the best elements of each 

approach would be involved and co-ordinated in a manner minimising 
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overlap* With the present framework duplicative waste is ex- 
acerbated by each actor acting with a high degree of autonomy. 
Neverthelessp because many actors want to be involved and not 
curtailed it is inevitable that manY. respondents in Local 
Authoritiest New Towns and other bodies suggested that the 
best framework would be a mixed one with central, regional and 

, local aatoraf working together with a-high degree, of (lo-ordin- 

ation. The relationship between actors would ideally be 

complementary and mutually reinforcing with vertical control 
preventing duplication ýýat allowing interdependence. 

An ideal situation satisfying all and without waste cannot 
exist. Co-ordination or acceptance of roles is extremely 
difficult to achieve. A senior civil servant painted the 

picture as he saw it: 

"There are so many problems with co-ordination. I 
have seen dissatisfactiong suspicion and antagonism. 
I recently had a discussion with the'Secretary of 
State to discuss the issue of duplication but it 
wasntt fruitful. Everyone has their own axe to grind 
and they fear we steer too much, but that is not our 
role. The criteria must be giving industry what it 
wants in the first placeg then attempting to steer 
it to areas of most need and suitabilityp that is 
high unemployment plus suitable men to do the job. 
The talks reached no conclusion but revealed the 
passing of information as a problem. Local 
Authorities don't inform us - they know we have 
different priorities to their parochial ones and so 
we may pass firms on to what we see as more suitable 
areas and sites. We asked Local Authorities to pass 
on information to us. They, said only if you pass it 
on to us. We won't. We don't want an affray after 
companies so that plan was shelved. Suspicion and 
antagonism are inevitable and we haven't got the man: - 
power to liaise-11 

Such a statement indicates why a mixed frameworkv whilst satisfy- 
ing many by giving them a sayp is difficult to achieve. No easy 

answers are forthcoming. Perhaps the best approach is to continue 
to strive towards increasing efficiency within the present frame- 

work. Central and regional actors have to show their worth in 

order to persuade local actors to pull out. The local actors 

are constrained from doing so for they need to be at least seen 
to be striving for local developmental goals but they also aim to 

reduce costs which is an incentive to leave it toothers. 
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To see how well regional bodies and the IBB were being 

perceived and to ascertain reasons ýor views on the best focus 
the Local Authority and New Town respondents (in the postal 
questionnaire only) were aAked to say how satisfied they were 
with these agencies. The results are shown in Table 6.7. and 6.8. 

TABLE 6.7 Local Authorities and New Town Development 
Corporations. Respondents' satisfaction with 
regional bodies by region. N= 93- 
16 missing cases = 77. 

Dissatisfied Neither 
nor 

dissatisfied 
satisfied 

Satisfied 

No. % No. % No. % 

Wales 5 29 1 6 11 65 

Scotland 8 29 6 21 14 50 

North West 9 47 1 5 9 48 
North 7 54 4 31 2 15 

Greatest satisfaction was shown by Welsh respondents. One 
Local Authority officer in Wales expressed this clearly whilst 
stating an inevitable problem in answering this type of question: 

"We are entirely happy that we share a close and valued 
relationship with the DCW but no authority with the 
employment problem faced by this area can ever describe 
itself as being 'satisfied'. " 

S 

Half the Scottish respondents (149 N= 28) were satisfied,. - 
with the SDA in promoting the region and attracting foreign 

investmentp andl only just over a quarter (8v 29Yop N= 28) were 
idefinitely dissatisfied. It is in the areas covered by develop- 

ment associations rather than Development Agencies where 
dissatisfaction was greatest. Development associationsp of 

coursev have less capabilities than the Agencies in Scotland 

and ; 7alest but bearing this in mind, it is significant that about 
half the respondents in the North West (9,47%# N= 19) and 
Northern UP 54Yop N= 13) regions were dissatisfied. The 

picture differs'in the two regions regarding satisfaction. In 

the Norih West region the same number are satisfied as are 
dissatisfied. In the North, howeverg only two (15%, N= 13) 
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were satisfied with the activities of the ITEDC. 

The NEDC is very active in overseas missionsv is very 
publicity conscious and often engages in open argument with the 
Local Authorities it is meant to represent. The dissatisfaction 

with the NEDC was less focused on a poor recordt existent or not, 
than on media induced and often NEDC induced publicity. The 

NEDC was subject to much adverse comment during interviews 

conducted in the North of England. The "loss" of Hitachi was 
laid at the door of the NEDC by a number of officers who claimed 
that the NEDC was too keen to publicise Hitachi's interest in 

the area giving British manufacturers the time to stop the 

establishment of the company. The style of the NEDC andp in 

particularl its Director in aiming for publicity and acclaim was 

subject to much criticism. The lower profile of NORVIIDA seemed 

more preferable. At least the Local Authorities and New Towns 

were left more free to "blow their own trumpets" in the North 

17est* 

If the IBB aims to win support and hence induce other 

authorities to get out of the, business of overseas promotion 
then the opinions of Local Authority and Now Town officers- 
as to their satisfaction With-the agpncy are di'scouraging 
(see Table 6.8). Only 5% of respondents (5, N= 91) said they 

were satisfied with the activities of the IBB. Most. respondents 
answered with "Don't know" responses and some added that they 
did not even know what the IBB did. Othersp admittedly mainly 
in the South Eastp gave a sad testament to the IBB by claiming 
that they did not even know of the IBB's existencel, A few 

respondents' comments about the IBB were revealing: 

"Though I should know - I've simply no idea how it 
operates. " 

"I'm Just not aware of its activities. There is a 
failure to communicate. " 

"The IBB. "Ye believed when they set up that they 
would do their overseas thing well. We believed 
them and abided by their recommendations, unlike 
most other New Townsy but now we know better. " 

"The IBB don't approve of organisations such as this 
but they're not doing a good job so we have to go out 
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and sell. They're too unprofessionalp and have the 
handicap of being career civil servants.? # 

TABLE 6.8 Local Authorities and New Town Development 
Corporations. Respondents' satisfaction wi_th the IBB by region. N= 93 -2 missing 
cases. = 91. 

Dissatisfied Neither satisfied 
nor dissatisfied 

Satisfied Don't know 

No. No. No. LO LTO_- % 

Wales 2 11 0 0 2 12 13 77 

South 
East 1 8 4 31 0 0 a 62 

Scotland 8 29 4 14 1 4 15 54 

North 
West 7 37 4 21 1 5 7 37 

, 
North 6 39 0 0 1 7 7 50 

The IBB is subject to a great deal of adverse criticism by 7 

other agencies in the. industrial'development sector. The 

offering of suggestions for alternative modus oýerandi for the 
IBB to adopt are therefore common (51). Bolstering its 

activities is sometimes proposed. At present it has only forty 
three : members of staff in London and it has to rely. on- Consi; lar.. 

staff, (selected by the Foreign Officep not the IBB) for much of 
the overseas activities. Ibs offices in London are in a small, 
insignificant section of a building mainly occupied by the 

National Research Development Council. And, most significantly, 
its involvement in attracting firms is only minimal. An IBB 

officer stated that "Few of the hundred or so foreign companies 

set up last year were dealt with by the IBB. " 

Criticisms of the actors concerned with promotions abounds. 
The IBB is criticised but it should not be forgotten that it has 

been provided with plenty of ammunition to retort to its critics 
in the form of the findings of the Select Committee and con- 

sultancy reports discussed earlier in the chapter. 

opinion on -what constitutes the best framework varies. The 

adage "where you stand depends upon where you sit" appears more 

or less truep but manyo especially in the Local Authoritiesp 
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felt that changes should be made in order to improve the frame- 

work but that these changes should not necessarily bolster their 

own position in the attraction of foreign investment so long as 

changes improved Britain's overall efforts and achievements. 

There is no consensus as to which organisational leve. l(s) would 

provide the best focus for attracting foreign investment. 

Judgementsp when madeq are always open to disputel particulaily 

when cost effectiveness measures or success comparisons are so 

problematic as like is oftenrot being compared with like. Often 

the bodies concerned cannot be certain of what contrib 
I 
utions they 

are making in efforts shared by a number of bodies. If anything 

conclusions as to what organisational framework wouldbest serve 

in the attraction of foreign investment are not reached 

by economic-type cost-benefit analyses but by making an in-depth 

analysis of the framework and the issues. Unfortunatelyp even 

if done by ýhe most objective of observersy conclusions reached 

are open to all manner of counter arguments. Nevertheless,, It 

would be a derogation of what has popularly come to be regarded 

as analyst's duty of making normative suggestions. In order to 

prevent confusion with the results being reported here and the 

comments made thereong overall conclusions and suggestions are 

not made until the last chapter. 
6.2 Improving the Situation 

a 

This section reports the views of respondents on how they 

considered that Britain's, effort to attract foreign investment 

could be best improved. Overlap with the preceding section is 

inevitable for many respondents thought that most improvements 

could be made by having a better organisational framework. 

Table 6.9 sets out the results from respondents in the 

Local Authorities and New Towns on where they felt most im- 

provements could be made in the aim of attracting foreign in- 

vestment. Clearlyt better promotion (in which most respondents 

included a better organisational fraLiework) was considered 

important most often. This was also the case when these results 

were crosstabulated by type of authority and by regiong excppt 

in the case of Wales whereonlY 30'/6 (6, N= 20) felt better 

promotion to be important with most, (400/6y 89 N= 20) favouring 
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better incentives (52). This may be explained by the importance 

attached to financial incentives for Wales, with much Of Wales 
benefitting from being the Assisted Area nearest to the 

relatively prosperous markets of Southern England. 

TABLE 6.9 Local Authorities and New Town Developnent 
Corporations. Respondents' views on where 
most-improvements could be made in Britain. 's 
overall efforts to attract foreign investment. 
N= 125 -6 missing cases = 119. 

No. ýb 

Better promotion 55 46 

Better provision of 
facilities 13 11 

Better incentives 26 22 

Other 11 9 

Do not know 14 12 

Respondents from the New Towns and Local Authorities had 

both severe criticisms and constructive comments to make on the 

overall frameworý and t6chniques employed to attract foreign 

firms. 
. 

Much was naive and showed an inability to perceive wider 
perspectives butp neverthelesst much was worthy of attention not 
least because these respondents are Policy implementors that are 

rarely consulted, From amongst the indictments flung out at 

regional and national bodies a desire for improved promotion 
based on organisational framework modifications and methods was 

evident. 
In the active New Towns respondents advocated the need to 

adopt marketing methods and fundamentally streamline regionai and 

national bodies. Theyp howevert still saw the need for local 

units that could help the firm through all stages of a develop- 

ment. A two tier approach was that generally favouredo 

probably because a one tier approach in a centralised body would 
inevitably mean the demise of the respondents' own organisation. 

Neverthelesso the I. D. A. was unceasingly mentioned as the model 
to copy even though this is effectively a single tier body. 

The glaring success of the I. D. A. of Ireland (see Table 6.2) 
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is ever likely to be seen as worthy of copying. It is involved 
In the whole programme of industrial development: - 

"The I. D. A. 's streamlined service covers all aspects 
of setting up a manufacturing or service project. Tie 
handle the governmen0s system of substantial tax 
concessions and cash grants. We take care of all 
negotiations and arrangements on behalf of an in- 
coming company: financing, site, building, work, 
force recruitment and training. We also operate a 
comprehensive after care service geared to help each 
project reach its production targets on schedule. " (53). 

Ireland's "one-door" approach was praised by many as 
beneficial in overcoming duplication and in simplifying things 

for the potential investor. Nqt least important is the ability 

of the I. D. A. to quote definite figures regarding incentivest 

something which the development organisations in Britain are 
incapable of doing. One Local Auth6rity officer summaris-ed 

much of the thinking: 

"From my experience. this year of two promotions 
in the U. S. A. 9 I am of the opinion that Britain 
presents a very fragmented image abroadl knocking 
on the same doorst and there is no doubt we have 
been. taught a sharp lesson by the I. D. A. 's one door 
approach. Would be investors can talk to one body 
which represents the whole of Ireland and decisions 
can be made on the'spot. " 

,I 'I 

Much of the praise of the. I. D. A. was intended to show that 
there ought to be either a single similar organisation for 

Britain or, at least, Development Agencies on the I. D. A. model 
for the major problem regions. ý Some supported the view that 

the IBB ought to be radically changed (as was seen in the 

previous section) to being along the lines of the. I. D. A. -Others 
felt that the methods employed by the I. D. A. should be copied 

and that the organisational level at which this should be 

pitched was irrelevant. 

A few words of caution seem necessary. The translocation 

of an I. D. A. like approach to the British contextq particularly 

if' contained in a single national body would be extrem-ely 

difficult. Ireland is in a somewhat different circumstances 

Fi rst, it is'-a small 8tateof about three million people 

that Is undergoing industrialisation. Perhaps more important, 
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local and regional pressures are not so great as In the much 
larger Great Britain. In Britain there is no escape from a 
multiplicity of organisations and demands where the problems 

of redonciling conflicting interests are great. Irish 

techniques could be copied or translated for use in Britain 

by the many agencies involvedv but this would not alter the 

fact of many actors being involved. 

Returning to views on making improvements to the overall 
framework9 "better promotion" was not theonly way in which 

reppondents felt improvements could be made. Incentives, 

though often thought to be of dubious benefit, were mentioned 

as an area for improvement next most often to the need for 

better promotion. By "better incentives" few necessarily felt 

that the overall amount of incentive needed to be increased. 

The E. E. C. - imposed upper limits on financial incentives was 

mentioned as a li! ýitation on increases but some felt that 

financial incentives should at least be as high as possible 

within the restrictions. Most comments about the "better 

incentive" response showed a need to make improvements of the 

incentives currently available. Not least important was the 

perceived need to link incentives more closely to the jobs 

createdt and also to make the incentive package more simple. 

One respondent felt that the incentives were so unduly complex 
that they were made to look much less favourable than they 

actually weret especially in relation to Eire: 

"Our incentives are not violently adrift from the 
Irish so we can score handsomely if this is made 
clear. We have other assets; a reservoir of 
trained labourp back-up and infrastructurep 
supporting facilities for industry andt as 
opposed to Eire we've a large population and 
an immediate market. " 

The response that most improvements could be made by the 

better provision of facilities was rarely expanded upon. Where 

such responses were made the respondents were thinking along the 

lines of better sites and factories in general, but a couple did 

refer to a need for a better institutional support with more 

preparedness to take financial risks. In summaryq most felt that 

improvements in the organisational framework and methods employed 
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were necessary. Many respondents were also of the opinion that 

incentives should be improved in the sense of being more definite 

and less selective rather than actually being raised. 
Regarding Propositions 12 and 13 findings are not conclusivep 

not least because of a lack of a control. Ireland with its body 

for attracting firms 6ould be seen as a control butp then again, 
the circumstances in Britain and Ireland do differ considerably. 
Ireland's succes Is has been much greater than that of Britain in 

recent years but this is not necessarily related to the organi- 

sation per se althought, other things being equal, the I. D. A. 

does appear to have employed better techniques. In Britain a 

single body would be unlikely to be both acceptable politically 

and as successful as a number of bodies. As Britain has a 

number of organisations involved in attraction it could be 

assumed that this has led to more contacts with foreign firms 

than would have otherwise been the case (Proposition 12 supported). 

The number of cýntacts being generated direct to various bodies 

and the small number of foreign firms being handled by the IBB 

provides more support to this. Although the multiplicity is 

possibly wasteful little evidence of firms being upset by pester- 

ing or-being put off by agencies was found (Proposition 13 not - 

supported). The majority of respondents did see the multiplicity 

of organisations as meaning more scope for firms playing off 

bodies against one another both inside and outside Britain 

(Proposition 9'supported). Neverthelessp the extent of this 

occurring was seen as limitedg and mainly the province of a few 

large multinationals. 

6.3 Conclusion 
In,, this chapter a number of the initial propositions have 

been addressed. Proposition 11 is supported; development bodies 

are active in attracting foreign firms and those most involved 

are those whose activity is enhanced by the possible reasons 

given in the proposition. That isp the likelihood for develop- 

ment organisations to be actively engaged in attracting foreign 

firms is enhanced if: 

(a) they are not restrained from doing so by central bodies 
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(b) central or other development bodies covering or 
representing a larger 3PItial area than themselves 
are not perceived as representing the interests 
of the organisation concerned 

(a) The needs for investment in the area are high 

This chapter apart from throwing light on a number of 
propositions has confirmed the lack of coherence in the policy 
of attracting foreign firma. It has shown there to be a wide- 
spread acceptance of competition and duplicationp Howeverp 

respondents in the many actors concerned were unable to agree on 
what this meant In terms of the harm or benefit to the policy of 
"welcome". This was further reflected in a lack of consensus on 

what would be the beat organlaational framework to achieve the aim 
of improving the attraction of foreign firms to Britain. Much ad- 
vice on improvements was offered by respondents but once again 

views on optimality tended to be conditioned by the roppondents' 

Particular perspective. 
This chapter also concludea the report on the findings of the 

study of the proximate decision makers. Thus far we have moved 
from the initial chapter where many students of international 

Politics were warning of the need for nation states to gird against 
foreign and multinational companies* In contrast to this we have 
found that barely any such girding has taken place in Britain and 
Policy distinctions between foreign and indigenous companies have 
been exceptional cases (54)- Although the stated British policy 
is that of welcoming foreign firms we have seen that a lack of a 
more substantially stated policy specifying the actors and the 

&eta they should pursue has led to the paradox of consensua on 
Policy leading to incoherence. In the last three chapters we have 

aeon how the policy delivery organisatione have harboured prox- 
imate decision makers who have actually become policy shapera. 
This has led to a piecemeal approach whereby the parish pump pre- 
dominates and the consequence of incoherence has been shown to be 

competition. A further consequencov discussed in this chapter, 
is the need for a more optimal organinational framework and the 

need for the application of better methods. 
The results of the surveys as reported on in this and the 
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previous two chapterD have been subjected to some comment and 

evaluation throughout but the main analysis is reserved for the 

last and concluding chapter when these views are assimilated, 

at least implicity, and incorporated in normative suggestions. 
Prior to that, howeverl the next chapterp on the view from the 

firmp interjects. This serves the purpose or balancing out 

the central bias of the study. It also provides comparison to 

the findings presented so far and it provides the wider perspec- 

tive as a context in which to make final conclusions. 

(1) Recognised as early as 1964 by M. P. Fogarty in "The 
agents of industrial growth"l Town and Country Plannin 
32p 19649 P-142o 

(2) The Fconorni-vt, 28 Aprill 1979P P-93- 

(3) For a diacu3sion of this see Sunday Times, 9 Octobert 
1977t P-17. 

(4) Select Committee on welsh Affairs The Role of the ", 7elsh 
ofrice And Associated Bodies In Developing Mmployment 
Opportunities In Wales, Session 1979 - 509 'Vol-1P 
No. 731 - lt H. U. S. 0.9 50 July, 1980. And Select 
Committee on Scottish Affairs InwArd Tnvestment, 
Session 1979 - 809 V01*19 NO-7ý9_ --It H. M. S. 0.9 
28 Augustt 1980. 

(5) The F_-, onomImt, 14 Junep 1980t p. 6. 

(6) This is pointed out in the Select Committee on Scottish 
Affairs op. cit , Vol. lt para- 5-10: "Scotland is a good 
location for companies interested in export possibilitiesp 
while the attractiveness of "Tales is perceived in relation 
to the U. K. market"-The implication is that Scotland 
therefore loses out to Eire with her high financial 
inducements and to Vales which gets the firms interested 
in the U. K. market. 

(7) L. Hennessey "Investment in Scotland", Trade and Industry, 
35 (13)p 28 Junet 19799 P-15- 

(8) Go Davies "Regional Economic Civil WarO Regional Studies 
Group Bulletin, NO-49 'University of Strathclyde, 
November, 1966, P-5- 

(9) Financial Times, 6 February, 1979, p. 12. 

(10) D. J. C. Forsyth. U. S. Investment in Scotland, Praeger, 
1972, P. 271- 

(11) L. razur *U*K. regions at War"# Engineering Today# 1 Mayl 
1979t P-33 - 36. 
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(12) On a televised press conference made just after announcing 
changes in Regional Policy on July 17,1979, Sir Keith 
commented that as a result of'ohanges in future "there 
wontt be competition from so many areas on the map as there 
has been up to now. " 

(i) 

(14) 

(15) 

(3.6) 

(17) 

(3.8) 

(3.9) 

(20) 

(21) 

(22) 

(23) 

(24) 

(25) 

Cyril Silver's viewpoint given in M. Fitzgerald "Local 
Authorities and Industrial Promotion"g Local Government 
Chronicle,, 6 Octoberq 19789 p. 20. 

SDA, Annual Report, 19789 P- 43. 

SDA, Annual Report, 1979P P- 44- 

Many of the "Nil" returns of questionnaires in Scotland 
were because Joocal Authorities claimed they had trans- 
ferred the function of attracting investment and in- 
dustrial development to other'bodies, or -to the Regional 
Councils. 

The Scotsman, p 11 Marcht 1978v p. 8. 

The Guardiant 14 Karchp 19809 p, 8. 

quoted in L. Mazur op. -cit. f P- 36. 

idem. 

Quoted in Me FitzGerald op. cit. 9 p. 20. 

idem. 

L. Mazur op* cit-9 p. 33- 

The Guardiang 24 April# 1980p p. 19. 

IP. Jayq talking on "Current Aocount"t B. B. C. Scotlandq 
25 Octobert 1979- 

(26) L. Mazur op. cit. t P. 33- 

(27) (;. Davies and I, Thomas Overseas Investment in Wales, 
Christopher Davies# Julyt 19799 P. 3- 

(28) Ioocal and regional rivalries are common and there have 
been many arguments against the favour shown to certain 
areas under government policies supposedly designed to 
"equalise". Regional Policy is often criticised for 
its, discriminatory nature and for missing many problem 
areas such as in the Midlands. In Scotland a smaller 
scale version of this is evident. For examplep eight 
of the nine areas coming under the auspices of the 
Inner Urban Areas Act are in central Strathclyde. 
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(29) 

(30) 

(31) 

(32) 

(33) 

(34) 

(35) 

L. Mazur op. cit. 9 P-33. 
J. Howell "A cry from the heart of England"y 
Business Location File. 3(4)9 1979, P-19- 

"Letters" Business Location File, 3(5), 19799 P-4. 

ibid. 9 P-5. 

K. Binning, IBR, in ibid., P-4. 

The Economisty 1 Decembert 19799 p-91. suggests that 
Scotland's separate role has been accepted by the IBB 
but The Scotsmang 14 JulYt 1980, P-8 -9 suggests 
otherwise. 

The review is much more limited than the present study in 
that it does not include the whole British framework and 
the role of Local Authorities. Howeverp being appointed 
by the Department of Industry meant the consultants had 
far more access to information and were in a position to 
evaluate success and cost-effectiveness from a more 
sound base. 

(36) Select Committee on Welsh Affairs, Vol. 19 OP-citýv para. * 97. 

(37) A small group consisting of central and local representa- 
tives has been set up by the Department of Environment 
to review the Local Authority's role in assisting industry 
and recommend upon the most appropriate fields of action 
for Local Authorities British Business 20 Junet 1980P P-Z14- 

(38) 

(39) 

(40) 

quoted in The Guardiang 8 Decemberp 19799 P-13. 

idem. 

Future allocations were given in a written Parliamentary 
answer made by Sir Keith Joseph. As from 1 July, 1980 the 
following government allocations were to apply (1977/78 
figures are given for comparison): 

80-81 
f thousand 

81-82 
. 
22-_8 

NEDC 210 230 250 250 

NORTIDA 190 210 230 135 

Yorkshire and Humberside 
Development Association 6o 65 70 30 

Devon and Cornwall 

, 
Development Bureau 50 55 60 - 

(41) Select Committee on Welsh Affairsv Vol. 1, op-cit-9 para. 
92. 
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(42) Select Committee on Welsh Affairsp Vol. 1. ibideq para. 95- 

(43) ibid., para. 92. 

(44) In its principal conclusions the Select Committee on Welsh 
- Affairs, Vol. lt ibid. p. xlivt said that "the DCW's 

promotional work should be taken over by the WDA, but we 
recommend that before this is done that a review (be) 
carried out. " 

(45) For recommendations see Select Committee on Scottish 
Affairsp Vol. lt op. cit. t para. 6.2. 

(46) ibid., para- 3-16. 

(47) C. Hood The Limits of Administrationg Wiley, 1976t P- 59. 

(48) This opinion was expressed by Dennis Stevensong Chairman 
of Aycliffe and Peterlee Development Corporations in a 
speech made in 1979 entitled "The Professional Approach 
to Inward InvestmentOp P- 7- 

(49) As mentioned before slight problems occurred with using 
the terms central and regional in the case of Scotland. 
Respondents on occasion.. took central to mean, Scotland 
and regional to mean Scottish Region. 

(50) Suggestions for making improvements are discussed fully 
in Section 6,2. 

(51) For example see the series of "Letters" in the Business 
Locational File, 3(5). 19799 P- 4-6. 

(52) A questionnaire fault may have been the failure to 
distinguish financial incentives from incentives which may 
be regarded as a more general term. 

(53) I. D. A. Ireland Annual Reporty 1977, P- I. 

.. 
(-54) Exceptions and qualifications to the "welcome" are discussed*in Chapter 39 Section 3.0. 
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CHAPTER 7. THE VIEW FROM THE FIRM. 

In this chapter we begin by considering the theories of 
direct investment and analysing the underlying basic determin- 

ants of foreign investment. The literature is searched in 

order to address four main questions: 

(i) Why do firms move? 
(ii) Why do firms move abroad? 

(iii) Why do foreign firms choose Great Britain? 
(iv) Why and how do foreign firms choose specific 

locations in Great Britain? 

Having done this assessments are made on the significance of 
two elements influential In attracting firms to Britain; 

financial inducemen ts and promotional activities. 

I 

I I 
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7-0 Foreign Investment: Multinational Companies 
and International Business. 

In 1971 Galloway (1) claimed that the study of multi- 
national enterprises had been neglected because of: 

(a). A preference of academics to study governmentsl 
and intergovernment activities rather than 
those of non-government entities. 

(b) The problem of obtaining data from\and about 
these non-government actors. 

(c) Because the prominence of such actors was 
- only a recent phenomenon. 

These views are more or less as valid as they were a 
decade ago. Although the 1970's have seen considerable out- 

pourings on the subject of multinational companies substantive 

contributions have been few. It is worth re-stating what the 

American research organisationg-The Conference Boardt emphasise 

as the need to overcome this* They see the requirement to be: 

"More researchp focusing on single countries and a limited 

number of multinational companies and stressing in-depth 

interviews* .... Without it we will be severely handicapped in 

efforts to separate what is valid or invalid from the avalanche. 

of theoriesp claimsp chargest hunchesq ideas and fantasies 

people have about the operations of the multinational firm 

outside of its home country. ", (2). 

The presýnt chapter does not offer any new evidence to 

the literature on multinational companies but rather# the work 

of others io"assimilated in an effort to balance out the cen- 
tral focus of the studyt that of governmental bodies. To take 

this'focus was a conscious decision rather than a preference to 

avoid studying non-government entities as Calloway puts it. 

It would have been uaefult to have asked key decision makers in 

firms about their attitudes and their motives for moving in com- 

parison to those put forward in this study by respondents on 
the other side of the fence but, the second of Galloway's 

reasons for the neglect of studying multinational enterprises 

comes into operation. First of allt the number of firma making 
inward investment in Britain each year is relatively low and so 
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scope for suitable cases is not great. Secondlyt getting access 
to relevant individuals in firms is problematic (3). However, 

awareness of difficulties is no excuse for not attempting to 

study important elements such as these and rather than saying 
that this area would be a goodg if difficult oneg for further 

research (which it undoubtedly is) an attempt is made to offer 

some evidence from work done by others in order to reach con- 

clusions. Any gaps due to inadequate time or having a govern- 

mental focus to thisstudy are therefore overcome. 

A question that the bodies attempting to attract foreign 

investment would like answered is what motivates firma to come 
to Britain. Respondents in the various bodies examined in this 

study held general views on this but the basis for their views 

was often extremely narrow. For instance, a company was so 

often seen as choosing a location because of single characteris- 

ties such as a suitable site or the right sort of labour being 

available. Howeverg it is necessary to go further than this and 

examine the wider context of more. f. undamental pressures. To 

this end the chapter draws on studies of theories of direct 

investmentt decision making in multinational companies and 

empirical studies 'of why firms have moved abroadt particularly 

to Britain. Consideration is thus at three levels. - 

(a) Why do firms'make investments overseas? 
Source: mainly studies of International 
Business. 

(b) What considerations are important to the 
firm in the general sense in relation to 
making foreign investments? ' i., ee Why do 
they move abroad? 
Source: checklists and empirical studies. 

(a) What considerations are important to the 
firm making a specific locational choice? 
i. e. Why did a firm set up at a particular 
location? 
Source: findings from the present study and 
decision making studies in economic geography. 

All three levels offer insight into why firms go abroad. In 

asking firms why they go. abroad, (a)p and to a lesser extent (b), 

are most relevant. For More sPecific levels (c), and to a 

lesser extent (b), 'are, most relevant. 

311 



Theories of direct investment 

Theories of direct investment are a starting point for 

attempting to understand what steps foreign firms will take 

when moving abroad. Many such theories have been put forward 

and as with all theories they offer only a partial description, 

explanation and prediction of the actual process whose overall 
utility varies by case. 

International trade theory based on the foundation stone 
of the doctrine of comparative advantage continues to shape 
much thinking in business and government circles but such a 
theory fails to anticipate and explain much of international 
business today. A trade theory-based on transfers between 

countries is outmoded largely because of one. -basic flaw. This 
flaw is that countries themselves are little involved in trade 

and-the majority of internati onal transfers of-goods and 
services are undertaken by companies not countries. Thisý 

recognisedp it can be seen that trad6 theory is inadequate. 

The Ricardian international market-place where commodities are 
standardp basic and transferable has been replaced by a world 
where marketing strategisa are continually 4djusted making such 
things as standard commodities irrelevant. Once it can be 

established that trade theory is inadequate for explaining 
international business Per-se and therefore direct investment 

specifically we can move on to more realistic explanations. 
An early economic approach to explaining foreign direct 

investment was put forward by Ohlin (4)- He envisaged capital 
movements occurring in direct relation to interest rates. 
Capital would flow from low to high interest rate countries. 
Such an approacht whilst neatp is inadequate for it fails to 
take into account that firms can more easily channel funds 
through international capital markets rather than set up over- 
seas manufacturing operations. 

Many approaches to explaining international investment are 
in terms of cost reduction. Hymer (5) provides a widely accepted 
view of the way in which a firm can exploit market imperfections 

and achieve lower cost production by establishing abroad. Ile ' 

sets up the perfect model with perfect international markets for 

. 
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technologyp managementt labour skillsv components and material 
inputs and then goes on to explain why the foreign firm can 
have some advantage over the local enterprise because of better 
technology# greater access to capitalq better management capa- 
bilityp greater organisational scale and so on. Howeverv 

Hymer's quasi-monopoly or oligopoly model is at best only 

partial. It tends to explain foreign investment only in the 

short termg that is, during periods of increasing advantage for 
the investing firm. Cooper (6) notes that foreign investment 

can continue to expand in fields where advantages are not 

necessarily present. Furthermorep there is no reason why direct 

investment should be used in preference to exporting or licen-* 

sing. 
Economic modelst of which we have examined two of the more 

prominent onest clearly do not provide an embracing theory of 
foreign ditect-investment on their own. Motivations may be much 

simpler. For examplev the company may merely be instituting a 
portfolio theory to overcome risks in single countriesq markets, 

or productso Orp the aim may be to get around tariff barriers. 

In all cases when foreign investment is seen in purely economic 
terms importantp perhaps crucialp behavioural reasoning has beeh 

missedo Cyert and March's "Behavioural Theory of the Firm" (7) 

sets out the omissions concomitant with relying on Rational 

Economic Man., -They still maintain the central importance of 

economic factors but they also input personal and group interests 

as motivating forces for firm behaviour. ' 1. 
Other modelsp notably Vernon's Product Cycle model (8), 

suggest a sequential explanation of foreign investment. The 

model emphasises product evolution and innovationo Firatt a 

company produces a new product which it later exports. When 

the technology involved in production becomes'sufficiently 

routine and the mature product stage is reached the enterprise 
is induced abroadq generally to another developed state but as 
the product reaches the standardised product stagirelocation its 

likely in low cost locations in developing states from which 

exports can then be made. However Vernon does note that less 

developed regions in developed states may be recipients of 
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subsidiaries at a standardised product stage* For examplep 
"the laggard North of Britain and Ireland both seem to be 
attracting industry with standardised output and self suffi- 
cient process" (9). 

- 
The Product Cycle Model may be a useful way of con- 

ceptualising the past history of some foreign investment and 
Vernon admits that it is a model relevant moreso to the firm 
on the verge of making foreign investment than to the firm 
already possessing a global strategy and outlook (10). Vernonts 
model is furthermore too concentrated on product and oligopolis- 
tic advantages thus consciously playing down many of the factors 
of location economics particularly in relation to marketst sales 
effortf and locational costs in general-(11). 

An embracing framework attempting to explain foreign 
investment has been put forward by Fayerweather (12). Ile, 

extends the idea of resource transfers in trade theory beyond 
the usual factors of the Production Function and emphasises 
entrepreneurialp managerial and technological attributes. He 

argues that the demand-supply relationship between states 
generates. opportunities for resource flow thus giving oppor- 
tunities to the firm operating outside a single state. 
Important thent are resource differentials (which may be dis- 
torted by government policies)and the way in which the firm is 

prepared to take its strategy. A national firm has fewer 

opportunities to exploit than the firm prepared to operate with 
a global horizon. In fact it 

' 
is the major multinational company 

with which Fayerweather is centrally concernedt and his modelt 
unlike others outlined above# does not address itself to the 

process by whých firms step out of the solely domestic setting, 
nor does it provide a theory for the historical growth of inter- 

national business. Like all the models and theories this one is 

of explanatory value in relation to some but not all foreign 
Investmentap andv as with theories in general it is distant from 
both basic motivations andt at the other end of the scale, the 

decision making process itself. 

Basic determinants of foreign investment 

It is all, too easy to miss what are the underlying deter- 
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minants of foreign investment. Aims may be to maximise saleaq 
market share and so on but most see profit maximisation as the 

major goal that would inspire a m&ximising goal of some other 
type. Work by Stevens (13) summa ises forty five of the most 
important studies done between 1956 and 1973 on the subject of 
the objectives and motives of multinational companiest mainly 
in terms of locational decisions. He found that in thirty 

eight of the forty five cases the determinant of investment was 

profit maximisation. Some of the ideas and models outlined 

above did find support. His results showed that the studies 

supported the following: 

38 supported profit maximisation. 
4 supported growth/sales/market'share maximisatione 
3 supported behaviour theory. 
2 supported risk minimisation. 
2 supported portfolio theory. 
1 supported oligopolistic matching of investments. 

Profit maximisation appears to be the major underlying 

goal of firms but whether or how this means operating in the 

international sphere depends so much upon the organisation and 

orientation of the firm* Perlmutter (14) summarised what he 

saw as three primary attitudinal frameworks deterministic in 

decision making in the multinational firm. He felt that execu-' 

tives shaped the company's overall perspective into bein'g either 

ethnocentric (home country oriented)t Polycentric (host country 

oriented) or geocentric (world oriented). Orientations such as 

these seem to be reflected in the degree of autonomy afforded to 

operating units (15)-* The important lesson to be gained is that 

different animals have to be approached in different ways. - 

Attracting farther firms to Britain may not be possible by simply 

contacting senior executives. For some firms pleasing the local 

management which will in turn feed back to decision makers is 

most important. A local manager pleased with his company's',. 

performance and its treatment by governmental organisations in 

Britain may have far more impact on future locational decisions 

than may a zealous Local Authority Estat Officer. 

In this section a number of the more prominent models 

attempting to explain foreign investment have been over- 

viewed, It seems that such models and theories are rarely 
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considered by practitioners in the game of trying to attract 
foreign investment but it would be of value understanding such 
fundamental pressures in order to provide for more specific 
desires. This is not just the cry of the academic saying it is 

necessary to put things in a wider perspective but it is the 

cry of someone who feels that valuable insights could be missed 
if more general considerations are not taken into account. 
Knowing the wider difficulties of firmst their organisational 

problemsp their goalst. their operating ethos and the crucial 
importance of location in terms of goals can only be advanta- 

geous in handling firms and relating to individuals within them 

by. employing the optimal business rapport. -Theories and models 

assist in this by attempting to set out fundamental elements so 

easily missed when negotiating and dealing with the firm* These 

are often missed because most negotiation and contact comes at 

a late stageg that isq by the time a firm has begun its search 
for the most suitable location rather than at the time at which 
it considering whether to undertake an investment. For this 

reason the factors influencing firms as set out in the models 

and theories seem so distant from the factors which are be- 

lieved to influence firms. 

7-1 Industrial Location across National Boundaries 

From the beginning of modern day thinking on industrial 

location (16) most authors have talked about cost elements. 
More recently emphasis has gradually shifted towards balancing 

studies of decision making on industrial location from a 
Rational Economic Man approach to taking a behavioural view (17). 

Despite such developments in the field little has been said on 
the specific problems of locating across national frontiers in 

the literature of economic geography and industrial location 
(18). A fusion of work on industrial location and international 

business has yet to appear* 
The field-of. international business provides us with 

general theories and explanations of why firms decide to step 

outside* their home state and set up operations abroad. From 

economic geography we get worthwhile breakdowns of what factors 

firms take into account when they make a locational move. The 
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two blocs of literature can be said to be describing a two step 
process and the division of the present chapter is a recognition 

of this. 

Aharoni succinctly summarises the complexity of the de- 

cision to invest abroad: 

"A foreign investment decision process is a very 
complicated social process, involving an intricate 
structure of attitudes and opinionsq social 
relationships both in and outside the firm, and 
the way such attitudest opinions and social 
relations are changing. It contains various 
elements of individual and organisational 
behaviourt influenced by the past and the per- 
ception of the future as well as by the present. 
It is composed of a large number of decisions, 
made by different people at different points of 
time. The understanding of the final outcome of 
such a process depends on an understanding of all 
its stages and parta,? R 

. 
(19) 

The decision to relocate locally is relatively simple. This 

situation is made more complex with a multi-unit. structure.. 'where 

phenomena such as inter-unit rivalryq controlp trade and autonomy 

complicate matters. Such problems are multiplied further if the 

units are located in different states. In this case basic 

factors such as languagesp CUSt0MSj legal systems and industrial. 

practices may differ butp even sop industrial location theory 

pays a scant heed to these considerations.. -On the'contraryt 

many of the bodies involved in attracting investment to Britain 

place particular emphasis on overcoming perceived difficulties 

and dispelling myths of a general nature before going into the 

selling of specific sites. The IBB and regional agencies con- 

centrate much energi on this activityp although many smaller 
bodies seem barely capable of such wide appreciation but they 

may be more suited to selling a specific product. 
The separation of a decision into twov first the decision 

to make an overseas investment and second the choice of a site 
In a chosen state or group of states is simpler for analytic 

purposes and hence chosen in preference to a model which strad- 
dles theories of foreign investment and of industrial location 

theory. This fits in with the two levels of search 'which 

firms themselves seem to recognise. In the first ckse the 
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initiation of the need to go abroad will probably have been 
dictated by the perceived need of the firm or by the opportuni- 
ties available. Hence it will be rare that every state in the 

world will be considered as a potentially suitable location. 
There may be a choice between say a number of West European 
locations or a number in South East Asia but choice will rarely 

cover the two areas at the same- time. There may not even be a 

choice situation, The opportunity may be seen as state specific 
but whether or not one or many states are involved a number of 
general factors have to be considered. The most common factors 

are summarised in the Foreign Investment Checklist published by 

the United States Bureau of Commerce and reproduced in Table 

7.1. 
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TABLE 7-1 Forelp,, n Investment Checklist used by the U. S. Bureau 
or commer e 

W Factors Relating Principally (ii) Factors Relating to Home and 
to Foreign Investment , Foreign Investment 

1. General political environ- 1. Size and potential of home 
ment and export markets 

2. Attitudes and policy of 2. Strength of competition 
host government toward. ' 3. Pricing policy private investment 

3. Legal system of host 4. Distribution system to be 
used 

economy 
5. Availability (quantityp 

4. Regulatoryand adminis- 
tion ra ti t s( 

qualityt continuityj, and p c ce ce. g. ra price) of domestic materials tariffs, quotasp availa- and spare parts bility and reliability of 
patent and trade mark 6. 

- Availability and cost of local 
protection) machine shops and maintenance 

5- Existence of an invest- services 

ment guarantee arrangement 7- Subcontracting possibilities 
with United States S. Production methods to be 

6. Trade agreements of host . used and production mix 
with third countries 9. Costj availability and pro- 

7- Government policy on re- ductivity of unskilled and 
mission of profits and re- skilled labour, and of pro- 
patriation of capital fessionaly clericalp and 

8. Tax rates and tax arrange- managerial employees 

ment with United States 10. Selling and administration 

9. Availability of auxiliary expenses 

industries and ancillary 11. Utilities - availability and 
services cost 

10. Transportation (freight 12. Capital requirements 
and personnel) and commun- 13. Method of financing and avail- ications 

ability of debt capital 
11. Banking and credit facil- : 14. Location 

ities offered 

12. Social policyg labourlawý 1 5. Construction and other 

etc. -engineering problems 

13- Accounting convention and 
requirements 

14. Social customs and formal- 
Wes 

15- cost of living and availa- 
bility of housing# foodt 
medical and education 
facilities for personnel 

Source: U. S. Bureau of Commercep Washington, 1972. 
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For foreign! investmentsp (Column i of the Checklisto Table 

7-1) considerations are generally about wider issues relating 
to a country's political situationt government policiesq the 

legal framework, and social and infra-structural patterns. 
These more general elements have to form part of any feasibility 

study for a move outside the home state. However, many con- 

siderations are no different than they would be for assessing 

a home investment (Column ii of the Checklistp Table 7*1), 

These considerations are more practical and specifieg focusing 

largely on the availability and cost of the various factors of 

production., 
Various location consultants such as Plant Location Inter- 

national and the Fantus company have taken the Checklist approach 

a long way. The basic factors taken into account by one of themt 

Fantus, are reproduced in a Checklist (See Table 7.2) developed 

by the company. The Checklist is a guide to ensure that nothing 
is overlooked and must only be seen as-a simple representation 

of a complex analysis which moves locational analysis-'towards 
the level of scientific evaluation, and beyond considerations of 
the desires of a manager's wife or a host government as to where 

a firm should locatep even though these cany nonethelessp be 

crucial or determining factorso 

320 



TABLE 7.2 Plant Location Checklist used b; Z the Fantus CompanX. 

The following checklist may be 
used to develop a comparative 
analysis of candidate communit- 
iesq sitesp and available 
buildings. Detailed review is 
necessary to reach an informed 
decision among the leading 
contenders. 
Communit 
Population 
Location 
Distance to nearest major city 
Description of central 
business district 
Description of residential 
areas 
Transportation 
Air access 
Rail service 
Motor carrier services 
Water carriýr services 
Parcel services 
Bus lines 

Labour Market 
Size of the labour force 
Commuting patterns 
Labour availability 
Present employers 
Wage levels 
Fringe benefits 
Turnover , 
Absenteeism 
Labour-management relations 
Vocational training facilities 

Utilities 
Availability and cost of 
electric power 
Availability and cost of gas 
Price of alternate fuels 
Capacity of water system and 
rates 
Capacity of sewer system and 
rates 
Chemical analysis of water 
13UPPlY 
Regulations on waste disposal 

Municipal Services 
Description of police 
protection services 
Description of fire protection 
services 
Public schoolsp enrolment 
statistics and quality 
Hospitals 

ý Taxes 
Current tax ratesp city and suburbs Assessment practices 
State or Provincial taxeso 
corporate and personal 
Living Conditions 
Housing availabilityv purchase and 
rental 
Recreation facilities 
Cultural facilities 
Religious facilities (including 
schools) 
Support Services 
Hotels 7n-d motels 
Restaurants 
Financial institutions 
Post Office 
Telephone company 
Machine repair and industrial 
supply 
Incentives., for Investment 
Financial assistance 
Tax moratoriums and credits 
Training issistance 
Special grants 

Sites 
Size and description 
Foundation conditions 
Flood hazards 
Zoning 
Road access 
Rail access 
Utility lines, size and position 
Tax rate 
Ownership 
Asking p rice 
Available Buildings 
Size and description (including 
land area) 
Ceiling clearance and column 
spacing 
Floor thickness and surface 
condition 
Zoning 
Fire protection facilities 
Boilerst air compressoral etc. 
Truck and rail facilities 
Taxes 
Ownership 
Asking price or rental quotation 

Source: C. Linton Hock of the Fantus Companyo The Annual 
Investment File, 1960, p. 10. 
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Checklists may look superficial but may be very good guides 
to action. Nevertheless, assessments based upon them can be 

wildly wrong. The weight and importance attached to various 

elements may be-based misguidedly on basic premises or marketing 
forecasts that are inaccurate in the first place. The old maxim 

applied to computers applies here: "Garbage in - Garbage out. " 

At least the checklist approach based on a range of carefully 

searched factors does balance boardroom gut reactions as to 

where is beat to locate. 

Although checklists and elements in need of consideration 

will differ from firm to firm the major elements can be 

summarised (20): 

(i) Material inputs. ' 

(ii) Factor inputs. 

(iii) -Transportation costs. 

(iv) Ma et influences. 

(v) Government activities. 

(vi), Other factors e. g. idiosyncracies of decision 
makersp the impact of promotional bodies. 

Most of the studies done by others on the question of what 

elements are important vary in focus. In the following exami- 

nation of various studies (21) those considered initially are 

some that ask firms why they make industrial location changes 

and what factors are important. The remainder of the studies 

examined ask questions on-why firms chose Britaing a specific 

regiont a specific town or even a specific site. The factors 

that firms felt as influential in choosing a specific region or 

town are given most emphasis. Nevertheless, in looking at the 

studies of firms it is as worthwhile reporting such things as 

general reasons why firms invested abroad as it is finding out 

reasons for specific choice being madep for all are important 

in trying to assess ways of improving the attraction of foreign 

firms to Britain. 

Why firms move 
Indicators of the causes of movement internationally are 
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given by various studies that have sought to discover what 
factors caused a firm to consider opening a new plant at a 

new location. An early work in this field was by Katona and 
Morgan (22). They asked respondents in over two hundred firms 

why they happened to locate a new plant in Michigan rather than 

elsewhere. They found that the decision to set up at a new 
location was because of the push caused by a lack of room to 

expand at a present locationg market influences or personal 

considerations* The Inquiry into Location Attitudes Group 
(I. L. A. G. ) survey of five hundred firms in Britain (IC% of which 

were of overseas origin) conducted by the Board of Trade (see 

Table 7-3) (23) found that-the, reason for opening a new plant at 

a new location-was mainly in order to allow expansion because 

this was being restricted by such things as inability to expand 

at another 
, 

or existing site because of inadequate premisest sitep 
labour supPlyp or I. D. C. and planning difficulties. The I. L. A. G. 

findings confirmed earlier work by Luttrell (24). He found the 

main impetus for new locations was the expansion of business with 
the problems of expansion in the sense of site being of secondary 
importance (25)- 
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TABLE 7-3 Inquiry into Location Attitudes Group Survey, 1968: 
Overall repliest the question "What caused you tO' 
consider opening a new plant in a new location? " 

N. of firms = 500 
Percentage of all Respondent Firms 

Majorfl) Minor Outstanding(3) 
Reason' Reason(2) Single 

-Reaso 
1. To permit an expansion of 

output 83 8 20 

2. Inadequate existing premises 
or site 50 11 8 

3- Unsatisfactory labour supply 
at existing location 40 11 15 

4. Inducements and facilities 
-made available by official 
bodies 27 14 2 

5- Opportunity to purchase or 
rent premises or site at new 
locatioii 20 3 

6. Too far from established 
markets 19 9 

7- Refusal or expected 
refusal of I. D*C. 12 45 

S. Town planning difficulties 11 34 

9. Lease of former premises 
fell ing or good offer 
received 523 

10. Desire to be in more attract- 
ive surroundings 481 

11. Too far from suppliesp actual 
or prospectivep ofýmaterials 
or services 321 

12. More profitable elsewhereg no 
postulated reason being major 101 

13- No one outstanding, reason 00 28 

100 

(1) Percentage replying 'major' to at least one of the factors named 
(2) Percentage replying 'minor' to at least one of the factors named 
(3) Percentage replying to the question "Was any of the following 

factors outstandingly more important. than the rest in causing 
you to open a new plant in a new location? " If sop which? ". 

Source: Expenditure Committee (Trade and Industry Sub-Committee) 
Regional Development Incentives, Session, '1973 - 749 
Vol. 6.9 Minutes of Evidence Appendices and Indext 
II. M. S. 0.9 Decemberv 19739 P. 532. 
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In a major study covering two thousand companies MacMillan 
(26) asked about the considerations in selecting a site at a 
new location (See Table 7-4).. This study revealed that in 

choosing a specific place of operation the costs and availability 
of transportation and other factor inputs were most important. 
Specific considerations such as these tend to come after the 

general market and expansion considerations that appear to 

motivate the initial decision to set up at a new location. once 

again, two stages of appraisal appear evident* Clearly national 
boundaries are more relevant to decision making in the first 

a. tage of the decision to set up new operations than they are in 
the second stage when specific towns and sites are being con- 

sideredq although site selection can still cover sites in a 

number of different states. 
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TABLE 7.4 Considerations in selecting a site at a new location. 

Area of Interest Percentage of 
respondents 
indicating 
significant 

terest 
Trucking 76 

Reasonable cost of property 67 

Reasonable or low taxes 65 

Ample area for expansion 63 

Favourable labour climate 62 

Favourable'attitude of community and residents to 57 
industry 

Nearness to present sales area 56 

Reasonable cost of construction 53 

Favourable climate for personnel 50 

Availability of labour skills 48 

Access to utilities 43 

Near sources of raw materials 42 

Need for plant to service new or expanding sales areas 42 

Favourable political climate to business 40 

Pleasant living conditions 39 

Commercial services 37 

Rail facilities 35 

Zoning restrictions 34 

Cost of living and economic conditions 34 

Labour rates 33 

Education facilities 32 

Favourable climate for productive process 30 

Inexpensive fuel and power 29 

Public transport 29 

Recreational and cultural facilities 25 

Water supply 22 

Waste disposal 21 

Near airport 20 

Topography 8 

Water transport 8 

Source: T. E. MacMillan "Why Manufacturers Choose Plant 
Locations v Determinants of. Plant Locations"p 
Land Economiest 43p August, 19659 p. 265- 
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Why firms move abroad 
It is not easy to supply definitive variants of the studies 

just desoribedp in relation to foreign investment. Not least of 
the problems is that in any analyses completely new inward in- 

vestments are rarely separated from inward investments made by 
foreign companies already operating plants in Britain, The 
I. L. A. G. survey stressed that "developments with an overseas 

origin were far more often than not set in train by a desire 
to get nearer marketsp but it is important to note that firms 

operating from an overseas base could give this answer whenever 
their minds turned to the U. K. if they were intending supplying 
the U. K. marketp or even the European market in the case of 
American. firmsp-whereas a case-classed as having an origin in 
the U. K. could qnly-contemplate moving nearer its market in a 
far more restricted sense, " (27)- 

Several'empirical studies of why firms invest abroad have 

been conducted; mostp unfortunatelyp do not differentiate be- 
tween completely new moves and expansion of existing facilitiese 

Brooke and Remmers (28) completed a major study based on multi- 

national enterprisesp part of which considered their strategic 

considerations on the move abroad. Table 7-5 gives an overall 

summary of their findings. They divided the reasons for moving 
abroad in terms of defensivet aggressive and/or other pressures. 
This conceptual division is useful. Defensive strategies are 
generally ma et protection oriented whilst aggressive strategies 

relate to the desire to'reduce factor costs or make maximum use 

of resources that are available. "Other pressures" are sub- 
divided into those external and those internal to the company. 
External pressures are generated by government encouragement or 
from the approach of other companies wishing to benefit from 

amalgamationg pooling of resourcesp licensing and so on. In- 

ternal pressures are those of bureaucratic politics. Managers 

with different functional responsibilities will want different 

things. ' For examplet a product. or sales manager seeing a 

smaller proportion of his sales being generated overseas is un- 
likely to wish for expansion abroadq but a marketing manager or 
financial planner extrapolating market growth or nation by nation 

profitability forecasts may argue for investment overseas. 
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TABLE 7.5 donsiderations in selecting a move abroad. 
The reasons The frequency with which this reason-was men- 

tione (symbols explained foot of the table) 

1. Defensive Strategies \\Y 
A company is operating abroad to defend its existing business 
as a result of: 
1.1 Government action in establishing or increasing: 

a) tariff barriers A 
b the subsequent lowering of tariff barriers B 
a import controls D 
d legislation (at home or abroad) against monopolies 

or trade agreements C 
(e) legislation for import substitution, usually by 

enforcing part local manufacture or assembly D 
1.2 Demands for local manufacture and other problems of 

nationalism-in overseas markets- C 
1-3 Transport costs and delays A 
1.4- Difficultie, 

,s with agents and licensees A&B 
1.5 Troubles with after-sales service and other technical 

difficulties abroad C 
1.6 The need to protect patents C 
1,7 The need to ensure supplies of raw material and components C 
1.8 The need to go international when competitorsp suppliers 

or customers do so B 
1.9 The need to protect shareholders at home from trade 

recessions by: 
ýaý a geographical spread C 
b product group diversification (which may involve 

geographical as well) D 
2. Aggressive Strategies 
1 compank: 'isý- operating abroad in-the sear8h for: 

_--"ý-_ 2.1 -profitable us'es for underemployed' rei6urc es- at -home in: 
?.. (a) capital and equipment, C 

ýbý personnel D 
kc) know-ýow, C 

2.2 Lowek: . fa .a. tor. 'costs 9- includin'g_ *th*Ose. f ort- 
a capital (availability as well as cost) 0 
b labour C 
c supplies D 

2.3 The more effective use of opportunities by the develop- 
ment of global plans and strategies for resources and 
markets C 

2-4 Access to foreign knowledge or methods D 
2P5 The need to expandt when this can only be abroadt and 

the possibility of escaping from constraints at home E 
3-, Other Pressures 
3-1 Influence of governmentst for example: 

a? by general encouragement to foreign investment D 
b tax concessions D 
c cheap loans D 
d grants or guar? ntees, D 
e buildings ,E 

3.2 inkluence of other companiesq e. g. approach for know-how C 
3-3 Internal to companyp such as pressure groups advocating 

overseas manufacture because of the expertise and 
insights of members C 

continued 
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TABLE 7.5 Considerations in selecting a move abroad. 
continued 

Note on the frequency (col. 2): It proved impossible to give a 
weighting to the different pressures in the form of: "2*2 was 
reported by sixteen companies". Over 100 companies were question- 
ed, but the more enquiries that were made, the more acute became 
the problem of defining a company opinion. If Company X is said 
to report a certain motivel who for this Purpose is Company X? - The chairman? The managing director? A majority of the board? 
The public relations officer? The official historian? Or who? 
In the end the answer liesin the judgement and integrity of the 
investigatorg not in the number of people who can be persuaded 
into answering his questionnaires. Hence the following symbols 
have been used to represent as accurately as possible the weight 
given to the different motives: -A: This motive was mentioned 
by virtually everyone questioned or reported in every company 
to which it was applicable at all for instance under heading 
1,1 companies exporting manufactured goods and under 2.2 
companies importing scarce raw materials. B: Mentioned-in 
some form or other by executives in over half the companies 
investigated or reported. C: Mentioned by executives in less 
than halfp but more than two of the firms. D: Mentioned once 
or twice only. E: Not mentioned at all in companies question- 
edg but referred to in the literature. Judgement was alsol of 
course, applied in the numerous cases where contradictory 
opinions were expressed in the same company. 

Source: M. Z. Brooke and H. L. Remmers The Strategy 
of the Multinational Enterpriset Pitmant 

-1978t p. 162 3- 
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Brooke and Remmers attempted to overcome the problem of the 

differing views of respondents on their question of why firms 

decided to go into foreign operations by assigning a judgement 

scale (See note at foot of Table 7-5). Using this they found 

that most operations were established abroad for defensive rea- 

sons mainly to surmount tariff barriersy to overcome transport 

costs and delayst to go international because that was what 

competitors were doing or to overcome difficulties with agents 

and licensing* Aggressive strategies were much less important. 

Other pressures in terms-of government influence were rarely 

mentioned as important but, the influence of other companies 

and pressures internal to the company were slightly more 

important than this, 

The v6ýry. existence of, states with their physical boundaries 

and their physical separation, was seen as crucially important 

in establishing abroad for defensive reasons% 

"... the majority of firms cited defensive reasons 
for the move. Under questioning they did not 
usually see themselves as aggressive entrepreneurs, 
merchant adventurers looking for fresh fields to 

conquer. As with their financial policiesp their 
commercial policies were apt to be described in 
defensive terms. They went abroady, they asserted, 
to protect markets or to provide greater security 
for their shareholders. Apart from a few exceptional 
firms risk-takingg both personal and corporateg 
was reduced to a minimump in spite of publicity 
statements to the opposite effects. If there 
were no such things as tariff barriers or 
transport costsp we were repeatedly toldp most 
companies would not be multinational. "(29). 

The basic reasons for undertaking foreign operations are probably 

clinched in this quotationg although other elements are not to 

be forgottent 

Amongst 'other pre6suresy government influence on foreign 

investment is important. "Negative" actions such as the erection 

of tariff and trade barriers are seen as central influences. 

Effqrts to purposefully and positively attract foreign investment 

using financial inducements are also sometimes seen as influential 

as is shown later in this chapter. 

questions on why firms invested abroad have been asked in 
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a limited number of studies in Britain. Onev by Forsyth in 
Scotland (30) and another by Davies and Thomas in Wales (31) 

contain interesting findings. ' Both these studies were on foreign 
firms (only United States firms-in Forsyth's study) that had al- 
ready located in the respective countries they were studying. 
Respondents in the companies concerned were first asked why they 
had located abroad and second why they had chosen either Scotland 

or Wales specifically, The results they obtained for the ques- 
tion on the move'abroad are outlined in Tables 7.6 and 7-7. The 

similarity of findings is striking. Market growth was found to 
be overwhelmingly the most often cited'reasonj with overcoming 
tariff walls being the second most important reason for moving 

abroad. 

331 



TABLE 7.6 U. S. firms operating in Scotland, 1969: reasons for 
moving abroad. 

Number 
Rank 

2 

of firms 
Total 

3 

1. Market Growth in U. K. and Europe 41 1 - 42 

2. Market Growth in U. K. 31 1 32 

3- Market Growth in Europe 8 - - 8 

4. Barriers to Trade 6 16 6 28 

5. Country-Specific Industry in 
Scotland 3 - 3 

6. To Maintain Share of International 
Markets 2 15 11 28 

7- To Be Near Source of Supply 2 1 - 3 

8. To Maintain Close Contact with 
Customers -1 2 1 4 

9. To Follow Customers to Scotland 1 - - 1 

10. To Match a Rival's Investment - 2 5 7 

11. To Improve the Reliability of ' Market for Parent's Exports - 1 1 2 

12. Specific U. K. Government 
Encouragement to come to the U. K, - 1 - 1 

13- Preference of Local Customers 
for Local Products - 1 - 1 

14. Expiration of Licensing Agreement - 1 - 1 

15. Fear of Antitrust Problems in 
United States - 1 - 1 

16. Other 4 4 1 9 

TOTAL - 
99 47 25 171 

source: D. J. C. Forsyth U. S. Investment in Scotland, 
1972p p. 220. 
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TABLE 7.7 Overseas-owned firms in Wales, 
_1974: reasons for 

moving abroad. 

Number of 
Rank 

12 

firms 
Total.. 

1. To increase market share in U. K. 
and rest of Europe 14 2 16 

2, To increase market share in U. K. 10 4 14 

3- To increase market share inter- 
nationally 3 3 6 

4. Because of take-over 2 3 5 

5. To jump the U. K. tariff wall 1 2 3 

6. Because of U. K. Government, 
encouragement - -1 0 1 

7. Because of H. F. T. A'O ý'ties 0 1 1 

8. Because COnvenient-for agents 0 1 1 

TOTAL 31 16 47 

Source: G. Davies and I. Thomas Overseas Investment in 
Wales, Daviesp, 1976, p. 69. 
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Another study by Northcott (32) completed a survey of new 

openings in Special Development Areas between 1973 and 1976. 

Twenty four of his sample of sixty two from a total of a hundred 

and seventy two new openings were overseas owned. Eight of the 

overseas owned firms already had branches in Britain and gave 

reasons for opening new plants very similar to those of 

indigenous firms. Respondents in the sixteen new overseas 

originated plants said that primary move considerations were in 

terms of British and E*E*C. markets. The choice of Special 

Development Area locations was put down to both push and pull. 

The companies had to fit in with the Government's Regional Policy 

but were pulled by the inducements at the same time. Among the 

important specific reasons why foreign firms established were 
the low costs in Britain as part of the E. E. C. marketp linkage 

with North Sea developmentt National Health Service purchasing 

policyp proximity to customersy and the ending of a licensing 

agreement with a'British company. 
Brooke and Remmers findings are substantiated by these 

studies on Scotlandp Wales and the Special Development Areas. 

The majority of firms moved abroad for market - led reasons. 

Unfortunatelyp the studies in Scotland# Wales and the Special 

Development Areas do not separate market growth and market pro- 
tection and so separaiion into aggressive (Table 7.59 Factor 1) 

and defensive (Table 7-5, Factor, ý) categories as suggested by 

Brooke and Remmers is not easy., Howeve 
' 
rp defensive strategies 

are probably the, most. common, and this is certainly the case 

amongst non - market factor reasons given* Brooke and Remmers 

categorisation of "Other Pressures" (Table, 7-59 Factor 3) rela- 
ting to the influence of government (Table 7-5p Factor 3-1) 

receive minimal support in the three studies. Pressures internal 

to the company (Table 7-59 Factor 3-3) are not brought out in 

the studies although this does not deny their importance. 

Why foreign firms choose Great Britain 

The studies undertaken in Scotlan4 and Wales attempted to 

ascertain the specific reasons why foreign firms (U*S. only in 

Scotland) had come to'locate in these areas. (See Tables 7-8 

and 7-9 for results summary). Financial inducements and 
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availability of labour were major reasons in both cases. In 
Wales the availability of suitable sites and/or factories was 
mentioned as important more often than the availability of 
labour. However, 68% actually mentioned the availability of 
labour as important (but not necessarily in the first three 

ranked factors given in Table 7.9) as opposed to 44% mentioning 
the availability of site or factory as important. In con- 
trast to the large number mentioning site and factory 

availability as important in Wales relatively few mentioned 
this as important in the Scottish_study. In Wales the 

suitability for distribution and transport links was the fourth 

most often cited response reflecting the fact that Wales is the 
Assisted Area nearest to Londono In Scotland suitability 
for communications and goods transport was recorded as only the 

eleventh most important factok ranked first by only one 

respondentf compared-to ten in the Welsh study. Other reasons 

were similar in both Scotland and Wales. Interestinglyp and 

very pertinent to this study assistance or encouragement from 

Local Authorities and/or promotional bodies was mentioned as a 

category only in the Welsh study. For Scotland Forsyth does 

not tabulate this element but he does state that a number of 

respondents did mention the important part playýd bý_. the. -- 
Scottish Council (Development and Industry) (33). Govern- 

ment involvement through Regional and I, D. Co policies was seen 

as quite influential in most casesg the financial inducements 

being regarded as compensation. for settling for a less favoured 

location. The Government's welcoming policyp with the placing 

of few obstacles in the way of incoming firms was often 

mentioned as important by interviewees in Forsyth's study (34). 
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TABLE 7.8 U. S. firms operating in Scotland, 1969: reasons for 
locating in Scotland. 

Number 
Rank 

2 

of firms 
Total 

3 

1. Government Financial Inducements 32 16 4 52 

2. Availability of Labour 13 32 8 53 

3- I. D*C. Policy 13 - - 13 

4- Market Growth in Scotland 12 2 - 14 

5. Development Area Policy 7 1 - 8 
1 

6. To Be Near Sources of Supply 3 - - 3 

7. Need for Close Contact with 
Customers 3 - 3 

8. Country-Specific Industries 3 - - 3 

9, Good Performance of Other U. S. - 
Owned Firms in Scotland 2 2 7 

10. To follow Customers to Scotland 2 - 4 6 

11. Suitability, for Communications 
and Goods Transport 1 6 11 18 

12. Existence of Advanced-Technology 
Growth Complex 1 3 3 7 

13. To Match Rival's Investment 1 2 3 6 

14. To Improve Reliability of Market 
for Parent's Product 1 - - 1 

15- Low Wage Rates 0 5 13 18 

16. Availability of Factory 0 3 1 4 

17. Other 2 4 2 8 

TOTAL. 96 76 56 228 

Source: D. J. C. Forsyth U. S. Investment in Scotland, 

-Praegerp 19729 p. 222.. 
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TABLE 7-9 Overseas-owned firms in 'Nales, 1974: reasons for 
locating in "lales 

Number 
Rank 

2 

of firms 
Total 

1. Availability of government 
financial, inducements 29 17 8 54 

2. Availability of suitable site 
and/or factory 15 7 7 29 

3- Availability of labour 10 25 11 46 

4. Suitability for distribution 
and transport links 10 5 11 26 

5. - Government 'persuasion' and/or 
I. D. C. policy 7 0 0 7 

6. Proximity of linked suppliers 
and/or raw materials 4 4 3 11 

7- Proximity to major customers 
in Wales 3 0 0 3 

8. Favourable experience of other 
overseas-owned companies in Wales 1 0 1 2 

9. Assistance Or encouragement from 
Local Authorities and/ok 
promotional bodies 0 3 1 4 

10, Lower wage rates- 0 1 3 4 

11. Other reasons 2 1 3 6 

TOTAL 81 63 48 192 

Sourcet G. Davies and I. Thomas Overseas Investment in 
Walest Daviesp 1976, P- 71- 
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In making a choice between areas where financial inducements 

are the samep reasons for a locational, choice appear to ýbe based 

on such things as local linkages with suppliers and customers 
and on labour availability as well as on factors that can be pre- 
sented as important by local promotional bodies. The competitive 
element between promotional bodies is inevitable for the spatial 
margins to profitability are often wide enough to allow sub- 
optimal locations to be acceptable. Furthermoreq whether the 

optimal site actually exists is doubted even by the consultants 
at Plant Location International: 

"In a quarter of a century of making location studiest 
searching for the site without any faultst after handling 
many hundreds of casesg andp in the process of studying 
thousands of sites; I can testify to having. only twice 
found such a site. ',. (35). 

', JhX and how foreign firms choose specific locations in Great 
Britain 

The majority of companies aim towards optimal location 

decision-making when going in for an overseas investment. The 

checklist approach is widespread and the factors taken into 

account are many. For instancep for its new engine plantg now 
being built in South Wales Ford executives scanned Europe: 

"Armed with questionnaires running to 96 separate 
headings ranging from the state of the local labour 
market tog in the case of Wales, the strength of 
the, Welsh nationalists they put together one of what 
the company call their "Doomsday" booksi" (36). 

The multinationals usually approach investment decisions 

in an orderly scientific manner such as thisp although some 
firms often lack focused searches and bow to expediency and 

safisficing behaviour. In a study of forty American owned 

international companies Stobaugh (37) found that decisions to 

locate outside the United States were often based upon only one 

or two factors. Respondents in bodies attracting firms to 

Britain generally were of the opinion that rigorous searching 

was the order of the day. Firms9 they feltp would always come' 

armed with details of what they wanted and stories of how their 

needs could easily be sa tisfied elsewhere. 

Compared to indigenous firms the searches of foreign and 
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multinational companies appear to be much more thorough. This 

impressiong derived from respondents that have to deal with 
foreign companiesy has been substantiated in a thorough case 

study on the mechanical engineering industry in Britain (38) 

and also by Townroe (39). Townroe found that in a study of 
fifty-nine indigenous companies the teridenqy was'not to use - 
rigorous study prior to making a locational change. He went 

on to produce a subjective assessment of what he considered 

good decision-making in a "scenario of righteous behaviour". 

He listed twenty-two factors considered important in decision- 

making (see Table 7.10) and concluded that there was little 

"righteous behaviour". For examplev less than half the firms 

worked from written objectives and less than a fifth used 

outside consultants when making location decisions. Further- 

more, he found that most firms appeared to be satisficing by 

accepting the first satisfactory solution and only seventeen of 

the firms appeared to be optimising by not choosing the last 

site visited. - 

i 
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TABLE 7-10 The considerations of firms made prior to a change in 
industrial location. 

Number of 
Companies 

(Total 59) 

1. Not moving considered 32 

2. Written Objectives 25 

3- Early decision on key factors 46 

4. Search requirements specified 20 

5. Sequence to search 24 

6. More than five locations 32 

7. More than five sites 39 

8. More than five visits 36 

9. Use of consultants 12 

10, Consultations with Trade Unions 18 

11. Consultation with other firms 27 

12. Staff attitudes considered 25 

13- Staff facilities considered 27 

14. Consultation with existing employees 12 

15- Key factors changed 19 

16. Costing 43 

17- Use of Discounted Caslý Flow techniques 22 

18. Tight financial standards set 20 

19. Cost of search considered 5 

20. Group decision 37 

21 Decision 'evolved' 37 

22. Formal presentatio n 26 

Source: P. M. Townroe "Some Behavioural Considerations in 
the Industrial Location Decisibn"p Regional Studies, q 
6(3)9 19729'p. 266. 
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The I. L. A. G. survey offered more evidence on the greater 
thýroughness of searching employed by overseas firms. Foreign 

firms were found to consider more locations. More foreign 

firms considered sites in four or more region3 in Britain, 

whilstonly 7yo consideredonly one location (compared to 14% 

for all firms). Table 7-11 reproduced from the I*L. A. G. 

survey shows that a greater proportion of foreign rather 
indif; enous firms took cognizance of data on all thirteen 

selected factors. 
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TABLE 7-11 The use of data, mainly of _a statistical kind, by 
firms in the process of choosing a new location. 

Overseas 
owned 

Overseas 
origi 

All 
firms 

Government inducements 83 90 65 

Factory sites in New Towns 56 64 41 

Factory sites elsewhere 75 79 69 

Data on labour supply 79 79 73 

Data on wage rates 61 6o 47 

Rail charges and service 26 23 21 

Road transport'charges 43 50 40 

Air transport charges 23 33 9 

Docksp shipping charges and 
frequency 35 40 18 

Distribution of actual market 63 73 45 

Distribution of potential 
market 57* 65 38 

Actual and potential sources 
of supply 53 50 41 

Telecommunication services 
and charges 27 33 21 

Source: Expenditure Committee (Trade and Industry Sub- 
Committee) Regional Development Incentives, 
Session 1973 - 74v Vol. 6.9 Minutes of Evidencep 
Appendices and Indexq H. M. S. 0.9 December, 1973, 
facing p. 164. 

342 



7.2 Influences on Foreign Investment: Financial Inducements 
and Promotional Bodies 

Financial Inducements 
The extent to which firms take into account financial 

inducements and other elements of Regional Policy has been 

a subject for speculation and assessment for many years. 
Respondents in this study generally expressed the view that 

financial incentives were important and the studies of foreign 

firms located in Britain generally show that firms see induce- 

ments to. be important (see Tables 7.8 and 7-9# for instance).. 

Nevertheless, firms are often reluctant to acknowledge the 

influence of financial inducements as Brooke and Remmers have 

noted: 

"Executives are apt to say that government incentives 
to business change so frequently that it is impossible 
for a-company to base plans on them. However# in some 
cases the behaviour of the company throws in doubt the 
correctness of belittling positive government 
incentives. For instancep in countries which adopt 
measures to attract business to areas where unemploy- 
ment is endemiev there is often a concentration of 
foreign companies in just those areas. This suggesta, 
contrary to what their executives say that multinational 
companies are responsive to government incentives. " (40). - 

Some such concentration was shown in the tables generated for the 

second chapterv especially Table 2-15. 

There also appears to be evidence that shows that 

financial inducements are more important to foreign firms ort at 
leastj they take more heed of them than do indigenous firms. 

The I. L. A. G. survey (see Table 7-11) showed that 58% of firms 

of overseas origing compared to 39% of all firms-said govern- 

ment. inducements were of major importance-to locaiionalchoi I 
ce. 

In assessing I. L. A. G. 's findings Ashcroft and Ingham suggest: 

"The evident thoroughness of multinational company 
location search process suggests that multinational 
companies are more likely than indigenous companies 
to minimise the excess costs of a-development area 
location. Furthermore the evidence shows that 
multinational companies are more able to recognise' 
and therefore maximise the advantage to be obtained 
from the available regional policy package'. " (41). 
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The debate on the importance of Regional Policy to inward 

investing firms continues. Some researchers such as Stuart 

Holland (42) have stressed that the inherent advantages result- 
ing from multinationality have meant that firms can threaten to 

locate abroad if an Industrial Development Certificate (I. D. C. ) 

is refused or they can see inducements as barely important for 

themselves as they can easily shift tax burdens to low tax states 

or locate in much lower cost developing countries. Interesting- 

ly Yannopoulos and Dunning (43) came to the general conclusion 
that multinational companies were more responsive to Regional 

Policy using very similar evidence as that cited by Holland 

when he claimed they were less responsive. They claim that the 

shifting of tax burdens by transfer pricing and the generally 

lower commitments to specific locations than indigenous counter- 

parts make foreign firms more responsive to Regional Policy. 

Looking at'the two pieces of work the different interpretation 

put upon the same piece of evidence'from an Expenditure 

Committee Report (44) is worthy of note. Referring to Univac's 

decision to set up in Britain, Yannopoulos and-Dunning suggest 

that discussions with the Department of Industry were influential 

in that company going to an. Assisted Area (45). On'the-other- 

hand Holland interprets the same statement as showing no 

influence, at least in response to the indiicements of Regional 

Policy (46)9 Holland is perhaps guilty of distorting the 

evidence to fit in with his left-wing views. 

A valuable contribution to the debate has been made by 

Ashcroft and Ingham (47)- Using a regression model they com- 

pared the movement of foreign firms with indigenous firms and 

concluded that foreign firms had been attracted by industrial 

and regional incentives. They found that whilst foreign firms 

were more responsive to individual investment incentives the 

overall response was proportionately lower because of the 

lesser significance of I. D. C. control and Special Development 

Area incentives. Nevertheless'p, they estimated that 45% of 

foreign firms locating in the Assisted Areas between 1961 and 

1971 were attracted by Regional Policy giving approximately a 

16% not addition to employment in these areas'assumingg rather 
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falselyp that jobs were not lost by such moves or created by 

multiplier effects. The evidence is not conclusiveg and nor 
could it beg for it may be that foreignness is less important 
in measuring responsiveness than are enterprise and. 'product 

characteristics. 
Iffe can return to empirical assessments to complete the 

building of a picture of the importance attached to and 
influence of financial inducements. De Meirleirg the President 

of Plant Location International# reports that management rate 
financial incentives in a range from the very positive to the 

extremely negative. He gives three examples of the reasoning 

employed by firms: 

"(a) We do not want to locate in an area of 
maximum incentives because it is obviously 
an area with maximum problems. We never 
accept hand-outs from any government to 
'keep our freedom of action. 

(b) We are looking for a site only in a 
maximum, incentive areap. thus a-special, 
development area, since it is our policy 
to minimise investments and maximise 
profits, to return our money on a short 
term basis. 

We are looking for the optimum site for 
our plantq and if the area we selected 
for our preferred site qualifies for 
incentivesp we will take them. " (48). 

Business leaders often attach little importance to govern- 

ment inýucements and stress market considerations as the only 

sound basis for investment (49)o The manager of Ford's Belfast 

plant, made this point even though the outside observer would 
immediately think that firms moving to Northern Ireland were 

doing so because of the high level of inducements available. 

He said: 

"Henry does his sums but he does not 
take grants into account. They're just 
the cream on the cake. Eels looking for 
a. viableg feasible product. " (50)- 

,. 

We have already mentioned that incentives may be considered 

late in the process of decision making but what appears to be 
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happening when individuals say inducements are of little 

importance is that firms are trying to set themselves up an 

strong organisations able to go their own way without the need 
for government support, The attitude they seem to have is that 

even if they do not need themlif inducements are available then 

the firm may as well take them. 

Yair Aharoni's work (51) based on interviews with business- 

men found that managers involved in the foreign investment de- 

cision process had a tendency to say that the integration of 
inducements into the decision process depended on specific con- 
ditionsO Aharonip neverthelessp concluded that government con- 

cessions did act at least as catalysts. He found some senior 

managers quite open. For example he quotes one as saying: 

"I can honestly say that we would not have gone 
to (the foreign country) had we not gotten tax 
concessionsp but I think it would be a grave 
mistake if the (foreign) government should cancel 
these concessionsp because they make the invest- 
ment more attractive. " (52). 

Firmsp it would seem, may be pulled from establishing in a non- 

Assisted Area to an Assisted Area by the incentives available, 

notwithstanding the push from restrictions on development in 

non Assisted Areas. Whilst firms claim diseconomies can be 

incurred by such issisted Areajocations some claim considerable 
. .', 7Z --... . .- -_ 

- 
'z ,.. 

14 

benefits can ensue from siLch a location- (53). Foreign firmst as 

mentioned beforep are strongly represented in Assisted Areas and 
Brooke and Remmers view that Iýcontrary to what their executives 

say... multinational companies are responsive to government in- 

centives" (54) appears valid. 

Promotional bodies 

Aharoni judged that concessions were just one factor assist- 

ing in the neutralisation of obstacles to investment. Howevert 

he felt that promotional activities were crucially important: 

"Those governments that did succeed in-stimulating. 
foreign investments chose*a very different path 
(from incentives such as tax ex-emptionst etc. ): they 

concentrated their efforts in an integrated 
promotional plant designed to familiarise pros- 
pective investors with possibilities available in 
their country and create a "good image. " (55)- 
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This approach seems to assume inducements are "taken as read" 

and are more or less equalq butp different levels of incentives 

do exist. One problem is the-discretionary nature of some 

assistance and the uncertainty that it brings. Such uncertainty 

may detract from the actual level of assistance potentially 

available especially in relation to those given in other states. 

This may be the case in Britain regarding Selective Financial 

Assistance, for instance (56). For development bodies outside 

central government talking terms and being exact about the bene- 

fits that would accrue to a potential project is extremely 

difficult. If the "assistance taken as read" rider is attached 

to Aharoni's statement it remains interesting that he is saying 

that a proficient promotional agency can be crucially important 

in stimulating foreign investment. Many of the respondents in 

agencies questioned for the present study felt themselves to be 

very important in this sense yet previous evidence in the present 

chapterp apart from that of Aharonip seems to suggest little 

importance attached to the various promotional bodies by firms. 

The situation probably is that firms underrate the importance 

of promotional bodies whilst the bodies themselves in defensive 

fashion over-inflate their importance. 

Promotional organisations consider themselves to be highly 

important. A blinkeredv self-righteous view is almost inevitable. 

By virtue of their narrow conception there is a propensity to 

inflate their own importance. This provides a basis for organi- 

sational competition. ' The promotional bodies are prone to see a 

firm's choice of an alternative location as due to the activities 

of promotiona 1 and industrial development bodies and not as the 

independent action of a firm. Admittedlyt such organisations 

may be responsible for making the firm aware of other options 

but it is not just the action of the development organisations 

that persuades the firm to make an alternative choice, it is the 

perceived advantages of a particular location that are important. 

Promotional activities are only a minor part of the elements 

considered by a firm wishing to make a move abroad but a judicious 

promotional agency can'make considerable inroads into attracting 

a firm, especially in the case of a firm considering a number of 
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options falling within its requirement field. 

Promotional bodies can be involved in a firm's plans at 

a very early stagev even prior to a firm initiating plans to 

expand abroad. Consequentlyp pin-pointing where a promotional 

agency should focus its attention is not easy, At present 

nationalt regional and some local bodiesp notably New Towns, 

are attempting to influence the behaviour of firms even at the 

earliest stages of a potential inward investment. Thus these 

bodies are likely to pass on information about things such as 

taxation arrangements, general government policiesp and general 

administrative practicesq thus covering many of the wider 

factors. However, when it comes to specific and more competi- 

tive elements such as sitest local costs and local amenities 

the national and to some extent, the regional agencies, 

especially in Englan d9 tend to fade into the background bowing 

down to local expertise. Few bodies can be involved in the 

whole range of potential points of influence from advising on 

financial institutions and processes in Britain to giving the 

thickness of floors or height of doors in factories. Central 

and local actors are both necessarily involved. Whilst the 

central goverment is important in providing financial assistance 

local government still holds the reins on planning permission. 

The more scope an. actor has for being involved with the 

various levels of advice and provision the more points there 

are at which competition can occur. Furthermoreg in the 

interests of territorial equality the actual differences in the 

content of many factors such as tax rates or trade arrangements 

show no spatial variation in Britain. Howeverp the quality of 

advice - giving on this and therefore the possibility of per- 

ceived spatial variation in these overall factors can be made 

to look considerable. Agencies often appear to be saying they 

can offer an inward investor many benefitsy especially financial 

onesp as if they are exclusive to them when in reality the bulk 

of the "benefits" are not spatially variable. This applies 

equally'to financial assistance for areas of equal Assisted 

Area status uniess local topping-up can occurg-although this, 

if availablep is often nullified by being taken into considera- 
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tion when Selective Financial Assistance is given. 
Scope-for competition at the more local level and relating 

to specifie'requirements is potentially quite strong. Earlier, 

the results of what respondents in agencies and authorities 
handling foreign firms felt were the factors most important to 

the foreign firm showed that they were aware of what they wanted 

and therefore had some understanding of where competition should 
be pitched (57)- 

That the factors most important to the foreign firm wishing 
to invest perceived by respondents in development bodiesp Local 

Authorities and New Towns were similar to those identified as 
important by the firms themselves would suggest that at least 

an. attempt to meet the requirements of firms would be made. 

Whenever they can the various authorities strive to provide for 

the needs of inward investors. The various organisations often 
try to operate an unfettered welcome stressing the inducements 

available. Many agencies attempt to improve*infrastructure and 

make physical provisions of sites and factories. Howeverp skill 

and expertise are very variable and thist as we have seen in an 

earlier chapter when discussing provisions made for satisfying 
the needs of foreign firmst is reflected in providing for the 

inward investor. Whilst one body may provide a rapid turnaround 

of information and helpp provide a wide range of sites and pre- 

mises available for occupationg. and be working in an ethos the 

central goal of which is the attraction of new jobs another 

body can be sluggish# unenthusiastict and have firms turning up 

on its steps with nothing to offer them. To be influential 

promotional bodies have to be extremely well organised and pro- 
fessional in approach. 

7.3 Conclusion 
We have seen that the main reasons why firms say that they 

locate abroad are defensive ones in terms of market growth. 
Under this heading the more specific influences appear to be 

tariff barriers, transport costsp difficulties with agents or 
licences and the emulation of other firms. The choice of a 

specific location seems to be based on many considerations but 

firms see the main influences as government inducementsv marketsq 
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labour availabilityp and the availability of site and premises. 
The major question is whether Britain satisfies the re- 

quirements of foreign firms. Can Britain offer good prospects 
for them? This means can Britain offer the potential for low 

costv profitable operations in a viable market. There seems to 
be no reason why this should not be the case but, unfortunately 
despite low unit costs in comparison to other E, E. C, states it 

appears to be the perceived poor labour relations and productivity 

records of Britain that put firms off (58). 

There is scope for improvement of the reality regarding 
labour relations and productivityp but this is too wide a ques- 
tion to address and outwith the scope of this study. Britain 

desperately needs investment now. In'order to improve her 

success at getting foreign firms to locate in Britain she has 
to project a good image and structure a programme of attracting 
foreign firms in the terms of the priorities of firms themselves. 

overcoming beliefs is difficult but not insurmountable. For in- 

stancet overcoming fears about strikes and productivity records 

should be quelled by laying more emphasis on the better per- 
formance of foreign firms compared to indigenous firms and cer- 
tain troubled industrial sectors. This is just one example of 

an improvementp and one of which some'devel6pment bodies are well 

aware. 
Respondents in this study were generally aware of what was 

. important to foreign firms wishing to invest. (See Table 5.2) 
(59). Respondents in Local, Authorities and New Town Development 

Corporations (and from other agencies not recorded in Table 5.2) 

thoughtthat the important factors for foreign firms were transport 

links (a consideration more important to firms at the stage of 
justifying a move abroad)t readily available sitesp factories 

' 
and room for expansiong government inducementst labour availa- 
bility (skilled and with good relations) and market considerations 
(a factor seen as more impo rtant in the decision of a firm to 

move abroad rather than in choosing a site). The respondents 

appeared to do well in assessing what the foreign firm wishing 
to invest would generally look for. Similar uncertainties were 

also evident. Just as the studies examined in this chapter have 

350 



showng the respondents in the present study were also unsure of 
the role of financial inducements but they generally suspected 
them to be important. 

Many of the studies that have been described show that 

firms attach low significance to the activities of promotional 
bodies themselves. More surprisinglyp few Local Authority 

and New Town respondents mentioned that they thought professional 
location assistance was among the factors most important to the 

foreign firms wishing to invest although an option asking if 

these bodies felt promotional bodies were influential would 
have probably yielded many positive responses. In generalp the 

promotional bodies are probablymore important than firms are 

willing to admit. The work and efforts of an outside body are 

unlikely to be acknowledged as having much bearing on a firms 

locational choicep yet these organisations may be influential, 

as pointed. out by Aharoni. 

This chapter has gone a long way towards balancing and 

complementing the overall bias of the study towards the promo- 
tional agencies by looking at the view from the firm. The 

analysis would have been incomplete without a consideration of 
the motivations and activities of firms themselves. In partiou- 
larg these needed to be understood to-give indications as to 

the best policy designs for attracting and/or controlling 
foreign firms as are considered in the final chapter. 
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Strathclyde, 1980. The uncertainty of discretionary 
schemes make them less attractive than automatic ones. 

(57) See question 5(i)p Appendix Av Interview Schedule. For 

results obtained from Local Authority and New Town 
Respondents see Table 5.2. 

(58) This was the finding of a recent IBB - commissioned 
study of why Californian micro-electronics companies do 

or do not set up in Britain. See The Economist, 
1 Decemberp 19799 P- 76. 
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(59) As with the studies described in the Previous section the 
question asked in the present study only covered part of 
the picture of why firms happen to go abroad and end up at 
a specific location. The answer options available clearly 
focused the question on the issue of why firms chose a 
specific location. See Appendix At Interview Schedule, 
Question 5(1)- 



CHAPTER 8. CONCLUSION 

In the final chapter the fundamental and overarching themes 

of the thesis are examined. Ceneral conclusions are made but the 

majority of the chapter concerns the way in which Britain goes 
about attracting foreign investment. This is assisted by using 
four key conceptat namely consensust coherencep competition and 
co-ordinationg concepts that, have been used to assist with the 

explanation as the study has proceeded. In the early chapters it 

was possible to show the importance of foreign investment to 

Great Britain. Later in analys ing the attitudes of decision 

makers and policy implementorsp it was obvious that the importance 

of foreign investment was recognised and it was generally seen as 
beneficial. A high degree of consensus regarding benefits was 

reflected in a general lack of differentiation between policies 
towards foreign and indigenous firms. In fact, the single 
identifiable-policy towards foreign investment was that of 
"welcome". Paradoxicallyp howeverv in this single area of active 

policy a consensus is found not to lead to a coherence in 

implementation. Evidence of the divorce of implementation from 

policy is strong and It'seems that a lack of synoptic treatment 

and assessment has led to a multi-organisational competitive 
framework where it is apparent that there is a necessity for an 

adjustment of relationships in order to attain a more effective 
framework possessing a greater degree of co-ordination. 

The majority of the present chapter in devoted to looking at 

ways of making improvements. Normative recommendations are 

directed towardý the various actors involved and means for improv- 

ing the overall framework are suggested. At the end of the chapter 
the initial propositions are reassessed when general considerations 

are drawn together. Butp firstp a recapitulation and summary, . 
of the more general issues raised during the thesis is undertaken. 

8'. 0 Foreign Investment in Great Britain: Scopet Attitudes and 
Issues 

Ever since foreign firms have been coming to Britain govern- 

ment policy has been permissive to themp imposing few restrictions 

and rarely turning them away. Concern with and awareness of actual 

or potential problems associated wit 
Ih 

foreign investment has been 
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and remains low. Britain's desperate need for investment has 

meant the adoption of a stance of extreme pragmatism and benign 

neglect. Does this mean that the doomwatchers telling us to 

neglect multinational companies at our peril are wrong? The 

answer is both yes and no. Much of what has been said by them, 
howevert does not appear to be particularly relevant to Britain 

or, as we can probably assumep to advanced western states with 

strong and established bureaucracies. Admittedly, isolated 

cases of foreign firms exploiting their strength against the 

government can be foun. 4_andq there are some only too keen to 
keep reiterating them as evidence of the exploitary nature of 
foreign firms. It cannot be denied that multinational companies 
had much potential strength andt in an era when politics have 

become dictated by ability rather than legitimacy, this strength 
is increased. 

Foreign'firms have to be given leeway in order to continue 

presenting-an image of Britain as an attractive place to be 

located. The firms have the ultimate ability to move out of 
Britain orp at leastv not to expand and make further investment 

here. In order to reduce the uncertainty associated with foreign 

investment sections of the left in British politics have suggested 
the need for much stricter controls on foreign investment rather 
than continuing with the complete absence of such as exists at 
present. In paying attention to these pressures governments 
have in recent years-concentrated attention on international fora 

for establishing frameworks for codes of conduct for the inter- 

national firm. In so doing this there has been a' hivi ng off of. 
attention and lip-service hasbeen paid to the potentipLi 

p roblems of the growth of international big business. There has 

always been a view that the problems of international-business 

and its control should be international in focus for multi- 

national companies are, by definitiong. actors impinging upon one 

state. Unfortunatelyp there is little hope that codes would be 

obeyed or enforced if they were to place any serious impositions 

on firms. Acceptable codes that become implementable have limited 

utility seeming to thrive on. loopholes and lack of enforcement. 
In Britain it seems that it is not so often the multinational 
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companies that are criticised than it is the government for 

lacking coherent policies to deal with them. Britain is both a 
home and a host for many international companies and this does 

place some limitations on the scope for restrictive policies for 

fear of retaliation. Neverthelessp it is probably the desperate 

need for investment in Britain that has meant a consistently 

favourable view of inward investment. 

This study has gone some way towards answering the puzzle 

stated at the outset. Some clarification as to understanding 

why the wealth of literature pointing out the capability of 

foreign firms to outsmart governments and disrupt their policies 

appears to be wrong in the British case. The reason is that 

successive governments have been unable to afford to promote 

non-issues to issues because the need for foreign investment, 

or any investment for that matters is so great and the benefits 

are seen to outweigh the costs to an overwhelming degree. 

In Britain there has been no steady build-up of national- 

istic reaction against foreign investments in contrast to Canada 

where there is a much higher volume of foreign investment and 

concern with United States domination is intenseo In Britain 

some Labour Members of Parliament, the Labour Party, a small 

number of academics and a sometimes jingoistic press have 

failed to arouse xenophobic feelings to any considerable extent. 

Anger with foreign firms closing soon dissipates especially 

because firms themselves so often succeed in placing blame on 

forces outside their controls such as the actions of govern- 

ments or worldrecession in general. On this and other fronts 

there does not appear to be any attachment of worst behaviours 

to foreign rather than indigenous firmso ýThe perception 

of foreign firms as exploiters and as detrimental to Britain 

isq furthermorey made less likbly as a. result of-the generally 

superior conditions and wages they have to offer. 

In the second chapter the tables presented showed that 

foreign firms are important to an extent disproportionate to 

the number of enterprises (1.2% of those in private sector 

manufacturing, 1975) or establishments (2.1%). These few 

investments provide 13% of total employments 16.6% of total out- 
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put and 19.20,46 of total expenditure in 

On all counts the tables presented in 

demons, trate the better performance of 
to all firms* Successive governments 
impressed by the benefits coming from 

their performance as satisfactory and 

private sector manufacturing. 

the second chapter also 

foreign firms compared 
have obviously been 

foreign investment seeing 
beneficial as a whole. 

Consequently satisficing has given way to any attempts to 

maximise benefits. The passive approach can be praised as 
preferable to industry and beneficial toýcontinued investment as 
firms are left unhindered. Howeverv problems may arise from 

such a passive approach. It mayl for instance, be necessary 
for the loss of autonomy resulting from an inward investment to 
be built into any-assessment of the utility of such. By loss 

of autonomy we mean the loss resulting from the way in which 
large foreign firms tend to work in tightly integrated frame- 

works of global planning horizons where little heed may be taken 

of national aspirations. Thusp overseas plants are often 

manufacturing plants and little else. Important business 

functions such as marketing and research and development may be 

carried on elsewhere. A situation such as this leads to few 

local linkagest worries about becoming a branch plant economy 

and a decrease in the potential of self-generated local growth. 
The figures showing the better performance of foreign firms 

compared to indigenous ones do not speak for themselves and 

show only part of the story. Neverthelessp most actors in 

Britain that are concerned with foreign firms and their be- 

haviours seem either blithely unaware or little concerned about 
the costsp being blinded by the benefits. This does not 

necessarily indicate their naivenessp rather it does reflect 
how successful foreign firms tend to be both in actuality and 

as perceived. 
Potential problems of the long term are usually pushed 

aside or regarded as myths. Withdrawal of foreign firms is 

potentially their most disruptivd behaviour. After'withdrawals 

the companies concerned may be able to continue to service the 

British market from the. outside having collapsed or disrupted 

competition from the inside as an alternative variant on the 

almost traditional model of British industry failing under 
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competition with imported products. Whether Britain can avoid 
continued missed opportunitiest or catch up on technology after 
a foreign firm has come and gone remains to be seen, but an 
interruption such as that caused by largerp better equippedt 
technologically advanced firms can possibly had a terminal 

effect on British competitors. On the positive sidep however, 

it might be said that it is better to have jobs here rather than 

in Japan or Taiwan. It can be argued that Britain has little 

need to worry. She has few foreign firms to lose compared with 
the likes of Canada buty converselys Britain needs to gain more 
or else the benefits of foreign investment will go to other 

states. 
The better performance of foreign firms can also have a 

detrimental affect by altering the terms of reference for 

industry in general. The substantial wage increases'secured by 

Ford workers in early autumn 1978 which began a succession of 
large claims during the following "winter of discontent" severe- 
ly influenced inflation and was instrumental in the fall of the 

Labour government. Foreign firms able to draw on external 
finances have more scope for acceding to trade union demands in 

order to maintain production or to achieve some other company 

goal# Companies such as British Leyland have less opportunity 
to do this and the final resort is often the government. Not all 
foreign companies are as able as Fordq however. Chryslerp for 

instance, decided to play on its financial difficulties and go 
to the British government for help. The aid they received sub- 

sequently demonstrated that for some foreign firms it was 

possible to have the best of both worlds. 
The multinationality of firms means they have more'scope 

than indigenous firms for acting in terms of theircwn goals and 

aspirations which may go against government policies. Foreign 

firms may have more potential for disrupting the balance of 

paymentso for hedging and for using transfer pricing, but in 

Britain there seems to be little evidence of such financial. dis- 

ruptionso In fact the balance of. payments actually appears to 

benefit from the operations of foreign firms to a significant 

degreee In Britainj the behaviour of foreign. firmst on balancep 
S 
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cannot put them into the bracket of the stock villainp a role to 

which they so often seem to be assigned in writings on inter- 

national politica. - The capabilities of foreign firmsq their 

potentially detrimental and disruptive activities and their 

potential benefits to Britain shouldv nonethelessp be recognised 
and government policies need to be designed to deal with these 

aspects. 
Government policies to deal with and control foreign invest- 

ment have never really existed. If policies have impinged on 
issues of foreign investment they have usually only been concern- 

ed with foreign investment tangentially. -Exchange control, for 

example, was designed to oversee nothing more than financing 

arrangements. Other legislation and policies such as the 

Companies Acts and Regional Policy-do not'deal with foreign 

companies in a manner any different'from the indigenous firms 

although policies such as"these and foreign investment often 

crosscut. Even when controls were applied to foreign companies 
in the shape of planning agreements little attempt was made to 

monitor the agreements made. Controls specific to foreign in- 

vestment are non-existent although in specific casest such. as 
Hitachi and Mostekq for example, the government was resposible 
for effectively keeping out would-be investors. 

qualifications are likely to occur when sensitivity is high 

be that because issues of the National Interest are at stake as 

may be the case of a foreign firm involved in defence related 

work or when interest. groups or influential goverment depart- 

ments are worried about the impact of an inward investment. In 

the exploitation of the North Sea we have seen some favouring of 
firms with a British involvement. This exception to to the non- 
discriminatory policies to some extent arises from the sensitivity 

of oil which is popularly regarded as being Britain's patrimony 

and the lifebelt keeping the economy afloat. For these reasons 

it is commonly felt that benefits should come to Britain and not 
to foreign companies* Oil is also unusual in t1vit Britain can 

get away with discrimination as oil is a much sought after scarce 

commodity. It seems that exceptions to the non-discriminatory 

-policy may be found and these are not always one way (for 

example Marathon and Chrysler). However# all the exceptions 
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apartv there isp in the overwhelming majority of cases, no 
differentiation between firms of different nationalityp at least in 

regard to government policiesp leglisation and general treatment. 

Over the years the government's view of foreign investmentp 

at least as judged from policies relating to or impinging upon 

foreign investmento has been and still is that benefits outweigh 

the costs. Even aspects where foreign firms have a distinct 

advantage over indigenous firmst by virtue of multinationality, 

seem to come under scrutiny only on rare occasions. Investigations 

into monopoliespmergers and exchange controlsp for instancev all 

bear the stamp of superficiality in relation to aspects of multi- 

nationality. Investigations have been handled wearing kid gloves 

andy contrary to the government's own investigationg the Steuer 

Reporty there has been no tightening up of the way in which the 

government relates to foreign firms. 

The benign neglect reflects the flimsy co-ordination of'the 

many-departments dealing with foreign investment (see Table 3-1). 

This has contributed to there being no overall perspective and 

little attempt at a synoptic view. No written framework or set of 

guidelines to assist with handling even the trickier casesp such as 

Hitachip has been produced. Thus if a foreign firm is treated 

exceptionally the basis for this is pragmaticy making judgements on 

a case by case basis. (There is nothing new heret many British 

policies are approached pragmatically with little use being made of 

plans or blueprints). Methods have never been systematised. When 

exchange controls were in operation the only elements considered 

were of a financial nature andp in generalp'investigations were 

almost cursory. 
No movements towards establishing any other controls on 

foreign investment have been made. Even the gathering of informa- 

tion is poor and what little thereisp is dispersed amongst many 

departments. - No clear guidelines have been set. No policy or 

consistent view of foreign investment has been produced nor does 

one seem likely. 'With no single department dealing with foreign 

investmenty objectives have not been set and no synoptic view or 

the overall merits and demerits of foreign investment exists. 

The existence of many separate departments with interest 

on foreign investment and little commuhication between them on 
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these matters means that an approach to foreign investment 

substantially different from that for indigenous investment is 

unlikely. Such a diversity and division of interest has con- 
tributed to foreign investment never being seriously raised 

as an issue to be dealt with in a synoptic sense. Consequently 

the prerequisites for commencement of serious decision making 

and policy formulation have never been reached. With a lack of 

any policy beyond that of "welcome" how can foreign investment 

be adequately appraised and assessed for desirability? 

Later in this chapter we concentrate on looking at means 

for improving the efforts at attracting foreign firms to Britain, 

but perhaps prior to this there is a need for suggesting a means 
of ensuring the desirability of foreign investment and for em- 
placing some control over it. Changes such as setting up a 
British equivalent or a dilute version of the Canadian Foreign 

Investment Review Agency (FIRA) could be considered. HoweVerp in 

Britain there is little desire and demand for such and the 

consensus amongst decision makers and proximate decision makers 
Is that the detrimental behaviours of foreign firms are minimal 

and outweighed by benefits. Consequently, at least in the fore- 

seeable futurep even a limited version of a FIRA-like organisation 

would probably fail through lack of a power base and a lack of 

anyone caring about it. 

Attitudes towards foreign investment 

It was posited at the outset that the dependent variable, 
the policy cho3ent arises largely from the attitude towards foreign 

firms9 the independent variable. In this case the consensually 
low level of concern with the potential or actual difficulties 

connected with foreign controlled firms exhibited by politicians 

was reflectedin the policy choseny that isp the general lack 

of a policy placing restrictions on or attempting to control 
foreign firms. Politicians generally perceived foreign invest- 

ment: as beneficial to Britain (the main exception being a few 

Labour backbenchers)t and this was reflected in the 'only per- 

ceived "policY"Y that of welcoming foreign investment. If con- 

cern was ever roused it was-rarely with costs and benefits but 

more often with specific issues prominent at a given point. 
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It is also worthy of note that those actually implementing the 

policy of "welcome" and dealing with foreign f irms generally saw 
foreign firms in an even more favourable light than the 

politicians. 
In Britain foreign investment has never stimulated or up- 

set belief systems sufficiently to produce identifiable problems 

requiring policies to gird against the actions of foreign firms. 

General dissatisfaction with the behaviours of foreign firms has 

never ariseng often because foreignness is not seen as important 

to departments withcnly functional responsibilities. Attempts 

to gather together overall costs and benefits can only come from 

a much wider perspective. Just as scholars of international 

politics often identify problems and the need for gove = ents 

to take action to deal with them, the only synoptic views tend 

to come from international foral such as the O. E, C. D., but these 

bodies are often unable to implement guidelines and can only 

-persuade states to take actions by'themselves. 

i Within Britain all actors concerned with foreign invest- 

mentr especially those interviewed in the course of this study, 

tended to view foreign investment in only limited terms. Con- 

cern was occasionally expressed about losses of autonomy and 

economic outflows but this did not alter the overall favourable 

and receptive attitudes. All those interviewed exhibited con- 

siderable degrees of cognitive dissonance. Most had a tendency 

to favour foreign firms and so saw "misbehaviours" as mere 

aberrations and deviations from their conceptualisations of the 

foreign firm. On the other hand# the few left-wingers who 

adopted a doomwatch stance were able to retain their perception 

of the'detrimental behaviours of foreign firms by reiterating 

the few cases when foreign firms acted against government desires 

or the interests of Britain. Closures and transfer pricing were 

often mentioned as the most evil of the behaviours of foreign 

firms. In actuality whether foreign firms seem more closure 

prone than indigenous firms seems unlikely, and as for transfer 

pricingt whilst no doubt occurring (just as individuals evade 

tax)p this seems probably only limitedt this being carefully 

monitored by the Inland Revenue* 

only low level and limited hostility to foreign firms was 
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exhibited by the respondents who disfavoured foreign investment* 
The general feeling was that the possible loss of control over 
national affairs was limited and unimportant. The general 
effects of foreign firms were viewed positively by most. The 

synthesis of the actual and the perceptual led to an overall 
view in favour of foreign investment which no doubt leads to 
the reason why foreign investment is welcomed. How well the 
"welcome" is achieved and suggestions for its improvement are 
the subject for the next two sections. The next section 

addresses the matter from an organisational viewpoint and the 

subsequent section looks at the methods used by these organis- 

ations and suggests means of improving the marketing approach. 
In the final section we return to examining the general approach 
to foreign investment in Britain and reconsider the initial 

propositions. 

8.1 Attrac ting Foreign Investment to Great Britain: The 
Or isational Framework 

In this section findings are silmmarised# conclusions drawn 

and recommendations made. Having made a general summary of what 
is being done to attract foreign investment to Great Britain, 

and of the difficulties thereint issues of institutional rolest 

co-ordination and methods employed are considered. The next 

section on marketing highlights and expands on thisp but in this 

section an overall assessment of industrial development organis- 

ations attracting foreign investment to Great Britain is made. 

This complements other recent but only partial considerations 

of the organisations involved in attracting inward investment. 

Here we refer to the Reports of the Select Committees on 
Scottish and Welsh Affairs and the unpublished consultant's 

report for the Department of Industry on English regional 

promotional organisationst three New Townsp BSC (Industry) Ltd., 

and the IBB's operations in England. The present study en- 

compasses a much wider coverage. The previously uninvestigated 

role of Local Authorities and coverage of the whole of Great 

Britaint not just constituent parts of itt are major contrib- 

utions of this study which also benefits from ihitially adopting 

a standpoint whereby foreign investment is viewed in its widest 

366 



context. 
In spite of the hope that the addition to knowledge and 

understanding is beneficialp a few words of caution are necessary 
before proceeding. Firsty it is important to note that despite 

attempts to make conclusions wide-rangingt there are clearly 
limits on the firmness of conclusions. Whilst every attempt was 
made to delve into all aspects of the topic by gathering ifiform- 

ation first hand or by overcoming access problems circuitously 
further investigations would have proved beneficial. It would 
have been useful to have asked firms themselves about their views 
of promotional bodies. "Going overseas to assess the work and 

methods of consultants, agentsp Consular offices and foreign 

counterpart organisations would also have been of benefit. 

Neverthelessp conclusions can be-drawn by assessing the findings 

presented-herein. The word "assessing" is used advisedly for 

although hqed is taken-of-the findings and views of the many 

. respondents the-conclusions made are those of the author. 
Perhaps the most fundamental assessment to be made is 

whether efforts should be directed towards attracting foreign 

firms in the first place. The answer must be yes for there is 

a consensus on the policy of "welcome" and Britain cannot do 

without further foreign investment when the amount of indigenous 

investment seems to fall short of requirements. The answer must 

also be positive if for the rather dubious reason that others 

are doing so and firms expect to be subjected to the offer of 
blandishments. Virtually all governmehts are involved in such 

activity and whilst it, may be of benefit to them to cut this 

down (especially to prevent expensive up-bidding) a unilateral 
disarmament would be damaging although the present proliferation 
is expensive and far from optimal. 

The same sort of logic can be applied internally to Britain. 

Many agencies can claim the need to enter the industrial develop- 

ment areas because that is what others are doing. Much of their 

activity is plagiarised and an end initself. Some agencies even 

equate success with being seen to be active. In this instance 

activity has a symbolic. political value rather than having any 
intrinsic value towards attracting inward investors. Clearly, 

such activity may give some satisfaction to Chief Executives and 
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the staff in Industr-lal Development departments but the satis- 
faction is false and misplaced as it makes no contribution to the 

national effort to maximise inward investment. Confronted with 

a significant proportion of such activity it is not surprising 
that the government with its ability to organise a system of 

maximum benefit to the state as a whole has, had to consider 

making improvements. Investigations into means of improving the 

framework has been made via consultants and Select Committees. 

Neverthelessp resultant change has been negligibley even though 

the organisations and methods employed are not idealv and change 

does seem necessary. (the problem of bringing changes about is 

addressed in the last part of this section). 

The agencies for industrial promotion had not grown for the 

same reasons in every caseq but growth has come overwhelmingly 

from social interaction rather than from-planned intellectual 

designs and models of super and sub-structural relations aimed 

at creating an efficient framework where rolesp responsibilities 

and relationships are clearly allocated* Allowing a continuance 

of-this present system so in need of functional, territorial and 

hierarchical delimitation may be courting disaster, but the 

imposition of a rigid and planned framework without taking heed 

of political realities could also bring failure. Unfortunately, 

it seems that the idea of a policy stops at the stage of con- 

sensus of opinion on the "welcome" but as so often happens no-one 

is told what to do and how to do it. With a lack of attention to 

the implementation of the policy, the policy delivery organis- 

ations become proximate decision makers and end up shaping 

policyq which almost inevitably leads to incoherence despite the 

consensus of opinion and attitude amongst decision makers be they 

central or proximate. 
The main alternatives are to let the organisations chug 

along as they aret to make sweeping changesJn organisational 

arrangements or to tinker with the actors and their roles* 

Clearlyq all the alternatives are not easy to implement. The 

"chug" alternative would lead to continued dissatisfaction in 

government and within agencies concerned. The "sweeping" option 

would probably please those with a proclivity for tidinessp but 

not satisfy those seeing political needs for local and regional 
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involvement. "Tinkering" may be a slow but nevertheless im- 

plementable way of dealing with problemst but with the desperate 

need for investment such an approach maY not go far enough, 

rapidly enough. 
There is no doubt that industrial promotion and the 

attraction of foreign investment could be achieved more efficient- 
ly. 1than at presentg but in suggesting improvements and changes 
it f is particularly important to bear in mind the needs of firms 

rather than the desire of organisational neatness. whilst lo6 cal 
politids may dictate there being many organisations involved in 

attracting inward investment, it has to be remembered that a 
firm can easily be confused by the involvement of too many actors 

and all the offers of assistance to overcome red tape and 
bureaucratic quagmires may be lost from the start as the firm is 

given too many initial 'alternatives. Howeverp a desire for con- 

sistency i. n treatment should not be seen as sufficient grounds 
for quelling local initiative (notably in some New Towns) which 
has brought firms to Britain. Placing limitations on actors at 
the local level could also mean a loss of valuable local knowledge 

which may be useful in persuading firms to co 
, 
me to Britain, 

Compared to the costs of industrial and regional policies 
the costs involved in industrial promotion are low and so 

arguments for change on the grounds of cost are less important 

than those for the need to improve efficiency. Neverthelessp 

much of the money spent onindustrial promotion is wasted and 

not just because. activities may be duplicated but because often 

ill-considered techniques are employed and resources are thrown 

away. Luckilyp there are fewer agencies involved in overseas 

promotion than in promotion within Britaing although the trend 

has been for an increasing number to become involved overseas. 

Inspiration for the need for change probably starts from 

being blinded by the sheer number of organisations involved. 

The number of agencies involved may appear high but if they are 

achieving more than would otherwise be the case (as may be 

indicated by the large number of bodies claiming firms come 

direct to themt let alone claiming responsibility for landing 

firms) then the present framework is more effective than it 

would at'first appear. 
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The idea of a consensus on the Policy of "welcome" has been 
developed throughout yet it has become increasingly clear that 
this does not necessarily lead to a coherence in policy implement- 

ation and does not eliminate any detrimental aspects of competition. 
Clearly this requires some further comment. Perhaps the first 

comment should be about the consensus to which weý'have been re- 
ferring. Consensus is a rýotorious concept which Is-seen by some 

as meaning the total unanimity of a population under consideration. 
Throughout the present study su-ch zero-one properties are not 
att3qibuted to the concept. Consensus is seen as reflecting a 
general and loose agreement of opinion shared by the majority. 
The populations under considerationin this studyl that is, mainly 
decision makers and influencers at central and proximate levels 

have been shown to share a high degree of consistency of'opinion 

on the merits of foreign investment and its attraction. There is 

strong agreement at the level of policy as an intention to welcome 
foreign investment and pursue conscious and active policies 
towards attracting foreign investment. This also reflects widely 

shared views on the desirable attributes of foreign investment. 

Given such a favourable disposition it would seem legitimate to 

assume that a consensus over goals and ends would be a recipe fo37 

success. Howeverv views on means differ. Techniques employed by 

various organisations may exhibit considerable similarities but 

views on what various actors should be doing vary considerably. 
It would seem that the consensus on policy goalst ends and 

intentions actually lack coherence when policy is 6perationalised. 

The consensus probably serves to create the complacency on policy 
translation from intention to operationalisation that in turn 

facilitates a descent into incoherence. Given the climate of 

consensusp central government should maximise the benefits to 

Britain as -, whole. What has been allowed to developq however, 

is an ad hoc growth in actor involvement and activity. This has 

occurred in a supposedly unitary state in whdh case the govern- 

ment should be able to obtain the system most beneficial to the 

state as a whole. Neverthelessp there has to be a response to 

local and regional needs which has led to a diversity of actors 

pursuing goals in this policy area within only limited central 

control. With such a state of. affairs there is little chance 
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of the successful translation of policy as an intention to the 

coherent implementation of that policy. The policy adopted by 

various actors at local, regional and national levels inevitably 

reflect their own perspectives and interests which in turn leads 

to both incoherence -and duplication. 

A consequence of a multiplicity of actors being involved in 

activities related to parochial interests outwith a planned 

system inevitably leads to competition as foreign companies 

wishing to invest in Britain are a scarce commodity. If this 

competition leads to healthy rivalry, that is, rivalry which 

causes -actors to compete and improve their attractiveness then 

perhaps it should be encouraged. Howeverp it would appear that 

the competition has often generated secrecy and suspicion rather 

than co-operation in order to achieve mutual benefits. If roles 

and responsibilities were clearer and more optimalp competition 

would no doubt become healthier. Whether competition should be 

encouraged within the context of as many and such a variety of 

agencies as at present has to be questioned. It is important to 

note that many of those currently involved lack the necessary re- 

sources, expertise and know-how for them to perform effectively. 

Given these problems a need for improved co-ordination is the age. 

old cry. Certainly if this meant the maximisation of benefits to 

Britain via providing a more optimal system then it is to be en- 

couraged. In the next section we move on to consider some alter- 

native means for improving the way in which foreign investment may 

be attractive and normative recommendations are made. At that time 

the problematic concept of co-ordination is considered. 

The theme of consensus - coherence - competition - co-ordina- 

tion provide suitable "attention hooks" giving a cohering. thread 

to assist in developing the analysis as a whole. The key concepts. 

assist as a development theme but elevation to general applicab- 

ility would be wrong. The components of the theme are approximate 

in themselves and as a theme they, by their very naturej overlap 

and are interrelated. 

The use of the four key concepts is specific to this study 

and there appear to be a number of reasons why this is and should 

remain the same. Initiallyq it has to be recognised that the topic 

is'of an individual nature. Unlike most policy areas which involve 
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a multiplicity of bodiesp in this case, involvement in attract- 
ing foreign investment is generally permissive and not 

mandatory. Most bodies ar 
'e 

free to become involved if they 

so wish and Local Authoritiesy for in3tancep are not fulfilling 

a statutory requirement as is often the case for other Local 

Authority activity. Neverthelesso Local Authorities and other 

agencies do seem to thrive on the symbolic political value of 
involvement. Local Authorities and other bodies do have 

some requirement to be involvedv however, but only at the 

responsive as opposed to the active level. The nee d for 

such involvement is often outlined in circulars from the De- 

partment of Environment which at least means that there has 

to be preparedness to act on the part of local bodies. 

The competition for limited resources also serves to 

distinguish this particular study from others. No other study 

would seem to have sufficient parallels to sustain the 

proposal that the consensus - coherence - competition - co- 

ordination theme would be useful as a general model of behaviour 

even in a limited rangecC settings. Although there can be 

many cases where consensus does not lead to coherence or where 

competition leads to cries-. for co-ordination there would 

not appear to be any cases where the "attention hooks" used 
herein could be translated as a whole to another study and then 

be of explanatory valuep reasons for this specificity having 

been given above. 
j 

Having considered the more. general points we can now 

move on to considering alternative means for improving the 

way in which foreign firms are attracted by considering the 

various types of actor involved in the overall framework 

for attraction. 

8.1 (1) Local Authorities 

Many Local Authoritiesp particularly in the Assisted Areas, 
have enteredinto promotional activities aimed at attracting 
foreign firms. The reason for their activity has often arisen 
because of disenchantment with 

' 
regional and national efforts and, 

from a desire to pursue all possible avenues in order to secure 
jobs orp at leastv to be seen. to be making such efforts in the 
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eyes of the electorate. 
It is not easy for many Local Authorities to succeed in 

general promotional activities across a number of sectors or 
countries. Given their shortcomings in finance, expertise and 
a readily exploitable and saleable imaget most Local Authorities 

would be best advised to follow the lead of some of their 

number in sticking to selling specific premises and sites and to 

concentrate on their advantage of specialised local knowledge. 

In such a case most attention would be focused on assisting the 
firm through localised problemsp, be theyprcblems of physical 

planning or information provision on such things as local labour 

characteristics or potential industrial linkages. In most cases 
this should preclude Local Authorities-from being activep but-, 

such is unlikely given the needs of many of themp and given 
their lack of faith in other agencies working on their behalf. 

In'the. overall attraction of foreign investment Local 

Authorities should be self-aware of their'lack of any advantages 
that would make efforts at'attracting foreign firms w6rthwhile. 
Unfortunately this self-awareness is not common and many need to 

be persuadedp, cajoled, coerced or given incentives to withdrayr- 
from a fiel d of activities where most of them can have little 

influence and success. Neverthelessp overseas contactp if 

existentt should not be stifled completely and in some cases 
Local Authorities may be able to justify active promotion. 
Cities may have a particular capability here for their existence 

may already be somewhere in the mind of potential investors. 

whilst the Counties of Tyne and Wear or West Midlands may not 
inspire much identityp Newcastle and Birmingham may do sop but 

success can only come from application of structured marketing 
for a name is not Anoughp although it serves as a valuable start, 

Another problem with Local Authorities is that two levels 

exist and may be promoting a given area at the same time. Which 

authority should do what would have to be the basis for 

negotiationg but a clear delimitation of responsibilities would 
have to take into account attributes such as the ability to give 

planning permission or ownership of sites and premises. This 

would at least'have, io. ýVer-the case if the Local Authorities In 

question adopted a responsive stances If they were active, ' 
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the level best equipped for promotional and marketing purposes 

would have to be the level involved. This would vary by case, 

a matter which is taken up later in discussing the overall 
11 

framework. 

The functional role"suggested as that to which Local 

Authorities are best suited does not mean that they would not 

get ýnvolved directly with foreign firms. For instance, forty 

per cent of respondents in Local Authorities felt that the main 

routplý for foreign firms to approach them was direct. Firms are 

more likely to go through larger bodies but some do go straight 
to Local Authorities. iýe Local Authority keen to keep the 

interested firm is loath to let a firm become involved with 

other organisations for fear of loss. In order to put the firm 

In touch with t he organisations best suited to handling itl a 
high degree of altruism is needed by the Local Authority for it 

could llloseý a firm to elsewhere. It is difficulties such as, 
these which lead to the mixed feelings of respondents in. Local 

Authorities as to the level at which the attraction of foreign 

investment would be best focused. 

Local Authorities areq arguablyq the least important of the 

actors involved in attracting foreign investmentp yet despite 

this their activityýis subject to most criticism from other actors 
in the field of attracting foreign Investment. Not many Local 

Authorities are activet,. but many of those that are, are not 

particularly efficient and effective. This lack of success 

discourages others and has sometimes led to conscious withdrawals 

from active promotion aimed at foreign. firms. The Local 

Authority's perception of, what its rdle should be has to be 

balanced against its own perception of the attention they are 

paid by other agencies which mayq if apparently lacking, lead 

to further or continued Local Authority involvement. Economic 

constraints placed upon Local Authorities do not necessakily lead 

to withdrawal of activities for the dire straits that some 

authorities find themselves: h means that they become ev6n more 

involved-in attempts to attractJndustry. 

The criticism of much Local Authority activity is often well 

founded. They often fail to make even tacit attempts at re- 

searching marketso understanding marketing principles and 
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employing suitable methods. It is with Local Authorities where 
plagiarism is strongest, and where the most glaring examples of 
wasted effort can be found. Decisions to concentrate on 

certain countries often fail to exhibit any concise thinking or 
serious probing. Direct mailings can be found to have been 

sent out on the basis of unresearched listst advertising is 

placed in newspapers that happen to have a familiar name and 

visits overseas often show scant preparation. It is obvious 
that in instances where Local Authorities are making little 

constructive effort an activity orientation based on the 

symbolic political value of foreign investmenb has taken over. 
Such criticisms are not exclusive to Local Authoritiesp nor 

are all Local Authorities guilty of poor-marketing bu. tp as a 

wholet the Local Authorities are the actors most prone to poor 

methods that may amount to annoying firms rather than providing 
them with information and propositions that may be of use 

and relevance to them. 

Local Authorities certainly need to concentrate their 

effortsy gain a clear appreciation of what they have to offer 

and adapt many of the marketing techniques necessary for 

success if they are to be involved in the promotional game. 
It is unlikely that they would respond to directives simply 

advising them not to be involved for such directives are likely 

to come from the very bodies with which they are disenchanted. 

Furthermorep restrictions might stifle useful contacts. In 

general, Local Authorities need to be encouraeed to do that 

which they do well and any directives from the centre have to 

be'aware of the need for a subtle approach to persuading them 

to change their ways. There is a need to persuade Local 

Authorities that their involvement should in most cases be a 

local one, helping in the latter rather than the initial 

stages of a potential investment, although they should always 

be prepared to grasp opportunities should they arise. 

If the recommendations made here are followedp that is, 

that in most cases and circumstances Local Authorities ought not 

to enter into active attraction policiesp the Local Authorities 
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need to maximise what they get from central and regional bodies. 

This can be achieved by adopting a lobbying role or by grouping 
together either to form a regional body as has begun to happen 

in the case of the Devon and Cornwall Development Bureau 
(although this goes little beyond an agreement by two County 

Councils to share some tasks and allocate others)-or-by 

forming an association to oversee the activity of the regional 

promotional body as in the case of NECCA and the NEDC. Grouping 

may be difficult but the idea that the other mafils grass is 

always greener or that unfair favour is shown to other 

Authorities can be lessened by co-aperation. Neverthelessp. 

co-operative achievements are easier said than done. Not. only 
in Local Authorities does suspicion, intimacy and general 

incestuousness show itself andp'although improvements have been 

made within some regions co-ordination is difficult to achieve 

when confli6t is the basis of the relationship. This is 

particulakly true outside, thýe Assisted Areas. In these areas 

Local Authorities often wish to beinvolved in attracting 

foreign firms. Regional Policy is adhered to by the IBB and 

so firms are encouraged to go to Assisted Areas to the detriment 

of non-Assisted Areas. Many Local Authorities are thus pushed 

into undertaking independent efforts and are mat by an un- 

co-operative and disparaging IBB. 

The IBB is keen to get Local Authorities into a role where 

they are purely supportive to the IBB's own efforts. They try 

to discourage the independent promotional efforts of Local 

Authorities. This ought not to be the case where effective 

efforts supplement the IBB's own effort, that is in the cases 

where Local Authorities can exploit images, links and contacts, 

If Local Authorities want to make independent efforts the 

IBB should ensure that it is done well rather than adopt an 

obstructive stance. 
In summaryt- the 

, 
'waste of effort is not because too many 

areinvolved but because'too many act too ineffectively. The 

argument that waste and duplication comes from too many being 

involved is itself too prominent. Arguments cause too much 
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bickeringg which does not create the climate for successful co- 
ordination achieved by adjusting relationships from the present 

conflictual state to a more-ideal co-operative one. Admittedly 
Local Authorities would play only a supportive role in an ideal 
situation. Their role would mainly be the after-care of firms 

and the support of a central agency by being on the end of a 
telephone with information as and when needed. But the present 

situation is far from ideal and Local Authority support of weak 

regional and central agencies is unlikely for these organisations 

are incapable of covering all markets and representing all 
interests. Whilst much Local Authority effort is ineffective 

and should be discouraged the efficient should be encouraged for 

the problem is less one of detrimental pestering (mentioned only 
in rare examples) but more one of inadequate coverage in need of 

supplementing in order to match the levels of major competing 

states in the race to obtain inward investors. ' 

It is easy to say that many Local Authorities would be well 

advised to withdraw from overseas promotiong and to concentrate 

on maximising benefits from co-operation regionally and with the 

1BB but operationalising this is extremely difficult. Whilst 

addressing these problems in discussing the overall framework it 

is worth forewarning of some of the issuesl for-in looking at local 

Authorities so many problemsp especially problems arising from 

solutionsp have been thrown up. The major problem is deciding 

who is competent and therefore legitimately involved in 

supplementing national effort to attract foreign firms. Second- 

lyg who should decide who is competent if Local Authorities do 

not show self awareness of their own inadequacies? Thirdlyp if 

some and not others are to be excludedg be it by persuasion, 

legislation or other meanst how are the political realities of 

parochial interests and desire for emulation to be overcome? 

rourthly, how can it be made certain that those continuing to be 

Involved in attracting foreign firms do so effectively and within 

an efficient overall framework? These issues are addressed later 

when examining the overall framework. 

8,1 (11) New Town Development Corporations 

Generallyq Now Towns have been very. successful at attracting 

foreign investment.. This stems from a number of advantages which 
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go towards making many New Towns natural magnets to investors. 
The ready availability of sites and premises has given most New 
Towns a head start which has often been built upon by effective 
Promotional programmes geared single-mindedly to attracting 
investment. The high-powered efforts of some New Town have 
been well rewarded and others have had success with only minimal 
promotional effort placing reliance on other organisations and 
their own natural advantages. 

Job-led growth has been given the highest priority by many 
Development Corporations. This has led to the efficient 
organisation of staff and methods. The individuals in 

promotional teams often bubble with enthusiasm and invoke a "can 
do" attitude. Consequentlyp the response time to enquiries is 
generally the fastest possible in Britain. Much of the reason 
for this is their relative freedom from political restraints 
and control over their own products (sites and premises). 
Nevertheless, and even allowing for their advantagesq the 

marketing ability of many New Towns is impressive. Rapidt 

problem-solving approaches based on careful monitoring and well 
organisedinformation have been of great benefit to the Now 
Towns-in efforts at attracting firms. 

The effectiveness of many New Towns has been a valuable 
supplement to the overall effort to attract foreign investment 
to Britain. Careful marketing and monitoring has meant that 
New Towns have concentrated efforts on projects with a high 

probability of leading to an establishmentg many of these being 
due to contacts with already established firmsp an aspect little 

exploited by other promotional organisations. Well researched 
targetting has paid dividends and the New Towns have hit targets 

not even seen by other agencies. 
Most New Towns# particularly the more recently designated 

ones, are involved in promotional activities to a high degree 

and their very success has been seen as a threatp particularly 
to areas where the New Towns are seen as getting all the in- 

-vestment to the detriment of other envious actors. Curtail- 

ment of the activities of New Towns would be wasteful of their 

expertise and the useful contacts they have establishede The 

Divelopment Corporations are achievers that are geared to 
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development. Prudence would suggest that as with all successful 

promotional bodies successful actors should be interfered with 

as little as possiblet although the jealous actors outside the 

New Towns are only too keen to suggest the need for change. 
Now Towns are often envisaged as successful mavericks 

whose success shows up the failings of other actors. Various 

respondents did seem to suggest that New Towns did act in- 

dependently of other actors and outside the usual framework. 

Contact with the Department of Industry or regional bodies is 

often minimal and co-ordination via the New Towns' Directorate 

of the Department of Environment is virtually non-existent. 

New Towns are also prone to secrecy often in order to minimise 

plagiarismp but mainly to reduce competition. Their independent 

tendencies does make adjusting relationships with other actors, 

in an effort to achieve greater co-ordinationg more difficult. 

Despite statutory differences from New Townst those Local 

Authorities that do legitimately have a place in the promotion- 

al effort would do well to observe the better of the New Towns, 

that is they would be well advised to b. ecome fully cognizant of 

marketing principles as is the case with so many New Towns. The 

Local Authoritiesp although less able to control the flow and 

availability of sites and premises should not see these draw- 

backs as an obstacle to being as successful as are many of the 

New Towns. The main problemp howeve. &. 9 may be with political 

mentorsp a fact of life which Local Authorities and regional 

actors have to accept. The approach to removing any shackles 

imposed by, political mentors or inability to determine 

programmes without interference has to be via persuasion tapping 

local initiative and enthusiasm. Pne. note, of cautiong: howeverp in 

emulating New Towns other actors would be well advised not to 

emulate the superficial manifestations of New Town activities 

such as copying brochures and slogans. What needs to be copied 

are the marketing techniquesp advise on which has been given in 

earlier chapters and as summarised in Section 8.2. 

8.1 (111) Development Associations 

The three central government financed development- 

associations in Englandt the NEDCv NOUIDA and the Yorkshire 
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and Humberside Development Association (1) are generally under- 
achieving. Despite possessing the manpower and specific 
responsibilities they have failed to put into operation adequate 
marketing principles and sufficiently rigorous procedures for 
developing their activities. Consequently it is not surprising 
that only two Local Authority and New Town respondents in the 
North said they were satisfied with the NEDC and less than half 

the respondents in the North West said they were satisfied with 
NORWIDA. 

The problem with assessing development associations and 

commenting'on satisfaction with them is that it is difficult to 

assess their merit as they fill an uneasy niche. They cannot 

sell specific sites and premises, they cannot hand out financial 

assistance and they have to try to satisfy a number of political 

mentors. The role of development associations on a promotional 
front is a vague, soft-selling one which is aimed at sparking 
Interestin the region rather than creating jobs directly* With 

such a non-concrete role it is easy to see why development 

associations areopen to criticism. However, criticism is less 

about the need for them# for most respondents seem to accept the 

need for development associationst than about the way they go 

about their task. 

The two development associations considered in depthý 

NORWIDA and the NEDCp seem to use the uncertainty about their 

role as a smokescreen for their lack of success. Internal 

monitoring and evaluation seems grossly inadequate in the 

development associations for they set themselves no clear yard- 

sticks against which to measure and improve promotional pro- 

grammes. ' Respondents in all agencies from Local Authorities to 

central government expressed what seem to be well-founded doubts 

about the activities and methods of development associations., 

With the soft-sell approach it is difficult to demonstrate 

success and easy to think that the associations' role is of little 

benefitg particularly if it appears to be little different from 

the job being done by other bodies. 

Restraints imposed by 
. 
political mentors have not been very 

strong within the development associations despite such complaints 

from the NEDC and NORWIDA. There seems no excuse for ill-con- 
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sidered programmes apparently instituted in order to appear to be 
doing something rather than to be. acting in. terms-of well co- 
ordinated and well-thought out ways that may provide a less 

visible manifestation, Researchl methods and the measurement of 
progress all appear inadequate for bodies so largely concerned 
with promotion. The haphazard approach appears to even bear 

resemblance to that of some of the most ill-equipped Local 

Authorities on occasion. Once again lessons could be learnt 

from the many New Towns with clear, efficient and effective 

marketing strategies# New Towns may have greater advantages in 

the overall field of industrial development, but a lack of these 

advantages can be no excuse for the development associations in 

their lack of adoption of rigorous and well-focused techniques 

aimed at maximising return on effort and resources. 
The effectiveness of regional associationsg not their 

existence# is that most in question in the regions concerned. A 

clear mistrust in London-based organisations and a need to de- -- 

volve initiative to the regions was a sentiment made plain in the 

English regions. Local Authorities generally want groups dis- 

tanced from central governmentp representing them all and 

attempting the impossible by showing favour to all constituent 

parts. The regional offices of the Department of Industry are 

not seen as suited to fulfilling this need as they are perceived 

as existing in order to execute national policies rather than 

represent regional interests. What groupings could best fulfil 

the desires of Local Authorities Is uncertain. An imposed neat 

approach producing regional bodies based on Standard Regions is 

unlikely to be natural or optimal. The heterogenous Standard 

Regiond do not seem the ideal basis for regional groupings 

although internal balancing of less pleasantp with more favour- 

able. areasp may be a useful marketing ployi -The majot dibadv4nt- 

age of any regional approach is that the English regions are in 

no way capable of projecting an image that is as strong as 

Development Agencies in Scotland and Walest let alone the more 

successful national agencies such as the I. D. A. of Ireland. 

In summary the development associations do leave something 

to be desired but the need for them is clear. Local demand is 

strong and'it does seem necessary for regional representation of 
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local interests, not least to offset the advantages of Scotland 

and Wales with their Development Agencies. The existence of 

regional development associations should also go some way towards 

alleviating Local Authority'-desires to become involved in over- 

seas promotion, but to achieve this the development associations, 
have to be skilful in attempting and purporting to'represent and 

satisfy many actors in a region. A prerequisite to this is for 

them to improve their performance. Their range of activities 

should include direct promotion, identifying potential investors 

and persuading them of the advantages of their regiony and they 

should clearly link up with other actorsy particularly site 

owners and local and central actors. Their role must include 

servicing the needs of firmsp especially their informational 

needsp pertaining to the regiong thus complementing regional 

and national operations of the Department of Industry. 

8.1 (iv) D evelopment Agencies 

The two Development Agencies in Britain perform many tasks 

other than promotion although both of them are involved in over- 

seas promotion to a considerable extent. The Welsh undertake 

overseas promotion by financing the DCW rather than retaining 

the function within the Development Agency as is the case in 

Scotland. Local Authority and New Town kespondents expressed 

greater satisfaction with the promotional efforts of the SDA and 

DCW than did their counterparts in judging the development 

associations in England. Greater satisfaction was expressed 

about the DCW than about the SDA. 

The Development Agencies have many advantages over the 

English development associations. Although the Development 

Agencies are not involved in giving government financial assist- 

ance, they can buildp lease and rent propertyp as well as being 

able to give some grants or take equity stakes in industry. In 

these provisions they have many advantages over the New Towns, 

although they do not have the benefit of covering a concentrated 

spatial areaq and controlling all the sites and premises therein. 

The Development Agencies have had some success on the pro- 

motional front* The Welsh with the longer established DCW under- 

taking overseas promotion have had more success than the more 
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recently established promotional programme of the SDA, The SDA 

which has unfortunately found itself caught up in political 

wrangles so often hasp nevertheless, beenýbusy finding-its feetp 
trying out methods and employing consultants to analyse markets 
and suggest approaches. With intense research the Development 
Agencies have executed programmes better considered than those 

of the development associations but, as*alwayst there is still 

room for improvement. 

The road taken by the Scots has partly been to attempt to 

ape the promotional efforts of the SUCC83SfUl Irish I. D. A. but, 

in comparisony-attempts have often appeared amateurish. The 

SDA has fiercely tried to sell a Scottish identityp a task much 

easier for them than it is for the Welsh. Scotland is larger 

and can claim international attention based on oilp whiskys and 

national character* The Welsh have less of an identity and for 

this reason. may have taken a much more commercial line. The 

Welsh approach is less ambitious and flamboyant and promotional 

spending overseas is only a seventh of that of the SDAt yet in 

recent years the Welsh have attracted far more inward investors. 

The comparison ist however, somewhat unfair for Wales does have 

a perceived locational advantage-over Scotland being- an Assisted 

Area much-neardr to the South. East and Londonp but this 

apartv the Scottish approach does seem extravagant and often 

wasteful in relation to results. 

The existence of the SDA and DCW has led to there being a 

decrease in the number of Local Authorities actively engaged in 

attracting foreign investment in these regions# butp as many, 

if not morep ar .e still involved in independent activities to 

attract foreign investment than is the case in the North and 

North West regions of England* The satisfaction with there being 

Development Agencies-is not readily-translated into satisfaction 

with what they are doing for constituent Local Authorities. 

The Development Agencies have not been delivering the goods 

rapidly enough and this can only be laid at the door of their 

yielding to the temptation to be seen to be doing something at 

the expense of clear programmes with concerted and tight control 

over' progress and improvement. The Development Agencies have, 
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however, become focal information sources capable of rapid 
response. Some Local Authorities and New Towns havep howeverg 

shown resistance to supplying them with information (on such 
things as land and factory availability) and on generally 
co-operating with and trusting Development Agencies. The 
Development Agencies are often perceived as too close to central 
government not to be involved in steering and so# some Local 
Authority and New Town mistrust is inevitable. Paradoxicallyt 

distancing from Whitehall is a basic element of the Local 

Authority's desire for the continuance of Development Agencies. 
_ The Development Agencies are not as shackled by Local 

Authorities as are development associations and this freedomq 

if less democratic# has proved more beneficial for the Agencies 

in the conduct of programmes. The Development Agencies act more 
or-less on behalf of the Local Authorities but are in no way a 
grouping of. Local Authorities. This may provide part of the 

reason why Local Authorities see less need to drop their own 

promotional activities than when they are making financial 

contributions as is the case in the English development associa- 
tions. 

The role that the Development Agencies should adopt on the 

promotional front has not been resolved in terms of the United 

Kingdom as a whole. Mention of this is necessary here although 

co-ordination is discussed later. There appears to be a tendency 

for Whitehall to accept Scotland and Wales to be something more 

than another two regions butt when put to the test, the feeling 

is that Whitehall believes that the Development Agencies and 

development associationsshould be similar in role and their 

approach to promotion. Thus when the SDA began introducing 

offices in the United States the Department 6f Industry 

was disparaging ýnd attempted to persuade the Scots to abandon 

such overseas operations on the grounds of duplication and the 

challenge being made to the Consular approach overseas* The 

Department of Industry is not persuaded by the need for or 

efficacy of the development of overseas offices by the SDA fearing 

proliferation and potential unfair advantage to that region. 

Howevert with slim finances it aaems unlikely that many will 
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follow suit unless the SDA's approach proves successful. If 

that is the case then success should not be discouraged. 

Experimental activities are not to be decried when they are 
truly experimental, it is those already proven to be useless 
(unless professionally and expertly conducted) approaches so 

often copied from body to body that need to be discouraged. 

8.1 (v) The-Department of Industry 

The Department of Industry's involvement in the attraction 

of foreign investment comes through the central Invest in Britain 

Bureau. The assistance system is shared between Whitehall andp 
in Englandp the regional offices of the Department of Industry, 

In Scotland this is done by the SEPDt andl in Wales by the 

Welsh Office (Industry). The giving of assistancel although 

important for packaging and as an incentivet is clearly allocated 

as a function separate from promotion. Only about one per cent 

of expenditure on promotional work by regional offices is on 

active promotion. 

In promotion the role is responsive to enquiries. The 

regional offices will disseminate promotional documents produced 

by other such as development associations or Local Authorities 

in the regiong and will supply information on facilities and 

finance available. They do not get involved in marketing, 

howeverv for this is judged not to be a suitable function for 

these organisations as this would lead to competition with other 

regional offices. Thus marketing at a level lower than the 

national one is seen as best left to Development Agencies, 

development as6ocationst New Towns and in some cases Local 

Authorities* 

The Invest in Britain Bureau is a promotional Organisation 

yet within a civil service department. Its task is difficult 

for it strives to present no bias in favour of particular areas 

at the expense of others, It doesp howeverv show faTour towards 

those areas deemed to be in greatest need by Regional Policy. 

Srongest bias is therefore towards Special Development Areas 

and scant attention is paid to non-Assisted Areas. This line 

of approach is severely. underselling Britain as a whole despite 

the worthy aims of Regional Policy to equilibrate problem regions 
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with those that are better placed. Having to abide by government 
policies and civil service regulations (such as ceilings on ex- 
penses paid out for Nisiting potential investors) weakens the 

marketing approach considerably. 
Another problem is that the civil servants staffing the IBB 

are not necessarily the best suited to the task. The civil 

servants are generally of a high calibre but often lack commercial 

orientation and industrial experience. The policy of staff turn- 

over is unsuited to the long term gestation periods for dealing 

with firms. The head of, the Bureau claims that the skills re- 

quired are not those which come easily to officials although 

strides have been made to select the best individual for the task 

in order to develop professionalism (2). Experienced profession- 

als could be brought in from the New Towns and from industry but 

resistance to such change within a civil service department 

would be great. 
In order to achieve greater flexibility on manning and to 

allow the pursuance of more adventurous marketing techniques the 

IBB, could consider the adoption of a quango status. Howeverp such 

a move would be of limited benefit. Even existing quangos such as 
develppment bodies generally have to work within the guidelines 

laid down for the civil service. Quango status would also serve 
to reduce the strength of links withother government departments 

such as the Foreign and Commonwealth Office and the rest of the 

Department of Industry. In particular, direct access to the 

Ministert with his ability to sign agreements would be lost. 

Quango status could also denigrate the perceived importance of 
the IBB as a government body. Howeverp such status does not 

appear to have been damaging to agencies such as the SDA and WDA. 

Some account may be given to this in that the agencies possess 

appropriate and authoritative soun ding names which disguises their 

quango statust which is also hidden by the behavioural similar- 

itiýes of such organisations and governmental agencies. 

On balancep quango status would seem to have only limited ad- 

vantages and any improvements in the Promotional front could 

equally be achieved whilst remaining a part of a government 

department. The best means for increased flexibility could be 

via the submission. of Annual Plans to the Minister which would 
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allow more freedom for pursuing promotional tactics yet from with- 
in a civil service department. 

Whatever the institutional resolution for the futuret the IBB 

can be accused of underselling Britain at present andin the past. 
The IBB has the right label and its actual status is less import- 

ant than the image it has in the eyes of the investor. It is the 

only body with a national remit and so unless it sells Britain as 

a whole no-one will. It would seem that many foreign firms would 

wish to locate in non-Assisted Areas such as the prosperous South 

East, an area eminently sellable in a marketing sense compared to 
the peripheral regions. Selling such areas goes against the grain 

of Regional Policyg but Britain desperately needs investment and 
if it canonly be enticed to the prosperous areas then all well and 
good for it is still a net addition to the overall stock. The in- 
ducements contained in Regional Policyp and the influence of pro- 

motional bodies in the Assisted Areas shouldt at least in theory, 

provide advantages substantial enough to encourage foreign firms 

to-set up in Assisted Areeis. Regional Policy does have a valuable 

role to play as it is attempting to alleviate the problems of areas 
traditionally worst hit by unemployment and Industrial decline. 

Encouraging firms to consider these areas ought to continue but to 

virtually ignore non-Assisted Areas is failing to realise a 

valuable asset. The effectiveness of the IBB would be strengthen- 

ed if its remit was as its title suggests and not just an "Invest 

in the less favourable parts of Britain Bureau". 

All other agencies in Britain are little satisfied with the 

activities and performance of the IBB. There has been a failure 

to agree on roles and responsibilities between itself and other 

agencies and the IBB's lack of visible success has meant that a 

worrying level of mistrust has grown up. In the non-Assisted 

Areas dissatisfaction is inevitably high. In the Assisted Areas 

there is often bickering between various bodies pursuing promotion 
to attract foreign firms and the IBB* The IBB would like to take 

a much stronger lead, but this is unlikely to be achievable if 

the IBB continue to hold what seems to be an unwisely arrogant 

position suggesting that the task of attracting inward investment 

would be best left to the wise men of Whitehall. With an unclear 

picture being generated from the IBB regarding its activities and 
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its success, pronouncements from this London-based (and, thereforep 
in the regions viewed as intrinsically doubtful) organisation tend 
to fall on deaf ears. The IBB has to not only do a better job by 
being more visibly active and successful but it has to persuade 
actors in Britain'that it is doing a good job in order to prevent 
what it sees as often half-hearted, ill-conceived activities coming 
from a proliferation of bodies. These bodies, especially the Local 

Authorities have been forced into action by local difficulties and 

what they see as a lack of cen tral initiative designed to alleviate 
them. 

The IBB wonld like to see Local Authorities cast in a purely 

responsive role providing information of a local nature to the 

IBB or, possiblyl. to the regional organisationt when such was rw- 

quested. The Local Authorities are unlikely to be receptive to 

changing to such a system unless they are persuadelby its utility. 
Persuasion is difficult. There is no way that every Local 

Authority can be allocated a foreign firm evary; year orp every 
five years for that matter butp then againg Local Authority 

attraction policies would probably be no more successful. Local 

Authorities are not easily persuaded that others are working or 

would work for them on their behalf. In fact, regional groupings- 

are more likely to reduce the number of Lo cal Authorities directly 

involved in attracting inward investmentf than are completely 

separate central or regional entities. 

The IBB is also limited In its approach to potential inward 

investors. Its stance is more more responsive than active. Part 

of the reason for this is the linkage between the IBB and its main 

source of enquiries from foreign firmsv the Consular offices. The 

IBB has little control over their work which is merely responsive 

not active and it is the Foreign Office that actually retains 

control of staff appointment. The Consular route of introducing 

IBB involvement is probably a cost effective way of achieving re- 

sponsive initial contact and this channel alleviates the need for 

duplication of offices. Howeverp'the lack of active promotion by 

the Consular Offices means that a serious shortfall in potential 

contact occurs. 'Active promotion by the IBBp via seminars with 

businessmeng goesonly part of the way towards alleviating the 

shortfall and the IBB's active contact is only minimalp and much 
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less so than the Development Agenciesp development associations 
and some New Towns. 

To gain necessary respect the IBB will have to go a long way 
in improving its performance both actually'and as perceived by 

other bodies in Britain. Many of the recommendations for 

changing the IBB as outlined above will need to be vigorously 

pursued. In summaryt some of Cie major changes necessary for 

the IBB appear to be to: 

(i) Accept the full remit implied by its title 
and not conepntrate solely on Assisted Areas 

(ii) Act more along thelines of a promotional 
organisation minimising the constraints of 
being within the civil service either via 
working to Annual Plans orp by adopting 
quango status although the latter would 
probably be of less benefit as we saw above. 

(iii) Show greater acceptance'of the role of other 
actors and devise clear allocations of what 
those roles and responsibilities ought to be. 

Bearing these factors in mind ive can go on to discuss the over- 

all framework. 

8.1 (vi) The Overall Framework 

Having discussed the various types of organisations in turn, 

we can now turn to the overall framework. Unfortunatelyl however, 

it is only too evident that a prescription satisfying all the 

actors and reconciling all the normative recommendations made 

about them thus fart is far from easy. Consequently this section 
is as much a testament to the problems of bringing about change 
in a multi-organisational setting where the actors and the acts 
in which they should engage have never been specified in a 

synoptic senser as it is about improving the institutional setting. 
for theattraction of foreign investment to Great Britain. 

The approach used in this section is to first consider the 

main options for change and improvement and then to look at the 

general problems of bringing about change. No single prescription 

seems ideal but having assessed the present actorst their 

techniques and the existing policies and their implications it 

would be wrong not to offer sDme prescriptive suggestions. There 

is no offer of a panacea and suggestions focus mainly on gaining 
I 
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clear relationships between all the actors concerned and on per- 
suading actors to adopt roles for which they appear most suited. 

Before considering the main options for changing and improv- 
ing the overall framework a number of the initial assumptions 
have to be spelt out and general comments made. 

At the outset it has to be stated that it is important to 

remember that the label of overall framework is somewhat of a mis- 
nomer. This label conjures up links and relationships amounting 
to an integrated system. This is not the case. The many actors 
involved have different political and historical basesp and con- 
sequently they tend to possess the degree of freedom necessary 
for them to decide upon what their own aims will be and how they 

will go about achieving them with little deference to other actors. 
Control from the'centre in the area of attracting foreign 

firms and in implementing industrial policy as a whole is rather 
limited. Various agencies have considerable freedom when one 

considers that the United Kingdom is a unitary state and thus 

should be free to adopt strong central control. However, although 

autonomy does seem considerable in the particular policy field 

under consideration there are nonetheless elements which reflect 
the unitary nature of the United Kingdom somewhat. Although there- 

may well be regional and territorially discretebodies especially 

such bodies as have been, examined'abovepthere are controls in ex- 
istence. Howevert such controls are diluted as it is evident that 

pblitical support from all areas and regions has to be maintained 

by means such as'allowing departments and agencies to have spatially 

defined jurisdictions. It 
' 
would appear that it is the response to 

regional and local pressures that actually goes a long way towards 

supporting a : Less than unitary approach towards implementing the 

policy of welcome and attracting foreign firms. 

Apart from controls laid down by sponsoring departments the 

various bodies concerned are subject to further control from the 

centre via norms laid down and monitored from within the Treasury. 

An aim of the Treasury is to minimise differences between regions 

and localities and to maintain norms. In particular the Industrial 

Policy Group (IPG), in the Treasury has many functions which aim to 

stabilise and equilibrate the policies of the many actors in the 
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field of industrial policy formulation and implementation. It 

also aims to articulate appropriate ceilings and patterns of 
behaviour in order to ensure that the implementation of macro and 

micro economic policies are conducive with the interests of 
industry and actors in the policy field. The role of the IPG 

is tenuous for it has no powers and is not responsible for the 

implementation of any Act. Howevert it does maintain a wide 

interest and possesses a guiding function over areas which are 
in fact the prime responsibility of other Departments. The aim 
is to give unitary purpoqe and to maintain a degree of 

hierarchical authority. 

The Treasury has a responsibility to ensure that broad 

objectives are met from within available financial resources and 

as such lays down requirements to be met by other departments 

and within various programmes. The Treasury aims to make sure 

that advice on such matters is being followed and that depart- 

ments are operating controls appropriate, to the functions and 

and the public interest. By virtue of possessing this central 

overseeing role the Treasury has a difficult taskj this being 

exacerbated by its own natural proclivity to see fiscal 

approaches to problem solving rather than using the widdr range 

of techniques as may be applicable in the industrial policy 

field. 

The, now defunct Civil Service Department (CSD) within the 

Treasury used to achieve a similar function to the Treasury, 

but only with regard to, manpower-and related expenditure. This 

is still achieved but is now divided between the new Management 

and Personnel office and the Treasury. Such controls do ensure 

maintenance of the centralised monitoring of various actors 

and activities thus supplementing and overseeing the efforts of 

specific "sponsor" departments with responsibilities for sub- 

departmental bodies. Centralised control can thus be maintained 

over spending, manpower, and the activities of the various 

implementing bodies discussed in this study. The role of such 

moderating activity is to achieve uniformity and consistency as 

well as to ensure the maintenance of hierarchies"associated 

with the unitary state. The general means of ensuring the 
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spill downwards of central management is via advisory and 

persuasive techniques and there is no doubt that the lack of 

such influence led to the demise of the CSD. It would appear 
that heavy handed techniques are not used but the act of per- 

suasion is strong. For these reasonsy in making recommendations 
belowv-persuasion is seen as being of the essence to success. 

It would be wrong to say that there is no central control, 
Control as it exists is limited but is directed towards 

maintenance of the primacy of the unitary state and there is 

no doubt that suggestions for improvements to the approach 

should aim to maximise the overall benefit to Britain whilst 

at the same time trying to reconcile the often contradictory 

and incoherent stances adopted. It would be ideal if a 

state of affairs was reached where all concerned stood to make 

maximum gain, but it is patently impossible for all the 

actors to Atain a "fair share" of the limited amount of foreign 

Investment available. The position adopted is that any 

recommendations should have the primary aim of maximising 

foreign investment to Britain as a whole. The persuasion of 

foreign investors to locate in areas where investment is most 

needed and the need to be fair to all areas if possible and are 

only secondary considerationsp but both are important. These 

assumptions are reflected in the prescriptions and suggestions 

made later. '- 

Ifv, then, the first and foremost'aim is to maximise the 

number of foreign firm s coming to Britain the highest priority 

must be to obtain an institutional setting which will make 

potential investors aware of opportunitlesp-will minimise any 

obstacles and costs to the firms and will allow use of marketing 

techniques towardsthese ends. The existing system does not en- 

sure that a maximum number of firms are made aware Of opportun- 

itieso although the sheer number of promotional bodies does mean 

that more contacts are probably made-than would be the case with 

only a few actors or a single body. qn the other hand the number 

of agencies may mean unnecessary duplication. To reiteratet it is 

not the number of actorsp it is their ineffectiveness and lack of 

liaison. and co-operation to achieve the goal of bringing the 
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maximum amount of desirable foreign investment to Great Britain 
that is the problem with which we have to grapple. 

There are many options for change available but space and 
time rules out looking at all of them in depth. The main factor 

to bear in mind is that any changes or options are not being 

introduced into virgin territory. At present many actors are 
involved and competition is strong despite consensus about the 

merit of, attracting foreign investment. The consensus is 

accompanied by conflict between actors each putting their 

specific territorial area at the highest priority for attracting 
foreign investment. Clearly any changes bring us into examining 
Issues of centrall! local relations. 

The most drastic option (apart from the total abandonment 

of activitiesq that is) would be the setting up a single "one- 

door" agency such as in Ireland. To change this the govern- 

ment would have to outlaw all other actors by fiat. This would 

not(nly fly in the face of, that is seen as acceptable methods 

for change in Britain but it would appear somewhat, illegitimate 

for^it would fail to recognise the fact that many bodies are, 

legitimately involved in industrial promotion for various 

political and historical reasons and may create more contacts 
than could be achieved by a single agency* A "one-door" I. D. A. - 
like approach would: not satisfy all the pressures and would be 

inappropriate for Britain (although many of the techniques used 

by the I. D. A, may be usefully employed). 

Interestinglyt north of the border from Eire the approach 

to industrial development Is even less unified than in Britain. 

This system is maintained mainly for the reason that it is- 

successful. Possible explanation may lie in the high level of 

financial inducements or in the fact that civil servants because 

they are largely unfettered by political mentors are able to 

achieve a greater degree of success. Howeverp "benefits" such 

as exist in, Northern Ireland have arisen for various historical 

reasons, and would be unlikely to be transportable to the mainland. 

A general-conclusion is that it is extremely difficult to 

envisage major change from an existing institutional pattern. 
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This seems particularly true for the case of attracting foreign 

investment to Britain where- the framework- has been arrived at 

incrementally and in an ad hoc manner with no synoptic treatment, 

With little direction from the centre it is difficult to ensure 

that the national policy of "welcome" is pursued efficiently 

despite the general consensus shared'at central and local. levels, 

The reaction to the problems within the existing framework 

as identified by the Select Committees on Scottish and Welsh 

Affairs and the outside consultants report on industrial pro- 

motion has been to set up a Committee on_Overseas Promotion (3). 

This Committee comprising of the IBB9 Foreiga and Commonwealth 

Officep SEPDq SDAp Welsh Office (Industry)q DCWp Department of 

Commerce for Northern Ireland and the Department of the Environ- 

ment has the following terms of reference: 

(i) to keep under observation the distribution of 
resources being devoted to overseas promotion 
for the purpose of direct inward investment by 

all the organisations represented on the 
Committee and by agencies within their areas of 
responsibility with which they are in contact; 

(ii) to prevent clashes bet7dezi overseas promotional 
activities; 

(iii) to develop co-operation on researcht publicity 
materialt briefing and any other subjects where 
scope may exist; 

to act as a foram for discussion on any matters 
relevant to the search for inward investment; 

(V) to promote mutual trust and to discourage 
unnecessary secrecy and wasteful competition 
between agencies* 

The gathering together of the various bodies with responsibility 

for the co-ordination of the actors involved in attracting 

foreign investment is a step in the right direction- The Committee 

should at least help relationships between actors present on it 

and should assist overall co-ordination of strategyq guidelines 

for behaviour and criteria for involving lower level actors in 

promotional activities, 
When he came into office in 1979# Sir Keith Josephq as 

Secretary of State. for Industryp was keen to overcome what he 
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saw as-wasteful duplication in the attraction of foreign invest- 

ment M- Despite the investigations of Select Committees and 
consultants-the only major change has been the establishment of 
a Committeep although a few bodies have been given a jolt, 

notably the NEDC and XORWIDA. It seems doubtful whether the 

Committee will achieve major improvements, Committees are so 

often often little more than a tokenism bringing about a 
formalised combination of links that already exist in an informal 

sense* It would be premature to make judgement on the utility 

and effectiveness of the Committee* It would appear that this 

Committee, which incidentally. does not involve any Local 

Authorityp New Town or development association representationg 
is monument to the difficulties of bringing about change to an 

established framework* 

Leo Abset the Chairman of the Select Committee on Welsh 

Affairsq one of the Committees looking at industrial promotion 
identified the problems associated with achieving change* He 

said his Committee was "concerned that witnesses in general 

have been too keen to defend the status quo ort where rationali- 

sation has been proposedt to rationalise, everybody'apart from 

themselves" (5). This has also been recognised by Pressman 

and wildavaky when they suggest that: "Everyone wants co- 

ordination - on his own terms" (6) and later: "Achieving co- 

ordinationp againt means getting your own way" (7). 

one word which was part of the recurring rhetoric of many 

respondents was co-ordination. Unfortunately they often fell 

into the trap of seeing co-ordination as a magical ingredient 

capable of addition to the framework to bring about improvement 

(8). co-lordination is nothing more than a desirable state of 

affairs whereby an array of actors can achieve goals more readily 

and effectively. Nevertheless the means by which better co- 

ordination may be arrived at - by coarciong common purposel 

political bargaining and the recognition of technical inter- 

dependence are seen as having a part to play when suggestions 

are made shortly. 
Respondents were also well aware of the dysfunctional nature 

. of the present framework for attracting foreign firms and were 
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keen to suggest improvements* Most felt that promotional efforts 
and methods should be improved. Improved marketing and a more 
effective organisational framework for dealing with and attract- 
ing foreign firms were recognised as crucially important. 

In a system where there is no strong vertical control it 
is difficult to make changes based on mechanisms associated 

with a vertical control network. In attempting any change it 
is imperative for a recognition of political needs and interests 

and the desire for the tidy organisation of central and sub- 
national actors should__come second place behind political con- 

siderations. 
Whatever changes and suggestions are made care has to be 

taken not to allow the evaporation. of well-intentioned re- 
commendations. With strong feelings Of distrust and alienation 
between localp regional and central bodies any plans could 
easily be qu4shed unless sustained effort is made towards im- 

provement. Whether change is to be by force or persuasion the 

onus for bringing about improvements is from the centre downwards. 

As the issue deals with power relationships and strong parochial 
(political) interests opposition could be considerable and, 

whether the centre would be prepared to devote time and effort 
to an area where the benefits in financial savings are minute 
is open to question. Up howeverp there is a desire to produce 

a framework that is more effective in attraction and in handling 

foreign firms then the commitment of a number of staff of the 

IBBI sayt could have considerable benefit. 

Before becoming involved in discussing the merits and 
difficulties of implementing suggestions it would be worthwhile 

summarising and recapitulating the basic recommendations made 

about each type of actor in the earlier parts of this section. 
After doing this we can see how these recommendations intermesh 

with the subsequent recommendations for the overall framework, 

(i) Local Authorities All but a few of the more 
capable and generally the larger Local 
Authorities ought to withdraw from active 
attraction of foreign firms and should adopt 
a role where they are supportive to regional 
and national promotional efforts in giving' 
help and assistanpe to interestedforeign 

396 



firms if so requiredo The withdrawal of many 
local Authoritie6 from active Promotion is 
recommended on the basis that many have had 
poor track records and generally lack financial 
resources and the necessary expertise to be 
successful in attracting foreign firms, 

(ii) New Towns Much the same normative recommen- 
dations apply to New Towns as they do to Local 
Authorities. Howeverv very few New Towns were 
found to be engaged in inadequate programmes. 
The more successful New Towns should continue 
to attract foreign firms# if for no'better 
reason than they have been successful in the 
past and do seem to possess the necessary 
resources and expertise. 

(iii) Regional-development associations and Development 
AKencies Although all regional bodies appear to- 
exhibit shortcomings to a greater or lesser extent 
regional bodies ought to be maintained and improved 
in the sense of understanding their role and 
adopting techniques related to that roleo A 
political demand for regional actors was found 
to be important but this was accompanied by 
considerable dissatisfaction with regional actors 
from local quarterse Attention should be paid to 
the regional - local relationship in particularo 

(iv) The IBB The central agency should be retained 
within the Department of Industry but its marketing- 
effort should be improved. If necessary part of 
the IBB's activities could be pulled out from the 
usual constraints associated with the civil service. 
This could be achieved internally but if necessary 
a quango with close links to the IBB in the Depart- 
ment of Industry may be considered. The concern is 
basically with maximising marketing abilities of 
the IBB and also to this end it is felt that the 
IBB should follow its complete title in3tead of 
favouring the Assisted Areas to the detriment of 
the more saleable non-Assisted Areas. The IBB 
should also adopt a more active role in assisting 
and interlinking with other actors. 

Achieving all of these aims simultaneously is far from easy. 
To be successful sufficient incentive has to be given to actors 

to both recognise the need for change and to accept new roles for 

themselves and others. Unfortunately there can be little guarantee 

of success for much depends on actors making self appraisals and 

accepting persuasion for change from the very bodies with which 

they are dissatisfiedo Previous attempts at changing the present 

397 



framework have failed* For instance, at the time of the 

establishment of the IBBy the Development Agencies and the 
development associations respectivelyp many actors who withdrew 
from active promotion at the time found that the new bodies did 

not meet up to their expectations and they subsequently return- 
ed to active promotion themselves. This previous experience is 

part of the reason why a grand design for change is not attempt- 

ed and in preference to this some suggestions are made as to 

means by which roles and responsibilities ean be altered in the 

, aim of achieving a better institutional organisation using suit- 
able techniques for attracting foreign firms. 

The normative proposals for change in the way the central 

organisation actually operates have been discussed earlier and 
here we largely confine discussion of ways in which the IBB can 

channel its attention to improving the rest of the framework by 

such means as influencep coercion and persuasion. The IBB 

should be able to persuade regional bodies of what it desires 

their role to be via the Committee on Overseas Promotiont by 

informal linkages andv if necessary, by attaching strings to 

finance supplied to Development Agencies and development associa- 
tions from the centre, This would mean making finance contingent, 

upon their behaviour and the adoption of appropriate roles. 

Tackling the changes required at the local I-evelp particularly 

in the Local Authoritiesp is the major problem and so most 

attention is paid to suggestions on getting the Local Authorities 

to change roles and methods in the attraction of foreign invest- 

mento The main problems evident with changing the behaviour of 
Local Authorities reflect the main problems in making any changeo 
To re-iterate they are: 

(i) Deciding which Local Authorities arep and 
which are not both competent and legitimate- 
ly involved in active promotion aimed at 
attracting foreign firms to supplement 
national and regional efforts. 

Whov if incompetent Local Authorities do not 
recognise their incompetence of their own 
volitiong should decide on each Authority's 
competence and legitimacy? 
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(iii) If some and not other Local Authorities are to 
be excluded from active Promotion be it by self 
recognitiont persuasion or legislationv how 
are the political realitips of parochial 
interests and desires for emulation to be over- 
come? 

(iv) How can it be made certain that those con- 
tinuing to be involved in active attraction 
of foreign firms do so effectively and within 
an efficient overall framework? 

Overcoming problems with the Local Authorities and getting 
them to act in keeping with the normative Proposals laid out 
here is problematic to say the least. Perhaps the easiest way 

would be for Local Authorities to recognise their inadequacies 

of their own volition. They can then decide what effort they 

will put into attracting foreign firms. But this is barely 

different from the present. Local Authorities, and others in- 

volved in attracting foreign firms seem either incapable or 

unwilling to assess their success and in many cases recognise 

that they hal0e inadequate resources for the necessary type of 

marketing operation. Although persuasive arguments constructed 

from the centre may help Local Authorities in deciding what their 

role should bet such persuasion would probably be resisted as 

unwelcome interference. Howeverg there seems to be no way 

around this problem if the aim of the exercise is to attain a 

proficient overall framework. 

It has to-be recognised that those already involved in sub- 

stantial promotional activities will wish to continue to do so 

and would be unlikely to give up any activities of their own 

volition. Many Local Authoritiesrfor instancey have put a good 

deal of emphasis on promotional Programmes ahd are unlikelyp once 

establishedp to give them up unless they have been unsuccessful in 

the extremet although a lack of monitoring oft en means that 

success is not even assessed by the Authorities themselves. This 

is not to say that success is seen as amenable to measurement. 

By saying that some and not others should be involved in active 

promotiong this does not mean that success league tables can be 

drawn up. What is being said is that you can assess the utility 

of methods and techniquest that lap you can detect those with a 

strong likelihood of bringing or helping to bring foreign firms 
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to Britain, but it is not possible to compare actual success for 
it would be unfair. Nevertheless, at some stage it may be 

necessary for a central body to make judgement on which actors 
should and should not be involved. The key point to remember is 
that measurement by success, judged in terms of firms attracted, 
which may be fortuitous anywayl is not seen as suitable for deter- 

mining who should and should not be involved. Judgement should 
be based on explicitly laid down criteria as to the marketing 

capabilities and methods adoptedt as will be discussed later. 
If those Local Authorities that are not adequately equippedp 

nor do a good job, do not decide to pull out of active promotion 
and adopt a more supportive role for which they are more suited, 
then there is need for an external actor to decide upon each 
individual Local Authority's suitability for active promotion. 

-How to persuade and give incentive for somep but not othersq to 

withdraw is-problematic, perhaps, insurmountable, but a declara- 

tion of preference or persuasion over coerC'ionp via legislationt 

is an assumption made. Týis is because coerciong based on 
jurisdictional limitationg in an area such as this is not usual 
in British politics and if used it would probably lead to less 

co-operation in getting actors to accept allocated rolesp for 

which they were seen as more suitedp in an overall framework. 

Local Authority willingness to accept control varies. 
Whilst some successfully resist central intervention, others 

comply with central instructionsp even if the area is a con- 
tentious one* A system for control would have to be based 

on sound reasoning* Building a persuasive case is difficult. 

The present study has failed to find support for many of the 

perceived problems. For examplep the problem of excessive 

pestering was found to he only minor. What hasp lioweverp been 

revealed by this study are the poor programmes for marketing 

overseas and-handling foreign firms and we have seen how 

agencies may be consumed in activity simply for its symbolic 

political value. 
-qe have to ask what mechanisms other than jurisdictional 

limitation are available for bringini? -change. There is a need 

for local initiative to be balanced and traded off against overall 

efficiency, In this light the Department of Industry could 

perhaps issue guiielines'for the judging of the capabilities and 
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marketing methods of Local Authorities and on the basis of these 
persuade Local Authorities to either get out of active industrial 
promotion overseas and adopt a supportive and responsive rolev or 
improve their programmes and remain active. 

There would have to be an announcement of an intention to 
introduce a judgemental system for assessing the suitability of 
Local Authorities and New Towns for active promotion overseas. 
A series of guidelines could be laid down by the IBB9 the contents 
of which could be as listed below. Each Local Authority or New 
Town wishing to be actively involved would have to make a sub- 
mission to the IBB9 taking the guidelines into account. The sub- 
mission would have to fulfil the following: 

(i) Adequate one yearr three year and five year 
plans. 

(ii) Adequate financialt manpower and expertise 
-resources. 

A saleable image as well as goods (sites and 
premises) to sell. 

(iv) Ability to provide good basic information and 
help to foreign firms. 

(v) Potential contacts. 

(vi) Evidence of adequate market research. 

(vii) Ability. to be flexible. 

(viii) Ability to re-appraise strategy. 

(ix) Worthwhile links with other promotional 
organisations. 

(X) A need to attract jobs either to overcome 
unemployment problems or to meet up to 
structure plans. 

The basic elements are those associated with good marketing. 
To highlight their importance these are considered separately 

and briefly in Section 8.2 of this chapter. 
The basic criteria cannot be*hard and faatj but if a Local 

Authority or New Town can demonstrate that by their active 

promotion a worthwhile addition can be made to national effort, 
then it should be encouraged. Basicallyp the system could be 
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that every three years, those given albeal of approval" by the 
IBB9 would have to re-submit plans for the next five years to 

gain further approval. Other Local Authorities and New Towns 

could submit a five year plan at any timet but no more often 
than annuallyg to seek approved status. In the meantimep their 

role In promotion would be purely responsive to regional and 

national b3dies as discussed later. The possibility for 

approval based on theset criteria and ability to meet them could 

ameliorate any sour grapes from Authorities that had been curtail- 

ed. And such an approach based on the "seal of. approvai" would 

help in sorting out wheng and to what extent, Counties or Dis- 

tricts should be involved and should interrelate. Basic 

differences do exist. For instanceg Counties rarely own sites 

and premises. butV neverthelessp they may be the better equipped 

for promotion purposesp in which case links and relationships 

with Districts would have to be clear. The outcome would 

legitimately vary by case* 
The benefit to the Local Authorities and. New Townstgiven 

approvalt could be the offering of full IBB and Consular support. 

Before making specific forays overseasp howeverg a venture would 

have to be cleared by the centrey which no doubt would have to 

err more on the side of favouring the actions of other British 

actors than at present. Entrepreneurial activities should be 

encouraged rather than discouragedl unlesst of courset they are 

inadequately planned or considered. There could even be a 

system whereby responsive authoritiesq that is those lacking 

the "seal of approval" to be activet could get occasional 

support from central or regional agencies if they had a good 

proposition for a specific industrial promotion to exploit a 

commercial contact. 
The aim of a plan such as the one based on a "seal of 

approval" system would be to accommodate the disjointed British 

approach within a unified framework where common purpose had 

been engendered. This could be further assisted by establishing 

a two way flow of staff between the IBB and other promotional 

agencies. Further assistance to the aim could come from the 

IBB and regional bodies adopting consultative roles if needs be. 

Training could have a very significant role to Play in getting 
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all to think along the same lines. There is no doubt that 

training courses for industrial development officers or their 

equivalents (which could be made an essential requirement of 
gfLining a "seal of approval") would be beneficial. Training In 

marketingg'the needs of firms9 techniques and packaging would be 

beneficial if seeming a little like going back to school. Other 

elements of training would be relevant to all and seem less 

school-likep covering subjects such as national and regional 

policiesy relationships between organisations and how to present 
the broad level of grants available to firms. More regular 
briefing and liaison between actors would also add to greater 

coherence and mechanisms to achieve this could be considered. 

Changes such as these would allow better monitoring, 

accountability and controlp but would require strong commitment 
to change at the centre in both moral and s taff terms. Sustained 

effort at maintaining improvement and providing a viable national 

framework would be necessary. Although', less preferable than 

persuasion combined with self realisation of inadequaciest this 

system involving coercion should have a better chance'of success 

and continued maintenance for the persuasive route would probably 

lose momentum in the long run and any improvements would probably 

be lostt leading to a re-establishment of the unsatisfactory 

framework we have at present. 

Whatttheng would happen to the Local Authorities and New 

Towns excluded from active promotion? They would always have the 

opportunity to become active and obtain a "seal of approval" but 

in the interests of improving the overall effort they would still 

havea role to play. Their role would be responsive to the needs 

of national and regional actors. Co-operation would be difficult 

to achieve as amongst these actors would be some that were former- 

ly activev but now excluded. No easy method of overcoming these 

problems is apparent. The responsiveg as opposed to active 

Local Authorities and New Towns, would have to be persuaded that 

the only way they could have a part to play in bringing foreign 

firms to their spatial area would be by servicing the needs of 

the IBB and regional actors when so requested. In a way they 

would have to be co-operative and supportive if they wanted to 

stand a chance of landing a foreign firm. It must be noted$ 
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howevert that the IBB and regional actors would not have to show 
favour to any area whether or not it was deemed responsive or 
active. 

That &loop would be the means for bringing change and 
improvement to regional bodies to persuade them to fit into the 

new framework? As well as persuasion coercion into acting In the 
desired manner (discussed earlier and also briefly below) could be 

achieved by attaching strings to finance* This method for achiev- 
ing change has already been used to a limited extent* For ex- 
ampleg when the grant-in-aid to the NEDC was Increased by ý 
L1000000 in 1977-78 the strings were that the NEDC should agree 
to a clearer relationship with the activities of the Northern 

Regional Office of the Department of Industry, This technique 

could be expanded if it was felt neceasaryp that isp if persuas- 
ion of regional bodies to fit in with the overall framework were 

not possible. There would be a necessity for persuasion or 

coercion of regional bodies to get them to submit plans# organise 
inter-change of staff# and adopt techniques and relationships as 

proposed for the IBB and local actors. 
Basicallyt co-ordination via engendering common purpose and 

coercion between all actors is being expounded but there is 

another necessary means to achieving co-ordinationg that ist via 
Increasing technical interdependence between centralt regional 

and local actors* By this we are suggesting that each type of 

actor should adopt roles and responsibilities for which it is 

most suited and appropriate to its circumstance and resources. 

Ind by this it In not being suggested that staid and set patterns 

should necessarily be adopted for as we Bar earlier a degree of 

competition can produce benefits. 

If each type of agency adopts a role for which it is most 

suited, a useful organisational division of labour can occur. But 

all the coercive means outlined above should attempt to balance 

control and independence for otherwise healthy competition and 

novel efforts will be stifled* Whilat a free exchange between 

centralp regional and local levels is to be encouragedt each 

level should recogniBe that at other levels policies will need 
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to be self-designed. Such policies must notq howevert exhibit 
what is seen as the major problem in central-local relationst 
ambiguity and confusion in the Allocatýon of responsibilities. 

For inward investment it would seem that it is essential - 
that investors are initially met by individuals with a grasp 
of national policies and able to draw on the support of other 
levels. At the national level a single body needs to be able 
to give definitive advice on governmental attitudesp incentivesq 

tax ratest cross national comparisons and so one Regional 

actors need to have a general marketing role and be able to ad- 

vise on facilities in the region. 
In the case of Development Agenciesp there may also be 

financial packages and sites to offer. The development 

associations have a more tenuous niche to fillq but they can 

provide details on infrastructurep potential local suppliera- 

and customers and business servicese Their existence as we have 

seen earlierv is based upon a definite local political demandp 

and despite the lower necessity for development associations 
their continuance appears necessaryp especially when Scotland 

and Wales have the advantage of Development Agencies. 

At a local level Local Authorities and New Towns are 

essential In the planning process and providing information 

and after-care of firms. They often have details of the 

important minutiae, such as a factory's floorspacep floor thick- 

ness or door-size. These elements apply to active and responsive 

local bodies andindicate that the latter still have an important 

role to play in bringing foreign firms to Britain. 

In the past it has been'difficult to untangle responsibil- 
ities in this way. Changes in emphases and demarcation of 

responsibilities shouldv howevert retain some flexibility 

where possible. 
All levels shouldl and would need to draw on assistance 

from other levels but interference or capture of interested firm 

by another agency would have to be discouraged. The mechanisms 

for achieving this do not exist but there would have to be a 

reliance on the acceptance of common purpose as in a team spirit 

engendered by all actors and encouraged from the centre. Team 

work involving the IBBp a regional and a local actor could be a 
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possibility, but this would have to depend on the specific case. 
Neverthelesst there must be a furtherance of the establishment 
of clear understandings of who is to do what in a specific case. 
This can be achieved by more liaison aný possibly via the newly. 
established Committee on Overseas Promotion. There have already 
been some cases where agreements have been reached and so such 
an approach does seem to have a chance of success. For examplet 
the SDA agreed to take a back seat to the IBB in the attraction 

of Nippong the Japanese electronics manufacturer. In other past 

cases relationships have been donfusedg much to the detriment of 
Britain. For examplev in the much publicised case of Mostek 

conflict between the SDA9 the IBB and the Department of Industry 

led to a farce culminating in the loss of the company to Eire. 

The overall framework thengneeds to achieve interdependence 

in two ways. Firsttin a technical sense to ensure that the 

attraction of foreign firms is achieved effectively and secondq 
in a sense whereby various actors are recognised as legitimitely 

involved for political reasonsp yet can achieve national aims of 

maximising foreign investment co-operatively. Any restriction of 
involvement should be based purely on the grounds of proficiency 

in the task concerned* 
An air of confidence between various levels needs to be 

engendered. All local and regional actorst for instancep need to 

know and be reassured of the fact that national bodies act on 
their behalf and in a fair manner. Howevert despite the suggest- 
ions made herein for moving towards a new system and new 

attitudest there will'nb-, d(yubt be extreme difficulty in changing 
the existing framework where some actors are effectively told 

they are not fit to be involved and others are told to shed 

antagonism and switch to common purpose. During this study we 
have seen examples of antagonismt suspicion and general unco-oper- 

ativeness at all levels. We have seen some Local Authorities and 

New Towns that refuse to co-operate with regional bodies by re- 
fusing to pass on simple pieces of information on the names of 

firms or the availability of sites in their area. We have seen a 

regional bodyy the NEDCp that has found itself severely criticieed 

by the press and later by a consultant's report. The IBB has 

poured scorn on independent actiong especially if coming from 
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bodies in non-Assisted Areasp or if challenging what it sees as 
its sole right to overseas "offices" within the Consular systema* 

In the-end change does'seem a necessity in order to achieve 
the policy of "welcome" so that we can maximise desirable foreign 
investment in Great Britain. To this end the firm must come first. 
'Which actors are dealing with a firm is less important than en- 
during that actors are actually dealing with the firm and that 
it is easy for that firm to obtain what information it needs 
and to assemble the package that it requires. The encouragement 
of actors capable of giving necessary assistance and the dis- 

couragement of actors inadequately equipped for this purpose 

should be pursued. 

8.2 Attracting Foreign Investment to Great Britain: A Market- 
in Approach 

In the last section we 
' 
discussed how improvements in organ- 

isational settings and relationships could bring about a better 

framework of organisations involved in: attracting foreign invest- 

ment to Great Britain. 

In this section we simply add to this by looking at the 

methods that organisations use. The section is brief in order to 

highlight the general findings in relation to the adoption of a 

marketing approache 

In the previous section it was advocated that many of the 

organisations currently involved in trying to attract inward in- 

vestors ought not to be actively involved in direct promotional 

senset but ought to adopt to a responsive role supportive of 

more proficient central and regional organisations. However, 

despite of the fact that many bodies are not well suited to 

attracting foreign firmst there seems a strong likelihood that 

some may continue with policies of attraction unless they are 

coerced to dootherwise. This being the case this section selects 

key advice by bringing togetherp and summarising briefly, many of 

the points made about marketing in earlier chapters. Many of 

the points are applicable to all promotional bodies and many may 

seem platitudinous to somep but judging by the poor efforts of 

many they can only be a revelation worthy of attention. 

The basic maxim to be followed is that bodies should only do 
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that for which they are suited and capable. The basic principles 
of marketing should always be heeded. Half-hearted efforts are 
inexcusable. 

A clearp well-thought-out Programme is essential, The 

setting of realistic targets and goals in both the long and short 
term give a stable basis to the development of a programme. 
Benchmarks allow the gauging of success and continuance of con- 
trols and monitors. Planned programmes need to be judiciousq 

prudent and sensiblep clearly stating objectives and matching 
them with resources. A clear and embracing strategy needs to 
take full cognizance of what the geographical area in question 
has to offerbearing in mind such things as local industry and 
linkagesp labour availabilityg and the possible impact of new in- 

vestment. Strengths and weaknesses have to be balanced in assess- 
ing an area's potential. 

Once the needs of an area have been clarified and its 

potentialities identifiedp the main essential task of industrial 

promotion is client orientation. Many respondents questioned 
during this study appeared to have a good grasp of the more 

general needs of foreign firms9 but they rarely translated this 

into a recognition of thelroblems of making location changes 

across national boundaries. The role of the development body in 

simplifying and reducing problems could be greatly improved. 

Data provision services were often poor. Improvements could be 

made in assisting foreign investors by providing information, 

arranging relevant contactsp actingon their behalf and acting as 

a mediator with bureaucracies and other bodies. 

Tailoring and individualising the approach to each firm is 

essential. Every effort must be made to understand the needs 

of the firm and once recognised as necessary and possible, any 

support that can be given should be given. Flexible response 

within the context of fixed programmes and standard operational 

procedures must be developed. Rule orientationcf programmes 

designed to attract firms in general must be combined with a 
task orientation in a "can do" framework. Professional staff, 

willing to seize opportunities and with an entrepreneurial spirit 

are essential. 
Responses made to enquiring firmst location consultants and 
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to promotional bodies representing themp must be rapid and 

efficient. If more active approaches are attempted, then 

programmes need skilful handling and execution. The I. D. A. of 
Ireland seems to have all these things clearly understood. They 

tend to use selling and marketing techniques with which firms are 
themselves familiar. Advantages inherent to the I. D*A. in that 

it is both able to be a marketing organisation and canput the 

details of financial assistance clearly on the bottom line, makes 
things easier for them. With the increased uncertainty regarding 

the level of Selective Financial Assistance givenin Britain, the 

task of estimating probable levels of support has been made more 
difficult for promotional (rganisations. Although- they can never 
tell a firm what it will definitely receivep those involved in 

promotion at the sharp end should be given some briefing(n the 

broad levels of assistance available and probable. Close co- 

operation between those handling financial support and Promotion- 

al agencies is important. 

Aiming at precise targeta, with clear and worthwhile 

propositions andinformation packages, is essential. The 

techniques employed to reach targets were found to be ill-con- 

sidered and poorly executed in many of the promotional bodies. 

Unfortunately techniques were found to vary in utility and no 

simple generalisations on the best tack to pursue can be made. 

For instance, mail shots, newspaper advertising, visits9 seminars 

and so on were all found to be useful in certain casesp but it 

was clear that their utility depended on the thought that had 

gone into using them within overall marketing plans and 

strategiese 
Success is related to both knowledge and research. The 

actors involved need to be fully cognizant of the wider con- 

siderations of why firms movep why theymove abroado why they 

choose Great Britain and why they choose specific locations. 

There is also a need to understand the wider difficulties of 

firms9 their organisational problems and their goals. Such 

understanding provides the prerequisite to knowing how to in- 

fluence potential inward investors. Only with such knowledge 

and understanding can the all important business rapport be 
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established with clients. An important way of developing such 
knowledge is by keeping in close touch with already established 
firms by providing an after-sales service should such be re- 
quested. This may even be more influential on future invest- 

ments than any other means. The influence of businessmen on one 
another is all important to cultivate. 

Research undertaken by promotional agencies can also have 

profound influence. Searching out information org better still, 
figures that paint a rosy picture of a locality is essential. 
Research also allows the understanding and evaluating of the 

market and'of customer requirements which can prove of great 

value. Much of the success of the I. D. A. of Ireland stems from 

its emphasis on research. Once a market has been researched 

promotional efforts can be effectively channelled. Finally, the 

reviewing of activities is extremely useful in measuring the 

utility of policies and their effectiveness. 
From this brief overview of a marketing approach it should 

be clear that few bodies are capable ofl or well suited to the 

fiercely competitive task of actively attracting firms from 

overseast although they all have a potential influence and a 

part to play in the overall attraction. Many actors ought to be 

aware that their lack of success and use of randomt often in- 

appropriate and plagiarised approachest shows*that they would'be 
better to take a back seat rolev providing support to bodies 

better equipped to go out and attract foreign investment. 

8.3 Final Comments: Initial Propositions Reconsidered 

A consensus on the need for attracting foreign investment 

to Great Britain was revealed by undertaking this study. Con- 

sequent ly9 the way in which the "welcome" is achieved has been 

considered in deptht and suggestions for improvement have been 

made. Howeverp despite concentrationcn this aspeatt it is 

necessary to recollect and reconsider some of the wider reasons 

for this study by looking at theinitial propositions that were 

made. 
A major impetus for the study was the need to balance out 

the lihited ways in which foreign investment in Britain appears 
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to have been viewed. Making definitive statements Is-difficult. 

For instance, whilst statisticsp if -existent, may show one thing, 
decision makers may believe another. Interpretation can become 

little more than-a question of belief and it is in this light we 
return to the initial propositions. No definitive answers can be 

producedg nor was this the aim of the study. It has to be borne 

in mind that propositions were to provide yardsticks for 

reference and in reconsidering them we are only making judgements 

on their validity. Rather than answers we have at least gained 
insightsi Instead of repeating the details of all-the obinions 
held regarding the initial propositions (9) we will assess the 

general validity of them in the light of the study. 
The first set of propositions on the goals Of government 

and firms in general shows the two to be mutu%11Y Supportive 
(Propositign 1 supported). Foreign investment has been seen as 

a means of fulfilling desires for growth and consequently has 

been fully consistent with a fundamental desire of successive 

governments. Howevery state growth orientations can rarely be 

at the expense of the firmg but firm growth orientations can be 

at the expense of the state. This is due to the fact that 

decisions in the firm may often be taken from outside the state 

with little regard being paid to national boundariesq the 

emphasis being placed on markets. A firm may set up in a 

particular state to increase its market share and then having 

attained its desires may disinvest but retain ts market position 

by importing. Firm growth can thus be at drastic costs. It must 

be notedt howe'vert the although the foreign firm has 

opportunities to do this, their record of closures in Britiang 

as. ýett shows little indication of this being a worrying 

phenomenon. Another major potential worry is that foreign firms 

have links with home states and go about implementing their 

foreign policy. Covert links are difficult to separate from 

coincidence or just the likelihood that home state and firms will 

have similar behavioural paradigms. This element is of little 

worry to Britain. Fears are assuaged by the knowledge that major 

foreign firms and major western states are somewhat mutually 

supportive. Instead of drawing states apartg the increased 
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interdependence caused by foreign investment may be a valuable 

gain. 

Opinions of most survey respondents Eind M. P. s suggest that 

restrictions on foreign investment areý rightly non-existent 
(Proposition 2 supported). Foreign firms are seen as of major 

overall benefit to economic strategy. Benefits are seen to 

-greatly outweigh costs such as loss of autonomy or increased 

vulnerability (Proposition 3 supported). Some concern was ex- 

pressed by elements of the left andq apart from newspapers 

occasionally trying to whip up the nationalistat this was the 

only group of those identified by Curzon as possible opponents 

to foreign investment (10). Although it was reeognised that 

benefits are bound to generate some costat the apparently 

disproportionate benefits resulting from foreign as opposed to 

indigenous firrqs were revealed in the second chapter. Foreign 

firms were shown to be major contributors to the British economy 

and the economic goals of greater growihq increased productivity 

and higher exports* 

Foreign firmsp especially the large multinational type, 

have undoubtedly more scope for acting outside goverment 

policies than do indigenous firms by virtue of inherent advant- 

ages such as access to capitalq world markets and technology 

(Proposition 4 supported). These advantages are at one and the 

same time benefits and costs. Any state will want such ouccess- 

ful companies operating within its boundaries and bringing 

benefits such as jobst technologyp exports and-import sub- 

stitutiong but when foreign firms actually make use of advantages 

contrary to government policieaq then this will be viewed as a 

cost. Advantages whichp for instanceg allow the skirting of 

state fiscal policy are exploited but only to a limited degree 

in Britain hencer limited support for Proposition 5 In states 

where taxation authorities have less expertiset then firms must 

be in a stronger position to exploit the situation. Britain 

should not be complacentl howeverg for the Special Unit in the 

Treasury has exposed some significant under-payment of taxation 

during its lifespan. 

Foreign firms do bring benefits in specific and important 

areas. They are generally perceived to have improved Britain's 
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balance of payments (Proposition 6 Supported). This seems to be 
the case but without recourse to balance Of trade figures and 

estimating how much transfer Pricing does actually occuA this 

cnnclusion can only be tentatively made* Foreign firms operating 
in Britain also benefit Britain in terms of net additions to 

employment. The general feeling is that labour practices and 
trade union recognition was generally no different to that of 
indigenous firms (Proposition 7 supported). If there were 

differences the foreign firms did on*occasion show reluctance to 

recognise unionsp but generally there was praise for better 

conditionsg wages and productivity. 

A problem encountered all along in examining attitudes to 

foreign investment was the difficulty in making comparison, due 

to the absence of figures that show such things as labour 

practicest trade union recognition# and balance of payments, 

It is also important to note that someviews may be based large- 

ly on surmise. For instancep it was commonly held that foreign 

firms benefitted Regional Policy, yet figures show that foreign 

firms often establish in non-Assisted Areas. Why figures are 

lacking in some ways reflects the lack of a central synoptic 

Organisation intent on analysing the impact of foreign firms in 

order to gain a comprehensive and balanced view of foreign in- 

vestment. 
The activities of foreign investors in Britain are not seen 

as detrimentalg except in a small number of casest and so desire 

for control of their activities is givenonly a low priority 

(Proposition 8 supported), Consequently# strategic elites in 

Britain believeln the active encouragement of foreign investment 

(Proposition 10 supported). This is reflected in the only 

identifiable aspect of PolicYt that of"welcome". Apart from 

this policyt if it can be really called suchp no differentiation 

between foreign and indigenous firms exists. 

This policy of OwelComeM`has already been scrutinised and has 

revealed that a lack'of a clear statement of actors and actions 

that they should undertako'has led to incoherencep competition 

and a need for improved co-ordination. The incoherence has 

manifested itself in wasteful duplication and often bodies have 

not been doing that for which they are well equippedt and suited. 
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That wastefulness is evidentg gives partial support to Pi-opos- 
ition 139 howevert this it was felt by most of the respondents 

at least did not go so far as putting firms off Britain. 

Proposition 11 also identified reasons for incoherence. 

This proposition suggested that the likelihood for development 

organisations to be involvedg would be enhanced if there was a 
lack of restraints on action from the centrep a lack of larger 

bodies seen to be acting effectively on behalf of many smaller 
bodies and a perceived need for investment. On all three 

counts involvement was enhanced and so many bodies have become 

involved. Concomitantly Incoherence and competition have growne 
The resultant competition has probably led to the gaining 

of more contacts and more foreign investment than would have 

otherwise been the case. The many organisations involved serve 
to supplement an otherwise limited total effort and rivalry and 
healthy competition between the actors concerned does seem to be 

to the overall good, With more actorst however, there is more 

scope for actors being played off one against another. This 

was found to be much more prominent and costly on an inter- 

national scale. Playing off actors against one another within 

Britain was found to be only possible to a limited degree. Local 

topping up of financial benefits wasp In most cases, only limited 

and was often subject to effective eradication by its being taken 

Into account when giving Selective Financial Assistance* Playing 

off does occur (Proposition 9 supported) but this is mainly an 

international phenomeno n. Locallyq playing off is less financial 

than psychologicalp involving the use of persuasive techniques. 

Approximately a hundred and thirty bodies are involved in 

promoting overseasq but only about a sixth of these are involved 

to any significant degree. The cost of these operations is not 

great and pale into Insignificance when compared to the financial 

incentives handed out to firms in an effort to support investment. 

Active promotion if it achievesinward investment that is a net 

additiong is a relatively cheap way of gaining investment. Im- 

provement of the effort could be at little cost# yet benefits 

could be immense. 

Given that there are perceived to be few grounds for dis- 

couraging foreign investmentp and that the policy should be a 

receptive and welcoming onep it is surprising that as the 
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welcoming has grown more active, the policy has not been more 
rigorously consideredg at least until recently. With one 
differential and identifiable element of a policy,, - the policy of 
"welcome"v it is worrying that it has left so much to be desired 
and has often not been well done. This saidp howevert it would 
be unfair not to tenor such an indictment without making a 
general observation regarding this. A scholar has the advantage 
and privilege of being able to stand back and make a more general 
evaluation-p knowing that he does not have to make decisions. It 
is all too easy from this position to criticise and bblittle 

attempts to overcome problems seen in a particular policy field. 
The observer can never be sure what goesan behind closed doorsp 
he can only speculate on the adequacy of consideration or inter- 
action. The scholar can only attempt to look inside and will 
almost inevitably fall into misleading generalisationsy possibly 
acceptable t6 fellow scholars but annoying to insiders. For 

example, we have talked of governments having Policies herein 

without making many qualifications to this. Policiesp it needs 
to be rememberedg are a result of a complex array of inputs. For 
in3tancep amongst other things the Department of Industry wants 
sole responsibility for attracting foreign firmst the Foreign 
Office does not want its overseas operations interfered with 
and the Scottish Office want an SDA free of restrictions. All 

cannot have what they want without compromise. Even worset all 
three departments want other things and to say department i wants 
y is again a gross over-simplification in the first place* All 
that can be done In this situation is for the author to state a 
recognition of the difficultiestor otherwise statements would 
need endless qualification. 

Having stepped back and examined the approach to foreign 

investment in Great Britain it would seem that there is a 
great need for improving the means for attracting foreign invest- 

ment to Great Britaing for the ends are potentially so beneficial. 

There is also certainly room for a less complacent view of the 

possible detrimental consequences of foreign investment than is 

presently the case, butj just as the Steuer Report admittedp this 

author has also found that after much consideration there is lens 

need to worry about. the possible perils of foreign investment than 
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there may at first seem. 

(I) The Yorkshire and Humberside Development Association 
being the smallest of the three and outside the areas 
of main focus of the study was not subjected to deep 
scrutiny. Howevert the Association did appear to be 
doing a job more suited to its resources and using 
more carefully considered methods than the two others. 
The Devon and Cornwall Development Bureau is not 
considered as a development association despite 
receiving grants from central government. The Bureau 
is, as yett seen as merely a co-operative exercise 
between two Local Authorities. 

(2) A point made in the Second report of the Select 
Committee on Scottish Affairs Inward Investment, Session 
1979 - 809 Vol. 19 No- 7699 H. M. S. O. t 28 August, 809 para. 
5-5. 

(3)' For details see the Second report f rom. the Select 
Committee on Scottish Affairst Inward Investment 
(Session 1979 - 80)9 Vol'. 29 Minutes of Evidence and 
Appendicesq No- 769, H-M-S-0-P 31 July, 80, P- 3389 
(Memorandum from the Department of Industry). 

(4) One of the items he urged members of his Department 
to read was an article on unnecessary duplication and 
wastefulness in promotionespecially overseas. It was 
L. Mazur "U. K. regions at War"t Engineering TodaX, 
1 Mayp 19799 P. 33 - 36. 

(5) Ihe Times 1 Augustý 1980 p. 1. It seems ironic that 
Mr. Abse should say this for the Select Committee on 
Welsh Affairs The Role of the Welsh Office and Associated 
Bodies in Developing Employment Opportunities in Waleal 
Session 1979 - 80t Vol, 1. No- 731 - lp 30 Julyt 1980, 

para. 989 shows the Committee's own mentality was similar 
in that it did not want any independence on industrial 
development in Wales interfered with nor did they want 
organisations such ds the IBB bolstered at the expense 
of Welsh bodies. The Select Committee on Scottish 
Affairs op. cit. is also written in a similar vein. 
There is an identification of the need to overcome the 

organisational disarray but the tenor is that in making 
change Scotland should always get preferential treatment, 
See para. 6.2(1) and (2) and para. 5-8. 

(6) J. L. Pressman and A. Wildavsky Implementation, 
California U. P. 9 1973Y P. 134. 

(7) ibid. v P- 135. 
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(8) 

(9) 

(io) 

This and other problems that exist in trying to bring 
about change have previously been recognised. For 
instanceg see J. L. Pressman and A. Wildavsky ibid., 
They discuss the "false messiahr of co-ordination in 
relation to their, case study of. the Economic Develop- 
ment Agency in the American city of Oaklandp P- 133 - 
135 are especially relevant. 

The initial propositions were discussed mainly in 
chapters 3,5 and 69 especially chapter 39 P- 95 - 136 
and chapter 59 section 5.39 p. 222 - 235. Chapter 3 
dealt with the views of respondents on Propositions 
1-8 and 10 whilst chapter 6 dealt with their views 
on Reopositions 9 and 11 - 13. Although the propositions 
are referred to implicitly throughout these chaptersp they 
are usually only referred to explicitly when making 
summaries or chapter conclusions. Initial P50oppsitions 
are explicitly referred to on the following pages. 
Proposition No. 
(see pe 29 - 33) 

1 
2 
3 

4 

5 
6 
7 
8 
9 

10 
11 
12 
13 

MoP. s' views 
Chapter refo Page ref. 

3 98 
3 104 
3 lOt-5 

13 
3 104-59 

135 
3 135 
3 
3 
3 135 
3 135 

Respondents' views 
Chapter ref. T*ge-ref 

116q 
1 

112 

3 1049 135 

3 

5 
5 
5 

234 
224t227t 
234 

5 234 

5 
5 227 
5 
5 234 
6 288 
5 2279234 
6 288-9 
6 288 
6 288 

In all cases th7e initial propositions gained some support. 
in one casep Proposition 139 only half the proposition was 
supported by respondents. In generalt respondents felt 
that duplication was wasteful but they did not think that 
duplication led to firms being put off. 
There was generally little difference between the views of 
central decision makers (M. P. s) and proximate decision 
makers (the respondents) so when saying there was support 
for propositions we can generally speak for decision 
makers, central or proximate. Even many 1, P, s opposed 
to the freedom given to foreign investment gave support 
to the initial propositions. 

outlined in the first chapterg P- 17 - 18, Also see 
C. Curzon "Introduction" in G, Curzon and V. Curzon (eds) 
The Multinational Enterprise in a Hostile World, 
Macmillan# 1977t p. I- 14. 
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APPENDICES- 

Appendix A and B reproduce the*questionn aires used in the 

study. Care was taken to achieve the best wording and layout 
as possible in the quesiionnaires. In the interviews caution 
had to be observed in asking questions# making replies and 

elaborating points. Consistency was of the essence. 

In the in - depth interviews (Appendix A) teething problems 
with questions were quickly overcome by making alterations 

after the first few interviews. Alsop questions and topics 

were added or deleted from the schedule depending on the 

interviewee's role. 

For the postal survey (Appendix B) a small pilot survey 
"was'sent out at first. This explains why some of the authori- 

ties may see differences between, the questiofinaire they answered 

and the schedule laid out In Appendix B. The pilot allowed 

rewording and restructuring and sifts out silly errors all too 

easily made. 
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I APPENDIX A., 

INTERVIE17 SCHEDULE. 

Section 1. Basic Facts. 

(a) Name- 

(b) Position 

(c) Organisation 

Section 2. Data on the activity of the organisation. 

2. (a) Do you have any particular officer(s) concerned with 
industrial development? 

Yes 

No 

If No Do you intend to have such an officer in the 
future? 

Yes 

No 

Details: 

If Yes How many? 

if only one How much of his time does this work occupy? 

All 
I -1 

Most 

Half 

Less than half 

Discuss How long has there been a position of this kind 
and how was it developed? 

Details: 



2. (b) Has your Authority established any special or separate 
Committee of Council to deal with problems of 
industrial development? 

Yes 

No 

- If Yes What is its title? 

How many members are there in total? 

Are there any other members such as Trade 
Unionists or Industrialists? 
Give details: 

2. Is your Authority or are you yourself a member of any 
joint organisations that aim to attract industry or are 
in the industrial development field? 

Yes 

No 

Give details: 

2. (d) Do you think that your Authority is more or less active 
than other Authorities of the same type in attracting 
foreign investment? 

Much more active 

More active 

Slightly more active 

Same 

Slightly less active 

Less active, 

Much less active 

Don't know 

M 



2. (e) Do you think that your Authority is more or less active 
than other Authorities of all types within the same 
Standard Region in attracting foreign investment? 

Much more active 

More active 

Slightly more active 

Same 

Slightly less active 

Less active 

Much less active-, 

Don't know 

Section 3. Promotion.. 

(a) In-your estimates for 1979/80 what provision is made for 
promoting your are *a 

to industrialists (excluding any 
contribution to regional bodies)? 

c 
& 

What sum was set asi4e for this in 1978/79? 

Is any"contribution made to other bodies? 

Tes 

No 

. (b) Is advertising handled by an outside (professional) 

agency? 

Yes 

No 

If Yesq by whom? 



(c) Which media has been used? Give details. 

National press 

Local press 

Trade and specialist journals 

T. V. /Radio 

Direct mail 

Other 

(d) Is any advertising or promotion aimed at foreign 
companies? 

Yes 

No 

If ýes, how is this achieved? Give details: 

If Yesp which mýdia has been used? Give details. 

National press 

-Local press 

Trade and specialist Journals 

ToV. /Radio 

Direct mail 

Other 

If Yesp do you use languages other than English.. '. 
in your promotional materials? And if so, which ones? 

Yes 

No 

Languages used: 
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If Yest do you focus attention on particular countries? 
And if sop which ones? 

Yes 

No 

Countries: 

If Yes, do you focus attention on particular firms, 
types of firm, or industrial sector? Give details. 

Yes 

No 

Details: 

(e) Does your Authority involve itself in overseas 
promotional visiti? Give details. 

Yes 

No i 

Details: 

Has your Authority any overseas officers or agents 
dealing with industrial promotion? Give details. 

Yes 

No 

Details: 

(9) Do you agree with the contention that Authorities 
unnecessarily duplicate effort by making overseas 
visits and involving themselves in other activities 
to attract industry from overseas? Give details. 

Yes 

No 

Details: 



Section 4. Provision. 

(a) Do you think that interested firms have been discouraged 
from setting up in your area because of any of the 

If i es following factors? If Ye , give details. 

A lack of suitable sites 

An overall land shortage 

Planning policies 

A lack of financial incentives 

Other factors 

Details: 

4. 

(b) At the moment could a company seeking to establish in 
your`area-q;;, expect__, to* obtain: -- 

Land serviced and with planning permission ready for 
development 

-Yes No 
t 

A 6erviced site on an industrial estate 

Yes No 

Readily available'new or nearly new factory premises 
Yes No 

(c)' Are any- incentives available to incoming firms? 

Yes 

No 

If Yest what are these? Please give details. 

Local Act 

Local loans 

Local grants 
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Local reliefs - 
Key worker housing 

Rent relief 

Rate relief 

Other 

Section 5. Opinions on foreign investment. 

(a) How ýuccessful doyou consider Your Authority to have 
been in attracting or obtaining investment in general? 

Very successful 

Successful 

Partially successful 

Neither successful nor unsuccessful 

Partially unsuccessful. 

Unsuccessful. 

Very unsucce6sful 
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(b) How successful do you consider your* Authority to have 
been in attracting or obtaining foreign investment in 
particular? 

(C) 

Very successful 

Successful 

Partially successful 

Neither successful nqr unsuccessful 

Partially unsuccessful 

Unsuccessful 

Very unsuccessful 

Approximately how many 
, 
foreign companies have you and 

your Authority been in contact with in the last twelve 
months? 

If any, how were these achieved and what were the 
reasons for themT 

i 

In generalt by what routes do foreign companies wishing 
to set up plantsp approach you? 

Direct 

Passed on by bodies covering a larger area'than your own 

Passed on by bodies covering a smaller area than your. 
own 

Other 

Details: 
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Approximately how many foreign companies have set up in 
your area In the last five years? 

5. In the attraction of foreign investmentv which of the 
folloving do you see your Authority in competition with 
the most? (SHOW RESPONDENT CLID LISTING OPTIONS). 

(r) 

Countries other than the U. K. 

Other regions in the U. K. 

County Councils/Metropolitan Counties 
in other regions 

County Councils/Metropolitan Counties 
in the same region 

District Councils/Metropolitan Districts 
in other regions 

District Councils/Metropolitan Districts 
in'the same region 

New Town Development Corporations 
other regions 

New Town Development Corporations 
the same region 

Other (please specify) 

in 

in 

(g) In Britaids effort to attract foreign investment where 
do you think most improvements could be made? 

Better promotion 

Better provision of facilities 

Better incentives 

Other (please specify) 

Don't know 



(h) Do you believe that the attraction Of foreign investment 
should be a more centralised activity or that regional 
and local Authorities should be given a greatEr role? 

More centralised 

Ifore regional or local 

Details: 

Despite the fact that the needs of firms differ by caset 
which of the following factors do You see as generally 
most important to the foreign firm wishing to invest? 
Tick any numberw (SHOW RESPOINDENT CARD LIST. ING OPTIOINS). 

Readi17 available sites 

Readily available factories 

Ample area for expansion 

Goo4 transport links 

Central to market 

Nearby airport 

Professional location assistance 

Good labour relations 

Pool of skilled labour 

High unemployment 

Good environment 

Housing for key workers*' 

Educational facilities 

Government financial facilities 

Local financial facilities 

Other (please specify) 

(ASK TO INDICATE TRUE MOST IMPORTANT9 IF POSSIBLE) 
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In what way do you think the amount of foreign invest- 
ment in Pritain is likely to change in the next decade? 

Increase greatly 

Increase somewhat 

Increase slightly 

Remain about the same 

Decrease slightly 

Decrease somewhat 
4. 

becrease greatly 

(k) How great an effect do you think foreign firms in 
Britain have on Britain? Please tick. (SH07 RESPONDMIT 
SCALE). 
Very 
small 134561 7 large 

(I) 

(ni) 

"What do you'-: believe to be the net economic results of 
the operations of foreign companies in Britain? Please 
tick. (SHO", 7 RESPOINDENT SCALE). 

t 

Give 
more 
than 2 
they 
take 

Take 
more 
than 
they 
give 

Which of the following do You see as important in. 
judging the value of foreign companies to Britain? 
Please tick any numb er., (SIIO'ff RESPONDENT CARD LISTING 
OPTIONS)- 
Effect on national growth 

Eff ects"bii balance of payments 

Creation of jobs 

Opportunities for managers, 

Overcoming regional problems 

Role of Britain in the world 

Control over national affairs 

Access to new technology and methods 

xii 
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(n) I)o you see the followine as major or minor problems for 
Britain? Please tick. (SHOW =- SPOI-JDZ; iT SV^A=, ). 

The potential of foreign companies to take decisions 
against British interests: 

Minor 134567 Yajor 

Circumvention of government policy: 

Minor 1234 '5 67 'Major 

The potential domination of particular industries by 
foreign companies: 

Minor 1234567 Major 

Circumvention of-taxation and transfer pricing: 

Minor -12345 7' Major 

(o) Which of the following do you see as desirable measures? 
Please tick. (SHOW RESPONDENT CARD LISTING OPTIONS). 

Increased government. control of foreign 
companies in Britain 

Increased government surveillance of 
foreign companies in Britain 

More dialogue b. etween foreign companies 
and government in Britain 

Increased financial encouragement of 
British firms to compete with foreign 

companies in Britain 

Improvement of the investment climate 
in Britain 

Creation of inter-governmental codes 
for corporate behaviour 

ý, ,, ýI 
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(p) Do you believe foreign firms in Britain offer better, 
worse or similar wages to those of indigenous firms? 

Better 

Similar 

TI, yo rse 

Don't know 

(q) Do you believe foreign firms in Britain have bettert 
worse or similar labour relations to those of indigenous 
firms? 

Better 

Similar 

Worse 

Don't know 

Do you believe foreign companies in Britain are more 
willingg less willing or willing to a similar extent 
to recognise Trad6 Unions than are indigenous firms? 

More willing 

About the same 

Less willing 

Don't know 

(S) Do YOU think foreign companies close their plants in 
Britain more oftent less often or to a similar extent 
than do-multi-plant British companies? 

I 
More often 

About the same 

Less often 

Don't inow 

No 
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Do you believe foreign companies play states off one 
against the other in order to 'gain better deals? 

Yes 

No 

Don't know 

(u) Do you believe that foreign companies do the same with 
Authorities and agencies within Britain? 

Yes 

No 

Don't know 

If yes, Discuss: 

Section 6. Any further comments would be welcome. 

0 

S 

Section 7. Flexible schedule questions relating to specific 
interviewee, incorporated aLs-necessary.. 

A 

t. 
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APPENDIX B 

SURVEY SCHEDULE. 

(a) Name 

(b) -Position 

. Organisation 

Mich of the following media have been used in promotional 
activities directed at industrial investors in the last 
three years? PLEASE TICK 

1. National prýss 

2. Local press 

3. Trade and Specialist Journals 

4. T. V. /Radio 

5- Direct mail, 

6.. Other (please, specify) 

7. None 

4. What provision was made for promoting your Authority's area 
to industrialists in 1979/80 (excluding donations to region- 
al agencies) ?t 

5-' Is any promotion specifically aimed at foreign companies? 
PLEASE TICK 

Yes 

No df 

If Yes, which of the following media have been used in 
promotional activities in the last three years? PLEASE TICK 

1. Foreign national press 

2. Foreign local press 

3- Foreign Trade and Specialist Journals 

4. Foreign T. V. /Radio 

5- Direct mail 

6. Foreign exhibitions 

7- Foreign seminars 
-. 7 

8. Other (-please-specify) 
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Do you use foreign languages in any of your promotional 
material? PLEASE TICK 

I 

7 

Yes 

No 

If Yes, which languages? PLEASE TICK 

1. French 

2. German 

3- Danish 

-4- Other EEC*. language 

5- Scandinavian language 

6. Japanese 

7- Other language (please specify) 

If involved with the attraction of foreign investmentt 
would you say your Authority focuses attention of any 
particular countries listed below? i*PLEEASE TICK ANY 
NUACER 

1. U. S. A. 

2. France 

3. Germany 

Other EEC, countrY 

Scandinavian countries 

6. 

7. 

Other European countries 

Japan 

8. Other countries (please specify) 

Yes 

No 

xvii 

B. Has your Authority any overseas Officers or Agents dealing 
with the attraction of investors? PLEASE TICK 



9 Does your Authority involve itself in overseas promotional 
visits? PLEASE TICK 

Yes 

No 

10. In generalo what is the main route by which foreign 
companies wishing to set up a plantlapproach you? PLEASE 
TICK 

Come'direct 

3 

2. Having been passed on by bodies 

. covering a-larger area than your own 

Having been passed on by bodies 
covering a smaller area than your own 

Other (please spe'cify) 

5. Do not-know 

Approximately how many., foreign . companies have set up in 
your area in the last five years? 

For respondents in Wales, Scotland, the North and North 
Ve-st only. 

How satisfied are you with the agency for promoting the 
region and attracting foreign investment into your region? 
(i. e. Developmentcorporationfor Wales,. Scottish Develop-'_ 
ment Agency, NED09 NORWIDA). PLEASE TICK 

1. Very dissatisfied 

2., Dissatisfied 
I 

Partially dissatisfied 

Neither dissatisfied nor satisfied 

5. Partially satisfied 

. 6. Satisfied 

7- Very satisfied 

8. Do not know 
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13- How satisfied are you with the promotional activities of the 
Invest in Britain Bureau? PLEASE TICK 

1. Very dissatisfied 

2. Dissatisfied 

3- Partially dissatisfied 

4. Neither dissatisfied nor satisfied 

5. Partially satisfied 

6. Satisfied 
4, 

7- Very'satisfied 

8. Do"not know "- 

14. In the attraction of foreign investments, which of the 
following do you see your Authority in competition with 
the most? PLEASE TICK ANY NUMER 

'l. Countries other than the. 
-U. 

K. 

2. Other regions in the U. K. 

3. County., "Councils/Metropolitan Counties 
in other regions 

County Councils/Metropolitan Counties 
In the same. region 

District Councils/lietropolitan 
Districts in other regions. 

6. -'District Councils/Metropolitan 
Districts in the same region 

New Town Development Corporations 
in other regions 

8. New Town Development Corporations 
in the same region 

-Other 
(please'specify) 
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15. Granted the' fact that the needs of firms will differ 
by casep which of the following factors do you see as 
generally most important to the foreign firm wishing to 
invest? PLEASE TICK ANY NUMER (INDICATE PRIORITYr IF ANY) 

1. Readilý available sites 

2. Readily available factories 

3- Ample area for expansion 

4. Good transport links 

5- Central to market 

Nearby Airport I 

7- Professional location assistance 

S. Good labour relations 

9. Pool of skilled labour 

10. Higlý employment 

11. Good environment 

12.. Housing for key workers 

13. Educational facilities 

14. Goirernment: financial incentives 

15. Local financial incentives 

16. In Britain's effort to attract foreign companiesp where do 
yqu-. think most improvements could be made? PLEASE TICK 

1. Better promotion, 

2. Better provision of facilities 

3- Better incentives 

4. Other (please specify) 

5- Do not know 

S 
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17. Do you believe that the attraction of foreign investment 
should be a more centralised activity or that regional and 
local authorities should be given a greater role? PLEASE 
TICK 

1. More centrally 

2. More regionally 

3- More locally - County level 

4. More locally - District level 

5. Mixed 

As at present 

Do not know 

18. Do you believe that foreign companies play countries Offo 
one against anothert in order to gain better deals? PLEASE 
TICK 

Yes 

4. 

No 

Do not know 

19.. Do you. believe that foreign companies play off agencies and 
authorities within the U. K. one against another in order to 
gain better deals? PLEASE TICK 

1. Yes 

2. No 

3. Do not know 

THANK YOU. Any comments on the topic would be most welcome. 

I 

xxi 



- BIBLTOGRAPHY 

Y. Aharoni The ForeiaQ Investment Decision 
_Process, q Harvard 

University Press, 1966. 

K. Allen (ed. ) Regional Problems and Policies in 
_the 

European 
CommunitXq Parts 1 and 2, Teakfieldt 1980. 

Ke Allen, C. Hull and D& Yuill "Options in Regional Incentive 
Policy"t Studies in Public Policyl No. 179 C. S. P. P. t University 
of Strathelydep 1978- 

B. Ashcroft "The Evaluation of- Regional Economic Policy: The 
Case of the U. K. "j Studies in Public POlicYq No. 12, C. S, P. P. j University of Stratholydeq 1978. 

B. Ashcroft and X. P. D. Ingham "The comparative impact Of 
U. K. Regional Policy on foreign and indigenous firm movement"l 
Typescriptp University of Strathclyde, Department of Economicsj 
3.980. 

Ashcroft and K. P. D. Ingham "The Response of MNC Subsidiaries 
and Indigenous Companies to Regional Polic The Effect of 
Company kdaptation", Regional Studies 13M, 

. 
1979t p. 25 - 37- 

M. J. Baker Marketing: An' Introductory Text, Macmillan, 1974. 

m. J. Baker (ed. ) Marketing in Adversity, Macmillang 1976. 

R. L. Baker Business Leadership in a changing worldq McGraw 
19629 

G. Bannock The Juggernauts. The ARe of Big Corporations, 

-Weidenfeld and Nicholsont 1971* 

R. J. Barnet and R. E. Muller Global Reach: The Power of the 
Multinational Com2anyt Johnathan Cape, 1975- 

. R. Black, S. Blank and R. C. Hanson Multinationals in Contention: 
I. -- __s___ __S -- --- VT.. - 

Responses at Governmenzai-ana inTernazionai j6eveisv wne 

, Conference Boardt 1978- 

Board of Trade Mergers: A Guide to Board of Trade Practicel 
H. m. s. o., ig6g. - 

Board of Trade The Yovement of manufacturing industry in the 
United Kinpdom 1945 - 659 H. M, S, O. t 1965. 

J, J. Boddewyn The Bulletin, New York University Graduate 
School of Business Administrationg Institute of Financet 

No. 93 - 969 Uarchq 1974t P. 36 ý- 43. 

M. Boddy and S. Barrett Local Government and the industrial 
development processp Genzre zor juLvauccu uzuaL, otuuxual 
1979- 

xxii 



3). Brash American Investment in Australian Industryo Australian 
University Pressy 1966. 

C. Bromleyp M. Stewart and J. Underwood Local Economic 
Initiatives, Centre for Advanced Urban Studies, Bristolq 1979. 

M. Z. Brooke and H. L. Remmers The International Firm, pitman, 
1977- 

M. Z. Brooke and H. L. Remmers The Strategy of Multinational 
Enterpriset Pitman, 1978- 

Van de Bulake et. al. Investment and Disinvestment Policies 
of Yultination7l Corporations in Western Europep Saxon House, 

-1979 - 

M. Camina Local Authorities and the Attraction of Industry, 
Pergamong 1974- 

Mo, M. Camina "Local Authorities and-the attraction of new 
'euiployment: experience in East- Anglia so 

jThe Plannerv 60(2), 
Februaryt 1974, P. 553 - 58- 

Commons Standing Committee's Official RePortq Session 1969 - 709 
Vol. 59 Standing Committee. Hq H,. M. 3.0-, 5 Mayt 1970- 

R_. N. Cooper The Economics of Interdependence: Economic Policy 
in'the Atlantic Communityl., Mcqraw Hillj 1968. 

Counter Information Services The Ford Motor Companyt C. I. S. 
'Report. 209 1979- 

G. and V. Curzon (ed6. ) The Multinational Enterprise in a. 
Trostile Worldt Macmill"t 1977- 

R* Xe Cyort and J. G. March A Behavioural Theory of the Firm, 
Prentice Hallg 1963- 

G. Davies "Regional Economic Civil War. "-Regional Studies Group 
Bulletin No. 4t University of Strathclyde# Novembert 1966. 

G. Davies and I. Thomas Overseas Investment in Wales, 
"Christopher Davies q July, 1976. 

J. Dmitriev "Super Monopolies: role in imperialist foreign 

policy"q International Affairs (Moscow), No- 59 1977P P. 84 91. 

P. Drucker Management: Tasks, Responsibilities, Practlees, 

H-einemannt 1975- 

_j, 
H, D=ning U. -So. IndustrY in Britain, Financial Times - EAGo 

1973- 

9 ed. ) Studies in International Investment Allen j. H. Dunnin ( 

and Unwing 1970- 

xxiii 



J. ' H. Dunning (ed. ) The Multinational Enterprise, George Allen 
and Unwing 1971- 

E. E. C. Multinational Undertakings and Community Reizulations 
(R/2746/-73). 7 Novemberp 1973- 

Department of the Environment Local Government and Industrial 
Strategy, Circular 71/77v 11 JulY9 1977- 

Expenditure Committee (Trade and Industry Sub-Committee) 
Regional Development Incentivesp Session 1972 - 73, Vol. 1, 
H. M. S. 0-t 1973- 

Expenditure Committee (Trade and Industry Sub-COmmittee) 
Regional Development Incentives, Session 1972 - 73P Vol. 2, 
Idinutes of Evidencep H. U, S. 0.9 1973- 

Expenditure Committee (Trade and Industry Sub-COmmittee) 
Regional Development rncentivesq Session 1973- 74, Vol- 5v 
H. M. 3-0.9 1974. 

Expenditure Committee (Trade and Industry Sub-Committee) 
Regional Development Incentivest Session 1973 - 74v Vol. 6, 
Minutes of Evidenceg Appendices and Indext H. U. S. 0.93)ecember, 

. 1973- 

Expenditure Committee (Trade and Industry Sub-Committee) 
Public Expenditure on Chrysler UK Ltd. 9 Session 1975 - 76, 
Vol. lp H. M. S. O. t 1976. 

Expenditure Committee (Trade and Industry Sub-Committee) 
public Expenditure on ChrZaler UK Ltd-j Session 1975 - 76, 
Vol. 2t Minutes of Evidencep H,, M. S. O. v 1976. - 

N. Falk Local Authorities and Industrial Development, Urbed, 
1978 - 

I 

,. T- Faverweather "Elite Attitudes towards Multinational Firms" 
International Studies qimrterIZ9 16(4)9 1972, P- 472- - 49o. 

J. Fayerweather Foreign Investment In Cýnadat Toronto, 1974. 

J. Fayerweather International Business Management: A Conceptual 
Irramework, McCraw Hillp 19b9o 

J. Firn "External Control and Regional Policy" in The Red Paper 
on Scotland, ZUSPBq Edinburght 1975 P. 153 - 169. - 

U. Fitzgerald. "Local Authorities and Industrial Policy "Local 
Government Chronicle, 6 Octoberp 1978p p. 20 - 21. 

U. P* Fogarty "The agents of industrial growth" Town and Country 
Plannina 32p 1964t P- 142. 

X, P. Fogarty Plan your own Industries A 
-- 

Study in Local and 
Regional Development Organisations, - 

Blackwell, 1947- 

I 

xxiv 



To Forester "The great jobs hunt: trying to beggar regional 
neighbours"q New Societza- 3 May, 1979, P. 252 - 255. 

Do' J. C. Forsyth U. S. Investment In Scotland, Praegerp 1972. 

C. -J. Friedrich Alfred Weber's Theory of Location of Industries, 
chicagog 1929. 

J; K. Galbraith The New Industrial Statep Andre D'eutsch, 1972. 

J. P. Calloway "Multinational Enterprises as Worldwide Interest 
Croups" Politics and Society, 2(l), 19719 P. 1- 20* 

J. Cennard Multinational Corporations and British Labourt A 
Review of Attitudes and Responses, British - North American 
Committeet 1972. 

_R. 
Gilpin "The Politics of Transnational Economic Relations". 

International Organisationg 250). 1971. 

p. C. Coolden "Tackling the tax tangle" The Business Location 
Filep 4 JulYt 19809 P- 17 - 21. 

Jý Gyford Local Politics in Britaing Croom Helm,, 1976. 

H. A. Heenan and Wo Ko Keegan "The Rise of Third WOr3A: 'Multinaiio-n- 
als". Harvard Business Reviewq January - February, 1979, P. 101 - 
log. 

Hodges Multinational Companies and the National Goverment, 

Saxon Houset 1974- 

"R- W. HoRvood "Intergovernmental Structures and. -Industrial 
, -, PO3. icY in the United KingdoM"-t Studies 

- 
in Piiblic policyl No. 2, 

C. S*P*Pop University of Strathclyde, 

BW The Implications Hogwood *Models 
- 
of Industrial 

-Policy. -- ý for ])evolution"# Studies In Public Folicyp No* : )t C oS*F*Fo pý 
University of Strathelydat 1977. 

W. Hogwood "The Monitoring of Government Involvement in 
Industry: The Case'of Shipbuildinglq Public Administration, 
Vol- 54,1976, P- 409 - 424. 

S. Holland Capital versus the Regionsp Macmillan, 1976. 

S, Holland The Regional Problemg Macmillang 1976. 

C. Hood The Limits of Admihistrationg Wileyl 1976. 

w- mmod and S. Young "U. S. Investment in Scotland: aspects of 

-the 
branch factory syndrome" Scottish Journal of Political 

E: conomyt 239 1976l p, 279 - 294. 

S., 11., Hymer The International Operations of National Firms: A 

-Study of Direct Investmentg Unpublished Ph. D. thesis, ld. I*T., 1960. 

0 



Industrial Reorganlaation Corporation Report and Accounts, 
2967 -. 68. 

Department of Industry Incentives for Industry, 1978. 

Department of Industry Invest in Britain, q 1974- 

Department of Industry Regional Industrial Policy Changest 
Januaryg 1980o 

K. P. D. Ingham "Foreign Ownership and the Regional Problem: 
Company Performsnce in the Mechanical Engineering Industry". 
oxford Economic Paperat 28(l)p March, 1976. 

X. Jahoda and N. Warren (. eds, ) Attitudes, Penguin, 1966. 

A. James "The contemporary relevance of national sovereignty" 
in Mo Leifer (ed. ) Constraints and Adjustments in British 

-Foreign Policy*p Londonj 1972. 

W. 1. Jenkins Poliel Analysist Martin Robertsonp 1978. 

Z. Jones and 11. B. Gerard The Poundations of Social 
IpsycholoeZ9 WileYp 1977- 

C. N* Jun Introduction to Psychological Measurementp McGraw 
HU-19 1970- 

G. '- Katona and J, Morgan "The Quantitative Study Of Factors 
IDetermining Buainess Decisions*9 Quarterly Journal of Economics, 
66t' Februaryt 1952j p. 67 - 90. 

]).. Kavanagh "Beyond Autonomy? The Politics of. Corporations" 
(; overnment and Opposition# 9(1)9 19749 P- 42 - 60. 

_W. 
ý Kennet et. al *Sovereignty and Multinational Companies", 

ý irablan Tract, 409P 1971- 

Co Po Kindleberger American Business Abroad, Six* Lectures on 
direct' Investmentg Yale U. P. p 1969. 

-0. P. Kindleberger. (ed. ) The International Corporation, MIT 
1970. 

E. K. Kolde The MultInational Compan p Lexingtong 1974. 

The Labour Party Tnternational BiK Business, 1977, 

The Labour Party Statements to Annual Conference of the National 
T: xecutive Committeep Octoberp 19779 P- 39 - 46. 

T. he. 
-'Labour 

Party Report on the 76th Conference, 1977- 

LaPalombara and S, Blank Multinational Corporations and 
A Study In Tensions, The Conference Board, 

ý19 7b-, 

I- 0 xivi 



J. LaPalombara and So Blank Multinational Corporations in 
Comparative Perspectivet The Conference Boardq 191-7-, 

C. E. Lindblom The Policy Making Processr Prentice Hall, 1968. 

1. A. Litvak and C. J, Maule Foreign Investment: The Experience 
of Host Countries, Praegerp 1970- 

1. A. Litvak and C. Jo Maule "Interest Group Tactics and the 
Politics of Foreign Investmentt The Time - Reader's Digest 
Case Study"q Canadian Journal of Political Science, 7(4), 
Decembert 1974t p. 616 - 629* 

J. M. Livingstone National Government and the International 
Enterpriseq Dept. of Marketing Working Paperl University of 
Strathelydeg 1978- 

P. E. Lloyd and P. Dicken Location in Space: Theoretical 
Approach to Economic Ceographyl, Harper and Row, 1972. 

W' F. Luttrell Factory Location and Industrial Movement, 
C; mbridge, 1962. 

T. , Ee MacMillan "Why Manufacturers Choose Plant Locations v 
Determinants of Plant Locations", Land Economics, 439 August, 
2965p p. 257 - 293- 

L. 
-Mazur 

"U. Ko regions at War"t Engineering Today, I MaY. 1979 9 33 - 36. 

IcAleese and M. Counchan ""Stickers" or "Snatchers"? ". DW 
Oxford Bulletin of Economics and Statistics, November, 1979. 
I 

. G. McCrons Regional Policy in Britain,. George Allen and Unwin, 

_1969 
and 1975- 

j. McMillan and B. Harris The American Takeover of Britain, 
Frewing 1968. 

R. Meadow, G. T. West and D. Haendel-, "The measurement of politic- 
al risk and forsion investment strategy"q Orbis, 19(2), Summert 
19759 p. 675 - 685. 

. P. Millard British Madeg Kenneth Mason, 3.969. 

R. Minns and J. Thornley "The Case for Metropolitan Enterprise 
Boards New Societyq 2 Septemberp 1976. 

N. Mobbs The Inner City. A Location for Industry?,, Slough 
Estatesy 197ý7- 

G. Modelski (ad. ) Multinational Corporations and World Order, 

Sage# 1972. 

xxvii 



G. Modelaki "The Corporation in World Society" Yearbook of 
'Torld kffairs, 1968, Steveaat 1968, p. 64 - 79. 

R. H. Morgan and It. J. Hockaday "The Role of the Local Authority 
in Town Planning" Research Paperg Dept. of Town Planningg UWIST, 
Mayt 1973- 

Yunicipal Yearbookt Uunicipal Journal Ltd., 1978- 

J. Ifo Northcott Tndustry In the Development Areas: the 
ex-perience of firms openinK new factoriest P. E. P., 1977. 

J- So Nye "IfultinatLonal Corporations in world politicsn, 
Foretsm Affair! L 53(1)t Octoberg 1974, P- 153 - 175. 

J. S. Nye and R. 0. Koohane "Trananational relations and world 
politica: an Introduction"p International OrRanisation, 
25(3)9 Sum or# 19719 P. 319 - 347- 

P. Odell "London and the Colden Triangle" New SociejX No. 3989 
3.4 MaYt 1970t p. 821 - 823- 

33. 'Ohlin Interregional and International Trade, Harvard 
University Pres3s 1963- 

S. ý Oskamp Attitudes and Opinionsl Prentice Hall, 1977- 

G. -Peninou-et. al. Who's Afraid of the Multinationalsq Saxon 
IIOU369 1978- 

H. V. Perlmutter *Three Conceptions of a World Enterprise" 
Revue Economique at Socialep I! ayt 1965, P. 106 - 127. 

s' 'J. Praia The Evolution of Giant Firms in Britaing Cambridge ýn-iveraity Preaat 1976-- 

J. L. Presaman and A. Wildavaky Implementationg California U. P., 
-1973- 

w. U. Pride and 0. C. Ferrell Marketing: Basic Concepts and 
'Decisionsq Houghton - Miff lint 1977. 

queens Printer Foreign Ownership and the Structure of Canadian 
IndustiZp Ottawav 1968. 

1C. Reese "Multinational Companies and the Nation State"t Studies 
in Diplomacyq 28(2)9 1975- 

S. H. Robock and K. Simmonds international Business and 
Multinational Enterprisest Irwin, 1973- 

W. Rodgers Think -A biography of the Watsons and IBM, - 

Pantherg 1971- 

xxviii 



P. B. Rogers and C. R. Smith'"The Local Authority's Role in 
Economic Development; The Tyne and Wear Act, 1976", Regional 
Studie 92 ?2 (3), P. 153 - 173. 

M. Rokeach Beliefs, Attitudes and Values, Jossey - Basso 1968. 

S. F. Rolfe The Multinational Company, Headline Seriesv Foreign 
Press Associationp No. 199. 

D. J,, Romano "The Implications of multinational companies for 
the political systems of nation states: A preliminary study 
with special reference to the U. K. Oi unpublished M. Sc. thesis, 
University of Strathelydep 1977. 

Jo' N. Rosenau The Scientific Study of Foreign Policy, Free 
Press, 1974. 

A. E. Safarin Foreign ownership in Canadian industr 9 McGraw 
Hiliv 1966. 

V. Salera Multinational Business, Houghton Mifflin, 1969. 

W. L. Scales and R. Stead "Local Authority Industrial Policy"t 
Public Finance and Accountancy, 4(4)9 Aprill 19779-P. 112 - 114. 

E. Sciberras "Multinational Electronics Companies and National 
Economics Policies"t unpublished Ph. D. thesigg University of 
Sussext 1975. 

I. Seid. -I - Hohenveldern "Multinational Enterprises and the 
International Law of the future"j Yearbook of World Affairs, 
stevenso 19759 P- 301 - 312.. 

Select Committee on Scottish Affairs Inward Investmentp Session 
1979 - 80t-VOl- 19 No- 769-1, H. M. S. O. t 28 August, 1980. 

Select Committee on Scottish Affairs'Inward Investmentp Session 
1979 - 80j Vol. 2# Minutes of Evidence and Appendices, No. 
769 -ýllq H-M-S-0; 9 31 JulYt 19PO- 

Select Committee on Welsh Affairs The Role of the Welsh Office 
and Associated Bodies In Developing Employment Opportunities in 
wales, Session 1979 - 809 Vol- 1, No- 731 - lt H-M-S-0-t 30 
July, 1980. 

Select Committee on Welsh Affairs The Role of the Welsh Office 
and Associated Bodies in Developing Employment Opportunities in 
Walesp Session 1979 - 809 Vol. 2. Minutes of Evidence and 
Appendicesp No. 731 - llp H. M. S. O., 22 July, 1980. 

R. Simeon and D. J. Elkins "Regional Political Cultures in 
Canada"t Canadian Journal of Political Science, 7(3)9 December, 
1974t P. 397 - 437. f 

xxix 



D. M. Smith Industrial Location: An Economic Geographical 
Analysis, Wileyt 1971- 

W. Solesbury "The Environmental Agenda: An illustration of how 
situations may become political issues and issues may demand 
responses from Government: or how they might not"t Public 
Administrationt 54(4), 1976, P- 379 - 397- 

J. E. Spero The Politics of International Economic Relations 
Allen and Unwing 1977- 

. T. Stanyer Understanding Local Governmentq Fontana, 1976. 

M. D. Steuer et. al., The Impact of Foreign Investment in the U. K. 
H. M. S. 0-t 1973-- 

G. V. Stevens "The Determinants of Investment" in J. H. Dunning 
Economic Analysis and the Multinational Firm, 

- 
Allen and Unwin., 

19749 P. 52 - 76. , 

G. Stevenson "Foreign Investment and*the Provinces: A Study of 
Elite Attitudes" 9 Canadian Journal of Political Scienceg 7(4). 
Decemberp 1974t p. 630ý- 647- 

J. C. Stewart "Linkages and foreign direct investment" Regional 
Studiesq 10,1976, -p. 245 -: 258. 

T. B. Stobaugh "How to Analyse Foreign Investment Climates". 
Harvard Business Reviewt September - October, 1969, P- 31-- 42. 

D. J. Storey and J- F. F. Robinson "Local Authorities and the 
Attraction of Industry: The Case Of Cleveland County Council", 
draft for Centre for Envirorunental Studies, 1979. 

M. Swift "A Regional Policy for Europe" Young Fabian Pamphlet 
48p Aprilp 1978- 

I, Thomas'ly.. S. 
- 

Banks in Britaýjn'sp unpublished Ph. D. thesis, 
University of "Walesy -1976. 

R. Thomas "Planning for future' employment"q The Planner, 63(6), 

Novemberp 1977# P- 173 174- 

L. Craig "Developments in the control of foreign C. Torem and WO 
investment in France" Michigan Law Reviewt 70(2), December, 1971, 

-p. 285 - 336. 

P. M. Townroe "Some Behavioural Considerationsin the Industrial 
Location Decision"q Regional Studies 6(3)t 19729 p. 261 - 272. 

0. Tugendhat The Multinationals, p. Eyre and Spottiswoode, 1971. 

L. Turner Invisible impires, Hamish Hamilton, 1970- 

L. Turner "Politico and the Multinational Company*. Fabian 
Research Seriesp 279t Decemberv 1969. 

* 

xxx 



J. Underwood and M. Stewart "Local economic initiatives by local 
authorities"t The Planner, 64(4), JulY9 19789 p. 110 - 112* 

United Nations Manual on Investment Promotion Centrest New Yorkt 
1973- 

UNCITRALp I. E. 9 133(11)t 3 August, 1973. 

R. Vernon "International Trade and International Investment in 
the Product Cycle"j Quarterly Journal- 

-o-f-Economics , 80, May, 1966, 
p. 190 - 207. 

R. Vernon "Multinational Business and National Economic Goals" 
International Organisation, 25(3)9 Summerg 1971, p. 693 - 705- 

N R. Vernon Sovereignty a; 
'Bay. Th6 Multinational Spread of U. S. 

Enterprisesq Longmang 1971- 

R. Vernon "Storm over the multinationals: Problems and Prospects" 
Foreign Affairso 55(2)9. Januaryv 19779 p. 243 - 262. 

Ro Vernon ! The 
, 
Multinational Enterprise: power v SovereigntyO, 

Foreign Affairs, 9 49(4)9 JulY. 1971, p- 736 - 751. 

A, de Vogue "Multinationals in a Market Economy" International 
Management, Januaryt 19709-P. 17 - 24- 

Go WtLlke-r and H. Krist "Regional Incentives and the Investment 
Decision of the Firm. A Comparative Study of Britain and 
Germany", Studies in Public Pol1cjq C. S. P. P. t University 
of Strathelydep 1980. 

C. Wilms - Wright "Transnational corporations: a strategy for 
control", Fabian Research Series, 334, September, 1977- 

J. Wolpert "The Decision Process in Spatial Context", Annals of 
the Association of American Geographers, 54,1964P P- 537 - 553. 

Go, N. j Yannopoulos and J. H. Dunning "Multinational Enterprises 
and Regional Development:, an exploratory paper", Regional 
Studies, 4,1976, P. 389 399- 

A. Young Financlil'_Inceniives and Assistance for-Industry, 
Arthur Young-McClelland Moores and. Co., 1978----, 

Young European Leýft'Ldbourls Programme and Europeý. 1974? 

K. Young, "Environmental Management in Local Politics" in 
1). Kavanagh and R. Rose (eds. ) New Trends in British Politics, 
Sage, 1977. 

So Young and No Hood"The European Strategies of U. S. Multi- 

national Manufacturing Firms". Social Science Working PaperB9 
No. 31t Paisley College of Technologyp March, 1979- 

Do Yuill and K. Allen (eds*) European Regional Incentives, 1980 

C. S. P. PegUniversity of Strathelydet 1980. 

xxxi 



Other documents. 

The following comprise the main journals and other documents 
consulted. Some of the most pertinent items appearing in these 
have been noted in footnotes and'above. ' 

Annual Reports of various agencies involved in industrial 
promotion 

Annual, lnvestment File; 

British Business (formerly Trade and Industry) 

Business Location File 

Business Monitor 

Census of Production 

Central Statistical Office publications 

County Councils Gazette 

The Economist 

Employment and Productivity Gazette 

Financial Times 

The Guardian 

Hansard 

Harvard Business Review 

The Industrial. Development. Officer 

Local Government Chronicle 

Management Today 

New Society 

The Observer 

0 

Publicity Literature and other documents of Local 
Authoritiesp New Towns, development associations, 
Development Agencies and central agencies in Britain 
and overseas. 

Regional Studies 

The Sunday Times 

The Scotsman 

The Times 

xxxii 


