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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 outamart and disrupt governments and their
policies. In Britain measures to guard against such disruptions
are non-existent. Britain benefits consideradbly from inward
inveatment and the need to gird against foreign companies appears
to be an overstated case.

Central decision makers (M.P.s) 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 Authorities, New Towns, development assoclations,
Development Agencles and central bodies -~ all actively engaged
in encouréging foreign firms to come to Britain. With little
central direction the individuals 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 improvement are made.

Four key concepts are used: consensus, coherence,
competition and co-ordination. There is, first, a consensus
on the benefits of inward investment shared amongst decision
makers, both central and proximate. Paradoxically, however,
despite this consensus on the policy of "welcome"™, 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 prodbably been beneficial, but there
is clearly a need for improving both methods and co-ordination
in order to maximise the amount of inward investment coming to

Great Britain.



CHAPTER 5, THE ATTRACTICN OF FOREIGN INVEITITNT T0 GREAT

* BRITAIN: Provisions, nerceptions and attitudes.

In this chapter further results from the survey, 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. Finally, we record and consider the attitudes ang
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 investmenf 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
active, 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 theméelves 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 general, and foreign investment in particular,
were also asked in the interview programme (see Table 5¢1).
Most respondents felt their authorities had been successful
(71%, N = 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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ever, 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 percelived success and reach
significant conclusions although it can'be sald that little
relationship did appear to exist.

TABIE 5.1 Local Authorities and New Town Development Corpor-

ations. Respondents' opinion of their authority's

success in attracting investment.
N =32 - 1 missing case = 31

Success of attracting
investment in general

%

Sucecess of attracting
foreign investment in
particular

Number

Category label

Number

VYery
unsuccessful

Unsuccessful

Partially
unsuccessful

Neither
successful nor
unsuccessful

Partially
successful

Successful

Very
successful

Morgan and Hockaday's study of Local Authorities and their

industrial development activities in South Wales (1) nsed a
basket of factors of lLocal Authority activity to produce an
"objective® index of activity which was based on factoras such as

the existence of council committees for industrial development
and the existence of industrial land and buildings ready for
occupation. This index of aqtivity 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 Rast) and others
remain less successful despite considerable activity. Canminsa
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 normative activity index
using Frincipal Components Anagysis. A compogite 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
gsome congsiderable doubt, Attempts to measure the success of
atiraction 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 impprtant when Local
Authorities and other agencies want to claim a success. A firm
may be under the persuasive influence of the IBB, the regional

body, 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. WwWhilst 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 are, at least, not willing to release them, and so

interpretation has to be largely impressionistic. Nevertheless,
keeping information on enquiries generated, or firms located

would, as already mentioned, not necessarily demonstrate success
or cost effectiveness. Programmes are not readily amenable to

measurement. Many problems exist. For instance, the activities

of one organisation are not easily se'parabhle, time lags exist,
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promotional programmes may be almed at promoting a name rather
than attracting firms, and even the elements of a single
agency's promotional programme are not necessarily separable,

Making cost effectiveness énalysés on cross authority or
agency levels may thus be a dubious method of assessment. Such
was the feeling of the NEDC. (4), for iPstance, 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 consultants, Coopers and Lybrand, in late 1979.
The problem is that authorities and agencies have different
aspirations, advantages and disadvantages, 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 establishments, and jobs created to campaigns, 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 -meaningful,
especially when comparing different bodies. There seemed to be
a reluctance to say what data was kept, how it was assessed,
and how it was assimilated into future programmes. Many of the
reasons given for this situztion were somewhat evasive. Long
time-scales for investment decisions, and the inability to
separate off the efforts of regional bodies from-those of
others were often given as reasons. llevertheless, assessments
of activities do seem necessary if only in order to convince
others of their worth and for developing future programmes.

Making evaluations is inevitadbly problematic. If
independent evaluation is conducted, objections are raised

from within and if an evaluation .is internal then it is unlike-
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ly that things will be painted as anything but good. Camina,
undertaking an external evaluation, tried to measure success.
For example, 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 te one based on a "norm" above which
one is doing well and below which the authority is unsuccessful.

No such conclusions as to what 1s 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 example, the
establishment of a capital intensive heavy industry with few
local links cannot he compared to a labour intensive plant
with considerable local multiplier effects, 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 goals,
be they short or long term, 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:

"Thile 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 created, it soon
became apparent that this was not realistic bdoth

because adequate responses on the numerical

‘data were 1imited and because authorities .in
practice do not single out particular "items"."

(6).

Also like Camina's study, the present study suffered from

- inadequate responses to questions relating to number of firms

-t
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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 nothing, with
success being termed as abysmal, 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 for, even if the authorities were identical, which in
actuality they plainly are not, 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 numbdber 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.
¥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 year, although all said they had

221



previously had contacts. Over half of the respondents had seven
or less contacts in the last twelve months. At the other end of
the scale, however, some New Towns, and even some Counties, 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 interviewed, 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 but,
in general, records seemed poor, making the development of
future programmes and priorities less easy.

In 811, it seemed legitimate to consider respondents to be
qualified to answer questions on their views of foreign invest-
ment. Perhaps, 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 but,
nevertheless, the aim of the next sections is to ascertain
exactly what Industrial Development Officers, 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 penul-

timate chapter.

51 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 wé 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.

222



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 attenpt to disaggregate what factors respondents perceive as
having a bearing on reducing costs and, in the absence of cost
differences between alternative locations, the factors that would
then be 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
particulafiaspécts within oéqrall promotional activities.

Conclusiohs 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 case, 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. (7)
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TABIE 5.2 ILocal Authorities and New Town Development
Corporations. Respondents' wvisws on the
factors most important to the foreipm firm

wishing to invest. N = 125 « 12 missing

cases therefore N = 115%.

Number mentioning

factor as one of

Numbexr
mentioning
factor

the three most

important factors
N = 95

Good transport links 95 44
Readily available

sites 90 80 57
Government financial

incentives 79 70 27
Readily available |
factories 77 68 35
Pool of skilled

labour 17 68 28
Good labour

relations 13 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
Profegsional

location assistance 28 25 3
High unemployment 18 16 O

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. Take,
for instance, a microprocessor production unit. This for various
reasons cannot be near the sea, near metal refineries and in
areas where there is 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
initially, whilst the second stage involving the selection of

a specific location, brings in more basic factors such as labour
availability, 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
docunents as set out in the previous chapter is a good indjicator
of what were seen to be the most important factors for the
foreign firm wishing to invest. One of these elements, good
transport links, often given prominence in promotional documents,
was mentioned as important most often whilst the existence of
readily available sites was the factor rated as highly important
most consistently.

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 neardby 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), five of

these being near Heathrow. Generally, 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 good 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 whole. 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
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Buropean 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
burope, Britain and in a specific place within Britain. How-
ever, at the other end of the scale the availability of gites,
factories and, to 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-
ing, 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 nunber 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
particular, was not simply dipping a toe into the water and
would know its requirements. exactly. Sites, preferably free-
hold, were seen as a preference more usually required by
foreign, particularly American firms, than they were by
indigenous firms. Ideally, sites need to he 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
choilce for its new engine plant in Bridgend, South Wales was
largély 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 was, it seemed, a common
characteristic in locational choice seen as important by Jjust
over half the lLocal Authority and New Town respondents. Firms
wefe reported as aiways tending to over-estimate their re-
quirements for expansion for fear of being inhibited in growth
at a later stage Put authorities had to be realistic in their



allocations of 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. OSuch flexibility is, 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%,

N = 113) were seen to be much more important to the foreign firm
than local incentives (36%, 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 important, 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 théy'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
0f the -same status, then it becomes a somewhat irrelevant con-
gsideration 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 industrial .location .
being especially useful as a catalyst in neutralising obstacles
to investment.

Foreign firms were often regarded as being more aware of
granis 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 then
. and the large British company. The perceived greater knowledge
of foreign firms is only really in rélation to smaller British
companies.

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 systen, 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 balance, 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 améunt of asgist-
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
obtaining grants, re-tooling, 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 incentives, abused or not, 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%, N = 113) and the availability of skilled
labour (68%, N = 113) are seen as important factors for the
foreign firm wishing to invest. lLabour relations are seen as
Britain's Achilles heel and it is ever likely that respondents
gsaw this factor as important in the mind of the location
decision maker. The infternational 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
highly, 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
it wants then, within reason, it should then get that labour.
However, in this way poaching and local wage escalation could
becone 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'br multinational firm will be drawn to areas of
high unenployment 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 plant is built.

A good environment (54%, N = 113), good educational
facilities (35%, N = 113) and housing for key workers (43%,

N = 113) were all seen as general non-ecqnomic 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) importance.
High technology industries were often seen as needing links

with local educational facilities, 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 abroad,
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
visiting, 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 environﬁent became evident.
First, one concept of a good environment was taken to mean
aesthetically pleasing surroundings to keep senior management
and personnel happy. Hence local culture, sports facilities and
scenery would be emphasised in the promotion. These, it seems,
were often important -considerations of Japanese, American,
Scandinavian, Danish and West German nationals,but 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 préferred
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 image

F o

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 vrovides it with
favourable local conditions. Promotional literature often con-
tains quotations from local businessmen and, quite often,

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 location assistance was not
considcred to be a variable important to the foreign firm wish-
ing to invest by most respondents (25%, N = 113). Firms know
what they want and often employ professional agents to Qésist in
their search for a location rather than rely on such assistance
from the inevitadbly 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 importance of attitudes held in Local
Authorities. They quote one managing director of a German/
British firm setting up a plant in 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 who, 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:

"Jocal authorities do a great deal to créate 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 known their willingness to assist but would be best
warned not to interfere unléss specifically asked to do so.,
Careful monitoring of local industry can also pay dividends in
projecting future programmes and policies and can allow feed-
baék 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 EB.E.C. The
IBB thus makes conscious efforts to rectify this image if it

can do little to alleviate the actuality.

5.2 Providing for 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

contentshbf the remaindexr of this section is thus Just as

relevant and applicable to the indigenous firm_as to the

foreignr
A major aspect of provision for firms is that of support

achieved by assistance from Industrial Development Officers or
their equivalent (16). Beyond this, however, we can look at
what is actually being made available to firms.

First, land. Camina concluded that the local body's main
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task in terms of provision was "to ensure a constunt supply of
industrial land, preferably available for immediate development™
(17). In 1978 Falk found that 7%% of all Local Authorities he
surveyed were offering serviced land with planning permission °
(18). During the present study most Local Authorities (all
except a few in the South East), all New Towns, the Development
Agencies and the English Industrial Estates Corporation (EIE&)
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 84%, (N = 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 72%, (N = 32) of Local
Authorities and New Towns were making similar provisions.

land, 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, especially when compared to
other states (19). Obtaining planning permission 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
financial, rather than the physical ones that have Just been out-
lined, 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
Act, 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 Crants (R.D.G.s) and Selective Financial Assistance
(S.F.A.) offered, within limits, at the discretion of the
Department of Industry. The latter provices the flexibility
sometires needed to encourage a projeect to go ahead, particular-

ly if it,is an inward investment. However, 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 regions in

the U.K., in order to prevent preferentiality and competition.
Yhether this is always the case is in ?oubt. The flexibility

of S.F.A. gives the Department ﬁbre scope for action but on the
other hand. doesnot allow firm figures to be talked about until
late in the day. MMany respondents found this a severe restraint
when talking to investors who were keen to hear how much they
would get in concrete terms rather than as possibilities and
probabilities.

On top of promotion and physical provision the wvarious
agencies also make financial provisions different from those
available through the Department of Industry. The Develop-
ment Agencies have the greatest ability in this field being
able to offer equity finance and having the opportunity to act
as merchant banks. The scope for aséistanée from lLocal
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
cases, by Local Acts of Parliament (24).

Quite a variety of levels of involvement in local assist-
ance is evident. In the personal interview survey (N = 32 -

1l missing case = 31) surprisingly few areas possessed Local Acts
allowing them to assist industry (4, 13%). Table 5.5 shows

that many more than those with Local Act provisions were in-
volved in giving loans, grants and reliefs. Local loans

(16, 52%) and relief in the form of rent rehuctions were

mentioned most often. The grants given (10, 32%) tended to be
site preparation grants in the main, although in the larger

conurbations such as lMerseyside quite substantial grants were

mentioned.

%
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TABILE 5.3 Local Authorities and Hew Town Development

Corvorations. Assistance given to industrx.
N = 351

—

Local Act provisions

Loans given

Reliefs given
Of which:

Rent relief

Rate relief

Key worker housing

Grants given
Although many provisions are available the actual giving

of assistance by the Local Authorities appeered rare, 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 possible, although in the light of the chapges iﬂ.Regional
Policy in 1979 which made Selective Financial Assistance less
"automatically" available local assistance may Dbecome 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 case, and also the degree

to which they are taken into account in determining S.F.A.,
remaing unclear. Certainly in the large projects and major
invard investments the Department is probably very well informed
but in smaller cases the Department is probably less well
placed. But, nevertheless, assistance as a provision for the

firm must be kxept 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. ‘Yhen making
comparisons between European states, firms are unlikely to make
judgements on what they may get in Britain, preferring to
simply Jjudge on what they will get. On this basis, R.D.G.s
ag the only definite financial assistance, are taken to
indicate the total assistance available when in actuality
agsistance is usually much higher when S.F.A. is added. The
gsame applies to such things as taxes, 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). Certainly, the people
talking with potential inward investors need to be very well
versed in matters such as these, whereas many &are so
parochially oriented that they can only talk of local matters.

In general, 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 Attracting Inward Invegstment

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 second chapter and
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with the views of politiclans as set out in the third chapter,
as well as simply observing what opinions are held.

In the third chapter the focus was on politicians and
political opinions and attitudes. The'attitudes of politicians
are importaﬁt in determining policy and assessing what factors
shape the tenor of policy towards foreign investment. The con-
sensus on the policy of "welcome” has-been identified and now it
would seem worthwhile to consider those individuala 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 companiés, on the problems
that either could or do result from foreign investment, on the
behaviour of foreign companies compared to their British counter-
parts and, 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 mere than they took than said wvice versa. Thirty-
eight per cent (12, N = 32) considered that foreign firms gave
more than they took, 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 balanced, although some
suggested that nevertheless, 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 econonmie
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contribution of foreign investment. Respondents who expanded
their views saw important contributions to be in terms of job
creation, growth in output, and exports. Such views match the
benefits of foreign investment iaentified in the statistical °
tables in the secéndwchapter and they support the view that
Britain will be favourable to foreign investment for benefits
are seen to outweigh the costs (Proposition 3). Amongst

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

L

companies contrary to this. For example: -
\
"In (our area) most, particularly the Americans
give a lot to the local economy and want to get
involved. At the other extreme some are 100% take
and no give. For example, we've one Scandinavian
firm which has created jobs but only by stealing
labour and, contrary to assurance, 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 a8 way. If anything, the interviewees discussed

herein held more balanced views.

Respondents! views of the net economic result of foreign
companies operating in Britain barely differed from thelr 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%, 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 mode, median and mean,the 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

agsess overall perspective was conditioned by what appeared to
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be a somewhat favourable attitude which tended to be moved
towvards neutrality by virtue of negative reaction on specific
points as examined below. First, however, it is important to
achieve an approximate disaggreéation'of the last two .
questions by examining the criteria considered as important for
evaluating the value of foreign companies to Britain. The

results are summarised 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 e

No, %
Creation of jobs

Access to new technology and
methods

Effects on national growth
Overcoming regional problems
Effects on the balance of payments
Opportunities for managers

Role of Britain in the world

Control over national affairs

Clearly, 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 Agencies, 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 need, the semi- and un-
skilled, 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. Alternatively, the argument can also be
posed that the net effect of an incoming enterprise dbringing
new technology can even cause job losses in the firms now made
~less able to compete, This was, of course, 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 operation, Simca.

It was almost inevitable that creation of jobs should have
been ranked highest by respondents for this is the goal most
jdentified locally. The other alternatives that respondents
were asked to judge the importance of, were definitely more
nationally orientated. Amongst these, access to technology
and new methods was seen as the mpst 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 for a given level of output in the long run.

The only other factor Judged to be important dy over half
the respondents was the effect of foreign investment on nation-
al growth. Output, 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 wvalue
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 Agencies, 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 Areas, 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 payments, when mentioned,was seen as beneficial, .
thus providing some support to Proposition 6. The rare mention
of the value of providing opportunities for management may bdbe
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 80 .often put their.views within
the rhetoric of National Interest, sovereignty and xenophobdia,
Clearly the problems against which states need to gird thenm-
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 3, that the benefits of foreign in-
vestment outweigh the costs, and Proposition 10, that in Britain
foreign investment will be encouraged actively. Negative re-
actions to foreign investment were few, and the lack of problenms
emanating therefrom, as identified by respondents, 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

problems arising from foreign investment.

Midway

Minor Major

Number of Resgdndents

The potential of

foreign companies to
take decisions 13 9 5 2 1 2 -

against British
interests

Circumvention of
government policy 14 5 6 3 1 1 -

Potential domination

of particular in-

dustries by foreign 1 8 T 9 b, 2 -
companies | *

Circumvention of ,
taxation and trans- 10 12 2 5 1 - -
fer pricing

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 then, only 17% (5, N = 30)

believed there to be a problem of‘major_pr0portions.
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 Britain, but
their views should reflect their experience gained and
impression conditioned by the press, government and the
behaviour of firms themselves. Their views are those of
important policy implementors who, judging by the results re-
corded so far would appear to hold a consensual view on the
need to welcome foreign investment. If anything, 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 1s witness to this.

Having answered broad questions the interviewees were
asked more specific ones which related more to their direct
experience. First, they were asked whether they believed
foreign firms in Britain offer better, worse or similar wages
to those of indigenous firms. Table 2.20 showed that at least
gstatistically 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 s0 opinlon 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 (12, 40%, N = 30)
or similar rates to (15, 50%, N = 30) indigenous firms. This
view was also expressed by'respondénts in the various Deveibp-
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 premises, equipment and
employees giving more ideal conditions than the norm. It seemns
that compared to many indigenous firms (or older foreign firms
for that matter), with their entrenched practices and less up to
date equipment, many foreign companies are able to offer better
wages. JLooked 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 bettexr labour relations than indigenous firms (16, 53%
sald foreign firms better; 12, 40% similar; the rest "Don't
know", N = 31). but, except in specific cases, there was no
jdentifiable differencein the willingness of foreign and in-
digenous firms to recognise Trade Unions (6, 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", N = 32). The better ladbour
relations were often seen as a function of the newness of firms.
Indeed, it does tend to be the traditlional 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 this.

The importance of foreign labour practices had 'been
observed by a number of interviewees. For instance, 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 Home 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 end, especlally
as the number of employees grew. The consensus of opinion then,
was that although some resistance may occur 1in the early stages,
and a few firms managed to continue on a non-unionised basis,
foreign firms fell in line with the prevailing'system of labour

practices and Trade Union recognition.

Respondents, in the main, perceived foreign investment as
beneficial and non-too-different in behaviour to indigenous

firms, 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. 1In its
investigations on this matter the Steuer Report attempted to
assess local impact by a rapid, almost cursory, 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 extrémely d;trimental locally is the
withdrawal of an operation. An oft-repeated and widely held
opinion, both in the press and in academic literature, 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 Britain, 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%,
N = 30) than felt they closed down more often (4, 13%).

A rigorous analysis is in need of being done in order to
establish compafable 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 incentives. 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 they 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 0ld New Town story. ‘e get the dbranch
Plants, the winds chill and the multinational companies

gO.ﬂ
Others expressed viewpoints counter to these:

"Foreign companies afford more autonomy to their
overseas plants than do multi=branch 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. But, with regard to
closures and other possible detrimental behaviours many
respondents did suggest the need for better'monitoring 80
that if a company pledged to achieve certain goals its efforts
could be more closely observed. However, the implementation
of such proposals would be both difficult and costly. Imposing
stronger clawback provisions, 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 hehaviour 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.
Finally, we can look at the last “opinion" question where
respondents were asked "Which of the following do you see ag

desirable measures?" A summary of results is given in Table

5e64
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TABLE 5.6 local Authorities and New Town Development

Corporations. Respondents' views on what

would be desirzble measures on foreign

investment. N = 32 - 2 missing cases = 30 .

S S

Improvement of the investment
climate in Britain

Increased financial encourage-
ment of indigenous firms to

compete with foreign companies
in Britain

Increased dialogue between

foreign companies and govern-
ment in Britain

Creation of intergovernmental
codes for corporate behaviour

Increased government surveillance
of forelgn companies in Britain

Increased government control
of foreign companies in Britain

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 subject,
the favoured buying of British goods by the government, seven
respondents volunteered this to be important. Preferential
treatment of indigenous firms within Regional Policy was moot-
ed by & few respondents but nearly all respondents were of the
opinion that Britain had toJcontinue to attract foreign in-
vestment, especially that which used advanced technology, 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 half the respondents.

The hope was that government could then have an idea of what a -
firm's intentions were and they‘could plan accordingly. The
gystem of planning agreements and selection procedure for S.F.A.
wvas 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 hoc
and uncodified. The creation of intergovernmental codes re-
ceived a more favouradle 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 foreign investment and so supported the view
that restrictions on foreign investment should be minimal
(PrOposifion 2). They saw little difference between the
behaviour of foreign and indigenous firms, 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 of "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
geneial 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 éhat an efficient and well co-ordinated system of
attracting and handling foreign investors would loglically follow
on from this. In the previous chapter, however, we saw the
large number of bodies that wé&e involved and suspicion was
aroused as to whether the system was optimal and coherent, des-
pite the general consensus. This discussion on coherence and

optimality is the substance of the next chapter.



(1)

(2)
(3)

(5)
(6)
(7)

R. H. Xorgan and M. J. Hockaday "The Role of the Local
Authority in Town Planning"™, Research Paper, Dept. of
Town Planning, UWIST, May 197J5.

M. M. Camina loecal Authorities and-the Attraction of
Industry, Pergamon, 1974. .

D. Je Storey and J. F. F. Robinson have done an, as yet,
unpublished case study of Cleveland County Council for the
Centre for Environmental Studies. They attempt to
evaluate the success of lLocal Authorities attracting in-
dustry. The formal 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. Nevertheless, the formal
models may be used by individual Local Authorities dut
selling such models to political mentors would be
difficult.

The Guardian, 8 December, 1979, p. 16.
HI Mi C&mina OEi 01ti, pl 1690
M. M. Camina 1bid.’ Pe 86-

There are some apparent differences between the findings
presented in Table 5.2 and one of the most thorough ana
recent studies on the subject. See J.M. Northcott

Indust in the Development Areas: the experience of firms
opening new factories, P.E.P., 1977, esp. Table 12, p. 43.
These differences can be put down to a number of factors.
Firstly, 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-
fortunately, 24 of these firms were foreign and so a straight
foreign and indigenous comparison is not possible.

Secondly, there were differences in obtaining the opinions of
respondents. Northcott 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

f{fteen alternatives. Both approaches have their short-
comings. One problem with the 1list approach is the
possibility of the "donkey effect®. In retrospect this
possibility could have been overcome by producing a number
of 1ists in different order. Fortunately, however, 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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(8)

(9)

(11)

(12)
(13)

in the present study was the availability of good trans-
port links. However, 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 availabdble factories are combined this becomes the
most often mentioned factor, in line with Northcott's

findinSSr

The only other major differences between the two tables
of results is that "Labour" seems to be of great im-
portance to Northcott!s respondents. However, as with
factories and sites this "difference™ can be overcome by
combining the two elements of pool of skilled labour and
good labour relations on Table 5.2 of the present study
and subsuming them under the title of "Labour™ as in

Northcott.

G. Walker Regional Incentives and the Invesfment Decision

of the Firm, Studies in Public Policy, C.S.P.P.,

University of Stratheclyde, 1979.

It is interesting to note that the Select Committee on
Scottish Affairs, Inward Investment, (Session 1979 -~ GO)
Vvol. I, No. 769, H.M.S.0., 28 August, 1980 saw lahour
relations as the most important preoccupation of would-be
investors (para. 4.3). It also stresses the importance
of financial inducements (para. 4.10). In both cases

it recognises that factors seen as important are many and

varied (para. 4.9 and 4.11).

For example see Counter Information Services The Ford
Motor Company, Report 20, 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.

G. Davies and I. Thomas Overseas Investment in Wales,
ChriStOPher D&Viesy July, 1976-

1bido’ Pe 1911

M. D. Steuer et. al. The Impact of Foreign Investment
in the U.XK., H.M.S.0., 1973, p. 104.

(14) Department of the Environment Circular 71/11, 11 July,

1977.
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(17)
(18)
(19)

(20)
(21)

(24)

(25)

(26)

Discussed in The Economist, 1 December, 1979, p. 91.

See M. M. Camina op. cit., especially p. 97 - 110, and

Ne. Falk loecal Authorities and Industrial Development,
UrbEd, 1978 *

M- L!- CMina !t!idli p. 85.
N. Falk op. cit., Appendix A, P. 3.

See a series of publications on this matter pudblished by
Slough Estates since 1976. For example, 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 lLocation File, 3(4),
June/July 1979, p. 17.

The Business Location File, 3(4), June/July 1979, p. 17.

The Incentives available are given in Incentives for
Industry, Department of Industry pamphlet, 1978. They
are up-datedin Regional Industrial Policy Changes,
Department of Industry pamphlet, January, 1980. For an
excellent survey of the incentives available in Britain

and the other E.E.C. states see European Re§10n31
Incentives 1980 D- YIIill and K- Allen eds. C-S-P:Pi’
University of Strathclyde, 1980.

For a history of assistance available see G. McCrone
Regional Policy in Britain, George Allen and Unwin, 1969

and 1975.

For details of the statutory basis for local action on
this front see M., Boddy and S. Barrett local Government
and the Industrial Development Process, .Centre for
Advanced Urban Studies, Bristol, 1979, especially
Appendix 2.

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

Development; the Tyne and Wear Act, 1976", Regional

Studies, 2(3), p. 153 - 163,

See M. C. C. Goolden "Tackling the tax tangle™ The

Business location File: 4 July, 1980’ Poe 17 - 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, 1980, p. 24.

The results obtained by Fayerweather on M.P.s attitudes
to these questions do not differ from these views. See

Footnote 65, Chapter 3.
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(27) M. D. Steuer et. al.,0op. cit., p. 108 - 117.

(28) See evidence in Van de Bulcke et. al. Investment and
Divestment Policies in Multinational Corporations in
Western Europe, Saxon House, 1979 and D. McAleese and
K. Counchan "Stickers" or ?*Snatchers™?" Oxford Bulletin
of Economics and Statistics, November, 1979. Both are
discussed in Chapter J.

.

(29) For a discussion of the problems of external control see

Jeo Firn "External Control and Regional Policy" in The
Red Paper on Scotland, Edinburgh University Student

Publications Board, Edinburgh, 1975, p. 153 -~ 169.
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CHAPTER 6. THE ATTRACTION OF FOREIGN INVESTMENT TO
GREAT BRITAIN. A COMPETITIVE FRAMEWORK?
In this chaptefmore of the resulté 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 frameﬁork and
duplication of effort receive considerable attention. Funda-
mental questions are asked about the existence of a competitive
framework for attracting investment at international, inter-
regionaliand intra-iegional levels.

The possibility of multi-organisational sub-optimisation
is'éxamined, and, a central issue that is addressed is whether
or not it matters that spperfic;ai or actual competition or
duplication of effort is wasteful so long as the results are
acceptable., With the consepsﬁs on attracting foreign investment
it would nevertheless éegm legitimaté_td strive towards an
efficient framework for achieving the aspirations of the = %
"welcome™,

Iater in the chapter respondents' views on the best frame-'
work are assessed. A black andﬁhite-approachis 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 which examination should begin.
This is examined further in the remainder of the chapter in an
effortito find ways of impfévinéftha overall appfoach. Through=-
out, the reaulfs and views obtained during interviews and surveys
of individuals intimately involved in the implementation of
policy are considered and used to shape the general éﬁsessments
made.

In short, in this chapter we consider how the consensus
shared by central and proximate decision makers on the policy of
"welcome" does pot naturally lead to a coherent framework for
attracting foréign investment. - We continue to expose the link
between incoherence and competition and we begin to look at
the concept of co-ordination. This 1s developed further when

| assessing'and.makiﬁg'reéommendatiops for the development of the
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overall framework for attracting foreign investment in the

concluding chapter.
6.0 iCompétifion‘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 unnecessary 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-governmental, non-central organi-
sations involved in attré&ting'foreign investment., Thus the
Development Agencies, 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. However,
their abllity to offer financial assistance is restricted by

various Agts 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'finanéé and expertise
available restricts a situation of perfect competition as does

the sheer variety of organisations and their activities.

Physical limitations on competition exist bﬁivii should. be
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
w proviéion for industry. Who is doing what, 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. de iﬁstance, 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-
titioﬁ? The scope for competition exists, 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 ;‘tightly co=-ordinated and united front
(as evident in the I.D.A. of Ireland's approach) to be of more
benefit than the mu&h more multi-organisational approach resting
on "a high level of local and regional initiative, pressure and
competition™ (1) as evident in Britain. At the outset it must
be stressed that the all too readily made assumption that a
multi-organisational framework necessarily means inefficiency
and duplication is not seen as a legiiimate starting premise.
To obtain opinions on competition respondents were presented
with a 1ist 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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TABIE 6.1 Local Authorities and New Town Development
Corporations. Respondents! views on the
bodies with which their authoritx 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 i

Corporations in the same region.; 23 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/Metropolitan Districts
in other regions. | .29 25

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

Counties/MetrOpolitan Counties

and Scottish Regions in ‘other
regions . 24 21

Other 4 4

Competition with other countries was seen as important by
manyLOcal“AuthoritfféndNew Town respondents. It was seen as
the most significaﬁt competition by'respondents in the Development
Agencies, development associations and the Department of Industry.
The views held in these bodies reflect their greater involvement
in competition at this level, 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,
Belgium, Holland and North West Germany in the main. However,
in many cases the country with which there is competition cannot

be certain.: In the Assisted'lreas the assumption usually made
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was that competition was with other regions in other states that
were offering assistance, but in the non-Assisted Areas it was
generally not known with whom the competition was occurring. It
may be that competiﬁion in the non-Assisted Areas is largely 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 was
apparent. Certainly the Irish have been very active and success-
ful in attracting investment by applying thorough and persistent
techniques. An SDA officer remarked that "wherever we go we
find 'Kilroy was here' before us". Certainly the picture most
often painted is one of "the Irish versus the rest" as the
figures given in Table 6.2 show.

TABLE 6.2 "The Irish Versus the Rest"

Total of Firms located ~Population Unemployment
foreign during 1978- . m, June 80
12

Scotland 275 13 De2 9.9
Wales 140 2l 2.8 9.0
Ulster 61 . )2 . 1e5 12.7

North of o
England 146 10 | 36l 10.3

Repudblic of |
Ireland 654 185 - 3.0 8.1

Source:  Table and title as it appeared in The Sgotsman;fr
| 14 July, 1980, p.9.

A1l European states offer incentives to incoming industry
and the press often talks of competitive bidding and Eurosubsidy
apirals all aimed at attracting investment. For instance, 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. forums, but 1ittle has been done to check the practice

as st;tes invariably:claim 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
whEch had been given aids which were deemed unfair. Whether
th{s gort 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 agsessed in a separate question in the
surveys. The belief that this type of behaviour occurred was
widespread. Three quarters of respondents (92, N = 125) said

they felt that such "playing off" took place and only 2%
(3, F = 125) felt it did not, 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 Townaﬂ(as well as
in government bodies), the view most often posited was that
only some, predominantly'the large ééale 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 ignored, although cases such
as the Philip Morris one mentioned above were rarely heard.

The most disturbing'fgctor evident was that many felt much
of the auctioning was fuﬁile, The firm knew where it wanted
to locate and no amoupt’of financial incentives would drag it
away from its preferred ldcation, but threats of upbidding

emanating from other states could be ugsed to increase the thick-
ness of the icing at the preferred location. In the case of the
new Ford plant locating in Bridgend, for instance, 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
exanining other sites in other states-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 perceilved greatest competi-
ftion the respondents in the Local Authorities and New Towns

259



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 both,
setting great store in the existence of the Development Agencies.
One of the reasons why these regions are singled out is the ease
of identifylng them as separate bodies able to promote a separate
"national®™ entity in a co-ordinated fashion.

Tablé 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 SDA, 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 foreign firms as the Welsh (5). Such comparisons are
not necessarily fair (6) but do provide ‘ammunition" for the
continuation of inté:—regional_rivalry'and battles.

.. The New Towns were seen as important in the competition to
attract foreign investment. New Towns in Britain do possess
many attributes whibh.méy gilve 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
a8 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 success,
the argument often being put that their success comes only at
the expense of the inner cities. It is true that there may be
godh reasons for channelling resources to the inner cities but
it is unlikely that slowing down growth areas to.do this
nec;ssarily;meana concomitant improvement in the depressed areas.
Nevertheless, many respohdenta did see the growth of one as at

. the expense of the other. It is not irrational, 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 New 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
foreigﬁ 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:

"ﬁhile all good incoming'iﬂﬁustry and commerce is

welcome, it is fair to say that the overseas

companies are considered as the jewels in the

development corporations! crowns, and the readiness

with which they have been absorbed into local

communities is an added source of pride." . (7).

The Districts éﬁd Counties were seen to be the least
important in Ehe bverﬁll céﬁpetition to attract investment.
‘Districts were seen as more réievant'in %he competition,
because they often own sites and buildings which is often not
the case for Counties.

The fact that respondents, with . an occasional exception,
accepted tﬁe term competition does point towards their
recognition of a competitive framework 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 andkiqtei-fegiohél competition is -~ .
inevitable. " Actors repfésentiné'a delimited spatial area
‘are inevitably competitive. Local.Authorifiés'given thelr
ambitious local and structure plans and given a paft 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 analogy, at the regional level an
oligopoly, which has been described as "almost a synonym for
cut-throat competition", (8) is evident. At the local level
the system is one of almost perfect competition; influence
by each actor is negligible unless the local actor

261



is one desperately'needing to attract new industry -
as may be seen in many large metropolitan-areas or.New'Towns
which claim special circumstances for greater involvement than
is the norm. Witness to tﬁe large number involved is that near-
ly a hundred Local Authorities submitted plans and sites for
INMOS, the NEB's microprocessor facilities (9). Submissions
varied but Tyne and Wear, for instance, were offering eight
gites and a combination of government assistance and local
assistance under the Tyne and Wear Act, 1976, that could have
amounted to about £9 million, or about 30% of the setting up
costs. i |

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 commented on &s most éptlynamed by'onefcorresﬁondent. 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 itias 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 situation

was s0 under control.
Some respondents, put forward interesting views. One f{rom

a New Town was commenting on the feeble attempts to attract
investment by other bodies when he said that although on one
level the existencé of others meant that all the actors were.
competitofs} in.actuality efforts by most were so weak 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:

ncompetition varies. You can virtually ignore
fthe 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 EBurope, U.K. regions v each
other and then on to those offering sites in each

regiOn-

In sumééryj the majority of those involved in attracting
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foreign investment accept competition, 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:

. "Whilst it is certainly true that competition from

other European countries should be met, it is important

that resources are not wasted in this process by one

British region's bidding againat one another.” (10).

To return to the "playing off" issue again, just as a
question was asked about states being'played off one against the
other, 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 common. Seventy-two per cent
(89, K = 125) of respondents in the Local Authorities and New
Towms said foreign firms did play off agencies and authorities
and only 7% (8, N = 125) said this was not the case, (the rest
being"Don't knows"). These results are:only.slightly 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 associationé
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 sexvants 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 atrictly limited
parameters. One civil servant put it this way:

"what is available is firmly controlled by lLondon.

Competition is prevented. For example, the rent free

period, the government set down a maximum so this 1is
a maximum for all authorities and there can be no

stepping out of line."™

Amongst the respondenéé from local Authorities and New Towns
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there was an undercurrent of suspicion. One officer in a local
Authority said:

"T'm very suépicious. 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 Autﬁorities and New Towns often re-
ferred to firms or their agents hopping around looking for the
best deal. This inevitably 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 balance, it appears that suspicions about the existence
of surreptitious activities are not founded. Differences in
financial assistance, beyond that available under Regional Policy,
are possible'depending'on,preparedness to make maximum use of the
possibilities for financial assistance within the bounds of laid
down limitations. But even here despite limitations contained
in Acts of Parliament and so on, one Local Authority respondent

who was cdgnizant of a whole range of financial possibilities

was led to comment:

"Authorities can give extra money. I'm 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."

-

Suspicion, 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 1if needed.

In the last chapter it was suggested that scope for com-
petition, although it could be based on the willingness of
authorities to maximise their limited financial incentives, 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 instance, 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 flexiblility. |

In Britain many factor inputs do not vary spatially but
it is factor costs that interest firms. Firms afe 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
fnformation on these costs and this is where thefe 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 wishj:ng to invest by 25% of respondents (N =
113, see Table 5.2) the way in which the potential investor was
dealt with did appear to qffer scope for competition. The views

of three responﬁents bear this out:

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

nPinancial incentives are all the same so

competition goes into willingness to0 bend
over backwards, cut the red tape and bend

the rules. The attitude of Local Authority
officers matters, they need to take a posi-
tive attitude with a make things happen

approach.® -

“Foreigﬁ companies in particular are con-

cerned about st;ingency and regulations.
If we say '0.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.

Phis is where we can help and have the edge
over others. You must overcome the impression
of difficulties. Flexibility is the key."

ILimited scope for competition does exist partiéularly 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 Britain but competition is Just as evident in the game of
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trying to attract mcbile 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 necessary reading for those concerned in his
departmenf were some articles relating to these issues. For
example, 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. Latef, oir Kelth also
expressed his concern about the need to limit competition by
making changes in Regional Poliéy'(IZ). CYiil Silver, the
Director of the IBB had gained high level sympathy with his
view that there were probiems*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 field are a manifestation of this.
Things are made worse by the secrecfvand 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 graspJ' The situation regarding in-
ward investment may not pe 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 summary, it can be said that the array of actors often

fight in direct, if not explicit, competition for what develop-
ment 1s available. A competitive framework appears evident both
- objectively and as based upon the views of respondents. The next

step after attainingg%he view is to move on to see how far

1"*1?
Ly
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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 this, if existent, appears to

be of‘negative value.

’*Clearly, Sir Keith Joseph came to power with the intention
of %educing'what he saw as wastefulness 1In many areas ‘including
thaélof industrial promotion. The sheer number of organisations
involved in this activity, as shown earlier, indicates that a
revision of the framework may be necessary. The problems to be
encountered in attempting to alter the situation are manifold.
It is inevitable that each areﬁ will be forced into competition
as each has its own axe to grind. It follows that as each
operates with a considerable degree of independence, effort will
be duplicated. With such inevitability this syétem could be
changed by establishing central direction of activities but this
would seem too naive a solution in terms of political accepta-
bility. Alternativeiy3'aqd 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.

BEighty-four per cent (27,.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. Paradoxically,
however; the respondents generally did not want to accept any
imposed reduction of their efforts or of their ability to pursue
jndustrial and promotional policies. In general, 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, Wales, the North West, and
Northern) was examined both to allow comparison and to ascertain

the utility of techniques for overcoming problems of duplication.

-, ’ >

Scotiand

The Séottisﬁ bodies wére generally the most active in
' - _

Stlly.
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at;racting*foreign investment in all the regions concerned.
Views about the competence of the regional framework in Scotland
to attract foreign investment varied, although in Scotland the
lowest proportion of individuals belleving 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 effectitg, efficient, and successful but{'the
more local the body the more that doubtls were:expressed. 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 léte 1970's, and
since the establishment and development of the SDA, 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
gimilar 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 Reglons, to show success in co-

ordination. |
Since 1its ;nception the SDA has gradually been carving out

{ts 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.K. and overseas companies and to avoid the fragmentation of
effort and confusion caused by lLocal Authorities and New Towns
conducting their own campaigns" (15). This differs from the
situation in other regions wherelthe New Towns are often con-
rsidered as best left to their own devices, 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 interference,
and this was no less the case in Scotland where, despite the
SDA's aspirations, the New Towns appeared to desire only a mini-
rum of co-ordination. One respondent in a Scottish New Town

said:

"Phey (the SDA) asked us for information
on our sites, plans etc., for their
computers, 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."®
Desﬁite doubts about their own opinion of theilr 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", that is,
the lLocal Authorities and Development Corporations themselves,
are less convinced that duplicatory problems have been overcome.
A couple of respohdents profferred open hostility towards the
SDA but the majority appeared willing to go along with the SDAt'sg’
efforts at reducing, or at least better co-ordinating, 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 sﬁch an Authority put it this

ways

"In view of the fact that there is
operating in the district a multiplicity
of agenclies with a development role

HIDB, SDA, Reglions, Scottish Council
%Deve10pment and Industry)), the District
Ccouncil 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 ac;eptance of the situation by some authorities
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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 Buch‘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
far, unfavourable criticism is still possible in that although
external promotion may appear more co-ordinated, the interested
firm would still have to deal with a large number of bodies in
order to set up a plant. 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 twentf five government
departments and agenciesijhst in the area of administering

financial assistance for economic development (18).

Wales

In Wales problems with duplication of effort were also
evident. Just as in Scotland the Development Agency in Wﬁlés
has attempted to reduce duplication and concomitant inefficiency.
The Development Corporatién for Wales has been 5olstered.byWDA.
funding to enable it to act as the central promotiénél agency
overseas. |

Granville Davies, the DCW's publicity manager is convinced
of the 5énef1ts of a co-ordinated approach in Waless "We can
. have every organisation ihvoived around a table within an hour
where inward investment is concerned.” (19). This boast, although
1ittle more than an indication that the relevant organisations
are concentrated in the Cardiff area, may be a partial reason
why the framework is less well co-ordinated than it may at first
seem in that there is, and will be, a tendency for distance decay
in the opinion held about the adequacy of co-ordination the
further one travels from Cardiff. Davies adﬁits 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 effort, which can cause chaos and

confusion.* (20).
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From its inception the WDA, like the SDA has tried to
forge itself in a central co-ordinatiné'role. An editorial in
the WDA newspaper Wales Ahead commented that "fiying'visits by
small local groups = starting from cold and 11l equipped to
supply the detailed information on which foreign industfialists
base decisions = do little but cause irritatioﬁkand 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. TheReporf

failed fo go into depth or make any suggestions, and on re=-
flection it seems that similar things could have been said
regarding any region in the U.K., although one respondent felt
- that the situation in Wales was soO bad that tﬁe 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 1q§o detail.‘ This is tfué,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
gstreamlining. | |

within the U.K. itself Welsh Local Authorities are probably

amongst the most active in the field of industrial promotion,
but for overseas work there has been an increasing acceptance
that a central body, the DCW, is a better face to present.
Many of the Local Authorities in Wales have been far more active
in the pas% than'they are atlpresent. Their increased reliance
on central bodies for this has not seen s0lely because of, per-
suasion but has also come about as a result of the escalating
costs of gtﬁracting'thé increasingly hard fo come by foreign
company. The successful persuasion of some Local Authorities
to pull out of overseas promotion in order to leave it to the
pcW 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

271



treatment as a reward is, of course, 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. 1In
Wales such problens are exacerbated by the existence of a
Cardiff-centred, South Wales polarity. The administrators in
Southqﬁales gseemed 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 lLocal Authorities in
the field of industrial promotion do seem to differ greatly in
North and South Wales.ihTwo examples at the extreme show this.
Clywd, for instance, has an industrial development department
with fourteen employees, whilstnSouth Glamorgan only has one
and a half employees working in this field.

In summary, 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 persuaded of the merits of having a central
body. .The basic problem in persuasion 1is identified by the
Director of‘Resources and Planning at Wrexham Maelor District

Council:

.+ ngntil such time as specialist organisations 1like this

+(The- DCW) deliver the goods, I think you will-get many

" local- authorities ‘continuing actively to- promote their
OWNn &areas. Obviously they would not want to continue

: doing this unless they felt it wa3 necessary, because

they would prefer to use the money they are spending for
“‘other purposes. “But authorities feel they have a~respons-

ibility towards their own populatione.ﬁ (22)

England: The North West
Every respondent, 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 Development Agencies
have statutory obligations as well as a national identity to
sell but the North West and other English regions lack such ]

benefits.“
The regional deve10pment agssociation, NORWIDA, is neither

as oapable 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
and duplication is obvious. District Councils are often quite
active and Liverpool dity‘@istrict Council, for instance, is not
even a member of MERCEDO.

There has been improvement. According to most respondents
the creation of wasted and duplicated effort was much worse in
thérpast. Matters had been improving steadily until-recently
ﬁhen what was seen as a lack of substantive lead from both

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

activity.

LY

England: The North
The North's development association, the NEDC, has often

found itself Jjustifying its centrai_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 duplicﬁtion via co-operation and discuqsion.
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 duﬁlication. However, 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 énd'ﬁgar threatened to leave the NEDC in 1978.
;Theflevel of activity of Local Authorities in the North of
Englgnd varied considerably but with the odd exception belief in
'unneQéasary duplication of effort was strong with intra-regional
problems being cited as often as the wider problems of dupli-
cation in the U.K. as a whole. One InduéffiéiﬂneveIOPment Officer
despaired that there was "quite simply, too much duplication of
effort in the region degrading the wvalue of activity to zero®.

¥ 3 3 3 3 46

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 Four, particularly

in relation to spending, advertising and general promotional
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activites of authoritiesand agencies, the case for rationalising
a situation of wasteful duplication appears strong. Duplication,

however, only becomes a problem when it becomes clear that a
reduction in the number of actors or of their areas of activity

would lead to gfeater success overall. A Minister in the Depart-
menf of Industry may be dismayed by the number of actors on the
scene, by the amateurism of many, and by the rifeness of
plagiarism, but this is not necessarily the picture received by
the 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 company, and the involvement of many agencies,
although bureaucratically untidy, may'bring'political benefits
such as allowing local and regionai involvement in industrial
development issues. |

The level at whieh.one can argue about advertising 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 promotion, hitting the right targets with the best
propositions should make the most inroads into the market share,
that“ie, assuming that these activities can have a bearing upon
decision making in firms. A position approaching'perfect cOmM—
petition mey'become more prone to duplicated wastefulness on
promotion even 1if it is well executed but, if benefits accrue to
the individual promoter'by'what seems to be a result of promotion
then it will be difficult to stope. Advertieing'and promotion can
always be claimed as wasteful but as Lord Leverhulme 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
echievements 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-
turee and involvement that only larger bodies could afford to be
1nvoived 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 1s our view that little is achieved by foreign
advertising and promotion. Money is wasted and I
couldn't recommend my council to allocate funds."

The most important challenge to the present framework is not
that of just too many, 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 Burope 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 & 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 Authorities, in particular, are accused of
providing sub-standard information based on inadequate research.

The I.D.A. of Ireland, as a single national agency, 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
pester, but to do it effectively: "The last thing they (firms)
want is to be bothered by the I.D.A. Year in, year out you have
to build up a relationship with the decision makers."™ (24).
This type of argument is strong in many of Britain's regional
agencies, New Towns and the more competent Local Authorities.
There is a clear recognltion 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 hasg
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to be substantial in scope, 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
gself representation. The IBB can provide important witnesses to
the difficulties arising from the existing multi-organisational
setting. Peter Jay, former British Ambassador to the United
States, for instance, claimed that as a result of fragmentation
into too many agencies one major investment was nearly lost by
- pestering which, 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 recommended 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 agency, from a County within that region
and from a town within that County - all of them arrivingin the
same week." (26). The examples, however, are of iare events and
with the growth of regional bodies and the IBB such cases are
less likely to occur, -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
firms, however, and concentrated on others selected usually by
careful searches but, occasionally, by stunbling upon then.

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 involv;ng'many actors
may reach more targets than would a single or a handful of
actors. The IBB cannot cover all the ground, nor could a single



body. There are so many firms to contact although admittedly few
are likely to move. An'earlier*stqdy points out: "there are
eight million business units in the U.S. alane" (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 dbut it's nothing."

Dennis Stevenson, the Chairman of Peterlee and Aycliffe Develop-
ment Corporations in a speech made in 1979 added his views to

the debate: "We have yet to come across an industrialist who has
genuinely marked the U.K. 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 actors all trying to Jjustify and maintain their
posifiona. Fears of being restricted in any sphere of activity |
are intense_ﬁhen 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 thg regional level these views were re-
{terated. With such parochial feélings in different areas 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. Furthermore, even in a framework where
organisation was more central, locals would still possess local
information and expertise often s0 essential in the minutiae
of the decision to locate  at a_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 accepteé as being legitimately involved. The IBB, as the

relevant branch of the national sponsoring department has the
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most central role in this, 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 region, town against town
and they can all be fighting government departments at the
same time. The participants are many, and varied and confusing.“
(29). | ?
A debate on the line that the IBBgtakes 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, Indusirial Development Adviser of Warwickshire
County Council (30). He was dissatisfied with the way in which
all Local Authorities were advisedfby'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 IBB, help would not be forthcoming
even if the motive for apﬁroachinguthe 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 is, the non-Assisted Areas, was being undersold abroad,
althouéh 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 More, General Manager of
Redditch Development Corporation re-iterated the underselling of
Britaiﬁ and the view that the IBB was really only an Invest in
Parts of Britain Bureau (21). Douglas Smith (Industrial Adviser,
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 loecal organisations which are
much more familiar than the IﬁB'ever can be with particular
services and environmental attractions whiech 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 angd profession-
als ‘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 sugh conflict is inevitable when the IBB aims to
reduce independent action and adhere to Regional Policy.

The 1IBB 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 Scots who still feel that foot-dragging in London .
was responsible for the "loss" of Mostek, the prestigious
microelectronics manufacturer, 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 both itself and via regional Agencies and associations
can attempt to encourage co-ordination of activities in terms of
o;erséeing'who is doihg what, where and when. The IBB has also
attempted to ascertain whether it can overcome the inevitable
prdﬁlems 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

Department of Industry appointed management consultants Coopers
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and Lybrand to make a review of some of the promotional
organisations in England (35). The situation in Scotland and
dales 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 England, but the
Welsh Report 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
Authorities, (37) all of which were outside the terms of
reference for their investigations. The study was directed -
mainly at regional organisations (NORWIDA, NEDC, Yorkshire and
Humberside Development Association, and the Devon and Coranwall
Development Bureau) plus BSC (Industry) Ltd., and three New
Towns (Warrington, Peterlee and Washington) The study also

agssessed Ireland's T.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
'.Engiish.actors the development associations in the regions seem
most vulnerable. The timing of the consultant's gtudy 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. However, 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 most 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 -
gsection 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 ﬁﬁs 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 ‘ecrumbles when
contested” (39). Any cost-effectiveness measure used would seem
inadequate when comparing a New Town with a regional development
agssociation but a measure which appaiently 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 governm?nt'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 of, and
being as successful as, many New Towns, but the New Towns are
fundamentally différent 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 the regions. They cost relatively little and
the job they do is beneficial even if they are relatively cost-
inefficient in Jjob creation terms (1f such can be measured).

The Select Committees investigatiné'wales and Scotland
exbresséd 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 DCW and were 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 DCW 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'chénge for the sake of it (43) but they were almost
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cursory in their dismissal of the DCW, suggesting its demise

yet giving no substantial reasons why the WDA would necessarily
do a better job. The suspicion is that hares thrown out by a
few witnesses, notably CBI Wales, 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 theymoposed (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
ffhe'SDAfsroffides overseas, which were seen as duplicatory (45).
But, in doing this, the Committee were determined not to. lose a
Secottish 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
ogératingfor Northern Ireland. This approach, whilst looking
1néh§ when wearing Scottish blinkers, falls down.under examin- |

ation. First, it has to be accepted that Northern Ireland is
a special case for obvious reasons. Second, Scotland is not

a 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 second, the gspeclal 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 Foreilgn 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

of fices have not been given sufficient airing and tne Committee

Should have at least have given them chance to succeed. Clearly,
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i1f 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 Committee 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 "controlled"
from the centre. Funding and monitoring lLocal Authority activities
from central government would be difficult and costly. It would
mean interfering with the current Rate Support Grant system and
furthermore, would require the compromising of the present Con-
servative government's supposed philosophy of non-interference in
Local Authority operations. Any reduction of duplication, it
would seem, has to come either via Development Agencies and
development associations, both already having had some limited

auccess and, via IBB persuasion and co-ordination.
In overcoming duplication intra-regionally the Development

‘Agencies have been more successful than the development
asgociations in England. This difference is probably more
fortuitous than by design although a few reasnns as to why
Development Agencies have had more success may be offered. The
Development Agencies have the advantage of youth, appropriate
labelling, and national identities. Development Agencles
operate in a wider range of areas and activities such as factory
building and financing prajeeﬁs this giving them a higher profile
than the development ass¢ciations 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 lLocal Authorities to
establish working relationships based on supplementation rather
than duplication. This said, however, 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 inevitable, 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 attitude, are unlikeiy 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 dut, 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: "'Off 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’
'hat‘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. 1In 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 hoc one. An
alternative system, one that is co-ordinated perfectly, is not
feasible as the objectives of actors are simply in conflict. The
mint-debate sparked off by Jeremy Howell, Warwickshire's industrial

Development Adviser 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 worthwhile ascertaining their attitudes in
that they are baséd on their grasp of actual difficulties and
problems that they perceive rather than on the basgis of a

simplistic desire to reduce competition and duplication in the
name of organisational tidiness. Prior to outlining the norma-

tive views of respondents, however, 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 general, 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 agencles 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 this, the Development Agencies
and development associations were considered much less important
than regional offices of the Department of Industry and the IBB.
However, & sizeable proportion (Just under a third) felt that the
main route was for foreign firms to come to them direct.

TABIE 6.3 local Authorities and New Town Development
- Ccorporations. Respondents' opinions on the

main route by which foreign companies wishing

to set up a plant approach them. N = 125 - 11
missing caces = 114.

-
[ 4

'Comes direct. 36 32
Having been passed on by bodies |

covering a larger area than 62 50
your Owne.

Having been passed on by bodies

covering a smaller area than 0 0
your oOwle. ‘

Othere. 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 Tadble 6.5) of the respondent. In the non-Assisted region
surveyed, the South East, 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 regions, 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
area, firms approaching direct are most important in the North
West, followed by Wales, the North and Scotland in t hat 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 basis, 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 Towns,
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 & handful of firms each year.
There is need to be wary of the responses in another sense in
that responses were tentative oﬁ'occaaion, and quite often
respondents, particularly at District level, were not aware of
other bodies being involved even when they were!
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TABIE 6.4 local Authorities and New Town Development
Corporations. Respondents' opinion on the
main route by which foreign companies !

wishing to set up a plant approach them,

by region.
N = 125 «'11 missing cases = 114.

" [ cone direct Passed on (1) Other Do mot kmow

Wales

South Egst

Scotland

North West

Northern

Total

Development
Corporation

County

Non-Metropolita
District

Metropolitan
District .

Total

6 - 13 1 3
10 0 3 3
6 22 0 2
10 ) 13 2 0
4 14 0 2
36 62 6 10

(1) Having been passed on by bodies covering a larger
area than your own.
TABIE 6.5 1Ilocal Aﬁthbfities'and New Town Development
, Corporations. Respondent3 opinion on the
| main route by which foreign companies

wishing to gset up a plant approach
them, by type of authority. N = 125 = 11

missing cases = 114.

pcome direct Passed ongl) Other . Do not ' knowl"

7 T 0 0
3. 14 | 2 0
19 36 4 10
T v 0 0
36 62 6 10

(1) Having been passed on by bodies covering a larger
area than your own.

A gset route

the responses ob

for forelgn firms does not seem evident from
tained., Firms, in fact, often appear to be

going through many routes simultaneously themselves and know-

ledge of this is

not always interchanged between the wvarious

organisations involved. A 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

the Department of Industry and its regional

offices knowing. Secrecy is important to

firms."™
However, 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 quanisatidné involved in attracting
foreign investment not to become aware of potential movers.
Secrecy is not always upheld and quite often Development Agencies
and development associatiohs, who have contacted the firms in the
first instance, work in close co-operation with regional offices
of the Department of Industry. Some industrial development units,
especially in the New Towns, try to maintain secreci'in relation.
to govéfnment 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 30,000 square feet" can hardly avoid providing a
lot of garbage information as s0 little is known from such g
description to be able to tailor the information, unless the
responding agency is one of the more informed bodies and can
gspeculate 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 Areas, thus in the South East

we get respondents 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 and, if
lucky, land the firm. The longer the bodies 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 then, all manner of routes for firms wishing to
gset up appear to exist:_ Once again all appears very untidy when
compared to an organisation such as Ireland's I.D.A. Tﬁé pPressure
for change of the fragmentary organisational framework would
again seem to be prey to "the intelligent man's first naive
readtidn"(48). Regspondents 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 lLocal Authorities

and Development Corporatiéns are set out in Table 6.6.

TABIE 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 = 135 missing values = 112. |

T w

More centrally

More regionally
More locally -~ County level

More locally = District level

Mixed

As at present

Do not know

. No clear guidance as to the most preferable level can be

gairied from the results set out in Table 6.6. Few (7%, 8, N = 112)
Tocal Authority and New Town respondents think that the present

framewvork for attracting foreign investment is optimal.
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20% (22, N = 112) believe that a mixed framework, but different
from the present one, should exist. Similar numbers, that is,
around twenty per cent advocate approaches that are more
centralised (18%):(49), more regionalised (21%) or more
localised at the County level (22%6). Less (9%) believe that
the attraction of foreign investment should be even more locally
focused at District level.

When the results set out in Table 6.6 were crosstabulated -
a few interesting results came out. Feeling for a more central
focus was strongast in Scotland (11, 33%, N = 33). In Wales
only one respondent (5% N = 22) felt that the focus should be
more centralised and here the largest group (6, 27%, N = 22)
felt that a mixed system would be most preferable. In the North
West a local focus at County lével'was mentioned most often out
of the available options (8, 30%, N = 27). In the Northern
Region most opinion favoured a regional focus (6, 32%, 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%, 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 (5, 36%, N = 14) or under a
mixed system (6, 43%, N = 14). The preference in the Counties
appeared to be towards a more central (6, 30%, N = 20) or more
regional approach (4, 20%, N = 20). In the Districts the central
and District options were the least favoured (in both cases 9,
10%, N'= 86). Respondents in the Districts most favoured County
level (23, 27%, N = 86) and regional level (19, 22%, 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 1in the latter choosing this least often
as a response, 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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:regionaily. This was different from the Horth West and South
1Easﬁ where the most frequent response was for a County level
focus. A Local Authority focus, 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
opiniog appears to veer towards the best focus being at spatial
tiers above that from which respondents came. Thus respondents
in bistricts tend to favour a County focus and in the Counties
thei appear to favour regional or central foci. The Development
corﬁoratien respondents differed from this favouring either a
more central or a mixed approach. This 1s probably a reflection

of the more holistic views held by the generally more professional

individuals in the New 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.
Consequently, conflict and the difficulties of co-ordination were
'uppeémost 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-
gidering 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 complexity 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 few, 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 fim 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 blased in objectives.
They felt that localising the response to problems would be more

l1ikely to lead.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 reg-
pondents Counties had too general a role. Fears of wastefu]l
~duplication were exceptional for these respondents, 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 suscepfible 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 t00 large a subject for
Districts to handle wanted a County level focus with Districts
backing them up with information provisiont This sort of view
is a localised version of reglons wanting Counties backing them
up and, at another level regions supporting a central government
organisation. The philosophy differs. The aim of a localised
approach is to overcome the alienation at belng 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 profitadble 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
the 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

andéhssisting'existing'firms.
¢ A 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. Sonme

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 Develorment
Officer in a Local Authority saw this as best achieved by a single
central body attracting foreign investment with local involvement

only at a later stage:

"T am convinced that the idea of Local
Authorities advertising abroad and sending
delegations and so on are on the whole

" ecounter-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 encourage,
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 %ith 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 wouild
have to be based on radically different types of organisations

and structures than those at present. As one,New Town officer
put it: |

I
"arketing 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 constitwent
part of the country or region. As a result
promotions at those levels lack point -
concepts are promoted not specific invest-

ment opportunities.™

Anofher'NeW'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

*fffrom selling goods but, then again, if marketing a name

ijg important then keeping the name of Britain in the.mind of the
foreign industrialist may be ‘beneficial. Criticism about

centralisation then, is based on the unsuitability of a government
department for the task. Government departments have to be

nfair™ to all, have to apply government policies which steers
industry to the Assisted Areas and may be possibly be eriticised

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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overlape. {ith the present framework duplicative waste is ex-
acerbated by each actor acting with a high degree of autonomy,
Nevertheless, because many actors want to be .involved and not
curtailed it 1s inevitable that many respondents in ILocal
iﬂuthorities, New Towns and other bodies suggested that the
best framework would be a mixed one with central, regional and
-logal actors working together wifh'a'high degree of co-ordin-
ation. The relationship between actors would ideally be
complementary and mutually reinforcing with vertical control

preventing duplication but 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 dissatisfaction, suspicion and antagonism.
I recently had a discussion with the Secretary of
State to discuss the issue of duplication but it
wasn't 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 place, then attempting to steer
it to areas of most need and suitability, 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 suitadle
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."

Such a statement indicates why a mixed framework, whilst satisfy-
ing many by giving them a say, is difficult to achieve. No eacy
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
ordex» 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

raeduce 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 for views on the best focus
the Local AuthorityandNe?Town respondents (in the postal
_+duestionnaire only) were asked to séy how satisfied they were
'witbthese agencies. The results are shown in Table 6.7. and 6.8,

EDEBLEE6.7 Local Authérities and New Town Deveiogment
- Corporations. Respondents! satisfaction with

regional bodies by region, N = 93=-
16 missing cases = T7.

Dissatisfied Neither dissatisfied satisfied
' | . nor 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 1 | 54 ' 4 51 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:

"Ve 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 'satigfied'."

Half the Scottish respondents (14, N = 28) were satisfied -
with the SDA in promoting the region and attracting foreign ;
investment; and, only Jjust over a quarter (8, 29%, N = 28) were

srdefinitely dissatisfied. It is in the areas covered by develop-
ment associations rather than Development Agencies where
dissatisfaction was greétest. Development associations, of
course, have less capabilities than the Agencies in Scotland
and Wales, but bearing this in mind, it is significant that about
half the respondents in the North West (9, 47%, N = 19) and
Northern (7, 54%, N = 13) regions were dissatisfied. The

~ picture differs in the two regions regarding satisfaction. 1In
the North West region the same number are satisfied as are

digsatisfied. In the North, however, only two (15%5 N = 13)



were satisfied with the activities of the NEDC.
The NEDC is very active in overseas missions, 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 record, 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 Eanufacturers the time to stop the
establishment of the company. The style of the NEDC and, in
particular, its Director in aiming for publicity and acclaim was
subject to much criticism. The lower profile of NORWIDA seemed
more preferable. At least the Local Authorities and New Towns
were left more free to "blow their own trumpets" in the North

West.
If the IBB aims to win support and hence induce other

F 4

guthorities to get out of the business of overseas promotion

then the opinions of Local Authority and New Town officers -

as to their satisfaction with - -the agency are difscoﬁra'ging

(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., Others, admittedly mainly
in the South East, gave a sad testament to the IBB by claiming
that ‘l;,hey did not even know of the IBB's existence! 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 s
failure to communicate,™

"The IBB. We 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 Towns, but now we know better."

"The 1IBB don't épprove of organisations such as this
but they're not doing a good Job so we have to go out
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- other agencies in the .industrial development sector.

IBB to adopt are therefore common (51).
activities is sometimes proposed. At present it has only forty

- and sell. They're too unprofessional, and have the

| handicap of being career civil servants."

TABILE 6.8 Local Authorities and New Toun De%elo ment

Corporations. Respondents' satisfaction with
the IBB by region. N =95 -~ 2 missing

cases. = 91.

Dissatisfied Neither satisfied svatisfied
nor dissatisfied

No. - & No. % No. %  No.
Wales 2 11 O 0 2 12 15
South )
East 1 8 4 31 0. 0 8
Scotland 8 29 4 14 1 4 15
North - :
Vest T 37 4 21 1 5 T
North

6 39 - 0 0 1 T T

The IBB is subject to a great deal of adverse criticism by
The

offering of suggestions for alternative modus operandi for the
Bolstering its

three members of staff in London and it has to rely on Consular.

staff -(selected by the Foreign Office, not the IBB) for much of

the overseas activities. Its offices in London are in a small,

insignificant section of a dbuilding mainly occupied dby the
National Research Development Council. And, most significantly,
its involvement in attraqting*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.

'Thé‘IBB iq 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 true, but many, especially in the Local Authorities,
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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 level(s) would
provide the best focus for attracting foreign investment.
Judgements, when made, are always open to dispute, particularly
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 contributions they
are making in efforts sﬁared by a number of bodies. ff’anything
*iconclusions as to what organisational framework would:best serve
._TBritainin 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. Unfortunately, even
{f done by the most objective of observers, conclusions reached
are open to all manner of counter arguments. Nevertheless, .it
would be a derogation of what has popularly come to be regarded
ag analyst's duty of making normative suggestionﬁr In order to
prevent confusion with the results being'reporteé;here and the

comments made thereon, overall conclusions and suggestions are

not made until the last chapter.
6.2 Improving the Situation

This sectioﬁ‘réports the views of respondents on how they

considered that Britain's effort to atiract 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
Iocal Authorities and New Towns on where they felt most im-
provements could be made in the aim of attracting foreign in-
'vestme;t. Clearly, better promotion (1n which most respondents
included a better organisational frumework) was considered
{mportant most often. This was also the case when these results

were crosstabulated by type of authority and by region, except

in the