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”The perception that public officials care only about 
recruiting new companies can damage relationships with 
existing businesses and the overall perception of the local 
business climate”  (Beyond the Survey page 1)











Develop a client plan to address needs

From an FDI aftercare perspective, develop a virtual team 
approach

• Map the US HQ, Corporate HQ, local presence 

• Federal, State, regional level interactions, plus Sector experts, key 
regional support – i.e.“Cooperative BRE” (page 10 of report)

• Engage – meetings, invitations, stay on the radar (page 5 of report)



The Customer is Always Right
• workforce, housing, financing, taxes, transportation

• Uncover investors’ issues and develop a plan to 
address them



Tailor your economic development response to 
address individual business needs 

• what can you offer? R&D tax credit, workforce/skills 
solutions 

• who can you marshal to help deliver?  (university 
partnerships, workforce development / specialists)

• Page 7 of IEDC paper – regional networks & referrals



• If you do the work, you position your region to ask for more

• If you want the firm to expand in your region, ask them to 

• Ask what it would take proactively, and action solutions 

• Ask locally, ask at US HQ, and ask at Corporate HQ



• Once you have all of this information & need, what do 
you do with it?

• Talk to your local, state legislators, governor, federal 
level representative and agencies

• The notion of Cooperative BRE in the paper (page 16)



• Regular touchpoints

• Business breakfasts, take the temperature of your key investors 
regularly 

• Ask for support from colleagues like SelectUSA and your State 
or US Department of Commerce colleagues when needed



Paper discusses various EDO approaches to measure impact

• Job creation, capital expenditure, customer satisfaction

Continually evaluate progress against objectives & flex objectives

• What’s next?  Examine horizon issues.  Be proactive.
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