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I. INTRODUCTION 

1. The UNIDO Training Programme for Investment Officials 

from the Republic of Senegal has been organized by the UNIDO 

Ir.vestment Promotion Service (IPS), Tokyo for the purpose of 

providing on-the-job training for officials from developing 

countries on the techniques of and approaches to promote 

investment from Japan to their countries. The Engineering 

Consulting Firms Association, Japan (ECFA) agreed to provide 

consulting services for a total of five man-months under the 

contract DPiSEN/82/022. 

2. ECFA was nominated as the contractor for this Project 

because of its extensive experience in industrial develop-

ment in developing countries. Since 1971, ECFA has been 

assisting UNIDO in disseminating UNIDO's activities to the 

Japanese community with the Government's financial support . 
. • 

In 1978, ECFA formed a research unit, "The Overseas Medium 

and Small Scale Industries Development Unit" for the purpose 

of contributing to small and medium scale industrial develop-

ment by utilizing technology already existing in Japan. 

Under bilateral technical cooperation programmes, ECFA has 

been sending its professional staff to developing countries 

as industrial development experts, as well as providing 

training for officials from developing countries. Based on 

this extensive experience, ECFA provided assistance in 

executing this Project by organizing a programme tailored to 

the participants needs consisting of a one-month orientation 
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and other investment promotion activities taking into 

consideration the uniqueness and special conditions of the 

Japanese business community. 

3. The Consultant has submitted a report on the orienta-

tion programme in November 1982 and an Interim Report in 

February 1983. This final report covers the Consultant's 

work for this entire Project and its purpose is to review 

the activities of the participants during the period of the 

contract, and at the same time to present recommendations in 

order to improve further this programme to ensure the 

success of this Project. 
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II. OUTLINE OF THE PROJECT 

4. The Project had two participants from the Republic of 

Senegal, Mr. Amadou Lamine Camara and Miss Codou Samb, who 

were nominated by their government and are mid-career 

officials of the Senegal National Development Bank and the 

Dakar Industrial Free Zone, respectively. 

5. The Project is expected to achieve the following 

objectives: 

a) increase the awarenesz of Senegal's development 

need among Japanese business communities; 

b) smoothen the information flow between Senegal and 

Japan regarding transferable Japanese technology 

and potential investment partners aud local 

promoters; 

c) strengthen professional capacities in the promotion 
, 

of investment-oriented projects through on-the-job 

training. 

6. The Project started on September 27, 1982. The partici-

pants were first exposed to a one-month orientation programme. 

During this orientation, they received intensive lectures on 

Japanese business practices and related cultural aspects 

which is considered essential before undertaking actual 

investment promotion activities. 

7. One of the participants, Miss Samb, then returned to 

Senegal upon completion of the orientation and has been 

working as a back-stopping officer for Mr. Camara. This 
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relationship enabled these two to act as a focal point on 

each side, bridging Senegal and Japanese industries. 

Mr. Camara remained in Japan, and froc March to June 1983 

undertook actual investment promotion activities with the 

guidance of the Consultant. 

8. The Consultant was expected to assist the participant 

in the following activities on an ad-hoc basis: 

a) exposing Senegal's development nf ~ds to the 

Japanese business community; 

b) presenting to potential partners both in Senegal 

and Japan the general benefit of investment and 

information available on particular projects of 

interest to them; 

c) seeking to match specific requests fro~ Senegal or 

from Japanese firms interested in locating part of 

their industrial capacity in Senegal with invest­

ment resources to be transferred from Japanese 

sources; 

d) preparing promotional tools appropriate for 

dissemination to the Japanese market which intro­

duce candidate companies to one country's investment 

climate, e.g. brochures, slide presentations, etc. 

- 4 -



,,,,_._......,,.-------.-------~----------- -- - - -

III. ORIENTATION PROGRAMME 

Purpose 

9. The purpose of the prograrmne was to provide a business 

back-ground of Japan and to open personal channels between 

the participants and the Japanese public as well as its 

business circles. The programme was designed to give the 

participants an insight into the unique Japanese business 

environment which is necessary before business activities 

can be conducted successfully. Emphasis was placed on: 

a) investment motivation for Japanese investors, 

b) how Japanese investors make decisions, 

c) techniques and tools of industrial investment 

promotion by various industrialized and developing 

countries, and 

d) role of information and public relations in the 

investment promotion process at home and abroad. 

10. Lecturers from eleven public organizations and three 

private business circles took part in the prograrmne. 

Specialized investment promotion personnel stationed in 

Tokyo also lectured and offered the participants the benefit 

of their experiences. Such specialized agencies as the 

Malaysian Investment Centre (MIDA), Industrial Development 

Authority, Ireland, and ASEAN Promotion C~ntre on Trade, 

Investment and Tourism contributed substantially to the 

programme. 
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Activities 

11. The orientation programme consisted of two parts; 

preparation of the curriculum e.g. setting up individual 

meetings, organizing lectures, making appointments for 

official visits, etc., and the actual execution of the 

programme. The curriculum was designed under the guidance 

of IPS Tokyo, to ensure that the selection of the lecturers 

and firms or organizations to visit fully met the needs of 

the participants. Details of the Curriculum are given in 

TABLE 1. 

TABLE 1 

OUTLINE OF LECTURES GIVEN DURING THE ORIENTATION PROGRAMME 

Title of Course & Outline Lecturer 

1) General background of Japan Mr. K. Hagiwara (ECFA) 
(History, Geography, Eco~omics 
and Social life, etc.) 

2) Japanese economy and its overseas Mr. M. Saito (IPS, Tokyo) 
investment promotion 

3) Introduction of the major func­
tions of the Japanese public 
organizations concerned with 
overseas economic cooperation. 

4) Organization and operation of 
the Japan External Trade 
Organization (JETRO) 

S) Outline of the system for finan­
cing Japanese overseas investment 

6) Activities of Japan International 
Cooperation Agency (JICA) 
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Mr. M. Hanai (ECFA) 

Mr. H. Tasaka (JETRO) 
Mr. K. Nagai (JETRO) 
Mr. K. Yamaguchi (JETRO) 

Mr. T. Matsunaga (Japan Overseas 
Development Corporation) 

Mr. M. Saito (Japan Overseas 
Development Corporation) 

Mr. A. Kumagai (JICA) 

(Continued ... ) 
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TABLE 1 Continued ... 

Title of Course & Outline 

7) Services for business transac­
tions 

8) How to facilitate sound develop­
ment of international trade 

9) Profile of Japan Consulting 
Institute and Organization 
Promotora de Coinversiones 
Japan-Mexico. 

10) Objectives and activities of 
Japan Overseas Enterprises 
Association (JOEA) 

11) Activities of Overseas Economic 
Cooperation Fund (OECF) 

12) Engineering consultants' role in 
overseas industrial development 

13) Profile of JETRO Osaka Off ice 

14) A commercial bank'~ role in 
investment promotion activities 

15) Investment promotion by Nomura 
Security Co., Ltd. 

16) Kanematsu Gosho's activities in 
Senegal and the Dakar Free 
Industrial Zone. 
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Lecturer 

Mr. E. Oyamada (Japan Chamber of 
Conunerce & Industry) 

Mr. Y. Hirai (Japan Chamber of 
Commerce & Industry) 

Mr. Y. Ohki (Japan Foreign Trade 
Council) 

Mr. K. Kudo (JCI) 
Mr. M. Inoue (JCI) 

Mr. K. Sawada (JOEA) 
Mr. K. Kitamura (JOEA) 

Mr. H. Furusawa (OECF) 
Mr. S. Fujimoto (OECF) 
Mr. K. Fujimoto (OECF) 

Mr. H. Yamaguchi (ECFA) 

Mr. M. Kurao (JETRO Osaka) 
Mr. S. Doi (JETRO Osaka) 
Mr. M. Hagase (JETRO Osaka) 

Mr. K. Kubo (Mitsubishi Bank) 
Mr. J. Kuroda (Mitsubishi Bank} 
Mr. R. Mimura (Mitsubishi Bank) 
Mr. M. Hamaishi (Mitsubishi Bank} 

Mr. M. Igarashi (Nomura Security 
Co., Ltd.) 

Mr. Y. Gokita (Nomura Security 
Co., Ltd.) 

Mr. K. Yamaguchi (Kanematsu­
Gosho Co.,· Ltd.) 

Mr. K. Tsukumi (Kanematsu­
Gosho Co., Ltd.} 

Mr. H. Fujii (Kanematsu-Gosha 
Co., Ltd.) 

Mr. E. Hayashi (Kanematsu­
Gosho Co., Ltd.) 



Dakar International Fair 

12. The Economic Conmunity of West African States {ECOWAS) 

organized, in cooperation with the European Economic Community 

(EEC) and UNIDO, a meeting "Industrial Forum For West 

Africa" which took place at Dakar, Senegal, from November 24 

to November 27, 1982, within the framework of the Dakar 

International Fair. The purpose of the meeting was to give 

public qnd private promoters in the ECOWAS member countries 

the opportunity to discuss their Projects with businessmen 

and financiers from industrialized and capital-exporting 

countries. 

13. As part of the orientation programme, the participants 

under the guidance of the Consultant, actively worked to 

publicize this Fair among the Japanese business community. 

This gave the participants their first opportunity to 

contact Japanese industries and put to use the knowledge 

they gained during the orientation programme. 
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14. 100 invitations were sent with information material 

about the fair to the Japanese private industries. The 

breakdown of these industries are as follows: 

Sector 

Agriculture and Fishing 

Mining 

Food Processing 

Construction 

Textile 

Chemical 

Petro-Chemical 

Printing 

Iron-Steel 

Metal 

Machine 

Electricity 

Automobile 

Shipping 

Banking 

Commercial 

Others 

Total 

No. of 

- 9 -

Companies 

7 

3 

5 

5 

10 

4 

10 

3 

5 

2 

5 

12 

2 

2 

1 

10 

4 

100 



As a result of the invitation, this year, eight industries 

from Japan participated in the exhibition. These were Sanyo 

Co., Ltd., Tomy Co., Ltd., Mitsubishi Motors, Kanematsu-Gosha, 

Hino Motors, Okamoto Pump Co., Ltd., Iseki Co., Ltd., Tone 

Boring Co., Ltd., and Bridgestone Co., Ltd. This was the 

largest number of participants that Japan has ever sent to 

the exhibition fair. 

15. This remarkable result was made possible as a conse­

quence of the significant efforts on part of the participants 

and the Consultant. The 100 invitations were followed by 

direct phone calls by the Consultant to each industry, 

emphasizing the advantages of participating in the fair. 

The m0re accurate information about the exhibition is 

disseminated among the business circles, the more partici­

pants from Japan should be expected in the future. 

Characteristics 

16. The main characteristic of this orientation programme 

is that it was tailored to the requirements created by the 

uniqueness of Japan's business climate and customs. Care 

was taken to acclimate the participants to the idiosyn­

crancies of Japanese business practices. 

17. For example in Japan, scheduling official appointments 

can be a very time consuming matter since a full concensus 

within the organization is required before any action can be 

taken. To achieve the best results, the following actions 

are necessary. First, contact is made with the firm and the 
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general idea of the orientation programme is explained. 

Then permission is requested to send a letter seeking their 

collaboration. This letter must be addressed to the proper 

member of the executive staff of the firm. After receiving 

their permission, the firm is telephoned to confirm the time 

and place. It is very important to call o~ each firm, 

plant, and organization in order to become acquainted with 

lecturers and give them briefing~ for their benefit i.e., 

background of the participants, purpose of the orientation, 

and the contents of lectures they should cover. 

18. Efforts were made to review this outline with the 

participants at the beginning of the programme with a view 

to ascertaining their interests. The discussions that 

followed indicated the degree of their interest in various 

areas and the level of instruction which would have to be 

followed during the course. Towards the middle of the 

course, the programme of work was reviewed. These discus­

sions greatly helped the Consultant to adjust the course to 

suit the requirements of the participants. 

19. Another characteristic feature of the Tokyo programme 

was the emphasis on plant visits. A broad programme of 

visits was undertaken from the start, and this proved to be 

a great advantage, since it gave the participants the proper 

perspective; it made them realize more clearly that the end 

product of their efforts was the factory itself. Secondly, 

being practitioners themselves, the participants began to 

ask questions about location, size, financing, and their 
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place in the plan, which made it possible to deal with these 

questions both from a practical point of view and in the 

over-all context of economic development. Thirdly, the 

discussio~s with plant managers focused the participants' 

attention on the technical and economic characteristics of 

specific industries, leading to an examination of the 

possibility of establishing similar techniques in Senegal. 

20. After some experiment, it was found that plant visits 

could besc be undertaken in three stages. Before the visit 

to the plant, the manager would give a general review of the 

development of the particular industry in Senegal, to be 

followed by another brief talk in the plant itself on what 

the participants were going to see. Following the visit, 

there would be discussion with officials of the industrial 

establishment concerned with production, finance, and 

administration. 

21. Another feature of the course was visits to the several 

investment promotion offices of both developed and developing 

countries. These visits gave the participants some ideas of 

how to start overseas investment promotion in Japan, and of 

what kind of problems they are going to face in the future. 
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IV. PROMOTIONAL ACTIVITIES 

22. Upon completion of the orientation programme, actual 

investment promotion activities were undertaken by Mr. Camara 

under the guidance of the Consultant from March to June, 

1983. The main purpose of these promotional activities was 

to identify potential investors to Senegal from Japan. This 

was accomplished through the following activities: 

a) preparation of a brochure to disseminate informa­

tion concerning Senegal's investment climate, 

b) conducting a questionnaire survey, 

c) indentification of potential investors from the 

results of the questionnaire survey (b), informa­

tion provided by the Japan External Trade Organiza­

tion, and UNIDO IPS Tokyo Office's own roster, 

d} conducting firm visits of potential investors 

indentified from (c). 

Brochure 

23. The lack of good promotional tools was a great impedi-

ment to the Consultant's activity, particularly in the firm 

visits which took place during the orientation programme. 

The amount of information and data on Senegal available in 

Japan is very sparse and is not usually disseminated to the 

Japanese market. Two of the most complete set of literature 

on Senegal were published by JETRO and the Association for 

Promotion of International Cooperation (APIC), and these are 

more or less out-of-date as far as statistics are concerned. 
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24. In order to make up for this situation, the brochure of 

the Free Industrial Zone and Price Waterhouse's "Doing 

Business in Senegal" which provides basic information on the 

business climate in Senegal was disseminated to the Japanese 

business circle. However, since both materials are written 

in English, it can not be expected that they will be read 

carefully. This is the main re2son why it was decided to 

produce a brochure in Japanese. 

Questionnaire 

25. First questionnaire was written in English and the 

Consultant limited the number of firms contacted to 80. 

These were mostly small and medium size firms selected from 

the JETRO's list of Potential Investors from Japan '82. 

Fifteen firms answered the questions, and five firms showed 

possibilities of investing in Senegal. 

26. A second attempt was made a month later. ..1.me the 

questionnaire was written in Japanese. It was .:; C to 312 

firms, 192 from JETRO's Potential Investors from Japan '82 

and '83, 120 from UNIDO IPS Tokyo's roster. Only 68 answers 

were received, which is 21% of the total, only slightly 

higher than the pr2vious one in English. Twelve showed some 

interest in Senegal saying such things as technical coopera­

tion may be taken into consideration when the appropriate 

time comes. To these twelve firms available information was 

sent about Senegal, with a thank you note, in order to 

maintain contact with them for future prospects. For 

details see Appendix B. 
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Identification of Potential Investors 

27. An attempt was made to identify potential investors 

from JETRO's list of Potential Investors from Japan '82 and 

'83, and UNIDO IPS's own roster. Based on a careful study 

and the results of the questionnaire, additional potential 

investors for Senegal were selected. The names of the 

firms, proposed types of collaboration and outlines of 

proposed projects are as follows: 

TABLE 2 

* Yamaha Motors 

- Technical tie-up 

The manufacture of beachable fishing boats in 
Senegal 

* Ohmi Industries Ltd. 

- Technical tie-up 

- Galvanizing steel sheet plant (for roofing and 
siding) 

* Showa Technosystem 

- Technical tie-up with local plastic manu­
facturer 

- Manufacturing chemical shoes 

* Ujiden Chemical Industry Co., Ltd 

- Technical tie-up 

- Technical studies of metal finishing method 
and instruction of abrasive goods production 

(Continued .•• ) 
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TABLE 2 Continued ... 

* Kikusui Line Co .• Ltd. 

- Technical tie-up 

- Assisting establishment of a plant for manu­
facturing thermoplastic roadmarking materials 
and roadmarking work 

* Sawane Spring Co .• Ltd. 

- Technical tie-up 

Manufacturing srrings and wire forms 

*Japan Peana Protein Co .• Ltd. 

- Equity joint venture 

- Manufacturing high protein powder from ground-
nuts 

Firm Visits 

28. Visits to 14 selected Japanese industries of various 

sizes and types of business provided opportunities to 

observe closely their activities, management practices and 

problems surrounding industries, through discussion with 

company managers and the participant. The following is a 

brief description of the major firm visits. 

29. Godo Steel, Ltd. (Tokyo Works) January 12, '83 

The Tokyo Works of Godo Steel is equipped with an 
electric furnace which uses locally-acquired scrap iron 
as raw material. It produces a full range of steel 
bars which combine excellent quality and reasonable 
cost. The technology, based on its accumulated operating 
experience with electric furnaces, enables it operate 
jointly with Nippon Steel Corporation in overseas 
engineering projects. According to the Consultant's 
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study, Senegal has potential to provide scrap iron to 
start producing the above-mentioned products. An iron 
expert who acted as a guide through the factory stated 
that as far as technical matters are concerned, it is 
rather easy to start. 

30. Ujiden Chemical Industry Co., Ltd. February 4, '83 

Ujiden Chemical Industry Co., Ltd. has been 
engaged in manufacturing and marketing abrasive materials 
since 1939. Mr. Shoichi Nishiyama, executive director 
of the international department and Mr. Tadatoshi 
Akizawa, manager of Tokyo office of Ujiden visited IPS 
and indicated their willingness for a technical tie-up 
with Senegal, provided they have a suitable partner. 
Senegal was furnished with a company brochure and 
requested to study the possibility of this proposal. 

31. Tajima Junzo Ltd. March 29, '83 

Tajima Ltd., one of the leading metalwork manufac­
turing companies in Japan, has supplied many buildings, 
constructed in Japan and overseas, with products of 
metalwork used for interior and exterior decoration. 
The enterprise has joint ventures in Singapore, Hong 
Kong and Taipei. Although they expressed interest in 
the possibility of a business venture in West Africa in 
the future, it may take a long time until the area is 
ready for such a luxury oriented sector. 

32. Hirota & Co., Ltd. March 30, '83 

Hirota & Co. specializes in producing cigarette 
lighters and is a medium size firm with a very good 
knowledge of metal works, including moulding and 
plating. This firm had experience in selling machines 
to Algeria several years ago without any support by 
governmental agencies. 

The possibility of plant redeployment to Senegal 
was studied. It was discovered that there is much 
operational but outdated equipment in the Tokyo area. 
Senegal, however, has regulations prohibiting or 
hindering the importation of used equipment. Very high 
import duties are levied on used equipment, whereas new 
equipment is frequently exempt from duties. Obstacles 
of this nature can, however, be overcome, once the 
buyer and the government of the country become aware of 
the advantages that can be gained. Korea is an excel­
lent example, and has imported many used machines for 
manufacturing tableware, and has become a most competi­
tive manufacturer against Japan. The Consultant 
believes it is worthwhile to pursue the possibility of 
industrial re~eployment of plant and machinery to 
Senegal. 
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33. Yamaha Motor Co., Ltd. April 15, '83 

As was mentioned above, Yamaha is willing to have 
a technical tie-up with a local Senegalese enterprise 
to manufacture beachable fishing boats. Mr. Kyoji 
Ohba, a naval architect, who designed the boat converted 
from one of conventional Senegalese design, e~?hasized 
that there would be no technical dif f icult~es in this 
Project. The Consultant has been informed that the 
Senegalese government has been working to materialize 
the Project. 

34. The role of Sogo Shosha should be clarified in connec­

tion with Japanese direct foreign investment in developing 

countries. They become an important go-between concerning 

mature and standardized technology and joint ventures, as 

mediators of necessary equipment from Japan and the export 

of the joint ventures products. With a share of 18% of 

Japanese direct foreign investment, the Sogo Shosha's 

influence is considerable. 

TABLE 3 

SOGO SHOSHA VISITED 

Name Date Visited 

. Nissho Iwai Corporation June 14, f 83 

. Mitsui & Co., Ltd. June 15' '83 

. Sumitomo Corporation June 16, '83 

. Mitsubishi Corporation June 16, '83 

. Nichimen Corporativ. June 17, '83 

. c. Itoh & Co., Ltd. June 21, '83 

. Marubeni Corporation June 23, '83 

- 18 -



35. The main purpose of visiting the above listed Sogo 

Shosha were: 

a) to open personal channels between Mr. Camara and 

the personnel in the Africa section of each 

enterprise, 

b) to disseminate up-to-date information of Senegalese 

investment climate and Free Industrial Zone, 

c) to investigate their future prospectives of doing 

business in Senegal, and 

d) to expose Senegal's development needs to them. 
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V. DIFFICULTIES FACED BY CONSULTANT AND RECOMMENDATIONS FOR 

IMPROVEMENT 

Length of Preparation for Orientation Programme 

36. Half a month for preparing the orientation programme 

was found to be very short and the Consultant had much 

trouble in providing an ideal schedule. According to the 

terms of reference, one month was originally allocated for 

preparation of the curriculum and finalizing the programme. 

However, it was curtailed to half in order to prolong the 

term of follow-up assistance after the orientation. 

37. As stated previously, the orientation programme com­

prises a major part of this Project since according to the 

Terms of Reference, a firm understanding of Japanese business 

practices is necessary before any meaningful investment 

promotion activities can be undertaken. Sufficient time 

should therefore be allocated for preparation such that an 

extensive orientation programme tailored to the needs of the 

participants can be organized. 

Misunderstanding of Purpose of Orientation Programme 

38. One of the participants, Miss Samb, seemed to misunder­

stand the purpose of the one-month orientation programme. 

The programme was designed such that by receiving lectures 

on Japanese business practices, the backstopping officer 

would also understand the environment of investment promo­

tion activities in Japan. Because of the uniqueness of the 
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Japanese business environment, investment promotion 

activities cannot be undertaken using the same approach as 

that used in the United States, Europe, and other developed 

countries. It is imperative that the participants receive 

an extensive orientation before any meaningful investment 

promotion activities can be undertaken. However, it seemed 

that Miss Samb was expecting to undertake promotional 

activities and that potential investors would actually be 

identified during this one month period. According to the 

outline of this Project, actual investmEnt promotion 

activities were intended to take place only in the second 

part of the Project from March to June. It should be 

stressed here for future orientation programmes that 

participants should keep in mind that this programme is 

designed specifically to help them gain an understanding of 

investment promotion in Japan. 

Lack of Financial Support 

39. An investment promotion seminar originally scheduled 

for June 28 at the Japan External Trade Organization (JETRO) 

was cancelled due to the lack of financial support. We 

expected to receive at least $6,000 for our promotion 

activities, such as organizing a seminar and printing 

brochures about Senegal, in Japanese. Even a single meaning­

ful investment seminar costs more than $3,000 in Japan, 

however, the actual amount allocated for these activities 

was only $2,000, which prevented us from pursuing our 

original plans. 
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40. The orientation programme and the investment promotion 

activities were designed and organized such that the partici­

pants could obtain maximum benefits from this Project. 

Needless to say, cancellation of activities due to the lack 

of funds limits the scope of the Project and reduces the 

benefits to be gained. It is therefore recommended that 

measures be taken to ascertain that the funds necessary to 

carry out the Project activities be fully allocated. 

Japanese Unfamiliarity with West Africa 

41. Firstly, for most Japanese people, West Africa has not 

been a very well-known area in general, and in particular 

for business. Presently, Japan has negligeable business 

activities in Senegal with only three local off ices of 

private firms in its capital city, Dakar. Even the Sogo 

Shoshas which are found all over the world have a very 

limited presence in Senegal. Kanematsu Gosho is che only 

Sogo Shosha which maintains a liaison office in Dakar. 

42. Secondly, Japan faces difficulties in conducting 

business activities in West Africa. It is 17,000 km away 

from Japan and its official language, French, which is not 

widely spoken in Japan, has made Japanese businessmen 

hesitant. The lack of historical relationship, as well as 

the geographical drawback, has hindered Japanese people from 

becoming familiar with this area. The Consultant contacted 

more than 20 Japanese joint-venture enterprises in West 

Africa, hoping to "draw" some of them into Senegal. What we 
I 
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discovered, however, was that nearly all enterprises have 

suffered some management problems, and moreover, quite a few 

of them have already withdrawn from the area or are about to 

do so. 

Conclusion 

43. Despite the problems mentioned above, the Consultant 

believes that this Project was executed successfully and 

that it met the needs of the participants. Engineering 

Consulting Firms Association, Japan looks forward to working 

with UNIDO on the same type of project in the future. 
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APPENDIX A 

TIBMS OF REFERENCE 

FOR SUBCONTRACTING DP/SEN/82/022 

TRAINING FOR INVESTMENT OFFICIALS moo DEVELOPING COUNTRIES 

Background 

It has been pointed out that nost of the developing cotntries -

particularly LDC's do not possess their own operational facilities to 

pronnte investment in industrialized cointries and lack appropriate 

professional capacities in the techniques of investnent pronotion. 

tl{ICO established the Invest~nt Prom:>tion Service (IPS) Tokyo in 

late 1981 as part of its investrrent co-operative programme activities to 

further proirote industrial co-operation between Japan and developing 

countries through direct investment and related transfer of technology. 

The establishnent of this service is the seventh one, following after 

Brussels, Cologne, New York, Paris, Vienna, and Zurich. In crldition to 

its own investment pronntion activities, IPS, Tokyo provides developing 

countries with facilities to strengthen their investment prorrotion 

capacities. Specific2lly the Service provides the following: (1) organiza­

tional basis for fulfilling some of the foreign investment and financial 

objectives of those developing countries which do not have their own 

investrrent pronotion office in Tokyo; (2) on-the-job training for a 

number of officials on the techniques of and approaches to investment 

pronotion so that they can successfully establish and manage their own 

investnent pronotion offices and train other officials to do likewise. 

Taking into account the envisaged difficulties for the participants 

to carry out substantial investment pronotion activities in the unique 

Japanese business environment and while dealing with rather small scale 

enterprises, e.g. conununication barrier, complicated business procedures, 

etc., the project may require a greater deal of operational support than 

what IPS-NA presently provides. Th~s type of support should be made 

available by consultants retained within the framework of this project. 

which will provide rrore effective support than what individual experts do. 

The Governne.nt of Senegal desires to avail itself of this opportunity 

in participating in this project by nominating two adequately qualified 

candidates for this on-the-job training and investment pronotion opportunity. 

The participants will be exposed to an orientation progral!Um which will 

last one m:>nth. During this orientation period, basic lecture (as part 

of -the curriculum) about Japanese business practices and related culture 

- 24 -



will be intensively given. One of the participants will retw:n to his/ 

her home country and another one will stay in Tokyo for the rest of the 

progra11111e (tentatively June 30, 1983; possible extension of another full 

year). This framework will enable these two participants to act as a 

focal point on each side, bridging between Senegal and Japanese industries. 

The Aim of the Project 

The orientation prograrrure is designed for governmental officials who 

wish t~ develop professional capacity as an investment prom::itional 

officer particularly in Japan. This prograltUl'e is based on the long-range 

future plan to develop close business contacts with Japanese business 

circles and eventually establisiling own investment pronntion office. 

The project is expected to achieve the following objectives: 

a) to increase the awareness of Senegal's development 

need am::ing Japanese business commlrlities 

b) to sm::>othen the infcrmation flow between Senegal and 

Japan regarding transferable Japanese technology and 

potential investment partners and local pronnters 

c) to strengthen professional capacities in the pronntion of 

investment-oriented projects through on-the-job training 

Scope of Contractual Service 

The contractor consistiny of two consultants will prepare the 

orientation programme curriculum and necessary materials and they will 

be responsible for carrying out all the schedule which will last 

approximately one nnnth. The brief outline of the progranune is attached. 

The details will be finalized after the contract is awarded, in consulta­

tion with lNIDO Investrrent Prom::ition Service (IPS) Tokyo. 

The participant who will stay for a longer period will be 

involved in substantial investrrent pronntional activities under 

the guidance of UNIDO and IPS Tokyo. The contractor is expected 

to assist the participant on an ad-hoc basis whenever requested in 

the following activities: 

a) to expose Senegal's development needs to the Japanesa 

business conununity 

bl to present to potential partners both in Senegal and Japan 
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the general benefit of investment and the information 

available on particular projects of interest to them. 

c) to seek to match specific requests from Senegal or from 

Japanese firms interested in locating part of their industrial 

capacity in Senegal with investment resources to be 

transferred from Japanese sources. 

d) to prepare pronotional tools appropriate for dissemination 

to Japanese market which introduce candidate companies to one 

country's investment climate, e.g. brochures, slide presenta­

tions, etc. 

The breakdown of the expected scope of service is as follows: 

0.5 m/m - preparation of the curriculum 

0.5 m/m - finalizing the prograrnn:?, e.g., setting up 

individual meetings, organizing lectures, 

fixing appointments for official visits, etc. 

m 
1 /m 

- attending one full 110nth at the orientation 

seminar 

- follow-up assistance to one participant 

General Time Schedule 

Upon finalization of the contract, the team leader of the contrac-

tor should discuss the detailed outline of the programme with staff members 

of IPS Tokyo. It is expected that the ccntract will be awarded at the 

beginning of September 1982 and the programme will be launched toward the 

end of Septeni>er 1982. It requires at least three weeks preparation 

period before the programrre starts. 

The !allow-up assistance will be provided on an ad-hoc basis up 

to an equivalent of one man-nonth service during the first four 11Dnths 

after the orientation (from Nov. '82 till Feb. 1983). The debriefing 

will take place at IPS, Tokyo, at the end of the orientation progranune 

as well as toward the end of Feb. 1983. 

Language and Professional Requirenents 

The course will be carried out in English. The consultant(s) 

should arrange guest speakers who can present the lectures in English 
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or hire English interpreter(s) whenever needed. The consultants should 

be familiar with existing investment prom:>tional offices and respective 

Japanese industrial associations in Japan and maintain good working 

relationships with these off ices and industrialists. 

Report 

The contractor will submit to UNirD Headquarters as well as to 

IPS Tokyo a final report sununarizing the course activities together 

with the course material prepared (five copies) in English within one 

nonth after the orientation programme • 
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APPENDIX B 

QUESTIONNAIRE SURVEY RESULTS 

1. The following is an analysis of the results of the 

questionnaires and 98 direct interviews over the phone to 

the small and medium size firms selected from the 312 

cc;mtacted. 

2. The measures for enhancing smooth overseas investment 

to West Africa by small and medium size firms will be 

necessary in various aspects such as, the collection and 

provisions of information, training of human resources, 

supply of funds and consolidation of guidance. These 

measures will be taken to correct the disadvantages of small 

and medium size enterprises and to avoid unnecessary friction 

abroad. 

3. Investing in West Africa by Japanese enterprises 

involves: 

a) activities which are unfamiliar to most Japanese 

enterprises, and 

b) transfer of managerial skills, which is not a 

simple transfer of "materials", in other words, a 

transfer of thoughts originated from a totally 

different culture. 

4. The difficulties can be explained by three factors, 

information, human resources and funding. 
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TABLE A 

EXPECTED DIFFICULTIES IN INVESTING IN WEST AFRl~A 

Sample Number 

1) Information ... Total 98 

Lack of local information, difficulties 
in judgement 

Abandoning of original plans due to 
drastic economic fluctuations in the area 

Difficulties in adjusting to unfamiliar 
social and business practices 

Large expenses for measure to improve 
insufficient industrial infrastructures 

Difficulties in controlling overseas 
corporations due to ustrictions on 
foreign capital 

Management difficulties caused by the 
insufficient development of supporting 
industries 

Indecision over possible withdrawal due 
to unstable political conditions in the 
area 

2) Human resources .... Total 92 companies 

Difficulties in raising the level of 
technology and in increasing worker 
motivation 

Difficulties in finding suitable 
personnel to be fielded 

Difficulties in developing a sales 
network due to severe sales competition 
in the local market 

98 Companies 

92 
93.8% 

12 
12.2% 

21 
21.4% 

40 
42.8! 

66 
67.37. 

5 
5.1% 

8 
8 .17. 

59 
60.2% 

43 
43.8% 

28 
28.57. 

Difficulties in coping with labor disputes 12 
12.27. 

(Continued .•. ) 
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TABLE A Continued ... 

Sample Number 

3) Funding ... Total 95 companies 

Difficulties in procuring operational 
funds for overseas corporations 

Difficulties with plans for procuring 
funds 

Information 

98 Companies 

82 
83.6% 

28 
28.5% 

5. It is believed that enterprises investing in West 

Africa will be faced with overwhelming difficulties, particu-

larly regarding information in the operation of overseas 

corporations. Some firms pointed out the lack of general 

information, while others mentioned specific difficulties, 

for example, in local economic fluctuation, social and 

colillllercial practices in West Africa, friction with local 

business partners, an insufficiently regulated industrial 

structure of the local supporting industries, and restric­

tions on foreign capital. (TABLE A) Small and medium size 

enterprises do not have sufficient experience in West Africa 

and are unfamiliar with business activities there. It is 

necessary for them to collect sufficient information regarding 

the items mentioned above prior to investment. Nevertheless, 

it is still difficult to say whether or not they will be 

able to collect sufficient information beforehand. 
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6. Enterprises investing in West Africa encounter the 

following difficulties in collecting information: 

a) Many firms pointed out difficulties in collecting 

information regarding local regulations such as 

policies on foreign capital, the tax system, and 

various legislation. This indicates that informa­

tion on the local regulations is not necessarily 

provided in both a sufficient amount and detail to 

meet the needs for practical business activities. 

It also reveals the great need for practical 

information concerning the means of applying those 

regulations, the way to approach local governments, 

the way to deal with arising problems. 

b) There are difficulties in grasping the social and 

commercial practices peculiar to West Africa. 

c) There are difficulties for an individual firm to 

forecast such unexpected economic fluctuations as 

inflation, economic recession, etc. in West 

Africa. 

d) It is difficult to grasp the states of consolidation 

related to local industrial structures including 

the existence of subcontractors. 

e) Labor productivity is one of the major points of 

interest of the overseas investor aiming to 

utilize the low-cost labor. Nevertheless, it is 

difficult to judge the level of education and 

skill of local employees which determine the 

productivity. 
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f) The majority of overseas investment, in general, 

takes the form of a joint venture. It is 

difficult to estimate the reliability of local 

partners in West Africa, which may be the key to 

success in joint ventures. 

Human Resources 

7. Human resources are insufficient in small and medium 

size firms, and it is necessary for them to be trained to 

manage overseas activities and implement investments. 

Needless to say, those who are to be fielded should be 

knowledgeable of: 

a) general knowledge to include international economics 

and trade business; 

b) managerial know-how of local employees; and 

c) practical business in overseas activities (including 

business practices, daily customs, the current 

state of regulations and their application, method 

of approaching local government, manner of dealing 

with problems, etc.) 

8. Regarding the manner of training personnel for local 

assignment currently in effect by enterprises, very few are 

carrying out such specific training p~ogrammes. 
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Fundraising 

9. Raising funds overseas is accompanied by difficulties 

on its availability or on its cost. Due to the immaturity 

of the local financial markets, many firms experienced 

troubles in raising working capital . 
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APPENDIX C 

LIST OF PERSON~t:L VISITED BY INVESTNE~"T PROMOTION 

TEAM SINCE MARCH 1983 (in order of the visit} 

Name 

Mr. Takeshi Takahashi 

Mr. Michiaki Ohsako 

Mr. Masanao Nakajima 

Mr. Shoichi Nishiyama 

Mr. Tadatoshi Akizawa 

Mr. Minoru Hirota 

Hr. Shozo Hirota 

Mr. Shigeru Hirota 

Mr. Shigeyuki Kusayama 

Mr. Junichi Itoh 

Mr. Katsutoshi Takada 

Mr. Yuzo Shiga 

Mr. Kyoji Ohba 

Title 

Management Director 
Godo Steel, Ltd. (Tokyo Works) 

Section Chief 
Production Division 
Godo Steel, Ltd. (Tokyo Works) 

Assistant ~anager 
Sales Department 
Godo Steel, Ltd. (Tokyo Works) 

Executive 
International De?arcment 
Ujiden Chemical Industry Co .. , Ltd. 

Manager of Tokyo Of [ice 
Ujiden Chemical Industry Co., Ltd. 

President 
Hirota & Co., Ltd. 

Production Manager 
Hirota & Co., Ltd. 

Section Chief 
Production Section 
Hirota & Co., Ltd. 

Director & General Manager 
Overseas Department 
Tajima Junzo Limited 

Sales Department 
Tajima Junzo Ltd. 

Manager 
Purchasing Department 
Tajima Junzo Ltd. 

General Manager 
3rd Operations Division 
Overseas Operations 
Yamaha Mo tor Co., Ltd. 

Naval Architect 
Overseas Project Boat Division 
Yamaha Motor Co., Ltd. 
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~ame 

Mr. Yoshiaki Murakoshi 

Mr. Fukutaro Ito 

~lr. Chikara Yasuka1.1a 

Mr. Kiyoshi Akuzawa 

Mr. Brendan Cassidy 

• Hr. Takeo Miyauchi 

Mr. Hiroyuki Miyoshi 

Mr. Ryu taro Makos hi 

Mr. Kintaro Tomiyama 

• 
Mr. Masaaki Kimura 

Mr .. Shigeyuki Ogino 

Mr. Yoshiharu Asano 

Title 

Managing Director 
Factory ~tanager 
Yamaha Gamagori Works Co., Ltd. 

Managing Director 
Sanshin Ind. Co., Ind. 

Director and General Manager 
Engineering Division 
Sanshin Ind. Co., Ltd. 

Manager of Production 
E ngi nee ring 
Sanshin Ind. Co., Ltd. 

Executive Director 
Industrial Development Authority, 
I re land 

Project ~tanager 
Industrial Development Authority, 
I re land 

Assistant: Manager 
Consulting Department 
Showa Technosystems K.K. 

Assistant Maanger 
Section No. 2 
Transoortation Mac'.1.inery De?art:rrent 
Kanematsu-Gosha Ltd. 

Manager 
Europe & Africa Office 
Overseas Planning & Administration 
Department 
Nissho Iwai Corporation 

Manager 
Economic Cooperation Office 
Project Development Department 
Nissho Iwai Corporation 

Manager 
Europe & Africa Office 
Overseas Planning & Administration 
Department 
Nissho Iwai Corporation 

Di rector 
Cooperation Promotion Department 
Overseas Fishery Cooperation Foundation 
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Name 

Mr. Saburo Masai 

Mr. Michio Yamaura 

Mr. Yasutoshi Shimizu 

Mr. Tadao Tomita 

• 
Mr. Moritada Imoto 

~fr. Naoyoshi Yamakawa 

Mr. Shinji Kowase 

• Mr. Isao Hidaka 

Mr. Kyota Kishimoto 

Mr. Hiroshi Arauchi 

Mr. Hidenori Sonoda 

Title 

Counselor 
Cooperation Promotion Department 
Overseas Fishery Cooperation Foundation 

General Manager 
West Europe & Africa Department 
Overseas Planning Division 
Mitsui & Co., Ltd. 

Manager 
West Europe & Africa Department 
Overseas Planning Division 
Mitsui & Co., Ltd. 

Manager 
Europe & Africa Teac 
Overseas Business Planning & Coordination 
Department 
Sumitomo Corporation 

Europe & Africa Teaai 
Overseas Business Planning & Coordination 
Department 
Sumitomo Corporation 

Manager 
Europe & Africa Team 
Marketing & Coordination Department 
Mitsubishi Corporation 

Europe & Africa Team 
Marketing & Coordination Department 
Mitsubishi Co.rporation 

Assistant General Manager 
Business Development Department 
Europe, Africa & Middle East 
Nichimen Cor?oration 

Market Development Departtnent 
Europe, Africa & Middle East 
Nichimen Corporation 

Africa Section 
Mitsui O.S.K. Lines, Ltd. 
Tokyo Brach 

Assistant Manager 
Europe, Africa & Middle East Team 
Overseas Department 
C. Itoh & Co., Ltd. 
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Name 

Mr. Motoki Goto 

Mr. Tokuo Iikura 

Mr. Masao Endo 

Mr. Moriyoshi Shiraishi 

• Mr. Akihiro Matsunaga 

• 

Title 

Deputy Director 
Mining & Industrial Pl~nning and Survey 
Def>artment 
Japan International Cooperation Agency 

Manager 
~tining & Industr-ial Planning and Survey 
Department 
Japan International Cooper-ation Agency 

Assistant Manager 
cur-ope & Africa Depart~ent 
Mar-ubeni Corporation 

Assistant l:-1anager 
Overseas Iron & Steel Mar-ket Department 
Marubeni Corporation 

President 
Japan Peana Protein Co., Ltd . 

- 37 -



• 

• 

APPENDIX D 

REPORT ON FREE INDUSTRLU. ZONS 

BY MAINICHI DAILY 1'iE~·lS, DECE~BER 11, 19 82 

.~--------------~-------.--:--:-~--~~"""'.. s.;;.td r Senegiil PlelcGmes ~~~ 
J · rocl l Jap'aµ Jn_vesl!nertts ,. ::~ 

1 
The Western Afric.aa. cou!!.lrf' exempted from fiscal ta.xes and· 'buil 

of Senegal expects ti.1~ Japanese duties, promised · Amadou :. 'Ii 
· to participate ia irou ore Lamme C2-.rnara, w!lo for the the! 

l development projects aad other_ . P<lSt t\70 months has beea · tilal 
ventures, a visiting Senegalese _ t-::j~·iag to P•Jleatial Japanese se:il 

~ official says. · .. . . .-.- . · investor:> as representative of · sud 
l . Seaega..l tias cre.:ited ·an ·in- : the Senegal t:.oard of inve.:;tme:it - Me: I · dustriai' "[ree zone" in the : · prcmotloa service in To\...-yo: .. : ·: · T 
! capital city ot Dakar to promote •• We h 0 p e Japanese · coa 
t foreign investment there;·said m<inufacturers of textiles, roa 

l 
Famara lbra.hima Sagna, ··the.· e[edronics, toys a.rid other ~ 

i 
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into a Singapore and make the· the Africln ro;:.rket'' with 200: l 
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f utiHzation oi natural resonrces At present, only tw-o fisheries· mi 
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f Sagaa added.. . . . Cr o m · J a pa a • m a i o t Jin i v Foreign con'cetns·which will representative ofiices ·in: ~f 
J move into the zone wiU tJ.e · Senegal. · · go 
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APPENDIX E 

INFO&"tATrON OF SEITT:GALESE PRIVATE FIRMS 

DISSEMINATED BY JETRO, M.~Y 1983 
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