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GLOSSARY OF TERMS USED IN 11IE llEPORT 

Also called by IID foreign partner, is "an 
enterprise or other business entity willing to 
supply the foreign inputs required by a project and 
to implement it with local investor". 

Incluaes investment project identification, 
preparation, appraisal. promotion. 

implementation. and start-up of 
screening. 
matchmaking. 
production. 

Also called by IID local investor. is "the 
entrepreneurial risk-taker in a developing country 
who is seeking inputs (technological, managerial, 
financial, etc.) required for the implementation of 
his project". 

The word is used in the context of an investment 
project which is defined by !ID as "an industrial 
investment proposal for the establishment of a new 
production facility or the expansion, modernization 
or rehabilitation of an existing facility". 
Projects of technical assistance are so mentioned in 
the report. 

The word is used in the context of an economic 
sector, i.e. industry, agriculture. 
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SUMMARY OF CONCLUSIONS AND RECOMMENDATIONS 

UNIDO is one of the first international organizations involved in the 
promotion of foreign investment for the industrialization of developing 
countries. The various activities undertaken by UNIDO in this area follow 
accepted and viable approaches but they need improvements. refinements and 
more concentration on those areas where UNIDO has comparative ad"·antages (box 
in Foreword). Parallel to this proposal a stronger investment promotion 
networking of focal points in developed and developing countries and UNIDO 
Headquarters is needed. 

Al though a certain concentration of investment a..: c.n·1 ties is evident in 
UNIDO' s Industrial Investment Division ( IID), these are also SiJread in 
different organizational units and do not add up to an integrated and co
ordinated Programme. The evaluation suggests that UNIDO's investment 
promotion resources and activities be concentrated under one organizational 
unit. 

To alleviate some of the dispersion of investment related act1v1t1es in 
UNIDO, the evaluation reccmmends that the Feasibility Studies Branch be 
integrated into !ID. Institution building projects dealing with the 
establishment or strengthening of investment promotion agencies (focal puints) 
and all IPSs and ICCs should come under the same organizational unit. !ID 
should be kept informed of investment proposals identified/developed elsewhere 
so that they can be promoted through the UNIDO network. 

The identification and development of quality investment projects is at 
the core of any success in investment promotion. Although improvements in 
this are~ were observed, the quality of project profiles have been criticized 
by financial institutions and foreign partners potentially interested in them. 
More information on the local sponsors is needed to raise the interest of 
potential foreign partners. 

A lot of time has been devoted by UNIDO to prepare and discuss the best 
format for a project profile. A harmonized set of forms for investment 
project profiles and sponsors, which allows for modifications to suit local 
requirements, na~ been prepared and is being finalized. These forms ~hould 
be universally used by the UNIDO network. 

ln countries which a;·e not conversant with the principles and practices 
of foreign investment promotion and/or are not so attractive for foreign 
investMent, UNJDO should start by offering institution building technical 
assistance a1m1ng at improving their regulations and image. and by 
establishing investment promotion agencies rather than ho:ding an investment 
forum. 

The undertaking of pre-investment studies and investment promotion 
should be better integrated. The evaluation recommends various measures in 
this direction as well as harmonization of the two computer proirammes in use 
- COMFAR and PROPSPIN (3.5.). 

UNIDO orovides most of its pre-investment services free-of-charge. 
Serious consideration should be giver. to request a contribution from the 
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partners involved. In addition to creating revenue it ensures the 
of the partners in the project. 

1terest 

Investment fora. especially when they are a part of an integrated 
investment promotion programme, can constitute an effective means to match 
local and foreign investors. However. such meetings should not be seen as an 
end, but as a part of these integrated programmes. UNIDO should be more 
selective in promoting projects and should get more involved both in the 
preparation and follow-up phases of fora (3.6.). In countries with a 
difficult investment cliCJate where holding of fora can be counterprcductive, 
UNIDO should first start with technical assistance as indicated above. 

Co-operation with international organizations also promoting investment 
is good, but co-operation with international and nationai financial 
organizations needs improvement. UNI DO can reactivate their interest and rate 
of f~nancing by presenting them with more potentially bankable projects. 

The Investment Promotion Service off ices and the Delegates Programme 
constitute a unique and possibly the best feature of UNIDO' s activities in 
industrial investment. A stronger networking between IPSs, as UNIDO 
Headquarters and other focal points, is required to maximize their impact. 
Stronger direction and guidance from UNI DO Headquarters are needed. An 
Operations Manual for IPSs should be prepared. The documentation regarding 
approval, reporting ~nd evaluation of IPSs should be standardized as much as 
possible. Delegates Programmes should be implemented more systematically to 
better cover investment promotion and training aspects. An Operations Manual 
for delegates is also needed. 

The information databases used in UNIDO and in the IPSs in supporc of 
the investment activities need to be further developed, harmonized and made 
more ~ser-friendly. In particular, INPRIS should become the central 
Management Informati~n System (HIS) for UNIDO's investment promotion network. 

To "make investment happen" and for it to succeed commercially, 
investment proposals need to fulfil a myriad of pre- and post-investment 
conditions covering socio-economic, human resource and physical endowment, 
market, financial and technical aspects. All of these need to be considered 
during the entire investment cycle and require the expertise of a multi
disciplinary group. 

While a strengthened and consolidated UNI DO investment promotion network 
is recommended, there is still an overreaching need for UNIDO to enhance its 
present ability to address the broad spectrum of subsectoral development 
requirements, which include investment. Without investment, the creation, 
expansion and rehabilitation of developi~g country enterprises cannot take 
place. 

A stronger UNIDO subsectoral programme capability is currently under 
discussion, which, when successfully implemented, will need t.he support of a 
strong UNIDO Investment Promotion Service network to promote the investment 
projects which may originate from sectoral programme activities. 

The grounds for co-operation need to be careful!' put into place. 
However, this should not present a serious problem since t!1e subsectoral 
group£ and the investment promotion network will have an incentive to co-
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ope::ate since im:estment proposais emanating from the strengthened subsectoral 
groups are likely to meet higher qualit~· ~tandards and ,,,i.J 1. therefore. be 
welcomE>d bv the in\·estm~nt promotion network. as their successful pr<;wot!on 
should be faster. 

At the same time. if the performance of the subsectoral groups are. 
inter alia. measured by their ability to support i1.-.:estment. they should be 
eager to take advantage of the Investment Promotion Sen·ices a\·ailable to 
then:. 
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FOREWORD 

UNIDO is only one of ma11y international organizations dealing with 
industrial investment. ope~ating in an increasingly competitive market-place. 
This market-place does not automatically recognize that LTNIDO has an 
international mandate to promote industrial investment. LTNIDO can only 
comrete if it exercises its ir.::.ndate effectively by providing the kind of 
services that make full use of the inherent comparative advantages the 
Organization enjoys. 

UNIDO's comparative ar4"anta~es 

In investment procotion UNIDO has comparative advantages which 
it has to exploit if it is to remain 3. major actor in this 
competitive field: 

Direct access to the enterprises of developed countries 
by means of the UNIDO JPS network; 

Access to entrepreneurs of developing and Eastern 
Europe3n countries and knowledge of conditions in these 
countries and their industries; 

Services offered at subsidized prices which are of 
particular interest r:o Ut:IDO's clients in the range of 
medium- to small-scale entrepreneurs for whom pre
inv£:stment and promotion work is too costly; 

Neutrality of a UN organization operating as an 
impartial intermediary and honest broker. 

Other advantages are also evid~nt. although they :1.ave yet to be 
fully exploited as an integrated package of pre-investment work 
in form of technical assistance: 

Experience in establishing and ~trengthening investment 
promotion agencies in developing countries through 
institution building projects, which is a costlv 
exercise; 

The capability and capacity to carry out pre-investment 
studies through the Feasibili:y Studies Branch. 

In its mandated role as an intermediary, UNJDO plays a role 
complementary to that of the other actors, such as DFls or other 
promotion agents. UNIDO's role justifies - or even demands -the 
i.ncegration of its capacities and capabilitie!; in im•estment
related activities in order to consolidate and fully exploit its 
.'>Otential to serve developi~g country industries. 
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Onlv after criticallv analy~ing its compacative advantages and 
disad\·antages can l"SlDO define its market niche and the sen·ices it can market 
succe;sfully. Only after ha\·ing identified t.hese and the resource~ and skills 
needed and the most effecti \"e means of ,1eploying t.hem (the o\·e~·a!i operational 
frame\."ork) is it possible :o €valuate the efficac~- of. and recommend changes 
t.o. cu~rent operations. This is th~ approach taken in this evaluation. 

The development 0f UNI JO' s in\·estme.1t promotion strategy .-ill need to 
folio,.· from this e\·aluation. Ho..,·e .. ·er. an e\·:J.luation must address the 
questions: "Are lo'e directing our efforts to thE: right clients?": "Are •t 
providing the right services?": and. "Do •e have the right dPlivery svstem?": 
or at least "Are we moving in the right direction?" To do this. the 
e\·aluation team. follo ... ·ing extensi\·e discussions ..,·ithin and outside L"SIDO. 
es ta bl ished her.er.marks which reflect l!~I DO' s comparative advantages. 

L~IDO's in\·estment promotion acti\·ities serve t ... ·o client groups. 
Although the two are closely interlinked. the ;:iackage of service~ offered are 
quite distinct. It is convenient to ca~egorize CSIDO's investment pr~motion 
activities as being eitho:.c infrastructure- or e".lterprise-orienled. Th,, former 
relates to activities designed to strengthen a country's capacity to attract 
investment. e.g. regulatory framework. administrative procedures. pr0motional 
institutions. financial/capital markets. etc .. 10hile the latter r2lates to 
activities at the enterprise level. e.g. matchmaking sen·ices. pr£:- .m·estment 
studies. project and financial engineering. etc. 

Investment activities at the enterprise level 

Given its comparative ad\·antages anri limitations. for ci1e most part 
UNIDO's clients are. ~nd will continue to he. medium- to smaller-sized private 
enterprises with 1 i ttle international experienc£. •hi ch are attempting to 
develop projects of less than USS 5 million investment valu2. 

The Organization's principal mandate is to service clients in the 
developing countries: i.e. identify a project in a aeveloping countrv with a 
de,·eloping country sponsor and w0rk from th·~re. we believe that CS I DU' s 
client base could be greatly enlarged bv devoti;ig mere nsources to marketing 
!.ts services to all outi.-ard investors seeking industrial co-operation :.n 
developi~g countries (irrespective of whether the flow is North to South. 
South to South. west to East. etc. J. 

t:~IDO and its member countries should re'.~ognize that circumstances are 
forcing the Organization to become more selective in providing its services. 
This process, which has onlv begun to be recognized an~ applied. is desirable 
since there is a r1eed to channel srarce resou.-ces to the efficient dcliverv 
of appropriate services to IJNIDO's clients. The complexities of foreign 
investment ar.d international joir.t ventures dr:mand tre readiness of both 
partners to form a successful venture. The promotion of partnership 
arrangements between entrepreneurs who mip,ht not. vet havf' developed the· 
capacity to fullv contribute to and benefit from such agreements would be 
counterproductive to entrepreneurs. member states and UNIDO itself. Last but 
not least, UNIDO shoulJ not stretch its scarce resource~ to cover too wide a 
spread of industrial inw~stmPnt activitif·S at the cost of qua! itv. To avoid 
dilution of capacities and resources. :.ictivities should concentrate on a W(:ll · 
defined group of end usc•rs. 
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One way to accomplish this could be to es~ablish quantifiable criteria 
that clearly de~i1e UNIDO's client base. For example. before being considered 
for promotion, a project shnuld be of a certain level of investment: the firm 
backing the project should ha e a certain amount of operating experience and 
have a certain level of capital. 

However, to successfully adjust its focus to be more selective, UNIDO 
must also adjust the way it is delivering its services. Recent trends 
indicate that moves in the right direction have started. 

In our op1n1on, one of UNIDO's strongest potential comparative 
advantages supporting its enterprise-oriented activities is its world-wide 
contact network. This network provides access to valuable investment 
information to governments, institutions and private businesses which is not 
readily available in the same form elsewhere•'. With few exceptions, other 
investment promotion agencies cannot afford to develop and maintain such 
networks. Even if they could, they cannot always assume the "honest broker" 
role of an United Nations organization. Multilateral and bilateral agencies 
either do not use their networks of field offices for investment promotion 
(i.e. UNDP) or are much more limited in scope or coverage (i.e. GDC, FAO). 
This is changing, however, as DFis become more aggressive in the investment 
promotion arena (e.g. FIAS, MIGA, APDF, EC). UNIDO ~annot afford to loose 
this compet1 ti ve edge and it must take immediate steps to expand and 
strengthen its network, in both developing and developed countries. 

Investment information and contacts, which form the substance of UNI DO' s 
package of services, are best developed, maintained and marketed at the 
country level. Doing investment promotion by iong distance ( i. c. from Vienna) 
without localized presence is difficult at best and, at worst. dilutes 
available resources and leads to a lack of depth in the servtces being 
marketed. This is the sound reasoning behind the IPS office concept, and the 
same rationale should be extended to the developing countries. 

The above finding forms one of the most critical points raised as a 
result. of the evaluation. In the longer term. UNIDO could strengthen its 
positi.on in the market by further develo·jling its "hub and spoke" delivery 
system; the hub being 'JNIDO Headquarters and the spokes being in-country 
investment offices in both developed and developing countries. The basic 
elements of the system are already in place, while effective networking. by 
and large, remains to be done. UNIDO Headquarters needs to strengthen greatly 
its focus. It should ensure (i.e. stipulate and enforce) uniform quality 
standards and responsive communication systems betweer. the spokes. provide 
support services such as research (investment techniques, funding sources. 
market and technical data, etc.) and training, and undertake the global 
marketing of such UNIDJ' s services. among other functions. He~dquarters 

should do little in-country promotion and even less project preparation and 
appraisal work; that being left to the spokes through field offices and 
technical co-operation efforts . 

. , 
This includes, but is not limited to, the Investment Promotion Services. This comparative 

advantage is critical to marketing pre·inveatment services. Moreover, es a general proposit.1on it can be 
concluded that UNIDO should have a comparative advantage 1n providing project implementation services on 
price competit1veneaa grounds ~here its services are highly subsidized through donor country contributions. 
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In addition, UNIDO Headquarters should centralize certain functions. 
such as information systems, feasibility studies and activities aiming at 
strengthening developing countries' investment infrastructure. These 
activities can be supported, however, by the spokes as the r.eed arises. 

Investment infrastructure activities 

UNIDO's comparative advantage in this field is not so obviou~. Much of 
the funding for these services is through bilateral aid agenci~s. with whom 
UNIDO competes for explicitly or implicitly tied aid. It has to rely on 
supplemental and at most times uncertain "off-budget" financing to assist 
countries or institutions in implementing recommendations, whereas in 
bilateral programmes, this funding is often built-in. In the case of country 
clients, the number of countries needing such services is finite. 
Systematically tapping the institutional :narket requires either capturing the 
country clients through co-ope1ation agreements or establishing an in-c:mntry 
presence. In terms of a product enhancement feature, the global institutional 
network should be completed and further strengthened through technical co
operation for UNIDO to ~e in a better position to provide enterprise-level 
assistance. 

UNIDO's comparative advantage also lies in its being able to offer 
enterprise-level services as an integral part of any assistance package. If 
this is done properly, UNIDO just might be able to dominate the market. Few 
organizations can offer such a "turnkey" approach. 

However, it is clear that, given the competitive market, where proQuct 
differentiation is key, UNI DO should fin.t reorganize in such a way as to 
allow these services to be seen as a unique capability, and to ensure that 
they are packaged and marketed as such. 

At the same ti~e it should be clearly understood that the enterprise
level and infrastructure activities are mutually supportive. The greater the 
extent to which UNIDO is involved in providing infrastructure services, the 
more opportunities there will be to provide enterprise services, and vice 
versa. 
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1 . BACKGROUND 

1.1. Evaluation of UNIDO Headguarters pro~rammes 

1. The relevance and importance of evaluation to UNI DO. whether of 
programmes or projects. cannot be over-emphasi :·.-d. "Evaluation is a tec~mique 
for establishing if and how well goals have be~n attained. It is a process 
which seeks to determine as systematically and objectively as possible the 
relevance, e.---~--eness and impact of work in progress. or of work completed. 
by measuring accomplishments against the original objectives and by revealing 
the reasons for any significant deviation" 11

• In evaluating whether and to 
what extent gcals have been attained, evaluation exercises are also designed 
to be forward-looking, by focusing on lessons learnt from past experience and 
transforming these into usefui recommendations. By recommendi!lg programmes 
and projects that will be effective and impact-oriented. it serves as an 
important management and policy tool. 

2. In reviewing the various Headquarters programmes presented for 
evaluation, the Secretariat decided that first priority should be accorde~ to 
the Industrial Investment "Programme" in view of the particular attention 
which should be accorded to mobilizing financial resources for the 
industrialization of developing countries. in the face of recent decreases and 
even reveraals in net financial flows. In addition. there is the declared 
need to redress the serious imbalance between industrial production in 
developed countries and developing countries. which could be alleviated, iD.lil: 
Sll...iA. by increased foreign investment in the manufacturing sector of the 
d£veloping countries 21 • 

1.2. Puroose of the evaluation 

3. This evaluation reviews and assesses past and present activities of 
UNIDO's Industrial Investment "Programme". It is designed to serve donors, 
beneficiaries (including end users) and UNIDO policy-makers and management 
through its conclusions and recommendations on actions required to ensure that 
optimal support is provided by the "Programme" for the mobilization of 
investment resources to the developing countries. 

4. To this end, the evaluation aims at providing the following: 

(a) An assessment of the overall achievements of the "Prograll!llle" 
against set objectives and expected results indicated in the Medium Term Plan 
and in Programr~e and Budgets document; 

(b) An analysis of the extent to which results observed were 
attributable to "Programme" activities and to determine which organizational 
units of UNIDO were responsible for these results; 

(c) The identification and assessment of factors that have contributed 
to or hindered the attainment of the "Programme" objectives; 

I/ 
Evaluat.1on Manu11l o~ th11 United N11t1ona N- York, October 1986. 

1/ 
See Annex 1 for a brief note on UNIDO progranme 11v11luat1on mandates end acttv1t1ea. 
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(d) An assessment of the "Programme's" relevance and potential 
effectiveness in providing support to acti'l.·ities designed to address the majot 
challenges facing industrial investme;it in de'l.·eloping countries including ne,.· 
appr0aches to these challenges; 

(e) Conclusions and recommendations to: (i) enable the policy making 
organs to review the "Programme" and provide directives where necessary: and 
(ii) advise UNIDO' s secretariat on action required for impro\·ing "Programme" 
design and implementation. efficiency. effectiveness and impact. 

1.3. Scope of the Pvaluation 

5. The mandate for this in-depth evaluation. \.."hich is contained in document 
IDB.5/12 adopted by the Fifth Session of the IDB in July 1989 (see Annex 1). 
does not provide limitations in terms of time frame or breadth for the 
evaluation exercise. The Evaluation Staff. therefore. endeavoured to 
establish parameters for the in-depth evaluation to ensure an adequate breadth 
of coverage while at the same time keeping it manageable. The term 
"Programme" does not reflect any single programme identified in the Programme 
and Budgets or the Medium Term Plan. In the context of this evaluation. it 
comprises various investment activities of UNIDO as reflected in the IDB 
decision 5/12. In fact. it encompasses activities undertaken not only under 
the aegis of the Industrial Investment Di vision ( IID) which is the core 
division of the Organizati.on dealing with this "Programme". but also other 
organizational uni .s. 

6. In reviewing UNIDO's activiti~s it was found that since its inception, 
resource mobilizatior. is mentioned frequently as an activity under various 
programmes, subprogram.mes and programme elements. This is a reflection of 
UNIDO's investment act1v1t1es being diffused in a large number of 
organizational units. The formulation of IDB decision 5/12 implies that this 
"Programme" should be evaluated in its totality. In view of the fact that the 
Trust Funri activities will be the subject of a special evaluation, activities 
relating to that programme were ~ot specially addressed by this evaluation. 
A review of a sample of project documents undertaken under Trust Funds was 
undertaken and the results of this review will be utilized in the special 
evaluation as detailed in the IDB decision 5/12 (see Annex 1). 

7. The coverage of this evaluation comprises the following aspects of the 
Industrial Investment "Programme" as extracted from UNIDO MediWll Term Plan 
docwnents: 

Support to developing countries, industrial investment planning 
and policy formulation processes; 

Co-operation with f;nancial institutions/investment promotion 
agencies; 

Investment project identification, appraisal and promotion in 
developed and developing countries; 

Investment-related technical co-operation projects, direct 
support and institution-building; 

Preparation of pre-investment studies; 
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Investment-related training; 

Establishment and strengthening of investment 
agencies/focal points in developing countries; 

promotion 

Investment promotion mechanisms (meetings, presentations. tours 
and missior.s); 

InforlJl.'\tion services. 

8. The evaluation has to focus on a specified time frame while at the same 
time take an adequate account of the evolution of the "Programme". It was 
found that the critical period for appreciable development and results was 
that covered by the 1984-1989 Medium Term Plan, which also witnessed the 
transition of UNIDO into a specialized agency. It should be emphasized, 
however, that experiences acquired before that period were not disregarded. 
The period 1984-1989, therefore, was considered broad enough to allow for an 
adequate assessment of on-going activities and, by being far enough in the 
past, to allow for an assessment of the "Programme's" impact as a whole, in 
particular the Vdrious subprogrammes. 

9. Because of the structure of the Org1mization, investment activities are 
covered by more than one organizational unit. The evaluation, therefore, also 
endeavours to pinpoint the resulting overlaps and to propose ways to minimize 
duplication and better ratio:u.lize UNIDO's investment-related activities. 

10. The evaluation concentrates on the existing "Programme", how it is 
carried out, and, does not attempt to fc,cus on the conceptual, social, 
political and economic issues connected with foreign investment promotion. 

Investment incentives 

The desire to attract foreign investment has created a situation 
whereby incentive systems to promote private investment are 
often designed for foreign investment only. Horeover, there may 
even be disincentives which mitigate national investment. There 
is an apparent conviction that economic modernization can only 
be genuinely carried out by foreign enterprises or by utilizing 
foreign investment funds and loans. The question of with-in 
country investment promotion remains open and does not form a 
significant part of UNICXJ's activities nor does the Organization 
have a strategic approach to the subject. 

1.4. Evaluation activi~ies carried oyt 

11. The in-depth evaluation of the Industrial Investment "Programme" took 
place from January to December 1990 in three main phases. The first phase was 
a desk review which involved the analysis of collected literature and data, 
review of previous evaluation findings, progress reports, annual reports, etc. 
The second phase was that of actual evaluation which placed particular 
emphasis on the subprogrammes mentioned above through sent questionnaires and 
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inten·iews with part1c1pants and beneficiaries of various UNI DO investment 
activities in the field. and managers of investment subprogral!llllec; and selected 
operational staff at Headquarters. and visits to other international and 
bilateral organizations involved in investment promotion/de\·elopment 
programmes, etc. The third phase was the actual preparation of this report. 

12. The most significant activities of the in-depth evaluation were: 

An in-depth evaluation of one IPS; 
Visits to technical assistance projects related to industrial 
investment projects (one in the USA. two in Latin America): 
Participation in two investment fora; 
Interviews with 17 former participants in IPS Delegates 
Programmes: 
Interviews with around 100 former. participants in investment 
fora: 
Interviews with 28 former participants in workshops on project 
preparation; 
Analysis of 15 questionnaires received from former delegates: 
Ana]ysis of 51 questionnaires from former participants in 
investment fora: 
Visits to five IPSs (Warsaw, Zurich, Washington. Milan and 
Colo,sne): 
Interviews with staff of all IPSs: 
Int:erviews with key staff concerned with the "Programme" at the 
Secretariat: 
Visits to several national and international instit:utions dealing 
with investment in developing countriesu. 

13. Also used, t0 a greater or lesser extent, in this exercise were former 
evalu3tion reports of programmes/projects or activities relat:ed to industrial 
investment, such as 

Reports of in-depth evaluations of IPSs: 
Report of the "In-depth evaluation of completed and on-going pre
investment studies financed by the Government of the Netherlands 
through the UNIDF" dated 20 March 1990: 
Project Performance Evaluation Report:s of technical assistance 
project:s; 
In-depth evaluations of technical assistance projects. 

14. The findings and recommendations of the in-depth evaluation are 
presented in this report. The evaluaticn received full co-operation and 
assistance from the various organizational units of UNIDO involved in the 
"Programme". particularly the Industrial Investment Division (llD), including 
the Investment Promotion Services, and the Feasibility Studie$ Branch (FEAS). 
The evaluation team consisted of the following UNIDO Evaluation Staff members. 

)/ 

Mr. Oscar Gonzalez-Hernandez, Chief; 
Mr. Hans H. Heep, Senior Evaluation Officer; 
Hr. David Tommy. Evaluation Officer; 
Ms. Caroline Heider, Associate Evaluation Officer. 

EEC COG! and OGVIII). CO!. lFC. fIAS. CCM>EC. UNCOF. IJSAIO. ACOB. AsDB. ITC, APOL 
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15. The team also received assistance from outside consultants on 
specialized lines of work. These consisted of: 

Ms. Renata Hayder, Consultant in pre-investment studies: 
Mr. Ernst-Gerd voU1 Kolke, Consultant in electronic data 
processing; 
Mr. Carl T. Bell, Consultant in industrial investment. 

16. The cost of the evaluation, in additi~n to considerable UNIDO staff 
ti~~. amounted lo approximately US$ 75.000. Of this, US$ 45,000 were provided 
through a Special Purpose Contribution by the Swiss Government to the IDF, 
while the remainder came from another Special Purpose Contribution by the 
German Government. This amount was u~ .' for the consultants and for the 
Evaluation Staff's field missions to Arg ·,tina, 3angladesh, Belgium, Bolivia, 
Cote d'Ivoire, Egypt, the Gambia. Germz;:v, Indonesia, Italy, Kenya, Nigeria, 
Peru, Philippines, Poland, Senegal, S...crra Leone, Singapore, Switzerland, 
United Kingdom, and the USA. 

17. Every effort was made by the ~valuation to cover the majority and most 
important investment-related act ivitit>s. Al though the evaluators do not 
pretend that this study is exhaust~·.;;, the depth and ·oreadth of its coverage 
and analysis are considered adequate to support the report's conclusions and 
recommendations. 
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2. DESCRIPTION AND ANALYSIS OF THE "PROGRAMME" 

2.1. Historical developments 

lS. Since its inception UNIDO has been involved in the promotion of foreign 
investment for the industrial projects of developing countries, in response 
to the relevant mandates and directives from the policy making organs. A 
review of these mandates and directives shows that UNIDO was directed to 
assi! t developing countries and, more specifically, their local project 
sponsors in mobilizing foreign resources to facilitate investment. The 
importance of the Industrial Investment •Programme" was highlighted by the 
General Conference in its resolution GC.2/Res.10 on the mobilization of 
financial resources for industrial development. 

19. This resolution requests the Director-General to exert efforts to ensure 
that UNIDO: " ... promotes actively the mobilization of financial resources 
for the industrial development of the developing countries through increased 
co-operation with regional and internatior.~l financial ins ti tut ions; co
operates with developing countries in the preparation of specific projects for 
consideration by multilateral development institutions; cooperates with 
developing countries in identifying and designing industrial projects; 
strengthens the investment promotion programme which should continue to 
identify and promote ways and means of mobilizing additional financial 
resources within the framework of national development objectives and 
prior! ties. "'1 

20. Against the above background, l'NIDO was to design its programmes and 
app:-oaches in order to assist the developing countries to maximize the flow 
and optimize the use of foreign financial resources to surmount obstacles to 
industrialization. Since industrial co-operation between entrepreneurs in 
industrialized countries and project sponsors in developing countries will 
continue to constitute, together with official grant aid and bank lending, one 
of the most important resource transfer mechanisms available to developing 
countries for capital formation in industry. 

21. However, at the outset, dlrec.t foreign investment was not universally 
accepted and some developed and developing countries rejected this approach, 
considering it to constitute a form of neo-~olonialism that was contrary to 
the desired goal of self-reliance. In fact, in 1975, the Lima Declaration and 
Plan of Action bore in mind "... that the situation in the developing 
countries has become aggravated ... (inter alia) by the transfers resulting 
from private investments ... ". Over time, however, the merits which both 
parties may derive from foreign investment instruments were recognized. In 
fact, a broad range of types of foreign investment is now universally being 
sought by developing country governments in support of their industriali;;ation 
process. 

4/ The legislative mandate for the Industrial Investment .. Progr_ .. or1g1nates. 1n the mun. 
from General Assembly resolutions 2152 <riril. paragrephs 1 and 2; 31/lb3. paragraph 2 (bJ; 336~ (5·viil. 
section IV. peragraph 6; 35/64. paragraph 3; 39/235, paragraph 5 <•l and 7; the N.., Delhi Daclaration and 
Plan of Action, section II; resolution 6, paragraph 8 and reaolution 7, paragraph• 1 and 5, adopted at the 
Fourth General Conference of UNIDO; aa well aa re1olut1on1 GC.2/Rea.10 (on the mobilization of financial 
resources for 1ndu1trlal developnent) and GC.2/Res.11 (on external debt and indu1tr1al developnantl. 
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21. UNIDO's activities in this field have evolved in recognition of the fact 
that matching potential partners from different countries for their mutual 
benefit is a rather risky, lengthy and costly uncertaking. which often exceeds 
the means and resources available to developing country project sponsors. 
This is further <..ompounded by the fact that the majority of projects from 
these countries are small- or ~edium-scale, a category of projects that is not 
of great interest to international financial ins ti tut ions. Further. even 
where financial resourcPs are available. know-how in undertaking the 
preparation of bankable investment projects is rather limited in developing 
countries. Consequently. the international service approach to assistance in 
this area is considered to be relevant and compatible with the Organization's 
mandate. 

23. It should also be pointed out that, while direct foreign investment in 
developing countries t..as decreased in real terms in recent years, demand has 
increased. and the funds available do not meet the growing needs. As a 
result, competition by governments to attract direct foreign investment has 
increased. 

24. Research done by the International Finance Corporation (IFC)s1 

indicates that investment promotior. programmes appear to have a direct impact 
on foreign investment flows. The same resear~h indicates that promotion can 
constitute a more cost-effective appr0ach to attract foreign investment tt.an 
incentives. However, the largest - and possibly the best ·projects have 
dynamics of their own and are developed essentially outside the purview of the 
international organizations and official bilateral development assistance. 
International organizations in general, and UNIDO in pa!"ticular are therefore 
left with the more difficult projects, as a result of which efforts, costs and 
risks of their promotion are comparatively greater. This is all the more 
reason to re-examine the approaches and instruments used in UNIDO' s investment 
promotion activities and concentrate on quality. 

25. Whilst a jojnt venture is the most sought form of co-operation, other 
agreements are also pursued. The most common of these other forms of co
operation (either singly or in combination) are listed below. Obviously, 
these forms of co-operation have certain features in common. 

Debt/equity swaps 
Loans 
Suppliers credit 
Licensing 
Technology 
Turn-key projects 
Market access (local and export) 
Subcontracting 
Compensation trade 
Management services and contracts 
Technical assistance and training 

26. UNIDO now recognizes the relative importance of these alternative or 
complementary forms to joint ventures, taking these into account in its 

St 
.. H11ri1tt.1ng 11 :::ount.ry Promnt.1on as .. Tnnl Car Af.t.r11r.t.1ng Fnu1gn Inv.,stm.,nr:·. I. T W11l ls. 

Jr. and AG Wint.. IF'l:: and MIGA. Wuh1n"t.on D.C 



- 8 -

investment-related act!v1t1E:s. ;·.'· a result of investors' normally wishing to 
minimize the equity port;-:., project ~ponsors are encouraged to list among the 
foreign resources they are seeking, not only equity and loans, but also othE:r 
types of resources and co-operation. Some IPSs e\.·en de-emphasize the equity 
investment factor since they fear that few foreign partners are willing to 
invest in equity at the outset of a business relationship. 

27. Further, investment flows are no longer only considered in the 
North-South axis, but more recently also in South-South and We£t-East 
directions. UNIDO is increasingly responding to this trend. 

28. The Industrial Investment Division (IID) has over the years undergone 
changes. of which the most recen;: has been formalized in the Director
General 's Bulletin UNIDO/DG/B .126 which e!:tablishes geographical subdivisions. 
Previous to that, the division of work was on project identification and 
preparation on the one hand and promotion, includ~ng IPSs, on the other. The 
present structure is more responsive to the needs of the different 
geographical regions and does not split up the project cycle. The Feasibility 
Studies Branch, in anoth~r department, has traditionally provided investment
related technical co-operation, either of a methodological and training nature 
or by the actual conducting of pre-investment studi~s. Al.-~ invol·;ed in 
activities are the Industrial and Technological Information Section (INF). the 
Regional and Country Studies Branch (REG). the Section for Economic Co
operation among Developing Countries \ECDC), part of the Area Programmes 
Division (AREA), the Co-ordination Unit for the Industrial Development Decade 
for Africa (IDDA) and the Industrial Planning Branch (PLAN). 

2.2. "Pro&ramme" desi&n 

29. The dP.sign of the Industrial Investment "Prograllblle" is set out in the 
Medium Term Plan (objectives) and the bi-annual Programme and Budgets 
(outputs, activities and inputs) and is complemented by various decisions and 
resolutions of UNIDO's policy making organs. The mandate of the Industrial 
Investment "Programme" can be defined as the securing of investraent for 
industrial development, rehabilitation and privatization in developing 
countries by means of technical co-operation programmes and the encouragement 
of industrial co-operation promotion measures. Towards this end. UNIDO should 
strengthen these efforts by providing assistance in the mobilization of 
financial, technical, managerial and other resources required for the 
implementation of investment projects through any legitimate form of 
business-oriented industrial co-operation betweer. sponsors and foreign 
partners consistent with the national development plans and policies of 
developing countries. Special attention should be given to co-operation at 
the enterprise level (public and private). The translation of these mandates 
into oper.:itional programmes include industrial co-operation projects and 
programmes covering the whole investment project cycle. . ~lated to new. 
expansion, diversification and rehabilitation projects. 

30. Against the above background, it lS evident that the Industrial 
Investment "Programme", like other programmes, can be defined by the following 
elements: development objectives, problems addressed, objectives, outputs, 
activities, inputs and target groups (end users). 
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31. For easy reference, a tabul&ted presentation of the objectives of each 
progt·~e as •ell as the corresponding outputs and activities is ~rovided in 
Annex 2. 

2.2.1. Development objective 

32. The "Programme" aims, in the long term, at increased industrial 
pr~duction through new, expanded and/or rehabilitated industrial facilities 
in developing countries. 

2.2.2. Problems addressed 

33. The following excerpt from the Programme and Budgets, 1988-1989 
(GC.2/10, 10 September 1987) captioned "Problems addressed" represents an 
accurate summary of the problems the Industrial InvestmenL "Programme" should 
attempt to address: 

"Increased industrial Froduction, as stipul~ted in numerous 
resolutions and plans, requires among other inputs, investment in new 
and expanded industrial production facilities in the developing 
countries, as well as increased utilization of installed capacities on 
a scale which poses severe problem~ in the mobilization of financial 
resources. No less serious a constraint, however, is the scarcity of 
national skills for prcject identification, formulation and implemen
tation. With the tendency for industrial technology. size and 
structure of market and organization to become increasingly complex, 
this problem will increase in severity unless remedial action is taken. 
ln some developing countries, th~re is often only limited information 
about potential sources of external investment funds and about the 
lending procedures of these funds or information on possible negative 
or pos1t1ve aspects connected with foreign investments. In the 
developed countries. there is generally a lack of understanding of the 
mutual benefits that can result from industrial joint ventures and 
other forms 1..f long-term co-operation in the developi11g countries. 
Even when potentia: investors from the developed .::ountries and the 
sponsors of industrial projects in developing countries have entered 
into co.itact with each other, the unfamiliarity of both with many 
technical and financial aspects of juint ventures may render the 
conclusion of a viable agreement a difficult process." 

2.2.3. Objectives 

34. The objectives of the "Programme" are contained in the main in the UNIDO 
Constitution and the Medium Term Plan (1984-89) and are summarized as follows: 

(a) Assistance 
countries, 
industrial 
accevtable 

provided, at the request of governments of developing 
in obtaining external financing for specific 

invtstment projects on fair. equitable and mutually 
terms; 

(b) Provide a forum and act as an instrument to serve the developing 
countries and the industrialized countries in their contacts, 
consultations and, at the request of the countries concerned, 
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negotiations directed towards the industrialization of the 
developing countries; 

(c) Secure investment for industrial development in de\·eloping 
countries by means of technical co-operation programmes and the 
encouragement of promoticnal measures; 

(d) Assist developing countries to expand their industrial production 
by the promotion 0f an increased flow of investment resources and 
the implementation of technical co-operat:'on projects. 

35. These objectives are in fact activity statements and should rather be 
reformulated as recommended under 3.2. 

2.2.4. Outputs 

36. Both explicit and implicit outputs of the "Programme" can be found in 
the var~~us documents and resolutions cited above. They are often confused 
with objectives and are frequently formulated in form of activities. Outputs 
should describe a number of distinct products (or results) that will be 
produced by a set of programme activities. Successfully produced and utilized 
outputs contribute t.l the achievement of the programme objective. An 
elaboration of the "Programme's" outputs is set out under 3.2. 

2.2.5. Activities 

37. The substantive tasks required to produce the outputs are usually 
defined by the Secretariat and staff of the IPSs. These activities include: 
the mounting of missions for investment project identification and 
preparation; screening of project proposals; provision of information en 
potential projects; promotion and mobilization of resources for the projects; 
organization of investment fora; undertaking follow-up activities after the 
fora; establishment of information network/system oa investment potential and 
possibilities; etc. The activities associated with the "Programme" utilize 
a large component of consultant and expert services. 

2.2.6. End users 

38. In analyzing the activities, outputs and operating environment, due 
cognizance should be taken of the end users and beneficiaries. Beneficiaries 
include the governments, parastatals, development finance institutions and 
investment promotion agencies. These are direct recipients of UNI DO' s 
interventions and are usually main or associate counterpart agencies. 
However, end users include industrialists from private and public sectors in 
developing countries (local sponsors), and industrialists from private and 
public sector in industrialized countries ~investors). These are of ':en 
reached by UNIDO directly or through the beneficiary ins ti tut ion:;. 
Differentiation must be made hetween the beneficiaries and the end users of 
~he "Programme" at the planning and implementation stages of UNIDO's pre
investment support activities. Support to beneficiaries 1oes not 
automatically result in adequate assistance to end users. 

39. A survey of the end users of the "Programme" activities shvlrJS that, in 
the majority of cases, they comprise promoters with little project r.~gotiation 
background, limited equity, lack of ability to meet the conditions s£t by DFis 
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L'.\'IDO is .:111 i11ler5c1\·t'rru:re11t.:il c>Q;aniz.:it L('ll. Its so\'t•rnill& b,>ard 

is coapost•d ,,{ &c\·enu:it>nt off ic i.:il s a11d its prc•r.c·am:it' and 

projects under·go go\·errunt>nl scrt't'lli ng .:uzd appro\·~d . 

. "it'\'t'rtht•lt•ss. irs illtt'r\"t'Iltions .:irt> i11,-rt•asi11gh· being dont:' 
di rt:'ct ]\· at : '1t> t•nt t•rpr i se I t'\"t" .:ind i 11 t lie pr i i-.:ic e sect (>r-. '''"'' 
.:ll"''' lht• CJ~!ill perfon:it>rs c>f i11dustriali;:Jtio11. ",-hilt:' CJ~llff 

go\·entr.1t>!1ts are conscious o{ this dt>\"t•lopClt>llt a11d f.:.l:·il ital<' lht• 

f 101.- c>f be11t't i Cs to t !wst' t'lld ust>rs. the rt• are st i 11 c.:ist•s -·here 

clzt• lo11g ch..lill <'f li11ks from l'XIDO to t'llterpri.st:>s L1Jkt>s rllt' 
dialog1w ~md int en·ent ions -·ic h t•11t rt'pl't'llt'tirs dill icul t .:ind 
( i me - COl!SlllJ i !If,. 

and commercial lt•nders etc. Even •he1·t· t ht· projt'Ct concept mav be- sound and 
the p1·omot€·i· commend:ible. the projt.'ct si::t· usuallv poses difficulties both for 
the securing of lo..ins as •ell as fo1· attracting tt:e inten•st and possiblt' 
involvement of fore£gn partners. Therefon._ the role 0f UNIDO and thf' 
potential impact of its assistanct· on the devel0ping countries art' 
particularlv imp-:>rtant in viei..· of the segment of the business communi t v at 
which activities are directed. 

} _ 2 _ 7 _ Analysis nf tlw "Pro&ramme" desi~n - structural issul'S 

40. As stated under 2.2.3. and 7.2.4 .. the "Programme" design requin•s to 
be elaborated as suggestt•d under 3.2. The fact that the "Programme" needed 
to be reco11structed from various documents underlines that no single document 
exists containing a logically consistent and properly specified set of 
programme objectives. outputs. activities and inputs as a basis for 
management. implementation and evaluation. This situation has facilitated tlw 
dispersal of investment-related activities throughout the Secret;iriat. leading 
to duplication of efforts and lack of co-ordination. For this n·aso11. it is 
difficult to offer, at present. a package of investment-rdatc·d act -.·itit·s 
comprising technical co-opera! ion. consultation and investment promo! ion 

41. In reviewing the various subprogrammr;; of the 1984-lfJ89 MTP. probl<·ms 
arising from thf' way mandat cs an· dispersed becomP apparent. Ful 1 n·al izat ion 
of UNIDO's mandate would havr b~en attainable through proper co-ordination. 
which was not the case· d11rinp, tlw }q84-89 MTP period. The subscqul'nt }q90-9'> 
HTP. however, attempted to redress this, basing itself on target problem areas 
or common themes as WPll as country- and region-specific programmPs. Tlw 
subsequent work programmes wt-re meant to respond to priority issues such as 
the mobiliz.,t.ion of financial rec;ourcf·s, although no framework was sup,gPsted 
for how organizational units wPrP meant to realizt· strategic objt•ctives in a 
co -ord i 11a t ed -'tncl mut ua 11 y support i Vl' fashion. and lwt t er co -ord i na t ion hr.s not 
YE' t bee11 adli PVl'd. 

'•2. Th<· prPsE·nt "Progr<unmt•" cl1·sir,11 a11cl UNIDO' s orp,a11i zat i onal st rue! IJrf• ;il so 
allow activiti1·s ro lw carril'<I out in isolatio11. OftE·n t!H'y OVE·rlap or 
opt·ratt· in parallt·l. Mon·ov1·r, matlilgE'ffiE•nl fre1•wntlv prd£'rs to work in 
isolation and dot~!; not E'Xt·rd!;1· iU; authority tri briny, about 1·ff1·ct iv<· int1·r
Sf•crf'tariar co-op('rat ion. This rt·sultt'CI i11 thi11ly-sprt·acl rt·sourc1•s to tlw 
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extent that numerous act1•:1t1es are carrie,· out •ith inadequate 
adverselv affecting the qi:antity, quality. timeliness. etc. 
"Programme" outputs and their utilization. 

inp•.its thus 
of L-XI DO' s 

43. In addition, the project and prcgrarnme performance reporting system also 
lends itself to isolated acti\.·ity reporting by indi\·idual units at the enti of 
\·arious time frames. Lack of co-ordination and duplication of effort is 
ine\·itable. given the fact that ea.:h organizational unit prepares its 01o:n •erk 
plan according to its own frame of reference. Linkages are usually lacking, 
inadequate or established artificially d~rin~ the c~~solidation and editing 
of Annual Reports_ In some cases, the overlaps are noticeable from the 
programme rlescription itself. One such an exa~ple is the parallel activities 
of the IPSs and the newly-established Industrial CQ-operation Centres (see 
also 3.8.). 

2.3. M'iin components of the "Programme" 

The sequence adopted in evaluating UNIDO's Investment "Programme" was 
first to analyze its identified components. These components are listed below 
and are elaborated in the "Desk Study - Industrial Investment Programme of 
UNIDO: In-depth Evaluation"". 

Project identification, preparation and promotion, 
ir.cluding investment fora; 
Co-operation with other international organizations 
and development fin~nce institutions (DFis); 
Investment Promotion Services (IPSs) and Delegates 
Programmes; 
Technical co-operation related to industrial 
investment; 
Inves~illent Promotion Information System. 

2.3.1. Project identificatioo and preparation 

44. UNIDO is involved in various degrees in the different stages of the 
investment project cycle. These include: investment project identification, 
screening. preparation, appraisal, promotion, matchmaking, implementation, and 
start-up of production. 

2.3.1.1. Identification of investment opportunities 

45. Projects are identified by various means, as su'Ulllarized below: 

(a) Consultants on missions to developing countries in preparation 

•I 

for investment fora; 
(b) Ideas from foreign investors; 
(c) Sponsors contacting UNIDO directly; 
(d) Ideas emanating from technical co-operation projects; 
(e) Direct contacts of IPSs in the developing countries; 
(f) Projects brought by delegates at IPSs. 

"Duk 51.udy lndus1.ri"1 Inve5t.ment. Prngr1111111e n! UNIDO · In-dept.I-. Evaludf.lor, 

Unpubl uheti docurn.ont. l • Jun11 l 99C 

Draft.". 
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46. The question what constitutes~ "promotable" project remains at the core 
of thE success of the first stage of matchmaking. Other international 
organizations face the same dilemma. Ideally. the project idea should come 
from the sponsor in order to ensure full identification with the project and 
the .11otivation to bring the project to successful completion. A project 
lo."ithout a viable sponsor is practically unpromotable. Projects backed by a 
public or semi-public institution sponsor should only be promoted when the 
confirmed capacity to back the project is established. It was found that the 
best sources of projects were (d). (e) and potentially (f), albeit with 
lioitations discussed below. It was found that in general projects identified 
are still of mixed quality and need stricter screening even at the risk of 
reducing the total number of projects ready for promotion. If the project 
sponsor cannot meet financial requirements and the project is unable to 
attract investors. no amount of assistance from UNI DO will result in a 
financeable project. 

47. Each source of identified projects can be analyzed as follows: 

(a) UNI DO consultants who travel to the developing countries in 
preparation of investment fora are often under pressure to identify projects 
in quantity. Much criticism was heard from IPSs and foreign investors on the 
quality of such projects. Project sponsors reported that consultants spent 
too little, if any, time with them, so that detailed discussions of projects 
were not really possible. Often projects come from well-known and pursued 
"official lists" rather than being identified at the entrepreneur level. 
Therefore. such assignments should be longer, and they should involve a local 
expert with knowledge of the local investme:tt environment and business 
community. Furthermore, it is strongly advised that these missions take place 
only if they have a strong base in the country visited which will adequately 
prPpare the mission and be able to follow up on any questions of interested 
investors. The evaluation questions the validity of sending a project 
identification mission to a country w~ere such a base cannot be found. 

(b) Ideas coming from foreign investors are not received often. When 
they are relevant, promotional work concentrates on identifying a suitable 
project sponsor in the developing country. This approach has the advantage 
of having secured investor interest, which however may not correspond to the 
interests and capacities of local sponsors. Some isolated attempts have been 
made in this direction and there is increasing!·, recognition of the approach's 
potential. There is not much experience in IID with this approach. 

(c) Few sponsors approach UNIDO directly for help in developing their 
ideas. A possible reason for this is that not much publi~ity to this approach 
is c.:irried out. CDI claims that a large n11mher of its projects are identified 
in such a way, possibly because of the promotional efforts it undertakes in 
this regard. 

(d) The best potential source of investment projects is by technical 
co-operatio~ projects aiming at creating 3 local investment promotion agency, 
which will assist sponsors to develo? their ideas into promotable project 
profiles and advise them on the options of promotion abroad, even if payoff 
is not immediate. More time is usually spent on developir.<:, investment 
opportunities which 2re likely to be more solid. (Many technical co-operation 
projects backstopped by other organizational units, particularly Industrial 
Planning, Feasibility Studies and Industrial Management and Rehabilitation and 
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technical tranches (as indicated under 2.3.5.) are also prospective sources 
of investment projects. However, it has been observed that little information 
on the projects identified flows to IID. 

(e) IPSs in developed countries identify a sizeable number of 
projects. Contacts are established by them either in connection with the 
Secretariat's investment promotior activities, e.g. fora. or independentl~· in 
connection with an IPS host country-based forum. Project ideas generated 
through such contacts are usually r.ot shared with IID or the IPS-netwo"k. 
These projects reportedly form the lion's share of projects successfull_» 
promoted by these offices. This may be explained by the fact that only 
projects which are promotable in ·.:he IPS host country are developed. Also the 
close involvement of the IPS with the project results in a greater IPS effort 
to promote the project. 

(f) Projects promoted by delegates originate either from preparatory 
work of the delegate(s) or, as often reported, stem from earlier activities, 
such as te~hnical assistance projects, fora, etc. The Delegates Programme is 
a very effective tool for investment promotion thanks to the personal 
engagement of the delegate who acts as a knowledgeable intermediary between 
two partners. 

48. The optimal source of projects are local private enterprises which have 
perceived business opportunities. Project proposals vary from offering 
limited information (name of the country, type of product, name and address 
of local sponsor and total investment required), to those containing 
comprehensive feasibility data. The approach for processing these requests 
varies as indicated under 2.3.1.2. 

2.3.1.2. Screenin~ of investment proposals 

49. Investment proposals received by IID are screened and classified 
according to three categories (A, B, C) depending on the completeness, 
reliability and quality of information. This practice is, however, not yet 
uniformly applied by all geographical groups of IID. 

50. Status A is given to those proposals for which adequate techno-economic 
information is available and a basic financial assessment has been or can 
readily be made. Status B is accorded to proposals for which information is 
incomplete and which require further elaboration. Status C is generally for 
proposals that are mere concepts or ideas. Adequate information on the local 
sponsor should be available, but in most cases, this requirement is not 
fulfilled. Investment proposals with inadequate information on both the 
project and the local sponsor should not be considered for promotion, as it 
happens at the moment. 

51. Whilst various sources ::if requests have been identified, in the majority 
of cas~s it is apparent (particularly with IID and FEAS) that most of the 
project proposals are collected, assessed and verified in the first instance 
by consul tan ts working in the field. Subsequent to this, each of the 
regional geographical units of IID is responsible for the project from its 
conceptual stage through to its implementation. Proros~~s screened, appraised 
and selected by IID are sent to JPS offices for promotion and/or as 
appropriate are promoted at investment fora. At the IPSs, these proposals 
undergo additional appraisal and screening, allegedly because somP of these 
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proposals do not meet the criteria and/or needs of the im·estors in the IPS 
home country. 

52. Appraisal criteria vary throughout UNIDO, and even within the 
geographical units of IID. Furthermore, different formats for presentation 
of project proposals are used in addition to the "official" questionnaires. 
Differences may include the degree of detail required on market. technical and 
financial aspects. as well as on the local sponsor. and the investment 
terminology used. 

53. Proposals contained in INTIB are not processed; and proposals received 
under the ECDC programme which relate to investment are not always classified 
as such and undergo little if any screening. In the case of IID, depending 
on the amount- and quality of information, the proposals are prepared in 
accordance wich two levels of detail (Annex 3). 

54. The format and car.tent of the project questionnaire has been the subject 
of prolonged discussions in IID and the IPSs. We feel that the debate should 
concentrate more on content than on form. There seems to be no consensus on 
whether the questionnaires should be standardized or tailored to the 
requirements and needs of a specific region, country or end user. However, 
it seems to the evaluators that standardization is desirable since too much 
time is spent in developing formats and project preparation techniques. 
Initiatives in this direction were taken, nonetheless, agreement and universal 
application of harmonized formats have not been attained. 

55. Fundamental to the promotability of project proposals is the rational~ 
of the proposal as well as completeness and reliability of the data provided 
in the project questionnaire. This issue was stressed by the IPS staff 
responsible for project promotion. Questionnaires in which only some of the 
questions are answered are seemingly unpromotable. Therefore. detailed 
briefing of consultants and others involved in project identification, in 
terms of information needs of potential investors, is crucial. It was 
extensively reported that a potential investor forms a first opinion on the 
project's attractiveness on the basis of the presentation and quality of 
project information. Usually, the time spent by a potential investor on 
reviewing a project proposal is limited. Therefore, critical information 
should be conveyed in a clear and concise way. Differences of opinion do, 
however, exist between the IPSs and IID on the amount of detail to be provided 
at this stage of the investment project cycle. 

56. Another issue that emerged from the evaluation relates to the "age of 
a project". If the profile has been prepared over one year ago without an 
update, it is not likely to be promotable. 

57. There is a consensus that complete information on the sponsor and the 
project environment is more important than overly detailed information on the 
project itself, at least for the purpose of the first presentation to 
potential investors. Annex 4 gives a proposal of essential points that should 
be addressed by a questionnaire on local sponsors. The quantity of 
information demanded by foreign investors also depends to a great extent on 
the country in which the project is located. 

58. Initially, projects are screened to check whether they "make sense". 
This is often an intuitive process which involves checking the consistency, 
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integrity and compatibility of data. As the project develops. there is often 
a need to do a more thorough analysis of financial and eventually of economic 
feasibility although the latter is seld"m done in the context of IID's •ork. 

59. Consequently. at the initial stag~ of project appraisal projections of 
financial results of operations can be limited to basic calculations of 
profitability. The presentation of elaborate calculations based on 
sophisticated compl!ter models where basic assumptiuns concerning project 
development ar~ uncertain can be counterproductive vis-a-vis potential 
investors. Moreover. the preparation of detailed pre- investment studies. 
•ithout involving local and/or foreign investors, is questionable. Detailed 
finar.cial calculations based on speculative information are usualJ y 

meaningless and not partii:ularly important at the initial stage of project 
promotion. With enough information, an investor will do his own feasibility 
calculations. Al though detailed calculations may be useful for project 
screening, generally they are not worth the time and expense. 

60. The issue of screening of investment proposals is of particular 
importance in the scope of UNIDO's investment-related activities. UNIOO ias 
undertaken activities aimed at the improvement of the methodology of project 
identification. formulation and evaluation. "'he "Manual for the Preparation 
of Industrial Feasibility Studies" (ID/206), published in 1978, set up an 
internationally recognized methodology for elaborating market. technical and 
financial feasibility aspects of investment projects at different levels of 
their development cycle. 

61. UNIDO is currently updating, using and promoting two different yet 
similar computer-aided methodologies to facilitate the screening of investment 
projects: COMFAR (financial and economic) and PROPSPIN (only financial). 
This evaluation reviewed these two methodologies, as well as certain 
adaptations used in the field. 

2.3.1.3. COMfAR (Computer Model for Feasibility Analysis and 
Report in~) 

62. Based on the methodology contained in UNIDO's "Manual for the 
Preparation of Industrial Feasibility Studies", a computer software package 
called COMFAR was developed in 1983. Since then, around 500 copies of the 
software were sold by UNIDO, and 155 copies were distributed free-of-charge 
to organizations in the least developed countries. COMFAR. which is protected 
by a license. and the UNIDO methodology of project feasibility analysis are 
internationally recognized and accepted by numerous financial institutions. 
In recognition of its expertise. UNI DO gets orders to prepare financial 
analyses or feasibility studies with the use of COMFAR from organizations sucn 
as the Italian Investment Risk Insurance Agency (SACE) 3nd the Swiss 
Development Corporation. When UNIDO undertakes preparation of comprehensive 
pre- investment studies through outside consultants, the use of COMFAR is 
requested. 

63. COMFAR is constructed in a dialogue mode, i.e. the user is constantly 
informed on the computer screen about the options offered by the rrogramme to 
make the next move. It allows financial and economic cost-benefit analysis 
to be conducted in nine different languages (English, French. Spanish, Arabic, 
Russian, Chinese, Getman, Polish and Hebrew). A graphics module presents the 
results of calculations in form of schedules and bar and pie charts. Since 
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COMFAR is writ ten in the PASCP.i. and Assembler programming language and the 
programme is pr0vided in c0mpiled form, formulae used for calculations cannot 
be chang~d or manipulated easily by users who lack programming knowledge. 

64. COMFAR input tables consist of three groups of data: text variables. 
general variables and 213 lines. where the quantitative project proposal data 
are entered. To enter data. the user moves from one line to anothe.r tv typing 
the number of the desired line. The user needs to consult the CO~FAF. manual 
to determi~e on which line each item should be entered. Training in GOMFAR 
usually lasts two to three weeks and covers financial and economic cost
benefit analysis. the use of COMFAR and its graphic module and all the options 
offered by the programme for conducting sensitivity analyses. 

65. The new generation of COMFAR, scheduled to be released by the end of 
1991, will include three modules: preliminary screening. detailed analysis 
and in-depth appraisal of project profitability and liquidity. The user will 
be given an option to choose the degree of depth of financial and economic 
appraisal of the investment project. depending on the stage of project 
development and the quantitative information available to the user. To make 
the programme more user-friendly a~d easieY to operate it is planned to design 
the new version of COMFAR in such a way that the user will start by specifying 
the types of measures and financial schedules desired as output (for example 
cash-flow tables. pay-back period, break-even point) and the programme will 
then determine the data required as input. 

66. A data bridge which allows for transfer of data bet~een COMFAR and LOTUS 
1-2-3 was developed by the Feasibility Studies Branch and was released 
together with the manual by the end of 1990. 

2.3.1.4. PROPSPIN <Project Profile Screenine and Pre-Appraisal 
Information System) 

67. PROPSPIN ~as developed in the early eighties as a simple tool for fast 
project proposal screening. The first version was completed in 1984 and 
around 80 software copies have been distributed since then among users in 
developing countries and IPS offices. The progra11111:e is based on LOTUS 1-2-3 
spread-sheet, i.e. the LOTUS programme has to be started before onP can 
proceed with PROPSPIN. Basic knowledge of LOTUS 1-2-3 is therefore needed 
before PROPSPIN can be applied. A one-week training period is usually 
sufficient to get acquainted with the programme. PROPS PIN is distributed 
free-of-charge. 

68. PROPSPIN has been further developed since its introduction. The first 
version was simpler and required less detailed i~f ormation to produce 
financial feasibility indicators. Newer versions are more sophisticated and 
can carry out financial analysis with results akin to COMFAR. A new version 
of PROPSPIN has been prepared and it is expected to be released by mid-1991. 
This version should be fully compatible with the methodology of project 
financial appraisal presented in the tenth chapter of the •Manual for the 
Preparation of industrial Feasibility Studies•. 

69. The structure of PROPSPIN input tables is simple and clear to the user. 
All the disaggregated items of input tables (initial fixed investment, sources 
of financing. consumption of raw materials, et~.) is displayed on the screen 
and the user can move easily around it using the arrow keys. Its applications 
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and the popularity of spread sheet based computer programmes all over the 
world undoubtedly contribute to the demand for PROPSPIN. PROPSPIN presents 
the financial results of a gi,.·en project's operations in the form of tables 
and ratios. It does not offer a package of ready-to-use graphs. Economic 
impact can only be partially assessed by analysis of two tables calculated in 
PROPSPIN: structur~ of "·alue added and foreign exchange effect. 

70. Formulae used in PROPSPIN for the calculation of various schedules and 
ratios are locked and protectecf against accidental deletion by the user. They 
can be seen at the top of t. " screen. Most of them are obvious (total 
investment cost is the sum of local and foreign investment in land, 
engineering works, machinery and equipment, pre-production capital 
expenditures and technology cost; annual depreciation is the initial 
investment multiplied by the annual depreciation rate; etc.). The formulae 
can. however, be unlocked with the use of LOTUS 1-2-3 commands and the user 
can try to adapt PROPSPIN to special needs and project conditions. This 
feature can be seen as an advantage on the one hand (the programme is 
flexible). and as a danger on the other. Modifications to PROPSPIN will not 
appear on its printouts and the outside financial analyst or the investor 
cannot be sure how the results presented to her/him were calculated and 
whether any changes on the original version of the programme have been made. 
The d~nger is that they will be still called PROPSPIN results. 

71. In certain UXIDO institution-building technical co-oper~tion projects, 
other computer programmes for project financial appraisal are used, most of 
which are based on PROPSPIN. Bolivia, for example, h.'.is developed its own 
version called FASBOL, a programme which generally follows the UNIDO Manual 
and requires similar input data to that used in PROPSPIN, but which presents 
the results in a slightly different way. In Ecuador, PROPSPIN was adapted to 
the local conditions (the adaptation concerns mainly the distribution of 
taxable profit). (A direct and detailed comparison of these other programmes 
with PROPSPIN was not made because the programmes themselves were not 
available.) 

2.3.1.5. Comparison of COMFAR and PROPSPIN 

72. A detailed comparison of the two mociels is contained in Annex 5. In 
summary, it can be said that both programmes operate on the basis of similar 
input data. This is to be expected, as financial analysis requires a certain 
type and quantity of data. Both systems can be used for initial project 
appraisal. whereas for computing a detailed feasibility study COMFAR is 
required as it p~ovides more detailed and com~rehensive information for the 
actual investment decision. Differences in input data and computation models 
of the two programmes result in differences in the output tables, e.g. in 
variations of the internal rate of return by a few percentage pnints. A 
crucial distinction exists between the two programmes regarding their 
presentation of cash flow tables: PROPSPIN reflects financial data in one 
currency only. whereas in COMFAR calculations can be made in different 
~urrencies. The latter is of particular importance in countries whose local 
currency is not convertible and investments in foreign currency may require 
compensation oy export earnings. Some of the terminology used differs in both 
systems and. in the case of PROPSPIN, is not in l·01t ire hatmony ..:i th 
internationally accepted terminology. The integration of the Feasibility 
Studies Branch into IID a~ proposed in section 3.3. would be a first step 
towards harmonizing both computer programmes. 
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Compatibility of data collected in project guestionnaire 
and input reguired by computer pro~ra!ll!Des 

73. A certain number of project proposals reach a stage at which the 
collected data is sufficiently complete to run a financial analysis on a 
computer progra!ll!De. Since the project questionnaire is, in many cases, the 
only source of information, the completeness and reliability of data included 
therein is of crucial importance. 

74. For the majority of items. the information pro\·ided in the project 
questionnaire corresponds to the requirements of UNIDO computer programmes. 
A financial analyst should be able to run COMFAR and PROPSPIN on the basis of 
the questionnaire, provided that all its questions are answered and reasonable 
assumptions can be made on the basis of experience for those items where 
information is missing. Data which is not asked for in the questionnaire, 
though significant for the financial analysis, includes rates of depreciation 
of the initial investment, conditions of loans (interest rates, grace periods. 
ways and periods of repayment). overhead, costs of maintenance and spare 
parts. minimum days of coverage for various items of working capital. income 
tax rates and tax holidays. In terms of costs of raw materials. utilities and 
direct labour PROPSPIN neeis technical coefficients (consumption of each raw 
material. energy. water. ~tc. and direct labour. per unit of output of each 
final product). whereas questionnaires provide only total figures. This 
problem does not arise with COMFAR. It seems that PROPSPIN entries rat:her 
than the questionnaire should be changed in this respect because of two 
factors: at the initial st:age of project formulation. when a technical 
analysis has usually not yet been prepared, technical coefficients are not 
avai.lable and, even if they were, the information is rather aggregated by the 
programme during calculations and does not appear individually in outputs. 
Therefore, such a breakdown of figures is superfluous at that stage. Instead, 
more significant outputs, like cash flows in foreign currency and net present 
value, could be included in the programme. 

2.3.1.7. Trainin~ activities in pre-investment studies 

75. Training activities in the context of the Investment "Pr~gramme" 

concentrate essentially on th~ Delegates Programmes (see 2.3.4.2.) and on pre
investment studies covered by this chapter. 

76. UNI DO training workshops and seminars on pre-investment studies are 
usually organized at the request of a government or a parastatal institution. 
For seminars organized in the field the host institution is responsible for 
selecting the candidates. Therefore, canjidates usually come from official 
agencies such as ministries, developme~1t agencies, planning committees, 
investment promotion centres, etc. C'nly for regional or international 
seminars, where participants come from a number of countries, is the selection 
done at UNIDO Headquarters. 

77. Training offered by UNIDO in the field of investment project preparation 
and evaluation is aimed at upgrading and improving professional skills of 
national project analysts from developing countries who should have some 
experience in and responsibility for investment appraisal. Starting in 1981, 
two types of workshops have dominated over the last years: 
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A general workshop for the preparation. e\.·,1luation and financing 
of ~ndustrial investment projects. usually lasting three to six 
weeks. The programme covers the entire project development 
cycle. teaching all aspects of market. technical. financial and 
cost-benefit analysis on the basis of the UNIDO •Manual for the 
Preparation of Industrial Feasibility Studies". Case studies are 
also undertaken as well. ~'henever computers are available. the 
part1c1pants are exposed to the general principles and 
applicaticns of COMFAR. 

A specific workshop on COMFAR. usually addressed to graduates of 
th~ general workshops. lasting two to three weeks. based on case 
studies; the number of participants is lower than the general 
courses, as it is limited by the number of personal computers 
available for training. 

78. A total of 81 general workshops with 2000 ;.art1c1pants and 66 COMFAR 
courses with 809 participants were organized by UNIDO during 1984-1989. The 
number of general workshops and their participants has remained at around the 
same annual level, with the exception of 1987, when a large training programme 
for Algeria was implemented (13 courses with 402 participants). The number 
of COMFAR seminars has increased constantly since 1984, when the first regular 
training was orgar.ized. The gecgraphical distribution of these courses is as 
follows: 

General COKFAR 

Africa 47 37 

A~ia 15 ll. 

Latin America 3 2 
and the Caribbean 

Middle East 1 7 

Europe 15 6 

Total 81 66 

79. The venue of workshop~ is concentrated in Africa and Asia (around 77% 
of all seminars were conducted in these two regions. with Africa alone having 
a share of 58% in general workshops and 56% in COMFAR). F.uropean training 
courses, organized mainly in Poland, Germany. France and Italy, cover 
participants from several countries. Refresher workshops were conducted in 
1989 in Germany and in 1990 in Poland to former participants, where the accent 
was placed on case studies. 

80. At the end of each training workshop, parti~ipants evaluate the workshop 
in terms of instruction methodology, teaching materials, usefulness. etc. The 
analysis of p~rticipants' reactions to the programme reveals that the UNIDO 
courses meet the expectations of their participants and are appreciated for 
their professional level and teachiPg methods. Follow-up training is usually 
suggested. Participants also often ask for more case studies and/or case 
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studies •h:ch relate to the type of projects encountered in their home 
country. A master demonstration case study. covering all possible entries and 
options offered by COMFAR and specially designed for training purposes. •ould 
be needed. 

Ex-post e\·aluations of trainin~ acti\·ities 

\'en· often organizers and participants of trallung progra.c:u:Jes. 
e\"en in de\·eloped economies, are satisfied .,·ith the fact that 
so many people are trained in a particular discipline. But 
certain questions still arise: lo"ill the trainees use the skills 
acquired? . .\re these skills the aost rele\·ant? 

Those questions can only be ansi..·ered b_~- ex-post e\aluations 
whereby former trainees are inten·iei..·ed on the job, a fei..· months 
after the training. .4lthough expensh·e. only such e\·aluations 
can pro\·ide accurate feedback on the impact and effect i\·eness 
of the training. 

81. Ex-post interviews were conducted among former participants from t•o 
African countries to two COMFAR training courses. In one case interviews were 
conducted with 13 participants at a manager or higher level from commercial 
banks which have access. inter alia. tc a special fund for economic recovery. 
In the second case. interviews were conducted with 15 participants. 
professionals at middle management level. 8 fro.:n the National Investment 
Board. 3 from development banks. 2 from a consulting firm. 1 from a ministry 
and 1 from a private company. In general. the course basically met their 
expectations and improved the skills required for their jobs. Those 
interviewed suggested that such courses make more use of real case studies and 
that a personal computer be available for each participant. In the first 
case. 25% claim to be using COMFAR as a result of the training received and 
only 15% have spread the infor:nation on COMFAR in their banks. It should be 
mentioned that in all their banks they had already a computer programme for 
financial analysis. To which extent COMFAR has substituted their own 
programmes is not known, but seems doubtful. At any rate. five banks bought 
the progra1111De subsequently to the course. but delays (more than nine months) 
were experienced in receiving it, and this could have a negative impact on the 
participants' possibility to apply what he/she has learne~ during the 
trainin!;. 

82. In the second tra1n1ng programme, mostly due to the lack of access to 
hardware, but also because of lack of financial analysis experience and even 
less on economic analysis, application of COMFAR at the participants' work 
place was not found. Loans are extended in the country mainl ·; against 
collateral. In this case the training had only served to introduce the 
subject since the knowledge acquired is not being used systematically. 

83. Precise information on the application of PROPSPIN skills acquired 
through train~ng is not available. The probramme is still considered to be 
under development and is therefore not officially marketed, as COMFAR is. 
Some training was provided, especially in Latin America, in the context of 
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technical co-operation projects. and at IPSs. especially in the context of the 
delegates programmes. 

84. Skills of project analysts in de·•eloping countries are upgraded also 
within the framework of other L'NIDO activities which include a training 
component. like dele~ates programmes or institution building projects and 
direct on-the-job training by experts. 

2.3.2. Investment project promotion 

85. Despite the various interpretations given to investment promotion within 
the various organizational units of UNIDO, the generally accepted defin:tion 
is, quite simply. "to make investment happen•. Investment promotion may be 
defined'' as a set of marketing activities through which governments anci 
other institutions try to attract foreign iP.vestors. 

86. Investment promotion includes the following types of activity: 
advertising, direct mailing, investment seminars, investment missions, 
participation in trade shows and exhibitions, distribution of literature. one
to-one direct marketing efforts, visits of prospective investors, matching 
prospective investors with local partners, acquiring permits and approvals 
from various government departments, preparing project proposals, conducting 
feasibility studies, and providing services to the investor after projects 
have become operational. These can be grouped into three broad categories, 
depending on their immediate objective: 

Activities to promotP the image of the country as a site for 
investment; 

Activities to generate direct foreign investment; 

Activities to service sponsors and investors. 

87. UNIDO undertakes all the above activities. The underli~ing activity 
comprises investment project matchmaking and supporting the potential partners 
until they are committed to or have commenced an industrial partnersnip. This 
is undertaken on a project-by-project basis by IID, IPSs, d~legates etc .. or 
is attempted on a more e~tensive basis through investment fora. 

88. From direct observations of investment fora, during interviews with 
organizers and end users, and analysis of questionnaires received from 
delegat£s and former participants in investment fora (Annex 7 and 6) the 
evaluation found a common position that fora are useful though with some 
reservations. The concern expressed is that they should not be seen as an 
isolated output but rather as a milestone in the overall process of investment 
promotion. Critical to the success of fora are preparatory activities and 
follow-up, on whic~ UNIDO has often placed less emphasis than on the forum 
itself. 
89. Investment fora constitute for UNIDO the most visible and widely used 
instrument for matchmaking which enable prospective foreign partners and local 
sponsors to discuss and negotiate specific project proposals. Investment fora 

7/ 
''Market mg a Country 

Jr. •nd AG. Wint, IFC and MIGA. 

Promotion u a Tool for Attracting Foreign Inv•Gtmant". L. T. Walla, 
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have three basi~ phases: the pre-forum (preparatory) phase. the forwr. itself 
and the follow-up phase. 

2.3.2.1. Preparatory activities leadin• to investment fora 

90. The quality of im:estiDent proposals is crucial to the success of 
matchmaking. Sound in-.restment proposals should be the output of preparatory 
act1v1t1es. Obs~rvations made during field missions confirmed the need for 
improved preparatory work. especially in identifying and developing quality 
projects which are p~omotable. as an essential prerequisite for a successful 
meeting. While key issues of this preparation process are discussed below, 
the importance of other issues, such a.s follow-up. etc., should not be 
underestimated. 

91. We found that the organization of fora often suffered from financial, 
staff and time constraints. To start with, the staff allocated by UNIDO to 
the organization of such fora is limited. Firm c~mmitment with regard to the 
provision of UNIDO's inputs was not always made in time. The consultants 
engaged to identify projects are not always of the highest quality and often 
work under pressure to identify a large number of projects in too short a 
time. 

Countzy Promotion 

Country promotion has been undertaken by UNIDO to some extent in 
connect ion with the organization of investment fora, through 
country promotion tours arranged with UNIDO's assistance, meetings 
arranged by the country's representations or embassies abroad and 
as a part of the dP.legates progra1I11De. Other such activities 
include the preparation and publication of investor's guides, 
country papers on policies and procedures for foreign investment 
and information on company forDUltion. An analytical paper on the 
industrial sector concerned, in the case of sector-specific fora, 
is often but uot always prepared. There is no single optimal 
means of pro.mot ing a country except that any of the ;,bove or a 
combination of them, when judiciously applied, can positively 
influence foreign investors provided that the country's investment 
em·ironment and regulations are favourable. 

92. While observing one forum, an obvious contradiction surfaced. When the 
organizers spend months, if not, in a rew cases, years, preparing and 
screening as well as promoting sound projects for a forum, then the forum 
should not be turned into a free-for-all, where projects at all stages of 
preparation are suddenly accepted to inflate the number of projects promoted 
(by as much as three times) without differentiating them from the projects 
which were carefully identified and prepared. With little or no time to 
in'lestigate the background of these local sponsors and to screen projects, the 
ove~Jll quality of the project portfolio suffers and the reputation of the 
country as well as of the organizers is also seriously affected. 
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93. In the majority of cases observed. the lack of quality of investment 
proposals identified has been bl~med on insufficient resources and time for 
preparatory activities. 

2. 3. 2. 2. Investment fora 

94. The immediate objective of fora is to bring together project sponsors 
from developing countries and pot~~tial investors, mostly from industrialized 
countries. to discuss different forms of co-operation in specific im:estment 
projects. These matchmaking act1v1t1es are undertaken parallel to 
presentations on policies, incentives and other questions related to foreign 
investment in the particular country hosting the forum. 

95. The concept of investment fora is a valid one and offers sponsors from 
targeted developing countries the possibility of meeting foreign partners to 
initiate negotiations leading to a possible industrial co-operation 
relationship. This opportunity cannot otherwise be offered to such a large 
number of parties and constitutes for developing country entrepreneurs a 
valuable exposure to international business practices, requirements and 
opportunities. 

96. Usually at the outset of investment fora. presentations are made 
regarding investment conditions in the host country to raise the interest of 
the prospective foreign investor as well as to answer specific questions they 
pose. In limited cases, such discussions have been the basis for changes in 
the policies and regulations regarding foreign investment and company 
formation. UNIDO and other international and national investment promotion 
agencies and DFis also present themselves and the services they can extend and 
participate in discussions. 

97. UNIDO's position during the actual business negotiations is essentially 
passive since it is alleged that both parties want to discuss their projects 
and terms in private. In some cases. hO\·ever. locc:l promoters lack the 
knowledge to negotiate favourable terms and conditions for the co-operation 
agreements. UNIDO has provided assistance in this connection at certain fora; 
this is a service which the promoters interviewed found useful and which could 
be more broadly applied. 

98. UNIDu organizes, by itself or in co-operation with other inter
governmental organizations like Centre pour le Developpement Industriel (COi). 
Commission of the European Communities (EEC). Commonwealth Secretariat 
(COMSEC). etc. between two to five investment fora per year, either at 
national, subregional, regional or international level. Four are scheduled 
for 1991. These fora are usually at national, regional or inter-regional 
levels. The structure of these fora is more or less standard. During the 
first couple of days there are p~cscntations on such topics as the role of 
international financing institutior.s; the investment climate in the 
country/region; the experience of joint venture companies already operating 
in the area; the role of chambers of commerce and industry in the development 
of the private sector in the country/rc:~ion; and the role of small-scale 
industries in the industrial development process; etc. In the case of the two 
Warsaw fora, such presentations were assessed as a tot~l success. In some 
cases, however, these presentations can be rather theoretical and irrelevant. 
Involvement of local sponsors and foreign investors in these varies from forum 
to forum; at some fora there was no meaningful degree of participant 
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invoh·ement. and pre!.entations did not lead to discussions. For the majority 
of fora. concern has been expressed by iaterviewed participants (Annex 6) 
about the focus and the relevance of the topics to the problems facing the 
prospective co-operation agreements. 

Investment climate 

The question 'lt"hether the country as such can be successfully 
promoted as being attracti\·e to foreign im·estors is mainly a 
political issue. Policy changes to impro\·e the im·estment 
climate may be indicated ~.-hich. howe\·er. might run up against 
other national policies. Nonetheless, it is a tact that 
promotiona.l activities for projects based in countries "'·ith 
unfavourable investment conditions are difficult t~ pursue and 
are mostly not successful. Therefore. organizing fora in such an 
em· ironment can ~ ead to marginal results onl v and might e\·en be 
counter-productive. Resources spent on these a~ti'l?ities could be 
engaged more product i\•ely for financing technical co-operation 
projects to identify constraints to direct foreign im:estment. to 
ad\·ise on remedial measures. to establish or str~ngthen inst itu
tions as future counterparts for promotional acti\·ities (i.·hich 
could be undertaken once a more conduci\·e im·estment climate is 
secured) and to prO'l:ide direct assistance to entrepreneurs "·ho 
might other...·ise not be ready for joint \"entures "'·ith foreign 
partners. UNIDO tends to be eager to res;:xmd posir:i\·ely to 
member states' requests for or even suggest investment fora. e\·en 
if requisite preconditions are not met. The Secretariat is 
del!Jand oriented and there seems to be inadequate thought gi\·en to 
re-directing requests to more appropriate kinds of assistance. 

99. It appears that participants favout a discussion of issues affe~ting 
them directly. such as what is expected from the local sponsor. what 
conditions will encourage the foreign investor to go abroad and has to 
mobilize of resources for small- and medium-scale industries. With respect 
to foreign investors. they have an interest in discussions un industrial and 
investment policies including incentives, investment insurance. financing and 
bilate:ral investment protection treaties. and past experience of foreign 
investors established in the country/region. Particularly with regard to fora 
in Eastern European countries. UNIDO has enlisted the co-operation of 
international management and accounting consultancy firms. which consisted 
essentially of them partly financing the preparations of the fora (later 
recuperated by fees) and attracting participants from developed countries. 

100. Some participants and end users have advocated the possibility of 
including some training aspects in the preparatory phase to the investment 
forum in order to foster to negotiation skills and prepare project profiles. 
We understand that this has been done for some fora. 

101. In view of the large numbers of both 
investment fora and participants, the allocation 
meetings bPcomes a difficult task. During 

the projects presented at 
of time for the individual 
some fora, but not all. 
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participants are informed at the outset that the maximum period allo•ed per 
appointment is approximately 45 minutes. The allotted time is ob\.·iousl v not 
al•ays enough for in-depth discussions or business negotiations, especiallv 
in \."ie• of the f.ict that in the majority of cases these •ill be the first 
contact. Some participants have questioned this approach and •onder if trust 
or rapport can be established under such pressJre of time. ~'hile further 
consideration should be given to the optimal numter of pr~jects promoted per 
forum. it should be made clear to the participants that the time allo•ed for 
the pre-arranged meeting is only to establish the first contact. and that the 
project sponsor and investor are free to arrange further meetings. 

102. The "success" indicator for fora focuses on the quantity of projects 
promoted and discussed. and less on their quality. Thus. the organizers 
define the ultimate success of a forum based on the number of letters of 
intent signed, individual meetings arranged, etc. 

103. The issue of letters of intent cons ti tu ting the prime criteria of 
success is questionable. It is felt that this practice needs to be de
emphasized, since the only valid success criterion is a binding co-operation 
agreement. The letter of intent should therefore be seen as merely a 
p~eliminary expression of intent to co-operate further and should not be seen 
as separate from the broader context of negotiations of which it is onlv a 
first step. 

104. Some years ago, the Technology Policy. Acquisition and Negotiation Unit 
prepared an undistributed and unpublished paper on "Negotiations and 
Contracting" which, after publishing it as an official document or working 
paper, should be mandatory reading for forum organizers and participants. In 
particular. it contains two model letters of intent. one only indicating the 
interest of the twJ parties and the other reflecting a certain amount of 
obligation on the part of both partners. It is felt that these types of 
letters of intent more accurately reflect the parties' agreement to implement 
the form of co-operation, e.g. a joint venture decided. 

2.3.2.3. F~llow-up to investment fora 

105. It has been observed that limited follow-up is under· aken to investment 
fora contrary to the problems to be addressed by the "Programme" as stated 
under 2.2.2. The perceived lack of systematic follow-up to fora is a cause 
of concern to former participants. Follow-up is often not foreseen in the 
budget of fora. In conclusion, the approach taken supports the imp1ession 
that investment fora are a means in themselves which contradicts with IID's 
stated intentions. 

106. There is 1 i ttle. if 
implementation and start-up of 
phase include: 

any, UNIDO involvement in the physical 
production. The activities covered under this 

Evaluation of terhnology; 
Selection of suitable plant and equipment; 
Sup"rvision of the commissioning of the plant; 
In-plant training; 
Management assistance for start-up. 
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107. IID does not have the manpower to permit it to im:olve itself in the 
above activiti~s. manv of which are in fact requested by the foreign partner. 
If such an im·ol vement is to ~ake place in future. it should be doue under 
technical co-operation. 

2.3.2.4. focal points in developin& countries (promotion a&encies) 

Im·estment r;>romotion a&encies 

L'SIIXJ has often im:oh·ed local ministries or public institutions 
ill the pre par at ion of im·estment fora. These focal points are 
handicapped by bureaucratic and lengthy procedures. Furthermore. 
in endea\·ouring to carry out additional acti'l.·ities in conjunction 
i..-ith their regular i..·ork, focal points sometimes have conflicting 
interests or time constraints. .4n ideal focal point does not 
exist in a number of co1•ntries. They could be developed through 
institution-building type of technical co-operation projects. In 
countries i..·ith less attractii·e investment climates, the creation 
of such a focal point should precede the com·ening of an 
im·estment forum. 

Prii·ate entrepreneurs are not ali..·a_ys willing to approach a 
goi·ernmental institution as they are reluctant to expose their 
ideas to competitors and ha\·e misg1v1n,gs about exchanging 
information i..·ith the public sector. 

De\·elopment bank; operate as a prime source of local capital and 
are instrumental in mobilizing external financial and technical 
support. They are socetimes equipped to provide management and 
technical back-up services. Together 1dth chambers of 
commerce/industry, they are a suitable type of institution to 
sen·e as focal points. 

ldeall\·. im·estment promotion agencies shculd be autonomous 
c;uasi -go•·er11ment agencies, in order to ensure government support 
and funding, but they should have strong ties to the private 
business communitr. 

108. Investment fora have, in the main. been carried out in co·operatiun with 
gove:rnment bodies such as ministries of industry and investment promotion 
agencies. However, the nature of information required in the process of 
organizing fora calls for the confidence of local sponsors and inputs from a 
variet v of sources · a task which governmental ins ti tut ions are. in most 
cases, ill-equipped to obtain. Preparatory activities c.n., in fact, organized 
at the reque:st of UNIDO and are often carried out without a solid knowledge 
c,f th~ local business community of the country targeted. Preparatory 
act:vities carried out by short-term consultants without focal point support, 
as it is often the case, are bound to be unsatisfactory. Of particular 
relevance to the success of preparatory activities are the existence of strong 
focal points in the targeted countries and the attractiveness of the country 
for foreign investors. Further, adequate follow-up activities require the 
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involvement of a responsible local promotion agency with immediate contacts 
to local entrepreneurs. 

2. 3. 2. 5. Other matchmakin& approaches 

109. An alternative to fora held in developing countries is the organization 
of fora in developed countries. Several selected local sponsors from one or 
several developing countries are invited to a developed country to meet 
potential investors, usually on the occasion of a specialized industrial fair. 
This is essentially organized by the IPS of the host country. The advantages 
of this approach are: 

Several developing countries can be covered at the same time; 
The projects and their spon~orc, being in the same specialized 
field, have a chance of being better prepared and screened; 
The range of local sponsors and investors is narrower since they 
are all in the same specialized field; 
The local sponsor is able to meet a large number of potential 
investors and may even be in a better position to compare various 
offers. 

however, with the disadvantages that: 

The investors do not have a chance to see the sponsor in his 
environment; 
Country image-promoting activities are more difficult to 
ur::lertake. 

110. Another matclwaaking approach which merits greater attention, especially 
when only a small number of projects are available for promotion which do not 
justify the organization of fora, is to identify interested investors and 
arrange for them to meet a number of potential pre-selected sponsors. 
Alternatively, sponsors could be assisted to visit potential investors. IPSs 
have used such approaches for matchmaking. 

111. Promo~ional work is successfully done through the Delegates Programme 
(see 2.3.4.2.) which presently constitutes the most viable alternative to 
investment fora. 

2.3.3. Co-0peration with other international or&anizations and 
development financin~ institutions 

112. When reviewing international organizations active in the investment 
field two important developments were noted: 

(a) A considerable number of international organizations involved in 
investment promotion, not to mention consulting firms and 
consultants, are entering into the investment promotion area1

'. 

This has increased the competition to find sound projects which 

I/ 
The foreign Advuory Inve•tment 5ervice CFIASl ir. currently undertal1.1ng a "'Survey o! 0!!1cial 

programn•• to promote !oreign direct invest1uent in developing countrie•"' (dra!t for C00111ent•. June 1990). 
The dra!t report provides a good overview o! such progran111es in respect. o! bilateral donors and CDI. the 
EC-IIP Programne, ITC. UNIDO and the World Bank group. (There are o! course more international orgirnuations 
involved in auch war~ at the donor/executor end, lluch as CCMSEC and ESCAP. l 
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can meet the increasingly stringent requirements of financing 
institutions. 

(b) At the same time. international and regional financing 
institutions, disposing of much larger financial resources than 
UNI DO. are in constant search of good p.,..o jects. and they are 
tending to move upstream to find them. 

113. Against this background, it is hardly surprising that competition, 
rather than co-operation, to find projects and sponscrs often characterizes 
the relationship between the different organizations. 

114. It seems that no one organization. including UNIDO, services the whole 
investment project cycle adequately. There are certain stages of the cycle 
which are covered better than others. However, once an organization enters 
the cycle, it should be able to follow the project through to the end. UNIDO, 
being a forebear of investment promotion activities, has acquired a good 
reputation and an edge over other organizations working in the same field. 
This applies particularly to investment fora and IPSs, which are seen as 
UNIDO's main areas of comparative advantage. Project identification and 
development are activities that seem to be undertaken by UNIDO without 
adequately taking into account the needs of other international organizations. 
Because of this, and other reasons touched upon below, these activities often 
yield proposals which are not attractive to other organizations, particularly 
financing ~nstitutions. 

115. Export trade orientation is an essential ingredient of joint ventures, 
particularly in countries with a small internal market. Research has shown'' 
that export orientation is one of the factors which make a project attractive 
to investors. It is surpr1s1ng that UNIDO's co-operation with the 
International Trade Centre (ITC) is limited to the posting of one expert in 
one IPS. 

116. It has been observed during this evaluation that existing arrangements 
with ~Fis are impeded by various factors and not fully satisfactory to either 
side. Moreover, the scope for co-operation with national and international 
Dfls has potential for expansion, as recommended under 3.7. 

117. The desired co-operation between UNIDO and Dfls should range over the 
different stages of the investment project cycle which lead to the securing 
of funding from DFis for project financing. As one means of facilitating the 
latter, DFI representatives are invited to take part in investment fora and 
to brief participants on their organizations' operations and functions. 
However, those international agencies which have co-operated in organizing or 
attending investment fora have been exposed to their shortcomings. This has 
resulted in an ambivalent attitude towards them. The evaluation heard 
repeated criticism of the quality of projects, particularly the lack of 
serious project sponsors. as well as of the timeliness of arrangements of the 
meetings . 

. , 
"Marketing a Country · Promotion as a Tool !or Attract1ng Fora1gn Invaatment". L. T. Walla, 

Jr. and A.G. Wint, IFC and MIGA, Waah1ngton D.C. 
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118. No clear understanding seems to exist as to the distribution of work and 
responsibilities between ~"NIDO and DFis. ~hile IID sees its role as one of 
identifying and formulating projects and proposing them for financing tc the 
DFis. in fact international financing institutions have long ago embarked on 
the identification and preparation of projects which meet their standards. 
On the other hand. the DFis claim to lack sufficient contacts to potential 
investors from industrialized countries and have therefore expressed interest 
in utilizing US I DO' s capacities and capabilities in this area. Moreo'l.·er. 
because of the perceived shortage of capable entrepreneurs in developing 
countries. international agencies. particularly DFis. can benefit from L'NIDO's 
assistance in identifying serious sponsors. 

119. It has not been regular practice to in'l.·oh·e local development banks in 
the organization and preparatory work of investment fora. such as sponsor 
selection and project identification and formulation. Considering the wealth 
of knowledge and experience at the disposal of these organizations. the 
failure to draw on these resources has affected project .uali ty since vital 
"insider" information has not been fully taken into accuunt. 

120. Most projects developed and promoted by UNI DO. even with the involvement 
of IPSs. do not secure financing from bilateral financing ins ti tut ions 
(Netherlar..is Development Finance Company ( FMO), Caisse Centrale de Cooperation 
Economique (CCCE), Societe de Promotion et de Participation pour la 
Cooperation Economique (PROPARCO). mostly because of limited contacts with 
them, project quality and because of their preference to finance larger size 
projects. 

121. The participation of national and international DFI representatives at 
UNIDO investment fora was assessed from different perspectives. Since these 
meetings bring partners together at an early project development stage. 
project-specific advice on financing possibilities may often be premature. 
On the other hand. an information gap on the role of financing organizations 
has been reported. and DFI participation for the purpose of providing such 
information may benefit project promoters. Depending on the particularities 
of each investment forum, the kind of information which should be provided by 
local and international DF1s should be agreed upon, so that their 
presentations and hand-outs meet the information requirements of the forum 
participants. 

122. The quantity over quality approach of projects promoted by UNIDO is a 
fundamental impediment to more effective co-operation between UNIDO and 
promotion organizations and DFis. With financing institutions tending to 
adhere to strict, rigidly-defined requirements, many pcojects under promotion 
by UNIDO fail to meet these requirements. On the other hand, attractive 
projects are often implemented without the assistance of UNIDO and even of an 
international financing organization. It is the projects in between the two 
extremes which require and are worthy of promotion assistance. 

123. A further major constraint to co-operation is the difference in the size 
of projects which UNIDO promotes and the much larger sized projects desired 
by financial institutions. due to operational and administration economies of 
scale inherent to large loans. (For instance, it costs IFC about US$ 250,000 
to process a project. With a 125 basis point spread on the cost of money, 
anything below about US$ 5 million becomes unattractive. However, the IFC's 
African Enterprise Fund locally based in Africa with lower overheads is 
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attempting to tackle this issue.) Moreover. financing conditions have become 
less favourable. and the financing of proj.::cts of very small entrepreneurs in 
developing countries is becoming increasingly difficult. The goal is to find 
,..ays to avoid heavy equity demands - deferred equity is one way: leasing is 
another. for example. 

124. To enhance UNIDO's co-operation i..-ith )fls. as well as to provide an 
effective tool for promoting invest~ent projects. an agro-industry subsector
matching exercise was tried in co-operation ,..ith IFC. This concept was meant. 
on one side. to identify technologies and potential partners in one 
industrialized country and. on the other side. to select projects and local 
sponsors suitable for and interested in co-operating with a foreign partner. 
The most valuable output of this approach was the creation of a roster of 
enterprises capable of and interested in joint ventures with developing 
country partners, which can be further used in the scope of the investment 
matchmaking. Such databases are more relevant to IPSs who have direct contact 
with foreign investors, provided of course that the database and contacts are 
kept up-to-date. 

125. To increase co-operation with international Dfls. UNI DO faces the 
following dilemma: whereas detailed project preparation and financial 
engineering must, t~ some degree, go hand in hand with the development of its 
financial package, UNIDO does not have the expertise to undertake the latter. 
and financial institutions (private or public) are not, with rare exceptions. 
inclined to step into the breach for a project that is not "theirs". 
Therefore, UNIDO. initially before approaching DFls, should determine the 
suitability of sponsors and the technical feasibility of their projects (e.g. 
markets for the products, suitable technology. adequate infrastructure) and 
indicate that UNI DO is in a position to link potential partners with the 
project. If this is done properly and with an eye towards financing criteria 
UNIDO will have greater success when approaching DFis. 

2.3.4. IPSs. Industrial Co-operation Centres and Dele~ates Pro~rammes 

2.3.4.l. Investment Promotion Services and Industrial Co-operation 
Centres101 

126. An exclusive feature of UNIDO's Investment "Programme" is its capability 
to attract investment and other forms of co-operation from developed countries 
and newly industrialized countries through its IPS network, which is able to 
sensitize entrepreneurs/firms in the host countries to the potential in, and 
needs of, the developing countries. 

127. The first IPS was established in Brussels in 1975, which has since 
ceased operation. Others followed in Cologne, Milan, Paris, Seoul, Tokyo, 
Vienna, Warsaw, Washington (formerly New York) and Zurich. IPS offices in 
Lisbon, Athens, Prague, Teheran and Ankara are currently being planned. The 
initial objective of these offices was to alert firms in industrialized 
countries to partnership opportunities in developing countries. Financing for 
these offices - both installation and operation - comes from the voluntary 
contributions of the host countries concerned. The operation of these offices 

10/ 
Investment Promotion ~ervice o!Cices are located in Cologne, Milan. Paris. Senul, Tokyo, 

Vienna, War&aw, Washington and Zurich. Induatrial Co·operation Centres are located in BeiJin11 and Moscow. 
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is stipulated in the relevant agreements which vary in content. but all 
recognize that a central direction is to be provided by maoo Headquarters. 
These offices aim to present their host country business community with 
investment p!"ojects. as far as possible in line .-ith expressed preferences 
regarding geographical regions and industrial subsectors. and assist in 
establishing direct contacts between sponsors and potential investors. The 
IPSs' involvement may also include assisting in the development, negotiation 
and initial start-up of investment projects. 

128. Recent developments with respect to the enhancement of the role and 
effectiveness of the IPS network are contained in resolution GC.3/Res.19 of 
Nc.'v·ember 1989 adopted by the Third General Conference •hi ch. inter alia. 
approved the concept of guidelines for the functioning of the offices; and in
structed the Secretariat to endeavour. at the request of an interested 
country. to encourage extrabudgetary financing for the instalment and 
operating expenses of IPS offices in develop.:.11g countries. This may be seen 
as a point of departure with respect to the location. operations and financing 
of IPSs which, when established in developing countries, would concentrate 
more on promoting investment flows into the country rather than directing 
flows out of the host country. No mention was made in the resolution of the 
relationship of these offices with the investment promotion agencies already 
existing in some devel~ping countries. It is assumed that would both have the 
same purpose, an !PS in a developing country would be the equivalent of an 
investment promotion agency (see 3.4.3.). 

129. As a third type of investment promotion institutions. UNIDO established 
in January 1990 two offices with a simultaneous inward and outward investment 
orientation: the Industrial Co-operation Centres (ICC) in Beijing and Moscow. 
The same approach, however, has already been applied by IPSs in Warsaw and 
Seoul. Due to the short life-time of the two ICCs, experience has as yet been 
limited, and their activities have therefore not been considered in the scope 
of this evaluation. However. some aspects of these offices will be taken into 
consideration under 3.8. 

IPS host counter arran~ements 

IPSs. being host country based and financed. sometimes target 
their operations to a 1 imited number of countries. based on 
political and economic criteria. They also target countries which 
benefit from host country aid programmes which may include 
investment promotion and trade· related comp<>nents. This targeting 
may also apply to the countries from which IPSs receive delegates. 
By doing so investment promotion is eased by tapping bilateral 
financial resources, subsidies and commercial concessions. While 
this focused approach dilutes the desired universality of UN 
operations, a positive aspect is that, rather than spreading 
resourr.es too thinly. IPSs may concentrate on a limited number of 
countries, thus increasing their possibilities of achieving a 
positive impact. 
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130. The performanr.e of an !PS is measured by the number of successfully 
promoted and concluded im·es·.:ment and industrial co-operation agreements in 
developing countries. As prcjects must be commercially viable in order to 
succeed. IPSs concentrate on projects that promise maximum economic return and 
minimum investment risk. Projects in "problem" countries, which will not be 
of great interest to their clients (potential im·estors). may. therefore. be 
promoted less actively. The amount of effort a particular IPS expends on 
promoting projects from more "difficult" countries var:es. The effort made 
is a factor of IPS staff time available. investor perception of investment 
opportunities vs. country risk: and priority. or interest of a host country 
in promoting investment in certain countries. The latter factor is strongly 
influenced by traditional historical ties. Host government policy which 
favours some countries over others will also obviously have an influence on 
an IPS. 

131. Countries which are less attractive to foreign investors are possibly 
better attended to by UNIDO Headquarters. through traditional extension 
services to enterprises and with institution-building projects to establish 
industrial service ins ti tut ions and investment promotion agencies and to 
advise on improving investment incentive policies anci procedures. IPSs appear 
to co-operate well with local investment promotion agencies and development 
finance institutions. 

132. It is apparent that the IPSs provide UNIDO with the unique and 
advantageous position of having its "ears to the ground" in selected developed 
economies which enable them to establish mutually beneficial ties with the 
business community. Through this network, UNIDO is in a very good position 
to know needs and offers of the investors in developed countries and combined 
with information from various sections of UNIDO and directly from the field, 
match them with investment and co-operation proposals from developing 
countries. 

133. The evaluation has observed that links to industries in IPS host 
countries could be expanded and strengthened. IPSs, however. are making 
efforts to build up rosters of potential partners for foreign investment 
projects in order to fully exploit all possibilities of their home market. 
Any inadequacy in this respect is mostly due to staff constraints. 

134. IPSs have evolved their own modus operandi in the absence of structured 
Headquarters' guidance. Some are more effective than others. Since IPSs are 
intrinsically UNIDO o :fices. it is felt that they should all follow a 
harmonized set of basic operational and administrative policies and procedures 
which, ho~ever, would still allow each office the flexibility to adjust to 
their host country environment. The UNDP field office network operates on 
this basis, as do embassies, consulates and bilateral trade offices. Standard 
methodologies. report formats, work routines, etc. based on the best IPS 
practices need to be identified, drawn up and installed uniformly. 

135. There is some controversy between the IPSs and UNIDO Headquarters on the 
line of communications, the quality and quantity of information required to 
satisfy the needs of the host countries' entrepreneurs, the extent of primary 
data and statistics to be provided, aspects to be focused on, etc. In some 
cases, there are even contradictions and differences in opinion among IPSs as 
to the quantity of information initially required by. or to be made available 
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to, potential investors. These issues need to be effectively ~Jdressed in an 
eventual effort to harmonize the IPS network with IID. 

136. The supportive role or "value-added" provided by UNIDO Headquarters to 
the IPSs is considered crucial to the performance of IPSs ~nd the sustained 
interest of its donors. One of the main reasons for the success of the IPS 
matchmaking process is the perceived neutrality and objectivity of UNIDO and 
the sanction of project quality that promotion by UNIDO implies. Poor project 
profiles submitted to IPSs from time to time are a cause of great corcern to 
them. 

2.3.4.2. Dele~ates Pro~ra1A1Des 

137. One common and rather successful feature of the IPSs is the Delegates 
Programme. This progralllD?e gives an opportunity to investment promotion 
professionals from developing countries to gain training and experience in th.:
field of investment promotion in the IPS host country by doing actual 
promotion either of their home country itself or of specific projects. While 
the basic approach does not differ among the various IPS offices, the details, 
size and duration of each programme vary depending on the approach. the 
possibilities of the host IPS, and the professional profile of the delegate 
in question. 

In the case of IPS Zurich, the work of the delegate from Uruguay 
was so successful that his country decided to create and finance 
a permanent delegate with the overall function of attracting 
foreign investment from Europe to Uruguay. 

Another delegate "success story" is unfolding at IPS Hilan. With 
the support of IPS Hilan, the Argentine delegate has, since Harch 
1989, promoted US$ 168 million worth of commitments to co-operate 
between Argentine sponsors and Italian investors, US$ 40.5 million 
of which ,;as already secured bank financing, with another 
US$ 5 million is bei:Jg syndicated by a bank. 

138. Adequate space to accommodate an optimal number of delegates is an acute 
problem in some IPS offices. 

139. The programme is widely appreciated by all former participants (Annex 7) 
and is seen by both IPSs and delegates alike as a useful and effective means 
for the promotion of investment projects. An invaluable aspect of the 
programme is the delegate's ability to build a relatively direct and personal 
link between prospective partners at both ends. The programme also has a 
great potential multiplier effect. 

140. The objectives of the Delegates Programme range from the prov1s1on of 
basic training opportunities to actual integration in daily operations and 
promotional work, the latter being the more frequent. Inherent to this spread 
is the need to offer programmes at different levels suitable to the background 
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and experience of the part1c1pants. However. the evaluation observed that 
programmes for individual delegdtes have sometimes fallen short of 
expectations and requirements. Often this is due to the lack of IPS staff. 
time available. space or availability of local training opportunities. 
Moreover. delegates have dissimilar backgrounds. and hence the benefits 
delegates gain from a programme in a particular country varies. 

141. Although there is an obvious need for flexibility. UNIDO has not 
developed a standardized concept f vr or defined the contents of the Delegates 
Programme. Programmes may therefore cover any combination of the follo~dng: 
short introductory briefings, country presentations and meetings with business 
associations, informal discussions of projects at the IPS office among staff 
and other delegates, and v1s1t1ng entrepreneurs to actually promoting 
projects. Not all delegates have been taught in project preparation and 
screening methodologies. 

142. The extent to which the delegates have been able to promote a specific 
investment project varies highly. Cases of delegates having insufficient work 
experience or not having a p~sitive attitude, have hindered them in engaging 
in the full range of investment promotion activities. Therefore. the 
nomination and selection modalities of delegates must be carefully carried 
out. Some IPS offices make every effort to interview delegates befcre 
selecting them. Better structured and defined training programmes would also 
help the specific needs of the participants. 

1~1 The programme duration varies widely, dependin~ on the policy and needs 
of the JPS office concerned. In some offices the prograu..:.e lasts one year, a 
period which the delegates found professionally suitable and useful. In fact, 
it takes a minimum of three to six months for an "outsider" to understand a 
foreign business community and its dynamics. Other offices organize shorter 
programmes. In one case, the duration was cut down to two months for the 
purpose of increasing the quantity of delegates accommodated. This is far 
less than adequate and adversely affects the quality of the programme. A 
useful approach is the so-called "shuttle :'rogramme" which foresees that 
delegates return t~ the IPS after having done ~ome &allow-up work in her/his 
home country. This approach has so far been taken by only one JPS, however, 
in the light of its potential for establishing better contacts with investors 
as well as enabling the delegate to collect additionally required data. other 
IPSs may consider adopting this concept. 

144. Many delegates mentioned that, after their assignment is completed, 
little to no professional contact is maintained with JPS staff, altt.ough 
continued co-operation would be desirable in order to follow up the project~ 
initiated. IPS staff and time constraints, however, often hinder the 
continuation of collaboration. 

2.3.5. Technical co-operation related to indystrial investment 

145. Al though UNIDO has large Headquarters - baseu µrogrammes such as the 
Investment "Programme", the Organization is primarily oriented towards 
traditional technical assistance, its planning and nature being the 
prerogative of the governments of the developing countries. Therefore, the 
evaluation is, in this context, dealing with two large groups of activiti~s 
(the project-based technical assistance being by far the largest, the other 
being the development Rnd promotion of industrial investment projects), each 
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having many points of contact. and each with its 01om separate set of 
activities and dynamics. 

146. UNIDO's technical assistan~e can be categorized as serving three main 
functions: institution building; direct support:; and direct: training. A 
random sample cho-:en on t:he ba.c;is of dat:a availabl-= on t:he UNIDO mainframe 
system shows t:hat: in t:he period starting January 1988 through to 1990. 95 
investment-related projects for about: 90 -:ount:riesu' were ini t: iat:ed by 
UNIDO. The budgets of these projects vary from about US$ 8,000 to 
US$ 2.4 million and are, except in t:wo cases, financed from UNIDO-administ:ered 
sources111

• 

147. The first category of technical assistance - inst:it:ution building -
includes projects for t:he establishment: or st:rengt:hening of investment 
promotion offices or export processing zone organizations, either as 
independent bodies or as ministerial depart:ment:s. These inst:it:ut:ions may, in 
some cases, also be oriented towards promoting loral investment:, but: they are 
ma.inly intended t:o function ns a foreign inve.,.tment: promotion agency. As 
mentioned under 2.3.2.4 .. strong focal points (ir.vest:ment promotion agencies) 
in developing countries are of vital importance for t:he success of promotional 
act:ivit:ies such as investment for&; these inst:it:ution building or 
st:rengt:heni.-ig pro ject:s are, therefore. a pi vot:al component in an overall 
concept: for promoting the flow of resources. 

11~8. The sec.md category - direct: support: act:ivit:ies - includes. inter alia. 
t:he preparation of investor guides, as well as investment: project 
identification, formulation and promotion. These operations may t:ake place 
in t:he context: of an institution building project, as indicated above, or an 
investment: forUlr. 01.., as has happened in t:he past:, i.ndependent:ly of t:he t:wo. 
for instance as a result of a planning project. The latter approach neglects 
t:he necessity for project: promotion and is, therefore, not recommendable. 
This type of direct support:. which is also extended t:o small- and medium-scale 
industries, mostly appears t:o be particularly welcomed since t:he majority of 
end users find promotional pre-investment activities, such as preparation of 
studies and identification of potential partners. to be prohibitively costly. 
Not oru.y are t:he financial implications rather high, but contacts with 
potential investors from abroad are difficult to establish and knowled;~e of 
how to formulate the project is not always present. 

149. With respect t:o feasibility study projects, UNIDO claims that studies 
are "prepared with impartiality, confidentiality and highest: standard and at 
a reasonable cost". Such studies cover a wide range of industrial subsectors. 
e.g. agro-based and light industries, chemicals, etc. Between t:he period 1984 
and 1988, 80 pre-feasibility and feasibility studies were finalized, of which 
it is claimed that close t:o 30% led to positive investment decisions and 
subsequent investments. It is also said that: project sponsors/promoters are 
integrated into the feasibility study process. However, no evidence was 
obtained to verify this claim. 

II/ 
The number o! countries haa not baen eatabliahatl precisely. aa some proJ•cta are o! regional. 

inter-regional or global character and there!ore involve more than one country. 

U/ 
UlfllP-!inanced proJects have not been !ully covered in the sample. 

I I II 
--- - -
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150. The third category - direct tral.m.ng projects - concentrates. in the 
main. on Delegates Programmes and pre-investment training courses both of 
which are covered by separate chapters (2.3.4.2. and 2.3.1.7 .. respectively) 
and hence will not be further discussed in this context. It should. however. 
be noted that human resource development activities in the field of investment 
promotion are not confined to the two groups cited above. but also constitute 
part of the formerly mentioned institution building and direct support 
projects. 

151. In addition. enterprise-to-enterprise projects which seek to promote 
industrial co-operation. including joint ventures between them. These 
projects are usually located :n developing countries. exceptionally also in 
a developed country thus operating almost like an !PS (e.g. Africa Industrial 
Partners Project in Atlanta). 

152. The implementation of the above-mentioned projects is entrusted to 
diffe-rent branches. thereby dispersing investment-related operations 
throughout the Secretariat (as also seen from the "Programme" design analysis 
under 2.2.6.) This state of affairs have led to extreme cases, such as a 
project executed by a Branch under ~hich over forty pre-investment studie~ 
were prepared in isolation of the Feasibility Studies Branch and !ID; this led 
to uneven quality of the studies and an almost absolute lack of follow-up. 

2.3.6. Investment information systems 

153. The various activities related to investment project promotion require 
accurate, updated and reliable information. For the preparation and screening 
of investment projects, details are needed on technologies. equipment. 
markets, and particularly information related to developing countries, their 
foreign investment conditions and laws. import/export regulations. 
availability and cost of raw materials and utilities. labour. land and 
facilities. For the matchmaking process pertinent information on sponsors 
mu~t be ~~nown to identify and attract the interest of potential investors. 
Data on development financing institutions and their terms and conditions is 
needed to secure financing. In short: there is a wide range of information 
needed for the process of investment promotion which, however, is not always 
easily available or reliable. 

154. In response to some of these information needs. the computerized 
Investment Promotion System (INPRIS), only formally a component of UNIDO's 
Industrial and Technological Information Bank (INTIB). was developed by the 
Industrial Investment Division. It originally contained five database files. 
Recently, the system has been changed to contain only four files and these 
files have been renamed. They are: Investment Projects (formerly Project) 
File; Foreign Partners (formerly Investor) File; Financial Facilities and 
Institutions (formerly Bank) File; and Counterpart Institutions (formerly 
Institution) File. The fifth file was called the Country Investment Profiles 
File which, due to lack of staff to maintain it. was dropped. This file 
attempted to provide information on the prevailing investment conditions in 
developing countries. It was never maintained in database form and therefore 
~as never considered an integral part of INPRIS. 

155. The Investment Projects file contains summarized details of specific 
indust.rial investment opportunities in developing countries for which a 
sponsor is seeking a foreign partner to supply resources not available 
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locally. Information contained in the Investment Projects file includes: ISIC 
code, project number and title. product and capacity. total project cost, 
study available (yes/no), project status (active or not). date ent.:red. local 
sponsor (yes/no). sponsor's address. and finally an acti\·ity record on any 
follow-up taken (usually contains dates of correspondence only). 

156. This file is the most important file in the system. At the outset, the 
file was maintained centrally. Recently. responsibility for its upkeep has 
been decentralized amongst the geographical divisions of IID. Without 
adequate central monit0i:-ing many of the projects listed have become out of 
date or the activities being pursued to promote the project are not recorded. 
This file is used primarily by IID staff for projects being promoted by them. 
and to a much smaller extent by some IPSs. Most IPSs have their own. and 
mostly more sophisticated. project databases which are not systematically 
shared with IID. !PS access to INPRIS is also hardly made use of beca1· e of 
the state of the f:les and difficult user access to the file from outside 
Headquarters. A more sophisticated and comprehensive project database system. 
as developed in some of the IPSs. needs to be installed at Headquarters and 
throughout the network. Such a file should be updated regularly and made 
~asily accessible to all IPSs. 

157. The Foreign Partners file contains details of firms in industrialized 
countries (including some NICs) which have expressed interest in industrial 
partnership opportunities in developing countries. The file lists the type 
of products they manufacture classified according to the !SIC code. and 
indicates the developing countries or regions in which firms are mainly 
interested. The impression received is that this file has few, if any. users. 
because its information is out of date. Moreover, IPSs use more accurate, 
commercial, and user-friendly online databases as well as handbooks. which 
contain most of the company information they require. 

158. However. it must be stated that, al though commercial databases or 
compendia contain a wealth of data, they may not always reveal specific 
information on the companies' real interest in co-operating with developing 
country sponsors. IPSs have made attempts to make up for this gap by 
contacting companies to elicit their interest and capabilities. Individual 
IPSs maintain their own short-list of companies, which they usually peruse 
first when seeking potential investors. O~e example of note is the effort 
undertaken to identify potential investors in agri-business in France. IID 
also tries to build up such lists for some countries, not covered by an !PS. 

159. The Financial Facilities and Ins ti tut ions file contains details of 
national, regional and interregional development and other financial 
institutions willing to provide funding for investment projects in ceveloping 
countries. This file is not used by staff members at Headquarters nor by 
IPSs, since they have a good knowledge of interested financial institutions 
in their host country. 

160. The Counterpart Ins ti tut ions file contains details of development 
institutions, e.g. industry associations. ministries of industry, development 
corporations, and some information on the countries and regions to which their 
activities extend. This should be updated because IPSs and 110 need focal 
point/partner institutions in developing countries to assist in promoting 
projects. 
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161. IPSs repeatedly said that a!l ...tp-to-date country investment climate 
database. although recently discontinued. could be of great use during the 
investment promotion process. IPSs and potential im·estors very often kno10 
little about investment conditions prevailing in lesser known countries and 
find it difficalt to promote projects in such countries without this type of 
information. In this respect. commercial databases have limited information. 
Access to commercially available information has not been fully exploited. 
UNIDO should supplement commercial databases for lesser known countries where 
such informat~on is not readily available. 

162. The UNIDO INTIB system, mentioned above and in fact maintained 
separately from l~PRIS. contains, inter alia, a separate joint venture file 
which comprises opportunities for investment sought and offered which are not 
screened by UNIDO Headquarters. New entries are published regularly in the 
UNI DO Newsletter as thev are received. We feel that this file should be 
integrated and kept in the INPRIS database. as there is no justification for 
a parallel ~ctivity in another division. The database also compriJes a file 
on technologies which could be used during project preparation, when selecting 
appropriate technological approaches, as well as in the screening process (see 
also 2.3.2.). This file is, howe,•er, little used by IID and IPSs. Other 
files mentioned as part of INTIBll' were not found to be used or usable by 
the "Programme". The ECDC section keeps and publicizes lists of projects of 
various sorts, related to the countries where they operate. Among these 
projects are investment projects which should be screened and kept in INPRIS. 

163. INPRIS is now being operated on the UNIDO mainframe at Headquarters. 
Access to the mainframe from outside stations such as those installed at IPS 
offices is rather complicated and time-consuming since it is done through a 
Geneva-based central unit. Updating and maintenance of the INPRIS system is 
decentralized to the officers in the various geographical units of IID. An 
associate expert is able to spend only part of his time in maintaining the 
system trying to accomplish what is a full-time job. 

164. The information flow between UNIDO and the IPS network is at present 
rather sketchy and limited almost exclusively to projects under promotion. 
There are various schools of thought: some advocate that the development of 
an electronic mail system might improve the situation, however, this opinion 
is not support unanimously. Some of the IPSs claim to be using information 
systems such as INPRIS and INTIB but others claim that these do not conform 
to the objectives of their offices. Most Il'Ss have developed and are 
utilizing their own databases. 

I l/ 
ID/\.«::.•86/l. '"INTIB Progranwne: An overview'. 12 May 1987 
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3. CONCLUSIONS AND RECOMMENDATIONS 

3.1. Overall concept 

165. The Industrial Investment Activities of UNIDO have an important place 
in UKIDO's programmes. It is one of the three priority elements common to 
industrial development .:is specified in the MTP 1992-1997. The evaluation 
found that the various activities undertaken by UNIDO on industrial investment 
follow accepted and viable approaches. Howev-=r, they need improvements. 
refinements, more concentration on those areas where UNIDO has comparative 
advantages. and. above all. improved integration and stricture. The services 
most required by the end users of the "Programme" were found to be a business
like presentation of a project idea and matchmaking. UNIDO is perceived as 
an honest broker in guiding the above activities. 

r---------- Focus of conclusions and recommendations 

I The ~onclusions and recommendations which follow could lead to an 
overly critical opinion of UNIDO's efforts in the field of 
industrial investment. This would be unfair to the associated 
UNIDO staff, many of whom have already taken excellent 
initi.ic:ives. In fact, numerous recommendations formulated by the 
evaluation were based on suggestions received from UNIIXJ 
Headquarters and IPS staff on "what works". We have included them 
here, after we ourselves have become convinced, through research 
and interviews, that they are sound in pr act ice. The core problem 
found by the evaluation was that these initiatives were taken 
mostly on a;1 individuc::l basis and need to iJe crystallized and 
i;ist itutional ized by management and applied uniformly by al 1 
staff. 

166. All elements and instruments for a well conceived, implementable and 
viable programme related to industrial investment are, in principle, available 
to UNIDO. Some of Lhese elements (investment fora) originally launched by 
UNIDO have been adopted by other organizations and agencies with success. For 
instance, UNIDO's activides in this area are not too different from those 
practised by the later established CDI although the latter disposes of 
considerably more financial resources. 

167. Ul'7IDO's a..:tivities should become furcher integr2ted through better co· 
operation among the various Headquarters departments and section~ involved; 
enhanced links between Cleadquarters and its field offices such as th~ IPSs; 
greater attentio~ to the end users; reduction in the emphasis on the number 
of pr~jects promoted and greater attention given to their quality and more 
systematic and aggressive preparation and follow-up of certain activities to 
achieve a higher number of projects eventually implemented. A stronger 
networking of focal points ifi developed and developing countries and UNIDO 
~eadquarters is nPeded. This chapter suggests various measures in support of 
those activities which, hopefully, will result in increased effectiveness and 
impact of the "Programme". 
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3.2. "Pro~ramme" de~i~n 

168. The problems outlined in 2.2. and 3.3. have resulted in an Industrial 
Investment "Programme" that is complex, unco-ordinated, duplicative and 
fragmented. Aside from various investment-related programme elements. mostly 
in IID, the total of UNIDO's investment activities does not constitute an 
integrated Industrial Investment "Programme" but a series of sets of 
industrial investment activities. The most convincing argument for this 
finding can be found in the formulation of the present "Programme" design in 
the Medium Term Plan and Programme and Budgets which is in the form of sets 
of activities while res?onsibility for the carrying them out is diffused. 
While programme documents attempt to some extent to meet design criteria to 
establish a programme structure, at the operational level this is still 
fragmented due to the lack of managerial and organizational linkages between 
sets of activities, some of which may even overlap. 

169. n.e programme objective should define the improvements or changes 
expected in developing coJntries as a result of the programme having 
successfully produced and utilized outputs as defined. The objective of 
UNIDO's programme could be stated in very simple terms: 

"Realization of a specified amount of business-oriented 
industrial co-operation agreements which cover the investment of 
financial, physical and technical resources in developing 
countries, on fair, equitable and mutually acceptable terms and 
within the framework of the beneficiary country's socio-economic 
policies and priorities." 

This statement would need to be quantified by realistic targets. 

170. The statement of the problems addressed by the Investment "Programme" 
is considered relevant to the present situation. As defined (see 2.2.2) they 
reflect the cuLrent emphasis on the need for the Organization to strengthen 
presently inadequate capacities and capabilities of particular groups or 
segments such as the private sector, small- and medium-scale entrepreneurs, 
to increase the manufacturing value added (MVA) to the local raw material 
base, etc. as well as to rehabilitate badly operating industries. However, 
on close analysis, it is apparent that the thrust of the present "Programme" 
is on problems connected with the mobilization of financial and physical 
resources while inadequate attention appears to be paid to entrepreneurial 
skills and capacity development. The issue of trai~ing is implied in 
practi<.;ally eaci1 of the main problems identified but its importance has not 
been adequately singled out and emphasized. 

171. The "Programme's" outputs need to be reformulated as suggested below. 
This reformulation reflects thP kind of results which TmIDO seeks to produce 
through its investmen~ support activities. The fact remains that when many 
units are responsible for their attainment, lack of co-ordination seve~ely 
reduces the optimal utilization and impact of these outputs. In addition, due 
to individual approaches, a particular output could be produced in varying 
forms and quality by a nwnber of organizational units without benefitting from 
the possibility of mutually supportive activities or from the lessons learned 
from the experiences of others (see also 3.3. ). 
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172. UNIDO's Industrial Investment "Programme" outputs shoulv be formulated 
as follows: 

(a) A specified number of viable im·estment project proposals and 
industrial co-operation opportuniti~s identified, formulated and 
appraised from developing countries which would be the object of 
prom~tion among potential partners in industrialized and selected 
developed countries. 

(b) A specified number of viable industrial investment project 
proposals dnd industrial co-operation opportunities identified. 
formulated and appraised in industrialized countries for 
redeployment of industrial production facilities to developing 
countries. 

(c) A specified number of pre-investment studies (opportunity, 
market, pre-feasibility and feasibility studies) which facilitate 
the decision of international and national investment promotion 
agencies, foreign partners and local sponsors on the financial 
and economic viability of a particular investment proposal. 

(d) A specified number of industrial co-operation and/or investment 
proposals negotiated and agreements reached between developed 
country partners and developing country local sponsors. 

(e) A specified number of industrial co-operation and investment 
agreements under implementation. 

(f) In order to provide direct support to the realization of (d) 
above: (i) a specified number of investment fora. country 
presentation tours, etc. held; (ii) specified frequency of 
investment-related information (from !ID, IPSs, UNIDO focal 
points, etc.) provided; (iii) a specified number of investment 
environment policy, prospects, technology. market studies 
produced. 

(g) A specified number of defined co-operaticn programmes with 
international, regional and national investment agencies 
developed and under implementation. 

(h) A strengthened and expanded network (specify) of IPSs and 
investment promotion agencies in target countries which 
complement and supplement UNIDO's Investment "Programme". 

( i) A specified number of programmes and related projects which 
establish or strengthen regional and national self -sustaining 
capacities in the fielc of pre-investment and investment follow
up activities. This may include trained manpower, development 
and institutionalization of policies, procedures and 
methodologies for all facets of investment promotion activities. 

173. Outputs quantified and qualified according to the above recommendation 
will need to be supported by relevant activities carried out by specific 
organizational units and specified inputs, provided in a timely fashion. 
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174. The end users and beneficiaries are usually confused in pro~ramme 

documents. There is a need to distinguish clearly between the two categories. 
The end users .should be industrial is ts from private and public sectors of both 
developed and developing countries. The beneficiaries are actually the 
intermediaries identified to act as stepping stones or focal points and who 
service the end users. In view of the weakness in various activities. at 
identifying and clearly defin.'...ng the end users. the impact of "·arious 
activities are often misdirected. 

3.3. Or~anizational units involved and co-operation amon& them 

175. Al though a specialized di vision exists with the mandate to promote 
foreign investment. i.e. !ID, investment-related activities are dispersed 
throughout the Secretariat. This spread is illustrated in Annex 8. Two major 
groups of activities which do not come within IID's purview should be singled 
out: pre-investment studies a•1d the Industrial Co-operation Centres in Beijing 
and Moscow. 

176. The flow of information between organizational units is rather limited 
and needs improvement. Information tends to be the prerogative of the 
organizational unit which first gets hold of it and does not necessarily flow 
to the most appropriate unit(s). While this is a general problem affecting 
the Secretariat as a whole, it applies particularly to investment-related 
activities. Capacities available at the Secretariat in support of investment 
activities are neither fully exploited nor placed to serve the Organization's 
member states in an integrated and co-ordinated fashion. The most pertinent 
example is that of the Industrial Investment Division and the Feasibility 
Studies Branch which, by definition, should be close collaborators, working 
under one umbrella. Too often IID does not utilize the Feasibility Studies 
Branch to undertake pre-feasibility or full feasibility studies when 
warranted, nor are projects identified or studied by the Feasibility Studies 
Branch always passed on to !ID for promotion. Other parts of the house could 
contribute their technical knowledge to investment projects and technically 
screen such proposals although it is recognized that the competent technical 
officers are so pressed with their technical co-operation activities that 
little time is left for screening investment project proposals. Some pre
investment studies are backstopped directly by technical branches. which 
conflicts somewhat with the mandates of the Feasibility Studies Branch. 
Sections deaiing with technical assistance projects with an investment 
orientation should pass on identified investment proposals to IID for 
promotion. Conversely, some investment projects proposed for promotion 
qualify more for technical assistance, and should, therefore, be passed on 
to the relevant organizational unit. 

177. The evaluation is convinced that grouping these activities under the 
same organizational unit would strengthen UNIDO's capabilities in investment 
promotion by (a) providing a less fragmented picture to the outside; (b) 
grouping as far as feasible most phases of the investment cycle into one 
operational unit; (c) ensuring a proper utilization of the various mechanisms 
and instruments used during the various phases of the investment cycle, and 
(d) strengthening the networking of different field offices among themselves 
and with Headquarters. This would allow, inter alia, the Organization to 
better prepare proposals for considerati~n by financing institutions and to 
achieve greater success in finding financing for them than at present. In 
making the recommendation, we have been guided by the success of FAO' s 
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Investment Centre. which has secured financing. leading to projects US$ 38 
billion worth of investment during 1984-1989. In UNIDO's case. because of the 
dispersal of investment-related act1v1t1es and the various depths of 
intervention. despite claims to numerous proposals receiving financing. it is 
impossible to determine the total value of finar..cing secured. 

!:n:estment Promotion Packa~e 

UNIIXJ's im·estment-related acti\·ities should not be separated 
but offered as an integrated package. By grouping im·estment -
related acti\'ities. such as technical assistance to establish 
promotion 3gencies, investment project identification, countrv 
present at ion tours. im·estment fora, delegates programmes. 
networking among all IPSs and im;estment promotion agencies. 
investment-related information, etc .• in a single package, 
appropriately adjusted to the recipient country's needs, UNIIXJ's 
sen· ices -..·ill increase their impact and effectiveness. and could 
be marketed more effectively. 

178. Two other additional reco1DL1endations are made under 3.9. regarding the 
grouping of backstopping responsibilities of institution-building projects 
related to investment and the flow of information between !ID and other parts 
of UNIOO. These two recommendations would as well contribute. along with the 
recommendations made under this heading, to strengthen means of achieving 
UNIDO's goals in increasing financing to the industrialization of developing 
countries. 

3.4. Project identification and preparation: sponsors: project profiles: 
investment promotion a~encies. 

179. Under 2.3.1.1. the different ways for investment project identification 
were analyzed. By and large, this process needs refining al though the 
evaluation recognizes that substantial improvements took place in recent 
years. However. too much accent is still placed on quantity of projects 
identified as opposed to their quality. The root of low quality of profilPs 
covers aspects such as overestimated markets, underestimated prices of raw 
materials, speculative estimates of investments required. and technologies 
suggested are too sophisticated for the recipient country . 

180. The 
assistance 
endeavours 

best sources of projects are those emanating from technical 
projects associated with a promotion agency and from IPSs' 

(which may include delegates' interventions) (see 2.3.1.1.). 

181. A key participant in the project cycle is the local sponsor. an 
important instrument for the promotion of a project is the project profile and 
an important institution involved in the whole process is the promotion agency 
in the developing country. Some considerations on these three elements are 
offered here. 
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3.4.l. Sponsors 

182. There are basically three kinds of si--:"lsors in developing countries: 

Those with established large companies needing only marginal 
UNIDO assistance10

'; 

These experienced in local business. with good knowledge of their 
project ideas, but inadequate finance, technology and knowledge 
to develop them and to es ta bl ish the right contacts abroad. 
These should be UNIDO's prime "customers" (target group) for 
investment support activities: 

Those with little or no business experience, with only a vague 
project idea. They will need to gain more experience before 
their proposals may be promotable ab~oad. In the majority of 
cases they are better suited to technical assistance extension 
services than to assistance in foreign investment promotion. 

183. The information collected is often unreliable and insufficient to allow 
the potential investor to assess the suitability of his potential local 
partner. This is important because it was found that the foreign investor's 
interest focuses in the first place on capabilities/capacities and reputation 
of the sponsor/company and only in a second instance on information on the 
project. A separate, more comprehensive form on the sponsor as suggested in 
Annex 4 is required. CDI, for i::xample, places considerable emphasis on 
supplying information on sponsors in developing countries. 

3.4.2. Project profile 

184. IID has dedicated a considerable amount of resources and time to this 
question over the years. 

185. The variety of different profiles presently in use causes confusion and 
prevents full comparability of p~ojects. The evaluation ftels that 
standardization is needed with possibly three types of forms: 

One for a project idea, containing i11 .addiLion lo a minimum 
amount of information on the project, a minimum of one page on 
the sponsor; 

Another for a more developed project, possibly with a 
pre-feasibility study behind it (a more complete pre-investment 
study is not required at this stage) but with a minimum two-page 
information 011 the sponsor; 

Another for rehabilitation/expansion based on the abovt! but 
containing more information on the historical developments of the 
existing company. 

1'/ 
The ut.uat.io11 u di!!erent. in Eastern European countries where the bulk o( UNIOO's clients 

is con•t1tuted by large public companies. 
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186. These forms should be used throughout UNIDO and not onlv by all IPSs and 
geographic.al uni ts of IID. but also for project proposals resulting from 
technical assistance projects backstopped elsewhere for submission to IID. 
These forms could be adapted to suit particular conditions but their basic 
structure should remain unchanged. The evaluation found that too much time 
has been spen~ at Headquarters. the IPSs and in the field on this subject. and 
a consensus should be arrived at soon. Needless to say. the information 
contained in the form should be reliable and as complete as possible. If a 
question cannot be answered, guesses should by avoided and a plausible 
explanation should be given of why not. 

187. Pre-investment studies may be attached to or mentioned in the form when 
sending it to prospective investors to show that a certain amount of work has 
been carried out on the proposal. However. the foreign investor will usually 
carry out his/her own studies or would want to become involved in supervising 
it. The evaluation therefore feels it is a waste of resources to carry out 
a full feasibility study in the absence of seriously interested investment 
partners. The best proof for such an interest is partic~pation in, or better 
still. the financing of the study. In addition, once this stage is reached 
it would be beneficial to identify a lead financier so that its needs can be 
accommodated as well. 

188. Finally, whatever form is used it should contain an appraisal by the 
person who completed it on the quality, promotability, merits and demerits of 
the project, together with his name, address and telephone number. This will 
not only ensure a more responsible attitude for its completion, but also allow 
requests for clarification to be made. 

189. IID has recently circulated a form which seeks to incor;:>orate the 
strengths of the many forms used in the past, with a view toward a uniform 
form which meets the needs of all concerned. The reaction of some IPSs has 
been positive. Once all reactions have been received a decision on a 
harmonized set of forms should be taken and these should be issued151

• 

3.4.3. Promo;ion a~encies 

190. Since the project cycle is a complex and long process, it is difficult 
to monitor it at distance. The programme approach, adopted for Latin 
American. merits attention. The concept. if properly applied. promises to be 
more successful. A trend towards applying this approach to other regions is 
reported by 110. The approach aims at establishing in the target country an 
institution able to continue promotional and follow-up work and to link up 
with UNIDO's network. The investment promotion agency should have clearly 
defined functions which should include: identification of projects and local 
promoters, preparation of background information on investment environment; 
advice on policies, etc.; and follow-up activities. Such bodies should be seen 
as having promotional, not regulatory functions to projects promoted. They 
should have a quasi-public nature and work as closely as possible with the 
local entrepreneurs who tend to be reluctant to approach state instit~tions 
and inform them of their business plans. 

15/ 
S0a1e suggestions !or data to ba demand4d in quastionnair•s •r~ also giv•n 1n paragraph 7• 

oC chapl•r 2.3. l.6. 
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191. Despite the costs associated with financing thesP investment promotion 
agencies. U~IDO should do its utmost to convince developing countries who do 
not have such an agency that this would be a primary precondition to achieving 
success in foreign investment promotion. As part of a UNIDO network. such 
agencies should have qualified staff capable of supporting missions of 
external consultants. gathering investment-related information. preparing pre
investment studies. maintaining a database on local sponsors and identifying 
attractive projects. UNIOO could provide continuous training to the staff of 
such focal points and, in return. get services of assured quality. for 
instance. to undertake pre-investment studies on preferential terms as well 
as support to investment project identification missions. The delegates ~~ 
the IPSs should ideally come from such inv-=stment promotion agencies who would 
provide back-up services to them. 

192. The effectiveness of regional investment promotion agencies remains to 
b~ demonstrated. It was found that the reach of such institutions is often 
limited to the country in which they are located. Regional. interregional and 
global co-operation can be attained by improved networking between the various 
national promotion agencies. 

3.5. Pre-investment studies and related computer programmes 

193. While UNIDO is equipped to undertake pre-investment studies (which 
should be part of an integrated package of investment promotion activities), 
these are not always carried out in the context of investment promotion 
programmes. One of the main reasons for this may be that the main actors. IID 
and FEAS, belong to separate departments and have different accountability 
criteria. 

194. We believe that increased co-operation between those two units would be 
beneficial to the impact of the investment activities of UNIDO. and we are 
convinced that the only way to achieve this co-operation is to merge both 
units, as recommended in point 3.3. 

195. An example of the existing overlap is given by the separate development 
of two computer investment project appraisal systPm~ as d~scribed i~ 2.~ 1 
The following recommendations are made to harmonize both systems ari.d improve 
related training activities. 

3.5.1. Computer aids and related training 

196. Computer programmes are helpful and powerful tools. considerably 
facilitating the financial and economic analysis of investment projects. The 
two programmes currently promoted by UNIDO are similar in terms of amoant of 
input data required to assess the project, time needed for entering it, 
running the calculations and evaluating the results. PROPSPIN seems to be 
popular, particularly among those users who have been exposed to LOTUS 1-2-3, 
and is considered relatively simple and easy to handle for appraisal of 
investment proposals. It could be made even simpler if the amount of input 
data is limited to what is essential for pre-screening purposes. If the 
programme is to be further promoted as an official UNIDO tool, legal aspects 
have to be considered as the programme is not independent of LOTUS 1-2-3. In 
addition, the technical solution for protecting its formulae against any 
changes by the users has to be found. The programme is still being developed 
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and it is recommended that its final version be tested by an experienced 
independent financial analyst. 

197. The new edition of COMFAR promises to meet the demand for a simple tool 
suitable for the first appraisal and selection of investment projects. The 
two softwares could co-exist and even be connected through the recently 
developed data bridge. Both systems can be used during different stages of 
investment project preparation and are responsive to varying complexities of 
data processing and information requirements. For the sake of harmonization. 
both programmes should use the same terminology. which is not the case. Under 
no circumstances should UNIDO continue to promote two systems separately with 
a claim that the other is less desirable. The separate promotion of two 
different computer programmes, used basically for the same purpose. seems to 
be harmful for the image of the Organization or at least confusing to users. 
Either one system is dropped, or both are promotec! together as options to meet 
the personal tastes of end users. In such case it is also recommended that 
regular training in the use of both PROPSPIN and COMFAR be provided to IPS and 
UNIDO Headquarters staff and external users. 

198. Evaluation of the past training programmes on pre-investment studies 
reveals that their efficiency can be increased through certain modifications 
of programmes and better selection of participants. It was found that the 
contents of the programmes was too standardized and that specific training 
programmes should be better tailored to the needs of the targeted 
participation gr~up. A whole cycle of training should be offered to the same 
group of participants. Basic training in project appraisal should be followed 
by a computer software utilization course organized a few months later and 
further training on specifi~ subjects (demand forecasting, negotiations of 
commercial agreements, etc.) after another few months. Such continuous 
training would provide more feedback from participants and allow for more 
flexibility in subsequent stages of the programme. Some of the graduates of 
such cyclical training could become lecturers for basic-level seminars. Lack 
of developing country specific case study material is often bemoaned by 
participants as well as lack of access to appropriate computers at their work 
place. Particularly the latter makes the relevance of provided training in 
computer applications questionable, if requisite hardware is not available. 

199. Finally, UNIDO should provide training updates, particularly on 
industrial financing, to its own staff. 

3.S.2. Pre-investment studies 

200. The concept itself is valid and appreciated. A number of feasibility 
and pre-feasibility studies conducted by the Feasibility Studies Branch ~ere 
analyzed under a previous evaluation and the following recommendations in 
respect of these studies can be made. 

201. Too many expensive studies have been prepared in response to an official 
request without adequate assessment of actual need. Not enough thought is 
given to the most suitable level of study which should be carried out. While 
advice on the level of the study (full/pre-feasibility, opportunity, market) 
required was often missing, studies carried out are of various depth and often 
contain approximately the same information. 
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202. Studies have been even undertaken without reference to previous pre
imrestment studies. A clear involvement in tt.e preparation of the study by 
the sponsor was often not visible. Even less apparent was the involvement of 
the foreign investor. As recommended in an in-depth evaluation repC'rt 161

• 

no full feasibility study should be prepared in the absence of a viable local 
sponsor and an interested investor (national and/or foreign). Furthermore. 
to ensure their involvement, UNIDO should request local and/or foreign 
partners to share the cost of the study. This is practised by other 
organizations (e.g. African Project Development Facility (APDF), Centre for 
Industrial Development (CID) and the EEC's International Investment Partners 
(IIP). 

203. The approval process and actual implementation of a pre-investment study 
takes too long (often over two years) to be of help for a business decision. 
Few. if any, requests for a study originate in other parts of the house 
because of tht= time it takes to complete them. Special procedures and 
approaches should be developed for small projects. 

Sell in& sen· ices 

UNIDO provides most of its pre-im·estment services - either in 
relation to matc/u:Jaking or preparation of feasibility studies -
free of charge. The evaluation found that international 
organizations involved in this work ask one or both of investment 
project partners to defray part of costs. After all, the aim is 
to establish a commercial operation. This contribution has two 
major advantages: it creates revenue, and above all, it ensures 
that the parties have a serious interest in the project. It 1o·ill 
also enable the client to demand a high quality of service 1o·hich 
they would otherwise be reticent to do when services are proi.:ided 
free of charge. 

Although in some cases charges have been made in connection Fith 
the participation of investment fora. a financial contribution for 
im·estment promot ior. sen· ices rendered needs serious 
considet·ac ion. 

204. Little follow-up, if any. is undertaken once a pre-investment study has 
been concluded. If an investment project ong1nating from other UNI DO 
activities lends itself to investment promotion, it should be handled by IID. 
as mentioned under 3.3. 

3.6. Project promotion: matcbmakin~ and investment fora 

205. The matchmaking process is carried out by four means: directly by IPSs; 
by Headquarters; by the delegates; and, finally, by the investment promotion 

U/ 
DP/ID/S!:R.C/29. ..Report. o! t.he Evaluation Minion. Cocnpleted and On-going Pre investment. 

Studie• !inanced by t.he Governme~t o! the Net.her lands through the IDF"'. March 1990. 
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fora in !PS host countries and in developing countries. L'~IDO' s rcle has 
traditionally been limited to the actual matchmaking. i.e. arranging for a 
sponsor to meet an interested foreign partner. This role has been considered 
to have been fulfilled when the two parties sig11 a so-called letter of intent. 
which is an expression of goodwill from both parties to further negotiate the 
project. Although increasingly !ID and !PS staff do not consider letters of 
intent as the final benchmark of success. this t~end needs to be reflected in 
UNIDO' s activi.ty reports and other publications for the sake of UNIDO' s 
credibility. Its use as a dollar denominated success criteria t~ measure 
actual investment agreements concluded should be discontinued. More advanced 
success criteria should also be used. such as the acceptance of projects by 
DFis for financing and/or the commencement of imple~entation of co-operation 
agreements. Also. during fora. too much pressure is often exercised on 
promoters to sign letters of intent which could even be counterproductive. 

206. Promotion is often stopped when a project finds an interested foreign 
partner. although a trend to follow-up on m.:itchmaking was observed and found 
to be healthy. Research has shown that an increase in the number of firms 
competing to invest in a project is likely to lead to improvements in the 
terms and condition of the project1''. This was confirmed by numerous 
inten·iews undE:rtaken i>y the evaluation and UNIDO' s practices should be 
adjusted accordingly. For instance. promotion of a project should continue 
even when a foreign partner is interested in a proposal. until the sponsor 
requests UNIDO to no longer do so. 

207. UNI DO. particularly IPSs, is sometimes involved in the subsequent: 
negotiation phase, even in the seeking and securing of financing for the 
project. We find this a necessary and positive development since it involves 
the Organization in making actual invE:stments happen. which constitutes a 
tangible criterion of success. 

3.6.1. Investment fora 

208. The organizational aspects of the fora need to be reviewed. Host 
countries as well as UNIDO should endeavour to allow adequate lead time as 
well as to commit adequate inputs in time. Albeit crucial, proper preparation 
of fora is not always carried out sufficiently. While the ideal preparation 
period may varv from country to country. enough time should be allocated for 
preparations to ensure that the projects are adequately identified and 
prepared and entrepreneurs, both local and foreign. adequately screened. Only 
projects that have been strictly screened should be presented at fora. At the 
same time. the preparatory phase should not be too long to avoid obsolescence 
of projects. Adequate follow-up to fora which, at present, is hardly done 
should be made part of a package of investment promotion activities. 
Shortfalls regarding the latter create the impression that investment fora are 
an end in themselves after which UNIDO's and the co-organizers' interest in 
projt-cts and sponsors ceases. It is necessary to counteract to this 
perception. 

209. In organizing fora. UNI DO does not involve enough other investment
related national institutions (banks. etc.). Strong investment promotion 

11/ Joaeph M. Grieco. ""Between Dependence and Autonomy: lnd1a"$ Experience with the 

International CJG1pu~•r lnduat.ry··. Internat1onal Organ1zat1on J6 (Sumner 1982): 609-32 
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agencies in developing countries should be involved in preparing. undertaking 
and follm;ing up fora. If such ins ti tut ions do not exist. they should be 
established through technical assistance projects (see 3.4.3. and 3.7.). The 
existence of such an agency should even be made a mandatory precondition to 
the holding of a forum. Other local organizations such as representatives of 
commercial information companies. bilateral investment promotion agents. etc .. 
which could serve as source of information should be consulted regularly. 

210. The investment climate of the targeted country or countries should be 
analyzed before organizing fora. In some cases. a forum may not be the 
optimal means of increasing the flow of foreign investment. Instead, upstream 
activities such as the establishment of an investment promotion agency may be 
more appropriate through which improvements of regulatory procedures and 
investment incentives should be considered and proposed to the governments. 

211. Wh~re the number of promising investment projects is limited in a 
particuiar country, these should be promoted individually rather than 
subsuming them in a large quantity of low-quality projects. For such 
situations. UNIDO should offer an alternative approach to an investment forum. 
as stipulated under 2.3.2.5. 

212. Country presentation tours to targeted developed countries are not 
always organized systematically in conjunction with fora as a means for 
advertising the event and raising interest of potential investors. Pre
matching of projects and potential investors (as done in the case of e.g. 
Bolivia, !PS Cologne and Milan host country investment fora) is desirable and 
would go some way toward ensuring that participants in fora have a high 
potential to being matched. 

213. The objectives and procedures of investment fora should be made clear 
to participants in the documentation and at the beginning of the fora through 
an opening address by the Secretariat. Foreign participants should also be 
vetted before being allowed to participate in a forum. Information on the 
companies they represent is also needed for advance distribution to local 
entrepreneurs. The ratio between real investors and lawyers, equipment 
vendors and consultants should be improved; there are too many of the latter 
attending fora. Further the ratio between foreign and local participants 
attending ~era should be balanced. 

214. There is a need to have discussions on latest industrial developments 
(subsectors. technologies. markets, etc.) and foreign invest~ent issues in 
particular (e.g. investment forum in Warsaw and packaging fair in Diisseldorf). 
With respect to duration and proportioning of tim~ (negotiations vs. 
presentations), five days total is the maximum which should be allotted for 
fora 011 the whole. Plant visits during fora should be arranged by and at the 
individual request of future partners. This possibility seemingly needs to 
be spelt out either in brochures and during the opening address. 

215. !PS representatives' participating in fora are often too passive. The 
!PS participant should be in a position to initiate negotiations on specific 
projects on behalf of the entrepreneurs who cc·...l.! not attend. Some good 
examples of this have been observed. 

216. Subsector-focused fora in connection with industrial fairs, where a 
selected number of sponsors can meet a large number of potential investors who 
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are exhibiting at the fair is an effective approach to investment pro~otion 
(e.g. Dusseldorf packaging industry fair), even if. in the initial stage, 
contacts may lead first to trade rather than investment agreements. 

217. The evaluation believes that, while investment fora are an acceptable 
activity which can have a tangible impact on a country's image and increase 
investment, therefore comprise a vital part of an industrial investment 
programme, they should not be seen as an output per se but rather as one 
mechanism among many in support of investment promotion. 

3. 7. Co-operation with other international or~an:.zations and development 
finance institutions 

218. At the moment UNIDO is seen as only one of the many actors in the field 
of investment promotion, and not as a major or critically-needed one. UNIDO's 
profile among the other agencies seeking investment opportunities is primarily 
formed by the investment fora it organizes. The opinion of representatives 
of international organizations to these meetings is ambivalent and those 
attending fora primarily hope to identify a few interesting local 
entrepreneurs. Too large a number of investment profiles of questionable 
quality has been repeatedly noted by these organizations. 

219. It seems that ultimately co-ordination among internationai organizations 
should take place at the country level. The recommendation given earlier for 
the establishment of solid foreign investment promotion agencies in developing 
countries would go a long way towards ensuring that a national decision is 
taken to select the most appropriate international organization to undertake 
a given task and co-ordinate the various actors. 

220. From the evaluation's visit to a number of international organizations 
(see 1.1.) areas were identified in which co-operation between UNIDO and these 
organizations are desirable, should continue or be further expanded. While 
it cannot be the task of the evaluation to draw up a comprehensive and 
exhaustive list of areas without first seeking the latter's agreement, the 
following suggestions are made for further discussion: 

Preparation and organization of investment fora (e.g. with CDI 
and COMSEC) and other mutually supportive activities during all 
phases of the project cycle, e.g. utilization of the EC Chason 
Facility. 

Policy studies regarding foreign investment promotion with FIAS 
and others. 

Placing of ITC's foreign trade advisors in IPSs and sharing each 
other's databases. 

Secondment of UNIDO staff to pre-investment organizations such as 
APDF, to name just one facility. 

221. Co-operation with international and national or bilateral DFis merits 
special consideration. These institutions should be at the receiving end of 
our investment p1oject promotion act1v1t1es. The evaluation tried to find 
projects developed by UNIDO which qualified for financing by such 
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institutions. There were few. because most projec~s did not meet the criteria 
of the financing institutions. In addition to the problem of project size. 
this can be seen as a result of emphasis of quantity rather than quality of 
the projects identified. developed and promoted. lt is felt that presenting 
a bad. or badly conceived. project is worse tl1an presenting no project at all. 

222. We believe that the problem has to be attacked at two le\·els. in vit::w 
of the obvious need for the projects promoted to fulfil basic quality 
criteria: 

The financing criteria of the international DF!s should be 
determined. and only those projects meeting these criteria should 
be presented to DFis. 

At the developing country level. better contacts should be 
developed with local and regional development and commercial 
banks. Local DFls are the traditional intermediaries for credit 
lines offered by international DFis and. therefore. are able to 
finance smaller projects. The presence of a strong investment 
promotion agency should facilitate these contacts. These 
national focal points should of course also be closely associated 
with the organization and holding of fora, as mentioned under 
3. 6. 

223. Mention should be made of UNIDO's relations with the World Bank. After 
the demise of the World BankjUNIDO Co-operative Programme in 1986. these 
relations reached an all-time low. As the largest development finaucing 
organization, the World Bank is too important to be simply ignored. In 1990 
UNIDO started a new chapter in rel~tions with the World Bank with a programme 
focusing on Africa. This co-operatLon foresees the exchange of views on IDDA 
country papers and presenting to the Bank UNI DO' s Strategic Managt::ment 
Approach as applied in Africa, as well as co-operation in specific countries. 
While this new effort is commendable, it is too upstream to have a direct 
impact on investment. and we feel that emphasis should also be placed on 
investment-related work at the country level, where numerous credits for 
productive projects extended by the World Bank should be better tapped. 

224. To sum up, the following recommendations are made which would lead to 
a better acceptance of projects by DFis: 

(1) UNIDO must be more selective as to the projects and sponsors it 
supports concentrating on those projects which are bankable. 

(2) UNIDO should not undertake a full feasibility study without the 
participation of the "lead" financing institution and ensure the backing of 
a viable local sponsor and interested investor, who should share the cost of 
the study. 

(3) l,.,'hile participation of local DFls may be useful at investment 
fora, the same is not necessarily true at the moment for ir.ternational DFls 
whose attendance is irregular and is mostly aimed at meeting sponsors. Of 
course, the promotion of quality projects would resurrect the active interest 
of international DFis. 
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requirements of both commercial and public financin~ 
to fostering better relationships. U~IDO should 

to analyze these. train staff on ho• to complv •ith 
in other 10ays. •ork to•ards establishing better 

(5) UNIDO should not. at this time. attempt to enter into broad co
operative arrangement5 with financial institutions. but efforts to co-operate 
shou~d start on a case-by-case. project-by-project basis. 

3. 8. Investment Promotion Services. Industrial Co-operation Centres and 
Dele&ates Programmes 

225. UNIDO has a distinct advantage created by the existenc(' of IPSs i.:hich 
function as focal points in certain developed countries or NI Cs. Ho•ever. as 
described in 2.3.4 .. IPSs are operating too independently. The potential 
advantages of closer networking between themselves and with UNIDO Headquarters 
have not been realized. Overall. direction from Headquarters has bee~ weak. 
This is a long standing problem. It is necessary to have a clear definition 
of the relationship between IID and IPSs. and among \:he IPSs themseh·es. 
Toward this end. an Operations MaLual for IPSs containing basic policies and 
guidelines for their o~eration, relations with Headquarters and with their 
host institutions. and for the networking should be prepared. All offices. 
both present and futute ones. should report to the same organizational unit 
of UNIDO to maximize the advantages of networking. 

226. As a reflection of this situation, the documents governing the 
operations of each individual IPS have been diverse, and resistance has been 
found in achieving even a minimum amount of standardization. At present. 
these documents consist of memoranda of understanding. exchange of official 
letters between UNIDO and the host government and project d~cuments of various 
degrees of detail and content. ICCs are governed by yet another set of 
documents. Each case of opening a new service or renewing its mandate and 
contract is handled anew which is extremely time-consuming and unnecessary. 

227. IPS documentation should ht> st-'indardizt>d ;md amal~amatt>d intn a 
harmonized project document format (which may have another name) containing: 
Context; Justification; Development objective; Immediate objectives; Outputs; 
Activities; Inputs (budget); Risks; Prior obligations; Project reporting and 
evaluation; Legal context. A model project document should be included in the 
proposed Operations Manual. 

228. The same applies to the moni taring and evaluation methodology and 
reporting. Periodic joint e'laluations (by host country and tmIDO) using the 
same criteria, which have already been carried out in a few cases. should 
henceforth be undertaken systematically. As part of some of these evaluations 
targeted developing countries should be visited. 

229. The reporting requirements for IPSs are too superficial. In addition 
to th£' reporting inherent to the updating of INPRIS' project files. I PSs 
sho~ld be requested to ~repare well ·structured periodic reports which provide 
information on their performance against set objectives and expected outputs. 
Reports by the Milan office provide an example of more performance-oriented 
reporting. 
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230. The assessment of IPSs observed in Warsaw, Cologne and Milan during the 
evaluation was positive. To increase IPS effectiveness, however. e';ery effort 
should be made to ensure that as many staff as possible possess: developing 
country experience; knowledge of UNIDO's operations to tap its resources to 
support their promotion activities; skills and knowledge of financial 
analysis, investment financing and market analysis; some experience in 
commerce, industry or finance. (The same would, of course, apply to IID staff 
as well.) Experience in the cuttin5 edge of financing technology, although 
desirable, would be unrealistic to expect. 

231. Various interviews with former delegates, entrepreneurs, staff of banks 
confirmed that some IPSs require stronger connections to their business and 
banking community. In some cases, this may be caused by the location of the 
office (not in a business centre) or by the profile of the IPS staff who may 
have little business experience and contacts. In respect of the latter, UNIDO 
should exercise a stronger say in the appointment of the staff of IPSs. 

232. The Delegates Programme has demonstrated its value and merits 
considerable expansion. In the evaluation of two IPSs it was recognized as 
its principal and most effective camponent. Again, the weak networking and 
overall direction of IPSs have resulted in Delegates Programmes producing 
uneven results. 

233. Terms of reference should be prepared for delegates at two levels: 

Basic training on investment promotion (as once successfully 
undertaken in the former New York IPS); 
Practical promotion of projects. 

234. Each delegate should operate under a clearly defined programme which 
sets out the programme objective (an amount of increased investment under 
implementation in their home country), the outputs (a set of investment 
agreements under nebotiation or concluded, etc.), the promotion activities 
they are expected to carry out to produce the investment agreements, and the 
inputs they require to accomplish these tasks (training, office facilities, 
etc.). 

235. The delegate, if she/he is to successfully participate in such a 
programme, would ~eed to be selected based on a mi!1imum set of professional 
qualifications. The level of qualification required will depend on the 
programme's intentions, whether it is more oriented toward training the 
delegate or more toward supporting an experienced investment promotion 
professional in her/his work. 

236. An experienced delegate who is in the position to promote a portfolio 
of viable projects in an IPS host country should be given two years to do so. 
In cases of delegates with family obligations, provision for the relocation 
of family members should be allowed when a Delegates Programme exceeds 12 
months. 

237. An extended version of the Japanese "shu~tle programme", whereby after 
a short assignment the delegate returns to her/his country to collect 
supplementary information and negotiate identified projects with local 
sponsors &nd then returns for a second stay at the IPS office, should be 
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seriously considered by other IPSs as well. The duration of each assignment. 
however. should not be limited to two months as it is the case in Tokyo. 

238. The manner in which delegates are selected needs to be based on stricter 
criteria. Some candidates were found inefficient or lacking professional 
qualifications. The !PS should be closely ih'.:olved in their selection and 
should be able to interview applicants before selection. This is already 
practised by some offices. To assess the suitability of the candidate and to 
be able to adjust the Delegates Programme to the participant's specific 
training needs, detailed information on his background and experience in 
investment promotion is needed. 

239. Former delegates found that the administrative support provided by the 
IPSs was gen€rally adequate. However, most delegate~ interviewed found that 
substantive support needs improvement. IPS staff time available to support 
delegates is rather limited. This also affects follow-up, when delegates 
return to their home countries. Efforts should be made to correct these 
shortcomings. 

240. When the Delegates Programme was first started. participants were first 
assigned to the Industrial Investment Division at UNIDO Headquarters. This 
was found to be useful, particularly for getting acquainted with UNI DO' s 
operations and methodologies, and to foster the delegate's identification with 
the Organization. This prac~ice should be reinstated and a structured 
init-iation programme should be developed along the lines of the JPO Induction 
Programme. In fact, all IPS staff should ha'1e intensive briefings at 
Headquarters. The lack of knowledge of UNIDO's operations hampers IPS staff 
in exploiting, explaining and advertising UNIDO's services. 

3.9. Technical co-operation related to industrial inv~stment 

241. Inves~ment- related technical co-operation projects are also undertaken 
in other parts of UNIDO besides IID, as described under 2.3.5. In a few cases 
this dispersal may be justified in light of the diverse expertise required, 
e.g. to undPrtake a pre-feasil:-ility study for a technically sophistic.::t-ed 
investment project. The lack of integration, however. has created a sub
optimal impact in cases where, for example, pre-investment studies carried out 
resulted in feasible and technically sound projects which, however. were not 
promoted up to actual investment. Furthermore, technical inputs desirable 
during the screening process of investment projects have reportedly not been 
obtained on regular basis. 

242. Investment promotion work requires r.ommercially-oriented approaches and 
specialized methodologies which ;.1eed to be instilled in investment promotion 
agencies established or strengthened through technical assistance institution 
builc ~g projects. The latter should not be handled by organizational units 
concerned with technical assistance only, which lack expertise in commercial 
investment. but by that organizational unit which is specialized in investment 
promotion work. This would also facilit-ate a unified marketing of a defined 
UNIDO approach to this subject. I ID is already carrying out some of these 
projects. Co-operation with the investment promotion agencies established and 
assisted by IID have a greater promise to continue after assistance ceases 
provided they are included iij UNIDO's network. Applying this concept would 
go a long way towards sustained -~r~ngthening ~ocal capabilities in project 
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identification, preparation and promotion. fostering working relat>.ons in 
those developing countries which. in the long run. will participate in UNIOO's 
network. 

243. An inter-country network of such agencies following harmonized 
approaches would facilitate the flow of experiences from project to project 
and avoid the present situations where an inordinate amount of time is spent 
developing methodologies to prepare profiles. apprais~ projects. analyze and 
describe project cycle.:;, and develop training course materials on such topics. 

244. With regard to such investment ins ti tut ion building projects. the 
following recommendations are made on the basis of the observations during 
visits to some of them: 

The technical co-operation projects should ensure that the 
insLitution assisted establishes strong contacts with local 
sponsors and with the UNIOO investment network which has links 
with investors; 

In some cases. the projects should become more involved in 
advising the government on foreign investment policies and 
procedures. 

245. Finally, those technical co-operation projects backstopped by other 
organizational units which have investment potential should be clearly 
identified from the start, as UNOP does, and 110 be informed of any investment 
project proposal identified and/or developed for their appraisal and 
subsequent promotion. UNIOO's Area Programmes and Appraisal Section and the 
Project Review Committee sho;tld be more vigilant in this regard. 

3.10. Information data~ 

246. The information systems designed for the staff of 110 and IPSs are used 
to limited extent only, and most certainly not up to their potential. This 
applies to both INPRIS and even more to INTIB files (see 2. 3. 6). It is 
somewhat surprising that the INTIB file on technologies is not used more 
frequently, possibly because it is not well-known to many potential users. 
INTIB staff should spend more time de~onstrating the system's ~apabilities to 
the many potential in-house users. One reason why INPRIS is not used much is 
that the information in each of the files (specified in 2.3.6.) is out of 
date. Moreover, staff members of 110 and IPS are not very knowledgeable about 
the software capabilities of the system. For users outside Headquarters such 
as IPSs it is still complicated and time-consuming to access the UNIOO 
mainframe. To fill the vacuum IPSs have developed their own systems. The 
system developed by IPS Milan should, with suitable modifications, be 
installed at Headquarters and all IPSs. Discussions have already commenced 
on this. 

247. The INPRIS Investment Projects file should be updated on a regular 
basis. Some staff members use this file for ref~rence only. For the file to 
be more useful for portfolio management more information from the full project 
profile should be added as well as more detailed information on promotion 
actions taken and follow-up required. Specific details on the investment 
package being negotiated should be included. 
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248. The Foreign Partner (investor) file could be retained but it seems that 
no one actually uses it. primarily because the information is out of date. but 
also because IPSs maintain their own files. and use commercial databases to 
identify potential investor companies. Commercial systems offering on-line 
databases as well a.s handbooks 10ith company information for various countries 
should systematically be consulted for updating and supplementing IPSs 
databases. 

249. The Financial Institution file is not used by staff members at 
Headquarters or the IPSs because they already have a knowledge of the suitable 
financial institutions in their host countries. There is no need to maintain 
such a file on the computer. 

250. The Counterpart Institutions file should be updated as it seems to have 
value which can be enhanced. 

251. Besides the information presently retained in the database files. there 
are other kinds of information of value to the investment promotion agencies. 
IPSs and UN!DO. such as information on local companies who are potentially 
viable partners for foreign investor~. To our kno~ledge. tnis information is 
only incompletely available from commercial databases. It may even be 
possible to commercial.ly exploit this inforl'llation. 

252. In addition, other types of information arc needed; for example. 
information about the investment environment, such as policies and 
regulations. and basic econon:ic data of countries. UNI DO investment promotion 
staff should use, inter alia, ITC trade flow information as these aspects are 
a vital component important to identify investment opportunities since many 
potential projects are export-oriented. 

253. Information available on comme.rcial databases is rapidly expanding. 
Recent developments should be closely monitored and exploited by UNIDO. 

254. The INPRIS system is ins tailed in the UNIDO mainframe to whL:h, in 
principle, every !ID staff member has access. Information systems;networks 
should have a minimum of redundancy. which means information should be stored 
and updated centrally. A decentralized system on microcowputers bears the 
risk of updat1ng the same file differently. with the result that staff members 
work with information of differing reliability. Therefore, INPRIS should 
remain on the mainframe and be further developed there. This would also 
facilitate an eventual integration of pure investment projects with those 
technical assistance projects which may lead to or even require investment in 
the follow-up. The latter are already maintained to some extent on the 
mainframe. 

255. The ISIS system on which INPRIS is based is very powerful, but it was 
found that its full capabilities are not known to staff members and therefore 
not exploited. For example. IID staff members have to prepare regular reports 
on the progress of their projects. Numerical data for the report is 
calculated without making use of INPRI S. even though the s··-;tem could. if 
properly set up. provide the statistical analyses required. Training for all 
users of INPRIS is essential so that they might fully appreciate the system's 
capabilities and use it to its potential. Prior to such training. the varied 
and sometimes differing inf orwation needs have to be determined and programmed 
into the system to allow it to meet all rP1uests. 
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256. Since it is proposed that the INPRIS system will be used by staff 
members at both Headquarters and the IPSs. the mainframe should be readilv 
accessible from outside UNIDO Headquarters. Its capacity to be accessed by 
12 persons at a time needs to be realized. INPRIS on the mainframe •orks in 
page mode: therefore. the technical requirements for an access from outside 
are more costly than they would be •ith line mode. Nevertheless. the DATEX-P 
type communication links ir. page mode should be installed at the IPSs so that 
they can use INPRIS from their offices for their promotion activities. This 
access should be user-friendly. The log-in time should be as fast as it is 
with commercial databases. As a reference: access to commercial databases 
is possibl~ within 30 seconds. In addition. just one password should be 
necessary to get into the mainframe and then straight to the INPRIS system. 
A central system would. inter al ia. require standard investment project 
management and information systems at all IPSs and at Headquarters. 

257. An electronic mail system could be of interest for communications 
between Headquarters and the IPSs, and among the IPSs. Some staff members of 
IID and IPSs were of the opinion that at present an electronic mail system is 
of secondary priority since the time saved is really not that critical. So 
this remains a long-term option. 

In summary: 

INPRIS should become the central repository of investment project 
Manag~ment Information System (MIS) and the information contained 
in the Investment Projects files should be expanded and kept up
to-date as a first order of priority. 

The Foreign Partners file can be retained but needs to be 
updated. 

The Financial Facilities and Institutions file is no longer 
required except for internal IID use. 

A Local Sponsors file should be bujlt up with information about 
companies in developing countries. This information could 
eventually be offered to commercial database producers. 

The joint venture file of the INTIB System should be integrated 
into INPRIS. 

For further information needs, which cannot be satisfied from 
internal sources. there should be the possibility to make 
searches in on-line databases. 

All staff members should be trained in the full capabilities of 
the INPRIS system so that it can be properly and fully used to 
increase staff productivity. 

Statistical information required for performance reporting should 
be ascertained (i.e. to monitor project promotion performance, 
prepare monthly reports, etc.) and the ISIS software should be 
fully exploited facilitate the preparation of these reports 
(develop display formats, etc.). 
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For each type of information required. there should be 
stanc!ardized question!'laires and other forms so that computer 
input work is facilitated. 

On-line access from outside should be more user-friendly. 
Computer access should not take longer than 30 seconds (as with 
commercial databases) and just one password should be necessary 
to get straight into the INPRIS System. 

Country risk. policies. incentives information/market information 
should be obtained as much as possible from commercial data files 
and I:C. For countries not covered. UNIDO should maintain such 
information and make it available commercially. Moreover. a file 
on local sponsors not covered by commercial databases shoulrt be 
developed and made available. 

To achieve all these changes. a professional staff member working 
full-time should be appointed who would be responsible for the 
devel~pment and maintenance of an improved INPRIS System. This 
information manager should be an expert in the capabilities of 
database systems and have in-depth knowledge of the work and 
information needs of IID, IPSs, focal points and investment 
programme end users. This staff member should be capable of 
fulfilling the following tasks: 

Preparing an analysis of the varying information needs of 
the different staff members at Headquarters and the IPSs; 
Programming this data into the ISIS software, including 
corresponding display formats for the above-mentioned 
figures, etc.; 
Designing user-friendly access from outside the House; 
Training staff members at Headquarters and the IPSs; 
Updating the various files as required; 
Analyzing and proposing files to be deleted and proposing 
new ones; 

An action which can be immediately pursued until the changes 
suggested above can be implemented is to introduce to INPRIS and 
all IPSs the file format used in Milan's DIPP database as a 
standard file format to exchange data between the !PS off ices and 
UNIDO Headquarters. DIPP runs on PCs and has been based on dBase 
ill+. DIPP files can, therefore, be used with a lot of software 
packages, like Lotus 1-2-3, for further processing. Using DIPP 
file formats would give users the freedom to use the DIPP 
application or to develop their own application within dBase Ill+ 
or dBase IV, in order to view and use the information contained. 
The updating of this ir.i0rmation should take place in Vienna. 

As soon as the necessary adjustments of lNPRIS on the mainframe 
have taken place, the information could be transferred from the 
DIPP system on the central PC in Vienna where the data updating 
takes place, to INPRIS on the mainframe. 
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A1mt:X )_ 

L1NIDO pro~ramme evaluation mandates and acti\·ities 

In respo!1se to mandates gi\·en by the Policy Making Organs UNIDO. over 
the past three years. has made appreciable progress in preparing fot and 
undertaking evaluations of technical co-operation including refining and 
improving the relevant methodologies. 

Prior to 1988, not much attention had been focused on the e\·aluation of 
Headquarters programmes. Comparable work. done in the past. did not generally 
constitute a proper evaluation. since it did not address the questions of 
programme relevance. effectiveness and impact and, with a few exceptions. 
tended to concentrate on the achievj_ng of outputs, activities undertaken and 
financial statements. Furthermore. findings were not structured so as to 
ensure their application. 

In 1988 the Evaluation Staff of UNIDO commenced their evaluation of 
Headquarters programmes by undertakiPg an in-depth evaluation of the System 
of Consultations. The report of this evaluation was submitted to the Fifth 
Session of the Industrial Development Board (IDB) of UNIDO in July 1989 and 
received a positive response. Furthermore, the IDB concluded that the 
evaluation of Headquarters programmes was a useful management tool to monitor 
and steer the programmes and dLcided to institutionalize this activity. As 
a consequence, the IDB, in its Fifth Session, adopted decision 5/12 on 
evaluation of UNIDO's programmes and activities, which reads as follows: 

"The Industrial Development Board: 

(a) Recalled conclusion 1989/4, paragraph (j) of the Programme 
and Budget Committee, which agreed on the important role of systematic 
and long-term scheC. .. iled in-depth reviews of UNIDO Headquarters and 
field programmes as a source of feedback to the decision-making process 
of Lhe Organization. and recommended to the Board that it ensure that 
further action is taken to that effect during the 1990-1991 biennium; 

(b) Took note with appreciation of the report on the evaluation 
of the System of Consultations as a first in-depth programme evaluation 
to be carried out by the Evaluation Staff of the Off ice of the 
~irector-Genera!; 

(c) Requested the Director-General to undertake further 
in-depth evaluations of the important activities of the Organization, 
giving priority in particul~r to: 

Development of human resources; 
Economic co-operation among developing countries, 
inter alia, solidarity meetings; 
The industrial investment activities of UNIDO, namely 
( i) investment project identification and preparation 
and (ii) investment projects promotion including the 
Investment Promotion Services; 
Development and transfer of technology; 
Special trust fund projects. 
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(d) Requested the Director-General to report to the Board at 
its Sixth Session on the implementatic~ of the present decision." 

Decision 5/12 was subsequently endorsed by the Third General Conference 
of UNIDO. It was later complemented by decision 6/14 of the IDB at its Sixth 
Session. which reads as follows: 

"The Industrial Development Board: 

(a) Noted with interest the increasing role of systematic and 
long-term scheduled in-depth reviews of UNIDO Headquarters and field 
programmes in the decision-making process of the Organization; 

(b) Urged the Director-General to strengthen the resources 
available to ensure effective and systematic in-depth evaluations and 
their follow-up; 

(c) Requested the Director-General. 
completion of at' evaluation, to outline in 
actions which have been taken to implement the 

two years after the 
the annual report the 
recommendations made; 

(d) Recalled Board decision IDB.5/Dec.12, whereby the Director
General was requested tc undertake further in-depth evaluations in five 
priority activities of the Organization; 

(e) Urged the Director-General 
evaluations of the five activities of UNIDO 
decision according to the plans indicated 
document IDB.6/2; 

to undertake in-depth 
requested in the aforesaid 
in paragraphs 8 to 14 of 

(f) Requested the Director-General to continue to develop VNIDO 
methodology and practices in its evaluation activities and to report on 
that issue to the General Conference at its Fourth Session." 

Therefore, the choice of carrying out the in-depth "Prcgramme" 
Evaluation of UNIDO' s Industrial Investment Activities was in accordance with 
the plan indicated in paragraphs 8 to 14 of the document IDB.6/2 endorsed by 
the IDB at its Sixth Session (IDB.6/Dec.14, para. (e). 
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Programne elementg/ 

1. Preparation of feasibility studies 
fer industrial investment 

2. Identification and fonnulation of 
industrial project proposals for international 
co-operation in developing countries. 

3. Development and application of pranotion 
tools for international co-operation in 
developing countries. 

g/ As indicated in P&B docll!lent. 

An.W..l 

ODjectives. outputs and progralll!!e/subprogranne elements 

Subprogral!11!e 4; Pre-investment activities 
1984-1985 

Hedill!!-Term Plan 1984-1989 

Objective 
Assist developing countries, by the promotion of 
an increasing floN of investment resources and 
through the implementation of technical co-operation 
projects, to expand their industrial participation. 

Progranwne and Budget 1984-1985 
PrQw!ll!lU.l.ement and output/service 

I.I Preparation of sales publications on industrial 
feasibility studies for national and international 
financing organizations, gove111mental bodies, 
mangers and staff of national consulting firms. 

1.2 Preparation of r.omputer model 10r feasibility 
analysis and reporting (CC»IF~R), a computer 
prograrrme for project preparation and evaluation. 

2.1 600 industrial investment project proposals 
identified and fonnulated for subsequent promotion 
anK>ng potential partners in industrialized and 
selected developing countries. 

2.2 50 industrial investment project proposals for 
redeployment of industrial production facilities 
identified. 

3 .1 200 manufacturing profiles ("How to start 
manufacturing industries") prepared and earlier 
profiles revised and updated. 
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4. Procl\'.)tion of industrial investment projects 
in developing countries. 

5. UNIOO/World Bank ru-operative progranwne. 

3.2 List of 200 selected industrial investment 
projects published. 

3.3 Roster of resources enlarged to include 3,000 
to 4,000 enteri:>rises in industrial countries and 
selected developing countries prepared to 
participate in co-operation. 

3.4 series of industrial investment profiles 
describing investment conditions and other relPvant 
information. 

3.5* Computer data bank linking UHICO with world 
Bank the International Finance Corporation, the 
Centre for Industrial Development, and other 
bilateral and private sources of industrial 
investment projects; with accessibility to national 
investment agencies, development finance companies, 
etc. in developing countries. 

4 .1 6 investment promotion meetings prepared and 
organized. 

4.2 50 country presentation tours arranged for 12 
developing countries. 

5.1 5 joint projects implemented. 

5.2 8 industrial sector studies carried out, 
utilizing specialized knowledge of UHICO and the 
world Bank. 

5.3 Technical assistance projects financed by the 
World Bank and executed by ~NIDO. 
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6. Mobilization of financial resources for 
industrial investment projects in developing 

7. UNIOO Investment Pranotion Service~ 

8. Upgrading of capabilities of officials 
concerned with the financing of industrial 
development and with investment in developing 
COIDltries. 

6.1 Technical publication on directory of financial 
resources for industrial projects in developing 
countries - updated and expanded. 

7.1 Operation of and substantive support to about 
10 UNIOO investment promotion services whose output 
is expected to be the promotion of international 
co-operation of about 150 industrial projects and 
the training for various durations in investment 
promotion of about 50 officials from developing 
countries. 

8.1 250 officials from developing COIDltries attended 
three-month courses on industrial development 
financing and pre-investment subjects. 

8.2 20 officials from developing countries trained 
on-the-job in IPS's, including special sector 
training with· i~dustry in Japan and other countries. 
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~anme element 

1. Preparation and evaluation of feasibility 
st\Xlies for industrial investment. 

2. Upgrading national capabilities to conduct 
p~-investment st\Xlies. 

3. Computer applications to pre-investment 
st\Xlies 

4. Identification and fonnulation of 
industrial project proposals for international 
co-operation in developing countries. 

5. Development and application of proroc>tion 
tools for international co-operation among 
developing colDltries. 

Subprogranme 4; Pre-investment activities 
lY!!6-1987 

Hedi1J11-Tenn Plan 1984-~989 

Objective 
To secure investment for industrial development in 
developing countries by m~ans of technical co-operation 
progrcl11111E!s and the encouragement of prorootional 
measures. 

Progranme and Budget 1986-1987 
Progranme element and output/service 

1.1 5 inter-country projects, 5 interregional/global 
projects and 30 country projects cc~pleted and 30 
new projects initiated. 

2.1 3 inter-country projects and 15 country projects 
in 12 countries on-going, 10 of which will be 
completed and 20 new projects carmenced. 

3.1 25 projects in 15 countries completed and 40 
new projects initiated. 

3.2 Maintenance and expansion of COHFAR. 

4 .1 700 industrial investment project proposals for 
developing countries identified and fonnulated for 
prorootion among potential partners in industrialized 
and selected developing countries. 

4.2 250 industrial investment projects identified 
for redeployment of industrial production facilities. 

5.1 Series of technical publications. 
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6. Prccnotion of industrial investment projects 

7. UNIOO/World Bank co-operative progranr.e. 

8. Mobilization of financial resources for 
industrial investment projects in developing 
co1B1tries. 

9. UNI(X) Investment Prccnotion Services. 

b.l 6 investment promotion meetings prepared and 
organized. 

6.2 50 colUltry presentation tours for ten 
developing countries arranged. 

6.3 Advisory services on the creation of joint 
ventures provided. 

7.1 Series of technical publications jointly 
prepared. 

7.2 Identification and preparation of 20 technical 
assistance projects for financing from IBRD loans 
and IDA credits and executed by UNI(X), 

8.1 Technical publications. 

9.1 Operation of and support to UNI(X) Investment 
Promotion Services and strengthening of the network 
of institutions to carry out similar tasks in 
selected developing countries. 

9.2 200 industrial investment projects in 
developing countries promoted. 

9.3 50 officials from developing countries trained. 
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Progranme elenient 

l. Identification and fonnulation of 
industrial investment projec· proposals for 
international co-operation in developing 
countries. 

2. Promotion of industrill investment projects 
in developing countries 

3. Development and application of promotion 
tools for international co-operation aJ!K)ng 
developing countries. 

Subprogranrne 4; Pre-investment activities 
1988-1989 

Hedil.lll-Tenn Plan 1984-1989 

Objective 
r~ further industrial investment in developing 
countries through the promotion at the enterprise 
level between project sponsors in developinq countries 
and potential partners in industrialized and selected 
developing countries. 

Prograr.Jlle and Budget l 9BB- l 989 
Progran element ai. 1 output/service 

1.1 700 industrial ir.vestment project propo~als from 
developing countries identified and formulated for 
promotion among potential partners in industrialized 
and selected developing countries. 

1.2 260 opportunities in industrialized countries 
identifi~ for redeployment of industrial production 
facilities to developing countries. 

2.1 6 investment project promotion meetings prepared 
and organized. 

2.2 50 country presentation tours for 10 developing 
countries. 

2.3 5 investment project promotion meetings 
prepared and organized in Africa. 

3.1 Technical publications. 

3.2 Maintenance and expansion of the investment 
promotion intonnation system (INPRIS) and the 
project profile screening and pre-appraisal 
information system (PROPSPIN). 
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4. UNIOO Investment Promotion Services 

5. l!obilization of financing resources for 
industrial investment projects in developing 
co1mtries. 

6. ~rogranne fonnulation and management 

4.1 Support to and of network of UH![X) investment 
promotion services and strengthening of the network 
of institutions carrying our similar work in other 
countries. 

4.2 150 industrial investr.ient projects in 
developing countries concluded. 

4.3 Orientation in investment promotion of 50 
officials from developing countries. 

5.1 Development of progralll!les of co-operation with 
internatioual, regional and national development 
finance institutions. 

5.2 Technical publications: directory or 
developmGnt finance institutions (update). 

6.1 Development and formulation of policies and 
procedures, planning and directing, co-ordination 
and supervision of the overall work of division. 

6.2 Relationship with World Bank Development of 
industrial sectoral work focussing on selected 
subsectors etc. 

6.3 Co-ordinate UN![X)'s country policy and 
industrial sector work with WB. 

6.4 8 technical assistance projects for bank 
financing or financing on a cost-sharing basis 
between UNIDO/UNDP and the WB for UNIDO execution. 
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UNIDO 
UNITED NATIONS INDUSI'RIAL DEVELOPMENT ORGANIZATION 

INDUSTRIAL INVESTMENT DIVISION 

Country: *Project number: 

*!SIC: Submission date: 
~~~~~~~~~ 

Project title: 

Project description 

Part A - Information on the project 

1. Technical asnects 

1.1 Is this project a new enterprise or expansion/modernization of 
an existing one? 

1. 2 Product( s} to be manuf'actured: 

* To be filled in by UNIDO 
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1.3 For which market? (Export, local., etc.): 

1.4 Plant capacity and manufacturing process: 

1.5 Availability of' manpower, raw materials and utilities (power, water, 
etc.):" 

1.6 Plant location and availability of infra.structural facilities: 
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2. Financial aspects 

2.1 Total project cost, broken do'WD into land, const:niction, ·izlstalled 
equipment and working capital, indicating foreign exchange component: 

Fixed investment: 

Land 

Buildings 

Machinery and equipment 

Working ce!pital 

Pre-operatio?lc).l expenses 

Interest during construction 

Provision for contingencies 

Total 

l.oca.l 
currency 

component 
(ill USS} 

Foreign 
currency 
component 
{in USS) 

Total 
(in USS) 

2.2 Proposed financial structure, indicating expected sources and terms of 
equity and loans: 

Equity 

Long-term loans 

Medium-term loans 

Short-term loans 

Total 

Local 
sources 
(in USS) 

Foreign 
sources 
(in USS) 

Total 
(in uaj_ 
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2.3 Information on profitability and return on investment: 

3. Foreign contribution desired 

Indicate whichever is needed among the followil:lg: 

- Equit,- participation 

- Loans 

- Licenc~ and know-how 

- Access to foreign marke-:s 

- Other 

4. Project study available: 

[] Pre-feasibility 

[] Feasibility 

[] Other 

0 lfone 

5. Currency exchange rate used: 

Date: 

Bate: USS 1 s 
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Part B - Information on sponsor(s) 

Do you wish to have this information kept confidential? 0 Yes 0 No 

1 • Name of company: 

Address: 

Telephone and telex numbers: 

Contact person: 

2. Business experience (present line of business): 

3. Annual turnover (gross sales) (in USS): 

4. Present ·-ownership: 

5. Share capital (nominal): 

6. Bank connections: 

7. Affiliated companies: 

8. Year of establishment: 

9. Number of employees: 



• UNIOO 
Industrial Investment Division 

Country: 

Project title: 

Project summ1ry 

Product: 

Pl1nned c:apacity/ouqiut: 

Location: 

M1rlcet: Domestic __ % 

Export --" 

This is 0 a new project 
O the expansion/modernization 

of an existing project 

We N¥e 0 a feasibility study dated-----
0 1 detailed project description 
0 other studies: 

Brief description of the project 
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·1s1c: 

Total project cost 
(in SUS million equivalent) 

Land Ind 
buildings: 

Machinery 
and equipment: 

Workir.g capital: 

Other: 

Total: -
Foreign 
exchange 
portion: 

Ownership structure: 

___ % local private 

___ " local State 

___ "foreign 

There is a local partner: 

Public sector 0 
Private sector 0 
Not yet identified 0 

Responsible Officer: 

·ro M fill«/ in by UN/DO. 

PROJECT SUMMARY 

01te of submission: 

fOl'eign 
co-operation sought 

Cash investment 0 

Equity 0 

Loans 0 

Joint venture 0 

Subcontracting 0 

Licensing 0 

Sale of technology 0 

Turnkey project 0 

Equipment supply 0 

Mar1tet ICCesS 0 

Expertise 

Management 0 

Technical 0 

Training 0 

M1rketing 0 
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UN IT ED NATIONS INDUSTRIAL DEVELOPMENT ORGANIZATION 

INDUSTRIAL IllVEStMEMT DIVISION 

INDUSTRIAL INVESTMENT PROFILE 

Country: ~Project No.: 

*ISIC: Date of Submission 

Project Title: 

One of the principal tasks of UNIDO's Industrial Investment Division 
is the ident~f ication and subsequent promotion of industrial projects to be 
located in developing countries. 

The purpose of this form is to present sufficient information on a 
proposed project to enahle a potential partner to decide whether it is of 
interest to him or not. It is important, therefore, that the form be completed 
in as much detail as possible. 

If insufficient space has been provided for certain answers, or if a 
particular aspect of relevance to r.he project is not covered by the fon:i, 
please attach additional sheets. On the other hand, if you do not have 
sufficien: information to answer a question, try to estimate to the best of 
your knowledge (and indicate this) or leave the question blank and proceed 
to th~ next one. 

Please indicate which part of the information, if any, you wish to 
have treated confidentially. 

Any correspondence concerning the p~oposed project (and any other 
matter connected with industrial investments in developing countries) 
should be addressed to: 

The Director 
Industrial Investment Division 
United Nations Industrial Development Organization (UNlDO) 
P.O. Box 300 
A-1400 Vienna 
Austria, Europe 

Telephone: (0222) 2631 4811/12 
Telex: 135612 

*To be filled in by UNIDO. 
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l. PROJECT DESCRIPI'ION 

1.1 Is this a nev project or an expansion/moJernization 
of an exis~ing project? 

O i'fev 

O Expansion/modernization 

Who initiated the project and vben? 

1.2 Vhat are the products to be aa&Dutactured! Describe size, quality, and 
other important specifications of each product to be produced. 

1.3 Vhich background infonna.tion is available on the 
project (e.g. pre-feasibility study)? Please 
list and give dates vhen they vere carried 
out and by vhom., including studies under 
preparation, or necessary updating: 

2. PLANT CAPACITY 

D 
D 

0 
0 
D 
0 

f.one 

(Pre-)feasibi1ity 

Detailed project 
description 

Technical study 

Market study 

Other 

2.1 Specify plant capacity, i.e. vhat is the "rated" capacity (maximum production) 
or the plant? 

2.2 On vbat basis has the proposed plant capacity been 
estimated? 

O Projected sales 

study 

(] Minimum economic size 

0 Other (specify) 

2.3 Descr~be the annual production programme for each finished product 
(main product(s), by-product(s)) to be manufact11red. 

Production Quantity 

Product Unit Per hour Per shift Shift/day Working days/year 

i 

Quantity 
per year 

2.4 If this is an erpansion/modernization project, give details oa present production, 
bottlenecks, reason for modernization, expansion, etc. 



3. RAW MATERIA.L.5 AND INTERMEDIAT:: ?RODUCI'S - 78 -

3.1 Indicate in the table belov the quantities per year and the sources 
of major rav materials and intermediate products vhich vill be used. 
For imported materials indicate usual sources and specify import duties or 
other restrictions vhere applicable, and c.i.f. prices (in US$ equivalent). 

s 0 U R C E 

1 2 
3 4 5 6 Rav materials/ Qwuitity 

e1'11lediate products (per year) Indigenous Intermediate prods. Country trcm Price 
(local) manut'actured vhich imported per unit 

rav materials locally 

I 

Note: For imported items fill in columns 1, 2, 5 and 6 only. Relate quantities to 
figures given in para. 2 (previous page)~ 

3.2 Hov large are the proven and exploitable reserves of the indigenous rav materials? 

3.3 Describe ~be problems or restrictions, if any, you foresee in exploiting 
indigenous resources in the future. 

3.4 What are the existing or planned capacities for local production of 
rav materials and intermediate products? 
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4.1 Indicate in the folloving table vhat utilities vill be required. 

Unit price 

Type 
Quantity delivered at factory 

(per year) 
Local currency US$ equi va.lent 

Fuel, oil, etc. 

Coal 

Gas 

Electricity 

'Water 

Other 
I 

4.2 Is sufficient electricity already available 
at the proposed site to operate plant at 
fUll capacity? 

If not, is additional supply planned for 
the future! 

4.3 Is there information available on electricity 
supply failures and interruptions? 

4.4 Is vater available in sufficient quantity 
at the proposed site? 

4.5 Is the supply of vater constant or are 
there seasonal fluctuations? 

4.6 Is the qu&lity of the vater at the proposed site 
satisfactory or are treatment facilities such as 
seavater desalination required? 

4.7 Inu.icate vhat additional investment, if any, vill 
be necessary in respect of the folloving items: 

Electricity generators 

Transmission lines 

Sub-stations 

Water vells 

Water pipes 

Other {specify) 

O Yes O No 

O Yes D No 

D Yes 0 No 

O Yes LJ No 

US$ 



5. LOCATION A.~D SITE 
- 1:10 -

The folloviog questions may only be ansvered if the site has alreaciy 
been selected or proposed: 

5.1 Vhere is the factory to be built or expanded? 

5.2 Why vas this location selected? 

O Clos~ to rav materials 0 Close to markets 

D Convenient tor transportation 

D Other {specify) 

[::::J Close to existing facilities 

5.3 Is there a Free Trade Zone or an Industria.l 
Estate in vhich the factory could be built? 0 Yes n No 

~ 

5.4 Hov much land vill be required? 

Hov high is its estimated unit cost? 

Is land readily available? 

----- square meters 

US$ ----- per square meter 

It not, indicate hov you propose obtaining land: 

5.5 · Are adequ~te transportation facilities 
(road. rail. port) available at the 
proposed site? 

5.6 Are post an~ telecommunication facilities 
available? 

Are there housing facilities near the proposed 

O Yes 

O Yes 

D Yes 

5.7 
site vhich could accommodate vorkers? O Yes 

If no+.. are there plans to erect housing facilities? 0 Yes 

5.8 Whllt environmental impacts are expected 
to result from the project? 

Do relevant environmental protection regulations 
exist? 

Are existing waste disposal (ernuent treatment) 
facilities adequa~e? 

5.9 Vbat additional investments may be requind. 
to overcome deficiencies in: 

Transportation 
Communication 
Housing 
Vaste disposal 
Environmental 
protection 

Other ( :;peci ry) 

D Yes 

0 Yes 

US$ 

0 No 

O No 

0 No 

0 No 

0 No 

O No 

O Ro 
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6. MANAG™ENT AND LABOUR 

6.1 List estimated local and foreign personnel requirements and average annual 
wages. inclusive or all allovances and benefits. required vhen the proposed 
plant is operating at full capacity (in the case of expansion/modernization. 
indicating present and projected figures). 

Local Foreign 
Administration and . 

production Annua.J. vage/ AnnUal vage/ 
Number person Numbe:r person 

(US$ equivalent) (us$ equivalent ) 

Management 

Clerical 

Technical supervision 

Skilled labour 

Unskilled labour 

Seasonal labour 

Other (e.g. marketing staff) 

Total 

6.2 What staff training vill be_ needed to ensure the effective operation including 
maintenance and repair of the project? 

No. of st arr Proposed duration requiring training 

Locally Abroad Locally Abroad 

Management 

Technical supervision 

Skilled labour 

Clerical 

Marketing 

6.3 What type of assistance vill be needed from foreign staff, and for hov 
long? Indicate also the level and number of staff needed to provide 
the assistance foreseen. 

Type of assistance 
Level of foreign Number Duration or 

personnel assistance 
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7 .l Estimate the current annual demand in 
your country for the product(s) 
envisaged by this project: 

At vbat rate is the local market 
expected to expand over the next 
rev years? 

7.2 Hovis this demand for each 
product being satisfied at present? 

7. 3 If im.~rted, vbat are the current 
c.i.r. landed ~osts per unit or 
product(s) for each of the products? 
Vhat are the duty tariffs, taxes and 
other costs? 

7.4 If locally 'Droduced, vhat are the 
current selling prices per unit 
of product( s )! 

7.5 \lb.at measures vill be taken to 
capture (a share of) the local 
market? 

7.6 wt.at percentage of your production 
is intended for sale on the local 
market? 

7.7 Is there a sales organization existing 
or is it necessary to build one up 
(size, qualifications)? 

___ % per year 

% by local production 

___ % by importation 

D 

D 

D 

D 
0 

Requesting Covermnent 
protection t'rcm imports 

Offering lover 
sa1es prices 

Manufacturing better 
quality products 

Offering better servicing 

Other (specify) 
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S. EXPORT MARKET 

8.1 

8.2 

8.3 

Does your country already export the 
product(s) to be manufactured by the 
proposed plant! 

Ir yes, to which countries? 

Is your product{s) subject to any 
special importation quotas in your 
export markets? 

If yes, specify. 

Will your product(s) benefit from 
trade agreements betveP.n your 
country and proposed export ::narkets? 

!f yes, hov? 

8.4 What is the proposed r.o.b. selling p~ice 
per unit for )Our product(s) on the 
export market? 
(This information vill be kept confidential.) 

8.5 What percentage of your production is 
intended for exportation? 

8.6 Is there additional. staff (number, 
qualification) needed for export 
marketing? 

O Yes O No 

O Yes Q No 

O Yes O No 

US$ ----

II 

---" 



- 84 -

9. PRO..JECT !MP!..D!ENTA'.l.'ION (FACTORY ESTABLISHMENT) 

9.1 Do you consider the technology envisaged 
appropriate for your project (labour or 
capital intensive, etc.}? 

If not, have alt~::"tl&tive technologies 
been investigated? Please specif)'. 

9.2 What licences or technical k:nov-bov vill 
be required for the project? 

9.3 Are plant and machine operators and 
erection (i.e. construction) 
personnel avLilable locally? 

If not, hov do you expect to hire them? 

9.4 What is the estimated ti.me schedule required 
for the folloving activities? 

Completion of additional. studies 

Supply -:>f machh.~ry 

Planning, engineering, and erection of plant 

Completion of arrangements tor supply of 
rav materials 

Completion of arrangements for marketi~ 
of finished products 

Start-up and initial operations 

Approximately bov much ti.me do you estimate 
vill elapse from the ti.me the investment 
decision is taken to the start-up or the plant? 

O Yes 0 No 

O Yes O No 

D Yes O No 

Months 
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lC. INVESTMENT COST AND FINANCING 

10.l Estimate of investment costs (as of ): -----------

Land 

Site preparation 

Design and engineering 

Buildings and civil works 

Auxiliary and service facilities 

e.g. Utili1"ies 

Infrastructure 

Plant machinery and equipnent 

Pre-production capital expenditure~ -
SUB-TOTAL 

Contingencies 

TOTAL FIXED IlfVFS'D4EN'l' 

Working capital 

TOTAL INITIAL IRV'Ei'l'MENT 

10.2 Proposed sources or finance: 

Equity 

Long term loans 

e.g. Suppliers' credits 

Official leans or credits 

(Source: 

Other lspecit'y} 

Short and medium term loans 

TOTAL FINANCING 

10.3 What ovner~hip (participation is equity) 
is fore~een for the project! 

(DATE) 

Local Foreign Total 
Currency Currency 

(expressed in US$) 

i 
I 

! 

I 

I 
Local 

I 
Foreign I Total 

currency currency 

(expres~ed in US$) 

)- -- ------- ~--·---- ----

% local (private) ---
% local (state) ---

___ % foreign 

I 

-

i 
I 

i 
I 

-

I 
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ll. NATIONAL ECONCMIC AND SCCIAL BENEFITS 

11.l P.ov does this project fit into the Government's 
national economic development plan? 

ll.2 \lbat other projects, either operational or 
planned, have important technical or 
commercial backward, dovnstream, or 
horizontal linkages (connections) vitb the 
proposed project? 

11.3 Describe the direct and indirect social 
benefits vhich are expected to result 
from the proposed project. 

12. FOREIGN CO-OPERATION SOUGHT 

Cash investment 

Equity ..••••••••...•.•••••••••••••••••••••••••••••.•. 

Loans •••••••••••..•...•.••••••••••••••••••••••••••.•• 

Joint venture ••••••.•••.•••••••.•.••.•••••••••.•••..•••• 

Sub-contracting ••••••••.•••••••••••••••....••••••••••••• 

Licencing ••••••••••.••.••..••••••••••••.•....••.••.•...• 

Sale or technology ••.•..•••••••••.•••••••••••••••...•••• 

Turnkey proJ ect •••••••..•••••.••••••••.••••••••••••••••. 

Equi p:nent supply .•••••.••••••••••••..••••.•.•••••••••.•• 

Market access ........................................... 
Expertise 

u 
0 
0 
n 
0 
r1 
0 
11 
0 

- Management • • • • • • . • • . • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • n 
TechDical •••••••••••••••••• • • • •• • • • • • • • • • • • • • • • • • • • • • rl 
Training • • • . . . . . . • • • . • • • • • • • • • • • • • • • • • • • • • • • • • . • • • • • • n 

- Marketing • • . • • • • . • . . . . • • • • • . • • • • • • • • • • • • • • • • • • • • • • • • • n -
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INFORMATION ON SPONSOR(S) 

Do you vish to have this information kept confidential? O Yes D No 

1. Rame of company: 

Address: 

Telephone and telex numbers: 

Contact person: 

2. Business experience (present line of business): 

3. Annual turnover {gross sales) (in US$): 

4. Present ovnership: 

5. Share capital (.nominal): 

6. Bank connections: 

1. Affiliated companies: 

8. Year of establishment: 

9. Number of employees: 
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Annex 4 

QuestioJUlaire on project local sponsor 

1. Name of the company (person) 

2. Type and fields of pri1ae1ry and secondary activities (manufacturing, 
trading, service, others) 

3. Address, telephone, telex, fax 

4. Established in year 

S. Legal fora of the company (liaited liability, joint stock, partnership, 
other) 

6. 

7. 

8. 

9. 

Kain partners 

Ownership (public, private, co-operative, 

Nuaber of stdf f and employees 

Number of 
people 

Wage/Salary 
per person 
(monthly) 

Hours per 
shift 

Production 

De!'cription 

Price 
-domestic 
-export 

Annual quantity 
produced 

% of capacity 
utilized 

Dir~ct Technical 

Product 1 

other) 

Administrative 

Product 2 

If production capacity is not fully utilized, give reasons. 

Total 

Product 3 
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10 _ Annual consuaption of rav materials 

Domestic Imported 

Quantity 

Annual cost 

Are the ra,.· materials availabl:: throughout the year or seasonall v? 

11. Domestic market 

11.1. 
11.2. 

Sales level in the last 3 years 
Main competitors and their share in the 111.h·icet 

12. Export market 

12 .1. 
12.2. 
12.3. 

Value of export in the last 3 years (in fob prices in US$) 
Share of export in total sales revenues in the last 3 years 
Main export markets (countries, regions) 

If no products are exported, give reasons and assess export development 
possibilities in the next 3 years. 

13. Short description of production process 

14. Existing production facilities 

Area (in sq .m.) 

Land 

Area covered 

Other facilities and utilities 

Sources of energy 
Is energy continuously available? 
Water supply 
Transport connections 
Sewage system 
Waste treatment 
Others 

15. Impact of production on natural environment 

16. Machinery and equipment 

Item 
Origin 

(local or 
imported) 

New or 
second 
hand 

Made 
in year 

lnstalled 
in year 

Annual 
production 
capacity 

Value 

Value 
in US 

dollars 

Total 
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17. When did the coapany carry on the last inve~tmenL? 

Year 
Cost 
Details 

18. Any investllent under implementation or plaIUled within the next 3 years 
(other than project under con.~ideration)? 

19. Sales policy 

Direct s.<1les (how many buying enterprises?) 
Wholesale (how many wholesalers?) 
Exclusive distributors (how many?) 
Others 

20. How is the after-sale service organized? 

21. What terms of credit does the coapany offer to its customers? 

22. Any short- or lledina-tera agreements signed (co-operation, license, 
others) 

23. Investment in other companies 

Form 
Value in US dollars 

24. Are any of company's assets aortgaged? If yes, specify. 

25. Professional background of top management 

26. Naae and address of the bank, where the company has an account 

Please enclose: 

l. Company profile, if available. 
pages. 

If not. describe the company on 2·3 

2. Profit & Loss Account for the last 3 years. 

3. Balance Sheet for the last 3 years 

4. Annual Report of the last years 

5. Copy of Registration Certificate or Certificate of Incorporation, if 
the ~ompany is newly established 

6. Photos ot company's site 

7. Any other informetion or materials that you consider relevant. 
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Annex 5 

Comparison between CQ~FAR and PROPSPIN 

Inputs and calculation mode 

Comparison of input data required by COMFAR and PROPSPIN on inv~stment. 
its financial structure. production costs and quantities. working capi_a . 
sales. prices and income tax reveals that they are almost identical. Time 
needed to input all data and get the results of calculations on the same 
project is also very similar. 

Both programmes can be used for the \'ery first appraisal of investment 
projects and very simple calculations. when only a limited qualifiable 
information is available (in the extreme case. this informat~on can be limited 
to a few basic numbers: total initial investment, sources of its financing. 
total annual production costs and sales revenues. minimum days of coverage for 
the estimation of working capital required). 

There are certain differences in input t~bles of COMFAR and PROPSPIN. 
Those, which may have some impact on the completeness and clearness of 
financial analysis, are listed below: 

(i) 

(ii) 

(iii) 

(iv) 

(v) 

(vi) 

In PROPSPIN all entries are made in one currency. ne"·ertheless. 
certain other input data al low to disaggregate them int::> 
foreign and local component (percentage share of foreign 
investment in total cost, cif prices for material inputs. 
export share in total sales. etc.). 

The structure of the initial investment table in PROPSPIN 
allows for a more detailed and better diversification c·f 
investment costs; an important item among them are 
contingencies, which are not explicitly mentioned in COMFAR and 
unexperienced financial analysts tend to forget about them. 

PROPSPIN offers one type of depreciation (straight line) and 
··me type of debt repayment (constant principal); in COMFAR 
three types of both depreciation and repayment can be entered. 

In PROPSPIN one disbursement of each loar1 is possible. in 
COMFAR the disbursements can be determined separately for ~ach 
year of construction and operation period. 

In PROPSPIN investment during production is limited to 
replacement, automatically made by the programme when the 
depreciation period is over: in COMFAR the user can specify the 
period and the amount investment during operations himself. 

PROPSPIN assume.3 that raw materials. utilities and direct 
labour are hundred per cent variable costs and all the others 
are hundred per cent fixed; in COMFAR tht user specifies the 
degree of variability of each separate item of production 
costs. 
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The methodology of both COMFAR and PROPSPIS is based on the L~IDO 

Manual. Yet. there are certair. differences in outputs produced by both 
programmes. These differences result from the following slightly different 
assumptions underlying COMFAR and PROPSPIN: 

( i) The operating period is different in both programmes: in COMFAR 
it is always l c, yea::-s. in PROPSPIS it is 15 years minus the 
construction period. therefore, the operating period is always 
shorter in PROPSPIN and it is one of the reasons that PROPSPIN 
produces lower pr0fitabiljty measures based on discounted cash 
flows. 

(ii) 

(iii) 

COMFAR assumes that loan disbursements are made in the middle 
of the period and PROPSPIN - at the beginning; these different 
assumptions cause different financial costs (interest payments) 
in the same year of operaL1ons. hence different tota~ 

production costs. 

Depreciation charges 

Depreciation on the initial invest~ent in PROPSPIN is lower 
than in COMFAR, because of the different assumptions 
concerning items, which are included ia the pre-production 
capital expenditures: in COMFAR interest charged on loans 
during the construction period, as well as the experses on 
marketing, training, trial runs, etc. are included in the 
pre-production capital expenditures and depreciated. while 
in PROPSPIN tr.ese two groups are treated as 0perating 
expenses made during the construction period (COMFAR 
approach reflects the methodology presented in the Manual 
and international standards of financial analysis). 

Depreciation charges on investment made during operations 
are calculated in different ways: in COMFAR depreciation 
is charged starting from the year following the i11vestment. 
in PROPSPIN stPrting from the same year that the 
investment is made; these differ~nces result again in 
different total production costs. 

Working capital required, although assessed on the same 
basic methodology. is •Efferent in both programmes (the 
total amount of working capital is higher in PROPSPIN) 
because of the different basis on which certain items of 
working capital <accounts receivable and payable, cash in 
hand) are calculated: this is the second basic reason 
causing the internal rate of return being lower in PROPSPIN 
than in COMFAR. 

Initial working capital specified as input in PROPSPIN does 
not appear later on as a part of the total initial 
investment and hence - cash outflow in a cash flow table, 
giving a lowered figure in terms of finance required to 
cover the investment outlays; this assumption should be 
changed in the next version of PROPSPIN. 



Different assumptions of both programmes. although not H:r\· siE,nificant. 
generate different results in terms of basic m.::asures 0f the project's 
financi;:;! profitabilit\·. The le\·el of the interral rate of return on the same 
project calculat.:d b\· the t•o programmes can \·an· bv a fe• percentage points. 
The range of the difference depends upon the si::e of the project. duration of 
conrtruction period. share of loans in project financing and loans conditions. 
amount of the initial •orking capital and its subsequent increase during the 
operating period and the si::e and structure of im·estment made during 
production. Therefore. the results of CO~F.:\R and PROPSPI~ are not direct!' 
comparable. 

Presentation of the re~ults 

In terms of the in-depth 1inancial ar.alYsis <.:O~ffAR bi\"es a bHter and 
more comprehensi\·e information for the actual ~m·estment decision. One of the 
crucial differences bet•een the tl.'o programmes is in the presentation of cash 
flo• tables. PROPSPI~ presents all the inflo•s and outflo•s of cash c~lY in 
one currency. 1o;hereas in CO~F.:\R all the infloi.;s. outflo10s and cash balar1ce for 
each ~·ear of construction and op1..:ration are disaggregated into those occurring 
in foreign and in local currency. This separate presentation is c•f \·ital 
importance for project£ 1.'hich generally produce a cash surplus (•hen total 
inflol.'s and outfloi..-s in both local and foreign currenc~· are taken as an 
aggregate). but are not liquid in terms of foreign currency. This is the case 
of projects i..-hich are in some part financed by foreign loans during the 
construction period and do not vield export revenues during operations. 

COMfAR and PROPSPI~ shoi..- the results of financial calculations in tables 
and schedules. The 1 is ts of output tables of both progr.:imrnes are presented 
below: 

COKFAR PROPS PIN 

1. Summarv 1. Summarv 

2. Total initial investment 2. Depreciation 

3. Investment during 3. Debt sen:i Cf:· 

p:oduction 

4. Total production costs 

5. Working capital 4. :..:orkinr, capital anal vs is 
rt·qui rements 

6. Source of financE:-

I. Cash flow ta bl·- ). Cash f 1 oi..· ta bl c: 

8. NE:-t income s t.1 t f'ffi(•fl t 6. Nf't i ncom<· st a temc·nt 

<) • Balanc(· snc:.·t I . Ba 1 anc<· s tw f· t 

8. Ratio analvsis 

ThP list revPals similaritv of ttw (·ss<·ntial cont(·nt of th(· 011tput of 
COMFAR and PROl'SPIN. Ir majoritv of CilS(·S. information which is not dir(·ctlv 
pn,sentPd (lik<· debt s£·rvic1· of clepn·ciation chargr·s not SC'parat1·lv lisff'd i11 
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COMFAR) in any of these programmes can be found in otner tables and schedules 
(source of finance or production costs). Financial ratios (rates of return. 
pay-back-period. debt/equity ratio) listed all on one page in PROPSPIN are 
also calculated by COMFAR. but the user has to know where to look for them. 
Therefor(. it could be recommended that certain modifications in the 
presentation are made in bo-c:h programm ... s: For COMFAR. it would be good if all 
basic ratios were listed tugether; for PROPSPIN, the presentation of the total 
investment and total product:ion costs in separate tables calculated by the 
programme would save the user time and effort of calculating them himself. 
Also one of the classic measures of project worth - net present value -
currently not provided by PROPSPIN would increase its usefulness. 

It ~hould also be mentioned here that the structure and terminology used 
by both programmes in the same financial schedules for the presentation of the 
same numbers is not always identical. The most essential differences are 
listed below: 

(i) Cash flow table 

COHFAR PROPSPIN 

A. Cash inflows A. Sources of cash 

1. equity 1. equity 

2. loans 2. loans 

3. sales revenues 3. operating profit 

4. changes in current 4. depreciation 
liabilities 

B. Cash outflows B. Uses of cash 

1. investment incl. 1. in•:estment incl. 
replacemfmt replacement -· 

2. changes in current 2. changes in working 
assets capital 

3. operating costs 

4. debt service 3. debt service 

5. income tax 4. income tax 

6. dividends 5. divideonds 

c. Surplus/deficit (A-B) C. Decrease/increase (A-B) 

D. Cumulated cash balance D. Cumulative net cash flow 

The last two lines in both tables have exactly the same fino.ncial 
meaning (and shou] d be the same numbers) but are called different} y. The 
bottom line in PROPSPIN has a misleading name, because "net cash tlow" in 
financial analysis is usually a total of net profit, interest and depreciation 
minus current investment expenses, not a simple difference between source and 
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use of cash. Net cash flows are used for the calculation of discounted 
measures of project profitability (internal rate of return and net present 
value). 

(ii) Net income statement 

COMFAR PROF SPIN 

1. sales revenues 1. sales revenues 
minus minus 

2. variable costs 2. direct costs 
= variable margin = gross margin on sales 
minus minus 

3. non-variable costs 3. indirect costs and 
(incl. depreciation) depreciation 
= operational aargin - operational profit 
minus minus 

4. cost of finance 4. interest 
- gross profit - profit before tax 
minus minus 

5. income tax 5. income tax 
= net profit - net profit 

All terms marked off in bold letters have exactly the same financial 
meaning (operational margin= operating profit, gross profit = profit before 
tax). Therefore, the application of different 1.:erminology can be confusing 
to the user. 

In PROPSPIN the net income state.nent covers both construction and 
production period of project life, whe..-eas by definition this financial 
document should include only the production period. 

One more input data which could affect the resuits presented in the net 
income statement is the period of tax holidays (in PROPSPIN it is called 
"income tax deferred"). In PROPSPIN, this period is the total of construction 
period and the actual tax holidays, but this assumption is not mentioned in 
the Manual. 

(iii) Balance sheet 

The inteLnal structure of assets and liabilities is different in both 
programmes. The une used in PROPSPIN provides more information and is closer 
to international standards and to tne structure of the balance sheet 
presented in the Manual. However, the item listed as "cash" under current 
assets is in fact the sum of cash-in-hand from the working capital table and 
cumulative cash balance (the bottom line of cash flow table). Therefore, it 
should not be called ''cash" and should not be listed as current asset. The 
explanation provided in the PROPSPIN Manual on this item is not adequate to 
the number actually calculated by the programme either. 
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A~~re~ate analysis of 
q4estionnaire;; on investment fora 

Annex 6 

This annex is comprised of the analysis 0f 51 questionnaires sele~Led from 
a total of some 100 filled in and returned by t-:·:-participants at investment fora 
organized by UNIDO, either independently or jointly with organizations such as 
EEC, CDI . ..... ,... .. ~-- - etc. In all ?03 questionnaires were circulated. Of the 100 
returned, some were disqualified as they were not properly completed. 

The information provided in the questionnaires was useful for the 
evaluation exercise. More revealing, however, as was discovered by all who 
participated in the conduct of evaluations, were the actual interviews and 
discussions with the ex-participants. In addition to the questions posed in the 
questionnaires, other very worthy questions asked during interviews included: 

What pre-forum preparations did the locai sponsor undertake? 

Was a project dossier prepared by the sponsor or was this activity 
left entirely to UNIDO and its collaborators? 

Is a development certificate/permit a pre-requisite for obtaining 
local inputs (financial, etc.)? 

What is the size of your project and has this proved to be a 
handicap in obtaining foreign inputs, e.g. from IFC and other DFis? 

Has any condition been imposed by foreign partners that has resulted 
in a delay and/or failure of the project? 

In view of the size of your project. do you believe that the forum 
made it possible for you to meet people that it would have otherwise 
been impossible for you to meet? 

What is the exact background of the promoters; are they qualified in 
the sectors that they are promoting? 

The review of fifty-one questionnaires resulted in their grouping per 
country as follows: Bangladesh (5); Cameroon (3); Indonesia (2); Kenya (18); 
Philippines (10); Poland (8); Senegal (3); Sierra Leone (l); Zaire (1). In view 
of the fact that the furms were not necessarily completed fully, the reader will 
not always see a correlation between the number of participants and the answers 
provided. 

Although well over half of the respondees expressed satisfaction with the 
preparatory activities, this may not be an accurate reflection of their feelings. 
A widespread c0mplaint is that the participants received little or no advance 
background information on the fora or on their potential partners, with the 
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result that many went to the for.:. ill-prepared. !.iithout knowing how far in 
ad\·ance preparations for fora begin. it could be surmised from the returns that 
not enough time was given to the exercise. Also. it would appear that the 
co-ordination arrangements 1o0ere not toally adeqi.;.-..':e. 

A major disappointment centered around the fact that the genuine investors 
were far outnumbered by equipment vendors and consul tan ts. Screening of foreign 
investors is widely called for. Also. some participating investors usually come 
from multinational organizations with little interest in small- or medium-scale 
projects. Hultinations have subsidiaries which might be better matched with 
entrepreneurs from developing countries. The list of potential investors should 
probably be examined so that fresh contacts can be made. A "Who's Who in 
Business" could be a goldmine in this respect. 

At the local level, whereas UN offices and government bodies generally 
operate through contacts, newspapers are a good means for announcing upcoming 
fora to the local business community and are sometimes used. 

Matchmaking on the part of the organizers under the present arrangements 
would seem to produce few results. It might be worthwhile if lists of potential 
partners were distributed well beforehand so that interested parties could make 
their own written introductions and other enquiries if need be prior to fora. 
Although the majority of respondees say that it is productive to negotiate a 
business deal with a partner you are meeting for the first tiize (Item 6). 
virtually all qualify this by stating that the fora are useful for "initial 
contact" only. Pre-matching, therefore, as sometimes carried 01..&t. seems 
necessary. 

Although f· ~m the 51 questionnaires being considered, 182 projects were 
repor~ed to have been discussed, with a few respondees stating "numerous", only 
54 on the outside had a chance of materializing if discussions cor.':inued beyond 
the meeting (22). Reading the for~s. one can get the impression that at least 
some local sponsors expect discussions will continue under the auspices of a UN 
or governmental body (7). Post-fora evaluations 1o0ere recommended by nine 
respondees. 

Formal presentations/speeches should be kept to a m1n1mum and a strict 
agenda adhered to. There were a few complaints of host countries dominating the 
proceedings. 

One gets the impression that many fora are just too large and ~t~J to 
missed/overlapping appointments in often noisy surroundings. The number of 
participants should be reduced to a number which allows Secretariat staff to 
better guide investors and sponsors to their appointed meetings in a calmer 
environment. 

The above is a brief summary of the most glaring and commonly reported fora 
weaknesses. Attached is a Quantitative Summary of the responses as well as a 
compilation of questionnaire results for each of the countries indicated above. 
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~ntitative Summary of 51 Questionnaires Reviewed 
on Investment Promotion Meetings Organized Worldwide 

1. Preparatory activities adequate? 

Yes: 32 In between: l No: 14 No comment: 4 

2. Reasons for negative assessment: 

Pre fora arra~gements: 
Poor organization, e.g. matchmaking activities and scheduli~g of 

appointm~nts often resulted in clashes (4) 
Publicizing projects and identifying panelists required (2) 
Invitations by telex only with no background information on forum 

or its participants, despite repeated efforts to receive both (2) 
Sponsors and investors should be briefed before forum in order to 

come better prepared (2) 
No feedback by foreign investors to projects' sponsors prior to 

forum (2) 
Participant did not want to pay registration fee (1) 
No market studies prepared beforehand. It seemed to be presumed 

that with enough investment and modern technology, a market 
would automatically open (1) 

Sponsors' capacities not considered (1) 

Relevant ministries not always involved in organization with the 
result that financing opportunities for projects often missed (1) 

Projects not discussed prior to forum (1) 

Project profiles lacked cetail and did not correspond to interest (1) 
Some project proposals had questionable figures (1) 

UNIDO should assist with clearing projects from a techno-economic 
angle (1) 

Observations during fora: 
No meeting of consultant group (1) 
Consultant groups only came for contacts with other consultant 

groups (1) 

No access to UNIDO staff to discuss projects due to time constraints (1) 

3. Hov did participant know about the meeting? 

UNIDO office (11); Government Body (9); Newspaper (8); IPS offices (5); 
Radio (2); Private Company (2); Telex (l); In the system {l); 
Hired for it (l); Courier (l); Approach by partner (1) 

4. Duration adequate? 

~-

Yes: 42 No: 7 

Reasons for assessment: 
Could be reduced derending on number of participants 
It could be reduced even further if better organized 

(2) 
(1) 

Lack of time for individual meetings (4) 
Duration of one week would be better (;J 

One day more would have been better (1) 
One-on-one conferences too short and should consist of two stages, 

the first to establish compatibility of the parties and the 
second for detailed discussions and finalization of agreement (1) 
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6_ Is it productive to negotiate a business deal vith l'. partner you are 
meeting for the first ti11e? 

Yes: 30 No: 19 

1. Were you informed about partners beforehand? 

Yes: 6 No: 31 Insufficiently: 10 

8. If not, what advance information vould you have liked? 
Comprehensive background information on participants, including 

current interests 

9. 

Advan~e material. such as it was, was misleading_ Presumed 
investors of ten turned out to be vendors 

Investors themselves came unprepared 
More advance information on forum 
Would likE opportunity to make contacts prior ~o a forum 

Fora rating: CE-Excellent; VG-Very Good, etc.) 
Organization: E (5); VG (9); G (17); 
In-session servicing: E (11); VG (10): G (15); 
Technical level of participants: E (2); VG (12): G (18); 
Advice ~rovided by Secretariat: E (3); VG (10): G (13): 
Quality of projects: E (1); VG ( 11); G (13): 
Other: Panel discussions: E ( ) ; VG ( ) ; G ( ) : 

Participation in sessions: E ( ) ; VG (1); G ( ) : 
Secretarial assistance: E ( ) ; VG ( ) ; G ( ) ; 
Hotel arrangements: E ( ) ; VG (1); G ( ) ; 
Reliability; confidence E ( ) ; VG (1); G ( ) : 
Contacts and follow-up E ( ) ; VG ( ) ; G ( ) : 

p (8); 
p (10); 
p ( 7}; 
p (6); 
p (9); 
p ( ) : 
p (1): 
p ( ) ; 
p ( ) ; 
p ( ) ; 
p (2); 

VP 
VP 
VP 
VP 
VP 
VP 
VP 
VP 
VP 
VP 
VP 

(36) 

(1) 
(1) 
(1) 
(1) 

(4) 
(2) 
(5) 
(4) 
(3) 
(1) 
( ) 

(1) 
( ) 
( ) 
( ) 

10. Reasons for assessment: 
Pre fora arrangements: 
Poor organization (3) 
More Secretariat support staff should have been arranged (3) 
Insufficient information prior to forum re agenda, participants (1) 
More time should be provided for individual meetings (1) 
Participant resented being told about registration fee two days 

before the forum (1) 

Observations during fore: 
Foreign (East European (2)) participants only interested in 

selling equipment (7) 
Matchmaking activities and appointment schedules often clashed (4) 
Individual meeting areas congested and noisy (2) 
Project profiles should have been more detai:ed (2) 
Session well organized but panel discussions wer<> not, d'1e to lack 

of material at the technical level (2) 
UNIDO's role unclear (1) 

Only host couutry made presentation; and little attention given 
to experiences with joint ventures (1) 

Participants were not focussed enough and were uncertain about 
what to expect or what might be achieved (1) 

Little outside inter~st in respondee's field, which is self-help 
construction for those unable to afford most durable materials (1) 

Local project sponsors had very little technical knowledge (1) 
Potential partners did not turn up (1) 
No real negotiations resulted (1) 
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Recommendations for im~rovement: 
Foreign participants should be more carefully screened (3) 
Advice on legal aspects of business arrangements required (1) 

Zambian delegation very satisfied with forum (1) 

11. Secretariat econOlli.c presentation: E (8); VG (17); G (7); p (3); VP (4) 
Background information on forum: E ( 10); VG (12): G ( 12); p (3); VP (1) 

12. Usefulness of fora in terms of 
Relevance/initiating negotiations: E (5): VG (12): G (13): p ( 8); VP (1) 
Relevance/sensitizing participants: E (8); VG ( 10): G (12): p (2): VP (1) 
Exchange of idP.as: E (9); VG (16): G (8); p ( ) : VP (1) 
Other: Excellent opportunity 

to meet new partners E ) ; VG (3); G ( ) ; p ( ) : VP ( ) 
New development 

opportunities E ) : VG ( ) ; G ) : p ) : VP (1) 
Often did not know whom 

one was speaking 
with so no real 
negotiations were 
attempted E \ ) : VG ) ; G ( ) ; p ) ; VP (1) 

Atmosphere not conducive 
to negotiations E ) ; VG ( ) ; G ( ) ; p ( ) ; VP ( 1) 

Results E ) ; VG ( ) ; G ( ) ; p ( ) ; VP (1) 

13. To vbat extent did forua reach objectives? 

Completely (5) 
Sufficiently (13) 

In between (1) 
Insufficiently (8) 

Substantially (16) 
Not at all (4) 

Overall usefulness: E (4); VG (7); G (17); P (2); VP (2) 

14. Reasons for assessment: 
Pre fora arrangements: 
Better organization and prior information on participants would have 

been beneficial (3) 
One participant expressed that in-depth guidance and direction is 

needed so that the purpose of a forum is fully understood (1) 
Forum included 500 sponsors and 40 investors, an unworkable ration (1) 
Insufficient publicity and background materials (1) 
Hore investors rather th~o vendors should be invited to participate (2) 
UNIDO should play a r~le in assisting/developing entrepreneurship 

in the country dS well as ensuring that estimates of cost for 
equipment are correct (1) 

Observations during fora: 

Matchmaking activities and appointment schedules often clashed 
Hore vendors than investors participating 
Foreign investors only interested in government or existing 

projects 
In general, service to entrP.preneurs not provided 
Speakers elaborated on irrelevant topics 
Forum brought together contacts already known; no new contacts 
Too much emphasis on construction in the formal sector 
No success in meeting partners for joint ventures 
Forum produced no concrete results; all very superficial 

(3) 
(j) 

(1) 

(1) 
(1) 
(1) 
(1) 

( 2) 
(1) 
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Positive results: 
New contacts 
Follow-up possibilities high 
Gol imprt.~ion that most participants pleased with for.llll and 

out~ome but reco;miended follow-up 

15. High points? 

(3) 
( 2) 

(1) 

Con~acts made (20) 
Panel discussions (5) 
Presentation on country needs and available resources (3) 
Individual meetings (3) 
urganizat ion ( 2) 

InfJrmation on UNIDO activities relating to industrial promotion (2) 
Beginning to understand expectations of European investors in 

Africa (1) 
General presentation very good (1) 

Seminar (1) 
Training session (1) 
Opportunity to speak with other IPS people (1) 
Efficiency of Secretariat personnel (1) 

16. Low points? 

Foreign participants were a disappointment and few in number (S) 
Meetings were not well organized or monitored at individual levels (S) 
Speeches boring. often superficial and not necessarily of interest 

to participants (4) 
Too many vendors and too few investors (4) 
Fcreign investors, such as there were, were interested in large-

scale projects (3) 
Panel discussions (3) 
Lack of thorough preparation and no mechanism for follow-up (3) 
Lack of information on foreign participants, some of whom merely 

left calling cards (2) 
Participants often disappeared before end (1) 

More representatives from other countries required; more financiers (1) 
Presence of consultants searching for clients (1) 

Too much looking for financing (1) 
Poorly structured plenary sessions (1) 

Information given on individual business meetings inadequate (1) 
No subsequent serious business discussi1.,.1s ( l) 
More projects should have been put forward (1) 
Lack of government assistance in general (1) 
Too much concentration on forum host country (1) 
UNIDO Forum not concrete (1) 

A panel of foreign investors should have been formed and a 
presentation given outlining their expectations, resources 
and experiences (1) 

Both companies chosLn to talk of their experiences were multinational 
firms to whom participants could not relate. More modest 
companies should be invited to make presentations (1) 

There should have been a formal end to the forum with a Draft Report 
prepared s1.U11Darizing topics covered and decisions made during 
forum, excluding individual negotiations (1) 
High cost of demonstration (1) 
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17. How .ar.y projects did you discuss? AND 
18. How IUIDY are likely to mate~ialize? 

None (2) None (1) One (4) One (3) One (1) 
None 2 or 3 (?) None None One 
Hay be 

One (1) Two (5) Two (2) Two (1) Two (1} 
Unknown None One Unknown Ten (?) 

Three (2) Three (1) Three (3) Three (1) Three (3) 
None Unkc,owr. One Two Three 

Four (1) Four (2) Four (2) Four (1) Five (1) 
None Two Three Four Unknown 

Five (1) Five (2) Six (1) Ten (1) Ten (1) 
Three Tvo Two None 3-S 

Eleven (2) Fourteen (1) Thirty (1) Numerous (2) 
Eleven One Unknown Unknown 

19. What other projects not aml01.UlCed are likely to 11aterialize? 

None (14) Few, if any (1) One (5) Two (3) Three (1) Eleven (1) 

20. What follow-up vould you like to see? 

Further exposure to financiers and cus:omers (10) 
Follow-up to discussions (10) 
Additional contact/meetings to finalize discussions (5) 
Follow-up by UNIDO to assess results (4) 
Assessment of results by UNIDO three or six to twelve months after 

forum (4) 
UNIDO project promotion and follow-up soJDetimes but not necessarily 

always using IPS network (3) 
UNIDO should provide assistance with final negotiations (3) 
Personal contacts with UNIDO offices (1) 
Periodic evaluation of projects (1) 
Participant would like to be kept up to date on economic policy 

developments, telecommunications, banking procedures (1) 
Greater use of trade commissions (1) 
Easing of governmental import regulations (1) 
More realistic estimates of market possibilities (1) 
Another forum with improved modalities (1) 
Follow-up fora in specialized fields (1) 
Continuation of negotiation process with contacts made (1) 
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A&&re&ate agalysis of 
guestionnaires on the Dele&ates Pro&ra!DJDe 

Annex 7 

This review covers 15 questionnaires ?repared by participants in the 
Delegates Programme. Delegates were assigned to Austria ( 2), France ( 1), 
Japan (9), Korea (1), Switzerland (1) and the United States (1). What 
fellows is a summary of the questionnaires prepared by the delegates to each 
participating country, with suggestions for consideratiot. by UNIDO on how the 
Programme might be improved. It should be clearly understood that the summary 
reflects answers given by the delegates in the questionnaire and does not 
always fully coincide with the views of the Evaluation Staff. 

General: 

1-2. Position prior to programme and after? 

Of the 15 respondees, only six were definitely engaged in investment 
promotion activities; three delegates were involved with "Planning", 
which could encompass any number of things; and the remaining six had 
no obvious connection with the field. For instance, one of these six 
was a legal appraiser of projects; two were probably chemists by 
training; another an electrical engineer or metallurgist; another a 
national expert for a UNIDO project; another a project analyst. 

Su&&estion: Delegates should come only from the ranks of staff 
of Investment Promotion Agencies. Many returned to their 
countries and were reassigned to another department and not 
necessarily one which involved expertise in investment promo
tion. This was particularly true in the cases of delegates who 
were absent for longer periods of time. 

Screer.ing of nominees/applicants for the programme is necessary 
so that, in future, all, not merely 40%, have the desired 
background. Interviews should be conducted prior to selection, 
in ac~ordance with UNIDO guidelines. 

3. Do you expect to continue in this line of work for the next tvo years? 

Thirteen of the 15 delegates expected to remain in their present line 
of work over the next two years; one was not certain and one did not 
respond to the question. This means, of course, that only six of the 
14 respondees expected to remain active in investment promotion work. 

4-5. Has there been a change in government/investllent policy regarding 
foreign investment since your return from the Delegates Programme? 

Nine delegates reported positivP. changes in governmant policy since 
their return; five reported none and one left the question unanswered. 
Positive changes included the easing of foreign investment restric
tions; decentralizing of authority for approving such investment; an 
easing of foreign exchange 1 imitations and requirements; general 
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simplification of procedures and the introduction of incenti\·es. the 
latter of which were not elaborated upon. 

6. Did you have a say in the selection of the IPS you vere assigned to? 

Six had a say in the country of appointment while eight did not. One 
delegate did not respond. 

Su&&estion: Lack of say of delegates ?Osed some problems in 
terms of cultural orientation. While giving a delegate his 
first choice of location cannot be allowed, as much as possible 
delegates should be assigned to those countries which have 
commercial and cooperation links with their home countries. 
Genuine fluency in a common language is of prime importance 
since imprecise use of the working language can lead to 
misunderstanding3. 

0.yl i ty of the pror;n e : 

7. 

8. 

Did the program11e meet your expectations? 

- More than expected: 3 
- As expected: 10 
- Less than expected: 1 

What percentage of your time was devoted to ... 

Actual Promotion General 
on-the-job of national Presentation 
trainin& projects of country 

90% 90% (1) 90% 
60% 60% (5) 607. 
50% (2) 50% (1) 50% ( 2) 
40% ( 3) 40% (4) 40% (3) 
35% (1) 35% 35% (1) 
30% (l) 30% (1) 30% (3) 
25% 25% (2) 25% (2) 
20% (2) 20% 20% (1) 
10% (4) 10% 10% ( 2) 

The above figures do not tally up to 15 as one delegate did not 
respond to this question and another ~illed in this item incompletely, 
with a portion of his time unaccounted for. 

Training needs will vary somewhat from country to country in accor
dance with customs so it is difficult to know what would be considered 
an ideal rationing of time; however, if one could presume that on 
average 75% of a delegate's tim~ should be apportioned to promoting 
his country and its projects since the two are inextricably linked, no 
more than 25% should be devoted to training. TherP. was no separate 
item for administration. 

Trainin&: 
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Of the 14 respondees to this question. onlv six reported that less 
than 25% of their time •as apportioned to training. Seven delegates 
estimated that 30% of their time and more •as alloted to training and 
of these. five. more than one-third of the 13 respondees. said 40% (3) 
and e\·en 50% (2) of their time •as g·ven over to training. In the 
cases of S1o·itzerland and the United States. only 10% of the delegates' 
time was give~ over to training. This percentage could be considered 
bv some to be too lo•. 

Promotion of National Projects and Countrv: 

Only eight delegates reported spendin& 757. or r.?ore of their time on 
actual promotion work. Most dramatically. on:y three of the nine 
delegates assigned to Japan spent the equi\·alent of 75% on promotion: 
a disproporticnately high amount of time was devoted to training due 
to the orientation of the programme in this country. 1 t is worth 
noting. however. that in the two instances where delegates did spend 
an appreciable amount of time at an IPS (one and two years respective
ly). training was reported as consuming only 107. of the delegates' 
ti r,e. 

Su&&estion. UNIDO could consider invol\·ing the embassy or 
consulate of the delegate's home country. in particular a Trade 
Attache. in an orientation programme. This programme 
could include business trends and accepted/expected practices. 

Having said that. a newly-arrived Trade A::tache would be as 
unfamiliar with customs as the delegate. Consequently. the !PS 
could be instructed to prepare an inf0rmation paper (or booklet) 
setting out in broad terms what a delegate should know about the 
country. its customs and, most specifically. the business 
community and its preferred practices. 

9. Did you conclude any negotiations or get any Letters of Intent signed 
during your assignment? 

Eleven out of the l'.:> respondees stated that negotiations lo'ere 
concluded or Letters of Intent signed. 

10. If 'Yes' to 9 above. please provide details on the project(s). 

Fifty-one projects were· listed and just about half of thPse (2'.:>) 
described some level of activity. activity being d(·fine<l as the 
signing of Letters of Intent or registration of companies. Six of 
these 2'.:> projects have apparently progressed further and have reached 
the implementation stage. The status of the other proposals cannot be 
determined :.om the questionnaires. 

Usefulness: 

11. Has the programm<· been beneficial for your professional work? 

- Considerably: 10 
- Somewhat: 3 
- Hard! y: l 

Not at all 
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12. What aspects of the investment promotion development cycle handled by 
the IPS have been most beneficial for vou considering the work you 
perform? 

- Secretarial support and facilities 
Investment e\·aluation and promotional activities 
Guidance in terms of business en\·ironment 

- Helpfulness of IPS staff 
- Reasonable financial support 
- Helpfulness of UNIDO headquarters staff 
- Provision for follow-up and backstopping facilities 
- Little gained professionally from UNIDO but enjoyed 

13. Was the duration of the assignment 

- Too long: 
- Adequate: 
- Too short: 

1 (two years) 
5 (one year) 
8 (six months or less) 

One participant did not respond to question. 

14. If too long or too short. please explain why. 

Vienna 

- Short perio~s suitable for introducing project proposals but 
not long enough to er.ter into serious discussions with potential 

8 
4 
2 
2 
2 
1 
1 
1 

partners. 6 
UNIDO and Bangladesh had ageed on an initial on-the-job 
training assignment of six months but UNIDO officials 
and the respondee agreed that thi~ period was too short; 
however. Bangladesh Government policy did not allow respondee 
to return. 1 

Two-year duration is too long particularly as UNIDO could not 
take decisions if problems arose with projects. As a result. 
a lot of time was simply wasted. 1 

- Time was required for the participant to become familiar with 
the Korean culture and this respondee recommended a two-year 
period with facilities for families provided. 1 

Su&&estion: A two-year duration is probably ideal but, should such 
a term become the norm. the organizers might want to consider having 
the delegate return to his home country for say months 11-13 to 
bring himself up to date on dny changes in policy or trends and, as 
importantly. perform personal follow-up to his overseas efforts and 
observe first-hand the results. 

l~. How do you assess the technical level of the programme? 

- Higher than expected: 2 
- As expected: 9 
- Less than expected: 2 

16. Any particular sugE,estions regarding the programme as a whole? 
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Would like training beforehand (as well as language 
training ( 1)). 

- Proposed a auration of two years ~or five (1)). 
- ~!DO should extend its promotional actixities within 

developing regions. not just a specific country. 
- First month should be devoted to training as at least 

one participant was not pro'\·ided with any . 
- Greater financial assistance to enable delegate to 

contact more companies throughout the entire host country 
and as a result accomplish more in terms of investment 
project promotion. 

- Proposed a duration of 18 months with months 13-15 being 
spent at the !PS office and months 1-12 and 16-18 in the 
home country. 

- Proposed a longer duration without specifying time span. 
- Portfolio of projects should be prepared by UNIDO/IPS 

before delegate's arrival. 
Participants should come from other than government staff. 

Effectiveness: 

17. To what extent did the programae achieve its immediate objective? 

- Completely: 3 
- Substantially: 3 
- Sufficiently: 5 
- Insufficiently: 1 
- Not at all: 

3 
2 

1 

1 

1 

1 
1 

1 
1 

18-19. Are you a!'plying the skills and techniques acquired during the 
pr .. grrume? 

Yes: 14 

20. Do you see the need for a follow-up programme? 

Yes: 15 

21. If 'Yes', please elaborate. 

Would like follow-up on projects under negotiation during 
delegate's term (3) and an opportunity to contact other 
IPSs.with a view to establishing a network between all 
UNIDO IPSs and potential delegates (2). 3 

In the form of an Investors' Forum in Jakart.i. 2 
For a country like France. which has li ttlE knowledge 
about the Philippines, continuing and more aggressive 
promotional activities on investment should be undertak-
en. 1 
IPS offices should strive for a higher profile and closer 
relations with private and governmental organizations. 1 
Would like additional on-the-job training at other IPSs. 1 
UNIDO assistance still required with respect to matchmak-
ing. 1 
An annual meeting of all programme alumni would be 
desirable to renew relationships and share information. 1 
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Programme should be extended to include new candidates. 1 
Shuttle programme should be included to \·isit the business 
community from time to time. 1 
:mportant to know whether efforts taken resulted in the 
desired benefits. 1 
Trained personnel may be better located for better 
utilization or for rendering additional services as and 
when required. 1 

Surrestions for improvement: 

22. Please give any additional co11111ents on perceived shortcomings of the 
arrangements and training details of the progra11111e as well as on 
effective ways for improving similar progra11111es. 

Sufficient financial support needed so that the delegate 
can visit more regions and increase contacts. 4 
UNIDO-IPS should continue to monitor contracts initiated 
by delegates. 3 
Delegates should come from permanently assigned staff as 
opposed to those subject to transfer. 1 
UNIDO should extend activities to include assisting 
developing countries with the export of their industrial 
output. 1 
!PS office should have more experts possessing greater 
familiar.;_ty with the Japanese business community. 1 
Logistics within !PS office could be improved. 1 
More preparation time to gather appropriate investment 
portfolio. 1 
Delegates should be sent to UNIDO for de-briefing and then 
on a tour of other offices withir. !PS network. 1 
Time period should be two years. 1 
Programme should be limited to three months per dele-
gate. 1 
Establishment of a communication network among IPS 
delegates in order to continue work. 1 
Facilities for families should be provided. 1 
Diplomatic status should be given to delegdtes for 
convenience while travelling. 1 
Only permanently posted officials from investment promotion 
departments should be chosen for participation in the 
programme. l 
UNIDO should include marketing assistance as well as 
investment promotion in their training programme. 
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Organizational units involved in industrial investment activities 

IID + FEAS rm 
IPSs 

Policy + * 
Advice 

IB-Pro- * * * 
jects 

Project * * * Identifi-
cation 

Pre-in- * * * 
vestaent 
studies 

Project * * * 
screening 

Project * * * 
pro10tion 

legotia- * * * 
tions 

* full involveaent 

~/ Essentially IlfF and PAlf. 
~/ Including ECDC • 

Organizational Units 

PW UIR IO/T ICFll IPP ~/ ill.A"gj 

* + 

* + + * 

* * * * * * * 

* + * 

* * * * t 

t * * I * 

* 

+ aarginal involveaent 




