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IEDC definition

ECONOMIC DEVELOPMENT:
A program, group of policies, or
activity that seeks to improve the
economic well-being and quality of
life for a community, by creating
and/or retaining jobs that facilitate
growth and provide a stable tax

base.




Ohio Economic Development

Economic Development Platform
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A DAY IN THE LIFE OF AN ED
PRACTITIONER

ROLES OF ED PRACTITIONER

Analyst

Catalyst

Gap filler
Advocate
Educator
Visionary

Ethics champion

Source: Introduction to Economic Development, IEDC, September 2015




COURSE OBJECTIVES

Business Retention and Expansion
What is it?
Why do we do it?
Who does it and who do we target?
How is it conducted?
When is it done?
What do we do with what we learn?
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WHAT?

Business retention and expansion
Retain and grow the existing employers
- Basic vs non basic
Relationship building
Surface opportunities and challenges
Referrals
Collect and apply business intelligence
- Marketing
- Business development

- Analysis and trending Eric Canada,
- Advocacy Blane Canada LTD

WHY? _

GE to move h 1 ters to B

Full mawe xpected 1o be completed by 2018
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WHY?

New Jobs and
Capital Investments

Entreprenaurs
9%
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Existing
Business
76% Business
Attraction
15%
Source Biane, Canada Lid
" Projects by Type

Project Type
n-
Expansion
B New Location
M Redevelopmen
t
Retention

Existing businesses
W Cther

generate
anywhere from
60-80% of

local employment

Record Count (Thousands)

Jobs Ohio  2010-2017

BUSINESS RETENTION &
EXPANSION
Core component of all economic
development programs
Basic rules:
80% of business from existing clients
10% from referrals
10% new business development
Are your ignoring 80% of your
marketplace?
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WHO?

Who performs BRE?
Which companies should be targeted for
visits?

WHO?

Types of local economic development
organizations (LEDO)
Community Improvement Corporation (CIC)
Port/Finance Authority
Local Government
County
Municipality
Township
Chamber of Commerce
Private non profit
Other

WHO?

LEDO staff

Volunteers - private industry, community
leaders, etc

Elected officials

Specialty partner organizations, i.e., trade
resources, manufacturing, HR/workforce orgs

Collaborations, i.e., LEDO, REDO, JO
Managing Director
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WHO?

Referral network
Workforce
Financing
Foreign Trade
Policy/regulatory
Marketing/sales
Entrepreneurship/management
Information technologies
Local government services
Operations/production
Product development
State government
JobsOhio
JobsOhio Managing Director
Utility

WHO?

Which companies should be visited?
Major employers
Industry segments
Geographic
Ownership
Indicators of change

INDICATORS OF CHANGE

Declining sales /declining employment Positive or negatives changes in the
Larger non-local corporate ownership Industry )
Recent product, ownership or leadership change; f;ﬂg“r;:zl:ig“'v“ changes in foreign
Leased property, lease expiring
" N Innovation
Other company facilities provide the same product or service;
Negative attitudes about the community
Unbearable regulatory burdens
Union contract expirations.
Expanding employment/expanding sales
Facility and site expansion plans
Obsolete or land-locked facility
Location in a problem neighborhood
Older product lines or production technology
Contentious labor-management relations
Lack of export/international focus
Family-owned firms w/aging owner and no succession plan
Gradual corporate downsizing over time
Relocation of top managers and corporate officers to another location
Loss of supplier contracts




MAJOR EMPLOYERS NOT HQD IN
REGION

Get on a plane!
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ECONOMIC BASE THEORY

Basic Non basic
Export and import of Recirculate wealth and
goods and services income within the local
economy
Examples Examples
- Manufacturers - Restaurants
- Headquarters -+ Service companies
+ Major logistics and - Small consulting
distribution facilities companies

- Convenience stores

Source: Intraduction to Economic Developmen, IEDC, September 2015

HOW?

Research resources
CRM - Historical information
Google alerts
Avention
D&B Hoovers
LinkedIn
Other City/County Departments
Trade publications




HOW?

Research
Develop target list

Conduct pre-meeting research (exercise) - CRM,
internet,

Coordinate

If multiple participants, conduct a pre-meeting
planning call

Meeting/interview - always early, business
cards, gift, introductions, LISTEN, ask
questions

» Post meeting follow up - connect the dots!
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Finding Your MAICS & SIC Code Has Never Been Easier!

T@ cue, e 0

NAICS Keywoed Seasch Company Loskusp tool

D&B HOOVERS - AVENTION

General Electric Company




4/11/2018

AVENTION
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HOW? so%

Methods of surveying

businesses
Mail surveys
Site visits by staff 13%
Site visits by volunteers 2% 4% 59
Mail and Site visit surveys
Email/web based surveys ;@e @4@“ @*“b & ;@*“
EC A




HOW?

The Visit
Always arrive early
Be prepared with business cards
Should you or shouldn’t you give a gift?
Cultural Training
Do intros especially if there are new people at table
LISTEN
As questions (interview portion next)
Tour etiquette
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HOW?

Interview
Company background
Business climate
Labor and training needs
Marketing and trade
Financing needs
Regulator issues
Barriers to growth
Local community satisfaction - public services,
facilities, quality of life
Prior assistance satisfaction

HOW?

Post Meeting Follow Up
CRM
Share data appropriately
Referrals (tracking)
Follow up, next meeting, add to communication
campaigns
Data analytics
Ongoing engagement - business appreciation
events, social media, unique tactics, be REACHABLE
DO WHAT YOU SAY YOU ARE GOING TO DO!
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CLIENT RELATIONSHIP
MANAGEMENT

One visit per year Multiple touches
throughout year

2016

BRE visit (annually

Social media (2 x/month)
Blogs (weekly)

ED newsletter (monthly)
Roundtables (annually)
Social outing (annually)
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ORIGINAL CONTENT

B

COLUMBUS 2020 INDUSTRY PROFILE:
Healthcare [T

STAY CONNECTED
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COLUMB
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ORIGINAL CONTENT

Logistics in the Columbus Region
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BRE CRMs

Executive Pulse
Synchronist Business
Information
SalesForce

Other

37%
32%

18%

Do not use

CRM

Referral/Action item &é LUI\!B_'
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REFERRAL/ACTION ITEM TRACKING
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REFERRAL/ACTION ITEM TRACKING
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CRM REPORTS

D you surraatiy sapert?
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CRM REPORTS
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CRM REPORTS

Has the lacal fasiity changed swners in the past § years?

CRM REPORTS

it S loeal taeiiity ehanged Funagemant in the past § pies?
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CRM REPORTS

D0 o4 hawe priblem resining seplyeen?
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CRM REPORTS

Historiesi smploymant trend

I

CRM REPORTS

D you hive problars recriting seployes?
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EXERCISE

BRE visit roles
Pre visit -
Visit -
Post visit -
Sean Hughes, CEO
Patty Huddle, HR Manager
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Questions?

shughes@delawareohio.net
740-203-1016
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