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What did we already learn?

More than 
15,000

IPAs in the 
world

Have been  
fighting for 

no more than 
14,000 

projects in 
2017
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What’s ahead of us?

Projections for 
2019 & beyond 

indicate a 
decrease in 

global FDI flows!
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How can you beat that?

DATA!
Use data to 

determine, find, 
support & convert 

leads into 
investment!



1 | The Lead Generation Process
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CONVINCE – why is 

your location better 

than others?

Provide the RIGHT kind 

of information!

Asses the POTENTIAL!

Identify a strong 

HOOK!

Know 
yourself

First 
contact

First 
meeting

Follow-
up

Support Close

Win the project!

Lead Generation Process

6 months - 3 years

Identify
target

What’s your VALUE 

PROPOSITOIN?
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What is a target?

• A target is a company with the 

greatest assumed potential for 

investing in my region

• This potential is based on an 

understanding of the company’s 

situation and characteristicS

• A target is not necessarily a 

“lead” (i.e. a company with a 

defined and active location 

project)

• Initial contact with the company 

is necessary to determine 

whether it is a lead

Why is targeting important?

1. Provides FOCUS.

2. Effective use of limited 

resources

3. Get to interesting companies 

before the competition

4. Provides HOOK for contacting a 

company and facilitates the 

initial contact through 

increased credibility

5. Allows MATCHING between 

company needs and your 

location strengths

6. Increased probability of 

SUCCESS

Identify your targets

1. Industry

2. News
3. Events
4. Regional



2 | Industry-based targeting
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Determine the sectors & target groups that seem most 

promising for FDI into your region

Mining ICT
Clean 
Energy

Tourism
Chem-

icals

Paints & 
Coatings

Chem-
icals

Big Data

Data 
centers

Wind 
Energy

YOUR location „The“ market

• Do we have specific advantages 
in these sectors?

• Do we compare favorably to 
competitor locations?

• What’s our value propositions?

• What types of companies can 
benefit from these advantages 
and opportunities?

• Which sectors are 
experiencing growth?

• Are companies in those 
sectors expanding 
internationally?

• Are there examples of recent 
investments in our part of the 
world?

• What are the key location 
requirements of companies in 
the sector?

Target 

sector 1

Target 

sector 2

Industry-based Targeting
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Data categories Sub-categories

Cost Factors

Labor Costs

Energy Prices

Real Estate Prices

Transportation or Logistics Costs

Price of Resources

Availability of Resources
Natural Resources

Skilled Labor

R&D Expertise

Quality of Infrastructure

Road Infrastructure

Access to Ports

Airport Infrastructure

Multi-Modal Transport Infrastructure

Regulatory
Product Approval Process

Regulatory Changes 

Step 1: Location research (what you need to know about 

yourself - location factors)

Industry-based Targeting
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Step 2: Develop your value proposition

Determine which are the strongest sectors in your region and discover 

new emerging sectors at and around your location

Economic 

data

Education 

related data
Resources

Interviews 

with 

associations

Resources
Economic 

data
Trends FDI flows …

Interviews 

with local 

companies

Interviews 

with 

academia

Industry-based Targeting

Determine 

your goals !
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Top Sectors for FDI into the US 2016 - 2017

Source: Conway Analytics

Market research (top sectors)

Industry-based Targeting

13%

12%

12%

8%
8%

7%

6%

6%

5%

22%
Machinery & Equipment

Business & Financial Services

Food & Beverage

IT & Comm.

Chemicals & Plastics

Transport & Logistics

Metals

Life Sciences

Automotive

Other
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Market research (sector segmentation)

Industry-based Targeting
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Source: Bamber, Penny and Gary Gereffi. (2013). Costa Rica in the Medical 
Devices Global Value Chain

Market research (value chain → what’s your target ?)

Industry-based Targeting
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Sufficiently large pool 
of potential investors

Some sectors are dominated by few large players, others consist mainly 
of small companies that do not have the resources for international 
expansion. 

Am I meeting potential 
investors’ requirements

My region needs to meet sector-specific investment motives (e.g.
market growth, regulations) and location factors (e.g. specific skills,
infrastructure).

Recent greenfield 
investments in my or a 
competitor region 

A growing market may not necessarily be an indicator of foreign
investment activity (e.g. companies expanding existing operations or
via M&A).

Distinctive target group
Some sectors are highly diversified/fragmented in terms of products or
services, making it hard to define a clear group of target companies.

Sector growth A key driver of FDI – refers to growth both globally and in my region

IN SUM: Based on your research – these are a few questions 

you should be able to answer positively 

Industry-based Targeting
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Industry-based Targeting

Step 3: Understand your competition’s value proposition 
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Screened sectors
Growing 

sector?

Greenfied FDI 

examples?

Sufficient 

companies?

Definable target 

group?

Region a 

good fit?

Recycling (plastics, aluminum, electronics) ✓ ✓ ✓ ✓ ✓

E-Commerce logistics ✓ ✓ ✓ ✓ ✓

IT Outsourcing ➢ ✓ ✓ ✓ ✓

Automotive suppliers of lightweight materials and parts ✓ ✓ ✓ ✓ ✓

3D printing ✓ ➢ ➢ ✓ ✓

Data Centers ✓ ✓ ➢ ✓ 

Big data software and analytics ✓ ✓ ➢ ✓ 

Cloud computing ✓ ✓ ➢  

eHealth ✓   ➢ ➢

Call centers ➢ ✓ ✓ ✓ ✓

Bioplastics ➢ ➢ ➢ ✓ ➢

Organic & gluten free food processing ✓   ✓ ✓

Contract Manufacturing & Biosimilars ✓  ➢ ✓ ✓

Bioanalytics & CRO ✓   ✓ ✓

Medical devices ➢  ➢ ✓ ✓

Food packaging ➢  ✓ ✓ ✓

Machine engineering   ✓ ✓ ✓

Material handling equipment ➢ ➢ ➢ ✓ ✓

Agricultural machinery   ➢ ✓ ✓

Automotive electronics & IT ✓  ➢ ➢ ✓

Industry-based Targeting

Step 4: Document your findings



3 | News-based targeting
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A target has a clear business reason for establishing a new facility and 

investing in a certain geographic area. This is the “motive” for the investment

• New products, markets, clients or contracts

• Growth

• Market access

• Customer proximity

• Cost reduction (e.g. energy, transportation costs)

• Restructuring/Reorganization

• Constraints in existing location

• Access to specific knowledge, skills or resources

• Supply chain considerations

Investment drivers can differ between sectors, companies and even divisions of the 

same company.

Understanding investment drivers is key to all aspects of FDI attraction – from 

identifying targets to approaching companies and winning investments.

Target identification (Investment motives)

News-based Targeting
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What is news-based targeting ?

News-based Targeting
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• Growth: plans further growth in Europe; 
eyes growth in Europe

• New Executive Appointment: appoints 
Managing Director EMEA

• New product or product approval: 
receives CE mark; receives product 
approval in Europe

• New order, contract or client: receives 
new order in Europe; wins contact in 
Europe

• Growing demand: growing demand in 
Europe; sees strong demand in Europe

• New Location: plans to build a plant; plans 
to establish a subsidiary; new plant in 
Europe; further facilities planned; 

• Expansion: plans to expand in Europe; 
announces Europe expansion

• Increase Presence: expand its footprint in 
Europe; strengthen its presence in Europe

• Market Entry: to enter the market in Europe; 
eyes new markets in Europe

• Production capacities: plans to double 
production; increase production capacity 

• New Funding or IPO: raises financing; 
receives funding; files for IPO

The “motive” and future intentions for investments are often indirectly or directly 

communicated by companies in news through keywords OR keyword combinations

Primary Keywords Secondary Keywords

Target identification (Keywords)

News-based Targeting
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Web search
engines

Sector specific
portals

Business press

Target identification (Information Sources)

News-based Targeting
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WISE

News-based Targeting
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Conway Analytics

News-based Targeting
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1. Company’s business

• Get a basic understanding of the industry 

and the company business model

2. Company’s locations and patterns of 

expansion

3. Recent developments

• Investments in new locations (last 2-3 years)? 

• Financing for expansion?

• Growth in my region?

• New order or a new customer in my region?

4. Potential needs and key requirements

• (e.g. workforce needs, proximity to 

customers)

How can you determine if the target is a good target?

Target qualification

News-based Targeting

• Company’s website

• annual/quarterly 

reports

• investor 

presentations

• press releases

• interviews with 

company executives

• News articles
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Do you think you have a shot with Terra Holding?

News-based Targeting



4 | Learning through experience
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Our Experience

What sectors do our leads come from

27,5%

12,5%

12,5%
10,0%

10,0%

5,0%

5,0%
5,0%

5,0%
2,5% 2,5% 2,5%

Leads per Industry %

ICT (IT)

Life Science (LS)

Consumer Products (CP)

Automotives (AU)

Machinery and Equipment (ME)

Electronic & Electric Equipment (EL)

Photonics (PH)

Nutrition (NU)

Professional Services (PS)

Chemicals (CH)

Maritime (MT)

Logistics (LO)
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Our Experience

What are the main sources of our leads
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Targets (Status 3)

Feedback received (Status 4)

Decision-makers (Status 5)

Prospects (Status 6)

=> Leads (Status 7/8)

Companies (Status 1/2)

237

218

111

28

10

551

92%

51%

25%

36%

43%

4.2%

Our Experience

Converting contacts into leads



Use multiple approaches of targeting to increase your chances 

of success

Do not underestimate the importance of building your own 

database of contacts and information and learn from it to 

improve & be successful 

Data gathering and analysis are crucial to the targeting process 

and can help you distribute your resources more efficiently

Key Take-Aways



Annika Jostmeier

Annika.jostmeier@conway.com

+49 176 10 300 593 (cell)

www.conwayadvisory.com

Thank you for your attention!


