
“Business Connect” - an Initiative 
in Regional Development 

Graham Oke 

Albury-Wodonga Development Corporation 

Introduction 

The Business Connect initiative has its origins 
in an inexorable progression over the last two 
decades from the ‘National Growth Centres’ 
program of the Whitlam Government through 
the restructuring of the Australian economy to 
a more introverted attitude about “Home 
Grown Development”. Fortunately the Albury- 
Wodonga economy has emerged reasonably 
intact from a significant re-orientation of its 
direction. 

In early 1973, Albury-Wodonga was officially 
designated a growth centre by the 
Commonwealth, New South Wales and 
Victorian Governments. The Albury-Wodonga 
Development Corporation commenced 
operations in mid-1974, with a target 
population by the turn of the century of 
300,000. After an extensive land purchase 
program, with a promise of large scale public 
service agencies being transferred or created, 
the AWDC faced a change of government. 
This slowed the project down, and in late 
1977, it was decided to change the orientation 
towards private sector development and to 
halve the target population to 150,000 or so by 
2000 A.D. Staff was also reduced by one-third. 

After a couple more reviews, things became 
serious in 1989 and remained so for a couple 
of years as the AWDC was restructured - both 
staff and the Board. A CEO was appointed, 
and the emphasis was changed:- 

• from Manufacturing towards service 
industries; 

• from external promotion towards “Home 
Grown Development’’/import replacement; 

• from unco-ordinated economic 
development to a single, representative 
agency; 

• from 150,000 target to 106,700 by the end 
of the century. 

Throughout this, Albury-Wodonga continued 
to grow steadily at an average rate (for 
population), of about 2.5% p.a. 

What really decided the new directions was 
economics, rather than political fiddling; 
Albury-Wodonga had been immune to 
economic vicissitudes through the 1970s and 
1980s, but suffered significant job losses in 
1990 and 1991. In 1992, jobs grew slightly, 
but for the first time, the total number of firms 
declined slightly. 

In the outside world, business investment had 
fallen sharply, as the recession deepened. 
Fortunately for Albury-Wodonga, a few very 
large private and public projects had begun 
pushing investment to record levels. 1993-94 
will produce an even better result. 

“What really decided the new 
directions was economics, rather than 
political fiddling...” 

A group of private sector executives was 
formed, and in time joined with the AWDC 
and local government to form Development 
Albury-Wodonga 2000 (DAW 2000). The 
private sector group (Enterprise Albury- 
Wodonga) still has a major role, and is 
currently the appropriate vehicle for OLMA 
funding, (see the organisational chart: Figure 
1). 

In 1992, the combination of economic 
conditions (both nationally and in Albury- 
Wodonga), with official policy, and with 
availability of OLMA funding led to an 
innovative research programme - an input- 
output study - to accurately identify the 
structure and linkages of the regional 
economy; and a business opportunities 
programme - to identify import replacement 
and new industry activities. In other words, we 
were combining the macro and micro aspects 
of our local economy in the one project. 

It is my intention to describe both projects, but 
to concentrate especially on the business 
opportunities research - known as “Business 
Connect ’. There are many steps which had to 
be taken in an enthusiastic way - otherwise it 
would have failed. The project clearly needs 
more, consistent work with an innovative 
marketing person to identify opportunities. 
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maximise their potential, and relentlessly keep 

Other Relevant Organisations:- 

• Tourism Albury-Wodonga 
• Albury-Wodonga Business Enterprise 

Centre Inc 
• Albury-Wodonga Regional Organisation Of 

Councils 
• Australian Chamber Of Manufacturers 

This paper covers the steps taken from early 
1992 to date. The lessons learnt may be useful 
for others seeking to develop their regions. 
There are numerous steps to take, and pitfalls 
with every move. 

The entire process requires the unstinting co¬ 
operation of all relevant organisations, and 
enormous stamina. Albury-Wodonga still has a 
long way to go after a year or more, but hopes 
to make the broker role a permanent one. 

I Formation and Operation of Enterprise 
Albury-Wodonga 

First Meeting - 28 April 1992 

Some 20 private business executives were 
approached about and agreed to join, the 
Enterprise Marketing Group - an organisation 
agreed to by the symposium held in February 
1992 as a means of assisting Albury- 
Wodonga's recovery. The first meeting was 
held on 28 April 1992. 

Chairman David Bent welcomed those in 
attendance and explained the purpose of the 
meeting. The Enterprise Marketing Group 
(EMG), had its origin in the workshop sessions 
of the February Business & Professional 
Symposium. In discussions with members of 
the Strategy & Business Development 
Division at the AWDC the following 
characteristics were deemed to be important in 
the shape of the Group: 

a. The mission of EMG is to protect and 
enhance the well-being of the existing three 
thousand five hundred business 
stakeholders; 
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b. It should be private enterprise propelled; 

c. It should feature self-help for and from 
local enterprise; 

d. It should have four working groups; 
i. clusters 
ii. marketing 
iii. new business 
iv. secretariat; 

e. It is to rely on AWDC for financial and 
some administrative support. (A budget of 
$60,000 was allotted); 

f. The operation of the group is to be reviewed 
in three months. 

The mission was considered appropriate after 
the word “protect” had been deleted in favour 
of “support”. The acceptable mission now 
reads;- 

“to support and enhance the 
well-being of the existing three 
thousand five hundred business 
stakeholders”. 

Some additional topics which were suggested 
for EMG consideration were; 

a. the need for mediators between small 
business and banks; 

b. the need to identify large businesses 
experiencing difficulties, and the necessity 
of offering assistance. The impact on the 
community of the failure of a large business 
can be severe; 

c. the inadvisability of encouraging a new 
business to establish when it will cause a 
decline in existing businesses; 

d. the need in marketing Albury-Wodonga to 
identify, and concentrate on the region’s 
core business; 

e. the advisability of entering the debate on 
the future of AWDC. In particular. Councils 
should be made aware of the cost of 
establishing an organisation, or perhaps two 
organisations, to do what the AWDC 
already does at no direct cost to the Albury 
and Wodonga ratepayers; 

f. the need to foster the “global” view of the 
AWDC and some others, rather than the 

parochial “one state” view. 

Resolution 

Following very full discussion it was resolved: 

a. that the EMG was needed and should 
proceed along the lines discussed; 

b. that David Bent continue as Chairman of 
the Group at least until the review meeting 
scheduled for 28 July; and 

c. that each working group arrange to meet at 
least twice in the three months between now 
and 28 July. 

Second Meeting - 28 July 1992 

At the crucial meeting on 28 July 1992, it was 
agreed to:- 

• continue as a group; 

• form a committee to manage local funding 
made available by DEET, as invited to do 
so by the local co-ordinator of the Office of 
Labour Market Adjustment (OLMA). 
DEET has already paid $25,000 to the 
Albury-Wodonga Chamber of Commerce & 
Industry to finance the establishment of the 
Albury-Wodonga OLMA Committee 
(EMG), and indicated that a further 
$200,000 was available for appropriate 
projects in 1992/93. The Committee’s first 
action was to prepare project proposals for 
the Minister’s approval; 

• change the group’s title to Enterprise 
Albury-Wodonga and to promote the 
group’s role locally; 

• Enterprise Albury-Wodonga also sends out 
a newsletter to all identified firms in the 
region, in conjunction with the AWDC. 
(Samples are available). 

2 Industry Profile Study 

Background 

The formation of Enterprise Albury-Wodonga, 
(especially as it was an appropriate vehicle for 
OLMA funding); the availability of OLMA 
funding in the region; and the identified needs 
for structural and market research in the 
region; all happily coincided. Enterprise 
Albury-Wodonga had by this stage conducted 
a sample survey of regional purchasing 
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Table 1: Business Connect Interviews 

Round Total Successful 
(“Active 

Participation") 

Personal Interviews 330 267 

Telephone Interviews 570 

Round 2 
900 

Telephone Interviews (as above) 570 317 

Firms wishing to be interviewed 66 66 

OLMA Committee requested interviews 31 25 

TOTAL 675 

patterns. It confirmed the need to seek a higher 
share for local firms. 

Later in 1992, an OLMA subcommittee of 
Enterprise Albury-Wodonga, prepared an 
advertisement seeking submissions from 
consultants. Ultimately a consortium of KPMG 
Peat Marwick (which has a large Albury- 
Wodonga presence) and Dr. Trevor Mules of 
Adelaide University, was appointed. Its report 
was presented in mid-1993. Details are 
discussed in the following pages. 

In seeking information on both the input- 
output and Business Connect aspects, all 
regional identified private businesses and 
public agencies were contacted eventually at 
least once about each aspect. 

Interview Structure and Usage of Data 

a. Region 

Albury-Wodonga Statistical District - Albury 
City, Rural City of Wodonga, Hume Shire, 
Beechworth Shire, Chiltern Shire. 
Yackandandah Shire and Part A of Tallangatta 
Shire. 

There are some 90,000 residents, and at least 
3,500 private businesses and private agencies. 

b. Input-Output Study 

• 3,500 questionnaires mailed out - 

• 350 returned and satisfactory (10%) 
• 3,150 not returned 
• Secondary data were, of course, used - 

ABS and the AWDC’s local 
knowledge, employment survey and 
investment research 

• Twenty six sectors were used, for 1990- 
91 year 

• High degree of superior data 
• Questionnaires destroyed at the end of 

the project. 

c. Business Connect Research: Round 2 

It was felt that all businesses/agencies should 
have a chance to identify opportunities; so all 
were recontacted except for the 330 firms 
personally interviewed. Of these 3,170 firms, 
345 identified business opportunities - ie. 675 
overall or a 19% response rate (see Table 1). 

d. Business Opportunities 

Attendees at the symposium held on 30 June/1 
July, 1993, were able to peruse 663 
opportunities listed from the responses to the 
research - 87 for manufacturing, 448 in 
wholesaling and retailing, and a further 128 in 
business and professional services and 
government. 

These opportunities were found in three 
prospectuses available (for a fee of $10 each) 
at the Business Expo. 
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1991-EXAMPLES OF 

RANKED VALUE-ADDED MULTIPLIERS - ASIC 

ALBURYrWQPQNGA - AUSTRALIA 

RANKING ASIC GROUP MULTIPLIER RANKING MULTIPLIER 

1. Education, Libraries 1.365 2 1111 2.073 

2. Health 1.336 IBB 1.863 

3. Welfare, etc 1.161 v; 4 II 1.854 

4. Personal Services 1.114 6 1.679 

5. Road Transport 1.035 13 Ilf 1.505 

6. Wholesaling/Retailing 1.009 10 L575 

7. Finance & Investment 0.972 8 111! 1.625 

8. Communication 0.969 15 1111 1.502 

9. Insurance 0.957 i Sill 2234 

10. Property & Business 
Services 

0.927 i II! 1.549 

These opportunities were available for 
attendees to peruse and register with the 
business broker who negotiated between 
would-be buyers and sellers over the next three 
months. A number of developments have 
occurred, as discussed later. 

Generally speaking, the research has attracted 
great interest and has been used as an example 
by OLMA around the nation. 

Findings of Input-Output Study 

Those on the OLMA Committee were 
surprised at the lack of truly regional data in 
the final input-output tables. Apparently this is 

common in regional 1-0 analyses. Whilst there 
were several areas of disagreement with the 
consultants, we gained a useful product for 
testing future large projects. The coverage was 
10% - 350 responses out of 3,500 
questionnaires. 

The findings of real value were:- 

• the difference in output per worker is 
explained by significantly higher 
productivity in Albury-Wodonga than in 
Australia as a whole in Food 
Manufacturing, Fabricated Metal Products, 
and Machinery & Equipment. 

Over 18 per cent of the workforce is 
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employed in manufacturing, compared with 
an Australian average of 15 percent. 

• Clearly the manufacturing sectors were 
important. However, their links with the rest 
of the Albury-Wodonga economy appeared 
to be more via their employment of labour 
than their use of local supplies. Many 
manufacturing firms were “enclave” in the 
sense that they react marginally with the 
local economy. 

• All value-added multipliers for 
manufacturing are less than one whereas for 
the nation as a whole all manufacturing 
value-added multipliers are greater than 
one. This is indicative of a high level of 
imports into manufacturing in the Albury- 
Wodonga case. An import replacement 
program for manufacturing, if financially 
feasible, would certainly boost the regional 
multipliers for manufacturing. 

"... register with the business broker 
who negotiated between would-be 
buyers and sellers over the next three 
months.” 

• The value added multipliers for the service 
sectors of the economy are seen to be 
typically higher than for manufacturing. 
This is a reflection of higher labour content 
in the service sectors which means more 
sourcing of inputs locally, plus the 
associated induced household consumption 
will be felt locally. The particular sectors of 
note are Health Services, Education/ 
Libraries, and Personal Services. 

• Many sectors have value added multipliers 
below one. This is a common feature of a 
regional economy in which a high 
proportion of usage is imported into the 
region. 

• Comment should be made about the low 
multipliers for Food and Beverage 
manufacturing. There are some large 
employers in this sector in Albury- 
Wodonga, but because a high proportion of 
their inputs are sourced outside of the study 
zone, the leakage of economic activity to 
outside of the study zone is quite high. 
(However the Albury-Wodonga food firms 
frequently buy raw materials from the 
surrounding region beyond the Albury- 

Wodonga Statistical District - the defined 
region for the study. 'ITe multipliers would 
be much high if (say) a 100 km radius was 
used). 

• An interesting feature in the comparison of 
value-added with employment multipliers 
concerns the performance of Road 
Transport. This sector is significant to the 
region because of location and has one of 
the higher value added multipliers. Yet its 
employment multiplier is not that great. 
This is an example of a sector which 
generates a good deal of regional income, 
but much of the income is non-wage 
income because of the capital intensity of 
the means of operation. 

• The low ranking of Public 
Administration/Defence for the region 
compared with the nation. 

• Despite Defence accounting for over 8% 
over the region’s employment, (compared 
with less than 1% for the nation), the 
regional Defence sector had a low level of 
value added per worker (20.8 compared 
with the regional average of 39.9). This is 
due to the local Defence personnel having a 
lower rate of pay than the regional and 
national average, including as it does 600 
Army apprentices. 

• Also, the survey showed that the local 
defence base purchased very little from the 
local economy and this also contributes to 
its low regional multiplier of the combined 
sector. (In late 1993, an Albury-Wodonga 
firm gained a large pilot contract to supply 
hundreds of lines to the Army on a JIT 
basis. This would also have a significant 
effect on the relevant multiplier). 

• The low regional ranking of Electricity, Gas 
and Water compared with the national 
average. The explanation is the absence of 
electricity generation in the region. 

• The Communication sector has a higher 
ranking in the region than nationally. The 
sector has much the same output and value 
added per employee as its national 
counterpart, which implies that locally it 
has strong links with the economy via 
inputs. The remainder were between 0.219 
and 0.924 for Albury-Wodonga; and 
between 1.211 and 1.731 for Australia. 

By and large rankings were reasonably similar. 
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although multipliers were far higher for 
Australia. In both cases, service industries, 
with their high labour content, were ranked 
highest. 

Findings of “Business Connect” Research 

Aims of Project 

The aim of the business strategy interviews 
was to identify local business linkages and 
ascertain the extent for local organisations to: 

• import replace products and services 
currently acquired from outside the area 
with equivalent products or services 
available from within the area; and 

• identify opportunities for new businesses 
to create a new product or service where no 
local equivalent exists. 

Interview Questions 

The aim of the interviews was to extract 
relevant data on potential linkages of 
businesses within the region. The questions 
asked of all interviews were:- 

(1) How long have you been operating in the 
Albury-Wodonga Region? 

(2) What would you say are the advantages 
of operating in the Albury-Wodonga 
Region? 

(3) What would you say are the 
disadvantages of operating in the Albury- 
Wodonga Region? 

(4) Does your organisation or business 
prefer to use local suppliers to source its 
inputs? 

(5) If goods and services you currently buy 
from outside the Albury-Wodonga Region 
were available locally, would you consider 
purchasing from the local supplier? 

(6) What are the reasons why you would not 
be prepared to source your supplies locally? 

(7) Does your organisation or business have 
a business plan? 

(8) Do you see Albury-Wodonga as being 
your organisation or businesses long term 
future location? 

(9) What do you expect wili happen to the 
level of annual turnover generated from 
your Albury-Wodonga operations over the 
next five years? 

(10) Do you see any new opportunities for 
your organisation or business that could be 
realised out of your Albury-Wodonga 
operations? 

(11) How do you plan to realise the(se) 
opportunity(ies)? 

(12) Are there any constraints to achieving 
the(se) opportunity(ies)? Please specify 
the(se) constraint(s) if any exist. 

(13) Given the(se) constraint(s), over what 
time horizon would you plan to realise the 
opportunity(ies)? 

(14) Do you see any opportunities for other 
firms within the region in terms of: 

i supplying your organisation or business 
with goods and services? 

ii in joint venturing between your 
organisation or business and other local 
organisations to produce a new 
product/service? 

iii other? 

(15) Are the tertiary institutions of the region 
meeting your employee needs? 

Data from the approximate nine hundred 
interviews were collated into a prospectus of 
opportunities. This was made available in five 
separate business or industry categories as 
follows: 

• Manufacturing 
• Wholesale/Retail 
• Business services 
• Professional services; and 
• Government agencies or bodies. 

Whilst the “Business Connect" opportunities 
were available in a public prospectus 
document, the actual business or 
organisation involved was not disclosed. 
Adherence to total confidentiality to 
preserve the integrity of information provided 
was deemed of the utmost importance. 
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Business Broker and Independent 
Committee. 

The connection of opportunities between 
businesses was undertaken in a prescribed 
format by the facilitation of a business broker. 
The function and activities of the business 
broker were monitored by an independent 
committee, apart from but approved by, the 
OLMA committee. 

It was felt beneficial that this independent 
committee did not contain any local business 
persons, would be governed by strict 
confidentiality restrictions and would not be 
aligned to the OLMA committee, Enterprise 
Albury-Wodonga or any other government or 
private sector authority. The OLMA 
Committee will appoint shortly a business 
broker for 1994, using the (smaller) OLMA 
grant for 1993-94. It is hoped that this position 
will become permanent in later years. 

“The connection of opportunities 
between businesses was undertaken 
in a prescribed format by the 
facilitation of a business broker.” 

Key Strategic Findings 

During the course of the business development 
surveys, a number of key strategic findings 
were consistently forwarded to the 
interviewers. These issues are detailed below, 
although some comments made in ignorance 
discarded. 

• National organisations 

It was apparent that there are number of 
national business units operating with a 
local identity in the region. It was clear that 
a number of these business units acquire a 
large part of their procurement through the 
national distribution network or via central 
stores. (Interestingly, one major 
manufacturer - effectively a plant only - 
buys for its national operations in Albury- 
Wodonga). 

• Government Buying 

It was felt that many government bodies 
had no directive or opportunity to buy 
locally. (However since then a cluster has 

been formed to supply the local defence 
establishment as a national pilot project). 

Local competitiveness and service 

Comments from interviewees suggested 
there existed a perceived trading 
disadvantage amongst local traders, which 
resulted in them being price uncompetitive 
with capital city competitors. 

In addition, the level of personal service 
provided by local businesses was not 
sufficient to counter any price differential. 
Many respondents said the price variance 
may have been overcome by superior 
service and back up support, however, this 
was not the case. 

Business management 

The management of businesses within the 
Albury-Wodonga Region has a largely 
historical perspective - activities are 
undertaken on the basis of what has 
happened in the past. 

In addition, the increased needs for total 
quality management and value adding 
services suggest that if local organisations 
are to deal with more businesses in and 
outside of the region, they will require 
improved management. (The efforts of local 
training institutions, the Australian 
Chamber of Manufacturers and the 
Australian Institute of Management, are 
helping greatly in this regard). 

the level of personal service 
provided by local businesses was not 
sufficient to counter any price 
differential.” 

Manufacturing and Incentives 

Many respondents suggested the necessity 
for an increased manufacturing industry 
base locally. 

A common thrust was that the region 
needed a consolidated package of incentives 
and a co-ordinated approach from local 
groups to the attraction of new' industries. 

Existing business and assistance 
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Interviewees highlighted a requirement for 
not just decentralisation based incentives, 
but also assistance to established business 
entities within the region. 

A suggestion raised was for groups of 
professionals with appropriate expertise, for 
example, banking, legal, marketing, 
financial and accounting skills, be 
established to assist and develop local 
businesses at minimal cost. (This is already 
done by the Local Business Enterprise 
Centre). 

Business Register 

A number of new business interviewed 
expressed the concern, that other than the 
yellow pages, there was no local 
comprehensive listing or register of local 
business facilities and services available. 
(The AWDC produces such a register 
annually - but concentrates on 
manufacturers). 

Product development 

A research and development group could be 
established to aid in the development, 
product design and patent, costing, 
marketing and distribution of the product at 
minimal cost. 

Government Structure 

There existed a considerable groundswell of 
criticism to the degree of government policy 
and procedural constraints which were 
considered restrictive to business 
performance, added to costs and overheads 
and acted as a deterrent to new business and 
economic development. 

Education institutions 

Tertiary training was criticised by some for 
the absence of practical “experience based” 
or “hands on” tuition. 

Tourism 

Interviewees felt that tourism needed to be 
more heavily developed and promoted. A 
consolidated, concentrated effort was 
suggested to allow the full potential of the 
area, not just Albury-Wodonga, to be 
utilised. 

Essentially, the region lacks identity and it 
was suggested by some that a “Tourist 
Levy” be charged on local businesses and 
organisations in order to fund a 
concentrated and effective promotional 
effort. 

• Transport and Communication Costs 

Transport and Communications costs were 
seen by respondents as being high and were 
deterrents to businesses relocating here. 
(This has been a long-term problem. It has 
been difficult for smaller firms in particular. 
Whilst petroleum products’ price 
differentials work heavily against regional 
Australia, telecommunications are 
becoming much more competitive). 

• Buying Groups 

It was felt that a number of industries could 
become more price competitive and offer a 
wider range of products if they participated 
in a local buying group arrangement. (A 
number of clusters do exist and several have 
been formed recently to quote for 
significant contracts). 

Responses to Business Connect Interviews 

• length of time operating in the region. 

Some 75% of the large majority of 
businesses interviewed, have been 
operating for over five years, with the 
greatest individual percentage group trading 
in excess of twenty years. 

This would reflect the apparent successful 
nature of traders and highlights the stable 
composition of the local economic and 
business community. 

• Advantages and disadvantages of 
operating in the region 

In general terms, businesses and 
organisations did not see any significant 
advantages from operating in the Albury- 
Wodonga Region. 

Whilst respondents highlighted location as 
the main advantage, it is ironic that it was 
also seen as a disadvantage. 

The central positioning between the two 
largest capital cities does lend itself to trade 
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opportunities, growth and relatively easy 
access to metropolitan goods and services. 

Interestingly, the percentage analysis does 
not elucidate the number of interviewees 
who have established their business locally 
due to family ties, or simply because this 
was the area in which they were bom and/or 
educated. 

Other key advantages identified included 
lifestyle and growth prospects. It would 
appear that these advantages act to keep the 
current business community based in 
Albury-Wodonga, rather than significantly 
attracting new businesses and opportunities. 

Not surprisingly, as a result of Albury- 
Wodonga’s location between the two major 
city centres, freight and transport services 
are required on a regular and substantial 
basis. This cost and inconvenience is 
identified as a major disadvantage. 

In addition, Albury-Wodonga’s positioning 
on the border of two states creates 
substantial border anomalies including 
legal, political and trading difficulties and 
thus restricts the enhanced performance of 
business and the local economy in general. 

Significantly, approximately 40% of 
interviewees saw no disadvantage or 
could not identify any disadvantages from 
operating within the Albury-Wodonga 
Region. 

Preference for using local suppliers 

Some 89% agreed in principle, but hedged 
about local purchases due to price and 
availability factors. 

Thus the reality is that a minority of 
purchases are made within Albury- 
Wodonga and surrounding areas. In fact 
17% of firms would not buy locally even if 
products were available - due to beliefs 
that:- 

a. local businesses are too expensive; 
b. they do not provide the same quality 

and availability of products, and 
support; 

c. many are part of groups which buy 
nationally. 

Business Plan 

Two-thirds advised that they had a business 
plan, but probing indicated that this did not 
go as far as a formal, documented plan in 
most cases. 

Albury-Wodonga as long term location 

Nineteen out of 20 saw the region as home 
indefinitely. 

Future turnover levels 

Nearly three-quarters saw growth over the 
next five years - due mainly to overall 
economic growth, rather than increasing 
market share, diversifying or selling to a 
wider region. More than half felt they could 
expand through new opportunities in the 
region - mainly through plant expansion, or 
via introduction of new products. About 
half saw some constraints or difficulties in 
achieving those opportunities. The major 
long term difficulty was lack of capital 
(30%); whilst restrictions of 
franchises/policy would deter (12%). 

Lack of planning showed in the inability of 
most firms to identify when they could 
realise opportunities. 

Opportunities for other firms within the 
region in terms of supplying your 
organisation or business with goods and 
services? 

Interviews found it difficult to highlight 
possible opportunities for other firms within 
the region to supply them with goods and 
services. 

Overall, nearly 60% of businesses could not 
identify a business connection opportunity 
with their business. The reasons for a lack 
of connection opportunities are identified as 
follows: 

• absence of awareness of availability of 
goods and services within the region; 

• existing committed local supporter of a 
buy local policy and therefore no further 
opportunity exists; 

• consideration not given to local Suppliers 
when purchasing goods and services 
where a price differential exists in favour 
of external sources; and 
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• external restrictions exists such as 
government, multi-national companies, 
franchises and buying group 
requirements. 

• Joint ventures are acceptable to a third of 
respondents, although most had no clear 
idea of what and where - again a lack of 
forward planning. Likewise three- 
quarters of them saw no opportunities for 
other firms or just did not know of any. 

• Training - more than 70% of effective 
replies felt that tertiary institutions were 
meeting their training needs. The main 
problem was that training was not 
practical enough. 

nearly 60% of businesses could 
not identify a business connection 
opportunity with their business.” 

The following key opportunities were 
identified as occurring regularly:- 

* Specialised equipment - Sales and Service; 
* Warehousing and aggregation facilities; 
* Quantity wholesaling of printing and 

computer paper; 
* Quantity wholesaling of printing and 

stationery products; 
* Supply of packaging, wrapping and 

cardboard materials; 
* Wholesale supply of Liquor; 
* Supply of building and hardware materials; 
* Quality supply of linen and laundry 

services; and 
* Recycling of waste. 

Overall, it seems that the region has its share 
of apathy or complacency and not much 
initiative. There is a pre-occupation with very 
localised markets, often with low value-added 
products. It is hoped that increased 
networking, clusters and import replacement, 
and general local support, will reduce these 
constraints. 

The Business Broker 

KPMG Peat Marwick were engaged by the 
OLMA Committee to provide confidential 
business broker services for the three months 
of July, August and September 1993; as a 

logical extension of their knowledge from 
conducting the full-scale survey. In effect 
KPMG have continued to process further 
registrations until the permanent broker is 
appointed. In addition the Enterprise Albury- 
Wodonga/AWDC newsletters are listing 
unfulfilled opportunities. 

Initially 663 opportunities were identified from 
the study and were shown in the prospectuses 
which were sold at the symposium on 30 
June/1 July, 1993. Arising from these listings 
were registrations made by interested sellers of 
goods and services for connection, who sent 
the registrations. To KPMG Peat Marwick for 
identification and forwarding to the other 
party, acknowledged only by a reference 
number. 

The aim was to have a turnaround of 
registrations of one to two days, enabling an 
immediate response to be made. For 
expediency, the completed registrations were 
sent to buyers asking that they follow up the 
seller nominated on the registration form if a 
connection was desired. Alternatively, they 
could further utilise the service of the broker to 
obtain any information required about the 
potential seller. 

In total 1,360 registrations were received from 
one hundred and seventy local organisations, 
generating a very positive response to the 
original concept of import replacement to 
boost our local economy. 

In addition, it provided a subconscious 
awareness of local businesses to do more 
business locally, by virtue of the receipt of 
registration forms for organisations wanting to 
do business with them. 

Registrations received from outside the local 
area were politely returned and not processed. 
The majority of time in the three months' 
project was taken up in the following tasks: 

* processing prospectus registrations 
received; 

* personally liaising with sellers on the 
business connect project and the format 
of how the business broker role worked 
between the connection of buyer and 
seller; and 

* conferring and providing interpretation 
with buyers on what they should do once 
they had received the completed 
regisUation from KPMG Peat Marwick. 
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Towards the end of the third month, follow up 
began with individual buyers to ascertain the 
success of connections made. Time constraints 
prior to the completion of the agreement did 
not enable an exhaustive follow up and this 
task will now fall to the new business broker. 

The overall response has been one of 
enthusiasm from local businesses with a large 
number of enquiries regarding the ongoing role 
of the project and the possibility of 
maintaining an opportunities register to assist 
existing businesses, new businesses starting up 
or businesses relocating to our area. 

The process is laborious and successful 
negotiations usually are for smallish amounts. 
However, in aggregate, they do become 
significant. There is little doubt that our 
original approach of keeping the potential 
buyer’s anonymity is crucial. Confidentiality 
has to be observed. 

Perhaps, in the future, when OLMA funding is 
discontinued, there may be a fee charged - 
possibly on a self-supporting basis. The whole 
process must be ethical. 

Summary 

1. Changing circumstances have led to a 
revision of the main thrust of Albury- 
Wodonga’s development in recent years - 
from an autocratic development authority 
plus a myriad of parochial development 
agencies with minimal private sector 
involvement, all looking to the outside 
world to attract investment; to a co¬ 
operative venture (Development Albury- 
Wodonga 2000), supported by the major 
development groups, focussing principally 
on building on existing activity - “Home 
Grown Development’’. 

2. As part of this process, there was a need to 
identify the economic structure of the 
Albury-Wodonga Region and to seek out 
marketing opportunities by asking 
businesses and agencies in the region to 
review their purchasing practices and even 
their entire structures and ways of doing 
business. 

3. Ten per cent (350 firms and agencies) 
provided suitable data for the input-output 
study, and 19% (675 respondents) for the 
Business Connect project. In both bases 
these results gave us enough perspective for 

future promotion. Funding was from 
OLMA. 

4. The input-output study, apart from 
providing a programme for assessing the 
impact of future major projects, indicated 
that:- 

a. Community Services provided the 
highest multipliers; 

b. the Manufacturing sector, although large, 
did not use local suppliers to any extent; 
thereby identifying the need to maximise 
import replacement and local vertical 
integration; 

c. the defence sector provided little value- 
added output. However it is introducing 
a pilot scheme in Albury-Wodonga 
aimed at maximising local supply. 

d. per capital GDP was similar to national 
figures in 1990-91. 

5. Business Connect involved a substantial 
survey of regional firms and agencies, the 
identification of businesses opportunities 
locally, and their exploration. A number of 
steps were necessary to ensure maximum 
involvement - through publicity, seminars, a 
Business Expo and the employment of a 
business broker to bring potential buyers 
and sellers together. 

6. Initially 663 opportunities were identified. 
They are being worked through. Needless to 
say most will come to fruition but some 
connections are being achieved. The 
process has generated more interest by both 
buyers and sellers. 

7. The Business Connect process also 
identified some longer-term issues - 

a. particularly the constraints on national 
businesses/agencies to buy locally; 

b. the need for some local firms to be more 
competitive in price, delivery, support 
and quality; 

c. the chronic problem of transport and 
communication costs; 

d. the paucity of proper business planning. 

8. As the process of networking/”Home 
Grown Development” continues, and as 
longer-term strategies emerge, we believe 
that an already-strong, growing, diversified 
economy will become more cohesive and 
community-oriented - a key criterion for 
future development and prosperity.* 
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