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Key Points:

· We have a formal memorandum of understanding with Austrade under which we work together to identify capable Australian companies against identified business and market opportunities;
· ICN formed a consortium in 2007, branded as Team Australia Automotive and received two grants under the Federal Supplier Access to Major Projects (SAMP) program to employ a contractor to represent Australian component manufacturers to North American OEMs and Tier 1s.  After just 12 months of activity we have facilitated Australian companies writing contracts to the value of $6.2 million US;      
· The team model used in the automotive sector can be copied successfully into other markets and segments.  However reliance on competition for grants funds for programs to proceed should be replaced with direct agency payments, using a model with the necessary commercial risk management protections, aligned to the sectors and markets that have been determined by Government as those for strategic focus;
· ICNL manages, on behalf of the Department of Innovation, Industry, Science and Research (DIISR) the SAMP programs.  These programs assist Australian companies, particularly SMEs enter global supply chains in a wide variety of sectors;
· The effectiveness of these programs has been demonstrated.  Policies which continue to support and expand on these programs can significantly improve the probability of Australian companies winning export contracts;
· Programs need to have realistic timeframes for successful business development, current programs tend to be of too short a term;

· The Industry Capability Network (ICN) has been assisting Australian manufacturers for over 20 years; and
· We have assisted Australian companies win almost $8 billion dollars in contracts since inception
Introduction:

Long term opportunities for industry in Australia in overseas markets can be successfully extracted where participants understand the key points of influence and how to identify and engage in global markets.  
Some particular metrics include:
· Multi-nationals use of global supply chains

· Purchase decisions made offshore

· The relative small size of the local market
ICNL and the Australian Trade Commission
A formal Memorandum of Understanding exists between ICNL and Austrade.  Under this agreement our two organisations work closely in identifying real opportunities for Australian companies and maximizing the probability of successful contract execution.

Our two organisations are in regular contact and work strategically to maximize commercial export outcomes and in particular, entry of Australian companies into global supply chains.  

This is a successful alliance due in part to the fact that our knowledge, activities and operations are complementary in nature with transparent, independent governance within an arms length, non competitive structure.  
Austrade, through its world wide operations, understands markets and has knowledge of current and emerging global opportunities.  ICN understands the capabilities of Australian companies and has a country wide network of offices staffed by expert staff with personal relationships with Australian suppliers, project managers and State, Territory and regional Governments.  Our database on Australian industry is acknowledged as one of the most accurate, up to date and validated sources of information on capabilities available.  Our impartiality and non alignment to any particular segment or sector is also an important factor in third parties seeking our advice.
Linking our two organisations together ensures that opportunity is accurately matched to capability.  This in turn ensures that the best offers are made to overseas buyers.

Austrade and ICN offices are working on a daily basis on a number of projects, particularly those funded under the SAMP Global program.  One particular program that exemplifies our relationship is the Team Australia Automotive initiative.

Team Australia Automotive – a case study

Recognizing the imperatives of the globalization of procurement, a pilot project was established in late 2006, focusing on the automotive component manufacturing industry.  A consortium was formed of interested organisations, to assist Australian companies bid for and win contracts in the automotive global supply arena.  

The consortium comprises:
· The Governments of South Australia and Victoria;
· The Australian Trade Commission;
· The Federation of Automotive Parts Manufacturers; and
· The Industry Capability Network. 

A strategy was developed which clearly pointed at the requirement for face to face “selling” of Australian industry capability in global markets.  The strategy was further refined to pilot an on the ground approach in Detroit in North America to prove the concept to deliver short, medium and longer term contracts for local component manufacturers.

The consortium applied, with ICNL as the lead organisation, for a grant under the Supplier Access to Major Projects – Global (SAMP Global) program for funds to employ a person to work day to day on the ground in Detroit, representing Australian manufacturers to OEMs and Tier 1 companies.  The consortium chose Team Australia Automotive as the brand to be used in the US market, leveraging the success that the Team Australia brand had achieved in the aerospace industry.  The project is led by ICNL and managed on a day to day basis by Austrade’s Senior Trade Commissioner in Chicago.

This project commenced in February 2007 and by the end of the first twelve months orders had been placed on Australian firms by US companies.  This was a very quick result and much sooner than normally would be expected.  Additional funding for a second 10 month program was secured and enabling the program to continue through until the end of October 2008.  

The early successes, and ongoing support in market, indicate that a formalised and structured approach to engaging in global auto markets can be beneficial to Australian manufacturers.  Using a consolidated Team approach provides easier entry of our representative into buyers’ processes.
Companies that have been successful to date, or have engagement from OEM buyers that would indicate reasonable opportunity, are those with one or more of the following strategic benefits;

· Maximized the usage of our in market representative

· Innovative offerings with patent protection

· Ability to supply at low to medium volume levels

· Contracted to supply the Australian arm of that or other OEMs or Tier 1s
· Understand and are compliant with the local industry standards

· Have developed their sales support material so that it describes product or services in terms common to that market, eg imperial versus metric units, letter versus A4 sized documents, in market jargon and three letter acronyms.
ICNL Support Infrastructure

The Network has two primary tools that assist it’s consultants and their customers with the dissemination of opportunity information and the collection, analysis and provision of capability data.
These two tools are Project Gateway and the Industry Capability Showcase.

Project Gateway

The project gateway system provides an on line web based system where buyers, project managers and others promote opportunities to Australian suppliers.

ICN, through Project Gateway, provides portals where third parties can promote their project, advertise tenders and receive offers against specifications, gather information and distribute documents and technical information to interested third parties.

The system allows for suppliers to register directly for advertised opportunities, for them to track tenders and link with winning bidders where they may wish to sub contract.

The system is also used to disseminate information to interested groups, such as Team Automotive and to collect sectoral data where industry directories are being established.   
A Project Gateway portal is flexible, customisable and has the ability to be managed directly by the third party for whom it has been built.  It can be used for both distribution and the collection of information within secure or open frameworks.
Industry Capability Showcase

The Industry Capability Showcase (ICS) is a real time, on line database holding detailed capability information on around 40,000 ANZ companies.  
Companies are able to build a comprehensive resume on line.  ICN consultants validate the information to ensure it’s integrity.  The Network uses ICS as a research tool as an aid to matching capability against buyer specification and then to provide a detailed report to the buyer of capable companies who could fill their order requirements.
ICS, for example, is used by Network consultants to identify Australian companies who could successfully fill export orders against Austrade identified opportunities.

Supplier Access to Major Projects – Global Program
The Australian Government’s Australian Industry Participation–Supplier Access to Major Projects (SAMP) Global program aims to achieve global outcomes for Australian industry, to increase opportunities for capable and competitive Australian industry to participate in major projects overseas, and to increase Australian industry's access to global supply markets for major projects.

The SAMP Global program increases international companies' awareness of Australian industry capability to supply to major projects overseas, and link capable and competitive Australian industry with opportunities overseas.  

The SAMP Global program was launched in 2006 with funding of $4.2 million over four years to assist Australian companies enter global supply chains.

The first call for applications made in September 2006 attracted 7 applications of which 5 were successful and received funding. 

A second round was advertised in August 2007.  This attracted a further 8 applications with 2 receiving grants.

All eight successful SAMP Global projects are active.

	Applicant
	Project Title

	ICN NSW & Austrade
	US Gulf Coast Reconstruction

	ICN VIC & AATIC
	Australian Aerospace Tooling Industry Cluster  (AATIC)

	ICN VIC & Austrade
	Australian India Sports Events and Major projects Alliance

	ICN QLD
	New Caledonia Mining Opportunities

	ICN WA, Chevron, Woodside & Austrade
	Overseas LNG & Sub sea Equipment 

	Templeton Galt & Al Badie Group
	Major Projects Middle East and North Africa

	ICN NT
	Eastern Indonesia Mining


 The snapshots of major results as at the end of 2007 were:
USA Gulf Coast Reconstruction
· 250 companies registering interest in this opportunity.

· Joint venture and partnership opportunities under commercial negotiation.
Commonwealth Games – India
· Australian companies have picked up approximately $2.1 mil in projects.
· Other opportunities have arisen in India from this project for property development, a high speed rail proposal and new cricket academies.

Nickel Mining - New Caledonia
· 15 mining enquiries with a total value of $15 mil.

· 10 non mining enquiries with a value of $2 mil.
· $35 million contract won.
Overseas LNG & Subsea Equipment
· Several Australian companies have pre qualified to tender for potential contracts in excess of $400 mil.

· McDowall Affleck has been successful in winning consultancy work with a major Malaysian company.

Major Projects Middle East and North Africa 

· New opportunities have been identified in a variety of areas ranging from: Fish farms, rail projects, hospitals, hotels, waste water and environmental power generation.

· One company has won 3 major contracts tied to the UAE for an acute medical facility and other project developments,  with the total projects cost in excess of $265 mil.

Learning’s
A number of key learning’s have been derived from our activities to date:
1. An alliance between those with the knowledge of markets and global buyers requirements and those with a knowledge of capability does ensure that Australian companies response to every real export opportunity is maximised;
2. In market face to face selling maximises the probability of success;
3. Business development is generally not a short term activity; it takes long periods of time and consumption of scarce resources.  Current programs are often too short term to extract the real opportunities.
4. The existence of an FTA does not guarantee level playing field entry to markets;
5. Companies who are successful in global markets; 

a. Have a product that adds value through an innovative or unique offering matched

b. Have a strategic view and a sound plan

c. Are world class or can become world class in quality, price and delivery, including meeting order volumes and volume fluctuations in export markets
d. Understand the mechanisms for success for export including commercial and logistic issues
e. Realise the need for focused and long term business development practices in market and allocate the necessary resources to the activity

f. Use the services of in market representation to facilitate and broker entry to that market

g. Are persistent and ethical
Other ICNL Key Linkages
ICNL has key relationships with an number of other organisations that enhance our activities and ensure that opportunities are pursued.  These organisations include InnovationXchange (IXC), the Co-operative Research Centres (CRC), CSIRO, the Enterprise Connect Network (ECN) (within DIISR) and the Global Opportunities Program (GO) (formally within DIISR and now within Austrade)

Innovation Development

The consortium has access to IXC and the Co-operative Research Centres as well as the CSIRO who is a TAA member organisation.
ICN and TAA consultants, by the nature of their activities in visiting buyer or supplier companies, are introduced either formally or informally to IP that might exist or that might be required within buyer or supplier organisations.

ICN and IXC, in particular, are very closely connected.  Two members of the Board of ICNL are also Board members of IXC.  We are aligned in strategic direction and work collaboratively so that our complementary skills and wide range of customer relationships are used to ensure innovation opportunities are facilitated.

We are positioned to promote to the company their ability to realise their IP to commercialisation, through collaborative partnerships, by referring them to the IXC where the company can be introduced, using their services, to others interested in collaborating on the commercialisation activity.

Business Improvement
As part of the matching of capability to opportunity, Austrade and ICN consultants work together to assess the readiness of member companies to meet the demands of global buyers.  This is an important activity as it lowers the risk of presenting a company who might be unable to meet all the commercial demands of the export market.

Where it is evident that a company has the potential to succeed in the global market but has gaps in skills, capability and/or general commercial practices as compared to those of companies who are enjoying market success, then we refer the company to a third party organisation or program for assistance. 

Companies can then embark on a pathway to entering the global market.

Our consultants regularly recommend and refer companies to ECN.  To date around 30% of referrals have taken up the services of the ECN.

Market Intelligence

Specific market intelligence is primarily accessed through the resources of Austrade as well as, for example in Team Automotives case, our contractor on the ground in the target market.  
Where a Team based approach has been established intelligence is also derived from our in market contract representative and additionally from the member companies who, through our regular Team meetings, share emerging market trends with the Team.

Additional market intelligence is gained using the resources of DIISR and in particular the Austrade’s GO team who have specific knowledge of that sector.

Future Funding Models

The existing mechanism for the provision of funds to pursue market opportunities is based up applying for and competing against others for available program monies.  Funding is on a dollar for dollar matching basis.

This approach has a number of drawbacks.   Firstly, significant time and effort is expended in developing applications, competing for funds and executing the necessary paperwork.  Secondly, funding tends to be provided in small tranches over short periods which makes the development and execution of sound business plans a difficulty.  Thirdly, detailed reporting and governance requirements can be heavy handed and draw scarce resources unnecessarily from the primary goal.
New programs need to address these issues.  Whilst good governance and protection of government investments is extremely important, sensible risk management and audit practices and established governance models should be identified and implemented with a key focus on monitoring progress and generating outcomes rather than imposing heavy handed controls on the inputs.

Where government policy is focused on key sectors for export development expert third parties should be engaged, over a time period commensurate with the anticipated time to achieve foundations upon which to build long term business outcomes.  A Team model should be used and structured with a governance system which provides the government with a satisfactory and comfortable risk profile.  

Whilst one for one dollar matching funding can inhibit the ability of some organisations to participate we have not seen this as an impediment to full take up of the available funds for SAMP Global at this time.

Conclusions

The relationship between Austrade and ICN is well established and has been successful.  It has been significantly expanded and enhanced over the last four years.  This was a deliberate and strategic action by ICNL and Austrade resulting from our research and review of the emerging global procurement climate.  This has proven to be timely and beneficial to Australian industry and hence the economy and wider community.
Success in global markets requires action which efficiently and carefully align all the key components.  ICNL is one of those key components.  Government policies and programs should be enhanced and developed to ensure that ICNL and Austrade are engaged to continue with these activities and are adequately resourced and funded to facilitate successful outcomes.

Programs and policies must be structured to accommodate the long business development timeframes that are implicit in establishing successful contracts in global markets.

About the Industry Capability Network:
The Industry Capability Network (ICN) has offices in all capital cities and major centres throughout Australia and New Zealand.  We have around 80 expert consultants who assist buyers’ source capable companies to meet their needs both in local and global markets.  ICNL is the national co-ordination office of the Network.
The Company has a state of the art technology solution which includes an on line database of the capability of more than 36,000 local suppliers, our Supplier Showcase and a real time project opportunities system, Project Gateway, which promotes opportunities for companies to supply products and services into major projects. 
Further information can be obtained from ICNL Executive Director, Derek Lark on 02 6285 2033.

Contact Details:

Industry Capability Network Limited

37 Geils Court

(PO Box 130)
Deakin West. ACT. 2600

Phone: 02 6285 2033

dlark@icn.org.au
www.icn.org.au 

Appendix 1 - How SAMP Global Operates
SAMP Global is an Australian Government program funded through the Department of Innovation, Industry, Science and Research.  It is administered by Industry Capability Network Limited.

SAMP Global funds existing networks and specialist consultants with expertise in global services, design, engineering, procurement, construction, management and through life support aspects of major projects.

These networks and specialist consultants work with project developers and Australian industry to achieve:

· global outcomes for Australian industry;

· increased opportunities for Australian industry to participate in major projects overseas of national and/or international economic significance; and

· increased Australian industry access to global supply markets for major projects overseas.

The major project market segment targeted may include, but is not limited to, targeting

one or more of the following:

· specific major project overseas;

· specific industry wide product or service;

· packaged solutions of products or services for specific projects overseas;

· specific global company;

· specific geographic market overseas; and/or

· specific global network.

Successful SAMP Global applicants must be able to draw upon substantial networks and personal knowledge and expertise in the relevant field. This includes the ability to provide services and recommendations on a non discriminatory, national basis.

The SAMP Global program may fund up to 50% of the costs identified in the proposal.  Applicants must confirm in writing in the application that 50% or more of the costs can be met from sources other than the grant funds. SAMP Global does not fund companies seeking to supply goods and services to major projects as these companies must bear their own costs. However, for reporting purposes the total costs of organisations involved in the approved proposal will be collated later in the project.

The SAMP Global program does not assist the financing of major projects, feasibility studies, or proposals to find projects which might sustain higher levels of Australian industry participation.

SAMP Global funds proposals in relation to major projects overseas. SAMP Australia funds proposals in relation to major projects in Australia. SAMP Australia is also administered by Industry Capability Network Limited.

Funding through the SAMP Global program would usually be for a period of one to two years. An extension may be granted by the Industry Capability Network Limited Board where the SAMP Global applicant submits an application to the Industry Capability Network Limited Board giving reasons in support of a request for an extension to the contract.

Where a previous application for funding under the SAMP Global program for the same or a similar proposal has been rejected as unsuitable, improvements or modifications to the suitability of the proposal are required and must be clearly shown in any subsequent application for funding.

Proposals that have received funding may remain eligible for additional funding within three years of the date of the first contract. An application which is closely related to one submitted previously will be regarded as an application for additional funding for the earlier proposal.
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