Submission to Review of Export Policies and Programs

by
Ralph Evans
Executive Summary

As the Issues Paper for this review shows, Australia’s export performance has made a poor contribution in recent years to an otherwise generally successful economy.

The author believes that export policies and programs should be based on strategic consideration of Australia’s unique circumstances.  Among these are Australia’s small size as an economy, its physical or cultural distance from major export markets and an unusual industry structure.  We have strong resources and agricultural sectors and strong companies on a global scale in resources in particular.  Outside resources, our economy has few major companies capable of contesting export markets with confidence of being price leaders.  Consequently, export business is seen as difficult, risky and characterised by low margins – especially with the current high dollar.  Many of our successful major companies are in little-traded goods and services and have quite logically preferred to invest in like areas of business in OECD countries.  We do, however, have some outstanding companies that are business innovators and emerging export leaders.  Backing them should have priority, but this does not require picking of winner industries. 
In trade negotiations, we should give top priority to the WTO and its Doha Round and should use coalitions vigorously to augment our bargaining position.  Bilateral and regional trade deals can be a useful supplementary strategy.  The focus of such bilateral negotiations should be strategic, taking account of industry priorities, including those of multinational subsidiaries hosted by Australia. 

An effective unified national trade promotion service is of value to Australia.  Austrade should aim to be world class in its field.  It should be subject to measurement to justify its budget, to guide its major priorities and to instil a commercial ethos.  State trade offices overseas are not of much use but may be unstoppable, so they are best co-opted into “Australian Business Centres” with Austrade.
EMDG can be effective.  Its parameters should be set for best effect using econometric measurement.  There should be a separate program, perhaps derived from the former ITES, to boost the export expansion of high-potential growth companies.

Promotion of inwards direct investment has worked well in other countries.  Our modest program should be subject to measurement and perhaps enlarged.  Its overseas arm should be attached to Austrade.  Incentive competition among the States for projects coming to Australia should be kept under control.
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Submission to Review of Export Policies and Programs

By Ralph Evans
I am happy to have the opportunity to make this submission to an official enquiry into export policies and programs, which I believe is well and truly due.  
I do so as a private citizen, bringing perspectives from my past as Managing Director of Austrade from 1991 to 1996, a director of EFIC for the same period, a consultant on business strategy for a good many years and a director of several ventures and funds in the fields of private equity and venture capital up to the present.  
I owe a lot to colleagues, board members, ministers and business people from whom I have learnt but take full responsibility for the views expressed here.

Background

Any strategy should begin with two things.  One is an appreciation of the strength of “our” forces compared with the enemy’s and of the nature of the terrain.  The other is a clear objective.  
Forces and terrain

Considering the relative strength of forces and the nature of the terrain, two salient points stand out:

· Australia is a large and fairly wealthy country with a population of only 21 million.  Its Southern Hemisphere location is remote from the main markets of the world, although comparatively well located for the growing markets of Asia.  Australia has no major adjoining market in which exporters can start out (even New Zealand has us).  It is culturally a part of the Anglophone world, and at some cultural distance from its Asian neighbours.  These factors mean that it is not easy for typical businesses that serve the Australian domestic market to start exporting and that export policies that may work well in, say, the Netherlands or Nordic countries may not be effective here.  We should learn from the experiences of many countries and may gain most from those where exporters have succeeded in the face of some adversity, such as Singapore, New Zealand (which has all of our disadvantages and few of our advantages) or perhaps Israel. 
· Australia is blessed with large and well-diversified agricultural and resource-based industries, which account for nearly half of its exports (11% agricultural and 33% other resources in 2007)
.  Success in these sectors has a tendency to crowd out manufacturing and services businesses and to create some instability for them, especially through a variable currency
.  We can see this today, with many trade-exposed manufacturers (such as the makers of cars and car parts) and services businesses (such as tourism and education) not growing as they were when the dollar was lower, and in some cases contracting.  This is one of the facts of Australian life.  This paper would not for a moment advocate measures designed to level the playing field between the resource-based and non-resource sectors, as is the case at the moment in Argentina
.   

Despite spectacular successes in coal and iron ore (mainly servicing China’s growth)
, Australia’s exports have grown relatively slowly in the present decade.  The Issues Paper for this review says export growth accounted for one-eighth of GDP growth in the years 2002-7 against one-third of GDP growth in the longer period from 1983 to 2001.  Manufactures exports have grown slowly, and we have lost significant global market share in services.  Moreover, we have recorded growing trade deficits, with a record deficit of $6.9 billion in the December quarter of 2007, when the current account deficit reached 7% of GDP.  A new record monthly trade deficit was set in February, 2008.
The Issues Paper draws attention as well to the need for Australian businesses to improve their competitiveness and productivity and to the fact that the large growth in Australia’s outward foreign direct investment has been overwhelmingly directed at developed Western countries rather than to the key growth markets in Asia.  
Objective

Against this background, what is a sensible objective for Australia’s export policies and programs?  The author suggests that it is to do all reasonably possible to increase Australia’s exports
 and the engagement of our businesses in foreign markets.
Topics for input and comment
The Issues Paper raised a series of specific topics for input and comment.  They are treated here in the same order and numbering as in the Issues Paper, with comments where the author has a view to express.   

1. General

The author’s view is that the key drivers of Australia’s lacklustre export performance in recent years have been three, and that they reinforce each other:

· One lies in the structure of Australian industry, discussed under (2).  Apart from our major resources companies (which have themselves suffered from infrastructure capacity constraints), Australia has relatively few businesses with the competitive strength in global terms to take on demanding export markets and be confident of doing well.  We just don’t have a General Electric or a Toyota, or for instance luxury goods companies like the French
.  Our companies, acting very rationally in their shareholders’ interests, tend to stay at home or to invest in replicating themselves by acquisition in similar markets within the OECD.
· The second is that margins tend to be lower in export markets (except in commodities that are in short supply).  In overseas markets, Australian companies face competition from all over the world, not just from their familiar (and often similar) rivals at home.  Their Australian base may confer a relative cost disadvantage, although sometimes it provides an advantage.  Many foreign competitors price marginally in export markets.   Everywhere, companies that are not strong competitors tend to be price takers and to have to bid below their stronger opponents to win business.  Relative margins have been particularly low in export markets compared with the home market in recent years, with the Australian economy booming and the dollar in a high phase.  
· The third derives from the fact that Australia is either physically or culturally distant from its key markets.  This means export business is perceived as much riskier in all sorts of ways than business in the home market.  This is another reason to shy away from exports and foreign ventures, or when you do venture forth to stay in the OECD or safe Singapore or Hong Kong, as the Issues Paper noted.    

These are hard things to turn around, but we should try to mitigate them as much as we prudently can through our export policies and programs.
A fourth factor (for which the author is indebted to Austrade’s New Zealand counterpart) may have some significance, especially at the SME level.  This is the “lifestyle plateau”.  Many of our entrepreneurs are said to be content to reach a certain level of wealth, covering their home and their children’s education comfortably and maybe a boat or a holiday home, and then to go no further.  In the USA, of course, there are no such limits, and some business people continue driving forward towards staggering levels of wealth.  Whether the lifestyle plateau is really a powerful limiting factor in Australia’s export performance and what influences might lie behind it – perhaps social mores or to do with tax – are worthy subjects for future research.  
2. Structural and supply-side factors

The question “What factors are inhibiting Australian businesses from exporting?” suggests a presupposition that it is normal to expect many domestic businesses to be champing at the bit to move into export.  
Companies are motivated to maximise value for their shareholders.   They do this by exploiting their competitive advantage – by doing what they can do better or cheaper than their competitors
.  The financial markets press them to be prudent in their strategies and not in general to take punts.  

Australia has world-class resources companies for whom export is second nature.  However, in manufacturing and services, we do not have many companies of equivalent class whose competitive strength is such that they can thrust into export markets with confidence of success.

We do have three types of company outside the resources sector that are relevant to this enquiry:

· We have some outstanding and rapidly growing niche specialists, like Austal in lightweight high-speed ships, Cochlear in hearing implants, Resmed in sleep-enhancing products, WorleyParsons in engineering, Macquarie Group in financial services and Transfield in maintenance outsourcing.  These companies have highly professional boards and managements and high expectations of themselves.  They pursue exports vigorously and establish presences in key overseas markets, but alas their cumulative export volume as a class is not large in relation to the whole economy.
· There are many Australian companies that have done well in products and services that are naturally sheltered from international competition.  Some of these have grown large through domestic acquisition.  When these companies go global, they logically continue their process of acquisition, focussing on markets similar to Australia, where their business advantage has been honed
.  So we have seen the growth of “multi-domestic” companies, such as Boral, Brambles or Westfield.  The major Australian banks and other leading financial firms such as QBE have followed a similar pattern, acting for good strategic reasons in the interests of their shareholders.  These companies account for a good deal of the outwards FDI noted in the Issues Paper that is directed not at key export growth markets like China, Japan, Korea or India but at developed Western economies.  Other smaller countries have produced the same phenomenon, seen for instance in Ireland’s Smurfitt Group (packaging) or South Africa’s SABMiller (breweries).  

· Australia is host to many subsidiaries of foreign multinationals, a lot of them established in an earlier phase of globalisation.   Examples are the local arms of General Motors, Toyota, ABB, Nestlé and Unilever.  These companies will always act to optimise their global interests and to maximise their value to their shareholders.  When an opportunity arises in a third market such as China, they will respond with resources from whichever part of their global empires suits them best.  Sometimes, this will draw their Australian businesses into export markets, but often it will not.  Tax factors can have a bearing, in addition to the relative costs of sourcing from the Australian subsidiary or elsewhere.  For instance, both GM and Toyota are supplying cars to the Middle East from Australia, helping them build volume in their Australian factories, which might otherwise be very marginal. 

All three of these types of company sometimes draw their Australian goods and services suppliers with them into overseas markets.  It can be a worthwhile strategy for many suppliers to piggyback on their key clients into export markets and then expand from the beachheads they provide.
In addition, Australia like other countries has a large number of highly varied small companies and other entities, SMEs in the jargon, some of which become highly effective exporters (for instance, following the strategy above).  Some emerge as world-beaters.  All face the challenges of physical and cultural distance from the big markets.  
Australians often beat their breasts about the supposedly low levels of innovation in this country.  Yet, as was pointed out by Thomas Barlow in an interesting contribution to a CEDA publication last year
, Australian businesses have been good at innovating at the level of business forms or systems.  In such a way, Westfield built itself the leading position in shopping mall business worldwide from humble Australian beginnings.  While never humble, Macquarie Group has been remarkably successful doing a similar thing in global infrastructure finance.  There may be too much focus on the white-coats-to-miracle-product paradigm.   As chairman of a family of venture capital funds for the last eight years, the author has witnessed a fair number of early stage Australian ICT ventures aspiring for global success.  The results have been reasonable overall, outstanding in a case like the web measurement business Hitwise, but this is a hard way to make money from Australia.
The author is not aware of shortcomings in the Australian information and communications infrastructure that impede export performance. 
As a final comment on the supply side, the author would not advocate any policy of “picking winners” in anticipation of national success in some field or other.  The various success stories mentioned here defy any categorisation that could underpin selective industry supports.  It is simply astonishing that the resource-rich state of Western Australia, where costs are high, the local market is small and skilled workers are regularly in very scarce supply, could have given birth to the world-leading specialist shipbuilder Austal Ships.  Macquarie Group has far exceeded even the expectations it had for itself when the author worked for it as a consultant in its early days.  What the author does advocate is programs that will support outstanding growth companies or help mitigate some of their risks when they emerge under their own entrepreneurial steam.   In this way, Austal was given a lot of support by several arms of government that were available to any company that demonstrated such exceptional progress in developing export business (see 6).
3.     Trade negotiation and market access issues

The thrust of this submission is that Australia’s approach should be tailored to its situation, rather than generic.  
Australia is a relatively small economy, isolated from the world’s major markets.  It is not part of any major free trade area like the EU, NAFTA or ASEAN.  It is obvious that we stand to benefit more than most from open and rules-based global markets, without which we have little chance to realise our economic potential.  The WTO and the Doha Round should have very high priority for us.  Moreover, we clearly need to participate in coalitions of nations to give us greater bargaining power against powerful protectionist interests within the major market countries and trading blocs.  It is extraordinary that this has not been given higher priority in the last decade.
Bilateral or regional FTA negotiations can be useful as well, as a supplementary strategy.  The New Zealand FTA has been beneficial for us.  The choice of negotiating targets should be made carefully, on a strategic basis.  The US FTA looked like a poor prospect to this observer before negotiations started.  This was not only because of America’s great negotiating clout and mercantilist force but because powerful domestic US interests would oppose our obvious targets like beef, dairy, car parts and ships, while our market was already wide open to (and in many segments dominated by) their planes, machinery, IT, armaments and creative industries.  Consultation with the particular businesses most likely to take advantage of any future FTAs might help refine future priorities.  For instance, the automotive companies might rank the (Arab) Gulf Cooperation Council countries high on their priorities for freer trade to support the volumes of their Australian factories.  
APEC must be a good thing, encouraging constructive inter-government dialogue where there could otherwise be suspicions and tensions.  It has done very worthwhile backroom work on trade processes.  However, the author is not aware of whether or not it has made a significant difference to exports. 

4.   International business development

See (2)
5.    Trade development programs and services

The primary needs of business that can be satisfied by Australia’s trade development services are five:

1. Information on local market opportunities, business conditions, commercial practices and specific companies and individuals.  
2. Introductions to potential customers or distributors and assistance with the selection of agents and partners.
3. Advice, e.g. on how to resolve problems that arise with the local authorities or in business relationships or on how to operate in foreign business cultures.

4. Combined presences through trade fairs, missions and the like, and by the forming of consortia, to achieve greater impact than would be the case with single Australian firms.
5. Financial assistance to accelerate international business development or reduce its risks.
It is more economical for these needs
 to be satisfied by a single public network with high-quality and dedicated staff and effective management, internal training and IT systems than by a variety of private or company-owned services
.  
The close link of Austrade with Australia’s diplomatic service can often be highly beneficial to business, for instance in overseas public sector procurement or if an approval is required by a country’s government – and sometimes simply to bring to bear the  prestige of national diplomatic representatives
.
Many companies will not use such official services or will do so only on a limited basis.  Resources majors know their established overseas customers intimately and tend to call for government services only in times of crisis or on entering new countries
.  Established multinationals and big multi-domestics may have their own services or use consultants or investment bankers to help plan their market entries.  Even some small players who know their way around prefer to operate on their own.
The heartland customers for government trade assistance services are established companies going into new territories, the fast-growing niche specialists and particularly smaller companies trying to get established in export markets.  However, a great many Australian businesses overseas have contact with Austrade offices at some stage in their overseas development and are comforted and have their risks mitigated by their presence
.
This paper advocates segmenting Austrade’s services to specialise at two levels
.  This is likely to be done through separate teams in the offices at home in Australia and separate financial support offerings (see below), working with a common overseas network.  The segments are:

1. Major growth companies like those named earlier, which have skills, experience, a strong business proposition and the potential to expand their overseas business rapidly and to large scale.  The thresholds for inclusion might (tentatively) be: sales of $50 million, at least half overseas; and growth of above 20% p.a. for the last two years.  Admission to this group should be a goal worth aspiring to.  The staff for this unit would also deal at times with large and established companies.

2. Early-stage exporters, far more numerous and diverse (and not always small), who need more basic information and advice and will probably develop their export business more slowly.
The reason for this recommendation is to focus appropriate resources on realising the full potential of the growth companies as quickly as possible, at the same time encouraging more to emerge, which is one of the best prospects for a material improvement in our trade performance.  

Measurement of the effectiveness of these services is essential to justify the expenditure and to determine whether to put resources into one market or another.  In the 1990s, Austrade surveyed its clients regularly to ascertain the dollar value of trade in which they had assisted and the degree of their contribution, from essential to minor (or even negative).  This is a worthy field for further work.  In addition to justifying the budget and guiding resource allocation, it has significant impact on the commercial ethos of the network.

Australia needs export assistance services more than many other countries because of its circumstances.  It is large enough to have a professional service covering many markets.  It is a reasonable for us to aim to have a service that is the best, or equal to the best, in the world.  Whether it is can be ascertained by periodic benchmarking studies.  The author believes that Austrade has in the past ranked well compared with its global peers; whether it still does is not known.   

The EMDG program, which specifically subsidises export market development activities (and is therefore allowed under WTO rules) has existed for many years and has been subject to many changes.  There is no doubt about its popularity.  Its economic effectiveness has been measured in the past by an econometrician, Professor Ron Bewley.  Given the large body of data based on EMDG reporting over many years, further econometric studies may be warranted.  When the author chaired an inter-departmental review of EMDG in the 1990s, Prof Bewley’s analysis found that EMDG was cost-effective and that its open-endedness was key to its value as an incentive for companies to develop exports.  It is no longer open-ended. 

Because of its caps, EMDG is of value mainly to smaller and early-stage exporters.  A well-designed financial program to support the major growth companies would be valuable as well and could produce a higher ratio of export growth to cost than EMDG.  Such a program did exist in the early 1990s, called the International Trade Enhancement Scheme, or ITES.  It lent money by contract to fast-growing exporters (who could not have EMDG as well).  The Austrade Board made final decisions on applications, on purely commercial considerations, after close vetting by staff and consultants
.  The program was a success.  It is a model from which design of a new program should be derived.
6.    Financing exports

The author’s memory of EFIC is of a professional and serious body, little known to the public, which provided valuable services to exporters and companies establishing overseas.  It was especially effective in a few segments: today’s successful Australian shipbuilders may bask in well-deserved awards for their entrepreneurship, but they were helped by every overseas arm of government: ministers, diplomats, Austrade – and, most of all, by EFIC.
EFIC’s key value is in reducing the risk of export business for companies, putting it more on a par with business in the home market.  The author’s view is that risk is a key reason for Australian companies staying at home to the degree they do.  While beyond the scope of this paper, the author would advocate a specific review of whether EFIC’s role should be expanded, possibly in partnership arrangements with private sector banks and insurers, to reduce the risks of exporting and help speed up the rate of export growth.    

EFIC has been a battleground of ideology to do with whether a public body should be active in markets that are at least to some degree served by the private sector.  It may have been hollowed out too far as a result and have too small a balance sheet today to do all that it should.
7.    Investment promotion and facilitation

For a number of countries, notably Ireland and Singapore, investment attraction has been they key to development of export industries
.  Singapore, for instance, produces and exports the lion’s share of the world’s computer hard disc drives, an industry deliberately created by foreign investment attraction and domestic skills training.  The history of the Singapore Economic Development Board (for instance in the book Heart Work
) is impressive to read.  For some reason, inwards investment promotion does not find favour among orthodox economists in Australia.  We have a small program to promote inwards FDI, on which this paper makes two comments:
1. It is not logical for Australia to have a separate and inevitably under-resourced network overseas for investment promotion.  In the 1990s, the overseas part of investment promotion was attached to the Austrade network.  The best instances of success were when the top Austrade regional managers (more senior than the investment promotion staff) engaged in pursuit of key targets in combination with the specialist investment people
.

2. As a federation, Australia is prone to wasteful incentive competition among the states to land the largest investment fish when they have been hooked and brought close to the boat.  It may be that COAG needs to be invoked to keep this under control.
Just like export promotion, programs to promote foreign direct investment should be subject to systematic measurement of effectiveness and value to the nation.  It may well be that the present small program, so measured, would be found worthy of expansion.
8. Maximising effectiveness of trade development resources

Several States operate trade offices in a variety of locations overseas, almost all in places already covered by larger and more capable Austrade offices.   There are over 40 State trade offices altogether.   The author believes they add little or no value and are nowhere near worth their cost.  Moreover, small-scale networks do not offer scope for measurement of effectiveness such as Austrade has used and should continue to use
.  However, State trade offices are legal, and it may be impossible to dissuade some States from setting them up.  The best solution for the Commonwealth, to keep confusion and duplication to a minimum, is probably to invite the States to co-locate with Austrade in “Australian Business Centres”.  Other relevant bodies, such as industry organisations, service firms or corporate representative offices, could be co-located as well.  This was done first in Tokyo in the 1990s, where the author understands that it was reasonably successful.
One state initiative that had a better chance of success was when Victoria appointed a retired Managing Director of Austrade as a roving Trade Commissioner.   Based in Melbourne, he organised missions and visits overseas for Victorian business, using the Austrade overseas network.  He knew well how the network functioned and how to put together these visits and missions.  This initiative complemented rather than duplicated Austrade.

Directing businesses to the right agency is not difficult.  Austrade has a main “front door” for phone and e-mail enquiries.   Its staff can redirect the callers to EFIC or other bodies according to the nature of the enquiry.  The websites of each Commonwealth body can carry links to the others with short summaries of their respective roles.  
What can sometimes be more difficult is coping with callers who want services that carry charges and want to avoid paying, or who have been told their idea is not worth pursuing and want to complain or to try another avenue.  Some are very persistent
.
* * *
I hope that these comments are helpful to the Review and wish it success in its important work.  I would appreciate an opportunity to expand upon any part of what is set out here in a discussion with the Review panel.

Signed

Ralph Evans

24 April, 2008
� Possibly more than half if simply transformed manufactures such as aluminium metal are counted as resource-based.





� Of course, agriculture has to contend with climate change and periodic drought, and mineral resource industries with the vagaries of exploration and widely varying commodity prices.





� The Economist of 27 March 2008 described Argentina’s present taxes of up to 40% on the value of exports and a temporary ban that was placed on export of their most sought-after commodity, beef, both intended to reinforce and stabilise the domestic economy.





� Even in these commodities, infrastructure constraints have held back expansion and the gains have been to a significant degree a matter of price.





� The goal is not to eliminate the current account deficit, which is driven by macroeconomic factors, particularly national savings and investment.


� Qantas is a major exception.  Australia does not have any company comparable with New Zealand’s leading food exporter, Fonterra.





� Please do not confuse this with Ricardian comparative advantage, by which a whole economy will tend to specialise in the things it does best.





� As a consultant, the author has been involved in recommending such strategies.





� See Growth 58: Competing From Australia, CEDA, 2007


� Except for export credit and insurance: having been a director of EFIC as well as MD of Austrade, the author is convinced that the special financial skills required to run EFIC, and its need for a strong balance sheet, justify it being a stand-alone entity rather than part of Austrade.


 


� These exist as well, of course, offering their services commercially, but it is better for public funds to be concentrated in the support of a single integrated and highly competent official network.  Increasingly, basic and even quite detailed information on foreign markets (and much else) can be obtained by anyone over the Internet.





� This close relationship has its complexities in practice.  Trade and diplomatic staff play in different positions on the same team.  They should support each other when this is needed and treat each other with mutual respect.  The leadership, right up to ministers, needs always to bear this in mind.  





� When the McKinsey review of Austrade was done in 1990, one prominent mining company said it had no need of Austrade.  Its export manager was quite a hero.  He had continued to visit a smelter in southern Iraq to get sales and payment documents signed, even with the Iran-Iraq war raging.  In fact, the export manager had remained in his hotel in Baghdad.  It was the Trade Commissioner who had made the dangerous journey, but the higher-ups in Melbourne were left unaware of this.





� Too often, they come seeking advice in dealing with a problem that might not have occurred had they had taken advice sooner.  It is a common experience for Trade Commissioners to meet Australian business people abroad who are having difficulties with local business partners who were chosen in a very haphazard way.





� In practice, there are likely to be specialist groupings for other segments as well – for instance, the high tech fraternity may have a need for specialist support in dealing with Silicon Valley and other centres of its kind around the world.


� A common characteristic of fast-growing entrepreneurial companies is that their founders and main owners are reluctant to take in outside equity and potentially give up control, even though this could add significantly to their wealth.  The Austrade board on several occasions rejected ITES applicants who were trying to use ITES debt funding as a substitute for increased equity.


   


� The author worked as a consultant on a review of Ireland’s industry and investment attraction policies in the mid-1980s.





� Bock, Chan Chin et al: Heart Work - Stories of How EDB Steered the Singapore Economy from 1961 into the 21st Century, Singapore Economic Development Board, 2002 





� For instance, a multi-lingual call centre for Asia for American Express was attracted to Australia rather than Singapore, Hong Kong or India by a coordinated drive by Austrade and the Investment Program..





� I refer here to systematic measurement of value for money, not simple KPIs such as the number of visitors received.





� The author recalls many difficult Austrade clients.  One became irate when told his idea of exporting boat trailers to Vietnam was not a good one (there was a shortage of cars to pull them and of middle-class people to buy them, but an abundance of small welding shops to make similar trailers in Vietnam if a demand were to develop).  Another insisted he could teach the US military how to procure equipment.  He would not fill out their forms correctly, in type.  A US military officer who was keen to buy the would-be exporter’s specialised rubber boats went to his office at the weekends to clean up his proposal but could not get all the information required.  There were many phone calls at various levels before the initiative was simply dropped by the Americans.  A group who wanted ITES money to build a coal unloading port in Turkey, which they thought could be tied to Australian coal, took up time of diplomats, DFAT and Austrade staff and even ministers and the Opposition in the midst of the 1993 election.  They were not even close to being eligible for ITES.    
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