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Who we are 
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How many 
IPAs are 

there 
worldwide? 

FDI landscape 

over 15,000 
greenfield 
projects 

announced in 
2016 = $823 bn. 

Over 6000 
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What is relevant to communicate? 

From our experience investors want information regarding: 
- Workforce (Costs, Quality & Availability) 
- Political and Economic Stability 
- Tax & Regulatory Environments 
- Judicial Efficacy  
- Infrastructure 
- Operating Costs (From Real Estate to Utilities) 
- Fiscal and other types of Incentives 

 

What every 
investor wants 
in one word: 

DATA 

Data: What are you doing with it? 

Sharing relevant 
data is useful for: 

Benchmarking  

Marketing & Outreach 

Influencing FDI 
decision-making 

«Need to gather, analyse 
and share relevant, up to 
date data»  



IPAs Freqent Claims 
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According to our research, IPAs frequently make the same claims 

about having “the best” . . . 

  



Marketing: Public v. Private 
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Need to abandon the classic B2C & B2B model for a new S2B model: 

 

• Targeting  Key Decision Makers: CEO, CFO, COO, Business Dev. 

• Providing contents that add value in the decision making process at the right 

time  Follow the Business Cycle  

• Monitor trends at home and abroad to: 

1. Provide relevant info to own policymaker.  

2. Circulate relevant info internally to answer investors. 

3. Know how to position with regards to competitors. 

 
Using Data to own advantage: 

 

Process with due 
methodology 

Collect Relevant 
Data 

Gather  Analyse Target Approach 

Identify Industries 
and Sectors  

Engage Key Decision Makers 
through efficient Outreach 

and Marketing  
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Our Experience 

What sectors do our leads come from 

27,5% 

12,5% 

12,5% 
10,0% 

10,0% 

5,0% 

5,0% 
5,0% 

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

Leads per Industry % 
ICT (IT)

Life Science (LS)

Consumer Products (CP)

Automotives (AU)

Machinery and Equipment
(ME)
Electronic & Electric
Equipment (EL)
Photonics (PH)

Nutrition (NU)

Professional Services (PS)

Chemicals (CH)
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Our Experience 

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

Feedback received 

(Status 4) 

Decision-makers (Status 5) 

Prospects (Status 6) 

=> Leads (Status 7/8) 

Companies (Status 

1/2) 

237 

218 

111 

28 

10 

551 

92% 

51% 

25% 

36% 

43% 

4.2% 

Our Experience 

Converting contacts into leads 



 

 

Luigi Mercuri 

luigi.mercuri@conway.com 

www.conwayadvisory.com 

 

 

 

  

Grazie per la Vostra attenzione! 


