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� Local, Regional, Statewide

� Made All the Mistakes

� Persistent Contrarian

� Passion for Better

� Studying BR|E Intensely since ‘96
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We Say…

28%

72%

Source: 2015 Int’l BR|E Study
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Still Seeking

24.3%

46.3% Evaluate

25.7%

Retool

No Change

Source: 2015 Int’l BR|E Study
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Improving Results

Process 43%

People 29%

Analytics 8%

Leadership 7%

Other 7%

Strategy 6%
Source: 2015 Int’l BR|E Study
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“Insanity: doing the 

same thing over and 

over again and 

expecting different 

results.” A. Einstein

Are we there yet?
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Section 1

Section 1
Positioning: Move 

to the Center
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Tell Me About…
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Business intelligence (BI) is a technology­driven 

process for analyzing data and presenting 

actionable information to help corporate 

executives, business managers and other end 

users make more informed business decisions. 



©© Blane, Canada Ltd. Realizing Community Potential
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Greater Dubuque Development

Clients

Board of Dir.

Business 
Development

Workforce Entrepreneur

Chief Executive
Operations, 

Finance,
Marketing

Recruitment/Access Dubuque Jobs
Concierge Service
New Comer Service
Integration/Culture

Info Action
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Greater Dubuque Development

$250,000 

1998

2017

$10 M
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Lakeshore Advantage
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Lakeshore Advantage

Clients

Board of Dir.

Business 
Development

Workforce Entrepreneur

Chief Executive

Operations, 
Finance,

Marketing

Chief Operations 
Officer

Business 
Intelligence
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Lakeshore Advantage

� Throughout the 2008 recession, companies’ emphasis R&D put them 

in a position to use cutting-edge technology to spur growth on the 

back side. 

� The BR|E data highlighted the talent shortage five years before it 

became a trending economic development topic. They institute 

programs to deal with this challenge well before competitors giving 

Zeeland a significant advantage.

Bruce Adair, Lakeshore Advantage’s COO
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Lakeshore Advantage

Video 
Success Stories
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Positioning

R
es

o
u
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e

Aggressively Pushing Info into the Community
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Storyline…

Gainesville, FL

Austin, TX

Monterey Co, CA
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Interview Participants Table 1

Location Organization Interviewee(s) Program 

Age

Austin, Texas Greater Austin Chamber of 

Commerce

Susan Davenport – Former Senior 

VP Global Technology Strategies

12 years

Colorado Springs, 

Colorado  

Colorado Springs Regional 

Business Alliance 

Joe Raso – Former President/CEO 4 years

Dubuque, Iowa Greater Dubuque Development Rick Dickinson – President/CEO

Dan McDonald – Vice President 

21 years

Gainesville, Florida Gainesville Area Chamber of 

Commerce

Susan Davenport – President/CEO 1.5 years

Holt County, 

Nebraska

Holt County Economic 

Development 

Nicole Sedlacek – Executive 

Director

10 years

Iowa City, Iowa Iowa City Area Development 

Group

Mark Nolte – President 

Joe Raso – Former President

11 years

Modesto, California Stanislaus Business Alliance 

(Opportunity Stanislaus)

David White – President/CEO 2.5 years

Monterey, California Economic Development Dept. David Spaur – Director

Jerry Hernandez – Analyst

3 years

Zeeland, Michigan Lakeshore Advantage Bruce Adair – COO 6 years



©© Blane, Canada Ltd. Realizing Community Potential



©© Blane, Canada Ltd. Realizing Community Potential

What changes?

BR|E
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Section 2

Section 2
Lean Process Mapping
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Sample BR|E Lean Process Map

Design 
Interview Tool

Review 
for Action

Identify 
Interview 
Candidates

Schedule 
Meetings

Structured 
Interviews

Management 
Reports

Evaluate 
Findings

Board Report

Opportunity 
Processes

External Public 
Report

New/Update EI 
Programs

Data Record
Yes

No

BR|E Program 
Parameters

Action Sub 
Process

Report Sub 
Process

Community 
Improve Programs

Interviews

Identification 
Sub Process

Service Sub 
Process

Scheduling  
Sub Process

Entry Sub 
Process

Business Engagement, Services

Extended Reach Processes

Alert Post Card

1

3

2

Operations4
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New Level for Action

Personal Interview

Silent Majority
Audience

Silent 
Majority 
Outreach 
Audience

Priority Employers

Small Employers

Mid Employers
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Strategy: More Than We Call

We call

1

Partner 
call 2

They 
call

3

Organic 
contact

4

Research5

Interview

Intake 
Mechanisms
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We Call

1
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What do you want to 
accomplish with this 
interview?
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• Confirmation Questions 16 53.2 8 20.0 0 0.0

• Assistance Questions 4 10.6 4 10.0 0 0.0

• Problem Identification 8 25.0 18 45.0 10 25.0

• Predictive Questions 1 4.3 1 0.3 6 15.0

• Industry Intelligence 0 0.6 2 0.6 14 35.0

• Company Intelligence 2 5.2 9 22.5 5 12.5

• Buyer/Supplier Linkage 0 1.1 2 0.6 1 2.5

• Marketing Intelligence 0 0.0 0 0.0 4 10.0

• Total 31 44 40

Old 
Standard

New 
Standard

NYK
Boost
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Engagement

…Greatest Achievement
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Power Positioning

…Greatest Achievement

…R&D Question
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Insight

…Weaknesses

…Barriers
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Getting in the Door

� Getting past gate-keeper

� Making contact

� Selling the meeting

� Dealing with objections

� What is in it for me?
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Partner Call

2
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Engaging Partners
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They Call

3
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Reach Beyond Natural Contacts



©© Blane, Canada Ltd. Realizing Community Potential

They Call Cycle 

Awareness Contact Interest Presentation Closure

Images… Freepik.com
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Organic Contact

4
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5
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Louisiana DED



©© Blane, Canada Ltd. Realizing Community Potential

Louisiana DED
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Section 3

Section 3
Art of Inquiry
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1,164
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Questions Matter
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Opening Statements

“Your company is very important to this 

community, and we appreciate the economic 

contributions you have made. We also greatly 

appreciate the time you’ve taken to see us today.”

“Our objective is to demonstrate that 

_____________, as a community, cares about and 

appreciate local firms.”
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st

Question?
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Opening Questions

A. Please provide a brief description of your company.

B. What is your overall opinion of _______ as a place to do business? 
(online)  Excellent,   Good,   Average,   Poor   Very Poor

C. What year did your business start operation? _______

D. Which category does your business fit into?

Independent business,   Franchise,   Part of national network or 
retail/marketing group,    Associated with another business, e.g. 
retail outlet for manufacturer

E. What do you feel are the top two advantages of doing business here 
(city name) relative to other markets and the top two disadvantaged 
of doing business here?

F. What is your company’s greatest achievement in the last 3 years?
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1st Question

Sets Tone

Engagement

Positioning
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What is the projected sales growth in the 

next year at this facility?

Greater than or equal to: 100%   99-

50%   49- 25%   24-10%   9-1%   0

Declining

Undercut Credibility!
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What is your primary title/position?

What is the status of your primary 
product/service?

Proprietary… Commodity

Failure to Prepare!
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Credibility

As a percent of sales, how much does the company 

spend on R&D

None   1-2%   3 to 6%   Over 6%

As a percentage, approximately how is the R&D 

budget divided among:

New product development _____%

Product improvement_____%

Production improvement _____%
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What is the Difference?

What are Aprilville’s weaknesses as a 

place to do business?

What are the barriers to growth in Aprilville?

Is there any reason the company will not 

expand in Aprilville?

1
2

3
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Reality Check

Community Challenges: Three Perspectives

No
Expand

Weak* Ranked Issues Only Weakness

1 1 Business Climate Negative Dead on

2 17 Land Availability or Cost Critical Difference

3 6 Cost of Doing Business High Under rated by 3

4 3 Labor - Other Dead on

5 2 Transportation Weaknesses Over rated by 3

6 13 Customer, Supplier Accessibility Poor Critical difference

7 9 Infrastructure Poor Under rated by 2

8 8 Community Leadership Negative Dead on

9 4 Quality of Life Negative Over rated by 5

10 10 Labor - Skilled Worker Supply Inadequate Dead on

13 7 Educational System Weaknesses Over rated by 5

- 5 Affordable or Available Housing Red Herring

Source: Synchronist North American Data Study

Barriers Weak*
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Critical Difference
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Ultimate Question
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Design Principles 

1) Administered as one-on-one interview

2) Use a conversational tone

3) Put the respondent at ease

4) Engage the respondent, make him think

5) Get him talking freely

6) Gather both facts and opinions

7) Provide information for comparison over 
time (core info)
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Design Principles (Cont.)

8) Sector defined, not industry defined (applicable 
to companies in different industries)

9) Information that can be aggregated across 
dozens or hundreds of respondents

10)Aggregate information to support decisions

11)Weave in and out of different question format… 
open-ended, multiple choice, yes/no

12)Group questions where appropriate

13)Maximize the number of topics covered
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Confirmation by Design

Confirmation design. Working from a list of Yes/No and multiple choice questions creates little opportunity 
for discovery. As a derivative, the Common Questions suffer same fate. 
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What About…
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RISK: Top 15 Early Warning Signs

No order of importance intended or implied.

Corporate Warning Drivers

� Non­local management

� Ownership/management change

� Shifts in the market

� Expansion elsewhere

� Rapid corporate expansion

� Change in corporate strategy

Operations Warning Drivers

� Burdensome regulatory environment

� Escalating local costs

� Workforce changes

� Labor dysfunction

Facility Warning Drivers

� Lease expiration

� Facility condition, size, obsolesces

Market Warning Drivers

� Falling sales

� Economic shift within the industry

� Technology shift/product obsolesces

Operating Conditions

Facility

Market Changes

Corporate Strategy

4 Warning

Drivers
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RISK: 18 Retail, Tourism, Service 

Warning Drivers

Management

� Inadequate or poor service

� Poor facility 

� Failure to adapt to market changes

� Competence

� Age of management/ownership

� Succession/exit planning

Retail/Service Warning Drivers

Corporate Warning Drivers

� Non­local management

� Ownership/management change

� Expansion elsewhere

� Change in corporate strategy

Operations Warning Drivers

� Escalating local costs

� Workforce changes

Market

� Population

� Demographics

� Buying power

� Population or demographic shift

� Introduction of competition

� Supplier changes

Operating Conditions

Market Changes

Corporate Strategy

Management

4 Warning

Drivers

No order of importance intended or implied.
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The Answer…

…is only Important if we 

ask the RIGHT question!

Blane, Canada Ltd., 1998

Locked in the Twilight Zone: Business Retention Fails the Strategic Value Test!
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Top 6 Evaluation Questions

1. What do you want to know when you walk out the door?

2. Does the question provide insight into answering the core 

question?

3. Will the question position the interviewer as a 

peer/partner?

4. Does the question make the interviewer look unprepared?

5. Can questions be combined to increase efficiency?

6. How will the information from the question be used?
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Section 4

Section 4
Action Plan
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Issues
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Opportunities
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C
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Business Focus

1972 1996 2011

100%

65% 45%

55%
35%

23%

Industry

Product

Market

Management

Technology
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Business Dynamics
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Visible Economic Engine

72234

194

292*

* 93 Low Quality Interviews 
True Growth/Value Unknown
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Management Dynamics

Advanced

Progressive

Struggling

Disengaged
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Fact: The number and characteristics of manufacturers 
in each segment can be approximately estimated. 

Source: Chicago Manufacturing Center, Association for Manufacturing Excellence, NORBIC
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Opportunity for Biggest Impact

1,250

1,875

4,375

5,000 

Advanced 10%

Progressive 15%

Struggling 35%

Disengaged 40%

Opportunity Range
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Resource Focus

Community
Colleges

Trade 
Associations

Economic 
Development
Organizations

Government 
Agencies 

& Programs

Progressive

Manufacturers
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Section 5

Section 5
What Did We Learn?
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BR|E Breakdown

Interviews

Red Flags

Issues Resolution

What Learned

Follow-upImplementationPlanning

Action Plan

Report

Source: The Missing Link: a Vision for BR|E
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Analysis: Layer 1

What do the Numbers Say?

Looking at Responses (text)

Skill Gaps

Suppliers

Legislative
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Plans to Expand

40%

60%

Plans to Expand

Yes No
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Workforce Access

31%

45%

18%

6%
Workforce Access

Excellent Good Fair Poor
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Business Climate
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Analysis: Layer 2

How do we compare?

Internal Validation

Year/Year

External Benchmark

State/Regional Partners

National and Regional Benchmarks
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Similar Question, Different Result

Which is more important?

Source: Synchronist North American Data Study ­ 2014

B
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Year/Year Comparison

0

5

10

15

20

25

Worker Access Cost of Business Gov. Services Transportation

Community Weaknesses

2015 2016
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Benchmarks

0

10

20

30

40

50

60

70

80

Percent

Licking County NADS MDW

Plans to Expand within 3 Years

Yes

No

Any number is a good number, until 

there is a point of comparison. 

Is your community ahead of the pack, on­track, or falling back?

Source: Synchronist North American Data Study ­ 2014
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Analysis: Layer 3

Scatter Plot Analysis

Assistance trends 

Portfolio Opportunities and Challenges

Screening to identify problems & 

opportunities

VG by sector

R by sector
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Service Issues

0 1 2 3 4 5 6

Worker Attraction

Training Incentives

Utility Issues

Local Regulation

Financial Assistance

Service Delivered
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Source: Synchronist Client Analysis- 2017
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Source: Synchronist Client Analysis- 2017
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Target Issue Analysis

Target Issue Analysis

Plans Expand 214

Emerging 137

New Products 114

Workforce 81

Real Estate 43
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Targeting Resources

Growth

Risk

Satisfaction

Value

Advanced Progressive Struggling Disengaged
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Shifting Information Pattern

C
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Business Focus

1972 1996 2011

100%

45%

55%
35%

Source: Blane, Canada Ltd.
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Section 6

Section 6
Telling Your Story
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How You Tell the Story

2015 Existing Industry Score Card

6 Expansions

127 Jobs

$8.7 Capital Investment

10% Hit Rate (60 visits)

16 Service Orders

Top 3 Issues: Worker Attraction, 

Worker Training, and Regulatory

Partner Engagements: 18

Direct Time Commitment: 348 Hours

New Relationships: 21

Expanded Relationships: 39 

Partner Engagements: 15

Direct Time Committed: 831
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Powerful Story

Source: Monterey County Economic Development
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Turning comments 
into value

“Motivational Style”

Source: Monterey County Economic Development
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Source: Monterey County Economic Development
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Source: Monterey County Economic Development
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Source: Monterey County 
Economic Development
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Source: Monterey County 
Economic Development
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Source: Monterey County Economic Development

Source: Monterey County 
Economic Development
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Target Audiences

Management

Board of Directors

Council

Partners

Grant Administrators

Investors

Influencers

Demonstrate Need

Influence Decisions

Document RII: Relevance, 

Influence, Impact

Cultivate Support

Show Progress

Differentiate Our Org.



©© Blane, Canada Ltd. Realizing Community Potential

BRE Information Sharing Flow Chart
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Relevance, Influence, Impact
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Relevance, Impact, Influence

BR|EBR|E

New & Existing

Programs

Policy Partners

Public 

Bodies

InfluencersResource 

Allocation
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Access to Board

CEO
VP / Mgr

Staff

67%29%
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Section 7

Section 7
Wrap Up
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Mindset Defines Success

BR|E
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Sample BR|E Lean Process Map

Design 
Interview Tool

Review 
for Action

Identify 
Interview 
Candidates

Schedule 
Meetings

Structured 
Interviews

Management 
Reports

Evaluate 
Findings

Board Report

Opportunity 
Processes

External Public 
Report

New/Update EI 
Programs

Data Record
Yes

No

BR|E Program 

Parameters

Action Sub 
Process

Report Sub 
Process

Community 
Improve Programs

Interviews

Identification 
Sub Process

Service Sub 
Process

Scheduling  
Sub Process

Entry Sub 
Process

Business Engagement, Services

Extended Reach Processes

Alert Post Card

1

3

2

Operations4



©© Blane, Canada Ltd. Realizing Community Potential

Break Down Barriers

Relevance, Influence, Impact

Maximize
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Source: Leigh Rubin


