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OFFICE OF THE MINISTER FOR ECONOMIC DEVELOPMENT 

The Chair 
Cabinet Economic Growth and Infrastructure Committee 

NEW ZEALAND TRADE AND ENTERPRISE: STRATEGY UPDATE 

Proposal 

1. This noting paper outlines New Zealand Trade and Enterprise's (NZTE) current 
strategy, recent results and its desired programme of development. Additional 
funding of $19.8 million per annum, phased in over two years, is being sought 
through the four-year planning process. 

Executive Summary 

2. The New Zealand economy is on a solid upswing supported by post-earthquake 
construction, an improving labour market and a post-drought rebound in exports. The 
Organisation for Economic Cooperation and Development (OECO) is projecting 
growth for New Zealand of 3.6% in 2014. This would put New Zealand amongst the 
fastest growing OECO countries, ahead of the Nordic countries, Australia and 
Canada. However there is much more work to do to be able to maintain this sort of 
growth advantage. 

3. Building a more competitive and productive economy for New Zealand is one of the 
Prime Minister's key priorities. The Business Growth Agenda (BGA) is the primary 
vehicle for delivering on this priority. New Zealand's exports of goods and services 
currently represent around 30 percent of GOP. The Government is committed to 
growing this figure to 40 percent of GOP by 2025. 

4. We are starting to see significant progress towards achieving this result. Forecasts 
show New Zealand's economic growth is gaining momentum, unemployment is 
falling and the Government is on track to return to surplus by 2014/15. While a 
number of challenges remain, the considerable work underpinning our BGA has put 
us in a strong position to tackle these challenges and deliver a stronger economy by 
building business confidence and addressing the issues that matter to New Zealand 
companies. 

5. Increasing New Zealand's exports will enable us to deliver the growth and 
productivity required to enhance wealth and create more and higher paying jobs. 
New Zealand is currently experiencing positive export growth, but this is largely 
underpinned by primary sector commodity exports. New Zealand must also continue 
to build exports of value-added good and services if we are to achieve sustainable 
long-term growth. 

6. International connections are vital for New Zealand businesses remain competitive. 
Increasing relationships in offshore markets, and growth in regions such as China, 
ASEAN, the Middle East and South America, offer opportunities that New Zealand 
companies can harness to deliver growth and productivity. These connections 
support knowledge flows from overseas, help foster business relationships, provide 
markets for exports and ensure integration into global value chains. 

7. A range of New Zealand agencies are involved in supporting the internationalisation 
effort, of which NZTE is one. NZTE plays a lead role in supporting export led growth 
and business internationalisation. NZTE actively contributes to the export markets, 
capital markets and innovation components of the Business Growth Agenda. 
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8. NZTE has shown a strong improvement in performance and productivity over the 
past three years. There are a key set of indicators pointing to this success. NZTE is 
not claiming full attribution for the strong performance of their customer portfolio, but 
we are confident from what we are seeing and hearing is that NZTE is making a 
difference. 

9. NZTE has added 1,650 customers, including an additional 200 high intensity 
customers, into its portfolio in the past three years. As a result, NZTE now faces a 
number of constraints, especially in the international network and demand from a 
pipeline of exporters who wish to come into the high intensity portfolio. 

10. An uplift in customer demand, business missions and responding to market 
complexities has also impacted on NZTE's international network. 

11. NZTE's redesign of its Capital function is now complete and NZTE has begun 
implementing a new investment strategy that focuses on regional investment 
attraction and building capability within companies to source both domestic and 
international growth capital. · 

12. NZTE, Ministry · of Foreign Affairs and Trade (MFAT), Ministry for- Business, 
Innovation and Employment (MBIE), Ministry of Primary Industries (MPI) and 
Callaghan Innovation are working together in key sectors but need to fully leverage 
our combined resources to deliver greater impact. 

13. NZTE has made great strides in efficiency and building an engine for growth, but has 
reached a point of constraint. The proposed programme of development will enable 
NZTE to fully deliver to its existing customer portfolio, but also open up opportunities 
to an additional group of exporters. 

14. Over the last three years NZTE has not sought any additional funding from the 
Crown, believing it still had work to do to ensure it was delivering value within present 
baselines. NZTE is now in a position where it is adding value and internal efficiency 
gains have been made. This value is now being recognised by New Zealand 
exporters with NZTE experiencing increased demand for support. NZTE will need 
additional funding to deliver on this increased demand. 

Background 

15. To be successful internationally New Zealand companies need to innovate and grow. 
Strong in-market connections are also vital so companies can identify and convert 
commercial opportunities into sustainable economic growth. 

16. The role of NZTE is to help New Zealand companies achieve international success. 
NZTE does this by connecting New Zealand's internationalising companies with key 
players, investors and Governments in international markets and with each other. 

17. NZTE's delivers value to business by: 
• using Government's imprimatur to open doors in international markets; 
• helping reduce transaction costs and replicating the benefits of a large firms; 
• offering access to a range of services to a broad range of businesses; 
• leveraging the goodwill of the business community as a commercially neutral 

party. 

NZTE's Change Process to Date 

18. A Performance Improvement Framework (PIF) review of NZTE was conducted in 
2011. This review found the organisation lacked vision, focus and strong leadership. 
NZTE did not have a performance culture, including a culture of measurement. NZTE 
had low employee morale/engagement and teams were disconnected, particularly 
between the international network and the New Zealand customer-facing team. 
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19. Following these findings, NZTE launched a multi-year work programme to lift 
performance, deliver better results and achieve the Government's goal of better 
public services by transforming to an organisation with a core purpose and clear 
focus on its customers - New Zealand 's internationalising companies. 

20. In May 2013 a follow up PIF review was undertaken by Dr Murray Horn. Dr Horn 
concluded the progress made to date has been impressive and has helped generate 
both a significant lift in key lead indicators, such as staff engagement and customer 
satisfaction, and an early efficiency dividend. 

21. NZTE is currently in the third year of its three-year work programme to lift 
performance and deliver better results. This programme covers both internal and 
external changes to enable NZTE to better deliver on its purpose of growing 
businesses internationally- bigger, better, faster- for the benefit of New Zealand. 

22. This change programme provides the platform for NZTE to step up its game and 
improve service delivery for customers. NZTE has focused on lifting skills, taking a 
more professional service-like approach to engagement with customers and delivery 
of services. Delivering the right services, at the right time, is leading to improved 
results - for the organisation and for its customers. 

23. On 22 November 2013 NZTE's Board, Senior Leadership Team and partner NZ Inc 
agencies (MBIE, MFAT, Callaghan Innovation, MPI and Treasury) held a strategy 
refresh session. 

24. This strategy session identified some key opportunities for NZTE to step up its 
activity levels and to deliver greater value for the economy (see Appendix 1 ). 

NZTE's Current Strategy 

25. There are five strands to NZTE's strategy, all of which contribute and are reflected 
within the Government's Business Growth Agenda: 

• Working with a dedicated number of individual companies who have the capacity 
and aspiration to grow internationally; 

• Focusing on specific groups of companies who are willing and able to work 
together to increase their rate and scale of internationalisation; 

• Delivering to companies the right portfolio of growth services, including through 
the network of international offices; 

• Attracting and matching available capital to investment cases; and 
• Acting as one with the other public sector agencies. 

Customer portfolio 

26. NZTE customer engagement operates at two levels. 

27. Firstly, NZTE provides an intense account management model and a customised set 
of services to around 500 of its customers (known as Focus 500). The characteristic 
of F500 customers are that they are high growth (or have the potential for high 
growth), have strong international growth ambitions and are eager to work 
collaboratively with NZTE. This engagement is delivered via a recently launched 
'NZTE Customer Way' approach that is designed to deliver high quality services, 
tailored to the specific growth needs of an individual business. 

28. NZTE works in partnership with these companies to develop a proactive, customised 
plan of how NZTE can best assist the company's international growth. This could 
involve delivering a range of services from helping to a company's build business 
capability through to helping them identify and secure commercial opportunities in 
market. 
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29. Secondly, NZTE also delivers a lighter touch engagement to a further 3150 
customers. This engagement is more transactional, but NZTE still aims to deliver a 
high quality service that meets the needs of those customers, often through a one-to
many offering. 

30. In addition, NZTE continues to offer services to a far broader range of customers 
through its regional partner and self-serve digital channels. 

High Impact Programmes 

31. NZTE is also committed to working with groups of companies to build scale and 
leverage growth opportunities through collaborative High Impact Programmes (HIPs). 
These HIPs run within an intensive three to five year time horizon and are confined to 
areas of competitive advantage, where participants co-invest with Government. 

32. NZTE currently has seven HIPs, involving 300 companies, underway in Agribusiness, 
Aviation, Digital Technology, Health, High Value Food, Marine and Wine. 

33. Collaboration under NZTE's HIPs is one way that New Zealand companies can build 
scale and be more competitive in international markets. Involvement in HIPs enables 
companies to tackle common issues, embed competitive advantages, and stimulate 
the sharing of knowledge to develop more sophisticated business models and 
increase investment in international market opportunities. 

34. NZTE is also currently evaluating the recent business leveraging component of the 
2013 America's Cup which was implemented under the HIPs framework. 

Services 

35. NZTE's third focus is on delivering the right portfolio of services to support business 
growth. Services are delivered both domestically and globally, including design and 
branding, strategic positioning, market discovery and access, the development of in 
market business models, and market intelligence. Many of these services are 
delivered by private sector providers, with NZTE facilitating access. 

36. The international network of in-market business development specialists is one of 
NZTE's core services. NZTE currently has a presence in 38 markets, several 
co-located with MFAT and other NZ Inc agencies. The international team deliver 
tailored assistance to businesses across all stages of their internationalisation 
journey, whether market discovery, entry or expansion. 

Capital 

37. NZTE's recently redesigned Capital function aims to build the capital capability of 
New Zealand companies and to mobilise more growth capital for New Zealand 
companies, and foreign investment for New Zealand. The role of this team is to 
attract capital and match with appropriate investment cases. 

38. NZTE's Capital team identifies opportunities through a sector and regional lens. The 
team identifies the sectors where New Zealand has a globally competitive proposition 
for international companies and investors and proactively targets these sectors for 
prospecting and lead generation by leveraging NZTE's international connections. 

39. The Capital team's current priority sectors include: infrastructure, ICT (software 
development only), food and beverage manufacturing, oil and gas, high tech 
manufacturing and the primary sector. 

Multi-Agency Programme 

40. The final focus is to contribute to an active multi-agency work programme. Key 
initiatives include support of and operational integration with Callaghan Innovation, 
the creation, promotion and protection of a New Zealand Story and brand, the recent 
leveraging of the America's Cup in San Francisco in 2013, developing Maori 
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business, and the Christchurch rebuild. NZTE also works in partnership to achieve 
the deliverables outlined in NZ Inc country strategies, BGA and the establishment of 
a Government to Government commercialisation office (G2G). 

41 . NZTE also collaborates with other New Zealand agencies to deliver a programme of 
ministerial missions. Over the past two years the number of missions increased 
substantially from 29 to 52, involving more than 600 companies. 

42. NZTE has been working with other agencies to ensure an improved and seamless 
'government' interaction for businesses. In particular, NZTE and Callaghan 
Innovation have identified the cross-over of customers within their respective 
portfolios and are now working on a joint customer management approach. 

Organisational Capability 

43. To ensure NZTE has excellent people with excellent tools, two programmes of 
internal reform are underway. The first is focused on increasing productivity and 
up-skilling staff to a level that adds value to the customer. 

44. NZTE's headcount has reduced, and for new recruitment, NZTE has targeted a lift in 
relevant commercial skills and experience. Overall the organisation has seen 
increases in productivity and the capability of its people. 

45. The second programme is an information technology strategy designed to deliver a 
faster, intuitive and secure digital, knowledge and businesses intelligence platform. 

Progress and Results 

46. Over the past three years NZTE has sharpened and expanded its customer 
engagement model: 

• The Focus 500 has increased from 412 to 502 customers. At the same time, 11 0 
'sleeping' customers were removed from the portfolio creating a net increase of 
200 high intensity customers. 

• NZTE's total number of customers has increased from 2000 to 3650, but 80% of 
NZTE's resource is focused on delivering to Focus 500 customers. Improvements 
in NZTE's processes, people and digital platform have enabled NZTE to increase 
overall number of customers it engages with. 

• Identification of 60% crossover between NZTE's Focus 500 and Callaghan 
Innovation's customers provides the potential for joint customer engagement. 

47. NZTE has been increasing its focus on measuring performance and resu lts. NZTE 
uses three primary "windows" to measure success - customer export revenue growth, 
customer deals and customer perception. 

48. NZTE's customers are growing . Between 2011 and 2013, NZTE's F500 customers 
grew over $2.8 billion in international revenue. 

Customer Growth = 7percent annuallsed 
2011 to 2013 n=378 (same companies) 
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$23.0 +-- ---------- 
$22.0 +-----
$21.0 +-------
$20.0 

$19.0 

$18.0 

2011 2012 2013 
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49. International trade deals that NZTE has contributed to have increased significantly 
year-on-year. The deal value has more than doubled over the past two years 
reaching $694 million in 2013, from $418 million in 2012 and $323 million in 2011. 
Increases have been seen in most markets with China/Auspac seeing the largest 
shifts over the past year. 
Deals• 

FY 2013 $M 

Region Deal Value 

Ausp~ 
$132.3 

East Asia 
$123.5 

~urope 
$51.3 

Greater China 
$212.5 

India 1/lE Africa 
$28.8 

--- - -

North America 
$144.2 

South America 
$4.7 

- -· 
ICompieted lOraH 

50. NZTE's perception scores are based on an annual survey with a 90 percent 
response rate. Customer satisfaction has grown significantly1 from 80 percent to 96 
percent over the past two years. Similar results have been obtained for customer 
manager satisfaction and satisfaction with NZTE's services suite. 

51. NZTE's value-add score has increased from 83 percent to 87 percent over three 
years. The value-add score increases with the number of NZTE services accessed, 
for those who have engaged with international offices and/or been involved in a trade 
deal. 
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52. A new targeted strategy for attracting investment is now underway and NZTE is 
expecting to substantially build on their 2012/13 result of $335 million in investment 
deals. 

53. Initial results from analysis carried out on thirteen completed International Growth 
Fund (IGF) grants showed 'returns' from the IGF portfolio are promising at 
approximately 7 times the combined government and business investment. 

54. Internally NZTE has achieved a number of productivity and efficiency improvements, 
effectively representing the government gaining more for less. 

a. A change in employee numbers and skills: 

• 11 percent reduction in the number of employees; 
• 63 permanent employees (net) left the organisation (354 leavers: 291 

joiners) since 2010; 
• 85 percent recruitment from private sector; 
• 76/24 ratio of customer facing/back office employees. 

1 Customer surveys are conducted annually with a 90percent response rate achieved in 2013. 
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b. Major digital programmes have been implemented resulting in: 

• Digital traffic increased 75 percent in last three years; 
• Cost per gigabyte has decreased 34 percent in last three years; 
• Media reach increased 117 percent in last 12 months. 

c. Increased focus on developing people and capability means employees are 
now more engaged: 

• Employee engagement has risen from 69 percent in 2010 to 79 percent in 
2013. This is higher than both the public sector (68.9 percent) and private 
sector (7 4.2 percent) benchmarks. NZTE is currently ranked 2nd of all 
public sector agencies. This improved employee engagement score is 
one of the key drivers of customer satisfaction. 

NZTE Employee Engagement NZ Comparator 
.,;, wtlghted averaoe crt UTE employers enoagemMI: 

The Case for Further Development 
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55. Over the past three years, NZTE has built a high performing engagement and service 
platform. 

56. There are four areas in which NZTE would like increase investment - the 
international network, maintenance of the High Impact Programmes (HIPs), 
Government to Government Commercialisation office (G2G), and the portfolio of 
intensively managed customers. 

International Network 

57. NZTE has taken on 200 new high intensity customers over the past three years and 
now faces a number of service bottlenecks, particularly in international environment -
specifically in China, Middle East, Columbia and Papua New Guinea. 

58. NZTE is making changes to its international footprint to better align resources to 
meet customer demand and take advantage of emerging market opportunities 
(Appendix 2). 
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59. Based on current and future intentions of its customers, NZTE has identified that it 
needs to rationalise resource in some markets and increase in others. However, the 
level of reduction is not sufficient to offset the full costs of the expansion required. 

60. NZTE has worked closely with MFAT to ensure the proposed changes support and 
are consistent with the desired overall government footprint. MFAT support the 
changes. 

61. As a result of reduced demand, NZTE has initiated proceedings to close its offices in 
Noumea and Karachi, and has transferred the NZTE Turkey office from Ankara to 
Istanbul. [7] 

62. Regions identified as needing additional resource are China, Middle East, and South 
America and Papua New Guinea. 

63. Additionally, NZTE is facing base level cost increases in both rental and labour costs. 
[7] 

High Impact Programmes (HIPs) 

65. In previous years NZTE has utilised operational underspends to help fund the HIPs, 
but due to increasing cost pressures and increased activity across previously 
underspent areas of the organisation mean that this source of funding is no longer 
available. 

66. Over the past 18 months NZTE has refreshed its portfolio of HIPs. NZTE has exited 
from HIPs in the aquaculture, emerging technology and geothermal sectors and has 
refocused activities. NZTE's HIP activity is already well underway, with many of the 
programmes now reaching critical stages of delivery. 

67. NZTE is seeking additional funding of $4 million per annum to maintain the scope 
and scale of the HIPs to leverage all-of-government activity and extend their impact 
through closer connectivity to other innovation and skills activities. 

68. The scope and scale of each activity that NZTE wants to maintain is: 
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HIP Sector Number of Initiatives and target markets 
companies 

Health 48 

Wine 39 

Agribusiness 36 

High Value 39 
Food & 
Beverage 

Marine 42 

Aviation 36 

Digital 40 

Path to market into Australia and leveraging military health 
opportunities into the United States. Helping build local industry 
linkages and reference site infrastructure. Promote New Zealand 
health solutions in growing value-chains in Germany and the United 
Kingdom. 
Increase wine exports to Germany, Sweden, Netherlands, China and 
United States through a cohesive PR and events programme to 
showcase wines, educating trade influencers and engaging 
importers, providing market intelligence and training to build the 
market knowledge and capability of New Zealand wine companies, 
and facilitating collaborative initiatives to improve companies' 
in-market business models e.g. supply chain, logistics and 
collaborative sales support. 
Focused on developing strategic and tactical activities in South 
America, North America, China and Russia to help agribusiness 
companies to expedite their internationalisation in these markets and 
leverage New Zealand's competitive advantage in protein production 
systems internationally. 

Primary sector bootcamp, Path to Market into South East Asia, 
support for infant formula and honey industry collaboration, and 
leveraging unique bioactives into high value United States supply
chains. 
Building opportunities for growth in exports of equipment, 
composites, recreational and specialised commercial vessels in 
Austral ia, China, Taiwan and North America; and for Superyachts in 
emerging markets- Brazil, Russia and China. Attraction of vessels 
to New Zealand for refit purposes. 
Supporting industry to enter the global specialist parts supply chain, 
and leveraging opportunities across the aviation value chain in key 
focus markets of China, Singapore, Indonesia, and India 

Targeting high value opportunities in software development, software 
as a service (SaaS), web services, mobile, game development, post
production and animation in the United States, Korea and Australia . 

Government to Government Commercialisation office {G2G) 

69. NZTE with MFAT is establishing a specialised all-of-government commercialisation 
office that will focus on the commercialisation of Crown-owned Intellectual Property. 
NZTE is seeking $1.4 million per annum for this initiative. 

Expanding the customer portfolio 

70. Recently there has been a noticeable increase in the number of firms that want to 
work with NZTE, which presents the opportunity to expand the intensively managed 
portfolio by a further additional 200 customers. The pipeline of potential high intensity 
customers includes around 600 exporters currently engaging with NZTE or with 
Callaghan Innovation, Incubators and economic development agencies (Appendix 3). 

71. It is anticipated that most of these new customers would be in the $5-$25 million 
international revenue range, with 80-100 located outside of Auckland and 
Christchurch. This is likely to have a positive effect on regional New Zealand. 

72. NZTE is seeking investment of $4.8 million in 2014/15, increasing to $7.5 million from 
2015/16 to enable this development. The funding will be used to provide services to a 
larger portfolio of high-growth exporters through frontline customer managers and 
offshore business development managers. 
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Financial Implications 

200 

1~0 

180 

170 

160 

150 

• 3!U PEOPLE OUT 

140 
• 29ti'EOI'LEIN 

Historical 

+lUG 

+F7DD 

+ INCREASE INT. 
FODTPRJNT 

BO +-----~--~~--~----~----~----~----~--~ 

2008/09 2009/10 2010/11 2011/U 2012/19 2013 /14 2014/15 2.1)15/16 2fn6/l7 

- Actual • -- HIPs -- HIPS & Fulllnt'l 

- - • HIPs, Full lnt' l & F700 - ---- HIPs, fulllnt'l, F70D & G2G - original baseline budget 

73. The following amounts will be sought through the four-year planning process. 

Funding Sousht at Budget 2014 2014/15 2015/16 2016/17 2017/18 
$0.000m $0.000m $0.000m $0.000m 

c~, 

lniti~tive 

International Network enhancements 4.793 6.900 6.900 6.900 

High Impact Programmes 4.000 4.000 4.00 4.000 

Government commercialisation office 1.100 1.400 1.400 1.400 

Customer portfolio 3.633 7.500 7.500 7.500 

TOTAL 13.526 19.800 19.800 19.800 

Benefits of further development 

7 4. Through efficiencies of scale, NZTE believes it can service an additional 200 
customers without a proportional increase to back office support functions. They 
currently service 500 customers for around $100 million. A larger portfolio of 700 
intensively managed customers can be serviced for $108 million i.e.40 percent more 
customers for 8 percent more investment. 

75. The additional 200 customers are expected to generate $2.7 billion in international 
revenue by 2025. This is based on 200 companies between $5-$25 million export 
revenue growing at 7.2 percent per annum to 2025 (from $2.4 billion in 2014 to 
$5.1 billion by 2025). This is a conservative estimate as NZTE's current portfolio has 
companies in that range growing at around 13.5 percent per annum. 

76. NZTE also estimates that an additional 120 trade deals worth $170 million per year 
will be generated. 

Consultation 

77. MFAT has been consulted and supports NZTE's proposed direction of travel with its 
four strategic projects. These projects, if funded, would contribute to NZ Inc's ability 
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to support exporters onshore and offshore and help them increase export earnings, 
thus contributing towards the BGA Export Markets goal. 

78. MFAT noted that External Relations and Defence Committee (ERD) is required to 
endorse any proposals from New Zealand agencies to open or close posts or for 
significant increases or decreases in resources offshore. 

79. MBIE has been consulted and broadly agrees with the direction of travel signalled in 
the paper. MBIE will work with NZTE and MFAT to refine elements of the initiative: 
namely the shape of the offshore footprint to ensure greatest strategic focus, the 
prioritised list of HIP's to ensure they are well aligned with other government 
initiatives and priorities and deliver greatest possible impact and to ensure that there 
is a an effective firm engagement model between Callaghan Innovation and NZTE. 

80. Treasury noted that the proposal will need to be assessed against other spending 
priorities across MBIE and other parts of government in Budget 2014. The issues that 
Treasury will be considering when assessing this proposal are as follows: 

• Assurance that the current initiatives deliver benefits that would not otherwise 
have been achieved. There has been mixed evidence on the performance of 
NZTE programmes that have been evaluated, and it is not clear what 
independent evaluation has been undertaken on the programmes proposed for 
expansion. 

• Assurance that any new funding will be robustly evaluated. The new programmes 
would need clear measures of success, including consideration of how firms 
would move through from receiving assistance to eventually being independently 
capable. 

• Clarity over how NZTE has decided the priority and benefits of expanding their 
offshore presence into the proposed new markets. 

• That NZTE has considered other funding options including reprioritisation of 
poorly performing programmes, reducing the use of ongoing grants to large, 
capable firms and/or by increasing co-funding payments for services to ensure 
that private firms pay for an appropriate portion of the costs. 

Recommendations 

81. I recommend that the Committee: 

a. Note the significant improvement in NZTE's value add to New Zealand 
exporting businesses from 2011 to 2013, and the increase in internal 
productivity over the same period. 

b. Note the case for both unlocking the current capacity constraints within NZTE, 
and providing for the next tranche of development. 

c. Note that this development has a requirement for a $19.8 million increase in 
baseline funding, phased in over two years that will be submitted through the 
annual four-year planning process. 

d. No)e th;l any agreed significant increase in NZTE's resources offshore will 
n_led ~be endorsed by ERD. 

. . / 
Hon Steven Joyc~ -
Minister fa{ Economic Development 

s= 1 ,1\:1(' 2or~ 
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Appendix 1 

This is an outcome from the NZ Inc strategy session for NZTE on 22 November 2013. 
Participants included MBIE, Treasury, Callaghan Innovation, MFAT, MPI, and the NZTE 
Board and Leadership. 
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Acencies 
work In~: 
In isolation 

Strategic Direction 
• =now 

• 0 
100 14,000 

FSOO F700? 

<$3m 
e )Or --------------------

Maybe slightly larger but real focus is on active, high growth~ >$250m 

--+ 
More NZ !n&Joined activities focused on clusters of companies 

• Relationships are good, but get some more aligned NZ I c plans 

Reactive Capital • 
Attraction ------1• ------------lW--------

Sharpen regional focus and build a pipeline of investable propositions 

• ---~ 
Invest more for growth 
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=Future 

Focus on all 
companies 

Focus big Co. 

Focus on 
Sectors 

Agencies 
workin; 
together 

Proactive 
Capital 
Attraction 

Invest more 
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Appendix 3 

Current pressure on NZTE's Focus 500 customer portfolio 
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