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Why Attract Investment?

The size of an economy (its Gross Regional Product), like Gross Domestic Product
(GDP) is defined as follows:

C + I + G + (X-M) = GRP 
Where:

C = Consumption

I = Investment

G = Government Expenditure / Investment

X = Exports (inter-regional)

M = Imports (inter-regional)

Investment is the act of putting money or effort into
something to make a profit or achieve a result.

(Cambridge Dictionary)

Investment is capital expenditure on the purchase of
physical assets such as plant, machinery and equipment
(also referred to as ‘fixed’ or ‘real’ investment). Investment
creates new assets thereby adding to a region’s
productive capacity.

(Collins Dictionary of Economics and SC Lennon & Associates)



Investment Attraction: A Core ED Function (one of six)
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The Investment Attraction Rationale

Investment attraction is an important economic development 
activity that is fundamental to a region’s prosperity. 

Throughout Australia, efforts to promote or attract investment 
feature prominently in the economic development planning and 
delivery functions of Councils and regional development agencies.

As well as providing much needed dollars in a region, investment 
can also stimulate jobs, innovation and local value chains. 

Direct local investment and foreign direct investment (FDI) usually 
provide access to international, national and regional markets. 

Investment is a key determinant of prosperity and wellbeing. 



The Role of an Investment Prospectus

An investment prospectus is essentially a marketing tool designed to target a particular audience, 
and there are different audiences:

1. Attract new business and industry to a region or LGA.

2. Encourage more investment from within (existing businesses).

3. Attract people (liveability prospectus).

4. Attract government funding for key infrastructure and services.

Some are a mix of a strategy (an investment attraction strategy) and a marketing document. 

In many cases, the primary role of an investment prospectus is to advocate for government and 
private sector investment in the region concerned.

In most cases, an investment prospectus will have multiple audiences.



A Strategic and Informed Approach

The Australian and South 
Australian governments 
jointly funded a $215 million 
upgrade and sealing of the 
Strzelecki Track, a vital 
supply line for the nationally 
significant oil and gas 
extraction operations in the 
Cooper Basin.

In South Australia’s Far North Region, State and Federal Government investment in major upgrades 
to the Strzelecki Track, a key transport link for the mining, cattle and tourism sectors, were secured 
on the back of a well-researched and informed approach to investment promotion and advocacy. 



The Role of an Investment Prospectus

Investors will not commit to a region based on the contents of an 
Investment Prospectus alone. 

The purpose of a prospectus is to whet an investor’s appetite to 
delve deeper and learn more about the area concerned and what it has 
to offer as a place in which to live, learn, work and invest (and visit).

A prospectus should establish a level of confidence in a region and 
its future by demonstrating the Council’s and other key agencies’ 
commitment to a prosperous future by investing in the enablers of 
economic development. 

A good prospectus will clearly present major industry and project 
investments (including government-led investments) taking place or 
planned in the region that existing businesses, incoming businesses 
and job seekers could leverage / take advantage of.



A Strong Investment Prospectus Will…

• Use visuals and data.

• Have a strong narrative underpinned by persuasive copy.

• Be strategic, informed and targeted underpinned by a clear vision: It may focus on, for example:

➢ Industry sectors or businesses that can build on or leverage the region’s existing comparative 
advantages and ‘driver’ industries.

➢ Emerging industry sectors that can diversify the economic base driven by local or imported 
innovation.

➢ Opportunities created by societal and economic shifts  / emerging global trends and 
industries (e.g. renewables, bio-industries, agribusiness, new minerals, geo-tourism, etc.). 

➢ Industries needed to serve a critical mass and population change (e.g. the care economy).





What Are Investors Looking For?

It depends on who you ask or who the prospective 
investor might be. This depends in large part on the type 
of business or industry. 

For example, a medical equipment manufacturer (and 
their staff) will have some different needs to a food 
producer, a prospective tourism attraction operator, a 
café owner or a freight transport operator. 

There will nevertheless be some common needs and 
interests. These can be classified as either Economic
considerations or Social / Community considerations.



Economic Considerations Include…

➢ Existing industry mix, structure and dynamics (comparative advantages and competitive profile) 

➢ Proximity to markets

➢ Proximity to suppliers

➢ Strong industry supply chain links / opportunities to supply (e.g. in the resources sector)

➢ Transport connectivity (road, rail, ports and airports)

➢ Digital connectivity

➢ Water and power

➢ Access to both skilled and unskilled labour (and education and training infrastructure)

➢ Proximity / access to non-labour inputs (e.g. natural resources)

➢ Serviced employment land (industrial land and commercial floorspace)

➢ Productive agricultural land (in some cases)

➢ Supportive governance / policy settings



Social / Community Considerations include…

➢ Housing (and house price data)

➢ Health Care (general, specialist and allied health, aged care, childcare)

➢ Education (especially secondary schooling)

➢ Safety and Security

➢ Retail and Personal Services

➢ Arts & Culture

➢ Sport & Recreation

➢ Parks & Gardens and the Natural Environment (natural assets) 

➢ Places of Worship

➢ Transport (physical connectivity), particularly air transport connections

➢ Digital connectivity



Key Elements of a Strong Investment Prospectus

• Strategic, Informed and Targeted (Focussed)

➢ Data

➢ SWOT

➢ Broader economic trends and influences

➢ EDS or similar

• Visual with Beautiful Presentation (capture the imagination)

• Clear Messaging

• Multi-channelled:

➢ Hard copy (glossy)

➢ Online (multiple formats)

➢ Social media (regular, consistent programming)



https://douglas.qld.gov.au/business/investment-prospectus/











https://www.swqroc.com.au/opportunities

A regional approach focussed on:

➢ Liveability and lifestyle
➢ Land
➢ Transport and connectivity
➢ Human capital
➢ Local industries and economy

https://www.swqroc.com.au/opportunities




Activating Your Prospectus

• Providing information of ‘where to’ for investment enquiry assistance will be helpful in 
engaging prospective investors.

• Establish an investment enquiry protocol within your organisation and across partner 
organisations in your region (make it easy for prospective investors to get the information they 
need and ensure consistency in messaging / information delivery).

• Be clear on roles and responsibilities within the organisation and ensure a whole-of-
organisation approach to investment promotion is established and supported.

• Engage your politicians to champion your LGA or region in line with your strategy.

• Engage your existing business and industry stakeholders so that they too ‘own’ the 
investment attraction strategy and are well-placed to promote the prospectus and its contents.



Activating Your Prospectus

• Leverage your partners including your State Investment Agency and Austrade offices.

• Pro-actively identify and target prospective investors (in collaboration with partner agencies).

• Maintain an investment enquiry register and follow-up as necessary.

• Look to host inward visits from prospective investors / investor or industry interest groups.

• Represent your region at seminars and investment events in your State, nationally, overseas.

• Consider incentives to ‘sweeten the deal’ (but don’t rely on them).

• Utilise the investment prospectus as an advocacy tool when seeking State and / or Federal 
Government funding for key projects.

• Utilise multiple channels of distribution including hard copy (glossy), web, social media.

• Review and update the prospectus on a regular basis (e.g. annually).



Want to Know More?

Contact:

p: (07) 3312 2375

m: 0410 550 272

e:  sasha@sashalennon.com.au

w:  www.sashalennon.com.au

mailto:sasha@sashalennon.com.au
http://www.sashalennon.com.au/
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