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One major issue that Governors and state policy makers face is, how to get companies to locate, or add, 
jobs in their state?   I’ll present a case study in one approach, which was developed based on a statistical 
analysis of the pattern of job creation.  While it primarily focuses on issues that occurred among U.S. 
states, it is equally relevant to national efforts to woo companies.  
 
From reading newspaper headlines, it would appear that the dominant method is the “large subsidy” of 
tens of millions, hundreds of millions, or in at least one case, a billion dollars.  A second method that 
gains press attention is the “trade mission,” with a Governor, accompanied by a large group of state and 
business dignitaries, visiting another state (or, country), to pitch local companies.  
 
As I’ve been studying economic development, I will present a very different model of action, which 
arose from two data-driven premises.  One, that subsidies are very costly overall, enormously costly per 
job created, and – by being highly episodic and occasional – are highly politicized.  Second, the large 
majority of business siting decisions are driven as much by ease and speed of obtaining a site and the 
necessary approvals as they are by money; thus, a service model, not subsidies, can be a much better 
policy over the long haul.  
 
I am currently developing a framework to study how other states developed their economic 
development strategy.  While I will also look at what they did (in terms of specific actions), that is not 
the primary focus.  Rather, I will look at how they reached their decisions, and what methods they used 
to come up with their overall approach.   
 
By way of medical analogy, I am less focused on the therapeutic intervention (the big subsidy package, 
the glamorous trade mission) than the diagnostic process:  how did they study their state’s particular 
economy, and what process did they use to decide what to do? 
 

 


