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Talking Trade: Practical Insights on the Capacity to 
Conduct Trade Negotiation s 

Sanoussi Bilal, Geert Laporte and Stefan Szepesi 

Introduction: The challenge of trade 
negotiations 

International trad e has grown at a  seemingly expo-
nential rat e ove r th e las t decade s an d ha s bee n 
playing an increasingly important role in the devel-
opment strategy of poor nations. For the developing 
countries that can develop their ability to integrate 
into globa l markets , an d mak e effectiv e us e of th e 
opportunities offere d b y ne w trad e opportunities , 
the potential benefits, although difficult t o quantify , 
are undeniably large, including for the poorer coun-
tries (e.g. Hertel and Winters, 2006; Polaski, 2006). 
However, trade liberalisation also entails significan t 
adjustment cost s an d ofte n necessitate s profoun d 
policy and institutional changes (e.g. Bacchetta and 
Jansen, 2002). To effectively benefi t from new trad-
ing arrangements, countries must be able to negoti-
ate adequate provisions to their participation i n the 
trading system (in terms of rules, institutions, tech-
nical and financial support ) an d appropriate condi-
tions t o ensur e tha t th e trad e regim e i n plac e wil l 
contribute t o thei r objective s o f sustainable devel -
opment an d povert y alleviations . Th e wa y trad e 
policy and accompanying measures are designed and 
negotiated plays in this respect a key role. 

Countering marginalisation? International 
trade negotiations and developing countries 

The problems faced by most developing countries in 
the international trade system are well documented. 
A large number of lesser advanced developing coun-
tries hav e experience d a  seriou s declin e o f thei r 
share i n world trade . Most of their export s are stil l 
very much dependent on a small range of commodi-
ties, whic h i n tur n suffe r fro m worsenin g term s of 

trade an d highl y volatil e worl d marke t prices . 
Increased marke t acces s alone wil l not solv e thes e 
problems. Majo r supply-sid e constraint s a t th e 
domestic level need to be addressed to enhance trade 
performance an d stimulat e diversification . Thes e 
supply-side constraint s ar e wide-rangin g an d full y 
intertwined with more generic constraints to econ-
omic development : macro-economi c instability , 
inadequate transpor t an d communicatio n infra -
structure, poorl y functionin g publi c administra -
tions, lackin g credi t markets , etc . I n addition , 
complex non-tarif f barrier s (NTBs ) increasingl y 
take a  prominent plac e i n internationa l trade , fur -
ther hampering the export performance o f develop-
ing countries . Addressin g thes e variou s challenge s 
will require huge investments and profound strength-
ening of institutional capacities. 

The difficulties preventin g developing countries 
from effectivel y participatin g i n trad e negotiation s 
have long been neglected.1 

In the particular area of international trade neg-
otiations, capacity problems are compounded by the 
limited time that is available to prepare and success-
fully conclud e trad e negotiations on various fronts , 
while simultaneousl y preparin g fo r a n effectiv e 
implementation o f the agreement s and the accom -
panying reforms . Man y developin g countries , i n 
particular the 50 least-developed countries (LDCs), 
are characterised by scarcity of human and financia l 
resources, wea k trade-relate d institutions , a  fragil e 
and unorganised private sector , and limited experi -
ence in the area of trade negotiations. Yet, over the 
past few years many of these countries have become 
involved i n multipl e trad e negotiation s a t variou s 
levels. Beside s negotiation s wit h develope d coun -
tries and the multilateral negotiations in the World 

This chapter wil l appear i n a forthcoming ECDP M Discussio n Paper . ECDPM, Maastricht . www.ecdpm.or g 

310 NAVIGATING NE W WATERS 



Trade Organisation (WTO) , bilatera l an d regiona l 
integration initiative s amon g developing countrie s 
themselves now feature prominently on the agenda. 

The ACP and EPA negotiations 

On 27 September, 2002, trade negotiations for Eco-
nomic Partnership Agreements (EPAs) commenced 
between th e African , Caribbea n an d Pacifi c coun -
tries (ACP ) an d th e Europea n Unio n (EU) . EPAs 
aim t o replace , a t th e lates t b y 2008 , th e curren t 
non-reciprocal preference s i n ACP-EU trad e rela -
tions by development-oriented fre e trad e areas. For 
the ACP countries that are not in a position to par-
ticipate i n an EPA, alternative trad e arrangement s 
must be negotiated. While the prospects of EPAs or 
alternative trad e arrangement s coul d offe r ne w 
opportunities to the ACP economies, they also gen-
erate numerou s challenge s fo r th e AC P countrie s 
and their regions. 

A genera l characteristi c o f th e negotiation s o f 
North-South free trade agreements, such as EPAs, is 
the institutiona l imbalanc e betwee n th e Norther n 
and Southern partners. While the EU benefits fro m 
a well-developed institutional apparatus and consid-
erable experienc e i n negotiating trad e agreements , 
the AC P hav e scarc e resource s an d muc h weake r 
institutions. The y als o fac e man y competitiv e 
demands concernin g thei r developmen t policies , 
trade constitutin g onl y on e componen t o f thei r 
development strategies . O n th e trad e front , thei r 
insufficient resource s must also be stretched to cover 
parallel initiatives at the national, bilateral, regional 
and multilateral levels , EPAs representing only one 
of their potential objectives . 

In the trade field, on e of the key challenges fo r 
the AC P countrie s i s t o develo p capacit y a t th e 
national, regional and group level to negotiate new 
trade agreement s wit h th e EU . O n th e on e hand , 
this require s plai n inpu t int o th e negotiation s 
process: technical studie s and strategic analyses are 
indispensable for effective preparation . Facing their 
constrained resources , ACP countrie s ma y want t o 
draw on outside support to ensure this input i s pro-
vided. On the other hand, the establishment and/o r 
improvement of national and regional institutions is 
also crucial, not only for the purpose of streamlining 
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(regional) co-ordinatio n an d consultatio n amon g 
the stakeholder s i n th e negotiations , bu t als o t o 
ensure tha t a  fina l agreemen t an d th e necessar y 
flanking policie s ca n b e properl y implemente d i n 
the future . 

ACP countries and regions, however, have only 
limited o r n o experienc e i n bot h buildin g thes e 
national and regional institutions for trade negotia-
tions and negotiating wit h such a  powerful partne r 
as th e EU . I n addition , the y hav e no t enhance d 
their regiona l integratio n agend a much ; effectiv e 
preparations are an enormous challenge. In part, the 
problem can be remedied by external support , such 
as was provided by the EU through the Programm e 
Managing Uni t (PMU ) o r b y othe r internationa l 
agencies. On the other hand, the complexity of pre-
sent-day trad e polic y require s mor e tha n financia l 
resources. Some developing countries can draw on a 
somewhat longe r histor y o f regiona l integratio n 
and/or experienc e i n negotiation s wit h Norther n 
trade partners. Hence, in preparing for EPA negoti-
ations, the ACP should not only draw on all kinds of 
support fo r direc t input s int o th e negotiations , bu t 
also capitalise on the experiences of others in build-
ing the necessary capacities for trad e policymakin g 
in general, and trade negotiations in particular. 

It is in this light that ECDPM reviewed the trade 
capacity-building literatur e t o date, and conducte d 
three case studies on countries/regions whose expe-
riences could be relevant fo r th e ACP group. 2 The 
aim o f thi s chapte r i s t o synthesis e th e relevan t 
insights in this respect. As the ACP is a very hetero-
geneous grou p o f countrie s an d regions , an d ther e 
exists no single 'best practice' formula, i t i s not our 
objective to describe formal models in which prepa-
rations for EPA negotiations can best be structured. 
Rather, we aim to identify th e main enabling condi-
tions for effective preparation , and to suggest possi-
ble ways in which the question of capacity develop-
ment can be addressed. 

This chapte r briefl y reflect s o n th e variou s 
dimensions o f trade capacity-buildin g an d th e rol e 
of donors therein . I t the n draw s key insight s fro m 
developing countries' recent experiences in strength-
ening thei r capacity t o conduct trad e negotiations , 
notably based on three case studies on South Africa , 
MERCOSUR and the Caribbean region. 
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Trade capacity-building: Donor rhetoric 
or a genuine answer? 

In th e pas t fe w years , internationa l institution s a s 
well a s develope d countrie s hav e increasingl y 
acknowledged tha t mos t developing countrie s lac k 
both the policymaking and the negotiating capacity 
to participat e effectivel y i n th e globa l tradin g 
system. I t i s now wel l recognise d tha t thi s lac k of 
capacity constitutes a direct threat to both the cred-
ibility and the legitimacy of the internationa l trad -
ing system. Capacity constraints not only jeopardise 
further trad e liberalisatio n alon g th e multilatera l 
path (becaus e developin g countrie s ar e unabl e o r 
unwilling to implement WTO provisions); they also 
hamper bilateral trade relations between North and 
South and among developing countries themselves. 

Aware tha t furthe r trad e liberalisatio n coul d 
stall i f thes e constraint s ar e no t addressed , inter -
national institutions, 3 a s wel l a s bilatera l donor s 
have responde d wit h a  hig h ris e i n suppor t pro -
grammes tha t ai m t o bridg e th e capacit y ga p 
between Nort h an d South . Th e E U ha s bee n n o 
exception i n thi s respect : €1 0 millio n ha s bee n 
reserved for ACP preparations for the Doha Round; 
and € 20 million, by means of the Programme Man-
aging Unit (PMU), for EPA negotiations in particu-
lar. Recen t academi c researc h ha s centre d aroun d 
two questions: how can developing countries them-
selves strengthen thei r trad e policymaking process? 
And wha t rol e can donor s play i n supporting suc h 
processes?4 Overall, the growth in attention fo r th e 
issue ha s give n birt h t o th e ne w jargo n o f trade 
capacity-building. 

Box 1. Strengthening trade policy in 
developing countries 

The OEC D Developmen t Assistanc e Committe e 
(DAC) ha s bee n th e institutio n mos t activel y 
involved i n discussions on trade capacity-building . 
Through it s Guidelines  on  Strengthening  Trade 
Capacity for  Development,  the DA C ha s bee n 
able to stimulat e discussion s amon g internationa l 
institutions, bilatera l donor s and recipient o n ho w 
trade policymaking processes can be strengthened in 
developing countries . According to the DAC Guide-
lines, the following elements are key in establishing 
an effective trade policy: 

• a  coheren t trad e strateg y tha t i s closel y inte -
grated with a country's overall development strat-
egy; 

• effectiv e mechanism s fo r consultatio n amon g 
three ke y sets of stakeholders: government , the 
enterprise sector and civil society; 

• effectiv e mechanisms for intra-governmental pol -
icy co-ordination; 

• a  strategy for the enhanced collection, dissemina-
tion and analysis of trade-related information; 

• trad e polic y networks , supported b y indigenous 
research institutions; 

• network s of trade support institutions; 

• privat e sector linkages; and 

• a  commitment b y all key trade stakeholder s to 
outward-oriented regiona l strategies. 

It is emphasised that for trade policymaking as such, 
a one-size-fits-all approach is unlikely to exist: differ-
ent countries have different priorities and good prac-
tice in trade policymaking is likely to depend on the 
particular developmen t strateg y a  country adopts . 
The DAC states that 'capacity development for trade 
today i s about mobilisin g participator y approache s 
to dea l with comple x trade agendas' . Hence, build-
ing trade capacity involves building networks that go 
beyond governmen t actors . Linkage s betwee n the 
public and the private sector, think tanks and univer-
sities, regional and national institution s are all con-
ductive t o improvement s i n polic y making . Withi n 
government itself , co-operatio n an d co-ordinatio n 
among key ministries is an important factor fostering 
the formulatio n o f strategies an d the swift imple -
mentation of policy measures. 

Source: OECD (2001) 
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An elusive term 
Interestingly, there is no consensus either in the lit-
erature to date or among the assistance programmes 
that aim to improve trade policy capacity i n devel-
oping countrie s o n wha t exactl y trad e capacity -
building entails - o r should entail . Some might use 
it to refer to any activity that aims to boost a coun-
try's export performance b y lifting so-calle d supply-
side constraints (e.g . a weak infrastructure , lac k of 
credit facilities, macroeconomic instability , etc.) o r 
to assistanc e programme s tha t hel p developin g 
countries t o implemen t WT O provision s on issue s 
such a s custom s procedure s o r th e TRIP S Agree -
ment. However , usuall y trade  capacity-building  does 
not refer to (assistance to) direct policy measures as 
such. Instead, it concerns programmes that address a 
country's ability t o define an d pursue it s own inter -
ests through trad e policy. This i s an importan t dis -
tinction becaus e th e latte r approac h acknowledge s 
that sustainabl e capacity i s built endogenously an d 
results can only be obtained i n the long run. In the 
specific area of (preparation for) trade negotiations, 
genuine capacity-building programme s should thu s 
target th e respectiv e huma n resource s an d institu -
tions involve d i n thes e negotiations , improvin g 
their abilit y t o conduc t impac t analyses , proces s 
information and develop negotiating strategies. 

Support to the latter rather than the former type 
of project s hav e receive d increasin g emphasi s b y 
academia and donors because it adheres more to the 
concept of sustainability. The relatively new notion 
of trade capacity-building i s then line d u p with a n 
older one of capacity building in general: die process 
by which  individuals,  organisations,  institutions  and 
societies develop abilities  (individually  and  collectively) 
to perform junctions, solve  problems and set and achieve 

objectives (Godfre y e t al. , 2002) . Hence , th e 'old -
fashioned' plannin g o f mer e technica l assistanc e 
from North to South (a top-down process) has made 
way fo r programme s tha t ar e suppose d t o b e 
'demand driven' and 'owned' by their beneficiaries. 5 

As opposed to one-shot initiative s by means of for-
eign expertis e o r themati c trainin g sessions , trad e 
capacity-building stresse s a  longe r ter m commit -
ment by both donors and recipients. Table 1 sets out 
some of the key differences tha t separate the former 
from the latter. 

Critique on trade capacity-building 
programmes 

In practice, however, the distinction between these 
two approache s i s ofte n blurred : th e sam e pro -
grammes that aim to address fundamental constraint s 
also dea l wit h th e numerou s short-ter m demand s 
posed b y th e dail y practic e o f internationa l trad e 
negotiations. Mos t initiative s thu s tr y t o d o tw o 
things: finance th e mos t pressing needs, e.g. exter -
nally conducted studies for trade negotiations, while 
simultaneously addressing the actual capacity deficit, 
e.g. by means of supporting domestic research insti-
tutions. As the multiple levels of trade negotiations 
are pressin g bot h donor s an d policymaker s t o act , 
short-term objective s ca n dominat e th e agend a t o 
the detrimen t o f sustainable  capacity-building. 6 

Though there need not be a direct trade off between 
short and long-term objectives, in practice it is hard 
to avoid it. For example, hiring external expertise to 
prepare technica l negotiatio n issue s can preven t a 
developing country from entering negotiations empty 
handed. On the other hand, other negotiations will 
follow and many of the benefits of trade agreements 

Table 1. Old-fashioned approach vs trade capacity-building 

Approach 

Focus 

Expected output 

Duration 

Old-fashioned approach 

supply driven 
standardised consultancy and formal training 

technical issues 

upgrading facilities of trade ministry 
implementation of measures 

short term 
project basis 

Trade capacity-building 

demand driven 
linking trade to overall development agenda 

process focus; endogenous learning 

strengthened human resources for policymaking and 
assessment 

long term 
continuous 
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Box 2. A road map for donors 

Increased concern for the capacity constraints devel-
oping countries face in the multilateral trade system 
has been paralleled b y growing attention fo r donor 
activities i n the trade field . On the basi s of several 
country cas e studies , Solignac Lecomt e set s ou t a 
road map, an invitation to donors to see trade poli -
cymaking as a dynamic process involving a diversity 
of actors and sectors. Some of the main recommen-
dations include: 

• Avoi d biase d aid : trade-relate d assistanc e ca n 
only hav e on e ultimat e objective : t o empowe r 
developing countries in the multilateral trade sys-
tem, an d hel p thei r product s penetrat e worl d 
markets. 

can onl y b e reape d i f it s provisions ar e adequatel y 
implemented domestically . 

Criticism of trade capacity-building programmes 
has increase d a s budget s hav e expanded . A t th e 
heart of this critique i s the reality that donor inter -
ests can be seriously biased and that programmes are 
often no t supportiv e t o affec t researc h an d policy -
making capacity i n a truly sustainable fashion. Th e 
bias i s mos t obviou s whe n th e dono r i s als o th e 
counterpart i n trad e negotiation s (assistanc e ma y 
skew the choices made by the recipients in favour of 
the donors), but some observers see it more broadly: 
the increased attention for capacity building serves 
to lure developing countries into the ever-expanding 
agenda o f bilatera l an d multilatera l trad e negotia -
tions.7 Content-wise , man y programme s remai n 
donor-driven and fail to link the issue of trade to the 
overall development agenda. 8 Programmes also fre-
quently focu s o n directl y visibl e result s (backstop -
ping the most urgent gaps) without addressing more 
fundamental weaknesse s in recipient states and sup-
port tends to be temporary and based on short-term 
financing, whic h constrain s th e possibilitie s fo r 
building institutional knowledge, analytical skills and 
policymaking capacities. 9 Moreover , co-ordinatio n 
among donor s an d recipient s ha s bee n weak , 
although recentl y th e WT O an d th e OEC D hav e 
made considerable improvements. 10 
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• Strengthe n donor co-ordination. 

• Adop t a  comprehensive approach : link-up trad e 
programmes wit h othe r developmen t pro -
grammes. 

• Includ e a wide range of stakeholders in the recip-
ient country. 

• Fin d new approaches towards the assessment of 
trade capacity building programmes. 

• Trad e shoul d b e neithe r neglecte d no r overem-
phasised: resources need to b e balanced i n rela-
tion to other development priorities. 

Source: Solignac Lecomte (2001) 

External support  Necessary  but  insufficient 

As Solignac  Lecomt e (2001 ) argues , th e cas e fo r 
trade capacity-buildin g programme s stil l ha s t o b e 
made. The curren t high rise in donor assistance for 
trade nee d no t b e t o th e advantag e o f developin g 
countries a s the opportunit y cost s could well mean 
less funding fo r other , traditional·, aid sectors such 
as education and health. I t i s yet too early to assess 
whether th e curren t multilatera l an d bilatera l pro-
grammes will achieve the desired result: the empower-
ment o f developing countrie s i n the globa l tradin g 
system. In any case, if external support can foster the 
development of policymaking capacity on a sustained 
basis, this result can only materialise in the long run. 
As ACP countrie s fac e trad e negotiations , suc h as 
those for EPAs, in the short run i t is inevitable tha t 
they turn to short-term assistance . A key challenge 
will be t o us e thi s assistanc e i n suc h a  way that i t 
does no t compromis e th e eventua l objectiv e o f 
building indigenous trade capacity. In any case, while 
being abl e t o facilitat e AC P participatio n i n th e 
negotiations, short-term assistance, such as the PMU 
fund, wil l no t ensur e tha t countrie s com e well -
prepared t o th e negotiatin g table . A s th e variou s 
case studies discussed below point out, the essential 
conditions fo r bein g sufficientl y prepare d fo r trad e 
negotiations canno t b e create d throug h externa l 
funding but only by the ACP countries themselves. 



Practice provides the best learning: Three 
concrete case studies 

Though th e theor y o n capacit y buildin g fo r trad e 
can provid e som e usefu l insight s int o 'goo d prac -
tices' for the preparation for trade negotiations, it is 
ultimately real-life experience from which the most 
practical lesson s ca n b e drawn . Man y AC P states , 
however, have little to no experience in negotiating 
reciprocal trade agreements, let alone doing so with 
the EU. Therefore, one country (South Africa) an d 
two regions (MERCOSUR and the Caribbean) were 
selected for in-depth case studies into their particu-
lar experiences in preparing for trade negotiations.11 

The aim of the studies was to provide an insight 
into th e political , institutional , an d organisationa l 
challenges that developing and middle-income coun-
tries encounter once they enter into bilateral or bi-
regional negotiations. South Africa i s the only ACP 
country tha t ha s alread y conclude d a  reciproca l 
trade agreement with the EU by means of the Trade, 
Development and Cooperation Agreement (TDCA ) 
signed i n 1999 . MERCOSUR ha s starte d negotia -
tions wit h th e E U i n 1995 , but littl e progres s ha s 
been mad e since th e region' s ow n integratio n pro -
cess stalled. MERCOSUR's experience in preparing 
for these and other negotiations is mainly instructive 
with respect to the challenges it encountered as both 
its internal and external negotiating agenda widened, 
something which is bound to happen to ACP coun-
tries that will negotiate regional EPAs. Finally, with 
CARICOM, the Caribbean can be considered one of 
the bette r integrate d region s withi n th e ACP . 
Though reciproca l negotiation s wit h th e E U ar e a 
primer for the Caribbean states too, they have been 
collectively involved in the Doha Round, the FTAA 
negotiations an d various bilateral trade talks . Con-
trasting t o th e MERCOSU R case , th e Caribbea n 
experience offers a unique insight into the particular 
challenges that interna l and extra-regional integra -
tion pose to small developing countries. 

Capacity buildin g for negotiations : Six 
key insight s 
The overriding principle: Negotiations as 
part of  the development agenda 

In th e curren t globa l environment , enterin g int o 
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bilateral, regiona l an d multilatera l trad e negotia -
tions appear s t o b e almos t a  routin e response . 
Except for the problem this poses with respect to the 
resources needed to manage the various negotiation 
fora, there is an inherent danger that the decision to 
enter negotiations is not being born from economi c 
and development considerations, but is solely moti-
vated b y politica l reasons . I f thi s i s th e case , dis -
cussing ne w trad e agreement s i s unlikel y t o brin g 
about much merits; it may ultimately result in either 
a fracture d negotiatio n processes , o r worse , agree -
ments that harm rather than benefit th e country. It 
is therefore crucia l tha t fo r eac h ACP countr y th e 
participation i n EPA negotiations i s the resul t o f a 
conscious an d informe d politica l decision , corre -
sponding t o well-identifie d strategi c objective s 
within a  coheren t trad e an d developmen t polic y 
strategy. In the absence of such a strategy, decisions 
are bound t o be taken by the bette r prepared AC P 
countries o r regional bodies and by the EU , to th e 
potential detrimen t o f th e othe r AC P countries . 
Countries tha t ar e not willing or able to undertak e 
such commitments migh t be better advised to seri-
ously conside r optin g ou t o f a n EP A proces s tha t 
would have been elaborated without thei r effectiv e 
input. 

South Africa's negotiation s for the TDCA i s an 
important exampl e wher e a  new trad e regim e was 
perceived a s onl y on e elemen t (o r rathe r instru -
ment) o f a broader strategy for the development of 
the country. Though negotiations with the EU have 
certainly no t bee n exemp t fro m polic y challenges , 
these wer e integrate d int o a  mor e comprehensiv e 
trade polic y refor m process . Thi s explici t linkag e 
between trad e negotiation s an d overal l develop -
ment polic y ha s playe d a  determinin g rol e i n th e 
coherence of the South African approach, in the co-
ordination mechanisms put in place and in determi-
nation of its policy objectives. 

Political leadership 

Without political leadership, it is impossible to 
conclude a beneficial agreement. The driving force 
for any attempt t o develop a  coherent strateg y and 
effective mechanis m to conduct international trade 
negotiations rest s o n th e indispensabl e aspec t o f 
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political leadership . If the negotiation process does 
not benefi t fro m sufficien t politica l backing , 
resources devoted t o the preparation an d consulta -
tion ar e likely t o be lo w and co-ordinatio n amon g 
government actors at national and regional levels is 
likely t o be weak . As a  result , th e outcom e o f th e 
negotiations i s likely to be driven, a t th e domesti c 
level, by particular interes t groups that seek to cap-
ture th e potentia l benefit s fro m an y agreement , a t 
the expens e o f th e publi c interes t o f th e whol e 
country. In  addition, th e agenda , conduct an d out -
come of the negotiations are most likely to be domi-
nated, i f no t full y determined , b y th e negotiatin g 
partner (that is the EU in the case of the EPA nego-
tiations). 

Again, th e cas e o f Sout h Afric a provide s th e 
clearest exampl e o f ho w politica l leadershi p ca n 
ensure a strong sense of shared values amongst state 
and non-stat e actors , providin g th e necessar y 
alchemy to build a strong coherent policy and nego-
tiating strategy . Th e decisio n t o engag e i n trad e 
negotiations with the EU was actively supported by 
the highes t level , firs t an d foremos t b y Nelso n 
Mandela and Thabo Mbeki. This gave the negotia -
tions an overal l sense of priority to the whole gov-
ernment. A s th e post-aparthei d regim e wa s stil l 
engaged in determining a national trade and devel-
opment strategy, negotiations with the EU provided 
further stimulu s t o identif y cor e national interests ; 
to clearly define negotiation objectives as part of the 
overall developmen t strategy ; an d t o establis h th e 
necessary co-ordinatio n mechanism s fo r th e con -
duct of negotiations. 

The sam e conclusion s ca n b e draw n fro m 
the initia l formatio n o f MERCOSU R i n 1991 . 
MERCOSUR's establishmen t initiall y serve d a s a 
catalyst for institutional change: in all four member 
states, the trade bureaucracy experienced a stimulus 
as a consequence of structured interaction in various 
policy areas , raisin g deman d fo r expertis e an d co -
ordination. However, the initial agenda points con-
sisted o f border issue s where consensus was easy to 
find. As the agenda deepened, th e fragility o f com-
mon interest s an d th e deficienc y o f common rule -
making procedures became more evident. The lac k 
of cohesion among its members is partly reflected i n 
the fact that MERCOSUR has no permanent insti -
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tutions a t th e regiona l leve l tha t ca n co-ordinat e 
and/or conduct internationa l negotiations . For col-
lective negotiations with third parties, co-operation 
still build s o n technica l preparation s don e a t th e 
national level , and co-ordinatio n an d leadershi p i s 
left t o th e rotatin g temporar y presidenc y o f 
MERCOSUR. Th e developmen t o f suc h a  collec-
tive co-ordinatio n mechanis m wil l ultimatel y res t 
on the political will of regional leaders. It remains to 
be see n t o wha t extent , i n th e absenc e o f suc h a 
mechanism, MERCOSU R wil l b e abl e t o kee p a 
united front  and push it s own (collective) interest s 
during future negotiations . 

Contrary t o MERCOSUR , th e recen t experi -
ence of the Caribbean does feature a  good degree of 
regional political leadership. In spite of the diversity 
of their economies and their development concerns, 
CARICOM an d t o som e exten t CARIFORU M 
countries hav e manage d t o se t asid e some of thei r 
differences t o defend a  common front o n preferen -
tial trading agreements. This is the case for instance 
in the current FTAA negotiations, where the Carib-
bean ofte n speak s wit h on e voice , an d a  simila r 
approach seems to be pursued in their relations with 
the EU. The establishment, in 1997, of a Caribbean 
Regional Negotiation Machinery (CRNM) is one of 
the mos t internationall y recognise d attempt s b y a 
regional grouping to jointly develop a cohesive and 
effective framewor k t o co-ordinate and structure its 
preparation for and conduct of international negoti-
ations. The CARICO M Secretaria t i s supposed t o 
complement thes e effort s b y ensuring th e regiona l 
coherence an d th e achievemen t o f regional objec -
tives. By delegating some of their power to regional 
entities, closely supervised and monitored by Carib-
bean governments , Caribbea n leader s hav e bee n 
able to increase their level of preparation to interna-
tional negotiations and facilitate th e co-ordinatio n 
of their positions. This has helped to present a more 
cohesive fron t i n internationa l fora , whic h i s ulti-
mately conducive to the advance of the interests of 
the Caribbean region and its member states. 

Political leadership has been a key factor i n the 
effective functionin g o f these mechanisms for trade 
negotiations, a s well in raising public awareness by 
actively participating in the public debate on these 
important negotiation s wit h th e EU . Th e Sout h 



African experienc e suggest s that whil e high politi -
cal involvement is no substitute for technical prepa-
ration, i t i s a  necessar y drivin g forc e t o ensur e 
cohesion and a strong sense of direction in the con-
duct o f negotiation s o n a  fre e trad e agreement . 
Without suc h backing , th e chance s tha t a n agree -
ment will be both concluded and beneficial are slim. 
After all , trade negotiations have an inheren t mer -
cantilist bia s an d negotiator s ar e weakene d b y a n 
ambiguous political agenda. MERCOSUR'S negoti-
ations wit h Chil e provid e a  goo d exampl e i n thi s 
respect: concludin g a  final agreemen t wa s not th e 
result of a consistent and collectively well-designed 
bargaining strateg y o n MERCOSUR' S side , bu t o f 
the to p politica l priorit y tha t on e o f it s members , 
Argentina, assigned to it. Though an agreement was 
finally concluded , th e en d resul t wa s quite meagr e 
from MERCOSUR's point of view. Instead, a strong 
political commitmen t b y regiona l leaders , a  clea r 
mandate and a collective action plan could probably 
have made a better agreement feasible. 

Getting organised 

The mai n lesso n fro m developin g countrie s tha t 
have embarke d o n preferentia l trad e agreements , 
including wit h th e EU , i s tha t ther e i s n o singl e 
model of organisation fo r th e successfu l conduc t of 
negotiations. Historical, cultural, institutional, polit-
ical an d developmenta l consideration s hav e t o b e 
taken into account and each case must be judged on 
its own merit . However , usefu l insight s ar e offere d 
by the experiences of other countries. 

Within governments and regional entities, it is 
crucial that roles are clearly distributed and power 
delegated to the relevant actors. Eve r since trad e 
negotiations wen t beyon d discussin g tarif f prefer -
ences for industria l goods , preparatory wor k a t th e 
national leve l has concerne d (o r a t leas t affected ) 
government bodies outside the usual trade and fin -
ance ministries . Effectively involvin g an d co-ordi -
nating all these bodies for the very broad EPA nego-
tiations will be a major challenge for the ACP coun-
tries (a non-exhaustive list is provided in Table 1). 

Ways of conducting externa l trade negotiation s 
can diffe r enormousl y betwee n countries . Wherea s 
in some , both nomina l an d rea l authorit y li e wit h 
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one departmen t (e.g . th e foreign , trad e o r financ e 
ministry), i n man y others , authorit y i s disperse d 
over several factions within the government. Who-
ever i s i n charge , a  clea r intra-governmenta l co -
ordination structure and a well-defined allocation of 
competences an d task s amon g ministrie s ar e ke y 
ingredients t o a  coherent preparatio n an d conduc t 
to the negotiations. Except for providing the neces-
sary input into the negotiations, such a co-ordination 
mechanism is key in the sense that ensures that sub-
stantial awarenes s wit h respec t t o implementatio n 
issues is generated amon g the relevant governmen t 
actors. Further, th e issue s of competences an d lea d 
role among ministries must be sorted out before th e 
negotiations begin , and should be arbitrated a t th e 
highest politica l level . Th e responsibilitie s an d 
policy field s o f ministrie s differ , an d s o ca n thei r 
perspective o n th e negotiations . Setting i n place a 
co-ordination mechanism without assigning compe-
tencies may not be sufficient t o harmonise positions 
among government departments. 

The Sout h Africa n experienc e provide s a n 
interesting exampl e o f a  balance d an d inclusiv e 
structure and institutional setup for the preparation 
and conduc t o f th e TDC A negotiation s wit h th e 
EU. The overall political guidance was directly pro-
vided b y Presiden t Nelso n Mandela , whic h sig -
nalled th e hig h priorit y o f thes e negotiation s fo r 
South Africa. Fo r policy orientation, strategic deci-
sions an d politica l arbitrage , a  cabine t committe e 
was formed , comprisin g th e mai n ministrie s 
involved in the negotiations. Other ministries were 
consulted whe n necessary . Th e centra l rol e o f th e 
South Afric a Departmen t o f Trade and Industr y i n 
the preparatio n o f th e negotiation s wa s officiall y 
recognised b y al l othe r departments . Thi s greatl y 
facilitated inter-ministeria l co-ordination . Eac h 
ministry wa s responsible fo r th e preparatio n o f it s 
own chapters of the negotiations, after consultatio n 
with the other relevant departments . This politica l 
co-ordination structure was mimicked at the techni-
cal level, where inter-ministerial working groups (at 
the leve l o f directors an d whe n necessar y experts ) 
were formed . Th e negotiatio n proces s wa s no t 
exempt fro m clashe s an d conflic t o f interes t 
between departments. But the ministerial and cabi-
net meeting oversight, led by the minister for trad e 
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Table 2. EPA negotiations: A case for inter-departmental co-ordinatio n 

Ministry/department 

Trade and Industry (Economic Affairs) & 
Foreign Affairs 

Customs 

Finance 

Agriculture & Trade and Industry 

Employment 

Transport & Communications 

Law (Justice) 

Health 

Environment 

Foreign Affairs & Finance 

Tourism 

Possible relation to EPA negotiations 

strategy, co-ordination, delegation, negotiations process 

trade facilitation, rules of origin 

fiscal reform 

export capacity, import competition, transitional periods, SPS, TBTs, other 
standards 

trade and labour protection, trade and labour standards, flanking measures 

trade in services, export capacity 

TRIPS, competition policy , investment, dispute settlement 

health standards 

environmental standards 

development co-operation 

trade in services 

and industry, ensured the necessary cohesion during 
the negotiations. 

As illustrate d b y Bo x 3 , Argentin a provide s a 
useful example of a failed co-operation attempt. The 
lack of co-ordination between and delegation within 
the government resulted in serious problems for con-
ducting externa l negotiations . I n a n effor t t o co -
ordinate its trade policymaking, the Inter-ministerial 
Commission fo r Internationa l Trad e (CICI ) wa s 
created in 2000. However, ongoing divisions among 
ministries, combine d wit h lac k o f bot h leadershi p 
and authority of its chairman, resulted in the failure 
of the initiative . At th e regiona l level , Argentina' s 
problems negativel y affecte d bot h MERCOSUR' S 
integration an d th e externa l negotiatio n agenda . 
Obviously, when interests are not clearly defined a t 
the nationa l level , divisions ar e likel y t o be trans -
ferred to the regional level, weakening the credibil-
ity and bargaining power of the entire region. 

However, creating new trade institutions over-
night might prove counterproductive* There exist s 
no ideal structure for trade policymaking. If entirely 
new structures ar e created i n haste t o ensure inpu t 
for the negotiations in the short run, they could well 
work counter-productively . On e centra l co-ordina -
tion organ , for example , might see m idea l to over -
come old barriers between ministries and solve any 
ambiguities ove r th e distributio n o f powe r withi n 

the decision-makin g process . In practice , however , 
this i s often no t th e case . In a  sample o f 1 2 Latin 
American cas e studies , Jordana an d Rami o (2002 ) 
observe tha t where , overnight , entirel y ne w struc -
tures where put in place with respect to the manage-
ment o f externa l trad e policy , th e desire d result s 
were not achieved. Similarly to Argentina's CICI -
which wa s suppose d t o co-ordinat e internationa l 
trade policy - i n 1992 Paraguay's creation of an Inte-
gration Ministr y t o dea l wit h regiona l integratio n 
issues failed to produce any significant results , lead-
ing to it s dissolution i n 1998 . One explanatio n fo r 
the failur e o f these fas t reform s i s that institution s 
often kee p behavin g accordin g t o th e 'old  rules ' 
(decoupling). Despit e ne w structure s an d hier -
archies, th e relevan t actor s cannot mak e appropri -
ate policies because there remained a  clear division 
between nominal and real authority.12 In other cases, 
a chang e i n governmen t o r persona l leadershi p 
means a  de facto reshuffle o f roles, jeopardising th e 
reform and setting off new turf wars within the pub-
lic sector. Hence, institutions are unlikely to change 
overnight an d cautio n wit h respec t t o bi g ban g 
reforms seems warranted. Arguably, more important 
than establishing one (new) centralised agency that 
is responsible fo r trad e negotiations , i t seem s tha t 
the establishmen t o f a n effectiv e inter-agenc y co -
ordination mechanism that spans all relevant public 
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Box 3. Argentina and the maze of 
public actors in trade policy 

The Argentinea n proces s o f trad e policymakin g 
is one of the most intriguin g i n Lati n America . It 
serves as an excellent case study into the effect that 
institutional fragmentation can have on the process 
and qualit y o f policymaking. Wel l befor e the eco-
nomic crisi s definitel y too k hol d o f the country in 
2001, deficiencie s i n it s organisationa l structur e 
were such that the international bargaining capacity 
of Argentina was considerably lessened. 

The model of Argentina's trade policy process is truly 
mind-boggling. Fro m th e executiv e branc h 
of th e government, responsibilitie s ar e delegated 
the ministries of both foreign affairs and economics. 
There is no clear delegation of authority between the 
executive an d the ministries o r between th e min-
istries themselves. Which of two leads the process in 
external negotiation s ha s varied throughou t the 
1990s an d depends o n particula r circumstances , 
leadership and personalities. For policy design and 
implementation a s well a s for the generation o f 
information, both ministrie s rel y on their ow n sup-
porting departments , advisor y committees , invest -
ment banks and public-private institutions. This frag-
mentation continue s up to the provincial level . The 
overlap of responsibilities has led to a duplication of 

sector agencie s works , an d make s us e o f existin g 
capacities within those agencies. 

Beyond a government affair 

National governments cannot prepare for trade 
negotiations on their own. A s th e subjec t area s 
within internationa l trad e negotiation s ar e con -
stantly expandin g an d the details becom e increas -
ingly elaborate an d technical, negotiation s canno t 
be managed by an isolated public sector. A function-
ing public-private consultation mechanism is indis-
pensable for a variety of reasons. 

First, suc h a  mechanis m shoul d infor m stake -
holders abou t trad e negotiation s an d discuss thei r 
implications. Bot h trad e liberalisatio n an d broader 
policy reforms can have a huge impact on individual 

work, th e withholding o f informatio n an d inter-
agency competition between various departments. 

Compounding thes e problem s i s the fact tha t the 
private secto r i s not well organise d either . Afte r 
Argentina move d away from its import-substitution 
industrialisation strateg y i n the 1990s, the protec-
tionist and selective ties between the public and the 
private secto r wer e neve r replace d b y new institu -
tions, le t alone one s that aime d at horizontal and 
transparent consultation. Because of the fragmenta-
tion of public policy, clientelistic practices were able 
to persist . Vested business interests have a stake in 
retaining the status quo because the returns on lob-
bying are greater than systematic long-term involve-
ment in a diffuse policymakin g process . Hence, n o 
broad and inclusive representation of the private sec-
tor is likely to occur as long as clear delegation and 
restructuring ha s not taken place . The severity of 
these problems is confirmed by the fact that even an 
Inter-Ministerial Foreig n Trad e Commission , estab-
lished i n 2000 an d chaired b y the President , wa s 
unable t o provid e leadershi p an d initiate reform . 
Obviously, suc h inefficiencie s hav e impacte d o n 
Argentina's abilit y to defend its interest in its most 
important regiona l an d multilateral fora , MERCO-
SUR and the WTO. 

Sources: IADB (2002) and Bouzas (2004) 

households, firm s an d the government itself . Cer -
tain economi c sector s an d geographi c region s are 
likely to be more affected tha n others and the bene-
fits and costs are unlikely to be born equally by all 
actors. Being informed abou t the opportunities tha t 
trade refor m ca n bring (i n terms o f more employ -
ment, lower prices, less bureaucracy, increased prof-
its or more investments) as well as its potential costs 
(the los s of jobs and industries; fiscal contraction) , 
stakeholders can optimise thos e benefit s an d miti-
gate those costs by taking pre-emptive action . This 
goes for government agencie s as much as for entre-
preneurs, farmer s an d workers . Informin g an d 
involving these stakeholders in trade policy, and in 
trade negotiation s i n particular, i s likely t o yield a 
higher degree of legitimacy for that policy . For any 
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government tha t strive s fo r it s decision s t o b e 
understood, i f no t recognised , b y it s citizens , thi s 
must be an important point. 

Second, a  functionin g public-privat e dialogu e 
can greatly enhanc e th e qualit y o f the preparator y 
process. It can serve as a vehicle for 'tapping ideas' , 
extracting valuable information from parties to feed 
into the actual negotiations. In this respect, involv-
ing busines s sector s tha t wer e 'traditionally ' no t 
involved i n trad e negotiation s wil l b e a  key chai -
lenge for th e publi c sector . On th e on e hand , thi s 
concerns actor s tha t hav e fe w resource s suc h a s 
small farmers ' organisations , smal l an d medium -
sized enterprises (SMEs) , and unions. On the other , 
this also concerns larger business sectors that used to 
fall outside the realm of international trade negotia-
tions, bu t ar e no w increasingl y affecte d b y thei r 
ever-expanding agenda . Admittedly , consultation s 
that become too broad could impede the effective -
ness of the dialogue . Hence , i t ca n b e pruden t fo r 
the government to organise consultations at various 
levels, with representatives of civil society and busi-
ness sectors finally reporting to the government. I n 
any case, small business elites should b e prevente d 
from monopolisin g contact s with governmen t offi -
cials and biasing trade policy in favour of their own 
but agains t th e genera l interest . Thoug h informal , 
ad hoc consultatio n ca n sometime s help t o quickl y 
fill information gaps and ensure effective communi -
cation lines , a  formalised platfor m ha s th e advan -
tage tha t i t i s more transparen t an d mor e ope n t o 
contributions from a broad array of stakeholders. 

In previous case studies on trade policy processes 
in Lati n America n countries, 13 th e occurrenc e o f 
legitimacy as a reason in itself for engaging a  broad 
array of stakeholders has clearly come about. In this 
region, th e wide r processes of democratization an d 
increased transparenc y i n governmen t decision -
making mechanisms have set off important changes 
in the are a of trade policymaking a s well, albei t t o 
quite differen t degree s i n th e variou s countries . 
Whereas in the 1980 s protectionism and a concen-
tration o f opaqu e public-privat e relationship s co -
determined external trade policy, in the 1990s, more 
liberal trad e policie s wer e followe d b y broade r 
private-sector participation , movement s toward s 
more transparency , improve d parliamentary aware -
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ness, and a better informed civi l society. 
In South Africa, the National Economic Devel-

opment an d Labou r Counci l (NEDLAC) , a  bod y 
involving industry, trade unions, organised commu-
nity actors and the government seems to have had a 
significant inpu t into the TDCA negotiations. This 
has been valued by all actors, not the least the South 
African governmen t itself . NEDLAC played a cen-
tral role in the formulation o f negotiation strategie s 
and position s fo r th e TDCA . I t offere d a n institu -
tional platfor m fo r a  tripartit e dialogue , t o whic h 
the governmen t wa s mos t attentive . Th e busines s 
community provide d mos t detaile d informatio n t o 
the South African negotiator s on how they wil l be 
affected b y a  reciproca l openin g o f th e E U an d 
South African markets. Combined with trade unions' 
inputs, thi s informatio n helpe d th e Sout h Africa n 
government t o identif y wher e trad e liberalisatio n 
will hav e th e larges t impact , ho w i t wil l affec t it s 
main sectors , and whic h sector s shoul d b e consid -
ered as sensitive. The government had to resist pro-
tectionist tendencies . Difference s o f views , amon g 
the various actors and within the government, were 
common. Yet , by sharing wit h non-stat e actor s it s 
main objective s an d strategie s for th e negotiation s 
and b y remaining ope n t o propositions an d input s 
from both private-sector and social actors, the gov-
ernment contribute d t o establishing a  co-operative 
and constructive dialogue with non-state actors. 

The cas e o f th e Caribbea n als o demonstrate s 
that present-da y trad e negotiation s mak e certai n 
forms of public-private dialogue a mandatory exer -
cise. Interestingly , th e origin s o f Barbados' s Socia l 
Partnership and the Jamaica Trade and Adjustmen t 
Team (JTAT) were quite different. Th e Social part-
nership was born out of the urgent need of govern-
ment and non-state actors to confront a n economic 
crisis jointly. Th e cas e shows tha t whe n a  govern-
ment faces toug h decisions tha t wil l strongly affec t 
its citizens, the legitimacy rationale for establishing 
a broa d dialogu e i s not mer e democrati c window -
dressing, but a process without which many painfu l 
but necessary measures would simply be impossible. 
In th e Jamaican case , JTAT was the initiativ e o f a 
trade minister who strongly believed tha t consulta -
tion wit h non-stat e actor s woul d b e a  necessar y 
component i n Jamaica' s trad e policy . Jamaica ha d 



spent muc h tim e an d resource s determinin g bot h 
its trad e an d overal l developmen t strategy : i t wa s 
quite clea r tha t withou t consultatio n platfor m 
these strategie s woul d hav e a  fa r lesse r chanc e o f 
success. 

Yet, the same cases also underline how difficult i t 
can be to establish and maintain a fruitful dialogue . 
Many enterprises are still barely aware of the stakes 
involved in international trade agreements. Conse-
quently, they are ill - or not a t al l prepared for pro-
viding th e governmen t wit h th e necessar y inputs . 
Also, a lack of trust between the public and the pri-
vate sector plays a role. Henceforth, ther e is a clear 
danger that formal consultation mechanisms degrade 
into talkin g shop s an d tha t subsequentl y th e larg e 
players (bi g businesses and government ministries ) 
will revert to informal co-ordinatio n behind closed 
doors. This means  that , i n effect , th e consultatio n 
process will be heavily biased towards a select group 
of enterprises tha t lea n on traditiona l tie s with th e 
public sector . Wher e thi s ma y favou r th e specifi c 
interests of those firms, it is most likely to work well 
against th e genera l interest . Hence , government s 
should b e awar e tha t a  selectiv e consultatio n 
process can have serious adverse effects . 

Discussing thi s proble m fo r Lati n America , 
Jordana an d Rami o (2002 ) identif y fou r principle s 
that ca n hel p t o preven t th e trad e polic y agend a 
from bein g capture d b y specifi c interests . The y 
argue that : informatio n o n trad e negotiation s 
should b e widel y available ; consultatio n mecha -
nisms should be as horizontal as possible (reflectin g 
the wide array of business interests) ; private-secto r 
actors shoul d no t b e allowe d t o si t directl y a t th e 
negotiating table ; an d th e involvemen t o f non -
traditional export sectors should be actively encour-
aged. Thi s las t poin t i s particularly wort h noting . 
The ever-expanding conten t o f international trad e 
agreements increasingl y touche s upo n sector s o r 
groups that were previously unaffected. To genuinely 
reflect th e diverse interest s within a  country, thes e 
groups should be involved in the process as well. 

On th e othe r hand , i t remain s difficul t t o 
involve thos e group s traditionall y no t involve d i n 
trade negotiations. Many interviewees in the Carib-
bean cases noted the need for governments to increase 
funding for informed a s well as broad private-sector 

participation. Excep t fo r th e inevitabl e resourc e 
constraints, however , ther e ar e als o mor e funda -
mental issue s at work that can hamper the process. 
Often, disconten t an d a lack of confidence charac -
terises private-sector relationships with government 
authorities -  an d vis a versa.14 For a successful con -
sultation mechanism both parties need to learn how 
to d o busines s wit h eac h other ; partie s nee d t o 
recognise th e value-adde d tha t eac h sid e brings t o 
the table , an d creat e mutua l trust. 15 Undeniably , 
such a process takes time. However, various experi-
ences sho w tha t whe n th e enablin g conditio n o f 
political leadership is in place, it is possible to initi-
ate, maintai n an d improv e usefu l dialogue . Excep t 
for the South African an d the Caribbean example s 
of consultation platforms, there are other instructive 
cases such a s Mexico's Coordinadora de Organismos 
Empresariales de  Comercio Exterior and Mauritius' s 
Joint Economic Council16 

The regional dimension 

While the broad EPA agenda is already complex in 
itself, the challeng e o f negotiations with the EU is 
further compounde d b y th e regiona l dimension . 
Though th e Cotonou Agreemen t does not rule out 
single-country EPAs , i t appear s mos t likel y tha t 
most countrie s willin g t o ente r EP A negotiation s 
will d o s o togethe r wit h thei r regiona l partners . 
Aside from difficul t configuratio n issues , this poses 
another considerabl e challeng e i n terms of institu -
tional set-up , poolin g o f resources , delegatio n o f 
power and preparatory work at the political, strate-
gic and technical levels of the negotiations. 

While ther e i s no preceden t t o negotiatin g bi -
regional agreement s suc h as EPAs, the case studies 
on the Caribbean and MERCOSUR provide usefu l 
insights int o tw o ver y differen t type s o f regiona l 
mechanisms, an d th e wa y the y g o abou t extra -
regional trade negotiations. Whereas MERCOSU R 
leans predominantly on its member states for both the 
preparations an d actua l negotiations , CARICO M 
members -  wh o ar e al l relativel y smal l an d fac e 
more pressing resource constraint s -  hav e recentl y 
expanded the mandate of their regional institutions 
so fa r tha t no w a  separat e bod y exist s fo r extra -
regional trade negotiations. 
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Regional negotiations can serve as a catalyst 
for institutional change if backed by political lead-
ership and an appropriate policymaking structure. 
The earl y experienc e o f MERCOSU R show s tha t 
the mere political decision to start negotiations can 
already improv e policymaking procedure s an d par -
ticipatory mechanism s i n th e individua l membe r 
countries. A  dens e intra-regiona l agend a make s 
national trade bureaucracies (a s well as other agen-
cies) subject to the routine of structured interactio n 
in various policy areas, raising demand for expertise 
and co-ordination. This can be to the benefit o f the 
weaker or smaller member states of regional group-
ings a s thei r official s engag e wit h bette r equippe d 
counterparts. However , once either intra - or extra-
regional negotiations go beyond a certain level, the 
catalytic role of trade negotiations as such needs to 
be strengthened by developing clear regional policy-
making structures and by devoting sufficient politi -
cal capital and resources to create genuine regiona l 
institutions (i n th e publi c an d privat e spheres ) i n 
support of this process. 

The establishmen t o f th e CRN M i n th e 
Caribbean provide s an interestin g exampl e o f how 
the pressin g demand s resultin g fro m th e inter -
national negotiation agenda can foster co-operation 
and th e poolin g o f resources withi n a  region . Th e 
CRNM wa s create d followin g th e acknowledge -
ment b y som e Caribbea n leader s tha t a  separat e 
regional institutio n coul d help t o tackle th e heav y 
agenda of extra-regional negotiations (i n particula r 
the FTAA). Endorsed by the Conference o f Heads 
of Government of CARICOM i n 1997, the CRNM 
initially received strong political backing. This sup-
port wa s vita l t o ensur e a n effectiv e rol e fo r th e 
organisation in the conduct of the post-Lome agree-
ment an d th e FTA A negotiations , a s wel l a s th e 
preparation for the WTO negotiations. By agreeing 
to pul l resource s togethe r an d develo p collectiv e 
expertise, th e CARICO M an d i n fac t CAR1 -
FORUM countries aimed to increase their influenc e 
and control on these negotiations. 

Rather than accumulated interests, a common 
agenda (possibly facilitated b y a regional body) is 
an important precondition for successful extra-
regional negotiations. A commo n agend a fo r th e 
negotiations cannot be shaped by aggregating indi-
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vidual contributions or merely relying on intuition . 
It is the joint effort to identify common and comple-
mentary interest s tha t shoul d guid e th e prepara -
tions. To move regional interests forward, objective s 
have to be clearly defined an d priorities have to be 
set. A  to o broa d agend a ca n stal l th e proces s an d 
will usually translate into a defensive rather than an 
offensive negotiatio n strategy . A thir d part y a t th e 
regional level that i s created to provide inputs tha t 
go beyon d th e narro w perspective s o f nationa l 
actors can be of considerable valu e i n thi s respect . 
After th e mai n issue s have bee n hammere d ou t a t 
this level , th e commo n agend a need s t o b e politi -
cally nurtured in order to be of strategic value in the 
negotiations. 

For MERCOSUR, one of its major drawbacks is 
that i s has n o regiona l bod y tha t i s empowered t o 
represent th e fou r membe r states . Th e MERCO -
SUR Secretaria t ha s a  facilitating rol e bu t canno t 
stimulate th e interna l integratio n proces s o r b e 
engaged i n extra-regiona l negotiations . Arguably , 
this has contributed t o a weakening of the integra -
tion process because every subsequent step has so far 
depended on the initiative of a member state. 

Only a regional body that has a clear mandate 
and maintains a functional co-ordination mecha-
nism with national actors can successfully negoti-
ate on behalf of the region. Simply establishing or 
strengthening existin g regiona l entitie s a t th e 
regional level is unlikely to deliver the desired results. 
Once a n adequat e structur e t o engag e i n extra -
regional trade negotiations has been established , i t 
is vital t o agre e o n th e exten t o f authorit y tha t i s 
delegated t o th e regiona l level . Obviously , thi s i s 
one o f the mos t sensitiv e aspect s o f extra-regiona l 
negotiations. Even in the EU, where external trade 
negotiations hav e belonge d t o th e competenc y o f 
the Commission for many years, member states have 
always insisted on short communication lines and a 
considerable degre e o f consultatio n prio r t o an d 
even during the negotiations.17 However, delegating 
no authority at all will leave the negotiation process 
unmanageable as each and every detail would have 
to be agreed by the explicit consensus of all regional 
members. I t i s key, therefore , t o determine before -
hand i n what areas a more flexible mandat e should 
be given an d wher e negotiator s shoul d wor k mor e 



closely with nationa l minister s an d official s i n th e 
member states. While trade negotiations, in particu-
lar in their final stages, demand both flexibility and 
rapid decision-making, the degree to which national 
actors actually want to retain their influence should 
not b e underestimated . I n th e end , a  regiona l 
process can only be as strong and as fast as its mem-
bers wan t t o go . A clea r mandat e i n combinatio n 
with an effective co-ordination mechanism between 
national an d regiona l level s ca n preven t tur f war s 
between national and regional levels from arising. 

With th e CRNM , th e Caribbea n als o provides 
an interestin g illustratio n o f the potentia l tension s 
that ma y exis t amon g regiona l partners , a s well as 
how their resolution (o r failure t o do so) may affec t 
the capacity of the region to actively participate i n 
international negotiations . Afte r it s establishmen t 
in 1997 , the CRN M ha s t o som e exten t bee n th e 
victim of its own success. Strong leadership withi n 
the organisation reduced the perceived role of some 
national leader s i n th e Caribbean , wh o becam e 
increasingly sceptical towards a regional body whose 
power an d influenc e wa s becoming to o dominant . 
As a result of political and strategic disagreements , 
the CRN M wa s significantly reformed , som e of it s 
charismatic leaders leaving the institution.18 Beyond 
the internal bickering at the regional level, which is 
of little relevance outsid e the Caribbean , problem s 
between th e CRN M an d th e membe r state s illus -
trate a n interestin g feature : th e tensio n tha t exist s 
between a  regional entity i n charge of preparing or 
conducting negotiations , whic h require s a t leas t a 
partial (i f only implicit ) delegatio n o f authority by 
the member states , and the natura l desire by mem-
ber governments to fully control the destiny of their 
economies and hence the trade negotiation process. 

Extra-regional negotiations will inevitably be 
frustrated without sufficient progress on the inter-
nal integration agenda. Wit h regar d t o EPAs , a 
region tha t face s man y setback s an d delay s wit h 
regard t o it s interna l integratio n agend a basicall y 
faces two problems. First, if in one or more countries 
substantial trad e reform s towar d regiona l partner s 
prove too costly or implementation is long overdue, 
it seem s politicall y unfeasibl e tha t simila r reform s 
will b e genuinel y undertake n toward s a  regiona l 
outsider such as the EU. Second, i f an entire region 

is characterise d b y considerabl e setback s i n th e 
implementation o f its integration agenda , i t will be 
a much less conceivable negotiation partner for the 
EU. In order to genuinely pursue trade reforms, the 
extra-regional negotiation agenda should be coher-
ent, wit h a n interna l integratio n agend a tha t i s 
feasible in both its time path and implementation . 

CARICOM's inabilit y to draft offer s fo r marke t 
access i n service s i n th e FTA A negotiation s i s a 
good exampl e o f ho w extra-regiona l negotiation s 
are affecte d onc e th e regiona l integratio n proces s 
stalls. I f ther e i s no clea r agreemen t o n th e scop e 
and extent of integration within the region, it seems 
impossible to conclude an extra-regional agreement 
that i s in the interest of its members. In addition to 
fracturing th e interna l cohesio n o f the regio n -  a s 
concessions to third parties would go beyond inter -
nal concession s -  i t woul d als o mak e th e regio n 
appear an inconceivable negotiation partner . (Thi s 
applies to the Caribbean, but also MERCOSUR). 

Even where economic interests are aligned, 
good preparatory work at the regional level is ulti-
mately in vain if no adequate capacity is developed 
at the national levels. Today , th e negotiatio n o f 
trade agreements as well as their implementation is 
more complex than ever before. Pooling resources at 
the regiona l leve l ca n hel p t o bette r dea l wit h 
capacity constraints. Nevertheless, key informatio n 
in preparation for the negotiations needs to be gen-
erated a t th e nationa l level ; fina l provision s o f a 
trade agreemen t nee d t o b e approve d b y nationa l 
ministers; an d thei r implementatio n need s t o b e 
executed by national ministries. Building the neces-
sary capacity at the regional level is a necessary but 
not a  sufficien t conditio n fo r concludin g a  trad e 
agreement in the interest of that region. 

Without a strong political commitment to con-
clude a balanced agreement, diverging economic 
interests within a region can easily stall, protract 
and fracture the extra-regional negotiation process. 
When concludin g a  trad e agreemen t winner s an d 
losers will inevitably arise. Within a regional group-
ing, however, the benefits an d costs are unlikely to 
be equall y distribute d amongs t th e membe r coun -
tries. Consequently , thos e member s tha t perceiv e 
their interest s t o b e threatene d mos t ar e likel y t o 
frustrate o r delay the negotiation process. If no ade-
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quate compensatio n mechanis m i s in place withi n 
the region , i t i s al l th e mor e importan t tha t th e 
regional negotiatin g bod y a s wel l a s thos e wh o 
potentially gain from an agreement account for th e 
concerns of the most vulnerable parties throughou t 
the negotiations . Thi s agai n require s substantia l 
information exchange between the various parties, a 
transparent co-ordinatio n mechanis m an d abov e 
all, mutual trust. 

The role of donors 

As mentioned earlier, international funding for trade 
capacity-building suppor t ha s increase d markedl y 
over the las t years . However, th e question remain s 
open i f an d t o wha t exten t suc h support , beside s 
stimulating mor e broad objectives , directl y streng -
thens recipient countries' capacity for trade negotia-
tions. Self-evidently , man y o f th e condition s tha t 
enable countrie s t o b e bette r prepare d fo r trad e 
negotiations ca n onl y b e create d b y th e countrie s 
themselves. Ultimately, buildin g capacit y fo r trad e 
policymaking is an endogenous process. Yet, donors 
can further stimulat e this process. 

Towards donors, a concerted approach is 
required with respect to trade capacity'building 
support. I t appears tha t suppor t fo r trad e capacity -
building is for both donors and recipients a more dif-
ficult issu e than 'regular ' assistance . The impact  of 
trade capacity-building programmes still needs to be 
established, funds can be subject t o donor bias, and 
there i s a n undeniabl y difficul t trade-of f betwee n 
the pressin g need s generate d b y curren t negotia -
tions, and the imperative  to build sustainable trad e 
policymaking capacities for the future . I n any case, 
recipient countries as well as regional bodies should 
critically asses s their need s an d th e way s in whic h 
donors ca n b e involve d i n meetin g them . Donors , 
on the other hand, would misperceive the complex-
ity of regional integratio n i f they assum e tha t sup -
port t o regiona l entitie s wil l suffice t o ensur e tha t 
extra-regional negotiation s ca n effectivel y tak e 
place. Support at the national levels is indispensable 
in orde r t o stimulat e th e regiona l dynamic s an d 
build the necessary capacity to deal with trade pol-
icy in the future . 

The Caribbean region offered th e most interest -

ing case study as regards the role of the donor com-
munity. Onl y establishe d i n 1997 , many observer s 
positively assess the CRNM; some even view it as a 
role model for other regions. Undeniably, donors can 
claim part of the credit here. Though the CRNM is 
now presse d t o dra w mor e direc t fundin g fro m it s 
members, internationa l institution s an d bilatera l 
donors still provide the main stack of core funds. 

Caution needs to be in place as regards exter-
nal support. Experienc e shows that i t i s extremely 
difficult t o design donor programmes in such a way 
that the y directl y assis t trad e negotiatio n prepara -
tions. Therefore, i t seems ill-advised for developing 
countries t o full y rel y o n externa l assistanc e pro -
grammes. Asid e fro m dono r bias , whic h ca n seri -
ously jeopardis e th e effec t o f externa l assistance , 
other factors can substantially reduce the usefulnes s 
of externa l suppor t fo r trad e negotiatio n prepara -
tions. I n practice , dono r procedure s ca n extrac t 
more resource s tha n the y yield , assistanc e i s ofte n 
supply drive n an d ill-targeted , an d externa l pro -
grammes ten d t o ignor e existin g loca l structures . 
Where externa l assistanc e i s used , i t shoul d b e 
aimed directly at those people close to the negotiat-
ing line , an d i t shoul d b e deman d drive n an d 
involve th e permanen t bureaucrac y rathe r tha n 
temporary and external expertise. 

In contrast t o the Caribbean, MERCOSUR has 
not particularl y benefite d fro m externa l assistanc e 
to it s regiona l o r nationa l institutions . Par t o f th e 
explanation arguabl y lies in the fact tha t th e inter -
nal organisation of some of the member states' pub-
lic sector agencies , such as those in Argentina, was 
overly fragmented , an d inter-agenc y co-ordinatio n 
has been very poor. Further, assistance to the region 
often targete d external experts rather than the per-
manent bureaucracy and programmes were stopped 
once external funding was not provided anymore. 

Challenges for the ACP in negotiating a 
regional EPA: Concluding remarks 

The capacity to develop a coherent trade policy and 
initiate th e accompanyin g institution s canno t b e 
build ove r night . Th e trainin g o f civi l servant s 
within ministrie s an d delegation s abroad , th e 
strengthening an d building o f institutions, and th e 
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process of involving relevant stakeholders, all require 
a long-term strategy. 

As a result, developing countries are often see n 
as being weak, if not marginal, participants to inter-
national negotiations , whethe r o n trad e o r othe r 
issues. Indeed , i f on e assum e tha t economi c an d 
political power are the sole determinants of the out-
come of negotiations, th e prospect s fo r developin g 
countries to effectively pursu e their interest s seems 
very bleak. Moreover, a  lack of experience, knowl-
edge an d resource s onl y add s t o developin g coun -
tries' disadvantage s compare d t o thei r develope d 
counterparts. Still , powe r i s not th e onl y determi -
nant o f outcome s an d som e gap s ca n b e bridged . 
Developing countries , includin g th e smalle r ones , 
have increasingly shown that effective participatio n 
is possible. As Sheil a Pag e note s i n reviewin g th e 
last 1 5 years of multilateral negotiations , 'develop -
ing countries have proved first that they can modify 
the outcome, then that they can block a settlement, 
and finall y tha t the y ca n initiat e thei r ow n issues ' 
(Page, 2003). 

The experienc e o f developing countrie s i n par-
ticipating i n negotiation s o n preferentia l trad e 
agreements, notably with industria l entities such as 
the EU, indicate tha t som e key elements migh t b e 
adopted to increase the effectiveness o f the prepara-
tion and conduct of such negotiations. 

The proble m facin g th e AC P -  on e typica l fo r 
developing countrie s i n genera l -  i s tha t negotia -
tions ar e conducted whil e thei r preparatio n i s just 
underway, putting the ACP under considerable time 
pressure. Moreover, they are required to negotiate as 
a group, at the regiona l level , which requires addi-
tional regional co-ordination. Finally , their negoti -
ating partne r i s the E U (represente d b y th e Euro -
pean Commission), which possesses a most sophisti-
cated institutiona l framework , extensiv e resource s 
and capacity , a s wel l a s significan t experienc e i n 
conducting suc h negotiations , fo r whic h i t ha s 
mainly set the agenda. 

Overall, the conditions under which EPA nego-
tiations ar e takin g plac e ar e no t favourabl e t o th e 
negotiating positio n of the ACP countries . In tha t 
respect, it is all the more necessary for each country 
to prepare optimall y fo r th e negotiations , whethe r 
at the all-ACP, regional or national levels . In view 

of their particular vulnerability i n terms of negotia-
tion capacity , an d th e implici t dange r o f aid -
dependency steerin g th e negotiations , th e nee d t o 
properly identif y thei r ow n trad e interest s an d 
develop their own positions in the negotiations is all 
the more essential. 

The additiona l challeng e fo r th e AC P i s t o 
develop suc h capacitie s no t onl y a t th e nationa l 
level, but also to be able to co-ordinate their strate-
gies, position and preparation at the regional level. 

The experienc e o f MERCOSUR indicate s tha t 
the developmen t o f a  coheren t an d co-ordinate d 
position a t th e regiona l leve l i s no eas y task . On e 
factor o f success i s political will , as exemplified b y 
the FTAA negotiations for which MERCOSUR has 
so fa r bee n bette r abl e t o initiat e a  commo n 
approach. Bu t th e lac k o f common stabl e regiona l 
institutional setting s t o develo p an d co-ordinat e a 
co-operative approac h to the negotiations weaken s 
the regiona l dimension o f the negotiations . A per -
manent regiona l co-ordinatio n an d suppor t bod y 
may facilitate this process, as suggested by the RNM 
experience. Yet, the history of the RNM also points 
to th e fragilit y o f co-operation mechanism s pu t i n 
place a t the regiona l leve l i n the absenc e of strong 
and sustained collective political leadership. 

The regiona l dimensio n o f EP A negotiation s 
poses major challenge s i n terms of regional institu -
tional set-up , poolin g o f resources , delegatio n o f 
authority, an d preparator y wor k a t th e political , 
strategic and technical levels of the negotiations. 

Simply establishin g o r re-vitalisin g existin g 
regional organisation s a t th e regiona l leve l i s 
unlikely to deliver the desired results. Several issues 
need to be given careful attention , including: 

• a  clea r commitmen t t o delegat e authorit y wit h 
control an d accountabilit y fro m th e nationa l 
level to the regions; 

• effectiv e co-ordinatio n mechanism s betwee n 
national and regional levels; and 

• majo r investment s in institutional strengthenin g 
and capacit y buildin g o f regiona l policymakin g 
structures so as to play a lead role in EPA negoti-
ations. 

Equally importan t fo r th e AC P i s to clearly defin e 
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the role and value added of the global ACP institu -
tions in a context where ACP regional organisations 
and continental groupings (e.g. African Union) will 
increasingly pla y a  ke y rol e i n th e trad e negotia -
tions. Based on the principle of subsidiarity the ACP 
institutions coul d possibl y redefin e thei r role s i n 
terms of: 

• groupin g an d exchangin g informatio n o n th e 
various ACP ongoing negotiating processes; 

• identifyin g and pooling relevant technical exper-
tise in the various regions; and 

• ensurin g AC P solidarit y an d cohesio n o n com -
mon trade-related issues. 

In conclusion , i t clearl y appear s tha t negotiation s 
are wo n o n th e basi s o f a  combinatio n o f factor s 
including visionary leadership, solid arguments and 
analysis, a thorough understanding of country inter -
ests, strong co-ordination mechanism s both withi n 
government an d wit h a  multitud e o f actor s an d 
stakeholders, lobb y capacities , etc . Countrie s an d 
regions tha t wer e able t o work simultaneously an d 
integrate these lessons into thei r trad e policies and 
negotiations, in general have done quite well. How-
ever, it would be too simplistic to copy these lessons 
and apply them i n contexts tha t ar e fundamentall y 
different fro m th e one s tha t wer e covere d b y th e 
case studies . Major question s remain : How ca n we 
prepare, fo r example , politicall y fragil e o r faile d 
states fo r trad e negotiations ? Wha t typ e o f trad e 
capacity suppor t wil l be require d i n thes e type s of 
countries? 

Experience als o suggests that a  number o f criti-
cal factors ca n play a  determining rol e i n th e out -
come of any negotiating process . First, there i s the 
element of risk taking that will always play a role in 
any negotiatin g process . I n spit e o f hug e invest -
ments i n capacity , impac t studies , participator y 
mechanisms, etc. the effects of certain measures will 
have a high degree of uncertainty. This risk element 
is a n essentia l par t o f an y negotiation . Ther e i s 
nothing wrong with it as long as it does not become 
a kind of 'fuzzy gambling'. Second, the final stages of 
a negotiation require extreme prudence and caution 
to guarantee the best possible outcome. 'Horse trad-
ing' ma y b e th e orde r o f th e da y an d concession s 
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agreed to o quickly coul d lea d t o a  situation wher e 
the fruit s o f a  year-lon g preparator y proces s an d 
negotiation ca n quickl y ge t lost . Finally , severa l 
countries or regions tend to forget that only with the 
conclusion of a trade deal does the real work begin. 
The implementatio n o f wha t ha s bee n agree d 
remains th e mos t importan t task . Unfortunatel y 
officials an d negotiators who have been playing key 
roles in the negotiating process tend to accept new 
(sometimes mor e rewarding ) function s withi n o r 
outside the public sector . Systematically rebuildin g 
these capacities will be a major 'Sisyphian' task. 

Drawing lesson s fro m thes e experiences,  i t i s 
urgent for each ACP country and region to furthe r 
develop its own mechanisms for the effective prepa -
ration of the negotiations an d thei r successfu l con -
clusion. 

Endnotes 
1. Fo r a  discussio n o n thi s dimension , se e fo r instance , Bila l an d 

Szepesi (2004) . 
2. Se e Bila l (2003) , Bila l an d Laport e (2004) , Bouza s (2004 ) an d 

Dunlop et al. (2004) . 
3. Th e larges t cross-institutiona l initiative s i n thi s respec t ar e th e 

Joint Integrate d Technica l Assistanc e Progra m (JITAP ) b y th e 
International Trad e Commissio n (ITC) , UNCTA D an d th e 
WTO; and the Integrated Framework for Trade-Related Techni -
cal Assistanc e fo r Leas t Develope d Countrie s (IF ) b y th e IMF , 
ITC, UNCTAD , UNDP , Worl d Ban k an d th e WTO . I n th e 
Doha Roun d Ministeria l Declaration , paragraph s 2 , 16 , 20-21 , 
23, 24 , 26-27, 33, 38-40, 42 and 43 include provisions for tech -
nical co-operation , capacit y buildin g o r both . A  subsequen t 
pledging conferenc e o f WTO member s i n Marc h 200 2 resulte d 
in a  US$17.5 millio n Doh a Developmen t Trus t Fund , twic e a s 
much as was originally targeted by the WTO Secretariat . 

4. Se e OEC D (2001 ) an d DFI D (2001 ) fo r broade r wor k o n trad e 
capacity-building, and Solignac Lecomte (2000a/b , 2001, 2003), 
who also provides country case studies and specific contribution s 
on EU-ACP relations . 

5. Fo r a review of the emergence of the term trade  capacity-building, 
see Kostecki (2001) . 

6. I n man y ways , th e recen t debat e o n ho w developin g countrie s 
can be best supported i n bilateral and multilateral trad e negotia -
tions reflects the 'classical ' debate on humanitarian aid (e.g. food 
aid or post-disaster aid ) versus sustainable development: the tw o 
are no t necessaril y incompatibl e bu t i f th e forme r i s supplie d 
without taking stock of the local circumstances, the latter will be 
compromised. 

7. Se e Solignac Lecomte (2001) on the risk of biased aid in bilateral 
assistance programmes . Powel l (2002 ) criticise s th e Worl d 
Bank's dominanc e i n multilatera l trad e capacity-buildin g 
programmes a s these woul d brin g clea r 'ideologica l an d institu -
tional baggage' to the trade policy agenda, forcing an intellectua l 
straightjacket upo n th e policymaker s engage d i n thos e pro -
grammes. I n thi s respect , th e sudde n popularit y o f trade-relate d 
capacity buildin g an d technica l assistanc e wit h donor s woul d 
only b e derive d fro m th e latter' s concern ove r th e implementa -



tion ga p developing countrie s fac e wit h respec t t o thei r multilatera l 
or bilateral commitments . 
8. Se e for instanc e th e highl y critica l evaluatio n o f Rajapathiran a 

et al . (2000 ) o n th e I F Programme . Cas e studie s o n technica l 
assistance an d capacit y developmen t i n general (rathe r tha n fo r 
trade-related matter s alone ) ca n provid e mos t usefu l insight s 
into the debate i n the trade domain (se e for example Godfrey e t 
a l , 2002) . 

9. A s one interviewe d developing country official explain s in a sur-
vey by Kostecki (2001 : p. 21): ' . .. assistance i s needed i n certai n 
areas an d neve r satisfied . I n othe r area s th e need s ar e inflate d 
because the provider is pushing for such events to take place. The 
recipient country agrees because there i s no cost involved an d a t 
times because the local participants and organisers may get mor e 
per diem or may travel to attractive places for regional meetings' . 

10. Se e http://tcbdb.wto.org . 
11. Th e presen t sectio n doe s no t dra w solel y o n th e thre e cas e 

studies conducte d fo r thi s projec t (th e studie s ca n foun d a t 
www.ecdpm.org), bu t als o incorporate s som e o f th e usefu l 
insights fro m tw o publication s b y th e Inter-America n develop -
ment Bank (IADB, 2002; and Jordana and Ramiro, 2002) . 

12. Se e also Oyejide (2000) . 
13. IAD B (2002), and Jordana and Ramio (2002) . 
14. Se e Szepes i (2003) , Hes s (2000 ) an d documentatio n fro m th e 

Caribbean Expor t Development Agency (CEDA , 2002) . 
15. Se e Land (2002) . 
16. Fo r Mexico , se e IAD B (2002 ) an d Jordan a an d Rami o (2002) ; 

for Mauritius, see Solignac Lecomte (2001) . 
17. I n fact, present-day trade negotiations are an area of mixed com -

petency du e to the inclusio n o f subjects suc h as services, invest -
ment, an d intellectua l propert y rights . Anne x 1  describe s th e 
EU's preparatory process for trade negotiations . 

18. Fo r a detailed an d mos t interestin g accoun t o f the history o f th e 
CRNM an d its evolving political support, see Grant (2000) . 
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