Attributes That Sell
There are many unique attributes that sell the Great River Region to prospective companies, as well as to existing companies that are exploring expansion.  Defining and marketing these strengths is one of the key responsibilities of the economic development organizations that comprise the Great River Region Partnership.  The first level of evaluation for a company is always on dollars and cents issues.  Can my company be successful and profitable in this region/community?
A key selling point is the centrality of the region to the rest of the United States.  Companies seeking a location from which to serve the middle of the United States or for that matter the whole country from one central location find Southeast Iowa to be advantageous.  It is often pointed out that we are one day’s trucking from over 35 million people.  Companies have easy access to the population centers of Chicago, St. Louis, Kansas City, Omaha, Des Moines and Minneapolis.

The Great River Region has some excellent transportation assets.  Good highway systems serve the region.  Much of the region is served by the Burlington Northern Santa Fe Railroad and by short line rail operators.  The Mississippi River provides barge transportation and unique avenues of commerce.  The Great River Region has commercial air and passenger rail service.  
The region has affordable land on which to build.  The area has reliable service providers who can deliver electricity, gas, water, sewer, high speed internet and more.  The region is free of constraints that limit the type of development that can occur in many parts of the country.
The Great River Region has skilled and hard working people to fill jobs.  The education and training systems are strong.  The quality of life is high from most perspectives.  

It is not a hard sell representing the Great River Region around the country and world.  It is not necessary to pretend to be what we are not.  Quality presentation of the region’s strengths is the winning strategy.
