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Economic Development Administration Directives System

PUBLIC WORKS INDIAN DEVELOPMENT PROGRAM

This Bulletin continues the new direction established in
FY 1974 for the Public Works portion of the Indian
development program: assistance to the least developed
Indian communities in providing the basic infrastructure
that is a prerequisite of economic growth.

" %

Selection Criteria

Funds will be made available for projects in the
following categories:

A.

Community Development

First priority among Public Works Indian development
projects will be accorded to those which will aid
Indian reservation communities in the development of
the infrastructure necessary for future community
economic development and growth. Emphasis will be
given to those projects which will help Indian
communities look, feel, and function like places
with a future.

Among the projects which will continue to be considered
under this category are community centers. Since all
large reservations now have at least one community
center building, we will concentrate in this category
on the following:

(1) addition and improvements to existing community
buildings which are presently being used to
capacity;

(2) small community buildings on those small
reservations presently lacking them entirely; and

(3) small buildings in communities on larger
reservations which are too remote from the main
center to benefit from it.



We encourage the provision of both job training and
community social facilities in a single building.
Such facilities are to be constructed on a relatively
austere scale, providing adequate meeting space,
kitchen facilities, and multi-purpose rooms for
tribal office space, Headstart, vocational training,
community action type services, health clinics,
daycare, and other related programs.

Projects Assisting Development of Tribally-owned
and Indian-owned Businesses

(1) Industrial Development

We will continue to encourage the development of
Tribally-owned businesses where they can be
shown to be feasible.

As in the past, we will continue to provide

50 per cent grant (or more; See Section 2.

on Grant Rate Determination below) - 50 per

cent loan financing to build and equip
facilities for Tribally-owned businesses. In
cases where the Tribe has begun a pilot business
project on their own, the existing facilities
may be used as part or all of an in-kind
matching share.

We particularly encourage the development of
small, low-risk businesses which do one of the
following:

(a) allow the tribe to develop an identified
natural resource on the reservation; or

(b) take advantage of an existing market on the
reservation which is presently satisfied
by off the reservation buying (examples--
tool and equipment repair and rental;
feed grain processing, small job printing,
etc.).

In addition we will continue to provide 100 per
cent grants for infrastructure to support
Tribally-owned businesses. This can include
sewer lines which are not on the EPA priority
list and those sewage treatment facilities which
are ineligible for EPA grants.



(2)

Other projects in the industrial development
category will primarily be related to already
developed industrial parks. New industrial

parks will have low priority and will only be
considered when the tribe can demonstrate that it
has the resources and organizational capacity

to pursue an industrial development effort which
can lead to plant locations in the park. EDA
will consider new park developments when there

is a firm prospective tenant who has signed a
contract calling for performance by a specified date.

Tourism/Recreation Development

Some of the presently existing motel/lodge
facilities require expansion to bring them from
marginal to profitable operations. We will
undertake such expansion projects where
feasibility has been strongly shown. We will
require, however, that tribes be able to support
such projects and that they be operated in a
professional, business-like manner. This
requirement may include the placing of working
capital in escrow, and the identification of
management personnel of proven ability.

We will encourage the development of new camp-
grounds and other small-scale recreation

facilities such as fishing lakes and pleasure

boat docks, for which the Tribe can demonstrate

a reasonable return on the investment in terms

of increased tribal income and/or new jobs; or

show how the new facilities will enhance already
existing tourist-related business. The application
for such projects should include a brief outline

of a plan for promotion of the project.

Large tourism and recreational development on
Indian reservations can be an effective and
appropriate component in diversifying the
reservation's economy. It should be encouraged,
however, only when: (a) objective feasibility
studies demonstrate favorable market factors,

(b) the Tribe has available the resources and
leadership to manage the project, and (c¢) avail-
ability and commitment of adequate working capital
can be demonstrated.



(3) Commercial Development

In this category, we will give priority con-
sideration to small-scale convenience shopping
centers, trading posts, and general stores in
reservation communities where a small invest-

ment will result in significant economic impact.

In developing projects of this nature, strict
attention will be paid to supporting population,
local payrolls and other income, and local markets.

Grant Rate Determination for Indian Tribe Projects

Indian projects which are concerned with general economic
development will be given special consideration, and the
Assistant Secretary for Economic Development may reduce

or waive the non-Federal share for such projects. It is the
general policy that community development projects for
Indian Tribes will be given up to 100 per cent grants,
which include a 50 per cent basic public works grant and
up to 50 per cent supplemental grant funding, considering
the relative needs of the area, the nature of the project,
the economic impact of the project, and the relation of
the project, and the relation of the project to the
economic process on the reservation. Any supplemental
grant will be subject to the fair user charge test.

Projects supporting tribally-owned businesses will
normally be funded on a 50 per cent grant basis; how-
ever, some applications of this type may merit special
consideration. A higher grant rate will be permitted,
provided prior concurrence for continued application
processing at a higher grant rate has been obtained from
the Deputy Assistant Secretary for Economic Development or
his designee, in accordance with 13 CFR 305.5(b) (3) (1).

Other Considerations

A. Small projects may be constructed on a force=-account
basis, when appropriate.

Other exceptions to the standard practice of open,
competitive bidding may be considered when they will
bring about desirable effects with respect to EDA's
overall program, e.g., the encouragement of minority-
owned contracting firms.



B. Every effort shall be made by the EDR and the Regional
Office to solicit the participation and cooperation of
other agencies which may make financial contributions
or otherwise coordinate their activities in support of
our projects.

The Indian Financing Act (signed into law on April 12,
1974), under the jurisdiction of the Bureau of Indian
Affairs has loan guarantees, interest subsidies, and
business grants; the Small Business Development
Administration has loan funds; the Rural Development
Administration of the Department of Agriculture has
grant and loan funds available; and the Bureau of
Outdoor Recreation provides grants for recreational
facilities.

C. Standard OEDP requirements are sufficient; special
OEDP requirements for Indian projects are not necessary.

D. All projects (mini convenience stores, community
centers, campgrounds and related projects) should
be built where water and sewer facilities are avail-
able, if at all possible.

4. Reminders

Profiles and/or copies of ED-101-P for all potential
Indian projects must be sent to the Special Assistant

for Indian Affairs as soon as these projects have been
identified. Preapplication conferences for small projects
may be waived at the discretion of the Regional Director.
As soon as applications reach the Regional Office, infor-
mation copies must be sent to the Office of Public Works,
and to the Special Assistant for Indian Affairs so the
latter can prepare the memorandum of endorsement required
for final project approval. This memorandum is to be
included in the File before it is sent to OPW/Washington
for final project review.

Al )Y

Assistant Secretary
for Economic Development
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OMBE Awards $592 000 Conract To UIDA

Funds For Services
Only; No Allowance

For Making Loans

The United Indian Development As-
sociation (UIDA), formed in 1969 to
expand American Indian business and
economic development in Southern Cal-
ifornia, has been awarded a $592,000
contract by the U.S. Dept of Commerce.

Funded through the Department’s
Office of Minority Business Enterprise
(OMBE), the two-year contract permits
UIDA to continue and expand its
business management and technical
assistance to American Indian men and
women throughout California and Ney-
ada.

“The contract award was based on
UIDA’s past success in providing bus-
iness planning, financial counseling,
and management training for more
than 1,000 Indians since the Associa-
tion was founded,” according to Eugene

Stewart, chairman of UIDA’s Board,
(Continued on Page 3, Column 2)

SF Office To Conduct
Business Workshop

UIDA’s San Francisco office will
conduct a pre-business workshop, Sat-
urday, August 24, 1974, from 9:00 A.M.
to 1:00 P.M. Of special interest to
everyone will be the presence of Robert
E. Robinson, of the Bureau of Indian
Affairs, who will discuss the recently
approved Indian Finance Act.

Other guest speakers will be available
to talk about the important aspects of
pre-business planning and successful
business operations.

Please contact the San Francisco
office at (415) 864-0844 to make your
reservation and plan to come to 1390
Market St.. Suite 911.

Alhambra.

POSING WITH PRIDE— Jesse Loco and his sons, Robert and Mlchael
prepare to display their horsemanship at a parade in Pacific Palisades,
Calif. Jesse is the owner of Jesse Loco’s Trading Post at 12 So. Garfield in

PATSY GOLDSMITH

Patsy Goldsmith
Promoted In LA

Patsy Goldsmith, who has served
UIDA as senior management specialist
with major responsibility for training
the professional staff since early 1971,
has been promoted to director of
program management.

In her new position, Patsy will
supervise and coordinate all internal
activities of UIDA’s three regional
offices (Los Angeles, San Francisco,
and Reno). She will continue to head-
quarter in LA, where she reports
directly to President A. David Lester.

Patsy has an impressive background,
which has enabled her to make an
important contribution to UIDA’s de-
velopment over the years. She also has
helped organize or has participated
(Continued on Page 4, Column3)
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VON PAUL EDMONDSON WITH A CUSTOMER

“Management Specialist” Positions

Now Open In LA

Continuing growth of UIDA’s man-
agement and technical services to the
American Indian business community
is opening up many new and challeng-
ing opportunities for men and women
who have the training and personal
skills to help their fellow Indians
succeed in business.

The job title for people at UIDA
who work directly with the association’s
Indian clients is ‘‘Management Special-
ist.” This client-contact role is “Where
the action is.” It’s the place where real
job satisfaction and a deep feeling of
accomplishment come to you daily.

If we sound as if we’re trying to get
you interested in applying for a Man-
agement Specialist position, we are!

There are two positions open right
now. One is in the San Francisco office,
which is responsible for all UIDA
programs and services throughout
Northern California. The other is in the
Los Angeles office, which provides
similar services to all urban and reser-
vation Indians in Southern California.

Successful applicants will have some
business and/or financial experience.
Formal education at the college level
in administration, finance, marketing,
and related subjects is important, but
not absolutely necessary.

Equally important are: the proven
abilities to relate to the problems of
small business --and particularly small
Indian businesses; the talents necessary
to develop business plans and loan
packages; the training to perform man-
agement consulting and evaluation;
and the maturity to work effectively

and SF Offices

with bankers, attorneys, and a variety of
U.S. Government agencies.

More information about the chal-
lenges available, the salary potential,
and other working conditions may be
obtained from the UIDA office nearest
you. Write or call:

Regional Director
UIDA

1541 Wilshire Blvd.
Los Angeles, CA 90017
(213) 483-1460

Regional Director

UIDA

1390 Market St., Suite 911
San Francisco, CA 94102
(415) 864-0844

Bob Harjo Joins
UIDA’s LA Staff

Bob Harjo has joined the UIDA staff
in the Los Angeles office as a Manage-
ment Specialist. Bob (a Creek from
Oklahoma) has a bachelor’s degree in
business administration with a major in
marketing from California State Uni-
versity at Fullerton.

Before joining UIDA, he was employ-
ed at Rockwell International as an
Associate Engineer Planner; prior to
that he was a purchasing agent for
Pyramid Companies in Syracuse, New
York.

Bob enjoys bicycling, water skiing,
handball, and watching football. He,
his wife Janet, and their son Matthew,
live'in Irvine, Calif.

[ -l &

Von Paul Is Busy.
Meeting Man'’s
Need For Change

Von Paul’s Men’s Hair Design, locat-
ed at 2380 N. Tustin Ave., Suite F, in
Santa Ana, Calif., offers a variety of
stylings for the well-groomed man.
Established over two years ago by Von
Edmondson, Von Paul’s offers complete
hair design for men at competitive
prices.

Von also carries a wide selection of
shampoos, rinses, conditioners, and
hair-styling equipment. Von and his
assistant, Lind Nagel, are both kept
busy in the 360-square-foot, attractively
decorated shop, so it is necessary to call
(714) 835-7223 for an appointment.

If you are interested in changing your
hair style, Von Paul’s keeps an updated
industry circular illustrating the latest
fashions in men’s hair design. Feel free
to come early, have a cup of coffee, and
browse through the book for a new
exciting change from Von Paul’s.

Roberto and Michelle
Moreno Open Crazy
Bear’s Trading Post

Roberto Two Bears Moreno (Lipan
Apache) and his pretty wife, Michelle
recently opened Crazy Bear’s Trading
Post at 4276 Beverly Blvd., in Los
Angeles.

The shop was designed around the
concept of the old country general store,
with rustic paneling and old fashioned
decor. The store carries a selection of
American Indian arts and crafts, post-
ers, recycled clothes, and cosmetics.
Crazy Bear’s also features a selection of
paperback books and records.

LINCOLN BILLEDEAUX

Billedeaux Heads
LA Indian Center

Lincoln Billedeaux (Peigan/Black-
foot from Montana), has been named
Executive Director of Indian Center,
Inc. in Los Angeles. He brings to the
Indian Center 25 years of experience
working for the U.S. Departments of
Labor and Defense, and the Bureau of
Indian Affairs.

Lincoln’s working knowledge of Fed-
eral funding agencies recently helped
the Center’s Educational Department
receive over $100,000 from Federal
Title IV educational monies. It is the
largest grant, aside from the Center’s
original funding in 1971, that the
Center has ever received.

He joined the Indian Center’s staff in
1973 as public information officer and
as editorof “Talking Leaf,” the Center’s
newspaper. He graduated from Brown-
ing High School on the Blackfoot
Reservation and later returned to teach
there.

A veteran of World War II, Lincoln
holds degrees from the Universities of
Montana and Seattle. He also did
graduate work at Case-Western Univer-
sity in Ohio, and at the University of
Washington in Seattle.

A former National Chairman of the
National Assn. of Blackfoot Indians, he
currently serves as treasurer on the
Board of the American Indian Press
Assn.
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$592,000 Contract Awarded To UIDA

(Continued From Page 1)

and one of the group’s founders.

While announcing terms of the con-
tract, Stewart added that, “the time has
come for American Indians to take a
more active role in the U.S. economic
system. The progress made by our
Indian businessmen and women over
the past five years indicates we have a
very good start toward reaching that
goal.”

Under terms of the half-million-dollar
contract, UIDA will continue to operate
regional offices in Los Angeles, San
Francisco, and Reno--with administrat-
ive headquarters in Los Angeles.

“This regional staff network will
provide more timely and localized
business assistance to urban and reser-
vation Indians in Northern California
and throughout Nevada,” Stewart said.

UIDA has been serving these ele-
ments of the Indian business commun-
ity throughout Southen California since
1969.

Stewart stressed the fact that the new
OMBE contract is not a give-away or a
handout, nor does it provide for funding
low-interest business loans. The con-
tract calls for strict monthly accounting
and progress reports, as well as strin-
gent compliance with guidelines about
exactly how and on what types of
management services the funds may be
spent.

“While these funds allow us to
continue and expand our business
management development programs,”
Stewart said, ‘“‘the Indian community
still urgently needs a broader economic

—

base from which direct business loans
for capital expansion and other operat-
ing needs may be made at reasonable
rates.”

Stewart also announced that UIDA is
currently taking appropriate steps to
help solve this latter problem by form-
ing a MESBIC (Minority Enterprise
Small Business Investment Corpora-
tion). UIDA’s MESBIC will require
approximately $150,000 in private start-
up capital before the operation can
begin to make actual loans and to gain
access to Federal matching funds set
aside by Congress for this specific use.

“Based on its documented achieve-
ments to date, UIDA is confident it can
begin immediately to attract the nec-
essary risk capital from U.S. business
and private sources to get the MESBIC
start-up fund established. The MESBIC
loan fund will be a neccessary adjunct to
our OMBE management and technical
training funds,”” Stewart said.

BUY AND USE UIDA’S

INDIAN
BUSINESS
DIRECTORY
$2.50

Avdilable at Regional Offices

“It's Good Business To Do
Business with Indian Business!”

FINANCE SEMINAR—Leading informative discussions at the June 12
"Business Success Seminar” in LA were (from left) Francis Billedeaux, a
very successful Indian CPA; Patsy Goldsmith, UIDA's director of program
management; and John Upshur, manager of acquisitions and investments
far Del Rey Capital Corp.




Page 4

Successful Manager Must Understand ““Marketing Mix"’

Key Elements Are:
Product, Place,
Promotion, and Price

Marketing has been defined as “the
performance of business activities that
direct the flow of goods and services
from producer to consumer, in order to
satisfy a customer’s needs and to
accomplish the firm’s profit objectives.”

In order to fit this definition, a
business requires a manager to direct
those activities in satisfying company
goals.

Such a manager has three basic tasks:

1. To set up a general plan or

strategy; — ——established-at-busi time-in—
2. To direct the execution of this terms of profit, sales volume, and
plan; and market-position objectives.
3. To evaluate, analyze, and control : P
the total program. The Four P’s

The interrelation of the control and
planning jobs is extremely important,
since the “feedback” of information
often leads to revised or even new and
better strategies. Therefore, the man-
agement job is continuous.

Two-Step Process

Developing a marketing strategy is a

two-step process:

1. Selection of particular groups of
customers (sales audiences) to
whom the company wishes to
appeal, and

2. Development of a ‘“marketing
mix”’ or choice of sales elements
which the company intends to
utilize in order to meet the needs of
its target audiences.

This systematic approach to develop-
ing marketing strategies and mixes is
called the “marketing concept.” This
approach helps assure that the manager
knows what and where his markets are;
provides effective customer and product
service; sees that he has the right
product at the right price; sells to the
greatest possible number of customers
through the most efficient sales and
distribution channels, and supports the
product with effective advertising and
sales promotion.

All of these elements of a marketing
concept exist within the context of
company objectives, which must be

There are four basic variables in the
marketing mix, sometimes called the
“Four P’s”’: Product, Place, Promotion,
and Price.

Product covers the problems of prod-
uct and product line selection, brand-
ing, packaging, standardization, and
grading. In short, the product area is
concerned with developing the right
product for the target market.

Place covers where, when, and by
whom the goods and services are
offered for sale. A product is not much
good to a customer if it’s not available
when and where he wants it.

Promotion is concerned with any
method which communicates to the
target market about availability and the
benefits of the right product, at the

right place, at the right price. This in-
cludes advertising, sales promotion,
personal selling, and sales training.

Price concerns the problem of making
the total marketing mix attractive in
terms of cost to the customer. The
nature of the competition, and industry
policies are most important in the
development of your pricing policies.

The Four P’s give the manager a
framework within which he can operate
logically. Whenever you develop your
business plan, let the Four P’s lead the
way to your marketing success.

Patsy Goldsmith

(Continued From Page 1)

directly in virtually all of the associa-
tion’s management and pre-business
seminars.

A graduate of Cornell University, and
currently a MBA candidate at UCLA,
Patsy is a former member of the White
House staff (before Watergate). Some of
her other assignments have included:
former assistant to the administrator of
the U.S. Small Business Administra-
tion in Washington D.C., and former
loan officer and coordinator of the
minority enterprise program of the
SBA’s Los Angeles District office.

Her wide experience also includes
operation of a management consulting
firm, with clients such as an inter-
national CPA firm, a major California
bank and a nationwide food franchisor.

Address Correction Requested
Return Postage Guaranteed

UNITED INDIAN DEVELOPMENT ASOUARTION

1541 WILSHIRE BLVD. / LOS ANGELES, CA 90017

AN

H.C.X.0,
Attn: E. Boyd

NON-PROFIT ORG.
U.S.POSTAGE
PAID

Los Angeles. Calif.
Permit No. 29190

Dorief CZlom

726 lackeonPI-—NaWeG=225

Washington D.C.2003% —



U.S. DEPARTMENT OF COMMERCE
Economic Development Administration

October 30, 1974

Mr. Bradley Patterson
Staff Director to

Mrs. Betty Ford
The White House
Washington, D. C. 20500

Dear Brad:

Just a short note to congratulate you on your new position -
it sounds most interesting and intriguing.

I am sorry that you are no longer working in the Indian
program but hope you can get back in it, as you relate
exceptionally well to the problems and complexities of
the American Indian. '

Because of your interest in our program, I have enclosed
our latest publication - "Indian Industrial Parks."

Assistant
ian Affairs

Enclbdbsure
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For additional information, address
inquiries to:

Indian Industrial Development Office
Economic Development Administration
U. S. Department of Commerce
Washington, D. C. 20230

Tel.: 202-967-4322



FOREWORD

You are invited . . . to share in providing jobs and income opportuni-
ties for the thousands of Indians on reservations throughout the
United States.

The Economic Development Administration has welcomed its role
in helping American Indians to move toward self-sufficiency, but what
has been accomplished so far is not enough.

For this Nation’s Indians to develop their rich resources, the in-
dustrial process must be a cooperative process. Federal and State aid
helps, but the real moving power is American industry itself. For their
part, the Indian tribes on reservations have much to offer.

The purpose of this booklet is to highlight the gains already made by
some Indian tribes and to show farseeing business executives the dis-
tinct advantages in location and manpower that await them on Indian
reservations.

EDA’s Indian Industrial Development Office has a staff of industrial
development specialists ready to help the new or expanding firm
examine these opportunities and choose a site that fits its particular
needs. You are invited to discuss your requirements with them. A

S B A, VNl

William W. Blunt, Jr.

Assistant Secretary
for Economic Development




OPPORTUNITY PLUS X

More than 100 companies have located plants on Indian reserva-
tions in 15 States. Here is what they have found:

o Workers eager for jobs and training;

e Job-training programs taitered to the individual industry;

e Ready sites in more than 40 industrial parks, some with buildings;

e Favorabie lease terms, often coupted with State tax benefits for
plant and inventory;

o Elbow room—iand fer expansion, abundant water, clear air, and
good neighbors;

e Great recreation opportunities—magnificent scenery, wilderness
areas, and first- class tourist resorts equipped for many sports.
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NAVAJ®

ARIZONA, NEW MEXICO, UTAH

The Navajo Reservation presents a
vast landscape for industrial opportunity.
Its 23,000 square miles, an area nearly as
big as the State of West Virginia, spread
across the top of Arizona and New Mexi-
co and bulge north into Utah. The reser-
vation has resources ranging from desert
to timbered mountains, from spectacular
canyons and pinnacles to a college
campus.

And people.

Out of a largely young population of
130,000, the Navajo Reservation has a
labor pool of 40,000, more than half of
whom need jobs. They range from the
untrained to skilled technicians and pro-
fessionals.

The tribe has led its own industrial
revolution with Navajo Forest Products
Industries (NFPI), a tribal venture ex-
panding in volume and diversifying in
product lines. Action begins with the
Navajo logger in the forest, proceeds to a
finished-stock plant, and follows through
with finished NFPI-stamped lumber at
the markets. The latest element of the
Navajo lumber complex is a multimillion-
dollar particleboard plant.

About 500 Navajo work for NFPI.

The Navajo are proud of bringing other
industrial jobs to their fellow tribal mem-
bers. It started with the Fairchild Semi-
Conductor Corp. plant at Shiprock, New
Mexico. The Navajo invested several mil-
lions in tribal funds. Federal dollars
helped prepare the ground and erecta
building for lease to Fairchild. More Fed-
eral dollars helped train Navajo in the in-
tricate work of assembling electronic

. components. The results have helped

persuade other industries to follow suit
here and on other reservations.

The Navajo Reservation has two in-
dustrial parks, each with a major employ-
er as tenant:

e Fort Defiance Industrial Park at Fort
Defiance, Arizona, near the Arizona-New
Mexico border, is the site of a General
Dynamics plant making electronic com-
ponents and employing about 250. Also
there is a tribal factory producing pre-
fabricated housing. The manpower pool
in the area numbers more than 8,700.

e Shiprock Industrial Park, near Farm-
ington, New Mexico, has as its princi-
pal tenant the Fairchild Semi-Conductor
Corp., employing nearly 1,000. The man-
power pool around Shiprock is about
7,000.

The Navajo Tribal Council has a staff of
industrial development specialists who
will discuss a prospective tenant’s needs
and show him the reservation’s resources.
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SAN CARLOS APAC

ARIZONA

On the San Carlos Reservation, the
Apache of the Southwest now are ag-
gressively pursuing jobs for tribal mem-
bers. The San Carlos Apache Tribe of
southeastern Arizona has assessed its
timber, livestock, and scenic resources
and is developing a balanced economy.

The reservation’s western boundary
neighbors the point where U. S. High-
ways 60 and 70 intersect—less than 10
miles from Globe and 100 miles from
Phoenix. The San Carlos Industrial Park
is ready for tenants. The tribe will con-
struct buildings and train employees to
meet industry requirements. Some 40
percent of the tribal work force of 1,000
need year-round jobs.

Besides highways, the industrial park
is served by the Globe Municipal Airport,
which has commercial air links with
Phoenix. The park also has a narrow-
gage line linked to the Southern Pacific
Railway.
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PAPACO

ARIZONA

The Papago Reservation, the second
largest Indian reservation in the Nation,
is developing its San Xavier Industrial
Park adjacent to one of the Southwest's
leading growth centers, Tucson.

The San Xavier Industrial Park adjoins
Interstate 19, the main route from Tuc-
son to Mexico. It is just across the high-
way from Tucson International Airport
and the Southern Pacific rail lines.

The Papago-Tucson Industrial Devel-
opment Corp. initially has developed 21
sites with roads and with Tucson city util-
ities. There are plans to build a rail spur
when needed. Federal/State job-training
programs will be set up for the individual
employer. The Papago and Tucson area
labor pools together total more than
100,000, with an estimated 8,000 persons
needing jobs.

Lease and tax terms are favorable. The
tenant may build his own plant or lease a
building constructed to his specifica-
tions. In addition to Arizona’s favorable
property tax rates, there is tax-free ware-
housing of goods slated for out-of-State
shipment.




PIMA AND MARICOPFA

ARIZONA

The Gila River Reservation contains
some of the finest industrial land in Ari-
zona. Located on both sides of Interstate
10, it extends about one-third the dis-
tance from Phoenix to Tucson. This cor-
ridor is forecast to be a megalopolis by
the year 2000.

The Gila River Reservation also is a
water-sports oasis for Phoenix and its
desert neighbors. The Pima and Marico-
pa have developed a marina for pleasure
boating and racing. There are resort fa-
cilities for those hunting and fishing on
the reservation.

The Pima and Maricopa are working to
develop their prime industrial location
with these goals:

e To attract industry and jobs for their
unemployed;

e To bring in processing plants to
create a dependable market for the
reservation’s agricultural products—
vegetables, hides, and grain;

e To generate tribal income by mak-
ing prime industrial sites available to
firms wishing to locate in the Phoenix-
Tucson growth corridor.

The Gila River Reservation has three
industrial parks, each with a growing
roster of tenants and each with a distinct
industrial focus.

Pima-Chandler Industrial Park is locat-
ed on Interstate 10, about 15 minutes
from downtown Phoenix. Managed by
the Lone Butte Industrial Development
Corp., it already has eight industries
employing more than 400. These firms
produce a variety of items—mobile
homes, valves, tool boxes, kitchen cook-
ware, canned vegetables, and data-proc-
essing equipment.

The park is also served by a Southern
Pacific rail spur.

Pima-Coolidge Industrial Park is locat-
ed just off Interstate 10, about 45 minutes
from Phoenix. This park also is served by
a spur from the Southern Pacific Railway.

Specializing in heavy industry, the
park contains plants manufacturing
flares and canvas goods and recondi-
tioning metal barrels and containers. It is
managed by the Pima-Coolidge Industrial
Development Corp., Coolidge, Arizona.

San Tan Agri-Industrial Park—located
at Sacaton, midway between Pima-
Chandler and Pima-Coolidge—special-
izes in firms handling bulk agricultural
commodities, such as livestock and
grain, produced on the reservation.

Tenants include leather tanners, grain
storage, and cattle feed lots—one in the
park and one nearby. The tribe operates
one of the feed lots and is seeking to at-
tract a meat-processing firm to San Tan.

At Sacaton, a job center is operated by
Central Arizona College. It trains both
Indians and non-Indians for jobs in the
reservation’s industrial parks and else-
where.

The Salt River Reservation, based at
Scottsdale, has developed the Salt River
Industrial Park at a site 12 miles west of
Phoenix. It has ready access to Interstate
10 and Interstate 17. There are rail ter-
minals at Phoenix for both Southern Pa-
cific and Santa Fe lines.

Favorable lease terms can be negotiat-
ed on a per-acre, per-year basis. Federal
and State vocational training programs
can be set up to suit individual tenants.







NEW MEXICO

Zuni is one of the larger pueblos in
terms of both population and area. More
than 5,000 Zuni live on more than 400,000
acres.

As a manpower pool, the Zuni offer
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