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I n the summer  of 1992 a Congressional aide  boarded  a 
plane  at Washington’s National  Airport with some of 
her colleagues and flew down to Mexico City. Donsia 
Strong,  a  staffer with Representative John Bryant,  a 

Taras Democrat, had been  invited to take an all-expenses-paid 
fact-finding  trip to Mexico to learn  more  about the  North 
American Free Trade Agreement (NAFTA). 

Her visit was arranged  and paid for by a Mexican organl- 
zation called the  Coordinating  Council for Export Business 
(COECE), which  was created in 1990 to promote NAFTA and 
which works closely with the Mexican government. Strong’s 
trip was one small part of a massive lobbying crusade waged 
by the Mexican government and Mexican corporations  on be- 
half of NAFTA, which its  supporters claim will create wide- 
spread  prosperity and a free-trade zone linking the United 
States, Mexico and  Canada. Opponents of the  pact, includ- 
ing labor, consumer and environmental groups In this  coun- 
try  and  Mexico,~contend  that NAFTA will spur  corporate 
flight to Mexico, hemorrhage  jobs  from  the  United  States 
and  undermine environmental,  health and workplace safety 
regulations. 

There was nothing illegal about  Strong’s trip-or for that 
matter in having a foreign business organization  finance  it. 
That’s the way things  are  done in Washington, where lobby- 
ists-legislative mercenaries-routinely rig debates for big- 
bucks clients.  (Incidentally, Strong now  works  in  Bill  Clinton’s 
White  House;  one of her areas of responsibility 1s preparing 
legislation to reform lobbying.) Strong was not  the only U.S. 
government official to make a  trip  south of the border at Mex- 
ican expense. In  the  past  two years, Mexican business inter- 
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ests have paid  for so-called fact-finding  trips by dozens of 
Congressional staff members, a  handful of  legislators and  one 
governor. And  this  has been merely one  tactic employed by 
Mexican corporate  and government interests to influence 
policy-makers in Washington. 

The  debate over NAFTA, which  will climax this fall when 
both the Senate and  the  House vote on the treaty, has yielded 
the  most extenswe-and  expensive-foreign lobbying cam- 
paign on a specific issue ever  seen in the capital. Since 1989 
the Mexican government and business groups have spent at 
least $25 million to promote the development and enactment 
of NAFTA, hiring a  phalanx of Washington law firms, lobby- 
ists, pubhc relations companies and consultants. That figure is 
conservative because it represents only  the  total  that was  re- 
ported to the Justice Department by Mexico and its hired guns. 

c This is a David  and Goliathfight. 
One side has money and the  other 
doan ’t.’ 

To comprehend  the  magnitude of this  effort, consider the 
costs of the three largest, most  notorious foreign lobbytng 
campaigns waged  in Washington in the past quarter-century. 
In 1990 Hill and Knowlton was paid $10 million by the Ku- 
Walt1 government to persuade  the  American people of the 
need for U.S. military intervention in the Persian Gulf. In 
1987, after the media disclosed that a  Japanese company had 
illegally exported high-tech equipment to the Soviet Union, 
Japanese  corporate interests initiated a major lobbying drive 
to prevent  legislative retaliation. Up  to $9 million was lavished 
on that  campaign.  And in the  late 1970s, in the  scandal that 
became known as “Koreagate,” South Korean rice broker 
Tongsun Park acknowledged that  he  had distributed gifts and 
cash to thlrty-one members of Congress from 1967 to 1977. 
Three Congressmen were officially reprimanded by the House 
of Representatives, and  one was convicted of conspiracy to 
defraud the government. The value of Park’s payments and 
gifts  totaled roughly $850,000. Mexico’s pro-NAFTA expen- 
ditures have already exceeded the combined resources  of these 
three lobbying campaigns. 

Hermann von Bertrab,  a Mexican businessman who was 
enlisted by President Carlos Salinas de  Gortari to be director 
of Mexico’s Washington NAFTA office, acknowledges that 
the Mexican government alone will spend roughly $10 million 
on NAFTA-related activities in 1993 and  that it spent about 
$18 million for 1991 and 1992. But he insists that only a small 
proportion of this money  goes to lobbying. This is a  common 
refrain of lobbyists when they describe  their Washington op- 
erations. The trick is to define lobbying rather narrowly, ex- 
cluding public relations,  propaganda (called “education”), 
political intelligence and strategy development-all key as- 
pects of lobbying. 
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The Mexican  government and Mexican corporate interests 
have  used  much  of those millions to purchase the expensive 
services of a  potpourri of inside-the-Beltway  specialists. For- 
mer U S  government officials, who  know  how to massage the 
Washington political system,  have been snatched  up and placed 
on Mexico’s  payrolls. Indeed, since 1989  Mexican interests 
have  hired thirty-three former U.S. officials who worked for 
a variety of government entities: Congress, the State Depart- 
ment, the Treasury Department, the Office of the U.S. Trade 
Representative and others. Their mission is to influence the 
political process for what  is arguably the most significant 
trade issue to have  faced the American  people and their elect- 
ed representatives in this century. 

Why  is  the  passage of NAFTA so important to Mexico?  Be- 
cause its government and corporations expect that  a freshet 
of desperately needed U.S. investment and consumer dollars 
will  flow into their country once the trade barriers between 
the two nations fall. A few million dollars is a small price to 
pay for what  they hope will be a multibillion-dollar bonanza. 

U.S. corporations  that favor  NAFTA-mainly companies 
eager to gain  access to the labor  and consumer markets south 
of the border-have mounted their own lobbying effort. Al- 
though there are practically no disclosure  records now  avail- 
able to document expenditures, U.S. business interests are 
clearly spending millions of dollars. Large companies like 
Eastman Kodak, American Express and General  Electric are 
members of an umbrella organization called  USA*NAFTA 
that is  waging a national campaign, and have  hired the Wexler 
Group, the firm headed by superlobbyist Anne Wexler, the 
former  Carter White House aide. The US. corporate effort 
works in  close coordination with the Mexican  government; 
one top Mexican official  in  Washington conducts liaison with 
the U.S. companies  campaigning for NAFTA. Canada is  more 
than adequately represented  in Washington, but it  has not 
been particularly aggressive  in  its  lobbying for NAFTA. 
Canada, of  course, already has a free trade agreement  with 
the United States. 

All this intensive lobbying by U.S. and Mexican interests 
is  dedicated to drowning out any contrary or questiomng voices 

in the United States. It is focused  like a laser on the Wash- 
ington power  elite and aims to see that  a treaty is approved 
that favors corporate interests. 

“This is a David and  Goliath fight,” notes Pat Choate, a 
leading  expert on foreign  lobbying  in Washington. “One side 
has  money and the other doesn’t. What you’ve got here is a 
lobbying  blitzkrieg my Mexico and by US. and Mexican cor- 
porations]. They are able to bring to bear the presence of the 
President of  Mexico, the Cabinet of  Mexico, the Ambassador 
from Mexico.  They  have the major think tanks,  the Council 
on Foreign Relations, the International Institute of Econom- 
ics, the Council of the Americas, full access to the editorial 
boards and pages  of the major  and regional newspapers in 
this country. They are utilizing the full lobbying resources of 
the Business Roundtable, the National Association of Man- 
ufacturers, the Chamber of  Commerce and  the 100  largest in- 
dustrial corporations in the United  States. In addition to  that, 
they’ve  hired as lobbyists on retainer  every leading trade ex- 
pert in this country. Finally,  anyone who opposes NAFTA is 
described as a racist, a xenophobe or someone who is igno- 
rant of economics.” 

The Mexicans Are Coming 
When  Mexican President Salinas took  office in  December 

1988, he was not enthusiastic about knocking down trade 
walls  between  his country and the economic behemoth to the 
north. But the views  of this Harvard-educated economist 
changed. In early 1990, Salinas and several top ministers vis- 
ited Europe and discovered that the Western Europeans were 
primarily interested in investment, trade and aid opportuni- 
ties  in the Eastern European nations breaking free of the So- 
wet Union. Salinas  concluded that the  world  was  dividing into 
trade blocs. He did not want to see  Mexico left out.  The only 
choice,  he decided, was fuller economic integration with the 
United States. 

While Salinas was contemplating the economic future of 
hls country, officials in  George  Bush’s State Department and 
National Security Council were kicking about various trade 
proposals, including extending the US.-Canada Free  Trade 
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Agreement, signed in 1988, into  a wider pact that would in- 
clude Mexico.  Eventually, Salinas let Washington  know  he 
was thinking along the same lines. In June 1991, the three na- 
tions opened  talks on a trilateral agreement. A year and  a half 
later, the pact-drawn up under conditions of  unprecedented 
secrecy-was  signed  by Salinas, George  Bush and Canadian 
Prime Minister Brian Mulroney at a ceremony  in  Washington. 

Once Mexico was committed to a treaty,  it  wasted  little  time 
in lining up influential Americans who  could  grease the 
wheels of Washington.  In  September 1990, Mark Anderson, 
the A.F.L.-C.1.0.’~ veteran international trade analyst, re- 
ceived a telephone call at his  Washington office from a Mex- 
ican Embassy official, asking whether  he was  willing to meet 
with Herminio Blanco,  who  would soon become Mexico’s 
chief trade negotiator on NAFTA.  Anderson  agreed, and over 
breakfast at the Ritz Carlton  Hotel, Blanco  spoke  of Mexi- 
co’s  keen interest  in  NAFTA, and in the Mexican  govern- 
ment’s  desire to make NAFTA a reality  in  Washington.  Blanco 
told Anderson he was “in town  lobbyist shopping.” By any 
standard,  the shopping became a spree. 

In 1990 and early 1991, Mexico  was confronted by a daunt- 
ing task: figuring out where to apply  influence so that the U.S. 
political system  would  work in its favor.  According to von 
Bertrab, Mexico’s  NAFTA liaison in Washington, at the start 
of its pro-NAFTA  drive  Mexican officials realized  they had 
very little  experience and knowledge about the  inner  workings 
of the United  States. “We  really did not have a clue,”  he  says. 
But  clues  could be bought very  easily.  There  was another prob- 
lem, though: the general perception of  Mexico  in the United 
States. The Salinas government hoped to change the view  of 
Mexico as a low-wage,  socially  troubled,  environmentally  pol- 
luted country that exports illegal  aliens to  the United States. 

The Mexican government, through its Ministry  of Com- 
merce and Industrial Development (SECOFI), opened a 
Washington  office  separate  from  its  embassy and hired a num- 
ber of well-connected  Washington law, P.R. and lobbying 
firms.  Their  overlapping missions were influencing  legislators, 
recasting Mexico’s public  image in the United States, estab- 
lishing “grass roots” support for NAFTA  in  the fifty states, 
gauging actual U.S. negotiating  strategy. In a short period of 
time,  Mexico was wired. 

Von Bertrab  speaks  almost  daily with Jorge  Montano, Mex- 
ico’s Ambassador to the United States, and Jaime Serra 
Puche, who  is  in charge of SECOFI in  Mexico. On most Fri- 
days,  von  Bertrab  meets  with  SECOFI’s  chief  lobbyists work- 
ing Capitol Hill. A larger group of consultants and analysts 
working for Mexico,  NAFTA  “allies,” also meets at his of- 
fice about once a week. 

Von Bertrab also has  his  own  intelligence-gathering  system. 
Every week Stephen  Lande, a former Assistant U.S. Trade 
Representative  who now works for the consulting firm Man- 
chester Trade,  sends  von Bertrab papers on specific NAFTA 

tains  regular  contact  with  Gail Harrison of the Wexler Group, 
which  effectively runs USA*NAFTA,  the  umbrella organiza- 
tion of U.S. corporations supporting the agreement. Another 
source is Sandra Masur, director of international trade policy 

I 

I trade issues and strategy. One of  von  Bertrab’s key aides  main- 
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for Eastman Kodak, which has a substantial presence  in Mex- 
ico.  Kodak is deeply  involved  in the so-called grass-roots ef- 
fort to promote NAFTA. 

Mexico’s  NAFTA office retained the P.R. firm Burson- 
Marsteller-which  has  handled  such  clients as Shell  Chemical 
Company, Saudi Basic Industries, Salomon Brothers and 
Bethlehem  Steel-to  sell the image  of a “new  Mexico.’’ The 
flacks at Burson-Marsteller hope to promote Mexico as a 
modern, industrializing nation with a technically capable 
work  force.  As part of  the  general  outreach  strategy, SECOFI 
has hired at least three prominent Hispanic Americans: for- 
mer State Department Chief  of Protocol Abelardo Valdez, 
former New Mexico Governor Toney Anaya and former Navy 
Secretary  Edward Hidalgo. Von Bertrab’s operation even 
boasts a staff  member  who  handles  liaison  with U.S. environ- 
mental groups and high-tech environmental companies. 

Burson-Marsteller,  which has been paid almost $5.4 mil- 
lion in fees and  expenses  since  October 1990 by SECOFI,  took 
several other steps to refurbish its  client’s  image. For exam- 
ple, the firm produced thousands of rosy  brochures t~tled 
“Partners in m d e ”  and  “Protecting the Environment.”  These 
brochures were distributed to government  agencies, U.S. leg- 
islators and numerous pro-NAFTA organizations, including 
the  Heritage  Foundation,  the U.S. Council of the Mexico-U.S. 
Business Committee, the U.S. Chamber of Commerce and 
many others. The Office of the President of  Mexico-as op- 
posed to SECOFI-paid  Burson  over $1.5 million in  fees and 
expenses to create  television and newspaper ads that promote 
Mexico’s supposedly tough efforts to combat drug traffick- 
ing. For its account on NAFTA, Burson-Marsteller estab- 
lished a speakers bureau, monitored media  coverage of the 
trade issue and produced  speeches.  Burson  has also funneled 
monthly retainer  fees to two  lobbying firms working for 

SECOFI: the Brock Group ($30,000) and Gold and Lieben- 
good ($27,000). 

Round and Round the Revolving Door 
Playing first violin  in Maestro von  Bertrab’s  Washington 

orchestra is Robert  Herzstein, a former U.S. Under Secretary 
of Commerce  in the Carter Administration.  Herzstein, a law- 
yer with the firm of Shearman & Sterling, is the top American 
adviser to the NAFTA lobbying campaign of the Mexican 
government. Shearman is the only firm retained by Mexico to 
do both legal  work and lobbying.  During the NAFTA negoti- 
ations,  Herzstein was the lead U.S. counsel to the  Mexican  ne- 
gotiating  team.  Herzstein’s  colleagues  call him  “Mr.  Mexico.” 

Herzstein is a poster boy for the Washington  revolving door 
between  government and the private  sector.  After  working on 
trade policy for the government in the late 1970s. in the 1980s 
he and his firm made hundreds of thousands of dollars as 
Canada’s  lead  counsel  during  negotiations  of the U.S.-Canada 
Free  Trade  Agreement.  Since 1991 SECOFI has paid more 
than $5 million  in  fees and expenses to Shearman & Sterling 
for  help  in  negotiating and passing NAFIA, according to doc- 
uments the firm has  filed  with the Justice Department under 
the Foreign  Agent Registration Act. What Justice records do 
not reveal  is that Shearman & Sterling has actively  tracked 
members  of  Congress and their views on NAFTA, targeting 
those who are on the fence and  then lobbying them. For ex- 
ample, this past  February 24, one of the  firm’s  representatives 
attended a private breakfast held by the U.S. Council of the 
Mexico-U.S.  Business Committee at the National  Democratic 
Club to persuade new legislators to support the treaty. It has 
contacted governors, state and city officials, and state eco- 
nomic  development and commerce departments to determine 
local sentiment toward  NAFTA. The firm forwards this in- 
telligence to Mexico’s  NAFTA office in Washington. Then 
von Bertrab dispatches one or more of his many  lobbyists to 
work on  the  appropriate  state or local official. 

Assisting  Herzstein at Shearman & Sterling are longtime 
lobbyist Anita Epstein and political  analyst David Parkhurst. 
Ironically, Parkhurst served on the presidential campaign of 
Ross  Perot-a prominent opponent of  NAFTA-and  he  was 
responsible for research and Perot position papers on foreign 
lobbying reform. 

Mexico  is not counting solely on Herzstein’s influence- 
peddling  acumen.  In  its  pockets are many other high-powered 
revolving-door  lobbyists, including Bill Brock,  whom some 
people in Washington tout  as  the  “father” of  NAFTA. In 
1982, as US. Trade  Representative,  Brock initiated official 
talks with  Mexico on a bilateral free-trade agreement. Nine 
years  later, as a private consultant on Mexico’s payroll, he was 
helping the Bush Administration enact NAFTA. 

His consulting firm, The Brock Group, is a good buy for 
Mexico. Since 1991, it  has  been  assisting Burson-Marsteller 
and providing Mexico’s  NAFTA office what  it calls (in doc- 
uments filed with the Justice Department) “strategic coun- 
seling on trade, labor and political policy  issues.” The Brock 
Group has been contacting key players on the Hill, in the 
White House  and  at federal agencies.  Brock personally dis- 
cussed  NAFTA with Senate minority leader Bob Dole and 
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former Representative Donald Pease. The Brock Group is 
loaded with other former officials with trade experience  who 
are working on the Mexican  account: James Frierson, former 
chief  of staff for US. Trade Representative Clayton Yeutter, 
and Otto Reich, former Ambassador to Venezuela.  Reich, for 
one, knows  how to skew a public debate. In the mid-l980s, 
he headed the State Department’s Latin American Office of 
Public Diplomacy,  which disseminated disinformation and 
propaganda to discredit the Sandinistas of Nicaragua and U.S. 
journdists reporting on the contra war. 

Brock is one of those Washington eminences whose state- 
ments on trade matters receive  serious  consideration  from  law- 
makers and opinion leaders. But not everyone he speaks to 
realizes  he now has a personal and professional interest in 
NAFTA. In April 1991 Brock testified before the Senate Fi- 
nance Committee. He was billed as a former U.S. Trade  Repre- 
sentative, a specialist  in the often arcane world  of trade policy, 
someone to be heeded. He spoke favorably  of a U.S.-Mexican 
free trade agreement.  Mexican  officials  present  must have  been 
pleased to have such a high-profile U.S. trade expert make 
their case. He earned his  paycheck that day. But not everyone 
in the committee  room knew  Brock was a hired  gun.  Brock  ne- 
glected to mention he was receiving a large  sum of money from 
Burson-Marsteller and  the Mexican government at the time. 

When asked later about his failure to disclose  his financial 
link to Mexico,  Brock maintained that since  he had registered 
as a foreign agent for Mexico,  his affiliatlon was no secret. 
But Congressional committee staff do not routinely trudge 
over to the Justice Department  to check on the forelgn  ties 
of  prospective  witnesses. The conflicts of interest of  witnesses 
are often not known to the committees that receive their tes- 
timony. In this case, nothing in the public record of the hear- 
ing revealed that Brock had financial loyalty to Mexlco. 

The Stroking of Congress 
When 122  new members of Congress were elected last No- 

vember,  Mexico’s  NAFTA  team  sprang into action-every  new 
legislator was specifically  targeted to be contacted by a lobby- 
ing f m  retained by Mexico. One of  these, Walkerfire Associ- 
ates, took on the Midwesterners. Another, Public Strategies, 
was assigned to hammer the California and Texas members; 
Gold and Liebengood, Inc. was assigned the Senate Republi- 
cans and TKC International drew the new Hispanic members. 
These firms are considered to be among  the most effective  in 
the business. Charls Walker  of  Walker/Free  Associates, Under 
Secretary of the Treasury and Deputy Secretary of the Trea- 
sury in the Nixon Administration, is one of the  most  renowned 
lobbyists in  Washington. (His other clients have included 
Anheuser-Busch, AT&T, CBS  Records, Columbia Pictures, 
Mitsubishi and CSX Corporation.) His associate Phil Potter 
is also a former Treasury Department official. Walker/Free 
Associates is handling much of the day-to-day schmoozing 
on the  Hill, monitoring and lobbying new members. It has 
contacted more than 300 government officials over a two-year 
period, according to Justice Department records. Walker and 
his colleagues have contacted staff  members of the Senate Fi- 
nance Committee seventeen  times and  the  House Ways and 
Means Committee eleven  times. 

Public Strategies  is run by Joe O’Neill, once the top aide to 
Treasury  Secretary  Lloyd  Bentsen  when he was in the Senate. 
From June 1991 to October 1992,  O’Neill’s small f i  was paid 
$455,771. For all that money,  O’Neill  visited a number of legis- 
lators to sell  them on the wonders  of  NAFTA.  Making the  most 
of his old Bentsen  ties, he contacted old friends in the  for- 
mer Senator’s office sixteen times and contacted the Senate 
Finance Committee (on which  Bentsen served) twenty-three 
times. He  and his firm pitched  NAFTA to Senators Brock 
Adams and  Chuck  Robb  and  Representatives Howard Berman, 
Bob  Matsui,  Richard  Gephardt  and Ron  Wyden, among  others. 

several Clinton advisers were close 
to Macan business interests or 
friends of NAFTA. 

SECOFI paid lobbyists Gold and Liebengood $523,000 in 
fees from June 1991 to December 1992. Howard Liebengood 
is a former Senate sergeant-at-arms. Many of his associates 
working the NAFTA beat are former government officials 
who have  served as staff members  in the House, the Senate 
and the Department of Health and  Human Services. Gold 
and Liebengood contacted members of Congress and their 
staff nearly 500 times in a year and a half. Mary Latimer, a 
staffer formerly with Donald Pease and currently with the 
House Ways and Means Committee, was targeted fifteen 
times. Representative Jim Kolbe and his staff were contacted 
twenty-four times.  According to Justice Department  docu- 
ments, key Senate Finance and Commerce Committee staff 
members were plied  with “Christmas  candy”  from  the gov- 
ernment of  Mexico,  via Gold and Liebengood. 

What was the need for such an army of lobbyists? For one 
thing, there is strength in numbers: The more lobbyists you 
can mobilize, the more officials you  can  see. And each lobby- 
ist has-or  likes to boast he or she has-special contacts with 
certain members  of  Congress or executive branch officials. 
Finally, that’s the way things are done in this town. Von Ber- 
trab has a simple  explanation  for Mexico’s saturation strategy: 
“When in Rome, do as the Romans do.” 

The Selling of the  President-Elect 
At the  start of its  pro-NAFTA  drive,  Mexico  was fortunate 

not to have to worry about the White  House.  Bush was a solid 
friend of  NAFTA. The punditocracy pronounced him a sure 
two-termer. But then Bush’s hold on the presidency began to 
weaken. And Mexico  was not about  to be caught flat-footed. 

As Cllnton’s political fortunes ascended, pro- and  anti- 
NAFTA  forces launched intense efforts to win  him  over. 
Labor leaders met with Clinton and raised their objections 
to  the treaty; unionists pressed anti-NAFTA position papers 
on his campaign aides. But they  were outgunned by the Mex- 
icans-who  were  egged on by U.S. lawmakers. 

According to von Bertrab, Democratic members of Con- 
gress backing NAFTA  urged  Mexican government officials 
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“to start having some connection with the [Democratic] party 
and  the [Clinton] campaign.” Von Bertrab  admits  he heeded 
the advice, but he will not say who in the campaign was ap- 
proached by Mexican government reps. They had  a wealth of 
choices. Several Clinton advisers were close to Mexican busi- 
ness interests or fans of  NAFTA. (Some CLintonites  were regis- 
tered foreign agents.) One top adviser was Robert Rubin, who 
was at  the time co-chairman of G o l d m a n ,  Sachs and Company, 
the Wall Street investment banking  firm.  Rubin  personally 
handled several of  Goldman, Sachs’s most  important clients, 
including  the government of Mexico. He would be named by 
Clinton to chair the  National  Economic  Council.  (He  has 
since recused himself from  matters involving Mexico.) 

During  the  primaries,  candidate  Clinton hedged on the 
North American Free Trade Agreement, but he certainly was 
no critic. In  the  summer  and  early  fall,  after Ross Perot  had 
infused the campaign with loosely populist  soundbites about 
foreign lobbyists, job losses and  cheap overseas labor  mar- 
kets, Clinton  turned  up  the  flame of his own rhetoric. Not 
only was he going to end “politics as  usual” In Washington, 
Clinton would not  back NAFTA unless certain  concerns 
about U.S. jobs and  the  environment were met. 

Around  this time, Mexico was getting closer and closer to 

rn 
FULL DISCLOSURE? 

T he potential  abuses of foreign lobbying are no dif- 
ferent  from  those of domestic lobbying. U.S. cor- 

porations  that  lobby  the executive branch generally are 
not required to disclose their activities, but overseas in- 
terests must.  Still, the disclosure law regarding foreign 
lobbying-the  Foreign  Agent  Registration Act ( F a ) -  
is weak, and the government office that enforces  it  keeps 
shoddy records. The General  Accounting Office has been 
the most vigilant observer of FARA’s inadequacies and 
since 1974 has issued three reports  documenting  prob- 
lems with FARA records. The G.A.O. and  the Justice 
Department acknowledge that numerous foreign agents 
simply do not register. More  than half the time, regis- 
tration statements are fiied late, and half those statements 
have “inadequate disclosure,” according to the G.A.O. 

Disclosure on Capitol Hill is weak as well. Many lob- 
byists  simply do not register. Members of Congress must 
disclose their privately funded  trips  just  once  a year. 
Senate  staff  members  must  get  permission  from  the 
Ethics  Committee, which then publishes their names in 
the CongressionalRecord; there is no such requirement 
in the House. No staffer in the  House or Senate earning 
less than $79,932 in 1993 is required to disclose any in- 
formation  about free travel. These laws  need to be 
tougher and  uniform. There is a move afoot in Congress 
to pass  laws compelling more disclosure by  lobbyists and 
their clients. The  proposed  legislation  does not go as 
far  as it should,  but it will make it easier for members 
of  the public, Journalists  included, to track  campaigns 
like the pro-NAFTA  onslaught. “C.L. and M.E. 

the next President of the United States. In September, Nation- 
al Journal reported that  the Mexican  government had retained 
O’Melveny and Myers, the law firm of future Secretary of 
State Warren Christopher, to advise Mexico on technical is- 
sues in the NAFTA  negotiations, such as  antidumping laws 
and countervailing duties. O’Melveny and Myers did not dis- 
close these activities to the  Justice  Department. 

That  same  month in Little Rock, Bill Clinton recelved a 
pro-NAFTA research paper  written by two of his longtime 
friends, Paula  Stern  and her  husband,  Paul  London.  Stern 
had served on the International Trade Commission m  the  mid- 
1980s. She  then became an economic  consultant to several 
clients and lobbied  her  old  agency on behalf  of Japanese corpo- 
rations who wanted to bring high-definition television tech- 
nology to  the potentially lucrative U.S. market. Stern had  the 
embarrassing  misfortune of seeing her labors exposed on an 
E m y  award-winning episode of Fronthe. London, who has 
represented  several  overseas clients, including the Japan Soci- 
ety of Industrial Machinery Manufacturers, is currently in line 
to receive a top Clinton Commerce Department appointment. 

These  two F.0.B.s had been retained by the U.S. Councll 
of the Mexico-U.S. Business Committee-pro-NAFTA mon- 
eyed interests, many of which  have operations in Mexico. Not 
surprisingly, the Stem Group’s  paper,  titled  “Investment,  Trade 
and  the U.S. Gains in the NAFTA,” concluded that the  treaty 
would have positive effects on  the U.S. economy. Stern  and 
London  optimistically predicted that NAFTA would lead to 
the creation of 200,000 new  U.S. Jobs. (A number of economic 
studies have been published, forecasting everything from em- 
ployment nirvana  for U.S. workers, with thousands  of new 
jobs created, to sheer hell, with millions of Jobs lost.)  Shortly 
after  Clinton received this report, paid for by pro-NAFTA 
forces, he  announced on October 4 his tentative support of 
the treaty. While he had  some  concerns  about  labor  and  en- 
vironmental issues, ultimately the next President would help 
make NAFTA a reality. The public commitment was made. 

Following  Clinton’s election, the Mexican  government made 
its first direct approach.  In November,  Mexican President Sa- 
linas’s Chief of  Staff, Jose Cordoba-Montoya, met in Wash- 
ington  with  Clinton  transition  officials  Samuel Berger and 
Barry Carter. C6rdoba-Montoya pressed them to  support 
President Bush’s signing of NAFTA, which he did on Decem- 
ber 17. C6rdoba-Montoya  also urged that Clinton  commit 
himself to securing Congress’s approval before this summer’s 
recess. On  January 9 President  Salinas and Cllnton  met in 
Tacas. The Mexican leader was the only head of state the Pres- 
ident-elect met with before moving into  the White House. 

But that wasn’t  Mexico’s only access to the Clinton gov- 
ernment-in-waiting. It must have been reassuring to Mexican 
officials that several of the country’s paid lobbysts served di- 
rectly on  the Clinton  transition  team. One of them was Ga- 
briel Guerra-Mondragon,  a  former special assistant to  the 
U.S. Ambassador to Mexico in the 1980s and now president 
of two Washington-based consulting firms  that have  received 
a lot of money from Mexico. In the critical period of October- 
December 1992, Guerra & Associates received $81,OOO from 
SECOFI to “make  contact and meet with Unlted  States leg- 
islators and other public officials.” At the same time, Guerra- 
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Mondragon was a Clinton transition adviser on national se- 
curity issues. In  addition, his other  firm, TKC Internation- 
al, has received  $388,376 from SECOFI since August 1991 to 
lobby  members  of Congress, as mentioned earlier. 

At  Treasury,  Secretary-designate  Lloyd  Bentsen brought in 
his former aide Joe O’Neill,  head of the consulting firm Pub- 
lic Strategies, which was retained by Mexico, to assist in the 
transition. O’Neill  interviewed  prospective political appoint- 
ees and helped Bentsen establish his Treasury operations. 

After  the  inauguration,  Charlene  Barshefsky was nominated 
to be Deputy U.S. Trade  Representative. She has been  regis- 
tered as a foreign agent for  firms in Japan,  Canada  and Mex- 
ico.  According to Justice Department records,  she or her firm 
represented a broad coalition of  Mexican companies pushing 
for NAFTA.  When  asked  if  Barshefsky’s background posed 
any problem, a spokesperson for the office of the U.S. Trade 
Representative told The Wall Street Journal, “I  believe it is a 
distinct advantage [to have]  represented both domestic and 
foreign  clients. That kind  of  well-rounded  representation gives 
you  insight.” And Clinton nominated Daniel Tarullo, of 
Shearman & Sterling, as Assistant Secretary of State for Eco- 
nomic and Business Affairs. Tarullo will  oversee the depart- 
ment’s trade office. He reportedly worked for Mexico  in its 
NAFTA trade negotiations with the United States. 

Fly the Friendly Skies 
For the past  two  years,  Mexican  business  interests,  working 

in tandem with their government, have  waged an elaborate 
campaign to “educate” U.S. government officials about  the 
benefits of the proposed North American Free Trade Agree- 
ment. Between  April  1991 and February 1993, the deeppockets 
Mexican group COECE took about fifty Congressional staff- 
ers-including Donsia Strong-on nine trips to Mexico. Al- 
though  the Constitution prohibits members of Congress and 
their employees  from  receiving  “any  present . . . of  any  kind” 
from a foreign  government without the consent of Congress, 
such trips apparently do not vlolate this provision because 
COECE is ostensibly a nongovernmental organization. How- 
ever, it does have  close  ties to the Mexican government and 
advised it during the NAFTA negotiations. And its  executive 
director, Guillermo Guemez, was formerly the executive  vice 
president of  Banco Nacional de Mexico,  which until August 
1991 was  owned by the Mexican government. 

So far the House members, the governor and nearly all of 
the Congressional staffers who have gone to Mexico  have not 
publicly disclosed these activities. (Either they do  not have 
to, or the deadline for disclosure has not yet passed-and,  in 
some cases,  won’t pass until after Congress has voted on the 
treaty.)  In  the  Senate,  staffers  must  receive authorization from 
the Ethics Committee before accepting foreign  travel; their 
names  are  then  published in the CongresslonalRecord. So far, 
fourteen Senate staff aides have  disclosed their participation 
in the trips. 

I Quenes to roughly 200 Congressional ades meal that forty- 
1 eight staff members  went to Mexico on COECE’s dime. lbo  

of the most powerful  committees  in the House of Representa- 
tives were targeted by COECE. Bruce  Wilson and Mary Lati- 
mer of the House Ways and Means Subcommittee on Trade 
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journeyed to Mexico. So did Janet  Potts,  a  staffer  for  John 
Dingell’s House Energy and  Commerce  Committee. 

To beef up  its lobbying efforts in Congress, the Mexican 
business group enlisted the services of Ruth Kurtz, a well- 
connected  former  Senate  aide and  trade expert. Kurtz. hired 
for $SO,OOO a year,  was a  good  catch.  From 1970 to 1980, she 
was an international  economist  and U.S. trade  negotiator at 
the  Commerce  Department.  From 1980 to 1983 she served as 
a  trade adviser to Paula Stern at the  International Trade Com- 
mission. Then she joined the staff of Republican Senator Wil- 
liam Roth, where she was a  major  author of the 1988 Omnibus 
Trade Act. Kurtz quit  the  Senate in 1989 and subsequently 
signed on with COECE. 

Kurtz, who refused to be interviewed, earns  her keep by 
schmoozing  with  former fellow trade specialists on Capitol 
Hill, the men and women advising legislators on NAFTA. 
From  April 1991 through  October 1992, according to Justice 
Department records, Kurtz or her  principals discussed NAFTA 
in meetings with legislators on seventeen different occasions. 
There were two meetings with  Senate  minority  leader  Bob 
Dole. Others on the hit  list include then-Senate Finance Com- 
mittee  chairman Lloyd Bentsen and Representatives Kika de 
la  Garza, Bill Richardson and Robert Torricelli. But the real 
work on Capitol Hill occurs at  the staff level, so the Mexican 
business group  and Kurtz presented the  merits of NAFTA to 
various  House  and  Senate staffers on 220 occasions-in  tele- 
phone conversations, at office meetings, over lunch. They 
held ten meetings with governors during this  period,  includ- 
ing two sessions with California  Governor Pete Wilson. And 
they met  with  officials of the U.S. Trade Representatwe’s of- 
fice  twenty-one times, including twice wlth Trade Rep Carla 
Has.  Kurtz’s former employers at  the Commerce Department 
heard her pitch on NAFTA nineteen times, including at  one 

meeting with themsecretary Robert Mosbacher. Nine conver- 
sations were held at the  International Trade Commission. And 
the  staff of Senator  Roth,  ranking  minority  member of the 
powerful Finance  Committee, which has  principal  jurisdic- 
tion over trade  matters such as NAFTA, was  visited by alum- 
na Kurtz twenty-two times. 

Kurtz wined and dined some staffers at Washington’s most 
popular  restaurants:  the Ritz Carlton,  Sequoia, La Colline, 
Sam & Harry’s, Joe & Mo’s, Old Ebbitt Grill,  the Monocle. 
Kurtz and her Mexican clients also played Santa Claus. Ac- 
cording to Justice  Department  documents,  they  bought  a 
“Christmas  Gift  for [a] Member of Congress” at Saks  Fifth 
Avenue. Another Christmas gift was purchased for a Congres- 
sional  staffer  from Victoria’s Secret, the lingerie chain.  The 
recipients of the gifts were not  named. (Congress is ROW con- 
sidering a bill that will  force  lobbyists to disclose the recipients 
of  such gifts.) Kurtz also worked the media, spinning positive 
stories about Mexico and with NAFTA. 

staffeers were led by the  nose to 
Mmko tu hear its camfuh‘y scripted 
stor). 

But the centerpiece of Kurtz’s campaign to win friends  and 
influence  Capltol Hill people was the  trips to Mexico. Prac- 
tically all of the  trips were led and organized by Kurtz.  Both 
Democrats and Republicans were invited on these visits. Some 
of the  staffers work for legslators  who have already decided 
their  positions on NAFTA, and  others work for legislators 
who are on the fence. One delegation included staffers for law- 
makers concerned  with Mexico’s environmental record. An- 
other  brought together staff aides to members who care about 
Mexico’s human rights record. And one  tour  consisted of 
staffers  from  offlces that were openly  anti-NAETA. 

These  trips weren’t junkets. Meetings were scheduled back 
to back. The agenda was loaded, and  the visitors were exposed 
only to  the business side of the issue. Very few meetings were 
held with Mexican anti-NAFTA  groups, and these  had to be 
organized  independently by the  staff members. 

Many staffers say the experience made  them  better  under- 
stand  the  importance of NAFTA to Mexico. Some left feeling 
unsure about NAFTA’s environmental and  job repercussions 
in the United States.  But  several staff aides note  that they came 
home believing that if NAFTA is good for Mexico, it will be 
good for  the United States. Philip Boyle, who was a legisla- 
tive assistant  for  former Representative Frank Horton, says 
that  Horton was undecided about NAFTA untll Boyle par- 
ticipated in a 1991 COECE trip. Horton was among those who 
voted for giving President Bush fast-track  authority, which 
allowed Bush to negotiate NAFTA without too much  inter- 
ference from Congress. Some  staff people on  the Hill  report 
that  the  trips reinforced their already positive attitudes toward 
NAFTA. And clearly, the  information they brought back 
made  its way to  the legislators. For example, Bruce  Wilson, 
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staff dlrector of the  House Ways and  Means Committee’s 
Subcommittee on Trade,  says “staff findings” from these trips 
were shared with Dan Rostenkowski, chairman of the  com- 
mittee, and were made available to other committee members. 

After  the treaty was signed by Salinas, Bush and Canadian 
Prime Minister Brian Mulroney in December 1992, COECE 
shut down  its Washington office. According to von Bertrab 
of Mexico’s  NAFTA  office, the business  group’s primary  pur- 
pose was to serve as a liaison between Mexican corporate  in- 
terests and Mexican government negotiators.  After the pact 
was signed, there was less need for the business-government 
interaction.  But COECE still keeps Kurtz on its payroll- 
presumably to lobby members for the final ratification of 
NAFTA. While  nations  trying  to work their way around 
Washington have occasionally operated through government- 
connected trade  assoc~ations, Mexico has taken its persuasion 
efforts a step further. The trade analysts to  the most powerful, 
relevant members of Congress were systematically led by the 
nose to Mexico to hear its carefully scripted story. 

Big Business Weighs in Big 
Corporate Mexico and  the Salinas government are not alone 

in  the push for NAFTA. Hundreds of major U.S. companies, 
eyeing cheap  labor, weak regulations and new consumers  in 
Mexico, are  crusading  for  the agreement. Flimsy disclosure 
laws make it difficult to calculate how much U.S. business in- 
terests are  spending on pro-NAFTA activities. But the  total 
runs  into  the milllons of dollars. 

The most  prominent  organizations  pushing NAFTA are 
USA*NAFTA, the U.S. Council of the Mexico-U.S.  Business 
Commlttee, Trade Partnership,  the US. Chamber  of  Com- 
merce, the  Natlonal Foreign Trade Council,  the Business 
Roundtable and  the National Association of  Manufacturers. 
USA*NAFTA  is the largest.  About 80 percent of the  coali- 
tion members are companies and 20 percent of them are trade 
associations and what USA*NAFTA euphemistically calls 
“consumer”  groups, with names like Consumers  for World 
Trade, Citizens for a Sound Economy and  San Diegans for 
Free Trade. More  than  2,000  plants  operating in Mexico are 
owned by U.S. companies, and many  of  their  parent  compa- 
nies are members of USA*NAFTA. Formed  last  October by 
Kay Whitmore,  the  chairman and C.E.O. of Eastman Kodak, 
and James  Robinson,  then head of American Express, 

ON THE MOVE 
THIS SUMMER? 

If you want The Nutlon to 
follow you, please send us both 
your  permanent utld temporary 
addresses und the dates to 

THE  NATION 
Temp Address  Changes 

PO. Box 10763 
Des Moines 1A 50340-0763 

Please allow 4-6 weeks for 
processlng 

PROBLEMS? 
If you have any problems 
or questions regardmg 
your  subscription, please 
wnte to us at  the address 
to the left, or call. 

1 (BOO) 333-8536 

7 00 am to 11 00 pm CST 
Monday to Frlday 

8 00 am to 6 00 pm CST 
Saturday & Sunday 

USAlNAFTA claims to have raised $2 million. But accord- 
ing to the group, it has  not yet spent much of this money. Gail 
Harrison of the W d e r  Group, a well-connected public affairs 
consulting  unit of Hill and Knowlton, manages an extensive 
grass-roots effort, which in  part involves identifying compa- 
nies in Congressional  districts that are pro-NAFTA and en- 
listing  them to bring  local pressure to bear upon  the relevant 
representative. USA*NAFTA also hired Marl Maseng Will of 
Maseng  Communications as a media consultant and  Chuck 
Lwy of Wilmer, Cutler  and Pickering as  counsel. 

corporations are spending  large 
amounts of money to get NAFTA 
ratified. 

USA*NAFTA  is working with others  in a unified network 
of business leaders and pro-NAFTA associations that its 
members have dubbed  the Alliance. They have  been conduct- 
ing low-profile, behind-the-scenes lobbying. Within the Belt- 
way, the Alliance has  made  the  House of Representatives, J 
where the treaty may be in trouble, its prime target. (NAFTA 
proponents believe they have a  majorlty in the Senate.) 

In this  effort to woo the more volatile House,  the U.S. 
Council of the Mexico-U.S.  Business Committee, an Alliance 
member, sponsored a two-day  event for new members of Con- 
gress, from both parties, at  the  National Democratic  Club in 
Washington. The council made certain that local pro-NAFTA 
business leaders were present. At breakfast, lawmakers and 
thelr  staffers sat  surrounded by business people from  their 
home  district  who praised NAFTA. Congressional NAFTA 
supporters,  including  Senator Bill  Bradley, the chlef Senate 
supporter of NAFTA, were the keynote speakers at the affair. 

USA*NAFTA is building support  for NAFTA at  the  state 
level. The  group uses “state  captains” to persuade local offi- 
cials and business people  to rally behind the treaty-and let 
their elected leaders know  where they stand.  The state  cap- 
tains are typically officials in companies that are commercially 
and politically influential within their states: BankAmerica 
in California; AT&T in  Florida; Du Pont in Delaware; Gen- 
eral Electric in  Massachusetts; General Motors in Michigan; 
Eastman Kodak in New  York; Caterpillar in Illmois. 

According to USA*NAFTA’s legal counsel, Chuck Levy, 
the U.S. business community organizations keep  their  activities 
separate from those of the Mexican government. But the Mex- 
ican  NAFTA office communicates regularly  with U.S. business 
groups lobbying for the treaty. As with the Mexican govern- 
ment, U.S. corporations  are spendmg large amounts of money 
to get NAFTA ratified,  and their labors effectively comple- 
ment Mexico’s  own  extensive  lobbying campaign. As  von  Ber- 
trab says, Mexican officials  are “less credible” than U.S. 
business people when extolling the benefits of NAFTA in  the 
United States. US. companies are  lobbying  for  what their offi- 
cials  believe  is  best for them-and, by extension,  for the Ameri- 
can people. Their  entry into  the fray further stacks  the  deck. 
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Government by Special  Interests? 
What  has all this expensive hyperactivity wrought? The 

high-powered, moneyed interests have succeeded in  making 
their agenda America’s agenda-and even given it  an  apple 
pie-sounding name: North American Fee %de Agreement. 
William Greider has written about  a sophisticated form of po- 
litical manipulation he calls “deep lobbying,” the  purpose of 
which is to define public argument  and debate. “It is  another 
dimension of mock democracy-a  system that has all the trap- 
pings of free and  open  political  discourse  but is shaped  and 
guided at a very deep level  by the resources of the most power- 
ful interests.’’ 

For years, the logic, the assumptions and  the seeming in- 
evitability of NAFTA have been carefully constructed, and 
the reasonable concerns of environmental, labor, consumer 
and  other  groups have been brushed off  as annoying but 
harmless gnats. Except for some token memberships on a few 
trade advisory committees, these modestly funded forces  have 
been largely ignored by the trade professionals in the  three 
governments, who have been working closely with the vari- 
ous  North  American  corporations. Issues of greatest import 
to the  great  majority  of people, such as the  potential loss of 
jobs or lowered environmental  standards, were treated  as 
afterthoughts to the process. These concerns were given scant 
attention in the  main  body of the pact-hence the need for 
“side agreements’’ to NAFTA. The whole process has  a cynl- 

cal, cosmetic quality, with the pretense of responsible dis- 
course  included  after the fact. 

As with so many critical issues, the presence of a high- 
powered lobbying campaign makes it unlikely that decisions 
are being made  on  the merits. And that is perhaps  the  most 
damaging  consequence of an  operation like the selling of 
NAFTA. It  undermines  confidence in government. 

NAFTA  is a perfect  issue for lobbyists. It is  highly technical. 
The details  are arcane. Trade matters  are  often disposed of 
far from public scrutiny. Even some members of Congress 
would rather not deal  with  them. How could  the NAFTA 
process  have  evolved any differently, when so many of  the  for- 
mer U.S. trade officials have  been retained by Mexico o r  U.S. 
corporations with subsidiaries there? In such  a  setting,  the 
right word from  the  right lobbyist can make  a difference. 

NAFTA is too  important  to leave to the lobbyists. The per- 
suasion  campaign  conducted on its  behalf may lead to pas- 
sage of a treaty that could prove harmful  to  a vast number 
of Americans. This lobbying free-for-all is more evldence that 
the way Washington does business needs to change. Clinton’s 
executive order  banning  former  government  officials  from 
going to work for special  interests may  prevent future revolving- 
door shenanigans  such as those evident in the NAFTA game. 
The lobbying disclosure bill  now before Congress would shine 
a  brighter light on the day-to-day actwities of lobbyists in 
Washington.  And  some members of Congress are beginning 
to eschew all future privately funded travel  by  themselves and 
their  staff.  Such  changes  are overdue, but they are  only  a 
beginning: For as long  as  the present system remains in place, 
the public will rightly wonder whether all they are  getting is 
the best legislation special-interest money can buy. 0 
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