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Summary 

Project priorities

The major priorities of the GTZ-MSE Development Program are:

· Introduction of CEFE entrepreneurship training (Competency based Economies through Formation of Enterprises). It is aimed at providing training for business starters and those who already are in businesses.

· Facilitation of Business Development Services (BDS), which focuses on enabling Governmental, Non-Governmental Organizations (NGOs) and commercial BDS providers to facilitate or efficiently provide Business Development Services (BDS) to the Ethiopian Business Community.

· Organizational Development (OD) of partner organizations. This is a mechanism that helps the partner organizations to organize and present themselves better and provide efficient services to business operators.

· Networking MSE affiliate Government Organizations, NGOs, BDS providers, international donors, and others related to MSE development in order to coordinate their MSE support interventions.

· Project regions are Addis Ababa, Tigray and Amhara.

Findings

CEFE entrepreneurship training

CEFE training of trainers (ToT) and upgrading/coaching

Out of the 6 CEFE ToT takers covered in the survey in the three program regions all have participated in ToTs, upgrading and coaching exercises and have diffused the essence of the training to the trainees during various training sessions. Those trainees who were destined to become trainers have started to provide training to the public at large. End-users of CEFE training who intended to start businesses and those groups who were running their businesses when taking the training have been successful in so far that they have acquired techniques of developing their businesses, recording of their sales and costs and eventually benefited from an improvement of their living standards. Their incomes have increased, their pattern of household expenditure improved, their capability to send their children to better school have all risen. 

Start ups

63% of the CEFE start-up participants started their business after the CEFE training (see annex 3 / CEFE table 5: sample survey of 106 start-ups contacted in 2003). Out of the fifteen start-ups covered by the impact study in the three regions, eleven of them have found that CEFE training strengthened their decision to start businesses right after the training. In this connection, the training has also provided better project idea(s) to the trainees. Nine business operators who commenced operation after the training managed to conceive the skill in basic business calculation and financial analysis. Eight start-ups have understood the concept of business plan and other six start-ups captured lessons in marketing. In a similar way CEFE training has provided better entrepreneurial know how for four start-ups and another seven business operators admitted that they have gained the skill in analyzing business environment while the organizational and management capability of six operators has improved as some of them have been formed in cooperatives and are given duties in their jobs.

Existing business owners

In all the three regions a total of 15 existing businesses were surveyed for the impact of CEFE. Overall CEFE entrepreneurship training has broadened the business operators' outlook for business growth and development. In the three regions under consideration, the operators have acquired skills in marketing. Twelve operators have responded positively that their marketing perception has improved. The business operators’ business skills have also made uplift as eight existing business operators confirmed. It has been observed and understood that currently five business operators have started to register and calculate their daily sales and costs and this has made their outlook on financial issues wide and extensive. Similar improvements are be seen that the operators have started to secure materials from less costly and dependable sources, solved their problems related with production and technical matters and employed skilled manpower to their businesses. The sales and income pattern have also shown a rising trend as well.

It was noted that out of the fifteen operators surveyed, eleven have registered an improvement in their sales. Ten of the operators have also been able to raise their income and improve their families’ living pattern. The improvement in income has enabled the business operators to boost their household expenditure (7), save more cash (3), purchase improved equipment (2), increased assets (2) and opened job opportunities (3).

Business Development Services (BDS)
In the three program regions covered in the impact study, 45 businesses were assessed for the impact of BDS. BDS support program has brought tangible and remarkable effects on the micro and small businesses. Record keeping was the major problem witnessed among the operators. Currently, about 23 business operators have affirmed that they have commenced registering every transaction in their businesses. Some are enlisted on payrolls and take salaries after each month; some apportion a given amount of money for house rents, etc. 

The marketing and business skills of the business operators have also made significant improvements. The operators have printed business cards and issue them to their customers and show a decent approach in handling their customers. The businesses have also been helped by the facilitators in securing credits and obtaining land or house for businesses. A lady facilitator continuously visits the businesses and always strives to seek solutions for problems as excessive tax charges, high material costs and problems related to production and technical issues.

On the other hand, the business operators have gained improvements in sales, income, and acquisition of equipment or premises and in opening employment opportunities for other people. For example, out of the forty-five operators under study, thirty (67%) have observed a rise in their sales performance, while twenty-three (51%) managed to improve their income. Similarly, fifteen operators (33%) bought or acquired equipment or premises and additional jobs were created by twelve (27%) operators. 

While most ((95%) of the business operators keep in high regard to adopt their new capacities in practice, there are a few operators who make complaints that their businesses are not in the right track of operation. These cases are almost related to finance, working places, and tax issues. 

The overall improvement in the working conditions (sales, income, premises, and assets) of the surveyed operators compared to their situations prior to the project intervention has exhibited an 80 % increase. This has apparently outstripped the 50% achievement rate put in the project purpose indicator as a yardstick of performance measurement of the project’s intervention.

Organizational Development (OD) / Capacity Building
A result from the collected interview questionnaires is that OD and capacity building play a pivotal role in organizing and disseminating information and data to the operators in particular and to the business community in general. The “folder method” has enabled the facilitators and coordinators of BDS support program to keep track of their achievements and organize their interventions. It has become a good source of information and data when properly filled by the facilitators and coordinators. The data and information available in the folder has enabled some facilitators to better organize and deliver business support services to the operators that are captured within the on-going BDS program. 

Filling the folder in English has become an imperative. The folder helped the facilitators and coordinators to strengthen, improve and focus on their key services. It helped them to intensify BDS interventions and follow-up on the business operators. Other benefits are that the folder is used to present the work to visitors and that it facilitates better planning and effective management.

Some facilitators and heads of ReMSEDA’s pointed out that certain issues and additions need to be included in the folder. One respondent suggested that the folder should include business plans of operators and a short profile of successful operators. Another one hinted that the five-month action plan should be broken down into weekly plans and one respondent said he needed upgrading training for his staff on the folder. 

Other support on Organisational Development

Most of the respondents said that they have secured equipment/materials, training, experience exchange, and study tours services, network support and the like.
Networking
With the exception of Addis ReMSEDA, which said “no”, and Addis Chamber of Commerce, which replied “partially”, the other respondents from Addis, Tigray and Amhara replied positively, that they use the web based BDS information for advice to the operators. With regard to this question the respondent from FeMSEDA cited such important contents in the web page like Virtual Library, Lessons learnt and head of AMSEIDB said his bureau uses cash book formats. On the same issue, the head of planning of the Addis Chamber said his organization uses the web page partially and benefited in knowing how to write business plans and preparation of project profiles. Partner organizations also use the BDS brochures, like business plan formats by translating and providing them to the business operators. 

The heads of ReMSEDAs and the facilitators said that they transfer knowledge of the BDS brochures to the business operators and the operators have appreciated the information. The networking has helped to give better services to the operators like evaluation and experience exchange. The Network Forum has helped in resolving common problems and in seeking joint solutions with respect to finance, tax, etc. It is also an ideal forum for discussing ideas in marketing, technology, and other developmental issues. It has also been grasped that public and private support institutions regularly communicate among regions like the council meetings where members from private, GOs, and NGOs who work closely with MSEs are represented and design alternatives to achieving concerted and coordinated service delivery methods for MSE operators. 

Support to private BDS-providers

Even though the time elapsed since the launch of the technical assistance is too short to final conclusions, a preliminary result is that all the BDS providers have benefited quite significantly from the international consultant. The international consultant (see short term mission report) based on the preliminary findings of the national consultant has devised a number of remedial measures, which are expected to improve the services of the private BDS providers. Some of these are discussions on marketing strategy, on-the-job advice in the use of MSE Ethiopian Network CD-ROM and the like. The providers have benefited from services like training, expert assistance and network support. These have contributed to the effective promotion of the BDS providers. The BDS providers' services have enhanced in quality, diversity and market share which all the six private BDS providers unanimously attribute to the received technical assistance. As a result of these encouraging achievements, the providers anticipate that they will have more clients, which thus will entail an improvement in their income in the long run. 
Recommendations 

Note: Most of the recommendations have already been put into practice in the last months.

CEFE

· Avail the necessary CEFE training materials when conducting training.

· Develop CEFE ToTs to address local needs.

· CEFE ToT trainers need to be experienced and should pass such stages like upgrading and coaching.

· Training should be tailor-made. It should satisfy the right and exact targets spotted. Needs assessment and preliminary investigations should be thoroughly made before embarking on training programs. 

· In cases when training seekers or training subsidizers do not pay fees to trainers, partner organizations like ReMSEDAs should pay per diems, transport fees, etc associated with the training.

· Advise financing institutions to issue credits after the training and not before the training. Most of those trainees who were provided with credit before CEFE training ended up without any cash to start business as they spent it for other purposes.

· Limit the number of trainees and frequency of training as well. 

· Conduct post training or impact assessment. 

· CEFE trainers of ToTs should be experienced and need to take upgrading and coaching exercises.

Business Development Services (BDS)

· BDS has to be considered as one major task in all institutions alike. Hence, remove other workloads from those facilitators and let them focus on BDS only. 
· Recruit young and talented people as facilitators. 

· Introduce standard payments when employing BDS facilitators and instill performance-based incentives. 

· Provide additional transport payments and facilities like, motor cycles, rain coats, etc. 

· Provide updated courses to facilitators and encourage frequent sessions for experience exchanges among themselves.

· Develop a system in which groups of CEFE trainees are included in successive BDS interventions and the assigned facilitators should be those who were trainers.

· Consider choosing partner organizations that really give priority to BDS.

· Improve and standardize the BDS evaluation technique. 

· Create a mechanism in which training is given to facilitators in native languages.

· Give persistent directives and carry out experience sharing in order to solve major impediments for example logistics in executing BDS like non-availability of stationery materials like paper, pen, markers, soft boards, etc. 

· Deploy talented, young and outgoing facilitators to some areas where the business operators are not open enough due to lack of information or because they are illiterate. 

· Initiate and sustain communication and networking among facilitators, coordinators, and heads of government bodies so as to enable them respond to the BDS needs of operators and carry out effective BDS cycles.

Organizational Development (OD)

· Assign well-educated experts to assist facilitators in filling the folders in English. 

· Establish a system/technique where all folders are to be filled in English, except only when the situation does not allow should the folders be filled in Amahric.

· Organize awareness creating meetings or workshops for exchange of experience and good practice on organizational development and the “folder method” 

· Convince the head of Tigray ReMSEDA that the folder has to be a reference material and presentation map, so that all data or information sought can be found there.

· One complete and thoroughly filled folder has to be available in the office of the Tigray ReMSEDA or the secretary. 

· Introduce a working pattern where the folder can embody very short profiles of successful businesses with photos of the businesses and the products. 

Networking

· Make steady regional and national network meetings. 

· Disseminate data and information services and update these on web pages.

· Carry out post evaluation or impact assessment of the conducted network meetings.

· Make frequent exchange of opinion on the utilization of services like the web page-based BDS information and BDS brochures to the operators. 

· Carry out meetings of National forum where the major stakeholders can exchange ideas and share opinions to devise better working strategies. 

· Create linkages among private BDS providers where interrelationship between them and TVETs is strengthened. Here the input of one will obviously be the output for the other and this kind of close cooperation will bring about fast development for the MSEs.

Private BDS-providers

· Disseminate new ideas and approaches to BDS providers. 
· Ascertain government commitment to facilitate enabling environment for private BDS providers and link them with donors like EU or the World Bank for assistance in product design and development as well as training and Research and Development. 

· Government institutions, which render training services like FeMSEDA, have to refrain from crowding out private-for-profit BDS providers by offering highly subsidized training services.  
· Create awareness among MSE operators and support institutions on the importance of accessing BDS services and CEFE training.
· Create the awareness that the market for BDS services and CEFE training be strengthened and give due consideration and utmost importance for this approach.
· Notify private BDS providers of the newly published booklets, brochures, catalogues, etc, so that they will purchase them on time.

· Conduct on-the-job training in order to strengthen the service provision capacity of such private BDS providers.

1.
Background

The Ethio-German Micro and Small Enterprises Development Program has been existing since 1996. The program had two phases till September 2001, with the 3rd phase to extend till March 2005.

The overall objective of the program in the long-term is to contribute to employment and income generation. The short-term objective is the improvement of performance of the existing and creation of new Micro and Small Enterprises (MSEs) by supporting Partner Organizations (POs) on the intermediate level such as Chambers of Commerce, Business Associations, Regional Micro and Small Enterprise Development Agencies, and NGOs engaged in MSE development by providing advisory assistance, support in capacity building and networking. GTZ-MSE is making a progress in improving the status of MSEs in Ethiopia. It has carried out a number of measures by introducing different techniques of interventions for the promotion of business environment.

The task of the consultant is to assess the impact of the project interventions, through CEFE and BDS on the performance of MSEs and also to envisage the improvement of the service provision capacity of the partner institutions that make use of the “Folder Method” for Organizational Development (OD) and draw a recommendation as to the status of the interventions and present the findings to the project office. 

2.
Project priorities

The main priorities GTZ-MSE-PRO focuses are:

· Training for trainers in order to implement CEFE entrepreneurship training (Competency based Economies through Formation of Enterprises). It is tailored to be given to business starters and for those who carry out existing businesses. The training is expected to broaden the aspirations, skills, talents, and visions of the business operators.

· Enabling Governmental, Non-Governmental Organizations (NGOs), and commercial BDS providers to implement efficient Business Development Services (BDS) to the Ethiopian business community. This is an action- and demand-oriented approach, applying a situation analysis and action planning by facilitators who support and assist business operators to solve business related problems.

· Capacity building of the Partner Organizations through Organizational Development (OD) in order to deliver better services to the businesses. It is a mechanism that enhances the capabilities and efficiencies of the organizations in rendering services and thereby strengthening their capacities.

· Networking with Governmental organizations, NGOs, BDS providers, international donors and others related to MSE development in order to coordinate the respective activities.

Project regions are Addis Ababa, Tigray and Amhara.

3.
Findings

3.1
CEFE entrepreneurship training

· 3.1.1 Methodology and sample study

Methodology

A total of fifteen businesses were selected to be visited and interviewed for the impact assessment. These businesses are considered to reflect a fair and optimal mix of sectors and gender issues. For the assessment to be complete and exhaustive a questionnaire was to be filled by asking the business operators. The questions and visits on the site where the operators are running their businesses are thought to suffice to thoroughly analyze the situation and reach at certain conclusions. 

Sample study for impact evaluation

CEFE - Start-ups

Addis

5 business operators who took CEFE training and who started their businesses after the training were covered for the assessment. In terms of gender classification four are women while one is male. Looking at the type of businesses, three are from services and one from production. All the businesses are selected from Addis ReMSEDA with Addis ketema and Lideta sub cities contributing all 5.

Tigray

Here the assessment covers 5 business operators who took CEFE training and started their businesses. In terms of gender classification all 5 are women. Looking at the type of businesses, 3 are from trade and one each from production and service sectors. All the businesses, which were founded in 2004, are selected from Tigay ReMSEDA. All 5 business operators took CEFE training in 2003 and started to run their businesses in 2004.

Amhara

The five businesses, which started after 2004 with the exception of one which started in 2003, are cattle fattening, restaurant and butchery services, retail shop, and grain mill and billiards game services. Apart from the retail shop which is the sole property of one member of the association and the billiards game shop which is run by two members only, the other three businesses are owned by all five. 

Existing business owners

Addis

Here again 5 existing business operators are selected for the sample study. 4 (80%) of the businesses are run by women, these are 2 in production and 2 in trade with male operator taking the remaining business (20%) and that is trade. 3 of the businesses originated from Addis ReMSEDA and 2 operators took the training from a private BDS provider who is accredited to give CEFE and other training. 

Tigray 

All the 5 operators are taken from Tigray ReMSEDA. Three businesses (60%) are in the trade sector and are run by women. Two businesses are in production and are run by men. All were founded in 2001 except a retail trade business which is owned by a female business operator and started in 2004. 

Amhara

In Amhara 5 operators were taken for the survey. The businesses are composed of three female operators with two of them in services and one in the trade sector. The remaining two male operators work in production and trade. With the exception of the trade business which started production in 2002 and is run by a woman, the other four commenced operation in 2004.

CEFE Training of Trainers (ToT) and upgrading/coaching

Addis

Two trainees who have taken ToT with upgrading and coaching exercises are selected from FeMSEDA. These trainers, who are one female and one male, have given training for CEFE trainees who would be trainers themselves and to the entrepreneurs who intended to start their businesses and improve the existing businesses. The trainers are considered to have extensive training sessions and are considered appropriate. In most instances, the answers are similar and when different will be presented separately.

Tigray

The two selected interviewees were all from Tigray ReMSEDA and have taken ToT. The interviewees were a lady and a man. The trainers are considered to have conducted extensive training sessions and are considered appropriate. In most instances, the answers are similar and when different will be presented separately.

Amhara

In Amhara region, the interviewees were both male trainers. One of them is working as a facilitator in the AMSEIDB and the other one has left the office and has become a private BDS provider. The trainers are considered the appropriate ones who underwent different training sessions in different places. The responses from them are mostly similar and when there is a different opinion or outlook, the answers will be presented separately.

· 3.1.2 Project activities achieved
The GTZ-MSE Development Program had made a number of efforts that contributed to a general acceptance of the CEFE methodology during its second implementation phase. This included, among others, organizing a CEFE appreciation workshop, a CEFE TOT program and translation of some CEFE exercises from English into Amharic and their distribution to partner organizations. The project’s interventions with regard to CEFE training have aimed at building up entrepreneurial competencies by the participants, to stimulate their personal development and result in development of their businesses.

Likewise, since the commencement of the third implementation phase of the project, October 2001, CEFE TOT and up-grading courses have been given to increase the number of experts of partner organizations and other institutions. The support of the project in this line has enhanced participation of the target groups in CEFE training programs organized by different institutions. In this regard, this report attempts to provide information about the result of an activity monitoring on CEFE training activities in the program regions since October 2001.

CEFE Training of Trainers (ToT)

In seven sessions, a total of 233 trainers have taken part in CEFE ToT programs. Moreover, 56 trainers have been given upgrading and coaching. The training given in the regions identified by gender composition, year, number of participants and the names of the participated institutions are presented below. 

Addis 

In order to provide training for experts who came from partner organizations, GTZ-MSE, Addis ReMSEDA and FeMSEDA have organized training of trainers (ToT) for 135 participants. In addition, 56 trainers have taken upgrading and coaching. The table below shows the training providers, year, and number of trainees segregated by gender type. 

Table 1

CEFE Training of Trainers (ToT), upgrading 
and coaching by year and training providers

	Organization institution
	Year 
	     Participants  

  male             female
	Total

	GTZ-MSE
	2001
	   20
	  5
	  25

	Addis ReMSEDA
	2003
	   26
	 25
	  51

	FeMSEDA
	2004
	   23
	 36
	  59

	Sub-total 
	
	   69
	 66
	 135

	GTZ-coaching / upgrading
	2003
	  44
	12
	  56

	Total 
	      
	    113
	  78
	    191


Source: MSE-Project

Tigray 

Tigray ReMSEDA in collaboration with FeMSEDA organized CEFE training of trainers (ToT) for experts and trainees who were picked out from Tigray ReMSEDA, Tigray Women Association, and Mekelle Women Entrepreneurs. The table below depicts the organizing institutions, participated organizations and number or participants classified by gender. 
Table 2

CEFE Training of Trainers (ToT) by training providing 
institutions, participated organizations and year

	Year
	Number of Participants
	Total
	Organizing institution
	Participating organizations

	
	Male
	Female
	
	
	

	2002
	 25
	 9
	 34
	Tigray ReMSEDA, FeMSEDA
	Tigray ReMSEDA, Tigray Women Association, Mekelle Women Entrepreneurs

	2004
	28
	  4
	 32
	FeMSEDA and  Tigray ReMSEDA
	

	Total 
	53
	   13
	 66
	
	


Source: MSE-Project

Amhara 

CEFE training of trainers (ToT) has been provided in the Amhara region to 32 participants 21 being male and 11 female. The training was given in 2003 and earmarked for trainees from zonal office of the Amhara region. 

CEFE training for start-ups

Addis 

CEFE courses have been given for 393 business start-ups since October 2001 in Addis Ababa. As the table below shows, of the total participants 197(50.1%) were female while 196(49.9%), were male business start-ups.

Table 3

CEFE Training for Business Start-ups (2001 to June 2004)

	Year
	Training providing institutions
	         Number of participants
 Male              Female           Total

	2001
	FeMSEDA
	   22
	  136
	  158

	2002
	FeMSEDA
	  141
	    30
	  171

	2003
	FeMSEDA
	   10
	      1
	   11

	2004
	FeMSEDA
	   21
	22
	    43

	2004
	Addis ReMSEDA
	     2
	8
	    10

	Total
	
	196
	197
	393


Source: MSE-Project

Tigray

Since 2002 CEFE training for start-ups has also been undertaken in Tigray ReMSEDA. Of the total trainees of 2 297, 1 051 (46%) are women trainees.

Amhara

On the other hand, CEFE training is provided to the Amhara region since 2001 for a total of 83 trainees (42 male and 41 female).  

CEFE training for existing business owners

Addis

In Addis Ababa, the three partner organizations namely Progynist and FeMSEDA and Addis ReMSEDA provided training from 2001 to 2004 for 
9 909 participants with 5 901 female and 4 009 male participants (see table below).

Table 4

 CEFE Training for Existing Business Owners (2001 to June 2004)

	Training providing institutions 
	Year 
	Number of trainees
	Total

	
	
	Male
	%
	Female
	%
	

	FeMSEDA
	2001, 2004
	33
	26.6
	91
	73.4
	124

	Progynist
	2002, 2003
	-
	
	900
	100
	900

	Addis ReMSEDA
	2004
	8
	9.3
	78
	90.7
	  86

	Total 
	
	41
	
	1 069
	
	1 110


Source: MSE-Project

Tigray 

Tigray ReMSEDA provided CEFE training for micro and small business owners in Tigray region. The training, which was carried out from 2001-2004, was rendered for a total of 6 796 participants with 3 482 female and 3 314 male participants (see table below).

Table 5

CEFE Training for Existing Business Owners 
(October 2001 to June 2004)

	Training providing institutions
	Number of trainees
	Total
	%

	
	Male
	%
	Female
	%
	
	

	Tigray ReMSEDA and TIB
	3 314
	48.8%
	3 482
	51.2%
	6 796
	68.5%


Source: MSE-Project

Amhara

In the same manner Amhara ReMSEDA furnished training of CEFE for micro and small business owners from October 2001 to June 2004 in the Amhara region (see table below).

Table 6

CEFE Training for Business Owners 
(October 2001 to June 2004)

	Training providing institutions 
	Number of trainees
	Total
	%

	
	Male
	%
	Female
	%
	
	

	Amhara ReMSEDA and TIB
	653
	32.7%
	1 350
	67.3%
	2 003
	20.2%


Source: MSE-Project

3.1.3  Impact 

Start-ups

A sample survey had been carried out in 2002 in order to know if the former CEFE start-up participants have really started businesses or not. 106 start-up participants have been contacted. 67 (63%) started their businesses, while 39 (37%) did not start any (for details see overview table in CEFE annex).

Subject of the questionnaires on impact was to know if the successful CEFE start-up participants started their business because of the skills received through the CEFE training or not.

Addis 

Analyzing the effect of the training towards strengthening the operators’ decision to start businesses, 3 female respondents of whom 2 are in service and 1 in trade activity, said that the training has invigorated/strengthened their decision making capability to start businesses. These operators indicated that before taking the training, most were speculating that they will fail or go bankrupt if they dared to start one. 

With regard to the issue if the training has provided a better project idea, one female operator in production and one male operator in service sectors said yes, and that the lady is hopeful that she will indulge in further business development endeavors in the future when her financial constraints are over. 3 female operators 1 from trade and 2 from service sectors made a point that their problems with basic cost calculation and financial analysis are solved. 

When asked about the effect of the training on business environment, 3 female operators 1 each from production, service and trade again 1 male operator from service hinted that their outlook towards business environment has improved and are well aware of the concept now. 

Analyzing the outcome of the training in developing business plan, 3 female business operators whom 2 are from service and 1 from production, said CEFE training has helped them in developing business plan which in itself has made them run their businesses effectively and judiciously. A lady recipient of the training in production sector has become well versed in improving and strengthening her marketing skills and has a vivid picture of what business plan is. 2 respondents 1 male and 1 female both from service sectors, said their knowledge in organization and management has risen. The two operators are members of solid waste and street cleaning association and have really enjoyed the training with respect to organization as theirs business falls in that category.

Tigray

The effect of the training towards strengthening the operators’ decision to start businesses is appreciated by 3 female respondents who are engaged in trade business and said that the training has expanded their decision making capability to start business. These operators who were returnees from Eritrea and retired ex-soldiers, were new to running businesses and had odd feelings mixed with apprehension that they might fail. The training provided the impetus and was a driving force to the operators in this endeavor. Thus, they attribute their current status of improved living to the CEFE training they got from the Tigray ReMSEDA. 

Asked whether the training has provided them with feasible project ideas, 3 female operators each in production, trade and service sectors responded affirmatively, and 2 of the operators are planning to change theirs to more profitable ventures after securing credit. A female business operator who is running a butcher house revealed that her entrepreneurial know-how has improved by taking CEFE and she now manages her business in a proper way. CEFE training has also brought a remarkable change and enabled the operators to capture skills in basic business mathematics and financial analysis. Two operators 1 in service and 1 in trade suggested that now they can calculate their sales and cost streams, and work out their net income and can recognize their financial status. 

When asked about the effect of the training on business environment, 2 female operators both in trade sector hinted that their outlook towards business management has improved and is well aware of the concept now. Two female recipients of the training 1 each in production and trade sectors stated that they have gained fruitful and basic skills in marketing. Similarly, the same business operators affirmed that they now have vivid picture of what a business plan is. Due to the CEFE intervention, they claim that they can now sort out what items are fast moving, what the customers’ attitudes to their products are and have managed to have optimum stocks of reserves if they run out with what are on the balconies/ shelves.

Amhara

All five start-ups said that CEFE training strengthened their decision making capacity and enabled theme to create or come up with new project ideas, provided them with the tools and skills in acquiring basic business mathematics and financial analysis and supplied them the tools to have a good insight and vivid understanding of organization and management. According to the respondents who are in production, trade, and service rendering businesses, the training has helped them in improving their entrepreneurial know how, marketing and grasping ideas in business plan. Two operators in production and service rendering said their perception and outlook in analyzing business environment has increased. A clear indication that the training has been beneficial to the operators can be witnessed when observing the businesses type the operators run, their ideas of increasing their level of provision of products and services and their organizational formation and management skills. 

All the five respondents said that CEFE training is very important and has helped them developing their businesses. Some of them said that the training is so important that they wish to take it again if the opportunity is provided.

Existing business owners

Addis 

The two prominent hindrances or shortfalls in this group of business operators are marketing and the idea of record keeping and cost calculation. Most have appreciated the training because it has increased their knowledge and perception in cost/benefit analysis. Of the 5 interviewees, 3 female operators who are in production and trade businesses have gained an important lesson in this area. The training can be considered fruitful and productive given the fact that the operators have managed to control and check their overall businesses particularly in financial terms. The operators have a clear understanding of profits and have developed the inclination to reduce costs as they claim they already gained the habit of saving. 

Similarly, CEFE training for existing businesses has introduced an impressive change in improving the marketing skills of the business owners. 3 female (2 production and 1 trade), confidently assured the consultant that their skill and capacity in marketing aspects has dramatically risen and have captured the techniques to promote their businesses.

By the same token, 2 female business operators 1 in trade and the other one in production have managed to improve their business skills after the training. The same lady who is in production business and another male and female business operators from trade businesses have understood why their materials were costly and now devised a mechanism to obtain relatively low price materials and thus increased their sales volume.

Two of the 5 respondents, 1 female and 1 male business operators both in trade sector, and who took CEFE training by paying fees to private service provider have shown a remarkable liking and interest to the training. Both said they have revitalized their earlier concepts of business developments and enhanced their involvement in open discussions for the growth and expansion of their businesses. The male operator said after the training he made a brainstorming of project ideas and came up with selected ones and even went to financial institutions for loan approval, which however, did not have the support of the bank personnel. This group of operators told the consultant that after the training, they have adopted the custom of discussion among themselves on the prospects and problems of their businesses. And they have shown their commitment to convince the other group of operators to take CEFE training. 

Inquired if the operators will tell or advise their friends that the training is important and vital for anyone who wants to start business and all 5 responded positively. Again 4 of the business operators responded that they attribute CEFE training for the improvement in sales, while the fourth lady who is in trade business revealed that her sales has not risen but as a result of the training she got, she is of the opinion that her saving capacity could have increased while she controls her expenditures in a downward direction. 

2 of the female business operators disclosed that their sales and income have made uplift and this has forced them to increase their saving capacity and boost their families’ expenditure as compare to her previous living style.

Another 2 of the business operators who took the training on fee basis confirmed that the training has helped them enormously and their sales and income have improved, however, they have not invested in their businesses, boosted household expenditure, or purchased household equipment. With regard to additional employment, except 1 female operator who is in food processing and said that she has given employment opportunity for 2 people, the others responded negatively.

One of the business operators in trade sector hinted that he has not increased his workers; on the contrary he reduced the workers and made his wife as sales and marketing expert. He devised this technique because of the fact that the presence of more people has not brought any improvement in sales and so he did what he thought was good. 

Tigray 

The two principal problems facing the business operators in this group before the training were marketing and lack of business skills. In general the operators asserted that their earlier perception of marketing is now improved. Of the 4 respondents who answered that the training has helped much in marketing, 3 female operators who are in trade and 1 male operator in production have gained an important lesson in this area. Again the training can be considered successful and productive in that it made possible the operators to capture business skills. The operators, 2 male in production and 1 female in trade, have a clear understanding of how to treat customers, how to promote their businesses using business cards and placing sign boards, what items to hold and by making frequent checking and controlling of the level of stocks they have. 

CEFE training for the surveyed existing businesses has helped 2 female operators both in trade sector to purchase and secure materials from places where the cost is relatively minimal and also adjusted their mode of purchase, like buying in wholesale rather than on retail basis.

On the other hand 2 male operators in production responded that they are undecided to say if the training has helped in solving problems related with production and technical issues and the same operators and 1 female operator in trade business shared the same opinion of not giving decided answers asked about lack of finance. Another lady in retail trade business distinctively pointed out that CEFE training has not helped her solve her financial constraints despite the fact that her marketing skills made an improvement and her problems related with material costs were resolved.

Inquired if the operators will tell or advise their friends that the training is important for anyone who wants to start business all 5 answered positively. Two of the business operators responded that they attribute CEFE training for the improvement in sales, while 2 male operators from production were undecided and 1 female from trade sector declined to give any of the answers. The reason why the 2 operators did not decide to give a prompt answer was because they were just starting their first production in metal and wood works on the day the survey was taken. However, the operators have the optimism that their sales and income levels will rise once they are stabilized and are on the right track of progress in due course. 

Two of the female business operators disclosed that their income has increased because of two different reasons. One of the operators said that her sale has increased and hence her income while the other lady operator attributed the increase in her income to her style of expending money and reduction in cost elements. It has to be known that this same lady earlier stated that the training has not helped her with her financial problems. Asked to specify in what manner the operators brought a change as a result of the increase in income, the former lady operator answered that she has boosted her household expenditure while the latter one said she has earned more cash. Inquired whether they employed additional staff or if there was expansion of the business, none responded positively.

Amhara

Of the total five interviewees for the mentioned intervention, all five said they have benefited in marketing from the training given. The other change that is registered as a result of the training is improvement in business skills by four business operators. The operators comprise of two female from service, and one each from both gender in trade and production activities. CEFE training is considered to have solved problems related with production and technical maters as one male operator from production and one female operator from service giving responded. Similarly, two male operators in trade and production activities said they now purchase goods for sale and raw materials for production from dependable and less costly places. With regard to the last point under consideration which is lack of skilled manpower, one female business operator who runs a maintenance shop for radios, tape recorders, etc said she has gained an important lesson in employing a qualified technician. 

All five existing business operators appreciate CEFE training and would thus tell their colleagues that CEFE training is important to their businesses. Again all five operators hinted that their sales have increased while three operators admitted that their income has enhanced as well. 

The improvement in sales and income has brought changes or boosted household expenditure, improved equipment or increased assets. 

3.2
Business Development Services (BDS)

3.2.1 Methodology and sample study

The impact study was carried out on three regions with a total number of 45 enterprises with 15 in Addis, Tigray and Amhara regions each. A structured questionnaire was used by the consultant when undertaking the field visit and conducting the inquiry. The selected micro and small enterprises are assumed to represent a fair and unbiased mix both in terms of activities and gender composition. 

Addis
Of the 15 businesses  which are covered and analyzed in this impact survey, 7 business operators are from production, 5 from trade and 3 from the service sector. With regard to gender, 10 (64%) of the businesses are owned by female operators while the remaining 5 (34%), are run by male business operators. Out of the 10 female business operators 5 are from production, 3 from trade and 2 from service rendering businesses. Similarly probing into the details of the male businesses, out of the total of 5 businesses, 2 each are from trade and production and 1 from service. 

Tigray 

The total number of business operators chosen for the impact study was 15 and all of them are from Tigray ReMSEDA. Of the 15 businesses, 7 are from service, 5 from trade, and 3 from production. With regard to gender, 9 (60%) of the businesses are owned by male operators while the remaining 6 (40%), are run by female business operators. Further dissecting the businesses by sectors, out of the 9 male business operators, 4 are engaged in service, 3 in production, and 2 in trade rendering businesses. Similarly, probing into the details of the female businesses, out of the 6 businesses, 3 each are in trade and in service. 

Amhara

Of the fifteen businesses selected for the impact assessment, 7 are from Amhara Micro and Small Enterprises Development Bureau (AMSEIDB), Gondar zonal office, 3 are from Bahir Dar Chamber of Commerce (BDCC), and 5 from the Amhara Women’s Entrepreneurs Association (AWEA). (See table below). The same table portrays that there are 7 operators in trade business, 5 in production and 3 in service giving. 
3.2.2  Activities and Impact

Progynist

Activities  

Three facilitators from Progynist supported 90 business operators and accomplished 298 (87%) activities of the planned 342 (see table below). The businesses which are comprised of trade, production and service activities embrace various kinds with the majority of the operators 47(52%), are from trade, followed by service 23 (26%), and production 20 (22%) (for details see BDS report annex 5).

Table 7

3rd BDS delivery cycle in Progynist (January to June 2004)

	Organi-
zation
	Business operators
	Gender 
	Support 

activities 

by facilitators 

	
	Trade 
	Service 
	Produc-
tion 
	Total
	M 
	F
	M/F
	Plan-ned 
	Reali-zed 

	Progynist
	47
	23
	20
	90
	26
	60
	4
	342
	298 (87%)


Source: MSE-Project

Impact 

The business operators with Progynist give much attention and priority to their problems with record keeping. All 5 of the operators responded that their record keeping proficiency has uplifted and this has made their financial position to be in a better place. The business operators composed of 4 female (2 production, 1 service and 1 trade) and 1 male (1 service) said that the facilitators have helped and assisted them in creating the awareness of registering sales/costs on daily basis and this has automatically raised their concept of business development. Their idea of control of each financial transactions however small it is has become a continuous and lively action. Here, it is has to be noted that the business owners have come to realize that not only profits increase their level of cash position but also cost reduction in most incidents. One lady operator in retail trade told the consultant that she will present her soft drinks or mineral water if a guest comes to her place; but now after the follow-up by the BDS facilitators she has ceased this habit, and if she needs to invite anyone she will do it outside by paying from her own pocket not from her business. 

The next notable change that has been introduced as a result of BDS intervention is finance. 3 operators 2 female (1 production and 1 trade) and 1 male (1 production) have been assisted by the facilitators to take credit from Meklit micro finance institution. The ladies who are in weaving operation and in retail trade have been beneficiaries of the credit facilities. Both have bought working materials and equipment and upgraded their businesses. Similarly the man who is in shoe making business has also purchased form shoe last (form) and increased his raw material acquisition.  

Increased and enhanced follow-up and assistance by BDS facilitators has enabled 2 female operators in production with more proactive marketing skills. Particularly, a lady who is in food processing business has benefited a lot from the advice and support of the facilitator. The facilitator helped her in making direct contact with consumers of the products like hotels. The training she took in packaging and other similar approaches coupled with her handling of customers has driven and uplifted her business. The other lady is aggressively opening her outlets towards the market with the help of the facilitators. They have made her products to be familiarized with other people in government and public institutions and forced her to provide more products on a credit basis. This has not also increased her sales and market share but her habit of recording and registering her accounts.

BDS support program helps the business operators in settling and resolving different problems and bottlenecks. Lack of production and technical equipment is one and the facilitators have managed a lady in retail business to obtain credit and she purchased necessary equipment for her shop. She bought weighing balance and soft drink holding cases or crates for her shop, with which she now enjoys the fruits she reaped as her sales performance has shown an increase. The operators in this group said BDS services and the support they got is vital and would tell a friend or anyone that the support is important. Here again the operators disclosed that their sales and income have increased and employed more people and purchased additional equipment.

Pro pride

Activities 

Similar services were provided to the micro and small business operators during the 3rd BDS cycle by Pro pride. With its 8 facilitators dispatched, it rendered 269 BDS services of the initially planned 364 support activities for 78 businesses (see table below). Here trade covers the bulk of the businesses with service and production filling the remaining apportionment (for details see BDS report annex 5).

Table 8

       3rd BDS delivery cycle for Pro pride (January to June 2004)

	Organi-zation
	Business operators
	Gender 
	Support 

activities 

by facilitators       

	
	Trade 
	Service 
	Produc-tion 
	Total
	M 
	F
	M/F
	Plan-ned 
	Realized 

	Pro pride
	61


	7
	10
	78
	21
	54
	3
	364
	269 (74%)


Source: MSE-Project

Impact 

The interviewees in this group had similar problems and shortcomings. One of it and the most pressing was lack of premises. Here all the 5 operators pointed out and stressed their desperation for obtaining premises. The facilitators who are energetic and cooperative made the contact and created the link with the officials and let the operators obtain land. The 5 operators 3 are female (2 production and 1 trade) and 2 male (2 trade) are now running their businesses in a proper place. The lady in production activity which is food processing, however, says the new place she obtained is not ideal as was before which was her residence and complains about the sales problems. The same lady complains about other support activities, which is covered in the study in the respective order. The other lady who is in retail business has obtained a selling place, which she is very grateful for the operators, and also another selling shop, which is a container house in an ideal place.

The 2 male business operators who are in trade business appreciate the support and highly praise the facilitators. Their goods or products for sales have increased both in quantity and sales volume. With regard to financial constraints 2 female (1 production and 1 trade) and 2 male (2 trade) have responded positively in that their problems have been solved. The facilitators have paved the road and created the link with the micro finance institutions and enabled the operators to get the credits. The 3 business operators except the lady who is in production have utilized the money in building their premises, purchasing and obtaining the required materials and equipment. The lady operator as mentioned earlier complains about the inappropriateness of the credit because she thinks that the interest paid is too much and the credit structure calls for the formation of 4 or 5 people, which she dislikes. She repeatedly said that the credit should have been on an individual basis as different people have different behavior, style of production, and means of raising money.

2 female operators both in production revealed that their know-how and skill in record keeping has improved. 1 of the ladies is engaged in weaving and has made a tremendous change in her life style. She optimizes and fully exploits the facilitation works. She registers her daily sales and registers her cost streams and work out the net profit or income at the end of the day. It has been observed that this lady, who acquired and inherited the business from her late father, is a hard working and vigorous one. On the other hand the lady business operator who is in food production again is not recording daily sales and cost even though she has been guided and informed of the benefits of such activity. She considers her business too insignificant because of shortage of cash or working capital; she finds it irrelevant to track account of her business transactions. 

Market promotion and business skill improvements have also been accomplished by 4 operators. These operators 2 female (2 production) and 2 male (2 trade) say that their understanding of market has increased and similarly their skills in business promotion has also improved and enhanced. Again the lady facilitators take the praise and compliment forwarded by the operators themselves.

All said that the BDS support is good and important for their businesses. 
3 of the operators said their sales have increased, while 2 pointed out their income has shown a rise and the lady business owner in weaving said she has bought household items and even expended quite a significant amount of money in order to send her sister abroad.

Addis ReMSEDA

Activities
Addis ReMSEDA dispatched 54 facilitators who provided 1 055 different types of support activities for 516 businesses. The realized or actually performed figure is 76% of the initially planned activities. Business operators employed in trade sector are more 236 (46%), when seen against operators occupied in production 174 (34%) and service rendering activities 106 (20%). In terms of gender distribution, male business operators are 280 while women are 229 and 7 businesses are run by both male and female operators. As the table portrays the number of facilitators, operators, support services performed are all high and quite significant as compared with the other public agencies and NGOs (for details see BDS report annex 5).

Table 9

3rd BDS delivery cycle for Addis ReMSEDA (January to June 2004)

	Organi-zation
	Business operators
	Gender 
	Support activities 

by facilitators       

	
	Trade 
	Service 
	Produc-tion 
	Total
	M 
	F
	M/F
	Plan-ned 
	Rea-lized 

	Addis ReMSEDA
	236


	106
	174
	516
	280
	229
	7
	1 385
	1 055 (76%)


Source: MSE-Project

Impact 

The major problems identified and the solutions found are lack of premises, financial constraints, lack of record keeping and problems related with production and technical issues. 

These problems faced by the business operators have been bottlenecks and created major impediments for their work. Of the 4 respondents who said their problems related with premises were solved, 2 are female (1 production and 1 trade), and 2 male (2 production). According to their reply they were facing working and selling premises and could not function their businesses. After BDS support, the facilitators have created the contact and made the link with the respective authorities to provide them with land. One business operator who is engaged in hollow block making said that he was ready to start but his only problem was working place and so he contacted the city administration officials through the facilitator and he was allowed to show a place he knew was vacant. The officials immediately facilitated for him to get the land and now he is carrying out his business on that land. What is amazing is that there is wastewater, which comes downstream through his working area, and he devised a mechanism where he recycles the water and uses it for his hollow block making. This devious approach has made the owner’s business a lucrative one. 

Another lady operator who processes food stuff and a male operator who is engaged in stove making had similar premises problems and now they have been assisted by the sub-city administration. The operators are very grateful for the facilitators because without their support and intervention this could not have been accomplished. The other is a lady operator who is in retail trade business and had no proper working/selling place. After the support and introduction of BDS, the facilitators have helped her obtain land where she has built a decent selling shop. Earlier, she was selling her products on the street where there was no shade or shelter.

Similarly financial constraints had a deterring effect on the businesses. Here the respondents were 3 female (1 production, 1 each in trade and service) 1 male (1 production), and they said that the facilitators have assisted them to make contact with the lending micro finance institutions and have obtained credits. This has made their business more active and enabled them to have a far sight vision for their business development. 

3 business operators, 2 female (1 production and 1 service), and 1 male (1 production), had a low or poor concept of recording and registering their financial transactions. After BDS support they obtained from the facilitators, they have become well aware and conscious of their financial transactions. They have now started to control their sales and cost structures and analyze what steps to take in order to increase their sales or profit margin. It is also interesting to hear from the operators that not only they have developed the idea of saving but also cost reduction. The operators are confident that if the follow-up and support by the facilitators continues, they will be in a much better position. 

Again in this group there is a female business operator who is in service sector (waste disposal), and she with her colleagues was having working materials like waste removal equipment. Here again the facilitator made the arrangement with micro finance institutions and enabled the association to obtain credits and bought the necessary tools and equipment for their service. The operator is happy now because she with her friends is doing good work and attributes this to the facilitator.

Asked what the operators will say if asked by their friends about the BDS support all said they would tell that BDS is important. All said their products, sales and income levels have increased, bought equipment, and created job opportunities for additional workers.

Impact overview for Addis Ababa

The following impact overview is based on the results of the above impact analysis and refers to the indicator of the project purpose: 

"In at least 6 zones of at least 3 Regional States 50% of female and male MSE operators surveyed randomly, state that compared to the end of 2001 their working conditions have improved and indicators such as turnover, income and employment have gone up significantly”.

Table 10

Impact overview /Fulfillment of project indicator for Addis Ababa

	Business operator
	1. better premises, more equipment
	2. more employment
	3. more products and services
	4. more sales
	5. more income
	Working conditions improved

	1. f, p
	
	
	
	1
	1
	1

	2.f, p
	1
	
	1
	
	1
	1

	3. f, p
	
	1
	
	
	
	1

	4. m, t
	
	
	
	1
	
	1

	5. m, t
	
	
	
	1
	
	1

	6. f, s
	
	
	
	
	
	

	7. f, t
	
	
	
	1
	1
	1

	8.f, p
	1
	
	
	
	1
	1

	9.m, s
	
	1
	1
	1
	
	1

	10.f, p
	
	1
	
	1
	1
	1

	11.m, p
	
	1
	
	1
	1
	1

	12.m, p
	
	1
	
	1
	
	1

	13.f, t
	
	
	1
	1
	1
	1

	14.f, p
	
	
	
	
	
	

	15. f, s
	1
	
	
	
	1
	1

	Total 
	3
	5
	3
	9
	8
	13

	%
	20%
	33%
	20%
	60%
	53%
	87%


Source: Survey of the consultant 

f= female; p=production, t=trade, s=service

Tigray ReMSEDA

Activities 

During the 3rd BDS cycle, 10 facilitators were deployed to provide support service for 110 business operators. Of the initially planned activities of 271, the facilitators managed to accomplish 221 support services, which is (82%) (see table below). Here operators who are engaged in service giving take the majority 56 (51%), followed by production and service sectors (for details see BDS report annex 5).

Table 11

3rd BDS delivery cycle for Tigray ReMSEDA (January to June 2004)

	Organi-zation
	Business operators
	Gender 
	Support activities 

by facilitators 

	
	Trade 
	Service 
	Production 
	Total
	M 
	F
	M/F
	Plan-ned 
	Rea-lized 

	Tigray ReMSEDA
	29
	56
	25
	110
	72
	37
	1
	271
	221 (82%)


Source: MSE-Project

Impact 

The major problems addressed through BDS intervention for the 15 business operators in Tigray were record keeping, market, production and technical issues, business skills, finance and premises. These problems as expressed by the operators were serious bottlenecks to their business activities.  

One of the top and serious problems was lack of record keeping. Out of the total 15 interviewees, 12 of them pointed out that record keeping and control of their financial transactions were major limitations to their businesses. The operators did not have the skill of keeping records of each stream of inflow and outflow, and thus were not properly tracking their incomes and costs. 

After BDS support and advice they obtained from the facilitators, they became well aware of their financial transactions. They have now started to control their sales and cost structure and analyze what steps to take in order to increase their profit margins. A majority of them have put themselves and working members of their families on their payroll just like employed wage workers in order to have full perspective of their costs. It is also interesting to listen to the business operators that they have developed the culture of saving as per the advice they got from the BDS facilitators. Some have reduced costs, however, small it is. Of the surveyed 15 operators 9 requested continued support from the facilitators as they would think that they would be better off with BDS. 

The next principal shortcoming that was identified before the BDS support was, marketing. Here the business operators considered themselves that they had a good perception and understanding of marketing skills, but found out that they did not have any. They say the facilitators have made them capture easy and practical techniques, which they could use effectively. The facilitators have attempted to create the awareness and cognition for better and more energetic approaches to marketing. One of these is the business card concept and the other notable change comes with signboard posting. Of these groups of operators, who are 3 male from production, 2 female from trade, 1 male and 1 female from service, about 70% of them have posted sign boards, printed and issued business cards to customers and to the public during exhibitions or trade fairs. These moves have increased the number of customers and increased sales which thus boosted the income of the operators. 

The third notable bottlenecks, which the operators were facing and is thought to be solved as a result of the BDS intervention is production and technical problems. It has been witnessed that the persistent follow-up and continuous support provided by the facilitators in Tigray region particularly in Adigrat town has made a remarkable change in the acquisition of materials and equipment by the operators. A spare parts shop owner bought a computer and started to record and control his stocks with a computerized catalogue system; a video and computer service operator bought a computer with a CD writer facility. A metal workshop owner, a sweater producer, and an operator in mirror making acquired equipment and working tools and a barber increased his barber seats all as a result of intensive and concerted BDS support by the facilitators in Adigrat. Here again the acquisition of the assets and equipment are enhancing and strengthening the operation of the businesses and is thus leading to more sales and improved working conditions. 

BDS intervention is also witnessed as having brought a profound impact in improving the businesses of 4 male operators of whom 2 are engaged in production and 1 each in trade and service. Two female operators and 1 male operator from trade said the BDS support has helped them in securing premises or have submitted request to receive land. 

Working or selling premises is the other important factor that has positive or restraining effect on business development. One of the operators who is from the service sector and is a returnee from Eritrea is thankful that he got a relatively better selling place and is also confident that he will receive land where he will construct modern dairy farm and cattle fattening project. He gives more credit to the facilitator for these achievements. 

On the other hand there are business operators who are undecided to give answers. For example 1 female operator who runs a retail trade business says she is in desperate need of working equipment like weighing balance; a sweater factory owner says that he is not in a position to give positive or negative answers. He says the government must assist in the provision of qualitative and fair priced raw materials and equipment to the micro and small enterprises. Similar answers were obtained for lack of finance and premises. An operator who maintains electrical equipment and two lady business owners in retail trade said they are undecided with regard to this issue.

The third group of operators who are male operators from service sectors forthrightly answered that BDS support has not helped in securing finance and premises. Both operators of whom 1 is a shoe repairman and the other an electrical equipment service provider said they have submitted their applications for land and better working places and yet they have not succeeded in this attempt which they say is seriously hampering their business activities. The latter also has grave problems with regard to taxes. He says he is fade up with tax authorities that impose unbearable tax burdens. 

Asked what the operators will say if asked by their friends about the BDS support all said they would tell that BDS is important. Of the surveyed 15 operators 11 (73%) said their working conditions have improved after the BDS intervention. They said that their products, sales and income levels have increased, bought equipment or built houses, moved to other premises or better working place and created job opportunities for additional workers.

8 business operators claimed that they have bought equipment for their businesses or built houses or moved to better location, 10 had high sales, 
7 increased their income, and 2 business operators asserted that they have created job opportunities.

Table 12

Changes brought by type of business and gender

	Issue
	Trade 
	Service 
	Production 
	Total changes

	Purchase of equipment/premise 
	2 male, 
	2 male, 2 female 
	2 male
	    8

	More  sales 
	1 female,  1 male
	2 male, 3 female
	3 male,
	  10

	Increased  income 
	1 female, 
	2 male, 2 female
	2 male
	   7

	More employment 
	  -
	1 male
	1 male
	   2

	Total 
	5
	14
	8
	 27


Source: Survey of the consultant

Probing further into sector against types of change brought about, one can see operators in service sector have made the most, which is 14, to be followed by production and trade sectors respectively (see table above). This can be explained with the fact that the business operators in the service sector have achieved all the 4 types of changes expected from the BDS. The other fact to be considered is that male operators have achieved the majority of activities than the female operators. As the answers are multiple, a single operator can select a single answer or more than three or four answers, and that is why the numbers are large.

Table 13

Impact overview /Fulfillment of project indicator for Tigray

	Business operator
	1. Better premises, more equipment
	2. more employment
	3. more products and services 
	4. more sales
	5. more income
	Working conditions improved 

	1.m,s 
	
	
	
	
	
	

	2. f,s 
	1
	
	1
	  1
	1
	  1

	3. m,t
	1
	
	
	
	
	  1

	4. f,t
	
	
	
	 1
	 1
	  1

	5. m,s
	
	
	
	
	
	

	6.m,s
	1
	
	
	 1
	  1
	   1

	7. f,t 
	
	
	
	
	
	

	8. f,s
	
	
	
	 1
	
	 1

	9. f,t
	
	
	
	
	
	

	10. m,s
	1
	1
	1
	1
	1
	1

	11. m,p
	
	1
	1
	1
	1
	1

	12. m,p
	1
	
	
	1
	
	1

	13, m,t
	1
	
	
	1
	
	1

	14. m,p
	1
	
	1
	1
	1
	1

	15. f,s
	1
	
	
	1
	1
	1

	Total
	8
	2
	4
	10
	7
	11

	%
	53%
	13%
	27%
	67%
	47%
	73%


Source: Survey of the consultant;

m= male; f= female; p=production, t=trade, s=service

Amhara ReMSEIDB 

Activities 

The Amhara ReMSEIDB dispatched 14 facilitators and supported 160 businesses by providing 346 different support activities. This figure indicates an accomplishment of 68% when, compared to the initially planned activities of 511. (See table below). In the region, the majority of businesses are service giving and production with trade taking the last place. (For details see BDS report annex 5).

Table 14

3rd BDS delivery cycle for Amhara ReMSEIDB (January to June 2004)

	Organi-zation
	Business operators
	
	Gender 
	Support activities 

by facilitators       

	
	Trade 
	Service 
	Produ-ction 
	Total
	M 
	F
	M/F
	Plan-ned 
	Rea-lized 

	Amhara ReMSEDA
	26


	68
	66
	160
	100
	56
	4


	511
	346 (68%)


Source: MSE-Project

Impact 

The outcome of the survey and interview of the operators for the impact assessment in the Amhara region, primarily, revealed that BDS follow up and advice by the facilitators has found solutions for marketing problems. Out of the total 7 operators selected and interviewed during the survey from Gondar zonal office of the Amhara ReMSEIDB, 6 of them stressed that their skills and know-how in marketing has greatly improved. These operators classified by their type of businesses were, 3 female from production, 1 female each from trade and service, and 2 male operators from trade, and production. 

In the same manner, BDS intervention has also brought a positive impact on the business skills of 2 operators under consideration. One female and male operators both from trade said that their business skills has made an uplift which they attribute it to hard work and continuous follow up of the facilitator. 

The second major problem that was solved as a result of the BDS follow up was lack of record keeping. Four operators admitted that they have started to use the book to register daily sales, costs and related expenses like purchase of materials and work out the financial turnover of their businesses. These operators who are composed of 2 female from production, 1 female and 1 male from trade affirmed that this system of keeping financial transactions have not only made their savings or income to increase but also reduce costs and unnecessary expenses. In similar circumstances, through BDS intervention the facilitators have supported one operator in seeking solutions with high material costs. The operator who is a female from production has been advised by the facilitator that costly materials purchase of hide/sheep skins is not a good way of becoming successful and thus the operator has ceased buying from such places and started to purchase less costly materials from dependable sources and thus had less costs and could increase income. A single female operator engaged in edible oil processing and selling is very appreciative and thankful about the help, assistance and support she gets from the facilitator. She pointed out an example, in which case the lady had imported used oil pressing machinery, which was unfit and impractical for the intended purpose. Therefore, the facilitator helped the operator to make contact with technical people who found out the root cause of the problem. The facilitator also helped the lady operator to explain to the people in charge of controlling electricity tariff. The bill the operator was expected to pay was too much which was done by mistake and this is achieved as a result of the facilitator, thus costs could be minimized. 

Financial constraints and lack of premises have been the other problems, which were facing the operators. Two female and one male operators from production, and a single female operator from trade said that they had working capital shortage which the facilitator helped them access credit by linking them with micro credit institutions. Correspondingly, a male operator who is in trade business was supported by the facilitator to expand his working premises and add more goods for sale. Even though it is not frequently possible to find remedies for high taxes levied by tax officials, the facilitator from Gondar zonal office of Amhara ReMSEDA, is striving hard to find common solutions to taxes. In this connection, two female from trade said that the facilitator has tried to bring the issue to the tax officials and convince them that the tax that is levied is a burden on the MSEs and need to be reconsidered. Consequently, income situation of the businesses could be stabilized.

The business operators in addition, suggested that through the facilitator and with persistent help and advice from the same lady, the operators have managed to participate in a couple of bazaars, promoted their products and services and increased sales.

Table 15

Changes brought by type of business and gender

	Issue
	Trade 
	  Service 
	Production 
	Total changes

	Purchase of equipment/premise 
	1 female, 
	     - 
	1 male, 
1 female
	    3

	More  sales 
	2 female,
1 male
	1 female
	1 male, 
1 female
	  6

	Increased  income 
	2 female, 
	1 female
	1 female
	   4

	Total 
	6
	2
	5
	 13


Source: Survey of the consultant 

Asked what the operators will say if asked by their friends about the BDS support, all said they would tell that BDS is important. Overall, of the surveyed seven operators, six (86%) said their sales have increased after the BDS intervention. Four operators (57%) said that their income has increased, and three operators disclosed that they have bought equipment or moved to better premises (see table above).

Bahir Dar Chamber of Commerce

There were 3 operators interviewed and visited for the impact study. These operators who are assisted and supported by one facilitator from Bahir Dar Chamber run two household and office furniture and fittings production enterprises and one computer service giving business. 

The 3 operators informed the consultant that their outlook on marketing and business promotion is uplifted. They also disclosed that the chamber organizes workshops and seminars where the business owners and managers get relevant and important information on raw materials selection and acquisition. The facilitator also plays leading role to convince the tax people that seeking to levy high taxes will simply make a stop on the growth and perpetuation of micro and small enterprises. 

Asked what the operators will say if asked by their friends about the BDS support all said they would tell that BDS is important. 

All 3 operators said that the BDS support is very important and expect to observe better working conditions and improved service delivery, and one of them who is in production sector mentioned that he has moved to a better working place despite the fact that he pays too much house rent, bought equipment for his work and employed two people. 

Amhara Women Entrepreneurs Association (AWEA)

Activities

The facilitators of the Amhara Women Entrepreneurs Association supported 40 women business operators by providing 87 different types of support services. This is 69% of the initially planned 126 activities. Of the total 40 businesses, 17 are from production, 13 from trade and 10 from service giving sectors (for details see BDS report annex 5).

Impact 

As the name AWEA implies, all the businesses are run and operated by women. Out of the 5 enterprises selected for the assessment, all are in trade business with the exception of one, which is a cafeteria. All 5 operators appreciate the three facilitators deployed from the association and marked that their marketing skills and know-how in record keeping has improved. The operators are keen to modernize their businesses and attract customers by providing competitive prices and better services. The four operators who are engaged in trade business underlined the importance and vitality of their participation on two bazaars in Gondar and Bahir Dar. Their exposure and presence at the bazaar has brought a positive change in marketing, raw material acquisition, sales and overall improvement of their businesses. The operators are used to recording of their sales and costs and determine their net earnings at the end of the day or the month. This pattern of keeping track of business environment has made the operators to reduce costs and increase savings.

Asked what they would say to a friend about the BDS support all five said they would tell friends that BDS support is very important. As a result of the BDS support, the sales of the 5 operators and the income of 4 operators have increased and a single operator has managed to employ 3 additional labor force.  

Impact overview for Amhara region

Table 16 

Impact overview /  Fulfillment indicators/ for Amhara

	Business operators
	1. Better premises, more equipment
	2. More employment
	3. More  prodcuts and services 
	4.More sales
	5. More income
	Working conditions improved

	1. m, p
	   -
	    -
	    -
	    -
	   -
	   -

	2. m,p 
	1
	  1
	-
	-
	-
	  1

	3. f, s 
	 -
	  -
	    -
	   -
	   -
	  -

	4. f, t
	-
	-
	-
	  1
	   -
	  1

	5. f, s
	-
	  1
	   1
	  1
	  1
	  1

	6. f, t 
	-
	-
	-
	  1
	  1
	  1

	7. f, t 
	-
	-
	-
	  1
	  1
	  1

	8. f, t 
	-
	-
	   1
	 1
	  1
	  1

	9. m, t
	-
	  1
	-
	 1
	-
	  1

	10. f,s 
	 -
	-
	  1
	 1
	  1
	  1

	11. f, t
	-
	-
	  1
	 1
	  1
	  1

	12. m, p
	   1
	  1
	-
	 1
	 -
	  1

	13. f, p
	   1
	  1
	  1
	 1
	  1
	  1

	14. f, p
	  -
	  -
	 -
	  -
	  -
	 -

	15. f, t
	   1
	-
	-
	 1
	  1
	  1

	Total
	   4
	  5
	   5
	11
	  8
	12

	  %
	 27%
	33%
	  33%
	73%
	 53%
	 80%


Source: Survey of the consultant; 

m= male; f= female; p=production, t=trade, s=service

Total findings on Business Development Services (BDS) for 3 Regions:

1. better premises, more equipment 
15/45 = 33%

2. more employment  


12/45 = 27%

3. more products and services 

12/45 = 27%

4. more sales  



30/45 = 67%

5. more income  



23/45 = 51%

______________________________________________

Working conditions improved 

36/45 = 80%

3.3
Organizational Development (OD)

3.3.1
Methodology and sample study

A questionnaire, which had six pertinent issues with regard to the folder and its method of application, was prepared. It was planned that it will be judicious and rational if the questionnaire was to be filled by facilitators who have first hand experience on the folder and heads or coordinators of the BDS facilitation programme. Accordingly, facilitators, coordinators and heads of MSEs promotional institutions from Addis ReMSEDA, Progynist, Pro pride, Tigray ReMSEDA, Mekele Chamber of Commerce, AMSEDB and its zonal office in Gondar, Bahir Dar Chamber of Commerce and Amhara Women’s Entrepreneurs Association (AWEA) were selected. On top of issuing the questionnaire, visits were made so as to ask if the folder method had helped to give better services to the operators and check how it was filled and see if any shortcomings are observed.

The questionnaire for Addis was filled by the facilitators and coordinators of the BDS program from Addis ReMSEDA, Progynist and Pro pride. In Tigray, the head of Tigray Micro and Small Enterprises Development Agency and responsible people for in the BDS program and those accustomed with the folder method were thought the right people to fill the questionnaire. However, the head of the agency did not complete the folder and thus sent to one of the facilitators who finalized it. The consultant also approached one of the facilitators who has a good working relationship on BDS follow up with operators and who is prudent and active in completing and using the folder. An expert/facilitator from Mekelle Chamber finalized the folder. In Amhara region, the head of AMSEDIB and a facilitator from the zonal office of Gondar filled the questionnaire. The head of AWEA and the facilitator from Bahir Dar Chamber of Commerce also completed the questionnaire. 

3.3.2
Activities

Organizational Development / Capacity Building is one of the areas of the GTZ-MSE Development Programme’s intervention along with its BDS and MSE-Networks facilitation aimed at strengthening the capacity of Partner Organizations (POs). Along with the implementation of the BDS programs which up to now have gone for three consecutive cycles, the “Folder Method” for Organizational Development has been practiced by Partner Organizations to help them organize and present themselves better and provide efficient services.

The Folder Method for organizational development requires one to have the following particulars and documents to be included in an office folder:

· Mission and objectives of the organization/institution;

· Fields of intervention and services;

· Leaflets or presentation brochure;

· 5-month action plans for your activities and services to operators;

· Records on service to operators;

· 5-month activities reports;

· Job description of each of the experts;

· What kind of services am I able to provide and what are the needs in skill upgrading (to be filled by the experts themselves);

· List of partner organizations in your region and (facilitating agencies, BDS providers, training centers, micro finance and finance institutions, entrepreneurial associations) and services;

· Statistics and sector studies of your region.

If the folder has been successfully filled, then we can conclude that the institution is up to date with its documentation and activities. But if some items are missing (e.g., services to operators achieved) we then realize that those activities or services have not been achieved and must be improved.

During the first BDS delivery cycle, 12 partner organizations had been provided with the folder and 7 organizations, namely, FeMSEDA, Addis Ababa Trade and Industry and Tourism Bureau, Amhara ReMSEDA, Tigray ReMSEDA, Propride, Bahir Dar Chamber and Southern Regions TITB had adopted the Folder Method and made use of it in organizing their activities. During the second BDS delivery cycle four additional partner organizations, namely, Gonder Chamber of Commerce, Amhara Women Entrepreneurs Association, Tigray Women Entrepreneurs Association, and Gasha MFI implemented the folder method. Ethiopian National Association of the Blind (ENAB), Ethiopian Federation of People with Disabilities, Women Aid Ethiopia, and Mekele Chamber of Commerce have come on board in the third cycle.  

As observed by the project staff during various working visits to partner organizations, currently 15 partner organizations are implementing the folder method.  

All partner organizations that have adopted the “folder method” have indicated that the method has made them better organized, structured and initiated them to deliver focused services, as it would clearly show their clients and the services they need. It would also help them to truck success or achievements when planned activities are well done. On the contrary, the folder shows the gap when some services are not delivered, thus acting as a self-controller and alerting instrument for better achievement. In sum, the folder method besides helping our partners for self-organization, it has been also serving them as presentation map for visitors as partners and donors. While the folders are filled, the project staffs undertake continuous follow up visits in order to help partner institutions improve their documents, activities, and services. 

The impact of the Folder Method for organizational development in improving the internal organization of partners and eventually in channeling services to MSE operators has been analyzed by the impact study on project activities undertaken by a local consultant, in July 2003. Accordingly, the study has vividly showed that the project’s Organizational Development (OD) activities for partner organizations have registered good results with the NGOs, Tigray and Addis ReMSEDAs while those that did not regularly follow up their BDS activities did not show progress in the organizational development. 

The following partner organizations have so far successfully implemented the “Folder Method”:

Addis Ababa

FeMSEDA; Addis Ababa ReMSEDA; Propride; Addis Ababa Chamber of Commerce; Progynist; Gasha Micro-Finance; Ethiopian National Association of the Blind (ENAB; Ethiopian Federation of Peoples with Disabilities; Women Aid Ethiopia (WAE)

Amhara

Amhara ReMSEIDB; Bahir Dar Chamber of Commerce; Amhara Women Entrepreneurs Association; Dessie Chamber of Commerce; Gondar Chamber of Commerce

Tigray

Tigray ReMSEDA; Tigray Women Entrepreneurs Association; Mekelle Chamber of Commerce.

3.3.3
Impact 

Addis ReMSEDA

Asked what the folder is good for, the facilitator from the ReMSEDA and heads of the MSE units said that it enables anyone to have the understanding and perception of MSE activities and roles with detailed analysis and therefore it is self-explanatory and does not need further elaboration. Inquired if they have encountered any problem in implementing the folder method, one of the facilitators from Addis Ketema sub-city said yes he has, and this was due to paucity of data and information which do not readily be available. The other one from Lideta sub-city said no and did not face any problem with it.

Both facilitators said the folder method really helped them to give better services to the operators. It has devised them a mechanism to approach the operators, realize their problems, and work out a solution for these. Asked what benefits they got, the respondents said it has been used as a presentation map to visitors from outside and enabled the organization to have better planning and effective management. Asked what changes they would propose if the folder is to be perfect, one of the facilitator said that no change is required while the other one said that BDS unit/section be separated and placed as a distinct part in the folder.

Other capacity building support received

With regard to the last question, training, experience sharing or exchange and study tours have been the major benefits Addis ReMSEDA employees or facilitators obtained from MSE Project.  

Pro pride

The coordinator responded that the folder is good: -

· for proper documentation

· to access information easily about the operators 

· to help achieve planned action.

The coordinator said they (including the facilitators) had problems in implementing the folder method. And asked what these are, he said in order to fill and utilize the folder, those involved must have a good command of the English language.  

Inquired if the folder has really helped to give better services, the response was yes. And what he meant by this was that the method has broadened and diversified the number and quality of activities provided to the operators. 

Asked what other benefits from the folder method they got: -

· presentation to visitors

· better planning and effective management.

Other capacity building support received

If there are benefits that were secured from the MSE Pro which contributed for the organizational development, the coordinator said apart from a 5-day training for a single facilitator during the 2nd cycle, nothing has been secured. 

Progynist

According to the coordinator the folder is good for in that it helps in organizing their work. The coordinator said they (including the facilitators) have not encountered any problem in implementing the folder. Inquired if the folder method has really helped in giving better services to the operators the response was yes; and said that the folder has enabled them to actively gather data and vital information and thus such documents have revitalized their overall working efficiency and performance . 

Presentation to visitors and better planning and effective management are the benefits that they have gained from the folder method as per the responses of the coordinator. 

For the folder method to be perfect, the coordinator said that the 5-month action plan should be broken down to weekly plans. In addition, she said that instead of the folder simple handy formats are good to take care of.

Other capacity building support received

If there are benefits that were secured from MSE Pro which contributed for the organizational development, the coordinator said training, experience exchange, network support, web page and information services and expert assistance are the ones prominent which need to be mentioned.

Tigray ReMSEDA and Mekelle Chamber of Commerce

After filling the first question, which asks the names of the organization and the interviewee, the second question is; “What, in your opinion, is the folder good for?” The head of ReMSEDA answered that:

· The folder is good to present the tasks of the organization as well as to organize it properly.

· It is good for data handling and fast delivery of services to customers.

The person from Mekelle chamber of commerce answered that it is good because it helps to show all the activities achieved by the chamber to information users (outsiders). He also stated that the folder is good because it helps in clearly defining and planning future tasks. 

The third question was, “Did you encounter any problem when implementing the folder method?” The head of ReMSEDA replied “no”. The facilitator however, said “yes”. And she explained that the responsibility should not lie on one person/facilitator alone. It needs the participation and willingness of the other staff. Therefore she proposes that to complete the folder and implement it successfully, all facilitators must have the awareness of its importance and obligation to exhaustively complete it and particularly the head of the Agency has to see that this is properly done and implemented. In fact, she hinted that as every piece of information is made available to the head, he should be the one to take the task of completing and implementing the folder method, and not the other experts.  

With regard to this question, the person from Mekele chamber answered, “yes”. He said that there is shortage of time as all works and duties are shouldered by very few personnel. Therefore, his problem in implementing the folder method is mainly inadequate human resource to execute it in the desired manner.

The fourth question was, “Did the folder method really help you to give better services to the operators?” The head of the ReMSEDA said, “yes”. It has to be noted here that after saying “yes”, to the question, the head of the ReMSEDA said he is not well aware of this issue, and sent the questionnaire to one of the facilitators so that the remaining questions will be completed. She attempted to reply to the question and said, she will provide better services when looking at the impact assessment. The other facilitator was undecided.

The response from Mekelle chamber was, “yes”. He explained further that the folder really helps in that it makes his job smooth and easy to do. He cited the situation analysis, the served operators as examples to substantiate his positive thinking towards the folder.

The fifth question was, “What other benefits from the folder method have you got?” The facilitator assigned by the head of the Agency chose, “presentation to visitors”, and “better planning and effective management”. The other facilitator only answered “presentation to visitors”. The person from Mekelle chamber selected, “presentation to visitors and better planning and effective management”.

The sixth question was, “For the folder to be perfect, what changes would you propose?” The facilitator assigned by the head of the ReMSEDA responded that she has no comment on this and the folder as it is now is perfect. The other facilitator replied that the folder has to be filled and completed by the head of the Agency or department heads or by the facilitator who is assigned for daily service giving. The response from the chamber was, for the folder to be perfect, it needs to include business plan of the operators and successful entrepreneurs who were beneficiaries of BDS. 

Other capacity building support received

The last question in the questionnaire was, “What other benefits did you secure from the MSE project support that contributed for your organizational development?” Here there are multiple answers and the facilitator assigned by the head picked training, experience exchange and study tours services and webpage and information services. The other expert/facilitator selected equipment/materials, training, experience exchange and study tours services, network support and webpage and information services. The person from Mekelle chamber chose, equipment/materials, training, experience exchange and study tours services, network support, webpage and information services, expert assistance and funds for events.

He also supplemented his responses on the benefits his organization secured like technical and financial supports to enhance the method of giving services to the MSEs in particular and the business community in general. And he also mentioned of requests for special service provision for selected entrepreneurs for capacity building of the MSEs from EU.

Amhara ReMSEIDB, Gondar zonal office, Bahir Dar Chamber of Commerce and Amhara Women Entrepreneurs Association 

What, in your opinion, is the folder good for?” The bureau head of the Amhara Micro and Small Enterprise and Industry Development said that the folder is good because it has enabled them to keep track of their achievements and organize their interventions as well. The head of Amahra Women Entrepreneurs Association (AWEA) did not respond to the question. The facilitator from Gondar MSEID zonal office said that the folder is very important to plan and execute tasks for the growth and development of micro and small enterprises. The facilitator from Bahir Dar Chamber of Commerce answered that the folder is good because it helps in organizing the activities to be performed to support the business community and is also important for documentation purposes. 

The third question was, “Did you encounter any problem when implementing the folder method?” The head of AMSEIDB replied “no”. The head of Amhara Women Entrepreneurs Association (AWEA) and the facilitators from Gondar MSEIDB and Bahir Dar Chamber as well answered “no”. 
The fourth question was,  “Did the folder method really help you to give better services to the operators?” The head of AMSEDIB answered “yes”. He further explained saying that the folder helped the bureau to strengthen, improve, and focus on their key services. The head of Amhara Women Entrepreneurs Association (AWEA), responded “yes”. She explained that the folder method has made it easy to intensify their BDS intervention and follow up. The facilitator from Gondar MSEID office responded “yes”. She elaborated her opinion by saying that the folder method helped her to give better services to the operators. She underlined that the information and data available in the folder has enabled her to better organize and deliver business support services to the operators that are captured with in the on-going BDS program. The facilitator from Bahir Dar Chamber also said that the folder method helped them give better services as it serves as a guiding tool and integrated system to perform duties and discharge responsibilities. 

The fifth question was, “What other benefits from the folder method have you got?” Here there were three answers from which to choose, “presentation to visitors”, “better planning and effective management” and “others, specify”. Accordingly, the head of AMSEDIB selected the first two answers; these are “presentation to visitors” and “better planning and effective management”.  The head of AWEA also picked “presentation to visitors” and “better planning and effective management” Similarly, the facilitator from Gondar AMSEDIB office selected the above two answers and refined her remarks by saying that the folder is an instrument which helps to present well prepared reports within a short period of time. Likewise, the facilitator from chamber chose the above two and ticked the third one, “others, specify”, but did not give any explanation.

The sixth question was, “For the folder to be perfect, what changes would you propose?” The head of AMSEDIB did not propose any change except that he requested for an upgrading training to the staff on the folder method. The head of AWEA and the two facilitators from Gondar MSEID office and Bahir Dar Chamber had no additional proposal for the folder to be modified. 

Other capacity building support received

The last question in the questionnaire was, “What other benefits did you secure from the MSE project that contributed for your organizational development?” Here there are multiple answers and the head of AMSEDIB picked equipment/materials, training, experience exchange and study tours services, network support, webpage and information services as well as expert assistance. The head of AWEA picked training and expert assistance from the listed choices. The facilitator from Gondar AMSEDIB office selected training, webpage and information services, and included visits, advice and promotional works for MSEs. The facilitator from Bahir Dar Chamber also chose equipment/materials, training, experience exchange and study tour services, network support, webpage and information services, expert assistance, and funds for events.

3.4
Networking

3.4.1
Methodology and sample study

The study is done on the basis of a questionnaire prepared to be filled by those who frequently attend network meetings and have close and active participation with the National Network Forum. Accordingly, the questionnaire was handed out to the head of information department from FeMSEDA, heads of Addis and Tigray ReMSEDA, head of the Amhara MSEIDB, and Planning and Programming head of Addis Chamber, the secretary of Bahir Dar Chamber of Commerce, and an expert from Mekelle Chamber of Commerce. 

3.4.2
Activities achieved
The following activities are included under the term networking:

· Support the Ethiopian Business Development Services Network (EBDSN);

· Provide Information through the BDS Internet Portal; 

· Discuss important issues through experience exchange days;

· Communication on regional levels;

· Participate on the Private Sector Donor Network (PSD).

Objectives of networking

The main objective of the MSE-Pro in its network promotion among MSE support institutions in Ethiopia is to coordinate efforts, enable information exchange among stakeholders, avoid duplication in program/project planning and implementation and create a synergetic effect to positively impact on the Ethiopian MSE sector.

Ethiopian Business Development Services Network (EBDSN)

The idea for setting networking among MSE support institutions in Ethiopia was realized when the first national network establishment workshop was held in the premises of FeMSEDA in December 2000. Since 2000 to 2004 six network meetings with about 30 members have been held and discussed on various issues (for details see annex 9).

BDS Internet Portal

With the support of the GTZ-MSE Development Program, a web page www.bds-ethiopia.net  dedicated to the national network has been operational since July 2002. 

The web page provides vital information and services to donors, MSE promotional institutions, network partners and the general public. The web page is updated every six months and is given by CD to those partners that have no access to the Internet. Presently, 9 booklets published by the Network in collaboration with the MSE-Development project are put into the library of the EBDSN web page. The booklets are also printed in hard copies and are under sale through the known bookstores like MEGA and Addis Ababa University (for details see annex 9). 

Experience exchange days

Experience exchange days are organized after each BDS cycle. The purpose is to let facilitators appraise the pros and cons of the previous cycle and prepare themselves to the upcoming BDS intervention. On top of this, facilitators learn from the good practices of their colleagues and take the knowledge home in order to apply for the next cycle. So far 3 BDS experience exchange workshops have been conducted. 

Communication on regional levels

Regional networks were initiated in Tigray, Amhara and Addis Ababa based on a study by a local consultant in November 2001. Members of each regional network went up to 35. In all the regional networks two meetings were held. So far two regional network meetings have been carried out and the members discussed the need for networking, elected steering committees in which case the chair institution is the ReMSEDA of the respective regions (for details see annex 9).

Donors Network

There are a number of donor programs in Ethiopia that work in MSE promotion in particular and private sector development (PSD) at large. To mention few, World Bank, EU, UNIDO, ILO, GTZ-MSE, USAID, SNV Netherlands work in either MSE promotion or PSD. As it appears now all work in isolation, though they base their plans and program interventions on government policies and priorities. Due to the absence of donors’ network in the areas of MSE promotional interventions, duplications, crowding out, resource misuse and wrong targeting are prevalent (for details see annex 9).

Encountered Problems

Like any start-up, the various networks of MSE support institutions have encountered certain problems, which would presumably be handled in the process. Among the problems and challenges faced in the MSE support networks in Ethiopia the following could be cited. Most problems mentioned below are rather more relevant to regional networks since the national network and the donors’ network enjoy more success than problems. 

· Tendency to do networking for networking instead of focusing on enabling members to give better services to entrepreneurs;

· Inexperienced network coordinators;

· Financial contributions for running network events still pending;

· Activities were planned in the networking meeting, but later not supported by some of the network members;

· Responsibilities not sufficiently defined;

· Co-ordination between the different members of the network was insufficient.

Effects of the on-going networks

The various networks working in MSE development have proved important on grounds of coordinating efforts to positively influence institutional interventions in the development of the Ethiopian MSE sector. Had the networks not been initiated, MSE promotional institutions would have exerted less impacting and sometimes competing efforts in their drive for MSE promotion. Among the achieved results from the on-going networks, the following can be cited:

· Better knowledge about activities of other players in the MSE sector;

· Duplications being averted;

· Policy issues of common interest are being discussed;

· Information exchange relevant for MSE promotion started among stakeholders;

· Joint activities and cost sharing taking way in the areas of training, web page development and advertising and BDS facilitation (e.g. UNIDO/GTZ-MSE collaboration);

· Experience exchange visits among network members;

· Advocacy in favour of private sector development enhanced;

· Better linkages with other entities, staff gets to know other sector specialists and becomes acquainted with other ideas;

· Better contacts between private and public specialists;

· Discussions on relevant issues (such as insufficient loan conditions, missing premises, non-transparent tax system and others).

3.4.3
Impact 

Addis ReMSEDA, FeMSEDA and Addis Chamber

Addis ReMSEDA

The head of Addis ReMSEDA was the one who filled the questionnaire; and as per his answer with regard to the 2nd question which asks if the agency has used the web page based BDS information for advice to the operators; and the answer was “no”. Inquired if the Agency has used the BDS formats for operators, for example in accounting and business formats, etc; the head said “yes”. Question number 4 inquires if they transfer knowledge of the BDS brochures to the operators and the answer was “yes”. The head said that the operators appreciate this information which is placed under number 5. He also said that the networking has helped to give better services to the operators and he cited example like evaluation, training, and experience sharing. Number 7 points whether the Network Forum has helped to capture some experiences on MSE promotion, and the response was “yes”. Asked to give examples, the head mentioned the booklets, training, experience sharing, and visits to Ghana. The last question proposed in the questionnaire was if public or private support institutions regularly communicate in their region in order to coordinate services; and the answer is “yes”. He again shortly cited examples like, MSE council, Women Entrepreneurs Association, chamber and Micro Enterprises Forum.

FeMSEDA 

The questionnaire was filled by head of information services, and as per his answer with regard to the 2nd question which states if the Agency has used the web page based BDS information for advice to the operators; and the answer was “yes”. Since the question guides the respondent to give examples, he said he uses the Virtual Library, Lessons Learnt, and data on Micro finance. 

Inquired if their Agency has used the BDS formats for operators, for example in accounting and business formats, etc; the head said “yes”. Question number 4 inquires if they transfer knowledge of the BDS brochures to the operators and the answer was “yes”. The head did not answer under question number 5. 

He said the networking helped them to give better services to the operators; and asked to give examples he said their BDS trainers use the BDS format and related brochures for their work. Asked if the Network Forum helped them in capturing some experiences for MSE promotion; the answer was “yes” and asked to give examples; he mentioned Ghana’s experience.

The last question proposed in the questionnaire was if public or private support institutions regularly communicate in their region in order to coordinate services; and the answer is “yes” and said but it can be refined so that resources can better be utilized.

Addis Ababa Chamber of Commerce

The question was filled by the head of planning and programming and with regard to the question if they have used the web page based BDS information for advice to operators the answer was “partially” he further added his views that his institution has benefited in how to write business plan and how to prepare project profile. Inquired if his institution has used the BDS formats for operators, for example in accounting and business formats, etc; the head said “partially”. For question number 4 which asks if they have transferred knowledge of the BDS brochures to the operators, the answer was “no”. The next question which inquires if the operators appreciate this information, the answer was “undecided”. The respondent answered number 6, which stresses that if the networking has helped to give better services in the affirmative. By way of giving example, he said that it reduces duplication of works. The availability of some important information on BDS web page enables the chamber to concentrate on more specific areas that assist to promote businesses.

Asked if the Network Forum helped them in capturing some experiences for MSE promotion; the answer was “yes” and asked to give examples; he said the forum will bring the stakeholders together to share common experience among themselves, like how to solve taxation and finance problems that hinder the development of MSEs and so on.

The last question in the questionnaire was if public or private support institutions regularly communicate in their region in order to coordinate services; and the answer is “yes” and said there is one which is known as “the Public Private Partnership Dialogue Forum” under the Ministry of Trade and Industry.

Tigray ReMSEDA and Mekelle Chamber of Commerce

Both the ReMSEDA and the Mekelle Chamber of Commerce replied affirmatively when asked if they are using the web page-based information for advice to the operators. The head of the ReMSEDA explained by saying that his organization uses the formats for the operators’ service by printing them from the web page. The person from Mekelle chamber said, his organization uses the business plan preparation and accounting manuals as well as other helpful information from the web page for providing services to MSEs. The other question forwarded to the two respondents was whether they use the BDS formats for operators. The response from both institutions was positive. The person from chamber said that even though the experts from the chamber use the formats, operators are not well aware of its existence.

The fourth question was, “Did you transfer knowledge of the BDS brochures to the operators?” Both respondents answered, “yes”.

The fifth question was, “Do you think, the operators appreciate this information?” Both responses were, “yes”. The person from Mekelle chamber said, however, it takes some time to assess the effect on the operators, but currently he said, it is appreciated.

The sixth question was “Does the networking help you to give better services to the operators?” Both answered, “yes”. The respondent from the ReMSEDA said, “It helps to discuss cross country issues of MSEs (for example, tax and finance problems), and propose solutions. This is in effect a promotional activity”. The response from the chamber was that the knowledge secured from network members’ discussions enables them to deliver improved BDS to chamber members. 

The seventh question shown in the questionnaire was, “Does the Network Forum help you capture some experience for MSE promotion? Both people replied, “yes”. The head of the Agency further explained that, the joint meetings and discussions among the stakeholders would help to pinpoint problems and seek solutions which each network member implements after he gets back from every network forum dialogue. The Forum also helps to invite important people from institutions like tax administration and finance departments for elaboration of pertinent government rules and regulations. These approaches enable the stakeholders and the business community to further make lobbying endeavors in the final analysis. The response from the chamber was that the Forum is good because it encourages participants to share their experiences in giving BDS, and discuss on problems encountered and find joint solutions.

The last question proposed in the network questionnaire was, “Do public and private support institutions regularly communicate in your region in order to coordinate services?” Both respondents answered, ”yes”. The head of the Agency said, this is done by way of the council meeting. In the council meeting, members from private, GOs, and NGOs (those who work closely with MSEs) are represented and forward opinions with the view to achieving concerted and coordinated service delivery methods for MSE operators.
Amhara ReMSEIDB and Bahir Dar Chamber of Commerce

The second question, which asks, “Did you use the web page based information for advice to operators?” Both the head of Amhara AMSEIDB and the facilitator from the Bahir Dar Chamber answered, “Yes”. Furthermore, the head also added examples like cash book formats, stock control card.

The third question was, “Did you use the BDS formats for operators?” Here it is clarified by stating examples like “accounting and business plan formats”. Again both the head of the bureau and the respondent from the chamber said, “Yes”.

The fourth question was, “Did you transfer knowledge of the BDS brochures to the operators?” Both respondents answered, “Yes”. 

The fifth question was, “Do you think, the operators appreciate this information?” The head of bureau for AMSEID picked “no”. He said that not all operators appreciate the information, only a few of them use it. The respondent from Amhara Chamber of Commerce chose “undecided”.

The sixth question was “Does the networking help you to give better services to the operators?” The head of AMSEIDB answered “yes”. He gave examples and said that, cash book and stock control cards are found to be easy to understand by the trainees. The response from the Chamber was, “yes”. The interviewee said that the Chamber with the help of the established network has managed to improve and rationalize the services it renders to the business community it represents.
The seventh question in the questionnaire was, “Does the Network Forum help you capture some experiences for MSE promotion?” The head of AMSEIDB answered in the affirmative. He said that the Network Forum helped them to acquire experiences on MSE promotion as it facilitates the condition for practical experience sharing, to get information on market, technology, and other business development services. The facilitator from the Chamber said, “Yes” He said that the National Forum has opened the opportunity for them to know more about MSE development; what their problems are, and what should be done to promote them.

The last question addressed in the questionnaire was, “Do public and private support institutions regularly communicate in your region in order to coordinate services?” Both the head of the AMSEIDB and the facilitator from chamber of commerce answered “no”.

3.5
Support to private BDS-providers

3.5.1
Methodology and sample study

As in the earlier cases, two private BDS providers each from Addis, Tigray and Amhara were selected randomly and asked questions from the questionnaire prepared for this purpose. The selected private BDS providers are BcAD Management and Jethro Management Consultancy Services from Addis, Yaine Hair Dressing Training Center and DANAET Agency from Tigray and Link-Net Media Promotion and Advertisement PLC and ZMT from Amhara region. 

BcAD Management is a private BDS providing firm which focuses on training and consultancy in entrepreneurship development and business management and Jethro Management Consultancy Services is private BDS provider which renders CEFE training services to MSEs. One of the private BDS providers is a firm called DANAET which gives brokerage services in employment, houses and machinery to the community, while the other one is an enterprise which gives services and training in hair dressing, cosmetics and decorations. Link-Net Media Promotion and Advertisement PLC is a firm, which gives media promotion and advertising services, while the other one, ZMT is a management consulting firm which gives consultancy and training services, notably CEFE, to micro and small enterprises. The international consultant did not meet one of the providers, namely, ZMT, as the owner had traveled to other places to give training while the international expert was in Bahir Dar. Therefore questions # 2 and # 3 are not applicable to ZMT.

3.5.2
Activities

In the first quarter 2004, the needs of 24 private training providers in Amhara, Tigray and Addis were assessed by a local consultant who handed over the report to an international expert to choose 15 of them for further strengthening. The international consultant has scrutinised the problems and the needs of the 15 private training institutions and advised them on business management, product development, marketing and networking and produced a report on May 2004. He has also briefed the project staff on how to follow-up and support these training providers so that they can benefit from the sales of demand-based services to MSEs. The assistance and advice obtained from the consultant are anticipated to enhance, improve and boost the service rendering capability of the providers in the long run.  
3.5.3
Impact 

Addis (BcAD consultancy and Jethro management and consultancy)

The first question that was proposed was, have your problems identified by the local consultant been solved by the international expert support?” Both providers said “yes”. 

The next question under number 2 was, “Have you improved your services after the international expert support?” The owners and managers of the 2 consulting firms answered “yes”. However, owner and manager of BcAD confirmed that the international consultant has helped, if not totally but to a certain degree. The consultant has helped in preparation of proposals, CVs, etc. He has also helped to provide request for equipment assistance from EU. The owner says he always strives to improve his business. He expends quite a lot on personal development. He strives to upgrade himself, (currently working for a post graduate program from the university of Liverpool through the internet), endeavors to improve the skills of those working with him and invests in equipment and facilities necessary for his firm, which he strongly believes that all these will gradually have a positive and remarkable effect on his firm and services he renders. In general, however, what the international consultant helped has not brought significant change, or introduced an improvement in the services, but has helped at least in proposal presentation and CV preparation. 

The owner of Jethro disclosed that after the visit and assistance of the international consultant and based on his recommendations he has made changes in his working styles. Now he constantly visits NGOs, public institutions and the like who are actual or potential customers to his services. He thinks that this could create smooth communication with his firm and expand his working relations. By doing so he can market his firm and his product and promote himself as well.

The 3rd question proposed from the questionnaire was, “Are there other services you got from the MSE Pro?” Here there are choices of answers and one can select multiple choices; therefore both owners and managers of the firms said they have got services like; training, experience exchange, network support, web page and information services and expert assistance. The owner and manager of Jethro also hinted that his firm has obtained advocacy services. The owner and manger of BcAD gives more emphasis and underlines the value and importance of the assistance he got for his webpage and information services from MSE Pro. He reaffirms the fact that through these services, his firms’ reputation and name has flourished. He also says the services, information and cooperation that he gets is invaluable and attaches great importance.

The 4th question was, “Have those services improved your service quality, diversity and market?” The respondents said “yes”, the assistance provided to them have improved their services and diversity.

The last question proposed was “Are those services helping you to stabilize/improve your income?” The response from both respondents was, ‘yes”. However, they pointed out that their income has not shown a rise or an improvement when the survey was undertaken, but were optimist that the services and expertise assistance they secured will help in stabilizing/improving their income.

Tigray region 
(DANAET brokerage and Yaine Hair Dressing Training Center)

The answers and responses obtained from the private BDS providers of DANAET Brokerage Agency and Yaine Hair Dressing Training Center is presented below.

“Have your problems identified by the local consultant been solved by the international expert support?” Here both BDS providers answered “yes”.

“Have you improved your services after the international expert support?” Both respondents answered “yes”. The owner and manager of DANAET disclosed that after the visit and recommendations of the international consultant, he has made certain changes. For example, the consultant had advised owner of DANAET to consider changing the location of the business as it is not an ideal site to attract customers. The owner has accordingly moved to a place on the main road where he is better positioned and is accessible to his service consumers. In the same manner, the manager of Yaine Hair Dressing Training Center said that he has followed the comments of the consultant and acted accordingly. He cited one of these measures, was to contact training seekers and explain about their office. So he went to women associations, Red Cross and has gained positive replies. He also underlined other advises his center got, which is promoting price reductions; if 5 customers approach to services on payment, one will be served freely. The manager also revealed there are some of the recommendations like diversified services which indicate that the center is to introduce physical fitness exercises, sauna bath, and the like. However, the manager says this is a costly and expensive project which he including the owner think is not to be financed by themselves, and seek the support of donor institutions, like the one recently requested from EU.

“Are there other services you got from the MSE project?” The owner and manager of DANAET said that MSE project has been cooperative and helpful in the promotion of his service. He pointed out that his firm has secured services like experience exchange, network support, web pages and information services, expert assistance, advocacy, counseling and advisory services from the MSE project. Similarly, the owner of Yaine Hair Dressing Training Center said that she has secured such supports like network, webpage and information services, expert assistance and counseling and advisory services. The owner repeatedly thanked the MSE project for its dedication and invaluable assistance she got and is grateful for the assistance. She also recalls the proposal the project office presented to the EU and she gives high priority to its importance in transforming her business environment.

“Have those services improved your services in quality and diversity or your market?” The owner and manger of DANAET responded that he thinks he has upgraded and improved his services as a result of the input that was acquired from the international consultant. One of these, he points out is that besides his moving to another more appropriate place for his business, he has introduced the idea of registering and recording the names of the customers, their job and addresses and store them for a quick reference when the right and suitable people fit for the job are sought and found.  

Therefore, he has the belief that his services have improved in quality and diversity. The lady of Yaine said that the issues that were discussed earlier like network support, web page services, etc have a profound effect on her business and so she thinks that her services have improved both in quality and diversity. 

“Are those services helping you to stabilize/improve your income?” Both respondents said “yes”. The manager of DANAET says the commencement of the use of Webpage information and brochures is recent (it was about 15 or 20 days since the launch), and so he said he is doubtful to say that the services and support he got from MSE-pro and the consultant have helped him to stabilize or improve his income. He however, is certain that it will bring about a significant change/improvement to his business. He indicated that the demand for the services he renders are rising and so he needs to focus more on training his people; he anticipates the support of the project office and other donors to realize his plans in this connection.. 

Both private BDS providers appreciate the role that is played by the MSE- project. They have found the advice and recommendations given by the international consultant valuable. Both have started to implement what the consultant proposed. They seem to have given utmost importance to some of the points. One of it is that the consultant advised one of the two BDS providers to move his place of contact to a convenient one, and he did that within a short time. The other one is the ladies hair dressing center; again the consultant advised them to knock on the doors of organizations and institutions which intend to subsidize the cost for skills training. Accordingly, the manager contacted certain institutions and had promising discussions. 

The private BDS providers pointed out that their firms have secured services like experience exchange, network support, web pages and information services, expert assistance, advocacy, counseling and advisory services from the MSE project. The project proposal forwarded to EU through MSE-pro has uplifted the moral and determination of the BDS providers. Hence, it is felt that the expertise support which have been acquired, improved the service quality and diversity of the providers. 

With respect to improvement or stabilization of income, it can safely be concluded that the facilities (services) obtained have a direct positive effect. However one of the providers stated that the time the services are secured is so recent and hence it needs some more time to fully realize the expected changes that are linked to the delivered expert services through the MSE project. The other BDS provider, on the other hand, says that her income has increased.

Amhara region 
(Link-Net Media Promotion and Advertisement PLC and ZMT)

“Have your problems identified by the local consultant been solved by the international expert support?” The general manager of Link-Net Media Promotion and Advertisement answered “yes”.

“Have you improved your services after the international expert support?” Again the mentioned respondent answered “yes”. The owner and manager of Link-Net Media Promotion disclosed that after the visit and recommendations of the international consultant, he has made certain changes. For example, the consultant advised him to make contacts and arrange appointments with clients and users of his services. The other issue the consultant discussed was the identification of new and viable services. As a result the owner has made some progress in this line. He has started to take registration of the requests made and services given to customers. The general manger also said that some of the recommendations given by the international consultant are of very great significance to his business and need be implemented. However, he mentioned that there are some drawbacks which hinder his moves like shortage of facilities to give training in editorial works and stressed the need for assistance in capacity building.

“Are there other services you got from the MSE project?” The general manager of Link-Net said that event though the time from which services from the MSE project were acquired is short; his firm has obtained web pages and information services as well as expert assistance. Similarly, the interviewee from ZMT said that despite the fact that his firm has not been a direct beneficiary of the program held for counseling and advisory services by the international consultant, in other occasions his firm has received training, network support, webpage and information services, expert assistance and counseling and advisory services. 

“Have those services improved, your services in quality and diversity or your market?” The general manger of Link-Net responded that he thinks his firm’s services have improved in quality and diversity after the advice and counseling of the international consultant. The person from ZMT consulting firm said his firm’s services have improved in market share. 

Are those services helping you to stabilize/improve your income?” Both respondents said “no”. They said no, because their income has not shown any stabilization/improvement when the survey was undertaken since the duration between the services they secured and the survey conducted is too short. However, the private BDS providers are hopeful that the assistance of the international consultant and the services obtained from MS-Pro will improve/stabilize their income in the near future.

4.
Fulfillment of Indicators

The planning and implementation of the "Micro and Small Enterprises Development Project" is based on its Plan of Operation. The Plan of Operation includes the:

· Overall goal

· Project purpose

· Expected results

· Activities to be implemented

· Indicators measuring the achievement and impact of the project intervention.

In order to assess, on which level the project has been successfully implemented, the fulfillment of the indicators is analyzed as follows. For the impact indicators, the analysis is based on the findings of the present impact study. For the activity monitoring indicators, the project produced an indicator folder available at the project office with all documents referring to each of the indicators.

Project Purpose:

"MSEs benefit from improvements of the macro-economic and regulatory framework and from the offer of multifarious BDS by public, private and commercial providers."

Indicator of the project purpose:

"In at least 6 zones of at least 3 Regional States 50% of female and male MSE operators surveyed randomly, state that compared to the end of 2001 their working conditions have improved and indicators such as turnover, income and employment have gone up significantly."

The indicator of the project purpose is an impact indicator. This was the subject of the present impact study. The results are the following. 

Business Development Services (BDS): The impact of BDS services, other than CEFE, such as training, counseling, information delivery, marketing support, linking to service providers like financing institutions, etc. is that:

· 27% managed to increase the products and services they supply to the market.

· 51% of the surveyed business operators enjoyed more income. 

· 27% generated more employment. 

CEFE entrepreneurship training: As regards the impact of CEFE training provided to start-ups by partner organizations, the impact study depicts that: 

· 63% of the CEFE start-up participants started their business and are self-employed after taking the CEFE training (see annex 3 / CEFE table 5: sample survey of 106 start-ups contacted in 2003). 
· CEFE training provided to existing businesses has resolved market problems of 60% of the surveyed MSEs.

· 67% of the business owners managed to improve or stabilize their income, due to CEFE training. 

Result 1:

"Public and private partner organizations (POs) in selected Regional States have improved their management and do networking."

Indicator 1.1:

"In 3 Regional States MSE promotion strategies are developed and implemented by joint and co-coordinated efforts of public, private and commercial organizations before January 2004."

MSE Development Strategies are already formulated by the ReMSEDAs of the three partner regions namely, Tigray Amhara and Addis Ababa with expertise input of the project. All ReMSEDAs are actively implementing their regional MSE development strategies with the support of MTI, FeMSEDA and the MSE Project (strategy papers see project indicators folder).

Indicator 1.2:

"Partner Organizations (POs) meet regularly at national and regional level and co-ordinate their services from 2002 onwards."

POs are regularly meeting through the already established National MSE Network Forum in order to co-ordinate their activities, play an advocacy role and exchange best practices and experiences. From 2000 to 2004 six national network meetings have been held with the following issues:

· Objectives of networking;

· Establishment of Regional Micro and Small Enterprises Development Agencies (ReMSEDAs);

· Activity reports of the network members;

· Publishing a newsletter for the network members (FeMSEDA);

· Organize follow-up of Business Development Services (BDS);

· Publishing a network webpage;

· Problems of the Ethiopian taxation system vis-à-vis the MSE sector;

· Problems of access of MSEs to financial services;

· Experience exchange with MSE Development in Ghana.

The about 33 members of the network are public institutions, city chambers of commerce, business associations, international donors and projects, the micro-finance network AEMFI and private consultants (detailed list of members see in the networking report of the annexes).

Network members on regional level found it more convenient to resort to experience exchange meetings and frequent need-based communications rather than proceeding with a formal network forum which was otherwise less flexible. Thus, both public and private MSE promotional and micro financing institutions continued to exchange information and good practices and they joined hands to commonly perform functions like trade fair organization, cooperation in BDS, advocacy and planning of MSE development initiatives.

Indicator 1.3:

"At least 3 POs in each Regional State have effective management and viable business plans at the project’s ending."

With frequent training and advisory support, most POs have now been able to produce viable business plans for MSE development. Addis ReMSEDA has designed a long-term plan to develop such sub-sectors like textiles, food, wood and metals, construction and municipal services. Amhara ReMSEDA has a plan to support MSE operators working in the food, textile, wood and metals, and tourism sectors. Similar plans are also prepared by Tigray ReMSEDA including a plan to establish a business incubation centre and an industrial estate. Gonder, Mekele and Addis chambers as well as Amhara Women Entrepreneurs association are having better management and effective plans to address their members’ needs. NGOs like Propride and Progynist in Addis are improving their management and are pursuing better BDS delivery with the knowledge and backstopping services they get from the MSE project. All Partner Organisations use the "Folder method" suggested by the project to organise their planning, monitoring and reporting (Instruction to the "Folder method" see report on Organisational Development in the annexes of this study).
Result 2:

"FeMSEDA’s capacity to provide relevant services to regional organizations is enhanced."

Indicator 2.1:

"Income raised through the sale of services to regional organizations increases by 50% annually."
FeMSEDA has improved its working relationship with regional MSE support institutions through the services that it provides. It delivers training, counselling and information services to ReMSEDAs and emerging regions. In the reporting period FeMSEDA organised ToTs for a total of 203 persons coming from ReMSEDAs and other MSE support NGOs in the areas of garment making, CEFE, grass roots management and women entrepreneurship development. Regarding direct training to MSE operators and BDS facilitators, FeMSEDA has trained 429 people from Addis and the regions. FeMSEDA is also assisting regions that do not yet have a MSE Information and Service Delivery Centre (ISDC) to establish one. 

The income of FeMSEDA from the sale of services to regional organisations has increased consistently from 2001-2004. However, the rate at which income from sales has grown is rather mixed compared to what is put in the indicator (50% increase every year). Compared to 2001 income has grown by 89% in 2002 for the activities promoted by the MSE Development project. In absolute terms the income generated by FeMSEDA from sales of services in 2001 was birr 35,490 while in 2002 it was birr 67,004. The income secured in 2003 was birr 71,770. Compared to 2002 the income for 2003 has increased by merely 7.1%. The rate of increase was positive but declining, which is a development which could realistically be expected. 

Instead, we would argue that the indicator which assumes a 50% increase every year is not fully realistic. It is easy to achieve a 50 % increase from a lower income base but as income increases and the base for comparison is raising, it becomes unrealistic to expect a 50% increase (for more details see statistics of FeMSEDA income from sales of products and services in the project indicators folder).

Indicator 2.2:

"FeMSEDA’s information Center fully satisfies its clients by answering their requests."

FeMSEDA's information department has enhanced the delivery of its services to MSE support institutions. With the support of the MSE Project, FeMSEDA provides advisory services to the regions for the establishment of information and service delivery centres. It has also increased its stock of MSE related information through the supply of books and electronic documents that were supplied by the project. FeMSEDA has organised the national network workshop as well as an awareness creation meeting for network members and emerging regions. Newsletters are issued by FeMSEDA to network members. ReMSEDAs and other institutions frequently visit the documentation centre of FeMSEDA. Every three months FeMSEDA meets with all ReMSEDAs and other stakeholders to discuss issues of policy and promotion of relevance to the MSE sector. The MSE project has contributed to the mentioned forum by holding a presentation on its BDS delivery approach at a meeting in Awassa during this reporting period (list of library visitors and information services given see project indicators folder).

Indicator 2.3:

"Before January 2003 at least 2 additional products/services are developed, tested, and offered."

FeMSEDA already delivers more than two additional products, i.e., CEFE ToT, BDS, Community Empowerment, Grass Roots Management, Basic Business Skills, and Garment making ToT to ReMSEDAs; and improved weaving technology for traditional weavers that are covered by the BDS program of the MSE Project.
Result 3:

Capacity of public, private and commercial service providers to deliver services that are demanded and paid for by clients is strengthened.

Indicator 3.1:

"In each of 3 Regional States 15 public, private and commercial service providers (PPCSPs) are functional at project’s ending to deliver services that are demanded and paid for to female and male MSE clients."

a)  Three BDS cycles have been implemented in the actual project phase. 1 913 business owners (51% female) have been served and 4 219 support activities to businesses have been realised. The overall performance of the last BDS cycle was 76% of the planned target (more details see BDS activity report in the annexes). 

48 MSE development agencies and BDS providers have been involved in BDS delivery and CEFE training for business operators and start-ups. The institutions involved were Tigray, Amhara, Addis ReMSEDAs and seven NGOs, i.e., Propride and Progynist, the Bahir Dar Chamber, private training providers and consultants. (detailed list of partners see list in the annexes).

The impact of the support to private BDS-providers was subject of this impact study (see questionnaire in annexes). 

Support activities like training, access to finance, technology, raw materials, market and premises, taxation intervention, linkages, association formation and advocacy, etc. were provided by the facilitators and other providers. In order to strengthen the BDS provision capacity of POs, various training measures were taken. In light of this, 250 facilitators of Addis ReMSEDA, 25 persons from the NGOs-MSE Development Forum, 22 from Gasha Micro Finance Institution, 9 from Amhara Women Entrepreneurs Association and 20 credit follow-up officers of the Commercial Bank of Ethiopia were given training on "Needs Assessment and BDS Delivery Methodology" by the project. Besides, 49 facilitators from all POs received training on enterprise analysis, marketing and finance by an international trainer in order to upgrade their BDS facilitation skills. 

b) Paid business development services were promoted by a number of activities: An international consultant organised a training workshop on cost sharing for 19 persons, mostly heads of institutions, to enable them to design cost sharing modalities when providing services to MSEs. In the first quarter 2004, the needs of 24 private training providers in Amhara, Tigray and Addis were assessed by a local consultant who handed over the report to an international expert to choose 15 of them for further strengthening. The international consultant has scrutinised the problems and the needs of the 15 private training institutions and advised them on business management, product development, marketing and networking. He has also briefed the project staff on how to follow-up and support these training providers so that they can benefit from the sales of demand-based services to MSEs. 

The impact of this support was subject of the present impact study (see chapter for BDS providers above):

· All BDS providers of the sample improved their business in terms of better services to their clients. 

· 33% could improve their income.

c)  As a third activity, the project and its partners have published 9 booklets relevant for BDS providers, which are now under sales in Mega book store and the University bookshop in Addis and through ReMSEDAs and other interested parties. The Ethiopian Chamber of Commerce actually is printing more booklets on its own initiative. Book Depot Addis also prepares the printing of all booklets by its own. These booklets serve as guiding toolkits in business planning, trade fair organisation, marketing, tender participation, accessing finance from banks and MFIs, association building, start your business etc. The first edition of 500 copies each is already sold. The second edition is to be printed in August 2004.

As a result of the above-mentioned activities, the number of service providers with paid BDS services has increased and hence the realization of a BDS market.

Result 4:

"Effective impact monitoring developed and implemented sustainable."

Indicator 4.1:

"Impact M+E system operational and in use by 10/03."

The M+E system consists of activity monitoring and of impact monitoring and evaluation. While activity monitoring is done permanently by the project staff, impact evaluation is done periodically once a year by an external consultant.

The M+E system in the project is operational as it has a folder for day-to-day monitoring of its activities related to BDS, OD, Networking and CEFE. Activity monitoring reports are produced in the four mentioned areas of intervention. (see annexes of this study).

For impact monitoring the project had assigned a local consultant who carried out two impact studies. 

Conclusion: The findings of the activity monitoring reports and the impact study are discussed by the project staff and recommendations taken into account. The impact M+E system is operational and in use.

Indicator 4.2:

"Continuous impact monitoring provide a base for Advisory Board members to take strategic decisions as to planned project activities."

Activity monitoring reports and two impact monitoring studies done by a local consultant have been handed over to the advisory board and discussed so that it can use it as a basis for strategic decisions.

5.
Recommendations

5.1
CEFE entrepreneurship training

· Devise a mechanism in which CEFE ToT is delivered in Amharic for those ToT takers with lower academic background (e.g. with 12th grade or 12+2 levels).

· Make need assessment on Zonal and Woreda levels, and expand the outreach of CEFE training to start-ups and business owners.

· Similarly duplicate the above for facilitators as well.

· Training needs to be tailored. It should suit the specific target groups. Training Needs Assessment (TNA) should be made before embarking on training programs. 

· Conduct periodic post training assessment. 

· When CEFE training is conducted, the complete training materials should be available. Some training centers lack quite a number of the materials and give their inadequate budget as an excuse.

· CEFE trainers of ToTs need to be experienced and should be those who passed different ToT stages, like upgrading and coaching.

· In cases when training seekers or training subsidizers do not pay fees to trainers, partner organizations like ReMSEDAs should make a habit of paying per diems, transport fees, etc associated with the training.

· Advise partner organizations to provide credits after the training and not before the training. Most of those trainees who were provided with credit before CEFE training ended up without any cash to start businesses as they squandered the money.

· Limit the number of trainees and frequency of training as well. 

· Conduct post training monitoring and periodic impact assessment. 

5.2
Business Development Services (BDS)

· Recruit young, talented and vigorous people as facilitators. Reward and give incentives to those who performed outstanding achievements. 

· Introduce payment standard when employing BDS facilitators and instill performance-based incentives. 

· Provide additional transport payments and facilities like, motor cycles, rain coats, etc. 

· Build and broaden the knowledge horizon of the facilitators by giving them updated courses and bringing them together for experience exchange.

· Choose partner organizations that really give priority to BDS and give no other assignments to the BDS facilitators.

· BDS has to be considered as a major task in all institutions alike. Hence, remove other workloads from those facilitators who are carrying out up to 10 different tasks and let them focus on BDS only.

· Improve and standardize the BDS evaluation technique. A clear-cut set of criteria needs to be applied for thoroughly evaluating the performances.

· Widen and broaden the horizon of the facilitators by giving updated courses and carrying out common discussions.

· Give persistent directives and carry out experience sharing in order to solve major impediments – for example logistical problems in executing BDS like non availability of stationery materials. In some instances, it has been observed that some NGOs and public institutions even though they can afford to provide a computer, a camera, etc; they are reluctant to purchase stationery.

· Deploy talented, young and outgoing facilitators to some areas where the operators are not open and frank due to lack of information or because they are illiterate. And take into consideration that the operators in some cases think that facilitators are from the tax authority  which makes them unwilling to provide any information. 

· Instill communication and networking among facilitators, coordinators and heads of government bodies so as to enable them to respond to the BDS needs of operators and carry out effective BDS cycles.

· Equip facilitators at least with basic stationery materials like paper, pen, markers, soft boards, etc in executing their tasks. 

5.3
Organizational Development (OD)

· Assign well-educated experts to assist facilitators in filling the folders in English, as they serve as presentation maps to visitors, particularly foreigners from NGOs or donor organizations. Though, the facilitators were advised in the previous Impact M+E assessment to complete their folders in English, most of them are still filling the folders in Amharic.

· Establish a system/technique where all folders are to be filled in English, and when the situation does not allow the English language to be used, then the facilitators can alternatively fill them in Amharic.

· Organize awareness creating meetings or workshops for exchange of experience and good practice on organizational development and the “folder method”.

5.4
Networking

· Make steady national network meetings and hold communication on regional level. 

· Disseminate data and information services and update these on WebPages.

· Conduct or exercise post evaluation or assess impact of the conducted network meetings.

· Make frequent exchange of opinion on the utilization of services like the web page- based BDS information and BDS brochures to the operators. 

· Carry out meetings of National forum where the major stakeholders can exchange ideas and share opinions to develop better working strategies. Invite members of the MSE development council and ask them to develop suggestions to remedy problems s related to taxation, finance and working premises.
· Create linkages among private BDS providers with interrelationships between them and TVET. 
5.5
Private BDS-providers

· Secure government commitment to facilitate an enabling environment for private BDS providers and link them with donors like the EU or the World Bank for assistance in product design and development as well as training and Research and Development. 

· Government institutions like FeMSEDA, that provide training services, have to refrain from crowding out private-for-profit BDS providers through highly subsidized training services.  
· Create awareness among MSE operators and support institutions on the importance of accessing BDS services and CEFE training.
· Disseminate new ideas and approaches to BDS providers. Here CEFE training and introduction to BDS will have a paramount effect. Provide assistance in the use of the Internet or the CD ROM containing the EBDSN web page; and also coach them to use information like BDS formats of and manuals for accounting and business plan. 
· Create the awareness that the market for BDS services and CEFE training needs to be strengthened and give due consideration and utmost importance for this approach.
· Notify private BDS providers of the newly published booklets, brochures, catalogues, etc, so that they will purchase them on time.

· Conduct on-the-job training in order to strengthen the service provision capacity of such private BDS providers.

Annexes

Terms of Reference for the impact study 
CEFE:

CEFE-Questionnaires for impact 

Table: Start-ups who created a business after the training

Business Development Services (BDS):

BDS-Questionnaires for impact 

Organisational Development (OD):

OD-Questionnaire for impact 

Networking:

Network-Questionnaire for impact

Private BDS Providers:

BDS provider-Questionnaire for impact

Terms of Reference

for a local consultant for Impact Monitoring 
study on the MSE Project Interventions

Introduction

The Ethio-German Micro and Small Enterprises (MSEs) Development Programme has started to implement activities planned for the third phase since October 2001. The main areas of intervention are CEFE training, BDS facilitation, Organisational Development (OD) and Networking. 

As the project has conducted a number of CEFE TOT courses and since trainers in partner institutions have carried out quite a lot of CEFE training for start-ups and existing businesses, it is worth measuring the impact of CEFE on those who underwent the training. In the area of BDS, OD and Networking as well, a lot of activities have been conducted since the 1st impact study in February, 2003. Besides, some support has been provided to private training providers in the partner regions. Thus, the interventions in all these fields need to be assessed in order to measure the impact achieved both at partner institutions and MSE operators’ levels. 

The impact assessment would therefore, be undertaken by a local consultant on the basis of selected samples in all the 4 fields of intervention starting mid July 2004. This study is expected to address all indicators i.e. project purpose and results indicators with sufficient scope and clarity. The study covers partner organisations and operators served in three regions namely, Tigray, Amhara and Addis Ababa.

Objective

The main objective of this study is to assess the impact of the MSE project interventions through CEFE, BDS, OD, Networking and support to private training providers on the performance of partner organisations and the MSEs served by the supported partner institutions in Addis, Tigray and Amhara.

Scope of the study

The consultant assesses the impact of CEFE, BDS, OD, Networking and the support given to private training providers on the performance of the partner institutions as well as the MSE operators served. The consultant uses the attached questionnaires in carrying out the impact study. Indicators of project purpose and results will have to be addressed by the study. The distribution of the sample, the regions and the partner organisations to be covered by the impact study are presented as follows.

1.  CEFE

Start-ups
   Existing businesses
Trainers
Partner/region

    5


5


    2

    Addis

    5


5


    2

    Tigray

    5


5


    2

    Amhara

 (The required questionnaire is attached as annex)

2.  BDS


Sample size


Regions


   5 business operators
Addis ReMSEDA


   5



Progynist


   5



Propride


   5



AMSEIDB (Gonder)


   5



Bahir Dar Chamber


   5



AWEA


 15



Tigray ReMSEDA

(see the attached questionnaire for the purpose)

3.  Organizational Development (OD)

For the Organisational Development measure, the consultant is expected to visit the following institutions:
· Addis ReMSEDA, Progynist, Propride, AMSEIDB, Bahir Dar Chamber, AWEA, Tigray ReMSEDA, Mekele Chamber

 (see questionnaire)

4.  Networking: Seven network member institutions will be taken for the impact study on networking. These are:

· FeMSEDA, Addis ReMSEDA, AMSEIDB, Bahir Dar Chamber, Addis Chamber, Tigray ReMSEDA, Mekele Chamber

 (see questionnaire)

5. Private Training Providers:  Among the private training institutes that the project gave support six would be assessed in Addis, Tigray and Amhara to find out whether they have improved their services after the intervention of the MSE project.

Duration /Time Schedule

The study is a 60 man day assignment and starts on July 15, 2004.

Project Support 

The consultant will be supported by one project officer in the course of undertaking his assignment.  The local staff will support him, among others in connecting him with POs, MSEs and in providing him with relevant available information, etc.

Profile of the Consultant

BA or MA in Economics or Business Management related fields and 10 or more years of experience. Sound knowledge of the MSE sector in Ethiopia and knowledge of M & E 

Questionnaire

CEFE Participants (Start-ups)

Interviewee:......................................   Place, date of interview: ..................................

Name of CEFE participant....................................... male/female...............


year of participation in CEFE training...................

When did you start your business and what type of business?

year .......................

type of business..............................................................,

If your friend would like to start a new business, would you tell him that CEFE training is

O
very important

O
not so important

O
or that you are undecided

Did CEFE training help yourself to develop your business?

O
yes

O
no

O
undecided

If yes, in which way? (multiple answers are possible)

O
strengthened decision to start

O
provided a better project idea

O
provided better entrepreneurial know-how

O
basic business mathematics and financial analysis

O
analyzing business environment

O
marketing

O
business plan

O
production planning

O
organization and management

O
how to handle administrative requirements

O
others, please specify...

Questionnaire

CEFE Participants (existing business)

Interviewee:.........................................   Place, date of interview:..............................

Name of business owner................................................. male/female.................

Type of business........................................................, founded in .....................(year)

What have been the main problems your business faced before the CEFE training?

     (multiple answers are possible)

	O
market problems

O
lack of business skills

O
production/technical problems

O
no qualified staff

O
high (material) costs
	O
lack of finance

O
registration

O
high taxes

O
others, please specify 




Did the CEFE training help you to overcome any of these problems?

     (multiple answers are possible)

	
	helped much
	undecided
	did not help

	market problems
	
	
	

	lack of business skills
	
	
	

	production/technical problems
	
	
	

	no qualified staff
	
	
	

	high (material) costs
	
	
	

	lack of record keeping and cost calculation skills
	
	
	

	registration problems
	
	
	

	high taxes
	
	
	

	others, please specify 
	
	
	


If your friend would like to start a new business, would you tell him that for your 

business CEFE training was


O  important

O  undecided

O  not important

6.
Did CEFE training improve your sales? 

O  yes 

O  no

7.
Did CEFE training improve your income?

O  yes 

O  no

If yes, specify (multiple answers are possible):

O
boosted household expenditure

O
improved equipment

O
increased assets

O
more cash

O
others

8.
Did you employ more staff due to the expansion of your business as a result of 

CEFE?            O  yes 
O  no

If yes, how many? ......

	Follow-up data on CEFE Start-ups (sample)

	No.
	Names of start-ups contacted
	Did they start a new business?

	
	
	Yes
	No

	1
	Tesfaye Alula
	X
	

	2
	Shimeles Tadesse
	X
	

	3
	Alemseged Abebe
	X
	

	4
	Fikresilassie Hailu
	X
	

	5
	Dagnachew Yitateku
	X
	

	6
	Birhanesilassie Getachew
	X
	

	7
	Nega Tegegn
	X
	

	8
	Tesfu Mesfin
	X
	

	9
	Wondimagegn Debotch
	X
	

	10
	Deribe Gebre
	X
	

	11
	Genet Bekuretsion
	X
	

	12
	Meseret Alemayehu
	X
	

	13
	Tigist Mekonnen
	X
	

	14
	Aster Shibru
	X
	

	15
	Birtukan Mekonnen
	X
	

	16
	Addis Mekonnen
	X
	

	17
	Tseganesh Siyoum
	X
	

	18
	Tayech Getachew
	X
	

	19
	Marishet Legesse
	X
	

	20
	Emebet Tadesse
	X
	

	21
	Berhane Belihu
	X
	

	22
	Daniel Bekele
	X
	

	23
	Desalegn Negash
	X
	

	24
	Emebet Debebe
	X
	

	25
	Emebet Tafesse
	X
	

	26
	Ephram Bewnet
	X
	

	27
	Fasil Assefa
	X
	

	28
	Melesse Getahun
	X
	

	29
	Musema Shifa
	X
	

	30
	Solomon Girma
	X
	

	31
	Tikdem Asmelash
	X
	

	32
	Yasin Abdela
	X
	

	33
	Ibrahim Mohammed
	
	X

	34
	Miraf Melaku
	
	X

	35
	Ezra Tofik
	
	X

	36
	Dereje Tadele
	
	X

	37
	Bire Hailu
	
	X

	38
	Enatnesh Belay
	
	X

	39
	Aselefech Abebe
	
	X

	40
	Elizabeth Abebe
	
	X

	41
	Tigist Endale
	
	X

	42
	Etenesh Atnaf
	
	X

	43
	Saba Tesfaye
	
	X

	44
	Asrat Fikre
	
	X

	45
	Belainesh Gebre
	
	X

	46
	Genet Ketema
	
	X

	47
	Mengistu Tsegaw
	X
	

	48
	Adamu Tarekegne
	X
	

	49
	Serkalem Alemu
	X
	

	50
	Abaynesh Mulugeta
	X
	

	51
	Sinidu Alemu
	X
	


	52
	Zelekech Yiune
	X
	

	53
	Agere Abate
	X
	

	54
	Kassie Nebere
	X
	

	55
	Wale Defaru
	X
	

	56
	Nigru Adissu
	
	X

	57
	Tigist aychiluhim
	
	X

	58
	Enyat Tsega
	
	X

	59
	Tiruwork Kasahun
	
	X

	60
	Fikre Bere
	
	X

	61
	Yesewzer Mekonnen
	
	X

	62
	Serkalem Wondimu
	
	X

	63
	Feleke Ageze
	
	X

	64
	Tarekegne Ahmed
	
	X

	65
	Melkie Zumra
	
	X

	66
	Nuru Belay
	
	X

	67
	Aberash Tedla G/Medhin
	X
	

	68
	Letemeskel Berhe Paulos
	X
	

	69
	Letekidan Gidey Teklay
	X
	

	70
	Hadas G/Hiwot Niguse
	X
	

	71
	Almaz G/Kidan Tesfay
	X
	

	72
	Letebirhan T/Mariam Hagos
	X
	

	73
	Nigisti H/Selassie Hagos
	X
	

	74
	Hirut H/Mariam Gezahegn
	X
	

	75
	Atsede Gebru Tensae
	X
	

	76
	Alemtsehay Kahsay G/Meskel
	X
	

	77
	Regbe Berhane g/Meskel
	X
	

	78
	Letehawaria Mengistu
	X
	

	79
	Haregu Berhe K/Mariam
	X
	

	80
	Esetu Woldu Getahun
	X
	

	81
	Tsega Adane Alemu
	
	X

	82
	Te'am Mezgbe G/Tsadik
	
	X

	83
	Tejey Ye'ebyou Baynesagn
	
	X

	84
	Gezachin Adhana Beyene
	
	X

	85
	Rahel Bimrew Wondimagegn
	
	X

	86
	Aheza Mesfin Ambaye
	
	X

	87
	Tsadkan Hailu Tesfay
	
	X

	88
	Mamit Amdeye Netsre'ab
	
	X

	89
	Eshet G/Tensae Beyene
	
	X

	90
	Belaynesh Adugna
	X
	

	91
	Esetu Woldu
	X
	

	92
	Mebrathu G/Yesus
	X
	

	93
	G/Meskel Woldu
	X
	

	94
	Teklay Mekonnen
	X
	

	95
	G/Tsadik Girmay
	X
	

	96
	W/Gebriel T/Hymanote
	
	X

	97
	Gidey Kahsay
	
	X

	98
	Haile Teka
	
	X

	99
	Ritbey Lijalem
	
	X

	100
	Ameha Abreha
	
	X

	101
	Kassu Reda'ee
	X
	

	102
	Hagos Kassa
	X
	

	103
	Emanuel Tesfaye
	X
	

	104
	Teka Haile
	X
	

	105
	Girma Iyasu
	X
	

	106
	Ataklti
	X
	

	
	Total
	67 (63%) yes
	39 (37%) no


Questionnaire

Business Development Services (BDS)

Interviewee:...........................................   Place, date of interview:...................................

Name of business owner................................................. male/female.................

Type of business........................................................, founded in .....................(year)

What have been the main problems your business faced before our support?

      (multiple answers are possible)

	O  market 

O  business skills

O  production/technical problems

O  lack of record keeping

O  no qualified staff

O  high (material) costs


	O  lack of finance

O  lack of premises

O  registration

O  high taxes

O  others, please specify 




Did our support help you to overcome any of these problems?


 (multiple answers are possible)

	
	helped much
	undecided
	did not help

	market problems
	
	
	

	business skills
	
	
	

	production/technical problems
	
	
	

	lack of record keeping
	
	
	

	no qualified staff
	
	
	

	high (material) costs
	
	
	

	lack of finance
	
	
	

	lack of premises
	
	
	

	Registration problems
	
	
	

	high taxes
	
	
	

	others, please specify 
	
	
	


If your friend would like support, would you tell him that for your business our support was

O
important

O
undecided

O
not important

Did our support improve your (multiple answers are possible):

O
equipment or premises

O
sales

O
income

O
employment; if yes, how many? .........

O
others, please specify

Questionnaire

Organizational Development of Partner Organizations

Interviewee:................................................  Place, date of interview:.............................

Name of the Partner Organization

What, in your opinion, is the folder good for?

Did you encounter any problem when implementing the folder method?

O  yes
   O  no

If yes, what are these problems?

Did the folder method really help you to give better services to the operators?

O
yes

O
undecided

O
no

If yes, please give examples. 

If no, indicate why this happened and point out possible solutions

What other benefits from the folder method have you got? 
(multiple answers are possible)

O
presentation to visitors

O
better planning and effective management

O
others, specify

For the folder to be perfect, what changes would you propose?

7.
What other benefits did you secure from the MSE project support that contributed 

for your organizational development? (multiple answers are possible)

O
equipment / materials

O
training

O
experience exchange and study tours services

O
network support

O
webpage and information services

O
expert assistance

O
funds for events

O
others, specify

O
nothing

Questionnaire

Networking

Interviewee: ...........................................  Place, date of interview:...............................

Name of the Partner Organization

Did you use the web page based BDS information for advice to operators? 

O
yes

O
no

If yes, give examples.

Did you use the BDS formats for operators? 
(accounting and business plan formats, etc.) 

O
yes

O
no

Did you transfer knowledge of the BDS brochures to operators?

O
yes

O
no

Do you think the operators appreciate this information? 

O
yes

O
undecided

O
no

Does the networking help you to give better services to the operators? 

O
yes

O
undecided

O
no

Give examples and explain it.

7.
Does the Network Forum help you capture some experiences for MSE promotion?

O  yes

O  no

If yes, give examples

8.
Do public and private support institutions regularly communicate in your region in 

order to coordinate services?

O  yes

O  no

Questionnaire

Private BDS Providers

Interviewee: ...........................................  Place, date of interview:...............................

Name of Provider ...................................................  male/female ...............................

1.
Have your problems identified by the local consultant been solved by the 

international expert support?

O
yes

O
no

2.
Have you improved your services after the international expert support?

O
yes

O
no

3.
Are there other services you got from the MSE project?
(multiple answers are possible)

O
training

O
experience exchange 

O
network support

O
webpage and information services

O
expert assistance

O
advocacy

O
counselling and advisory services

O
others, specify

O
nothing

4.
Have those services improved
(multiple answers are possible)

O
your service quality and diversity

O
your market 

5.
Are those services helping you to stabilize/improve your income?

O
yes

O
no
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