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Introduction

In order to put Business Development Services (BDS) for micro and small enterprises in Ethiopia into practice, two BDS workshops focussing on assessment of needs of operators, action planning and BDS delivery have been organised by the MSE-Dev't-project and the Amhara ReMSEDA in Bahir Dar from 25-6-02 to 3-7-02 and by the MSE-Dev't project and UNIDO in Addis Ababa the 11-7-02 and the 15/16-7-02.

The objective of the workshops has been to enable participants to put BDS into practice in a first BDS cycle from September to November 2002.

For more details to this report see the following documents:

1. Dieter Gagel: Needs assessment, Action planning and BDS delivery to operators, Addis 2/02

2. Dieter Gagel: Introduction to participatory demand driven BDS (Powerpoint presentation), Bahir Dar 6/02

3. Dieter Gagel: Organisational Development module, Addis 2/02.

These documents are available in the documents download area (library) of the Ethiopian BDS Network webpage www.bds-ethiopia.net 

It would be too long and double work to give in this report an exhaustive outline of BDS and Organisational Development. For more detailed exposition please find the above-mentioned publications on our webpage.

Bahir Dar Workshop

1.
Workshop programme

The workshop programme is based on the alternation of theory and practice and on learning by doing. The participants get trained in their future function as facilitators for BDS, both giving basic support to MSE by themselves and facilitating the intervention of commercial and non-commercial BDS providers and other agencies. After a general introduction to participatory demand driven BDS, participants have been prepared to make visits to operators and carry out talks about their situations, main problems and proposals for solution. After the field experience, participants wrote down the situation analysis overview of 10 local micro and small enterprises and transformed it to a three-month action planning. Practical issues about non-leading interviews, selection of operators and documentation of results have been discussed. After the operators' needs assessment and action planning, participants in working groups listed commercial BDS providers, NGOs, vocational training centres, micro-finance institutions and facilitating agencies in their region. These institutions and organisations should further be involved in the implementation of Business Development Services. The last day has been chosen for to discuss on the topic "Improve Your own Structure (IYS)". Based on the presentation of the Addis ReMSEDA, participants have been introduced how to develop their own organisation in order to improve its presentation, planning, documentation, evaluation and services to operators. (details of the workshop programme see annexes)

2.
Participants

20 people representing FeMSEDA, ReMSEDAs of Amhara, Tigray and Addis Ababa regions, Chambers of Commerce of Bahir Dar, Gondar and Addis, NGOs such as Propride, Acord and MOE and GTZ-MSE-project have participated in the workshop.

(list of participants see annexes)
3.
Workshop implementation

3.1
Preparation of visits to operators in Bahir Dar

Before the beginning of the workshop, the moderator has visited about 11 local operators in Bahir Dar in order to get an idea of the local business structure and main problems. Finally the following enterprises have been chosen for the participants' visits within the workshop exercise:

· Gettu Andarge, Bicycle sales and repair

· Emebet, Almaz, Aleme, Hairdressing for men (run by women operators)

· Axum souvenirs handicraft shop

· Nile Commercial Company furniture enterprise (metal and wood works)

· Damtie Gebeyehu, Furniture enterprise (metal and wood works)

· Melkam Adugna, Tailoring workshop and beauty shop

· Getahun Abebe, Curtain and mats maker

· Tigest Tefera, Firewood saving stove

· Berhane, Jembere, Electrical stove and metal works

· Getachew G. Mariam, Shoe maker

· Haje Adgoi, Bakery

3.2
General introduction to the demand driven participatory BDS approach

The participatory demand driven BDS approach is based on the following principles:

· The operator is the main actor; BDS provider‘s activities are only complementary to the self-help action of the operator.

· Demand driven BDS are based on a regular dialogue without leading questions and prefabricated service proposals but on the operator‘s demand.

· Encourage the operator to express his problems and proposals. 

· BDS should be market oriented in terms of cost sharing and cost recovery of its services if possible.

Steps of implementation are:

Selection of operators:

The selection of operators is not limited on narrow criteria, but depends on the fields of intervention and services provided by the concerned agencies. 

· A women promotion structure should choose women operators.

· On technical and vocational training oriented structures should focus on production and service trades as carpenters, blacksmith, metal workers, bakeries and barbers who need a more profound professional technical training.

· Commercial BDS providers should rather focus on small and medium enterprises that have the financial capacity to pay for BDS and that already developed a real enterprise structure with a more complex production process and an internal division of labour, with needs in management and accounting training, technical and vocational training and business planning. 

· The size of the enterprise should be adapted to the BDS services to be provided. Most of the real micro operators don't have the financial capacity to be served by paid BDS. That does not mean to neglect micro operators, but in the majority they have to be served by non-commercial providers and facilitating structures as NGOs, FeMSEDA, ReMSEDAs and Chambers of Commerce.

Regular visits to operators

After selection, operators should be regularly visited, your concern be introduced and regular talks about their situation and main problems be undertaken. Discussion should be done by non leading questions and in a relaxed atmosphere. The operator should be encouraged to identify himself, his main problems and proposals for solutions. That does not mean that the facilitator later on shouldn't discuss his own observations and opinions. But first we have to get the non-influenced opinion of the operator himself.

Situation analysis and action planning

After the visits and talks to operators, the facilitator should document the data and result in a situation analysis overview. 10 operators for each facilitator for a three month BDS cycle have been recommended. Problems and proposals of operators should be detailed sufficiently to help in getting concrete ideas about further actions and services to be provided. The phrase, "Needs technical training" is too general: What are the main technical problems in his activity, what are the prior issues needed? Example given: "Shoe maker needs new wood models for new shoe models and needs training for this new models." After the situation analysis overview, we transform problems and solutions to the action-planning matrix and into the columns "Self help action of the operator himself" and "Additional support by the BDS provider or facilitator". This action-planning matrix should be agreed with the operators concerned.

Implementation of Business Services Delivery

Once, the action planning is finalised, we should run the implementation phase. The facilitator himself can provide simple advisory as initiating a cashbook or information about loan procedures and some market information. Other, more complex services as technical and vocational training, management training or initiating an advanced accounting system need making contacts to commercial BDS providers, vocational and technical training centres, NGOs and facilitating agencies. The necessary interventions to the municipality, finance institutions and other authorities should be undertaken by the operator himself who can be accompanied be the facilitator. Common problems of operators can be discussed in operator meetings that could develop to operator networks or associations. 

Evaluation and documentation

On the facilitator's level we don't ask for a rather complex M+E system that should be reserved to the development projects and organisations that are paid and adapted to this. But the minimum should be to record services implemented. For this a three-month report according to the three-month BDS cycle is recommended for activities of monitoring. Periodical 6-month operator meetings organised by the facilitating agencies or the MSE-Dev't project can do impact monitoring on higher level.

Communication and Visualisation

Communication: All documents (situation analysis overview, action planning, reports, statistics) should be kept and sent to the MSE project for further distribution to our colleagues and for publishing on the Network webpage in order to share experiences. Yearly meetings of all actors concerned may be also useful to share experiences.

Visualisation: Overviews, planning and results should be published on a well-painted plywood board in one's office in order to have all actual planning present and give visitors an immediate idea of your work.

For more details to BDS see www.bds-ethiopia.net and www.bds-ethiopia.net/bds-components 

3.3
Analysis of needs assessment and action planning in Tunisia

After the general BDS introduction, examples of the Tunisian BDS experience (situation analysis overview and action planning) have been discussed. The Tunisian overview is included in the document 1 mentioned in the introduction above and is available in the library of www.bds-ethiopia.net .

3.4
Practical exercise with operators in Bahir Dar

On the third workshop day participants have been organised in groups (2 participants for one group), interview guidelines have been defined and visits and talks with the operators conducted. After a first run, the situation overview has been written, deficiencies discussed and after a second run of visits to operators modified. The results have been documented in the situation analysis below.

3.5
Writing the situation analysis overview

The data of the situation analysis are not exhaustive and scientific but may give us a picture of each of the enterprises concerned. Even within our first talks to operators we may make observations and get some information about their main problems. In the last column "Problems of and proposals by the operator himself" already are mentioned first ideas about potential self help and additional support that further on is to be transferred into the action planning matrix that includes more detailed and realistic activities to be implemented.

	Situation analysis of selected enterprises in Bahir Dar (7/2002)

	Name / Activity

Place / Equipment
	Products and services
	Supply / Sales /

Clients / Marketing
	Staff /

Business Management
	Cost per month
(Birr)
	Problems identified by the owner himself 
and his proposals of solutions

	1. Haje Adgoi, Bakery
Location: Main road, Keble 04, Tel. 200689

Room dimension 220 m2 (both for production and sales)

Equipment:

Electrical dough machine (40,000 B), 

Firewood baking furnace, snapping machine, tray and shelves
	Products:

Different types of  bread and cakes
	Supply: East Africa Industrial Group in Addis. 

Sometimes shortage of raw materials.

Clients: Tea rooms, hotels, restaurants, households
Marketing: Established and known since 35 years. No advertising, has strategic location along the main road and has signboard.
	Staff:

2 owners (brothers)
4 labourers with education of grade 4 to 6,
2 apprentices paid 2 Birr/day each.

All workers without formal training
Management:

No business plan
No accounting system

No records of cash payments
	Cost

Rent: 105 B

Elect. 204

Water 40

Tel 90

Material 11,340

Salaries 600

Taxes 420

Maintenance 100
	Problems identified by the owner himself:

1.
Over taxation

2.
Lack of management and accounting skills
3.
Market problem

4.
Insufficient work premises

Proposals by the owner himself:

1.
Negotiate with tax authorities for reduced rate

2.
Get training in management and accounting.

3.1
Improve product quality, increase variety of products
3.2
Open branch shops

4.1
Lease more space for shop extension.

4.2
Modernise the baking machines (electrical).



	2. Getachew G/Mariam

Shoe maker 

Location: Along the main road and nearer to a market place

Tel. 200498
Equipment:

1 seaming machine 
1 sewing machine, scissors, accessories, 
5 shoe models, all with low quality
	Products/Services:

Local and traditional shoes and sandals for men and women, 

Selling of imported shoes, 

shoe repairing
	Supply: Leather from Addis leather factory, plastic soles from Addis, local leather from peasants around B. Dar
Sales/clients: 

Households in Bahir Dar and some visitors
Marketing: 

No advertising but parti-cipated on Expo 98 in Bahir Dar. Good location nearby main road.
	Staff:

Owner with 6th grade, has started his job in 1994.

Management:

No bookkeeping.
	Costs:

Rent: 6 B/month (municipality)

Electr. 5 B

Water 5 B

Material 520 B

Total income 655B
	Problems:

1.
Lack of appropriate working premises

2.
Lack of equipment such as compressor for spraying colours, wooden shoe models (m/f) 110 B each, electrical and manual sewing machines 7,000 B.

3.
Lack of training for new models

Proposals:

1.
Prospect strategic location
2.
Look for a credit fund of not less than 5,000 B to buy equipment.

3.
Technical training for models and new techniques.

	3. Axum souvenir and handicraft shop
Shop has several branches in Mekele, Gondar, Addis and Bahir Dar.

Location: Along Mobil road near Ethio Star Hotel

Equipment:

Has Shelves, product displaying departments (boxes)
	Products:

Leather products: 

(Headgear, belts, shoes), 

Wood products: 

(statuettes, sculptures, music instrument) 

Silver products

(rings, necklace, ornaments)

Textile products

 (silk, cotton) 

Ivory
	Supply: Producers in Mekele, silver from other regions, no shortage
Clients: Individuals coming for conferences, tourists, middle men.
Sales: Seasonal, good sales mainly in summer, few clients, 3 middle men
Marketing: Participates on exhibitions and bazaars, has business card, good display, quality products
	Staff:

Owner (12th grade complete) 

2 family members (grade 3 and 10), 

No payment for family members for their work
Management:

No planning,

No accounting and record keeping
	Costs:

Rent: 500 B
Electr. 15 B
Tel. 250 B
Transport 200 B
Promotion 330 B
Material 1,260 B

Income is not clear, no real records
	Problems:

1.
High house rent and small shop.

2.
High participating costs at exhibitions and trade fairs.

3.
Lack of training in management and bookkeeping.

Proposals of the owner himself:

1.
Increasing selling price to cover the high costs.

2.
Fairs participation with smaller stand and arrange products vertically.
3.
 --
Facilitators remark: 

1.
Higher pricing is not a solution. Better to improve marketing, advertising and sales (see action plan).

2.
No proven lack of record keeping and business management skills 

	4. Emebet, Almaz and Aleme, 

(3 women working   together)

Men hair dressing 

Location: Nearby the main road, no signboard, has work premises with 30m2   
Equipment:

Has hair cutting machines, scissors, shaving machine, heater, 3 barber chairs, chairs, table, mirrors, shelves for cosmetics

Shop was initiated with support of the office of Women Affairs
	Services:

Men's hair cutting with varieties of  styles, 

Shaving services.

Also some services to women such as make up, hair curling,  conditioning and  colouring


	Supply:  Working materials were initially from Addis, but now available in Bahir Dar. Spare parts available from local electronic shops. Maintenance by local electronic and welding workshops.

Sales: Only 2-3 clients per day, mainly youth and children.

Marketing: Good shop presentation, serving tea, telling friends and neighbours about services. The cost of putting a signboard along the main road is found costly.
	Staff:

3 young women working in partnership, 12th grade and 10th grade complete.

Skills: Insufficient hair cutting training for 3 month by a local barber.

No accounting,

Insufficient income (working only for daily consumption)
Planning: Wants to change the business next year and diversify services (providing weighing scale service) and change location.
	Costs:

Rent 6.5 B

Electr. 60 B

Water 5 B

Maintenance 8 B

Benefit: income to cover daily consumption costs, (not to be dependent on their families).
	Problems:

1.
Shop is old and lets in flood and rain

2.
Bad location

3.
High monthly payment to  the municipality for the signboard

4.
Cannot afford maintenance cost of some Items.

5.
Lack of sufficient working capital.

6.
Insufficient skill  training in hair dressing

7.
Cultural biases towards women barbers (men hesitating to go to a women barber) 
Proposals by the women themselves:

1.
Change the location. Getting credit.

2.
Upgrading skill training.

	5. Tigist Tefera

Production of energy saving stove 

Tel 206421, Kebele 15
Equipment: 3 form works, cart, plywood, shelves
	Product:

Firewood conserving stove made of cement blocks. 

Appropriate  technology introduced by GTZ-project
	Supply: Red ash is from  local municipality(260B/truck), cement is from local traders   (40 B/sack)

Sales: individual local food producers, bakeries, hotels.
Marketing: Leaflet, small signboard, sales on credit, exhibitions, sales on orders 
	Staff:

Women owner 12th grade complete with training in stove production, 3 female labourers paid 2B per piece.
Management: cash book. She used to plan her daily activities.
	Costs/month:

Rent 100 B

Water 30-40 B

Tel 80-90 B

Personal 2 B per piece

Transport 10 B for cement, red ash transport 260 B
	Problems:

1.
Work place, production and stock at home.

2.
Shortage of capital to produce in bulk and make more sales on credit.
Proposals:

1.
Intervention to municipality to get land.

2.
Credit on convenient term.



	6. Berhanu Jembere

Electric stoves and metal works

Tel 201004, Kebele 4
	Products:

Electric stoves and metal products such as windows, doors, display box, grills.
	Supply: Clay from Addis, angle iron, top plane, aluminium sheets from Bahir Dar

Sales: Clients are members of defence forces, textile factory workers.  

Marketing: Participates in exhibitions, consults organisations and offices
	Staff:

Owner with technical school education, 14 years of experience

3 employees of 10th grade with technical know how through on-the-job training. Working with eye and ear protectors

Management:Bookkeeping exists
	Costs/ month:

Rent 20 B

Electr. 200 B

Tel. 175 B

Munic. tax 50 B

Income tax 90 B

Personnel 700 B

Net profit 1200B
	Problems:

1.
Fluctuating and arbitrarity set of tax rates
2.
Shortage of capital (no collateral to pledge and get credit).
Proposals:
1.
Tax should be on the basis of bookkeeping.

2.
Credit should be granted without collateral on the basis of business profitability.

	7. Gettu Andarge

Bicycle maintenance and sales

Location: 270m2 compound, main road, Tel 201064

Set of bicycle maintenance tools


	Service:

Selling and repairing bicycles
	Supply: Huda Abdulahi Yusuf Import + Export Company in Addis

Sales: Individuals and institutions found locally and in Tigray region 

(Shire, Axum)

no specific marketing practice.
	Staff:

Owner, 5th grade, 5 technicians 5-6th and 12th grade, 6 assistants, guard
Management:

no planning, no cash book
	Cost/month:

no rent

Electr. 120 B
Transport 770 B
Material 90532B
Personnel 2150B
Net profit 4062B
	Problems:

1.
Lack of working premise.

2.
Insufficient working capital

3.
Market competition.
Proposals: 

1.
Obtain premise from municipality with the assistance of ReMSEDA 

2.
Secure Loan from commercial bank.

3.
----

	8. Getahun Abebe, 

Curtain and mat works

Location: Small shop on the main road, 6m2
2 Sewing machines, 2 irons, scissors, table, chairs
	Products:

Curtains, shatters, 
mats
	Supply: Working materials and accessories from Addis

Sales: Institutions, hotels, households on cash basis

Marketing: Samples provided to institutions and hotels. 

Business cards are in use.
	Staff:

Owner is designer and manager, tailor 12th + skill training
Assistant designer: 250B
2 tailors (f) 200B
3 for finishing

Management: Stock control sheet, receipt voucher, Pro forma
	Costs/month:

Rent 400 B

Salaries 450 B

Electr. 150 B

Transport 420 B

Maintenance 60 B
	Problems:

1.
Small shop with high rent

2.
Lack of facilities by local  authorities, lack of support from line ministries.
3.
Insufficient knowledge of bidding procedures.
Proposals:

1.
Applies for premises for shop

2.
----

3.
----

	9. Damtie Gebeyehu, 

Household and Office Furniture

Location: 600 m2 open compound on the main road + show rooms

Equipment/tools:

7 operating machine, saws, cutters, 4 welding machines, 

3 grinders.
	Products:

doors, windows, grills, shelves cabinets and wood products such as  beds, doors, windows, furniture, shelves
	Supply: wood and metal from local market. Has some stock of metal and wood

Sales: individual clients and offices, by order and on the spot.

Marketing: 5 show rooms on the main road


	Staff:

Owner has  8 years experience 

30-40 workers, 5 of them female. Salaries 200, 600-1,000. 

Management:

no accounting system
	Cost/month:

Rent: own working place, show room is from the family
Elect. 200-600 B
Tel. 500-700 B
Salaries 10,000 B
Tax 1,000-1,250 B
Maintenance 4,000 B
	Problems:

1.
No accounting system is applied.

2.
Workers and apprentices are not properly trained.

3.
Bad working conditions in woodworking department (dust and noise). 

Proposals:

1.
Hire bookkeeper

2.
Technical training for workers and apprentices. 

3.
Wants to get production area outside the town and keep show room downtown.

	10. Alemtsehay G/Medihin

Decoration work

Location: Kebele 06

Equipment:

1 Sales counting machine and 4 shelves
	Products/Service

· Sale of flowers and cosmetics 

· car decoration
	Supply: Cosmetics and car decorating items are from suppliers in Addis. 
	Staff: Owner and one lady worker


	Cost/month: 

Rent: 200B

Electricity: 150B
	Problems:

1.
Lack of work premises

2.
High and accumulated tax rate 

3.
Market problem

Proposals:

1.
Look for space to rent

2.
Lobby for reduced tax rate and postponement of the differed amount


3.6
Writing the action plan

The action plan below includes 9 operators with their necessary self-help actions and the additional support of the facilitator or BDS provider according to the main problems mentioned in the second column.

Self help and support activities are not always complex actions but are decisive if the action is adapted to solve the identified problem or not. Activities have been identified in the following fields of intervention:

· Representation of interests (intervention to municipality and other authorities for premises, taxes, tenders and bids and administrative concerns).

· Technical and vocational training.

· Accounting and management training or simple cash book implementation.

· Financial issues as loan application measures and encouraging savings.

· Marketing activities as advertising, brochure publication, photo documentation and information about tender and bid procedures.

· Supply oriented activities through financial measures and information to supply facilities.

The facilitators themselves may give some support; some support needs the intervention of BDS providers and other facilitating agencies.

3.7
Pricing

Basically, certain services identified in the action plan should be given on fee basis. If the facilitator assists the operator to contact the financing institution for a credit demand, for example this contact making and the loan application form are for free. But if the operator is assisted in the loan application procedure (to write the business plan and to fill the loan application form) the assistance should be paid. Also vocational and technical trainings and CEFE courses should be organised on a participation fee depending on the capacity of the operator and in understanding with the training structure. The publishing of leaflets, posters, presentation brochures and photo documentation should recover the production costs. Information about tender procedures are for free, but the tender documents and writing tender offer for the individual should be on cost sharing or cost recovery basis.

Some very rough price recommendations for the first BDS cycle are given in the following list:

Writing a business plan (small version 1 for micro to small operators)
30 - 50 Birr

Writing a business plan (detailed version 2 for small operators)
50 - 100 Birr

Writing a business plan (complex version for small to medium enterprises)
make contact to expert

Writing a tender offer (depends on the offer matter)
100 - 200 Birr

Selling brochures on: tender procedures, 
export-import procedures, participating effectively on fairs and exhibitions etc.)
5-10 Birr

Participation fee on CEFE training (10 days training)
50 - 80 Birr

Participation fee on technical and vocational training (5-10 days training)
30 - 50 Birr

	Action plan for Business Development Services (BDS) in Bahir Dar 7/2002

	Name / Activity
	Problem identified 
by the owner himself
	Proposal of action

	
	
	Self-help initiative of the operator
	Additional support by the BDS provider

	1. Haje Adgoi  

Baker

	1.
Over taxation

2.
Lack of management and accounting

3.
Marketing problem

4.
Insufficient size of work premises
	1.
Negotiate with the tax authorities.

2.
Participate in training of management and accounting.

3.1
Open new sales shops.

3.2
Improve product variety and quality.

3.3 Look for skilled manpower.

3.4
Buy electrical stove.

4.
Lease more land.
	1.
Assist the owner with talks to the tax authorities

2.1
Assist to implement simple accounting         system.

2.2
CEFE training according to his market plan.

3.
Make follow-up and provide advice on market problems.

4.
Assist the owner to negotiate with the administration

	2. Getachew G/Mariam

Shoe maker 
	1.
Lack of appropriate working premises

2.
Lack of equipment such as compressor for spraying colours, wooden shoe models (m/f) 110 B each, electrical and manual sewing machines 7,000 B.

3.
Lack of training on how to develop  new models.

	1.
Improve working shop to attract more customers (shelves, signboard)

2.1
Save money and open savings account

2.2
Calculate amount of fund required for raw materials and tools, do priorities, contact the finance institution, fill the loan application form and secure fund

2.3
Buy most necessary tools according to the set priority

3.
Look for training facilities in new models and use of tools/equipment.
	1.
Assist the owner to improve his shop by contacting carpenters and providing advice on designing.

2.1
Encourage him to save money

2.2
Contact with credit institution, get loan procedures and assist him in filling out loan application forms

2.3
Identify suppliers of tools/machines and provide information on prices.

3.
Identify and contact training centres or private trainers and link him with them.

	3. Axum souvenir and handicraft shop

	1.
High house rent and small shop

2.
High participating costs at exhibitions  and trade fairs

3.
Lack of training in management and bookkeeping.


	1.
Change location with affordable rent and  place

2.1
Publish and disseminate posters and brochures to hotels, offices, conferences, and airport.

2.2
Prepare photos and texts to be put on the  WebPages of  Ethiopian BDS network 

2.3
Contact trade fairs and exhibition promotion agencies and negotiate for reduced participation fee

2.4
Get own tourist guides to bring  tourists to the shop

2.5
Sell through street vendors

2.6
Look for funds to advertise on media
3.
Get business management training (IYB, BBS, CEFE).
	1.1
Assist the owner in search for strategic location 

1.2
Provide information on printing of posters and brochures 

Look for trade fair promotion agencies specific to small-scale operators

Provide information about advertising on TV, radio or local newspapers

3.
Organise business management training.



	4. Emebet, Almaz and Aleme 

Men hair dressing 
	1.
Shop is old and lets in flood and rain

2.
Bad location

3.
High monthly payment to the municipality for  the signboard

4.
Cannot afford maintenance cost of some Items

5.
Lack of sufficient working capital.

6.
 Insufficient skill training in hair dressing

7.
Cultural biases (men hesitating to go to a women barber
	1.
----

2.
Apply to the municipality for other opportunities of securing appropriate location

3.
Dealing with municipality, Women Affairs and others about financing of signboard advertising

4.
----

5.
----

6.
Look for training opportunities in men and women hairdressing

7.
Also engage in women hairdressing.
	1.
----

2.
Assist in contacting the municipality and others for appropriate location

3.
Negotiate with the municipality for tax-free sign board advertisement 

4.
----

5.
----

6.
Identify public or private training institutions and link the operator with them

7.
Advice the operator to have separate saloons for men and women hair dressing.

	5. Tigist Tefera

Production of energy 
saving stoves 


	1.
Work place, production, sales and stock at home

2.
Shortage of capital to produce in bulk and make more sales on credit.


	1.1
Apply to the local municipality for better   location

1.2
Set up a shelter for product exhibition.

1.3
Contact office and project employees to buy her products with improved leaflet

1.4
Advertising her products outside Bahir Dar through photo documentation

1.5
Contact individuals through telephone and person 

1.6
Participate in bazaars and exhibitions

2.
Apply for credit on convenient term to produce on stock and sale on credit.
	1.
Negotiate with municipality to provide the operator with premises

1.2
----

1.3
Help the operator to produce leaflets 

1.4
Help the operator to make Photo documentation

1.5
----

1.6
----

2.
Make contact with micro-finance institution, get procedures and loan formats, assist her to fill loan application forms.

	6. Berhanu Jembere

Electric stoves 
and metal works


	1.
Fluctuating and arbitrarity set of tax rates.
2.
Shortage of working capital due to lack of collateral.


	1.1
Improve cash book and keep separate records of  income and expenditure to show to tax authorities

1.2
Negotiate with tax authorities to charge on the basis of the above records

2.1
Write a business plan

2.2
Open savings account

2.3
Negotiate with bank to get credit on the basis of good business performance in stead of physical collateral

2.4 
Improve workshop presentation.


	1.1
Get information from tax authorities for accounting requirements and assist owner to improve bookkeeping system

1.2
Assist in negotiations with tax authorities for reasonable charge

2.1
Assist operators in writing business plan

2.2
Advise the operator to open a savings account and improve savings

2.3
Make contact with bank, get loan procedures and loan application form, assist in filling them

2.4
Assist in negotiations with bank, invite bank officials to visit operator's business

2.5
Advice on workshop organisation.

	7. Gettu Andarge

Bicycle maintenance 
and sales


	1.
Lack of working premise

2.
Insufficient working capital

3.
Stiff market competition.
	1.
Identify appropriate location from  municipality or private land lords

2.1
Improve savings

2.2
Make contacts with bank for extension of credit.

2.3
Install bookkeeping system according to the requirements of credit institutions.

3.
----
	1.
Facilitate acquisition of land from municipality or from private individuals through use of brokers

2.1
Encourage more savings

2.2
Make contacts to banks, get procedures and loan application forms, assist in filling the loan application forms.

2.3
Assist in implementing standardised record keeping system.

	8. Getahun Abebe, 

Curtain and mat works


	1.
Small shop with high rent

2.
Lack of promotional support from line ministries

3.
Insufficient knowledge of bidding procedures
	1.
Solicit better premise from private individual or apply to government for a plot of land

2.1
Establish good personal contact with influential officials

2.2
Invite promotional institutions to visit work premises 

3.1
Solicit information on bid procedures

3.2
Try to meet  the necessary bid requirements

3.3
Inform Chamber of Commerce to assist in the bidding process

3.4
Try to get all the information necessary to win bids.
	1.
Advise on selection of cost effective and appropriate rental houses

2.1
Assist in the enhancement of negotiation capacity upon talking to officials

2.2 Advice on analysis of production capacity, sales situation and opportunities (business plan)

3.1
Assist in establishing photo documentation and leaflet.

3.2
Provide information on tender procedures 

3.3
Organise workshop on "How to win tenders", in collaboration with the local Chamber of Commerce and other resource persons.

	9. Damtie Gebeyehu, 

Household and Office Furniture production
	1.
No accounting system is applied

2.
Workers and apprentices are not  properly trained

3.
Bad working conditions in woodworking department (dust and noise). 
	1.
Hire skilled person for bookkeeping and to assist in its implementation.

2.
Look for training to enhance the skills of workers and apprentices 

3.
Improve working conditions of workers.
	1.
Assist in selection of a bookkeeper 

2.
Identify training centres and trainers and link training for workers and apprenticeship programme.

3.
Assist to improve working conditions by providing information on safety procedures.

	10. Alemtsehay G/Medihin

Decoration work


	1.
Lack of work premises

2.
High and accumulated tax rate 

3.
Market problem


	1.
Look for rented house with affordable price

2.
Contact Bahir Dar Chamber of Commerce to lobby for tax rate reduction and extension of payment of over due tax

3.
Add more service out lets 
	1.
Advice the operator on selecting premises with good location

2.
Bring all operators with similar tax problems and creat a forum where the operators, the chamber and tax authorities discuss the problem. 

3.
Assist the operator on how to make market assessement before opening other sales outlets.


3.8
Working groups: Listing of BDS providers per region

The implementation phase needs strong collaboration with BDS providers, vocational training centres, financing institutions, NGOs and facilitating agencies. That is why working groups have established regional list of these structures. These lists in a first run include name and address of the provider and general services available. But in the next two months from 7/2002 we will detail this information and get a very functional list of all services available. The first list may be consulted on our webpage www.bds-ethiopia.net (see BDS provider, micro-finance and other structures).

3.9
To do list for BDS implementation per region

A to do list or time table including the preparation and implementation phase and evaluation and documentation period has been carried out by the participant working groups in order to be prepared for the immediate implementation of BDS activities after the workshop (see annexes).

3.10
Distribution of documents

Participants got all necessary formats, the Powerpoint BDS presentation and the basic BDS workshop document on two floppy discs at the end of the workshop. The situation analysis and action planning of Bahir Dar was put onto computer and also distributed. Formats and overview of the Tunisian experiences have been distributed on hardcopy. Business plan format and loan application form on floppy disc. The report will be distributed to all participants.

4.
Next steps to BDS implementation

4.1
Organising the three month BDS cycle from 9-2002 to 11-2002

A three-month BDS cycle from September to November 2002 has been agreed on by all facilitators involved. July/August will be the preparation period, December for evaluation and documentation and the period for the preparation of the next BDS cycle. 

4.1.1
Preparation

For the preparation period of July/August a detailed to do list is in the annexes. Operators (10 for every facilitator) should be selected and identified, visited and the situation analysis and action planning be done. Situation analysis and action plan should be written on the computer and before finalisation be sent to MSE-PRO for recommendations. BDS providers and facilitating agencies should be identified and contacted.

4.1.2
Implementation

Implementation phase is to be run from September to November. Contact operators and BDS providers, organise trainings, and other business services and help to solve the problems identified.

4.1.3
Communication and Visualisation

All final documents should be sent to the MSE-project for the follow-up of the BDS cycle in all regions. Facilitators are expected to hold permanent contact with MSE-PRO and inform in case of problems. Plywood information board with the situation analysis overview, the action plan and other info should be fixed in the facilitators' offices in order to have all activities present and to give visitors an immediate idea about your work.

4.1.4
Follow up and facilitation on national level

Actually the MSE-project will have the role to co-ordinate and supervise the first BDS cycle. Questions and problems address to the project. Needs for support to fulfil the action plan should be addressed to MSE-PRO and MSE-PRO should inform the facilitating and supporting agencies concerned. The national BDS webpage www.bds-ethiopia.net should be filled with the necessary information in the next three months.

The workshop participants prepared two to-do-lists about "Support needed from FeMSEDA, MOE, Addis Chamber of Commerce and MSE-project in order to support the facilitators' work" and "To do list of the FeMSEDA, MOE, Addis Chamber of Commerce and MSE-project to facilitate the first BDS cycle." The to do lists are in the annexes.

4.1.5
Evaluation and documentation

Evaluation and documentation should be done by division of tasks. The facilitators themselves will write their 3 month activities report at the end of the first BDS cycle. This will be the basis for the monitoring of activities. After a certain time (6 months) MSE-project may implement periodical evaluation studies in each region through operator meetings in order to get their opinion about the impact of our BDS activities.

5.
Introduction to Organisational Development

The last workshop day was focussed on an introduction to Organisational Development of the BDS providers and facilitating agencies' own structure. Seen that the organisational capacity of the ReMSEDAs and especially the regional Chambers of Commerce is still rather low and the implementation of BDS delivery needs effective support structures, this module on Organisational Development ("How to improve your own structure") is a necessary compilation to BDS.

Participants have been introduced to the different issues of internal organisation management and external business delivery focussed on the following areas:

· Human resources development and equipment administration

· Activity planning (everyday activities and services to operators)

· Organisation of field work and outreach programmes to operators

· Recording and reporting; documentation and statistics

· Collaboration with partners in the field of BDS delivery

· Presentation of the own structure to national and international partners.

In order to get a tool for the development of these fields of internal organisation and external services and collaboration, we suggest a tool named "folder method". A folder is given to each organisation with the following cards:

· Mission and objectives of our service

· Fields of intervention and services to operators

· Leaflet or presentation brochure of my organisation

· List of operators served and services provided from 
January 2001 up to now

· 3 month action plan format

· Records on everyday activities

· Records on services to operators

· Job description of each of the facilitators

· What kind of services am I able to provide?

· List of partner organisations in my region:

· Facilitating agencies

· BDS providers

· Training centre

· Finance institutions

· Entrepreneur associations

· Statistics and sector studies

The Addis ReMSEDA facilitators, who already worked with that folder and had good results on it, did a presentation of their achievements made by this method. Four folders have been distributed to the

· Amhara ReMSEDA

· Bahir Dar Chamber of Commerce

· Gondar Chamber of Commerce

· Tigray ReMSEDA

One day after the workshop on the occasion of our visit to the Bahir Dar Chamber of Commerce, they already had started on this basis their planning activities and other issues as the presentation brochure.

After the introduction of the "folder method" participants in working groups prepared a plan for a Chamber of Commerce study in order to do a situation and problem analysis of the Chambers of Gondar, Bahir Dar and Dessie. The proposals have been compiled and shown in a table of contents (see Chamber study in the annexes). One facilitator of the Bahir Dar ReMSEDA will implement this study in August-September 2002. The study recommendations will be submitted to other partners in order to get assistance for the organisational development of these Chambers.

6.
Workshop evaluation

At the end of the workshop, participants filled the following evaluation format:

	Final evaluation of the BDS workshop Bahir Dar June/July 2002

	Criteria
	(
	(
	(

	1.
My performance within the workshop 

and my results
	12
	5
	

	2.
Distributed documents
	13
	3
	1

	3.
Learning by doing
	15
	2
	

	4.
Moderator
	12
	5
	

	5
Fulfilment of my expectations
	12
	5
	

	Total
	64
	20
	1


The following proposals have been given:

· The workshop is very good, especially how to assess needs of the operators.

· Seen practical approach to tackle problems of operators by individual contact is very important. Other workshops should be carried out to share the experiences and even study tours to other countries if possible should be tried.

· Perform as per the knowledge obtained from the workshop.

· Almost all aspect of the workshop is enjoyable and it makes us more aware of the system of BDS delivery.

· I am very much satisfied with the course. Follow-ups should be made to see if the activities are implemented as planned. Eager to see the results.

· It is better to be with some notes and new concept to complete the workshop.

· The training is very important and such training from various institutions will be very good for our better performance.

· In order to put into practice what we have learned, aid of equipment like computers is very necessary. So, it is better if we get it from GTZ MSE project.

· The workshop that has been conducted in Bahir Dar was very good. Because we knew many things about BDS. So, for the future when we try to practice it, I am sure that will solve operators' problems step by step.

· Although the achievement of the proposal will be seen only after its implementation and if the agency is able to provide the necessary resources, the proposal is good.

· The workshop was satisfactory and for future is good to be promoted by training. I would like to thank GTZ-MSE and Gagel, and the facilitators of the workshop.

· If the proposed approach includes other regions, the experience sharing will be better. This kind of activity should be continuous.

· The workshop is very necessary to our MSE department. And so it will help us to do better work with the operators.

· I am satisfied with the training, but you should follow up the implementation.

Addis Ababa Workshop

1.
Workshop programme

The training programme was split in two sessions. The first session held on 11-7-02 was meant for the decision makers of the Southern and Oromia region at MSE promotion agencies and BDS providers. In the morning, the decision makers have been introduced to the demand driven participatory BDS approach. The afternoon was dedicated to the Organisational Development and the introduction of the "folder method" tool. For the details of the workshop programme, see Addis Ababa appendix.

The participants of the second session on 15/16-7-02 have been the facilitators of the same agencies expected to put the above-mentioned BDS approach into practice. This workshop implemented the BDS approach with learning by doing: After a short introduction to BDS and discussion of the first results of the Bahir Dar workshop (situation analysis overview and action planning), participants have been organised in 8 groups of 2 people each and prepared for visits and interviews to operators in Addis Ababa; this was undertaken in the afternoon. The next day, participants wrote down their situation analysis on an overview and after discussion transferred it to an action planning for these eight enterprises. Results have been discussed and finalised. At the end of the workshop, participants have been prepared for the implementation of the first BDS cycle from 7/8-2002 to 11/12-2002. 

2.
Participants

The 11 participants of the first session have been decision makers of the following organisations and institutions:

· Federal Micro and Small Enterprises Development Agency (FeMSEDA )

· Oromia ReMSEDA

· SNNPR T.I.T.B.

· Progynist

· Addis Women Entrepreneurs Association

· Ambo T.I.T. Department

· JCC

· NCC

· SNNP Women Entrepreneurs Association

· BCAD-Consulting

· Enterprise Ethiopia

As they are facilitators, the 18 participants of the second session on 15/16-7-2002 are expected to put BDS into practice. These facilitators are the agents of the above mentioned institutions (3x Oromia ReMSEDA, 2x FeMSEDA, 2x Ambo Information Centre, 3x Progynist, 2x SNNPR T.I.T.B., 2x Enterprise Ethiopia, BCAD-Consulting, Oromia Industry and Urban Development, JCC, MTI, SNNP Women Entrepreneurs Association, NCC).

3.
Workshop implementation

Workshop with decision makers (11-7-02):

3.1
Introduction of the BDS approach to the decision makers 

A short and general introduction of the BDS approach has been given with focus on the following issues:

a)  Steps of implementation of BDS:

· Each facilitator selects 10 operators in his region for the implementation of a 
3-month action plan in order to deliver Business Development Services.

· BDS are based on a regular contact with the operators and services are based on the operators‘ demand.

· So, encourage the operator to express his problems and proposals.

· Write a situation analysis overview of these 10 operators and note their problems and proposals

· Agree upon a 3-month action plan for self-help activities of the operators and additional support by the facilitator.

· Contact facilitating agencies and BDS providers in order to agree upon support for the action plan.

· Services that cannot be managed by the facilitator himself, should be implemented by other BDS providers (facilitator makes contacts).
b)  Situation analysis overview and action planning

The situation analysis has been introduced by means of the Bahir Dar situation analysis overview (see situation analysis Bahir Dar above). The situation analysis has been discussed in relation to the corresponding action plan. 

The participants discussed the market orientated approach of BDS (business services should be paid for). The conclusion was that business services should either be seen under the aspect of cost sharing, i.e. a contribution to the costs for those whose financial capacities are low (some of the micro operators), or 100% cost recovery for those whose financial capacities are better, e.g. small and medium enterprises. Anyway, the payment of business services depends on the kind of service provided. If information about tender procedures is for free, training how to win tenders and writing a tender offer should be provided on a fee basis even for micro operators. If information about loan conditions and providing the loan application form is for free, writing the corresponding business plan should be on a fee basis. Information brochures of tenders, trade fairs, import-export, technologies and management should be paid for and not distributed for free. Even women micro operators with a very low financial capacity should not get training totally for free. Better to fix a low, even only symbolic participation fee for those, in order to encourage ownership and self help spirit in the development practice. Our support should be only additional to the self-help initiative of the operators. 

Finally, the decision makers have appreciated the BDS approach as an action oriented approach capable to put BDS into practice in the next months.

3.2
Introduction to the Organisational Development of Partner Organisations

The Organisational Development of the Partner Organisations has been introduced by means of a checklist to improve their structure (see Bahir Dar appendix) and by using the "folder method" tool. The folder method tool is a simple tool used to implement and to sample all the necessary standard activities of an effective organisation:

Folder method tool

In order to improve the organisational capacity of your own structure, your institution / organisation / project should be well planned, implement real services to your clients and have a complete documentation and recording system of your activities and services to operators.
In order to organise yourself, apply the following "FOLDER METHOD" tool:
Buy a folder file box.
· Arrange the following issues by using separators:
· Mission and objectives of your agency
· Fields of intervention and services to operators
· Leaflet or presentation brochure
· List of operators served since the last year up to now
· 3 month action plans for your activities and services to operators (ongoing activity, every 3 months)
· Records on everyday activities (ongoing activity)
· Records on services to operators (ongoing activity)
· 3 month activity reports (ongoing activity, every 3 months)
· Job description of each of your staff members
· What kind of services am I able to provide and what are my needs in skills upgrading? (to be filled by the agent himself)
· List of partner organisations in your region (facilitating agencies, BDS providers, training centres, micro-finance and finance institutions, entrepreneur associations) and their services.
· Statistics and sector studies of your region.
· Now, proceed to fill this folder with the necessary activities and information and re-organise your institution!
· If you have your written mission, action plan and report ready, put it in. If not, write it.
· If all these activities as planning, implementation of services, recording and presentation have been done and will be done permanently, your organisation will do a better work and will be improved. Note: Action planning, recording and reporting has to be done not only once but also periodically.
· In order to use this folder not only for your internal organisation but also as presentation/information folder for visitors, national and international partners, this presentation should be prepared in English language.
A presentation folder has been handed over to each of the participants. The follow-up of this activity should be done with the follow-up of the next three-month BDS cycle from September 2002 to November 2002. The result of the Organisational Development depends on the result of the BDS implementation: No effective MSE promotion agency without real services to the MSE operators.

3.3
Introduction to the BDS Network webpage

The Ethiopian BDS Network Webpage www.bds-ethiopia.net and www.bds-ethiopia.net/bds-components has been introduced to the participants. All organisations and institutions in the field of MSE development should use this tool to be developed until the end of 2002 and contribute to fill it with the necessary content.

The output, small information brochures on tender procedures, import-export procedures, trade fairs and exhibitions, banks and micro-finance with loan conditions, market information and standards and quality shall be used by the facilitators and advisors when working directly with the operators. Approaches, methods, lessons learnt and a library to BDS, Organisational Development and basic sector studies are on the disposal of the member organisations expected to contribute to a consistent development strategy of the MSE sector.

3.4
Workshop evaluation

At the end of the workshop, participants filled the following evaluation format:

	Final evaluation of the BDS workshop Addis Ababa 11 July 2002

	Criteria
	(
	(
	(

	1.  Your opinion on the BDS approach 
	9
	1
	0

	2.  Your opinion on the Organisational 
     Development approach
	7
	3
	0

	3.  Workshop moderation
	8
	2
	0

	Total
	24
	6
	0


Workshop with facilitators (15/16-7-02):

3.5
Introduction of the BDS approach to the facilitators

The introduction of the BDS approach to the 18 facilitators was similar to the introduction made to the decision makers: Presentation of the steps for implementation (see first group above), discussion of the Bahir Dar situation analysis overview and action planning. 

Some aspects have been discussed more in detail:

· How to select the operators for the next BDS cycle?

· How to talk to the operator in order to get a precise idea of his situation and main problems?

· Detailed interview guidelines for the visits and talks to the operators

· How to analyse problems and proposals of the operator in order to transfer them in real and concrete actions?

The details of this introduction are presented above in chapter 3.2 of the Bahir Dar workshop presentation and in the Powerpoint presentation on BDS available in our webpage library on www.bds-ethiopia.net. All details have been handed out to the participants on a floppy disc.

3.6
Practical exercise with Addis Ababa operators

After the general introduction, participants have been organised in 8 groups of 2 each. The interview guidelines have been put in concrete terms and the selected operators were assigned to the groups. The operators have been selected by the Addis ReMSEDA so that future follow-ups may be handled by this agency. Some of the participants or one of the Addis ReMSEDA facilitators will take the responsibility of the implementation of the action plan of the Addis BDS workshop. The following 9 operators in Addis Ababa have been visited and interviewed in the afternoon of 15-7-02:

· Yibekal Belete, Barbery shop

· Yitbak Adinew, Electronic maintenance

· Kasay Abebe (Co-ordinator), Carpet making

· Self-support disabled group, Leather garment

· GG Royal Hotel

· Fikadu Ken'a, Shoe repair

· Kechene, Women's Pottery work service co-operative

· Zemenawi Weavers service co-operative

· Addisalem Sisay, Silver and gold smith.

3.7
Writing the situation analysis overview

The next day, the data have been written on cards and presented on the soft board arranged for situation analysis overview. Results have been discussed and some data changed and details added.

The problems and proposed solutions identified by the operators themselves concern the following issues:

· Inappropriate location of the workshop or narrow location.

· Co-operatives with insufficient internal management.

· Lack of bookkeeping/accounting and technical training.

· Insufficient advertising (lack of photo documentation or presentation brochure, lack of contact to potential clients).

· Lack of appropriate tools and machines.

· Lack of savings and lack of finance for working capital or extension credit.

Lessons learnt

Participants often mention only "Operator needs training" or "Operator needs credit". These issues must been explained in detail, illustrated and specified; the facilitators should try to get to the bottom of the problem!

· What is the specific technical problem and what kind of training does he need?

· Why does he have a lack of capital? Does he have a market problem? Does he do savings? Does he own funds? Why does he need a credit? What is his project for this credit? (raw materials, tools, machines, extension?) What kind of tools and machines? What are the most important ones? What are his priorities?

Only if these issues are specified in the situation and problem analysis, we will get specified data for specific actions.

	Situation of selected enterprises in Addis Ababa (7/2002)

	Name / Activity 

Place / Equipment
	Products and services
	Supply / Sales / 

Clients / Marketing
	Personnel /

Business Management
	Cost per month
(Birr)
	Problems identified by the owner himself 
and his proposals of solutions 

	1. Barbery Shop, 200m2, Yibekal Belete, 20 years old, Woreda 10 Kebele 03, Addisu Gebeya

Tools: Hair cutting machine, barber chairs, table and mirror, tondos, shaver as well as cosmetics
	Barber for men only, mainly youth and children


	Supply: Tamryn Private Limited Company

Clients: Men, young persons and children, established and known since 6 years, strategic location on the main road

Marketing: no advertising
	Owner himself

No wage workers

Business management

-  No business plan

-  No accounting system or records of cash payments
	Rent 30 B

Elect 25 B

Water 5 B

Owner salary 500B

No taxation

Maintenance 40 B


	Problems identified by the owner himself

· High competition

· Inappropriate workshop, no signboard

· Lack of sufficient working capital

Proposal by the owner himself

· Modernise the service room to attract clients

· Getting credit to buy mirror + cosmetics of different varieties and to change the door into metal (grilled), wants 2000-2500 Birr credit

	2. Electronic maintenance

Yitbarek Adinew, born in 1972, Addis Ababa Woreda 10 Kebele 03 House No. 052, one room 6m2, 2 tables, 2 chairs, shelves and wooden stools

Equipment: Digital meter, one ironing and various types of screwdrivers, welding and cleaning tools, not new but can function well.
	Maintenance of radios, tapes and televisions. The operator specialises on repairing taxi and house car tapes of various models.


	Supply: Spare parts by taxi drivers, car owners, radio users, televisions of the surrounding dwellers. No shortage. Tools bought on Merkato 

Sales: Selling in the shop

He competes with other 4 firms. Six years before he was the only business there.

Clients: Taxi drivers, car owners, radio and television owners of the surrounding residents.

Marketing: Through references, established and known for 6 years. No promotional work and even the signboard is in the room. Complains the location for growth and wants to relocate the business on the main road. 


	The owner himself with Tegbareid graduate-holding diploma in radio electronics.

No workers.

The business was started in 1996

Management:

No business plan, no accounting records, no receipts are secured

No items received are registered and no appointments given to clients in a written form.

He needs training in business management and bookkeeping.


	Rent 60 B

Electricity 30 B

Transport 30 B

Taxes 17.5 B


	Problems
· Narrow location

· Lack of business skills

· Lack of records (items, clients, appointments)

· No savings 

· Capital shortage.

Proposals

· Relocate the business on the main road

· Training in business management

· Improve savings 

· Start records of clients and appointments

· Wants to be trained and start computer maintenance.

Facilitator

Better customer service is absolutely essential. Loses clients for non-respect of appointments.



	3. Carpet making

Kasay Abebe (Co-ordinator)

Higher 10, Kebele 03, House 144, 
Tel. 270643

3 rooms, 1 workshop, 250m2, 11 sewing machines, 6 weaving machines

Established 1998
	Carpet weaving and embroidery.

Major product is knotted carpet

size 50 x 50 cm

60x 70 cm

1x1m


	Supply: Maze, wearily, Awash tannery, shortage of raw material

Clients:  Individuals, produce by order

Marketing: Trade fair participation, business card, no catalogue


	30 workers, salaries based on sales, on the job training is given

Business management:

Business plan prepared

Record of cash payment

Payroll for workers

No central accounting 

No bank account
	Rent 1500 B

Electr 50 B

Water 20 B

Tel 50 B

Materials 1250 B

Salaries 3500 B

Maintenance 250B


	Problems

· Lack of appropriate working premises

· Marketing problem (no direct contacts to customers, only middle men)

· Lack of finance for new machines.

· No acceptance by Government officials for status related to NGO.

Proposals

· Change working + sales premises

· Get direct contact to clients through fairs and exhibitions and advertising leaflets

· Get loan/fund for new tools.



	4. Leather Garment

Self support, disabled group, Higher 10 Kebele 03, 
Tel. 27-12-96, 
16m2 production room, electrical sewing machine, cloth sewing machine (unfunctional), decoration hand tools, shelves


	Different size of men and women bags, footballs + hand balls, key holders, mobile telephone cases, capes, eye glass bags


	Supply

From the local market and the leather factory Addis

Clients: Middle men, hotels

Marketing: No advertisement, no show room, no sales room

Far from main road and hidden production room

Signboard in front of the production room.

Participated on exhibitions


	Personnel

8 wage workers (common ownership) grade 4-12

3 apprentices 70 Birr/month each,

2 employees were trained

1,5 - 6 years business experience

Business management

Have bank account, records of cash payment, purchase of raw materials, recording of debtors.

No planning.

No business plan.

Start savings.
	Rent 300 Br.

Electricity 20 Br.

Telephone 73 Br.

Salaries 1260 Br.

Material 2000 Br.

Transport 25 Br.

Maintenance 3 Br.

P.O Box 4 Br.


	Problems identified by the operators

· Production premises is not reliable

· No direct contact to customers (middle men)

· Lack of modern sewing machine

· Lack of accounting

· Shortage of working capital

Proposals by the operator themselves

· Production of more products to generate finance.

· Advertising, market assessment of individual clients.

· Ask the municipality to prolong contract agreement.

· Contact NGOs for project proposals for disabled persons.

· Train employees and improve products.



	5. GG Royal Hotel, 800m2 , from airport to Megenagna road behind Imperial Hotel

P.O.Box 24497, Addis Ababa, Tel. 1293123/ 292329-31

Hotel with 12 bed-rooms, 
Pastry 
(bakery + sales rooms), 

Bar/Restaurant

1 Conference hall

3 Office rooms

2 Stores

1 Kitchen

Generator, 
Vehicles
	Services (share from total sales)

Restaurant 60%

Pastry 10%

Bar 8%

Conference hall 10%

Office Rental (Bank) 10%

Bed rooms 
only 2%


	Supply:

Food ingredients both local +imported 

Beverages, local +imported

Spoons, forks, glasses, trays, dishes imported

Sales situation

80% restaurant, bar and pastry, 2% only hotel (bad access by main road under construction)

Clients:

Restaurant +bar 80% residents + workers of nearly offices, 20% resorters.

Bed rooms 100% foreigners

Conference hall, no specific clients

Marketing

No advertising except a new leaflet, no middlers so far


	Owner with life time business experience Restaurant for seven years, Hotel 4 months.

52 paid workers including 4 relatives, 7 primary education, 41 secondary education, 4 college level

6 management, administrative + finance

13+3 restaurant + bar

4 receptionists

9 cooks

3 food + beverage control

2 stores + purchasing

6 maintenance + guards

6 cleaners

Business management:

No computerised accounting
	Bank loan 33,000B

Electr 2,300 B

Water 500 B

Tel 2500 B

Personnel 13,000B

Maintenance 1,000 B


	Problems:

· Work ethics is missing (theft, embezzlement, lack of dedication and not meeting schedules or appointments)

Solution:

· Moral values and the judicial system needs to be rectified. He plans to open his own catering school in order to train his workers.

Opinion of facilitators
· The business management system needs to be rectified even if he has installed book of accounts. He needs more competent accountants and a computerised accounting system. 

· There is a need for proper inventory control system as well.

· The marketing aspect of the business is not yet addressed with a reason that the nearby newly under construction ring road will solve the current problem.

· Hotel presentation brochure should be improved and conference hall leaflet published and distributed to NGO and projects.



	6. Shoe repair 
Fikadu Ken'a, age 32

Around Adisu Gebeya market, narrow room 
5 m2
1 sewing machine, 
1 grinding machine, 
50 pieces of wooden models , 4 scissors, 2 cutters, all of them with poor quality and without any protective.


	Repairs all kinds of shoes for men and women


	Supply: Merkato Shera Tera, plastics soles, leather material with high price.

Clients: Individuals working around Adisu Gebeya and those who come to Adisu Gebeya for marketing purpose

Marketing: Good location nearby Adisu Gebeya market with a good display through a glass window.


	Owner with 12th grade complete has 14 years of experience but working without any protector

Management: No financial record keeping


	Rent 42 B

Electr 7 B

Water 5 B

Guard 4 B

Transport 24 B

Taxes 18 

Material 600 B


	Problems identified by the owner himself

· Insufficient working capital to buy raw material

· Lack of accounting.

Proposals by the owner himself
· Training on bookkeeping.

· Get credit depending on the existing situation of his activity (already had one credit of 5,000 B, repaid 3,000 B, the rest of 2,000 is on the way).



	7. Kechene Women's Pottery work service co-operative established in 1991.

Kebele 14,100 meters apart from the main road.  Tel. 56 82 00

90 m2 hall for production, store and office purpose, is constructed by corrugated galvanised sheets.

30 tables type handwheels, shelf and local oven for drying the product.


	Different kinds of house utensils, decoration items and other pottery products
	Supply: Individual suppliers, who are living nearby the Kechene mountain

Clients:  No fixed clients, but they have local + foreign customers. They don't have sales problems.

Marketing:  Signboard advertising on the main road, participation on exhibitions and bazaars every 3 months


	Personnel:

47 women members of the co-operative

1 sales girl, 1 guard

1/3 of the members are illiterate, skill gained by family base practice, individual average income 200 B/month

Management:

40 women have taken 5 days training on record keeping and sales

No business plan, no control of raw material

No proper co-operative management system

No accounting system
	Raw material 470B, 10B/person

Wood + other fuel 5,640 B 120B/person

Electr 80 B

Water 30 B

Tel 60 B

Finishing material 470 B

Transport 140 B

Display 60 B


	Problems identified

· Lack of clay grinding machine.

· Lack of modern electric oven.

· Lack of management and accounting.

· Lack of conducive working place because of coldness.

· Too far from the market centre.

· Lack of product quality a diversity.

Proposals by the co-operative members

· Credit facility without collateral or grants for  machines from government or NGO's.

· Training of management and accounting.

· Provision of land or small shop at the centre of the town free of lease.



	8. Zemenawi Weavers service co-operative 

Ketchene Woreda 10 Kebele 16 

53 Local weaving machines

18 Sewing machines


	Different kinds of cultural clothes


	Supply:  imported and local fibers from Merkato 

Clients: Merchants (middlers)

Sales:  No direct contact with the actual users

Marketing:

Located far from main road, no sign board but participated on exhibition in 5/2002.
	Personnel

Service co-operative with 71 members.

Level of Education:- 0-12 grade and with 3-50 years of experience

Management

No Bookkeeping


	Rent: 100 Birr

Material:  10,082


	Problems 

· Lack of direct contact with actual users (mainly middle men).

· Lack of capital for sufficient amount of stock to get wholesale prices for raw material supply.

Proposals

· Promotion/advertising.

· Participating on exhibitions.

· Good quality of products.

· Working capital to prevent members from using their daily household consumption.



	9. Silver & Gold smith Addisalem Sisay 

Addissu Gebeya near main road, Higher 10 Kebele 03, Tel.271183

6m2 working and sales room

Forge, local made gold-compacting pieces 

Hand tools such as file, pliers, level


	Silver and gold ornaments such as rings, chains, bracelets


	Suppliers: Souvenir shops and clients

Marketing: Doesn't do any advertisement, no signboard, no bazaars, no exhibitions, unsatisfactory display but fair products. 

Sales; Good sales but seasonal.

Clients: Middle men and privates.


	2 owners (brothers) established in 1996.

Both formal education of 12 grade complete

Management:

Professional experience from family

No business management training

No business plan, no accounting

No bank account, no savings


	House rent 40 B

Shaping machine rent 200 B 

Electricity 25 

Water 5

Tax 25

Tel 25

Raw materials cost range from 2,000 to 8,000

Charcoal 30

Cylinder gas 40


	Problems: 

· Insufficient contact with individual customers (mainly middle men).

· Price fluctuation of raw materials.

· Insufficient capital for extension /tools and workshop extension).

· Unhappy with the credit requirement (collateral) 

Solution

· Training in management & accounting

· Buy a shaping machine

· Advertising by labelling on his finished products 

· Getting additional working capital through credit facilities or other sources related to his business activity and not to collateral.




3.8
Writing the action plan

The findings of the situation analysis overview are reorganised for the formulation of the action plan. Name, activity of the operator and the already identified main problems and proposals are documented on the first two columns of the action plan overview. The crucial issue is now to get enough detailed data of the last column of the situation analysis overview (problems and proposals by the operator himself) in order to formulate concrete activities on the operator's level (self-help activities of the operator) and the additional support of the facilitator or BDS provider involved.

Finally, the activities identified should correspond to the main problems and solutions of the situation analysis. In the implementation phase for solving the identified problems, the facilitator himself may give the additional support if the support is in his possibilities, or by other agencies and BDS providers able to provide the necessary support. In this case, the facilitator's most important support is to make contacts between the BDS provider (offer) and the operator (demand) and to encourage both to bring the identified activities to a successful result (making contacts, discuss details, identify financial implications - costs of the operator and the BDS provider - find solutions for implementation of the activities).

Most of self-help and support activities focus on marketing activities as advertising through direct contact with middle men and hotels, or publishing of presentation brochures and initiating simple accounting systems (cash book) and encourage to savings in order to get a better position for a further credit demand. Change for a strategic location or a better presentation of the workshop are also frequent activities.

The situation analysis of the two co-operatives couldn't be enough detailed in this short and single visit of the BDS workshop exercise. Concrete solutions and actions should only be identified after a thorough analysis. Therefore, visits of technical and co-operative experts to the co-operatives have been recommended in the action plan, before getting more specific ideas about solutions and support activities.

For the shoe repair operator no really important support could be identified. Therefore, in the normal run of a BDS cycle, an operator without specific perspective for support activities should not be included into an action plan.

Lessons learnt

· Don't suggest solutions on the first visit to the operator! First listen and observe, think about the results of the first interview and in the second or third run try to discuss and suggest further activities.

· Don't suggest solutions and actions that are too far from the operator's experiences and level; e.g. a shoe repairer with a narrow aluminium sheet workshop, does he really need a "business and management training" or wouldn't it be better to introduce a simple cashbook and encourage him to savings?

· Not every micro-operator who is not very good organised, needs really a business plan. Some specific advise for some specific aspects may be more reasonable.

· Don't try to sell your prefabricated offer on training courses as CEFE, Start Your Business (SYB), Improve Your Business (IYB) and accounting training to every micro-operator. We are not against training courses, but tailor-made training courses or on the spot advise may often have a better impact as standard offered training.

· Don't select complex enterprises or co-operatives in your first BDS cycle. The situation and problem analysis for these structures are often too complex and the findings of appropriate solutions and actions often too difficult.

	First three month action plan of BDS delivery in Addis Ababa (September to November 2002)

	Name / Activity
	Problem identified 
by the owner himself
	Proposal of action

	
	
	Self-help initiative of the operator
	Additional support by the BDS provider

	1. Barbery Shop Yibekal Belete


	1. Lack of sufficient working capital

2. Inappropriate workshop
	1.1 Do savings and open a bank account.

1.2 Priority list of tools (tools and prices).

1.3 Making contact with Micro-finance and get loan procedures and loan application form.

2. Upgrade the existing shop in order to get more clients: buy mirror, cosmetics, new metal door.


	1.1 Encourage him to open account and do savings. 1.2 Provide information about tools, prices and suppliers.

1.3 Assist him for planning in order to prepare the credit demand

2. Advice how to improve his workshop and do a better presentation.

	2. Electronic maintenance, Radio and TV repair
Yitbarek Adinew


	1. Location place is not strategic 

2. Lack of business skills

3. Lack of customer records (items, clients, appointments)

4. No savings and capital shortage


	1. Relocate the business to the main road.

2. Introduce a cash book

3. Write records on clients with appointments

4. Start savings open savings account.


	1. Assist for strategic location.

2. Assist to introduce a cash book.

3. Assist to record customers (items, clients, appointments) and encourage to respect clients and appointments.

4. Encourage to savings and to open a savings account.



	3. Carpet making Kasay Abebe (Co-ordinator)


	1. Lack of appropriate working premises

2. No direct contact to customers, mainly middle men.

3. Lack of working capital

4. Licensing problem with NGO affiliation


	1. Change location with appropriate rent

2.1 Improve production quality

2.2 Prepare catalogue and flyer for advertising

2.3 Participate in selected trade fairs

3.1 Specify needs in materials + tools (prices and suppliers)

3.2 Prepare project proposal for micro-finance to get fund for working capital (business plan).

4. Contact the NGO and the respective Government office for the status problem.


	1. Assist for a strategic location

2.1 Arrange study tour to other similar workshops to improve product quality.

2.2 Give information on trade fairs calendar.

2.3 Provide assistance to prepare catalogues + flyer

3. Assist on project preparation (business plan, suppliers, prices and priorities)

4. Discuss problem with NGO + organise meeting with the Government office.



	4. Leather Garment 
Self support, disabled group


	1. Too big stocks of finished goods

2. Needs circle sewing machine

3. Lack of training in bookkeeping


	1.1 Assign responsible for marketing

1.2 Planning of this activity

1.3 Get more middle men to sell more

1.4 Find other hotels to sell more

2.1 Improve savings to buy circle sewing machine

3.1 Speed up record keeping implementation

3.2 Train bookkeeping person


	1.1 Assist in marketing planning.

1.2 Assist for catalogue production.

1.3 Assist in finding more middle men and hotels 

2.1 Encourage to savings.

3.1 Assist in implementing simple record keeping.

3.2 Assist in getting trainer for accounting.



	5. GG Royal Hotel


	1. Inefficient workers ( e.g. financial reports are not produced on time)

2. Lack of work ethics ( e.g. theft + embezzlement)

3. Infrastructure threat to market ( e.g. nearby ring road is yet under construction)


	1.1 Implement computerised accounting.

financial/management system.

1.2 Train finances + inventory personnel on the application of computerised software.

1.3 Introduce incentive mechanisms for efficiency and motivation.

2.1 Put stock inventory control + other control mechanisms.

2.2 Take necessary administrative measures on time and personnel (controlling, hire + fire)

3.1 Promote the business inspire of the undergoing road construction ( e.g. get internet connection, improve hotel brochure and write conference hall leaflet, make contacts with NGO and projects).


	1.1 Advise on the institution of appropriate computer system and suppliers.

1.2 Help identify appropriate training opportunities

1.3 Follow-up of the above implementation

2.1 Help in introducing stock and other control mechanisms and make contacts for staff training.

3.1 Help locate/identified potential customers and areas to market/promote the hotel (conference hall to NGOs and projects; contacts with taxi drivers to guide foreigners to the hotel, improve hotel brochure).



	6. Shoe repair Fikadu Ken'a 


	1. Insufficient working capital to buy raw materials

2. Lack of accounting


	1.1 Pay back the rest loan in the given period.

1.2 Saving money and open savings account.

1.3 Write a planning for a second extension credit.

1.4 Prepare display area for exposure through glass window.

2. Implement cash book recording.


	1.1 Encourage the owner to pay his loan as scheduled.

1.2 Encourage the owner to improve savings.

1.3 Assist the owner to contact Micro-finance institution for an extension of credit for tools (business plan for extension credit).

2. Assist the owner to record his financial activity.



	7. Women's Pottery work service co-operative Kechene 
	1. Lack of conducive working atmosphere

2. Lack of proper management and accounting system

3. Inadequate advertisement


	1. Cover the rooms with carton or other cheap materials against cold and heat.

2.1 Do an additional analysis of the co-operative structure + functioning by a co-operative expert.

2.2 Introduce a cash book.

3.1 Prepare and distribute leaflet to hotels, airport and conferences.

3.2 Display their products through government and NGO's emporiums.


	1. Advise them to use cheap materials for immediate solution (workshop improvement).

2.1 Make contact with co-operative expert.

2.2 Assist them to apply the cash book.

3.1 Information for trade fairs calendar

3.2 Assist for leaflet

3.3 Assist to contact sponsors



	8. Weavers service co-operative Zemenawi 
	1. Lack of direct contact with actual users

2. Lack of capital for sufficient amount of stock against raw material price fluctuations.

3. Lack of management and accounting


	1.1 Promotion/advertising by using leaflets + brochures

1.2 Participate on exhibitions

2.1 Do savings and membership contributions in order to get working capital

2.2 Planning of activities.

2.3 Apply for credit on convenient term to produce on stock and sale on credit.

3.  Assign person for accounting.


	1.1 Encourage sales shop rent near to main road

1.2 Information about exhibitions.

1.3 Assist for catalogue.

2.1 Encourage for savings and membership contributions

2.2 Make contact with co-operative expert in order to analyse structure and functioning of the co-operative.

2.3 Assist for a business plan for extension credit.

3. Guide how to keep business records



	9. Silver and Gold smith 

Addisalem Sisay 


	1. Lack of management and accounting 

2. Insufficient contact with individual customers (mainly middle men)

3. Lack of capital for extension (tools and workshop)


	1. Implement a cash book.

2.1 Assist for leaflet publication.

2.2 Participate in bazaars and exhibitions.

3.1 Start savings and open a savings account.

3.2 Buy a shaping machine.

3.3 Renting additional rooms.

4. Contact micro-finance for loan procedures based on the business activity and not on collateral.


	1. Assist to implement bookkeeping.

2.1 Assist for leaflet publishing.

2.2 Give information about exhibitions and bazaars.

3.1 Encourage to savings and to open a savings account.

3.2 Information about suppliers and price of the shaping machine.

3.3 Assist for designing of the partitions of his working area and display.

4. Assist in provision of information about credit facilities without collateral.




3.9
To do list for the BDS implementation in the Southern and Oromia Regions

After the field exercise and the situation and action plan documentation, the participants have been introduced to put BDS into practice from August on to November 2002.

July and August should be the period for preparation: selecting 10 operators, doing interviews and writing the situation analysis and action plan until the end of August.

At the latest on first of September all documents should be finalised and the three month BDS implementation cycle from September to November should be on the run: contact BDS providers and other support agencies and assist the operators to solve their problems.

December should be the evaluation and documentation period (three month activity report of the implementation of the action plan) and the preparation period for the next three month BDS cycle.

The detailed To-do-list, see in the Bahir Dar appendix.

3.10
Distribution of documents

The necessary formats (situation analysis, action plan, three month report, business plan format, loan application form and the basic documents as the Bahir Dar report and the Powerpoint BDS presentation have been handed over to the participants.

All documents and more can be consulted on the webpage www.bds-ethiopia.net .

At the end of 2002 all organisations involved will obtain the complete webpage on a 

CD-ROM copy.

3.11
Follow-up of the implementation phase

The follow-up in the Southern and Oromia regions is under the responsibility of UNIDO, but could be organised in collaboration with the GTZ-MSE project. A consultant already introduced to our BDS and Organisational Development approach is available to follow-up the facilitators on the spot. MSE project should keep close contact with him and give him necessary support and advice. 

In December 2002 all results should be documented (situations analysis, action plans and three month reports). Further on, a study about the impact of the services provided could be carried out by a local short-term consultant.

3.12
Workshop evaluation

At the end of the workshop, participants filled in the following evaluation format:

	Final evaluation of the BDS workshop Addis Ababa 15/16 July 2002

	Criteria
	(
	(
	(

	1.
My performance within the workshop 

and my results
	11
	4
	0

	2.
Distributed documents
	10
	5
	0

	3.
Learning by doing
	11
	5
	0

	4.
Fulfilment of my expectations
	6
	7
	0

	5.
Moderator
	11
	5
	0

	Total
	49
	26
	0


The following proposals have been given:

· 5 - 7 days for the workshop would have been good.

· Good workshop, but if there is a time problem to include 10 operators in the implementation phase?

· Extend workshop to 4 - 5 days.

· Time not enough and more time to invite operators.

· 3 months are not enough for implementation, short period.

· Workshop and method is action based.

C.
Perspectives
Collaboration with international partners

International partners in the field of BDS implementation in Ethiopia have been contacted and first possibilities of collaboration and donor networking have been identified with:

· United Nations Industrial Development Organisation (UNIDO), that financed the BDS workshop from 11-7-02 and 15/16-7-02 in Addis Ababa 
(contact person: Kristin Duchâteau, UNIDO)

· World Bank. On the occasion of the Bahir Dar workshop contacts have been made with the organisers of the private sector workshop Addis Ababa from 4/5-7-02. An orientation workshop had been held at the same time and in the same location as our BDS workshop in Bahir Dar, so our documents were introduced. The World Bank is willing to consider a collaboration with our BDS programme with possible funding support and other possibilities of common interest (contact person: Agata E. Pawlowska, World Bank, Washington, DC).

· The International Labour Organisation (ILO) intends to organise a BDS workshop on the basis of our BDS training module in November 2002 for women associations.

Conclusion

The BDS workshops have been organised not only to improve the qualification of the participants, but for immediate implementation of BDS activities in a first BDS cycle from September to November 2002.

The implementation depends on the willingness of the facilitators to put their knowledge into practice and of the willingness of the decision makers of their organisations to support their employees for this task and to give them the necessary time and equipment.

The MSE-project staff should carefully and regularly follow up the BDS implementation in the regions and push all persons concerned to respect their assignments for BDS implementation in Ethiopia.

Appendix

Bahir Dar

Workshop programme Bahir Dar

List of participants Bahir Dar

To do list for BDS cycle implementation from 7/8-02 to 12/02

To do list for Addis Ababa facilitating agencies to support facilitators and BDS providers for implementing the first BDS cycle

Support needed from FeMSEDA, Addis Chamber, Education Bureau and MSE-PRO for the implementation of the first BDS cycle

Format 1:
Situation analysis overview at operators' level

Format 2:
Three month action plan 

Format 3:
Situation analysis overview for entrepreneur associations

Format 4:
Action planning for entrepreneur associations

Format 5:
Situation analysis and action plan overview for start-ups

Format 6:
Report of the three-month BDS cycle

Format 7:
Action overview of the three month BDS cycle of all regions concerned (Excel sheet for supervision by MSE-PRO)

Checklist to improve your own structure

Study outline for a case study on the Chambers of Commerce of Bahir Dar, Gondar and Dese

Photo documentation on www.bds-ethiopia.net/bds-components 

Addis Ababa

Workshop Programme

List of Participants

To do list for the first BDS cycle from 7/8-02 to 11/12-02 see above

Formats see above

Checklist to improve your own structure see above

Appendix Bahir Dar

	Programme to the Bahir Dar workshop on 
Business Services Delivery

25-6-02  to  3-7-02

	 1.  Tuesday, 25-6-02

      9h

Welcome

      9h30
Introduction of participants

    10h

Programme presentation

    10h30
Tea break

    11h

General introduction to the participatory BDS (Beamer)

· Training of facilitators in theory and practice

· Definition of participatory BDS

· Principles of participatory BDS

· How to put BDS into practice?

· Permanent dialogue with the operators

· Situation analysis overview

· How to talk to the operator?

· Interview guidelines

· What is behind the problem of "lack of capital"?

· Action planning

· Services provided 

· What kind of services is possible?

· Training courses or on the spot advice?

· Examples for on the spot advice

· Steps to the Development of MSE self help organisations

· Market orientation of Business Development Services

· Example of paid Business Development Services

· The Business Services Delivery Cycle

· Abstract of demand driven BDS

· Implement the 1st  BDS cycle from 8/02 to 10/02

· Three month report on BDS delivery

· Documentation, statistics and evaluation

· Visualisation of situation and action overview in your office

· Problems of implementation

Annexes

· Situation analysis and action planning for start-ups

· Webpage-links to BDS

_______________________

13h
Lunch

_______________________

    14h00
Details

· Presentation of the situation analysis format (Soft board)

· Presentation of the action planning format (Soft board)

· Presentation of the formats for start ups
· Case study examples of operators in Tunisia and Ambo 




	 2.  Wednesday, 26-6-02

      8h30
Presentation of the situation analysis of Tunisia (Papers)

    10h00
Tea break

    10h30
Action planning Tunisia (Papers)
    11h30
Working groups: 


Revision of the demand driven participatory BDS approach (Soft boards)
_______________________

13h
Lunch

_______________________

    14h00
Working groups...



Discussion of the results

    15h30
Tea break

    16h00
Field preparation for the next day

· Setting up of groups

· List of operators

· Preparation of survey materials and guideline cards



	 3.  Thursday, 27-6-02

      8h30
Field survey

_______________________

13h
Lunch

_______________________

    14h00
Drafting the situation analysis overview... (Soft boards)

    15h30
Tea break

    16h00
....drafting the situation analysis overview




	 4.  Friday, 28-6-02

      8h30
Presentation and discussion of the results...

    10h00
Tea break

    10h30
...presentation and discussion of the results

_______________________

13h
Lunch

_______________________

    14h00
Get more information in the field (data improving)


	 5.  Monday, 1-7-02

      8h30
Complete the situation analysis overview

    10h00
Tea break

    10h30
Discuss the final situation analysis

_______________________

13h
Lunch

_______________________

    14h00
Drafting the action plan (Soft board)

    15h30
Tea break

    16h

...drafting the action plan

	 6.  Tuesday, 2-7-02

      8h30
Discuss and modify the action plan...

    10h00
Tea break

    10h30
Discuss and modify the action plan

_______________________

13h
Lunch

_______________________

    14h00
Steps to implement the action plan

· How to collaborate with other service providers

· How to encourage self-help and how to organise promotion measures.

    15h30
Tea break

    16h00
Working groups: BDS providers in my region 


(listing of BDS providers: name, subject, activities)



	 7.  Wednesday, 3-7-02

      8h30
Working groups: To do list for BDS implementation in your institution 


and region (Soft boards)
    10h

Tea break

    10h30
Discussion on the To do list, questions and answers

_______________________

13h
Lunch

_______________________

    14h00
Organising the first Business Services Delivery Cycle in Ethiopia 

· Distribution of the formats, Time table for the first cycle, Choice of operators, Collaboration with other BDS providers, Documentation, evaluation and reports / communication, Business plan format

    15h30
Tea break

    16h00
Elements of Organisational Development of your own institution
   16h45
Workshop evaluation

   17h00
Closing


List of participants

	No
	Name
	Organisation
	Address
	P.O.
Box
	City
	E-mail

	1
	Tariku Teka
	PROPRIDE
	751688
	50832
	A/A
	

	2
	G/Kidan Berhe
	TITB/A/A
	115773
	8697
	A/A
	

	3
	Asrat Worku
	        “
	115773
	8697
	A/A
	

	4
	Tsehaynesh Kidane
	        “
	115773
	8697
	A/A
	

	5
	Awoke Seyoum
	Amhara ReMSEDA
	08-206275
	1274
	B/Dar
	

	6
	Ephrem Assefa
	Tigray ReMSEDA
	04-408973
	406
	Mekelle
	

	7
	Genet Arefe
	Tigray ReMSEDA
	04-408973
	406
	Mekelle
	

	8
	Jira Jebessa
	GTZ-MSE
	613313
	11133
	A/A
	mse-pro@telecom.net.et 

	9
	Biruk Sileshi
	GTZ-MSE
	613313
	11133
	A/A
	mse-pro@telecom.net.et

	10
	Dereje Alemu
	GTZ-MSE
	626134
	11133
	A/A
	mse-pro@telecom.net.et 

	11
	Wubie Mengistu
	ReMSEDA
	08-206277
	1274
	B/Dar
	aremseda@telecom.net.et

	12
	Ahmed Mohammed
	FeMSEDA
	511122
	1463
	A/A
	ahmo68et@yahoo.com 

	13
	Temerta Teferi
	GCC
	110320
	50
	Gondar
	

	14
	Yirgalem G/Egziabhir
	Amhara ReMSEDA
	08-206274
	1274
	B/Dar
	aremseda@telecom.net.et

	15
	Dinknesh Mulugeta
	Addis Chamber
	518055
	29784
	A/A
	aachamber1@telecom.net.et

	16
	Betelehem Gebru
	MoE
	553133/
ex.371/
	80708
	A/A
	

	17
	Mulugeta Adamu
	ReMSEDA
	08-206276
	1274
	B/Dar
	aremseda@telecom.net.et

	18
	Setotaw Abay
	ReMSEDA
	08-206274
	1274
	
	aaremseda@telecom.net.et

	19
	Abebaw Nigate
	BCC
	200481/
20 38 93/
	48
	B/Dar
	

	20
	Fikre Estifanos
	ACORD/ A.A
	613931/
632691/
	19133
	A/A
	acord.et4@telecom.net.et 


To do list for the implementation of the

first BDS cycle from August to October 2002

July

4-8

Consult the manager of your office and report on the workshop results 

and the first BDS-cycle timetable. Agree time table and manpower and 

equipment allocation for your BDS programme activities.

10-20

Prepare leaflet of your organisation, identify and contact BDS 

providers; inform them about our BDS programme and write a directory of 

BDS providers

21-26

Set selecting criteria and select 15 operators and inform about our 

BDS programme and support facilities

27-31

Prepare visits to operators, fix meetings, buy and paint plywood to put 

documents on your office wall

August 

1 - 20: 
Do visits to operators and write the situation analysis of 10 operators

21-23
:
Write the action plan and discuss it with your colleagues

24-27

Write the situation analysis and action plan on your computer and send it to 

the MSE-project

September-October-November

Implementation of action plan:
Solve problems with operators, other facilitators and BDS providers

December

1-6

Write 3-month report and send it to the MSE-project

8-12

Identify operators for the next BDS cycle

13-25

Do the situation analysis

26-27

Do the action plan and send it to the MSE project

January 03

Start the next three-month BDS cycle.

To do list for Addis Ababa facilitating agencies to support facilitators 
and BDS providers for implementing the first BDS cycle

FeMSEDA

· Assist ReMSEDA to prepare quarterly newsletter.

· Share ISDC experiences to POs.

· Facilitate sales of handicrafts.

· Encourage establishment of ReMSEDAs.

· Commissioning installation of machines.

· Display products on webpages.

Addis Chamber of Commerce

· Calendars of exhibitions and bazaars.

· Information on marketing and technical business opportunities.

· Discussion on policy issues.

Education Bureau

· Initiate assignment of contact person for TVET program.

· Information on TVET program at MOE level.

· Provide TVET curriculum guideline.

MSE-project (GTZ)

· Report on the BDS Needs assessment workshop of Bahir Dar.

· Facilitate BDS needs assessment training for old partners.

· Update profiles of BDS providers and facilitators.

· Write the directory of support institutions.

· Assist in preparation of project profiles.

· Conduct Training of Trainers (TOT) programs.

· Facilitate national network meetings.

· Initiate preparation of boards.

· Provide expertise supports.

· Implement and orient POs on M+E system.

· Make the Ethiopian BDS Network webpage functional.

ReMSEDAs and local Chambers:

Support needed from FeMSEDA, Addis Chamber, Education Bureau 
and MSE-project for the implementation of the first BDS cycle

FeMSEDA

· Training of trainers.

· Technical and vocational training to operators.

· CEFE training for trainers.

· Technical and market information.

· Display middler facilities.

· Information on MSE.

Education Bureau

· Curriculum development.

· Training manuals.

· Facilitate contact with TVET.

· Research activities.

Addis Chamber of Commerce

· Market and technology information.

· Business information.

· Providing management and bookkeeping training (on fee basis).

MSE-project

· Study tour.

· Technical support.

· Audio visual technologies.

· Internet services

· Financial support.

· Research activities.

	Situation analysis of selected enterprises in the region of: .........................

	Name / Activity

Location / Equipment
	Products and services (number and quality)
	Supply 
Sales / Marketing
	Personnel /

Business management
	Costs 
per month
	Problems identified by the owners 

themselves and their proposals

	Operator 1


	
	
	
	
	

	Operator 2


	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	


	Three-month action plan of: ..........................

	Name / Activity
	Problem identified
	Proposal of action

	
	
	Self-help initiative of the operator
	Additional support by facilitator or BDS provider

	Operator 1


	
	
	

	Operator 2


	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


	Situation analysis of the entrepreneur association of: .........................................

	Name of the organisation
	Number of members and trades
	Mission and organisational structure
	Services to members implemented
	Problems and weaknesses
	Proposals, initiatives 
and further projects

	Association 1


	
	
	
	
	

	Association 2


	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	


	Three-month action plan of the entrepreneur association of: .......................................

	Organisation / Group
	Problem identified
	Proposal of action

	
	
	Self-help initiative of the group
	Additional support by facilitator or BDS provider

	Association 1


	
	
	

	Association 2


	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


	Situation analysis for start-ups and action planning in the region of ......................

	Name and address,

educational level.
	Project idea
	Actual situation of the project
	Additional support by 
facilitator or BDS provider

	
	
	what has been done
	what has to be done
	

	Start up 1


	
	
	
	

	Start up 2


	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	


Study on the 

Chambers of Commerce 

of Bahir Dar, Gondar and Dessie

Date

Author
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Introduction
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x
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x

0.2
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x

0.3
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x
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x
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x

2.
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x

3.
Fields of intervention
x

4.
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x

4.1
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x

4.2
Elections and representation
x

4.3
Members (membership criteria, number, sectors etc.)
x

4.4
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x

5.
Infrastructure
x

5.1
Location / Premises
x

5.2
Equipment
x

6.
Manpower
x

7.
Economic situation
x

Income 

7.1
Membership fees
x

7.2
Income generating activities
x

7.3
Donors
x

7.4
Funds
x

Expenses

7.5
Rent

x

7.6
Personnel
x

7.7
Other

x

8.
Major achievements
x

9.
Planning, Evaluation, Documentation, Presentation
x

9.1
Planning
x

9.2
Evaluation
x

9.3
Documentation
x

9.4
Presentation
x

10.
Partners and stakeholders
x

11.
Main problems of the Chamber
x

12.
Planning for the future
x

12.1
Services to the members
x

12.2
Income generating activities
x

12.3
Other projects
x

Recommendations
x

Appendix

Status

Internal rules

Contact persons
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Photo documentation

 Three month report on BDS delivery

Period: ........ - .........

Date:



Facilitator:


BDS provider or facilitating structure:


	Owner
Business 
	Support 
activities identified
	Support 
activities realised
	Results and remarks 

(reasons for failure)

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


Facilitator's additional remarks:

this report should be short but detailed enough (3-5 pages)

	Follow up statistics on BDS delivery (MSE-PRO statistics - Excel sheet)

	Period: 

	No.
	Operator / Activity
	Production
	Service
	       CEFE 
	         Gender
	Action
	Action
	Action
	Action

	 
	 
	 
	 
	yes
	no
	M
	F
	identified
	realized
	on-going
	failed

	1. Region of Amhara
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Bahir Dar
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	1.1.1
	Example ....
	1
	 
	 
	1
	 
	1
	1
	 
	1
	 

	1.1.2
	Example ....
	1
	 
	1
	 
	1
	 
	3
	2
	 
	1

	1.1.3
	Example ....
	1
	 
	 
	1
	 
	1
	1
	1
	 
	 

	1.1.4
	Example ....
	 
	1
	1
	 
	 
	1
	3
	2
	1
	 

	1.1.5
	Example ....
	 
	1
	1
	 
	1
	 
	1
	 
	 
	1

	Total Amhara 
	3
	2
	3
	2
	2
	3
	9
	5
	2
	2

	2. Region of Tigray
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Mekele
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	2.1.1
	Example ....
	1
	 
	1
	 
	1
	 
	2
	1
	 
	1

	2.1.2
	Example ....
	 
	1
	 
	1
	1
	 
	2
	2
	 
	 

	2.1.3
	Example ....
	 
	1
	 
	1
	 
	1
	2
	2
	 
	 

	Total Tigray 
	1
	2
	1
	2
	2
	1
	6
	5
	0
	1

	3. Addis Ababa
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	3.1.1
	Example ....
	1
	 
	 
	1
	1
	 
	4
	2
	 
	2

	3.1.2
	Example ....
	 
	1
	 
	1
	 
	1
	0
	 
	 
	 

	3.1.3
	Example ....
	 
	1
	1
	 
	1
	 
	1
	 
	 
	 

	3.1.4
	Example ....
	1
	 
	1
	 
	 
	1
	2
	 
	1
	 

	3.1.5
	Example ....
	 
	1
	1
	 
	1
	 
	0
	2
	 
	 

	3.1.6
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	3.1.7
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Total Addis Ababa 
	2
	3
	3
	2
	3
	2
	7
	4
	1
	2

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Total 
	6
	7
	7
	6
	7
	6
	22
	14
	3
	5

	Per cent / Rate of success
	46,15%
	53,85%
	53,85%
	46,15%
	53,85%
	46,15%
	100,00%
	63,64%
	13,64%
	22,73%


Check list to improve your own structure

Human resources development

· Is there any job description for each of the employees?

· What are the skill up grading training needs for employees?

· Are there regular weekly personnel meetings?

Equipment administration

· Is there any list of the equipment (number and condition)

Planning

· Is there any action planning? (yearly, 6 month, or 3 month planning?)

· Are there weekly personnel meetings for weekly planning?

· Is there any planning of visits and services to operators (BDS planning)?

Implementation of services to operators

· Are there regular visits to operators?

· Did you implement support activities to operators?

Recording and reporting

· Did you document these visits to operators?

· Did you document the situation analysis, main problems and proposals of operators?

· Did you record your every day activities?

· Did you record your services to operators?

Collaboration with partners in the field of BDS delivery

· Is there any list of partners of your region?

· Commercial BDS providers

· NGO

· Vocational and technical training centres

· Facilitating agencies

· Is there any study about the loan conditions of the finance institutions of your region?

· Are there already personal contacts with the partners?

· Did they get your presentation brochure and your planning?

Formats

Is there a folder with the following formats?

· Action plan

· Activity report

· Records on everyday activities

· Records on services to operators

· Business plan format for operators

· Loan application forms of the finance institutions of your region

Presentation of your own structure to national, international partners and visitors

· Is there any presentation brochure or leaflet of your organisation (local language and English)?

· Does this brochure include a presentation of the achievements (services to operators implemented)?

· Is this presentation brochure always available and distributed to partners?

· Are your offices equipped with presentation boards and are your planning and services to operators fixed on it?

· May we find some photos of operator workshops on it (and not only seminaries)?

Appendix Addis Ababa
	Programme to the Addis Ababa workshop on 
Organisational Development and Business Services Delivery 

11-7-02  and  15/16-7-02

	 1.  Thursday, 11-7-02

9h

Welcome

9h15

Presentation of participants



Programme presentation

9h30

Introduction to the BDS approach 

Decision makers should be introduced to the BDS approach in order to understand the work to be done by their facilitators (see programme of 15/16-02). BDS delivery is the basis to the organisational development of an organisation meant for promotion of MSE.

9h30

Short general introduction of the BDS approach by beamer:

· Principles of participatory BDS

· Permanent dialogue with the operators

· Situation analysis overview

· Action planning

· What kind of services are possible?

· The Business Services Delivery Cycle

10h

Tea break

10h30

Discuss the situation analysis overview of the Bahir Dar workshop

11h

Discuss the action plan of the Bahir Dar workshop

11h30

Introducing the networks webpage

Participants should participate on the national BDS network webpage with their own organisation presentation and deliver if possible information to the Business information services of the webpage

_______________________________________

12h30 - 14h Lunch

_______________________________________

14h

Improve your own structure ! (IYS)

14h

Objective of the Organisational Development (OD) should be to deliver 


better services to operators. That is why BDS activities are the basis of OD. 

But to get a more effective organisation the following fields of each 


organisation should be improved:

· Organisation management (manpower management, qualification of employees, job description, personnal planning)

· Activities planning (real services to operators and everyday activities)

· Organisation of field work and outreach programms to operators

· Recording and reporting; documentation and statistics

· Collaboration with partners in the field of BDS delivery

· Presentation of the own structure to national/international partners



In order to get a tool for the development of these fields of internal 


organisation and external services and collaboration, we suggest a tool 


named "folder method".



A folder is given to each organisation with the following cards:

· Mission and objectives of our service

· Fields of intervention and services to operators

· Leaflet or presentation brochure of my organisation

· List of operators served and services provided from 
January 2001 up to now

· 3 month action plan format

· Records on everyday activities

· Records on services to operators

· Job description of each of the facilitators

· What kind of services am I able to provide?

· List of partner organisations in my region:

· Facilitating agencies

· BDS providers

· Training center

· Finance institutions

· Entrepreneur associations

· Statistics and sector studies

14h30

Presentation of the folder by the Addis ReMSEDA that already worked with 

that folder and had good results

15h30

Tea break

16h

Every card and format of the folder will be introduced and discussed

17h

Agreement upon a three month action plan from August to October to fulfil 

the recommendations and documents

17h30

Closing time is not exact. The programme has to be completed and all 


participants should be present until all tasks are done




	2.  Monday, 15-7-02

9h

Welcome

9h15

Introduction of participants

    

Programme presentation

9h30

Introduction to the participatory demand oriented BDS (Beamer)

· Permanent dialogue with the operators

· Situation analysis overview

· How to talk to the operator?

· Interview guidelines

· Action planning

· What kind of services are possible?

no Tea break

10h

Discussion of the situation analysis overview and of the action plan of the 

Bahir Dar workshop

12h

Preparing the interview guidelines



Organising groups of 2 participants and select operators

_______________________

13h
Lunch

_______________________

14h30

Visits to operators in Addis and talks about their situation, main problems 

and proposals

3.  Tuesday, 16-7-02

8h30

Drafting the situation analysis overview... (Softboards)

no Tea break

10h30

Discussion of the results

_______________________

12h30    Lunch

_______________________

14h

...discussion of the results

14h30

Transfer the problems and proposals into self help activities and additional 

BDS support on the action planning overview (Softboards)
16h

Discussion of the results

17h30

Organising the first Business Services Delivery Cycle 9-02 to 11-02

· Distribution of the formats

· To do list/Time table for the first cycle

· Selection of operators

· Identify BDS providers

· Documentation, evaluation and reports

18h

Closing time is not exact. The programme has to be completed and all 


participants should be present until all tasks are done




Training Workshop on BDS Methodology

Sponsored by UNIDO 

held on July 11, 2002 at Imperial Hotel, Addis Ababa

LIST OF PARTICIPANTS

	
	Name
	Organisation
	Addresses

	No.
	
	
	Tel
	Fax
	P.O. Box
	E-mail

	1
	Ato Abebe Negash
	FeMSEDA
	511122
	
	1463
	FeMSEDA@
telecom.net.et

	2
	W/ro Netsanet Mengistu
	PROGYNIST
	504579
	504941
	34069
	netsanet@
telecom.net.et

	3
	W/ro Tsehay Belayneh
	A.A Women Entrepreneur Association
	517790
	533355
	13463
	

	4
	Ato Gudina Aregeta
	Ambo T.I.TDepartment
	362080
	362080
	151
	

	5
	W/t Rahel Bezabeh
	JCC
	07-111155
	
	143
	

	6
	Ato Zenebe W/yohannes
	NCC
	02-112083
	02-122699
	36
	

	7
	W/ro Amsale Negash
	SNNP Women Entrepreneur Association
	06-204655
	
	1090
	

	8
	Ato Negussie  Sulieman
	SNNPR T.I.T.B
	06-200754
	
	
	

	9
	Ato Afework Yohannes
	BCaD-Consulting Management
	655687
	661997
	11194
	bcad@
telecom.net.et

	10
	Ato Meseret Getachew
	Oromia ReMSEDA
	564615
	559701
	7979
	

	11
	Ato Bulti Terfassa
	Enterprise Ethiopia
	627823
	627805
	1674/1110
	enter-ethio@
telecom.net.et


Training Workshop on Needs Assessment Methodology

Sponsored by UNIDO 

held on July 15-16, 2002 at Imperial Hotel, Addis Ababa

LIST OF PARTICIPANTS

	
	
	
	Addresses

	No.
	Name
	Organisation
	Tel
	Fax
	P.O. Box
	E-mail

	1
	Ato Berhanu Hailu
	Oromia MSEDA
	559700
	
	7979
	ber20002002@
yahoo.com

	2
	Ato Afework Yohannes
	BCaD-Consulting Management
	655687
	661997
	11194
	bcad@
telecom.net.et

	3
	Ato Asfaw Abebe
	FeMSEDA
	511122
	
	1463
	FeMSEDA@
telecom.net.et

	4
	Ato Solomon Endale
	FeMSEDA
	151186
	
	1463
	shembet-69@
yahoo.com

	5
	Ato Wubayehu Mekuria
	Meklit Micro Finance
	507964
	
	
	

	6
	Ato Kumsa Legesse
	Oromia MSEDA
	559700
	
	57184
	Kumsaldb@
yahoo.com 

	7
	Ato Temesgen Shone
	Oromia Industry & Urban Development
	513571
	
	47777
	

	8
	Ato Teklu Kidane
	MEKLIT/PROGYNIST
	507964
	504941
	34069
	netsanet@
telecom.net.et

	9
	Ato Tilahun Tefera
	Ambo Trade.Idus Department
	362151
	362080
	151
	

	10
	Ato Ashenafi Urgessa
	Ambo MSE Information Centre
	362151
	362080
	151
	

	11
	Ato Getachew Oumer
	JCC
	07-111140
	
	143
	

	12
	Ato Negussie  Sulieman
	SNNPR T.I.T.B
	06-200754
	
	
	

	13
	Ato Mulualem Mengistu
	MEKLIT/PROGYNIST
	507964
	504941
	34069
	netsanet@
telecom.net.et

	14
	W/ro Imawayish Melesse
	MTI
	518231
	514988
	704
	immelesse@
hotmail.com

	15
	W/ro Engedaye Eshete
	SNNP Women Entrepreneur Association
	99/3
	
	1090
	

	16
	Ato Gezahegn Dadi
	NCC
	02-112083
	02-122699
	36
	

	17
	Dr. Werotaw Bezabih
	Enterprise Ethiopia
	627823
	
	
	

	18
	Ato Tesfaye Abebe
	SNNPR TITB
	200418
	
	1150
	

	19
	Ato Ketema Samuel
	Enterprise Ethiopia
	627823
	627805
	1674/1110
	enter-ethio@telecom.net.et

	20
	Ato Abdu Ahmed
	Oromia ReMSEDA
	564615
	559701
	7979
	


PAGE  

