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Introduction

The Training of Trainers for needs assessment and BDS delivery was intended to train trainers of the Amhara, Tigray, Oromia, Southern regions and Addis in order to extend our BDS activities from actually 20 facilitators and 200 operators to 80 facilitators and 1,200 operators for the next BDS cycle from February 2003 to June 2003.

After the training of trainers, trainings of facilitators will be done in December 21-26 in Bahir Dar, in January in Addis, Oromia, Tigray and the Southern regions.

1.
Workshop programme

The TOT workshop programme (see annex 2) was prepared for a 2-days workshop, in order to resume all necessary steps for a 5-days BDS workshop for facilitators (see annex 3). Objective of the TOT was to introduce the trainers in preparing every day of the 5-days standard workshop

2.
Participants

Participants have been the facilitators of the first Bahir Dar and Addis BDS workshops. Most of the facilitators participated already actively on the first BDS cycle and had practical experiences. Participants have been the following:

· 3 facilitators of FeMSEDA

· 2 facilitators of Amhara ReMSEDA

· 1 facilitator of Addis ReMSEDA

· 1 facilitator of the Southern ReMSEDA

· 2 facilitators of the Oromia ReMSEDA and Trade and Industry Bureau

· 3 facilitators of the NGOs Propride, ACORD and Progynist

· 4 project officers of the MSE development programme (GTZ).

3.
Workshop implementation

3.1
Preparation for the 5-days BDS training and for every workshop day

Some necessary preparations have to be done before the beginning of the workshop and for every workshop day. Most of the preparation activities should be finished before the beginning of the workshop.

Tasks of the trainer before the training:

· Take a look on the Webpage CD-ROM to get informed about all information services available.

· Print out the BDS information brochures and classify in a folder.

· Prepare operators for the field visit second day:
number of participants divided by 2 = number of operators + 2 in reserve

· Prepare the program sheet x 20 (example 20 participants)

· Prepare participants list

· Prepare all documents for the training x 20

· Prepare situation analysis and action plan on softboard (first operator green cards, second blue cards, third green cards etc..) 

· Prepare price list of services and brochures (3)
· Make a photo show on first BDS cycle experiences on softboard

· Cars must be available for the 2. day from 13h

· Prepare all metaplan card boards (card boards for situation analysis overview must be cut shorter) and materials as brown paper, etc.

Tasks of the trainer - first day:

· Prepare room before 9h

· Reconfirm visits to operators

· Show participants leaflets of EWPC and Mulmul bakery ex.g.

Tasks of the trainer - 2nd day:

· Prepare interview guidelines to copy on card boards

· Prepare card boards for field survey

· Facilitators copy guidelines on card boards

· Organize field visits to operators

· Prepare 20 floppy (for every participant) with the situation analysis, action plan and activity report and the formats for operators

Tasks of the trainer - 3rd day:

· Analyse the situation overview and identify weaknesses of the documentation

· Explain to the participants, in order to improve data by a second visit next day

Tasks of the trainer - 4th day:

· Softboard for action plan must be prepared

· Enough card borads and markers available.

Tasks of the trainer - 5th.. day:

· Organize the next BDS cycle and give to each of the participants a time frame

· Give to every facilitator a floppy disk with the necessary formats.

· Keep the cards of the situation analysis and action plan and write it on computer for documentation of the workshop results.

3.2
Introduction of the participants to the BDS approach

3.2.1
Introduction by photo documentation and Powerpoint presentation

The introduction to the BDS approach should be a smooth one with examples and photos and not a theoretical introduction, in order to avoid that participants will not be scared off. That is why we should start with a photo presentation of some case studies of BDS in Tunisia and Ethiopia (see annex 4). These case studies show our approach of demand driven situation and problem analysis, action planning and implementation. As an alternative the own experiences of the trainers within the first BDS cycle can be presented by a photodocumentation or a short field visit to 3 operators in the morning of the first workshop day.

After the photo based introduction, a general introduction to the demand driven needs assessment and BDS delivery may be necessary. For that trainers can use the already prepared Powerpoint presentation on demand driven BDS (see annex 5). If no beamer is available, this presentation should be printed out and copied for every participant before the beginning of the workshop (print-out of 6 presentations per page). The general introduction gives an overview to the following topics:

· 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 finance"?

· Action planning

· Services to be provided

· 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

· Implement the 2nd  5-month BDS cycle from 1/03 to 6/03

· 5-month report on BDS delivery

3.2.2
Discussion of an example of situation analysis overview and action plan

After the general introduction a question-answer discussion should clear some lacks of clarity. The needs assessment and action planning should then be discussed in detail by the help of the Bahir Dar situation analysis overview and action planning (see annexes 7+8) made within the first BDS workshop in February 2002 (see annex 6). By the help of this document, participants will have a look on what is meant by situation analysis overview. About 10 operators' situation is documented by the following columns:

· Name, activity, location and equipment

· Products and Services

· Supply, sales, clients, marketing

· Personnel, business management

· Estimated costs per month

· Problems identified by the owner himself and his proposals of solutions.

After writing the situation analysis overview, an action plan is to be written especially on the basis of the last situation overview column:

· Name and activity of the owner

· Problems identified

· Self-help initiative of the operator

· Additional support by the facilitator or BDS provider

The situation analysis and the action plan should be discussed in detail, in order to prepare the participants to the field survey exercice. In the following visits to operators they will have to do the same procedure of needs assessment and action planning.

3.2.3
Field visits to operators

To prepare the visits to the operators, the participants are organized in groups of 2 persons each, so 10 groups with 20 participants. Every group notes the interview guidlines (see Powerpoint presentation) on card boards, every topic seperated on one card. With these cards they will visit the operators and note the data received. Transport for the visits has to be organized at least one day before the field survey. The field survey may be carried out in one morning or afternoon depending on the workshop time-table.

3.2.4
Drafting the final situation analysis overview and action plan

After the field visits, participants write down properly the data received on card boards and put it on the softboard already prepared by the trainer for the situation analysis overview. The data should be discussed one after another and deficiencies identified. The most frequent mistake is that participants do not detail enough the problems and solutions mentioned by the operator, ex.g.: "financial problem" is not clear. What is the cause of the financial problem, why is there a lack of capital? Often behind the financial problem we will discover the real problem which is not necessarily finance but can be bad management, or bad market situation. "Needs training" is not enough. What kind of technical problem does he has and what kind of specific training does he need?

After discussing the situation analysis overview and its deficiencies, participants should go out for a second visit to the operators in order to improve the data. After the definitive situation analysis, that overview can be transferred into an action plan. Most frequent mistake is, that the mentioned self-help and support activities are not concrete enough to be operational. "Do vocational training" is not clear. What kind of specific training is needed? Nobody does vocational training in general, but training in maintenance of tools, or accounting, or improve product quality of selected product could be recommended.

3.2.5
Budgeting of the BDS activites and time needed

Running a BDS cycle with 10 to 30 facilitators and 150 to 450 operators needs a specific budget for this core activity (see annex 10). Topics of the BDS budget are:

· Traings and workshops

· Situation analysis and action plan writing and documentation

· BDS implementation with field visits and follow-up

· Documentation and evaluation.

These financial implication should be discussed with the decision makers of the organizations and institutions involved. But not only these financial aspects are important, but also the time frame for the facilitators who shouldn't be overloaded with a lot of other occupations.

3.2.6
Distribution of the necessary BDS formats

At the end of the workshop, participants should receive a floppy disk with the necessary formats for planning and reporting (situation analysis, action plan, activity report) and the formats for operators in English and Amharic (cash book format, sales on credit, raw material inventory, cash sales ticket, business plan etc.). Additional information is on our webpage, on CD, that should be copied on the computers of each of the participants within the next follow-up visit.

3.2.7
Workshop report

After the training, a final workshop report should be prepared, including the list of participants, the workshop programme, the results of the field exercise (situation analysis and action plan done by the participants).

4.
Next steps to BDS implementation

4.1
Organizing the next BDS cycle

The main work has been done with the situation analysis overview and action plan. Now participants should be instructed how to put the planning into practice. Not every problem can be solved immediately and directly by the facilitator and the owner themselves. So, they have to identify business services providers as training centers, technicians, experts in accounting, specialised NGOs and development agencies that should help them to solve the problems. Linking the owner's demand with the BDS providers offer is one of the main activity of the facilitators. BDS providers, development agencies, NGOs and training centers should be identified and contacted by the facilitators in every region and possibilities of collaboration discussed.

Participants should be prepared for the next BDS cycle as follows:

· One month for first visits to operators, drafting the situation analysis and action plan, contacting some BDS providers and training centers for further collaboration.

· 5 months for BDS delivery and problem solving.

Every six months another 15 operators will be involved in the next BDS cycle by each of the facilitators (30 facilitators = 450 operators per cycle = 900 operators per year).

4.2
Organizing a follow-up system

Follow-up is absolutely necessary! We do not organize trainings without follow-up! Where we have more than 10 facilitators in one region, we should assign one person for follow-up only ("follow-up man/woman"). Within the follow-up, facilitators should be advised to improve their situation analysis and action plan. Only actions that are realistic and can really be implemented should be put down into the action plan. Actions must be concrete enough for implementation. After two months, the follow-up man/woman should analyse the rate of implementation of the initially identified support actions in the action plan. If there is a deficiency in implementation, the follow-up man/woman should undertake measures to support the facilitator. An implementation rate of 60% should be the minimum (implementation rate = support actions implemented in relation to actions identified and documented in the last column of the action plan).

4.3
Documentation, evaluation and reporting

After the 5-month BDS cycle every facilitator has to prepare his 5-month activity report (see annex 9) and send it to the follow-up man/woman for further compilation and final report of the whole BDS cycle. The final report should be completed by statistics on the rate of implementation, type of businesses involved, male/female etc. problems encountered by the facilitators and recommendations for the next cycle.
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Annex 1

Product Title:
Demand driven Needs Assessment and Business Services Delivery
Abstract:
The demand driven needs assessment and BDS delivery method is a participatory method comprising of situation and problem analysis, action planning and the delivery of need-based services to micro, small and medium enterprises (MSMEs). The operator is assisted to identify his main business problems and to propose own solutions. The BDS facilitator assists him with refining the owner’s proposal and forwards additional problem-solving service proposals. The operator then commits himself to getting the business support services that he identified together with his facilitator. The facilitator not only provides the operator with on- the-spot services, but also links him to business service providers.

1. Issues at Stake

MSMEs need a range of business development services that contribute to the efficiency, profitability, and expansion of the business activities they pursue. The market for business development services in developing countries is, however underdeveloped. Institutions involved in the facilitation and/or provision of BDS need to base their service delivery methodology on the basis of the felt-needs of business operators. Otherwise, services offered to operators become supply-driven and in the end will be shunned by business owners. Offer- oriented BDS is usually less sustainable as it is usually not paid for. Need based services on the other hand attract the consumer and makes him participate in the search for remedies to his business. The business operator even goes to the extent of committing part of his proceeds for the catering of services that solve his problems and make his business more profitable. Thus a demand driven needs assessment and services delivery method for MSMEs is apparently a more sound BDS approach for it is participatory and sustainable.

2. Explanation of the Product:

The ‘Demand driven Needs Assessment and Business Services Delivery‘ is a 

BDS delivery method applied by MSME facilitators from public, private, NGO and self-help business support institutions. These facilitators are trained in the application of the product. The product involves the business operators in the situation analysis and problem identification of his enterprise. An action plan for to solve the problems of the operator is then prepared by the facilitator with the active participation of the enterprise owner. Then, the facilitator links the business operators BDS providers, training centres, public agencies and financial intermediaries, marketing support, technology information, business planning, accounting, including on-the spot advice etc. This approach is participatory and likely to be sustainable as it ends up in paid for BDS as it directly targets the core problems identified by the operator. 

3. Basic features

The demand-driven needs assessment and services delivery to MSMEs is done with the help of BDS facilitators/providers by physically presenting themselves to the selected enterprises and involving the owners in problem identification and action planning. The situation analysis overview contains the following issues:

	Situation of selected enterprises in .....

	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 

	Operator 1
	
	
	
	
	

	Operator 2
	
	
	
	
	


By the help of a situation analysis overview, the facilitator documents the situation and problems of e.g. 15 operators and transfers it into a five-month action plan:

	First three month action plan ............ (from ........ to ............)

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

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

	Operator 1
	
	
	

	Operator 2
	
	
	


The actions agreed with the operators concerned should be solved in the five month BDS cycle. Action that can be managed by the operator and the facilitator themselves may be implemented without external support. For other activities, BDS-providers and facilitating agencies may be identified and encouraged for collaboration. General information services are for free, but interventions like business plan and loan application writing are provided against payment.

4. Benefits, impact, scope

The benefit of this product among others is that it involves the enterprise owned in problem identification and action planning. It addresses problems specific to each enterprise and also pervasive among a group of enterprises and/or subsectors. Other service delivery methods usually prescribe blanket treatment like the provision of training whether needed or not, finance, new technology, etc. In our approach MSMEs are the main actors. Our support is only additional When certain services show substantial demand and an inclination of enterprises to pay for, the provision of such services have to be left to commercial providers and hence, the transaction becomes business to business. In the process of facilitating demand driven services, policy makers also benefit from the identified hurdles connected to rules and regulations. Government can then revisit its private sector development policies, revise certain rules and regulations based on concrete evidences secured from operators who pass through this bottom-up service delivery approach.

5. Implementation process

Before getting involved in business service delivery through the mentioned product, a group of facilitators who are working in MSME development and self-help institutions, have to take a training of at least 7 days on demand driven needs assessment and delivery methodology. Then each facilitator will have to be given a to-do-list and the appropriate planning and reporting formats on a floppy disk. Each facilitator then identifies 15 businesses from different sub-sectors and different sizes for situation analysis, action planning and business service delivery that take 5 months. The first one-month is normally for situation analysis and action planning .The rest five months are for problem solving. Annual impact assessment with the help of an external M & E consultant is necessary to measure the impact of the intervention on a sample of enterprises.

6. Empirical evidence

In Ethiopia, an 7-day training on how to apply this product was given for 20 BDS facilitators in July 2002. Each facilitator was then given an assignment of attending 10 business enterprises for problem solving in a 3-month cycle (Sept-Nov. 2002). Accordingly 200 business operators were given various important services like advice and training on bookkeeping, business planning, customer handling and recording, technology information, awareness on government rules (taxes, land lease, licensing and registration), linkage service (with MFIs, BDS providers, machinery and spare parts suppliers, etc.). In the 2nd cycle similar 5 month initiative which is planned for Jan.-June, 2003, 40 facilitators in Amhara region, 45 in Addis and 40 in Awassa will give services to 15 operators per facilitator. This makes the number of MSMEs covered through the program about 3000 per year in two cycles.

7. Costs

The Demand Driven Needs Assessment & Business Services Delivery method involves training of facilitators by an international expert well experienced in the methodology. Follow up and support to facilitators is also essential. An estimated cost of Euro 90,000 is apparently necessary to design & implement this product including a first BDS cycle put into practice

8. Further resources or other reference

www.bds-ethiopia.net/approach1.html (Example of Ethiopia)

Report on the Bahir Dar and Addis BDS workshop 7/2002,for download see library: www.bds-ethiopia.net/documents.html 

PowerPoint presentation on demand driven BDS, 
for download see library: www.bds-ethiopia.net/documents.html 

www.accompagnement.net (Example of Tunisia, French language)

9. Date

January, 2003

10. Contact

For further information, please contact Dieter Gagel at mail@gagel.net or 
Fantahun Melles at mse-pro@telecom.net.et. 

Mailing address: GTZ-MSE Project, P.O.Box 11133, Addis Ababa, Ethiopia.

Tel. ++251 1 626135, Fax: ++251 1 620125

Annex 2

 Ethiopian Business Development Services Network

Training of Trainers for BDS delivery

9 to 10 of December in the Imperial Hotel, Addis Ababa.

The programme enables the participants to train more facilitators for BDS delivery in their regions and to organize a regular follow-up. 

Monday 9, 12/2002

9h


Welcome and presentation of programme

9h30


Presentation of a 5-days action-oriented training programme for 

facilitators

10h-10h30

Tea break

10h30-12h30

Each of the 5 days programme topics will be discussed in detail:

· How to write a situation analysis

· How to write an action plan

· What is demand oriented and participatory?

· How to organize field visits to operators?

· How to organize semi-structured talks to the operators?

· How to identify demand-oriented needs and proposals of actions?

· Documentation in a situation analysis overview

· Documentation in a 6 -month action plan

· Identify Partner organizations and Business providers in your region

· Identify TVET Centers in your region

Which preparative works have to be done every day by the trainer?

12h30-14h

Lunch break

14h-15h

Didactic materials and methods:

· How to prepare the situation analysis overview on soft board

· How to prepare the action plan overview on softboard

· How to prepare the metaplan cards

· Formats and time-tables on CD-ROM

15h-15h30

Tea break

15h30-16h

Documentation of the 5 days workshop results

· Keep all cards for documentation

· Write the results on your computer

· Visualize the follow-up on your office wall

16h-17h

Open discussion

Tuesday, 10, 12/2002

9h-12h30

- Discusss the situation analysis and action plan of the participants. 

· Consider the pros and cons.

· Discuss the possibilities of problem solving for each of the BDS topics and get more information to each of the topics:

· Taxation, Finance, Export, Vocational training, Tenders, Marketing, Accounting, Land premises, Trade fairs, Investment promotion etc.

- Show information services on the BDS webpage and print-out 
   brochures.

- See price list for paid BDS

12h30-14h
Lunch break

14h-15h
How to organize the next BDS cycle and the follow-up of the new 

facilitators

· Respect the time-table: 1 month preparation, 5 months BDS delivery

· 1 month for situation analysis and action plan

· 5 months for BDS delivery

· One follow-up man/woman for Bahir Dar and one follow-up man/woman for Awassa

· Organize regular visits to the facilitators on zonal level

· Organize quarterly facilitator meetings in Bahir Dar and Awassa

· Prepare a half-time report on the advancement of the action plan

· Prepare the 5-month activity report at the end of the BDS cycle

15h-1530

Tea break

15h30-17h

Organize the next trainings in Bahir Dar/Addis/Mekelle (December), 

and Awassa (for Oromia and Souther Region) (January)

Budgeting of the BDS activities
Second BDS cycle in Amhara, Tigray and Addis
January: preparation month








February-June 03: second BDS cycle

Second BDS cycle in Oromia and Southern Region
Jan./Febr.: preparation months









March-July 03: second BDS cycle

Every facilitator supports 15 operators for 5 months.

Annex 3

	Standard Programme for a Business Services Delivery training

from ....... to .........

	 1.  Day, date

      9h

Welcome and introduction of participants

      9h30
Programme presentation

    10h00
Case study examples of operators in Tunisia and Ambo (Doc 1)

    10h30
Tea break

    11h

General introduction to the participatory BDS (Powerpoint papers) (Doc 3)

· 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 finance"?

· Action planning

· Services provided (give own examples)

· Training courses or on the spot advice?

· Examples for on the spot advice (give own examples)

· 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

· Implement the 2nd  BDS cycle from 1/03 to 6/03

· 5-month report on BDS delivery

_______________________

12h30 Lunch

_______________________

    14h00
Presentation of the situation analysis format (Soft board)


Presentation of the action planning format (Soft board)

    14h30
Discussion of situation analysis and action planning of Bahir Dar (Papers) (Doc 4)
    15h30
Tea break

    16h00
ongoing discussion of situation analysis and action plan

    17h30
End



	2.  Day, date

    09h00
Field preparation for the afternoon

· Set up of groups

· List of operators to visit

· Preparation of survey materials and guideline cards

_______________________

12h30
Lunch

_______________________

      14h00
Field survey




	3.  Day, date

    09h00
Drafting the situation analysis overview... (Soft boards)

_______________________

12h30 Lunch

_______________________

      8h30
Presentation and discussion of the results...

    10h00
Tea break

    10h30
...presentation and discussion of the results




	 4.  Day, date

    09h00
Get more information in the field (data improving)

    11h00
Improve the situation analysis overview

_______________________

12h30 Lunch

_______________________

    14h00
Discuss the final situation analysis and analyse strengths and weaknesses

    15h30
Tea break

    16h00
Drafting the action plan (Soft board)



	 5.  Day, date

      8h30
Discuss and modify the action plan...

    10h00
Tea break

    10h30
Discuss and modify the action plan

_______________________

12h30
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
Organising the next Business Services Delivery Cycle in Ethiopia 

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

   18h

Closing
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	Coffee grinder 
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	Problem: 

The business owner does not have any market problem. She could sell to bars, restaurants, cafés. But she has no sufficient stocks on coffee. So she sells only by small quantities.
Solution:
A credit for a sufficient stock on coffee would immediately raise up its production and  turnover. The credit would be profitable. In this case we support the credit demand. With the further profit she could buy some machines as coffee grinder for special sorts of coffee and develop its business by its own ressources.
 Action:
The shop owner will document its client orders and document potential clients. The facilitator will help for formulating and support its credit demand.

Support for extension credit, because market situation is excellent.
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	Public secretary 
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	Problem: 

No strategic location, no clients. Even its initial fund has been exhausted.

The shop owner cannot serve its initial credit.

Solution:

The credit demand for a second credit makes no sense with this bad market situation. The facilitator cannot support its demand.

The only possibility is to change immediately the actual location.

Action:

The facilitator provided advise for a new strategic location (nearby schools and administrations or right in the city).

A temporary re-assessment of the initial credit has been supported.

 

No support for credit, because bad market situation.


	Kindergarten 
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	Problem: 

· Most of the nursery-schools seen do have the same problem: Bureaucratic problems in the start-up period delay the opening of the schools. So they do not open before the new school year and do not have at their disposal a sufficient number of children. A sufficient number of children to run profitably is between 40 to 80. So in the first school year, a lot of nurseries are not profitable and the fix costs are to high. 

 

Solution:

· Several nursery schools need a re-assessment of the initial credit for the first year. 

· Publicity and marketing measures have to be undertaken before the beginning of the next school year. 

· The high fix costs (rent and personal costs) cannot be avoided if the nursery school will be well managed, but a higher number of children will pay these costs. 

· Before the start-up period, the promotors have to be informed to start up their business long before the beginning of the school year in order to overcome this problem. 

 

Action

· Support the re-assessment of the initial credit scheme for the first school year. 

· Advisory for promotion and marketing measures: a simple prospectus would be a first measure to support marketing visits in their district. 

· A  purpose of 50-80 children per nursery school should be fixed. 
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small 5 operations machine 
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 poor tools and stock without maintenance 
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	Wood and metal workshop - Ambo
Situation

The workshop is situated in a quite part of the town. Products are furniture as beds, cupboards, chairs and doors. Metal products are grills, gates and fences. Staffs are about 5 apprentices and workers.

Problems

· No very good sales situation, the quarter is too calm, no exhibition possibilities. 

· Legal problems for wood supply. 

· Poor equipment and tools apart from the 5-operation-machine. 

· (Insufficient product quality. Is working with insufficient tools). 

· (No good storage of raw materials). 

Proposals of the owner

· Wants to get a workshop on the main road for exhibition possibility. 

· Wants to improve his tools and machinery. 

Actions

· Do savings. 

· Buy some simple tools. 

Support by BDS-provider:
· Encourage for savings. 

· Encourage to buy simple tools 

· Make a supply study for wood. Could be a general problem for carpenters in this region. See further possibilities of solution. 

· Needs on vocational training (could be part of a technical on-the-spot advisory by a FeMSEDA master for carpenters at Ambo town.) 

· (Credit is not recommended because no good sales situation.) 

· (Rent for a workshop on the main road will be too expensive.) 
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auto-mechanics and metal works 
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locally made welding machine 
	Auto-mechanics and metal works 
 

Situation

· The workshop is situated on the main road of Ambo and obviously has a lot of clients in both, auto-mechanics and metal works. 

· All kinds of vehicles and all kind of grills, gates and fences. The owner himself locally produces welding machines. He has a lot of employees, about 20. 

· No sales problems. 

Problem

· High transport costs to get spare parts from Addis. 

· No crane to lift motors and no inspection ditch. 

· No thread cutting tools. 

Proposals

· Wants to open a spare parts shop or stock in order to reduce transport costs.  

· Wants to get a thread cutting tool set. 

Actions

He already has a banking account.
· Save more money.  

· Do a business plan in order to ask for an extension credit. 

· Can buy the thread cutting tool set by his own money.  

· Additional vocational training for thread cutting (half a day training in another workshop or FeMSEDA). 

Support by BDS-provider

· Encourage for savings 

· Assist in business plan preparation. 

· Help for connecting to micro finance. 

· Look for thread cutting tool providers and prices at Addis. 

· Organize a half a day training on thread cutting tools. 

· Is there any possibility to sell the locally produced welding machines (with better coachwork and painting?) 
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Tailoring workshop - Ambo town
 

Situation

· The workshop is situated in a popular part of Ambo with a good sales situation. Workshop outside and inside is looking very organized. 

· In addition to the tailoring, he has opened a beauty shop, which is completing his first activity. 

· Products and services are women dressmaking and rentry of clothes for festivities. 

· He has a stock of textiles. 

· Good sales situation. 

Problems

· Wants to extend his business and renew his sewing machines which are very used. 

· Believes to be overtaxed. Taxes are fixed by guess and without any scheme.  

Proposals/Actions

· Do savings and carry out a business plan for extension credit. 

· Calculate taxes and intervene at the finance administration. 

BDS-provider

· Encourage for savings 

· Assist for business plan and make contacts to credit organisations. 

· Analyse tax fees and eventually assist on intervention at the finance administration.
 


Annex 5: Powerpoint presentation on demand driven Business Development Services (BDS)
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[image: image20.emf]Steps to

put BDS into practice...



Each facilitator selects 15 operators in his region for the 

implementation of a 5-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 15 operators

and note their problems and proposals.
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[image: image21.emf]...Steps to put BDS into practice



Agree upon a 5 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, may be implemented by other BDS providers

(facilitator makes contacts).
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[image: image23.emf]Regular Visits to Operators !



Regular visits to the operators involved are 

necessary in order to solve the problems 

identified. „Regular“ means at least once per 

week, but if necessary, even 3 visits per week 

to solve a problem are useful.



Problems are not solved by doing a situation 

analysis and action plan. You have to go into 

action and contact other partners and 

administration in order to realize the solution.

4,5


	
[image: image24.emf]Situation analysis
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[image: image25.emf]How to talk to the operator?



The situation analysis has 3 aspects: 



To warm up with the operator



To understand his way of thinking



To get data for action (and not data for data)



Introduce yourself and your concern.



Sit down and have time, but don‘t waste the time of the operator.



Listen and work off your questions without hurrying.



Try to answer the operator if possible, but don‘t try to solve 

immediately his problems or to find immediately the solution.



Not only talks, observations are very useful too!



When actions are identified, agree upon his self help part and your

additional support.



Talks are confidential, above all with the administration and other 

operators.
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[image: image26.emf]Interview guidelines



Name and activity: Name, address, activity



Location: Location, dimensions, number of rooms, furniture etc.



Equipment: Tools, machines, nomber and quality, condition



Products and services: offered by the operator



Supply: Raw and working materials, tools, machines, availability, suppliers



Sales: Situation of sales, clients, middlers



Marketing: Promotion actvities, publicity, advertising



Staff: Number and functions, qualification, school education



Business management: Bookkeeping? Recording? Receipts?



Costs per month: Rent, electricity, water, taxes, staff and social security contributions,

maintenance



Problems and solutions: identified by the operator himself without suggestions by the 

facilitator. Problems and solutions must be detailed! „Marketing“ is not enough.
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[image: image27.emf]Is „Lack of finance “ really 

the problem?



Most of the operators see the „Lack of finance“ as 

their main or only problem.



It‘s up to the facilitator to get to the bottom of this 

problem: Other problems in other fields of

intervention may cause the lack of finance 

(ask him: „Why do you have a lack of finance?“ ).



In that case, financial support will not necessarilly 

help the operator, but support in other fields of

intervention can solve this secondary problem.

see overview next page...
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BDS provider
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[image: image30.emf]Organize CEFE –

rehabilitation course for 

operators in the Tigray 

region in order to

strengthen 

competitiveness

Courses and on the spot advice in 

accounting for small and medium 

businesses in Addis

Set-up of a purchasing 

central in the Tigray region 

for electricians and
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Negotiate with the local 

administration in Bahir 

Dar in order to redefine 

taxation procedures

Possible 

services provided

Make contacts with 

FeMSEDA for a vocational 

training on new 

technologies for metal 

workshop

Information on trade fairs 

on regional and national 

level, conditions for 

participation for several 

regions

Improve your tools and machines:

on the spot advice to woodworker 

workshops of Ambo in contact with 

the skills development centre Ambo

Negociate with micro-

finance institution on 

extension credit (spare 

parts shop) for auto-

mechanics workshop in 

Ambo
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[image: image31.emf]Training courses 

or on the spot advice?



Training courses are often the only method used by BDS

providers. But training courses tend to be offer-oriented and do

not always meet the real needs. 



On the spot advice can be an additional demand driven tool in a

comprehensive BDS system:



The field approach allows the operator to express his real

needs on the spot and to demonstrate it.



The facilitators can observe on the spot the situation and

problems of the operator concerned.



Certain problems cannot be solved in group training (operator 

doesn‘t want to speak in a group with competitors, specific 

problems with authorities etc.)
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[image: image32.emf]Examples for on the spot advise 

instead of courses



Accounting training courses often are without 

impact. On the spot advice to initiate a simple

accounting system will be more concrete and

you can better control it in practice.



Training for maintenance of tools and

machines with the operators‘ own equipment

and in their workshops will be more effective.



Production run and workshop organization 

should be optimized in the workshop.
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[image: image33.emf]What kind of services?...



Based on the self help initiative of the operator.



Necessary, according to the problems identified and

the priorities of the operators.



Possible and realistic, according to the human

resources and financial capacities. 



Services that cannot be managed by the facilitator 

himself, can be implemented by other BDS providers

(facilitator makes contacts).
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[image: image34.emf]... what kind of services?



Group support or group trainings are possible 

if a certain number of operators have the 

same or similar problems, e.g.:



Several carpenters need training in tools and machinery 

maintenance;



The carpenters of Ambo are not allowed to collect wood

in the local area;



Auto-mechanics of one region need spare parts store 

for better supply;



Vocational training in cut and design for tailors;



Management training for medium entreprises.
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[image: image37.emf]5-month report on BDS delivery

Facilitator: BDS-provider: Date: Period:
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(reasons for failure)

Services implemented Support Services identified

(see action plan)

Owner/

Business

Facilitator‘s additional comments:
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[image: image38.emf]Webpage-links to BDS



www.bds-ethiopia.net

Webpage of the Ethiopian Business

Development Services Network (EBDSN)



www.bds-ethiopia.net/bds-components

Some examples and case studies



www.business-experience.com

Webpage on BDS experiences in Mali, 

Guinea, Tanzania, Tunisia
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	Annex 6
Business Development Services to Entrepreneurs

· 100 Facilitators of ReMSEDAs, Chambers and NGOs supported 1,500 business owners to solve their problems in a 5-month BDS cycle from 
April to August 03.

· 3,000 businesses can be supported in 
2 cycles per year.


	Approach:

Each of the facilitators visits 15 business operators and talks about their situation and main problems. The data will be documented in a situation analysis overview (see annex). 

The problems and solutions given by the operator (see last column of situation overview) will be transferred to a 5-month action plan (see annex). The self-help action of the operator and the additional support of the facilitator or other BDS-providers will be agreed. 

In the next 5 months, each facilitator has to implement his action plan and solve the problems identified. By making contacts with other BDS-providers and technical centres he will solve those problems that are beyond his own capacity.

After the BDS cycle, one month is for evaluation of the first and preparation for the next 5-month cycle.

For more information on our BDS approach see :

www.bds-ethiopia.net/documents.html and

www.bds-ethiopia.net/approach.html .
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	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 paym.
	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


Annex 6
	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.


Annex 7

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

	Name / Activity

Location / Equipment
	Products and services
	Supply / Sales / Marketing
	Personnel

Business management
	Costs 
per month 
	Problems identified by the owners 

themselves and their proposals

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	....


	
	
	
	
	


Annex 8

	Five-month action plan of: ..........................

	Name / Activity
	Problem identified
	Proposal of action

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

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	....


	
	
	


Annex 9

Five-month report on BDS delivery

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

Facilitator:





Institution/BDS provider:



Date:






	Name of Business 
	Support activities identified

(repeat the actions of your last action plan with the same numbers)
	Support activities realized

(only your real achievements)
	Impact and remarks 

(reasons for failure)

	1.


	
	
	

	2.


	
	
	

	3.


	
	
	

	4.

....


	
	
	


Annex 10

	Major Activities and Costs for BDS delivery

	Activities
	Estimated Costs

	1.
Training

1.1
Training materials

1.2
Per diems

1.3
Transport

1.4
Lunch / Refrechment

1.5
Room

1.6
Others


	

	2.
Situation analysis and action planning

2.1
Stationery

2.2
Others


	

	3.
BDS implementation

3.1
Transport

3.2
Stationery

3.3
Operators' photo library

3.4
Telephone and communication

3.5
Others


	

	4.
Monitoring and Evaluation

4.1
Field visit costs of follow-up men/women

4.2
Photos

4.3
Other costs


	

	TOTAL COSTS
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