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1.
Constraints of Access to Finance for Micro and Small Enterprises (MSEs)
Although the banks emphasize their interest in lending to small enterprises, they highlight the problems of it to the same extent. The crucial aspects of loan appraisals – financial records, demonstration of repayment capacity and securities – are considered to be more problematic with small enterprises than with larger ones. Many bankers say that MSEs often simply do not have neither accounts, no formal business plan, nor titles for their securities. 

Financial records

The first constraint for MSEs in access to credit is the banks’ requirement of financial records on the past performance of the enterprise. Many MSEs have difficulties in providing these. 

The constraint put on MSEs’ access to finance by the level of requirements of financial records varies between the different financial institutions. Those who target mainly microenterprises do generally not require balance sheets or profit and loss statements. However, they are nevertheless interested in the past performance of the applicant’s enterprise. To build an idea on it, they often rely on simple sales records.

Other institutions, as for example ADB and GCB, require from the loan applicant to fill their financial data into a form designed by the bank. The task is less complex for the MSE than producing independently its own records. However, they still need to have some form of record keeping in place in order to be able to fill in the forms correctly. 

For the lack of proper accounts, many banks use bank statements as a proxy to analyse the financial track record of a small enterprise. For the enterprise this means that its access to credit is constrained by having an active and positive banking track record or not. 

The strictest form of financial records are audited accounts. In Ghana all enterprises registered as limited liability companies (Ltd.) are required by law to keep audited accounts. Therefore, the banks request from Ltd.s – and a large part of MSEs in Ghana are Ltd.s – to present audited accounts with their loan applications. The banks’ experience is that the problem of most Ltd.s is not so much to present audited accounts, but the quality of the accounts. 

This is also true for other forms of records: The main constraint for MSEs is to convince the bank of the reliability of the data. The banks’ trust in all forms of records is low. They check sales records and the data filled in their forms on consistency and whether they correspond with other information given by the loan applicant. When banks analyse bank statements they also inquire whether the applicant has debts at other banks. For audited accounts it plays a major role whether the bank considers the auditor who did the accounts as a reliable source or not. 

One source of mistrust in financial records is the experience that MSEs often understate their sales and profits for tax purposes. Although the banks show a certain degree of understanding to this, the access to credit is seriously hampered by this form of record keeping. An enterprise that has the declared objective to grow will need to overcome this practice as it is a substantial obstacle for a smooth banking relationship. 

Demonstration of repayment capacity

The second constraint for MSEs in access to credit is the banks’ scepticisms of their repayment capacity. Generally, MSEs have difficulties in convincing the banks on this issue. 

The core of the repayment capacity is the cash flow of the enterprise after receiving the loan. If the loan serves to finance one specific transaction only, it is fairly easy to establish the cash flow. The only requirement in this case is that the applicant brings the contract of the order for the transaction. The bank then cross-checks directly with the issuer of the order.  

It becomes more complicated if an MSE applies for working capital or for a fixed investment. The returns are more difficult to determine and the analysis of the bank becomes more complex. Consequently, MSEs have more to prove.

The main factors considered by the banks are the personality of the owner or manager of the enterprise, the marketability of its products, the reliability of its supplies and the profit margin. 

These factors are not relevant for access to finance only, but they are the basis for every sound enterprise. If the business model of an enterprise is not viable, it is more than justified that it does not get a credit. However, here access to finance is not discussed as a problem of unsound business models, but as being constrained by the inability of MSEs to communicate with banks on their business model. 

The requirements of the banks on how to demonstrate repayment capacity vary and thus challenge MSEs’ ability to communicate to a different degree. 

The strictest form is a formally written business plan including cash flow projections for the future. Not many MSEs are able to meet this requirement. And many banks complain that MSEs submit business plans that look very sophisticated on paper only, as they have been developed by consultants on behalf of the MSE. But the MSE itself is unable to understand or implement the plan. 

A more flexible way of analysing the repayment capacity is to conduct an interview with the owner/manager of the MSE often combined with a site visit in order to understand his business model. This approach is mainly used by those banks serving the smaller segment of the MSEs. 

Securities

The third constraint for MSEs in access to credit are the security requirements of the banks. MSEs often do not have assets that qualify as security for a loan, or if they have the assets they do not have proper titles. 

Again, the banks’ requirements are different according to different market segments. The institutions specialised in microfinance have group facilities hwere group members guarantee for each others that rely on peer pressure without any other form of collateral. But also the participation in a group poses certain constraints on an enterprise and it risks having to cover for the other members of the group’s loan.
The easiest forms of collateral apart from group schemes are receivables. However, they are applicable only if the loan finances a given transaction. In this case a third party, the buyer of the MSEs products, enters into the relation. The MSE has to present a contract of the order of his buyer and the bank makes an agreement with the buyer that his payments will go jointly to the MSE and the bank.

Personal guarantors are another possibility to overcome the lack of valuable assets for security. The acceptance of personal guarantors as a security depends on their proven “net worth”. The person’s near cash properties must be sufficient to cover the loan sum. In addition, it must be plausible from the relation of the guarantor to the applicant that the former would pay on behalf of the latter in case of default. In the case of Ltd.s the manager/owner of the enterprise may act as a personal guarantor. Still, the banks accept personal guarantors only if they are very convinced of the viability of the investment. 

Equipment or other moveable assets of the enterprise or its owner can also be used as collateral. This can be a very flexible option for an MSE as the range of items extends – depending on the loan volume –  from refrigerators or DVD players to vehicles or machinery. Again, the constraints imposed vary between the different financing institutions. In some cases the bank requires insurance for the pledged item, especially for vehicles, to ensure that the value is guaranteed even in case of an accident. 

Many banks, however, reject moveable assets as securities, simply because they can literally be moved out of reach and be inaccessible for the bank in case of default. 

Mortgages of landed property can be used to secure larger loans. In theory mortgages are a good security for the bank. In practice, however, banks are reluctant to accept mortgages for two reasons. One is the value of the property. To establish the value the banks require not only a valuation of the property, but also an analysis of its marketability. Usually only properties in high priced residential areas are considered to be easily sellable. The other reason to be reluctant are legal constraints to realize the value of the mortgage. In case of default, the bank cannot directly sell the property but it most go through a legal process to obtain this right. And, although there is a centralised registration system for mortgages, in practice it often fails to avoid multiple mortgaging of the same property. 

The preferred option of most banks are near cash securities such as fixed deposits, treasury bills or listed shares. For smaller loans some institutions accept savings far below the loan volume as a security. In most cases, however, the banks demand securities of at least 100% of the loan volume. This makes sense for a short term loan if the MSE does not want to disinvest a long term investment. In many other cases the availability of near cash securities implies that the MSE would better off if it sells these instead of taking a loan and paying interest.

The determining factors for security requirements by the banks are, apart from the loan volume, the relationship with the applicant and the degree of trust in his repayment capacity. For an MSE the form of security it can provide depends very much on the individual situation. Those who cannot provide any material assets need to build a relationship either with a group or with somebody who qualifies as a personal guarantor. 
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2.
Financing your Business - Guide
2.1
Control your Costs and Investments
Capital is needed to provide assets like building, office equipment, fixtures and fittings. These assets are called fixed capital, as they are not used in the production of goods. Capital is also needed to pay salaries, office supplies, etc. and such capital is “variable” capital, as it changes with the level of output.
To control investment in fixed capital a manager should consider wether:

· All equipment held is really needed
· Plant or vehicles could be leased instead of bought 
· Premises could be rented rather than bought

· Any assets are held merely for status or prestige?

To control investment in working capital, the manager should consider how to keep it circulating rapidly and ensure that none is lying idle. In particular, the manager should check:
· Raw materials

· buying at best prices

· keeping stock levels as low as possible

· delaying payment.

· Work in progress

· improving productivity

· better quality control at an early stage to prevent further investment in rejects and waste.

· Finished goods

· prepare for orders
· faster distribution to customers.

· Debtors

· tighter credit control

· more stringent trading terms

· vigorous follow-up procedure.

2.2
What Finance do I need?
What do I want to finance? Specify the exact item and think through what else may be needed to make the investment work!
Do I need finance only once or regularly? If you need it only once, you require a fixed investment loan. If you need it regularly, require a working capital loan.
How much do I need? Get price information in the market to know what your investment will cost you! Think about your liquidity and whether you need working capital as well!

How much do I have myself? If you want to get a loan, the bank expects you to make an investment from your own resources as well. Calculate how much you can contribute!
For how long do I need Finance? The bank wants to know when will you repay?! So, calculate your profits from the investment and how long you will need for repayment.
If you do not know how your credit / investment will generate profit, 
you may have a different problem – not financing!
Do I need finance because my customers do not pay? You have a liquidity problem. You should not try to get a loan, but make your customers pay you!

Do I need finance because my sales are low recently? If you do not plan to invest the money, how can you repay? Think of how to increase your sales (e.g. marketing) instead of getting a loan!

2.3
What are the best Sources to get Finance?

Sources of Finance for Sole Proprietors
· Personal savings
· Loan from friends and relations

· Loan from financial institutions

· Credit Unions (including „Susu“)

Partnerships

· Contribution from partners

· Loans from individuals

· Loans from financial institutions

· Credit facilities
Limited Liability Companies

· Shares: Ordinary, preference (cumlative, non-cumlative and participating)

· Debentures (ordinary and secured)

· Loans from individuals

· Loans from financial institutions

· Credit facilities
Capital Structure

Short-term Funds up to one Year

· Trade credit

· Bank borrowing

· Bills of exchange

· Deferred tax payment.

Medium and long-term Loans up to 5 or more Years

· Mortgage debentures secured on specific assets

· Floating charge debenture which only becomes a fixed charge on the assets of the company in the event of certain contigencies.
· Preference Shares which are a source of long-term or permanent finance, and are similar in some respect of loan capital, but they carry the title of part ownership of the business. The holders of such shares receive their fixed share of profits first and in the event of winding up they are given priority when paying back capital.

· Equity Capital. The major part of long-term business finance is provided in the form of equity capital which includes the accumulated profits over the life of the project. Equity funds are also residual claimants to earnings in that they can participate in earnings only when all creditors and other suppliers of funds have received their interest payment in full. Equity investors received only the residue of funds realized on winding up of a business after all creditors have been paid in full. Equity funds are therefore subject to the greatest risk of all forms of capital and so equity funds are forthcoming only when profit prospects are sufficiently attractive to compensate for the risk involved and this makes it the most expensive source of finance even though it is one essentiel source of finance. Equity shareholders are the „true“ owners of the business.

Long-term versus Short-term
Long-term finance must cover the project cost of fixed investment and the estimated working capital requirements needed for normal operation. These should be procured in the form of equity and long-term credits. „Borrowing short“ to „finance long“ is not advisable. Short-term loans for financing fixed assets or working capital will burden a project’s cash balance with early and heavy principal repayments. The capital structure should be related to the earning power of the project.

Equity versus Debts
The combination of equity and loans will determine a project’s debts to equity ration.

Relatively heavy reliance on credit offers both advantages and disadvantages:

· Advantages

· The rate of interest on loans may be lower than the rate of return on the project, thus increasing the actual rate of return due to equity.

· Since interest is charged against profits, less tax is paid and actual rate of return due to equity is increased.

· Disadvantages

· Interest charges, which are costs, are fixed and due for payment whether profits are made or not.

· Equity leaves management independent (to an extent) while creditors can interfere with management’s programme.

Note: There is no rule for an ideal debt/equity ratio. Each project or alternatives of a set of projects must be considered on their own merits.

2.4
Practical Approach of Loan Application and Credit Assessment
Before applying to a loan you should get the necessary information on the credit products and interest rates of different banks and rural banks and ask for the respective loan application forms. On the loan application forms you will see what information will be required.

The most common loan application forms are the following:

· Individual loans (individual borrower)

· Travel loans.

· Salary loans (salaried employees)
· Susu loans (savings and credit)
· Group loans

· Commercial loans for business (institutional borrower).
The Credit Application Form requires the following information (example of commercial loan):

· General Information

· Account, Business name

· Customer full name and address

· Business information

· N° and date of registration

· Type of business, Sector of activity, Location

· Period business has been in operation

· Main goods/items

· State 3 months with highest and lowest sales

· Estimated sales per month

· Estimated net income or profit per month

· Estimated assets value (after depreciation): both business and personal assets (land, buildings, equipment, tools, stocks, inventories)

· Banking Information

· List of accounts

· List of other financial institutions

· List last 2 credit facilities obtained with other financial institutions

· Security

· Security offered by customer.
The loan application form often is completed by a “Client Performance Report” with the following information required:

· Previous loan facilities granted

· Type, amount, start date, end date

· Last loan repayment performances

· Contracted: date due, instalment, arrears

· Actual: date paid, amount paid, arrears

· Recommendation for repeat loan

· Performance rating, Eligibility

· Maximum amount, Waiting period

The loan application form often is also completed by a “Guarantor’s Pledge” with the following information required:
· Loan to be secured by guarantor

· Name of borrower, name of business

· Loan amount, loan term

· Interest charge

· Guarantor personal information

· Name and address

· Guarantor’s employer

· Relationship to borrower

· Guarantor’s own business

· Security offered by Guarantor

· Cash in bank account

· Net month salary

· Estimated assets value (after depreciation)

The Application Procedure is different from bank to bank, but we give the following example:

Firstly, you have to provide information on the economic / financial standing of your business (some sort of financial accounts, their personal qualifications as an entrepreneur, external factors). Secondly, learn to explain how the investment contributes to your cash flow (basic profit projections, assessment of relations to suppliers and buyers, proof of technical feasibility). Finally, you need to be prepared to talk about securities and make up your mind what you have to offer. 
Application and Interview

· All request for Bank facilities must be submitted in writing stating:

i. Purpose

ii. Duration

iii. Amount

iv. Source and mode of repayment

v. Securities offered

· After receipt of the application a short interview is arranged during which the proposition is discussed fully to bring vital information which is likely to influence decision taking.  After the Interview the customer’s file and other documents are closely studied again to cross-check information gathered during the interview.

· When a bank is requested to provide an advance for financing a new venture (i.e. outside the customer’s usual sphere), extreme caution is taken. The customer’s ability to mange the new venture is to be put to test.

The Customer and his Accounts

· The customer’s account with the Bank is studied to ensure that it is reasonable in relation to the borrower’s business.

· For example the oscillation of balances on a trading account will be far higher than that of an account for a construction firm which will receive periodic payment for works satisfactorily completed.

Conduct of Account

Customer’s ledger and Unpaid Cheques Register are examined for:

i. Cheques returned

ii. “Marginal working”

iii. “Earnmaking of Credit”

iv. Unusually large debit/credit items

v. Turnover, Crossfiring

vi. “Switching” between associated accounts

The Borrower

i. Integrity and Reliability

The integrity and reliability of the borrower will be known from previous dealings with the customer.  The Bank will therefore like to know how previous facilities were utilized/whether repayments were made on schedule or with difficulties.  If the account was a troublesome one the Bank will have to find out if the previous facility helped the customer to improve upon his business or left him worse of. These studies will further answer the question as to the customer’s ability to apply the advance to the stated purpose.

ii. Business Acumen

The business acumen and industriousness of the applicant can be seen from a study growth of the business and the account of the customer.  When interpreting the customer’s current account care is taken not to place premium on false turnover.  Accounts with identical balances but with huge turnover are carefully studied.

iii. Other Banks Accounts

It is also necessary to find out whether the customer maintain accounts elsewhere and the status of such accounts.  If the customer is committed to another bank it is very important to know the extent of his commitments.  The position(s) may be the result of the manner in which his account is being operated with the present bank/branch.

Security offered

· When it is decided to take a security it is usually asked for at the very onset and taken before the advance is actually made.

· The Bank will make sure the customer is charging his own property and/or has authority to do so.  The Bank will have to investigate ownership of the property, for example from the Lands Commission.

· By asking the customer to provide security, the Bank is asking him to put in some of his own money and show his confidence in the project before the advance is made.

· A good security must be adequate to support the facility and easy to realize in case of need.

Borrower’s other Records

Business Plan. A business plan is an important guide to starting, building and managing a successful business.  It defines clearly the goals and objectives of a business, and outlines the methods for achieving them. It should be complete, accurate, and professionally presented.

Final Accounts and Balance Sheets of previous years Profit & Loss Account: Records the total income and total non-capital expenditure over a period, say one year. The net result is either a profit or a loss.
Balance Sheet: It shows the financial position of the business at a point in time.  It is a statement of assets and liabilities of the business and he owners stake in the business (net worth).

Cashflows: A statement showing the expected cash receipts and payments.  It reveals the cash requirements of the business over a future period.

Possible Dangers

Overtrading and Liquidity: Overtrading here means the situation in which a company finds itself when it undertakes more business than can be conveniently supported by the finance available. Under such circumstances the company will face liquidity difficulties and it cannot discharge its current liabilities from its current assets. Business which find themselves in such situations normally turn to the bank for help. A banker should be firm and tactful in advising such companies to expand slowly otherwise the banker will find himself granting “permanent” overdrafts to finance the overtrading.

Over-optimism: Most customers present rosy pictures of their requirements and their ability to repay facilities requested.  Customers are not always to be taken at their face value. A large house and an expensive motor car, together with a lavish style of living, are no guarantee of means.  They may mean the exact opposite.  The banker should be able to sift out and verify the actual facts.

The Banker’s Judgment
After digesting the figures and verifying the facts a decision should be taken. Very few propositions measure up to all the ideal principles of lending discussed so far.

· Some facilities are approved with difficulty.

· Others are declined without having a second look at them.

· Some others are granted only if a satisfactory compromise can be reached.

The important thing for bankers is being able to ascertain where the risk lies and whether it is worth accepting in view of the small margin or profit on money advanced.

The above issues are the important keys with which 
a prospective borrower can access bank credit.
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3.
Bank Categories and Insurance
3.1
Networks of Financial Institutions

Ghana Association of Bankers. 
Is the Network of about 20 Ghanaian commercial banks like Amalgamated Bank Limited, Barclays Bank of Ghana Limited, Ghana Commercial Bank Limited, Merchant Bank Limited and others.
ARB APEX Bank Limited. Network of Rural Banks http://arbapexbank.com/ ARB APEX is the Ghanaian Network of 121 Rural Banks to provide and exchange information on rural banking services in Ghana;  Promote and strengthen cordial relationship among the RCBs; Help contribute to the development of agriculture, commerce, industry and the general well being of rural areas in Ghana;  Undertake the education of rural communities on the work of the RCBs;  Ensure that RCBs are generally seen as instruments of national development in the rural areas.
GHAMFIN Ghana Micro Finance Institutions Network
Mission Statement: To co-ordinate and support the activities of MFIs with a view to promoting the development of an efficient and sustainable MFI industry in Ghana. www.ghamfin.org
Members are about 120 Financial NGOs like Action Aid Ghana, Freedom for Hunger, Catholic Relief Services, about 30 BDS providers like Empretec and Consultants, about 2o Rural banks, 10 Savings and Loan Institutions and 5 Susu.
3.2
Bank Categories
Ghana's financial system is based on a number of banks and non-bank financial institutions, including the Bank of Ghana which, as the central bank, has the responsibility of advising the government on implementation and control of monetary policy. Other institutions include commercial, development and rural banks. Direct financing of projects is provided by the commercial and other banking institutions. 

There are three Development Banks in Ghana. 
· The National Investment Bank is an industrial development bank providing financial assistance to manufacturing and processing industries, including agro-industrial projects. It maintains branches in all regions of the country. 
· The Agricultural Development Bank principally serves the fishing and agricultural sectors — food production, livestock breeding, poultry farming and processing of agricultural produce. It has 30 branches throughout Ghana. 
· The Bank for Housing and Construction finances the construction and housing sectors. It operates 12 branches in Ghana. 

There are six Commercial Banks in Ghana:

· Ghana Commercial Bank, 
· Standard Chartered Bank (Ghana) Ltd., 
· Barclays Bank (Ghana) Ltd., 
· Social Security Bank, 
· Cooperative Bank and 
· The Trust Bank

These banks operate in 277 branches throughout the country and handle over 70 percent of all banking. In addition to commercial banking, The Trust Bank also renders merchant banking services. 

Five Merchant Banks operate in Ghana:

· Merchant Bank (Ghana) Ltd., 
· Ecobank (Ghana) Ltd., 
· CAL Merchant Bank Ltd., 
· Metropolitan and Allied Bank, and 
· First Atlantic Merchant Bank, Ltd.
These institutions specialize in management and corporate financing, underwriting and marketing of stocks and shares. The Merchant Bank (Ghana) Ltd. has branches in Kumasi and Takoradi. There are several proposals for additional merchant banks. 

Rural Banks are unit banks established to provide facilities for the rural communities in which they are located. They are owned, managed and patronized by local residents. Some of these banks also operate agencies to cater to communities located far from the bank's facilities. Savings mobilized through rural banks are invested in small-scale agricultural activities, cottage industries, transportation and trading. There are currently 123 rural banks in the country. 

Micro Finance Institutions. Micro Finance Institutions are under the Ghana Micro Finance Institutions Network (GHAMFIN). Members are about 120 Financial NGOs like Action Aid Ghana, Freedom for Hunger, Catholic Relief Services, about 30 BDS providers like Empretec and Consultants, about 2o Rural banks, 10 Savings and Loan Institutions and 5 Susu.
Ghana's Non-Bank Financial Institutions include the Ghana Stock Exchange, the Social Security and National Insurance Trust, insurance companies, discount houses and other institutions as listed below. 

Nearly twenty Insurance Companies operate in Ghana today, including: State Insurance Corporation, Great African Insurance Company Ltd., Ghana Union Assurance, Vanguard Assurance, Company Ltd., Crusader Insurance Company Ltd., New India Assurance Company Ltd., Enterprise Insurance Company Ltd., Central Insurance Company Ltd., Trans Universal Assurance Company Ltd., Provident Insurance, Ghana Re-lnsurance Company Ltd., Madison Insurance Company Ltd., Donewell Insurance, Company Ltd., Star Assurance and Continental Assurance. 

Discount Houses. To improve financial intermediation in the country, the non-bank financial institutions comprising the insurance and trust companies have joined forces with banking institutions to establish discount houses to bring into a single market institutions with cash balances for their effective use. These include the Consolidated Discount House and the Securities Discount Company. 

Other Institutions comprising Ghana's non-bank financial system include: Home Finance Company, Ghana Leasing Company, Ghana Venture Capital Co., the Export Finance Company, savings and loan associations and credit unions. There are also some ten stock brokerage and securities firms and investment advisory entities. 

4.
Loan Conditions
4.1
Market Segments
The different market segments of MSE financing result from different appraisal procedures at different banks. The different appraisal procedures imply different opportunities and constraints of access to finance for MSEs. 

Another dimension of access to finance separating one market segment from the other is the availability of funds, or in other terms the  liquidity of a credit facility. This is most striking in the case of subsidised donor credit lines. They are often the best opportunity in terms of appraisal procedures and loan conditions, however in most cases they are far “oversubscribed”. The availability of funds is restricted to a very limited number of MSEs. 

The differentiation of the market segments by loan size refers more to fixed asset loans than to working capital loans. The size of working capital loans is not so closely correlated with the market segment and the size of the enterprise. Generally, the larger the loan size is the more constraints are involved in loan appraisal procedures. However, loan volumes are not a strict distinction of market segments. Also many MSEs in the upper segments often need loans below ¢ 50 m.

Table 1 presents an overview on the market segments of MSE financing and their financial institutions. The market segments reflect different appraisal procedures and loan volumes – in short different credit products, but the segments are not fully distinct and they are overlapping. 

List of market segments 
	MSE Segment
	Opportunities (+) and Constraints (-) 
	Loan Size
	Financial Institutions

	Flexible Micro Lending
	+ 
Flexible appraisal procedures 

- 
Limited outreach regionally and in terms of liquidity. 
	< ¢ 50 m.
	Atwima

First Allied

Sikaman

Sinapi Aba Trust

	Broad Micro Lending
	+ 
High regional coverage, generally high liquidity 

- 
Less flexible appraisal procedures (fluctuating from branch to branch)
	¢ 4 - 50 m.
	Agricultural. Dev. Bank

Ghana Comm. Bank

Nat. Investment Bank*

	SME Lending
	+ 
Relatively flexible appraisal procedures (high reliance on banking track record)

- 
Limited regional coverage and mixed liquidity
	< ¢ 200 m.
	CAL Merchant Bank

Int. Commercial Bank*

Prudential Bank

Trust Bank

Unibank 

	Top End SME Lending 
	+ 
High regional coverage and liquidity

- 
Strictest appraisal procedures
	< ¢ 500 m. 
	Barclays

Ecobank

SSB Bank


Flexible micro lending
The segment of loans up to and around ¢ 50 m. with the most flexible procedures of loan appraisal is represented by Atwima Rural Bank, First Allied, Sikaman and Sinapi Aba Trust. 

These institutions require only a basic form of financial records and often assist MSEs in record keeping. The analysis of the repayment capacity relies very much on the personal contact with the entrepreneur during a site visit. This includes a background check in his neighbourhood of his reputation and his connections to customers and suppliers. Securities can be personal guarantors, household goods or a percentage lower than 100% of the loan in savings. 

The outreach of the banks in this segment is restricted to the area of their location. Their ability to extend more credits is not constrained by the number of good applications, but  more by the limitation of funds and their own capacity. 

When MSEs build a track record with one of the banks in this segment they are also able to access bigger amounts of credit up to a certain limit. 
Broad micro lending
Agricultural Development Bank, Ghana Commercial Bank and National Investment Bank operate also in the segment of loans up to ¢ 50 m. The difference to the former institutions is that these banks have large branch networks and a broader basis of funds. On the other hand, their procedures are less flexible. 

MSEs have to fill some form of financial records and the analysis of the repayment capacity follows a slightly more formal approach compared to the first segment. What weighs more than slightly stricter formalities is that they are in practice applied in an even more restrictive way. For example, although personal guarantors are generally one admissible form of security, in practice they are rarely accepted. 

The contradiction between offered credit facilities and their actual availability seems to be strongest at NIB. The bank applies very strict procedures and an extension of its lending activities is obviously restricted by its liquidity. 

In general, the results of the interviews indicate that there are substantial difference in access to finance for MSEs between individual branches of these banks. 

Small and medium enterprises (SME) lending
CAL Merchant Bank, International Commercial Bank, Prudential Bank, Trust Bank and Unibank constitute the SME lending segment of MSE financing covering mainly financial needs of small and medium sized enterprises. 

In accordance with higher loan volumes their approach towards financial records and securities is more formal and stricter than in the micro lending segment. However, they apply a certain degree of flexibility towards smaller enterprises if they have a good relationship with them. Financial data play a bigger role for the analysis of the repayment capacity, but they usually do not request detailed business plans. 

The availability of funds is not a major constraint to lending, most of the banks in this segment see the number of good customers as the bottleneck to increase their lending activity. This is also related to their reliance on long-term banking relations with borrowers. 

The regional coverage of the banks is limited to the major cities. Greater Accra has the highest density, most of the banks in this segment have only one branch in other cities. 
Top end SME lending
Three banks serve only the top end of SME financing: Barclays, Ecobank and SSB Bank. The majority of their loans is above ¢ 200 m. and volumes often exceed ¢ 200 m. In this segment, the loan appraisal procedures are the strictest. Financial records have to be audited accounts, the analysis of the repayment capacity involves more complex documents such as business plans and cash flow projections and securities are usually landed property or near cash assets. The branch network of Barclays and SSB Bank covers Ghana with all its regions. Ecobank has six branches in Accra, Kumasi and the Western Region. All three banks are part of international groups. Liquidity is no constraint in lending to MSEs and the outstanding portfolio to MSEs is only a small part of their balances. 

Loan period and interest rates

The availability of fixed asset loans is much more restricted than those of working capital loans. Consequently, the need for a tight relation with the bank is even more acute for MSEs that want to access fixed asset loans. 

Long term financing is virtually absent. However, under the given interest regime MSEs themselves show little interest to take up debts for a long period. 

The level of interest varies between 30 and 40%, depending on loan volumes, risk and relation to the borrower. For most of the facilities the interest rate depends on the bank’s base rate. Base rates are currently coming down. Interest rates are probably a deterrent to take a loan for some Ghanaian MSEs, but they are not a principal constraint in access to finance. 

4.2
Examples of Loan Conditions
The following section presents the results on credit facilities for MSEs at the 15 banks in Accra and Kumasi that were considered the most important sources of finance for MSEs. The assessment of the facilities reflects the level of information that could be obtained within one or two interviews of about one hour at each bank. Sometimes interviewees could give only vague information on specific issues. One example is processing time where answers often seem to reflect ideals rather than reality. Nevertheless, information was deemed sufficient to gain some essential insights and assess access to finance for MSEs at the individual banks. 

The differentiation between facilities is undertaken mainly from a borrowers point of view. A credit falls under a different facility than another if either its conditions (volume, period, interest) or its appraisal procedures are different. Most credit facilities are funded from the banks’ own resources. The term the bank’s own resources denotes all funds freely available for lending without additional external conditions attached. A donor-funded facility is considered a separate facility only if comes at conditions or under appraisal procedures different from the bank’s usual lending activities. 

	Agricultural Development Bank  (Draft data from 2004 have to be updated)

	Facilities:
	The bank handles 11 donor facilities, most of them in the primary agricultural sector. Procedures and conditions are allegedly the same for all credit lines including credits from the bank’s own funds. The policy on interest rates is to apply the same rates for all facilities within a given sector to avoid price discrimination between different borrowers.

Loan conditions are: 

· Volume: 
typically about ¢ 15 m. 

· Period: 
Short term loans up to 12 or 24 months. 


Long term loans up to 36 months. 

· Interest: 
27-29% p.a. for agriculture and forestry; 


30-33% p.a. for manufacturing; 32-35% p.a. for retail, trade. 

Specific credit lines for MSEs are: 
(1) AfDB credit line for food processors, mainly cashew and soybeans 
(2) “Women in Development” - Japanese development cooperation funded credit line for women traders 
(3) IFAD-funded credit line for processing and marketing of agricultural production

Information on specific conditions for these credit lines was not available. The notion from the interview is that conditions are the same as quoted above. 

	Preconditions for Eligibility:
	Access to short-term loans or an overdraft requires that the applicant has had a current account with ADB for at least 6 months. 

For long-term (project) finance this requirement does not apply. However, the applicant has to open a current account for the loan transactions. 

	Financial Records:
	Ltd.s need to bring their balance sheet and audited accounts. Smaller Enterprises need only a self-made “Statement of Affaires”. 

	Repayment Capacity Check:
	There is a simple profitability check for loans that serve to finance single transactions. For other loans the analysis includes cash flow projections, a check of capacities of the enterprise and of the management abilities of the owner as well as a site visit.

	Securities:
	The preferred securities are near cash assets as treasury bills, fixed deposits etc. Mortgages are second in terms of acceptance by the bank. For small loans personal guarantees are accepted, but only from those applicants who already have a good banking record with ADB. 

At least 25% of the investment have to be contributed by the loan applicant (implies 33% of the loan amount as own capital investment). 

	Processing Time:
	Processing time depends primarily on the delivery of adequate information by the applicant. Applications are mostly handled by the branches themselves and processing time may vary between different branches depending on staffing and the number of applications. 

	Regional Coverage: 
	ADB has 42 branches with the highest density in Accra, second highest density in Kumasi, and one branch each in regional capitals and some district capitals.

	Comments:
	The bank has a number of facilities targeting small enterprises, especially those in agricultural processing and trade of agricultural goods. 

In general procedures give MSEs a fair chance of access to finance. However, information on different credit lines is not easily to be obtained and MSEs may face difficulties to identify the best opportunities at ADB. In practice the relation to a specific branch, or the branch manager, most probably plays a decisive role. 

Hence, a strategy of long-term relationship building is advisable and will enable the MSE also to better access information on specific opportunities / credit lines.  

Liquidity is not a major bottleneck for lending by ADB. However, it can be reasonably assumed that specific credit lines that offer favourable interest rates face funding constraints and access is restricted to those who obtain the information earliest. 


	Atwima Kwanwoma Rural Bank Ltd.  (Draft data from 2004 have to be updated)

	Facilities: Vol.; Period; Int.
	Atwima’s facilities are funded from their own resources. 

· Microenterprise schemes: up to ¢ 10 m. (in future up to ¢ 20 m.); up to 12 months; 36% p.a. 

· Group schemes: ¢ 2-10 m. per head; usually 6 months; 32% p.a.

	Preconditions for Eligibility:
	· Microenterprise scheme: Applicants need to have a savings account at Atwima since at least six months. 

· Group schemes: All group members are eligible. Groups have to constitute themselves. The bank does not take the initiative to form groups. 

	Financial Records:
	· Microenterprise scheme: Applicants have to have some form of financial records. Atwima also offers training in record keeping. 

· Group schemes: Group members do not need to provide financial records. 

	Repayment Capacity Check:
	· Microenterprise scheme: The loan officer assesses the business itself, its owner, its location and the marketability of its products. A crucial element of the repayment capacity check is the personal contact to the applicant. The history of his savings account at Atwima is also taken into consideration. 

	Securities:
	· Microenterprise scheme: 30% of the loan must be held in the savings account of the applicant. 

· Group scheme: 25% of each loan must be held in the individual savings account of each group member.

	Processing Time:
	The maximum is usually one week. 

	Regional Coverage: 
	Atwima has five branches, all are located at the outskirts of Kumasi. 

	Comments:
	The bank is exclusively targeting micro enterprises who do not require amounts above ¢ 20 m. MSEs need to gain a reputation by saving or membership in a group before they can access a loan. Once this relation with Atwima has been established, access to finance is quite flexible with low requirements for security. 

Access, however is restricted to MSEs operating in the outreach of one of Atwima’s branches. 


	Barclays Bank  (Draft data from 2004 have to be updated)

	Facilities: 

Vol.; Period; Int.
	Barclays’ schemes are funded from their own resources. 

· Loan Account: up to ¢ 50 m.; unsecured 31.25%; secured 21.25%  base + 9% depending on level and security
· Loans above ¢ 50 m.: ¢ 50-500 m.; up to 48 months; 35-37% p.a.

	Preconditions for Eligibility:
	· Loan Account: Applicants need to have a current account with the bank for 12 months and operate it actively with a positive balance. If applicants can provide their former track record from another bank, a track record of six months with Barclays may be sufficient. 

	Financial Records:
	· Loan Account: Main requirement is a positive track record in operating the current account with Barclays. 

· Loans above ¢ 50 m.: The bank demands audited accounts. Their reliability is often in doubt and the bank tries to enhance their cooperation with local auditors. Therefore, the bank checks the financial standing as part of the repayment capacity check. 

Unreliability of accounts is partly attributed to underreporting for tax reasons. 

	Repayment Capacity Check:
	The bank analyses the cash flow data and the balance sheet. During a site visit and a background check the bank tries to evaluate the reliability of the data and project its own figures. The analysis includes an assessment of the marketability of the enterprise’s products. 

	Securities:
	· Loan Account: No collateral needed. 

· Loans above ¢ 50 m.: Usually the bank requires landed property with registered title deeds. 

	Processing Time:
	The processing time depends mainly on when the applicant brings the required documentation. 

	Regional Coverage: 
	The facilities are available in all branches of Barclays. Barclays has 25 branches in Ghana in all regions except Upper Eastern and Upper Western Region. 

	Comments:
	Barclays approach towards MSEs concentrates on relationship building. MSEs who build a good track record with the bank can gain quite flexible access to financing below ¢ 50 m. 

The requirements for loans above ¢ 50 m. are more formal and especially security requirements can hardly be fulfilled by most MSEs. 

The bank has an additional facility for MSEs, the “Business Club”. Membership is restricted to current account holders (plus due of ¢ 75,000 p.m.) and the idea is to support these members with training measures and seminars (free for members; fee of ¢ 350,000 for non-members) in order to grow and make them more bankable. (there are two events per quarter). The “Business Club” is evidently part of the relationship building strategy. 


	CAL Merchant Bank  (Draft data from 2004 have to be updated)

	Facilities: 

Vol.; Period; Int.
	CAL Merchant Bank lending activities are mainly funded  from their own resources. In addition, CAL runs the SPEED credit line. The description here concentrates on the procedures under CAL’s own funding. 

· Short and Medium Term Loans: ¢ 10-500 m.; up to 36 months; 30-36% p.a. (base rate plus 3-8%)

· SPEED: Special credit facilities for micro and small enterprises.

	Preconditions for Eligibility:
	Some kind of banking track record is usually required, not necessarily with CAL Merchant. 

	Financial Records:
	The bank requests audited accounts of the last 3 financial years and the latest quarterly management accounts, as well as details of accounts and liabilities at other banks. 

With smaller enterprises, the bank accepts their bank statements as proxies for the accounts, Ltd.s however need to have audited accounts. 

	Repayment Capacity Check:
	The bank demands financial projections for the requested loan period. Apart from the documents, the bank’s analysis is based on an interview with the applicant and a visit of his premises. 

	Securities:
	Accepted securities are: Near cash items (pledged account balances, treasury bills, government bonds, traded shares), mortgages, personal and corporate guarantees. 

Insurance coverage of securities is required, but is often lacking with MSEs. Valuations of securities by a professional valuator are normally required. 

Securities are considered a major constraint for MSEs by the bank.  

	Processing Time:
	Target is 30 days. The bottleneck is mostly the provision of documents by the applicant. 

	Regional Coverage: 
	CAL Merchant Bank has one branch in Accra, Kumasi and Takoradi each. 

	Comments:
	The bank’s procedures are mostly geared towards medium-sized enterprises. It does not apply the formal procedures of standard commercial banking, and it does not explicitly target small enterprises. However, it shows some degree of flexibility with small enterprises that are considered good customers. 

Securities are one of the bank’s major worries in MSE lending. This constraint is partly eased by the USAID funded Small Business Loan Portfolio Guarantee Scheme. USAID covers 50% of the principal loan for enterprises selected by the bank that do not have adequate collateral. The bank submits a list with the selected enterprises for approval to USAID. The enterprises themselves do not know whether they are on the guarantee list or not. 

The bank’s liquidity is generally no constraint in lending to MSEs. The bottleneck lies much more in the identification of profitable borrowers. 


	EcoBank  (Draft data from 2004 have to be updated)

	Facilities: 

Vol.; Period; Int.
	EcoBank’s credit schemes are funded from their own resources.

· Transaction Based Lending (above ¢ 50 m.; very short term; interest as other facilities) 

· General Working Capital (¢ 100-500 m.; up to 12 months; 31-33% / base rate plus 4-5%)

· Fixed Asset Loan (above ¢ 200 m.; up to 24 months; 30-34% / base rate plus 2-6%)

	Preconditions for Eligibility:
	Holding an account at EcoBank is no formal prerequisite for a loan. 

	Financial Records:
	Financial records play a major role for the bank. The rationale is that they are not in a position to be experts for all kinds of sectors. Thus, they need to rely somehow on financial figures. 

The bank has low confidence in accounts of MSEs. It undertook a major effort to rank all accountants in Ghana. Audited accounts by accountants with a good ranking in Ecobank’s internal ranking system are more easily accepted. If an accountant is unknown to them, they first check his credentials before they appraise the figures of the applicant. In some cases they check the applicant’s books themselves. 

The bank’s experience is that MSEs often prepare different accounts for the bank and for tax purposes. 

	Repayment Capacity Check:
	The core of the repayment capacity check is a “character and management check” of the business’s manager. The personal exchange among bankers (from different banks) plays a major role in this regard. Important factors are whether the manager’s experience in the industry and his relations to suppliers. 

The most important criterion in the analysis of the company itself is the cash flow. The bank concentrates on transaction based lending and does not want to rely on securities. 

Other aspects are the company profile, the growth trend, the market share, the capacity to grow, etc. 

EcoBank asks for a business plan and undertakes a site visit. 

	Securities:
	Accepted securities are: Mortgages on landed property, charges over fixed and floating assets, guarantees by company managers (for Ltd.s only). 
Ecobank considers itself to be the most prudent bank in Ghana. 

	Processing Time:
	There are large differences in processing time. For transaction based loans it can be almost instantly, for more complex fixed asset loans it can take several weeks. 

Mostly, it depends to a large extent on the information provided by the applicant and the bank’s confidence in the quality of information. 

	Regional Coverage: 
	Ecobank has two branches in Accra, and one each in Tema, Takoradi, Takwa (Western Region) and Kumasi.

	Comments:
	The bank has three departments, Personal Banking, Commercial Banking and Institutional Banking. MSEs are handled in the Commercial Banking Dept. The bank uses only the term SME and defines them by a turnover of about $ 0.5 – 1.0 m. per year. 

The Commercial Banking Dept. handles not only SMEs, but all Ghanaian enterprises. Only international companies are handled by the Institutional Banking Dept. 

The institutional arrangement, the typical loan volumes as well as the procedures lead to the conclusion that Ecobank is an option only for bigger MSEs when they require higher amounts and can satisfy the requirements of the profitability analysis of the bank. 


	First Allied Savings and Loans Ltd.  (Draft data from 2004 have to be updated)

	Facilities: 

Vol.; Period; Int.
	First Allied has two credit facilities funded from their own resources and also handles the SPEED credit line. 

· Individual Loans: av. vol. is ¢ 50 m.; up to 6 months; 37% p.a.

· Group Finance: up to ¢ 6 m. per head; varying loan cycles

· SPEED: Special credit facilities for micro and small enterprises

	Preconditions for Eligibility:
	· Individual Loans: Applicants are eligible if they have had an account at First Allied for at least six months. 

· There are two group schemes: One works with groups of five members who are mainly women. The other works with registered associations of 400 members, also mainly women. 

	Financial Records:
	· Individual Loans: The loan officer inspects the books to build a cash flow projection. Some form of records is  expected. 

	Repayment Capacity Check:
	· Individual Loans: The repayment capacity check mainly consists of an interview and a site visit. 

	Securities:
	· Individual Loans: For loans above ¢ 30 m. the bank requests landed properties as a security.
For loans below ¢ 30 m. the bank requests a charge over equipment or a personal guarantor. A guarantor has to bring his bank statements or a salary slip. Personal guarantors are more easily accepted if the loan applicant himself is well known to the bank. 
Also near cash collaterals (treasury bills etc.) are accepted. Near cash collateral may be lower than the loan volume. 

· Group Finance: Security works mainly through peer pressure. 

	Processing Time:
	· Individual Loans: Maximum is usually three weeks. 

	Regional Coverage: 
	The company has branches in Adum, Asafo and Roman Hill (outskirts of Kumasi).

	Comments:
	The bank is targeting mainly small enterprises and access to finance below ¢ 30 m. is relatively flexible. But also with First Allied applicants have to build a relation with the bank first. 

Loans above ¢ 30 m. are more difficult to obtain as security requirements are more strict. 

The bank’s liquidity poses also constraints on access to finance for MSEs. Funding is very limited and the bank is not in a position to easily increase MSE lending even if it should receive large numbers of new viable applications. 


	Ghana Commercial Bank  (Draft data from 2004 have to be updated)

	Facilities: 

Vol.; Period; Int.
	The first two schemes are funded from the bank’s own resources, the third is a donor-funded credit line. 

· Working Capital Loan: Typically up to ¢ 10m.; up to 12 months; base rate plus 1-4% p.a.

· Equipment Loan: Typically ¢ 10-15 m.; up to 24 months / exceptionally 36 months; base rate plus 1-4% p.a.

· IFAD / BoG Microfinance: up to ¢ 10-15 m.; up to 12 months and renewable; concessionary interest rate.

	Preconditions for Eligibility:
	· Working Capital Loan & Equipment Loan: No formalised criteria. 

· IFAD / BoG Microfinance: Operates in the Central Region and is eligible for artisans only, not for pure commerce. A second scheme operates in the Northern Region with agriculture, agro processing and similar enterprises. 

	Financial Records:
	For loans below ¢ 10 m. the bank does not insist on audited accounts. The bank has a form to be filled by the applicant if he cannot provide accounts on his own. 

Audited accounts are required for loans above ¢ 10 m. However, often accounts are prepared not to a professional standard and the bank relies in these cases more on bank statements and the knowledge of the loan officer or branch manager of the applicant’s business.

The bank plans to introduce a scheme to identify and cooperate with trustworthy auditors.

	Repayment Capacity Check:
	Personal knowledge of the loan officer or branch manager of the applicant’s business is a crucial factor. The analysis includes always a site visit. 

	Securities:
	· Accepted securities are near cash assets (fixed deposits, treasury bills, etc.), mortgages on land and buildings or – if the business is classified as very viable – equipment. Guarantors are a possibility, but highly unusual. 
There is often the need to clarify property rights for to be collateralised properties. The legal department supports this clarification process.

· IFAD / BoG Microfinance: The scheme operates partly as a group lending scheme. Individual loans can be securitised by guarantors and savings of 10-20% of the loan amount.

	Processing Time:
	Regular processing time is one month. In practice it can take much longer due to the lack of documents from the applicant. 

	Regional Coverage: 
	The bank has 130 branches in all regions including in rural areas. The IFAD/BoG scheme operates only in the Northern Region & Kumasi. 

	Comments:
	The bank does apply different procedures for small enterprises than for larger customers. However, the bank does not have its own tailored approach to specifically target MSEs. The interviews lead to the conclusion that access to finance at GCB depends very much on the flexibility of individual branches and the relation of a potential borrower to his branch. 

The bank handles one Microfinance credit scheme. But, interviewees in Accra could not provide specific information on this scheme. 


	International Commercial Bank  (Draft data from 2004 have to be updated)

	Facilities: 

Vol.; Period; Int.
	ICB does not handle donor-funded credit lines. The conditions for lending of its own funds are: 

· ¢ 50-500 m.; up to 12 months; 31-35 % p.a. (base rate plus 3-5%)

	Preconditions for Eligibility:
	Eligibility for loans is restricted to applicants who have been actively banking with ICB for at least one year. 

	Financial Records:
	At least “rudimentary” financial information is required in form of a draft financial statement (including profits and losses). 

Audited accounts are strictly required for Ltd.s and for loans above ¢ 100 m. In some cases ICB introduces the applicant to a trusted auditor in order to facilitate the production of audited accounts. 

	Repayment Capacity Check:
	Financial records are a main part of the repayment capacity analysis. It also includes a site visit and a repeat visit to the customer every six months. 

	Securities:
	Usually the bank requires landed property. The bank’s experience is that many MSEs do not have registered titles.

The legal dept. of the bank helps to register titles. Under the precondition that the application is okay, the title registration can still be done after disbursing a loan (in order not to delay the credit too much).

	Processing Time:
	Processing time depends mainly on the information from the applicant. If things go well it can be done within two or three weeks. 

	Regional Coverage: 
	ICB has three branches in Accra, one in Tema, one in Kasoa (Central Region) and one is planned in Kumasi. 

	Comments:
	ICB had a scheme targeting MSEs in the past but was not successful with it. Today they apply the same procedures to MSEs as to other customers and MSEs make an estimated 15-20% of the bank’s loan portfolio. 

Access to finance for MSEs is based on a long-term relation to ICB. ICB requires a 12 months banking history with the MSE before it extends a loan as opposed to other banks who require a minimum of 6 months. 

ICB has a thorough approach towards accounts and title deeds. The bank supports MSEs to fulfil their requirements. Producing accounts or title deeds will nevertheless incur considerable costs for a first time borrower and be worthwhile only for repeat loans and a long-term relation. 

Access to finance is not restricted by liquidity or a lack of funds, but from the perspective of the bank by the “supply of good customers”. 


	National Investment Bank   (Draft data from 2004 have to be updated)

	Facilities: 

Vol.; Period; Int.
	The bank shows great interest to access donor funding for MSE lending. At the moment its facilities are funded from the bank’s own resources. 

· Overdraft Facility: Limit depends on individual customer; up to 12 months; base rate plus 3-4% p.a. with capitalised interest. 

· Working Capital Loan: Limit depends on individual customer; up to 24 months; base rate plus 3-4% p.a.
There are four facilities for fixed asset investments:

· Term Loan (to purchase equipment)

· Industrial Project Financing (to acquire land, fixed assets, office furniture)

· Timber Industry and Wood Processing Financing (to buy sector specific equipment)

· Other Financing Facilities (for the service sector and agro-businesses) 

Conditions for these four facilities are roughly the same (¢ 10-200 m.; loan period of 36-60 months; base rate plus 3-4%), and it is questionable if the facilities are operated separately in practice. 

	Preconditions for Eligibility:
	Holding an account with NIB is a precondition for access to credits. 

	Financial Records:
	Audited accounts for the past three years are required. The company should also employ an accounting clerk. 

	Repayment Capacity Check:
	Financial accounts serve as a guideline for the analysis. Applications are checked on the feasibility of the business and the quality of the management. 

In addition, the bank compares applications to its past experience and rejects investment projects that have failed in the past. 

Another reason for rejection is, if the bank is suspicious about the trustworthiness of the applicant’s documents. 

	Securities:
	In most cases the bank requires near cash securities (treasury bills, listed shares, etc.). Theoretically, landed property is an alternative, but in practice the sale of the land is often considered too difficult. In exceptions personal guarantees from the business’s director are accepted. 

Working capital facilities can be obtained against the committed order for the respective goods from the applicant’s buyer. 

	Processing Time:
	Processing time depends mainly on the provision of documents by the applicant. If he supplies them in time it can be done within one months. 

A common reason for delay is that the enterprise first needs to get registered. 

	Regional Coverage: 
	NIB has branches in all regional capitals. 

	Comments:
	The bank has the stated objective to lend to small enterprises and even to start-ups. However, the bank has no approach on how to overcome typical constraints of MSEs. The reliability of financial data, for example, is identified as a problem, but the bank does not seem to have a strategy to compensate for this problem and access to finance is simply denied. 

NIB also claims funding constraints in MSE lending. This might be the case, but more lending to MSEs would only be possible with more flexible but reliable procedures (simply relying on eligibility criteria which often come with donor lines would only lead quickly running out of funds again due to low repayment ratios). 

The bank claims to offer finance for start-ups. But, as the  same conditions are applied as for other fixed asset loans only very few start-ups will in practice be able to access finance. 


	Prudential Bank   (Draft data from 2004 have to be updated)

	Facilities: 

Vol.; Period; Int.
	Prudential extends finance to MSEs from its own funds, from a Danida-funded credit line and from the PSME credit line. In future, the latter two will be merged under the SPEED credit line. 

· Prudential Project Finance: ¢ 1-500 m.; up to 24 months; 35% p.a.

· Danida Capital Fund for SMEs: ¢ 1-30 m.; up to 24 months; 20 % p.a.

· PSME/SPEED: Special credit facilities for micro and small enterprises

	Preconditions for Eligibility:
	· Prudential Project Finance: A precondition for a loan is to be an active account holder of Prudential for 6 months. 

· Danida Fund: No requirement to be an account holder. 

	Financial Records:
	Ltd.s have to provide financial statements for the last three years. 

Sole Proprietorship enterprises can present their bank statements instead of formal financial records. 

	Repayment Capacity Check:
	For micro enterprises the bank tries to get information via “networking” – enquiries in the neighbourhood of the enterprise. For small enterprises the bank applies a more formal project evaluation. 

The profitability analysis includes on-site visit of the applicant together with the loan officer and another unannounced visit as a check. 

	Securities:
	· Prudential Project Finance: Usually the bank requires immovables as security. Movables are accepted if the applicant has a good banking track record. Personal guarantors are accepted on selective basis. 
The applicant has to provide a document of ownership and a independent valuation of the security. 

· Danida Capital Fund for SMEs: Generally movables, immovables and personal guarantees are accepted. The value of the security has to be about 100-120% of the loan volume.

	Processing Time:
	· Prudential Project Finance: Processing time can be a few days for known customers, or much more for new customers. It depends very much on the provision of the right documents by the customers. 

· Danida Capital Fund for SMEs: Delay of access to finance can be considerable as the applications are far higher than the funds available. 

	Regional Coverage: 
	Seven branches in Greater Accra and one branch in Kumasi. 

	Comments:
	Prudential applies procedures which respond to the specific characteristics of MSEs and tries to differentiate between micro and small enterprises. The better the relation with an enterprise the more flexible are procedures, e.g. acceptance of movables as securities. 

Nevertheless, procedures applied for credits from the bank’s own funding are more strict than those for donor-funded credit lines. However, access to donor-funded credit lines is severely hampered “oversubscription” due to the attractive credit conditions and limitations of funds. 


	Sikaman Savings and Loans Company Ltd.  (Draft data from 2004 have to be updated)

	Facilities: 

Vol.; Period; Int.
	Sikaman’s facilities are funded from the bank’s own resources. 

· Working Capital Loan: Typically ¢ 7-30 m. and below; up to 12 months; 40-65% p.a., plus fee of 1-2.5% of loan volume

· Fixed Asset Loan: Typically ¢ 7-30 m. and above; up to 24 months; 40-65% p.a., plus fee of 1-2.5% of loan volume

	Preconditions for Eligibility:
	Access is restricted to residents of the branch area.

Applicants have to have some kind of business. No other restrictions are applied. However, access to larger amounts is normally granted only on the basis of a successful track record with smaller loans. 

	Financial Records:
	No formal financial records are required. The financial standing of the business is assessed in a discussion between the loan officer and the applicant.  

	Repayment Capacity Check:
	The analysis is mainly based on the personal assessment of the business through the loan officer. He checks if the information of the applicant are consistent and makes a site visit. Gathering information from the neighbourhood of the business location is an important element of the check. 

	Securities:
	· Up to ¢ 10 m.: Household goods (e.g. refrigerator, DVD player), business equipment, and to a lesser extent stocks. 

· Up to ¢ 30-50 m.: Cheques of guarantors, deposit of car papers or transfer of its ownership (requires the registration papers and a letter of the owner to the DVLA to confirm the transfer of ownership). 

· Up to ¢ 200 m.: Mortgages as the main security. 

The benchmark for the value of the securities is 150% of the loan volume. Different forms of security can be combined to meet the full value.

	Processing Time:
	Depends very much on the knowledge of the client and the loan size. It can be below one week. 

	Regional Coverage: 
	Sikaman has two branches in Accra and one in Tema. Expansion to Kumasi is planned. 

	Comments:
	Sikaman’s procedures are very much geared to MSE lending. Access to small amounts is quite flexible even for newcomers. Access to larger sums can be achieved only through a longer relationship with Sikaman and a positive track record. 

However, access to finance is restricted to MSEs residing in the immediate outreach of a Sikaman branch. And, the attractiveness of Sikaman’s products creates a demand much larger than the current capacities of supply by Sikamen. 


	Sinapi ABA Trust   (Draft data from 2004 have to be updated)

	Facilities: 

Vol.; Period; Int.
	Sinapi’s facilities are funded from the bank’s own resources. 

· Individual Loans: ¢ 1-20 m.; 5-12 months; 38% p.a.

· Group Loans: ¢ 0.5-10 m.; 4-10 months; currently 37% p.a. (planned to lower to 33%)

	Preconditions for Eligibility:
	· Individual Loans: Access to finance is conditional upon attendance of a compulsory training (at ¢ 5000 per loan cycle).

· Group Loans: Groups either constitute themselves or are set up by a loan officer. The group has to go through a orientation programme of about 6-8 weeks. Individual members can be dismissed by the group’s decision. 

	Financial Records:
	· Individual Loans: Applicants have to fill out an application form including their basic financial data.

· Group Loans: All required information is generated during the orientation programme.

	Repayment Capacity Check:
	· Individual Loans: The analysis is mainly based on the site analysis by the loan officer and on verbal information given by the applicant. 
Apart from that, the applicant needs to bring a character reference from a referee (highly reputed person) on a sample letter provided by the bank.

· Group Loans: All required information is generated during the orientation programme.

	Securities:
	· Individual Loans: The bank requires a personal guarantor for the loan. The guarantor has to fill a form and sign a prepared form and his financial status must be documented by a salary pay slip or bank statements and a business registration.
Loans above ¢ 10 m. require two guarantors. 

· Group Loans: The only security is peer pressure, as access to further loans is conditional upon full repayment by all group members. 

	Processing Time:
	Processing time for first applicants takes much longer than for repeat applications. Individual loans are processed within three weeks. 

	Regional Coverage: 
	Sinapi has 16 branches in all regional capitals and other major towns. 

	Comments:
	Sinapi covers the lower segment of MSE financing and makes small loans accessible in a non-formal approach. MSEs, however, have to invest some time into relationship building with Sinapi before accessing their first loan. 

Sinapi has more than 35,000 customers, a total volume of laid out credits of ¢ 26.9 b. and a extensive network of branches. Nevertheless, access to finance for MSEs is restricted by the outreach of the individual branch and the limitations of funds. 


	SG-SSB Ltd.   (Draft data from 2004 have to be updated)

	Facilities: 

Vol.; Period; Int.
	SSB’s facilities are funded from the bank’s own resources. 

· SME Capital Expenditure Loan: Av. of ¢ 200-300 m.; up to 36 months; 31-33% p.a. (base rate plus 4-5%)

· SME Working Capital Loan: Mostly above ¢ 50 m.; up to 12 months & renewable; 35-36% p.a. (base rate + 8%)

	Preconditions for Eligibility:
	Loan applicants need to have a current account with SSB since at least six months and actively run the account with an upward trend. 

	Financial Records:
	Applicants have to provide audited financial statements for the last three years. 

Accounts of unknown smaller auditors are considered as unreliable. Understatement for tax reasons is also a concern. For smaller enterprises the bank tries to develop its own idea of their financial standing somewhat independently from the accounts. 

The better the applicant is known to the bank, the easier is it to handle his financial records. 

	Repayment Capacity Check:
	The repayment capacity check includes the company profile (owners, shareholding structure, main business lines, distribution channels), the company’s trading partners and the management profile (names & experiences of key management staff). SSB also undertakes site visits. 

Bigger enterprises have to submit proper cash flow projections. 

	Securities:
	· SME Capital Expenditure Loan: Accepted forms of security are near cash assets (pledged account balances, fixed deposits, treasury bills, government bonds) and mortgages over landed property. For mortgages the bank may request a valuation by their appointed valuator. 
Sometimes debentures over company assets such as machines are accepted. 

· SME Working Capital Loan: The willingness to accept company assets is higher as the loan period is shorter than for SME Capital Expenditure Loans. 

	Processing Time:
	The target is 14 days from the moment when the applicant has submitted all necessary documents (which is often the delaying factor). 

	Regional Coverage: 
	38 branches in all regions of Ghana. Eight branches have SME centres, those without SME centres liase with their nearest SME centre.

	Comments:
	The bank’s loan facilities serve mainly the upper segment of MSEs. The bank has a separate “Entrepreneurs” department, which has been recently split from its SME Dept. to handle banking relations with the smaller MSEs. 

However, the “Entrepreneuers” can get a loan only against 100% cash coverage and the idea is more to identify promising micro enterprises, help them to grow and become valuable customers in the long term future. 

Liquidity is no constraint, the constraint is much more to identify customers / MSEs with profitable investments. 

A loan guarantee scheme with the French development cooperation is planned. It is not yet clear who will be the target group of this scheme. 


	Trust Bank   (Draft data from 2004 have to be updated)

	Facilities: 

Vol.; Period; Int.
	Trust has run donor-funded credit lines in the past, but at the moment all facilities are funded from the bank’s own funds. 

· Working Capital Loan: Typically about ¢ 150 m., up to 12 months and renewable, 30-35% p.a. (base rate plus 3-7.5%)

· Fixed Asset Loan: ¢ 100 – 500 m.; up to 48 months; fixed interest rate of 30-35% (base rate plus 3-7.5%)

	Preconditions for Eligibility:
	Being an account holder is not necessarily a condition. An account has to be opened for the transfer of the loan if the application is successful. 

	Financial Records:
	Trust requires at least some kind of track record. Ltd.s have to submit audited accounts. Sole Proprietorships are  more flexible in the documentation of their financial records. Most important are sales records, 

The bank’s experience is that underreporting due to tax evasion leads to unreliable records. 

	Repayment Capacity Check:
	The viability of the business is the crucial factor for the bank. The bank has negative experiences with MSEs relying too much on consultants to draw business plans for them. The applicant does not need to have a written business plan, but he needs to explain his business during the site visit to the loan officer.

An important criterion from the financial records to assess repayment capacity is the trend of sales.

	Securities:
	· Working Capital Loan: The loan can be secured against receivables. In this case, the applicant has to bring a payment guarantee from his buyer and the bank checks the buyer’s reputation. 

· Fixed Asset Loan: Accepted securities are mainly mortgages of landed property or buildings. Cash near securities are also accepted.  

	Processing Time:
	The processing time depends mainly on the provision of the necessary documents by the applicant. 

	Regional Coverage: 
	The bank has ten branches located in Greater Accra, Ashanti Region and Central Region. 

	Comments:
	Trust has a Personal and Small Business Customers Dept. that handles loans up to ¢ 250 m. (loans above ¢ 250 m. are handled by the Corporate Banking Dept.). The procedures are quite pragmatic and enable MSEs to access working capital loans to finance specific transactions. 

Working capital where buyers’ orders can not be used as a security is more difficult to obtain. But, the bank does at least not require formal records or a formal business plan from small enterprises. 

The use of overdrafts however is discouraged by the bank, as it feels that there is no appropriate control. 

Fixed capital loans underlie more strict procedures and more formal requirements apply. Long-term loans do not seem to be attractive for MSEs, as most applicants request periods remarkably shorter than 48 months. 


	Unibank   (Draft data from 2004 have to be updated)

	Facilities: 

Vol.; Period; Int.
	Unibank has three facilities funded from its own resources and also handles the SPEED credit line. 

· Overdraft : Limit depends on individual client; 48% p.a. interest
· Short-term facility: Typically below ¢ 100 m.; up to 3 months; 4% per month / 48 % p.a.

· General Loans: Typically around ¢ 100 m.; up to 24 months; 33-38% (base rate plus 5-10%)

· SPEED: Special credit facilities for micro and small enterprises

	Preconditions for Eligibility:
	It is not a pre-condition to have an account with Unibank. 

The short-term facility is only to (a) supply goods under an existing contract and the applicant needs to bring the LPO of his buyer; or (b) to clear goods out of customs (see trade financing). 

	Financial Records:
	Ltd.s need to submit audited accounts; Sole Proprietorship companies not necessarily. 

The bank has a list with trusted accountants and sometimes passes on accounts to them to control. 

For practicality, bank statements can be sufficient, if the bank is convinced of the viability and seriousness of the business (and thus interested to win the applicant as a customer). 

	Repayment Capacity Check:
	The analysis includes a discussion with the applicant and a site visit. Important elements of information are: Cash flow projections, a business profile and a management profile. A written business plan is not required. 

	Securities:
	The bank accepts: Landed property (only such property which is relatively easy to sell), near cash securities (treasury bills, fixed deposits, shares of listed companies) and equipment. 

Personal guarantors are an exception, and are only accepted if the “net worth” of the guarantor is very high.

· Short-term facility: Also vehicles of an age of less than 10 years are accepted as securities. 

	Processing Time:
	The processing time depends in practice mainly on the customer and when he brings the necessary documents.

	Regional Coverage: 
	Unibank has its main branch and two agencies in Accra. Two to three more are planned over the next year, all in Greater Accra. 

	Comments:
	Unibank tries to develop suitable solutions for MSEs’ financing needs. One example is their transaction based short-term facility. 

The bank generally has a practical approach to assess the profitability of an investment. It requires reliable and detailed information, but does not insist of formal business plans. One example was given where the bank eased also security requirements because the investment was very convincing for them. 

However, the bank’s outreach is limited to Greater Accra. 


	Trade Financing

The two major export financing facilities in Ghana are EDIF and PEED. Both are handled by GCB, NIB and Prudential Bank, EDIF additionally by CAL Merchant Bank and Trust Bank.

Loan volumes for both facilities go up to $ 500,000 and they are mainly used by larger enterprises. Interest rates are 15% for EDIF and LIBOR rate plus 2-3% for PEED. None of the two offers good access to finance for MSEs and at least EDIF is restricted to enterprises who are already exporting. 

TIP is another USAID-funded credit facility to promote non-traditional exports. It is handled by Prudential and the interest rate is 15%. The study did not assess TIP’s accessibility for MSEs in practice. 

Some banks have their own export financing facilities: 

CAL Merchant: Its Pre-Shipment Financing facility is not easily accessible for MSEs, because they often cannot provide letters of credit and perishable goods do not qualify as collateral.

ICB: 
If an enterprise has previous transactions through ICB, the bank lends against an export order. 

NIB:
NIB handles letters of credit for importers or exporters against evidence of a trade contract.

Unibank: 
Unibank’s facility helps to clear goods our of customs. Goods are stored by the bank on behalf of the customer. Repayments are due for each load coming out of the store house (typically around ¢ 100 m., up to three months, 4% per month).


5.
Financial Records

General Rules: 

· Ltd.s need to have audited accounts (by law)!

· Apart from that, there are no strict rules. It depends on the relation to the FI. 

· Many FIs apply thresholds. Up to loans of about CEDI 50 m. they accept other forms of accounts, above that they request audited accounts. 

· The crucial point is to convince the FI that the accounts make sense and are consistent. Accounts that are formally stamped as audited, but do not properly reflect the business situation are of no use for FIs. 

5.1
Cashbook

Sales records: Most simple to keep. Tells the FI at least about the receivables in the past. Is not sufficient to calculate profits. Applied by FIs that provide smaller loans and have a limited outreach (e.g. Atwima, First Allied, Sikaman, Sinapi, Trust). 

5.2
Bank Statement

Bank statements: Is an option for those applicants who have a banking relation with a positive track record. Tells the FI about the financial situation of the account holder, not specifically of the business. Gives some indication of his repayment capacity. If the applicant has his account in a different FI, the loan officer wants to know why he does not get a loan from them. Applied by FIs that provide medium sized loans and have a good coverage of Greater Accra (e.g. CAL Merchant, Prudential, Unibank). 

5.3
Accounts

Accounts: Some FIs demand audited accounts, some ask applicants to fill a their financial data in a form. Accounts cover various financial data including revenues, costs and profits. Applied by FIs that provide medium to larger loans and often have larger branch networks and a more formal approach towards appraisal procedures (e.g. ADB, Barclays, Ecobank, GCB, ICB, NIB, SSB). 

6.
Cash Flow

Most important to know for the bank is the repayment capacity of the applicant:
Three important pieces of information: 

· The profit generated from the investment

· The businesses overall profit

· The repayment capacity of the applicant 
[image: image1.png]S—GHANA



[image: image6.png]



7.
Personal Qualifications

Integrity and Reliability

The integrity and reliability of the borrower will be known from previous dealings with the customer.  The Bank will therefore like to know how previous facilities were utilized/whether repayments were made on schedule or with difficulties.  If the account was a troublesome one the Bank will have to find out if the previous facility helped the customer to improve upon his business or left him worse of. These studies will further answer the question as to the customer’s ability to apply the advance to the stated purpose.

Business Management Capacity
The business acumen and industriousness of the applicant as well as his business management capacity can be seen from a study growth of the business and the account of the customer. When interpreting the customer’s current account care is taken not to place premium on false turnover.  Accounts with identical balances but with huge turnover are carefully studied.

Other Banks Accounts

It is also necessary to find out whether the customer maintains accounts elsewhere and the status of such accounts.  If the customer is committed to another bank it is very important to know the extent of his commitments.  The position(s) may be the result of the manner in which his account is being operated with the present bank/branch.

Business Development Services in Ghana

www.ghanabusiness.org
8.
Mapping External Factors

Market analysis is a key to the success of new businesses or projects. Marketing analysis of the product is all about estimation of demand for the product. You, as an entrepreneur, should assure the quality and standard of your product as well as its effective distribution. You must also devise a correct pricing strategy. The following simplified contents of market research can help you get information and analyse the market.

Supply refers to the different types of input you need from others for production. Production-oriented business owners need to buy:

· Equipment/tools;

· Inputs such as raw material.

Infrastructure includes access to roads, transportation services, electric power, water supply, telephone services, storage facilities, production and marketing premises. Availability of transport facilities and electric power play great roles if you are engaged in the manufacturing and construction business sectors. You need to get a good transport facility with affordable fees to transport raw materials as well as your finished goods. If you are using power driven machines/equipment, availability and affordability of electric power will also play determinant role. In addition to the analysis of infrastructure, you also need to look for a strategic business location to reach potential customers.

Legislation. You as a business owner have a legal obligation to adhere to existing laws and regulations. These responsibilities include paying taxes, respecting regulations regarding employees, getting licenses and permits, adhering to lease and contractual agreements. Paying taxes is part of running a business and it applies to every one unless you get short-term preferential treatment from the government. It is, therefore, your responsibility to learn about the legal requirements that concern you as a business person.  
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9.
Technical Feasibility
1. Assessment of 'appropriateness' of technology:

a) Product design and quality

b) Minimum/maximum capacity

c) Available raw materials, labour and utilities

d) Life span under sub-optimal conditions

e) Availability of spare parts

f) Flexibility with regard to: raw materials, products, variances in utility supply

2. Equipment:

g) Installation costs

h) Small equipment (e.g. handtools)

3. Availability of raw materials:

i) Storage

4. Labour:

j) Manpower requirements

k) Manpower availability

l) Required training programmes

10.
Securities

Understand the rationale of a Financial Institution (FI): First, the FI assess if it wants to give a credit (will it be repaid). Only then, they start looking for securities. That implies the MSE has to make up his mind what he has to offer – do not wait to be told the requirements. 

Different categories of securities: 

· Supply contract / receivables: Can be very simple and is often the best solution, but only for transaction based investments. Works only if the supplier or buyer is willing to enter into the credit relation with the bank. 

· Group schemes: Very specific solution…Applied by ADB, Atwima, First Allied, Sinapi. 

· Personal Guarantor: The FI wants to understand (i) what is the relation of the guarantor to the borrower and why does he accept to be his guarantor, (ii) the “net worth” of the guarantor. The FIs prefer guarantors who have an account with them. For most FIs only an exception. 

· Equipment: E.g. a car or machines – FIs ask for insurance of the equipment used as security. The more moveable, the more reluctant is the FI. 

· Mortgage: For large loans only and accepted only if the property is easily sellable. Applicants need to have clear property rights / titles. 

· Near cash securities: Highest preference of FIs. But if the applicant has enough near cash resources he might better not take a credit.
Business Information Handbooks

List of Publications for Business Development

Start and Improve your Business 

Identification of viable business ideas, market and supply analysis, write a business plan, organize business management, evaluate sales, improve and diversify products.

Marketing Strategies 

Marketing problems faced by Ghanaian businesses, marketing strategies, managing prices, product development and promotion.

Export-Import and Trade Fair Guide

Export procedures, export business registration and licensing. Import procedures. Trade Fair calendar and trade fair databases, trade fair participation.

Business Planning 

Business planning for start-ups, micro, small and medium enterprises: Nature of Business, Business organization, Products and services, Marketing plan, Management plan, Financial plan.

Bookkeeping and Cost Calculation Manual 

Cash book formats, records on maintenance services, receipt, sales on credit, raw material inventory, cash flow statement, Pocket Accountant software, cost calculation, identify cost components, calculate variable and fixed costs, calculate total cost per unit, how cost calculating improves your business.

Financing your Business

What finance do I need? What are the best sources of finance? Loan application procedure. Bank categories. Loan conditions. Financial records.

Improve your Business Association 

Needs assessment of your members, situation analysis, action planning,  services, fundraising, membership fees and accounting.

	List of SBS Network Consultants

	Name / Company
	Address
	Competencies

	Compta Consult

Accra
	A.D. SOMUAH

Phone 233-21-761555 

comptaconsult@yahoo.com 
	- Business Management

- Marketing 

- Financial Management 

	EDC Consult

Abena Otu

Accra
	Phone 233-21-227122 
Mob. 0208150750
abenaotu@consultant.com
	- Entrepreneurship Development 

- Gender, Marketing

- Financial and Credit Management 

- Organizational Development 

- Monitoring and Evaluation 

	MEV Consult

Nick Okai

Tema
	Phone 021-410682, 
0244-630610 
nickokai@yahoo.com
	- Entrepreneurship Development 

- Marketing,

- Productivity Improvement 

- Community Development

	Hopespring Foundation

Afia-Darkwa Amanor
	Phone 233-21.50.39.31, 

Mobile 233-24.43.72.522 

info@hopespringfoundation.org 
	- Organizational Development 

- Training in vocational and business 
   management skills 

- Business and Carrier counseling 

	Praisel Consulting

Alice Addai Yeboah

Accra
	Phone 233-021511932
or 0244 571474, 

praiselconxx@yahoo.co.uk 
	- Enterprise Development 

- Agriculture Development

- Micro-Finance 

- Credit Delivery and Management 

	WEYDA Consult

Chalres Wiafe
	Tel (233)24-4210228
20-8113312
Weyda04@yahoo.co.uk 
	- Business Development Services 

- Staff Development Training 

- Community Development 

- Job Link Services for skilled medium 
   level Personnel 

	KED Business Service

Ken Kpodo
	T 233-244-273035 T 31-22451
kkpodo@yahoo.com

	- Working Capital Management 

- Business Advisory
- Business Planning
- Micro-Finance Management 

- Pastel Accounting Software Training

	SMARTeam

Geralds Ahobor

Tema
	Mobile:+233 24 4601706, Phone:+233 22 305650.
smarteam_gh@yahoo.co.uk
	- Capacity Building and Technical 
  Assistance to Micro and Small Enterprises

- Technology and Product Development

	Ben-Gift Ltd

Bennet Niboi

Takoradi
	Phone 233-31-23600

bgtakoradi@yahoo.com 
	- Business Start-up

- Human Resources 

- Organisational Development

- Financil Management

- Marketing and Customer Care


	ROHI Consult

David Atiga

Kumasi
	Tel 00233-51-43396, 

Mobile 0244-804367 

atiga2002gh@yahoo.com 
	- Start-up Promotion

- Business Survival Programmes

- Growth Programmes

	Y-SEF

Stanley Attafi
	Ph 021-259021; 020-811 7831

Mobile 020-8117831
ysef2050@yahoo.com
	- Business and Financial Management 

- Support for agribusiness initiatives; 

- Micro finance intermediation; Markets 

- SMEs Needs Studies/Action-Research; 

	Destiny Services


	T 0244-537 145, 020-823 8143
fadjeimensah@yahoo.com 
	- Business Development Services

- Business Promotion Services 

- Health Care Support Services

	Teen Net Foundation Billy BONSU
	Phone 051- 43151 

Mobile 024 - 4613923

billteenet@yahoo.com 
	- Business Planing, Business Promotion

- Marketing

- HIV/AIDS Training

	FREE Consult
	Phone 233- 0244- 716643

atohinson@yahoo.com
	- Financial Management/Restructuring

- Budget and Cost Control Systems

- Marketing and Pricing

	Praisal

Alice Addai-Yeboah
	Tel. 233- 021 511932 

or 0244 571474 

praiselconxx@yahoo.co.uk 
	- Costing, Pricing, Cash Management, 
  Financing your Business Trainings

- Business Development

- Socio-Economic Issues

- Micro Finance, Credit Sourcing

	DEKHAB Associates
	Phone 233-21-241425

Mobile 233-20-8112655 / 
233-20-8195420

dekhabs@africaonline.com.gh 
	- Accounting and Financial Management

- Taxation and Tax Management

- Audit and Debt Consultancy Services

- Business Support for Investors

	DENCO Foundry

Daniel 
	Phone 022-305221, 
0244 –712181

dknumo@yahoo.co.uk
	- Business and Financial Management

- Engineering management

- Small Business UpgradingTrainings 

	Institute of Management and Entrepreneurship (IME)
	Richard Doe-Dartey

0277 455419

kafui100pc@yahoo.com 
	- Financial Management

- Micro Credit Facility Management

- Accounting Software Development

- Event Management (workshops)

	NAPDAP Consultancy Kumasi

Emmanuel Dapaah
	Tel 0244 531 614

napdap2004@yahoo.com 
	- Management Training

- Accounting related areas

- Preparation of Business Plan
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Profit


- Personal expenditures


= Repayment capacity





Revenues


- Costs


= Profit








* NIB and ICB are generally part of their respective market segment, but in practice their facilities seem to be very difficult to access for MSEs. 
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