	[image: image1.png]S—GHANA




Business Information Handbooks
Improve your 
Business Association

Accra 5/2006

__________________________________

GTZ





DANIDA


[image: image2.png]S—GHANA




Business Information Handbooks
Draft
Improve your 
Business Association
Accra, Ghana

May 2006

Published by:

[image: image3.png]



       - GTZ, German Technical Cooperation and 
       - DANIDA, Danish International Development Assistance

In collaboration with:

[image: image4.png]Network




Small Business Services (SBS) Network
Project Implementation:

  [image: image5.jpg]GFAZ>y

Consulting Group



 GFA Consulting Group, Germany 
Table of contents

1.
Deliver Services to your Members
1
 1.1
Objective of a business association

 1.2
Needs assessment with members
1

 1.3
Situation analysis overview
1

 1.4
Questionnaire on needs assessment at membership level
1

 1.5
General meetings on needs assessment
2

 1.6
Action planning
2

 1.7
Implementation of services
2

· What do you expect from the association as a member?
3
· What are the services the associations need 
to render to their members?
3
 1.8
Contacting partners
6
 1.9
Fundraising
6

2.
How to register a Business Association in Ghana?
7
 2.1
Regulations for business associations
7

 2.2
Registration procedures
8
 2.3
Constitution and by-laws
8
3.
Management of the Association
10
 3.1
Job description and training on the part of leaders
10
 3.2
Planning, documentation, evaluation and reporting
10
 3.3
Membership fees and accounting
11
 3.4
Cash book
11
4.
How to present your Association?
13
5.
Checklist to start and improve your Association
14
Attachments
· Situation analysis and action plan for services to members
· Situation analysis of the business association 
and business association action plan

· Association cash book format
· Membership list and fees format
· List of selected business associations in Ghana

List of Business Information Handbooks
List of SBS Network Business Consultants
1.
Deliver Services to your Members 

1.1
Objective of a Business Association

The objective of a self-help association is to deliver services to its members based on their needs and priorities. An association may fulfil the necessary organizational requirements such as statutes, personnel, administrative body (leadership) and equipment. However this does not guarantee that it is an effective association if it does not provide significant services to the members. In order to deliver meaningful services, the association should consider a systematic approach as outlined below.

1.2
Needs Assessment
The first step in Business Services Delivery is to assess the needs and proposals of the association members on an enterprise level and in group meetings. For the needs assessment fill out a simple situation analysis overview format presented below and discuss the following issues with the members. From the discussion you will get information about the situation and main problems and proposals of the members in a demand oriented manner:

	1.3  Situation Analysis Overview

	Members
	Products/
Services
	Supply/
Sales/
Marketing
	Staff/
Manage-ment
	Costs / month
	Problems and proposals of the business owner

	Member 1
	
	
	
	
	

	Member 2
	
	
	
	
	

	Member 3
	
	
	
	
	


1.4
Questionnaire on Needs Assessment on Member Level

Another possibility of assessing needs may be to prepare and distribute a questionnaire, aimed at assessing the situation, problems and proposals of the members:

· name, address and activity of the business owner;
· types of products and services;
· types of equipment and location;
· supply: sources of working materials and equipments;
· sales: how high is the turnover?

· marketing: advertising and market research measures;
· staff: number and qualifications;
· costs per month.
· main problems of the business owner;
· proposal of the business owner to solve the problems.

1.5
General Meetings

General meetings with the members may help you obtain further information on the problems and proposals at a grass root level. In order to organise an efficient meeting, you should consider the following steps:

· prepare proposed agenda for the meeting;

· choose a moderator for the meeting;

· invite members and partners at not too short notice;

· discuss problems of the members and related issues before handling administrative issues;

· discuss solutions and negotiate actions with partners.
1.6
Action Planning

The last column of form 1.2 ("Problems and proposals of the business owner“) will give you some ideas on the necessary activities needed to support your members. After the situation analysis is completed, it can be transformed into an action plan as follows:

	Six-month action plan

	Name and activity
	Problems identified 
by the member him/herself
	Proposal of action

	
	
	Self-help initiative of the member 
	Additional support of the association

	Member 1
	
	
	

	Member 2
	
	
	

	Member 3 ...
	
	
	


1.7
Implementation of Services

The implementation of services to the members depends on your situation analysis and action planning. The better you carry out the situation and problem analysis the better you will get ideas for services. 

What do you expect from the Association as a Member?

Members of various associations expect to be provided with different services such as those: 

· Experience exchange for markets, supply, production, 
business management and finance;

· to receive appropriate training concerning their business;

· to profit from any fundraising programs; to get loans; 

· to obtain manufacturing and trading locations;

· to benefit from advantages that can come as a result of favourable policies for the development of the private sector;

· to participate in trade fairs and bazaars;

· to receive training with regard to HIV/AIDS;

· to get acquainted with other trade associations.

Training needs, as suggested by members

The following training topics were recommended by members for association executives:

· business management;

· networking;

· project development and management;

· marketing;

· gender issues;

· lobbying skill;

· business planning;

· communication;

· how to give business services;

· how to get more members; 

· information technology.

What are the Services 
the Associations need to render to their Members?

With regard to which services the association can render to its members, the following were suggested:

Help them benefit from trading locations

If strengthened, the association can plan to help those who work in 'Gulit' areas and those who do not have decent location to carry out their businesses. Getting a location where the micro and small enterprises can work is considered to be an issue of priority for the association. The minimum a micro and small enterprise should have is a working premises.

Act as guarantor for the MSEs to access loan

In the case of MSEs requesting loans from the bank or micro financiers, the association can write letters to the respective financial organizations to assist the micro and small firms. In most cases NGOs and other micro financiers ask for some sort of guarantor and this is what the association can take responsibility for.

Receiving loans is not without problems. Therefore, the association has to participate in the payment plan too.

Assist members in organizing exhibitions and bazaars

The association can arrange an exhibition/bazaar to display goods and services for its members. The products and services can be promoted through the trade fair to prospective buyers. It can organize industry trade shows to stimulate an interest in and demand for the industry’s products and services. Depending on the size of the firm, it can also solely organize bazaars for sales purposes. The key component to developing an exhibition/bazaar event by the association is to create buyer-seller relationships.

Provide some advocacy services for members

The association is obliged to provide advocacy services to protect members against any legal action that may be brought against them. Besides, it plans to guard the association in any way possible and to solve member conflicts, if any. 

As profit oriented trade associations, it will not be easy for the associations to handle legal cases. For the association to guard against any legal responsibility, it may be necessary for the executives of the association to understand how an association liability can arise.

Inform members about objectives of the association

The association can provide proper orientation programs to its members. It should clarify any issues that could be misunderstood by the members. It can plan to set various programs that make members understand the objectives of the association, so that they can increase their attendance and participation. 

During the establishment of association’s goals and objectives, involving as many members as possible could minimize the hard work of orienting members on the intent and purpose of the association.

Orient members on international experience

Since the associations may have some members who would like to go to the international market, the association can play the role of orientating its members on international experiences. The association can assist them in attaining some ideas on international market situations and concepts.

Representing members in different forums

It is the association’s responsibility to create a link between the association and the various organizations. Because of the situation of many micro and small enterprises the executives can additionally represent the association in different forums, workshops and gatherings related to this.

Coordination of the regional and zonal associations

By having clear ideas and guiding procedures the association can coordinate the regional and existing or potential zonal associations. As a supplementary function, regional associations can look into establishing the zonal associations.

Organizing or providing appropriate training

The association can develop the knowledge, skills and abilities of its members as well as that of the executives. By improving the knowledge and capabilities of its members the association can make these members more valuable to themselves, to their organization as well as to the association.

When the association sets up training programs, it may need to plan what resources it is prepared to provide on its own and what it can receive from stakeholders, government institutions as well as projects. The association, in its endeavour to provide appropriate training, plans to appoint qualified and competent staffs to facilitate training to its executives and members

Networking within associations

The association will facilitate its members to create networks between each other and with other business organizations. It can also create a network with other relevant associations.

Networking with national and regional MSE development agencies

The association has limited financial capacity to provide too many business development services; therefore, through networking with development agencies such as the National Board for Small Scale Industries (NBSSI) it can plan to carry out some development activities. It can also achieve many advantages by networking with other organizations that are also engaged in business development services.

Encourage micro and small enterprises to join the association

By going to the businesses of the respective micro and small firm owners, the association would be able to stimulate and teach members to think at a more advanced level and entice them into joining the association. It can also be a means of retaining members. 

1.8
Contacting Partners

In order for the action plan to be implemented, the association should think about its share of the action and about the partners who may help: vocational training centres, financing institutions, marketing service providers etc. The association’s representatives should contact these partners and negotiate on possible collaborations. The steps involved in getting partner organisations to collaborate are:

· work out a situation analysis and action plan. Partners do not like comitting funds and collaborate without concrete proposals for actions;
· draw up a list of potential partner organisations, including their names, addresses, fields of intervention and possible fields of collaboration;
· contact them and show them your action plan;
· negotiate common activities.

1.9
Fundraising 
The basis of fundraising are your own funds! Nobody will like to provide funds, if your own association does not have a contribution of its own. Sources for own funds are membership fees and fees for services accompanied by a good financial management and bookkeeping system.
· The next steps in fundraising are concrete proposals for concrete actions. No donor agency likes to finance administrative costs, but prefers to finance concrete activities and services that would benefit members.

· Prepare a list of potential partners, contact them and discuss your activities. Based on the discussion, you would then be able to request for financial support.

2.
How to register a Business Association in Ghana?

2.1
Regulations for Business Associations
a. Business Associations in Ghana are based on the Companies Code, 1962 – especially on the statutes of a Company Limited by Guarantee for non-profit business associations.
A guarantee company is not registered with shares and is not permitted to create any shares. This type of company is therefore only suitable if no initial funds are required or those funds are obtained from other sources, e.g. endowments and donations. The company is also not permitted to engage in trading. The company is not permitted to pay dividends or distribute/return any assets to members.

The operating principle in respect of guarantee companies is "one member, one vote". The Regulations of a guarantee company must contain the following mandatory provisions:

· That the liabilities of the members are limited

· That the income and property of the company shall be applied solely towards the promotion of its objects

· That no portion of the income and property shall be paid or transferred in any manner to the members, except payments is permitted by the Regulations, such as the payment of reasonable and proper remuneration to officers in return for services actually rendered, out-of-pocket expenses, interest not exceeding 6% on money lent to the company, and reasonable and proper rent for premises let to the company. Further, no director is to be appointed to any salaried office. These may be modified only with the approval of the Registrar

· That each member will contribute to the assets of the company in the event of its being wound up, to cater for the payment of the company's debts and obligations, costs of liquidation and other amounts required, up to whatever limit is prescribed by the Regulations. In respect of members, this liability extinguishes only where a person has ceased to be a member for more than a year. Note that membership of a guarantee company may end only by death, valid retirement or any other manner prescribed in the Regulations

· That upon winding up, the residue of the property shall not be distributed to members, but shall be either given to some other guarantee company with similar objects or applied to some charitable purpose. Members before the dissolution of the company shall determine the beneficiary.

b. Cooperatives: Membership is unrestricted but is for specific purposes such as joint purchase of raw materials and group marketing of products.

2.2
Registration Procedure
Business associations are registered at the Registrar’s General Department with the relevant registrations forms including the following data to be provided: 

· Name of association, postal address, location of office, copies of the constitution of the association, a statement of its objectives in addition to the names, addresses and occupations of Executive members of the association. 

· The registration forms provide basic information and rules of the association.

· The registration forms are available at the Registrar-General.

· The registration will be completed by a non-refundable registration fee.
2.3
The Constitution and By-laws of the Association
The regulations define the general objectives and the fields of association’s interventions, membership conditions, organisational structures, democratic representation (composition of the executive committee, secretary general, elections), and resources. 

Contents of Constitution:
· General Matters, Name, Objectives
· Membership, Procedures of Admission

· Rights and Privileges, Duties and Obligations

· Termination of Membership

· Meetings, Quorum, Adjournments, Procedures, Committees

· Terms of Appointment, Chairperson, Vacancies, Rule, Supervision

· Electoral Procedures, Management

· Executive Council

· Secretary, Treasurer, Public Relations Officer

· Compensation

· Functions of the Executive Secretary

· Record keeping

· Internal Control and Supervision

· Disputes, Dissolution

· Finance, Funds, 
· Books of Accounts, Financial Reports

The by-laws define the association’s functioning in detail. Especially disciplinary measures and details, such as opening a bank account.

Contents of bylaws: 

· introduction of the association;

· address;

· membership criteria and replacement of members;

· opening of a bank account and its utilization;

· disciplinary measures;

· amendment of the bylaws.
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3.
Management of the Association

3.1
Job Description and Training of Leaders

Especially, in a self-help association a job description for the leaders who are not necessarily experienced in this field is very useful in order to give each of the leaders and the members an idea of his/her field of intervention and respective tasks. A list of all posts should be worked out (see regulations), and for each attribution detailed explanations should be drawn up. After every election the new leaders should be trained on the job, on the basis of the job descriptions.
Each of the leaders should be prepared to carry out an action plan for his/her field of intervention and produce an activity report at the end of each implementing period (see chapter on documentation and evaluation). 

3.2
Planning, Documentation, Evaluation and Reporting

The association periodically works out action plans of activities, e.g. for a period of 6 months. This organisation action plan should have the following contents: 

· list of services to be rendered to the members of the association (detailed planning of all activities, such as participation in fairs and exhibitions, organisation of workshops, training, marketing);

· list of of other activities (study tours, meetings with partners, meetings with members, general assembly);

· details of collaboration with partners.

All documents should be kept safely at the association's library to serve as references for further discussions with partner organisations. At the end of a given implementation period (e.g. 6 months), it is recommended to work out a 6-month activity report entailing the following:

· services rendered to the members;

· other activities achieved;

· achieved collaboration with partners;

· problems experienced in the last period;

· perspectives for the next period.

3.3
Membership Fees and Accounting 
The association has to have financial resources to be able to implement and render services to its members. Membership fees are the basis of self- funding in self-sustaining associations. These funds have to be recorded on the basis of the membership list.
	Membership list and records of fees
	yearly fees paid

	No.
	Name/Address
	Trade
	Date of affiliation
	1
	2
	3
	4

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	


3.3
Cash Book

Manual Cash Book

Charges and credits have to be recorded in the association’s cash book. With the start-up of an association a banking account should be opened immediately, in order to ensure the proper management of financial resources. Transparency of the financial system, especially the bookkeeping system is absolutely of utmost necessity to avoid mismanagement.
This cash book can be used for both associations as well as businesses.

	Cash Book 

	No.
	Date
	Description
	Cash in
	Cash out
	Balance

	
	
	
	Cedis
	Cedis
	Cedis

	1
	2.2.06
	Initial cash contribution
	2 345 000
	
	2 345 000

	2
	3.2.
	Telephone
	
	126 000
	2 218 000

	3
	3.2.
	Room rent
	
	930 000
	1 288 000

	4
	4.2.
	Membership fees
	455 000
	
	1 743 000

	5
	5.2.
	Transport
	
	780 000
	962 000

	6
	5.2.
	Services paid
	1 675 000
	
	2 638 000

	7
	5.2.
	Furniture
	
	1 675 000
	962 000 

	8
	7.2.
	Membership fees
	780 000
	
	1 743 000


Electronic Cash Book 

(download Excel application from www.ghanabusiness.org/bookkeeping.htm)

For associations as well as small and medium enterprises with computer facilities, an effective but simple system is illustrated in an Excel sheet. The following cash book made available for downloading has the same structure as the cash book illustrated above. However, all the balances are calculated automatically.

	 Electronic Cash Book 

	No.
	Date
	Description
	Cash in
	Cash out
	Balance

	1
	2.2.04
	Initial cash contribution
	2 345 000
	 
	2 345 000

	2
	3.2.
	Electricity
	
	126 500 
	2 218 500

	3
	3.2.
	Room rent
	
	930 400 
	1 288 100

	4
	4.2.
	Membership fees
	455 000
	 
	1 743 800

	5
	5.2.
	Stationery 
	
	780 900 
	962 900

	6
	5.2.
	Membership fees
	1 675 800
	 
	2 638 700

	7
	5.2.
	Conference
	
	1 675 800 
	962 900

	8
	7.2.
	Membership fees
	780 450
	 
	1 743 350

	9
	8.2. 
	Furniture
	 
	345 700 
	1 397 650

	10
	9.2. 
	Telephone
	 
	125 600 
	1 272 050

	Sum / Balance
	5 256 950
	3 984 900
	1 272 050


For more details on the electronic cash book with the relevant accounts, please refer to our handbook "Bookkeeping and Cost Calculation".

Business Development Services in Ghana
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4.
How to present your Association ?

The presentation of your association is not only based on your regulations (mission, objectives, fields of intervention), but especially on your activities and services rendered to your members. That is why your presentation (brochure or leaflet) should contain the following issues: 

· Name of the association; mission and objectives; fields of intervention; activities and services rendered to your members; collaboration with partners; future perspectives; contact addresses.

Visualize your planning, services rendered and business photos of your members in your office rooms. Every visitor coming to your association should immediately be provided with information on your activities. 

Business Development Services in Ghana
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	SBS Network Consultants assist you 
for Business Association Development
If you need assistance for Business Association Development ask one of the experienced SBS Network business consultants. Please find a complete list of consultants with fields of competencies on the last page of this publication. 




5.
Checklist to start 

and improve your Business Association

· Start-up phase:
· Encourage round tables and regular meetings of business owners of a locality or similar trades.

· Identify and contact all potential members.
· Initiate discussions about member’s situation, problems and solutions.

· Define the objectives of the association.
· Organize all initial meetings and discussions.
· Make needs assessment and analyse situation and problems of the participants.
· Work out and discuss regulations and bylaws.
· Take all steps regarding rules and regulations.
· Organize the General Assembly and elect leaders democratically.
· Initiate and develop network services for the association members.

· Follow up:
· Are meetings and membership fees on a regular basis?

· Have the necessary office rooms and equipment been acquired?

· Do the needs assessment, activity planning and services rendered to the members take place on a regular basis?

· Are the achieved activities documented, evaluated and reported?

· Have job descriptions and training for the leaders been worked out?

· How is the financial system initiated (cash book, records of membership fees, bank account)?

· Do you have regular contacts and collaboration with partners?

Attachments
· Situation Analysis for Members
· Action Plan for Members
· Situation Analysis for Business Association

· Action plan of Business Association
· Example of an Association’s Cash Book

· Membership List and Fees Format
· List of selected Business Associations in Ghana
	Situation Analysis of selected Members 

	Name / Activity 

Location / Equipment
	Products and services
	Supply / Sales / 

Clients / Marketing
	Staff and

Business Management
	Cost per month
(Cedis)
	Problems identified by the owner him/herself 
and his/her proposals of solutions 

	Business 1


	
	
	
	
	

	Business 2


	
	
	
	
	

	Business 3


	
	
	
	
	

	Business 4


	
	
	
	
	

	Business 5 

....


	
	
	
	
	


	Five-month Action Plan of Service Delivery to selected Members

	Name / Activity
	Problems identified 
by the owner him/herself
	Proposal of actions

	
	
	Self-help initiative of the business operator
	Additional support by
the Association + Partners

	Business 1


	
	
	

	Business 2


	
	
	

	Business 3


	
	
	

	Business 4


	
	
	


	Situation Analysis of the Business Association 

	Number of members by trades, size, regions and gender
	Mission and organizational structure
	Association activities implemented
	Problems and Weaknesses
	Proposals, projects and initiatives 
	Partners and potential partners

	
	
	
	
	
	


	Five-month Action Plan of the Business Association

	Problems identified 
	Proposal of action

	
	Self-help initiative of
 the business association
	Additional support 
by Partners

	Problem 1:
	
	

	Problem 2:
	
	

	Problem 3:
	
	

	Problem 4:
	
	

	Problem 5:
	
	


	Membership List and Records of Fees

	No.
	Name / Address
	Trade
	Date of affiliation
	yearly fees

	
	
	
	
	1
	2
	3
	4

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	


Registration of Business and Business Association 

The Registrar-General
Registrar-General's Department
P.O. Box 118 Accra, Ghana
Tel: (233-21) 662043/664691

List of selected Business Associations in Ghana

Ghana National Chamber of Commerce 
www.ghanachamber.org 

Association of Ghana Industries (AGI) www.agighana.org, 
set up in 1958, is the leading business organisation in Ghana. It serves as a mouthpiece for the manufacturing and services sector and carries out proactive support services with the view to contribute substantially to the growth and development of industry in Ghana

Federation of Associations of Ghanaian Exporters (FAGE) 
www.ghana-exporter.org 
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.

Standards and Quality in Ghana 

Standards and quality institutions, legislation and procedures.
	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@hopespring
foundation.org 
	- Organizational Development 

- Training in vocational and business 
   management skills 

- Business and Carrier counseling 

	Praisel, Accra Consulting

Alice Addai Yeboah
	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/Financial Management 

- Support for Agribusiness initiatives; 

- Micro finance intermediation; 

- SMEs Needs Studies 

	Destiny Services


	T 0244-537145, 
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 Planning and Promotion

- Marketing

- HIV/AIDS Training

	FREE Consult
	Phone 233- 0244- 716643

atohinson@yahoo.com
	- Financial Management

- 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@africa
online.com.gh 
	- Accounting / Financial Management

- Taxation and Tax Management

- Audit and Debt Consultancy 

- Business Support for Investors

	DENCO Foundry

Daniel 
	Phone 022-305221, 
0244 –712181

dknumo@yahoo.co.uk
	- Business / 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,Kumasi

Emmanuel Dapaah
	Tel 0244 531 614

napdap2004@yahoo.com 
	- Management Training

- Accounting related areas

- Preparation of Business Plan
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